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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 - Value Added Distributors
»|BM Brand PCM
»BM SMB - Joint Campaigns
» 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 owner
» Each BP has to have enough own funding to match requested funding
» The BP has to be ready and willing 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 resources >Co-marketing funding > Co-marketing Program Opportunities for
Business Partners > "How-to" Marketing Guides

» Telemarketing scripts, Seminar materials, Direct Marketing materials, Campaign
Designer messaging and graphics
http://www.ibm.com/partnerworld/software/zone
>Marketing resources >Marketing materials

= Agree on your activities with your IBM account manager/your VAD
= Update your PartnerPlan, or ask your IBM account manager to do so

Direct Marketing, Seminars and Events and Telemarketing. You'll come away with some great tips

ews/Updates:
+ Improve vour marketing skill by reading the new Partnef®orld for Software "Howe-10" arketing Guides for
including the IBM resources you can leverage to create a successful campaign.
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lIl. Apply - Access your Partner Plan

= Access the Partner Plan - WWW

» http://www.ibm.com/partnerworld/software/zone
>Marketing resources >Co-marketing funding >
Co-marketing Program Opportunities for Business Partners > Partner Plan

»You can Access the Partner Plan directly at
http://d03bpi07.partner.boulder.ibm.com/src/Partplan.nsf

+ PartnenWorld for S othware cO-marketi“g -m
| 1 | ]

Business Partner fone

PartnerWorld for Software

ol Welcome, Harte Hanks from
elling resources IBM PWSW - EMEA - UK, Hampshire

Marketing resources
Co-rnatketing Prograrm  Updated 14 March 2003

Custorm Marketing

Fropasal IBM Partnertiorld for Software is making available a number of Co-marketing offerings which 1B Partnern®orld

for Software Business Partners can leverage to generate demand for IBM Sofhware solutions.

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

Technical resources and = 0-Marketing Offerings: By Product

suppaort

. : _ How to participate:
Hlelichan et saton IBM Authorized Business Parners must:

Events and conferences . o )
+ Review the eligibility requirements.

+ Read and agree to the General Terms and Conditions.

Slciiele (i 2niiereil + Submit & co-marketing application via Parther Plan (see e news itern listed below) ar via
Caontact Patnetard far thiz web site (by selecting a co-marketing tactic/offering from the table above or from the
Software left hand navigation har).
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lII. Apply - Select an Action Plan from your PartnerPlan

Eefresh D rovinus Mixt™=*

My PartnerPlans

o Home Page Miroslav's test plan =test™" - Profile
o Setup Action Plan - 1 Test Initiative
o My Pattner Plans Action Plan - 2 The 2nd Initiative Plan

Enter the Action

Executive Review Page

Solution and Bevenue - test product Offering

Surmmmary of all Saolution and Bevenue Pages

Fersonnel and Contacts

Executive Cormmmunications

SWE Co-Marketing Application (Accepted)
oS Co-Marketing Application Test Initiative
=G Co-Marketing Application Test Initiative

*To be able to access your plan, ask your IBM account

manager/your VAD for granting you access rights
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If you cannot see your plan on the Web, please ask your IBM
account manager to add your GPI ID into the "Team member
access" section of your plan!

w | PartnerPlan Access Control

=

Thiz table controls who has access o your PartnerPlan. You should be in office mode when filling thiz out 20 pou can reach your address booksz.

Overall PartnerPlan Ownership

)

*PartnerPlan Owner *Owner's Manager Dwner's Second Line Mar Owner's Manager Reason for Dvemide

3] 22 Ovemide iZ)
M <= Select MEYW Owner ;@ <= Select |BM Manager M <= Ovemde Manager

Mirozlay Haofbauer/SlovakialB M Mirozlay Haofbauer/Slovakiadibm Bariz KekesidSlovakiall B

ol |

Team Member Access

Add | Muodify | HE""':'VEI Help | Enter the names of athers whao should have access to this plan, Click Help ta find out how to enter Business Partner Mames. [t differant,

ai Er ‘]',!’Jr

Team Members Firzt Line Manager Second Line Manager Edit Rights Create

Edit r

Mirozlay Haofbauer

Miroslay Hofbausr/SKMO0001 0] Your GPI ID has to be in th_e
T Fingisn f pomyalitaiee "Team Member Access" section

Stle= B

Program Mame E e e Approval Status
Select a program name in the Buzineszs Partner The "Program Sesdover iz either the Owner's | The Program &pprover may delegate their Approved/Unapprove
Forecaszt Table on the Profile Page to make the t anager or an [BM FProgram Approver identified | approval rezponsibility to another perzon using by Date Approved [IF applic:

program appear here. b the sponsoring Business Unik. entering that perzon's name here.
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I1l. Apply - Select "Edit" the Action Plan

