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Winning in Mid-Market

Mid-market businesses
Software makes e-business work

Connecting mid-market customers to partners

Partners are imp y‘l

The Journey to er Margi

How have we done so far?




PartnerWorld & Mlid-market: The "Small” Picture

Market Trends and Big Opportunity

I/T 2001 Spending » Worldwide, there are more than 100M
$707B small & medium businesses

» Small & medium businesses are growing

: » e-business is increasingly important to

' small & medium business

» Qver 80% of middleware sales consist of
a combination of products

Small/Medium | » Two-thirds of Solution Provider projects

$348B use Packaged applications vs Custom
13.5% CGR | Developed
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e-business Infrastructure Software

Transformation
& Integration

Online
Transaction
Systems

v

Integrated
Internet
e-business

WebSphere

Leveraging
Information

Relational
Database

Content
Management
and
Business
Intelligence

Leveraging
Know-How

Messaging
and
Collaboration

Knowledge
Management
and
Distance
Learning

Lotus

Managing
Technology
Integrated

Enterprise
Management

v

Security
and
Storage
Management




Connecting Customers to You

TeIeSaIes Team

Need to pratzct your

e-husiness =¥ Business
investments? | i L Partner
Start Now. " l -

e-Territory sites




PartnerWorld

Winning in Mid-Market

Mid-market businesses
Software makes e-business work

Connecting mid-market customers to partners

Partners are import

The Journey to Higher Margins

How have we done so far?




- Opportunity:

Covering the Market Together

Partn ers Lead




- PartnerWorld for Software in 2002

We will invest in an exclusive group of top contributing
partners, committed to IBM that deliver results

You asked fo#
face to faJ

excellent i 1S
more skillé; o[z

1nical support

(V

ar

raise the b

You got it!

Premier

Increased Increased
Revenue & Skills Value
Commitment f—————————— and Benefits




PartnerWorld Wi“ning in Mid-Market

Mid-market businesses

Software makes e-business work

Connecting
Partners are im

The Journey to

[
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id-market customers to partners

igher Margins

How have we done so far?




PartnerWorld

The Journey to Higher Margins
Mapping the Course

A win/win destination
Profitability’and Synergy.

ANIC U\t onieach other
Stability and Loyalty

The path must be clear of obstacles
Simplification




PartnerWorld

Enhanced Profitability

Top Contributor Initiative

Designed to help our Distributors and Resellers
work together in synergy in Mid-Market

Market Growth Fee
Co-Marketing Fu |

Now You! sales o-ml

All Tivoli partners now eligible for TCI
All Tivoli product sales count towards TCI target with NO

target increase




PartnerWorld

Stability and Loyalty

Shared Investments & Expectations

Together, we must ensure our investments pay off:

Resellers will make an annual commitment to a

Distributor VJ e l
Participants kno at price L count to expect

‘ ‘

IBM will publisll suggested TiélL 2 discount table

Additional profitability to distributors to honor this
commitment

New Passport Advantage Discount Curves
Anchored Discount




- Stability and Loyalty

Tier 2 Suggested Discounts & Rebates in Mid-Market

IBM Approximate | Suggested Market Total
PPA Transaction Discount Growth
Points Value off SVP Rebate

10 $2K-$20K 16% 5% 21%
100 $20K-$50K 15% 5% 20%
250 $50K-$100K 14% 5% 19%
500 $100K-$200K 13% 5% 18%

1000 $200K-$500K 11% 5% 16%

2500 $500K-$1M 11% 5% 16%

5000 $1M - $2M 10% 5% 15%
10000 $2M - $5M 10% 5% 15%
25000 $5M - $7.5M | Special Bid [ Special Bid | Special Bid
50000 >7.5M | Special Bid Special Bid | Special Bid

< — ITOTMMOoO m>




ey simplification

Passport Advantage Enhancements

Single Contract for WebSphere, DB2,
Lotus, Tivoli

No Expiration ofi Base License

Maintenance exH

We also addrested Productivity Enhancements
Worldwide Pricebook & Configurator
Passport Advantage Tutorial
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Winning in Mid-Market

Mid-market businesses
Software makes e-business work

Connecting mid-market customers to partners

Partners are import

The Journey to Higller Margins

How have we done so far?




