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Learning Objectives

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

— Understand how the iSeries brand supports the ISV ecosystem with
a variety of world-wide and geographical programs

— ldentify iSeries ISV regional resources who support and foster ISV
awareness and success

— Search for iSeries-based ISV solutions to meet customer
requirements

— Formulate a game plan for your territory or marketplace to promote
ISeries sales and ISV solutions

'ON DEMAND BUSINESS
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Agenda

= \What has been achieved with ISVs in 2004

* Value & Trends of Independent Software Vendors
(ISV’s)

» How the iSeries Brand works with ISVs
— World-Wide & Geographic Programs

= EMEA Solutions Sale Rewards
= 2005 - Next steps

= Q&A Session with Christian Keller, vp system sales,
ISeries EMEA
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What iSeries has achieved with ISVs in EMEA

= |Series will have gained over 1000 new customers
iIn EMEA alone

= Over 1650 express servers have been sold driven
with ISVs in EMEA since launch

= |Series attracted 89 new applications to run on
Linux in 2004 in EMEA

= Over 65 applications modernised using
Websphere and Portal in 2004 in EMEA

'ON DEMAND BUSINESS®
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Our customers are getting the messages

Globalisation through Consolidation

Customer profile; Alfa Bank Russia

5.9 Billion in Assets, HQ in Moscow
One of the five largest banks in Russia

120 branches; Russia, Ukraine, Kazakhstand, Netherlands &

London
900,000 Retail Clients @1.3 Billion
60,000 Corporate Clients

Solution Topology

Centralization of IT operations on iSeries
8,500 PC Workstations

Core Banking: MIDAS, ICBS, ARKSYS
2000 Lotus Notes Users

No file servers in branches

24x7x365 operations (MIMIX)

EURONET # INTERNET
1Gaar

PR R E rvatirH]

Fiserv

Customer profile; ING Bank Slaski
one of the ,Top 5” largest banks in Poland
9.0+ Billion USD in own funds

330 Branches, 557 ATMs,

1 Million checking/savings/CD/loan accounts
1.4 Million Credit Cards

140,000 Internet Banking Accounts

Excellent Efficiency Ratio

first non-US customer with Rochester SLA
active LUG member since 1999

Solution Topology

Full centralization of IT operations on iSeries
4,500 PC Workstations

Core Banking: ICBS, MIDAS, ARKSYS
7,000+ Lotus Notes Users (single DSD iSeries)
24X7x365 opergtinm- Mmamanna

Misys (M
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Agenda

= \What has been achieved with ISVs in 2004

= Value & Trends of Independent Software Vendors
(ISV’s)

* How the iSeries Brand works with ISVs
— World-Wide & Geographic Programs

= EMEA Solutions Sale Rewards
= 2005 - Next steps

= Q&A Session with Christian Keller, vp system sales,
ISeries EMEA
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Shift to solutions is changing industry landscape

Solutions spend continues to gain momentum and is estimated
to represent nearly 72% of the overall IT market by 2007

80% . A sc_)lutlon is an
| offering — from

L5 one or more

70% Compqnles — that
combines

2 technology and

60% hlgh.-value
services to solve

55%- aclient's

. o o o S business

2000 2001 2002 2003 2004 2005 2006 2007 problem

9 Total Solutions Opportunity

Source: IBM Market Intelligence, Solutions Market View 2H2004
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Solutions market is key target in IBM’s growth strategy

Solutions are growing faster than the rest of the market

l 9 Solutions # Point Products ‘

Source: IBM Market Intelligence,
Solutions Market View 2H2004

ON DEMAND BUSINESS’
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Solutions clearly offer a higher return on sales . . .

..furthermore, end users indicated a willingness to pay up to a 10%
premium for hardware included as part of a total solution sale.

