As Z falls, IT cos under

pressure to cut prices
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Bangalore: Indian IT com-
panies are coming under
pressure from clients to rene-
gotiate rates downwards for
older projects and drop rates
for new ones, given the gains
that the vendors are making
from the sharpdrop in the ru-
pee valueagainst thedollar.

Contract values are typi-
cally in dollars and those that
were signed when the rupee
was at, say, 45 to the dollar in
August last year, would today
deliver 26% higher revenues
in rupees to Indian vendors,
given that the rupee has fall-
entothatextentsince then.

“Many global tech buyers
are watching the day-to-day
drop in the Indian rupee.
Somealready haveasked fora
‘cut’ from the rupee wind-
fall,” said the CFO of a lead-
ing IT company who did not
want to be named because his
company is in the silent peri-
od ahead of its June quarter
results. He said it would be
tough for IT companies to re-
sist such demands. “Some IT
companies may be willing to
share a part of the gains,” he
said.
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