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Agenda

= New! Offerings for SMB
= New! Enablement programs to increase sales in SMB

= New! Tools and resources
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Learning Objectives

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

= Describe what’s new and different about pSeries that
makes it relevant for SMB.

= Utilize the sales enablers presented here to build
significant volume and revenue with pSeries in 2005.

= Know where to find pSeries tools for IBMers

= Know how to use IBM tools for BPs
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2005 is the year for pSeries & OpenPower’s |

Market Opportunities &
New Marketing Strategies -
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WW SMB Opportunity is HUGE in 20035!

*SMB represents 56% of the $20B total Unix marketplace opportunity!
*80% of SMB Unix opportunity lies in 11 markets worldwide.
*pSeries is well positioned to take share in 2005.

*The p5 Express family, our OpenPower Linux-tuned servers and
solutions - formidable competitors in today’s markeitplace!

New high volume entry offerings priced right!

New solutions to help meet your business priorities!

New tools for successful sales growth!

The time is NOW to take share from
our competitors!
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You can hit your pSeries & OpenPower targets in 2005!
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A unique window of opportunity arises when our strengths
align with our competitors’ weaknesses

Install Base:

-Satisfied with current solution or looking
at competitors or migrating to Windows
*Primary inhibitors are burden of migration
and no sense of urgency to change

*SUN:

*Vulnerable in the low end / SMB

*Primary inhibitors are the lack of an IBM
1)comparable ecosystem to SUN and 2)
history of limited value offerings that were
relevant to the SMB / entry space

HP:

*Vulnerable in the midrange enterprise
compared to p570, OD, and VE capabilities
‘Primary inhibitor is the HP install base
neither understands nor considers IBM’s
UNIX offerings

The greatest SMB
TAKE SHARE
opportunity is SUN

8
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Solutions are driving spending in the mid-market
Solutions are $95B, 63% of the total mid-market opportunity*

Express Solutions Value to Business Partners

Support

Fast expert support
available from IBM

Accelerates Business Partner
Time to Value using pre-defined
reference solutions

Return on Investment Simplicity

Ability to go to
market with a
solutions orientation

Improved ROI with
solutions that enable up-
selling and cross-selling of
products and services

*Source: GMV 2H04 and SMV 2H04 with overlap removed
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1/25 OpenPower 710  2/8 p510E

* Decreased Cost of Acquisition

* Leadership performance with competitive pricin
More PP P p g

products
than ever
before!

* Flexibility through automation & virtual on-demand capabilities
* Reliability features for every size server need

* Low Cost of Ownership

* New Financing Options / IGF Financial Programs

* Express

Solutions Z:
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An integrated set of OpenPower offerings delivers' |l
the passion of Linux enriched by the power of IBM ‘g

OpenPower 720 and 710 OpenPower
720 (4U 4W) 710 (2U, 2W) virtualization*

*ﬂﬂmwmag

_- ' .
720 ? 710

I
v

Workload/industry solutions Linux OS on OpenPower

o

T suse

OpenPower Support/Installation Services
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Igniting Aggressive Growth in SMB

Requires responding to SMB customer needs and requirements today and in the
future — while continuing our strong momentum changing perceptions

Increased Focus on
Solutions Portfolio

Express Solutions
SMB ISV’s
SOSWOS Focus
Express Servers

Communications - Awareness
-PowerStorm, PowerUp activities

Channel Enablement & Partner Development

Targeted Portfolio - New p5 Express Servers & Solutions

12 0
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Programs to Increase Momentum .

Initiatives for 2005 @
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pSeries Go To Market in 2005

POWERstorm

Awareness & consideration

Product offerings- launch/transitions

Competitive pSeries
install base

p5-570 vs. HP
mid-range

p5-590/595 enterprise

Migration

p5 & OpenPower and
JS20 Blade in entry
vs. Sun

POWERpe

Linux solutions
Volume channel

'ON DEMAND BUSINESS
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PUT IT IN
THE SERVER ROOM.

FEELITIN
THE BOARDROOM
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FEEL THE POWER OF LINUX.

Infrodducing the IEM eServer™ OperPower™ system. With this sarver, you
can have it all. Power Architacture™ Bchnobgy and the Linus® operaing
system. Outstanding relability feahires snd S4-bit computing. This s
what youfe been wailing for. & ssrver specifizally snhanced for Linu,
It @ purists cheam Its instant enbisein the Lin: movement. Andits y ' T I AR PR
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Retentlon If you are having difficulty reading this e-mail, please view it online at:
NeWS|etter http:ffwww.ihm.cumfisnurcefcqi—hin,r‘qnto?un:PSEl?.l

December 2004 [ January 2{]05, lssue One

As new technologies enable the fast to get faster, enterprise computing is Ready to

becoming a whole new ballgame. Find out how IBM can lead you into the contact us?

future and don't forget to visit the IBM® eServer® ph and pSeries® web site

on IBM.com. Talk to a pSeries
specialist at

Did you get this newsletter from a colleague? If so, be sure to visit subscribe | 1-800-IBM-CALL

to receive future issues of PowerUp from IBM.

Special offers

Profiting from p5

Ea - | Moving forward: The case for upgrading to POWERS(tm)

"Published every six weeks - 8 issues in 2005
“Case Study” like articles; commissioned from eServer UNIX
magazine — 8 for retention and 8 for competitive

=Interactive flash elements and -website-animated promotions
=http://www-1.ibm.com/servers/eserver/pseries/newsletter/pseries_subscribe.html
VIANI) Bl
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pSeries Installed Base - Portal

- Shopping hikp
Warranty info
Wiérar Carl
Lipen sanved cans
Estimade shipping
Oider stahis

Shappareg
uataniae
Related links;

Berawy ¢ LIHIC parvery = Rigraden: =

IBM (& server pSeries and IBM RS/6000 migration

MOVE ON. MOVE UR.