Edit Close Hote: Click on blue field headings for inforrr
— Fields marked with a red * are reguired.
Actiu“ Pla" Rk Action Plan No.
|Action Plan Mame* Twpe |.n.t:tiun Plan Owner* * Start Date C
Crmmrddiy
The 2nd Initiative , * End Date
Miraslav Hothauer (mmidy) C
|Overall Revenue Objective IBM Revenue Component Averane Revenue | ead Months to close a lead-=
100,000 20,000 1] Last month to close a sale -=»
Market Segments Leads Sales Revenue Decision Maker's Job Business Issues
ShiB Pharmaceutical 10 2 40,000
ShiB General 20 3 G0,000
Leads Reqguired == 1] 0 Oj== Revenue Beguired Prospect Bedqui
| eads Planned == 52 120,000k= Revenue Planned 100
Leads Actual =» 1] Di== Revenue Actual
|Comments
Tuturiall * Dayod plan to use Executive Assessment?
*Doyou plan to use the Harmony Cross Selling marketing materials?
IBM Suppoart Program Links
Manthly Progress Reports|| aet report -»
Status
L Actiaty {Open,
| Availahle Amount of | Completion Done L eads
M| Catagorys] Major activities required to achieve this Initiative and Total Fundirng Program Date Late, Planned,
E| Branids{s) PersonResponsihle Cost Program Funding (i died etc.) Actual
A 1 ShMB Tradeshow 10,000 Top 2,000 033152003 Qpen 2
T2 Ferson: Miroslav Hothauer Zontrib. 0
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1. Apply - Access the application form via "SWG
Co-Marketing Application" button

Market Segmenm L eads Sales Revenue ecision Maker's Joh usiness Issues
SB Pharmaceutical 10 2 40,000
SMB General 20 3 E0,000
Leads Reqguired == 1] 1] (== Revenue Reqguired Prospect Required
Leads Planned == a2 120,000== Revenue Planned 100
L eads Actual == [ (== Revenue Actual
Comments

Do wou plan to use Executive ASS ent? * Yes T Mo
* Do wou plan 1o use the Harmony Cross SBling marketing materials? © Yes & Mo

WG Co-Marketing Application

Tutorial|  Calculate Totals

IBM Support Program Links

Monthly Frogress Reports | ast report ->

L Actiaty

| Available Amount of | Completion Status Leads

M| Catagory(s] Major actndties required to achieve this Initiative and Total Funding Program Date (Open, Done Planned!

E[ Brands(s) Person Responsible Cost Prugram Fundin (i d i | ate, etc. Actual

Al = |SME Tradeshow 000N Tan Cont et 1D nnn | lcinen -
p——— = - = e e o S E e x
73 = e orenr [Miroslay Hofbauer Microsoft Internet Explorer x|

BlI7 =l |Telemarketing Fallow-1Jm Q 1 Co-Marketing Applicationts) have been created, Go ko the "My PartnerPlans’ view to cormplete and submit the
I?'H_ application{s). You may need to refresh the 'My PartnerPlans' view ko see the new documents,

The Application will e
be created
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lII. Apply - Open the SWG Co-Marketing Application

!

Eefresh =D ovious Mext

My PartherPlans

o Horre Page Miroslav's test plan ==test™ . Profile
o Setup Action Plan - 1 Test Initiative
o My Parther Plans Action Plan - 2 The 2nd Initiative -

Executive Feview Page

solution and Revenue - test product Offering

Summary of all Solution and Fevenue Pages

Fersonnel and Contacts

Executive Communications
SWWE Co-harketing Application (Sccepted)
aWWs Co-Marketing Application The 2nd Initiative<Line &>

AIBICIDIEIEIGIHITTJI KL M| N

WG Co-Marketing Application The 2nd Initiative<line C=
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II. Apply by filling-in required fields and submitting the form

Hote all fields below MUST he complete to save this form.

Application Submitted nr
Mame * Fhone * ehail *
Miroslay Hofbauer +421-2-4929-1334 miraslav_haothbauenZsk

Are you apphying for the Linux Software Incentive? ¢ Yes  Ho
Funding Information {U% Dollars):

Total Expense for ActiviteBEvent ™ FMaximum IBM Eeimbursement * =W Revenue expected as a result of the activity
10,000 £2 000 10,000
Activity/Pvent Information
Froduct Mame * Type of ActivitgEvent * FLocation of ActivitgdEvent *
Lotus Knowledge Managerment j n.a.j Bratislava, Slovakia
Languanel(s) inwhich the ActiviBvent will be performed. *  [Estimated size of Audience or Mailing® |[Estimated number of Eesponses Estimated number of lead
lovak 1000 a0 2

Business Case
hat is the ohjective of this ActivityBEvent? *

Telemarketing, prompting partners to attend the Seminar on Miroslav's SME SCI

hatwill the "call to action be™? = Register by End of the week and you will be eligible for free Proof of Concept

How does this fit into your overall Marketing PIanY = Ipay of Activity driving Miroslav's SCMW solution in SMB

* All fields must he completed in order to save this form.

