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Middleware Platform
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Specialized Solutions for On Demand e-business

Tivoli

DB2

bSphere
atiomal

Integration

Businessintegration
Business inteligence
ContentiManagement
evelopment Platiorm
o demand YWorkplaces
Pervasive

Infrastructure Management

Altormation
Secunity,
Storage

LCiRx
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IBM Express Offerings

FProvides Mid-market Platform on Which Business
Pattners are Buildin g industry Solutions

Process Information

= YWebSphere Portal - = YWWebSphere Business = Tivoli Storage
Express Integration Connect — Resource Manager
Express Express
" Lotus Dorn_ino = WebSphere Business . f;p?liscﬁi%rﬁ Server -
Collaboration Express Integration Item Synch ExXpress
_ . Express L
" Lotus Domino Utility ® Integration Platform
Server Express " WebSphere MQ) - for e-business
Express Express
" WebSphere Commerce = DB2 Universal
" Integrated Platform - Express Database Express
Express for = DB2 Content Manager
Employee Workplace Express
= DB2 Everyplace
Express
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WebSphere HTTP Plugin

IBM HTTP Server

Universal
Database Express

Integrated Runtime
Unigue Code

= Full IHS, WAS, DBE2
Images

= Sample wrappers

= Sample applications

" | aunch pad

Solution Enabler
= Builder
= Deployer

Help System
= Documentation
= Search support

|

N*':[BM Integrated Runtime

Integrated runtime designed
specifically for mid-market

Packaged = One product, license, contract,
with ISV upgrade and support structure
Solution

= Multiplatform Support:
Windows, Linux and OS/400

= Flexible pricing and licensing

“Runtime’s value-driven
pricing and open standards

Installed support saves us /5% on
on ISV costs of deplfoyments.”
Development Stephen Chan
System VP, Business Development

ZipLip

Zpie |

S S IS

Slide 7

Page: 7




Q2TCIl 2004 Webcast 041804

[BIW Software Group
New for 2004: IBM Solutions Builder Express Portfolio

Feusable assets for partners which accelerates ability to sell and deploy SME relevant
solutions based on IBEM middleware

6 SMB Solution Areas 8 Key SMB Industries

Business Integration Solutions
Business Intelligence Solutions
Content Management Solutions
e-commerce Solutiohs

Infrastructure Solutions

PortalWorkplace Solutions

Aligned to 2004 SMB marketing segmentaﬁn and programs
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Solution Providers Play a Key Role

Customer
Used

Solution
Provider

souree I Software Tracking Study, 100 - 1000 Emplopees
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Business Partner Profitability

= Every $1 spent on Avg Partner Profits in $M

IBM Software = $18 additional
application software and $2.5
services revenue

$2.4

$2.0
= Revenue and profit highest for
partners selling across all 3 §1.5
IBM Software Brands
$1.0
= Shorter sales cycle when selling
more than 1 brand w5 904 w:'[ﬁ
1 Brands 2 Brands 35 Brands
aowrce: IDA Business Poviner FProfitability Whitepaper
- Reclity Research avd Consulting
Slide 10
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Turn e-business on-demand into customer demand

Six powerfitl cross-brand marketing programs

Turn e-business on-demand into customer demand
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PartnerWorld Industry Networks for ISVs
The First Wave. .
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BP Product
“and Program

Offerings
" Express Portfolio

® Business Performance
Management

® Tivoli Orchesiration ISV
Enablement

¥ Solution Builder Express

¥ Integrated Runtime

¥ Migration Station

¥ Pariner World Industry
Network for ISVs

" ISV Advantage for
Indusiries

E Innovation Centers

| s Commitment

o

|

il
e
i
I 1

Business
Pariner

Incentive
Programs for
Profitabilit

"ISV Advantage

¥ SMB Advantage

" Top Coniributor
Initiative

m 45473

PariretPlan
on DOEDELOZ

G o- to-Market
Programs to Build

Pipeline
® Co-marketing Fast Start
" 6 Big Plays
" PW Lead Management
¥ Executive Assessment

Additional Resources
to Help You Win!

