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Business Partners are shifting to a Managed Service Providers model for 
higher margin opportunities  

2 

The top 100 MSP’s grew at 28% over last year (MSPmentor, Feb. 2012) 

Managed Services 

Cloud Services 
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~80% 
of survey respondents currently use or 
plan to implement (by year-end 2013) 

cloud services for Applications; 45% for 
Business Processes.  

Source: Gartner G00229304 (Figure 2) 

~50% 
of IT budgets will be allocated to 

operationalizing around cloud 
technology within 2 years.  

Source: IDC, CloudTrack 2012 Summer Survey, Part 1: Costs Savings in the 
Cloud, doc #237693, November 2012 

~80% 
 

 

of U.S. buyers indicate that they will 
have transformed 50% of their internal 
application/infrastructure environment 
to mimic a cloud delivery model in 5 
years.  
Source: IDC, 2012 U.S. Buyer Requirements for Outsourced Cloud Services Part 1: 
Road Map of Transformation, doc #234737, May 2012 

~7% 
Growth rate of all external services  
in 2016 (better than GDP), and driven 
largely by cloud adoption,  
at >13% in 2016.  
Source: IBM 

Finance & 
Admin 

Supply Chain 
Management 

Research & 
Development 

Marketing 
Automation 

Partners who have transitioned to cloud have 2.5 times the revenue growth 
and close deals twice as large as partners who have not moved to cloud1 

GTP11053-WWEN-00 
1.  IDC: Worldwide channel and alliances 2013 top 10 predictions, January 
2013 



© 2014 IBM Corporation 

IBM Software Business Partner University 2014 

Softlayer – A global cloud platform 

4!

§  Only infrastructure solution with a common management interface and API across a unified architecture  

§  Mix and match bare metal servers, virtual server instances, and turnkey private clouds, and manage 
them from a single control pane or API 

§  All deployed on-demand and provisioned automatically in real-time 

Unified architecture enabled by powerful software!
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$1.2B Investment Extends Global Footprint 

IPv4/IPv6 dual stack 
Global DNS 

Global DDOS Mitigation 
Global Internet Exchanges & Peering 
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What makes SoftLayer different? 
• Softlayer differentiates itself along three main axes – Workload I/O intensity, infrastructure 

control, and our ability to provide and integrated platform along multiple architectures 
 
• High I/O intensity is typically required from customers working in High Performance 

computing, or managing very large databases 
- Example customer segments include online gaming, mobile applications and digital marketing 
- Important to emphasize SoftLayer’s performance of dedicated architecture and ease of provisioning as 
superior to RAX and AWS 
 

• For customers needing a high level of infrastructure control, emphasize SoftLayer’s ability to 
customize hardware and/or network, and control infrastructure via APIs 

- Requirements likely for enterprise customers 
- Emphasize SoftLayer’s customizable hardware and/or network, and the ability to control infrastructure 
via APIs 
 

• SoftLayer’s integrated platform approach allows for easy integration across dedicated, 
virtualized and cloud servers 

- While SoftLayer has a unified integration & control panel for multiple cloud architectures, Rackspace 
requires paid bridge, different control interfaces 
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Who could benefit the most from the Softlayer IaaS? 

•  Sell cloud today.  Partners who have transitioned to cloud have 2.5 times the 
revenue growth and close deals twice as large as partners who have not.  

•  Managed service business. Familiarity providing managed services will make it 
easier to provide Level 1 support as a SoftLayer reseller.  

Ask 3? 

•  Partner vs Build.  Target MSP’s who plan to partner for IaaS rather than build and 
manage their own infrastructure. Gartner recommends MSP’s with < $20 M in 
annual sales DO NOT build their own infrastructure 

•  Utilize IaaS.   Target companies with services that utilize IaaS (top cloud or 
managed services such as e-mail hosting) 

•  Operational expertise.  Resellers need to provide Level 1 support to provide the 
quality of service to end users. 

•  Cloud native. Target companies that have applications already developed to 
leverage cloud delivery (i.e. SaaS or BPaaS) 

•  Key workloads.  Focus on the key workloads to leverage SoftLayer strengths (i.e. 
ecommerce, big data) 

Build?	  

Born on Cloud? 

