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= Describe and use resources from IBM and
PartnerWorld that enable sales and solution design
teams to build skills for on demand business

= Describe key marketing and sales enablement
offerings for Business Partner sales professionals and
management

= Create an action plan for accelerating your sales
skills to identify and close On Demand Business
opportunities



Highlight PartherWorld
& IBM Resources for
selling solutions for on

Describe On Demand
Business knowledge

and skills demand business
___________________________________________ ®e
@0 |
Focus on ; Define steps for getting
PartnerWorld training, started selling on
certification & sales demand solutions

enablement offerings
for on demand skKkills

_____
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Strategy and Business Partner Roles
Characteristics of on demand businesses

Entry Points -
»Qperating Environment
»Infrastructure
»Flexible financial and delivery model
»How to acquire & finance
»Business Transformation
»Business Models

Industry points of view, marketplace
opportunity

Opportunity Identification
—on demand assessment tools for sales
Client infrastructure readiness

—on demand assessment tools for IT
Efficiency

Why IBM?
—competitive differentiation

Available resources: where they are, how
to access

Five Things You Need to
Know for 2005:

1. Why IBM?

2. Innovation is what breaks
new ground

3. Where clients are investing
time, energy and resources

4. On Demand Business: It’s
not what you buy, it’s what
you build

5. IBM [and Business
Partners]: One-of-a-kind
problem solver for
business leaders




{ow Do | get Started?

ibm.com/partnerworld

White Papers and Case Studies

White Papers

Case Study

Living in an On Demand World
October 2002

wspaper Articles
wspaper Insert - Manifesto

Once upon a time,

there was a company in |ll‘>|n'ra|l|: dung\'x'ul

getting left behind. Their customers were demanding

mare personal service, more customization, more value,

More. me

more. lnstantly. On demand. But the company was
infloxible. Siued. They couldn't respond quickly. Things were dine

‘S0 THEY BOUSKT A TIME MACHINE. THAT'S RIGHT, & THHE MACHINE.

v st whe

IEM: Business transformation through end-to-end integration

Challenge

Overwhelmed by its own complexity and faced with possible demise, IBM
struggled to learn the lessons it needed to survive. Forced to examine and
redraw virtually every aspect of its business model, the company realized,
through both its successes and failures, that transformation held the key to its
future.

Industry
Points
of View
(POVs) §

sbaias it b nikk e
=ty

FRacing bo compote, the msomative ndustry
goas an damand

Jhe inanciat services markstplace for
resdit unions by becorming on demand

ON DEMAND BUSINESS e-Newslettc

Home Products & services Support & downloads My account

©On demand business >

- Select a country

On demand business
On demand overview
Transforming business
Evolving your technology
Growing success
Literature

On demand site map
Contact IBW

About IBM Privacy

[ON DEMAND BUSINESSE

e-newslelter

o

Get ON every month

Getthe innovative strategies, expert opinions and breakthrough solutions that are
turning businesses large and small into winning organizations. IBM's on demand
business e-newsletter delivers the insights you need to stay competitive

Sign up now and watch for:

The latest advances in strategy and technology—laid outin
clear graphics and jargon-free descriptions.

- Audio and video success stories from the companies that are
building real business value.

- Exclusive interviews with top IBM executives and other
visionaries who are transforming the business world

Sign up now to getthe best of the on demand world e-mailed right

to your desktop each month
)/ sign up now

Terms of use Contact

ON Demand Business Campaig

Home

- Select a country

On demand business
On demand overview
Transfarming business
Eveolving your technology
Growing success
Literature

On demand site map
Contact IBM

Products & services | Support & downloads | My account

JUNE 2004

TURNING ITON

On Demand Business gives companies new ways to win

SEE WHO’S ON (= View Flash version -+ Mon-Flash
-+ Getthe Flash plug-in

- Leamn more
- How to get on /

How it works:

UNITE AND CONQUER
The eDiamond grid pits
computers against cancer,

=+ Here's how

CHIEF FOCUS OFFICER
Anew breed of CFO

looks beyond the numbers
- Leam mare

The quick read; Will WiFi

WHY IBM? » Ourindustry experts can putyou on the path to on demand business today.

| telecom? / The mainframe turns 40 / S0As connect
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On Demand Business web
pages include:

One stop for On Demand
Business enablement
information for Business
Partners

Content organized by industry

Presentations, references, white
papers, and tools

On Demand Business Usage
Guidelines for Business
Partners

bm.com/partnerworld - IBM Strategies - On Demand Business

On Demand Section @ ibm.com/partnerworld

Country/region [select]

Terms of use

patervions 1 [

Home Products Services & solutions Support & downloads My account

= x>

@ DEMAND BUSINESS

IEM strategies

+ Small and Madium
Business

LE varkets X Operating enviranment _§

- Introduction

+ On Demand Business

» Getting started = Sales tools = Resources + Update your profile

Selling resources

Marketing resources

An On Demand Business is an enterprise whose business processes —
integrated end-to-end across the company and with key partners, suppliers, and
clients — can respond with flexibility and speed to any client demand, market
opportunity or external threat.

