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IBM Industry On Demand Solutions

ISVs Play a Central Role

Large Midsized
Enterprises Enterprises

stry Vertical| Go-to-Market & Channels

IBM \
Integrated \
Industry /
Solutions
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ISV
Applications
& Solutions

Flexible Hosting

mepzbpsis [P0 Tivoli. DB2  Rational.

BM TotalStorage®

onnected. Protected. Complete.
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14 Industry Networks

Energy &
iliti Retaill .
Telecom utilities Banking

Healthcare /

Government ) _
Life Sciences

Insurance
Financial
Markets
Wholesale
distribution L
" Fabrication &

assembly

Automotive Media &
entertainment

Educaﬁon
& learning Electronics
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Why an Industry Vertical Orientation? #":

= A customer-oriented approach —every
customer operates in an industry vertical
marketplace!

= Aligns with how IBM markets & sells

= Supports how our partners are going to market

= Delivers a value proposition which is a
significant competitive advantage

Those that understand their customers — WIN the most!



o]
I
|

|

ISV & Developer Relations

f
i
T
o
[

It's About Business and Economic Value

Customer Choice World-class Product Portfolio

_ Application Application , _ Application, m Tivoli.

Open App Platform - Bus. Integration Platform

Windows |  Linux | UNIX | os/00 | zios |

Leadership in Industry
Solutions & Go-To-Market

Business
Partner

..IS oUur success
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PartnerWorld Industry Networks:
How Can We Help You?

Want to Create mutual

build more skills? .
Business ?

Want to run a
direct marketing
campaign?

Want to
create awareness?

Want support
closing deals?
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PartnerWorld Industry Networks Benefits
Increase with ISV Commitment ...
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Build Skills & Applications

Developer
Works
Virtual Innovation artner World
Center University
SWG
Education Enablement
- Calendar

ce IBM
Innovation
Centers

Business
Partner
Innovation
Centers
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IBM Innovation Centers for Deep Support

State-of-the-art facilities dedicated to partners for advanced
training & support

Architectural design and
implementation consulting

Porting, migration and testing
services

Support for application integration,
proof of concepts, validations,
scalability testing

Cross-platform test environments

Expertise in the latest technologies

Build more skills
'ON DEMAND BUSINESS"
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IBM Business Partner Application Showcase
Results drive visibility and joint leads
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Powerful new resource for customers to
locate and select IBM Business Partner
solutions — by industry, solution and country

=Easy interface makes it simple for
customers to quickly find industry
applications

=“Contact Me” connects customers

with IBM partners; generating
leads

=Translated on IBM Web sites

around the globe, extending
partner reach into new markets

Business Partner Application
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IBM Sales Connections

Connects you* to the most appropriate
IBM sales people or Business Partners

who can leverage their customer
relationships and solution selling
skills to help you close active sales

opportunities faster!

= Part of the IBM Global sales
coverage model
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= Wired to the IBM sales management =
system i

= Consultative in nature _:

.

~—Support closing deals

= A proven service with 400+ usage

occasions
ibm.com/partnerworld/industrynetworks/salesconnections.html
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Discounted Advertising

Assistance from IBM in creating and placing advertisements including 60% discounts in over 200 high profile
industry & business publications spanning 40 countries.

] ! Payers! —Improve Your Return
|- Advanced Software Solutions
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» A provider of apps & consulting
services addressing the
challenging demands of managed
care
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» Leveraged to SOA advertising
promotion to place full page ad in |
Health Management Technology
magazine
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Industry Business Insight

Stay ahea
insight sp

Networking

Business Industry
Insight Solutions Marketing
& Sales

Enablement
Blueprints

= Consultant industry
points-of-view

= Success stories

§ 2E3¥3

= Webcasts

{ §38 Eid§id

= Market trends & news

e, A s— = IBM targeted industry
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= WW 5.000+ Nordic 150+ “METASOFT dicarta ‘

companies participating in more thar
60 countries tacton

" 0 intentia
= 1,200+ new middleware ports and

35,000+ education hours EXTENDA

= 1,600+ business partners eligible for
co-marketing & sales coverage . Catin sunare
Covansys' SE——

G’lﬂBA.L TEEHND Ly

= 20,000+ leads generated by _ . ‘ —
co-marketing & sales initiatives Business Objects v STIC K.

= 300+ joint customer wins published
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IDC View of way IBM # 1 in Programs for ISVs

IBMs Value Proposition Way ?

= Insight Business = IBM provides leadership in ISV programs
« industry research based on its ability to do the following:
« third-party subject matter experts
- Webcasts / Events » Effectively recruit ISVs in all

_ geographic markets
= Technical enablement

- IBM’s Virtual Innovation Center > Maintain a strong infrastructure

a portal that provides partners

with Interactive courseware > Provide strong industry and product
« IBM Innovation Centers alignment

live access
- technical consulting, education, > Focus on business development with

porting, testing services ISV partners.

= Sales and marketing support » Overall, IBM’s offering is viewed as a

« discounted print advertising program in the maturation stage that is
. telesales support well integrated with its go-to-market
« industry-tailored direct mail tools strategy and that provides significant
- IBM Sales Connections value to partners

> linking partners with the IBM global
sales network.
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IDCs View

IDC Leadership Grid: Worldwide Independent Software Vendor Programs >|BM’S Value Proposition

m IBM
m Microsoft
m Sun
&
ﬁ Oracle mm Progress
= m Intsl
= BEA,
@ mm EMC
= SAP m| m HFP
=
z
=
<L
=
5 Crisis Potential
Low High

Souwrce: IDC, 2006
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Opportunity Alignment

Insight Business
Technical enablement

Sales and marketing support

> Way

well integrated with its go-to-
market strategy and that
provides significant value to

partners

Provide strong industry and
product alignment

ON DEMAND BUSINESS
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Join the Program ! www.lbm.com/isv

Join PartnerWorld
Industry Networks

Go to market
with IBM by your side

)
)
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Business
Partner

Build skills and receive
top notch benefits
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