Source: J.S. Waxman, The Economics of the U.S. Hardware Distribution

Channels: End-User Survey Report, An IDC Multiclient Study
05-19-2004

Acceptable Hardware Premium

Don't Know 5%

<«—— Mean Average Value
25% +
20% -< 25%

15% -<20%

10 -< 15% 35%
5-<10%

1-<5%

I T T
0% 10% 20% 30% 40%
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IBM eServer iSeries — 3 top priorities

= IMAGE

— Visible and audible increase in general marketing for iSeries to
drive market presence of the brand

= |SVs

— Additional funding and resource for ISVs as a whole
— Technical and market enablement

= Partner Coverage
— Link this with solution sales — drive joint revenues up

What do you want from us? Let us know

'ON DEMAND BUSINESS®
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Agenda

= \What has been achieved with ISVs in 2004

* Value & Trends of Independent Software Vendors
(ISV’s)

= How the iSeries Brand works with ISVs
— World-Wide

— Geographic Programs
= EMEA Solutions Sale Rewards

= 2005 - Next steps

» Q&A session — Christian Keller VP
System Sales, iSeries EMEA
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IBM Routes To Market

- Buying Situations

Commoditized & Simple Technology Platform Consulting & Integrated
Transaction Decisions & Related Services Solution Engagements

FTF

Integrated Specialists

Accounts

Aligned
Accounts

and Large SMB
Accounts @

Value-added

Medium Resellers
Business
Accounts

Customer Size

' Small
Business

Account

'ON DEMAND BUSINESS
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The Roadmap begins with PartnerWorld

Membership has its rewards!

= Selling resources

Marketing resources

Products and technologies
Technical resources and support
Training and certification

Value Package/Value Options

Membership Levels

PartnerWorld

Industry Networks
.h—

A-h Now Easier Than Ever To Get To ADVANCED!

'ON DEMAND BUSINESS"
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&

IBM Solution-Con nection 4

=An in-depth,
searchable repository

for your customers

and prospects

“Thousands of

solutions translated "t‘ 1,123 |Series solutions
into nine languages {,.I‘"h,. In th_e SOlu“O”_
Connection repository

“Providing your global '1._:"';

reach for an end-to-

end total solution
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eServer Solution Connection

Solution Connection is a single web site that aligns IBM and
Solution Developer's software solutions with valuable, timely and
relevant resources that can:

=Help customers easily find, evaluate and make a more informed solution
decisions.

=Help the IBM sales force quickly formulate effective sales strategies to
differentiate ISV software with IBM eServer

External view: www.ibm.com/servers/solutions/finder

Internal view: w3.ibm.com/sales/systems/solutionfinder

*DELIVERABLES: Alignment of deliverables to solutions in a single
repository to differentiate

@Ser;ﬂ;uﬁ ¢ ! “SALESKITS: Core to saleskit activities . . .via sales access
olution Connection

*PORTALS: Self customizable views into for campaigns / ISV's etc
=Qver 150 of these are in use

*LANGUAGES: Global language support for geos (French and
=Italian in place. Japanese, Korean, Chinese, German in process.)

'ON DEMAND BUSINESS
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Global Solutions Directory

= |s a great way to market your
solutions on a global scale

= Delivers sales leads via e-malil
and provides direct links from
IBM to your Web site

company and contact
information, logo, certification
marks and more

= |s avaluable resource to
maximize promotional impact
for your solutions

http://www.developer.ibm.com/solutions/isv/igssg.nsf/languageselector?openform

'ON DEMAND BUSINESS®
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ServerProven

s Server
Proven

=What is ServerProven?

— A client assurance logo program
550+ solutions strong

+ 341 solutions on iSeries

= Results!

— Rebates u
— Rebates to
— Rebates for hardware upgrades

= What’s Next
— Continue to aggressively recruit

,000 USD

. . - Ry 0 Y , b
. . . % 944 Py Oy, O AN :
key iSeries ISVs into % W, R, il bl
A w9 4 ISR N ¢
P ' ) 65»%" *67) % LAY % LN i KORC
S erver-roven b 2%0 4 90, O, N”??é'% .“"’2‘7% Yoy, *:%f"’ff Yox, "%,

http://www.developer.ibm.com/welcome/eserver/eSC/serverproven.jsp

'ON DEMAND BUSINESS™
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Benefits of IBM ServerProven

= To ISVs

— Gives ISVs access to offerings, logos and validation, helping to
differentiate their solution running on IBM HW products

— Targeted groups of solutions — organized and easy to find
— Timely and relevant deliverables — attached to individual solutions
— Availability of Sales Contact information

— Solution Providers can bring value to their customers by qualifying for
ServerProven and IBM TotalStorage Proven special rebates

— Electronic reports with linkages to relevant solution information
— Costs NOTHING to participate!