10 POWERA= SEPTRE 5 NS5 2

pleres upgrade
guesticna?
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B Worg IEi';I:"It‘Il.‘IHd othew gy

| Wleet the experts |
Webcast: Sata
Sharmsa, IBM Chial
LIMEX Aacheliect,
eIl PO 10 bR
achartage of T fienbin
ol mockel snabled
by AD{ 5L W53 and new
POWERS sysbems—
Ochober 12, 3004

* Risgrabisr

AlX 5L on Demand

With the ALK 5L v5 2 operabing Sysiem, IBM eSener pSenes
Sysiems ane wel suited fof the messs0n- crical requirements of
erlarpives emarcnments, AL 5L w5 2 offers pSenes
custofmers & wide range of availabibty, Scalabilty, connectity
and secunty lealures. Downlaad s whibe paper and learn lor
yoursed how A 5L can help leverage your imvesimen in your
i eSenmr pSenes sysem

LT

Migratin path by server madel

Upgrading 1o POWERY+ processod based IBM eSener
pEEnes® Senvers wilh ADGE 5™ Version 5.2 can help enswe
anvalilatslity of your Crical appicanons, recduce your 1ol cost of

mamnnrrfam and oline e Be eSS

| pSeries newsketter]
Eaap iorsad aboat
B

Fupr v g 0Pt
ey a5 well 3%
gl ahon
SRttt

= SN G W

| Migration |
= Vil migraite’?

= Special offers on
poEnes SEners

| Other migrations |

Considenng

migraling Srom othes

plaffcrres?

= Solans

= Senes
ApphCalons

OthaEr sanaer

Lirgc? Explong
* Blade seraers

= ESanes
= Linue Sensprs

Home and 2" Level Page

- Shopping help
Warranky info
View cart
Open sawed carts
Estimabe shipping
Ovder slabus
Rebuns policy

Shopping
Quaranies

Related nks;

Small & Medium
Business

Businéss pariners

_ e

Support & downdoads My &t

Hmie
Serms > UNDOserwes > lgralion

Migration path for IBM RS/6000 Enterprise Server S70
or Advanced Model 57TA

Prodiscts & services ot

%/ MOVE ON. Saskncty i
70 WCRE ADVANCED HARCWARE frmgrabion speciakst
1-B00-426-FTFT
Priority code
104APDAT
Suggested migration: IEM eServer pSeries® 650 or IEM
eServer pSeries 670
TEM eSerner pReries
¥What are the benefits of migrating? newsletier
With a breadih of Intemet and Web apphcabions, the pSeries | foan ored sbot
G50 of pSenes 670 address issues that are mostimportant 1o | hardeaesysoitwane
business success, Consider the fac thal you can mnuu
& Web enabla Eh!apﬂiﬁaﬂmmaﬁl-hts&fﬂmma L M

bre:adih of functionality in the AD® 5L™ operating

SYSIem
b the Linio operating System
+ Exploil memory-inbensive applcaions with up 10 8 imes
mine: memany than the RSBS00 5T0 or STA
» Enhance the rekabilly &nd availabibty of 2437 mission-
criscal apphcations with (uncons model dapandent)
@ Hol-plug PCl siots
o Dymamec Processor Dealocation
o Dymamic dealocation of cache and PCI bus slots
o Chipkdll™ memony protection
o Redundant, hol-phag power supplies and cocling
fans
+ Dedver end-o-end growth by scalng to 128GE of
memory and 10 16-way, 1 45GHZ Sener as nesds
increase

More pSeries specifications
-+ F:'EIS'U

-+ pﬁj‘u
+ Gpmeral ragration [aimeifils

= SOV U Mern
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New! Enablers for successful selling

» SystemSeller program

* PartnerWorld program

- Business Partner Innovation Center program
 Small and Medium Business Advantage

» KYI for pSeries partners and sales reps

* Territory Economic Replacement tool

- Expanded migration services

18 =
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SystemSeller

SystemSeller is an IBM program designed to accelerate sales of our server
and storage products targeted at the mid-market by providing competitively
priced offerings that are re/levant to small and medium business owners,
Jointly marketed by IBM and our partners.

Everyday Low Price No special bid, faster sales

Great earnings opportunity More predictable margins for your business
Readily available stock Faster delivery to you and your customer
“Sweetspot” of customer’s Working with you, we will bring to market the
needs offerings that your customers want.

IBM Demand Generation Engine | End user campaigns that drive of the
SystemSeller offerings and demand to you

SystemSeller Toolkit Provides you with the tools you need to develop
your own marketing campaigns and accelerate
your sales.

SystemSeller © 2005 I1BM Corporation
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PARTNERWORLD 2005

*In the dynamic marketplace of e-business on demand customers
are looking to the IBM eServer pSeries advantages in performance,
reliability, functionality and affordability.

*In terms of functionality, customers must adjust to unpredictable
demands effectively, and Business Partners must be able to
deliver solutions that address these requirements.

‘PartnerWorld is a program specifically designed for all of IBM
partners. Based on certification levels and interest by brand,
Partners can earn co marketing dollars , gain access to valuable
leads, demand generation material and access the internal website
for partners.

PARTNERWORLD website:
www.ibm.com/partnerworld/smb

20 -
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Partner Teaming — the way to Win!

« Small and Medium Business
Advantage program is a focused 7
step program for partners designed to
help them sell into the SMB

n marketplace.

