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Objectives of this presentation

To provide an introduction about Global Partner Portal
(GPP)

To explain for which new Special Bid process GPP is used

To make the connection with the Sales programmes for
Business Partners

To refer you to the different education possibilities

To ensure successful closure of 2011 business using GPP
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What is Global Partner Portal?

= Global Partner Portal - OM is:

» designed for IBM Business Partners to engage
IBM in opportunity management and incentive
claiming for specific IBM-supported programs.

» available to all types of IBM Business Partners
(Tier 1, Tier 2, and Distributors) who manage
opportunities for IBM software, hardware, and
services and participate in progressing them to
closure.

https://www-304.ibm.com/jct01005c/partnerworld/mem/sell/sel_gpp_access.html
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Global Partner Portal capabilities

Opportunity Management (OM)

» Global Partner Portal — OM allows Business Partners to create and manage
opportunities in a single place and provides the ability for the passing of leads
between IBM and Business Partners.

Software Value Incentive (SVI)

» SVI enhances the earning potential for Business Partners by rewarding you for
opportunity identification and high value selling, whether or not you provide
software fulfillment. Designed based on feedback from Business Partners
worldwide, SVI is available to multiple partner types working with either GB or
enterprise customers.

Bid Certification Center (BCC) North America only

» This bid certification tool simplifies the bid-certification process. IBM Business Partners in North America can
electronically store information, communicate, and respond to special bid certification reviews. By directly linking to the
IBM certification team, BCC saves time and allows you to continue to drive revenue.

Value Advantage Plus for Government (VAP G) not mentioned on GPP site
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Special Bid (SBO) process and GPP @

New process for requesting Special Bids (SBOs) for Channel-owned deals

= From 1 January, 2011,SWG special bids have to be requested from your preferred
Value Add Distributor only.

= Your VAD will interlock with the IBM Sales Transaction Hub (STH) to request
creation and approval.

» Your IBM Software Sales Rep will continue to support you in anything you need, though they will not be
allowed to request SWG special bids on your behalf.
= The new process requires that you provide your preferred VAD with a minimum of
information for every request, so that the special bid can be successfully and
promptly approved. The main areas of detail that will be requested:

» End customer information, ;’é oy vay= o get
» Business Partner (your) information 'd
» bid justification g

» opportunity information: including the GPP opportunity number “unique 10

Use of the Global Partner Portal (GPP) is critical to manage software opportunities!
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Specifics of the SALES programmes

Software Value Incentive:

A fee-based incentive offering that rewards for Partner value contribution
throughout the sales process

Value Advantage Plus:

A rebate-based incentive offering to all customer-facing Business Partners to reward
for reselling IBM Passport Advantage Software with a set of pre-approved IBM
endorsed solutions

Value Advantage Plus for Government:

A rebate-based incentive offering for Business Partners (BPs) to reward for reselling
IBM Passport Advantage Software to Government customers with proven
experience selling to Government customers

Software Value Plus

IBM’s distribution model for maximizing Business Partners profits by reselling IBM
Software, based on their clients' needs and their investment in skills.
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Margins with the SALES programmes

Software Value Incentive:
|dentify fee base (5%) + GB premium (5%), Sell fee base (5%) + GB premium (5%)

Value Advantage Plus:
VAP base rebate of + 15 %, GB MM + 20 % ; depending on agreement VAD and BP

Value Advantage Plus for Government:
VAP base rebate of + 15 %, GB MM £ 20 % ; depending on agreement VAD and BP

Software Value Plus
Fulfilment rebate of £ 13 %, GB MM % 20 % ; depending on agreement VAD and BP
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Benefitting from the SALES programmes

i To receive the benefits the following actions are required:

Software Value Incentive:
® Register the opportunities in Global Partner Portal (GPP) meeting the SVI criteria.

® Request payment in GPP after closure of the deal and provide the required proof with
Sales Documents

® Receive the fee payments directly from IBM

Value Advantage Plus:

® Provide the order to the selected Value Add Distributor (VAD) with the VAP Solution ID
and receive the rebate from them

® Meet the compliance criteria of 20 % Value Add to keep the received rebate and stay in
the programme

Value Advantage Plus for Government:
® Register the opportunities in GPP meeting the VAP Government criteria

® Provide the order to the selected VAD with the VAP Solution ID and GPP opportunity
number and receive the rebate from them

® Provide the required proof with Sales Documents in GPP to keep the received rebate

Software Value Plus

® Meet the programme criteria at revalidation time to stay authorised to resell the products
in the Reseller Authorisation Group
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GPP access

= Business Partners must first enroll to participate in Opportunity
Management, Software Value Incentive and/or VAP Government
before you can be enabled to use the appropriate Global Partner
Portal functions.