Products and
technologies

Technical resources and
support

Training and certification  Helping clients become an On Demand Business brings together what IBM and

Order and track Business Partners offer to innovate their business and capture new value by

products making hetter use of resources and improving overall productivity. It's not a new
e type of technology or new product; it's a clientfocused agenda.
e What's Hew?

+ Become an IBM On Demand Business Accredited - Business
new!

Forms and agreements

Partner

PartnerWorld
membership

T ——— What are the key things you should know about On Demand Business?

Automation * Integration * Virtualization

1. OnDemand Business is in response to the competitive challenges facing
your clients.

2. OnDemand Business comes alive in an industry context.

3. Clients want the big picture and the practical steps to getthere —its a

journey you need to help a client make. + bERen pesd
4. It's aboutidentifying the client's business need, first and foremost, and —
finding the right starting point to address that need. = ‘-"\1‘ 1B alla
On Demand Business has momentum in the marketplace. A convergence of _: ntag

R ——

T S L e P R N B L T




BM Small and Medium Business Advantage

Sales Enablement

) . = Tools & education to enable Business
* Help Improve Business Partner margin in Partners to sell solutions in SMB
SMB & enable further investment: - New SMB Industry content

IBM eServer & Total Storage = New & updated PWU SMB college

:gm csa?ftt\)/v?'g — TCland VAP ract modules including Executive Selling
obal Services — new contracts = On Demand and IBM Express

IBM PCD SMB-specific PCD incentives Offerings
= Sales kits on Wireless, Digital Media,

Ilarketing & Demand Generation Linux, Business Process Integration for

Incentives for Growth

C : . Cn : SMB

ampaign Designer: "Marketing Made ] o

Easy" education tool, updated brand Teaming for Opportunities
campaigns & SMB Toolkit = Helping Business Partners to team, in
COMP Market Intelligence: New order to sell solutions

marketplace assessment data on SMB = New Fast Path Teaming

trends & directions for Business Partners Methodologies

= Business Partner Connections to
- locate potential teaming firms
ADVANTAGE IN ACTION I R = Campaign Designer co-marketing
' funds to encourage joint marketing
campaigns

ibm.com/partnerworld/smb




Industry Focus

= Business Partners need industry resources:
— On Demand Business value propositions
— Key IBM products & services
— Information on trends, opportunities and competitive
weaknesses
— Increased marketing & advertising in industry-specific
media

= PartnerWorld Industry offerings:
— Industry business process maps
— PartnerWorld Industry Networks for ISVs
— On Demand sales kits for SMB
— PartnerWorld University:
- SMB and Healthcare and Life Sciences Colleges
* Industry Overviews (SMB college)
* Industry On Demand Points of View (SMB college) ‘i‘

~ -/ ibm.com/partnerworld > Selling Resources - Industry & Solutions ~~ @!
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dartnerWorld
‘raining, Certification & Sales Enablement

“There is a 100% correlation between skilled partners and
success of the channel.” 2001 ChannelCorp Study

= Deliver best-in-class skills offerings and tools.
= Build and maintain strategic skills in core competencies

= Deliver certification programs that:
— Demonstrate business value
— Industry leadership to customers
— Differentiation from competition

= Deliver proven solution selling tools:
— Engage earlier in the sales cycle 8
. . . . EV108-062 www.imagesource.com
— Improve win ratio to drive On Demand Business




artnerWorld Training and Certification Sites

Country/ region 1 Terms of use

PartnerWorld D

- Single point of entry for training & certification P P e | g ot oy
offerings . ... n.0.9 and certification

Selling resources

ing A, 5'ills profile X Training search \, News

Decision-based, step-by-step guided training === [,

Technical resources and Following are key rescurces to help yvou develop individual and company-
support wide skills plans in support of your business plans. Visit often to find new

path s T offerings and news about training events and courses scheduled in your part

of the world.
« 8kills enablement
quids

g and certification

+ The Bus

sine rtner s o
1 H P TR (== Business Partner specific t aths (roadmaps) provide a step-
I I s n a e m e n u I e * Training resources by-step roadmap on how to bm\d and develop the knowledge and

 Certifiention skills within six core competencies

+ Discounts and Business Partner-specific

reimbursements

Categorized list of training resources ok )

produ

requi

Events

A comprehensive training search to a variety of global training
offerings from 1BM

Discounts & reimbursements for strategic e I

ed u Cation & Ce rtifi CatiOnS Contact PartnerWorld provides easy access to a wide variety of lectures.

