Budget Authority Need Timeframe (BANT) Criteria Template v5.0
· Completion of this BANT Criteria Template is mandatory.  

· The purpose of this document is to provide enough descriptive details about your SVI opportunity to enable the IBM SVI team to distinguish the differences in potential duplicate registrations for the same brand families within the same Customer Account.  These details are especially important for comparison purposes in large enterprise accounts where there may be multiple opportunity records for the same brand families for unique projects in different divisions or departments.  A thoroughly completed BANT ensures that your SVI registration can be processed quickly and accurately.
 ** Opportunity records the lacking required information will be rejected as incomplete. **
· Register only validated opportunities (SSM Stage 4 or higher).
· Refer to the SVI Operations Guide for additional details on BANT requirements and examples of a completed BANT.

· Please save your attachment with a document name that includes the opportunity number and account name, e.g., BANT for XYZ Company 1JF-ABCDE.doc.  

	SVI Opportunity Number:
	

	Project Name:

Also enter the Project Name in the Description Field in the GPP tool. Your description should include the appropriate Department, Division and/or office location information for the project.
	


	Did IBM engage you in this opportunity?  


	Yes___  No___ 

	Have you been added to their CRM Siebel or SFDC record?


	Yes___   No___    Unknown___

	Please provide IBM CRM Siebel opportunity number and/or the name of IBM direct sales rep with whom you are working.

	

	Indicate date of first contact with customer on this project; is it a new or existing project? 
	Date ___/___/___
New  ​​_____ Existing _____ 


	Eligible End Users include anyone in the country for which you have been SVI approved, who is not part of the Enterprise of which you are a part and who is acquiring products for their own use and not for resale.  Enterprise is any legal entity and the subsidiaries it owns by more than 50 percent.



	Check here to certify that this customer is not a part of the Enterprise of which you are a part. 
	


	List ALL names that the customer does business as (DBA) including all abbreviations, parent company, divisions and subsidiaries.  Government accounts should not be submitted for eligibility. (See pg 3.)

	


PASSPORT:  Your VAD can assist you in determining if the customer has a Passport Advantage contract and advise you of the full legal name and address that appears on the contract. 
	Passport Agreement # ​(5-6 digits) If unknown leave blank

	

	Passport Site # (7 digits)  If unknown leave blank

	

	Check here if customer does not currently have a Passport contract, or if this information is unknown
	      

	What is the Customer Name and Address as it appears on the Passport Contract (either current contract, or contract to be established) under which the licenses will be purchased?

	

	Reminder: In the GPP Opportunity record, the Account Name & Address you enter must match the Customer Name & Address as it appears on their Passport contract.


​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​

BUDGET:
	1. Please approximate the forecasted valued of IBM Software only.  Do NOT include the value of hardware, renewal licenses or your billable services in this forecasted Software Revenue figure in GPP.  


	2. DESCRIBE the process of how the budget has been, or will be identified and approved for this project.

	


AUTHORITY:

	Reminder:  Include at least one Customer C-Level or Line-of-Business Executive (individuals who have authority to make strategy/technology recommendations for their firms) on the Contacts Tab in the GPP opportunity record.  First Name, Last Name, Title, Phone and Email are mandatory fields.  Procurement and Purchasing contacts are not valid executive decision makers.  


NEED: 
	1. DESCRIBE the customer’s business issue and the key benefits of the proposed solution using IBM middleware:

	

	2. What is the name of the suggested IBM middleware software Brand Family?  List all Brand Families;    include any Passport Part Number(s) and/or FULL descriptive name of IBM Middleware being proposed for this solution if available.  See SVI eligible part list for Brand Family selection, http://sc4.ihost.com/gpp/permanent/svi_eligible_part_numbers.pdf 

	


​​​​​​​​​​​​​​TIMEFRAME:

	1. List the forecasted Decision Date/Bill Date in GPP.  This is a mandatory field and should be a minimum of 15 days after the Submit Date for SVI Eligibility timestamp.

	2. DESCRIBE the key decision milestones and/or what decision criteria will be used to determine the time frame of this purchase.

	


Refer to the SVI Operations Guide for examples of acceptable BANT information. https://www.ibm.com/partnerworld/softwarevalueincentive
* PUBLIC SECTOR ACCOUNTS
[image: image1.emf]
Note: If a confirmed account is determined at the time of SVI fee payment to be an End User that is part of a Public Sector enterprise, the fee payment will be denied even though IBM issued eligibility confirmation. Any SVI fee payment made in error will be recovered. Public Sector accounts are still eligible to receive fulfillment rebates and Value Advantage Plus rebates, but due to country laws, sales to these end users are not eligible for SVI Identify and Sell Incentive fee payments.
Enterprise ELA Accounts

If the End User Customer is determined to be an Enterprise ELA Account, the opportunity will be eligible for a maximum of Sell Only fees.  If the BP has identified an opportunity where they believe the SVI Brand Family to be "first in enterprise," this must be indicated in the "Description" field of the GPP opportunity record when submitting the opportunity for SVI eligibility.  Refer to the SVI Operations Guide for additional details.    

Alternate Name examples: 

· If you are selling to ABC Company, but the Passport contract the customer purchases under is in the name of their parent company, XYZ Inc, you should enter the parent company name, XYZ Inc, in GPP. On the BANT form, indicate that the alternate name is ABC Company. 

· If you are selling to ABC Company and the Passport contract the customer purchases under is in the name of ABC Company, you should enter ABC Company in GPP. If there is a parent company or subsidiary of a different name, on the BANT form, indicate the parent company or subsidiary company name. 

· If you are selling to ABC Company, enter the full legal name as Apple Baker Charlie Company in GPP. On the BANT, list the does-business-as name of ABC Company as the alternate name. If ABC Company is the actual name that appears on their Passport contract, you should enter ABC Company in GPP and enter Apple Baker Charlie Company on the BANT form as the alternate name. 

· If the customer does not have a current Passport contract, determine the location for the decision makers for this project and the location of the purchasing organization for this customer. In GPP, enter the account name and address of the location where the decision makers are located. On the BANT form, enter the purchasing location, if different name/address, as the possible alternate. 

· If the customer has undergone a recent name change or merger/acquisition, provide the former and current names on the BANT form. The current name should be used in GPP even if the Passport contract has not yet been updated and is still showing the former company name.

Most end user customers have an “About Us” section on their corporate websites.  This is an excellent resource for researching any alternate names that your customer may utilize that are different than their DBA (Does Business As) Name.
C Level Contact:
This is an executive level individual within the customer organization that has the authority to make and approve information technology decisions that effect the direction of technology in the company.
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