* Improve BP profitability from SMB by focusing on BP
retention of SMB Growth Incentives

* Doubling our sales enablement efforts in support of
SMB solution selling

« Enhance SMB specific market messages to provide
clear direction for our BPs

 Delivering a fully integrated program to our Business
Partner community

New! SMBA Industry Sales Kits — to Premier at PartnerWorld 2005

21
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pSeries Partner ecosystem

- Business Partner Innovation Center (BPIC)-
PartnerWorld program for selected partners

 Know Your IBM (KYI) — Expanded modules for p

 Better Funded Incentives

« SMB Growth Incentive — the more partners sell; the more
they earn! Program changes to be announced in AG for
Q2. EMEA and AP programs remain unchanged.

* ISV Advantage Program — helping support marketing and
sales with ISV’s

22 | © 2004 IBM Corporation
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IBM BPIC is a select community within
PartnerWorld focused on and skilled to
deliver advanced solutions to our
customers.

 IBM Business Partner Innovation Centers will be:

 Differentiated within IBM’s partner community as our key
partners for on demand solutions and ISG Power
Technologies

* Receive Increased Visibility: BPIC Branding

* Receive targeted marketing and technical support:
TSSC/BPIC Lease and Hotline, Simplified VAP

Processing for Tivoli + VE Solutions (benefits are
customized by geography) BMM

23 | © 2004 IBM Corporation




IBM Systems & Technology Group University 2005

Know Your IBM Program peTE— '
KYI eServer and TotalStorage - USA H

Know Your IBM (KYI) is a permission based
interactive marketing program designed to
Welcome to’

* Increase sales and profits Know your IBM 2004
« Enhance partner satisfaction y

* Build IBM and IBM Brand Loyalty

* KYI delivers customizable IBM 'quick
learn' modules, participant profile

management, real time perfom_lance Learn More:

measurement and sales reporting _ _
capabilities coupled with meaningful www.ibm.com/partnerworld/knowyouribm
rewards and incentives IBM eServer and TotalStorage Campaigns

 Learn Rewards acquired by completion of in a variety of countries today

modules and Sequences 4Q2004 First iSeries module launched in

« Sell Rewards acquired by reporting sales EMEA

in areas of competed Sequences
Cross Brand IBM Systems Group

campaigns in 2005!

© 2004 IBM Corporation




| IBM Systems and Technology Group University 2005

Tools and Resources

Utilize these sales tool for building % @
successful plans in your territories!

ON DEMAND BUSINESS"
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Territory based opportunity tool
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Economic Replacement Sales Tool

 See the demonstration at the Solutions Center!
- Easily identifies opportunities within your territory.

* Designed to help better target those clients that are
candidates for replacement systems.

* Benefits
* Improved sales tool to better plan sales calls.
 Leads can be worked with Partners to increase sales

» Will be consistently updated to keep data fresh!

27 ['— o
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Custom Generator — you select replacement system

Savings through replacing an AS/400 with a new eServer i5 solution!*

alled Model erver i5 Replacement

Model Processor | Model Edition
720 2063 520 Enterprise 7453
CPW 3 \mo\__/
Interactive/OLTP CPW 35 2400
Monthly

Monthly costs Monthly costs Savings
Average monthly
Maintenance Charges
(CEC only - 36 month
period) $ 541 $ 199 $ 342
Typical monthly power
consumption costs $ 106 $ 42 $ 63

The customer’s currently installed
system info comes from Example
Generator input

You select a potential
replacement (@yeiamer

28 01 g
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Customer Views of Marketplace conditions drive Migration
consideration

On demand
Is Infrastructure ready?
Depreciation cycles from Recovering
late ‘90s boom economy

N\ /

Choices

Linux and

“End-of-life” 1. Wait and do nothing open source
Servers —— : : <—— becoming
2. Change vendors immediately industrial
3. Build transition strategy strength
Itanium / \ Blades allow
“Real?” new economies
in infrastructures
Sun Virtualization products
uncertainty becoming real in UNIX

30 ! )
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2005 Migration Factory

« Expanding program given 2004 success and 2005 Growth Objectives
500 requests evaluated, 250 worked, 50 migrations executed in 2004

Over 150M in revenue in 2004.

 New Enhancements
OpenPower and LoP included in program

“Proof of Concept” option in addition to assessments and migrations

Alternate service provider (non-AMS) subject to approval

« “Greater” IBM following pSeries lead

Migration workshops, webinars, web, collateral part of corporate marketing
campaigns

Migration services positioned as offering

31 AMS Migration Factory
|
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Migration Factory Summary

32 AMS Migration Factory © 2004 IBM Corporation
|
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IV“gratlon FaCtOI"y W|nS SMB WINS noted in yellow

Account Competition Details

City of Phoenix HP Database migration

D&E HP HP Alpha Tru64 / Oracle migration

Communications

DKSH HP SAP Oracle migration

Dow Jones Sun Custom application migration - mega financial institution
success for IBM

Dollar Thrifty Rent- HP Tru64 Oracle migration

A-Car

Gruner & Jahr Sun Peoplesoft migration

Hastings Sun Peoplesoft migration

Holcim Sun SAP migration

IVAX HP Strategic SMB Oracle migration

Portland  General Sun Oracle migration

Electric

Telkom South HP SAP migration

Africa

WEFS Financial Sun Custom application migration from DG Avilion/HP

33 AMS Migration Factory
|
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How to win in SMB in 2005

1. Understand the competitive differentiators, & value
propositions of our products.

2. Spread the word about the increased partner
incentives, and marketing dollars available by
focusing their time on pSeries and OpenPower
products.