'ON DEMAND BUSINESS®
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Benefits of IBM ServerProven

= To Clients
— Access to ServerProven and IBM TotalStorage Proven offers

— Find solutions that have been successfully installed and utilized by
customers in real-world environments on IBM (@server

— Find software solutions to help solve specific business needs

— Access valuable IBM resources through easy-to-find solutions aligned
with tailored IBM eServer resources

— Find qualified solution providers (resellers) that can help ease
implementation

— Request solution value reports that assist in evaluating solutions and
making a more informed solution decision

'ON DEMAND BUSINESS
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PartnerWorld Industry Networks

Opportunity
Sweet Spot

Ibm.com/isv

Go-to-Market
with IBM

Benefits increase
As your investment in
IBM increases

Networking

Business Industry
el Solutions  Marketing

& Sales
@ Enablement
X Blueprints e

Industry Network Coverage

Retail, Financial Markets, Banking, Telco, Life Sciences,
—d Healthcare, Automotive, Government, Insurance
;c;om'\ngr

Wholesale, Manufacturing, Education & Learning Services

'ON DEMAND BUSINESS"
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ISeries ISV Coverage Matrix — 1300 and 13000

'\

New ISV eServer Initiatives

try S

SMB Focus‘

litional 1Series |

Cluster > 1300: Selected ISVs

=Building new infrastructure
=Stronger relationships with ISVs
=Better exchange of information
=Access to technology and support

13000: 2500+ ISVs in Total

ON DEMAND BUSINESS’
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1300 Initiative — Getting Off to a Fast Start!
The Goals

—Educate

« Solution Connection

« ServerProven

» PartnerWorld Industry Networks 4

- iSeries Developer Roadmap

* 15 Briefing
—Communicate

* Internal
» External

—Motivate

 Significant Rebates
 Renovated, automated saleskits

'ON DEMAND BUSINESS®
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Register to Attend PartnerWorld

WITHOUT BOUNDARIES

lfaﬂnerWorld 20 0 5

? February 27th - March 2nd | Las Vegas
o Mandalay Bay Hotel & Convention Center

Registration is now open: http://www-
l.ibm.com/partnerworld/pwhome.nsf/weblook/pw2005 registration.html

Schedule one-on-ones with IBM Execs in the IBM Solution Center

Work through IBM Client Executive or Contact

Promote your business

Apply for a sponsorship (Platinum, Gold, Silver, Standard)

'ON DEMAND BUSINESS™
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Announcing IBM eServer 15 Solution Edition

o
811135
¢ lio

Powerful software
Passionate people

0 intentia

<>
LAWSON

Nine ISVs qualified and
announced to date

Attractively priced to assist ISVs
in shifting existing customers to
the latest IBM and ISV
technologies

Priced at $60k less than
Enterprise Edition

Each sale requires purchase of
$60k in ISV sales and/or services

Customer gains total business
solution

)

More to come:
New ISVs,
New Customized
Solution Editions

XMAPICS

// MANHATTAN
/) ASSOCIATES.

powering supply chain excellence

PeopleSott.

WS e

e, e L
...glohal"‘

forward faster

'ON DEMAND BUSINESS™
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Agenda

= \What has been achieved with ISVs in 2004

* Value & Trends of Independent Software Vendors
(ISV’s)

= How the iSeries Brand works with ISVs

— World-Wide Programs
— Geographic Programs

= EMEA Solutions Sale Rewards
= 2005 - Next steps
" Q&AS
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ISeries ISV Management Process

ISV Centric Approach
*Repeatable
*Measurable
sLeveraged Investments
- Enablement
- Performance driven
- Opportunity driven

N\

'ON DEMAND BUSINESS"
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Ownership of Responsibilities
44
Regional iSeries

ISV Sales
Leaders

'ON DEMAND BUSINESS"
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Regional ISV Offerings Team — Typical Activities

Communicate & facilitate ISV offerings

Analyse Potential business opportunity of new ISVs

Build bridge to the Regional ISV managers

Develop channel plans and suggestions

Enrollment in Solution Connection

Enrollment in ServerProven

Regional
ISV
Offerings
Team

'ON DEMAND BUSINESS™
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Regional Enablement Team — typical activities

=

T

Regional

\& iSeries
& ess |Offerings
e

Pan-EMEA

'ON DEMAND BUSINESS"
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Technical Enablement — Typical Activities

Organise & Attend Technical Review Board (TRB)
Drive adoption of IBM Software where appropriate

— WebSphere
— Lotus @'
— Linux/AIX i‘é |

— Windows Integration
V5R3 Certification
Developer Roadmap Education

Pan-EMEA

Liaison to the Montpelier Benchmark Center

Educate ISVs on technical support offerings

'ON DEMAND BUSINESS®
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have one or more applications running on iSeries?
un on V5R3 and i5 POWERS hardware?

