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Co-Marketing - 7 Steps to Increase your sales

1. Understand your funding eligibility

2. Plan SMB lead generation activities with IBM
3. Apply

4. Execute the activity

5. Report generated Leads

6. Claim

7. Invoice IBM AND close the business
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. Understand Your Funding Eligibility

= Funding Sources
> Incentives
»VAD
»Brand DCM
»SMB
»BP's own marketing funds

= Requirements
» Each activity has to drive the SMB revenue
» Each activity has to be agreed-to and recorded in the PartnerPlan DB
» Each activity has to be measurable
» Each activity has to have an appropriate owner assigned to drive it
»Each BP has to have enough own funding to match requested funding
»The BP has to be ready to report generated opportunities
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II. Plan SMB lead generation activities with IBM

= Help you can find on IBM Web pages

» Co-Marketing Web for Ideas on how to plan lead generation tactics
http://www.ibm.com/partnerworld/software/zone
>Marketing and sales support >Co-marketing program

» Telemarketing scripts & Seminar materials
http:\Wwww.ibm.com\partnerworld\software\zone
>Marketing and sales support >Co-marketing program
>Co-marketing program opportunities for Business Partners
>Telemarketing or seminar solutions

» Campaign Designer messaging and graphics
http:\\www.ibm.com\partnerworld
>Marketing and sales >Campaign Designer

= Agree on your activities with your IBM account manager/Your
VAD

= Update your PartnerPlan, or ask your IBM account manager to do

Updatadso

Improve your marketing skill by reading the news Partnen®iorld for Software "How-to" Marketing Guides
far Direct Marketing, Seminars and Events and Telemarieting. Youll come away with some greattips including
the IBM resources you can leverage to create a successful campaign.
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Il Apply - Access Your Pla
= Access the Partner Plan - WWW

» http:/lwww.ibm.com/partnerworld/software/zone

> Marketing and sales support > Co-marketing program

> Co-Marketing program opportunities for business partners
> Partner Plan

Home Products & services

-+ Select a county co mMa I'kEt i ng

 Business Padner Zone Business Partner Zone

Support & downloads My account

Switch Location

Contact us

Site map Help

’f‘t‘j;";f'%ﬁ‘{"ﬂ L SE Welcome, IBM PYWSVY - EMEA - UK
sdppo

Co-marketing Program

Custarn Marketing Updated 28 September 2002

Proposal

g [BM Partnesworld far Software is making available a number of $o-marketing offerings which 1BM
Direct Marketing Partnernarld for Software Business Panners can leverage to geqerate demand for IBM Software solutions. A
Syeriiie Galulens gggs:&lﬂﬁscnptmn of each offering is listed in the table below. "Glick on® the offering name for a detailed

Telemarketing

Gy How to participate;
View By Products IBM Authorized Business Partners must:

Software » Review the eligibility requiremeants.
Education and m Read and agree to the General Terms angConditions.

cedification m Submit a co-marketing application via Partner Plan (see the news item listed helow) aor
via this weh site (by selecting an offering from the tahle below or from the |eft hand

navigation bar

»Please NOTE: You need a Global Partner Info ID, which is different from your PWSW ID!

—Problem With ID/Password? + 44 1256 344500 or partnerline@us.ibm.com
IBM Software Group
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lII. Apply - Select an Initiative From Your Plan

Welcome Faul Clayton s

View | About | Admin |
Plans PartnerPlan View
|@Previous | | MNext = |
_;'apringrelan on the web = Danielburq Data {(CH:Curran) **COPY*** - QOverview
I’IED;F:I:T-:ZBE;;;LEFEeﬂing. B lnitiative - 1 Personnel Hive and Train new people

B lnitiative - 2 e-Service Managerment

ative - 3 HE Connec

[nitigtive - 5 eCRM xFERT

pve Feview Fg
Solution and Bevenue - e-Service Managerment

colution and Revenue - eCEM xPERT

Solution and Fevenue - HE Connect

summary of all Solution and Fevenue Pages

Fersonnel and Contacts

Yy VY vy VvY

Executive Communications

|@Previous | | MNext = |
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1. Apply - Access The Application Form

View About Admin
Pannerplan Plans PartnerPlan|  View
Note: Click on blhae fleld headings for information about that field. Fields marked
with ared * are recuired.
|Danie|burg Data (CH:Curran) " COPY*** | Initiative Number* 5
|Il|111:-111l.re MName (Business Pariner's Solution)* |Measure of Success (Objective)
|:CRM xPERT 114,000,000 of eCRM Sales
Start Date End Date TotalBPand | ER ER
Initiative Owner* [ dAne (rariddAn) IBM Eevenue Ratio IBEM Revenue Ratio
| & e Naumar | 01/01/2002 | 10/135/2002 | $13,950,000 | 5% $2,327,375 | A%
| Average number of months to close a lead == | 2 | December |<:= Last month to close a sale
|Mark1et Segmenis Leads | Sales | Eevenue |Dei:isiun Maker's Joh |Busi.ness Issues
Financial Setvrices - customer 320 130 11,700,000 |CI0, VP Bales, WP Matketing Improved customier tesponsiveness in line with new
SEtViCEs process Service Level & greement [SLA] standards
Mlatnafactuting - custorer setvices 100 5 2,250,000 (S0, VP Sales; VP Ilatketing Better tracking of Leads and Customer buying habits to
process rprove buasitess cotrversion rates in cotmno dity matkets
| o] 0 0

| Total Leads Required=> |  620| 155 13,950,000 | Prospecis Required==>
| Leads Planned => | 625 | | | | — T

( =W Co-Marketing Application )
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1. Apply - Most of The Available Data Will be Retrieved
From Your Plan.

