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Inconsistent teaming/not leveraging our partners to 
drive incremental revenue

Requirement for additional coverage

Unreliable measurement/accountability of our partners, 
SAMs, and channel reps

Unpredictable/non-coordinated passing of leads

Difficult to measure customer satisfaction

Why we developed the initiativeWhy we developed the initiative
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Selected Premier Partners by SMB Geography
Outbound sales force
Geographic focus
Forecasting/updating
Linkages with IBM, Lotus and Tivoli
Solution Selling focus
Sell, implement & service

Willingness to work with other partners

Developed software business partner selection 
tool/closed loop process

Coordinated with TeleSales Centers, NA Software, 
SMB, channels, SAMs, and partners

What are we doingWhat are we doing
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Business Partner - Expertise
Lotus / Domino (cont.)

Productivity Software Resources, Inc. (PSR) - Roswell, GA; Orlando, FL
Real Applications, Inc. - Kennesaw, GA
Romac/Conduit - Alpharetta, GA
Romac International - Tampa, FL; Alpharetta, GA
Rodefor Moss Technologies Group (formerly IManage) - Knoxville, TN
SCB Delta Software - Memphis, TN
Software Spectrum - Atlanta, GA
Solarcom - Norcorss, GA
Strategic Systems Consulting - Norcross, GA
Synergistics, Inc. - Alpharetta, GA
The Meridian Group - Franklin, TN
Total Solutions Group, Inc. (TSG) - Atlanta, GA
U.S. Technologies - Tampa, FL
USWEB/CKS - Atlanta, GA
Venture Technologies (MicroAge) - Ridgeland, MS; Memphis, TN
Whittman-Hart, Inc. - Alpharetta, GA
Workgroup Connections - Orlando, FL
Xerox Connect, Inc. - Birmingham, AL; Alpharetta, GA

Operating Systems
DataFlex - Clearwater, FL
Genisys Group - Franklin, TN
InfoSystems - Chattanooga, TN
SCB Delta Software - Memphis, TN
TechData Corporation - Clearwater, FL
The Meridian Group - Franklin, TN

RS/6000
Champion Computer Corporation - Boca Raton, FL
CTS Inc.net - Rosewell, GA
Data Resource Group - Boca Raton, FL
Genisys Group - Franklin, TN
InfoSystems - Chattanooga, TN
MCBA Network SW - Huntsville, AL
Real Applications, Inc. - Kennesaw, GA

Secureway Software / Host Integration
Champion - Boca Raton, FL
ComputerPS - Punta Gorda, FL
Data Resource Group - Boca Raton, FL
GE Capital - Jacksonville, FL
IKON Technologies - Tampa, FL
Keylink/Dickens - Roswell, GA
Metamor Worldwide, Inc. - Norcross, GA
Pomeroy Computer Resources - Nashville, TN
Romac International - Tampa, FL
Software Spectrum - Atlanta, GA
Total Solutions Group (TSG) - Atlanta, GA
Xerox Connect - Memphis, TN

Tivoli / System Management (SM)
Champion - Boca Raton, FL
Data Resource Group - Boca Raton, FL
IKON Technologies - Tampa, FL
Keylink/Dickens - Roswell, GA
RiscManagement - Tampa, FL
Romas International - Tampa, FL
Whittman Hart, Inc. - Alpharetta, GA

Websphere
  Application Development (AD)

Blackstone & Cullen, Inc. - Atlanta, GA
Crescendo Technologies - Alpharetta, GA
InfoWorks - Nashville, TN
Mark1 Systems Corp. - Boca Raton, FL
Object Intelligence - Raleigh, NC
PSSI - Melbourne, FL
Romac International - Tampa, FL
Software Spectrum - Atlanta, GA
Total Solutions Group, Inc. (TSG) - Atlanta, GA

AS/400 Solution Provider
3X Corporation - Atlanta, GA
AGE - Miami Lakes, FL
Genisys Group - Franklin, TN
MCBA Network SW - Huntsville, AL
Real Applications, Inc. - Kennesaw, GA
SCB Delta Software - Memphis, TN
The Meridian Group - Franklin, TN

