BP Lead Form EVRR/IN—pF— 1)—FD4—L

BP Name E S RR/\—kF—4%

Submit Date 2 H

UniqueControlNumber 1L=—%-3>ka—)LNo.

Note: Al fields are mandatory. Should you have more than 10 leads, please use another sheet.

2 2TDOMIZTTEA TS,

10LULED—FDBEIL, >—FFENML TFEL,

Sample

Customer Name BEE &

Cthomer or end user name (no abbreviations) BZ, XIFI 1 —H—D#HE (BEEIZT
s

Opportunity Source 77K
Faz=To—HFR

Start Now or TCI PBCO-MKTG/Autonomous Lead (lead generated by BP with no
involvement from IBM and BP owns to close) / Lead passed to BP by IBM Start
Now, TCI BP Co-Marketing, # 5 D) —F(E'2F X/ Y—,F—5IBMD 7 A5 LIZEIH LER
YRDBY—R, IBMIZL 2 TESER/IN—FF—IZ5I1EMH N —F, KL

Opportunity Description 7
RF1=T4—RE

opportunity description including product solution and IBM offerings, no customer info

- B2 —23  EIBMEFEBTL THRFa=T1—DABETLA, BBEIGHRIGTE

Currency FFEE

Japanese Yen, etc. HAF &

BPSM Name E R R/8—
bF—t—IRATHR—
Tx—%&

BPSM or Channel Manager name E 2 FZ X/ N—kF—+t—)LRVHE—2—R (G F 207
- TFE—v—F

Industry Solution Area ¥/
Ja—a v ¥iE

Specific industry : Banking, Telco, Distribution, ManL‘{factu:/hg Retails, Transportation,
Process, and etc, 1FEDREZEW . /\F>20, BIS. T4 XNE2—232, Hi, Y
T/, KB, TOEX, GL,

Products/Brands se-J
2]

DM — WebSphere — Lotus — Tivoli

Solution Type Y1)a1—3/3
34

Iz —32DEA TEEIR Solutions Choices = Lotus New Business, Lotus Renewals,
Lotus Services, AIM-Tools, AIM-WebSphere, AIM—Voice, AIM-MQSeries, AIM—-eCommerce,
AIM-Services, Data Management, Informix, Bl, Tivoli, Content Management, Pervasive
Solutions, WS Host Integration, Digital Media

Decision Date R5E H

Date customer will make buy / no buy decision BEZEIEA DEIFEZRETBEH

How much customer
planning to spend? FEEZ®D
FHE

XX XXX $USD

Win Probability SR

0, 10, 25, 50, 75 or 100 are the choices fEFEZEZEIR

Competitors ¥ & fthtt

Microsoft, ORACLE, Web Logic, EMC, CA, and etc.

Geographic Organization

Country/Region [E4 - il