= View About Admin
Pannerplﬂn Plans PartnerPlan View

G Previous Jf Save & Close

Software Group Activity/Event Funding Application - [sCRMxPERT
| Date Updated |[IBM Client Rep Name * \C/R Phone |C/RDepi.  |Region* |Business Avea* \Geography *

Damelburg Data (CH: Curran) ***COPY***,

0672572002 [alison Windsor |[44-1582-482265 |77 ||EMEA—Dther =] || 1M Software 2 B
Company Name * |Danie|burg Diata (CH:Curran) ==CORYy=== BP Type *
Dieter Schrrict FPhone: (0049 40 5291871 E-mail:
Contact Name I . I ISDIutiDn Frovider j

Idieter.s:hmidt@dd.cum

Street Address |Elbstrasse 23 IF{eseIIer ll

|Prm1'ime.-r5tate | Postal Code/Zip | Country * | ParinerReward ID
] ] [Netherlands =l [okiezis

| | City
|Hamburg

| PWD ID | BFDB ID | Distributor

Enter your correct ) | [awnet

PWSW I D \_ﬂszﬁWnﬂd Date for Level
evel Attained Renewal

‘ Fremier [12/31/95 [12431/2001
|Gem~,ral overview of Business Pariner's husiness and market place
Danielburg sells a Webh EBased CEM =olution in Central Europe. ﬂ

EF CEQ zays: The compahy needs to review and change its stratedgy; now is ;l




lIl. Apply - Enter the Rest of Required Data and Submit

View Ahout Admin

PartnerPlan Plans PartnerPlan View

Application Submitted hy:
|Na.me b |Ph-:une W |eI'u'Iajl b

Are vou applying for the Top Coniributor Initiative Start Now Incemtive?* " Yes T No
[Funding Information (IS Dellars):

Total Expense for Activity/Event * NI adtenun IBM Reitmbursement *

W Revenue expected as a result of the activity/event
E 3

A tivity Frent Information

|Prn:| duct Mathe *

|T5rp e of & ctivitsnErent |*Ln:u:: atiotn of A ctivity/Event *

Starting Diate * == I

= Ending Date * => I

Latigaager s) in which the & ctivits/Event will e performed. * Estimated size of Audience or
DT ailityg ™

[Business Case

Estimated mumber of Responzes * [Estithated runber of leads *

What iz the objective of this A ctivity/Event? * I

What will the "call to action be"? * I

How does thiz fit into your overall Marketing I
Plan? *

* All fields mustbe completed in order to save this form.

Save & Close




lII. Apply - You Can See Your Application on WWW

Wl eleome Paul Clayt

— View Ahout Admin
PartnerPlan Plans PartnerPlan View

(CPrevious | | Next 2]

Tip:

PartnerPlan on the web Danielburg Data (CH:Curran) ***COPY*** - £

;SDDEF:i:;ZEi;ddfiZ;faysetting. Initiative - 1 Personnel Hire and Train new people The Status Of yOUI‘
Initiative - 2 e-Service Managerment ApplicatiOn will be
Initiative - 3 HR Connect updated by IBM. Enter the
Initiative - 5 eCRM xPERT App|icati0n later, to
Lovvilin oo Pury understand the status.

solution and Fevenue - e-Service Management

solution and Revenue - eCREM xPERET

Solution and Revenue - HR Connect

summary of all Solution and Fevenue Pages

Fersonnel and Contacts

YV VY VYVyYyVYyYVYyVYyvYyVv¥ Y

Executive Cormmiiniceations

e DYV Co-Marketing Application - eCREM xPERT

(CPrevious | | Next 2]




IV. Execute the Activity
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+ Select a country cn -market i ng

+ Business Fadner Zone Busine one

Switch Location
Site map Contact us Help

Marketing and =:
sUpport

Co-marketing g

Custarn Markd You are eXpECted fo

Froposal . . . .

hilable a number of Co-marketing offerings which (B
Direct mMarletig report generated 5 can leverage to generate dermand for IBM Software solutions. A
Serminar Sol Customer i in the tahle below. "Click on® the offering name for a detailed

Telemarkein opportunities

must:

