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B Impact: The impact has been
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Many discretionary projects are getting
postponed or shelved. This is leading to
longer sales cycle and lower return on
sales pipeline

Chur customers with long and trusted
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cost optimization. This strategy of help-
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business relationship.

Customers are considering all options
to lower costs and as a result are more
open o best shoring.

B Challenges: For us some of the key
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Oprtimizing operational cost: This will
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L'Iuli‘l:k' us to lurther II]: l'.' Tl'IL' CUsTOMm-
ers and will improve our readiness
(4 l.ltl‘itr‘ 1!1!,' economuic |11|_'|I.||1'.L:_

challenge. Further intensifving our

customer focus: This will help us o
retain our customers by adding value

even in such trying conditions.

B Changes in market dynamics af-
ter recovery: What we see is that I'l
spending will recover slower than the
market, While the pent up replace
ment demand will kick-in, the discre-
nonary “rh"l'hl ‘u‘-'i” 2row A ll'fl '\Ill‘u‘l't'[
than the market. Smaller IT services
players will struggle to strive. Com
panies with a deep rooted customer
and partmer relatdonship will have a
higher chance of success.
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