Eligible sales documentation

SVI is designed to pay fees to Business Partners who successfully register an opportunity for eligibility and can then document their role in the customer’s decision to purchase IBM software.  Eligible sales documentation must clearly show the Business Partners’ involvement in the sales cycle and their actions that convinced the end-user customer to acquire the Eligible Products.

What constitutes verifiable sales documentation?

In order to receive SVI fees, the sales documentation presented to IBM by the Business Partner must include the following:

1. Shows that the Business Partner authored the documentation and clearly demonstrates the Business Partner recommended the Eligible Products or Brand Families and influenced the end-user customer’s decision to purchase. (To demonstrate the Business Partner authored the documentation, it must have a Business Partner company logo, Business Partner company name, or other identification on the documentation.)

2. Evidence of two or more two way communications between the customer and Business Partner.

3. Reference to the Eligible Products or Brand Families and quantity or configuration of the products the Business Partner has recommended to the end-user customer.

Guidelines for documentation

· Individual pieces of documentation should contribute to requirements stated above, but there is no stipulation that each and/or every piece of documentation would meet all of these requirements.

· Eligible sales documentation must, in aggregate, provide proof points which clearly show Business Partners' involvement in the sales cycle and their actions that convinced the end-user customer to acquire the Eligible Products.

· All documents must be dated, either on the face of the document or in the body or context of the document, before the IBM sales order date for Eligible Products. This is the date when a sales order is created within the IBM ordering system as the result of IBM’s receipt of a purchase order, which has been issued to IBM in connection with an Eligible Transaction.

· The documents submitted must clearly prove that the Business Partner recommended acquisition of Eligible Products that are part of the registered Brand Families to the enduser.  Documentation that only names or references Eligible Products already in place or already chosen by the end-user for this business solution does not qualify for SVI fee payments.

· Price quotes sent by the Business Partner to the end-user must be dated on or after the document(s) used as evidence for criteria #1. Price quotes can ONLY be used to satisfy criteria #3. A stand-alone, executed end-user price quote cannot be used for criteria #2 as evidence of two-way communication.

Note: Internal memos and notes, testimonials from IBM field sales or Business Partner

employees, or other documentation that is not between the Business Partner and the end-user is not accepted for verification.

Special Situations

For Business Partners who worked jointly with IBM on an opportunity or services proposal (delivered by IBM or the Business Partner), where the Business Partner authored the documentation jointly with IBM, and the Business Partner was a sub-contractor to IBM, then the documentation submitted for SVI must be accompanied by a letter from the IBM contact attesting to the joint development of the documentation.

For Business Partners who worked jointly with another Business Partner on an opportunity or services proposal as in the scenario below, the following documentation rules apply:

Scenario: SVI Business Partner A registers an opportunity for SVI and is approved for Identify and Sell. Business Partner B is assisting Business Partner A in closing the opportunity in some role such as consultant, SI, ISV, etc.

We allow SVI Business Partner A to work an opportunity together with Business Partner B and submit sales documentation created by either firm under the following conditions:

· Business Partner A must be enrolled in and meet all the necessary certification requirements for SVI.  

· Business Partner B must be enrolled in PartnerWorld®.

· The opportunity must be registered by Business Partner A and submitted for SVI eligibility in the country (or legal group) where the licenses will be purchased.

· If Business Partner B is not part of the same PartnerWorld® Worldwide Enterprise as Business Partner A, a two-way communication letter or e-mail note is required from Business Partner A and B confirming the relationship between the Business Partners on this opportunity. This letter is an additional attachment over and above documents submitted to satisfy the three criteria outlined above. If Business Partner A and Business Partner B are both in the same PartnerWorld® Worldwide Enterprise, then this relationship letter is not required.

· The relationship letter must be in place before the IBM Sales Order Date and attached to the opportunity record before SVI Business Partner A requests payment for the opportunity.

· At least one sales document required for SVI must be produced by SVI Business Partner A.  

· Both Business Partners must participate in the sales effort on the opportunity and the sales documentation must be prepared for and communicated with the end-user customer in the country (or legal group) in which the opportunity is registered.

· IBM will not do any sharing of fees. If all other SVI rules are met, IBM will process payment to Business Partner A.

For Value Advantage Plus Business Partners who Identify, Sell and Fulfill an SVI opportunity, the following documentation rules apply: 

If a Value Advantage Plus Business Partner has been approved for SVI Identify and Sell eligibility on an opportunity and they also fulfill that opportunity with the sale of their authorized Value Advantage Plus solution, they are not required to submit eligible sales documentation in order to receive the SVI Identify fee payment.

Note: This documentation requirement is waived only for the Value Advantage Plus portion of the sale. If the sale also includes non-Value Advantage Plus content that is being claimed for SVI fees, then normal SVI sales documentation rules apply for the non-Value Advantage Plus products. The Business Partner can indicate that the opportunity is a Value Advantage Plus transaction in the opportunity comments field prior to submitting the opportunity for payment request to facilitate processing. Please note that BANT documentation is still required at opportunity registration time according to standard process; it is only the proof of sales documentation requirement at payment request time that is waived. IBM reserves the right to request proof of sales documentation on transactions that contain both Value Advantage Plus and non-Value Advantage Plus content.