2w the eligibility require s Read TeI‘mS &
m Read and agree to the Gentral Terms and Conditions. Tyt
m Submit a co-marketing applicatiofw ee the news TS Condltlons

via this weh site (by selecting an offering from the tahle below or from the
havigation har)

W. B0 days of completing the offering, you should submit;

Campaigns

Events
Faor additional help {including step-by-step instructions with screen images) please download and refer to the
ico-marketing Programime Guide (PDF file).

mMembership centre
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V. Report generated Leads

@ E " KN R NN ERNENESEDR®ENEERNNE®EDNNFEQDEED®EDEQW®RMPED D NFWS®ER® ERER RN NEREPENENDY DY DENRNEDDEYREYERE DN NERD

Prospect Information

mMembership centre

Customer Legal Name*

Related Links: T
S | The Lead Tracking
&5 [FEiE Street Address* o C -

y | form is fairly simple
City *
|
State/Province* Zip*
|
Country*

|Select frorm List j

Industry Classification®
|EelectFrnm List j

Opportunity Information

Briefly Descibe this Opportunity

K

Decision Date: *

|01/30/2003

Planned Customer Spending?*  Currency”®

| |EUR- EUROD =]

Sales Cycle*®
|Eelect From List j

¥Win Probability*

Ii'\-nlnn.l- Foemee it --I




VI. Claim - Submit The Claim

Unigue Control Humber: * I
From yaour application form confimmation,

Company Name; * |

Contact Email: * |

ity Information
e activity completed:™ (MMDD 0 092672002

Status of Sale:™ The C|a|m
 =old form

= Pending .

~ Mo Sale contains 7/

fields only!

If sale is pending, expected time frame for closing sale:

09,/26,2002 IMMID DY YY)

Armaunt claimed far reimburserment™

s0nly - o are required to enter the requested amount in LIS
ice [BM in equivalent amount in Euro

http://www.ibm.com/partnerworld/software/zone
> Marketing and sales support > Co-marketing program
> Co-Marketing program opportunities for business partners




VI. Claim - Submit Proof of Performance

= Don't forget to submit ALL the required proof. Check T&Cs for more info.

»You can find appropriate Address/Fax # for submitting the proof of performance in the Terms
& Conditions Document.

» Check and Meet all the Deadlines stated in Terms & Conditions!

Marketing Activity

Proof of Performance Required in addition to
completed Claim form for selected activities

Customer Seminars/
Customer Teleseminars

1. Agenda

2. Copies of all invoices to be reimbursed.

3. List of attendees. Names, Company name, title
4. Copy of invitation, where applicable.

5. Details about leads generated by the activity

Direct Mail

(includes newsletters, product
catalogs, direct mail packages,
self-mailers)

1. A completed sample of the direct mail package.

2. A detailed printer's invoice showing the number of pieces produced.

3. Postal receipts showing the quantity shipped, postage class, weight and
date mailed.

4. If the mailing was done in-house, a signed letter from an officer of the
company stating quantity mailed and postage costs.

5. Copies of other invoices to be reimbursed

6. Details about leads generated by the activity

Telemarketing

1. Copy of Script.

2. List of call recipients.

3. Copies of invoices to be reimbursed

4. Details about leads generated by the activity
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VII. Invoice IBM AND close the business

= Once Your Claim has been approved,

you will be asked to send your invoice Q
fo

Co Marketing/TCI BP Operations
Lotus Park

The Causeway

Staines, Middlesex

United Kingdom

TW18 3AG

= [nvoice detalls will be described in the
claim approval note and will be
available on the Web
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Need for Local Help?

= Nordics
»Denmark: Maria Lund Hoepfner: malund@dk.ibm.com
» Sweden: Jenny Hoglund: jenny.hoglund@se.ibm.com
» Finland & Baltic countries: Miia Helio: miia.helio@fi.ibm.com
»Norway: Marthe T Richardsen: mrichard@no.ibm.com

= North
» UK & Ireland: Martin Geraghty: martin.geraghty@uk.ibm.com
»Netherland
— Jeanine Verhaar: jeanine_verhaar@nl.ibm.com
—Ine van Gisbergen: ivgishergen@nl.ibm.com
» South Africa: Gaelyn Adamson: gaelyn@za.ibm.com

= \Nest
» France: Anna Armillotta: anna.armillotta@fr.ibm.com, lban Courau: iban.courau@fr.ibm.com
» Belgium: Denise Dahlen: denise_dahlen@be.ibm.com
= Central - Austria, Germany and Switzerland
» Karl-Heinz Hirner: hirner@de.ilbm.com, Hartmann Rainer: hartmann_rainer@de.ibm.com
= South
» |taly, Greece, Turkey and Israel: Paola Monnati: Paola_Monnati@it.ibom.com
» Spain and Portugal: Raul Garcia Lopez: raul_garcia@es.ibm.com

= CEMA - Central & Eastern Europe, Middle East & Africa
» Sarka Kinclova: Sarka_Kinclova@at.ibm.com

IBM Software Group



Miroslav Hofbauer
+421-2-4929-1394
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