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IBM Software Business Partner Priorities

Deliver Great Client Value -
Drive Incremental Growth Partn

Focus on Solutions

Embrace New Infrastructure Models

Business Partner Success
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Marketing Strategies
Using Business Partner Marketing Resources from IBM
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{8 Deliver Great Client Value
- Maximize the Web
- Social Media and Marketing

- Loyalty programs Partnel's

2 Drive Incremental Growth
- Events
- Multi Touch Marketing
- Grow Your Business Tool
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3 Partner For Success
- PartnerWorld Portal

- Enhanced benefits



Optimize your website for search

Choose a website title and text that
reflects what people are looking for, not
what you think you offer

Adopt an ‘always on’ strategy
Utilize social media sites
Use syndicated sites
Write a thought leadership article

Keep your existing customers in mind

CURRENT REALITY:

Companies need to balance search

engine optimization techniques with

paid listing to get the widest possible
audience to a site.*

* Search Engine Watch: March 2008




Deliver Client Value :

Drive Leads Via the Web

Online marketing
More affordable
More effective

You can target your customers
more effectively

Part of a multitouch strategy
Compelling offers drive
registrations

Quick follow-up

Save time and money by
delivering seminars over the web

CURRENT REALITY:

Online marketing can be very
advantageous, especially for cash-
conscious companies, including more
efficient advertising and higher ROI.*

*eMarketer: April 2009




Deliver Client Value : How We Can Help

Enhanced

Search engine optimization

What it is: A consultation with leading experts that can help you
position your Web site to get optimal hits from the top search engines

Why you need it: You get ways to drive increased traffic to your site
and ways to identify and capture leads who come to your site. These
are prospects who are already looking for you!

Web content syndication

What it is: A way to refresh your existing Web site with complete,
compelling IBM product information customized to your needs

Why you need it: You can automatically refresh content and
transform your site into a powerful sales tool. And since the updates
are automatic, you free up people and resources for other projects!
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Deliver Client Value: The Importance of Blogging

Blogging is currently viewed as the most important lead generation channel as
compared to other social media, with 75 % of those that have tried blogging

saying it is "useful" or better.

Other social media that is considered
useful or better includes

-StumbleUpon (55%)

-YouTube (52%)

- Facebook (48%)

- Delicious (47%)

-Digg (47%)

-MySpace was thought as being the least
useful (22%).

How Important Are These Services to Your
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Source "The State of Inbound Marketing"




Deliver Client Value: Social Networking Community

InNfoBOOM! Targeted to CIOs and IT professionals in mid-sized businesses

A forum to promote dialog on Mid-Market
topics and trends

Connecting customers to each other, to
IBM, to third party industry experts and to
Business Partners in an effort to:

Cut through the clutter

Provide a distillation of what thought
leaders are saying

Provide advice from experts and peers

Enable a more strategic decision
making role

Established via partnership between IBM
and CIO.com
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Unified Communications tools including Lotus
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Deliver Client Value: How We Can Help

Build social media experts
‘How To’ guides

Leverage IBM blogs
Participate in the conversation

Engage with IBM communities

Getting Started with Social Media: Education
A guide for IBM Business Partners

Part 1

Winter 2010

Social Media: How To Get Started

A guide for IBM Business Partners
Part 2

Winter 2010

Lnked@.  [Elvitter '0iD
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Drive Incremental Growth: Live and Virtual Events

A worldwide roadshow in
2010

Bringing the content and value
from the Software Group Global
Conferences to your local
markets

Business Partners are
encouraged to:

Attend and bring customers

Contact your local team if
interested in hosting or speaking

Host your own event

PCTY2010% ™%

Pulse Comes to You

Building a Smarter Planet
Raleigh

Comes to You



Drive Incremental Growth: How We Can Help

What it is: Arobust virtual event platform that allows for hosted or on demand events.

Why you need it: Leverage IBM platform to quickly host as many virtual events as you
would like.

LotusLive Engage

What it is: An online service that combines social networking, Web conferencing a
collaboration capabilities.