Country/region [sele

Terms of use

Country/region [s=l=ct] Tarms of us=

PartnerWorld D

PartnerWorld D

Home | Products | Services & solutions | Support & downloads | My account
Home Products Services & solutions Support & downloads My account
1BM strategies g
IBM strategies
Selling resources
Selling resources
Marketing resources -
o N Marketing resources Resources Product and solution m
Products and Description: Understand and acquire basic knowledge of technology and on demand business
technologies fundamentals, signature selling and on dEmand business selling to get cemﬂed in On Demand Business Products and
e q Solution Sales as an [BM Certified for On Demand Busir 2 . technologies + Busin artner Execut
el '":: rEsources an oo d EPEI offerings are designed to develop and enhance practical business
L Audience: IEM Business Partners echmical resources an managemeant skills for today's dynamic envirenment in order to make 1EM
T et suppo! Business Partners worldwide the most successful in the industry. Designed
e T T exclusively for you and = selact group of peers, the BPEI provides
- Skills enablement ) executive development courses in finance, business strategy, new business
guide P = - Skills enablement models, leadership and growth.
: : P alling Exploring (BM guide
- Training paths ~ ol achnology, Products
- ~Need a basic knowledge ™ Yes fEE= i and Services, Fifth o TFfinie =ifi= + Digital Video Library
- Training resourcas . of technology (Chapior 2 [SG2AB248) e ia Edition o N ~ IEM Digital Video Library brings high quality IBM classes and expert Course# or keyword:
« Certification fundamentals’ (56246330} - Training resources instructors right to your desktop in an easy-to-use CD-ROM format.
|Literature Litersture S -
S — - Cartification o+ Eduoation o
- ducation Cent Nare O I search crite
b ts ptional
reimBursemen - Discounts =nd The Education Centers for IBM Software (ECIS) program is = global E
Order and track On demand strategy reimbursements initiative that enables IBM Business Partners to participate in a softvare All countries [+]
products | n TR . Order and track training program that's spproved by IBM. As an ECIS Business Partner, you
e o L G W [TTTEEr= products can provide your customers vith essential training for DEZ. Lotus, Rational.
Events mﬂndwrsvluﬂun (On Demand Siralegy Bus elplace Tivali and WebSphere softwars fram 1BM. Depending on your capabilitiss Classroom
|8 Design Overview,  [MBusiness, " 1 = - H
News lChagter 1 Chapter= 2, 3 8 & Events and expertise, you can offer the training at your facility. online or onsite at e-Learning
ksG24e248) . = customer's office. IBM wvill provide all the materials and coursevars you Redbooks
Forms and agreements Literature Literature News need to get started. Tuterials
PartnerWorld Forms and agreements i .
membership No # Education material search
PartnerWorld A catalog of Business Partner education materizls is available. You must
Contact PartnerWorld members| be =n authorized purchaser, buyer or orderer to view thiz page.
Business Transformation Contact PartnerWorld
+ Education events informa 5 or systems resellers)
[Redtocc [Fwu course. [Fwu course: [ Upcoming IBM =nd industry s edu:atlnnal =vents and conferences targating
ling Soiutions for On [[[IEA's On Demand  ((IEMa On Demand (M50 5 IEM Business Partners.
Demand Business, Transformation: Transtormanon: O | [Business
Chaptar 4.1 [YEntarprizs On [P|pemand Technology (HZEISEERE . 1
(se2a8330) Cemand Enablement Enterorica + or rs
Literature y y Salf-ehady IEM Global Financing University for Business Partnars offers financial

training for IBM Business Partnars on how to increase sales by leverageing
IBM Gobal Financing capabilities.

www.ibm.com/partnerworld - Training and certification




= New on demand education from PartnerWorld

University o
= New interactive on demand sales training N

= New & updated training paths for on demand & SMB

= New Customer Business Value education for SMB
= New “Opportunity Accelerator” education for SSM
= Seller Action Play Books & Offerings Guide

= On Demand Business Modules in KYI




ales Training & Support for On Demand Busines

= Interactive Sales Training for On Demand Business
-- e-Learning Course

— Scenario-based learning experience
— Practice & apply knowledge in real life client settings
— Recognize On Demand Business Opportunities

— Select the right Solutions

— Planned aval/ablllty — 1Q 2005 ] Interactive Sales Training

= New and updated training paths

= Sales support offerings
— Seller Action Play Books
— Offerings Guide

Availability dates for new course offerings are subject to change without notice.



xnow Your IBM (KYI)

or partner individuals

icented Online education

3 On Demand Business

modules

— Introduction to On
Demand

— Uncovering new
opportunities with On
Demand Business

— Win with Financing & IBM
On Demand

German, French, Italian,

English

Incentives: Earn points per

successful finalized

education module and

exchange them for rewards

Module 1:
Introduction to On [

Releasa Date:

