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Why a focus on creating winning proposals?

» Your proposal doesn’t get a second
chance to make a good first impression

= A great proposal will clinch the deal

= A poor one will kill it
» Which would you rather write?
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We have a deal progression issue I=E5

Our Customers

tell us:
Customer Goals IBM Value
& Pain Points Proposition
Where does it hurt?
Our Sellers ’ = Symptoms:
tell us:

» Slipped deals
» Missed plan

» Drop in Pipeline
Yield

= Revenue decline

» Long sales cycle
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Client feedback: issues with IBM’s proposals

= Failure to focus on the client's
business problems

= No compelling value _
proposition Typical IBM Proposal Flow:

* Cloning too much

|IBM Products &
' Services
client

» Clichéd bragging

» Too long, difficult to read

» Technology not business
focused

= Sweeping claims, credibility
killers, marketing hype...
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Our Typical Response: A Passport Advantage Quote Letter...

Is this a client value driven approach? How can you drive the client to choose IBM?
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Did we identify client needs and a value proposition aligned to these needs?

© 2013 IBM Corporation



Our client’s shared this recipe for a winning proposal... I=%

= Tell a story —text is short CIO feedback on an IBM proposal:
and to the point

What makes a proposal ‘good’?

= Simple; short and sweet. Not long

] ] winded. (This is “biggest frustration”).
= Define how our offering “What are you hiding in long

meets this client’s needs | documens”

= “Must get executive summary down to

i i key 2/3 pages”.
= Provide prOOf pOIntS that = “| don’t want to hear about the

|B|\/| iS the right Choice capabilities, e.g. so many thousand

staff”, “I want to hear what they have
actually done and will do for me”

= Boilerplate = fail

The Executive Summary is your most valuable selling tool...
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We Lose

Write executive
summary last

* Write body of
proposal

e Use executive
summary as
summary of all
sections of proposal

We Win

Start with the
Executive Summary

« \Write Executive Summary
first

o Start early in sales cycle,
before RFP or proposal
stage and use as Trial
Close

e Builds the team’s Win
Theme NOW
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A Value Driven Proposal (VDP): Executive Summary Elements ==

Client’s Case for Change

Our Approach and

v

Business Value

v

v

Why Select IBM?

Recommended Delivery
Plan and Next Steps

»
»

Our Understanding of Your Goals

Identify this client’s key issues and goals
Describe the client’s situation and compelling
reason to act or risks of a postponed decision
Define IBM’s interest and our shared agenda

The IBM Solution

Describe how IBM will address their issues
Describe the tangible benefits/outcomes of the
solution for the client

Define the added immediate benefits by
making this investment now

Why IBM?

Make a strong case for why IBM is the best
choice to enable a positive business outcome for
this client

Define key differentiators that sets IBM apart
from our competitors

Leave them with an understanding of the value of
selecting IBM

How to Move Forward

Provide our approach to move forward aligned
to their needs

Include proof points on why this is the right
approach and provide next steps

© 2013 IBM Corporation



Our Understanding of Your Goals

Provide a short statement defining this client’s situation/case for change and/or the
business shift that leads to the need for an investment today.

= Argument/discussion point 1
= Argument 2 [only if needed]
= Argument 3 [only if needed]

TIP: This section identifies their value drivers (reason for investment). It prepares for us

to position the levers (solution, approach, etc.) that we will use to address those drivers.
What is their compelling reason to act — or their business urgency?

© 2013 IBM Corporation



The IBM Solution (this is your approach and value proposition)

Provide a short overview of our recommended approach to address this client’s key needs and

10

challenges
Define the business outcome this approach will enable
Define the benefits this solution will enable for this client

Tie this approach to the case for change defined in the “your situation” section.

TIP: This solution description should be understandable to anyone reading the proposal (from
procurement to LOB and IT). A high-level graphic showing our approach can be useful here.
Consider:

*What does this solution do? What value is created/enabled?

*How can we differentiate our proposition by positioning IBM assets?

*What's the go-forward plan (our approach)? At what stages will the client be able to see value?
*Does our approach help to enhance their Return on Investment (ROI) through better integration, non-
proprietary technology, openness/flexibility, interoperability, etc.?

© 2013 IBM Corporation



Our Understanding of Your Goals

Worldwide, companies like ABC Corporation are
increasingly demanding more from their information
technology infrastructure — increased flexibility,
increased scalability, and increased agility to meet
changing business needs. At the same time, they want
less — reduced cost, reduced energy utilization, and
reduced time to deploy and recover their investment.

