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Jeff Henry, Director
Websphere Solutions Marketing
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Result = WebSphere leads the next generation of Portals 
with collaboration, personalization and portlet integration 

 WebSphere 
Portal Family

WebSphere Portal Server and WebSphere Portal Server and 
Lotus K-station Merge into Portal FamilyLotus K-station Merge into Portal Family



  WebSphere Portal 
Experience

  WebSphere Portal 
Enable

  

  WebSphere Portal
Extend

"general purpose" Portal 
with strong personalization
Maximum flexibility
Excellent Portal 
Framework for B2B, B2E 
and B2C
Extend w/Wireless, 
Translation, Knowledge 
Management, etc.

Proven Portal solution
Strong customer installs 
Excellent UI, Collaboration 
and site analytics
Sweet spot due to B2E 
appeal
Evolving w/ MUCH better 
performance
Evolving w/ MUCH better 
scalability   

Flagship offering - Sell the 
"vision"
Differentiates IBM as leader
Solution for broad portal 
Infrastructure
Evolving w/ MUCH better 
branding
Evolving w/ MUCH usability   

IBM Portal Strategy

WebSphere Portal Family PositioningWebSphere Portal Family Positioning



  
Content

Portal Framework 
WebSphere Application 
Server, Advanced Edition, 
V3.5
WebSphere Personalization, 
V 3.5
SecureWay Directory 
(LDAP) 
DB2 UDB

Licensing
Components to be used 
only in conjunction with 
Portal Enable 

  WebSphere Portal 
Enable

$55k 1 CPU 

license

  WebSphere Portal
Extend

$95k 1 CPU 

license

  WebSphere Portal 
Experience

4 CPU 

license$580k

Content
Contents of WS Portal 
Enable plus
WebSphere Site Analyzer, 
Version 4.0 
Lotus Domino Extended 
Search
Lotus K-station V1.1

Licensing
Components to be used 
only in conjunction with  
Portal Enable

Content
Contents of WS Portal Extend plus
Tivoli SecureWay Policy Director V3.8;
IBM Content Manager V7.1 
IBM EIP Client Kit for CM V7.1.2
Lotus Sametime V2.5 and Quickplace 
V2.08 

Licensing
10000 registered Policy Director users
1000 named users for SameTime and 
QuicklPlace full functionality
Limited to one physical node for IBM 
Content Manger, Gateway feature 
limited to 5000 unique user per month

WS Portal Family: Content, Pricing, WS Portal Family: Content, Pricing, 
LicensingLicensing



From Access to Action with Portal ExtendFrom Access to Action with Portal Extend



QuickPlace 2.5
100% Browser Based
Out of the box functionality
Self Service
Customizable
MS Office Integration
Integrated Workflow
Integrated Sametime
Form / HTML Importing
Mail-in application
Off-line Services
QuickPlace Types

Tool set

Search
Workflow

Sametime Chat

Ad Hoc CollaborationAd Hoc Collaboration



Personalized PortletsPersonalized Portlets



Continually Improve Your PortalContinually Improve Your Portal
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to
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Epicentric
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Plumtree

SAP 
Oracle

InfoImage

Hyperwave
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Devine ( Sagemaker
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IBM's Leadership in the Portal MarketIBM's Leadership in the Portal Market



               Why do we need it ?
Solves specific customer/business pains

Employee productivity,  Customer Loyalty
Simplifies buying/selling cycle

What is it ?
A family of integrated solutions focused on providing the best portal experience for 
customers, suppliers and employees

How do we sell it ?
IBM is a leader with WebSphere Portal Experience

WebSphere Portal FamilyWebSphere Portal Family



WebSphere Portal WebSphere Portal 
ExperienceExperience

Dick Diefenderfer, Director
Worldwide Sales
en technologies Corporation



en technologies corporation
1500 San Remo Avenue . Suite 280

Coral Gables . Florida . 33146
305 . 328 . 0410 / 305 . 328 . 0411 fax

Dick Diefenderfer - Director of Worldwide Sales

www. entechnologies.com

en technologies corporation en technologies corporation 



Headquartered in Coral Gables, Florida
Offices in London, England & Johannesburg, South Africa
Over 500 technical resources worldwide

Strong WebSphere Portal Server presence in both EMEA & US
IBM Content Management, Federated Search, Web Content Management 

   and Lotus Collaborative teams based in US
Broad skill sets across multiple platforms, IBM middleware and application development 