Confidentiality

Business Partners must submit sales documentation in order to receive SVI fees. In order to protect customer confidentiality, however, any reference to the price that the Business Partner is proposing or charging the end-user customer may be removed or hidden in the documents the Business Partner submits to IBM. In addition, the Business Partner can remove or hide other information they consider sensitive or confidential, such as hourly rates, as long as the document meets the requirements outlined above.

Examples of Documentation

Examples of documents which could be used to meet the sales documentation criteria include (but are not limited to):

· Proposal for solutions

· Statement of work

· Proof of concept

· Prototype

· Architectural study

· Copy of an implementation plan

· Sizing or configuration document that is presented to the decision maker

· Evidence of Business Partners providing their own services or software as part of the solution

· Documentation of sales calls

· E-mails between the end-user and the Business Partner

· Price quote (to validate the quantity requirement in criteria #3 only)

For further information, see the Appendix titled Sales Documentation Definitions.

Note: For proof of concepts or prototypes that include a customized or developed

software product, include screen captures of the application in a document or

presentation file, such as PowerPoint or Word, with accompanying explanatory notes.

Do not attach program executable (.exe) files.

Examples of documentation which cannot be used to meet the sales documentation criteria include:

· Documentation (Purchase Order, Contracts, etc.) that show evidence of previous sales

· Documentation of relationship with the end-user customer

· Calls or e-mails from the end-user to the Business Partner asking for a quote.

· Social e-mails

· Day Timer calendar entries unless they are supported by actual meeting documents

· IBM Quick Proposal templates from PartnerWorld or IBM product presentations which have not been tailored to the end-user customer

· Product Literature, such as PDF of an IBM product brochure

· Passport contract license management or compliance activities

· Purchase Order for IBM Middleware

· Any document in draft form

· Proof of Entitlements

Sales Documentation Descriptions

Note: The following are general, industry accepted definitions for some of the examples listed in the section, Eligible Sales Documentation, These definitions are included for information purposes only; there is no stipulation that a Business Partner’s sales documentation must contain all of the elements listed in these descriptions, or that these descriptions are inclusive of all documentation types that could be acceptable as Eligible Sales Documentation.

Product Presentation

Business Partners commonly deliver Product Presentations to their clients in the form of a slide presentation or written document. The discussion topics typically include the features, functions and benefits of the proposed solution, along with a statement of customer’s business issues, and how the proposed solution will address their requirements.

Proposal

In complex sales situations, the process of selling can take several weeks or even months to complete. In some cases, offer and counter offers will go back and forth. The proposal provides a formal way for both sides to communicate in writing during these negotiations.  Prospective buyers sometimes issue a Request for Proposal, (RFP), or an Invitation for Bids (IFB) to guide the sellers and provide specific information about what products or services they want. These specifications become the customer’s requirements, and meeting requirements is a major objective in writing a successful proposal.  

A properly accomplished proposal will put the buyer’s requirements into a context that favors the seller’s products and services, educating the prospective client about the full nature of his or her needs and the capabilities of the seller in satisfying those needs.

Basic components of a business proposal typically include:

· An orientation to the seller’s capabilities or products

· A discussion of the client’s key business issues

· A description of the solution offering and related benefits

· The cost of the offering and related products or services

· A schedule for delivery of the products or services

· An implementation plan for the installation of the product or services

· An education and training plan for end users of the products or services

· Testimonials from owners of products

Statement of work

Statement of Work (SOW) specifies the work to be done in developing or producing the goods or services to be delivered or performed by a contractor. The SOW is a legal document that binds the customer and the project provider and is typically used to resolve situations where questions around project scope, delivery and financial aspects arise. 

Areas that are typically addressed by an SOW as follows:

Scope of Work: This describes the characteristics of the product or service to be delivered, specifies the hardware and software involved, and the outcome of the project.

Location of Work: This describes where the work is to be performed. This also specifies the location of the hardware and software and where the people will meet to perform the work.

Period of Performance: This specifies the allowable time for projects such as start and finish time, number of hours that can be billed per week or month, where the work is to be performed and anything else that relates to scheduling.

Deliverables Schedule: This lists the specific deliverables describing what is due and when.

Applicable Standards: This describes any industry specific standards that need to be adhered to in fulfilling the contract.

Acceptance Criteria: This specifies how the buyer or receiver of goods will determine if the product or service is acceptable, what criteria will be use do state the work is acceptable.

Special Requirements: This specifies any special hardware or software, specialized workforce requirements, such as degrees or certifications for personnel, travel requirements, and anything else not covered in the contract specifics.

Proof of Concept

In the field of business development and sales, a vendor may allow a prospect customer to trial the software product. This use of proof of concept helps establish visibility, technical issues, and overall direction, as well as providing feedback for budgeting and other forms of internal decision making processes.

In software development, a Proof of Concept (PoC) may also be referred to as a Proof of Technology or Pilot Project.