3. Leverage our new Territory Economic Replacement
Tool to identify opportunities.

4. Utilize the SMB playbooks in your regions to tell
your customers about plays, programs and
additional resources.

35 'ON DEMAND BUSINESS®
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Lets continue the SMB momentum /
YOU have built. i~
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Thank you for your outstanding sales perforninc_'f
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Upcoming Q1 announcements 3 @
OpenPower 710 & p5-510 & p5- 510E™S

ON DEMAND BUSINESS"
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pSeries Specific Resources

« Series Intranet Site:
 http://w3-1.ibm.com/sales/systems/portal/ s.155/253
« IBM eServer pSeries Sales Kit
* Available on Systemsales and BP websites:

‘-‘
-
‘\
.
-
=
.

* IBM OpenPower Sales Kit
* For IBMers: w3.ibm.com/linux/openpower

* For BPs: http://www-
1.ibm.com/partnerworld/sales/systems/myportal/ s.155/2507?na
vID=f220s260&geolD=All&prodID=IBM%20eServer%20And%?2
OTotalStorage%20Products&docID=0psk091404.skit&docType
=SalesKit&skCat=DocumentType

« IBM pSeries SMB sales kit

* http://w3-
1.ibm.com/sales/systems/portal/ _s.155/2547?navIiD=f400&geolD=AM&p
rodID=pSeries&docID=smbplay.skit&docType=SalesKit&skCat=Docum
entType

38 -
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Additional websites of interest

 Customer reference website
« Search by Geography, Country or Industry

» pSeries SMB Internal Deep Dive Education Modules-includes

pSeries Selling Guides by Industry — These education modules are in
PartnerWorld University (PWU), within SMB College. The link for PWU follows:

« SMB Express Microsite

 http://lwww-
1.ibm.com/businesscenter/smb/us/en/expressbridge?&ca=smb
expressbridge011105&tactic=&me=W&met=inli&re=SMBHome
Hero

39 'ON DEMAND BUSINESS™
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The SMBA website: one more tool for Partners

Partnerorld =

MMMMMMMMMMMMM

Bl Banheriorki IBM Small and Medium Business Advantage
Selling resources | by ! (B

vatketing resources

“roducts and

PartnerWorld IBM

| Overview | Market & sell | Education | Incentives | Teamin g | Offerings

2nd Ouarter 2004—1lssue 2
ParinerWorld: putting Business Pariners first]

Bu_siness F_’artner
Directions

[EZI] DEMAND BUSINESS
e-newsletter

ibm.eom/partnerworld

40

Continue to develop the SMBA
portal as the SMB view of IBM

» Clearly position SMBA with RSI
Advantage, ISV Advantage, and
PartnerWorld Industry Networks
and PW,

Continue strong outreach programs
in each geography to drive BP
utilization, particularly for new sales
enablement industry & solutions
content

Deploy Customer Value Monitor at
SMBA portal to establish baseline
for customer satisfaction of web
site and content

'ON DEMAND BUSINESS
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OpenPower 710

 OpenPower 710 announces on 1/25

« Attend OpenPower and Linux on Power courses
here at STGU.

# 'ON DEMAND BUSINESS™




Linux on POWER

WORK IN PROGRESS

OpenPower 710 — Positioning and key messages

Positioning

« Highly available 2U, 2-way POWERS server for application serving in
data center environments

« Rack-dense computing power with extreme availability and scalability
for constrained data centers and ASPs

Key Messages

* Rack-dense computing power with improved performance and high
availability

» Feature-rich application serving platform for constrained data centers
and ASPs

* Robust RAS from POWERS5 technology

Competitive Advantage
* Robust RAS capability
» Advanced virtualization technology

* Decade experience in 64 bit technology

2 'ON DEMAND BUSINESS™
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OP 710 Customer Profile

Primary Key User User Solution Applications/
Market Requirement Characteristics Environment Usage
Medium to Large » Growth Flexibility * Flexibility to grow rack * Internet/Intranet | + Dynamic Web
Enterprise - * Rack optimized designs environment or system Front End Serving
Constrained Data  Ease of use with business needs * Network * Encryption and
Center * Latest technology * Price/Performance Infrastructure security
Environments + Cable Management Computing * Workgroup + Caching
— Financial  Cost sensitive  Highly Segmented applications * Email apps
Services Networks with Multiple * Performance * IS / Websphere
— Retaill Locations clustering * RAS solutions
— Government « Computational
— Manufacturing Node
— Telecom
Internet Service * Rack optimized designs + Seeking cost * Network + Caching
Providers * Time to Revenue effectiveness Infrastructure * Load Balancing
* Ease of Service / * Need Quick installation * Web Content + Gateways
Installation for rapid growth Serving * Firewall
» Cable Management * MGT nodes/ Linux * Application » Content Serving

Clustering

Hosting services

» Groupware Access
+ Streaming Media

43
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IBM Linux on POWER IBM Confidential

OpenPower 710 — competitive play

Sun Unix Accounts
OpenPower 720
S ) 4U rack/tower
* Business processing
. _y 1, 2, 4-way
HP Unix Accounts | & Decision support
< » Server consolidation
|_
|_
<
Windows NT Accounts
¢ Infrastructure OpgSPO:Ver 710
* Web serving rac
» Server consolidation
IBM AIX accounts <
<
=
Ll
(1

4 'ON DEMAND BUSINESS®
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New IBM @server OpenPower 710 is ideal for
infrastructure, web serving and HPC applications

Leadership
Offerings

Specifications:

= 2U 1-way up to 2-way, rack-mount

Open Power |- 1.65 GHz processor frequency
= Up to 32GB memory
71 0 = 4 bays for Ultra320 SCSI drives

