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SESSION PLENIERE . :

Introduction

h
2 Isabelle Kahn, Directrice Channel et Alliances IBM Software France
9h35 Le Channel software a I'horizon 2015
Christian Bonnafont, Vice-Président, Software Group, IBM Europe
10h05 La stratégie Channel par rapport a la stratégie Software
Philippe Bournhonesque, leader Stratégie Software IBM France
10h30 Partenaires : étendez votre réseau aux PME-PMI !
Anthony Cirot, Directeur BU Enterprise IBM Software Group
10h50 Comment conclure davantage de ventes au 4™ trimestre ?

Isabelle Kahn, Directrice Channel et Alliances IBM Software France

Maitrisez les regles du jeu pour optimiser vos ventes
11h20 Régine Blanchard, Software Sales Business Solutions BP Manager, IBM France ¢ Philippe Desvignes, Software Sales Middleware Solutions BP
Manager, IBM France < Jean-Francois Chanson, Software Business Partner Manager, IBM France

Témoignage de 3 partenaires : le Dispositif gagnant mis en place pour cloturer Q4.
11h40 Régine Blanchard, Software Sales Business Solutions BP Manager, IBM France « Marc Le Roux, Directeur Commercial ASI Informatique.
Philippe Bertrand, Directeur Général 2B Consulting + Dominique Gozard, Directeur Général d’i-Seeds

12h10 Conclusion
Isabelle Kahn, Directrice Channel et Alliances IBM Software France

12h30 Déjeuner

Simplicity. Profitability. Growth. © 2012 IBM Corporation




AGENDA

12h30 - 14h00

ATELIERS

Picpus et

Louvre

SALES
SOFTWARE
PARTNER
DAY

Dejeuner

Rivoli

14h00

15h30

Convention

Atelier A1
Négociation
Commerciale

Partie 1 et 2

Atelier A2

Atelier Plays Q4 :
les «quick wins» a
Court Terme

Louvre

Atelier A2

Atelier Plays Q4 :
les «quick wins» a
Court Terme

Atelier A3
Les programmes de
rémunération.

Rivoli

Atelier B3
Les programmes de
rémunération.

Concorde

Atelier A4

Les outils et
ressources IBM pour
vendre

Concorde

Atelier A4

Les outils et
ressources IBM pour
vendre

Longchamp

Atelier A5
Plans Marketing et
nouvelles ressources

Longchamp

Atelier A5
Plans Marketing et
nouvelles ressources

17h00 Animation de fin de journee
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Building a smarter planet

Our Mission To define and develop a new category of solutions software, leveraging IBM’s overall
capabilities, to deliver an industry-oriented value proposition to line-of-business
users...to make new markets

Create and lead new markets:
(‘) Smarter Analytics, Smarter Commerce, $10B of Revenue by 2015 103
Social Business, Smarter Cities, ®m Organic Base $

m Closed Acquisitions
O Future Acquisitions

Watson Solutions
c°
. , p
(.) Drive an aggressive cluster-based \o[oo
acquisition strategy in targeted areas 2
that also adds the required industry and
go-to-market skills needed to grow

@ Delivering our capabilities in an
industry context allows our clients to
achieve quantifiable business outcomes

Simplicity. Profitability. Growth. © 2012 IBM Corporation



[l
[
:_Eiil
(o

Building a smarter planet
PARTNER |}

La transformation de notre portefeuille de logiciels a roojectif de satisfaire les besoins
informatiques et métier des clients, par secteur et par réle

Secteurs

“h‘ ' ’J 'H-.‘ A ;.-' hl . ’..-F "h\ . ;‘-"' _.. '-..‘ : I..-" -\-.1 . II“.-r-

R I W E & W e
R

Banques Energie Etat et collectivités ~ Santé Education Transport ~ Commerce Communication

Fonctions/rbles

—

aiteali=grees

Cﬂfﬂ-’. = .
o Complecity N v
. . iy > Esa St
st - | = e
Directeur Directeur Directeur des Directeurs de la  Président Directeur
marketing financier Ressources chaine informatique
Humaines d'approvisionnement
Besoins informatiques et métier
Transformer Approfondir la relation |Agilité des Mobilité & Accélérer Optimiser Gérer les risques, la
linformation en | aveclesclients, ~  |processus et I'échelle de l'innovation l'infrastructure sécurité et la
actions partenaires, employés |des I'entreprise produits et informatique et métier| conformité
applications services

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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ACLU ola , J1(
Transf I'informati ti G coamrve iy NETEZZA % VARICENT
ransformer I'information en actions . . i i
Financial risk management Financial anvernance Data warehouse appliances Sales Cvompeps:atlor] Mgt
Intiate™ Datacap Legal and v Vivisimo
e Demanding Captun n 1511 Compor |nf0rmaton ‘"f.urmtmﬂcphwmd"
Master data managemenData and document capﬁm .;;'1".; Enterprise Search
Sterling . DemandTec KeneXa
Approfondir la relation avec ses Commerce unica (Emptorrs Cloud-based anaiviics 2 tealeaf. X
) . X B2B integration, EMM Qud-based analytics HR Mgt
clients, partenaires et employés S eerien Procurement and CURAIT ._1Customer Experience
1etrics Web . S OFTWARE Social
— analvtics sourcing enterprise mgt Mgt
Mobilité a I'échelle de I'entreprise @ Worklight
Mobile computing platform -
Atgcljllte desl_prtif:essus 1 i ms(f-’ﬁ'mﬂ
et des applications
BPM for LOB Cloud integration
Optimiser les infrastructures 7—5’ N 0
TRIRIGA® INTELLIZEN
Enterprise asset management Network automation BigFix

- -s“.‘. Software testing

Accélérer I'innovation produits &
GREENHAT for complex systems

services
i _ - ' “IOPENPAGES
Gérer les risques, la sécurité et la Labs .
conformité, and Compliance Security intelligence ~ Governance, compliance, Threat
risk management analytics

