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ECM Solution Structure 2012
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ECM Business Strategy and Priorities

Protect and Grow ECM Foundation

e High enterprise value offerings

e Production imaging and capture

e Win enterprise standardization decisions

Invest in High Growth Segments

e Advanced Case Management
e Information Lifecycle Governance

e Content Analytics

e Platform for horizontal and vertical solutions

Broaden Market Coverage

e Expand ability to service mid-market

e Fully staff and enable ECM sales team

e Support expansion into growth market geos

e Broaden industry coverage
3 © 2012 IBM Corporation



ECM

Roadmap Q1

Q2

IBM Software Partner Acaden

Q3

Q4

Released

Planned | Projected

Q2 Q3 Q4

2011/2012
Releases

OnDemand
z/0S 8.5

Datacap
Taskmaster
8.0.1

Datacap
FastDoc
Capture 1.2

Content

Manager 8.4.3

Content
Integrator 8.6

System
Monitor 4.5

FileNet CM
5.1

Enterprise
Records 5.1

IBM Atlas
6.0

Web Parts
222

Datacap
fixpack*

Case Mgr
5.1

FileNet BPM
5.1

“Nexus”
preview

Connections
bundles

ICPA for
Healthcare

IBM'’s statements regarding its plans, directions, and intent are subject to change or
withdrawal without notice at IBM’s sole discretion.

Information regarding potential future products is intended to outline our general product
direction and it should not be relied on in making a purchasing decision.

The information mentioned regarding potential future products is not a commitment,
promise, or legal obligation to deliver any material, code or functionality. Information
about potential future products may not be incorporated into any contract. The
development, release, and timing of any future features or functionality described for our
products remains at our sole discretion.

“Nexus”
Social Collab
Services

Datacap
Taskmaster

Case Mgr

ICC for SAP

Content
Collector

eDiscovery

Search &
Analytics

Classification
Module

ECM
Widgets

System
Monitor

eDiscovery
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Smarter Commerce can help transform every
phase of the commerce cycle
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4 Market

Creates
personalized and
relevant offers
with unified
cross-channel
marketing

J

/
Sell

Enables
customers and
partners to
buy what they
want, when and
where
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IBM’s integrated portfolio for Smarter Commerce

VALUE CHAIN STRATEGY AND SERVICES

Innovation and business value

Innovating and aligning business models to
drive value to the customer

IBM Software Partner Academy — Web- & Telefonkonferenzen 2012

Market and customer mgmt
Aligning sales, marketing and operations
to engage with customers

Operating and Organization Models
Designing operations, supply chain and the
organization model to deliver customer value

4 N

CORE BUSINESS SOLUTIONS
Core Business Processes

) /Sell

/Buy \/Market N Service N

¢ Trading Partner Mgmt
¢ Supplier Management
¢ Supply Chain Visibility
¢ Logistics Management

\_

¢ Inventory Optimization

/

\_

e Predictive Analytics/Modeling

¢ Behavioral Segmentation

¢ Cross-channel Campaign
Mgmt

¢ Search Optimization, Ad
Targeting

¢ Marketing Resource Mgmt

- /

¢ B2B & B2C Cross-channel
commerce

e Distributed Order
Orchestration

¢ Fulfillment and Supply Chain
Optimization

¢ Mobile Commerce

Qetail Store /

Advanced Analytics

Store analytics | Purchase analytics | Consumer loyalty | Predictive and prescriptive | Social analytics | Web analytics | Master data mgt

Workload Optimized Systems

Systems, Storage and Software focused on agility, integration and automation to drive relevant business outcomes

o

¢ Delivery & Service
Scheduling

¢ Customer Self Service
Enablement

e Reverse Logistics

e Case Management

/

/
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The CMO opportunity: CMOs influences $11B of the
$25B European New Commerce opportunity

Europe IOT

SELL

© 2012 IBM Corporation
Source: SWG MD Estimates using Buyer Behavior (Worldwide, All enterprise sizes, GMV weighted)



The CMO opportunity: IBM is the right partner to help
CMOs bring science to the art of marketing
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Dellvermg mtegrated solutlons and
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From
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| Over 2,000 of the world’s top brands rely
° ' el L0 =
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Roland Garros (6-8

