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Learning Objectives
At the conclusion of this session, you should be
able to:

» Know what solutions customers want and how this will
Influence our selling teams

»Understand how to address our performance gaps
during sales engagements

» See clear solutions definitions and sales role
descriptions
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What Our Customers are Demanding:

» Customers aren’t buying applications directly from I1SVs like
they used to

* Instead they are purchasing integrated solutions that can solve
business issues

» Customers want solutions that will:
—Lower operating cost by simplifying IT architecture
— Create integrated global technology platform

—Allow business units to share information more easily

» They are looking for IT providers who can guide and support
them through the complexity of problem definition, application
and infrastructure design and solution implementation
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What do customers want from their application vendor?

=  “New business models to transform/extend the
enterprise”

= Trading partner enablement
=  Content management
= Master data management

= “Flexible and secure IT solutions for inside and
extended enterprise”

=  Business Process Outsourcing
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What Did We Get For The Technology Investments?

= Foundations For Next Generation Have Been Built
— Internet Built (Now available across the Enterprise)
— Global Telecommunications Infrastructure Put in Place
—Wireless Infrastructure
— Application Functionality
— Mobile Telephony
— Dramatic Hardware Price/Performance Improvements

—Emergence of Business Process and Integration
Standards

= Most Of This Capacity Has Not Been Used
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The Post Technology Era: What Does This Mean For ISVs?

The post technology era is not about features/functions or
“gizmos and gadgets”

ISVs need to focus on business process improvements
and simplification, reducing the cost of deployment and
operation, and “customer profitability”

ISVs need to re-think messages, pricing, strategy...and
live with modest growth rates

As spending shifts, ISVs need to know that they may not
be on the “short list”
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The Solutions Marketplace Today
Cause

Effect

ROl unproven for past ERP, CRM, SCM, PLM
purchases; sluggish economy persists

Rigorous financial justification for
purchases

Big enterprise-wide deals have given way to
smaller buys

Vendor focus on upgrades to installed
base, SMB, emerging economies

Emphasis on the entire Value Chain/ Demand
Driven Supply Network for cost savings,
productivity, and enhanced customer
support

Next wave of development for new

processes to manage the flow of
info through entire supply chain

Customer demand for flexible applications
developed for their business

Shift from cross industry silo
applications to industry specific

service oriented composite
applications (SOCAS)

Customers need greater adaptability/flexibility
for constantly changing business processes
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The line between applications and

infrastructure is blurring:
Applistructure is newest buzzword
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Innovative value chain management performance on demand
IS characterized by on demand maturity Value Chain
| ! 'I

External
Collaboration

Horizontal
Process
Integration and
Automation

Functional
Static Optimization

Supply Chain

Traditional on demand

-

IBM has the ecosystem and technology leadership to enable
companies progress from a static, nonintegrated enterprise model
through phases — vision of on demand is integrated end-to-end

across business with key partners, suppliers and customers

1/8/2005 'ON DEMAND BUSINESS™
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How Will Customers View ERP in 2005 and Beyond?

= “ERP gives you data on what you own, but, we need visibility into supplier-
owned inventory across the supply chain. And, we need to monitor
consumption and supplier and 3PL performance ... in near real-time.”

= The role of ERP will be to serve as the primary source of “clean data”

= This will require a new network or “composite” layer on top of ERP

The Reality Is..........cooiiii .

= Most client/server ERP installs will be 8-10 years old
» The Internet versions will be 3-5 years old

» CIOs should have completed their instance consolidations
» What this means:

* “ERP is infrastructure.”

» Push for longer periods (3-5 years) between major
upgrades -- “skip one release upgrade”

* Increased pushback on maintenance fees

* More focus on services than feature/functions

Whatthisimeans:eewilisee e sqiitirem EREPSpEIcing
e RuldeeViInteEeiter PSS eSS PIOEESSES)
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Market-based High-value
Solution Definition

Delivery

A “solution” is an offering —
from one or more companies —
that solves a client’s business
problem through value-added
combination of technology and

high-value services

= Address business problem, IT

problem, or both

= Design & build or outsourced delivery
= Single integrated purchase or multiple

related purchases
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Underlying Infrastructure

“QOutsourced”
Delivery
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We start with a simple, market-based definition of an IT solution