" PartnerWorld for 5W

" Tech & Sales Education

" You Pass We Pay

¥ Executive Briefing Cirs

¥ Virtual Innovation Center
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2004 Top Contributor Initiative Overview

Alexandra Kaplin
IBM SWG, WW TCI Sales

(@ business on demand software

2004 Top Contributor Initiative Overview
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TCI Offering Overview

*Ideal Partner:

= Gofturare reselling partrers
w-=50% pattnet revernie from reselling
+Reszell software into SME

*Description:
e A TBM reseller incentive . KEY Benefits:

program that offers: »Earn fees for selling into SWVB
accouits
=3 levels of paticipation

k- Cuatterly incentives for resenue

=Fees paid quarterly by IBM dire ctly to achievernent (Standard level)
reseller

k=B provides W support for end
=Enrollment by couttry LSEr Custormer
=Eligihle transactions are new license

sales to IBM designated SMEB acemants =Participate in local marketing events

Slide 15
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TCI 2004 — levels of participation

*TCI Standard
=FWE Advanced ar higher
k- Aoreed-to business & marleeting plan to drive SWEB sales, wa ParinerPlan tool
e 3W5 technical cetification
rFrrolled in TCI for 12 months ar grandfather from 2003

senrolled by DWarch 31, 2003 & approved or errolled betwesn April 1, 2003 and June 30, 2003,
achieved $100K in TCI eligible revenue in 2003 & approved, or

+Enrolled hetween April 1, 2003, and June 30, 2003, achieved $100K in TCT eligible revenne in
2003 & approved, or

*Enrolled & Approved for TCTin 2002, achieved $100K or higher in either 2002 or 2003
*TCI New Business Partner
=PWE Advanced or higher
k- Agreed-to business & marketing plan to drive SWB sales, wia ParinerPlan toal
k-1 WG technical certification

*TCI Entry (selected countries only)

=FPW3E MWember or higher
=1 BWG technical cetification

k- Aoreed-to business & marloeting plan to drive BB sales, wa ParinerPlan tool

Slide 16
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TCI — Market Growth & Quarterly Bonus Fees

TCI Level &
WS
Membership
Achieved Level

TCI Enfry - any
PW5 membership
level

TCI Mew Business
Pariner

TCI Standard
PWS Advanced
Level

TCI Standard
PWS Premier
Level

Quarterly
EBomx Fee
LI

Slide 17

25k revenue milestone
for TCI New Business
Partrer and TCI
Standard

Chance for a 1H
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Example of how TCI fees work

= TCI New Business Pariner level
b Business Partner sells $25000 73D (new license SMEB) 1n Q1
b Market Growth Fee 15 8%
b £25,0007T3D = 8% = 52,000 TTED
b Business Partner is paid $2,000 TSD in Q2

= Standard leve — PartnerWorld for Software Advanced
b Quarterly target for Q1 of $25,000 TED
b Business Partner sells $25,000 773D (new license SHB) in Q1
b Mlarket Growth Fee 15 8% + 5% Quarterly BEonus Fee
b oE25,000TT3D 2 13% =83 250 TU3D
b Business Partner 15 paid §3,250 USD in Q2

Example of how TCI fees work
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TCI 2004 — moving between levels

* Entry to TCI New Business Partner/Standard level

b All Entry level participants must send IEM a written request to change thewr
lewvel of participation

* TCI New Business Pariner to Standard level
b Ilust have 12 month’s participation in TCT

— IEM will track when Business Partners are eligible for TCT
Standard

* When do changes occur?

b Once new TCT level eligibility 15 established, changes ocour on the first day of
the following quarter — even for Business Partners who enroll in the same
quarter as in 2003

TCI 2004 ? moving between levels
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TCI 2004 — Get Started!

= Mdeet the TCT requirements for participation

= Choose a VAD

= Access the enrollment form online at: https Jfwwrw-
100.ibm comfpartnerworld/so ftware fowswzone. nsffdocsTHWCE -
SE AWM opendocument

= Create your business & matketing plan using the PartnerPlan tool

= TCT Standard - review your quarterly targets

= When approved for TCT accept the Market Growth Fee terms and
conditions

= Start selling

= Check on-line Attainment Statement and Payment Statement for YT
revenue and payments

TCI 2004 ? Get Started!

Page: 20




Q2TCI 2004 Webcast 041804

IBM Support for Business Partners

| BM Software Group

April 20, 2004

IBM Support for Business Partners

Jan Jarke
WW Channel Marketing
IBM Software Group

(@ business on demand software
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Leverage IBM Support

= Free Enablement —

¢ PartnerWorld University — Free online sales and technical training and mechanism to
ask cquestions of IBM subject matter experts.