- Top Contributor Initiative

960 Partners enrolled worldwide
Ramping up education to achieve 5000 additional
certifications by year-end

YTD% of

W >=100%

B 70% - 100%
B 50%-70%
B <50%

50%-70%




- IBM Start Now Solutions for e-business

Solutions for Your Customers
8 new e-business offerings in June
3 Linux-base z Ngmt
Extensive # 0SS COVErage

Collaboration

Business
Intelligence
i e-Commerce

WebSphere

More than 1300 specialists approved representing
over 300 companies




Attention from the Press

“Get OUWEEIC 2205 ess cxrenvmrse i l'l'b e Ir Ile'b .LCOIM ”

The Internet & IT Network

"l looked for the most scaleable middleware

\?vrirt]r?llri:mrjelrg;jsselzt?)ggsgl?? Communy that could support thousands of simultaneous
y - users of ' and streaming media

softvv_are packages_in IS 3 i functions... | cor ared IBM with Cold Fusion
Solutions for e-business p Bt ot i red ’

3M'S Start Now e-commerce
Solutions a ssed my scalability concerns
L — : an affordable entry point that the

For Builders OF
Technology Solutions

IBM continues its efforts to woo the

IBM created the Start Now
Solutions program to aid
solution providers looking to Smu |h|ZTECh"UIUg‘{ C[]m

help small and midsize
business (SMB) customers New IBM Start Now Solutions

ramp up their e-business Provide Rapid ROI for Small and
offerings. Medium Businesses




- How have we done so far?
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3QTD

ibuted revenue
d revenue

Revenue growth with IBM in a declining marketplace
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Hot off the Press:
Earn more in Q4

For all Approved Top Contributor Initiative (TCI)
Business Partners from October

Sell products fro
families in the sa

Additional 6% Ma

et Growth Fee

t - November 23rd

M software product
nd earn:

Double points in the Now You! sales contest

Business Partners that previously qualified for $1,500 of
Start Now marketing funding now qualify for $3,000.




PartnerWorld

Hot off the Press:

Earn more in Q4 === =F
-

Current TCI partners who obtain $85k by end of
November will get immediate access to all TCI

benefits. J i

Additional incentiv

H ‘or our own llesforce to drive
sales with TCI partners.




- Hot off the Press:
Tivoli in TCI \
=

All Tivoli Partners already S|gned up in TC
Tivoli Passport unt toward:
Revenue target and Market Growth Fee
Now You!
NO target inc

New Tivoli Partners joining TCI
Fast Path into PartnerWorld for Software

Leverage entire IBM Software portfolio to earn Market
Growth Fees




-Hot off the Press:

Informix in TCI

Fast Path i l

IBM Sales c

CROSS- SEH L IBM SOFTWARE p¢ yortfolio with
Informix customers and earn Ma IVI rket Growth

Fees




Now You
Africa

Fi ol # g
- £ TR e it = il

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

= Sales reps choose from a catalog of prizes

= Now You points double 10/1-11/23

= Top,100 firms earn atrip of a lifetime %

ol
.




- Buyer Behavior / Influencer Study

Sample/Methodology

Random sample balanced across industries and
departments

Companies 50-999,

Phone and wek

Balanced to G
competition, IBM financial result

Provider

1812 | 1526 | 1479 | 4817




- Who Buys Middleware?

Line of Business

IT
Enterprises

< 1000
Employees

IT
Enterprises

> 1000
Employees

Middleware is a $30B USD Business




- Two-Thirds Of All Companies Use A

Solution Provider For Their Middleware

Systems ators, I Are The
Leadi side Resources Used For Help.