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Parce que 65% des décideurs fonctionnels ne com®Ultant pas la DSl avant un

choix lié a la technologie, notre complémentarité est essentielle
CHRO study iR

Rl et

Operctions
2010 L v ‘
Human .‘. : Product
Resources .:~ -« e/ Development
L 4 [
Customer
Service

gE_ L CEO study

2010

CIO study

: R—(:. el 20U

?\

R e g ‘- =
S %oz
Sales ‘ %}' |/|. \\ = ‘ .
whes Finance
|
CMO stud | Marketing CFO study
2011 2010
Simplicity. Profitability. Growth.
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Building a smarter planet

Consolidate multiple partner offerings into a streamlined

Deepen BP skills in SWG Capabilities

program (SVI, VAP, etc) o _ * Increase BP technical sales support
C_)ontlnue to improve channel acquisition integration — « Enhance BP skills in new business offerings (MSP, etc)
time to market « Enable BP to sell the full IBM portfolio

Invest in IT to automate manual processes
Enhance BP lead management tools to improve usability

Continue to drive BP autonomy — optimize coverage,

Accelerate BP lead passing execution o °
Increase co-marketing for BPs 22% 35%
Leverage VADs as primary recruitment and enablement participation participation
engine

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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La stratégie IBM Software
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Pour la premiere fois, les dirigeants considerent Ia echnologle comme le
facteur externe qui impactera le plus leur organisation

Global France
2004 2006 2008 2010 2012

@ " Facteurs technologiques (71%) 0 Facteurs technologiques (80%)
@ Compétences des personnes (69%) Facteurs macro-économiques (64%)
/_‘ Facteurs liés aux marchés (68%) 0 Compétences des personnes (62%)

Facteurs macro-économiques (62%) o Facteurs liés aux marchés (56%)

Mise en conformité avec la Mise en conformité avec la
réglementation (58%) réglementation (52%)
« Mondialisation Facteurs socio-économiques
Facteurs socio-économiques Problématiques environnementales

i . . Mondialisation
Problématiques environnementales

Facteurs géopolitiques Facteurs geopolitiques

Question : “Quels sont les principaux facteurs « externes » susceptibles d'influencer votre organisation dans les 3 a 5 ans a venir ?

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Social Intranet

Rich User

Profiles
(Worker Identity)

ee
0

‘Web Apps

Business Partners &
Affiliates

Federated

Enterprise

Social Media

A m

Fhosfisrms External
Social Business Unified
Services Communications

Social Prod Development J
Social Marketing |
Social CRM J
)

)

Socia.i Business

Apps

B2B Communities

Crowdsourcing

Types of External Social

Enterprise Document &
Content Management
(DMS & ECM)

Customer Relationship
Management
(CRM)

Enterprise Resource
Planning

Business Services (Private and Public) Ol;:;nu:; i
Internet internal & external intranet Applications
Engagement with Service Social Systems of + Systems of
the World Delivery Foundation Engagement Record

on
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Acquisitions récentes

SALES
SOFTWARE

Transformer l'information en Action

B &
PARTNER
DAY M)
...'. ]
ereoon % VARICENT 7 Vivisimo
Financial risk management . et Getiiad”
Data warehouse appliances ~ Sales Compensation Mgt Enterprise
Search
. . Sterling - e g
Approfondir la relation avec ses ommerce ”%ﬁ (Em ptoris Clgou?:a';‘z‘;‘:gf; Jtealeaf. KeneXa
clients, partenaires et employés S M procurementand CEIRAIND . Customer Experience  HR Mot
analytics sourcing FerTwar gnterprise mgt Mt
Mobilité a I'échelle de I'entreprise @ workLight® Mobile computing platform
Agl|lté des processus Loﬁ\ardi BPM for LOB & Cloud integration
£ SRHSTIRON
Optimiser les infrastructures 7ZrTrirRIGA INTELLIZEN- Q
Enterprise asset management Network automation BigFix
Accelérer linnovation produits & 2wt Software testing
services GREENHAT for complex systems
Gérer Ie_s risques, la se_curlte et la Labs
conformité, and Compliance
Simplicity. Profitability. Growth.

Security intelligence

" OPENPAGES Governance, compliance,

risk management

Qutierfly

Storage Analytics & migration

Threat analytics &

investigation

© 2012 IBM Corporation
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IBM Marketing Center

— =
Marketing Center

Online Data + Imports

Audience Segmentation

Canaux de
communicati

A/B/n Split Testing

Campaign Management

Rules Engine

AssetManagement | @/ @ _—— ./ HEHR T

Marketing Analytics &
Attribution

Social

Partners

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

DAY 4

Kenexa : une plateforme intégrée de “Talent Management' en mode SaaS,
permettant d'optimiser le trésor des entreprises : leurs collaborateurs.

Recrutement - Automatise le cycle complet d'acquisition des talents
Compensation — Automatisation des enquétes sur les rémunérations,
analyse des pratiques externes & internes, conception et mise en place des plans de
rémunération
» Formation - Learning Management System (LMS), Learning Content Management System
(LCMS)
et solution de knowledge management on-site, virtuel, mobile et social
» Enquétes — Automatise les enquétes de satisfaction salariés et clients
o Tests (Assessments)— plus de 1.000 tests pour sélectionner et conserver les top performer
Performance Management — Automatise la gestion de la performance et des rémunérations ,
du développement des carrieres, et des plans de succession

=~ Acquisition Kenexa prévue au 4° trimestre 201:



o _ V saLes
Building a smarter planet / SOFTWARE

PARTNER

DAY

Varicent - Sales Analytics & Commission Management

Manager Dashboard

This dashboard provides an overview of sales and pipeline information in addition to some KPIs (key performance indicators). Each section is linked to a more detailed report,
please click on the appropriate section to drill down.