Strategic partnership with MGX Holdings in South Africa
Recognized as IBM's premier partner in Portal integration

en technologies corporationen technologies corporation



Architecture & Design
Entertainment 
Finance & Banking Industries

Insurance 
Manufacturing
Securities and Brokerage 

POC

Pilot
Finance & Banking

WebSphere Portal ExperienceWebSphere Portal Experience



Internet-based common desktop for internal users
Leverage existing security servers and databases / 
line-of-business systems 
Skills transfered to customer resources
Security features, such as single sign on
Personalization and branding
Restricted content based on user permissions
In-house portlet development
Provide access to company news and stock information
Easy to deploy
Easy to administer at multiple levels
Ability to run on any major platform
Extendable/scalable 

Customer RequirementsCustomer Requirements



How we deliver a solution . . .

Requirements gathering and skills assessment (1 week)
Architecture and design (2 weeks)
Development and mentoring (2 weeks)
Off-site supports (2 weeks)
Follow up / wrap up (1 week)

Delivery of Portal SolutionsDelivery of Portal Solutions



The Future of PortalsThe Future of Portals

Portal will go from limited POCs to enterprise-wide roll out, but customers will use 
their own resources to implement.
Portals will replace the majority of current desktops as a result of their flexibility 
and single point-of-access.
Organizations will take legacy applications and make them web-friendly through 
the portal
Ultimately, portals will move from being a delivery mechanism to being truly 
transactional.
Thousands of portlets will be available to surface information and applications



Applications and 
application-specific data (LOB's, 
legacy systems, CRM, ERM, etc.)
Enterprise content (structured and 
unstructured data)
Content from aggregators (i.e. 
Screaming Media, iSyndicate)
Specific functionality (Shareware, 
IM etc.)

Portals are a flexible, dynamic "delivery mechanism" for 
surfacing:

Allied Irish 
Bank

eSolution Components - WebSphere Portal eSolution Components - WebSphere Portal 
ServerServer



WebSphere Portal WebSphere Portal 
Competitive IntelligenceCompetitive Intelligence

Peter Kuske, Director
eBusiness Market Analysis and Service
The Branham Group



Portal Market TodayPortal Market Today

Market Size
What's Driving Portal Growth?
Defining a Portal
Key Functionality Considerations
Competitive Landscape

SAP
BEA
Plumtree
Oracle
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Portal Market SizePortal Market Size



What's Driving Portal Growth?What's Driving Portal Growth?

Move from public eMarketplaces to private or consortium eMarketplaces
Low entry price realtive to other enterprise-wide IT endeavors
Many vendors pushing portal product
Quick to implement
One thing leads to another



Portals have been around as long as the Internet
Portal is an elastic term applied to many software offerings
Definition:

"A portal is a purpose-driven Internet site targeted to a specific audience that 
may embody a wide variety of information and functionality critical to their 
interests."

The many new Portal flavours:
Megaportals
Vortals or vertical portals
B2B, B2C, E2E, B2S portals
Enterprise Information Portals (B2E)
Voice Portals
Personal Portals

Defining a PortalDefining a Portal



Presentation (People)
Personalization
Search
Workflow/process
Push - Publishing & Distribution
Content Management 
/Categorization
Enterprise Application Integration 
(Structured)

Data Warehousing
Business Intelligence

Collaboration (Unstructured)
Training/eLearning
Messaging/email

Key Portal Functionality ConsiderationsKey Portal Functionality Considerations



Source: Gartner Research

Portal Competitive LandscapePortal Competitive Landscape



Positioned as #1 in the Gartner Group Magic Quadrant
Exploit existing R/3 customer base
Search capabilities

Natural language querying, TREX, Boolean, taxonomy, linguistic and fuzzy 
search

Third party connectivity via iViews
Connect to multiple ERP legacy applications
SAP has its own portlet iViews site at www.iviewstudio.com. 

