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• New Program Announcements
• Partner Exchange Program
• Technology Leverage Program
• Marketing Funds Opportunity

• Program Kits
• Welcome Kit
• Training/ Certification Kit

• Communications
• Partner Success Stories
• Online 
• Newsletter

• Partner Solutions
• Development
• Marketing

Agenda
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Worldwide Partner Exchange Program
A collaboration network to help foster the exchange of solutions, ideas, 

resources to help you find and be found by other SWVN partners. 
• Ability to take existing solutions and re-purpose for a specific region without signing 

new country agreements

• Quickly search, connect and collaborate with the right partner with the right business 
focus, technology expertise, and applications, to help you grow your business

• Consultants and technical resources can be shared across the SWVN portfolio

• Exchange of ideas can help you with customer engagements, building new markets, 
developing strategic partnerships, and expanding your partnerships worldwide

• Partner profiles in the collaboration area promote your company’s capabilities to 
ensure you will be found by other partners

This program differentiates your expertise, industry, geographic focus 
and other details of your company in this highly competitive market!

new opportunitynew opportunity

How to get involved:
Send an email to kimlund@us.ibm.com to receive an 

invitation to join the networking site. (launch Q209) 
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An opportunity for Software ValueNet partners to promote their 
repeatable tools, utilities, plug-ins and software components.

Ensures customers and sales reps have easy access to Business Partner 
information that will help drive more business.

Partners who qualify for program will receive:

• Co-branded collateral to help market their offerings

• Participation in our Technology Leverage Program Business Partner 
Handbook

• Exposure and promotion on the IBM website for IBM sales personnel, 
prospects and customers to access

• A microsite dedicated to these offerings (expected in near future)

Worldwide Technology Leverage Program

How to get involved:
Send an email to jbeckner@us.ibm.com.  

Business Partners will be required to fill out a template summarizing their offering.

new opportunitynew opportunity
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• A key characteristic of Agile ECM is the ability to 
deliver solutions rapidly to solve complex 
business problems using technologies like 
widgets

• A widget is a small application or piece of 
dynamic content that can be easily placed into a 
web page

• Business Partners are building out libraries of 
components, such as widgets, that express their 
unique domain expertise

• Content-centric Business Process Management 
(BPM) supports rapid application development of 
widgets and promotes the reuse of these assets

Agile ECM - iWidgets

Learn how to build ECM iWidgets today!
Enroll in:  IBM FileNet P8 BPM v4.5 Product 

Implementation and Maintenance Training (PIT/PMT) 
(220090) which reviews “ECM Widgets 4.5.0 -
Constructing a BPM Solution using ECM Widgets”

Send email to: tgerken@us.ibm.com for more information
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PartnerWorld Co-Marketing Funds/ Vendor Support

• NEW: TSL Marketing – a PartnerWorld vendor will work with partners in 
Asia Pacific to educate you on the process for applying for funds, building 
campaigns within Campaign Designer and more

• There is no charge to our partners for their service

• They have expertise in locating funds and building programs with
partners

• Check to see if you have PartnerWorld funds

• Funds available for campaigns, solutions promotion, events and 
more

Plan • Develop • Manage

new opportunitynew opportunity

TSL Marketing
http://www.tslmarketing.com
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Software ValueNet Program Kits

Welcome Kit
• How to get a PartnerWorld ID

• How to get an IBM Customer Number 
(ICN)

• How to get your Access Key to 
download software

• How to download the Quote Tool

• How to get access to the SWVN 
secure partner portal

• Contact information 

• And more

Enablement Kit
• How to access the training portal

• How to register for training and 
certification

• Delivery methods

• Early Education Program

• Sales Expertise Program

• On Demand eLabs

• Contact information

• And more
Updated!Updated!

http://www.ibm.com/partnerworld/ecmvaluenet
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IBM Business Partners worldwide are delivering 
innovative solutions to help solve their 
customers' most pressing business 
challenges. 

This offer entitles an eligible IBM Business 
Partner to a professionally-developed 
success story that showcases a customer 
implementation in a high-quality marketing 
piece, ready for use in sales opportunities. 

Success Stories are linked to the IBM Client 
Reference database, the tool all IBMers use 
to find references.

Partner Success Story Program

Get Started Now!
Send a brief overview of your company and the customer success story to 
aeramire@us.ibm.com.  
You will receive a confirmation e-mail that includes a success story template and consent 
form to be signed by you and your customer.

Eligibility:  
You must be part of the Information On Demand community 

and Advanced or Premier level in PartnerWorld.
Success stories are limited. Act by 30 June 2009!
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Software ValueNet Home Page

http://www.ibm.com/partnerworld/swvaluenet

Updated!Updated!
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Software ValueNet Partner Portal - ECM

This portal is a resource 
for Software ValueNet 

partners to access 
information and tools, 

such as IBM Quote Tool, 
partner solutions, IBM 

product information and 
more.

http://www.ibm.com/partnerworld/ecmvaluenet
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Software ValueNet Partner Portal - Optim

http://www.ibm.com/partnerworld/optim

New!New!
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Product Kits on the SWVN Partner Portal 

Product Kits

The product kits are an 
example of the types of 
information available on 

the portal.                   
The kits include 

information such as:
White Papers
Presentations

Competitive Data
Brochures

… and more.
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ePartner Connection Newsletter for SWVN Partners

• Currently, ePartner Connection is a monthly 
newsletter sent to all Software ValueNet ECM 
partners 

• Goal: make available with specific information 
to all Software ValueNet partners

• Information is specific to Software ValueNet 
and does not typically include material in 
PartnerWorld communications

• Includes information such as: pricing updates, 
updates to the SWVN partner portal, product 
releases, industry white papers, event 
opportunities and more

• If you are not receiving this newsletter, please 
complete the online form (link below) which will 
ensure that you’re added to our contact 
database

Click here to Opt In to SWVN communications
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Worldwide Partner Solutions Handbook

Technology
Solutions
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Software ValueNet Opportunities Summary

Partner Training Opportunities

Partner Success Stories

Software ValueNet Online Information
Home Page

Portals

Product Kits

Newsletter

Partner Exchange Program

Technology Leverage Program

Co-Marketing Funds

Program Kits

Solutions Development

Solutions Marketing 

Partner Solutions Handbook

For all questions & comments: For all questions & comments: AskSoftwareValueNet@us.ibm.comAskSoftwareValueNet@us.ibm.com