= 3 PCI-X slots, USB: 2, HMC: 2
= DVD ROM in base
= Redundant cooling and optional redundant power
= 3 year parts and labor NBD warranty and support
= Software support
— SLES 9 from Novell SUSE LINUX
— RHEL AS 4 from Red Hat
= |GS Service Offerings
= Advanced OpenPower Virtualization option
= Entry 1W $3,449 list, 2W $3,999'

1 Entry - 1 GB memory, 1x73 GB 10K Drive

45 'ON DEMAND BUSINESS®
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[eaders for Linux OS criteria

 Criteria:
 Be an Advanced or Premier member of PartnerWorld
« Demonstrate Technical Skill by having one person SUSE LINUX, LPI or

Red Hat certified

« Orif an ISV, have a commercially available application on Linux
» Detail one customer win using Linux and IBM products

* Benefits:

A fully funded custom telemarketing campaign with a high quality agency
around five well defined opportunity areas

:gc\:/re;:zsed incentives for Value Networks (teaming with ISV Advantage
S

Priority status to Participate in Linux Campaigns and Events (subject to
availability)

Linkage with Linux Impact team and SMB Sales Teams
Free Evaluation Software

And just ANNOUNCED - NEW benefits from Novell SUSE LINUX and
Red Hat

http://ibm.com/partnerworld/linux

This presentation is for IBM and IBM Business Partner education only. It is not for client distribution {ON DEMAND BUSINESS
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Linux on POWER™

Overview: Virtual Loaner Program™ - Linux on
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p5-510 and p5-510 Express

* These products announce on 2/8/05.

* Please attend the training call on Feb. 1, 2005 to
get all the latest information.

» Look for times and call in numbers in your SystemSeller
Newsletter or on the website under Education, pSeries.
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IBM eServer p5 IBM Confidential

The p5-510 crushes the Sun v240!*

Fewer systems to manage, fewer headaches, lower TCA!

2w Unix Shipments by U-rating (IBM, Sun, HP) p5-510 delivers 4 times the OLTP
25000 workload performance of the Sun V240!
20000 -
E 15000 - >2U :L; |
—— Y . =
5 e T ‘
1 — ® p5-
5000 Sun v240's IBM @:o.sé‘ggHzp5 510
0 ‘ ‘ ‘ ‘ 1.28GHz
Q4 '03 Q1'04 Q2'04 Q3'04
p5-510 2U 2-way Rack server p5-510E Price Comparison®
» First 2U server, since the B50
n rx2600
= 3 year warranty £ — -
= 4 Value Pak configurations ko
(2 x 1.5GHz 510Express & 2 x 1.65GHz 510) Q V240
= Optional Advanced POWER Virtualization
1w-1GB Value Pak 2w-2GB Value Pak

* - Sun V240 and HP rp3410, rx2600 have 1 year warranty
© 2004 IBM Corporation




IBM eServer p5 IBM Confidential

IBM @server p5 510 Express server

What is p5-510 Express:
= Lowest priced POWERS server
= 1.5GHz - 1, 2 way, 2U

Enhancements over p615:
= Performance

» POWER5™ vs POWER4™ POWER4+™
v"Unmatched performance leadership

- DLPAR el

= Optional Virtualization v>150% better P/P (over p615)'
= Target Audience: 100+employee size companies = Enhanced RAS

= p5-510 Express delivers - > 3 year warranty

» Concurrent firmware updates (2Q05)
Smaller 2U form-factor
Dual Gigabit Ethernet
External SCSI (standard)

v" Outstanding Value
v Easy to deploy and manage
v" Security and Reliability features

v High performance and configurability = Advanced POWER™ Virtualization
v" Deployment flexibility (AIX/Linux) > Virtualization of Resources
v (Optional) Advanced virtualization technologies > Fine Grained Micro-partitioning™
for higher asset utilization vIncrease flexibility & asset utilization

— Why p5-510 Express:

= Increase IBM presence in the SMB and distributed applications segment
= Grow IBM presence in existing accounts
= The p5-510 Express will retain existing pSeries® and RS/6000 customers

. v Replacement of previous offerings including B50, 150, 170, p610, p615
= Gain presence in the Linux entry server market.

1. Based on US List Price and IBM relative performance estimates of similarly configured 1,2way p615 1.2GHz and p5-510 1.5GHz servers

© 2004 IBM Corporation




IBM eServer p5

IBM Confidential

IBM p5-510 Express server — Business Value

= More value for your money
»  Competitively priced systems

» Improved asset and resource utilization
» High levels of reliability and availability

= Flexibility and fast business execution
»  Flexibility to run the vast library of AIX 5L and Linux applications

Outstanding POWERS performance provides more responsive systems
for enhanced client interaction and increased employee productivity

»

Modular, dense rack systems give the ability to build/modify computing resources as needs
change

= Low risk

S »
4

3 year warranty backed by IBM service or your local IBM trained reseller

» High-availability configurations enable continuous data availability for critical business data

Enhanced security for access control and intrusion detection with AIX 5L
Safeguard your data with the security of IBM @server and Unix

v

51 © 2004 IBM Corporation




IBM eServer pSeries

IBM Confidential

Positioning p5-510 Express and p5-510 - Overview

52

Competitors

Target Sectors

IBM Differentiators

Ideal Workloads

p5-510E Sun v20z, =SMB v'Competitive Price’ v ERP, CRM,
(1.5GHz) | Sun V240, — Retail v Cost of Ownership v email, workgroup server,
HP rp3410, _ Financial vEasy to Deploy and | v File and print,
AR _ Distribution Manage v Web serving,
— Distributed Branches “:RAS <3 SRy g €-commerce and
, Performance v" Application development
— Imeltiifizl v'Small Branch server,
—Media & Entertainment v'Small DB Server.
p5-510 Sun v20z, = Financial Services v'Price vOLTP,
(1.65GHz) | Sun V240, = Large Retailers v Performance v Applications server,
HP rp3410, = Public Sector vVirtualization v Database server,
HP rx2600 = HPC v Flexibility v" Datamining, DataMart,
= Industrial v'RAS & Security v eMail, File and Print,

