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In the digital age, the impact of 
technology in the workplace is more 
profound than ever.

With businesses relying heavily on collaboration, employees expecting an 

unprecedented degree of fl exibility, and every aspect of our lives seemingly 

connected to the Internet of Things (IoT), it’s surprising that more Corporate Real 

Estate teams haven’t considered taking the lead when it comes to technology 

during workplace build-outs. This is largely because they don’t have the level of 

familiarity with technology that they do with design, construction, and furniture. 

Ten years ago, technology costs represented 

roughly 7% of a construction budget. But today, 

they consume 25% or more of total build-out 

cost – which means workplace technology is now 

commanding a much higher level of attention.

Not only is a new, technology-fi rst approach necessary for organizations to 

leverage the latest solutions, reduce their footprint, and build a winning culture, it is 

also an avenue to mitigate the rising costs of installation and upkeep. 

THERE ARE MANY OPPORTUNITIES TO UNCOVER COST 
SAVINGS IN WORKPLACE TECHNOLOGY IMPLEMENTATION; 
YOU JUST HAVE TO KNOW WHERE TO LOOK AND WHAT TO 
CONSIDER.

technology in the workplace is more 

PE RCE N TAG E OF CON S T R U C T ION 
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BIDDING

L ABOR
Many organizations choose to maintain 
relationships with service providers in their 
headquarters locations – which is great, at 
fi rst. If your company is based in Chicago and 
most of your facilities are in the Chicago area, 
it makes sense to engage audio visual, low 
voltage, security and other vendors that are 
based in Chicago. 

When your company expands regionally or 
nationally and continues to use those same 
vendors for projects outside of Chicago, that 
is where the excess costs begin to arise. At 
this point, you’re paying Chicago labor rates 
in, say, Des Moines, Iowa. The inclination might 
be to fi nd a vendor with a national presence, 
but this only leads to footing the bill for their 
“national” overhead.

Look to local vendors and installers where the 
offi  ce is being constructed to secure market 
pricing with each and every build-out. 

VERY FEW TECHNOLOGY SOLUTIONS 
ARE TRULY PROPRIETARY ANYMORE, 
WHICH MEANS YOU CAN RELY ON LOCAL 
VENDORS’ ADHERENCE TO INDUSTRY 
STANDARDS TO DRIVE QUALITY.

AVAIL AB ILIT Y
There is a reason your general contractor 
doesn’t use the same vendors in every 
build-out. The vendors with the availability 
to complete a project will usually be the 
most aggressive and responsive in bidding, 
because they want to fi ll their schedules 
and keep their teams busy. Typically, a 
local vendor will price a project more 
competitively than a national group that 
always has large projects in the pipeline and 
ongoing relationships bringing in recurring 
revenue. So, invite bidders who have both 
the qualifi cations and the availability to begin 
your build-out quickly and complete it cost-
eff ectively.

VENDORS’ ADHERENCE TO INDUSTRY 
STANDARDS TO DRIVE QUALITY.STANDARDS TO DRIVE QUALITY.STANDARDS TO DRIVE QUALITY.
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MARKU P
Markup along the supply chain is a part of 
any product purchase, but you can minimize 
the markup on workplace technologies 
by partnering with a technology solutions 
provider like SiteREADY. For clients with 
large portfolios of office locations, we’re 
able to approach manufacturers and 
distributors directly and lock in a reduced, 
specific markup along the supply chain for 
every build-out to follow. That way, there 
is full transparency and you’re not paying 
for several layers of markup between the 
distributor, vendor, installer, and whomever 
else may be involved.

LOCATION
Shipping, handling and other miscellaneous 
costs can add up quickly. For example, if a 
distributor does not have a hub in Austin, a 
local vendor using that distributor to receive 
materials for a job in Austin might have to 
drive 82 miles to San Antonio and back – 
on billable time and expenses, of course. 
Choosing the right distribution partner is 
a simple yet surprisingly significant means 
of finding hidden cost advantages. Pair 
this with other foundational supply chain 
strategies, and you’re doing all of the little 
things that amount to noticeable savings.

SUPPLY CHAIN
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NAME BR AND VS . 
FU NC TIONALIT Y
Everyone loves the warm and fuzzy 
feeling – and the sense of security – in 
name brands. We’re not going to knock 
the household names, but we will say that 
many lesser-known brands off er the same 
features, benefi ts and warranties at much 
lower price points. Remember, you’re paying 
for the product itself, not the name on the 
box. 

CONSIDER PURCHASING MID-
MARKET BRAND TECHNOLOGY AND 
REALLOCATING THE SAVINGS TO 
ANY COMBINATION OF SERVICES, 
INSTALLATION AND SUPPORT.

ROADMAP
What technologies do you envision in your 
workplace in the next 3-5 years? Taking 
the time to answer this question and 
creating a technology roadmap will keep 
you from spending on products that IT 
leadership knows won’t work as long-term 
solutions. Establishing a cohesive plan 
between Corporate Real Estate and IT can 
also help you identify the slower-evolving 
technologies worth investing a little more in 
vs. the technologies that become outdated 
every two years. 

Displays, collaboration tools, and wireless 
internet are a few considerations that most 
companies do not need to spend top-dollar on 
due to their evolutionary nature. 

