How to Sell SOA in 2008 (HTSS 2008)
PART 1: Information for Publicity and Attendees

What Attendees will learn:  Everything you need to know to sell SOA for IBM in 2008.
The purpose of this one-day class is to update and refresh all IBM sellers on the latest ideas for selling IBM’s SOA story and, of course, our software and services.  It is focused on, and will be useful for cross-brand software and services sellers throughout IBM.  
This class is different from previous classes in a few important ways:

· We will focus on selling SOA to BOTH LOB/executives and to IT

· We will focus on selling IBM SOA capabilities for the required solutions, and cross-sell opportunities, rather than a product-centric or brand-centric approach.

· We will emphasize the value to the seller in selling innovative SOA solutions to the customers business initiatives with all software brands and services
· The class agenda includes a talk from a local SOA Sales describing the local SOA market

· This class is designed to be a standalone 1-day event, scheduled separately from the SSDW
· We will consider the impact on the latest SOA marketing message (SmartSOA and Web 2.0 in particular) in the entry points and scenarios

· The majority of the presentations will be all-new material, focusing on exactly and only what a seller needs to know 

This class is designed for those who are not in Tech Sales, though anyone may attend.  Tech Sales folks will be well-served by attending the SOA Solution Design Workshop (SSDW), which has an in-depth technical focus.
PART 2: Design Philosophy for this class
How to Sell SOA 2008 will include:
· only SOA capabilities (requester, provider, coordinator, transformer, integrator, adapter, tools, mgt, monitoring, etc).  If they have a place in the SOA Reference architecture, they are relevant.  We do not want content that is not about SOA; I assume that audience knows or can find basic overview of products and non-SOA features. (Web 2,0?)

· only what can be sold in 2008 - not future visions; only current products, or products expected to be available in 2008 - with the exception of one future directions slide in each scenario/entry point

· a Major Focus on how (and why!) to talk about SOA to LOB / executives – how to have and maintain focus on business initiatives, innovation and ROI

The purpose of this one-day class is to update and refresh all IBM sellers on the latest ideas and offerings for selling IBM’s SOA story and, of course, our software and services.  It is focused on, and will be useful for cross-brand software and services sellers throughout IBM.  A subset of the material could be used for business partner education (deleting services, possibly tailoring Selling Methodology).  We assume that the audience has a basic knowledge of products and SOA.

By using a common outline for the SOA entry points / scenarios, and by being willing to develop new content, we hope to avoid playing back the same slides everyone has seen before.  
The aim is to present mostly new material that focuses on exactly what SOA software and or services seller needs to know to be able to PRESENT and SELL to the customer.  We have taken the strategy of focusing on SOA-enabled CAPABILITIES that map to business initiatives rather than PRODUCTS – though I intend to indicate which products are relevant to the capabilities as well.

IBM’s Vision of Selling SOA 
· The SOA Entry Points, Scenarios, SOA Reference Architecture and Smart SOA (value to the business)
· The Market, IBM’s place in the market, Analyst views

· Why Selling SOA is not Business as Usual – and how successful sellers get increased sales with selling to business initiatives with SOA capabilities vs. product selling (probably as an introduction to the Selling Methodologies and Resources talk in the afternoon)

A Look at the SOA Market in This Region (delivered by a local SOA Sales leader)

Understanding how to sell the entry point / scenario capabilities.  These are separate ppts.  See below for the common outline for these topics.
Process (including Filenet and Fabric/CBS)

People (including Web 2.0)
Information

Design, Creation, Reuse

Connectivity

SOA Governance


- Enabling SOA Governances (having all the right capabilities)

- SOA Governance best practices (where it works and where it fails)
Selling Methodologies and Resources:
· Focus on SOA capabilities rather than products

· The Unified Sales Process (USP)

· SOA Services from GBS, GTS, ISSW, STG

· Combined Software and Services sales
· Getting to the business initiatives
· Discovering the true ROI or value to the customer
· Customer Objection handling