Why you need it: Exchange information, meet instantly, manage projects seamlessly.
Requires little to no IT support. Try no cost 12-month LotusLive Engage demo account!
Go to lotuslive.com/businesspartners to sign up.

What it is: More than 40 IBM centers worldwide that you can use to
conduct seminars, training, closing events, and other marketing
activities.

Why you need it: Innovation Centers provide a world-class support
infrastructure for Business Partner demand generation around IBM
offerings and technologies.




One-off marketing tactics are
Ineffective—especially during tough
economic times

Leverage integrated marketing to get
the most out of your marketing dollar

- Use several media simultaneously to
make your marketing investments
work together to increase your leads

~ Run tactic chains vs. tactics

- Know where your prospects get their
news and ideas. Then show up!

CURRENT REALITY:

It takes an average of 7-10
“touches” from multiple sources to
cultivate a prospect far enough
along to have an effective
conversation with your sales
team.

*Marketing Sherpa: August 2008




Drive Incremental Growth:

Just Push Go

o New! Decision-based step-by-step
guidance approach to deliver and
execute a multi-touch marketing
campaign

o Includes e-mail, webcasts, and
telemarketing tactics

a Link directly to content, tools,
progression tactics, and best practices
- eliminates searching and saves you
time!

a  Get ready to make the most of your co-
marketing funds. Just Push Go.

Just Push Go

Intuitive Design
Easy lo follow steps.
Built in Guidance.




Category

Establish Govern and Deliver

Trusted Information

Manage Data Over its Lifetime

Manage Data Over its Lifetime

Portal

Collaboration

Collaboration

Security and Compliance

Rational CRM

Rational CCM

Autom ation

Storage

Security

Play/Partner Playbook
Information Management: Trusted Information Solutions — IBM InfoSphere Portfolio
Summary

Information Management: Integrated Data Management for Managing Fast-Growing Data
Summary

Information Management: Data Management Innovations
Summary

Lotus: Reduce Costs Through Customer Self-Service Web Sites and eForms
Summary

Lotus: Reduce Costs by Upgrading to Lotus Notes/Domino 8.5 and Up-sell Advanced Collaboration
Summary

Lotus: Position for Growth - Optimize Delivery Models
Summary

Rational: Regulatory Compliance and Web Security with AppScan
Summary

Rational: Cut Costs & Accelerate Delivery for WebSphere & Portal Customers with Rational Autom ation Framew ork for
WebSphere Summary

Rational: Act on right information — Turn innovative ideas into smarter products
Summary

Tivoli: Maintain the balance of spending and service quality with Tivoli
Summary

Tivoli: Data Reduction and Storage Management Transform ation
Summary

Tivoli: Driving a holistic approach to security and compliance management
Summary




What it is: Portal to e-mail list services specifically for IBM Business Partners.

Why you need it: Target your e-mails to US subscribers of their media outlets, G,;yth-,nq
which include 900,000 businesses segmented by vertical industry, and 17M people CHANNEL.

categorized by IT products, services and solutions.

_o———“ A

OneSource..

Global Business Information

HOOVERS

& Db COMPANY

What it is: Sales and marketing research tools, Hoover’s and One Source
maintain comprehensive databases of information about corporations worldwide.

Why you need it: Research leads, identify decision-makers, and verify prospect
financials while enjoying deep discounts off a single-user subscription.

-

HANKE

)

<

What it is: A global direct and targeted marketing solutions provider
Why you need it: Enjoy discounts on marketing lists and telemarketing services in
all geographies




Grow Your Business with IBM Software

IBM Software Cross-sell Scenarios by Brand

Select the Brand You Currently Sell

( mm—— ) (i sovmar )

(T soare ) " s.,ﬂm> _ Gghlights \

«275+ products / all brands
*650+ cross-sell scenarios

«Software-to-software and hardware-to-
software pairings

*Suggested pairings based on existing
Available in 6 languages skills, return on investment, market
demand, education

IBM Hardware

Non IBM Products

. French . Brazilian Portuguese dmark ]

