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Herculean. Pivotal. Possible.

Veris is a market leader in office automation, transforming front desk operations and
digitizing customer experience. The Veris team leverages the power of intensive
technology research and customer feedback to stay ahead of the curve and create
delightful new experiences for organizations across the globe. Visit www.getveris.in
for more details.
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The Current State
of Technology
Adoption
Why are industries lagging behind in
technology adoption when digitization is
the foremost priority of 2019?
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State of Tech Adoption in Financial Services Sector

A recent poll of
700 business

Internet of Things

technology

IT Automation

buyers across
North America

24%

and Europe
revealed that the

43%

financial services
industry leads
the way as an

14%

early adopter
of emerging

13%

technologies.

13%
9%

Currently Use

Plan to Use in 12 Months

Plan to Use in 1-2 Years

“Any company designed for success in the 20th

risk of becoming commercially unviable in the near

Century is doomed for failure in the 21st,” says

future, being left behind by competitors who adopt

Salim Ismail, author of Exponential Organiza-

the latest technological innovations.

tions. The fact is that a business that isn’t focus-

So, what is the current state of technology adop-

ing on digital transformation today is facing the

tion amongst various industries?
The financial services industry has been leading

The 3 emerging trends in new
technology adoption:
•• Refreshing Outdated IT

gent regulatory framework that they need to function within. Also, these companies are trusted
with sensitive client data, making security a key

Infrastructure was termed as

concern. However, so far, it has been the larger

the number one priority for

enterprises that seem to be more open to adopt-

organizations in 2019

ing the latest technological innovations. In India,

•• Financial Services sector leads
the rest in technology adoption
•• Security solutions see the highest
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the charge in tech adoption is possibly the strin-

where there has been a mushrooming of MSMEs in
recent years, technology solutions can offer multiple advantages. Yet, only a small fraction have
adopted technology solutions, of which a large

demand among emerging

percentage relate to payment and digital banking

technologies

services only, says The Economic Times.

Challenges in
New Technology
Adoption
Why are organizations unable to
overcome their inertia of moving away
from the old and adopting the new?
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The Telegraph had reported in 2017 that almost a

Any new process tends to be seen as an additional

third of all businesses in the UK admitted to being

stress factor in such situations.

“laggards” in the adoption of emerging technologies. The situation hasn’t changed much over time
or across nations. So, why are businesses all over
the world hesitant when it comes to new technology, despite acknowledging the advantages that
stand to be gained from them?

Too Many Requirements, Too Complex
Adopting new technology solutions isn’t just a
question of balancing out the costs and benefits.
Many of the emerging tech solutions make huge
demands in terms of learning a whole new technology, which might be very different from what
the employees are used to. It could also mean
investing in an entirely new range of hardware.
Businesses need to be pragmatic about what level
of disruption they can afford, difficulty of and time
required for training employees to use the solution, impact on current processes, and more. Of
course, the cost and performance of the solution
need to be evaluated as well. Many organizations
are skeptical about the lofty promises made by

Unless a
new solution
seamlessly
integrates with
the existing
business
processes in an
organization,
it will never be
able to offer
maximum
benefits.

new tech solutions too.

Mismatch with Legacy Systems
Resistance to Change
With busy scheduled, deadlines to meet, meetings
to get to and overall high-stress levels, it is only
natural that employees will resist any initiatives
that appear to increase their workload. They will
need to take time out to learn new tools and start
using them, which will impact productivity and
business time-lines. Even a few naysayers could
put a spanner in the works for the entire team.
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Unless a new solution seamlessly integrates with
the existing business processes in an organization,
it will never be able to offer maximum benefits. It
could become a herculean task to migrate systems
onto the new technology solution. Most often,
when companies compare their existing systems
with what needs to be changed to implement a
new solution, the effort and cost appears too high
because it almost seems like the entire structure
will need to be overhauled.

In Conversation
with the Experts
at Veris
What do subject matter experts have to
say about enabling technology adoption
across enterprises?
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New technology adoption as the singular focal point from
product development to implementation.
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In the next 5 years, I
foresee widespread
adoption by smaller
establishments alongside
a rise in specialized
offerings targeted at
specialized verticals such as
manufacturing & BFSI.

We ask Vaibhav, the
man behind the Product
at Veris some burning
questions about the
trends he perceives in
technological changes
and its impact on the
industry

Vaibhav Jain,
Co-Founder &
VP-Product

9

Where do you see the visitor management
offering heading over the next 5 years?