Data Management (DM)
Blackstone & Cullen, Inc. - Atlanta, GA
CFT Consulting - Sarasota, FL
CommerceQuest - Tampa, FL
Digital AV - Knoxville, TN; Memphis, TN
GE Capital - Jacksonville, FL
Genisys Group - Franklin, TN
InfoSystems - Chattanooga, TN
Matrix Information Systems - Merritt Island, FL
Metamor Worldwide, Inc. - Norcorss, GA
Productivity Software Resources, Inc. (PSR) - Orlando, FL; Roswell, GA
Romac International - Tampa, FL
SCB Delta Software - Memphis, TN
Software Spectrum - Atlanta, GA
Syscom - Miami Lakes, FL

eBusiness / net.Commerce
Blackstone & Cullen, Inc. - Atlanta, GA
CFT Consulting - Sarasota, FL
Champion Computer Corporation - Boca Raton, FL
Computer PS, Inc. - Punta Gorda, FL
CTS Inc.net - Roswell, GA 
Data Resource Group - Boca Raton, FL
INFOAdvantage - Brentwood, TN
InfoWorks - Nashville, TN
GE Capital - Jacksonville, FL
IKON Technology Services - Tampa, FL
Impact IT - Norcross, GA
International Consulting Group - Miami, FL
Keylink/Dickens - Roswell, GA
Matrix Information Systems - Merritt Island, FL
MCBA Network SW - Huntsville, AL
Metamor Worldwide, Inc. - Norcross, GA
MicroAge - Lake Mary, FL
Powervision - Delray Beach, FL
Real Applications, Inc. - Kennesaw, GA
Romac International - Tampa, FL
Solarcom - Norcross, GA
Synergistics, Inc. - Alpharetta, GA
USWEB/CKS - Atlanta, GA
Whittman-Hart, Inc. - Alpharetta, GA
Xerox Connect, Inc. - Birmingham, AL; Alpharetta, GA

Lotus / Domino
3X Corporation - Atlanta, GA
AGE - Miami Lakes, FL
Blackstone & Cullen, Inc. - Atlanta, GA
CFT Consulting, Inc. - Sarasota, FL
Cobra Technologies - Tallahassee, FL
Compupro - Atlanta, GA
Corporate Workflow Solutions - Tequesta, FL
Crescendo Technologies - Alpharetta, GA
CTS Inc.net - Roswell, GA
Data Resource Group - Boca Raton, FL
Data Solutions - Ft. Lauderdale, FL
Digital AV - Knoxville, TN; Memphis, TN
E Solutions Corporation - North Bay Village, FL
Eagle Technology Consultants - Atlanta, GA
Exploration Resources, Inc. - Athens, GA
GE Capital - Jacksonville, FL
IKON Tech Svcs - Tampa, Ft. Lauderdale & Jacksonville, FL
ImpactIT - Norcross, GA
INFOAdvantage - Brentwood, TN
InfoWorks - Nashville, TN
Interflow Systems Consulting - Atlanta, GA
International Consulting Group - Miami, FL
Keylink/Dickens - Roswell, GA
Matrix Information Systems - Merritt Island, FL
MCBA Network SW - Huntsville, AL
Metamor Worldwide, Inc. - Norcross, GA
MicroAge - Lake Mary, FL

Business Partner - Expertise

"BPSM-Assigned Business Partners"

 September 1999
IBM Internal Use Only

Jim Fisher
Southeast Region Channels Mgr., SW
jfisher@us.ibm.com
919-871-3161

Steve Blair, BP Sales Mgr.
AL, GA
404-487-2307
smblair@us.ibm.com

Mark Hatfield, TeleSAM
MS/TN/AL/GA
416-383-3452
hatfield@ca.ibm.com

Business Partner - Expertise
 Transaction Systems (TS)