Know Your IBM portal

Know your IBM =

KYI eServer and TotalStorage - UK ..l

B} «ml
="T0

Fly High with KYI {(Know Your IBM)

E::h:%\' e to view th
latest K¥1 success ston
with TCD SpA

Join us atthe Zimhali Lodge in Durban - Africa’s seaside playground with

golden sands, lush tropical scenery and seawater warmed by warm Indian

Jcean currents.
'r talStorage th

ailability Sclutic
iy nterprises

from the catalogue

_ - _




artnerWorld University

Builds sales, marketing, technical,
business management, product &
solutions knowledge

No charge, Web-based education

lere’s what’s new!
More SMB

More on demand business (30 new
modules) & industry education

New Colleges:
—Professional Certification
—Accessibility

Increased functionality, user
friendliness & easier access

—IBM Systems & Technology
Group Colleges integrated for
seamless access

—Integration of Life Sciences
University

www.ibmweblectureservices.ihost.com/pwu

Build =kill=
Thraugh
Partnetyorld Ur

Sunnnrt & downloads | My account

+ Select a country

Home | Products & Sarvicac

L

ystance Leaming for [BM Business Partnars > Tablz of contents »

On Demand Business College

1B PartnerWorld
University
Table of contents Accessible mt Acceszible ] Not Available |-n Accessed |-u completed 1 Failed | | (_lé‘
- OnDemand Business ) . )
College The legend above is used to indicate your current status for each presentation,

Web lecture library (I Thisicon represents a Folder. Click the icon to see related presentations.

Profile 0 This icon represents a Presentation ., Click the icon to see the presentation,
Bookmarks <4—— Folders include 30
Help - courses /
presentations!
Prepare your system o
. . (2 Fundamentals and Direction
;.;V:igst?leammg solution (W] Industry Market Dynamics
: | Industry On Demand Paint of Views
Related links: (1 0n Demand Assessment Tools
TR T T 3 (Operating Environment
Executive Insfitute [} 1BM On Demand Business Transformation; Reinventing the ... B st |2
Consultants & () 1BM's On Demand Transformation: Enterprise On Deman... n Start |n
Integratars portal () 1BM's On Demand Transformation: On Demand Technalog... n Start |n
LGRS [ |nfegrated Technology Infrastructure Senices - 3 Big P BIESE
Developer Works 1) Infroduction to Flexible Financial and Delivery Offerin. BIESE
Global Financing [} Passport Advantage Express and Passport Advantage Progr... n Start IH
University () pSeries On Demand Overview for SMB H Start |n
Global Senices [} Understanding zSeries Value in an On Demand World B s |2
Training Solutions N :
_ [} Virtualization Engine B set |H
USRI () Virualizaion Engine, howto make VE a diference-make. B et |




BM Top Gun Training for On Demand Business

Country/region [selact] Terms o

Home Products Services & solutions Support & downloads My account

Different classes for On
Demand Business:

IBM Field Education programs for IBMers and IBM Business
Partners

e-business Hosting Sales
Enrollment
Mastery Top Gun Rosd maps

Top Gun

— IBM's mid-market e-business
Hosting strategy & offerings S

Document op
education programs

&} Print this p

Related links

On demand Operating
Environment Top gun

— Position your server, SW &
services sales skills within the
context of on demand to increase

sales

+ The Campus for IBM
Businass Partners (IBM
1D required)

+ The Campus for IBM
employees

+ The Campus - IBM
e5erver and
TotalStorage education

+ IBM Training

+ IBM TotalStorage

+ IBM eServer

Welcome to the 1BM Field Education programs site. Here you will find
information and schedules for the the many 2005 Top Gun classes, ZNTP
classes, enrollment links, suggested Top Gun road maps, and information
about eServer/TALK audio sales education programs.

Select an area of interest from the left navigation bar.

NEW 2005 Top Gun classes scheduled 1111

\fiew the Top Gun cancellation policy.

Top Gun

[EM Top Gun fraining is designed to increase sales, solutions,
competitive and technical skills for I/T Industry professionals, The
program uses a popular "Top Gun” format involving unique class
themes, stimulating lectures, stand-up exercises, hands-on labs, guizzes,
and product demanstrations.




Find SSM under Sales
Skills

3 levels of learning:

SSM Base
Opportunity Acceleration
Mastery Exam

Course Descriptions

Opportunity to provide
Feedback to IBM

Home Products

IEM strategies
Selling resources

« Sales enablement
guide

« Identify opportunities

« Industries and
solutions

« Configure, price and
propase

- Financing

« Sales incentives and
promotions

afarances

* Sales skills

keting resour

Products and
technologies

Technical resources and
support

Training and certification

Order and track
products

Events
News
Forms and agreements

PartnerWorld
membership

Contact PartnerWorld

PartnerWorld

Services & solutions Support & downloads My account

Signature}SeIIing Méthod

Overview Courses Testimonials

The IBM Signature Selling Method (S5M) is the way we sell as Team IBM: e
both IBM and Business Partner sales professionals. It's a core part of our
business language that unifies and distinguishes Team IBM through a
common approach to selling based on customer business needs. 55M defines
the IBM =ales experience for both IBM and Business Partner sales
professzionals, and aligns this experience to 7 zelling stages and 7 customer
buying stages.