* httpSiwerw bmweblectureseriices. thost. comfservlet/ Gate/Offering 7action=index e
ustomer—=partnerworld&oftering=pw

¢ IBEM Solutions Builder Express Portfolio —

* Designed to help IBM Business Partners build best-of-breed solutions for thewr small

and medmim-sized customers. Learn more about IBM Zolutions Builder Express
Fortfolio at:

*  http i wrerer-
1ibm comfpartnerworldipwhome nstimktgszalefsn sol builder express html

P NEW Virtual Innovation Center — offers online enablement and development support
* Eegister at: www. thm comipartnerworldivic

= Value Package for Software — an investment increasing benefits to PW3SW membership

= Co-Marketing — access to free marketing materials, programs and campaigns

Leverage IBM Support
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Leverage Enablement

Innovation Centers to accelerate Business Partner sales

% IBM
- T Innovation * Facilities for executive briefings &

Centers customer events

* Solution demos & test drives
- . * Proof of concept sessions
= % BP Innovation +* Scalahility & henchmarking

Centers * Strategic planning workshops
* Q&A — ask the expert
* p-mentoring
*+ ... and more
Virtual Innovation
Center -BP Sales

—_ Enablement Portal

BP Sales support for every customer situation!

Visit: http:/Avww.ibm.com/partnerworldfvic

Innovation Centers to accelerate Business Partner sales
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Invest in IBM for Increased Benefits
Value Package for Software

* What is the Value Package for
Software?

b Additional benefits that enhance your
Partner'World for Software membership
no matter which level you achieve,

» Purchased through Partner'World for
Software

» Costis $2,000 USD
b Good for 1 year from date of purchaze

Estimated ROI oh Yalue Package

- Member $100,000 USD
- Advanced $300,000 USD
- Premiere $400,000 USD

* Why should I invest in the Value
Package for Software?

b Thevalue paclkage covers all your locations
within a country

b Offers reimrsament™® on education that leads to
technical and/or sales certification

b Provides IBIV software for demos, evaluation and
to run your tusiness

b Access totechnical sales support wia telephone

b Use ofa sales consulting tool called Executive
Azzessment — helps you build a business case,
subimit proposal and close business

*reimbursement amounts vany by certific ation/other
gualifications may apphy

Yisit hitp:Mfwiwee- 1 ibm.comipartnensorldipwhome nstiweblookimem_ben_wvalue vps html
IEN Fartnerorld = Partnen®orld membership = Benefits

Invest in IBM for Increased Benefits
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Co-Marketing & Demand generation

= IBM offers several ways for you to participate in co-marketing activities

b Check with yvour VAD to see what co-marketing opportunities they can provide

b Co-matketing may be offered to wou ag a patticipant of the Top Contributor
Initiative

b Free, downloadahble marketing materials including

* Direct mail: e-mail and executive letter templates, telemarketing scripts,
seminar presentations and Web copy

* Semunar solutions
* Telemarketing

b Campaign Designer* iz a Web-based demand generation resource that makes it
fast, simple and affordable to create customized, end-to-end marketing campaigns
* Avraflable in Morth America, Mexico, Europe, and some coontries in Asia Pacific.

Visit: PartnerWorld for Software at:

hitp: dhenangr Tbim comipatnensorldisoftware/=>EBFP Zone ==Marketing resources
==Marketing materials

Co-Marketing & Demand generation
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Value Advantage Plus

Barbara Smallwood
WW Channel Marketing
IBM Software Group

(é}lllr."irll"-" | PI‘I“..HH‘

Sottarare Charmeals | Vahe Advwrdaze Phis |

[0 2002 TE I Corporation
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2004 Business Partner Incentive
Value Advamiage Plus

Value Advantage Plus

Designed to increase financial
return for business partners
delivering what customers want --
applications and serwvices from

shalled providers.

...rewarding Value Adding Solution sales

Highlights
“Participants are selected because delivering applications
and services i their core business

*Earned when selling approved applications and services
together with IBM software to SMB or Ernterprise
CLSTOMETS.

"Incentive is earned "upfront” at time of transaction

=Applies to IBM software available through Passport
Advantage and Passport Advantage Express

Slide 27
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Who is a candidate for Value Advantage Plus?