As a rule of thumb, spend more on solutions 
that aren’t evolving as fast. We have found a 
holistic approach can amount to as much as 30 
percent savings on workplace technology.

COMPATIB ILIT Y & SU PPORT
When an organization spends an exorbitant 
amount of money on technology that its 
employees do not know how to use, the 
domino eff ect can be back-breaking. The 
investment falls fl at. The Help Desk has to fi eld 
more calls. The company has to hire and train 
more internal support staff  to service those 
calls, and the soft costs silently rise across the 
board. 

Before investing in any advanced technology, 
it’s important to ensure compatibility, usability 
and internal support are aligned.

TECHNOLOGIES

COMPATIBILITY USABILITY INTERNAL 
SUPPORT 



CAPTURING COST SAVINGS IN WORKPLACE TECHNOLOGY     

6

WARR ANTIES 
A blanket warranty isn’t for everyone and 
everything. The audio visual equipment 
in the conference room where a dozen 
stakeholder meetings take place every day? 
Absolutely, consider investing in an extended 
warranty with white glove support. Cameras, 
printers and other everyday equipment? 
The manufacturer’s warranty is probably 
suffi  cient. There is no need to blindly throw 
money at every warranty presented to 
you. Refer to your technology roadmap to 
separate the must-have protection from the 
warranties that don’t add true value.

TR AINING 
The more proactively you are able to train 
employees to use the technology you invest 
in, the higher your ROI will be in productivity. 
Training reduces Help Desk calls and enables 
workers to do their jobs without disruption. 
Meanwhile, the issues that truly require 
internal support can be resolved more quickly. 

WHEN YOU TAKE THE TIME 
TO BRIDGE TECHNOLOGY 
WITH THE PEOPLE USING IT, 
EVERYONE WINS.

PAPER AND PROCESS

SERVICE LEVEL AGREEMENTS (SL A) 
When things break, you need a reliable and repeatable way to get them fi xed. Whenever 
possible, negotiate service level agreements (SLAs) during bidding or installation to confi rm 
desired response times, service fees and other line items. If you wait until the need arises, 
you could be at the mercy of material availability, transportation, wait times and other service 
ineffi  ciencies that cause undue stress, lost productivity and unnecessary expenses. 
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COS T AVOIDANCE
Imagine building a new home, and then deciding 
to turn it into a smart home after construction. 
You would have to rewire the entire interior, saw 
into walls, add ceiling speakers and much more. 
Safe to say, you could have built a smart home 
much more effi  ciently if you had designated it 
as such during the construction process.

The same goes for workplace build-outs, 
particularly in relation to change orders. Many 
vendors will accept a project at little-to-no 
profi t on paper knowing they will be able to 
submit many change orders due to vague 
specifi cations. With the right set of design 
documents and oversight, the impact of change 
orders on a project’s budget can be mitigated, 
or prevented all together. Cost avoidance is a 
very simple concept, but it can be diffi  cult to 
achieve when expectations are not set prior to 
and change orders are not properly managed 
during a build-out.

FLEX S TAFF
Not every company has real estate projects in 
development at all times. Those that don’t will 
often designate a member of the IT organization 
to manage the technology integration during 
a new build-out. In addition to their normal 
responsibilities, that person then has to manage 
a second full-time job, with endless inquiries 
coming from all directions. 

The more cost-eff ective approach is to bring 
in an outsourced technology manager solely 
dedicated technology during build-outs on 
an as-needed basis. They are onboard for 

specifi c engagements and contract lengths 
rather than maintaining a full-time role with 
downtime, overhead and other employer 
expenses. This also allows the designated IT 
staff  member to focus more on their everyday 
role.

MANAGEMENT
There is a management hierarchy on the 
design and construction side of build-out 
projects that does not typically exist for the 
various technology groups and trades that 
are involved. Electricians, plumbers, painters 
and other contractors are able to keep their 
proposals lean and predictable under the 
expectation that the general contractor will 
provide them with the necessary details and 
access to complete their respective jobs.

Meanwhile, the IT side operates without a 
single point of contact (SPOC), each vendor 
adding new layers of project management 
costs and communication. What is the scope? 
What are the requirements? Who’s in charge 
of what? How are we communicating? With 
answers to these questions up in the air, 
technology vendors must pad their proposals 
for the unknown. 

At SiteREADY, a main focus of our role is to 
bridge Corporate Real Estate and IT with a 
centralized technology management service. 
Even considering the cost of outsourcing, 
clients are still able to realize signifi cant 
savings across the board, from bidding and 
supply chain control to the technology itself, 
support and management.

EFFICIENCIES
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About SiteREADY 
SiteREADY is an award-winning professional services firm focused on the integration of technology into 
the workplace. Providing a uniquely developed Solutions Delivery Model (SDM) and services across the 
United States, the firm challenges organizations to think differently about the process in which technology is 
implemented into the workplace.

Alongside architects, general contractors, and vendors, the SiteREADY team creates the most appropriate 
technology solutions for an organization’s needs, ensures an effective program is in place, and becomes the 

single point of contact for all Corporate Real Estate and Technology projects. 

    For more information, visit www.siteready.com.
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