Advanced Integrated Solutions - Raleigh, NC
Cobra Technologies - Tallahassee, FL
CommerceQuest - Tampa, FL
Digital AV - Knoxville, TN
e-Integrators - Boca Raton, FL
Metamor Worldwide, Inc. - Norcross, GA
Real Applications, Inc. - Kennesaw, GA 
Romac International - Tampa, FL
Software Spectrum - Atlanta, GA
Syscom - Boca Raton, FL
Total Solutions Group, Inc. (TSG) - Atlanta, GA
Trifolium - Raleigh, NC (also covers TN,MD,VA,DC)
Venture Technologies (MicroAge) - Ridgeland, MS; Memphis, TN

IBM PC Reseller
Pomeroy Computer Resources - Nashville, TN
Venture Technologies - Memphis, TN

Joe Dibattista, TeleSAM
FL
416-383-3463
jdibatti@ca.ibm.com

Melinda Kaiser, BP Sales Mgr.
MS/TN
615-747-4473
mmkaiser@us.ibm.com

Elena Kubiliun, BP Sales Mgr.
South FL
954-938-3913
elena@us.ibm.com

Wayne Nicholls, BP Sales Mgr.
GA, AL
770-913-1579
wayne_nicholls@lotus.com

Gladys Rodriguez, BP Sales Mgr.
North FL
813-872-2410
gladysr@us.ibm.com

John Romero, IBM/Lotus BP Tech. Mgr.
919-303-5553
joromero@us.ibm.com 
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Business 
Partner

FL Territory GA / AL Territory (cont'd)FL Territory (cont'd)
AGE
8626 Glencairn Terrace
Miami Lakes, FL 33016

Evelyn Gomez
305-442-3877
agegomez@icanect.net

CFT Consulting, Inc.
130 North Tamiami Trail
Sarasota, FL 34236

Lynn Young
941-366-6657
lyoung@cftconsulting.com

Champion Computer Corp
6421 Congress Ave.
Boca Raton, FL 33487 

Craig Dell
800-771-7000
ced@championcc.com

Cobra Technologies
2851 Remington Green Cir, Ste C
Tallahassee, FL 32308 

Kevin O'Brien
813-903-0924
kobrien@cobratech.com

CommerceQuest
3550 W. Water Ave.
Tampa, FL 33614

Art Brady
813-903-3126
art.brady@commercequest.com

Computer PS, Inc.
100 Madrid Blvd. #313
Punta Gorda, FL 33950

Jim Fessler
941-639-1199
compps@computerps.com

Corporate Workflow Solutions
354 Cypress Dr, Suite 9
Tequesta, FL 33469

Pat Patterson
561-401-1200
pat_patterson@corp-workflow.com

Data Resource Group
3998 FAU Blvd, Ste 100
Boca Raton, FL 33431

Mike Kennedy
561-998-7667
mikek@drg4ibm.com

Data Solutions
5200 NW 33 Ave, Suite 211
Ft. Lauderdale, FL 33309

Mark Alumbaugh
954-735-7000
marc@datasolc.com

e-Integrators
1515 S. Federal Hwy, Ste 121
Boca Raton, FL 33432

Chris Terry
561-416-0175
cterry@e-integrators.com

GE Capital
9440 Phillips Hwy, Ste 2
Jacksonville, FL 32256

Lawrence Wamsley
904-886-3100 x113
lwamsley@gecits.ge.com

IKON Technology Services
505 Lemon Street
Tampa, FL 33609

Paul Gelians (Tampa)
  813-261-2000 ext. 317
  paul.gelians@ikon.com
Lynn Young (Ft. Lauderdale)
  954-484-1131
  lynn.young@waldec.com

