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What the analysts are saying...

I

“IBM’s efforts are a ‘best practice’ in the industry.”

IDC, Worldwide Independent Software Vendor
-~ Programs, March2006
“The best overall Business Partner Program.”
Site 1Q, IBM PartnerWorld Portal Best Practice
-~ Assessment,2008
IBM was recentl
by Forrester Research.

named best in class in 28 out of 31 categories as rated

Forrester, Choosing an ISV Program, June 2008
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What the ecosystem is saying...

“This collaboration with IBM is
a landmark event that
propels Walton College into
‘world class’ caliber in the
area of industrial strength
enterprise information
technology.”

-David D. Glass

Chair of Information
Systems

Sam M. Walton College of
Business

University of Arkansas

Maximize Your Relationship with IBM

“IBM is helping us in so many areas, from the
‘speed-to-market’ technical resources to the
‘go-to-market’ marketing and sales benefits.

The support is astounding!”

-Bruce Putman
General Manager
AquiTec

“I love developerWorks articles!
Despite being a seasoned
veteran of Unix and VMS for 20
years, it’s still a delight to see
the basics being taught—and
well.”

-Alistair Boyanich
Fujitsu Australia
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Helping Business Partners succeed — Asia Pacific

IBM Innovation Centers, joint . :
marketing, sales support » Marketing with IBM: Event

participation and collaboration with
IBM sales teams resulted in
USD$600,000 in sales for 2008.

» Selling with IBM: Pipeline
generation campaign yielded
strong leads and prospect for
USD$500,000 worth of new
business in future.

» IBM Innovation Center Support:
made solution testing and
certification a smooth and easy
process.
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Helping Business Partners succeed — Americas

IBM Innovation Centers, integrated
marketing campaign, client events

WINCHESTER

business systems

wbsnet.com

Maximize Your Relationship with IBM

» IBM Innovation Center support
helped new products “breeze
through” rigorous certification
process

» Marketing with IBM:

» Client events produced USD$6million
in revenue. One event resulted in
business being closed with four
different customers as a result of a
single event held at the IBM offices in
New York City.

« Using a Marketing Research Manager,
created an integrated marketing
campaign that generated 40 active
promising leads.
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Helping Business Partners succeed—EMEA

IBM Innovation Centers, event

marketing » Marketing with IBM: Joint IBM
and Sparus seminars generated
20 qualified leads, many

‘)5 ParU5 valued in excess of 150,000
Euros (USD$203,000)

» IBM Innovation Center Support:

* Ready for Lotus certification built

credibility among Business Partners
and customers

» Lotusphere participation promoted
Sparus to Lotus brand

Maximize Your Relationship with IBM © 2009 IBM Corporation
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What you should do next: Member level

Connections (VNC)

3. Register for the Virtual Innovation
Center (VIC)

4. Generate demand for your solutions
using IBM Co-Marketing Benefits *

5. Attend a Maximize your Relationship
with IBM Seminar and a Connection
Event

Maximize Your Relationship with IBM
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*MRMs and Co-Marketing for Member Level
Partners is available in select markets. Please consult:
ibm.com/partnerworld/industrynetworks/benefits/industry _advocate.html
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What you should do next: Advanced level

V I\

2. List your solution on the Business Partner
Application Showcase

3. Generate demand for your solutions using
IBM Co-Marketing Benefits

4. Close more deals with IBM Sales
Connections

5. Attend a Maximize your Relationship with
IBM Seminar and a Connection Event

Maximize Your Relationship with IBM
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Boost Your Budget webcast series

A series of _ .
webcasts focused on helping In this series:

you naV'_gate_ today’s 1. Effective strategies for marketing in tough
economic climate by economic times (Jan 29 — recording now available)

Ieveragmg /ORI relatlonsh|p 2. Cost effective technical enablement tools you

with IBM can use today (Mar. 25 — recording now available)

3. Making the sale in tough economic times
(May 21 — recording now available)

You'll learn how to stretch o .

: 4. Collaborating: Doing more with less
you marketlng dollar further, (June 23 — recording now available)
build an effective pipeline of
sales leads and potential
clients, how to technically
enable quickly and cost
effectively, and how you can
close the sale in challenging
times
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Maximize your
Relationship with IBM

Seminar

A seminar to help you get to market faster
and more effectively with
IBM PartnerWorld

If you're new to IBM PartnerWorld, an
established member, or thinking about joining,
this seminar will show you how IBM brings
together the people and the resources to help
you build solutions, market them and shorten
your sales cycle.

Register today at
Ibm.com/partnerworld/iic/events

— ., ; ~_~ © 2009 IBM Corporation
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Maximize Your Relationship Reference Section

Tools and Resources
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Websites for more information
» PartnerWorld:
» News on the web:

» Build resources:

» Market resources:
» Sell resources:

» Collaborate resources:

» Communities and Specialties resources:

» Industry Frameworks resources:
» Infrastructure Solutions resources:

Maximize Your Relationship with IBM - —— i o © 2009 IBM Corporation
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Build Resources

» Virtual Innovation Center:
» IBM Innovation Centers:
» IBM developerWorks:

» Architect Consultations:

» Reserve time with an IBM Innovation Center to migrate/test your solution:

» Virtual Loaner Program:

Maximize Your Relationship with IBM —— e © 2009 IBM Corporation
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Sales / Marketing Resources

» Industry Insights:
» Marketing Resource Managers (MRMs):

» Marketing Navigator:

v

Business Partner Application Showcase:

e-Mail List services:
Hoover’s:
Telemarketing:

Client Events Package:

vvyyvyy

Internet Lead Generator:

v

Web Conferencing:
Sales Connections:
Search Engine Optimization:

vvyy

Software Value Incentive (SVI):
Solutions-daily.com:
Publish Your Case Study:

vvyy

LotusLive Meeting:
IBM Value Net Connections:
Connection Events :

vvyy
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Specialties and Communities Resources

» Communities and Specialties resources:
» SOA Specialty:

» Information on Demand Specialty:

» Software as a Service Specialty:

» Dynamic Infrastructure:

» Ready for Energy & Environment
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