The ideal Business Pariner

miz an ISV, Svstems Integrator, or Solution Provider
swhose primary business iz selling ISV applications andfor serwvices

sreselling 15 secondary to their business

Key Benefits

=ame discount opportunity for "one” or "many" deals..not based on sales volume or targets
=[BM provides support to end users for IBM software licenses

=Eligible for Enhanced Technical Support Benefits with purchase of a Partner'World for
software Value Package

sIfay be eligible for co-marketing through IBL Distributors

Slide 28
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Value Advantage Plus Selection Criteria

*Membership in PartnerWorld for Software

*Business Model
—At least 50% of total revenue comes from the sale of the Business Partner's applications
of SErVICES
—Fewenue from hardware resell 12 not included in the solution

—Product resell 15 a secondary business

*At least one solution built around IBM software techmology

—4& repeatable application andfor service offering
*Documented. with "branded" identity in the market
*Business Partner application andfor serwices comprize 40% or more of the value of a
typical selution engagement
—Three customer references

Slide 29
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Value Advantage Plus

...three steps toward greater profit opportunity

*Membership in Partner World for Software
Registration  «Register online by updating your profile

"Meet business model eriteria
Authorization =Register your solution for IBM software
=Accept Value Advantage Plus Ts & Cs

"Identify solution transactions
Participation  =Earn discount at time of transaction

Slide 30

Page: 30




Q2TCIl 2004 Webcast 041804

[BI Software Group

About Solutions and Authorization

=A solution 1s the Business Partner Value Add sold together with IBM Software

*Business Partner Value Add

—An application designed to run on IBM software

parferlarly Risiness applicatons for BB qustomers such as CRM or Records Retenbon Maagement usng DE2 and
TEM Contenthdmager

—4& service offering built around IBM software technology

Lok o designing @ed implementing @ web portd solubon nang WebSphere software and developmng "portlet”
applicafions or nbegraling Risness applicafions

—& comhination of application and services
gelling Sdes Force Automation ugng DE2wilh senvices to design, implement, customize, and than He eud customer

* Authorized IBM Software
—the IBM software identified 1in approved solutions

—Authorized by drared. .. all products within the brand are eligible for the Value Advantage Plus
incentive when they accompany the Business Partner Value &dd

Slide 31
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Suggested Discounts

a0%

E wvar
W voF Erterpris=

=—\/alue Advantage Plus ———=

" SMB " Enterprise
Yalue ale
Reseller Resefar ‘Thesear s1ggsed decon it rom a DETbvoro telr

Remake® &, The actmaldiconeta Rem arke ®r re G bes mom thelr
Detbvork deem hed ok byte DEThvoravd votby IBW
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Linux Double Your Discount!

“New Incentive - VAP / SMB Only

=SB solutions on Linw and 1B Middleware
=Heinforce S5 Focus on ShB
sFrovddes Up To 2 (B0%) Sugoested * 2B Fesell Margin
=Newy License Sales Chly
P4, P4 Express
= BLA, Shinkewrap, Maint. Renewal
=Fequires Unigue YAP Salution (D
=Mltiple Linux Solutions Under 2AF Require Muttiple Salition 1D
=B Registers Linux |, MoreLinux Solutions [ndidually
=EP places Order Using Linus (D
=|ncreased Discount for ShE Only

T
A
i ) i
i f

R R
S
L S S
B ¥ . B
S & b

o T S PO ST Ty
&
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Value Advantage Reference Incentive

VAP Partner Secures End Customer Reference

= Partner Solution, 1B middlewsre
= S B Customers Only
= Submit Completed Cugomer Reference Docurment

*End Customer Agrees to Be an IBM Referance
= "|Bm May Lise This Reference:
“With Press or Anakists
*During Product Introductions or Business Shows
*|n Advertising Carmpaigns as T estimonials
*Asan Entry in 1BM's Internal Reference Database

*Minimum IBM Middleware Revenue for End Customer Trahsaction
= 52 500

*Y¥AP Parther Recieves $2,000
=1 Aoard per VAR Parther

Slide 34
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Action!

