	What?
	Explanation:
	Reason:

	1. Sales stage
	The SSM Stage field in the opportunity header record must contain 07–Won / Implementing or 08–Won & Complete.
	The payment request will only be commenced when the opportunity shows this one of these two Sales Stages.

	2. Revenue
	The amount in the Revenue field of the revenue record should closely approximate the end-user customer’s suggested volume price or special bid price for the products which are in the Brand Family field of the revenue record for the end-user customer acquired products. 
	Providing this information correctly facilitates our matching the order and optimises the payment amount

	3. Sales Documents
	Eligible sales documents must be attached to the opportunity and released.
	Without the proper proof of the value add of the Business Partner, there will not be any SVI fee payment. The Sales Document criteria are very important! 
See the SVI BP Operations guide Appendix H and I.

	4. PA agreement #
	The IBM Passport Advantage agreement and site numbers, should be included and updated.

	To be able to match the customer order to the opportunity the fee is requested for.


	5. Fulfilment ?
	Fulfilment Business Partners must indicate in the opportunity record that they are fulfilling the transaction.
	Supports our associating the request with the matching sales order more quickly.

	6. Sales Order Number
	The distributor sales order number and/or IBM invoice date, if known, in the opportunity comment field should be included and updated.
This information can be found in PA-online 

(see presentation ‘How to find the SO number?’) 
	Providing this information will decrease the lead-time for finding the matching order for the opportunity and improve the lead-time for sending the invoice request to the Business Partner.

	7. PO copy
	If available, attach a copy of Purchase Order(s) to assist in identifying correct matching sales order. N.B. This is not a valid document for meeting the requirements in the Eligible Sales Documentation section. 
	Provides information which will simplify the matching of the order to the opportunity.

	N.B. 5, 6, and 7 are targeted at “Fulfilling” rather than “Influencing” Business Partners 