= Media and Entertainment
= Service Providers
= Software Publishers/ISV

v Networking,

v" Security servers,

v Sys. Mgmt server,

v Proxy and caching servers,
v"HPC, Analytics,

v" Grid computing,

v" Streaming Media

1. Improved performance of the p5 servers may result in Clients requiring smaller HW configurations, which potentially lower HW costs

V’ﬁ\l DEMAND BUSINESS"
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Notes to Presenter

REQUIRED CHARTS

The presenter must display the Special Notices chart, the Notes on Benchmarks and
Values charts (if the referenced values are given), and the Notes on Performance
Estimates chart (if the referenced performance estimates are given) during the course of
the presentation. Any printed copies of this presentation that are distributed must include
legible copies of these charts. If printed copies are not distributed, the attendees must be
offered the option to receive legible printed copies of these charts.

TRADEMARKS

Please review the Special Notices page prior to updating this presentation to ensure all
trademarks used are given proper attribution.

SPEAKER NOTES

This presentation may contain speaker notes available imbedded or as a separate file.
Please ensure these are utilized if available.

Revised January 9, 2003
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Notes to Presenter (Cont.)

To properly view this presentation, you will need to install the
IBM ~ True Type Font - IBMeserver. If it is not properly
installed, you will see IBM * or ~ instead of IBM ~.

The font can be downloaded by IBMers from:
http://w3.ibm.com/sales/systems/portal/ _s.155/254?navID=f220s220t260&geolD=
All&prodID=pSeries&doclD=eserverfont

or by IBM Business Partners from:

Revised May 6, 2004
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Special Notices

This document was developed for IBM offerings in the United States as of the date of publication. IBM may not make these offerings available in
other countries, and the information is subject to change without notice. Consult your local IBM business contact for information on the IBM
offerings available in your area.

Information in this document concerning non-IBM products was obtained from the suppliers of these products or other public sources. Questions
on the capabilities of non-IBM products should be addressed to the suppliers of those products.

IBM may have patents or pending patent applications covering subject matter in this document. The furnishing of this document does not give
you any license to these patents. Send license inquires, in writing, to IBM Director of Licensing, IBM Corporation, New Castle Drive, Armonk, NY
10504-1785 USA.

All statements regarding IBM future direction and intent are subject to change or withdrawal without notice, and represent goals and objectives
only.

The information contained in this document has not been submitted to any formal IBM test and is provided "AS IS" with no warranties or
guarantees either expressed or implied.

All examples cited or described in this document are presented as illustrations of the manner in which some IBM products can be used and the
results that may be achieved. Actual environmental costs and performance characteristics will vary depending on individual client configurations
and conditions.

IBM Global Financing offerings are provided through IBM Credit Corporation in the United States and other IBM subsidiaries and divisions
worldwide to qualified commercial and government clients. Rates are based on a client's credit rating, financing terms, offering type, equipment
type and options, and may vary by country. Other restrictions may apply. Rates and offerings are subject to change, extension or withdrawal
without notice.

IBM is not responsible for printing errors in this document that result in pricing or information inaccuracies.
All prices shown are IBM's United States suggested list prices and are subject to change without notice; reseller prices may vary.
IBM hardware products are manufactured from new parts, or new and serviceable used parts. Regardless, our warranty terms apply.

Many of the pSeries features described in this document are operating system dependent and may not be available on Linux. For more
information, please check: http://www.ibm.com/servers/eserver/pseries/linux/whitepapers/linux_pseries.html.

Any performance data contained in this document was determined in a controlled environment. Actual results may vary significantly and are
dependent on many factors including system hardware configuration and software design and configuration. Some measurements quoted in this
document may have been made on development-level systems. There is no guarantee these measurements will be the same on generally-
available systems. Some measurements quoted in this document may have been estimated through extrapolation. Users of this document

should verify the applicable data for their specific environment. Revised February 6, 2004
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Special Notices (Cont.)

The following terms are registered trademarks of International Business Machines Corporation in the United States and/or other countries: AIX, AIX/L,
AlIX/L(logo), alphaWorks, AS/400, Blue Gene, Blue Lightning, C Set++, CICS, CICS/6000, CT/2, DataHub, DataJoiner, DB2, DEEP BLUE,
developerWorks, DFDSM, DirectTalk, DYNIX, DYNIX/ptx, e business(logo), e(logo)business, e(logo)server, Enterprise Storage Server, ESCON,
FlashCopy, GDDM, IBM, IBM(logo), ibm.com, IBM TotalStorage Proven, IntelliStation, IQ-Link, LANStreamer, LoadLeveler, Lotus, Lotus Notes,
Lotusphere, Magstar, MediaStreamer, Micro Channel, MQSeries, Net.Data, Netfinity, NetView, Network Station, Notes, NUMA-Q, Operating System/2,
Operating System/400, OS/2, 0S/390, OS/400, Parallel Sysplex, PartnerLink, PartnerWorld, POWERparallel, PowerPC, PowerPC(logo), Predictive
Failure Analysis, pSeries, PTX, ptx’/ADMIN, RISC System/6000, RS/6000, S/390, Scalable POWERparallel Systems, SecureWay, Sequent,
ServerProven, SP1, SP2, SpaceBall, System/390, The Engines of e-business, THINK, ThinkPad, Tivoli, Tivoli(logo), Tivoli Management Environment,
Tivoli Ready(logo), TME, TotalStorage, TURBOWAYS, VisualAge, WebSphere, xSeries, z/OS, zSeries.