woridwide Saies

Payvee Sales Artainament

Laurie Reynolds $2,105,875 128.0%

Darnell Humphrey $1,726,500 107.0%

Herb Allen $1,630,250 102.0%

Dan Huddle $1,852,156 99.1%

Diana Young $1,254 300 95 6%
11,000,000

45,500, 01 S00,000 Pavee Sales Attaimanent
Jahn Linsmar $612,877 42 0%

Tammy Croshy $687,2099 48 0%

0 000,000 Steve mMurray $714,829 52.0%
$18,204,560 | = Below S0% = Abowe 90% I Debbla Clarkson §784,847 60.0%

Barry Bentley $88BT 131 71.0%

$159,652 57%.
$0 475,000 $150,000 $225,000 $300,000 0% 25% S0% T5% 1D0%

These are your top opportunities, pre-determined by pipeline stage and deal size. If you wantto sortthese opportunities
according to your own criteria, please click on any ofthe headers.

Top Opportunities

i Account Owner Stage Amount
L AEE Television Networks Dan Huddle Upside $350,000
MNess Technologies Tarmrmy Croshby Actively Engaged $475,000

State Street Darnell Humphrey Commit $130,182

Actively Engaged Computer Sciences Corporation Laurie Reyvnolds Commit $172,904
Wet Seal Inc Herb Allen Upside $220,415

Mfication ADYO, Inc. Debhbie Clarkson Commit $102,492
Marshall Management Inc. Dan Huddle Commit $199,650

Pepco Holdings, Inc. Stewe Murray Upside $143,192

St. John's Medical Center Laurie Reynolds Actively Engaged $240,000

Copyright 2010 RT Internations Lid. Highly Confidential

~ 2012 IBM Corporation
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Une stratégie globale pour offrir toute liberté dans le mode de déploiement

IBMSmartCloud Déployer
Foundation
3 vers infrastructure IBMSmartCloud
existante - Foundaticn
Déploiements

accélérés vers la

famille des expert
Platform as a Service Technologies

ureSystems integrated systems

0 & & @
Application Application  Application  Application  Integration
Lifecycle  Resources Environments Management

Accés immédiat
Infrastructure as a Service Technologies IBMSmartCloud aux services
fal £€ Services managés
ks & & §

Infrastructure Management Availability Security and Usage and
Platform and and Compliance Accounting

Administration Performance

© 2012 IBM Corporation
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Repenser le stockage

8

Application
Lifecycle

— -
- L
Infrastructure

IBM SmartCloud Virtual
Storage Center

SOFTWARE
PARTNER
DAY 4

@

Platform as a Service Technologies

ﬂ:ﬁ-

S & 0 Foundation
Application Application Application Integration
Resources Environments Management
Infrastructure as a Service Technologies
(‘- L £ € =z
(<) .‘B ] BV
Management Availability and Security and Usage and
Platform and Administration Performance Compliance Accounting
———
IBM Tivoli

Virtualisation et Gestion unifiée des
données sur une hiérarchie de

systémes de stockage hétérogénes
AN

Simplicity. Profitability. Growth.

Storage Manager

Gestion simplifiée des sauvegardes et

restauration des machines virtuelles et
des données dans le cloud
utres clou

51
privés ou public Z

- iy -
e, i

© 2012 IBM Corporation
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highland

> [5h GreenLeaf, Inc.

Vivisimo

Company Information

Information analytique
structurée

one:

Stop Tracking

Stock Information

GLI 11421.90 -474.54 (+3.99%)
12000
11750
H‘W 11500
L T 11250

— -
10am 11 12 1 2 3 4pm

L Janet Robertson
Senior Sales Manager
jrobertson@greenleaf.com

AAPD ANAS NAON LEEE

Associated Contacts ? "’4% i

Purchase History

Date Amount Product
2011-04 23k Juniper
2011-01 25k Willow
2010-10 18k Mulberry
2010-07 10k Aspen
2010-04 11k Fir

Price Comparisons ?

Il Wholesale Cost
Il Greenleaf Price
[ Competitive Product Price

Account Activity Feed

Showing: All Activity | By Source |

What's new for this account?

Share

GreenlLeaf, Inc.

L Irene Tambolin updated the document GreenlLeaf Conta

ZF SAP - 3 hours ago

£ Charlotte Kroll updated the database Work Orders Q3 20,

B Oracle Database - 2 hours ago

Information transactions
client

#34-REF000-78123778
#67-MHY000-99123773
#89-HHJ000-21123774
#65-QWEOQ000-77612579
#11-GFEO00-78123770

New Product Recommendations ?

a# Oakland

W Spruce Two
W¥ Redwood
w# Douglas Il
W@ Birch

¥ Laurestine

Information

non structurée et contextuelle

Logged in as Frank Gelato | Help

Support Tickets ?

Shipment Tracking Program
#1001901 - Open 1 day

New User Account Password
#1001855 - Open 7 days

Create Default Contacts
#1000082 - Open 10 days

08/09/11 #00894314  Shipped
07/20/11 #00754381 Blocked A\
03/02/11 #00634878  Pending
01/26/11 #00454617 Pending

Account News ?

How Greenleaf Helps Hatch Next-
Generation Energy Projects

The director of Advanced Research
Projects Agency-Energy, lays out the...
Business Wire - 1 hour ago

GreenlLeaf Installs Gypsum Project
Greenleaf Inc. has announced the
development of a new project...
Environmental Leader - 5 hours ago

CEO of GreenlLeaf, Inc. Honored for
Entrepreneurial Excellence

His business, located in Pittsburgh, PA,
ars he...