CMO Ambassador clients) Wimbledon
US Open Golf (8-15 (6-8 clients)

£ 3
program clients)

IBM Marketing SC Madrid: Marketing
Transf. Whitepapers execs and practitioners
cmo/cio

US Open CMO Advisory
Tennis Board
(20 clients) (20 clients)

Paris Forum

(100 clients)

Academy
Announcement

CMO Study:
briefings, Whitepaper

roundtables and _ ' e York Eorum:
third party events |bm.c?m e (100 clients)

Implications

Client Experience

Feb March April May June July August Sept Oct Nov Dec

*\pproach *\pproach
efinement efinement

CMO Digital Selected individuals *:\ppmach

. training & enablement efinement
Briefcase*

Account planning

enablement I Knowledge and Skills

Focus for Geo

Management System
-
Peer Groups and Partnerships

GBS Partners & APs
CMO Enablement

IBMer Experience

I TOOIS and TEChnOIOg\éZOQIBM Corporation
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Kontaktdaten
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Benjamin Lobmueller
Field Marketing Leader

Industry Solutions

IBM Deutschland

Mobile 0170 - 2221107
Email  Lobmueller@de.ibm.com
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Business Analytics
Marketing

Karsten Wilhelmus
13.06.2012
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Smarter Analytics
— das Nervensystem

eines smarten Planeten -

www.ibm.com/SmarterAnalytics/de
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Wachstumszahlen bis 2015
Der BAO-Markt in Deutschland

£ 7.000
&
6.000
5.000
4.000
3.000
2.000

1.000

$ 5.8bn

$ 6.5bn

Ky

CAGR
19012
4.1%

4.8%

o
0.9%

2012 2013 2014

mGBSE wmGTSE mSTG

Source: 2H11 BAO market opportunity, plan rate, served
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2015
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§ 5.8bn

2012

m Communications
® Retail & Consumer Products Auto & Process Industries

m Public
m General Business

2013 2014 2015

minsurance
m Travel & Transport

CEl

Mote: branch cakulation bazed on IM branch split after gmyv 2h11, served ce
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Smarter Analytics

Media

* Print

- TV

144

Die Zeit (14.6./21.6./28.6.)
Spiegel (11.6./18.6./25.6.)
Cicero (28.6.)

14.05. - 30.06.

,»SlfRe Daten*
(PreRolls und andere
Videoformate)

« Banner-Fireplace
* Mobile

Mitte Sept. bis Mitte
Oktober

IBM Software Partner Academ

D: I das Ner eines smarten Planeten.

— Web- & Telefonkonferenzen 2012

Sehen Sie selbst,
wie eine ﬂ
GroBbdckerei }
mit Hilfe von g
Datenanalyse

bis zu 20%

wirtscherftlicher
arbeitet,

“smaner @ Analytics ™ .

‘@.
ol
([
[l

Smarter Analytics




Q3 Highlights

« Etablierung der ,IBM BAO ACADEMY* als eine zentrale Informations-
Plattform fur ALLE Kunden und Interessenten rund um die Themenbereiche
Business Analytics, Information Management und Industry Solutions

 Die Plattform beherbergt alle Webinare rund um die verschiedenen BAO-
Themengebiete, so dass die Kunden/Interessenten jederzeit Zugriff auf die
relevanten Themen hat

« 4 bis 16 Webseminare pro Monat, ab Q3 auch als recorded session
abrufbar

15 © 2012 IBM Corporation
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- - FPM RISK BA
el

|I IBM Performance 2012:

Marketingaktivitaten Q3/12 (draft)

event in Nov. 2012

T W oevs ||

|I| Telemarketingaktionen: Public Sector, BA-topics

I I Teleout RISK

I I BAO Academy: Webcast Serie ( all BA topics)

I I RTE Campaigns (all BA) Il RTE Campaigns (all BA)

E Sonstiges
BAO Insider

Presse PR Activities

73
73
o
c
o
L
S
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Karsten Wilhelmus

Field Marketing Leader Business Analytics
karsten.wilhelmus@de.ibm.com
+49-7034-64 30 958

+49-151-147 16 176

17
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Marketing Aktivitaten — IBM Information Management

Q3/2012

Oliver Seifried
Field Marketing Leader
Information Management

13.06.2012
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Served GB SW will grow 3.5% in 2012, GB MM 4.0%, GB LE 1.8%.