= Participation in OM without SVI or VAP Government is by invitation
only at this time.
» Enroll in Opportunity Management (OM) (by invitation only)
» Enroll in Software Value Incentive (SVI)
» Enroll in Value Advantage Plus for Government (VAP G)

= Note: If you have not been invited to sign-up for Opportunity Management but have
been approved to participate in Software Value Incentive (SVI) or Value Advantage
Plus for Government , you will have access to the Opportunity Management function
but not to IBM lead passing. You can continue to use your existing Opportunity
Management until you are invited to participate in Global Partner Portal Opportunity

Management
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GPP education

https://www-304.ibm.com/jct01005c/partnerworld/mem/sell/sel_gpp_access.html

Global Partner Portal

Opportunity management

To access Global Partner Portal education in yvour preferred language and faor
vour job role, select vour language, select vour role, and then click Go.

Mote(s):

- For incentive registration, see the OMM Sales Hep and Oppty Focal Foint roles.
- BCC is available in Morth America only.

Select a Language | - | |Se|ect a Role | ol | | 2=

The Administrator is responsible for creating positions and
adding users. The Administrator also initiates the process to
terminate employee access to Global Partner Portal. The

Administrator initiates collaboration with other Business
Fartner firms.

Access Administrator education in the Global Partner Portal
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GPP education topics

The tasks to reinforce the knowledge required to function successfully in this role are
provided below. Thoroughly review the overview and opportunities information and the
role-specific tasks along with simulations, where provided. To return to this page after
reviewing a topic, click the Back browser button.

¢ Global Partner Portal o Administrator tasks e What's new for....
overview ¢ Administrator

¢ Working with additional resources
opportunities

How to...

¢ View a simulation - A video clip icon () indicates that a simulation
is available. Click the topic link, review the steps, scroll to the bottom

of the window, and click the simulation icon (%)_

+ Print a topic - Lefi-click the hyperlinked topic, then right-click and
select Print.

Global Partner Portal overview

Before starting to work in Global Partner Portal, it is important to gain an overall
understanding of the application as well as some basic navigation strategies. So, before
continuing, review the overview topics:

* What is Global Partner Portal?
* Accessing Global Partner Portal

* Sefting vour personal profile

+

Arranging the columns in your workspace

* Mavigation elements
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GPP education simulations

Working with Opportunities

Managing opportunities is the day-to-day work of all those functioning in Global Partner

Portal roles. Opportunity tasks include those listed below.

* Adding revenue records with brand families

H Creating an opportunity = Using Cross Brand Selling Advisor
H Creating an opportunity - Fastpath = Requesiing financing from |IBM Global Financing (IGF)
+ Submitting an opportunity for validation (Latin America only) ~ Searching for an opporunity

H Using the opportunity Classification 1D

* Creating child opportunities

* Passing an opporiunity

* Finding an account

= Viewing and exporting pipeline views
H Creating an account from the Opportunity screen + Closing an opportunity

B Adding contacts to an opportunity

* Adding a default sales team

H Adding Sales Team members Simulation link at
bottom of page.

H Collaborating on opportunities

+ Affaching supporting documents ’
* Required fields by sales stages

> Adding a marketing campaign fo an opporunity Click the icon to view a simulation for "Creating an opportunity”. (All languages)

* Entering the opportunity influencer

* Sharing vour opportunity data with |BIM

* sing Business Partner opportunity numbers

Accessible version (English Only)
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GPP education webinars =~ |S==srphy-specific training

Eurcope

* Schedule
= Presentation

Monday January 17 | Tuesday January 18 |Wednesday January 19| Thursday January 20 | Friday January 21 | Wednesday January 19
09.00-10.00 09.00-10.00 09.00 - 10.00 09.00-10.00 09.00 - 10.00 13.00 - 14.00
10.00 - 11.00 10.00 - 11.00 10.00 - 11.00 10.00 - 11.00 10.00 - 11.00 14.00 - 15.00

Time - UK time

JANUARY

Francais English Deutsch Espanol ltaliano Turkish

Friday February 11 | Monday February 14 Wednesday February 1§ Thursday February 17 [Monday February 21 Tuesday February 15
09.00 - 10.00 13.00 - 14.00 13.00 - 14.00 13.00 - 14.00 09.00 - 10.00 09.00 - 10.00
10.00 - 11.00 14.00 - 15.00 14.00 - 15.00 14.00 - 15.00 10.00 - 11.00 10.00 - 11.00