“Design & Build”
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IBM is Delivering a full portfolio of Solution offerings

2004 Sales Leadership Initiative lays the foundation for 2005
Solutions growth and delivery

In place for 2005:

Solution Discipline that attracts our best sellers who are able to build innovative solutions which address
customer problems

— Business Solution Professionals
— ISV Business Solution Professionals
— Technology Solution Professionals

Ledger-based financial measurements and compensation metrics

Enhanced solutions opportunity support focused on solutions

Solution Sales execution management system

Solution processes that help market, develop, plan, sell and deliver
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Strategic Alliances are Key to Solutions Revenue and Share Growth

ISV Solution
Offering definitions and types

IBM Offering Types = Opportunities with our top ISV partners that lead with BCS

Offerings or 3-way plays

= Leveraging IBM services, hardware and software

= Strategic Alliances, Key to Solutions Revenue and Share
Growth

= Providers of Key Industry Solution Components

= SAP
ISV Solutions |ntegrated L PeopleSOft
Alliances " Siebel
=12
= Dassault
* Avaya = Kana
= Citrix = Lawson
Cross_-lndustry = E.piphany = Manugistics
Alliances = Genesys « Peregrine
= |BS = SAS
= Ariba " SSA
= Intentia
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Thought Leadership in solutions selling in 2005

Solutions Survival Gmde

iBM

> Channel Enablement for Sales Teams and Partners| " oo et Selling Solutions for
= Sales Tools and Support Programs On Demand Business
Solutions Survival Guide e
References
Sales Kits

= Education and Solutions Vitality

Alliance Solutions University
= Content Management

Linkages with Sector and Brand teams [R— Hedbooks
= Communications

Monthly Newsletter _ : : :
Sales Support Advisor w3 site Welcome to Alliance Solutions University

> on demand - Assessment Tool Family 7 -'ﬂ"’ ’51@; *'“

= Profiler / ebC / Competitive Advisor m
. . . i '-.ud
» Thought Leadership / Breakthrough Thinking Ewa - ﬁ@ N

= Joint IBM Research with Industry Experts

= Joint Programs with leading Analysts (AMR, B2E
Analysts)

. Industry Focused Offerings in 2005
= On Demand Certification Guide
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New to Solutions Selling; Here is the FAST Path to Solutions

Define your Profile to Receive Solutions Related
Information on W3 Home Page

Bookmark the Sales Support Advisor Intranet

Sign up for Solutions Newsletters and Flashes

Get educated at the Alliance Solutions University
Download or bookmark the Solutions Survival Guide

Use the key messages in the Solutions and
Technology Sparklers Redpaper

Learn about On Demand Assessment Tools

Use and contribute references - they are powerful
sales tools!

Productivity
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IBM’s On Demand Assessment Tools Value Proposition

C-Level Executives and Line of Business Leaders

To understand where they are on their journey to becoming
an on demand business

The On Demand
Business Assessment
Tools Provides

Assessments that can help you:

1. Identify the value and benefit of being an on demand
business

2. identify which functional areas can increase your
profitability.

3. validate directional thinking for technology investment

Unlike

No other IT vendor

IBM (differentiator)

IBM stands alone in the marketplace by providing you an
assessment via an expert tools, built from IBM's intellectual
capital, containing questions that are relevant and industry
specific to your clients business.
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IBM’s on demand Assessment Family of Tools

Profiler for On Demand business Competitive Advisor e-business Collaboration

= What are the e-business on demand Assessment Tools

— Consultative sales aids o=
v"Help identify competitive advantage
v'Diagnhose on demand readiness o
v"Analyze on demand functionality

— Expert based systems to drive end-to-end solution
engagements

= Why should | be interested in these tools?

— Reduce time to deliver high-quality client deliverables

— Proven templates to leverage resources or demand
generation campaigns

— Allows you to leverage:

v Thought Leadership with Client

v Comparison information to generate sales
opportunities
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The Competitive Advisor

= Business Value

— A four step process using financial benchmarks to reveal
competitive constraints

— Demonstrates bottom line value by quantifying financial
results from competitive constraint resolution

— Uses key industry financial drivers - executives are
measured on these metrics

— Maximizes industry knowledge with minimal skills

= Use this tool to

— Conduct an industry specific discussion with C-level or
Senior level LOB managers

— Show the bottom line value of becoming competitive

— Show how IBM and IBM Business Partners can provide
an end to end solution to achieve the bottom line benefit

IBM Confidential | © 2005 IBM Corporation
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The IBM Profiler for e-business

= Business Value

— Designed to make a comprehensive assessment of
on demand adoption

— Drives on demand business revenue

— Ease in completing consultative calls on Line of
Business executives

— Qualifies leads or use as part of account planning
activities
= Use this tool to...