Solution Providers Are Involved In
Middlieware Brand Selection In Up To
48% Of Occasions

Solution Provider Lead Involved
32%

Company.
Nle)p)e

52%




Key Drivers

Product Q
Drive 8 : "; :

Easy to Use

Easy to Install

Competitively Priced

Uses Broadly Available IT Skills

Product Feature/Functionality
Product Reliability

Uses Proven Technology
Product Scalability

Interoperability

antation Cost
andations

Sirrale, _ov( Cigler
(emenrrlrm 1 2%

24.0%

PledUct
QUAITtY/

54%




-Most Middleware Products Are Bought In

Combination
Only 18% of middleware products are purchased
individually
Database alon}“  ha Tﬁm product sales

Security All Others 6%

%
Database 3%

Combination
82%




Top Ten Product Combinations

» The top ten product combinations (excluding single products)
represent 30% of middleware revenue
« Databases are represented in projects with 69%

+

Collab

System
& Storage

Netwrk
Mgmt
Software

Security

of middleware revenue

O 00| N| O Ol | W NP

=
o




Implications

Strategic Imperatives

Secure support from ISVs that
develop applications and the
Solution Providers that are
used to deploy them

Dramatically increase IBM
support and penetration among
Solution Providers

Position IBM as best suited to
provide improved customer
productivity.

Create and sell product
combination packages as part
of go-to-market strategy

Rationale

Line of Business are key decision
makers for applications; IT drives
middleware decisions

Solution Providers
lead/participate in 48% of all
middleware brand selection

IBM's strength is in effectively
balancing product quality and
simple and low cost of
Implementation - enabling
customer productivity.

Over 80% of customers buy

products in combination rather
than individually




farinelior®Y On-line Cross Brand Tools
Making it easier for you to do business with IBM %
Web based sales and marketing resources to
help you build your business

Get Started Sellin

Tools for Selling

Profit from Sellin

Includes:
Value propositions and ROI
Steps to Success Roadmap

On-line marketing and selling tools




Stacking Up Against The Competition

Share of Voice Favorability Rating

In 1Q, IBM had
both the highest
share of voice and
highest
favorability rating
among all seven
companies...

MO ; \HH

Microsoft
Oracle

B Share of Voice excluding MS Il Share of Favorability
anti-trust Voice Rating




- 2002 Objectives and Messages

IBM is a force to be reckoned with in the Software Marketplace

Greater IBM endorsement than ever




- The New IBM Software Brand Marks

DB2 Software
L°t"s N

Tivoli somare




rarinedioids Top Contributor Co-Marketing

Up to 3% of revenue target as co-marketing funding

$6.6 Million USD is committed to partners

Wide variety of tactics supported
Joint Advertising =
Test Drives

Seminar Solution
Telemarketing
Business Partner's Own Proposal
Campaign Designer

Select a "quick hit" tactic to execute in 4Q




- TCI Co-Marketing Requirements

If approved by August 31, 2001 and sold $75K in 2000, partner
immediately qualifies to access 3% co-marketing

If < $75K in 200 fut are approved or pending approval status by
August 31,2001 then:
Revenue Attainment Qualify for and
can access 3%

$50K by June 30, 2001

$75K by September 30, 2001
$85K by November 23, 2001
$100K by December 31, 2001

Note: Approved partner co-marketing tactics will be reimbursed
when one of the revenue attainment bars above are met.




PartnerWorld

Start Now 4Q Marketing Incentive

Additional $3,000 - 100% funded for pre-approved

Start Now tactics.

Telemarketing - 32

approximately

Campaign Desi

Hours of calling reaching

ect Mail pieces

e-Seminar - Fully managed for 25 customers

No co-funding required

Plan to use your $3,000 today




- Start Now Solutions

Extensions

Core Solutions
i “ //Website Mgt.
‘ — Content Mgt.

Management

\ \ . Collaboration
I» | “Host Integration
LN ~ ~ ~Wireless (Oct '01)

T | (NS y:\

— Infrastructure + ISV Kit

...Covering the spectrum of solutions for e-business




- Start Now Wireless

End-user devices
PaimOS,
PocketPC (WinCE)
EPOC

Scenarios
Mobile Office
Access to corporate

Synchronizatio
servers & mobil

Starting price $25,
65% Business Partner Services

Specialty Test available October 1st.