International Consulting Grp.
3900 NW 79 Ave, Ste 820
Miami, FL 33166

Ed Gross
305-594-0848
ed_gross@icgi.com

Mark1 Systems Corp.
2499 Glades Rd, Suite 113
Boca Raton, FL 33431

Mark DesJardins
561-392-1119
mark@mark1sys.com

Matrix Information Systems
1355 N.Courtney Pkwy.Ste G
Merritt Island, FL 32953

Edward R. Comer
407-251-4200
ERComer@mail.matrixis.com

MicroAge
37 Skyline Dr, Suite 4304
Lake Mary, FL 32746

Efren Yero
407-433-2943 x111
efren_yero@maorl.com

Powervision
220 Congress Park Dr.
Delray Beach, FL 33445-4670

Heather Gervais
561 279-2890
hgervais@powervision.com

PSR (Productivity SW Resources,Inc.)
800 N. Magnolia Ave, Ste 1305
Orlando, FL 32803

Peter Burch
407-872-6847
pburch@psrsoftware.com

PSSI (Performance SW Services, Inc.)
100 Rialto Place, Suite 753
Melbourne, FL 32901

Christine Pepin
407-725-0260
cpepin@pssinc.com

RiscManagement
14602 McCormick Drive
Tampa, FL 33626

Peter Reibstein
813-855-8511 x253
preibstein@riscman.com

Romac International
400 N. Tampa St, Ste. 1200
Tampa, FL 33602

Ray Monahan
   727-393-5591
   monahan@romac.com
Cate Richards
   813-307-2105
   crichards@romac.com

Contact
Total Solutions Grp, Inc. (TSG)
1900 The Exchange, Ste 100
Atlanta, GA 30339

Jon Mrkonich
770-308-5134
jmrkonich@tsg-usa.com

USWEB/CKS
1200 Abernathy Rd NE
Northpark 600, Ste 1600
Atlanta, GA 30328

Lara Weiss
678-441-1810
lweiss@uswebcks.com

Venture Technologies (MicroAge)
860 Centre Street
Ridgeland, MS 39157

Wayne Gilbert
601-956-5440
gwgilbert@ventech.com

Whittman-Hart, Inc.
2520 Northwinds Pkwy, Ste 300
Alpharetta, GA 30004

Richard Alme
770-754-5757
dick.alme@whitman-hart.com

Xerox Connect, Inc.
100 North Point Center East
Suite 500
Alpharetta, GA 30202

Scott Bartos (Alpharetta)
   770-569-5582
   sbartos@xlconnect.com
Craig Haskins (Birmingham, AL)
   205-968-3315
   haskins@xlcnotes.xlconnect.com

