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Co-marketing definition

Co-marketing

IS any marketing collaboration between IBM and a Business
Partner.

There are two major forms:

1. IBM prepares materials for Business Partners where the Business
Partner is understood to be the source and Business Partner branding is
employed.

2. Business Partner prepares the materials using the Business Partner’s
branding, and then submits materials to IBM for review and approval.

In both cases, the Business Partner is considered to be the source and
Business Partner branding, voice, and call to action are used, regardless
of IBM’s contribution and patrticipation.
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Co-marketing

The Business Partner is
clearly and easily
Identified as the source.

IBM's trademarks, if used,
are placed within content
that explains the scope
and nature of the
relationship between IBM
and the other company.

Another company may not
use or feature the IBM
trademarks, trade names
or "trade dress” unless
licensed to do so.
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HOW CRITICAL IS
SOFTWARE DEVELOPMENT?
IT SHOULD BE ONE OF THE
MOST STRATEGIC BUSINESS

PROCESSES IN YOUR COMPANY

XYZ
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Co-marketing (A collateral example)

1. Business Partner

company logo
prominent o

2. IBM or Business
Partner owned image

I Work In progeses I

3. Information about the
specific Business
Partner solution

4. IBM Business Partner
mark

5. BP copyright and
trademark attribution
AND IBM trademark
attribution
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Co-marketing (A collateral example - continued)

6. Copy in voice of
Business
Partner

/. Relevant
Business
Partner mark

8. Business
Partner offer,
call to action
and contact
Information
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Co-marketing (An e-mail example)

1.

Business Partner
logo

IBM copy in voice of
Business Partner

Business Partner
offer, call to action
and contact
iInformation

Relevant Business
Partner mark

IBM PartnerWorld

1 XyZ Corp

Your Solutions Partner

Drive innovation and
business growth with
Smarter Computing.

Efficiency in managing vast amounts of information and delivering rich IT-
based services round-the-clock is key in achieving a competitive
advantage today. As such, organizations are growing more dependent on
cutting-edge data, cloud and mobile technologies.

Yet, many midsize businesses are inclined to see that access to these
technologies is more of a challenge than an opportunity for growth.
Considering the limited resources and mostly dated infrastructure they
have to work with, gaining actionable insights and securing critical data
can be overwhelming. 2

With IBM® and its Business Partners, balancing new demands with
traditional means comes in the form of Smarter Computing. It employs
innovative, optimized hardware and software solutions that enable faster
time to market, better price performance and greater customer value.

[This section is where you describe your offer and talk about how, as an
IBM Business Partner, you can provide the right solutions for your
customer's business.]

) BPtoadd CTA

3

Midsize businesses are the engines of a Smarter Planet.

IBM, the IBM logo, ibm.com, the IBM Business Partner Emblem are trademarks or registered trademarks of International Business Machines
Corporation in the United States, other countries, or both. A current list of IBM trademarks is available on the Web at "Copyright and trademark
information” at ibm.com/legal/copytrade.shtml. Other compansy, product and service names may be trademarks or service marks of others. The
IBM product and/or services described herein are provided by an IBM Business Partner who is an independent reseller/dealer. The fulfillment of
any conditions or offers described herein are sole responsibility of the IBM Business Partner. IBM is not responsible for the actions or
performance of IBM Business Partners. IBM Business Partner special offers, products and prices may be withdrawn or modified at any time
without prior notice.

The originator of this e-mail is DemoUSBP3 at 1 Main Street , Macon, GA 30111
If you wish not to receive further e-mails, please click here
You may also send a written request to DemoUSBP3 at 1 Main Street, $user_address2}, Macon, GA 30111




Checklist for Business Partner co-marketing

Voice and tone

IBM messages are conveyed through the voice of the Business
Partner and led by information and messages about the Partner’s
own service or solution in Business Partner’s voice

Call to action (CTA)

Include Partner’s CTA and contact information, not IBM’s

Business Partner company logo

Yes, large and prominent as signature

IBM Business Partner mark

Yes, if qualified

IBM logo

No

IBMtag lines and icons

No

Other IBM marks (Ready for,
SW brand, etc.)