Customer Announcement October 30th




- Start Now Infrastructure

IBM software

WebSphere Application Server, Advanced M
4.0

DB2 Workgr:
Domino App

I B M (é} Server

pSeries
xSeries

Operating syr' :
)
Windows 2000
Linux

Starting price $36,000

65% Business Partner Services




Start Now Momentum

$3,000
Marketing

Incentive

Sales and marketing
tools available via
Executive Assessments for Start Now
SEIVICES

web or CD

Y\ /) ~ rA‘,-’_IU
REVEnue6svo

avd per
iransaction

NowYou !

"""‘ |
|||||" \ NowYou!

5000 Points
10,000 Points

sSuccess
Each Specialty ¢
*Restrictions apply

Stories
Market Growth Fee 6-12-18%



- Telesales Team:

Software Business Unit Executives

CENTRAL
WEST including Canada

Daron Jones Christina Dahl Randy Fitch
daronj@us.ibm.com  cdahi@ca.ibm.com fitth@us.ibm.com




fneniei®Y Passport Advantage Enhancements

= Single agreement for all distributed software ...
Informix to follow

= No Expiration of Base Licenses

= Contract Simplification
»75% reduction in part numbers
» Perpetual agreement; no expiration date
»One continuous

= All licenses includ Aintens -SW support &
subscription D

= Better SUP QO
»24x7 (Sev 1) coverage for "mission critical" problems
» Authorized Caller List

» Enhanced electronic support - "e-Care"
» Faster access to skilled resource




PartnerWorld worldwide Pricebook & cOnfigurator

Single source for New Passport
Advantage

customer numbers

part numbers

pricing informatior

Automated configuration, pricing, and customer
quote generation for distributed software
worldwide.




Passport Advantage - Select Sales Tools
Select Parts & Prices

A L Sl O N R - T Y L
Passport Advantage wandW|de Priceboc

Home : - J
Home

~ Program Information 8| Configurator §&| part Search JB| Load CuctePart List §&@| view Part List

' Sales Tools

Selected Customer: None

oot Integrated part &
Toaol

FastF ass How the tool works: customer selection

Farts & Prices

~ Training ¥

__» Configurator —__ \

Home < % Part List +—— —» Quote
Lomments and "™ part Search <
Questions "

= .

keep adding parts or configurati
one of the steps within an alread




Parts Selection

WorldWide Priceboo
Confi 'w'..

%3] Home J@| view Part List @] Edit Default Settings

step c' of e‘ € next

MHarrow yvour product selections by selecting one of the tahs below. Each tah contains a different search option.

Product Group

Select one product group:

DESKTOF :_j
E-LEARMING

IBM APPLICATH INTEGRATH MIDDLEWARE
IBb CONTENT MANAGEMENT - - ;
IBM DATABASE MANAGEMENT = Product selection via two options
IEM E-COMMERCE

IER INDUSTRY SOLUTIONS .
IEM LIFE SCIENCES > Conflgurator
IEM OFERATING S¥STEM

IEM OTHER or
IEM PERVASIVE COMPUTING DIVISION

IEb SECUREWAY .
IEM SPEECH I bl p h
IBM SYSTEMS MANAGEMENT > Flexible part searc
KNOWLEDGE MANAGEMENT
MESSAGING AND COLLABORATION
OTHEFR

TIOLI




Customer Selection

WorldWide Pricebook & LONTIgUTator
Customer Selection

Q[ Scarch J& Clear Fetds JX| cancel

Select a customer using one of the following search options.

Name/
Agreement
Attributes

Fill in one or more of the follonming pieces of infomation about the customer.

Partial or Complete Customer Name: l (start of name) 2
Mote: Searching by customer name may take a while to return results.

Country: ALL -
Contract Option: ALL -

haintenance Renawal Month: ALL

Integrated Customer identification & pricing




rartaerifolids) Worldwide Pricebook & Configurator

Benefits

The most current information for parts and prices
Inclusion of contract, documentation, and media
Build & manipulate part lists and e-mail quotes
Flexible pricing to support what-if analysis

One tool that suppo#.l'

including the EURO

Available via the wekb

Part changes, New Parts

|
f ’
€ \

Lices worldwide -

Price Changes & Promotional prices
Obsoleted and to-be-obsoleted parts
Access to related channel announcements

On-line web tutorial - available October 2001




Fneet®Y Announcement and Implementation

Timeline
July 10th - Passport Advantage Announcement

July 23rd - Passport Advantage Webcast. Replay available
till October 30th.

