


Grow the business with existing customers



Leverage:

a) Renewals

b) Reinstatements

c) License self-check



What makes up IBM Software
Subscription & Support?

Version Rights 
& Upgrades

Technical 
Support

Total Solution 
with Optimized 

TCO



Our Message to our Clients

§ IBM Software Subscription & Support saves you time
Unlimited voice and where available, electronic access to IBM Software Support Centers worldwide. This means 
you and your IT department don’t have to wait forever to get answers and assistance for your routine technical 
support questions and needs.
You get 24x7 emergency support for critical problems. This means your business can be back up and running 
quickly if the unthinkable happens.

§ IBM Software Subscription & Support saves you money
You get upgrade protection – no cost access to new releases and enhancements as they roll out. This means you 
always have the most up-to-date versions of the software you rely on everyday.
In the past customers were able to get minor releases for free. Now they need S&S to get that.



Challenges on ICS Renewals

●No need for renewal – low PMRs and Support Calls

●Competition is giving it free

●Moving to Competition

●No Budget

●Current Licenses not fully deployed

●Will renew only Server side or say CEO Licenses



� With the economy in turmoil, clients 
may not want to renew because…

– They’ve renewed for the last “x” year(s) 
and they never had to use support, it was 
a waste of money

– They do not see value from the dollars 
they have spent on support. Their 
company is cutting back on everything

– They see no business impact to renew

Some misconceptions

§ Your client may be unaware…

– How their organization uses IBM Subscription & Support, but your 

renewal rep can provide :

Download history

Support history

– Specifics on IBM’s S&S business impact to their business

They will remain on back level versions of their software

They will remain at risk in the event of a mission critical application outage

If their organization decides to renew at a later date, they will incur a very 

expensive cost to renew thereby spending much more money instead of 

saving money (as their choice to not renew intends)



Main Differences between IBM and Competitors when it comes to S&S

IBM

Complete subscription and support solution - not 

just "maintenance"

24x7 for severity 1 PMRs

Unlimited Callers

Unlimited Calls (phone support)

Discount on S&S allowed so long as we grow 

S&S by at least 10% per year

IBM

Complete subscription and support solution - not 

just "maintenance"

24x7 for severity 1 PMRs

Unlimited Callers

Unlimited Calls (phone support)

Discount on S&S allowed so long as we grow 

S&S by at least 10% per year

Competition

Subscription (access to new versions), but 

web support only

24x7 costs extra

Phone support costs extra

Oracle, Microsoft, CA do not discount S&S - 

TCO “sticker shock”

Competition

Subscription (access to new versions), but 

web support only

24x7 costs extra

Phone support costs extra

Oracle, Microsoft, CA do not discount S&S - 

TCO “sticker shock”



The CIO  - New Sheriff in Town  

• How many times in your accounts – evaluation of the 
competition starts with the arrival of the new “sheriff”.

• They want to reduce:

►Cost

►Complexity

►Provide productivity enhancements

►Upgrade/eliminate legacy applications

►Start focusing on “business transformation”

• They are not all coming from IT – some even from 
procurement



Upgrade and lower TCO by 30% to raise the ROI of IT



Project Liberate – self funding of upgrade

●We have helped more than  600 customers 
free up around $3.5B in their IT budget over 
the last 4 years worldwide  by advising them 
how to by differently from Microsoft

●Customers with Microsoft Enterprise 
Agreements might be able to save up to 40% or 
more  on the cost of their renewal through this 
"no-charge" evaluation of their current 
Enterprise Agreement.



Check the current version and propose upgrade

This is a constant opportunity to keep selling new licenses – Grow your current base

S&S Renewal is an excuse to revisit your customers – The door remains open

Identify what products are missing on customer's environment – 2 Quarters in 

advance

Opportunity to sell new licenses



Our Clients Must Understand the Risk of Non-Renewal

� Re-instatement cost will be around 2x the amount of their yearly 

renewal cost

� Loss of New Software Features & Functionalities 

� Loss of Technical Resources

� Software Compliance Concerns

� Software Obsolescence

� Risk Management

� Employee Satisfaction & Productivity



 Opportunity to sell Reinstatement and bring customers back

50% of any reinstatement is considered new licenses

Do not discount reinstatement... protect past S&S stream 

There are tons of customers that may have decided to move to a competitor that is 
now looking for ways to come back to IBM

Utilize the Lock in Savings program and bring customers back with 15% discount 
and finance options



Lock in Savings Promo

– Use the difference to upsell new licenses and combo with other promos
    

For example: customer has a 100k renewal/year, with this promo the total savings are 45k (3 

years), put that towards a promo that relates to new licenses to maximize savings and retire quota

Spread the payments for new 
licenses/reinstatement and 

save

Receive a 15% discount off Entitled Price for 
new Lotus and WebSphere Portal license(*) 
plus 3 full years of  Software Subscription and 
Support

Customer pays IBM Global Financing (IGF) 3 
equal payments annually up front (Based on 
credit rating and subject to credit approval)

Rates as low as 0% 

Proceeds thru special bid process

Minimum deal size is $5,000 USD, maximum 
per IOT IGF Low Rate Financing deal size

Available in most countries

Renew for multiple years 
and save

Discount off of eligible Software Subscription 
and Support renewal price for Lotus and 
WebSphere Portal offerings

Receive 10% off renewal price for two years 
of Software Subscription and Support

Receive 15% off renewal price for three 
years of Software Subscription and 
Support

Customer pays full amount up front (or may 
leverage IBM Global Financing)

Rates as low as 0% 

Proceeds thru special bid process

Available in most countries



 License self check

a) Are all license deployed – help needed from CTP team

b) License mismatch on Domino Notes 

c) Portal customers with less than 200 PVUs of licenses

d) No Partial renewal - leads to compliance situations



Recap....

Opportunity to sell and up-sell net new licenses and grow S&S

S&S renewals represent a compelling event with a clear deadline 

Opportunity to sell reinstatement and bring customers back

Increase customer intimacy by understanding their plans and future direction

Sell Multi-year contracts thru “Lock in Savings” Play (margin up-front)



 Information available

a) WW ICS Brand S&S Community links 

b) Upcoming renewals list

c) Reinstatement opportunity list

 Contacts: Prem S Upadhyaya
ICS S&S AP Sales Leader
Office : + 91-33-44498293
Mobile : +91-9830277340
email: prem.upadhyaya@in.ibm.com



 Appendix



Lotus Notes 8.5 Sales Kit and One pager







Sametime 8.5 Sales Kit and One pager