Served SWG Market Germany 2012 - GB MM Market Growth SWG Germany — GB MM
Total = $ 1.7bn, AGR 4.0%

Rational AIM AIM
8% 11%
i < micm /An@
ICS

Tivoli
26% Tivoli
Rational

Analytics
44%

-1% 0% 1% 2% 3% 4% 5% 6%
®AGR 11/10 mAGR 12/11

Served SWG Market Germany 2012 - GB LE = Market Growth SWG Germany — GB LE
Total = $ 578m, AGR 1.8%

Rational AIM AV
0
8% 12% @/CM / Anal@
i ICS
Tivoli

Rational -2.5%

IM/CM / Total
Analytics
44% -3% -2% -1% 0% 1% 2% 3% 4%
BAGR11/10 mAGR 12/11

Source: October 2011 QMV EMEA Coverage View, served market, plan rate
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Die relevanten Markte fur Information Management SW 2012
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Key - Events in Q3

» 1 hink Big“ - Virtuelles Information
Management Forum

August, danach 4Mon. Remote

Kontakt:
Stephanie.Bunzel@de.ibm.com

Konferenz der Computerwoche zu
Big Data

26/27.09, Offenbach

Kontakt:
Sandra.Bartsch@de.ibm.com

internationale Leitmesse und Kongress fur die
gesamte digitale Wirtschaft. Information
Management ist als Teil des IBM Standes

12/13.09, KdIn

Kontakt:
zum Kontext BigData vertreten
g Sandra.Bartsch@de.ibm.com
Break Free Forum tbd.
Kontakt:

Sabine.Klimek@de.ibm.com

21

PoT Workshops: InfoSphere Information
Server und und Ready to launch offering

tbd.
Kontakit:
Stephanie.Bunzel@de.ibm.com

© 2012 1BM Corpq
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Sonstiges

o BH Information Governance Juli Monika.Schneider@de.ibm.com
Data Management
INSIDER |so0:
o e oot Information Governance ongoing Oliver.Seifried@de.ibm.com
gy Data Management
InformationOnDemand 2012 .
e Big Data
XI NG ) Data Management, Security Juli Monika.Schneider@de.ibm.com
DB2 User Group auf XING
Information Governance Ongoing Sabine.Klimek@de.ibm.com
PUTERWOCHE Data Management
Big Data
Subnet auf Computerwoche online
(hot topic)
TDAA D A A ~merdmemnes | INformation Governance Juli Stephanie.Bunzel@de.ibm.com
miriantd B e Neiiandms e Data Management Monika.Schneider@de.ibm.com
Big Data Sandra.Bartsch@de.ibm.com
22 Sabine.Klimek@de v gormion




L 4 L 4

Kontaktdaten
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Oliver Seifried

Field Marketing Leader
Information Management
IBM Deutschland

Mobile 0151 - 167 048 48
Email  Oliver.Seifreid@de.ibm.com

© 2012 IBM Corporation
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Kontaktdaten IBM SWG Channel Marketing Team

Software Channel, GB E und MM Marketing
Teamlead Suzan Aydin

Software GB Enterprise &

Software Channel Marketing MidMarketing Marketing

Michaela Voss
GB MidMarket
Michaela.Voss@de.ibm.com

Monika Lindemeier
VAD, ASL, PSC Nord & Ost
Monika.Lindemeier@de.ibm.com

Anette Forstmeier
Tivoli, AlM, Rational, IM, Security, BPLM,
PSC Siid & Silidwest
anette.forstmeier@de.ibm.com

Meike Hieronimus %
GB Enterprise 73
Meike.Hieronimus@de.ibm.com

Silke Cohnen
Core Partner, Acquisition, PSC West
silke.cohnen@de.ibm.com

B
Peter Schneider A

ICS, BA, IndSol, BPLM, Core Partner, PSC Mitte "-_ Y
Peter.Schneider@de.ibm.com ‘@
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