What are the responsibilities of the submitter and the key contact for a reference?
By submitting this reference you are confirming that:

- The customer has agreed to be a reference

Step 1: CUSTOMER INFORMATION
CUSTOMER INFORMATION 
Customer’s Company Name: 


Customer’s URL:


Customer’s City:


Customer’s State or Province:


Customer’s Country:


* What is your customer’s geographic location?
__ Asia/Pacific
__ Latin America

__ Europe/Middle East/Africa (EMEA)
__ North America

* Is this a SMB customer?   Yes ___     No ___

* Customer’s Industry
__ Aerospace & Defense
__ Healthcare

__ Automotive
__ Higher Education

__ Banking
__ Insurance

__ Basic/Secondary Education
__ Life Sciences

     Chemicals & Petroleum
__ Media & Entertainment

__ Computer Services
__ Pharmaceuticals

__ Construction/Architecture/Engineering
__ Process

__ Consumer Packaged Goods
__ Professional Services

__ Electronics
__ Retail

__ Energy & Utilities
__ Telecommunications

__ Financial Markets
__ Textiles

__ General Manufacturing
__ Travel & Transportation

__ Government
__ Wholesale Distribution & Services


__Other (Please specify                                      )

* Please describe the customer’s business including examples of the customer’s services or offerings and its geograhic locations.  What are the business issues (industry drivers) that are influencing this client? Describe the customers business environment and goals to the give the reader an idea of where the business is headed.
___________________________________________________________________________

___________________________________________________________________________

Step 2: COMPONENTS               

  What are the primary IBM components in this solution?  Select at least one Component. Do not select a component here unless this reference is for that component and you have detailed knowledge about how it is used in the solution.   
Software Components
__ Data Management- includes Bus Intelligence
__ Tivoli Configuration & Operations

__ DB2 and IMS Tools
__ Tivoli Performance & Availability

__ Linux
__ Tivoli Security Solutions

__ Lotus
__ Tivoli Storage Management

__ Pervasive Computing
__ Tivoli zSeries

__ Rational software
__ Web Services

__ Storage software
__ WebSphere

Step 3: PRODUCT INFORMATION
Information about the specific products used in the solution

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Step 4: SOLUTION INFORMATION
____________________________________________________________________________

What is the overall focus of this solution?  (Please check all that apply)

__ Business Continuance
__ Product Lifecycle Management

__ Customer Relationship Management
__ SAN Solutions

__ Digital Media
__ Server Consolidation

__ e-business infrastructure
__ Storage Consolidation

__ Enterprise Resource Planning
__ Supply Chain Management

__ Learning and Training
__ TotalStorage Proven

* Is this an e-business on demand solution?    

__  Yes

__  No
Please select those business elements which are affected by this on demand solution:

 ___ Business transformation - Transforming an organization's strategy, processes, technology and culture by applying deep business process insight with advanced technologies to increase business productivity and enable flexible growth.
___ Operating environment - An approachable, adaptive, integrated and reliable infrastructure delivering on demand services for on demand business operations.
___ Utility computing - Utility computing is the delivery of business processes, applications and/or infrastructure on demand with usage based charges around IT and/or business metrics.
Customer Need                                            
* Please describe the customer's specific business needs. What in their current environment is inhibiting them from realizing increased business value? What was the customer's pain point and challenge?
 What specific business goals and/or objectives was the customer trying to achieve?  (Example: the goal was to deploy a next-generation solution to dramatically reduce processing expense and enable the business to provide customer-focused product offerings.)

If this is an on demand solution why did they become an on demand business? What are the business issues that are driving this client to need to be more variable, focused, resilient and responsive (more "on demand")? 

Description of  solution
* Please describe the business solution that was implemented for this customer.  Include all hardware, software and services offerings you selected, and describe how they were used in the solution. 
For on demand solutions how did they adapt their business model (business process, governance)?  How is the approach they are taking "on demand"?  How did they build an operating environment to enable it?  How does the solution address the customer's pain point(s) and challenge(s)?
Benefits
* Describe and quantify the BUSINESS BENEFITS

Please list the quantifiable business benefits resulting from the solution. What business and process level results will be realized or have been realized?

For on demand solutions what benefit is there in building an operating environment to enable on demand versus alternative approaches?