: *Midmarket and Large Enterprise
-Japanese - Chln.ese segmentation
. Spanish . English

\ /




B Software

If you are selling IBEM Tivoli Access Manager for Enterprise Single Sign-On Toggle to: | '
Grow Your Business With: To Provide:
IBM Tivoli Identity Manager T [ te—— . . . o [BM identity

ms and

d maximize

5 identity
provisioning),
on and auditing),

Will be presented with this list
of potential cross-sell products

A Business Partner g |
with expertise in

IBM Tivoli Access Manager for
Enterprise Single Sign-On

ernal users as well as an increasing number of customers and
partners through the Internet.

An automated web application security testing solution that pinpoints
security vulnerabilities and provides fix recommendations.

IBM Rational Appscan

Ti“ﬂli Software
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Partner For Success: Integrated Communications

Web Site
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posttioned to proved the right solutions, detver wth lower
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Unable to read the HTML e-mail below? Click hers to report it

Weekly Update

fering from

INFORMATIOMN OVERL(

We're here to help

P8 E==y veys to get

PartnerWorld
Contact Services

Q) emaitus

Please quote the

1.  This is the final IBM Business Partner Weekly Update for

2009. folloving 1Dt
2. Jan 13: IBM 10 2010 NA Software Marketing and Sales 1BM0407
Play Call
3. Registration open: 2010 Business Partner Virtual Event on
Jan 25

what's new on the
‘ tnerworld web
site?

£ connected, Join
artnerorld

4. Information Management December update: Teaming with
Business Partners

5. IBM Sametime 8.5 is here

6.  New customer letter for Upgrade and Save

Business Partner PartnerWorld
ibm.compiarnanwarld

Bit by bit, our planet is getting smarter
As systems continue to become smarter, new

possibilities to change the way the world literally works
unfold.

Lotusphere 2010

The power of community.
January 17-21.Orlando.
Register now.

Learn more

Rich Hume
General Manager
IEM Global Business Partners

Make the worldwide IBM Innovation Centers a
part of your extended team

Are you taking advantage of our worldwide IBM
Innovation Centers? If not, you are letting major
opportunities and resources slip right through your
fingers. Think of our centers as an extension of your

/ team, which is why you should use them often. Qur
centers span the globe, with centers in Australia, the
United Kingdom, South Africa, Brazil, Japan, the United
States and beyond. There is so much waiting for you at
our centers, like opportunities to host client events,
access to technical assistance when you test your

Central

Pulse 2010 and
Tivoli Business
Partner Summit

Dynamic
Infrastructure
] ]

February 21-24,
Les Vegas

What's new on the
-4 sk

7. _ Lotuslive News: Changes to Participant Levels for Web

Widget

Save the Date: January 25, 2010 for

= —

kickoff of the Software Value Plus

~  implementation and highlight several key

17/20

1 PREV

IBM SOFTWARE BUSINESS PARTNER WIDGET

worldwide Business Partner Virtual Event
Join IBM at one of twao worldwide Virtual
Events for Business Partners on January 25
at 11:00 a.m. EST and 9:00 p.m. EST.

i During the events, we will celebrate the

MNEXT »

your PartnerWorld profile to receive targeted news!
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Partner For Success: PartnerWorld Portal

° Si n g Ie e ntry pOi nt to al I I B M B u Si n ess P artn er Home Solutions  Services  Products  Support&downloads  MyIBM VWelcome Susan Stiring [Novt umlsm Sign out]

offerings, content and resources worldwide. LSO 1 msres voco oo

benefits and resources available to IBM Business Partners.