The 3 trends he foresees in the

Visitor Management is the first touch point of

visitor management industry

customer experience for any establishment.
Be it Corporate Offices, Manufacturing plants,
Educational institutions or Commercial Real
estate. Visitor Management is now a priority for
all stakeholders including Security, Workplace
Services and IT teams. In next 5 years, I foresee
the widespread adoption of this technology, even
by smaller establishments since they do not wish
to lose out on the competitive edge this solution

•• Enhanced security and
compliance: Organizations want
to strengthen security layers
owing to increased compliance
standards and rising exposure
to data theft and unwanted
intruders.
•• Hassle-free experience:

provides. This industry will also witness the rise of

Organizations want to keep the

specialized offerings targeted for different verti-

experience hassle-free, intuitive

cals such as Manufacturing, BFSI & ITES due to

and welcoming for all business

evolving compliances and regulations in these

stakeholders alike. Alongside a

sectors.

hassle-free visitor experience,
organizations want to provide a

How do you decide which new features to
add to your visitor management software?
We believe that Visitor Management is not just

flexible and personalized solution
to visitors and employees alike.
•• A connected workplace:

a collection of features rather its an experience

Modern visitor management,

from the very first touch point to the last. We try

is supported by a wide array of

to map diverse Visitor Journeys and stitch them

technological innovations such

into a seamless Visitor Experience. We continu-

as IoT, AI & AR/VR are introducing

ously study and enrich these journeys with feed-

a myriad new possibilities

back loops from Customer interactions, User

for digital workplace leaders

interviews and Analytics. We push the boundar-

to create smart connected

ies by incorporating the latest trends and tech-

experiences.

nologies in the Software industry worldwide.
Visitor experience mapping is a great idea as it
reinforces the need to be more visitor-centric
in the overall visitor management process. This
process involves creating an idyllic “happy
path”, which is further studied at each touchpoint to understand and describe visitors’
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behavior, thoughts, opinions and feelings & pain
points. Journey-based transformations are not
easy and they may take years to perfect. But the
reward is higher customer satisfaction.

We catch up with
Anoop, Commanding
Officer of our business
development team,
on how he strives to
consistently delight
customers.

When the
sales function
spends time in
understanding
the needs and
pain points of
all stakeholders,
they can help
in formulating
a solution that
appeals to all.

Anoop Poonia
Co-Founder &
VP-Sales

11

Purchasing new technology can be tricky.

tion of an order. The order is only the beginning of

How do you cross this hurdle when you

the relationship. As part of the sales function at a

pitch a solution to multiple stakeholders?

technology company, you are a long-term consul-

New technology is always intimidating, since

tant for the client organization. This means keep-

it is a change from the familiar way of doing

ing track of how the product is creating value for

things. It requires us to overcome our inertia

the organization and finding new challenges you

and move beyond our comfort zone. I would say

can solve for. As a sales professional, you should

technology adoption begins way before imple-

continue to track various aspects from the trans-

Identifying

Deep dive into the on-ground reality and spot the right

the Problem

pain points. If the client is facing security challenges,

Statement

don’t prioritize efficiency gaps.

Configuring the

Liaise with the product team and use your own

Product to Fit

industry insights and global best practices to

the Puzzle

configure the product to fit this puzzle.

Bringing it All
Together

Communicate product requirements with the product
team, deployment timelines with the customer success
team and roll-out strategy with the marketing team.

Anoop views the sales process with a consultative approach. He
feels, it consists of a 3 step process.

mentation. It starts from the first conversation.

formed visitor experience, feedback of key users,

It is imperative to understand the concerns of

features with the highest adoption and any new

multiple stakeholders such as IT, administrators,

challenges to solve for. The sure shot way to

front desk executives etc from the get-go. If the

delight customers is to continuously think of new

product is designed to automate and ease the life

ways to make their life easier. This process of gap

of each stakeholder, then it is this exhaustiveness

identification starts with tracking key metrics for

of the product that makes the adoption easier.

customer satisfaction and keeping them abreast of
new functionalities in the product. Most impor-

An organization is an ever-evolving entity.
How can one consistently strive to delight
customers even after the sale?
The sales function doesn’t end with the confirma-
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tantly, it starts with consistently seeking substantial feedback from the client organization.