The IBM Solution

IBM has been your partner for over a decade
supplying solutions and products that support your
information technology environment. Working with you,
we have delivered significant performance, productivity,
and cost-reduction benefits for your business.

Over the years, our solution capabilities have given
ABC Corporation the reliability, availability, security, and
manageability to substantially improve your operations
and achieve efficiency while accommodating growth at
reduced costs. These characteristics have been and will
remain fundamental to the IBM portfolio. We believe our
new offerings present you with an opportunity to reduce
the costs and increase the availability of your
information technology infrastructure

11

To General — we have not provided
enough information to prepare the
reader for our approach / value.

Does not tie to client — is this just a list of
IBM project driven benefits? What tangible
benefits will we enable?

Better Example =

© 2013 IBM Corporation



Our Understanding of Your Goals

The objective of ABC Corporation is to enhance its current IT infrastructure by initiating
Enterprise System Monitoring and Management (“ESM”), which will help in providing
centralized, integrated, intelligent and proactive solution for wide monitoring availability,
performance and reporting activities of ABC Corporation’s IT infrastructure.

IBM believes the following are the key factors of a successful partnership with you for Client focused — shows
thlslgwsc;tt:rategic working relationship with ABC Corporation.is a mutually beneficial el S0, INEMAND 2
long-term relationship. As market and technology leaders in each of our respective 50_"‘?' IBM relatlonslh!p
industries, there is much synergy to be gained in our corporate and business driving trust / credibility.
cooperation, from common objectives, sharing of experiences and learning, as well as
innovation and creativity.

- With IBM's understanding of your IT direction and business requirements which
allows us to align our solutions and resources very quickly and effectively to meet ABC
Corporation’s needs.

- IBM, the world's largest service organization with over 150,000 services staff, can
help design, build and install business solutions you need. ABC Corporation will also
benefit from our key services capabilities from site preparation, business recovery,
consulting, project management, systems integration, around-the-clock technical
support.

The IBM Solution

Key to successful realization of ABC Corporation’s stated goals is the implementation Builds trust — addresses their

and integration of people, processes and technology or tooling to support IT operations timeline and needs on the

gnd_platr;]ning. The !BtM ESM solutign will help tmhonitor, trnanage,_ atsr?ess,tplan art1d front end and uses current
esign the appropriate process and response the events occur in the entire system .

infrastructure, which reduce the complexity of managing its IT services. Our solution experiences as a lever to

recommendation takes into consideration the IT tools currently in place and is designed select IBM for success!

to fully leverage your existing investments.

Together, with Tivoli and IBM solutions, we are ready to help you minimize your risk

and maximize your capabilities today. We look forward to the opportunity to work with

ABC Corporation and demonstrate these benefits.

»....(continued)...
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Proposal Central — One source for proposal help and resources

Proposal Central

Valuz Driven Proposals Method — IEM's Value Selling Enablement Approach for winning proposals

AT
3 ‘ Centent

Templates

Templates

for Value Driven Proposals

Inzarts

Eropasal Writing Orals Education

How to use templates

for Value Driven Proposals

Help & Resources

Packaging ‘

oposal and SAM)

New! Use Proposal and Presentation Accelerator [PPX] to locate dynamic, tep quality, dient-ready propesal content from trusted sources. (formerly Find 2 Fro

News

about Value Driven Proposals

Value Selling Framewaork Input Template [Powerfoin:)
helps yeu defing your customar's needs and creatz 2
winning valuz propesition tunzd to thess needs,

Demand System VOP templates havz updated design
clements, prompts for tangible benefits, Smarter Blanat
initiztive, and 2 ene-page "top sheet” for the E}.ecutive
Summary (PowerBoint or play the “flip” prezentation®

VDP template languages:

English:
Microsoft Werd™:
Net numbarad: Letter | 44
Numberad: Letter | 24
PowerPoint™:
Presentation
Elznk templatzs [pet]| Instructiens
ANZ: Worg [A4)

Arahic: Ware [24)

Chinese:
Simplified: Word (4]

Tracitienal: Word [24]

Croatian: jord (4]

nordin

Czech: Word [24]

Danish: ord [44]

raal
ore (A4

For best results . . . Save tzmplatzs to your hard drive and uze them from therz, For details sze:
Howto uze tzmplatzs

Special notes shout templatzs

Bast practicss quides

What iz z "grezn’ templats?