Savel Clnsel
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1. Apply - You can see your application on WWW

The status of your
Application will be

Refresh *=Drevious Iyt Updated by IBM. Enter
the Application later, to
understand the status.

My PartnerPlans

o Home Page Miroslav's test plan ““test™ - Profile
o Setup Action Plan - 1 Test Initiative
o My Partner Plans Action Plan - 2 The 2nd Initiative ----

Executive Review Page

Solution and Revenue - test product Offering

surmmary of all Solution and Fevenue Pages

Fersonnel and Contacts

Executive Communications

SWWE Co-Marketing Application Test Initiative (Accepted)

SWiG Co-Marketing Application The 2nd Initistive<line A= (Submitted)
SWViE Co-Marketing Application The 2nd Initiative<line C=
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IV. Execute the Activity
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V. Report generated Opportunities

Buziness Fartner Zone =
+ Panentorld for Software c°-marketi“g I. .
=

Business Partner Zone

PartnerWorld for Soltware |

Switch Location

Welcome, Harte Hanks from
IBM PWSW - EMEA - UK, Hampshire

Selling resources
mMarketing resources
Co-rnarketing Prograrm  Updsted T4 Wareh 2003

Customn harketing IBM Partnentiord for Software is making available a number of Co-marketing offerings which IBM Parnerfior d
Proposal for Software Business Partners can leverage to generate dermand for IBM Software solutions.

Direct Marketing

Seminar Solutions Mail, Adverising, e-mail Blasts and mare to generate demand.

Telemarketing c vol need to run traditional seminars, e-seminars, and teleseminars.

ads, capture useful infarmation, and care for customers.

wn clUstom campaign ifyou dont see your activities captured in the

technologid YOU are expected tO pires B Management aporoval
Technical
i report generated

support
WAL customer opportunities  JEs

reguirements

. - Eeneral Terms and Conditions. Read Terms &
« Submit a co-marketing STestiead & the news COﬂdItIOI’]S

this web site (hy selecting a co-marketing tacticioffering from the tabl2s
left hand navigation bar).

Mews and nes

Software membership

Contact Patner®orld for
Sofhware

in B0 days of completing the offering, you should submit;

' + Aco-marketing claim fonm

« Supparting "Froof of Performance” documentation together with a Proof of Perdformance
"coversheet

« Aligdofcostomer leads as» result of completing the tacticfoffering




V. Report generated Opportunities
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Prospect Information

mMembership centre

Customer Legal Name*

Related Links: c
P | The Lead Tracking

EfI.J:::Iru:!:::::: Fartner Street Address® i ) )
Directory | form is fairly simple
Fartnen®orld City *
Partnentiord for I
BN 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 resources > Co-marketing funding > Co-marketing
Program Opportunities for Business Partners




VI. Claim - Submit Proof of Performance
Businesz Farner Zone =

+ PannenlWorld for Sofhware cO-marketing

Business Partner fone

PartnerWorld for Software |

- Welcome, Harte Hanks from
elling resources IBM PWSW - EMEA - UK, Hampshire

Marketing resources
Co-rmatketing Prograrm  Updated 14 March 2003

Custom harketing IBM Partnerdorld for Software is making avaj
Proposal for Software Business Partners can leverag
Direct Marketing ) . ChECk and Meet a” the
. . Co-Marketing Offerings . .
geminar Solutions [Direct Marketing mro. Deadlines stated in Terms

Telemarketing

Seming Sy v & Conditions!

“yiew By Products

Software products and

. Don't forget to submit ALL
Technical resources ana .

ST the required proof. Check
Training and certificati the "Proof of Performance”

Events and conference link for details

Mews and newsletters

al Tertns and Conditions.

matketing application via Farther Plan (see the news itern listed below) or via
this weh site (hy selecting a co-marketing tacticioffering from the table above ar from the
left hand navigation bar).

Software memhbership

Caontact Partnen®arld for
Sofhware

YWithin G0 f completing the offering, wou should submit;

o@narketing claim form

« Supporting "Proof of Perdormance" documentation together with a Proof of Performance
"coversheet”.

» Alistofcustomer leads as a result of completing the tactic/offering




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: Caroline Tengvall-Hundt: carolinet@se.ibm.com
» Finland & Baltic countries: Miia Helio: miia.helio@fi.ibm.com
»Norway: Ina Dalviken: inadal@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: Hanli Wood: hanliw@za.ibm.com

= \West
» France: Emilie Lieblich: Emilie_Lieblich@fr.iom.com, Iban Courau: iban.courau@fr.ibom.com
» Belgium: Isabelle Van Iseghem: [VBR@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
» Eniko Rajhona: Eniko_Rajhona@hu.ibm.com
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Miroslav Hofbauer
+421-2-4929-1394

IBM Software Group

i § R B M R R DN E RN E N ERNEEDNENEN DN ERSFEDNDEREDEROMPERDEDEEERERDR DN DEFEENNEEREEDFRDENEENRNEDDEFEREE DN EENED