Syscom
8181 W. Miami Lakes Dr. #260
Miami Lakes, FL 33016

Sal Patalano
305-512-1214 x300
spatalano@syscom-inc.com

US Technologies
8160 Woodland Center Blvd.
Tampa, FL 33614

Charlotte Biladeau
813-881-1901
cbiladeau@ustechnol.com

Workgroup Connections
315 E. Robinson St, Ste 240
Orlando, FL 32801

Kelli Schrader
407-316-0044
kschrader@wginc.com

Business 
Partner

Contact Business 
Partner

Contact

GA / AL Territory

3X Corporation
400 Perimeter Center Terrace, 
NE, Ste 900
Atlanta, GA 30346

Rod Grimes
770-392-4290
rod.grimes@3x.com

Blackstone & Cullen, Inc.
2000 RiverEdge Pkwy, Ste 750
Atlanta, GA 30328

Lee Blackstone
770-612-1550
lblackstone@bac-atl.com

Compupro
6255 Barfield Rd, Ste 150
Atlanta, GA 30328

Jim Carzoli
404-250-1196
jimcarzoli/compupro@compupro@notesnet

Crescendo Technologies
3700 Mansell Rd, Ste 220
Alpharetta, GA 30022

Wayne Fleming
770-645-5045
www.crescendo-tch.com

CTS Inc.net
11660 Alpharetta Hway, Ste 490
Roswell, GA 30076

Mark Webb
770-664-3900
mwebb@ctsinc.net

Eagle Technology Consultants
1150 Lake Hern Dr, Ste 200
Atlanta, GA 30342

Kevin Anderson
404-250-3275
kanderson@eagletc.com

Exploration Resources, Inc.
394 S. Milledge Ave
Athens, GA 30605

Michael Ranier
706-353-8085
mrainer@exp.com

Impact IT
6195 Crooked Creek Road
Norcross, GA 30092

Michael Korn
770-613-5733
mkorn@impactit.com

Interflow Systems Consulting
3200 Windy Hill, 4th Fl
Atlanta, GA 30328

Steve Bernstein
770-218-9490
sbernstein@inteflow.com

Keylink/Dickens
1175 Northmeadow Pkwy, Ste150 
Roswell, GA 30076

Julie Cruikshank
770-625-7682
juliec@dickens.com

MCBA Network SW
4955 Corporate Dr NW Ste 300
Huntsville, AL 35805-6201

Bill Bass
256-890-2030
bbass@mcba.com

Metamor Worldwide, Inc.
3790 Data Drive, Ste 100
Norcross, GA 30092

T J. Glover
770-447-3351
t.j.glover@udc.com

(PSR) Productivity SW Resources,Inc. 

9755 Dogwood Rd, Ste. 250
Roswell, GA 30075

Tony Brown
770-998-6865
tbrown@psrsoftware.com

Real Applications, Inc.
225 Town Park Dr, Ste 300
Kennesaw, GA 30144

Stephen Rudner
678-355-1661
srudner@realapps.com

Romac/Conduit
1000 Mansell Exchange W Ste 
250
Alpharetta, GA 30022

Christian Kotscher
770-645-5224
christian.kotscher@coduit-ecs.com

Software Spectrum - Atlanta
1117 Perimeter Center West
Suite N117
Atlanta, GA 30338