Flux d'activité pour informations

temps réel
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DAY 4

BigData au coeur du S

1 — Explorer ses Applications Analytics
) BI/ I_LEproratlon/LFunctlonaI | Industry PredlctlveL Content
don_n(?e_s Reportin  Visualizatio App App ! Analytics Analyti
IBM Vivisimo g ting
Plateforme IBM Big Data o
_ _ 3 — Simplifier son
LViSU&“Z&ﬁOﬂ J Application Systems JJ datawarehouse
2 — Analyser les . Development . Managemen Netezza

données brutes/non
structurees L3O Accelerateurs
InfoSphere

Biglnsights Stream Data

Computin Warehous
@ 5 — Analyser les flux de
données en temps

4 — Réduire les couts
avec Hadoop réel
InfoSphere

Biglnsights l __ @ Information Intégration & Gouvernance InfoSphere Streams

- Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Infrastructure Plateforme Plateforme
Application Données

&

Purellex PureApplication PureData

Delivering Delivering Delivering
Infrastructure Services Platform Services Data Services

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

Differents Workloads de données requirent differentes solutions
PureData PureData

System for System for System for _
Transactions Analytics Operational Analytics

5x performance vs 10-100x plus performant , 1000+ requétes opérationnelles
concurrents 24x moins d'i/O | par seconde

30x scalabilité Workload mixtes 10x économies de stockage
10x économies stockage Chargement continu de données

Support de 100+ databases Pas de tuning In-database analytics
Support applications DB2 Pas d'administration de stockage Support applications DB2
Support Applications Oracle 200 fonctions analytics in-database j SUPPOrt applications Oracle

Simplicity. Profitability. Growth.

© 2012 IBM Corporation
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DAY

Satisfaire les besoins informatiques et métier des clients

Secteurs
w Iy I \ 1 ] v 1 r A |
b ™ - ™ - — o - ~
R 3= © & I
R
Banques “nerg 5 i Transport Commey ommunication

Fonctions/rbles

a3,
v ., s o
e = . el s EESI%SUGI
Strengthened e
Directeur Directeurs Président Directeur
marketing SupplyChain informatique
Besoins ,
Transformer Approfondir la Agilité des Mobilité a Accélérer Optimiser Gérer les
l'information relation avec les processus I'échelle de| Il'innovation linfrastructure risques, la
en actions clients, partenaires et des I'entreprise produits et informatique et sécurité et la

et employés applications services métier conformité

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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IBM Mobile Foundation *

3M Mobile -
Foundation V5.0  IBM Worklight

» IBM WebSphere Cast Iron

« IBM Endpoint Manager for
Mobile Devices

Développer, Connecter, Gérer et
Sécuriser I'entreprise mobile

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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V' SALES

Une approche globale de la sécurité

e

e @ SOFTWARE
i B PARTNER

< P\ DAY

é
octobre
012

Plateforme GRC (OpenPages)

Gouvernance d'entrep

Risques Financiers

rise, Gestion des Risques et de la Conformité
Management Investigations ( i2)

(Algorithmics)

£

QRadar Siem

Identity & Access
Management Suite
Federated

Identity Manager
Enterprise

Single Sign-On

Identity Assessment,
Deployment and
Hosting Services

Portfolio Sécurité IBM

Sécurité IT et Compliance Analytics & Reporting

QRadar Log
Manager

QRadar Risk
Manager

IBM Privacy, Audit and Compliance Assessment

Services

Infrastructure IT — Domaines de sécurité opérationnelle

Personnes Données Applications

Guardium

Database Security
Infosphere Optim
Data Masking

Key Lifecycle
Manager

Data Security
Assessment Service
Encryption and

DLP Deployment

AppScan Enterprise
Standard & Source
DataPower Security
gateway

Security

Policy Manager
Application
Assessment Service
AppScan OnDemand
SaaS

nfrastructure

Network
Intrusion Prevention
SiteProtector
Management System

QRadar Anomaly

etectio
anagecp Firewall,

Unified Threat and
Intrusion Prevention
Services

Endpoint
Manager (BigFix)
Virtualization and
Server Security
Mainframe Security
(RACF, zSecure)
Penetration
Testing Services

Mobile Device
management

Simplicity. Profitability. Growth.
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Tealeaf — Customer Experience Management

Voice of
Customer

Surveys
A/B Testing

Pro-active MVT )
Real-time Business Path Analysis
N-tier Business and Process
Performance Functional Technical Obstacle

Availabilit Alerting Detection | Funnel Revenue &
Errar y Traffic & Analysis

Detebil Application Usage Sales Analysis
System el Problem Logic Issue
Performance Reproduction,
Quantification

=] . g
age and Diagnosis TR
Application Re‘?'Ponse Replay Campaign

Server Lels

Audit and Effectiveness
Performance Dispute User Error

Resolution Resolution

Detection bl
SECpEhiclilel]  Product Placement
& Merchandising

Application .
Co-browsing/ -
Performance Transaction Web Analytics
Management Assistance

CRM

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Verkufe

Tl
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Partenaires : étendez votre réseau aux PME-PMI !

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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pagesjaunes- OLOXAM  (lini C”C
ODDO &CIE
@ BOSCH O legrand

I.:\ COMPAGNIE FINANCIERE -
B EDMOND DE RDTHS_CH]LD m expreSs
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celio* -

Bibliothéque -
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LEDUFF[  yaxis(&7

Bouorg_ ﬁi"””_”\ﬁ ' LIEBHERR
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0‘
a

90%

2011 '
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p DAY octobre J
L J o ; 2012 e

SWOT

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Value Creation : Génération de nos larges deals
Ohjectifs Clients Tactiques Stratégiques
EX:
Customer Focus Qualité SAV Fidéliser les clients
... RISk management
.. Qualité
.. Compeétences
... R&D - Innovations

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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octobre j @
=, 2012 '

30m

24M

18M

&M

Simplicity. Profitability. Growth.
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Building a smarter planet

Comment conclure davantage
de ventes au 4eme trimestre ?

