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providers whose mterests they are |ncI|
to represent. e

They build their expertise around these -
solutions, serving up data sheets and

research.

This model is inherently transactional, With
compensation structures commonly I|n d to/
the volume of product sold, influencingftheir
incentive to prioritize sales over solutions.




Technology Brokers, on the other hand,
embody a solutlon-centrlc ethos. They
~ havigate an ocean of providers, well-
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’cape c_l tinues to shift
towards a more:nu nced, outcome-

As the Ian&

oriented en nt, the role of
Technology s is,poised to
become ever critical.

gands at the
vanguard of thiSimovemept,
offerlng TBaaS § actiﬁt

a technology
evalua, ( : action, ensuring
that organizations are not just
equipped for the present but are

ready to lead into the future.
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