SVs have modernized their applications using IBM’s
S?

NUX solutions run on the iSeries platform?
DUNTING Open source Linux applications)

ON DEMAND BUSINESS"
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Marketing Enablement

i1Series
Marketing

'ON DEMAND BUSINESS"
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Marketing Enablement — Typical Activities

= Co-Marketing Funding / Campaigns

= Go-to-market Detailed Planning
— Customer Events — Roadshows

Regional
i1Series
Marketing

— Targeting audience

— Focused mailings

— Tele-hunter prospecting calls
— Marketing Intelligence to ID Target Audience
Additional funding for iISeries marketing

'ON DEMAND BUSINESS®
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Sales Enablement

§;T4

ISV Sales
Leaders

Teams

Telehunters Rochester

'ON DEMAND BUSINESS"
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Sales Enablement — Typical Activities

Regional Co-Marketing Funding
Regional Events

— Road shows

— Webinars

— Special events (Ballgame, tennis, golf)

Promote Complementary Partnering
— High Availability / Business Intelligence
— ISV Application / WebSphere Portal

Industry Focused Seminars

ISV User Conferences

Linking with IBM Sales Forces
— 1Series Reps
— Client Reps
— SWG

'ON DEMAND BUSINESS®
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ISV Sales
Leaders
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Agenda

= \What has been achieved with ISVs in 2004

* Value & Trends of Independent Software Vendors
(ISV’s)

= How the iSeries Brand works with ISVs

— World-Wide Programs

— Geographic Programs
= EMEA Solutions Sale Rewards

= 2005 - Next steps
" Q&AS
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Solution Sales in 2005

Selling Solutions in 2005

Solution Sale Transaction

ISV and Channel Enablement

iSeries
Server Proven
Solutions
&
iSeries
New Workloads

AT

BDP
SUMMARY
&
Eggr RSeSEI}”SEir Influsellnce =Y

Server Proven Rebate cheque Y v
(value varies by box)
BP Premium Advantage Solutions Bonus v v
(5 - 20% additional discount)
S| Additional Appl Fees Y
BDP (2-4% of Total brand revenue) Y ?

'ON DEMAND BUSINESS"
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Incentives Summary

*Focus on rewarding application sales at all levels (BP, ISV and End User)
*Helps to provide BP differentiation at time of sale and with investments
*Rewards ‘value’ BPs

*Shifting more incentive to Period (Quarterly) Performance encourages margin retention
SMB Performance, PartnerRewards adder, increased SVL and BPIC adder when BPIC
announced

«Simplification of programmes reduces costs
*9405 Express and 520 Value Edition terms
*Period incentives geared to known revenue or SVL performance reduces/removes
need for claims and target setting. Requires SORT to be used.
*“Premium Advantage” combines two (or more) claims and into one.
*Hardware promos website to be used for simple hardware discount promos.

*Return to customised BDP encourages investment and differentiates BPs.

*Quarterly Tactical Fund focuses on investment milestones or short-term objectives
for strategic programmes (e.g SystemSeller targets).

'ON DEMAND BUSINESS
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Agenda

What has been achieved with ISVs in 2004
Value & Trends of Independent Software Vendors (ISV’s)

How the iSeries Brand works with ISVs
— World-Wide Programs

— Geographic Programs
EMEA Solutions Sale Rewards
2005 - Next steps

Q&A session with Christian Keller
VP System Sales, iSeries EMEA

ON DEMAND BUSINESS"
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Next Steps: Transitioning to 2005

Yesterday Tomorrow

Focus on selling product Analyze client-specific requirements
features and benefits and craft customized solutions

Articulate value based on product Articulate value in the context of
performance and differentiation Impact on clients' business

Focus on the business and

Focus on the IT buyer IT solution buyer

Improve consulting skills and become

s e (g eeling e.dle thought leader and trusted advisor

'ON DEMAND BUSINESS"



“I” Can Read The Future

ForISVs.............

'ON DEMAND BUSINESS"
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Sign up for PartnerWorld — Advanced Membership
Enroll in Solution Connection

Enroll in ServerProven

Enroll in PartnerWorld Industry Networks

Understand the iSeries Value Proposition for your solution and be able
to share the story

Set up a Sales Strategy with your IBM Team!