Ready? If you can answer the questions in this checklist, yeu arz ready! Preparatien Checklist

Things you must know! 2sk the Szlzs Tranzaction Team the s2me questions that Sales Trnsaction Hub
Proposal professionals zsk the Seller/00, anc then use thatinformation te writz 2 great VOP! Questions
you MUST =sk vour dezl team

How to use templates

1. Save the desirad tzmplats to your hard crive,

2. Open the saved tamplate and save it with 2 nawnama,

L

. Fallaw the instructions proviced in red text within the tzmplats,

4, Uzz the Preparing Values Driven Proposzls guice to help you creatz and package proposzl
contznt,

w

. When you have completad the instructions, szve the fils, 2nd then delsts the instructions, tips,
and examples fram the propesal, No red text should remain in your proposzl,

-

Save your finzl prepeszl,

Best practices guides

Frogoszl Development Guidznce (PowerPsint] Gat the bazics and brand rezsurces to help you
use 1BM's Walus Selling Framework to build 2 propozzl that is tuned to the nesds of your cliznt,

New! Winning Clisnt Propesals and Contracts is

2 Proposal Widget, coupled with the comprehensive
rzzources of IBM'z Sales Transzction Hub [STH) znd the
Servicas Integration Hub [SIH), to help advance and
closz client czzls, Install the Proposal Widgst ave:

Gain the edge - winning propeszls A simple recips for
success: cefing their nz=cs, instill 2 trust that our

approzch will mezt their nzeds, ane deﬂnethetang\b\e
bensfits they will gzin warking with IEM. ;

Exscutive Summary infarmation for Marksting users:
,\'rltmq 2 WDP Exzcutive Summary ProDosaI Inzert
i 'p\a of 25 Oct "L 1 webinar szszion] PowerPoint

vErsion

1BM Storwize V7000 and other Stersge propesal suppert
Leverags these Quick Propesals to help you creatz and
deliver high quality, valus driven propesals to your Power
cliznts,

POWERT Kev Propessl Templates Leverage these Quick
Froposals to help you creates and celiver high quality,
valuz driven propesals to your Pewer clients,

2Enterprize Propesal Suppert Leverage the Quick
Fropossls and proposal inzerts to help you craate and
deliver high quality, valuz driven propesals to your
cliznts,

Businzss Accelsrators VDP SOWs to support the
Eusiness Valus Accelerators program

Winning Mers Businsss via Delivery of Valus Driven
Eropesals (69- minute Web lecture) Bast practices for
crzating engaging proposzls that mezt yeur cliznt's
expectations and feature the valus you can provide

About IEM decumant is 3 must sz2! To help you answer
questisns on [EM for yeur RFP or RF, dewnload the

13

One Stop for Help!

Proposal and
Presentation
Accelerator tool
* Reusable client
proposals

* Proposal Inserts
* IBM FAQ Content

The Value Selling

Framework

The VDP template

» 30+ languages
Help and Resources:

¢ Sales Transaction

Support
Education to Deepen

Your Skills

 Creating Winning
Proposals Widget

© 2013 IBM Corporation


http://w3.ibm.com/tools/ppx
http://w3.ibm.com/tools/ppx
http://w3.ibm.com/tools/ppx
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Help+and+Resources.html
https://w3-03.sso.ibm.com/transform/worksmart/tools/r2c/myportal/dealhub/dhc
https://w3-03.sso.ibm.com/transform/worksmart/tools/r2c/myportal/dealhub/dhc
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Education.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Education.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html

As of January 1, 2013, the Sales Transaction Hub (STH) and Customer
Fulfillment (CF) have been combined to form the Sales Transaction Support

(STS) organization within the Integrated Supply Chain (ISC)

Benefits

© 2013 IBM Corporation
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Support Area

| |

Sales Transaction Support (STS) capabilities are key to helping IBM
drive growth and deliver client value

From Pre Sales Through Cash Collection

Key Services

Support Area

Key Services

Bid & Proposal

Lead development of end-to-end client bid.

Order management

Seamless execution of client orders across

Management Serve as single interface;/ geographies and brands
Proposal Develop and deliver value-driven proposal to Scheduling & One stop support for successful delivery of
development ensure clarity & continuity delivery products to clients WW
Approvals Coordinate with Pricing, Contracts, QA and Contract Integrated support for HW, SW, services,
management other functions on behalf of seller management and maintenance contracts
Multimedia & Deliver high-quality document design, Inventor Maintain and disposition of new field
graphics prepare binders and CDs y inventory and related processes
. i i Billing & Prompt, accurate management of client
Intellectual capital Secure client and |nd_ustry references, ‘ ‘ g romp curate g
reusable assets & unique proposal content invoicing billing and invoicing systems
Technical solution Assemble brand, industry & fulfillment Accounts Timely collection of invoices and
development expertise for high quality deliverable receivable reconciliation of the AR file.