S5M makes it easier to: - ;_;_ =i BuEInE
+ Engage your custormers' senior and line-of-business executives in 5 Find 3 =clution

business conversation

» |dentify and deliver business value to your customers throughout the sale
Develop larger portfolios of opportunities aligned with your customers
business initiatives

Deliver greater customer satisfaction

Improve business results and personal success

Win more deals by helping customers plan before taking action

Sell total solutions

sales calls and your relationship with customer executives. They are part
of the 55M e-learning course or can be downloaded separately.




= SSM Works!

= Business Partners
believe In it!

= Passing the Mastery
Exam counts as 1 sales
skill towards Advanced
or Premier Partner status

Learning module in 2004

Home Products

IBM strategies
Selling resources

« Sales enablement
guide

+ Identify oppertunities

+ Industries and
solutions

- Configure, price and
propose

= Financing

+ Sales incentives and
promotions

« Customer referancas
and presentations

- Sales skills
Marketing resources

Products and
technologies

Technical resources and

support

Training and certification

Order and track
products

Events

News

2,142 individuals registered for the SSM e-

PartnerWorld

Services & solutions Support & downloads My account

Signature Selling Method

Overview Courses Testimonials

"I am = big fan of tha Signature Selling Methodology. It's a valuable offering B
that's well worth the time you invest because it can make a meaningful

difference in your success. What I like about the e-learning module is that the
course can be taken at your own pace and in a venue of your own choosing. A 5 Find 2 =olution
lot of expense can go into education, but the 55M e-learning module makes it
5o that you don't have to spend time away from the office or budget for
traval."

— Cliff Heitz, President, The Forthright Group

"The 55M e-learning module was very effective in preparing me for the
certification I sought. The centent is very clear and well-organized. Also, I
could take the course at my own pace, which made it easier for me to carve
out the time [ needed to complete the module.”

— Dan Brown, senior account representative, Sky IT Group

"I am relatively new to sales, so [ wanted to strengthen my skills with this
course. It has given me a real head start in sales, helping me qualify
customers and leading me through the sales process. I would say that the
course is helping me shorten the sales cycle, and do a better job of identifying
and addressing customer requirements.”

— Stephanie Berardi, sales associate, ICP Corporation




Offers refresher of SSM
Explores why opportunities
stall

Learn how to use the sales
aids to get your opportunity
“back on track”

Master the “Difference
Makers”

Available on-line or as a
download

English only - today

Home Products

IEM strategies
Selling resources
Marketing resources

Products and
technologies

Technical resources and
support

Training and certification

+ Skills enablement
guide

+ Training paths
+ Training rescurces
+ Certification

+ Discounts and
reimbursements

Order and track
products

Events
News
Forms and agreements

PartnerWorld
membership

Contact PartnerWorld

Services & solutions

PartnerVorld

Support & downloads | My account

Training and certification

Self study: Opportunity Accelerators for Business Partners e-Learning

Audience: All Business Fartners

Sponsor: PartneriWorld

Media format: Computer Based Training (4 hours in length). Available online and as a download.
Skill level: 3

Description: The Oppartunity Accelerators for Business Partners course reviews the 1BM Signatul
Selling Method (55M) and defines the 55M Difference Makers. Learn how to identify where opporty
tend to stall and how to determine which Difference Maker to use to accelerate stalled opportunitie
This course uses interactive quiz questions, exercises, scenarios, and review games to help you
understand and apply the Difference Makers.

Objectives: Upon completion of this course, Business Partners should be able to:

List the Difference Makers and the selling stages in which they can be applied

List the sales aids that support each Difference Maker

Determine when opportunities are not moving forward and why

Identify which Difference Maker to use when an opportunity is stalled

Apply appropriate Difference Maker technigues to move stalled opportunities forward
View an introduction to the course:

ﬁ Opportunity Accelerators for Busingss Partners e-learning (1.44MB)

Available in English anly.

To access:
L] Opportunity Accelaratore for

You may access the 184 Signature Selling M
completing this course.