Akash Gupta,
Head-Customer
Success

In conversation with
Akash, the customer
success pillar at Veris
as he reveals his sure
shot formula to induce
ownership by frontoffice executives

Modern visitor
management,
supported by
a wide array of
technological
innovations,
integrations
and initiatives,
enable the
efficient mobility
of employees,
guests,
contractors and
materials within
an office space.
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Installing a smart VMS is pointless till
front office executives own the new solu-

The 3 step process to induce

tion. How do you ensure that these crucial

adoption by front-office executives

stakeholders adopt the new solution as
their own?
It is critical for front-office executives to own
the new technology and are convinced of it as the
organization moves towards implementation.
This can be an extremely tricky process requires
a combination of empathizing, pitching and partnering with these executives to make the implementation successful and the adoption smooth.

•• Empathize: Putting yourself
in the shoes of front office
executives and understanding
their daily challenges they
experience through the visitor
management process. It is always
beneficial to acknowledge these
challenges so that they know that
you truly understand their side of
the story.

Which elements of a VMS are highly
adopted by most client organizations?
We’ve found three key features which
have witnessed the highest adoption rates.

•• Pitch: Explain how the new
solution will ease their life
and process, increasing their
productivity.

Seamless one click invites - This is especially used
by By using our bulk invites feature, a number of

•• Partner: Assuring them that you

clients find it so easy to send invites to hundreds

are in this together with them

of candidates at once. This is very unlike their

and are partners in execution,

legacy software, where they would have to indi-

supporting them along the way.

vidually invite each employee and explain location
details, etc. They can now send all this and with
just one click, saving time, effort and costs, while
making visitors happier.

Real-time dashboard- With our real time visitor
data, available for administrative executives at
their fingertips, they can access any visitor infor-

Approval based check-ins - Unwanted visi-

mation they need to and at the time they need it.

tors cause a number a productivity gaps for all

Even if it is for a small detail, such as entry time

stakeholders involved. By using features such as

from 3 years ago, just one click will give you the

two-way communication, pre-invites and request

answer. They are also able to analyze this data and

a meeting, unwanted visitors can be stopped at

optimize their resource allocation accordingly.

the reception itself. This increases the productivity of organizations by saving precious time
for all stakeholders involved, including receptionists, administrators, employees and visitors.
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We sit with Aastha, the champion of
marketing at Veris to ask her how she
looks at new technologies and their
adoption in the ever changing industry!

Aastha Sharma,
Co-Founder &
VP-Growth

If end-users believe that
new technology will have
a positive effect on their
perceived performance or
coolness-quotient, they not
only adapt quickly but also
persuade others by instilling
in them a want-factor!
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What are the reasons why employees resist
new technology?

Five key reasons why people are

Adoption of technology in an enterprise is like

resistant to new technology

painting the Forth Bridge – a never-ending task.
Most decision-makers seem convinced with the
value offered by a newly selected technology and
are eager to make their vision a reality. But only
a few envisage that uncertain time prior to actual
implementation. If it feels like you’ve hit a wall,
maybe it’s time to understand what’s happening

•• Lack of control: Familiar routines
help employees develop a
sense of control over their work
environment, which is disrupted
by change.
•• Lack of clarity: Poor internal

and what’s standing in the way of employee-wide

marketing, lack of established

acceptance.

benefits, minimal reinforcement
and an absence of a help center

What are your secret ingredients in the
tricky concoction of technology adoption?

to ease the process results in a
negative perception of the new
technology.

If project teams are able to answer these three
questions on behalf of their employees, more than
half of their job is done.
“Do I really need it?”
The answer to this question begins with thoroughly investigating your employees’ journey
to uncover their daily struggles. At times it also
requires project teams to outline the problems the

•• Lack of reward: Employees resist
change when they do not see
anything in it for them
•• Poor timing: Change must be
introduced when there are no
other major initiatives going on.
•• Past experience: Attitudes about

employees never realized they had.

change are partly determined

“Do I really want it?”

by the way organizations have

With experience I can say, the locus of adoption is
on groups of end-users defined by their job categories. Adoption is a social frontier. If end-us-

handled change management
in the past, as well as how often
change is expected.

ers believe that the new technology will have a
positive effect on their perceived performance or

Relentlessly focusing on eliminating friction while

‘coolness-quotient’, they not only adapt quickly

reinforcing adoption will not only get the proj-

but also persuade others by instilling a ‘want-fac-

ect off the ground but also result in identifying

tor’!

change-champions within the organization.