Self-service
resources

24x7 access to proposal templates, inserts
and reference materials

Business Partner
contracts

Administration of BP agreements and
transactional contract processes

Supporting Sellers, Clients & Business Partners

© 2013 IBM Corporation




.”.

Engaging STS for bid management support will minimize seller
time spent on presales activities

= Once engaged, the STS bid manager will faciliate the presales process on behalf of the seller. This support includes:
—Ensuring that the mandatory Oppty to Order process steps of Manage Opportunities have been
performed
—Facilitate solution design by engaging Techline on behalf of the seller, as required
—Obtain pricing approvals
—Develop a high quality, Value Driven Proposal
—Assemble a customer contract
—Initiate the Order to Cash process upon customer signature

Customer v
[ =]
OO/Seller
IBM Direct Cuos?ttoarwer
Sales Rep Apporfval
Decision

STS Bid Manager

Manage the
Opportunity

Design the
Solution

Process Steps

- Customer & Opportunity [ |- Solution Design - Pricing - Terms & Conditions - Contract -Solution Design
Repord Checks_ Coordination - Financing - Proposal - Business Unit Approval Transition (Submit

- Bid Team Assignment - Component (s) - Proposal Baseline Package To Fullfilment)
Assistance - Consolidated Compon. Assessment -Firm Order Exception

- Customer Requirements
- Win Plan

- Pre-Bid Consulting
-BTT

- Boards

- Denied Party List

- Export Regulations

- Credit Assessment

Process Steps

- Resources

- Compliance Engineering
& Engineering Affairs

- Open Source Software

- Procurement

- Technical Delivery
Assessment

- Integrated T. Review

Price the
Solution

Develop the
Proposal

Develop the
Contract

Process Steps

Process Steps

Process Steps

Transition To
Delivery

Process Steps

-Signing Recognition
Procedure / Global
Accounting Checklist

- Opportunity Learning
Review

- Transfer Solution
Design To Delivery

16
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Engaging STS for presales support

Use the relevant local STS request tool to

—

b

End to End Bid Hanagement
» Multi/Cross Brand
» Single Brand/Single Service
» Internaticnal Deal Support

Contract Preparation

* Contract Preparation
® Other

Pricing Suppurt

® Pricing Approvals
® Credit Checl

& Step 2: About the Request

Parent service request Id:

* Service request lead brand:E

* Requesting orgamzation:
* Requested Deal Hub due date:

* Ragion where client is located:

Proposal Suppurt
» Document Management & Print
» Graphics and Multimedia
» Cuick Propesal {(QF) Templates
® Proposal Writing & Editing
» Crals Ceaching

Intellectual Capital (ICAP)
Suppnrt

® [CAF Searches
® Client References

Technical Assistance [E

® Technical Sales Support

| Please make a selection ||

| Please make a selection v]

Pick a date =

|F‘Iease make a selection ¥

n
»

* Abstract or summary of the requast:E

Descrnption:

File Attachments

You may attach up to twenty-five (23] files to your request. Due to proble

upload in total size and do multiple uploads for faster response time. If 4

Add attachments

contact the seller acknowledging receipt of request and support will begin.

submit a service request
— In NA, Europe, and GMU, sellers use a
tool called “R2C” (AKA Deal Hub Connec
— In Japan, sellers engage through Deal Hu
Reguest Manager (DHRM)
= Select type of bid management required
3. Any relevant details about the deal (for
example solution type, or any special
instructions)
4. Complete all other mandatory fields in R2C
form (be sure to enter your Siebel #)
AND
5. Attach relevant documentation (for
example, config files) |
6.
17

Once the request is submitted, a STS bid manager will be assigned and he/she will

© 2013 IBM Corporation



https://w3-01.sso.ibm.com/transform/worksmart/tools/r2c/myportal/dealhub/dhc
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PPX — New System z Software Proposals

@ j Proposal and Presentation Accelerator (PPX)

I H-I:H'I"HE'-] Presentations i Proposals i BN Company Information i

Proposal and Presentation Acceferartor is a content management system that provides client-ready
presentations and reusable proposal content.