— ldentify opportunities in early stages of the sales
cycle

— Evaluate the business environment

— Develop business strategy and initiatives and
recognize needs

IBM Confidential | © 2005 IBM Corporation 1/8/2005
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The e-business Collaboration Tool

= Business Value

— Diagnoses a customer’s current state of
business practices by focusing on levels of
functionality available to their business practices

— Work with key line-of-business executives to
review and evaluate business processes by
business unit

— Ranks the levels of functionality and identifies
solution areas for broadening the enterprise and
moving to greater levels of on demand business

= Use this tool to...

— Shows thought leadership and industry
expertise

— ldentify and propose end-to-end solutions based
on current functionality in ERP, SCM, CRM, PLM,
and Human Capital

IBM Confidential | © 2005 IBM Corporation 1/8/2005
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CR
‘e-harkelplaces
ERF

SCM

Case studies
Resource center
Alllance directory

Search Business
solutions site

Support

Related links:

eSerer Solution
Connection

Industries

1B Partner®orld
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Business solutions

ISV's are the Cornerstone of IBM’s on demand Solutions Strategy

Support & downloads My account

Homwe Products & services

Industries

Click abowve to customize wiew

Complete snlutlons The rlght resul‘ts

Achieving the benefits of e-business requires lailored solutions.

At IEM, we draw on our distinctive indusiry experience and a full range
of resources--consulting, technology, aliances, integration, financing
~to help build a stralegic plan and deploy the right solutions. Use lhe
Solutions profiler below 1o learn how IBM can help find the best solution

- Register - Whiy profile
= Signin

In focus

=+ Reguesl the IBM e-
business Playbook.
Play to win.

Solutions profiler i R : e-husiness
B |sa this simple 3-step process to define your spacific business needs and Onl jpmdnd is here

arate your cusiomized list of sclutions.
_ genarate y U ist ut l Are you
F Step i |ﬂd’:ﬂi‘f}' your overall business goal: r‘f‘ad}

¥ Step 2: Narrow your focus and select a sirategic approach: Guestions? Contacta

business solutions
Ermrnce Suppller rﬂmmns specialist

Improve ahility to react to changes in the markelplace

Improve availabilty to promize capakbility
Where do you go next?

T,
a

i

akatn s and rlnas n opportunities
Collaborate with your partners throughout marketing & sales process
Communicate effectively with channel parners

Your solutions
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Business Solutions — Sales Support Advisor

Sales
Fle Edit View Favorites Tools Help #
cBack o o B @ @ p5earch *Favorites QMedia @ @v & x @ D é%
Address |@ http: ffw3.ncs.ibm, com solution. nsfSolutionsMain?ReadForm Go

Links @ IBM Internal Help Homepage ﬂ Amazon a Sales Support Advisor ﬂ ‘Yahoo @ Expenses ﬂ Solutions @ Manager Portal @ Travel Res @ IBM Academic Initiative

11 Nov 2004

Sales Support Advisor

Fee'dha‘:k Advisor: E

NEHome | T T T T P T T P P T PP TP TP P TP P P P TP PP PP TP PPN

Business Solutions

s . Top stori
Enterprise solutions op stories

IEM
- Customer relationship management (CRM] PartnerWorld [08 Nov 2004]

- Enterprise rescurce planning (ERE E::“I%: PeuFrleSuFt unveils EnterpriseCne
- Enterprise spend mat (ESM)/Procurement Ba=pid Start 8.11 =

: liane -~ - Product lifecycle management (FLM [03 Nov 2004]
industry 15 - Supply chain management (SCM] HP targets ISVs to grow SMB

IEM PartnerWorld Beacon Awards 2005, [28 Dct 2004] X
EU gives Qracle green light to