*Value Advantage Plhus offers

—a flexible relationship based on transaction
—increased profit opportunity that rewards you for the business value you already provide
—streamlined participation

“Next Steps

—Assess your primary business model and selutions vou take to market
—Becotme a member of Partner'World for Software
—Establizh a relationship with a Distributor vou prefer

—Complete the online application for Value Advantage Plus via vour Partner'World for
Software membership profile

*For additional information visit www.ibm.com/parinerworld/software

—Select: Software memhbership=Initiatives for additional henefits to review initiative
information
—Select: How to Contact Us to contact a membership representative in your geography

Slide 35
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Summary

*Great Entry Point for New Reseller
Partners
*Mo Up Front Revenue Commitrent f Payment

*Frovides Oppaortunities to Earn
—Across Market Segments -- SMEB or Enterprise

*Leverage VAP Offerings to Earn
Additional $%%

/AP Reference

/AP Enterprize

AP Linux Double Your Discount

Slide 36
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Which Program is Right for you — maybe both?

TCI VAP

Sell to SHE e ¥
=ell to Enterprize X
MWiddleware — Product Eelated X

MWiddleware — Solution Eelated X
Eeszell as a Business hodel X

EBP Value Add with Solution X
Eevenue Target ik

Discount Per Transaction X
Technology Certification Eequired X
PartnerWorld MMembership Eequired X X
Chuarterly Bonus H

Custotner Reference Bonus X

*TCI Entry and TCT New Business Partner have no Revenue Target

Slide 37
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Activate your Business — with PartnerPlan!

Tina 8§ Hallmark
Worldwide Channel Marketing
IBM Software Group

(@ business on demand software

Activate your Business ? with PartnerPlan!
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Plan your move - build a PartnerPlan — an ADDED

VALUE for IBM Partners

= A Structured Approach to Defining:
b Where you want to play

» How much you want to sell

- - -
T LI b 8L Y Ayl s
e (72 o e pam ) b e [ [ o . [ e = e o mlu-m-n. W P

1 T g R R T AT AT 1 e e o e R
Pan-

g 8 e R R Brmed i

» How much you want to earn

» What are vour Brand spedalties, skills
b What is yvour Selution & mdustry focus
b Creating Marketing/ Action Plans

b Selected Co-marketing participation

MEME M HE

e -':5

i
II Al
] ] [

P . TR

— R |

1 b |- ———

] —H .

i | | F—4— N
ep——

The reason for a PartnerPlan is to GENERATE REVENUE!

Plan your move - build a PartnerPlan ? an ADDED VALUE for IBM Partners
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Activate Your Business Through
IBM Marketing Programs

Avrareness Interest Desire —————  » Action

Executive
Asgessments

Activate Your Business Through IBM Marketing Programs
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PartnerPlan required for Comarketing Participation

"Use the PartnerPlan tool

= Web-based tool for your business plan
= Mlust have for TCI and Co-marketing funding,

"Elements to ensure successful partner plans
= First set up a planning worlcshop
*¥ou and yvour IBM sales reprezentative
e TBEM rep reviews all key fields in the PartnerPlan tool
simplifies the PartnerPlan process for vou
sEnzures the correct information 15 included
e Complete the plan details
*MNotify your IBM sales rep so they can approve your plan
*We suggest that the plan is completed within 30 days of TCI
enrollment

Slide 41
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(Get on board now........activate your business.

Make sure your profile is up to date with PartnerWorld for Software

Build a PartnerPlan including key marketing activities to drive your
software revenue objectives

Leverage the marketing materials to create your own demand generation
activities in the PartnerPlan Tool

For PartnerPlan Information: visit: www.ibm.com/partnerworld and click
on PartnerPlan for access suEgm't and questions.

Page: 42
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Channels Programs Benefits -

a view from an IBM Business Partner

Representative

Frank Schier
IBM Business Partner Representative
Central Region, Germany

(@ business on demand softwarg
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Top Contributor Initiative

=Benefits of TCI from a Partner’s Perspective

» Helping IBM Sales Reps to make better prices in
competition

» Best price offering to handle with higher margin

* Earn more money in winning SMB accounts

» Make Partnerplan with IBM BP Rep. which help you to
make more business

» Archiving target setting and IBM BP Rep. can help you in
marketing activities

» Revenue help you to make your company visible at IBM

Slide 44
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Value Advantage Plus

=Benefits of VAP from a Partner’s Perspective

Help IBM Sales Reps to make better prices in competition

Get higher margin for IBM middleware in combination with
solution/service

Earn more money in winning SMB accounts

Better margin in all accounts for new business

More autonomous business in small SMB accounts

Winning marketshare with your own solution

Make Partnerplan with IBM BP Rep. which helps you to make more
business

Archive target setting and IBM BP Rep can help you in marketing
activities

Revenue helps you to make your company vigible at IBM

Slide 45
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[LPlains ¢!

