Tivoli SAN Solution Target Audience


Please note that for the SAN Solution Direct Marketing and Seminar Presentations the primary target levels are different.  The rest of the audience criteria is the same.

Direct Marketing Target Audience

Primary Target Levels:

Audience
Role
Objective

Data Center Manager 
Decision Maker
Endorse SAN solution

Network Operations
Decision Maker
Endorse SAN solution

Systems and Storage Admin.
Influencer
Endorse SAN solution

CIO, Senior IT Management
Power Sponsor / Decision Maker
Endorse SAN solution

Seminar Solutions Target Audience

Primary Target Levels:

Audience
Role
Objective

IT Manager
Sponsor
Support SAN solution

IT Architect
Influencer
Educate and support SAN solution

System Administrator
Influencer
Support SAN solution

Type of Customer:

· Primary: Fortune 1000 customers – enterprise market

· Secondary: Upper Middle Market (UMM) customers, small to mid markets

As a sub-group, we anticipate the best responses to come from the following:

· Current Tivoli customers 
· Tivoli storage customers with only a portion of the Tivoli storage solution installed 
· Tivoli prospects, particularly large enterprises
Key Verticals:

Financial (Banking) – Everyday, banks depend on highly reliable and scalable operations for planning, controlling, and managing mission-critical information.  The target financial customer has SAN and storage concerns of helping their IT department meet the increasing demands of the bank’s customers and staff without adding more IT people to staff, which can help the bank achieve profit/revenue growth.

Public Sector (Federal, State, and Local Governments) - this represents a large market, as government is faced with increasing mandates to supply the public with information and improved services while operating on restricted budgets.  The target public sector customer type is the government agency under pressure to provide and manage the ever-increasing information-based services to the public.

Communications Sector (Telecommunications) - telecommunication providers are a large opportunity as they need to maintain and control a large storage environment.  Software scalability will be an issue as they constantly increase the number of users.  Large telecoms will be the primary focus as they are beginning to feel the strain of this type of expansion, and need a truly scalable solution.

e-business/Net Generation – The volume of data businesses need to make available to their customers and staff is exploding, creating a data storage crisis.  Today’s online businesses rely on data protection strategies to survive, as well as require reliable storage management solutions. These days, if a customer has to wait for a site to load, that customer is just a “click-away” from going to your nearest competitor’s site.  E-businesses must be embraced as opportunities as they will be the primary focus entering into 2001.  The net generation economy also offers these companies the potential for a great deal of growth, thus scalability is a concern for these customers.  

Various Verticals (Education, Entertainment/Media, Healthcare, Manufacturing, and Retail)- Tivoli Storage Management Solutions protect your business value, revenue, and reputation, not just your data.

Recommended List Rentals:

Four recommendations are outlined below.  Three of the four lists have international names available for purchase. 

CMP Network and LAN Professionals. 

· Subscribers from CMP publications: Network Computing, Information Week, VAR Business, 32 other computer- related publications, websites & newsletters

· 1.5MM names

· Key selects: geography, job title, number of employees, purchasing authority

· International names available

· $175 U.S. per M, selects $10-$25 U.S. per M for each select.

Cahners IT Marketplace. 

· Subscribers from Cahners magazines:EDN, Electronic Business, and 100’s of websites, newsletters, and tradeshows. 

· 1.6MM names.

· Key selects: geography, job title, number of employees, purchasing authority.

· International names available.

· Names more likely to be hardware professionals.  

· Excellent service and quick response from Cahners reps.

· $165 U.S. per M, selects $10 - $30 U.S. per M for each select.
IDG Executives by Job Title.  

· Subscribers to IDG publications: ComputerWorld, PC World, 194 publications in 62 countries. 

· 1.5MM names.

· Key selects: geography, job title, number of employees, purchasing authority.

· Likely to be best source of international names. 

· $120 U.S. per M, $16-$36 U.S. per M for each select.

· International names $200 U.S. per M 
Harte-Hanks Market Intelligence.  
Formerly ZD Computer Intelligence.

· IBM has “master contract” which can provide savings.  Support from dedicated sales rep.

· Extensive profile of US company’s technology installations.

· Lists can be ordered based on criteria such as:

· What software and network tools are installed.

· Types of mainframes and servers.

· Number of nodes.

· Individual names and job titles.
· Complete sample profile shown online: http://www.accessci.zdmi.com/Pages/Leads/OutLine/Sample/Profile.htm

· Able to access and order online from 260,000 company records in U.S. & Canada
· Information on companies updated every 12-18 months by phone survey
· Contact names updated every 12 months
List Purchase – Tradeshows and Events:

It is suggested that each region / geo negotiate list purchase from the owners of key storage or SAN focused tradeshows and events in their region.  The list below outlines some of the key events in 2000 where Tivoli will have a strong storage and/or SAN presence.

	Business Show / Event
	Date
	Location

	FCTC
	October 10-12
	San Jose

	Gartner IT Expo
	October 17-19
	Orlando

	Storage Networking World
	October 30- November 1
	Orlando

	Gartner IT Expo
	November 6-10
	France
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