MSP’s 

ISV’s 

Infrastructure 

Resellers 

•  What is the Cloud Project / Workload being considered for SoftLayer by the prospect? 
•  What are the high level specifications i.e. number of servers, amount of storage and network capacity? 

•  What is the timeframe for a decision (e.g., Q2 2014)? 
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Where do business partners add value to SoftLayer?!

Solu*ons	   Services	  

Exis*ng	  cloud	  enabled	  

and	  new	  cloud	  centric	  

• Opportunity	  
Iden*fica*on	  and	  
qualifica*on	  to	  extend	  
IBM’s	  reach	  

Build	  and	  develop	  

Solu*ons	  “as	  a	  service”	  

• Mobile	  apps	  
• Big	  data	  /	  Analy*cs/	  HPC	  
• Social	  
• e-‐commerce	  
• Industry	  workloads	  
• Gaming,	  ERP,	  email	  

Drive	  consump*on	  and	  ease	  
customer	  adop*on	  of	  IaaS	  

Professional	  Services	  
• Migra*on,	  design,	  compliance,	  
regulatory,	  etc	  

Technology	  Services	  
• Callable	  Services,	  usually	  via	  API	  
Reselling	  	  Services	  
• 	  Localiza*on	  Language,	  
Currency,	  Support	  and	  RTM	  

Refer	  Clients	  
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SoftLayer’s industry leading BP programs deliver benefit for value  

Targets: Customer Leads 

•  10/8/6% Commission (year 1/2/3+) 

•  BP finds deals and passes to SL 

•  SoftLayer supports the end customer 

Referral Partner 
Program 

Targets: Solutions & Services BPs 

•  5-15 % earned volume discount 

•  BP owns the solution and embeds 
SoftLayer 

•  BP supports the end customer 

Reseller Program 

Business 
Partner SoftLayer 

Sell X (OI) X (OO) 
Support X 
Deliver X 

Business 
Partner SoftLayer 

Sell X 
Support X 
Deliver X 
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SoftLayer Hosting Reseller Program 
Reseller	  Discounts	  

Level	   	  Total	  Monthly	  Revenue 	  Total	  Discount	  

Tier	  1 	  $1,500	  -‐	  $3,000 	   	  5%	  

Tier	  2 	  $3,000	  -‐	  $5,000 	   	  8%	  

Tier	  3 	  $5,000	  -‐	  $15,000 	   	  10%	  

Tier	  4 	  $15,000+ 	   	   	  15%	  

	  

Benefits	  
§  Infrastructure	  footprint	  for	  immediate	  access	  to	  poten*ally	  

global	  customer	  base	  	  
§  Volume	  discounts	  on	  so\ware,	  infrastructure,	  and	  setup	  	  
§  Preferen*al	  pricing	  on	  Windows	  Server	  licensing	  	  
§  Preferen*al	  delivery	  on	  limited,	  overstock,	  and	  promo*onal	  

inventory	  	  
§  Preferen*al	  cancella*on	  policy	  and	  flexible	  payment	  op*ons	  	  
§  Priority	  server	  delivery	  (1–4	  hours)	  	  
§  Published	  reseller	  informa*on	  for	  all	  IP	  addresses	  with	  

RWhois/SWIP/reverse	  DNS	  	  
§  License	  manager	  for	  Helm,	  Parallels	  Plesk	  Panel,	  and	  cPanel	  	  
§  Comprehensive	  API	  for	  simplified	  opera*ons,	  elimina*ng	  layers	  

of	  management	  systems	  	  
§  Microso\	  WebsiteSpark	  and	  BizSpark	  programs	  for	  providers	  

offering	  Web	  design	  and	  development	  services	  	  
§  RescueLayer®	  for	  clean	  reboots	  	  
§  Global	  private	  network	  	  

Requirements	  
§  Provide	  verifiable	  website,	  company	  name,	  and	  address	  	  
§  Provide	  first-‐level	  technical	  support	  	  
§  Provide	  billing	  and	  accoun*ng	  support	  	  
§  Assume	  responsibility	  for	  resolving	  spam,	  DMCA,	  and	  abuse	  

reports	  for	  customers	  	   Resellers	  must	  price	  servers	  at	  or	  above	  So2Layer's	  current	  online	  pricing.	  Reseller	  
discounts	  do	  not	  apply	  to	  So2Layer	  weekly	  specials	  or	  sales	  pricing.	  We	  
reserve	  the	  right	  to	  reject	  non-‐qualified	  reseller	  applicaBons.	  	  
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SoftLayer Referral Partner Program 
Target	  partners:	  

§  The	  So\Layer	  Referral	  Partner	  Program	  lets	  you	  connect	  
customers	  with	  reliable,	  reputable	  hos*ng	  and	  earn	  monthly	  
recurring	  commission	  payments	  for	  doing	  so.	  