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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PARTNER |}

octobre

On Your Mark

Simplicity. Profitability. Growth.
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Building a smarter planet

DAY

% of Plan % of Plan Target

94% 74%

Business Analytics 101% 86%
ICS 53% 87%

50% 104%

Information Management 167% 84%
Rational 38% 70%

Security Systems 96% 148%
Tivoli 104% 70%
Total 89% 83%
Current month (October) 100% 100%

Target % of Plan Target % of Plan

Total 93% 100%
Current month (October) 52% 90%

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet
PARTNER

In 2012, we continued to transform our software portfolio to meet clients’
needs by industry and role

Industries
x 1 vy LY, ol e ©
R || S | | AEy | | ae
‘-ﬂ . il
Banking Energy Government Healthcare Education Transportation Retail Communi-
. cations
Functions/roles L
» |
From - > - J]é&jjrélgthl
Strengrthwersec . - o . Iy e
Marketing Finance Human Supply chain Executive IT
CMO CFO resources CSCO CEO Cio
Business and IT needs CHRO
Turn Deepen Enable Deliver Accelerate Optimize IT Manage risk,
information engagement the agile enterprise product and and business security and
into insights with customers, business mobility service infrastructure compliance
partners and innovation
employees

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

Our IBM Business Partner strategy is pivotal to helmg us meet diverse client needs

Turn information
into insights

Deepen engagement with
customers, partners
and employees

Enable agile business

Reach Broader Markets

Deliver Enterprise
Mobility

IBM
Software Grow High Value Revenue

Capabilities

Accelerate product and
service innovation

Embrace New Business Models
Optimize IT

and business 7 Simplifying your IBM experience

infrastructures

Manage risk, security,

and Compliance © 2012 IBM Corporation




Building a smarter planet

As of September 2012, the results speak volumes

$1million+
In co-marketing funds
available in 2012

v

+43%

YTY increase in
co-marketing win
revenue over 2011

>27K
leads passed to IBM

Business Partners

v
+90%

YTY increase in leads
passed over 2011

ﬂw
(3

Acquisitions
iIn 2012 strengthens

portfolio & opportunity
33 VARlcgym};
v Vivisimo

Information Optimized™

@ Worklight

- ﬁ e Qutterfly
e e

Simplicity. Profitability. Growth.

© 2012 IBM Corporation
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Building a smarter planet

Get Set: * ,
Top actions to build your pipeline and generate demand

Simplicity. Profitability. Growth. © 2012 IBM Corporation



Building a smarter planet

= Proven engine used by over 1,000 Business
Partners

= Business Partners meet regional eligibility

= Business Partners match 1:1 funding on IBM
investment

= Campaign execution support:
— Co-marketing Center

— Ready to Execute Campaigns Simple Interface
— Midmarket Execution Blueprints One Location
. Activities
2012 Increase in co- Loace i
marketing funding by 50%+ Balance

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

Leverage Ready to Execute campaigns to quickly driv demand

We were able to quickly reach
out to customers and add leads

What is Ready to Execute?

- ' ifi i to our pipeline without a lot of
[ mpaign
No charge, simplified campaigns the up front work. We started
= Target clients’ top business needs with the materials that IBM
. supplied, made a few updates
= Developed and proven by IBM worldwide Of‘;ﬁ, own, and we We,g ready

marketing teams to go! ,’

= Qut of the box, self-service simplicity B o Vice President of

= Customizable for higher quality leads Marketing, Revelwood

= Consistent messaging, translated

Seeding the Clouda: Key | -
Etmrrents for G Computiog |

Dowmiond e white paper (1.2 e —

Simplicity. Profitability. Growth.
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PARTNER
= 4 DAY &

Harness the web and syndicate IBM digital media c

require far fewer resources

Web Content Syndication eep our Web site current,

= Compelling IBM web content urate, and relevant. If we had
nanage and maintain all the

= Promote only products you offer and your expertise tent ourselves it would be a
y expensive, burdensome

=  Save web and support costs — now we can focus our

= Prospects stay on your Web site B =0LiCes on where we

= Available in eleven languages ,,
)arrin Nelson, Vice President,
are Solutions Sales, Sirius

puter Solutions

Simplicity. Profitability. Growth.
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Accept and progress IBM leads passed to you ¢

= Passing more, higher value leads faster -
Clip level raised to

= YTD $50K-$100K leads passed —
increase over 2011

= Profiles in PartnerWorld are key

= Help from VADs and iSR to progress and
close deals

New! Automated Lead Notification
= Starts October 2012

= VAD notified of opportunity same time as
Tier 2

= Real time visibility to help take action

Simplicity. Profitability. Growth.
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ds within 2 days

and progress
)ortunities in

pal Partner
tal every 14 days

for help!




Building a smarter planet « Ji . #
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PARTNER

e ' A DAY A ) A ociobre

Leverage 4Q sales plays to drive sales oppounities

= Qbtain critical information to reach sales
goals quickly

Building the engines of a Smarter Planet:

When it comes to making
the sale, you're not alone. . . .

= Sales kits contain ready-to-use materials
Sales plays

What We Offer:
IBM sales plays provide you with critical information that you need to reach your sales goals more quickly. Tl u H H H
sales play kits contain a consistent set of ready-to-use materials and assets to help you leamn about the sale Ig ne y ran areas an O JeC IVeS

plays that are aligned to our channel strategy and objectives. Sales plays are a prescribed program providing
insights to your sales team that can accelerate success when used to generate leads and support selling ac

You will need an IBM PartnerWorld ID to access some of the websites

Power Advantage Power Migrate

L
. IBM
Grow Your Revenue with High Valt Bus‘ness lndustry

e Analytics Collaboration Solutions

IBM Storage Efficiencies

Mid-Market Competitive Assault Making Retail Smarter for Mid-Mai

Information

o o e | Rational
e Management

R

Security Tivoli WebSphere

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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L : : L 2012

Position yourself for success and grow proi with key tools
Now in14 languages with PureSystems & Industry Solutions Content

with IBM Software

Driving growth. Delivering value.

