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How companies are squeezing
tech suppliers to get 
a bigger bang for 
their software 
bucks

By DAVID BANK

T
HE POWER HAS SHIFTED.

For more than two decades, software vendors have
been in control, selling tech-hungry companies a steady
stream of new products and services largely on the ven-
dors’ terms.

No longer. In the four years since the collapse in corporate
technology spending, the tables gradually have turned—to the point
that now, it’s the buyers who are clearly calling the shots. They are
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