The following terms are trademarks of International Business Machines Corporation in the United States and/or other countries: AIX/L(logo), AIX 5L,
AIX PVMe, AS/400e, BladeCenter, Chipkill, Cloudscape, DB2 OLAP Server, DB2 Universal Database, DFDSM, DFSORT, Domino, e-business(logo),
e-business on demand, eServer, GigaProcessor, HACMP, HACMP/6000, i5/0S, IBMLink, IBM Virtualization Engine, IMS, Intelligent Micro-Partitioning,
Miner, iSeries, NUMACenter, POWER, POWER Hypervisor, Power Architecture, Power Everywhere, PowerPC Architecture, PowerPC 603, PowerPC
603e, PowerPC 604, PowerPC 750, POWER2, POWER2 Architecture, POWER3, POWER4, POWER4+, POWER5, POWER5+, POWERS,
Redbooks, Sequent (logo), SequentLINK, Server Advantage, ServeRAID, Service Director, SmoothStart, SP, S/390 Parallel Enterprise Server,
ThinkVision, Tivoli Enterprise, TME 10, TotalStorage Proven, Ultramedia, VideoCharger, Visualization Data Explorer, X-Architecture, z/Architecture.

A full list of U.S. trademarks owned by IBM may be found at: http://www.ibm.com/legal/copytrade.shtml.
UNIX is a registered trademark in the United States and other countries licensed exclusively through The Open Group.
Linux is a registered trademark of Linus Torvalds in the United States, other countries or both.

Microsoft, Windows, Windows NT and the Windows logo are registered trademarks of Microsoft Corporation in the United States and/or other
countries.

Intel, ltanium and Pentium are registered trademarks and Intel Xeon and MMX are trademarks of Intel Corporation in the United States and/or other
countries

AMD Opteron is a trademark of Advanced Micro Devices, Inc.
Java and all Java-based trademarks and logos are trademarks of Sun Microsystems, Inc. in the United States and/or other countries.

TPC-C and TPC-H are trademarks of the Transaction Performance Processing Council (TPPC).

Revised August 2, 2004
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Notes on Benchmarks and Values

The benchmarks and values shown herein were derived using particular, well configured, development-level computer systems. Unless otherwise
indicated for a system, the values were derived using external cache, if external cache is supported on the system. Buyers should consult other
sources of information to evaluate the performance of systems they are considering buying and should consider conducting application oriented
testing. For additional information about the benchmarks, values and systems tested, contact your local IBM office or IBM authorized reseller or
access the following on the Web:

TPC http://www.tpc.org Linpack http://www.netlib.no/netlib/benchmark/performance.ps
Pro/E http://www.proe.com SPEC http://www.spec.org

GPC http://www.spec.org/gpc NotesBench Mail http://www.notesbench.org

VolanoMark http://www.volano.com STREAM http://www.cs.virginia.edu/stream/

Unless otherwise indicated for a system, the performance benchmarks were conducted using AIX V4.3 or AIX 5L. IBM C Set++ for AIX and IBM XL
FORTRAN for AIX with optimization were the compilers used in the benchmark tests. The preprocessors used in some benchmark tests include
KAP 3.2 for FORTRAN and KAP/C 1.4.2 from Kuck & Associates and VAST-2 v4.01X8 from Pacific-Sierra Research. The preprocessors were
purchased separately from these vendors. Other software packages like IBM ESSL for AIX and MASS for AIX were also used in some benchmarks.

The following SPEC and Linpack benchmarks reflect microprocessor, memory architecture, and compiler performance of the tested system (XX is
either 95 or 2000):

-SPECintXX - SPEC component-level benchmark that measures integer performance. Result is the geometric mean of eight tests comprising
the CINTXX benchmark suite. All of these are written in the C language. SPECint_baseXX is the result of the same tests as CINTXX with a
maximum of four compiler flags that must be used in all eight tests.

-SPECint_rateXX - Geometric average of the eight SPEC rates from the SPEC integer tests (CINTXX). SPECint_base_rateXX is the result of
the same tests as CINTXX with a maximum of four compiler flags that must be used in all eight tests.

-SPECfpXX - SPEC component-level benchmark that measures floating-point performance. Result is the geometric mean of ten tests, all written
in FORTRAN, included in the CFPXX benchmark suite. SPECfp_baseXX is the result of the same tests as CFPXX with a maximum of four
compiler flags that must be used in all ten tests.

-SPECp_rateXX - Geometric average of the ten SPEC rates from SPEC floating-point tests (CFPXX). SPECfp_base_rateXX is the result of the
same tests as CFPXX with a maximum of four compiler flags that must be used in all ten tests.

-SPECweb96 - Maximum number of Hypertext Transfer Protocol (HTTP) operations per second achieved on the SPECweb96 benchmark
without significant degradation of response time. The Web server software is ZEUS v.1.1 from Zeus Technology Ltd.

-SPECweb99 - Number of conforming, simultaneous connections the Web server can support using a predefined workload. The SPECweb99
test harness emulates clients sending the HTTP requests in the workload over slow Internet connections to the Web server. The Web server
software is Zeus from Zeus Technology Ltd.

-SPECweb99_ SSL - Number of conforming, simultaneous SSL encryption/decryption connections the Web server can support using a
predefined workload. The Web server software is Zeus from Zeus Technology Ltd.

