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Agenda -- Day One
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- Agenda -- Day Two

Time opic  Speaker

7:30 - 8:30 /IBM

8:30 - 9:30 count Mgr

9:30 - 10:15

10:15 - 10:30

10:30 - 11:15 ISt
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er, Channel Mgr

12:00 - 12:45

12:45 -3:45

3:45 - 4.00
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- Software 2001 Go to Market Strategy
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- Software 2001 Go to Market Strategy
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- Opportunlty
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- Software 2001 Go to Market Strategy
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Key IBM Partner Programs You Can
Leverage

Resellers

Influencers

Sales
Assistance
Program

Passport
Advantage

(Tier 1 or Tier 2)
ILSAP




Resellers

icing




- Influencer Model
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- ILSAP Partners

35 activities
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Top Contributor Initiative




WHAT is the Top Contributor Initiative?




- Qualification Criteria

1. 1n 200&“% JJM $75k (US dollars) or more in Territory Accounts
(Midmg'm: hrough Passport Advantage - %ned$target
....... or
Agree to a doc . et and

business  plan to deliver in 2001 ---->n 100K US

dollars )

2. PartnerWorld for mier level

3. Have an approved Marketing Plan (PartnerPlan)

4. Measure Midmarket Sales only through PPA




- TCIl Market Growth Fees

0 Of target




Top Contributor Co-Marketin

elect a "quick hit" tactic to execute in 4C




| |
contribut w:
L
|
| n
» Points

share.
;7”
choose some fabulou LM

* Firms V;IJI
» Business Partner firms are eligible for one of a nu

* NOW you ﬁ[n% are sales in
* Recogniti ] 2Ir sale
Territor 4
prizes......

A4

itive program

yrofessionals

f our market

2 sale Into a

N be used to

mber of grand



2001 Top Contributor Event: Africa

Top Contributor Event
Africa




2002 Top Contributor Initiative
Resellers & Influencers

TCIl Resellers
continues in 2002

Reguirements

® Brand Nominated

Requirements
® SMB revenue commitment _ _
@ Business & Marketing plans ® Business & Marketing plans

® PWSW skills ® PWSW skills
® SMB only ® SMB and Enterprise rev commit

Program Benefits Program Benefits
® Fees ® Fees

® Co-Mkg S ® Co-Marketing

® Now You ® Now You

IBM Benefits — IBM benefits
* Established SMB revenue objective

* drive revenue objectives
for each partner

. . * ipeli
* Provide revenue and pipeline revenue and pipeline

reporting reporting







- Buyer Behavior / Influencer Study

Sample/Methodology

Random sample balanced across industries and
departments

Companies 000+ employees

Phone and

Balanced t
competitio

Solution




- Who Buys Middleware?

Line of Business

8%

IT
Enterprises

< 1000
Employees

IT
Enterprises

> 1000
Employees

Middleware is a $30B USD Business




Two-Thirds Of AII Companies Use JAN
Solution Provide
Projects
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Solution Providers Are Involved In
Middleware Brand Selection In Up To
48% Of Occasions

— 1|

Solution Provider Lead Involved
32%

Company.
Alone

52%




Key Drivers

Product Quality and Si Gations.
Drive il
In

Easy to Use
)

4 a L) y
Sirrolg, Egy Qigler
Competitively Priced [agapezidg 2%

Uses Broadly Available IT Skills

Easy to Install

Product Feature/Functionality Product

Product Reliability Quialiiy
Uses Proven Technology 6450

Product Scalability
Interoperability




-I\/Iost Middleware Products Are Bought In

Combination

* Only 18% of middleware products are purchased
individually

» Database alo

roduct sales

Combination
82%




- Top Ten Product Combinations

» The top ten product combinations (excluding single products) represent
30% of mlddleware revenue
epresente 0 off middleware revenue

System Netwrk Host
& Storage| Mgmt Web App | Bus. Trans
Mgmt Software | Securit Server Integ Proc




Implications

Strateqgic Imperatives Rationale

Secure support from ISVs that Line of Business are key decision
develop applications and the makers for applications; IT drives
Solution Providers that are middleware decisions

used to deploy them

Solution Providers lead/participate
Dramatically increase IBM In 48% of all middleware brand
support and penetration among selection

Solution Providers IBM's strength is in effectively

Position IBM as best suited to balancing product quality and
provide improved customer simple and low cost of
productivity. iImplementation - enabling
customer productivity.

Create and sell product
combination packages as part Over 80% of customers buy

of go-to-market strategy products in combination rather
than individually
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- Hot off the Press:

Earn more in Q4

* For all It TCl)
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- Hot off the Press:
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Now You
Africa

Sales contest for partner’s reps and principals
The more you sell the more they earn

Sales reps choose from a catalog of prizes
Top 100 firms earn a trip of a lifetime &%

_ontest




PartnerWorld for Software in the News

Computer Reseller News, September 3, 2001
Steven Burke MHH

IBM is making a
multimillion-dollar investment
in fully reimbursed training for
partners.

Premier partners could train
up to 17 technical or sales
associates for no charge.

"Every solution provider on the
planet looking to increase its sales
Into the small- and
midsize-business market should
take a look at the new 2002 IBM
PartnerWorld for Software

Program.”

Partners now get the

same sales and technical training and resources that
the IBM direct-sales force receives... assigning




- Opportunity to Build Skills

» e-pusiness Sales Roadshow

ess Partner classes

ide. T
-----

e-business 1,500
Sales
Roadshow

e Unique offering in the industry -- build your
certified skills

e No cost to TCI Partners
> Top Contributor Coupon Program




- Sales Certification

1. e- busme< S
—Prerequl \ "
— WWW. |an

2. Signatur%
—Course

3. e-business: Selling Workshop

—~Course code: B3005




- e-pbusiness - Sales Roadshow Schedule

Minneapolis, MN October 30-November 2
Washington, DC November 6-9
Dallas, TX* November 6-9

boser

www.ibm.com/partnerworld/software/zone
Education > e-business - Sales Roadshow
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i
Transformation
& Integration

Leveraging
Information

Relational
Database

Online
Transaction
Systems

Content
Management
and
Business
Intelligence

Integrated
Internet
e-business

You'll see e-business in action firsthand!

Leveraging
Know-How

Messaging
and
Collaboration

Knowledge
Management
and
Distance
Learning

e-business Infrastructure Software

Oy

Managing
Technology

Integrated
Enterprise
Management

Security
and
Storage
Management




Connecting Customers to You

TeleSales Team

Need to pralzect your

e-husiness
investmenis?

Start Now.

Business

g Partner

dartnerWorld
| for Software

A Rt

e-Territory sites




- Telesales Team

Canada Software Business Unit Executive;

Christina Dahl  cdahl@ca.lbm.com




Our Partnership is Key

Premler
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- The Journey to Higher Margins

In Potential (Sample)
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or your time

for your investment
Our continuea partn




2001
Now You
Africa
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..... How Did We Do?
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S ‘I || Informatlon with our Business Partners fo Q4 activity
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Partners a view into 2002
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