The more you can quantify the benefits, the more powerful this reference will be.  (Example: inventory was reduced 25%, generating a savings of $10 million/year).  Also, for on demand solutions, please indicate how another client could get started to accomplish similar results/benefits?
Please name the BP involved on this project and describe the services they provided.
Was third party software or hardware used in this solution?   Yes___     No ___
If yes, list the software and hardware used, including version numbers or model numbers of products.
For example, Oracle, PeopleSoft, Rational Rose, SAP, Siebel, etc etc. Please include all implemented modules
Please select the Hardware Platform(s) used in this solution:

___ Amdahl
___ iSeries
___ S/390

___ AS/400
___ Netfinity
___ Silicon Graphics

___ Compaq
___ NetVista
___ SUN SparcStation

___ Dell
___ pSeries
___ Thinkpad

___ Hitachi
___ RS/6000
___ xSeries

___ HP
___ RS/6000 SP
___ zSeries

Other Hardware Platforms:

Please select the Software Platform(s) used in this solution:

___ AIX
___ Novell NetWare
___Win 2K Datacenter Server

___ AIX 5GL (Monterey)
___ OS/2
___Win 2K Server

___ Compaq OpenVMS
___ OS/390
___ Windows 95/98

___ Compaq Tru64
___ OS/400
___ Windows ME

___ DYNIX/ptx
___ Sinix
___ Windows NT

___ HACMP
___ Sun Solaris
___ Windows Small Bus Server

___ HP-UX
___ UNIX
___ Windows XP 

___ IRIX (SGI)
___ VM/ESA
___ z/VM

___ Linux
___ VSE/ESA
___ zOS

___ Linux clusters
___ Windows 2K 


___ Lotus Domino
___ Win 2K Advanced Server


Other Software Platforms:
* Installation/Project start date?  (mm/yyyy)  ___________ 

* Installation/Project end date?  (mm/yyyy)   ___________

Enter any customer approved quotes here. Be sure to include the customer’s name and title. 

* Who were IBM’s competitors for this business? ____________________

* Was this a competitive winback?  Yes ___  No ___


If yes, which competitor(s) were displaced?  ________________________

* What were the key factors that contributed to the win? (For example: How did we succeed in winning them back?  What were the key reasons the customer decided to go with IBM?)
Step 4: REFERENCE USAGE 
* How is your customer willing to be referenced? (Please check all that apply)

__ Reference in IBM Proposal - The customer can be referenced for the solution documented in this reference in IBM proposals for new business

__ Customer Phone Call - Information requests from other customers will be accepted by telephone

__ Customer Visit - Visits from other customers can be accommodated

__ Customer Line-of Business executive contact  - A non-IT customer executive, CEO, CFO or Line of Business Executive, is willing to be available as a reference contact by arrangement.

__ Article - Customer may be willing to write an article for publication in professional journals



__ Customer Success Story/Case Study -The solution may be profiled in a sales/marketing deliverable to be published in hard copy or on IBM web sites 

__ Reference in IBM Speech or Presentation - Solution may be referenced in an IBM speech or

presentation

__ Speaker - Customer may be  willing to speak at IBM or industry events

__ Talk to Broadcast Media (TV/Radio) - Customer may be will to be contacted by broadcast media representatives

__ Talk to Consultant/Analyst - Customer may be willing to be contacted by industry consultants or analysts

__ Talk to Press - Customer may be willing to be contacted by print media representatives

__ Video - Customer may be willing to appear in an IBM video

*Customer references are typically made available on the PartnerWorld/PartnerInfo web site for our business partners, just like they are available on the Customer Reference Materials Database for IBMers, to help our total sales organization sell IBM offerings.  Can this reference be included in the PartnerWorld/PartnerInfo customer references web pages?
Yes ____  No _____

SPECIAL HANDLING:
Please list any specific issues regarding customer referenceability or contact protocol.
Note: If this section is left blank, the following default sentence will appear on this reference: 

The customer has agreed to be a reference for sales situations. The status of any installation or implementation can change so you should always contact the IBM person named in the reference prior to discussing it with your customer.

Any public use such as in marketing materials, on WWW sites, in press articles, etc requires specific approval from the customer. It is the responsibility of the IBM person or any organization planning to use this reference to make sure that this is done.  The IBM account representative will, as appropriate, contact the customer for review.  You should not contact the customer directly. 



Step 4: OTHER CONTACTS
 Business Partner Information

 If an IBM Business Partner contributed to this solution, please provide the following information:

Business Partner Company Name:


BP Country:




BP Geography:


BP URL:


BP Contact First Name:


BP Contact Last Name:


BP Contact Title:


Classify the indirect channel as one of the following:

__ Agent
__ Solution Developer/ISV

__ IBM Business Partner - Software Prog
__ Solution Provider

__ Network Solution Provider
__ Subcontractor

__ Reseller
__ Systems Integrator

__ Services Provider
__ Web Integrator