A Proof of Concept can refer to a partial solution that involves a relatively small number of users acting in business roles to establish whether the system satisfies some aspect of the requirements.

By contrast, the objective of a Proof of Technology (PoT) is to determine the solution to some technical problem, such as how two systems might be integrated or that a certain throughput can be achieve with a given configuration.

A Pilot Project refers to an initial roll out of a system into production, targeting a limited scope of the intended final solution. The scope my be limited by the number of users who can access the system, the business processes affected, the business partners involved or other restrictions as appropriate. The purpose of a pilot project is to test whether the system is working as it was designed while limited business exposure.

Prototyping is the process of quickly putting together a working model (a prototype) in order to test various aspects of a design, illustrate ideas or features and gather early user feedback. A prototype typically implements only a small subset of the features of the eventual program, and the implementation may be completely different from that of the eventual product. The purpose of a prototype is to allow users of the software to evaluate proposals for the design of the eventual product by actually trying them out, rather than having to interpret and evaluate the design based on descriptions.

Obviously, the POC or Prototype itself cannot be an attachment in Global Partner Portal, but there are multiple documents (such as email strings, calendar invitations, SOW etc) related to the planning and execution of a PoC, PoT or Pilot that can provide evidence of it having been performed. For example, PoC documentation could include:

* Gathering of requirements for performing the PoC

* Agreement to perform a PoC

* Desired outcome/goals for performing the PoC

* Technical function (such as connectivity, response time) to be tested during the PoC

* Activities to be performed during the PoC and by whom

* Schedule of Personnel and Resources involved in performing the PoC

* Responsibilities and tasks assigned

* Screenshots of the installed solution

* Results of the PoC

Architectural study

Software engineering processes are composed of many activities, and developers (roughly) follow these steps in order. They state current environment, requirements, analyze them, design a solution approach, architect a software framework for that solution, develop code, test, deploy, and maintain. After each step is finished, the methodology proceeds to the next step, just as builders don't revise the foundation of a house after the framing has been erected. An Architecture Study typically defines the business objectives, and aligns the system requirements with the business goals.

Elements of an Architectural Study can include: Requirements Analysis, Specification, Design and Architecture, Coding, Testing, Documentation, and Maintenance.

The term also refers to documentation of a system's software architecture. Documenting software architecture facilitates communication between stakeholders, documents early decisions about high-level design, and allows reuse of design components and patterns between projects.

Architectural studies are typically authored by:

· Enterprise Architect - deals with strategic software decisions (aligning IT with the business), typically involving many software systems within an organization, across several projects teams, typically at more than one site.

· Application Architect - are concerned with a single software application.

· Solution Architect - are focused on driving a particular business solution, which needs interactions between multiple applications.

The architect is responsible for choosing a standard way of doing application development, and defining/creating an Application framework to use for the application.

Implementation Plan

A product software implementation method is a blueprint to get users and/or organizations running with a specific software product. The method is a set of rules and views to cope with the most common issues that occur when implementing a software product: business alignment from the organizational view and acceptance from the human view.

The complexity of implementing product software differs on several issues. Examples include the number of end users that will use the product software, timeline for the installation of the software and training of end users on the new solution, and the effects that the implementation has on changes of tasks and responsibilities for the end user.

Sizing or configuration document

Sizing or Configuration documents typically address these topic areas: What exact version of the software product is being recommended, and what are the functional and physical characteristics of the product? What hardware and other system resources will be required to support the installation? What are the various components of the solution and how will each be installed? What are the process and tools used to manage the implementation?

Business Partner Claim Submission Checklist

Prior to submitting an opportunity for payment request, Business Partners should review their attached sales materials against the following summary of the SVI eligible sales documentation requirements to ensure that all criteria are met.

1. Proof of Influence: Does the material authored by the Business Partner provide clear evidence of influence? Acceptable examples would be: 

· Proposal for IBM products

· Recommendation for use of IBM products

· Presentation recommending the use of IBM products with BP services or offerings

2. Evidence of two or more two way communications: Does the material provide clear evidence of two or more communications between the Business Partner and the end user? Acceptable examples would be:

· E-mails with the end user discussing the IBM products

· Documentation from formal meetings with confirmation of attendance by the end user

· Letters and other correspondence with the end user discussing the IBM products

3. Configuration (Sizing)/quantity documentation: Does the material provide the configuration (sizing) or quantity of the recommended IBM products? Acceptable examples would be:

· Statement of work, proposal, recommendation or other formal communication to the end user with specific quantity or configuration (sizing) information

· Proof of concept or demonstrations that show the system/products recommended.

Please answer the following questions prior to submission:

1. Does the material show that we (the Business Partner) authored the material?

2. Does the material document a clear recommendation for the use or purchase of eligible IBM software products?

3. Does the material show two or more two way communications for this specific opportunity?

4. Does the material outline the sizing of the opportunity or the quantity of products?

5. Are all documents dated?

If you answered "no" to any of these questions, please review your attachments and add the needed documentation prior to submitting the claim.
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