Technologies, Inc.

ing the Power of Technalogy

Business
Partner

Winning with 1BM

Presented by

Cara McFarlane

Director of Marketing

Silicon Plains Technologies, Ine.
http://www.sptech. com

Winning with IBM
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Silir:ﬂn Plains *"
=>Technologies, Inc.

Business
Partner

Who is Silicon Plains?

"A VAR and Consulting Company, specializing in solutions for:
=Content Management
"Business Process Management

"2 Time Beacon Award Winner

"CREN Top 25 Rising Stars

Slide 47
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Plains ?-I

- Technologies, Inc.

ag Ehe Powwe al Teckaolopy

Business
Partner

Advantages of Being an IBM Business Partner

=Name Recognition
sMarketing Planning Assistance - PartnerPlan
"You make more money....
sLower cost of selling due to IBM co-marketing, training and pre-
sales resources
»TCI-up to 15% additional software margin for SMPB accts
s3ilicon Plains 2002 TCI revenue=564.356
s3ilicon Plains 2003 TCI revenue=572,285
"VAP-32 % software margin for SMB accts, 2020 for Aligned
accts
=Silicon Plains 2003 VAP revenue=$110.449

Slide 48
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Next Steps

sJoin Parneriwond for Software

=Join TCI or VAP
'TCI: hitps:Shanana- 100 ibro . comfpat nersorldfsofherare mrsszone nefidocs T IWVICE - SECSIWTH Yopendooment
"VAP: PWS Profile Page

=Questions about PartmeriWoHd for Software?
Asia Pacific: pwswap @sg.ibm.com
Furope/MidEast/Africa: emeapwigul.ibm.com
Latin Amwerica: pwswmchi@hr.ibm.com
Morth America: pwswnaigis ibm.com

=Get connected with a Value Added Distributer
Contact PartnerWorld for Software for a st of VAD: in your area

=Start a Partner Plan
hiip J/wvww- Libmecom/parine rworldipwhome nsfiwebloolipartnerplan_choose himl

=Mark your Calendars for the upcoming Webcasts!

=Start Selling and Realizing Profits!

Slide 49
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Questions and Answers

Panel

WW Marketing Programs... ....e. coeven e Pamnela Kaplan
TCI (WWh i, « wdessica Thompson
Alexandra Kaplin

Marketing Support (WWh.. .o v e e Jan Jarke
VAP (WWho. i e civis see vee seeses e wBatbara Smalhvood
Barhara Klotz

Solhution Builder Express (‘-.?‘ﬁ?‘.i'} ........... John Beibelhansen
6 Big Plays (WW)... vereee weneen wene e ALY Luicas
Innovation Centers (‘-.?F.i"ﬂ?} veren weeeLiis@ Stichert
Americas Channelks .. Demus Bellemare (VAF)
Lupe Rodriguez {TCT)

EMEA Chanmels... ... ...... ...... ........Rita Thompson ({TCI)
Karl Eugen Meyle (TCI)

IEM EMEA Business Pariner Rep................ Frank Schier

IEM Business Partner, Silicon Plains... .....Cara McFarlane
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Mark Your Calendars

* PartmerWorld Anmouncement — April 27
= 6 Big Play Lumch and Learns —

Pl April 22
b 2 DMavid
b3 DMlay 20
P4 June 3
* Indusiry Network Webcasts — Week of April 12
ol Health and Life Sciences
P2 Telecommunications
b 3 Banking
b 4 Financial Markets
b 5 Retail
» Al available for replay thoough August 30, Register at
htip:/fisvwebcast. rmindance.com

Mark Your Calendars
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Lunch & Learn Schedule*

CALL CALL TRE CALLTITLE SPEAKERS TOLL TOLL FREE | CCH

DATE OURATION

25-hlar-04 | 11:00 & ETS Automation e-business Scott Cooper T195457-2621 | 800.210-900 530043
16:00 Phd GRAT | on Demand Dawid Rice G
G0 minutes

08-Apr-04 [ 11:00 Ahd ETS People Productity Scott Cooper T19/457-2649 | 2008 46-0 74 528642
16:00 Phd GMWT | e-business on Demand Calleen Campbell 1
G0 minutes