· Competition: tactics and resources

· Customer Events

· Customer Education

· The SOA Demos (from Lisa’s team)

· Innov8te

· SOA Sales Widget

Understanding and Delivering the latest SOA marketing messages

· The October 2007 Launch: new marketing directions and implications on selling SOA in 2008.  Explain SmartSOA, Process Integrity, etc

Required Content for all entry points / scenarios:

· Customer pain points (LOB/exec perspective)

· Customer pain points (IT perspective)

· What causes common problem(s), and how we solve them in simple terms (compared to SSDW)

· How the solution(s) fit: the IBM’s SOA Story (the enterprise solution, the SOA Reference architecture, the SOA Lifecycle)
· How the October Launch messages (Smart SOA, Process Integrity, Web 2.0 in particular) fit this topic.  E.g. what new capabilities support them or are planned?

· Summary of CURRENT capabilities of this scenario (capabilities available in 2008 products).  This should be organized as about FOUR major categories of SOA capabilities, one chart per category.
· Summary of NEW capabilities – recent, or coming in 2008, one chart, or mixed in with the CURRENT capabilities but with a NEW starburst/flag to show what’s new.

· Summary FUTURE directions (where we might be going with this in 2008 and beyond, again focusing on SOA), one chart

· Questions to ask the customer to explore their requirements and stimulate discussion, for talking to LOB/execs and IT leaders (1-2 charts)
· Questions to ask the customer to explore their requirements and stimulate discussion, for talking to IT leaders (1-2 charts)
· Summary of key messages (1 chart)
· An exhaustive list of resources for selling to the customer or going deeper on your own – though I would like to create a living Wiki (with Lotus Quickr) index for this purpose, see below.
Optional Content for entry points / scenarios – desirable if applicable and available:
· Industry models for this entry point / scenario
· Sales Plays

· 1-2 key references

The number of slides should be half of the number of allocated minutes – that is, we assume that each slide takes an average of 2 minutes to present.  Thus a 40 minute talk should have about 20 slides.  This count does not include resource content slides, which should be presented briefly, as it is for reference after the class.

Resources – to be added to SOA Sales Wiki for reference by attendees
We need to assemble the definitive list of resources that will be useful to sellers.  In envision a set of pages in an SOA Wiki so that anybody can contribute, so the lists are live documents.  Most items should include a URL or a description on how to find the content.

The intent is not an exhaustive list of everything that has ever been written – because sometimes less is more.  Instead, we would like resources that somebody thinks is valuable, or represents the latest messages for a topic.  It would be great if we could have a star-rating system – like Amazon uses for its user-contributed reviews – so that the user community could help identify the best resources.

The list below is to be created for each entry point or scenario, to list useful business and technical content.  These should include, but are not limited to, the following:

· Whitepapers 

· Redbooks

· Presentations (internal and customer-facing), on XL and other sources

· Videos

· Podcasts (recorded and forthcoming, both internal and customer-facing)

· Demonstrations (including the work from Lisa Noon’s team)

· Where to find the tryout versions

· Product overviews and lists with URLs

· Customer-facing SOA Widget content

· A list of relevant references and where to find the materials

· Proofs of technology, proofs of concept

· Customer education resources

· Competitive information

· Industry information

· Anything else that will help sellers learn and sell SOA!
Process: Creating the Content (entry points / scenarios)
Instead of asking SMEs in the various product groups to provide us with their latest slides, as we did for 2007, the goal is to create new content that follows the Required and Optional Content lists above.  This is not an exercise in cutting and pasting from existing materials.
When you read the Required Contents, you’ll see that in focusing on Customer Pain Points and Questions to Ask the Customer, that we’re looking for something different than the usual product pitches.  In focusing on capabilities, we need to keep it short and simple.  This will often mean taking content from a pitch and boiling it down to the essential points.
The approach we will take is to assign an SOA Sales team member one of the talks.  This person will interview various SMEs in the product groups to gather the information.  Some will benefit from brainstorming with other interested parties, or other content assignees.  The owner of each presentation should seek content for every item on the lists above, using the lists to structure the conversation, and ensure that each item is covered.
Many of the experts you will need to consult will be taking time off for the holiday season.  For this reason it is essential that you start the work now, in particular make appointments for when your experts are available to work with you.