SAP Portals - StrengthsSAP Portals - Strengths



SAP Portals relies on its own SAP Web Application Server
Microsoft reliant - availability and scalability issues
SAP Web Application Server not available separately  

Weak collaboration offering
Personalization vs. Collaboration  
No instant messaging

No Web Services offering
No comprehensive IDE
Overlapping product line and inconsistent marketing message

SAP Portals - VulnerabilitiesSAP Portals - Vulnerabilities



Campaigns and Promotions functionality
Now available

BEA WebLogic Server v6.1
Web Services

XML and SOAP

Portal Star Solution
Autonomy, ScreamingMedia, Documentum, Interwoven, Vignette, Caput.com, 
Netegrity and Securant

BEA WebLogic Portal - StrengthsBEA WebLogic Portal - Strengths



Late to market with Portal solution
Limited involvement in the development of Web Services 
standards

J2EE Connector Architecture is actually derived from IBM's Common 
Connector Framework (CCF)

Low ranking in its ability to execute a portal offering (Gartner 
Group)
Mobile offering relies heavily on third party vendors
Limited integration capabilities
No real collaboration tools
Poor IDE environment 

BEA relies on WebGain Visual Cafe and 3rd party tools

BEA WebLogic Portal - VulnerabilitiesBEA WebLogic Portal - Vulnerabilities



Administration Console
industry recognized
facilitates ease-of-use

Search Capabilities
supports native search capabilities
integration of leading search technologies

Scalability
separation of job, web and application processing

Back-End Connectivity and Integration
offers hundreds of Gadgets for connectivity to common enterprise applications
CRM, ERP, SCM, KM and BI

Mindshare in Portal Space
250+ customers
Forrester Survey

Plumtree Corporate Portal - StrengthsPlumtree Corporate Portal - Strengths



Niche Focus
Plumtree does not offer an end-to-end portal solution
Financial Stability / Longevity

Dependence on third-party Vendors
while connectivity is impressive, Corporate Portal provides very little in terms 
of native functionality

Web Services Support
Plumtree relies on proprietary APIs

Personalization is Weak
lack of personalization engine or native personalization functionality

Plumtree Corporate Portal - VulnerabilitiesPlumtree Corporate Portal - Vulnerabilities



Integrated out of the box solution
Minimizes implementation time (Accelerator)

Hosted Solutions
Reduce internal costs of development, hosting, and maintenance

Pre-built feature functionality (Portal Catalog)
Oracle Portal Partner Initiative

Extending to Mobile Portal Users
9iAS Enterprise Edition Wireless Option

Oracle 9iAS Portals - StrengthsOracle 9iAS Portals - Strengths



Freedom to Choose (Best-of-Breed)
DB2 or Oracle for database
FatWire, Interwoven, OpenMarket, or Vignette for Content Management

Real-time Collaboration
Web Services Support

Open Standards vs. Proprietary Portlet

Customization capabilities
One-size does NOT fit all 

Oracle 9iAS Portals - VulnerabilitiesOracle 9iAS Portals - Vulnerabilities



IBM has the industry recognition
IBM provides the flexibility of three editions
IBM has the strongest collaboration capabilities in the market 
today
IBM is a leader in the development and adoption of Web 
Services standards
IBM has a strong mobile offering
IBM has the ability to integrate to third party vendors
IBM is the only vendor to provide a complete end to end 
offering

WebSphere Portal provides a complete e-business platform

IBM Websphere Portal - StrengthsIBM Websphere Portal - Strengths



Prior to August 14:
Competing with themselves (Lotus)
Daunting task to aggregate the multiple products required for an extensive EIP 
offering

New and unproven
Based on many existing IBM and partner technologies

Enhanced Application Server feature/functionality
Not available until Q1 2002

Platform Support
Third party integration - SAP iViews
No Push technology for Campaigns and Promotions
IBM Global Services - Competes with itself

IBM Websphere Portal - VulnerabilitiesIBM Websphere Portal - Vulnerabilities



Start your Portal evolution now
Pick a solution that will grow with your needs
If you have legacy applications, choose a solution that connects well
Don't paint yourself into a corner with proprietary or old technology solution
Back a winner that will emerge from the economic-driven consolidation

ConclusionsConclusions



WebSphere Innovation WebSphere Innovation 
Connect OnlineConnect Online

Paul Mignini, Manager
Application and Integration Middleware
Worldwide Distribution Channels Marketing



www.ibm.com/websphere/partnerswww.ibm.com/websphere/partners



A web-based resource that provides WebSphere specific support for Business 
Partners.