Yes, if qualified

Trademark attribution and
copyright statements

Business Partner copyright is optional. List Partner trademark
attribution first, then IBM trademark attribution second

Privacy and Opt-out Statements
(for e-Mail)

Use Business Partner's privacy and opt-out statements for lists
provided by Business Partners and lists purchased from external
sources for Partner mailings. Use IBM statements if IBM is
providing the list from IBM databases

Photography, Artwork and
Imagery

Use the photography, artwork, and imagery, ONLY IF IBM or
Business Partner wholly owns the image and has unlimited
copyrights (check expiration dates)

IBM PartnerWorld
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Co-Marketing (An event)
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Co-marketing (A presentation - from the Business Partner)

Start now
<|NSERT BP COMPANY LOGO>

+  Assess your on demand needs
+  Map out your journey

People product|v|ty |n an - Calculate your ROl and business value

+  (Get started. Start anywhere, small or a total solution

on demand world - Goto for next steps

[P)rtisenter Name The never before possible becomes possible
ate

Advanced

Business
artner z @ XYZ inc. XYZ is a trademark of XYZ inc.
= IBM and Lotus are frademarks of IBM Corp.

IBM provides core content to Business Partners for their own customization and use.

IBM messages are conveyed through the voice of the Business Partner and led by information and
messages about the Partner's own service or solution

Business Partner signature and call to action

IBM PartnerWorld
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Co-marketing (IBM “as is” material)

Business Partners
may use IBM
materials “as is.”

Business Partners
may always apply
their contact
Information to IBM
materials that they
deliver to their
clients.

IBM PartnerWorld

Contact

Steve Salesrep
XYZ, Inc.

1234 Park Lane
Madison, NY 12121
steve@xyz.com
(202) 543-2148

_/

REI optimizés sales with cross-channel
commerce solution.

IBM Case Stidy
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Co-marketing (Image copyrights)

IBM may extend imagery to IBM Business Partners --
within the composition of a co-marketing template --
ONLY IF that imagery is wholly owned by IBM.

IBM owned: IBM has paid to have a photograph,
illustration or graphic created and has paid to own all
copyrights by contract. IBM may share this image to
a Business Partner as part of a Business Partner-
signature, co-marketing template.

Royalty free: IBM purchased the right to use that
image for any purpose or duration. This license
belongs to IBM only and IBM cannot share it with
another company.

Rights managed: IBM purchased the right to use
that image for limited use. The license will dictate use
specific to geographic location, duration, types of
materials and purpose. This license belongs to IBM
only and IBM cannot share it with another company.

IBM PartnerWorld

1,2,3,5-1BM owned
4 — Royalty free
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When developing co-marketing materials,
apply Fair Use of IBM names

“Fair Use” of trademarks allows Business Partners to
make text references to IBM product names. IBM Eair Use

Guidelines:

http://www.ibm.com/legal/c
opytrade.shtml#fairuse

1. Use of IBM product names by Business Partners is allowed
by IBM without permission or license when specifically

referring to IBM products.
Example:

IBM® Tivoli® Storage Manager provides data retention policies that help
meet new regulations.

2. Use of IBM product names by Business Partners is allowed
by IBM without permission or license when indicating that an

IBM product is compatible with another product.
Example:

XYZ is compatible with IBM® System z9 ™products.
XYZ for IBM® System Storage™
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When developing co-marketing materials...

@) DO NOT...

« Use IBM 8-bar logo
e Omit IBM trademark attribution

« Alter the approved IBM trademark
« Create any new logo for IBM or IBM product names

* Incorporate any IBM product names into Business Partner product
names. (i.e. SAP Lotus Collaboration solution)

* Incorporate any IBM product names into the root domain of any Web
site owned by the Business Partner company
(i.e. www.systemx.com/index)

« Misspell or use lower case letters when using ‘IBM’ in text
« Use IBM taglines

« Use the IBM trademark name for a product or service as a noun, or
in the plural form. (i.e. TotalStorage’s capability)

« Misspell or incorrectly capitalize IBM trademarks. Always include the
letters IBM before the IBM trademarked name on first use
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Resources

« PartnerWorld *
— Send emall

— IBM PartnerWorld Co-marketing

* You will be requested to sign-in to PartnerWorld

IBM PartnerWorld © 2011 IBM Corporation 14


https://www-304.ibm.com/partnerworld/wps/servlet/ContentHandler/pw_frm_questions_submit
https://www-304.ibm.com/partnerworld/wps/servlet/ContentHandler/pw_com_cfm_campaigns
https://www-304.ibm.com/partnerworld/wps/servlet/ContentHandler/pw_com_cfm_campaigns
https://www-304.ibm.com/partnerworld/wps/servlet/ContentHandler/pw_com_cfm_campaigns
https://www-304.ibm.com/partnerworld/wps/servlet/ContentHandler/pw_com_cfm_campaigns