On Demand

Noeminations sre cpen acouire PeoplaSoft
Alliances: [ntegrated [SVS ..................................................................................... [28 Dl:t 2004]
- Dassault Systemes Trust always matters: Buell
-2 Education Duncan, GM of ISV and Daveloper
- PeopleSoft - Alliance Solutions University [Web lectures] %004
- SAP - Solutions University [Training sessions] [28 1 )
- Siebel - Teleconferences, webcasts, workshops Selem '?h Ig;tunltles to increase
Advisor Site Index sales with 15Vs
. - | [27 Oct 2004]
|-EE|ECT. a link-- Avaya profit surges 52% in fourth
Alliances: Cross-industry ISVs Marketing communications Quarter )
- Ariba - Analvst reports and press releases Fmore links |
- Avaya - ISV soluticns and technology sparklers
My Advisor - E.piphany - Newslstters and Flashes Ea——
Llnl{ tu EI’EEItE . Edlt : w .....................................................................................
your parsonalized - IB3 [15 Mow 2004]
MyAdvisor page. - Intentia EMEA class: on demand operating
- KANA Sales tools environment top gun
. - Lawson - Business Consulting Services snapshot
Aaubles Sie - Manugistics - Business Solutions Portfolic
!_F_:(arn more abc_Hd.lt what - Perearine - FAST Path to Solution Selling 2004 Solutions Event Calendar
L::I;i;i: ;ﬁ'vﬁrun - 3A5 - On Demand Business:
. - 55A Global - » Assessment tools
- m TOW mmmbg e
€ D Internet
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IBM SAP Sales Cookbook (Example)

e-DUsiness

File Edit Wiew Favorites

Tools Help

Qe - O Ec] @ @ ,OSeamH *Favoritﬁs @ reda £ @-& EREIER -1 d% @ x

L

: Address |@ http: /fw3.ncs.ibm. com/solution. nsf/SAP/JWKEZ-550YS3?0penDocument&Area =5 4P

Go

: Links @ IBM Internal Help Homepage & | Amazon @ e-business Advisor & | Excite @ Expenses @ IBM Home Page & | Solutions @ Manager Portal @ Travel Res &7 Yahoo

16 April 2004

Advisor Site Index

|—select a link--

My Advisor

Link to create or edit
your perscnalized
MyAdvisor page.

About This Site

Learn more about what
informaticn resides on
the Advisor and why.

SAP Quick Links
I1SICC

pSeries
SAD Allimnea

EBIuePagS 3, HeIpNDw

e-business Advisor

IBM SAP Sales Cookbook

Welcome to a quick access guide for IBM/SAP resources. Use this tool to
find, understand and access sales oriented information collected from a
wvariety of IBM sources.

If you are preparing for a SAP customer call we strongly recommend you
contact the regionally based SAP attack SWAT team and talk over your
strategy. The IBM/SAP SWAT Team represents a group of subject matter
experts who know how to help you close business.

SAP u;tomer

Pain Points

Solutions to problems
typically encountered in
operational SAP accounts.

Resources
See what sales resources
are available.

SAP Customer
Scenarios

Ideas and tools to
approach SAP customers
business situations.

Most Popular Cookbook Links

business

Search ebA:

Selling in the SAP
Environment

» IEM's SAP Software Portfolic

# IEM SAP Fact White Paper

# SAP Attack Teams =t vour call

# Sales Team Successes

# Making the sale - links to IBM
competitive and SAP focused brand
links

# Talk to someone sbout competition
—_now

# IEBM Competitive Sales

» IEM SAP Alliance Internet

» SAP Info Newsletter

# Subscribe to the IBM/SAP Newslstter
# IBM SAP Sales Portal

# Insight &nalysis Tocl - A reason to call on any SAP customer

# IEM SAP - 8 guesticns to find the customer pain points!

@Done

& Internet
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Channel Enablement activities will be
aligned with the solution sales process

"Directional”
Channel Enablement
Lead References, Case studies, Sales tools & guides,
Acceleration Solutions Vitality, Communications
e ermrrm e e e A 4 e e e i e ey
: Defining Educate teams on solutions opportunity

Requirements

Selecting the

Educate Sls on opportunity markets and
‘ ISV offerings

ISV
i Marketing Process Soraulitig S training, references, sales tools
I Enable brand pursuit

Selecting the teams with solution
Infrastructure coverage, sales tools

: Sales tools, Solutions Vitality, Case Studies Srgfect
e ———————_— i ——n Implementation [

1
1
1
1
1
: !
i Extended Sales & Selecting the Enable joint sales meeting and :
1
1
1
1
1
1

Educate teams on value of continued nurturing Post
during multi-year implementation, sales tools Implementation
Time

Note: Based on Ml Database Analytics
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Tools you can use

Home | Products & services | Support & dc
- Selecta country Industries

Business solutions

Solution Focus

Click above to customize view

cRM Complete solutions. The right results.