Sales Enablement Zone
Education Zone
Technical Support Zone
Marketing Zone
Partner Promotion Zone

WebSphere Innovation Connection OnlineWebSphere Innovation Connection Online



Password protected with your existing PartnerWorld for Software/Developer 
password and ID
Provides access to many of the same tools IBM's direct sales force leverages:

Analyst Insight: Access to reports from Giga, Forrester, Meta and Gartner on 
many products in the platform
Quick Competitive Guides: WebSphere vs. the competition for over 18 
WebSphere, MQ and Commerce competitors.
Single jump off point to Solution Sales Resource, Software Marketing 
Information, WebSphere Selling Model and Executive Assessment Tools.

Sales Enablement ZoneSales Enablement Zone





Provides consolidate access to education events and resources across the 
WebSphere family.

Telconferences/Webcasts: Single view of teleconferences and webcasts across 
the platform
WebSphere University 101: Ten online multimedia courses to tech you how to 
sale the WebSphere software platform.

Education ZoneEducation Zone





Provides one-click access to common technical support resources and training.
Support Center: One click access to IBM redbooks, FAQs, newsgroups and 
other support resources.
WebSphere 4.0 Migration Tutorials: A series of over 15 online presentations 
detailing what's new in WebSphere 4.0 and migration best practices from 
WebSphere 3.5.

Technical Support ZoneTechnical Support Zone







The Marketing Zone is designed as a single point of entry where Business 
Partners can access a wide variety of marketing resources and tools to enable 
them to be successful in the marketplace.

Co-marketing Opportunities
WebSphere co-marketing materials from the IBM Software Group "visitors" campaign 
featuring the Codernauts
Keep up-to-date with a calendar of IBM Events and Tradeshows

Marketing Tools
Find content and materials to help you host a successful seminar whether it is traditional, 
an e-seminar, or a teleseminar
The MediaKit will help you to create a press release, put together a press kit, launch a 
press tour and conduct a product review

Marketing Collateral  
Find a series of solution-focused brochures to help you position the WebSphere software 
platform

Marketing ZoneMarketing Zone



Resource that allows business partners the opportunity to promote their relationship 
with the WebSphere software platform.

Coming soon: Upload your partnership announcement, press release, 
whitepaper or brochure to the promotion zone.
Coming in 1Q 2002: The WebSphere Cooperative Web site program allows 
partners to build dynamic WebSphere Newsfeeds into your company's Web site.

Partner Promotion ZonePartner Promotion Zone



New Cooperative WebSphere/Partner 
Internet or Intranet Sites

Partner can subscribe to IBM news channels to 
incorporate into a dedicated WebSphere page on 
their Web site.
7 news channels currently available, including 
WebSphere, MQSeries, WebSphere Commerce 
Suite, WebSphere Developer, etc.
Easy to implement. Partner only needs to include 
one line of javascript code in their page HTML for each 
news channel they want to receive.

WebSphere News Feed



Register at:

www.ibm.com/websphere/partners



Global Mid-market Global Mid-market 
BusinessBusiness

Jeff Henry, Director
Websphere Solutions Marketing



Opportunity!!!!!

Solutions powered by IBM WebSphere
Leverage the Web 
Strengthen Customer Loyalty
Fast Forward to the Web

Get Started TODAY! 

AgendaAgenda



 IBM Market Research

38%                   Web Publishing38%                   Web Publishing  

14%     e-business14%     e-business  TransactionsTransactions  

8%       Internal Integration8%       Internal Integration  

4%      Value 4%      Value 
       Networks       Networks

 

Dynamic Dynamic 
e-businesse-business

36%                         Access36%                         Access

Worldwide 4Q2000 (100-999 Employees)

Over 80% of 
SMBs in the 

early stages of 
e-business 
adoption

Small & Medium Businesses Small & Medium Businesses 
e-business Adoptione-business Adoption



 IBM Market Research

34.5%                 Web Publishing34.5%                 Web Publishing  

19.1%   e-business19.1%   e-business  TransactionsTransactions  

13.8%   Internal Integration13.8%   Internal Integration  

6.7%    Value 6.7%    Value 
       Networks       Networks

 

Dynamic Dynamic 
e-businesse-business

25.5%                       Access25.5%                       Access

Worldwide 4Q2002 (100-999 Employees)

SMBs Moving  
Quickly to Next 
Stages in the 

Next 12 Months

Moving towards higher levels of 
e-business adoption:

To improve productivity
Be more responsive to customers

Small & Medium Businesses Small & Medium Businesses 
e-business Adoption e-business Adoption 



 

Most midsize 
businesses 

conduct less then 
10% of their 

business on the 
Web

Gartner 4/01

Start SmallStart Small
Quick ImplementationQuick Implementation
GrowthGrowth

 IBM Market Research
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We Hit The Sweetspots!We Hit The Sweetspots!