Bill L'Estrange
770-396-4710
bill.l'estrange@
softwarespectrum.com

Solarcom
Two Sun Court
Norcross, GA  30092

Merritte Stidston
678-291-1886
mstidston@sundata.com

Strategic Systems Consulting
3000 Northwoods Pky, Ste 295
Norcross, GA 30071

Richard Lingsch
770-448-2100
richardlingsch@EAPPS@NotesNet

Synergistics, Inc.
11575 Great Oaks Way, Ste 130
Alpharetta, GA 30022

David Cohen
770-753-3155
david_cohen@syner.com

Business 
Partner

Contact

MS / TN Territory

Advanced Integrated Solutions
16 E. Rowan St
Raleigh, NC 27609

Pat Kelly
919-888-0200
p.kelly@ais-nms.com

Digital AV
523 Lovell Rd
Knoxville, TN 37932-3216

Tom Sudman
423-671-7500
tom_sudman@digitalav.com

Genisys Group
145 Southeast Pkway, Ste 185
Franklin, TN 37064

Clyde Cutrer
615-591-4015
clyde@genisysgroup.net

InfoAdvantage
215 Centerview Dr, Ste 115
Brentwood, TN 37027-5246

Lance Lott
615-373-9499
llott@infoad.com

InfoSystems
4071 S Access Rd, Ste 105
Chattanooga,TN 37406-1200

Wally Hindman
423- 624-6551
wallyh@isysteminc.com

InfoWorks
28 White Bridge Rd
Nashville, TN 37205

Jim Clayton
615-356-2686
jim.clayton@infoworks-tn.com

Object Intelligence
900 Ridgefield Dr, Ste 200
Raleigh, NC 27609-8505

Brad Murphy
919-878-6690
bradm@objectint.com

Pomeroy Computer Resources
717 Airpark Center Drive
Nashville, TN 37217

Scott Matheny
615-399-0404
smatheny@pomeroy.com

Rodefor Moss (was IManage)
5500 Lonas Rd, Ste 250
Knoxville, TN 37909

Paul Sponcia
423-583-0091
psponcia@rodefermoss.com

SCB Delta Software
3239 Players Club Parkway
Memphis, TN 38125

Debbie Bonner
901-753-3477
dbonner@scb.com

The Meridian Group
120 Seaboard Ln
Franklin, TN 37067

Steve Whalen
615-371-9082
swhalen@themeridian.com

Trifolium
1121 Situs Court, Ste 290
Raleigh, NC 27606

Steve Jones
919-854-4920
steve.jones@trifolium.com

Venture Technologies
7953 Stage Hills Blvd
Memphis, TN 38133-4010

Tom Cormany
901-937-2100
wtcormany@ventech.com

Venture Technologies
860 Centre Street
Ridgeland, MS 39157

Wayne Gilbert
601-956-5440
gwgilbert@ventech.com

Xerox Connect
1780 Moriah Woods Blvd
Bldg. 5, Ste 6
Memphis, TN 38117

Michael Fortunato
901-259-4437
michael.fortunato@connect.xerox.com

Business 
Partner

Contact
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Joint development of coverage model with SAMs

Joint development of forecasting model

Monthly meeting SMB Rep/SAM management

Quarterly meeting with SMB Client BUEs

Host ongoing partners "meet & greet" meetings with 
SMB Client Teams & SAMs

Participate in SMB managers' meetings

SMB SAMs/ BPM/TeleSAM assigning over OMSYS 
leads

BPSM starting to use solution selling process in 
reporting SW B.P. opportunities

SMB SAMs / SW Channels Reps Linkages SMB SAMs / SW Channels Reps Linkages 
Activities with Local SMB TeamsActivities with Local SMB Teams
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Create incremental software revenue
Improved coverage of ISU/SMB

More effective skill optimization

Predictable and reliable passing of leads

Ability to measure key business metrics for partners, 
SAMs, BPSMs, TeleSAMS

Increased customer satisfaction

What are the benefitsWhat are the benefits
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Quarterly Forecast Reviews
BPSM/TeleSAMs and SAMs meet
with Skip for quarterly forecast
reviews

Review SAMs' forecasts which
include partner opportunities

Responsibility:  Skip Yakopec

Participants:  Skip, BPSM, SAMs
TeleSAMs and SAM Mgmt.

Sales Opportunity Assessment
BPSM/TeleSAM work regularly 
with key assigned BPs in 
developing and creating sales 
opportunities

Responsibility:  BPSM

Participants:  BPSM and key
assigned BPs

Individual Geography Forecasts
BPSM/SAMs revise their own
individual geography forecasts
for SMB/ISU accounts
SAMs can assign OMSYS #

Responsibility:  BPSM and SAMs

No opportunity

Take off the forecast list

Quarterly Forecast Reviews
Skip reviews the SAM's forecasts
and compares to OMSYS-based
 "Headlights" management system
reports from Bill Broderson

Copies/reviews with
Brian Tomooka
Copies/reviews with
Mark Wright

Responsibility:  Skip Yakopec 

Participants:  Skip, Brian, and Mark

Ongoing Pipeline/Forecast
BPSM/TeleSAM develop this 
pipeline/forecast per assigned partner 
using Solutions Selling 
Process

Responsibility:  BPSM/TeleSAM

Participants:  BPSM/TeleSAM and key 
assigned BPs

Participants:  BPSM/TeleSAMs and 
SAMs

Monthly Territory Review
BPSMs/TeleSAMs have monthly 
territory review with Jim Fisher

Responsibility:  Jim Fisher

Participants:  BPSMs/TeleSAMs and 
Jim Fisher

Monthly Pillar Breakout Report
Melinda consolidates and prepares
pillar breakout report

Jim copies/reviews with SAM Mgrs/
Pillar Mgrs and Randy Mistele
Jim copies/reviews pillar breakout
w/Skip Yakopec, Marc Beachler,
and Brian Tomooka

Responsibility:  Melinda Kaiser,
Jim Fisher and John Romero

Participants:  Melinda, Jim, SAM 
Mgrs, Pillar Mgrs, Randy, Skip and 
John Dewey.