Single point of access for
sales information & tools

Positions sales resources

within context of selling

Features Assessment Tools

for On Demand Business

Enables access to SMB-
specific sales tools

Quick Link to sales training

offerings

Home Products

IEM strategies
Selling resources

- Sales enablement
guide

« Identify opportunities

« Industries and
solutions

« Configure, price and
propose

+ Financing

« Sales incentives and
promotions

« Customer references
and presentations

« Sales skills
Marketing resources

Products and
technologies

Technical resources and
support

Training and certification

Order and track
products

Events
News
Forms and agreements

PartnerWorld
membership

Contact PartnerWaorld

Services & solutions Support & downloads

Terms of use

Country/region [select]

Parneriorld

My account

Selling resources

Sales enablement guide
This guide helps position IBM sales tools within the 7 stages of the + Update your pr
Signature Selling Method, allowing you to quickly understand where you
are in the sales cycle and what tools are available to assist vou in maving
the zale along.

Identify opportunities
IBM Innovation Centers and Sales and Marketing Centers provide venues 88, 4
to demanstrate your solutions on IEM technologies with access to trained '
customer briefing experts. Sales tools and a lead management system o,
can help you uncover new opportunities.

w m

Industries and solutions

Explore the range of innovative e-business solutions designed to meet
specific needs of industries worldwide, as well a= educational, healthcare
and government institutions. Align your competencies with yvour
customers' pains to understand how to come up with effective solutions.

Configure, price and propose

Use configuration tools, proposal templates and other resources to help
you build quotes and client proposals for IBM hardware and software
products and solutions.

Financing

Frem I/T and commercial financing solutions to asset management,
certified used equipment and even asset disposal, IBM Global Financing
offers the world's most comprehensive selection of financing offerings
and services for the Information Technology industry




elling Resources - Sales Enablement Guide

= Aligns sales tools &
offerings to SSM steps

= Description of activities
by SSM stage

» From a customer’s
perspective

» From a seller’s
perspective

= Serves as roadmap to
guide you through the
sales cycle

IEM strategies
Sellj

« Sales enablement
guide

« Industries and
solutions

+ Configure, price and
propose

+ Financing

« Sales incentives and
promaotions

+ Customer references
and presentations

+ Sales skills
Marketing resources

Products and
technologies

Technical resources and
support

Training and certification

Order and track
products

Events
News
Forms and agreements

PartnerWorld
membership

Contact PartnerWorld

Sales enablement guide

Creating opportunities ‘Winning opportunities

S5M Stage #1

¥

Describe
capabilities

Explare the
opporunity

Build the

relationship

Stage 1: In this stage of the buying/selling cycle, the buyer evaluates their
business environment and the factors that affect the company's competitive
position.

Your focus in this stage to:

» |earn more about the buyer's business environment, processes and
iszues by researching the customer's industry, competitors, and
business direction

+ understand the customer's technalogy and financing preferences

» create relationship and coverage strategies

» develop thought-leadership strategies for your company's IBM
solutions.

The following selling resources will help you:

Understand the customer's industry
- Industry business process maps | deseription

-+ Industry overview education modules
on PartnerWeorld University in SMB College » Industry Solutions
Cverviews

Find and create opportunities with your customer
- Opportunity Mining for e-business | description

-+ 1BM profiler for e-business | description

-+ Competitive Advisor | description

+ Update

ur profile

=+ Freguently asked
guestions

Build skills
through
PartnerWorld
University

Prepare to win
with 55M

Low Rate
Financing

Register for
PartnerWorld

2005

= B (e




Assessment Tools for On Demand Business

Suite of on-line sales tools:
— ldentify & increase opportunities
— Assist customers to be
successful in their industry

Benefits:
— Accelerate sales cycle
— Engage clients earlier
— Improve win ratio

Assessment Tools education
available in PartnerWorld
University “Tools College”

Home Products

IBM strategies
Selling resources

+ Sales enablement
guide

+ Identify opportunities

+ Industries and
solutions

« Configure, price and
propose

+ Financing

« Sales incentives and
promations

+ Customer references
and presentations

+ Sales skills
Marketing resources

Products and
technologies

Technical resources and

support

Training and certification

Order and track
products

Events
News
Forms and agreements

PartnerWorld
membership

Contact PartnerWorld

Services & solutions

Patnerorid L

Support & downloads My account

dentify opportunities

On Demand Business assessment tools

Welcome to the on demand era, the next phase of e-business, in which
companies move beyond simply integrating their processes to actually being
able to sense and respond to fluctuating market conditions and provide
products and services to customers on demand.

To help you with this new on demand era, IBM offers a suite of sales tools
designed to help you aszess how on demand your customers are today,
and identify what you can do to help them achieve success in an on demand
world.

The On Demand assessment tools enable you to engage earlier in the sales
cycle when needs are being identified, increase opportunities in the pipeling,
sharten the sales cycle and improve win ratio to drive e-business revenue.

new!

On Demand Assessment Tools overview

a roadmap to quide you through learning how to use each tool.

+ On Demand Assessment Tools overview (.ppt 2.68MB)

+ PartnerWorld University offers an in-depth overview of the on
demand sales tools. Select the e-business and On Demand
College.