Featured presentation and proposal content

Sales initiatives/themes Business unit

= -
# IBEM Power Systems E Slobal Business Senvices

w s

-

7 IBM PuresSystems \Lﬂ. Slobal Technology Semvices

o = [= ]
ﬁ Industry Imperative %} 1BM Global Fimancing
= . -

w b
H@f Smarter Analytics - Software Group
LT,

T

4 Smarter Planet o Systems and Technology Group

IBEM zEnterprise

& System = Software

https://www.gosavo.com/IBM/CustomPage/View.aspx?id=2495498

© 2013 IBM Corporation
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PPX System z Software Proposal Instructions

Q ﬂ Software Group - System z Software

Developing a Client Proposal for System r Software

Welcome to the Software Group (SWG) System z Software proposal repository. To create a proposal: Download the appropriate proposal files. Combine the files
into a single proposal document using the instructions inside the files. Tailor the proposal for your client situation.

How to Proceed

Step 1- Selectthe preferred language for your proposal.
Step 2 - Download the System z Software base proposal files.

Step 3 - Download one (1) or mare of the Software Category files. Software Category proposal inserts
are intended to be combined with the System z Software base proposal.

Step 1. Preferred Language forthe Proposal

After you select the language, you will be directed to a page to select and download the required files
that are explained in Step 2 and 3.

English English (LK) Chinese French
Garman [talian Japanese Partuguese (Brazilian)
Russian Spanish Turkizsh

Additional Resources

= STG zEnterprise EC12 October Launch

= Creating Winning Proposals new enablement
program

@ sales Transaction Hub
= Creating Winning Client Proposals Webcast

™ Creating Winning Client Proposals PPT

https://www.gosavo.com/IBM/CustomPage/View.aspx?id=28566774

19
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PPX System z Proposal Inserts — Base + 10 Proposals based on Client
Needs & Capabilities

Qﬁ’ Software Group System z Software Proposals - English

Download the System z Software base proposals and appropriate System z Software proposal inserts by the category of Client Meed, by clicking on the asset title,
previewing the asset and downloading. You may also right click on the title and open in a new window to preview and download. After downloading the files, follow
the instructions inside each file and combine them into a single proposal, ready for tailoring to your client needs.

Step 2: Download the System z Software base proposal files

Step 3: Download one (1) or more of the Software Category files

Turn Information Into Insight Deepen Engagement with Customers, Enable the Agile Business
Parimers and Employees

Turn Information into Insights - System z Enable the Agile Business - System z
Software - October 2012 - US English ¢ Social Business on Systerm z - September Software - October 2012 - US English iMHEW:
fHET! 2012 - US English iHEW! fiar HaT

Delwver Enterprise Mobility Accelerate Productand Service Innovation Optimize IT and Business Infrastructure
Deliver Enterprise Mobility - System z Software Accelerate Product and Service Innovation - ZEnterprise - Cloud Ready - System z
- September 2012 - US English (MEw! iHaT! System z Software - September 2012 - US Software - September 2012 - US English iHew:

English ot fHaT
Manage Risk, Security and Compliance Enterprise Modernization - System z Software SmanCloud Security for zEnterprise - System
- September 2012 - US English {HEW! HaT! z Software - September 2012 - US English
Manage Risk, Security and Compliance - HRSgEal
System z Software - September 2012 - US Optimize IT and Business Infrastructure -
English irew! Hatt OMEGAMOM - System z Software - Sept 2012 -

IS English (MEw! iHoT!

https://www.gosavo.com/IBM/CustomPage/View.aspx?id=28571185
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Bookmark:

Complete Value Selling
Framework with Sales Team Find relevant content from...
Prepare -
| |
| | |
Proposal and Presentation Accelerator
Write the Executive Summary links:
Value Proposition as the Win Theme
Validate Test your value proposition in front of the decision maker NOW
(early & often) Via Executive Summary and/or Sltreamllned Proposal and Bid Process

Complete the Value Driven Leverage the Sales Transaction Support
Propose Proposal Template