22-fpr-04 | 11:00 2 ETS Integration e-businesson | Scott Cooper T19M57-2637F | B00845-070 G263 4
16:00 Phd GhAT Demand with Think Christopher Spaight 5
30 minutes Thurs dayw Sunil S oares

O5-hia w04 [ 11:00 A ETS Small-hedium Business Scott Cooper T19M457-261F | 800231-901 0259
16:00 Phd GMT | with Think Thursday kathleen Shouldis 2
A0 minutes

20-hlw0d | 11:00 & ETS Sofware Dewvelopment Scott Cooper T195457-264 | 800846-071 124242
16:00 Phd GRAT | Platiorm Dawid Abelow 2
G0 minutes

03-Jun-04 | 11:00 Al ETS In=tall Base with Think Scott Cooper T19457-2617 | 800231-901 TO4247
16:00 Phd GMT | Thursday Fioz= Klis=zart 2
a0 minutes

*Mate: The call schedule has been modified to acocom odste Think Thursday, & nev enablemert teleconference sefes
launching 22 April that will be incorporated into three of our Lunch & Leam sessions. To find aut moare about Think
Thursday go to the Mirual Innovation Center at ibm comipatne reorld AT

Presentation Materials & Audio are available on the BP Zone:
Events & Conferences -> Teleconferences ->Marketing Lunch &
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TCI — Useful Links

= TCI Program Guide (16 page pdf file containing detailed information about the program):
https Mfwrarwe- 100 b m comfpartnerworld/software/pwewzone nsfidocas/ LM CE -
STAQ AV Y opendocument
Must have a PWS 1d & password to view this url

o TiCT enrollment: hitps o ware-
100 b in comfpartnerworldfso frware fpwsw zone. nstff docs LW CE SESM T Topendocument
Lfust have a PWS 1d & password to view this url

= TBM Technical Certifications: http fwww. b comi/certify/

= To see the current list of Partner'World for Software accepted technical and sales
certifications, wisit: https fwwa-

100 b comifpartnerworldisoftwarefpwswzone nefisubcat?readformércat=tc &subcat=accepte
deertifications. Must have a PWS 1d & password to view this url

TCI ? Useful Links
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TCI -- additional details

=Revenue effective date is the first day of the maonth in which wou enrall
{except for those who enrolled by March 31, 2004)

=TC| Standard and MNew Business Partner must meet a one-time 25k revenue
milestone for benefit approvalfee payment

= Eligible revenue from 1 January will be counted toward this revenue
milestone, even if your revenue effective date is later in the yvear

=Eligible revenue EXCLUDES renewals, internal sales, ELAS, Enterprise & sales
to ather TC| Business Partners

=Eligible sales must be through BP's selected Preferred Distributor, except in Asia
Facific

=45 in 2003, VAP (Value Advantage Flus) revenue will count toward TC| benefit
milestones and targets (if applicable), howewver, na fees will be paid on VAP
revenue.
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PartnerWorld - Useful links

= For certifications covered by the We Pay offering as part of the Value Package for
software visit: hitps fwwr-
100 itbm comipartnerworld/softwarefpwswzone nsfisubcat?readformécat=tc &subcat
=wepayofferings. Must have a PIS 1d & paszeword to view thiz url

= PartnerPlan: http ffwarwr-
1ibm comipartnerworldipwhome nsfimbtozale fpartnerplan html

= Campaign Designer hitp Xwww ibm compartnerworldicampaizndesigner

= IMarketing programs for 2004
it s fiwrarwe-
100 tbm. comipartnerworld/software/owswzone nsffsubcatreadformécat=mrdsubea
=200 marketineprosrams

= TEM Solutions Builder Express Portfolio: hitp /iwrana-
1.ibm comipartnerworldpwhome nefimbktgsalefsn ol builder express html

PartnerWorld - Useful links
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PartnerWorld Benefits

PR has 3 membership levels:
b Nlember level --fewrest requirements it linited access to certain benefits,
b Advanced level-- requires more BP investrnent, but gives access to additional waluable benefits,
b Prermier levels-- requires most BP investment, but gives access to the most henefits.
(click here for a table that swnmarizes benefits by leseld

PartnerWorid Delivers Benefits
Commensurate to Business Parther
Commitment

wSpecial Benefits

Signifizant investmeant oy wSpecific Assigned Coveraqge

IEM and Eusinaeg Parnar

Premier
— mEnhanced Marketing & Sales Suppaort
=Enhanced Enablement
Ldvance d =M iged Couerage

Moderate imveatmeant

IMNYESTMEMT

wInform ation
wENablement Tools
wDOelivered Electronically

Intro to IEM portfoho

Egenaralgupport
flember

PartnerWorld Benefits
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PartnerWorld Benefits

= Xelling resources
IEM has offerings created specifically to help vou increase revenue by closing more zales faster.