Monthly Meetings
BPSM and SMB/ISU SAMs meet
1st week of each month

Review opportunities that BPSM/
partners are jointly working
Review SAM opportunities to
ensure no partner conflicts
Identify additional opportunities
for partner involvement
Indicate partner leads or SAM lead

Responsibility:  BPSM 

Participants:  BPSM and SMB/ISU 
SAMs

Southeastern Region BPSM/TeleSAM Forecast ProcessSoutheastern Region BPSM/TeleSAM Forecast Process
with the ISU/SMB SAMswith the ISU/SMB SAMs
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Copy 
BPSM
& SAM

T-SAM (Q1/Q3)

BPBSS Close It

Accepts Close 
Loop

Reject

Copy BPSM

Territory Coverage

ISR Unanticipated Response

Territory Demand 
Generation Tactics

New Partner Selected

Accepts

SAM

LDR

BPSM/TeleSAM/SMB SAMs Q1/Q3 Lead BPSM/TeleSAM/SMB SAMs Q1/Q3 Lead 
Passing Process for Southeastern RegionPassing Process for Southeastern Region
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T-SAM (Q2/Q4)

BPBSS Close It

Copy 
BPSM

Accepts Close 
Loop

Territory Activity

ISR Unanticipated Response

Specific Territory Demand 
Generation Tactics

Reject

Copy BPSM

New BP Assigned

Accepts

LDR

BPSM/TeleSAM/SMB SAMs Q2/Q4 Lead BPSM/TeleSAM/SMB SAMs Q2/Q4 Lead 
Passing Process for Southeastern RegionPassing Process for Southeastern Region
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ResponsesResponses
Campaign Response

BSSBP1) SAM
2) CR
3) TeleSAM
4) BSS

Accepts

Copy BPSM
And SAM

Unanticipated
Response

Territory Coverage

T-SAMISR

BSS BPBSSClose 
It

Copy 
BPSM 
& SAM

Accepts

LDR

Unanticipated
Response

Demand 
Generation 

Tactics

LEGEND
CR - Client Rep
BP - Business Partner
SAM - Software Account Manager
BSS - Brand Solution Specialist
T-SAM - TeleSAM
ISR - Inside Sales Rep
BPSM - Business Partner Sales Manager
LDR - Lead Development Rep

Close 
It

SMB General Flow Sale CenterSMB General Flow Sale Center
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Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

Customer
______________

SW Opportunity
______________

Sale
______________

Cycle
____________

Revenue
______________

Business Partner
_______________

OMSYS #
_______________

2Q Total Revenue

Stretch Opportunities: ___________________________________________________________________________________________________________

___________________________________________________________________________________________________________

Action items to close opportunity by End-of-Quarter: ______________________________________________________________________________________

Southeastern Region - SW Channels Top 10 SMB OpportunitiesSoutheastern Region - SW Channels Top 10 SMB Opportunities
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SMB SAMs Ownership ModelSMB SAMs Ownership Model

1 1999 FL SMB Software Opportunity Pipeline
2 David Wylie, Sales Manager IBM Confidential
3
4 SUMMARY REPORT DETAILS
5 SAM Pipeline: $12,698,000 CMF: $12,351,000 JHZ: $348,000
6 SW Sales Specialists Pipeline: $10,111,000 CMF: $10,031,000 JHZ: $1,080,000
7 Channels Pipeline: $1,025,000 CMF: $947,000 JHZ: $78,000
8 TeleSAM Pipeline: $1,715,000
9 Total: $25,549,000

10
11
12
13
14
15

E A B C D E F G
TeleSAMBPSMSE SpecialistsSAMs Summary
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Additional Charts

14



Description: The Inside Sales Representative (ISR) is Industry aligned and is responsible for developing an 
ongoing relationship with assigned clients via the phone. Their responsibilities include contacting 
the client in a consultative role to understand their clients' requirements and to sale those clients' 
solutions, hardware, software, services, and maintenance to meet their requirements.  ISRs are 
responsible for sales quotas/client satisfaction goals and for revenue generation .