Platforms
AIX
Windows NT
OS/400
Microsoft NT/2000
Sun Solaris
HP Unix
Linux

Base Offering
WebSphere Application Server, Advanced Edition
WebSphere Studio

Business Partner Services

Upsell Opportunities
WebSphere Commerce Suite
WebSphere Personalization
WebSphere Extended Personalization 

WebSphere Personalization
WebSphere Site Analyzer
WebSphere App Server, Advanced Edition
WebSphere Studio

WebSphere Edge Server
WebSphere Everyplace Access

Components of Leverage the WebComponents of Leverage the Web



Percentage of companies that cite these goals for personalizing 
customer interactions:

78%

74%

67%

59%

51%

47%

Strengthen Relationships

Improve Service

Retain Customers

Increase Revenue

Increase Use of Web Site

Cross-sell or Sell More

0 10 20 30 40 50 60 70 80 90

Source: InternetWeek

Strengthen Customer Loyalty - Reasons to Strengthen Customer Loyalty - Reasons to 
PersonalizePersonalize



Platforms
AIX
Windows NT
OS/400
MS NT/2000
Sun Solaris
HP Unix
Linux

Base Offering
WebSphere Extended Personalization

WebSphere Personalization
WebSphere Site Analyzer
WebSphere App Server, Advanced Edition
WebSphere Studio

Business Partner Services

Upsell Opportunities
WebSphere Portal Server
Interwoven Team Express
WebSphere Edge Server
WebSphere Everyplace Access
WebSphere Commerce Suite

Components of Strengthen Customer Components of Strengthen Customer 
Loyalty Loyalty 



Platforms
AIX
Microsoft Windows NT
OS/400
Microsoft Windows 2000
Sun Solaris
HP Unix
Linux

Base Offering
WebSphere Application Server

Business Partner Services

Upsell Opportunities
WebSphere Extended Personalization
WebSphere Business Integrator 
WebSphere Edge Server
WebSphere Business Components

Components of Fast Forward to the WebComponents of Fast Forward to the Web



Software 24K 23K 26K

Services Solution 
Assessment
Installation
Education
Customization

29 days 38 days 30 days

Upsell 
Software

WebSphere 
Extended 
Personalization 
or Commerce 
Suite

40K Websphere 
Portal

60K WebSphere 
Personalization

22K

Upsell 
Services

15 days 15 days

Leverage the Web  Customer Loyalty
 Fast Forward 

Web

Impact of e-business on your Business Impact of e-business on your Business 



To Get More Details.
Download Booklets, Presentation

ibm.com/websphere/partners
Click on Sales Enablement Portal

To Get Ready to Deliver these Services
Look to partner with those having complementary skills

www3.software.ibm.com/cgi-bin/d2w/reseller/resell/input
Educate your Team

PartnerWorld for Software - Education
PartnerWorld for Software - Technical Support
Signature Sales Resource
Signature Sales Methodology
Technical Training and Certifications

Getting Started - Resources and Support Getting Started - Resources and Support 
for You for You 



The Beacon The Beacon 
Awards/Marketing Awards/Marketing 
Updates  Updates  

Terease Baker-Bell 
ISV Marketing Manager



 



Recognition for Business Partners worldwide who have excelled:
in providing quality e-business solutions
services to customers

Winners/finalists announced at PartnerWorld 2002 conference, 
February 17-20 in San Francisco
Different from Lotus Beacon 
Award

What is the IBM Beacon Awards?What is the IBM Beacon Awards?



Best WebSphere e-business Solution
Greatest Midmarket Success 
Greatest Innovation in e-business 
Excellence in Partnering
Distinquished Achievement Award

2002 Beacon Award Categories2002 Beacon Award Categories



nominations currently open through November
judging to take place in December by IBM internal and external press 
judges

Nomination and Judging ProcessNomination and Judging Process



Wall Street Journal 
Advertisement

PartnerWorld Daily NewsPartnerWorld Daily News

Winners/Finalists Recognition

Beacon Award Logo

Crystal Award 



For more information on the IBM Beacon Awards and to submit your nominations 
go to:  http://www.ibm.com/partnerworld/software

What's Next?What's Next?