Business Partner Gr_ow Your Profitability Tool
Locator Business Tool
= |dentify products for cross- & up- = Evaluate product
» Find & collaborate with sell configuration, average sales
other partners to augment = Estimate return on investment cycle, software price & service
solutions drag
. . = Find sales & marketing materials , ,
» Help prospective clients & for each offering = Tailor data for your business
IBM sales teams find you model

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Leverage new offerings to deliver client value and grow revenue
Expand your opportunities with IBM PureData System

Optimized for
data services:

= Transactional

Workload optimized
performance

= Analytics
/ Data load ready in hours

Expert integrated:

Integrated management
= Data platform g g

= Infrastructure Automated maintenance

= Unified platform

management Data Platform Single point of support

= Built-in expertise Delivering Data Services

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet - - Ji | SOFTWARE| -
- PARTNER 2 k
® DAY A thglbzre M)

Take advantage of new IBM & Business Partner Hosted Software-as-a-Service

- \_
- Capture the $91B Cloud! Opportunity =~ ———_

NEW
NEW NEW
Service Service
Provider _ IBM Software as Providers
, Business a Service .
Your solution Partner Hosted _ Your managed service
bundled with IBM Software as a Your “value add” with using IBM Software
software . IBM-hosted SaaS
Service
Your custom
solution built on
IBM software
Join the IBM Webcast Series to learn more:

October 16 - October 23 - October 30

Simplicity. Profitability. Growth.
1 IBM Market Insiahts Dec 2011 Total IT Hardware. Software (Middleware + Annlication SW). Services 2012 Onnortiinitv

© 2012 IBM Corporation
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DAY

Software Value Ince 5%-20% in —

- . additional incentives
Rewards certified product skills

Software Value Plus 20%-60% / A&

. . earning opportunit
Industry and Capability Authorization I OPP y

Competitive Incentive 3%-20% incremental

Displace Microsoft, Oracle, Sybase, HP payout for approved deal

2a$S for SVP IB 20%+ Sales incentives "

Resell sales incentives for SVP Bps* " selected countries

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

0% for 12 months for IBM Software

=Simple predictable payments — _."’”'

=No interest charged

“ IGF has become a great tool for us to provide creative payment terms for new software

licenses , S&S and even our implementation services. The IGF Channel team is very
responsive and innovative in the way they approach every deal. The added bonus of up
front payment to Perficient is icing on the cake! We encourage our sellers to propose IGF
financing with every deal. ”

-Lori Gianattasio, Perficient Inc, National Sales Director




Building a smarter planet

Earn 8% to 20%

of deal value

Solution Accelerator Incentive ‘ The IBM Solution Accelerator
. . .. Incentive allows us to drive
=Base Incentive for selling eligible IBM new growth and profitability

hardware + eligible IBM software products from both Hardware and

=Solution Bonus Incentive for selling IBM Software. It has the attention
defined solutions alone or with a peer of our Hardware Sellers who

. . now look for IBM Software
Expanded portfolio - all new license Passport Advantage opportunities, and our
products now eligible f

o Software Sellers are asking
*Increased claim time about IBM Hardware and
~ from 30 days to 60 days Storage opportunities. ,,

- Kelli Chastonay, Director Software &
Services Solutions, Thinksis

Simplicity. Profitability. Growth.
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IBM bCase Application
Cloud =Present customer solutions on your iPad with the

Security bCase application
Virtualization

Busi . =Access case studies, whitepapers, videos &
usiness Analytics
IBM PureSystems demos

=Create custom slides instantly

Deal Clinics
= Collaborate with Subject Matter Experts

= Define win plan with actions and incentives
= Get help from your Value Added Distributor

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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enabled

Drive
demand

Sell and
grow
revenue

[l
I
il
@

Grow Your Business Tool
IBM Business Partner Profitability Tool
Competitive Market Intelligence

IBM PartnerWorld Software Quick Start
Get skilled and certify
IBM Value Package

IBM Co Marketing Center

Ready to Execute Campaigns
IBM bCase Application on iTunes
Getting Started with Social Media

Software as a Service, Application Specific License

IBM Software Story
Sales Plays

Global Partner Portal
Incentives: SVI, VAP, SAl

Simplicity. Profitability. Growth.

© 2012 IBM Corporation
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Sprint to the vear end finish’line!

(@)) O~ WD =

. Update your PartnerWorld profile
. Maximize co-marketing to drive demand
. Progress leads quickly

. Leverage enhanced incentive programs, offerings and tools ‘
. Access dedicated technical resources and empowered VADs to

£

help you

. Download PartnerWorld Resources file with live links to more

information

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Maitrisez les regles du jeu pour optimiser vos ventes

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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LE PARTNER PLAN N - rsc- i Avprovais Y acces: @

+ Step 1. Enter Business Partner Solutions

+ Step 2. Enter IBM Products

+ Step 3. Enter Software Marketing Responses (Mandatory for all IBM Software plans)
+ Step 4. (Optional ) Create/Use Action Plans

= \ous devez créer et soumettre le S __ o
PartnerPlan dans PartnerWorld. AT VA I

1. *How many IBM Software Brands do you i Solutions
» Le PartnerPlan doit contenir entre autres : mg Responses (Mandatory for all IBM Software plans)

D B2B Integration ! -
* Step 4. (Optional ) Create/Use Action Plans

- Vos objectifs de ventes par Product Group [J18M Business Analytics Sefbuara Userd

’ Z D 1BM Enterprise Content Management Use the Grow Your Business tool to help improve Business Partner profitability and productivity. The
pour 'année. Tas! oo prowides mfarmation 1o
D Enterprizse Marketing Management = recommend complimentary products to the products that you currently sell