On Demand assessment tools

-+ Profiler for On Demand business | description

+ g-business collaboration | description

+ Competitive Advisor | description

+ Dpportunity Mining for e-business | description

+ Automation assessment tool | description

News and announcements

=+ Update your profi

+ Frequently asked
questions

- Find an IBM Busin
Partner

- Find a solution

+ Team with other

Business Partners

@ DEMANDBUSI




=Create a plan to increase opportunity pipeline
by an average of 30%

=Use client financial data to map to key
business initiatives & industry business drivers,
uncover new opportunities

=SSM steps 1- 4; align opportunity plans with
customer business initiatives

=Advanced & Premier IBM Business Partners

=Assesses states of e-business adoption

=Use with line of business & C-level executives
*SSM step 1-3; identify current stage of e-business
adoption & benefits of moving to advanced stages
=All IBM Business Partners

=Assesses business competitiveness based on
financial benchmarks

=Use with line of business and C-level executives
=SSM step 1; build relationship & identify pains
and areas for solution opportunities
=Advanced & Premier IBM Business Partners

*Assesses state of business practices & supporting
applications

*With line of business and C-level executives

*SSM steps 2-4; for established relationships or to extend the
engagement adding additional or new functionality

*Using current Business Process functionality to drive End-to-
End Solutions

*All IBM Business Partners

=Assesses autonomic computing capabilities & business
value of an autonomic computing strategy for the customer
=With customer C level executives

*SSM steps 2-7; to influence technology decisions that sa
on operational costs and establish a foundation for on demal
computing

=All IBM Business Partners

*Integration of business processes, people & information
*Defines the business value of an integration strategy &
helps to establish an integration roadmap

=Assess current level of integration

=With customer C-level Executive, SSM 2-7 |
=All IBM Business Partners




BM’s On Demand Business Assessment Tools.

... help accelerate sales !

Building the Exploring Describe Articulate IBM Develop Close the Sale Meet customer
relationship opportunities capabilities Value Solution expectations
Creating Opportunities inning _ Ogportunitieg!!!

Competitive
Advisor

I >

Automation Assessment Tool




* Deep-dive sales tools

webinar
— Understand the positioning and
functionality of each of the tools

= Automation Assessment
Tool workshop
— understand how to use “AAT
to drive revenue with your
clients

7

= Opportunity Identification

and Growth Workshop

— uncover and build opportunity
plans for key clients or
territories
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Selling resources

+ Sales enablement
guide

* Identify opportunities
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« Configure, price and
propose
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and presentations
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Marketing resources

Products and
technologies

Technical resources and

support

Training and certification

Order and track
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News
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|dentify or;portunitieg

On Demand Business workshops for Business Partner sales teams

On Demand Assessment Tools are a suite of tools designed to help sales
teams engage earlier in the sales cycle, increase opportunities, shorten the
zales cycle, and improve their win ratio. Find out how you can register for
any of these personalized workshops:

Deep-dive Webinar - Take a deep dive into the On Demand assessment
tools to understand the functionality of each of the tools, how they work and
provide value to you towards helping you drive revenue.

Contact Robin Walters at rwalters@uz.ibm.com

One-day Opportunity Identification and Growth workshop - Uncover
opportunities and build an opportunity plan with your top clients, An 1M
zpecialist will work with you to uncaver and build an opportunity plan with &
Business Partner's sales team and their clients. The IBM specialist will help
you identify the opportunities, determine the calls, actions, activities and
general next steps to drive those opportunities to closure.

Contact Wayne Johnson at wavneaj@uz.ibm.com

One-day Automation Assessment tool workshop - An IBM specialist
will work with you to help you understand how to drive revenue with your
clients, With the use of the Automation Assessment tool, we will explore
various areas of your client's IT infrastructure and provide recommendations
on the hardware, software, and services that can be sold to help transform
the IT infrastructure into being more autonomic — self-predicting, self-
configuring, and self-healing. This workshop also provides recommendations
and guidance on the value of autonomic computing to your client.

Contact Ylonne Swails at vlonne@uz.ibm.com

Terms of use




)n Demand Business Executive Workshops

= 1 day workshops, BP C-level executives & their IBM
Relationship Manager

* 1:many format (up to 10 Business Partners) or 1:1
= No-cost for BPs

= Agenda includes:

— Ulndetrstand the On Demand strategy & it's benefits for partners &
clients

— Tools & materials to be used to make On Demand real for clients.