— Introduce yourself to your Regional ISV Sales Leader

— Contact your ISV Region Leader to engage in local events
— Contact your ISV Region Leader for transaction assistance
— Build you partner ‘ValueNet’
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“I” Can Read The Future

For Business Partners and IBM’ers

= Inventory your customer sets by industry

= ldentify ISV solutions to match

— Leverage eServer Solution Connections or the ISV Regional
Leaders to identify the appropriate iSeries ISV solutions

= Understand the solutions your customer is considering
— Note: They may not identify them as iSeries projects

= Establish relationships with ISVs
= Introduce yourself to your Regional ISV Sales Leader
= Set up a Sales Strategy with an iSeries ISV Team!

'ON DEMAND BUSINESS
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Series ISV Eco-System — 2005 #1 Priority!

Solutions are available...

C:

[{@u“ a“hl@) COMSULTENCIA
@ acandofrontec

DMda
= STONESOFT

Real Warld Business Security”

Misys (W

0O intentra Y

B VISION

SOLUTIONS.

Your ICT Scluticn Integrator

T

nnNiT

LA

NCMEc

nordic computer I'I'"IEFIBQ-:[TIEFIT

ACCESS

MO TiME FOR DOWHNTIME™

Imtech

keertSoftware

automation experts

()=

G| L.D. CONSULTING
Oparational Information Sysfems

& Reymen Data Center
'ON DEMAND BUSINESS™
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And more......
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Agenda

= \What has been achieved with ISVs in 2004

* Value & Trends of Independent Software Vendors
(ISV’s)

= How the iSeries Brand works with ISVs

— World-Wide Programs

— Geographic Programs
* Finding ISV solutions
= 2005 - Next steps

= Q&A session — Christian Keller ve system sales, iseries EMEA

'ON DEMAND BUSINESS"
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Additional Material

'ON DEMAND BUSINESS"
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Additional Resources

= ISV Advantage Program

— Marketing tools, teaming opportunities and proven incentives to help ISVs drive sales and
increase market share

— Membership open by invitation with two year commitment
— IBM Business Partners are opportunity owners for leads
— http://www.developer.ibm.com/tech/isvadvantage.html

= Solution Connection
— An in-depth, searchable repository for your customers and prospects
— Your collateral translated into nine languages
— 50,000 hits per month
— No charge to enroll
— http://www.ibm.com/solutionconnection/enroll

= ServerProven
— A client assurance logo program 550+ solutions strong
— Rebates for iSeries customers up to $64,000 USD
— Rebates for iSeries ISVs up to $64,000 USD
— Rebates for hardware upgrades
— No charge to enroll
— http://www.developer.ibm.com/welcome/eserver/eSC/serverproven.jsp

'ON DEMAND BUSINESS®
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Addltlonal Resources

Virtual Innovation Center for Hardware

IBM eServer Solutions Enablement — most at no charge
Enablement Roadmaps

Technical Enablement Support

Technical and Educational Collateral

Hardware Access including the Virtual Loaner Program
Solution Sizing Tool
http://www-1.ibm.com/servers/enable/i/index.html

= PartnerWorld Industry Networks

Industry-specific benefits to help you throughout the development and sales cycle
Benefits increase as your investment in IBM partnership increases

Retail, Financial Markets, Banking, Telco, Life Sciences, Healthcare, Automotive, Government,

Insurance

Coming soon: Wholesale, Manufacturing, Education & Learning Services
No charge to enroll

http://www.developer.ibm.com/isv

= Sales Connection —PartnerWorld Benefit

'ON DEMAND BUSINESS®

Leverage IBM’'s WW sales network to close more qualified sales opportunities
Access is based on Partnership level

No charge to enroll
http://www.developer.ibm.com/marketing/industrynetworks/salesconnections.html
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Addltlonal Resources

Register For PartnerWorld

— February 27th — March 2nd

— Las Vegas — Mandalay Bay Hotel & Convention Center

— Schedule one-on-ones with IBM Execs in the IBM Solution Center

— http://www-1.ibm.com/partnerworld/pwhome.nsf/weblook/pw2005 reqistration.html

'ON DEMAND BUSINESS"
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The EMEA 1Series ISV Team

s

Sales BUEs - - - - - -
Regional iSeries
Marketing
Regional ISV
Offerings Team
Technical
Enablement
ISV Programmes - ® o *
and Incentives w*
® o

