
IBM and Business Partner Prospecting Program 

Overview 

This document describes the jointly implemented IBM and Business Partner Prospecting Program for qualified Business Partner(s) to develop leads targeting specific IBM middleware solutions. 

The program consists of two components: 

1) training component – a two step process to first train the Business Partner sales people on how to utilize this program most effectively and secondly, to identify the key pain points and challenges for the potential customers around a specific solution.

2) calling component - to retouch existing customers and identify new prospects to secure an appointment with the customer.

Criteria: Business Partners are selected based on their ability to meet the qualifications identified by IBM for the specific solution and to commit to the responsibilities of the Business Partner noted below. 

TRAINING

IBM has created a prospecting training class that is available to Business Partners on-line.  Business Partners should work with their IBM Business Partner Representative to complete this training with the Business Partner sales team prior to the actual prospecting call. 

IBM has created solution training classes for each of the solution plays.  This training includes an one-hour sales enablement teleconference --delivered by an Americas subject matter expert--that will help you understand how to customers’ key pain points and challenges and how the IBM solution can best address these customer needs for the specialty or industry solution being covered. 

CALLING

The IBM Business Partner Representative will coordinate the Business Partner’s participation with the IBM sales team on the specific prospecting call to jointly call contacts suitable for the specific specialty or industry solution.  The goal of the propecting calling is for the Business Partner sales people to set up appointments with the prospective customer.

Reporting

Opportunities will be captured by the Business Partner and provided to the IBM Business Partner Representative to enter into the prospecting reporting tool.  The leads will also be entered by the Business Partner into the PartnerWorld Lead Management (PWLM) system.  The Business Partner must commit to work these leads and update the tracking system on a monthly basis. 

Targeted Audience

Job Titles/Function: varies depending on the specific solution that is being targeted.

· CIO, VP of IT, IT Manager
· COO, VP of Operations
· VP of eBusiness, eCommerce
· Managers responsible for network management
IBM Commitment

· Provide the Business Partner with prospecting training and materials for the specific solution of industry.

· Coordinate the Business Partner’s participation with the IBM sales team for implementing the program.

· Support the Business Partner in further qualifying and closing identified opportunities. 

· Provide marketing funding for each prospecting call as part of IBM comarketing program (up to $2500 matching funds). 

Business Partner Commitment

· Identify target established customers or new prospects. 

· Apply for funding via Partner Plan if wish to utilize marketing funding for approved expenditures.  

· Complete prospecting and specialty training.

· Implement a prospecting session with 3-4 sales people to call the contacts (new and installed base).  

· Provide prizes to sales people to encourage participation and success of the prospecting program- OPTIONAL – NOT COVERED IN COMARKETING FUNDING

· Set appointments with prospects and follow-up with appropriate demonstration, executive assessment or executive meeting as appropriate to the specific solution

· Report on opportunities to Business Partner Representative utilizing template provided.

· Update PWLM, the lead management system, monthly until the sale is closed or opportunity closed.