As an example of what we are looking for, please review the HTSS04 Information as a Service talk.

An important but separate activity is to build an exhaustive list of SOA Sales Resources per entry point / scenario.  Gathering the list of the resources should be done at the same time as gathering the required content for the talks.  The resources will be built on the SOA Sales Wiki (details to follow).  One slide (per entry point) should summarize the resource current content on the wiki.
Homework Assignment – to be completed in advance

Just a thought.  Software they must install, videos they must watch, webcasts they must review (Oct, etc.  This should be limited to 1-2 hours total, so that we can reasonably expect people to do it.)
· Install SOA Widget and review what’s there (URL to be supplied)

· Process Integrity video (URL to be supplied)

· Listen to October Launch webcast (URL to be supplied)

What other items belong on this list?  Less is more.
PART 3– Project Plan (strawman proposal, not yet confirmed or committed)
Session Agenda

· HTSS01 IBM’s Position on SOA: What is SOA? Includes basic concepts, 5 entry points plus governance and the registry, and a comparison with the IBM Reference Architecture.  The SOA Market, IBM perspective, IBM’s place in the market according to analysts.  (60 minutes)
This should be review for everyone, yet I find that many people who should know this don’t.  Now we’re on the same page?
· HTSS02 SOA in the Local Market (provided by local SOA Sales leader, 20-30 minutes)

The Scenarios / Entry Points in detail

· HTSS03 The Process Entry Point (includes WBM suite, Fabric/CBS, Filenet) (30-40 minutes)
· HTSS04 The People Entry Point (20-30 minutes)
· HTSS05 The Information Entry Point (20-30 minutes)
· HTSS06 Design, Creation and Reuse Scenarios (30 minutes)
· HTSS07 The Connectivity Entry Point (15-20 minutes)
· HTSS08 SOA Governance (15-20 minutes)
· HTSS09 Selling Methodology - A strategy for selling that leverages USP and other sales resources (60 minutes)
This preso will bring in some of Alan Glickenhouse’s cSSR training ideas – such as how to sell to an executive who does not want to hear about SOA, and customer objection handling.  This may also draw on Randy Langel’s work on selling SOA ideas to business people.

Also discusses concepts such as why we sell capabilities, not products; why services may  lead to software sales.  How to use the demos created by Lisa’s team.  Competition and tactics.  Events.  Education.  Innov8te.
· HTSS10 Overview of Services Offerings: GBS, GTS, ISSW, STG (20-30 minutes)
· HTSS11 Understanding the October 2007 Launch Messages – SmartSOA, Globally Integrated Enterprise, How Web 2.0 Complements SOA, Process Integrity, etc (30 minutes)
· HTSS12 Recap and Closing (10 minutes)

Take the survey

Schedule

Date

Milestone
ASAP

Resource assignments made for all subject areas.



Initial outline of required and optional content is complete.  (It may evolve).



A skeletal presentation document, and an example document, are provided.

The SOA Sales Wiki has established areas and outlines for sales resources, ready for content to be added by SMEs.



Work begins on creating the content.

12/14/07
First complete draft of all presentations submitted for review and feedback.


SOA Sales Wiki has resources supplied for review and feedback.

12/21/07
First review feedback sent to all content creators
01/12/08
Final drafts of all presentations submitted for review and feedback

01/19/08
Final reviews complete; each content producer records an oral presentation of the talk
01/26/08
Any last changes complete

02/04/08
First live presentation delivered (actual date TBD)