® o
fpapne
ON DEMAND BUSINESS"
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1ISeries ISV Team Contact Information

Role Name

iSeries OfferingsTeam

Charles Hoffmann North Region North +44 208 844 6424 hoffmanc @uk.ibm.com
Philippe Amstutz Central Region Central +44 208 818 4688 amstutzp@uk.ibm.com
Edouard Aussedat West Region West +44 208 844 6973 aussedae@uk.ibm.com
Olivier Hurtis South Region South +44 208 818 4391 hurtiso@uk.ibm.com
Kristina Maloney Nordics & CEMA Region Nordics & CEMA +44 208 818 4792 maloneyk@uk.ibm.com
EMEA Team

Jane Cox EMEA, iSeries ISV Manager EMEA +44 208 818 4926 jane- e cox@uk.ibm.com
Jonathan Jasor Promotions and Programmes EMEA +44 208 844 6557 jasorj@uk.ibm.com
Dunja Treis Global ISVs EMEA +44 208 818 4493 treisd@uk.ibm.com
Enablement Team

Imelda d’Almeida Enablement specialist West, North and CEMA +44 208 818 4222 dalmeidi@uk.ibm.com
Pajam Yaghiutfam Enablement specialist Central and Nordics +44 208 844 6815 Pajam yaghoutfam@uk.ibm.com

'ON DEMAND BUSINESS™
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Trademarks

The follow ing are trademarks of the International Business Machines Corporation in the United States and/or other countries. For a complete list of IBM Trademarks, see
w w w .ibm.com/legal/copytrade.shtml: AS/400, DBE, e-business logo, ESCO, eServer, FICON, IBM, IBM Logo, iSeries, MV S, 0OS/390, pSeries, RS/6000, S/30, VM/ESA,
V SE/ESA, Websphere, xSeries, z/OS, zSeries, zIVM

The follow ing 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
UNIX is a registered trademark of The Open Group in the United States and other countries.

Microsoft, Window s and Window s NT are registered trademarks of Microsoft Corporation.

SET and Secure Electronic Transaction are trademarks ow ned by SET Secure Electronic Transaction LLC.

Intelis a registered trademark of Intel Corporation

* All other products may be trademarks or registered trademarks of their respective companies.

NOTES:

Performance is in Internal Throughput Rate (ITR) ratio based on measurements and projections using standard IBM benchmarks in a controlled environment. The actual
throughput that any user willexperience willvary depending upon considerations such as the amount of multiprogramming in the user's job stream, the /O configuration,
the storage configuration, and the w orkload processed. Therefore, no assurance can be given that an individual user w illachieve throughput improvements equivalent to
the performance ratios stated here.

IBM hardw are products are manufactured from new parts, or new and serviceable used parts. Regardless, our w arranty terms apply.

Allcustomer examples cited or described in this presentation are presented as illustrations of the manner in w hich some customers have used IBM products and the
results they may have achieved. Actual environmental costs and performance characteristics w ill vary depending on individual customer configurations and conditions.

This publication w as produced in the United States. IBM may not offer the products, services or features discussed in this document in other countries, and the
information may be subject to change w ithout notice. Consult your local IBM business contact for information on the product or services available in your area.

All statements regarding IBM's future direction and intent are subject to change or withdraw al w ithout notice, and represent goals and objectives only.
Information about non-IBM products is obtained from the manufacturers of those products or their published announcements. IBM has not tested those products and

cannot confirm the performance, compatibility, or any other claims related to non-IBM products. Questions on the capabilities of non-IBM products should be addressed to
the suppliers of those products.

Prices subject to change w ithout notice. Contactyour IBM representative or Business Partner for the most current pricing in your geography.

References in this document to IBM products or services do not imply that IBM intends to make them available in every country.

Any proposed use of claims in this presentation outside of the United States must be review ed by local IBM country counsel prior to such use.

The information could include technical inaccuracies or typographical errors. Changes are periodically made to the information herein; these changes w ill be
incorporated in new editions of the publication. IBM may make improvements and/or changes in the product(s) and/or the program(s) described in this

publication at any time w ithout notice.

Any references in this information to non-IBM Web sites are provided for convenience only and do not in any manner serve as an endorsement of those Web
sites. The materials at those Web sites are not part of the materials for this IBM product and use of those Web sites is at your ow n risk.
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