= Join PartnerwWorld
= Member sign-in

» Access entitled content and transaction tools
(pricing, ordering, reporting)

» Facilitate collaboration, sharing, and
relationship building

Benefits and membership Products, services and solutio Features »
our i vw!h i Getup to speed with detaile dp odu ct informatiol Find Business Partners )
t h cal, sales, training and more software downloads and service options o i

» Not sure about where to look? Leverage Live
chat or phone support to get help immediately
or use e-mail to document your request

New things coming in Q2:

%
Small and medium business ? Industri [
s products, and re E p d andlower = Join PartnerWorld
d g edto hlpy Ilmor € Prof ﬁl bl twuthPrt Id d 1 T

eeeeeeeeeeeeee - Rich Hume - Forgot st
Getthe I test news on IBM products, es, chtering business growth and profitability -
solutions, program enhancements d t = Need a nce’
= Conta k

*Customizable member home page

*Ratings
*Site map




Worldwide [ = t]

Products

Support & downloads My IBM

Marketing Welcome Mr. David Rice [Mot you?] [ IBM Sign out ]

- I6M mark=ting program= e
- Co-fundad marketing Marketing
« Marketling rescuro=s amd

bools rams Featured marketing benefits m

g r * Update your prefile
= H-ﬂl‘kﬁtll'lg T.r-!lnlng ard o ; !!e: a * Find a Busine=zs Pariner
| - Marke=ting training : 1 = " - t

e = Campaign tactics = Publish your case = IBM Marketing T e e
L) Beoelzrats your lzad study programs
Technical cr=ation with IBM. Creale sxoilsmeant Blign with IEM s high
. albout your sohution impact mark=ting
Training and with = quality programs based on
certification mark=ting brochurs cliznt needs,
- ot 1
Collaboration =tre ==st iz yeul
Products
Solutions
Services o View all PartnerWorld featured benefits by level
Industries
Sn'u.ll and medium Marketing resources views Contact us
business

View marketing benefits and resources for:
I [Tivali v O

Eueris . + Provide your
Marketing resources r==dbmck about the
Partnerwarld web
= Co-funded marketing siiEnEr oria we
Lewverage co-marketing funds and rewards to grow your business, :

Orders and fulfillment

ink!
Forms and agresments el us what you think!

News
PartnerWorld program

Contact PartnerWorld . -

=+ Marketing training
Build marketing skills by leweraging awvailable discounted books,
seminars, and webinars.

=+ Marketing resources and tools
Use Campaign Designer and other tools, cepy, and image te
communicate with leads, ocppertunities, and client,
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. Global awareness campaign with examples for large and small clients

. Can help drive Business Partner solutions



Business Partner completes
the form
found on Partner World

* Business Partner
provided link to
guidance on Smarter
Planet Solution Criteria

PW team enters nomination
into Customer Reference
Database (CRDB)

PW team and Smarter
Planet council review
nominations to ensure
Smarter Planet criteria met

Upon approval, reference
tagged in CRDB

References pulled monthly
for publication

 Newsletter scorecard

* Business Partner
reference guide

* New PartnerWorld top
level featured Partner
page

* Video testimonials

* Possible use in IBM
advertising



https://www-304.ibm.com/jct01005c/partnerworld/mem/forms/customer_reference.html
https://www-304.ibm.com/jct01005c/partnerworld/mem/forms/customer_reference.html

United States [ PartnerWorld® Discount Program |
Partner Programs

What it is: A shopping portal for IBM e ——
Business Partners offering business and r .
consumer products at discounted prices. '

IBM PartnerWorld

Why you need it: Have access to the = Seo hy M i lading the way in
same discounts IBM employees enjoy. e

services.

Over 60 vendors participating, offering
discounts on electronics, flowers,

automobiles, vacations, books, banking, tax _"5 p— = —
services, computers and more.

Financial Services Health, Fitness & Outdoor Travel & Entertainment

Availability: North America and European
Countries

go to Partner Services tab



http://www.beneplace.com/ibmer
http://www.beneplace.com/ibmer




Trademarks and disclaimers

Intel, Intel logo, Intel Inside, Intel Inside logo, Intel Centrino, Intel Centrino logo, Celeron, Intel Xeon, Intel SpeedStep, Itanium, and Pentium are trademarks or registered