“Is it here to stay?”
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Moving Past
Barriers to Enable
Adoption
How can enterprises and solution
providers join hands to ease technology
adoption?
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Businesses today understand the importance

an app on our smartphone. What if a tech solution

of demonstrating their openness to inno-

for checking into the business premises, whether

vation. With an intuitive, agile and user-

as an employee or a visitor, could be done via an

friendly technology solution, it becomes

app? It would become the most natural exten-

easy for a brand to portray that it is not just

sion of our existing behavior. Then, there is the

in-sync with the times but forward think-

concern that too many apps are difficult to store

ing. So, how can they ensure the smooth adop-

on a single smartphone. So, the product develop-

tion of new technology across the organization?

ment team creates a solution such that easily inte-

Let’s look at the creation of a technology solution

grates with third-party apps already being used by

keeping in mind the usual barriers to acceptance

the company, such as a cab service, food vendor

with the example of a smart visitor manage-

and email calendar etc.

ment system. The product will
need to be developed keeping in
mind that it should ease adoption such that the company
and its employees need to put
in minimal effort to deploy the
solution. Taking our example,
a visitor management software
should, therefore, be flexible, customizable, responsive,
dynamic, collaborative and
integrate easily with existing

Any solution that is
able to address the key
barriers to technology
adoption will be more
readily accepted and
adopted.

systems and third-party software. Here are the 3 essentials to enable high technology adoption taking the example of a visitor
management system.

Strategizing to appeal to the psyche of all
stakeholders
Once the solution offered is easy to use and simple
to understand, half the battle is won. Beyond this,

Simple to Use with Minimal Demands

the solution provider should join hands with the

A robust visitor management solution should

enterprise to understand the demographics and

not require additional hardware, investment in

challenges of each stakeholder from the imple-

infrastructure and extensive training of employ-

mentors to the users. Both parties should take time

ees. Product development takes into account what

to understand the daily struggles of each stake-

people today are the most familiar with and build

holder and identify how the new solution solves

a solution around that. Today, whenever we look

for these struggles. This then becomes the start-

for a product or service, the first thing we turn to is

ing point in enabling adoption. Once each stake-
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holder understands how a solution eases their life,
it becomes easier for them to adopt the solution
and create a ripple effect of adoption across the
organization. Following the example of the visitor management system, the solution provider
should invest sufficient time in understanding
the struggles of departments such as administration, IT, front office executives and employees and
convincing them of the value in the smart VMS.

Conclusion
The reality is that technology tools have become
ubiquitous not just for business solutions, but
for the customer as well, which is the primary
reason why businesses need to look at tech adoption. And, it isn’t just the customer and the user
experience that determines business success. As
clichéd as it might sound, the employees are an
organization’s greatest asset and meeting their
expectations should be a key focus. Today’s workforce is largely made up of millennial, the techsavvy generation, which expects the company
they work for to be responsive to their needs.
Technology innovation could well lay the foundation for business success. For instance, an integrated visitor management solution, embedded
with smart systems can provide a seamless experience for employees and visitors checking into the
business premises, while relieving the admin and
HR personnel of the cumbersome task of monitoring various systems to manage footfall at the
premises. Most importantly, in an age of big data
and connected devices, the ability to gather and
analyze crucial information, which can be used to
sync different systems and workflows could be a
boon to the organization.
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About Veris Whitepapers
Veris Whitepapers are original insights into the role of technology for businesses, digital transformation and obstacles in the path of the mainstream adoption of technology. Our aim is to bring learnings
from the experience of professionals and from research, such that organizations can gain the maximum benefits from the adoption of rapidly advancing technology. Veris Whitepapers is the copyright
publication of Digicred Technologies.

About This Whitepaper
This whitepaper contains general information and experiences of the core Veris team. It is by no means
a substitute for professional advice or services and should not be the sole basis for any business decision
or action that could affect the finances of an organization. Digicred Technologies and the Veris Team
are not responsible for any loss sustained to a person or business relying solely on this publication.

About Digicred Technologies
Veris is a brand of Digicred Technologies, created to address the security concerns and streamlining of
visitors into business premises, both single
and multi-tenanted. The team comprise of
passionate and skilled young professionals

Contributions

with a penchant for the ways in which tech-

Team Industry Insights: Vaibhav

nology can ease life and make business better.

Jain (Co-founder & VP – Product &

The Veris visitor management system has

Operations), Anoop Poonia (Co-founder

already received accolades from some of the

& VP- Sales), Akash Gupta (Head -

largest corporates in India, giving the team

Customer Success)

the confidence to constantly innovate to add
new features and functionalities and make
the software even more powerful, simple and
customized. For more information about the
company, please visit www.getveris.com

Market Insights: Aastha Sharma (Cofounder & VP – Growth), Divya Dewan
(Head - Marketing & Communications)
Creative: Arpit Sharma (Head - Design),
Noor Islam (Executive - Design)
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