- Beaiter - Why profile
e-Markefplaces Achieving the benefits of e-business requires lalored solutions. - Sianin
ALIBM, distinclive industry :
ERP of resources--consulting, . aliances, integration, financing
seM =10 help build a sirategic plan and deploy the righl solutions. Use the. - Reguest the IBM e-
Solutions bedow 1o learn how IBM can help find the best solution: business Playbook.
Case studies Play to win.
Resource center
Alliance directory i e-business )
Install Base Would Consider Install Base Would Cansider ® Usa this simpla 3-516p process 1o defina your spacfic business noeds and WO RE L i o)
Search Business generate your customized list of solutions. =

solutions site - Are you
‘ Amdocs ‘ ‘ Onyx ‘ T Idantify your overall business goa ready?
‘ Avaya ‘ ‘ Oracle 0 improve corporate proftabilty
[Etieciively lead and manage change

increase customer loyalty
i Related links:
& o= O @ reoesor AN T Gueslions? Cotacta
eServer Solution business solutions
‘ E.piphany ‘ ‘ Peregrine ‘ Connection [Eriancs suppier relalionships: specialist
Industries react to changes

EDS @ [N Pivotal [N IBM Partneriin m

Where do you go next?
on demand assessment tools e e
orate with your partners throughout & sales process:

Communicate effectively with channel partners

GIObaI SDI Utio ip Mo { 18 ON DEMAND WORKPLACE AND PEDPLESOFT
Marketing e

Solutions Survival Guide

Alliance Solutions University on Demand

et e b eibeg

e 21 deraand skt @ welcome + workspace + profile + Bookmarks * Halip
T —.
RNy M08 BrSH
—
S o ot Welcome to Alliance Solutions University on Demand
Welcome 1o the Salutions University an Demand
The Online Selutiens Unverety on Demand & & naw sales enablament foo! designed 1o deiver the
most up o date information on our 1SV's and the sclutions marketplace. This solutions area is a
rapidly changng one and education and solutions wilaity are crtical to your success in the field. We
wll coved rvieything fram am overview 10 the details by brand for each ISV, Wa will slso include base
ling: informstion on Entarpniza Apglication Sehations, Customar Ralabionship Mangamert snd
Supply Chain Management with requias updates from key oudside resources
b comimctacks

Sales Support & Communications

Education
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On Demand Initiatives - Business and Infrastructure Focus

Investment Priorities
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Our solutions support CHQ’'s approach to the “CEO
Agenda: Growth and Innovation”

Quality

v <'a | Product Innovation
| Inventory Mgmt >

Customer

Quality
On Demand Relationship Mgmt
Initiatives
Customer Acct Supply Chain Value Added
Servicing Strategy & Planning 1 Services
Improve customer Optimize your Drive product Drive organization change/
experience value net differentiation employee productivity

Innovative Answers, Real Business Outcomes
Driving business value requires a focus on key client criteria
COPEEEIEESE  w Industry specific business process expertise
BB . nnovative thinking and fresh perspective
Differentiators . . . .
= Accurately diagnose issues and pinpoint
opportunity

= Business application of IBM's unparalleled
research
» Pragmatic, implementable solutions

Business Solutions
B Growth & Innovation Initiative areas are addressed by IBM and our Cross Industry ISVs

gg:;t(i)ﬁg PeopleSoft, SAP, Siebel PeopleSoft, SAP PeopleSoft, SAP
Avaya, E.piphany,
Genesys, IBS, Intentia,

Kana, SAS, SSA Global

IBS, Intentia, Ariba, Citrix, IBS,

Avaya, i2, IBS, Intentia, : .
Intentia, Peregrine

Lawson, Manugistics,
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Closing slide

Questions?

ON DEMAND BUSINESS"
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