# find new opportunities with existing customers

- VOS Compétences teChniqueS et DIBM Industry Solutions . “. C‘ES\E-LT”ME sal\fs w‘ith"\yn:;‘pr’nsﬁects)t )
Commerc|a|es (Cer“ﬂca“on) [ information Management ttp: v.ibm.com/partnerworld/growyourbusiness

Software brands selected in the rows below will flow through to the Skills tab. An agent runs nightly and

s . |:| Lotus will populate the Skills tab with certifications from the PartnerWorld Profile System.
- Vous devez I'approuver puis le soumettre O rational NOTE: IF you choose a Software brand followed by the phrase - Open Distrbution Products, the brand
D Tivoli will not flow through to the Skills tab and no certifications will be displayed for it.
ol

a IBM pour approbation.
p pp [Jwebsphere »(alculate/p

1BM Netezza Authorization Group (5 <. 1- + 181 Product 50,000 50,000
2. *How many Sales Reps do you have selli | SEeemae : :

Ces informations sont également disponibles Comments:

Select One...  |v
dans Ie Dashboard Tivoli Autemnation Authorization ot IBM Product 50,000 50,000
. Group

Comments:

4-6

7-10 B2B Integration Authorization F select IBM Product 60,000 60,000
Group 3

Greater than 10 =
Pawer Systems & Select 1BM Product 30,000 30,000
Comments:

60 Simplicity. Profitability. Growth.
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CERTIFICATIONS

= Vous devez avoir des certifications actives et enregistrées dans PartnerWorld.

= Par Product Group:

1 Certification commerciale
+
2 Certifications techniques

= Ces informations sont également disponibles dans le Dashboard.

61 Simplicity. Profitability. Growth.
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DAY 4

SVI SVP

= Une fois les certifications enregistrées dans PartnerWorld, vous devez vous assurez d’avoir
fait la demande SVI puis SVP et non l'inverse.

= Si vous générez plus de 200 000$ de revenue NEW LICENCE, vous devez réaliser au moins
10% de votre chiffres d’affaires via les programmes SVI ou/et VAP.

62 Simplicity. Profitability. Growth. © 2012 IBM Corporation
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Building a smarter planet

" Le contrat ASL

PARTNER

= Les “devoirs” de nos partenaires ASL

» Assurer la commercialisation de leur solution

» Intégrer le prix des licences IBM au prix de la solution

» Déclarer les licences IBM commercialisées

» Assurer le support de 1er et 2€me Niveau

» Obtenir les Certifications sur les produits commercialisés
» Accéder directement au support IBM

» Renouveler la maintenance

Your solution. Your customer. Your profit.

Simplicity. Profitability. Growth.

© 2012 IBM Corporation
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Building a smarter planet

Maitrisez les regles du jeu pour optimiser vos ventes

Simplicity. Profitability. Growth. © 2012 IBM Corporation



| |ilii
@

Building a smarter planet

Témoignage de 3 partenaires :
le dispositif gagnant mis en place pour cloturer Q4.

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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ASI :

A3l

qui sommes-nous ?

Entreprise 2.0

Messagerie, Agenda
Portail d’entreprise, intranet, extranet

Décisionnel

SOFTWARE
PARTNER
DAY

ﬂAS{I' Business Intelligence

Gestion des données :
Intégration de données, qualité de données et
gestion des données de références

Sites web : e-commerce, institutionnel, Restiiufion : B BnEsT & PARIS
ev’enemennel.:. _ Reporting, analyse, dashboarding et pilotage de la 47 RENNES
Réseaux sociaux d’entreprise performance
GED iets fi iars - A7 TOURS
Projets financiers : A7 NANTES
CRM Elabora‘tion & simu!ation budgétaire, consolidation
Webdesign et ergonomie de gestion et reporting groupe A7 NORT
A& LYON
/A& BORDEAUX
AZASI Ingénierie #7ASl  Conseil et Performance du Sl & 100
; | . Consutting | o A& WARSEILLE

Ouverture des services du SI Gouvernance et urbanisation du SI
- Construire de nouveaux services métiers Audit du Sl et schéma directeur
- Permettre a I'existant de s’ouvrir sur le web et Aide au choix de solution (Bl, CRM, ERP...)

les mobiles pour vos clients, vos fournisseurs et AMOA et conduite du changement

V05 CllaDORIAUIS, Amélioration des processus et pratiques
Mise en ceuvre de solutions spécifiques Web : (CMMi, COBIT, ITIL, pilotage projet, SCRUM...) 330 collaborateurs
OpenSource ou éditeurs (IBM, Microsoft) . . . .

- . , Gestion de portefeuille de projets (PMO, ABC/ABM
Génie logiciel Industrialisation / qualit¢ / b projets ( ) 1 O sites
pérennité / évolutivité

67 Simplicity. Profitability. Growth. © 2012 IBM Corporation
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DAY 4

Partenaire d’IBM depuis 1993 : un partenariat qui se travaille chaque jour !

Une offre compléte :
= Portail d’entreprise, outils collaboratifs, Réseaux sociaux, GED, Business Intelligence, Mobilité.

