Rational Business Partner WinFlash Template:

Rational WinFlashes are an important vehicle for Rational Business Partners to share their successes with the Rational sellers. It allows Partners to express an angle on a sales opportunity not previously considered and to highlight a new IBM teaming approach. In some cases, a win that’s featured in a WinFlash may ultimately become a customer reference with approvals for external use as proof points for prospecting.

The objective of a Rational WinFlash is to elevate the win write-up beyond a purely “client, product, revenue” message, i.e., to tell the story of how a solution addressed a client’s business needs/pain points. Of particular interest are those wins that your clients consider transformative to their business, or are good examples of internal and external relationship building for an unbeatable proposal, or promote a solution that leverages our Brand’s differentiators. Be Bold. Articulate your wins to demonstrate to our IBM Sellers why they should team with a Business Partner.

WinFlash Nomination Process:                  

1) Submit your WinFlash nomination request to: denise_wynn@us.ibm.com – include client name and reasons why you believe your win should be featured in a Rational WinFlash. 

2) Once the WinFlash is received, you will be sent an email acknowledgement. 

3) Allow 48 hours from submission for a review and acceptance notification. 

4) If your win is accepted for a Rational WinFlash publication, please complete the following WinFlash template and send it to denise_wynn@us.ibm.com. 

Please write the answers to the questions in a narrative form for this will help the field understand the customer's situation and educate them as to why they want to work with the Business Partner. 

Thank you for your continued support!

Win Flash Template:

	Internal Use Only

Total Deal Size:

Combined value of product, cross brand, and services revenue sold

Products Sold:

Include product names, number of licenses, and total revenue of product sold. Also include Services, types of services and total svc rev

Sector:

Communications, Distribution, Financial Services, Industrial, Public, or SMB

Industry:

Type:

Integrated & Aligned, SMB, Investment, etc.

Competition:

Platform:

Partner Contact:

(Partner focal point)

Rational Team: 

(name and title)
	Win Flash [Title Here]

IBM Business Partner [insert name here] 

Business Partner: should include description of who they are, what service/product they provide, along with geographic coverage 

Client Name: include description of client business or service (what business are they in?  How many locations? (The “About Us” of their website will have details that will assist with section)

Win Summary: Should “fully” describe what the client was seeking to accomplish and how the business partner and IBM collaborated/teamed up to make the win happen. 

Describe the Client’s Business Needs/Pain Points 

· What challenge was the customer facing?

· What was the client’s business need?

· What did they need/want to accomplish?

· What was the impact of the problem on the business?

Describe the Solution that was sold – the deal approach/solution

· Define the solution that was proposed/sold. 

· What was the customer’s compelling reason to purchase this solution?

· Who identified the opportunity? (Client team, CSSR, SSR, etc.)

· Were other teams involved, if so, how were they involved and detail their contribution.

· Did you use the Business Value Analyst tool to assist you with this deal?

· Were there any barriers or challenges within the account that had to be addressed before a solution could be proposed?

Describe the Value/Benefit – what are the key reasons why you won this deal? 

· What did the client perceive as Business Partner’s unique value/usefulness/benefit to the solution they purchased?

· Ultimately, what was the single key reason that they client chose your solution?

· What was the payoff for addressing the problem?

· If competition was involved, why were you chosen over the competition?

Congratulations to everyone who made this deal possible… and help drive the deal forward to close

For specific information on this deal or how you can leverage [Insert bp name here] in your accounts, please contact: [BPSR/BDR name here]