Thursday Oct. 18
11:00- 12:00 EDT
to attend call: 888-551-9016; International # 719-457 2577
Passcode: WebsphereBP

PLEASE PLAN TO JOIN!

New Portal Offering New Portal Offering 
Drill-Down TeleconferenceDrill-Down Teleconference  



Thursday, Oct. 25
11:00- 12:00 EDT
Call in number: 888-551-9016 International # 719-457-2577
Passcode: WebsphereBP

PLEASE PLAN TO 
ATTEND!

IBM Web Services Strategy IBM Web Services Strategy 
TeleconferenceTeleconference



Atlanta Austin
Date October 18 October 23
Location IBM Corporation: 

1600 Riveredge
Room 27A09
Atlanta, GA

IBM Corporation:
AUS-9436-Briefing Room 
30
400 West 15th St.
Austin, TX

Prerequisites: Premier or Advanced partner; attended IBM's 2-day
Signature Selling Methodology class; attended IBM's 2 day 
Websphere University 201 class. 

To register: send an email to rsvp@us.ibm.com with the date that 
you attended IBM's Signature Selling class and the date and location
of the class you'd like to attend.

Websphere University 201 ScheduleWebsphere University 201 Schedule



November 6 & 28th (Oct. 15 for 201's attendees only)
Topics include: BEA; Oracle; Microsoft, I Planet, Broadvision and 
more

To register: dial 800-289-0579 or 719-457-2550
provide the operator with the appropriate 
confirmation
code:
November 6........408864
November 28......650546

Competitive TeleconferenceCompetitive Teleconference
"Branham's View of the "Branham's View of the 
Middleware Market"Middleware Market"



Name:    Location:      Phone:

We value your input!

Please circle your answers to the questions asked on the broadcast and return this form immediately by either Fax or Mail.

FAX 
Ann Barnhart, IBM PartnerWorld for Software  at 972-280-6394 

 
MAIL

IBM Corporation
Attention:  Ann Barnhart
5th Floor
1507 LBJ Freeway
Dallas, TX 75234

Thanks for your cooperation.

The broadcast was of interest to me
A.  Yes
B.  No

Remote TV Participants OnlyRemote TV Participants Only
Broadcast IV - IBM WebSphere Updates Broadcast IV - IBM WebSphere Updates 
and Announcementsand Announcements



Web Sites Referenced Web Sites Referenced 

IBM PartnerWorld for Software
www.ibm.com/partnerworld/software/zone
Enter name and password

IBM Learning Services Network
 www.ibm.com/services/learning/satellite, or 
 www.etnetworks.com   

IBM WebSphere
www.ibm.com/websphere

WebSphere Innovation Connection
www.ibm.com/websphere/partners

WebSphere Innovation Connection - Sales Enablement Portal
www.ibm.com/websphere/partners
Select Sales Enablement Portal

Beacon Awards Nomination
www.ibm.com/partnerworld/software

en technologies Corporation
www.entechnologies.com

Branham Group
www.branhamgroup.com



Web Sites Referenced cont.Web Sites Referenced cont.

We Pay Offerings
www.ibm.com/partnerworld/software/zone
Select Education, We Pay Offerings

You Attend We Pay Programs
www.ibm.com/partnerworld/software/zone
Select Education, We Pay Offerings

Education Roadmap
http://www-3.ibm.com/services/learning/spotlight/db2/advise.html

Certification Roadmap
www.ibm/com/certify

IBM PartnerWorld for Software Calendar of Events
www.ibm.com/partnerworld/

Communications/Conference Calls
http://www.ibm.com/partnerworld/software/zone
Select Events, Teleconference



Input from remote TV sites
Fax answer sheets to 972-280-6394

Remote TV Sites (TEN-TV, PartnerWorld I)Remote TV Sites (TEN-TV, PartnerWorld I)



Thank you for your attendance and support of IBM 
PartnerWorld for Software
We appreciated your input today

Additional input 
Membership Centre at 1-800-IBM-1822
FAX 1-972-280-6394
E-mail
     PWSWNA@US.IBM.COM

Thank YouThank You


