Web Solutions Seminar Target Audience 





Target Levels:


Primary Audience	Role		Objective


LOB for e-business (VP/Dir.)	Decision Maker (budget)	Endorse solution


CIO/Senior IT Executive	Power Sponsor		Endorse Solution


IT Manager	Key Influencer		Support Solution





Secondary Audience	Role		Objective


CEO, CTO	Key Influencer		Support solution


Analysts	Influencer		Positive reports and recommendations


Press	Influencer		Positive articles


System Administrator	Influencer		Support solution





Type of Customer:


Any company that heavily relies on its Web systems to meet e-business revenue targets.  This includes e-business models such as e-marketplaces, Web hosters, xSPs, dotcoms, and bricks ‘n clicks.





Enterprise 


Company size		>1000 employees


Titles			VP/Dir. of IT or e-business, Web Manager, IT ops staff


Key industries		Financial Services, Media, Retail


Targets	Prospects with no IBM/Tivoli Enterprise solutions 


			Customers with IBM/Tivoli Enterprise solutions 





Mid-market 


Company size		100 to 999 employees


Titles			VP/Dir. of IT or e-business, CIO, Web Manager, IT ops staff


Key Industries		Financial Services, Media, Retail


Targets	Prospects with no IBM/Tivoli Enterprise or Net Gen solutions


	Customers with IBM/Tivoli Enterprise or Net Gen solutions





Service Providers 


Company Types	Focus on Hosters/AIPs (Application Infrastructure Providers), ASPs (Application Service Providers), MSPs (Management Service Providers)


Titles			Owner/Pres/Business Mgr, CIO, IT/Product Manager


Targets			All (All Sp accounts should be treated as prospects--they do not have brand loyalty)





Web Management Solution Customer Characteristics:


Most companies that are adopting e-business strategies are more interested in competitive advantage than in reducing costs.  Lines of business are becoming more involved with the company’s e-business strategy.  Lines of business are also more transactional and customer focused.  Target buyers will likely be most interested in helping guarantee reliability of their e-business systems.





The typical e-business is experiencing the following concerns:


A desire to find out about broken links before their customers do.


A desire to verify that content on their Web pages hasn’t been changed or is still available.


A desire to determine their customers’ experiences on their Web site – can the customers access the pages?  Can they complete transactions?  How long does it take?


A desire to measure percentage uptime to ensure that they have met their service level agreements (SLA), or to make sure that the ISP is living up to the SLA.


When Web pages are slow, a need to determine exactly where the problem is, whether it’s the company’s Web system, the ISP, or the visitor’s browser.


A desire to monitor Web performance without installing client software in the end-users’ environment or opening ports in the firewall.


A desire to schedule reports easily and quickly from a browser without compromising security.





Web Management solutions – Key messages:


Find potential problems before your customers do


Determine how your systems respond to your customers


Optimize your service through simulated outside-in probing of your Web site


Assess your Web performance at the point of delivery to your customers’ Web browsers


Capture information on the actual customer experience, without installing intrusive client code


Determine if performance problems are occurring on your systems or others


Get an integrated view of your Web server and performance data at various traffic levels


Tune your e-business system for optimal performance


Use OLAP technology for in-depth analysis with easy-to-read graphical reports








Key Verticals/business models:





Financial: Financial services companies are rapidly moving to Web-based delivery of their services directly to the consumer.  This not only reduces their costs, but it also improves customer satisfaction by providing fast access to the information they need.  However, providing services directly to the customer requires the Web services to available and responsive 24 hours a day.  The Tivoli Web solution helps insure critical Web applications are always available and within response time criteria. 





Retail: Business initiatives for retail include increasing customer acquisition and retention through the development of multi-channel retail enterprises by accelerating new channel deployment and integration.  In addition, reducing the cost of operations by integrating with suppliers (store to warehouse and warehouse to supplier) in an e-marketplace exchange.  The Tivoli Web solution improves customer retention by identifying trends in response time for key Web applications and providing alerts before customers are affected.





Service Providers: Key to the success of service providers is the ability to offer capabilities that provide competitive differentiation.  Tivoli Web solution provides the tools to deliver application performance and availability monitoring that they can use themselves and/or sell as a service to their customers.





Signature Selling Method Sales Aids:


Signature Selling Method sales aids specific to Web Mgmt. have been created for several industries.  These sales aids are available on the MOT under Sales Kit, under Web Management.





Recommended List Rentals:


Recommendations are outlined below; some lists have international names available for purchase.  Those stating “Traditional Audience” target mainly the prospects within the ‘brick and mortar’ companies, extending their company to a ‘brick and click’.  Those listed as “e-Business” are those that target companies that conduct business solely via the Web.





Please note: ISP Industries are selectable off these DM lists.  The best bet to reach ISPs is to go to a major business database (such as Dunn & Bradstreet or InfoUSA) and select by industry code.  As for ASPs, they are so new that they do not have an industry code, and thus are hard to target.








CMP Network and LAN Professionals.. (Traditional Audience).


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


1.5 million names


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


International names available


$175 USD per million, selects $10-$25 USD per million for each select





Cahners IT Marketplace (Traditional Audience).


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


1.6 million 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 USD per million, selects $10 - $30 USD per million for each select





IDG Executives by Job Title (Traditional and e-Business).  


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


1.5 million names


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


Likely to be best source of international names


$120 USD per million, $16-$36 USD per million for each select


International names $200 U.S. per million





Harte-Hanks Market Intelligence (Traditional).


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 LAN 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 US and Canada


Information on companies updated every 12-18 months by phone survey


Contact names updated every 12 months





Industry Standard (e-Business/ LOB)


Subscribers (LOB focus)


Internet- related publication; targets senior-level executives - “Internet Business Strategists”


171,212 circulation


Key selects: region/state, job title, gender.


$185 U.S. per M, selects $7.5-$25 U.S. per M for each select.





Red Herring (e-Business/ LOB)


Subscribers


Technological innovation, analyzes important trends in technology, news/analysis that affect future, help business executives apply technology to their competitive advantage.


242,336 circulation


Key selects: region/state, job title, number of employees, industry type.


$195 U.S. per M, selects $10 - $35 U.S. per M for each select.





Upside (e-Business)


Subscribers


Technological innovation, analyzes important trends in technology, news/analysis that affect future, help business executives apply technology to their competitive advantage.


237,662 circulation


Key selects: region/state, job title, number of employees, industry type.


$215 U.S. per M, selects $5 - $50 U.S. per M for each select.





ZD Smart Business for the New Economy (e-Business)


Subscribers


Technological innovation, analyzes important trends in technology, news/analysis that affect future, help business executives apply technology to their competitive advantage.


741,715 circulation


Key selects: region/state, job title, number of employees, industry type.


$160 U.S. per M, selects $6 - $25 U.S. per M for each select.





Business 2.0 / Published by Imagine Media (LOB).


Subscribers 


Focuses on emerging trends in business today, the new business economy.


275,151 circulation.


Key selects: region/state, business address, gender.


$180 U.S. per M, $5-$30 U.S. per M for each select.





ECompany Now (LOB).


Subscribers


Leading edge of the internet; what the developers of the new technologies are up to.


138,627 circulation.


Key selects: region/state, business address, gender.


$185 U.S. per M, $2-$11 U.S. per M for each select.





Wired Magazine (e-Business).


Subscribers


Targeting the leaders of the digital society.


368,991 circulation.


Key selects: region/state, business address, home address, gender, source.


$190 U.S. per M, $6-$20 U.S. per M for each select.
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