* Marketing resources _ _ _
These offerings are designed to help you go-to-market with IBM more quickly and effectively, and
drive more demand for vour own solutions which include IBM software, hardware and services.

* Software products and technologies _ _
Includes information on IBM software, hardware and services as well as access to product discounts,
leases and rebates for Business Partner use.

* Technical resources and support _ _ _
IBM provides easy access to support through a worldwide electronic and voice frameworle

= Training and certification
Includes training benefits, including discounts and special programs, designed to help vou develop
wour skills.

* RBusiness discounts and awards

Includes offerings designed to help minimize your operating expenses, as well as recognition for IBM
Business Partners who make significant advances in the industry.

PartnerWorld Benefits
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PartnerWorld for Software membership levels

| CHimie fiv FermarWorld fiv Saqftware lewabey ship |

Comnminners -- Buciness Felaionchip

- Chamerit profile

- Sceptance of PartherWorld
Agrectrett

- Business Cortact hathe ard e-rrail
address

- Chmrerit profile

- fceptatce of Partrer W orld
Bare ettt

- Busiress Corbact hate and e-amail
address

- Chmrerit profile

- fwceptatce of Partrer World
DsTectrent

- Business Corbact hute ard e-anail
address

- Srnial requalificatiom - Drwnal requalificatioz - Dirwnnal requalificatioe
Competeruy - Skilled Tudimridnals Hot spplicahle Three shilled indindduas Eight skilled mdividuals

- Twe techmical certificadions - Five techmical ¢ertificadions

- Omee sales slallcertification (0me Commplenvendary techmical
cartification or skl is acoepled)
- Three sales shills/cartifications (One
Complanendary sdes cetification oo
skl is ancepied)

PartnerWorld for Software membership levels
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Technical & Sales Education
FAQ's & White Papers
Forums/Discussion Groups
Online Support available 7x24

Mentored Support available 3 x
12

Porting Assistance

v v v v v

Express Solutions
Pre and post sale support
Dovwnloads

v v v v

iawim
o - = 2 p o -
—— = N .
'.—'-—-—u—.'u.u._.lj-lulln_'-_.l-.-_._

b Rt s B T AT RET Pkl b bt el Pk el

S D T LA M Tl (TRl o R

e § i, T s b g B8 pch e e ey
L PR P S i s B Al b ket
D o e E T
s e i )

i

Visit the Virtual Innovation Center (online knowledge portal) for enablement and
development support at: www.ibm. com/parinerworld/vic

"Virtual" Innovation Center ? new in 2004
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Value Advantage Plus - How to Execute

BYVAP Application Approved

—FPartner notified via email

—Zolution ID number, date first order can be placed wia VAP

—VAD notified wia email

—SATD order system updated with VAP solution ID number
WPartner Sells Under VAP program

—Order placed through VAD
—Order must include VAP solution ID number and VAP ID mamber

Slide 60
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Value Advantage Plus - Compliance

*Must Meet VAP Business Rules
“WW Operations Selects VAP Partners
= Quarterly Audits
“VVAP Partner, Geo Field and Operations Notified
*Validation Done by Third Party
*BP Documentation for Audit
= End User Invoices
= BP Records Retention = 3 Years
=BP and Field Notified of Results
=If BP Fails Compliance Audit
= VAP Solution ID Numbers are Withdrawn
»BP is Removed From VAP Program for 1 Year
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My  IEM

— ] |
Join a PartnerWorld

é X A
. PartnerWorld Industry
Metworks for ISVs

: N Your gateway to industry-specific

* resources in PartnerWorld,

* .Banking «Financial
« Healthcara/Life markets
«Retail

sciences

« Telecommunications

| Sign up for enablement
{ Support via the ¥irtual

Inmovation Center

Technical resources

[}

I 4o Develop
port, and test

Port and test your software,
Advance vour skills on hot industry
and technology teples at ne-charge
workshops,
*Virual Innovation Center

IBM Innovation Centers for
Busimness Parktners
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