§  It’s	  ideal	  for	  applica*on	  developers,	  MSPs,	  SIs,	  and	  consultants	  
who	  don’t	  want	  to	  be	  in	  the	  hos*ng	  business,	  but	  work	  with	  
and	  know	  companies	  that	  need	  hos*ng	  services.	  	  
–  Also	  used	  for	  Distributors	  who	  refer	  their	  T2	  resellers	  to	  

So\Layer	  
Advantages	  
§  High	  Earnings	  Poten>al.	  Earn	  greater	  rewards	  for	  your	  

referrals	  from	  one	  of	  the	  industry’s	  most	  generous	  and	  flexible	  
commission	  structures.	  

§  Convenient	  Referral	  Portal.	  Use	  the	  convenient	  and	  intui*ve	  
online	  portal	  to	  easily:	  Submit	  referrals,	  Access	  an	  online	  
Marke*ng	  Materials	  Warehouse,	  Track	  commission	  history	  and	  
future	  payments,	  Monitor/update	  ac*ve	  referrals	  

§  No	  Ongoing	  Commitment.	  Refer	  and	  earn	  on	  your	  own	  terms,	  
with	  no	  referral	  volume	  minimums	  or	  maximums	  or	  required	  
dura*on.	  

Monthly	  Recurring	  Commissions	  	  (payable	  to	  a	  
Referral	  Partner)	  

• 	  10%	  for	  Year	  1	  
• 	  8%	  for	  Year	  2	  
• 	  6%	  therea\er	  
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Scenario 1 – High Performance Computing 
Client Scenario 
§ IT Managers requiring high compute power for data mining, 

numerical and seismic analysis 

Client Situation 
§ Temporary/Permanent high computing hardware is required for 

calculation 
§ Not accounted within their IT budget 

Proposed Solution 
§ Softlayer HPC servers provide an accessible, on-demand 

solution for clients looking to meet the most compute-intensive 
requirements 

Advantage 
§ Avoid heavy capital expenditure for computational 

requirements. 
§ Immediate start-up by avoiding hardware order and setup cost 

Additional IBM Product/Services pull through 
§ SWG Product Sales (Example Cognos, SPSS). 

http://www.softlayer.com/dedicated-servers/high-performance-computing 
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Scenario 2 – Cloud Bursting 
Client Scenario 
§ Clients looking at temporary compute power to meet peak 

periods 

Client Situation 
§ Having to size and procure hardware to meet peak demands. 

This leads to wastages due to unused capacity during non-
peak period.  

Proposed Solution 
§ Rapidly deploy virtual machines as Web or application servers 

to meet sudden spikes in user demand 
§ Using Flex Images to quickly provision the new systems based 

on images captured from physical or virtual systems.  
§ When demand has receded, spin down the cloud servers, and 

only incur costs based on your temporary cloud utilization 
rather than purchasing a permanent surplus of expensive, in-
house hardware. 

Advantage 
§ Avoid the unnecessary hardware cost – just to meet peak 

periods. 

http://www.softlayer.com/solutions/hybrid-environments 
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Scenario 3 : Temporary Dedicated Servers 
For clients just looking for temporary but dedicated to meet their hardware requirements 

http://www.softlayer.com/dedicated-servers/ 
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Scenario 4 – Disaster Recovery (DR) 

Client Scenario 
§ CIO’s looking for a DR solution for applications that has no 

budget for additional equipment. 

Client Situation 
§ Typical DR solution will need standby equipment. 
§ Not all application will have the  budget to have spare 

equipments for standby 

Proposed Solution 
§ Use Softlayer to build the required DR for the application. Once 

built and tested, store the entire DR landscape off-line to save $
$ 

Advantage 
§ A DR solution with no capex required. 
§ Cost incurred only during development of DR solution, annual 

DR testing and actual DR situation 
§ Softlayer has several locations around the world for client to 

choose. 

