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THE HIDDEN AGENDAS OF 
VENDORS’ SOLUTION PROPOSALS:  
A CAUTIONARY TALE FOR DECISION-MAKERS 

 

 

Introduction 
In today’s rapidly advancing technological landscape, organisations are often caught in a 

whirlwind of innovation, driven by the allure of the latest and greatest IT solutions. Vendors, 

eager to capitalise on this momentum, frequently push their products and services, presenting 

them as the answer to every conceivable problem. However, as decision-makers, it is crucial 
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to step back and carefully assess whether these solutions are truly necessary — or if they are 

simply a manifestation of the vendor’s agenda rather than a genuine organisational need. 

Comparison to Construction Industry 
Consider the analogy of constructing a high-rise building. In the context of modern architecture, 

an elevator is an almost indispensable feature. It’s efficient, saves time, and makes life easier 

for the occupants. Technology vendors, in this scenario, are like elevator manufacturers — 

eager to showcase the latest in elevator technology, from faster speeds to intelligent, energy-

saving designs. They might convincingly argue that elevators are the solution to the challenges 

posed by tall buildings. And indeed, in many ways, they are right. 

But here lies the cautionary tale: no matter how advanced or efficient an elevator may be, it 

should never entirely replace the presence of stairs. Stairs, though often seen as a secondary 

or even outdated solution, provide a critical fail-safe. In the event of an emergency, a power 

outage, or a mechanical failure, stairs are the only reliable means of moving between floors. 

Without them, the safety and accessibility of the building would be severely compromised. 

This analogy extends seamlessly to the realm of IT solutions. Vendors often present their 

technologies as the ultimate answer to organisational needs, sometimes creating a problem 

just to offer a solution. For example, a vendor might push for the adoption of a complex data 

management system, citing the need for enhanced efficiency and control over data. While the 

system may indeed offer benefits, it’s essential to question whether the problem it addresses 

is as pressing as the vendor suggests, or if the current systems in place are already sufficient. 

Moreover, reliance on a single, vendor-provided solution can be risky. Just as a building with 

only elevators would be vulnerable during a power outage, an organisation that adopts a 

technology without considering alternatives or backup options may find itself at the mercy of 

that technology’s limitations. If the system fails, the organisation could face significant 

disruptions, just as occupants of a building without stairs would be trapped in an emergency. 
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Conclusion 
Therefore, it’s imperative for decision-makers to maintain a balanced perspective. While 

embracing innovation and leveraging technology to solve genuine problems is important, it 

should not come at the expense of prudence. Organisations must critically evaluate whether a 

proposed solution is truly necessary or if it’s being driven by a vendor’s agenda. Additionally, 

they should always consider alternative solutions — whether they are simpler, more cost-

effective, or simply serve as a reliable backup in case the primary solution fails. 

As we navigate the complexities of modern technology, we must be mindful of the agendas 

behind the solutions being presented to us. Just as an architect would never design a tall 

building without including stairs, even in the presence of the most advanced elevators, 

organisations should not rely solely on vendor-driven technology solutions without considering 

the full spectrum of their needs. By doing so, they can ensure not only efficiency and innovation 

but also resilience and adaptability in the face of unforeseen challenges. 
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