-SPEC OMP2001 - Measures performance based on OpenMP applications.

-SPECsfs97_R1 - Measures speed and request-handling capabilities of NFS (network file server) computers.

Revised May 28, 2003

57 'ON DEMAND BUSINESS®




IBM Systems and Technology Group University 2005

Notes on Benchmarks and Values (Cont.)

-SPECjAppServer200X (where X is 1 or 2) - Measures the performance of Java Enterprise Application Servers using a subset of J2EE APIs in a
complete end-to-end Web application.

The Linpack benchmark measures floating-point performance of a system.
-Linpack DP (Double Precision) - n=100 is the array size. The results are measured in megaflops (MFLOPS).
-Linpack SP (Single Precision) - n=100 is the array size. The results are measured in MFLOPS.
-Linpack TPP (Toward Peak Performance) - n=1,000 is the array size. The results are measured in MFLOPS.
-Linpack HPC (Highly Parallel Computing) - solves the largest system of linear equations possible. The results are measured in GFLOPS.

STREAM is a simple synthetic benchmark program that measures sustainable memory bandwidth (in MB/s) and the corresponding computation rate
for simple vector kernels. Both standard and tuned results may be reported. http://www.cc.virginia.edu/stream/

VolanoMark is a 100% pure Java server benchmark that creates long-lasting network client connections in groups of 20 and measures how long it
takes for the clients to take turns broadcasting their messages to the group. The benchmark reports a score as the average number of messages
transferred by the server per second.

-The following Transaction Processing Performance Council (TPC) benchmarks reflect the performance of the microprocessor, memory subsystem,
disk subsystem, and some portions of the network:

-tpmC - TPC Benchmark C throughput measured as the average number of transactions processed per minute during a valid TPC-C configuration
run of at least twenty minutes.

-$/tpmC - TPC Benchmark C price/performance ratio reflects the estimated five year total cost of ownership for system hardware, software, and
maintenance and is determined by dividing such estimated total cost by the tpmC for the system.

-QppH is the power metric of TPC-H and is based on a geometric mean of the 17 TPC-H queries, the insert test, and the delete test. It measures
the ability of the system to give a single user the best possible response time by harnessing all available resources. QppH is scaled based on
database size from 30GB to 10TB.

-QthH is the throughput metric of TPC-H and is a classical throughput measurement characterizing the ability of the system to support a multiuser
workload in a balanced way. A number of query users is chosen, each of which must execute the full set of 17 queries in a different order. In the
background, there is an update stream running a series of insert/delete operations. QthH is scaled based on the database size from 30GB to
10TB.

-$/QphH is the price/performance metric for the TPC-H benchmark where QphH is the geometric mean of QppH and QthH. The price is the five-
year cost of ownership for the tested configuration and includes maintenance and software support.

Revised February 6, 2004
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Notes on Benchmarks and Values (Cont.)

The following graphics benchmarks reflect the performance of the microprocessor, memory subsystem, and graphics adapter:
-SPECxpc results - Xmark93 is the weighted geometric mean of 447 tests executed in the x11perf suite and is an indicator of 2D graphics
performance in an X environment. Larger values indicate better performance.
-SPECplb results (graPHIGS) - PLBwire93 and PLBsurf93 are geometric means of literal and optimized Picture Level Benchmark (PLB) tests for
3D wireframe and 3D surface tests, respectively. Larger values indicate better performance.
-SPECopc results - Viewperf 7 (3dsmax-01, DRV-08, DX-07, Light-05, ProE-01, UGS-01) and Viewperf 6.1.2 (AWadvs-04, DRV-07, DX-06,
Light-04, medMCAD-01, ProCDRS-03) are weighted geometric means of individual viewset metrics. Larger values indicate better performance.

The following graphics benchmarks reflect the performance of the microprocessor, memory subsystem, graphics adapter and disk subsystem.
-SPECapc Pro/Engineer 2000i2 results - PROE200012_2000370 was developed by the SPECapc committee to measure UNIX and Windows
workstations in a comparable real-world environment. Larger numbers indicate better performance.

The NotesBench Mail workload simulates users reading and sending mail. A simulated user will execute a prescribed set of functions 4 times per
hour and will generate mail traffic about every 90 minutes. Performance metrics are:
-NotesMark - transactions/minute (TPM).
-NotesBench users - number of client (user) sessions being simulated by the NotesBench workload.
“$/NotesMark - ratio of total system cost divided by the NotesMark (TPM) achieved on the Mail workload.
“$/User - ratio of total system cost divided by the number of client sessions successfully simulated for the NotesBench Mail workload measured.
Total system cost is the price of the server under test to the client, including hardware, operating system, and Domino Server licenses.

Application Benchmarks

-SAP - Benchmark overview information: http:// www.sap-ag.de/solutions/technology/bench.htm; Benchmark White Paper September, 2000;
http://www.sap-ag.de/solutions/technology/pdf/50020428.pdf.

-PeopleSoft - To get information on PeopleSoft benchmarks, contact PeopleSoft directly or the PeopleSoft/IBM International Competency Center
in
San Mateo, CA.

-Oracle Applications - Benchmark overview information: http://www.oracle.com/apps_benchmark/

-Baan - The Baan benchmark demonstrates the scalability of Baan ERP solutions. The test results provide the number of Baan Reference Users
(BRUs) that can be supported on a specific system. BRU is a single on-line user or a batch unit workload. These metrics are consistent with
those used internally by both IBM and Baan to size systems. To get more information on Baan benchmarks, go to http://www.ssaglobal.com.

-J.D. Edwards Applications - Product overview information at http://www.jdedwards.com.

Revised December 9, 2003
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