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is…

A skills-improvement program which helps 
BP Sales Representatives leverage IBM 

training to increase solution sales

Two Rewards-based components

ƒEarn & Learn - Successfully complete selected education modules
ƒSell & Win - Achieve and exceed objectives and report revenue
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Know Your IBM 2005

Business Objectives
– Demonstrate IBM’s commitment to Business Partners

• Build loyalty for IBM solutions 
• Enable the Business Partner Sales Representatives to better 

sell the value of IBM
– Increase IBM installations in SMB Retail Accounts

Rewards
– Based on Skills improvement and Sales achievement

– Complete KYI quick-learn modules and register RSS 
revenue to earn rewards



PartnerWorld

© 2004 IBM Corporation4 Americas Know Your IBM February, 2005

Eligibility
Earn & Learn
– Authorized IBM Retail Store Solutions Distributor Sales Representatives
– Authorized IBM Retail Store Solutions Business Partner, reseller, Sales 

Representatives
• Solution Providers who purchase products directly from IBM
• Solution Providers who purchase products from IBM Distributors

Sell & Win
– Authorized IBM Retail Store Solutions Business Partner, reseller, Sales 

Representatives
• Solution Providers who purchase products directly from IBM
• Solution Providers who purchase products from IBM Distributors

– For sales into Small- to Medium-Sized Businesses (SMB)
• SMB = Businesses with less than 1000 employees and/or less than $1B in 

annual sales
Permission based
– Business Partner Firm principle officer or senior executive must agree to 

allow company sales representatives to participate
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Earn & Learn Program
Modules created with the Sales Representative in Mind
– Designed to take 20 minutes or less
– Focus on key selling messages

5 modules in plan for 2005
– Earn 200 reward points per module completed ($50)
– Complete all 5 modules by end of 3Q and get rewarded an additional 1000 

points ($250)
– A point is worth 25 cents

Module Topics
– The Value of IBM Retail Store Solutions
– Discover the IBM Anyplace Kiosk
– IBM Express Offerings from Retail Store Solutions
– IBM Retail Environment for SUSE Linux (IRES)
– Selling against PC Cash Drawer
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Sell & Win Program

Earn rewards for recording sales of qualifying Retail Store 
Solutions products into SMB Customer accounts

Any participant who registers 80 units from the date of 
announcement through the end of 3Q 2005 will receive 4000 
points ($1,000)
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What Retail Store Solutions Products Qualify?
Machine Type Description Unit Measurement

4810 SurePOS 300 Unit

4910 SurePOS 300 Express Unit

4840 SurePOS 500 Unit

4940 SurePOS 500 Express Unit

4800 SurePOS 700 Unit

4610 SureMark Printer Unit

4820 SurePoint Display Unit

4835 IBM Kiosk Unit

4845 IBM Anyplace Kiosk Unit

5724-105 ACE V3 Store

5639-BB4 ACE V4 Store

5799-RYH ACE V3 Independent Grocer Store

5639-P49 Store Integrator V1 Store

5799-RYL/RYN
IRES V1 (IBM Retail Environment for SUSE 
LINUX) Store
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Redeeming Rewards
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Rewards – Products and Services

Fashion, Shoes, 
Accessories

Dining out

Cinemas and Theatres

Hotels

Vacations and Cruises

Electronics

Books and Music

Fitness and Health

Home Décor and 
Furnishings

Sports and sporting 
equipment

Toys

And more…
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Rewards – From Top Companies

Banana Republic
Bath & Body Works
Bed Bath and Beyond
Blockbuster
Borders
Carnival Cruise Lines
Coach
Dean & Deluca
Elizabeth Arden Red Door 
Salons

Gap
Land’s End
Macy’s
Olive Garden
Pottery Barn
Royal Carribean
Spiegel
TJ Maxx
Williams Sonoma
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How to participate
Business Partner Firms
– Will receive an email invitation to participate in the program
– The BP Firm’s principal officer, senior manager or executive 

will provide permission by accessing the link provided in the 
invitation

Business Partner Sales Representatives
– Make sure that your management have approved your 

participation in this program
– Make sure you have an IBM ID and password
– Go to the Know your IBM website at 

www.ibm.com/partnerworld/knowyouribm and enroll in the 
program.  
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Step 1:

Enter you PartnerWorld ID 
and password.  Web 
identity validates that you 
are a member of 
PartnerWorld.  
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Step 2:

You will all be new 
the KYI program, so 
select the link for a 
new registration –
shown highlighted 
here.
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Step 3:

You will begin the 
process of self 
enrollment. Please 
select continue from this 
screen.
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Step 4:

Then select your  
country and 
indicate that you 
are an IBM  
Business Partner.
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Step 5:

Select the        
Americas - Retail Store 
Solutions Program.
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Step 6:

Indicate if you are 
a reseller or a 
distributor.
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Step 7:

Verify that your 
personal profile 
information is 
correct.
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Step 8:

Enter your company 
information.  

After you submit your 
registration, a notice will be 
sent to you confirming your 
participation and let you 
know when you can start 
learning and earning. 
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After Enrollment
www.ibm.com/partnerworld/knowyouribm



PartnerWorld

© 2004 IBM Corporation21 Americas Know Your IBM February, 2005

Know Your IBM HomepageHomepage
www.ibm.com/partnerworld/knowyouribm
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Learn
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Report Sales
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Track Performance

At-a-glance Status in Know 
Your IBM
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Thank youThank you
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FAQFAQ
Am I eligible for the Know Your IBM program?

Know Your IBM is open to you if you are a sales representatives in an IBM Business Partner organization that has achieved at least Member level in IBM PartnerWorld
Your local management must give their approval to your participation in this program
Know Your IBM further strengthens the benefits available to qualifying IBM Business Partners
Not all benefits are available in all countries, make sure you check the Program Rules to see how they apply to you
Visit the Know Your IBM site for further details: ibm.com/partnerworld/knowyouribm

How do I register for Know Your IBM?
If required, you must first obtain agreement from your local management
You must have a valid IBM ID and Password (the same ID and Password that lets you access other IBM PartnerWorld offerings)
Click on register to complete some simple self-profiling questions
Your request for participation will be responded to within two days
Visit the Know Your IBM site for further details: ibm.com/partnerworld/knowyouribm

How many participants can enrol in the Know Your IBM program?
As long as you are an RSS reseller you may participate in this program

How can I improve my earnings and chances to Win from Know Your IBM?
Each module that you complete successfully could earn rewards – make sure you take each one 
Registering your sales of incentive-bearing products and services will earn even greater rewards
Visit the Know Your IBM site regularly to learn about other reward opportunities throughout the year

What awards are included in Know Your IBM program?
You can earn Know Your IBM points by successfully completing Quick Learn modules and recording your Sales of qualifying products
You – or your company – may then exchange these points for thousands of items in our on-line catalogues
We shall announce additional opportunities to receive rewards from Know Your IBM

What is a Quick Learn module?
Quick Learn modules are short eLearning offerings that can help you improve your sales skills and awareness level of IBM solutions
Each one has been specially created with you, the Sales Representative, in mind – focusing on the key selling points of IBM offerings
Successful completion of modules can earn Know Your IBM points to be exchanged for goods and services from hundreds of merchants in the on-line selection
Each module is designed to give high-level knowledge and sales tips.  Average completion time is under 20 minutes

Who do I contact if I need more information about Know Your IBM?
Please contact your IBM representative for further details
Visit the Know Your IBM site at: www.ibm.com/partnerworld/knowyouribm
Or contact the Know Your IBM team ID: kyi@ca.ibm.com or Nancy Greene at nagreene@us.ibm.com
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