— Enable you to build an action plan for you to get started with ODB
opportunities

= On invitation only

Check with your local
Relationship Manager for

workshops in your Country & the
possibility to attend

EV108-062 www.imagesource.com




Professional Certification

2 Solution Advisor §2 Solution Designer <

Prepares sales and Prepares and validates
marketing people to help the IT architect who will
T=%5 | [il]] DEMAND BUSINESS _ the customer determine design the

. how they will transform implementable e-
I their business business solution
Solution Advisor Certification
Audience:

Announced September 2004 .
: IBM PW Business Partners
Sales Study Guide -SG246330| .Resellers / Solution Providers

Training Roadmap Consultant & Integrators
Learn more — ISV's
www.ibm.com/certify IT Professionals

Customers, Consultants, IBMer

. . ) e i Educators (Scholars program, Schools of
Solution Designer Certification] pgysiness)

— Update 1Q’05 Anyone who wants added credibility in the
workplace!




Accredited Business Partner

Qualification Criteria

 Advanced or Premier
IBM Business Partner

 Must have certified
individuals OR a
verified customer
solution on IBM
technology

' Two customer
references for internal
or external promotion

* Agree to be publicized

* Documented On
Demand marketing
plan in PartnerPlan

Marketing
Communication

Benefits

Included in promotional
communications to IBM teams.

@ DEMAND BUSINESS’

:- ||“"||
||||

@
%
+

Use of the On Demand Business
logo.

Sale Enablement On Demand Business sales

enablement resources

Generate Demand
- . e T
B | ith Campaign - s
LA Designer Canstant Contact’

Membership in online
community

Campaign Designer incentive and
Constant Contact email service

On Demand Accredited Business
Partner community:

= Entitled information
= Collaboration opportunities

=Sales and marketing guidance .

@

1
@
1



Beacon Awards
EMEA Finalists
On Demand Business Category

On Demand Business Innovative solution: Digital Union (UK)
Best pSeries On demand Solution : Faritec (South Africa)

Best IBM Totalstorage On Demand solution : Overlap (France)
Best IBM xSeries On Demand solution : Qurius (France)

Best IBM zSeries On Demand solution : Overlap (France)
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Familiarize yourself with IBM’s On Demand Business Strategy; understand

your company’s strategy & key partnerships
www.ibm.com/partnerworld - IBM Strategies - On Demand Business

Explore Training & Certification section of the PartnerWorld Web site; folloy

training paths & leverage sales education, training & tools
www.ibm.com/partnerworld - Training & Certification

Explore Selling Resources & the Sales Enablement Guide; watch flash

overviews & learn which sales tool for on demand business suits your needs
www.ibm.com/partnerworld - Selling Resources

Discover the wealth of On Demand Business education modules in
PartnerWorld University
www.ibmweblectureservices.ihost.com/pwu - Sign in - On Demand Business College

Create your personal skill development plan

Validate your skills: Achieve SSM Mastery level, become a Certified for On

Demand Business-Solution Advisor .
www.ibm.com/certify @'

i @(




You can start immediately !

= Visit the PartnerWorld
Pedestal in the Solution
Center

= Consider how you will take
advantage of IBM’s suite
of SSM Offerings

= Follow the recommended
steps to accelerating
sales sKkills




dther STGU Business Partner Sessions

['echnical Support & CB 94 Tuesday, 12:00-13:15 CCIB 112
—nablement January 25
-MEA BP Programs, CB 90 Tuesday, 14:30 to 15:45 | Sagrada
[ools & Directions January 25 Familia
Viastering BP CB 93 Tuesday, 16:00-17:15 |CCIB 114
Relationships (IBMers) January 25
Small & Medium CB 95 Tuesday, 16:00 —17:15 | Princess 1
3usiness Marketing January 25 & 2
rofessional CB 92 Wednesday, | 09:00 -10:15 Sagrada
_ertifications January 26 Familia
PartnerWorld Program | CB 91 Wednesday, | 17:45 - 19:00 | Princess
January 26 Forum

nable to attend all?

Be sure to visit “Systems Sales” via the PW Web site to download!




Thank you !




The following are trademarks of the International Business Machines Corporation in the United
States and/or other countries. For a complete list of IBM Trademarks, see
www.ibm.com/legal/copytrade.shtml: AS/400, DBE, e-business logo, ESCO, eServer, FICON,
IBM, IBM Logo, iSeries, MVS, OS/390, pSeries, RS/6000, S/30, VM/ESA, VSE/ESA, Websphere
xSeries, z/OS, zSeries, z/VM

The following are trademarks or registered trademarks of other companies

Lotus, Notes, and Domino are trademarks or registered trademarks of Lotus Development
Corporation

Java and all Java-related trademarks and logos are trademarks of Sun Microsystems, Inc., in the
United States and other countries

LINUX is a registered trademark of Linux Torvalds
UNIX is a registered trademark of The Open Group in the United States and other countries.
Microsoft, Windows and Windows NT are registered trademarks of Microsoft Corporation.

SET and Secure Electronic Transaction are trademarks owned by SET Secure Electronic
Transaction LLC.

Intel is a registered trademark of Intel Corporation
* All other products may be trademarks or registered trademarks of their respective companies.