Un savoir faire marketé et “ up to date *

L Premier
= Des collaborateurs experts certifiés Business
L L , Partner
= De nombreuses opérations de génération de leads co-marketées
= Un CRM a jour et un interlocuteur “Portefeuille ” Altiorizad
Software Value Plus
= Un interlocuteur support avant vente pour les commerciaux Business Analytics
. Enterprise Content
= La maitrise des programmes ( SVI, VAP ..) Management
Information Management
Lotus
Rational
WebSphere
1
68 RRREe Sty Growth. © 2012 IBM Corporation
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DAY

on,

CONSULTING
Création en 1998

Business Intelligence et Pilotage de la Performance
— Business Analytics
— Information Management

= +1000 Projets, +650 Clients
+200 Certifications obtenues par nos Consultants

+1500 personnes formées par nos équipes

!! ]
il
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Cognos.
software

InfoSphere.
software

('ﬁ;:CLARlTYsystems

@ NETEZZA
an IBM Company

70

Simplicity. Profitability. Growth.
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Expérience
ultisectorielle

30% - Sérv?ces.
20% Cndustie

/ M Banque
M Sante

20% 20%

Simplicity. Profitability. Growth. © 2012 IBM Corporation
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2006 2007 2008 2009 2010 2011
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2005 2006 2007 2008 2009 2010 2011 2012

Simplicity. Profitability. Growth.
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I-Seeds
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o . N\, DAY 4
Qui sommes nous ? 1Se

Eds .software _

THE SERIOUS APPS FACTORY

At tre T

of Information Systems

.l_'l'.w'm Web & Mobile convergence ?? apptiv{id

@ Active apps for business

proressionnelies pour moblles.

7 ans de retour d’expérience, +100 Apps et +170 projets délivrés avec succes
dans les domaines du e-commerce, du web et de la mobilité .

1 Qu\l 1}6



Building atsmar®18@estfor Enterprise ¥ . “PARTNER |

online .
marketplace enterprise oy n e
Customers : ’ ' ‘......
& ;'
Benefits

Partnefsd party © internal

apps - apps Reduced backlog

Higher adoption
Better IT solutions

™=
= Improved quality
jscovel Lower costs
- d on
= gistributh
:
- te to piz & partners
9han IT De pt.
APIs soA
Data as services
a Service craats mashup*®
3rd party . enterprise
data E data

Simplicity. Profitability. Growth. ©2012 IBM CZrZoration
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- Stratégie

Comprenant 'accompagnement a la
définition de la stratégie mobile et au
suivi de la roadmap

=rmmmmmmm=m== Graphisme et Ul

Comprenant la charte graphique et les
Ul multi OS

Développements

Comprenant I'architecture technique
et le développement en mode
industriel multi OS

Distribution

Comprenant la mise en oeuvre d’un
store privé

Comprenant I'accompagnement
des Users, la gestion des tickets et
des demandes

Analyse

et la mise en place d’un outil de

‘ ‘Simplicity. Profitability. Growth.
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BYOD Déeveloppements Multi OS

Natif Hybride

rienge utilisateur
Architecttiﬂr"t " Persistance
Web '

Convergeﬁt'.'e Sl

M aIS MDM Gestion des contenusx

Evolutions Sécurité des donn

, [
C eSt " Support aux utilisateurs l||'

- Stores Privés J

S U rto Ut Dlstrlbutlon inHousg
a ! Stm :_»f

Simplicity. Profitability. Growth.
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Conclusion
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Vos événements au 4eme e MR

DAY

PARTNER |
- trimestre

‘;

Exploitez toute la puissance

du Social Business !
Batissez vofre réussite avec IBM Connections 4

Security Systems m"‘“
Think Integrated A \g g

Mardi 23 octobre 2012
de 18h a 20h30 - Hétel Shangri-La

L.aunch Social Business Formation sur les offres Security Systems
23 octobre 2012 - Hétel Sangri-La 24 octobre 2012
IBM Forum, Bois-Colombes
Du Big Data a la Big Value Paris - decembre 2012
Du Big Data a la Big Value Unévenement Clients et Partenaires pour tout savoir !

14 décembre 2012 Transformez l'information en connaissances

Contacts ; isaballe_lafevre@iritm.com ol angelica. vayer@iibim.com

Club des Directeurs Marketing
Partenaires IBM
Vendredi 23 Novembre 2012

— IBM Rational Day Club des Directeurs Marketing
25 octobre 2012 — Hotel Pullman Bercy 23 novembre 2012 — IBM Forum, Bois-Colombes

IBM Rational Day
Jeudi 25 octobre 2012 - 8h30 a 17h00
Pullman Bercy

Venez échanger et faire le point
sur les nouveautés Rational

i




Building a smarter planet

= Bénéfices

v DAY y _I |
Vos realisations valent la peine d’étre partagees
clients.

— lllustrer la force de votre partenariat avec IBM

= Comment soumettre une référence?

= Programme de Références Clients vous aide a promouvoir et a valoriser les projets déployés chez vos
— Gagner en visibilité et gagner en part de marché (utilisation des références en réponse aux appels d’offre...)

— Le client précise les activités de communication auxquelles il souhaite prendre part, en remplissant I'accord de
référence. Tous les documents relatifs au projet sont soumis a I'approbation finale du client

— Enregistrer le détail du projet dans la base de données interne de Références Clients

= Exemples d’activités de communication

* Appels ou visites de référence

» Présentations lors d’événements IBM ou tiers
» Etudes de cas

» Témoignages vidéo ou audio
82

« Communiqués de presse, entretiens avec les média/ analystes, publicité
= Call to action: venez en discuter avec Stéphanie Gautier sur le plot “Références”
Simplicity. Profitability. Growth.
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AGENDA

12h30 - 14h00

ATELIERS

Picpus et

Louvre

SALES
SOFTWARE
PARTNER
DAY

Dejeuner

Rivoli

14h00

15h30

Convention

Atelier A1
Négociation
Commerciale

Partie 1 et 2

Atelier A2

Atelier Plays Q4 :
les «quick wins» a
Court Terme

Louvre

Atelier A2

Atelier Plays Q4 :
les «quick wins» a
Court Terme

Atelier A3
Les programmes de
rémunération.

Rivoli

Atelier B3
Les programmes de
rémunération.

Concorde

Atelier A4

Les outils et
ressources IBM pour
vendre

Concorde

Atelier A4

Les outils et
ressources IBM pour
vendre

Longchamp

Atelier A5
Plans Marketing et
nouvelles ressources

Longchamp

Atelier A5
Plans Marketing et
nouvelles ressources

17h00 Animation de fin de journee

Simplicity. Profitability. Growth.
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