Additional IBM Product/Services pull through 
§ DR Consulting Services 

Basic 

Advanced 

Premium 

http://www.softlayer.com/solutions/disaster-recovery 
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Tap Into SoftLayer Technical BP Skills 1Q Schedule 

Webinar Sessions Planned 
 
1- Change the Landscape not the definition – SL overview (Feb 25th) 

2- Not one-size-fits-all – Defining the SL Cloud Architecture (Feb 27th) 

3- Connecting the Cloud – SL network options, Part 1 (March 4th) 

4- Connecting the Cloud – SL network options, Part 2 (March 6th) 

5- Keep Safe – Securing your SL virtual instances (March 11th) 

6- Storing your data – Understanding SL storage options (March 13th) 

7- Flexible and on-demand – Understanding SL Managed Services 
(March 18th) 

8- You can’t manage what you don’t monitor – monitoring and 
management (March 20th) 

9- Evaluating Cloud Providers – Leveraging SL differentiators (March 25th) 

100 Webinars and Lab Sessions! 
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How to handle common objections 
Common customer 
issues/objections Potential response strategies 

•  “I’m not familiar with 
SoftLayer…” 

•  Introduce company, history, statistics (e.g., 20K customers, # servers, etc.) 
•  Make points relevant to target’s industry (e.g., “we have done a lot of work in X…”) – “we are 

familiar with your kind of business” 
•  Invite them on a datacentre tour 

•  “It’s too difficult for me to 
switch/I’m too integrated 
in my current 
architecture” 

•  Explain how SoftLayer partners with companies who can assist in a seamless migration 
•  Ask them if it would make a difference if SoftLayer were able to move the architecture for the 

prospect 

•  “I’m happy with my 
current provider (e.g., 
AWS, RAX)…” 

•  Probe about common issues: price, service, account rep, reliability, SL areas of strength 

•  “What makes SoftLayer 
better than others?” 

•  See “SL differentiation section” to highlight elements that may appeal to the particular target 
(APIs, customizable, scalable, etc.) 

•  “I though SoftLayer just 
did dedicated…” 

•  Leverage cloud branding materials and messaging 
•  Explain SL’s advantage across multi-platform  
•  Highlight how SL’s dedicated acts like “cloud” (monthly pricing, scalability, etc.) 

•  “I would prefer to keep 
my hosting in-house…” 

•  Probe for drivers of this choice (e.g., control, price, other?) 
•  Reinforce advantages of SL and expertise 
•  Explain SL’s TCO tools and offer to conduct analysis, how it has helped other customers to 

make this decision 

•  “It’s too expensive”… •  Probe on pricing/budget constraints to determine price point 
•  Explain TCO tools and offer to conduct analysis 

•  “The cloud isn’t secure…” •  Mention security features, SL proven track record 
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Cloud Trial (1 month free) 

http://www.softlayer.com/promo/freeCloud/freeCloud 

1.  Key in all details, including Credit Card details 
2.  Select Data Center (Singapore) and Select Operating System 

3.  $1 will be deducted and will be credited back. (verification purpose) 

4.  A verification phone call or supplementary IDs may be requested 
5.  Upon approval, SoftLayer Customer Portal login credential will be emailed to you 
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Call to action 

• Validate 3 opportunities per partner, to start with, over the next 30 days.  
• Register as IBM partner at the Softlayer portal ( as Reseller and/or Referral partner) 

• http://www.softlayer.com/partners/ibm-partners 
• Simple, 10 minute process. 
• No obligation, no cost 

• You will get a call from Softlayer staff, to validate the registration 
• All information, including MSA, terms and conditions, pricing, configuration etc are transparent, 

and are available 24*7 online, and are non-negotiable 
• Configure, order using credit card, and you are good to go 
• IaaS ready for workloads in under 15 minutes for public Cloud, and under 4 hours for bare 
metal 
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What’s Next – 
1.  Contact us through the website:  www.softlayer.com/ibmpartners 

2.  Check out the Free Education 

3.  Sign up for the Free 30 Day Trial 

100,000 
SERVERS 

22,000 
CUSTOMERS 

22,000,000 
DOMAINS 

Cloud Infrastructure Without Compromise 
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