ISR

T-SAM

Territory Coverage

Close It BSS BP

Accepts

Copy BPSM &  
SAM

Reject

Copy BPSM

New BP Assigned

Accepts

BSS

Inside Sales RepInside Sales Rep

15



Description:

SAM Associate

SAM
(Assigned Account)

SW Sales Associates will be responsible for assisting the SAMs in the various steps of the sales 
process. The SAM Associates will spend the majority of their time (75%) teaming with the SAMs on 
complex opportunities and will spend the remaining 25% of their time working independently on less 
complex opportunities. This role is intended to increase sales productivity of the SAMs and 
generate incremental revenue within a specific territory. The SAM Associates will carry quota linked 
to the SAMs and will be on a sales plan.

Territory / Field

SAM AssociateSAM Associate
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Description:

LDR

BP1) SAM Assigned Accounts
2) Client Rep
3) Tele-SAM

BSS

Copy BPSM

Accepts

Campaign Response

The LDR will be responsible for working with respondents from software campaigns to capture and 
understand their requirements. They will establish customer/prospect solution areas, buying capabilities 
(BANT) and Sponsor / Opportunity Owner (OO) determined validation criteria. The LDR will also have the 
responsibility to nurture and develop the opportunity until it is validated and qualified. Once validated they 
will deploy the opportunity to the appropriate sales channel. (Field/Business Partner)

Opportunity IdentifierOpportunity Identifier (Lead Development Rep)(Lead Development Rep)
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Description:This role is in place to close campaign and ISR generated opportunities and assist TeleSAMs in closing 
software leads. Initially skilled in specific brand with the expectation of growing solution selling skills across 
all software brands within one year. Their leads will be generated in the following way: Campaign 40%, ISR 
30%, and TeleSAM/Other 30%. The Brand Solution Specialist will share a territory with one or more field 
specialists and expected to close what he/she can and pass appropriate leads over to the field.

BPField 
Pillar 

Specialist

Close It

Copy BPSM
& SAM

Accepts

Territory CoverageCampaigns
LDR (40%) ISR (30%) T-SAM / Unanticipated (30%)

Close 
Loop

BSS
Reject

Copy BPSM

Accepts

New BP Assigned

Brand/Solution SpecialistBrand/Solution Specialist
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Description:

Copy 
BPSM
& SAM

The Q1/Q3 TeleSAM Rep will be responsible for selling cross-brand software solutions into a specific 
territory of accounts. Size of territory will average 350 Q1/Q3 accounts and be grouped by geography 
(and industry where possible). This territory will be distinct and separate from the Field SAM set of 
accounts. The TeleSAM Rep will be responsible for increasing IBM software revenue and market-share 
within their territory. This role will be responsible for communicating IBM's Software Strategy and 
developing qualified opportunities for IBM Software Solutions.

T-SAM (Q1/Q3)

BPBSS Close It

Accepts Close 
Loop

Reject

Copy BPSM

Territory Coverage

ISR Unanticipated Response

Territory Demand 
Generation Tactics

New Partner Selected

Accepts

SAM

LDR

TeleSAM Q1/Q3TeleSAM Q1/Q3
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Description:The Q2/Q4 TeleSAM Rep will be responsible for selling cross-brand software solutions into a specific 
territory of accounts. Size of territory will average 500 Q2/Q4 accounts and be grouped by target industry 
(and ISR where possible). This territory will be distinct and separate from the Field SAM set of accounts. 
The TeleSAM Rep will be responsible for increasing IBM software revenue and market-share within their 
territory. This role will be responsible for communicating IBM's Software Strategy and developing 
qualified opportunities for IBM Software Solutions.

T-SAM (Q2/Q4)

BPBSS Close It

Copy 
BPSM

Accepts Close 
Loop

Territory Activity

ISR Unanticipated Response

Specific Territory Demand 
Generation Tactics

Reject

Copy BPSM

New BP Assigned

Accepts

LDR

TeleSAM Q2/Q4TeleSAM Q2/Q4
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