trademarks of Intel Corporation or its subsidiaries in the United States and other countries./ Linux is a registered trademark of Linus Torvalds in the United States, other countries,
or both. Microsoft, Windows, Windows NT, and the Windows logo are trademarks of Microsoft Corporation in the United States, other countries, or both. IT Infrastructure Library is a
registered trademark of the Central Computer and Telecommunications Agency which is now part of the Office of Government Commerce. ITIL is a registered trademark, and a
registered community trademark of the Office of Government Commerce, and is registered in the U.S. Patent and Trademark Office. UNIX is a registered trademark of The Open
Group in the United States and other countries. Java and all Java-based trademarks are trademarks of Sun Microsystems, Inc. in the United States, other countries, or both. Other
company, product, or service names may be trademarks or service marks of others. Information is provided "AS IS" without warranty of any kind.

The customer examples described are presented as illustrations of how those customers have used IBM products and the results they may have achieved. Actual environmental
costs and performance characteristics may vary by customer.

Information concerning non-IBM products was obtained from a supplier of these products, published announcement material, or other publicly available sources and does not
constitute an endorsement of such products by IBM. Sources for non-IBM list prices and performance numbers are taken from publicly available information, including vendor
announcements and vendor worldwide homepages. IBM has not tested these products and cannot confirm the accuracy of performance, capability, or any other claims related to
non-IBM products. Questions on the capability of non-IBM products should be addressed to the supplier of those products.

All statements regarding IBM future direction and intent are subject to change or withdrawal without notice, and represent goals and objectives only.

Some information addresses anticipated future capabilities. Such information is not intended as a definitive statement of a commitment to specific levels of performance, function or
delivery schedules with respect to any future products. Such commitments are only made in IBM product announcements. The information is presented here to communicate IBM's
current investment and development activities as a good faith effort to help with our customers' future planning.

Performance is based on measurements and projections using standard IBM benchmarks in a controlled environment. The actual throughput or performance that any user will
experience will vary depending upon considerations such as the amount of multiprogramming in the user's job stream, the 1/0 configuration, the storage configuration, and the

workload processed. Therefore, no assurance can be given that an individual user will achieve throughput or performance improvements equivalent to the ratios stated here.

Prices are suggested U.S. list prices and are subject to change without notice. Starting price may not include a hard drive, operating system or other features. Contact your IBM
representative or Business Partner for the most current pricing in your geography.

Photographs shown may be engineering prototypes. Changes may be incorporated in production models.

© IBM Corporation 1994-2010. All rights reserved.
References in this document to IBM products or services do not imply that IBM intends to make them available in every country.

Trademarks of International Business Machines Corporation in the United States, other countries, or both can be found on the World Wide Web at
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Currently offering rates as low as 0% worldwide* for credit
gualifying customers on 12 month IBM software financing

can help
Business Partners:

»Facilitate closing entire solution within
budget

»Decrease discounting by making
payments more affordable

=Eliminate credit risk

»Increase follow-on sales opportunities
=Grow margins and profit

»Reduce days sales outstanding,
improving Business Partner cash flow
*Provide for Business
Partner’s own business

= Attractive financing

- - Web based tool for
partners to provide clients instant financing
guotes, credit approval and contracts

- — get planning rates in
seconds

= Know Your IBM - IGF modules — Close
More Deals with Financing and Global Asset
Recovery Solutions — Partners can earn points
toward prizes for taking education modules

= Business Partner for
selling financing — varies by Geo,

For more information : www.ibm.com/financing/partner

*
Available in the following regions : North America ($10k-$1.5M), Northeast Europe ($10k-$300k), Southwest Europe (BP only $5k-$300k), Japan ($5k-$250k), GMU countries — TBD



https://www-03.ibm.com/financing/partner/promotions
https://www-03.ibm.com/financing/partner/tools/rof.html
https://www-03.ibm.com/financing/partner/tools/calculators/index.html
https://www-304.ibm.com/jct01005c/partnerworld/mem/sell/sel_spt_kyi.html
http://www-03.ibm.com/financing/partner/fees
http://www-03.ibm.com/financing/us/contact/index.html
http://www-03.ibm.com/financing/us/contact/index.html
https://www-03.ibm.com/financing/partner/commercial