21 Build Your Skills Creating Winning Proposals © 2013 IBM Corporation



http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
https://www.gosavo.com/IBM/CustomPage/View.aspx?id=2495498
https://w3-connections.ibm.com/communities/service/html/communityview?communityUuid=25d89b14-bf40-4c46-841c-2d7a62a52f6d#fullpageWidgetId%3DWde1c54d2b13b_4868_9fe2_0afe401a37d1%26file%3De845bee1-b188-42b4-afd3-629440f9f82f
https://w3-connections.ibm.com/communities/service/html/communityview?communityUuid=25d89b14-bf40-4c46-841c-2d7a62a52f6d#fullpageWidgetId%3DWde1c54d2b13b_4868_9fe2_0afe401a37d1%26file%3De845bee1-b188-42b4-afd3-629440f9f82f
http://w3.ibm.com/tools/ppx
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html
http://w3.ibm.com/ibm/resource/gts_dealhub.html
https://www.gosavo.com/IBM/Post/Post.aspx?id=28638484&view=
https://www.gosavo.com/IBM/CustomPage/View.aspx?id=20245439
https://www.gosavo.com/IBM/CustomPage/View.aspx?id=28566774
http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Education.html
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PartnerWorld provides sales assets for Business Partners HEE

VDP Proposal Inserts
and Quick Proposals:

IBM PartnerWorld Program  Products  Solutions  Services  Shortcuts

Find product resources = VDP format

including a value

Find product resources - Welcome p ro p O S I t I 0 n
Select from multiple categories to narrow your results. The number beside each value indicates ks S::;]n“eusasrdpanner .
how many results are available for your selections across the categories = Search tips ¥ upca:e = | | G reat Start I n g
Type: Proposal insert (1067) A - s .
Expert Inteqrated Systems: Select one bl : E::i:z:zl:j:s e p O I nt exam p I eS to
Hardware: Select one T I everag e
Software: Select on b R GJ
Software capability: Select one - LR %\1 u EX eC u t I Ve
Software sub-capability: Select one = @ Contactus Su m m ary
Services and financing: Select one bl
Operating system: Select one - :in;::re;rferzi:;m P r O p O S aI I n S ertS
Industry: Select one - = Events 100+ p ro d u CtS
Proposal support material en abled (U p to 12
languages
- Proposal inserts guag )
Create winning, client-focused Executive Summaries for your propasals faster, including why - :
a client needs an offering, our approach to meet a client's goals, solution overview and why QUICk PI’OpOS&lS
IBI is the right chaice., 250+ templates
- Quiick proposal templates mainlv Enalish
Available to Americas Business Partners for use in propasing 1IBM products to end-user ( a y g S )
customers.

Source: https://www-
304.ibm.com/partnerworld/wps/mem/!ut/p/c4/04 SB8K8XLLMIMSSzPy8xBz9CP00s3gDCxNHI4MwUydnAwtPJ680z1BDAW|Qj9SPM093CnYyCPYOMTKw
8DczMzDyswglMjT3SMDTWNNEPAZmMYIhSSmKOQfaUhAtRma6uDUvP|QYP2C7MOQkCwN]EWDWWHKC/?
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Value Driven Proposal — Value Selling Framework Page 1

Client Name:

Standard Value Proposition : . .

Define our understanding this
client’s goals:
= Articulate their key business

issues
ga:i;cér = Describe why this proposition is
(compelling Belggssar\r/] he cli hould d
reason to efine why the client should do
act) this now to achieve compelling
business outcomes
Step 1: Assess the
Define the IBM solution: Op po rtu n |ty -
= Describe our proposed
approach and map the key — =
business benefits to this client’s StOp Thlnk = Plan
key business issues
. = Define the unique and
S:Isllxgefsosr innovative parts of our solution,
the Client and how the solution enables
(client value business value for this client

= Articulate IBM benefits in terms
delivering faster outcomes and
reducing risk (focus on hard,
tangible outcomes; revenue,
EBITDA, margins, operating
costs, working capital, faster
time to market, etc.)

Available on Proposal Central I

24 © 2013 IBM Corporation
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http://w3-03.ibm.com/transform/worksmart/docs/Proposal+Central.html

Value Driven Proposal — Value Selling Framework Page 2

Why IBM?
(1IBM
unique
value)

Next
Steps,
Delivery
Plan

25

Client Name:

Standard Value Proposition
Elements

Define why IBM is the right
choice:

= Describe the benefits of an
IBM decision

= Define IBM’s strengths and
depth of experience as it
relates to this client’s
business needs

= Provide proof points on why
IBM is the right choice for
this client

= Define why the client
should do this now to
achieve compelling business
outcomes

Describe how we will move
forward:

= Define how we will
transition this client to our
solution Include elements
such as tracking by industry
standards, consultant’s
measurements, and other
gauges

= Describe program
management
considerations, governance
and how we will monitor,
etc.

Step 2: (continued)
Define our
approach...

| |
(R
Mgl
]

Client Detail and Benefits
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