August 1st - On-line Worldwide Pricebook and Configurator
available.

September 1st
New eligible prod .
New agreement in effe t for new customers
New agreement in effect for existing VPO, Academic, and
non-US Government customers at time of their next order
Existing customers can transition to new terms at their
request

October 1st - new eligible product list in effect for US
Government (GSA Schedule)

October 10th - remaining existing customers transition to
new agreement terms




PartnerWorld for Software in the News

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.

Computer Reseller News, September 3, 2001

Steven Burke

"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




PartnerWorld for Software

Critc
Criteria Category

ria in 20N9
Advanced

Premier

Sponsorship

Annual Revenue
Attainment

of Total
Revenue
OR

Revenue

of SMB <

of Total

of SMB
Revenue

Business Relationship

Skilled Individuals

e 1 Sales Skill /
Certification

e ? Technical
Certifications

C

/
Resellers

e 5 Technical Certifications
(at least 2 Power Brands)

e Sales Skills / Certificati

Influencers

e 6 Technical Certifications
(at least 2 Power Brands)

e 2 Sales Skills / Certifications

Customer References

e 3 References

e 5 References

Demo Capability




PartnerWorld for Software in 2002

IBM Sales Contact
Face to Face Field Sales Coverage

Critical Situation

Support
Assistance at the

Sales
Mentoring

im ) || |

Joint Sales Call\
customer location
’ 3

i” : 2002
. New PREMIER '
Benefits
)/ \ Technical
+ Mentoring

Education
Increased - -
PR Support ASS|_stance _m
solution design

"We Pay" Offerings
Support for joint
announcements




PartnerWorld for Software
Criteria in 2002

Criteria Category Advanced Premier

Sponsorship °

Annual Revenue Attainment | o of Enterprise J of Enterprise plus
plus Midmarket Revenue Midmarket Revenue

° of Midmarket ° of Midmarket
Revenue ~—Revenue
o

Resellers
e |1 Sales Skill / e 5 Technical Certifications
(at least 2 Power Brands)

Certification . .
Skilled Individuals O\SaIes Skills / Certifications

: Influencers
°
Technical e 6 Technical Certifications

Certifications (at least 2 Power Brands)
e 2 Sales Skills / Certifications

Business Relationship

Customer References e 3 Customer References e 5 Customer References

o
Demo Capability




- Opportunity to Build Skills

e-business Sales Roadshow

Scheduled Business Partner classes
Worldwide

BP SEATS Americas .~  EMEA  Total
Pacific

e-business 525 375 1,500
Sales
Roadshow

e Unique offering in the industry -- build your

certified skills at no cost through the Top
Contributor Coupon Program




- Sales Certification

Prerequisite
www.ibmwe

e-business Sa &ﬂﬂ

Course code:

e-business: Selling Workshop
Course code: B3005




- e-business - Sales Roadshow Schedule

Cty ~ [Date

www.ibm.com/partnerworld/software/zone
Education > e-business - Sales Roadshow

* On-site certification testing not available.




Sttt Request a TCI Education Coupon

Company name, address and phone number

Student’'s name & email

Course title or d

Student's Candi&lﬂ f iber
[

[
o
| J

Course location and date

Frse code

to PWSWNA@us.Ibm.com




- Next Steps

Engage with your local BPSM to:

Join PartnerWorld for Software; purchase the
Value Pac Age
Enroll in Stz

(.;et your fi S % enrolled in Now You!

Build your enah
Take advantaqge of local ed )n road show

Leverage IBM's vast marketing programs
Build your opportunity pipeline
Exceed your revenue target




2001
Now You

Africa




Call: 888-533-2786
Fax: 888-962-4786

ibmpwsw@yahoo.com




PartnerWorld

Thank You

Thank you for your attendance and
support of IBM PartnerWorld for
Software L

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




Fax: 972-280-6394

PWSWNA@US:.IBM.COM