Time - UK time

FEBRUARY

Turkish

Deutsch

[taliano English Espanal

Francais

Topics

Global Partner Portal overview
Home page and message of the day
Global Partner Portal Creating a new opportunity

Progressing your opportunity

[0 B - s B S I

Working with opportunity pipeline

Opportunity Management Training

5. Adding a marketing campaign

7. Closing an opportunity

3. Interfacing with IBM's CRM system
Global Partner Portal © 2010 IBM Corporation 9- Where to find help
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GPP education for SVI

http://www.ibm.com/partnerworld/softwarevalueincentive

Software Value Incentive

Overview Apply Register deals Resources

Learn about Guides and agreements Contacts Authorization

Learn more about Software Value Incentive
Show descriptions | Hide descriptions
= Europe, Middle East, Africa - Software YWalue Incentive fee claiming hints and
tips
Software VValue Incentive fee
claiming hints and tips

Europe, Middle East, Africa

To be able to claim SV fees, you must manage your opportunities in the GPP
from the initial registration of an opportunity to the request for payment. To support
you with this activity we have provided an enhanced presentation that covers all
the required steps - helpful hints and tips. plus GPP screenshots for guidance.

- English language-version (PDF, 2.0MB)
* French language-version (PDF, 1.9MB}
© German language-version (PDF, 2. 3MB)
* Italian language-version (PDF, 2.0MB)

* Polish language-version (PDF, 2.1MB)

- Russian language-version (PDF, 2. 0MB)
© Spanish language-version (FDF, 1 8MB)}
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GPP education for SVI: presentation

Topics

* Sefting up a new User in GPP
*  Listof positions in GPP

* Sefting the Time Zone in GPP
*  Arranging columns in GPP

*  Creating Opportunities in GPP

Adding the opportunity description and sales stage
Adding the revenue and brand

Finding the eligible Part Numbers

Saving and restricting the opportunity

Adding customer information to the opportunity
Adding the BANT to the opportunity

Submitting the opportunity

Adding users to the sales team of the opportunity

*  Requesting Payment in GPP

Updating Revenue Sales Stage and Fassport Advantage agreement
Updating Invoice date, Fulfulment and Sales Order number
Aftaching Sales Documents

How to find the Sales Order number

Submitting the opportunity for payment

*  Extension requests

*  Reports

*  Certifications and Approved product groups
*  Further Information & help

IBM Software Group

Software Value Incentive (SVI)
and

Global Partner Portal (GPP) screens

Rewarding IBM Business Partners for Value Creation

- e v W v v W v

©2011 IBM Corporation

- v v v v

Slide 3
Slide 4
Slides 5-7
Slides 8-9

Slides 10 - 52
Slide 21

Slides 22-27
Slide 28

Slides 29-35
Slides 36-41
Slides 42-45
Slides 46-49
Slides 50-55

Slides 56 -68
Slide 58
Slide 59
Slide  60-63
Slides 64 -67
Slide 68

Slides 69-72
Slides 73-78
Slide 79

Slicke 80




| IBM Software Group |

GPP education for VAP Government: presentation

Topics in this presentation

Topics in black are the same steps as per SVI / topics in green are steps

= Creating Opportunities in GPP
+ Adding the opportunity description and sales stage
» Adding the revenue and brand
» Updating the opportunity probability
and + Updating the opportunity source
» Adding users to the sales team of the opportunity
» Saving and restricting the opportunity
+ Adding customer information to the opportunity
» Creating Opportunity Registration Record for Value
Advantage Plus for Government Sales
» Adding the BANT to the opportunity
» How to check that the opportunity Registration Record has
been correctly submitted
= Opportunity Status
= Post Sales Process
= Opportunity expiration for Value Advantage Plus for
Goverment Sales

IBM Software Group

Value Advantage Plus for Government Sales

Opportunities in Global Partnher Portal

for Value Advantage Plus for Government Sales only

Slides 3-13
Slide 14
Slides 15-20
Slide 21
Slides 22 - 23
Slides 24 - 26
Slides 27 - 31
Slides 32 - 37

Slides 38 - 40
Slides 41 - 45

Slide 46 - 47
Slide 48
Slides 49 - 51

Slide 52

The presentation is available trhough your local sales representative or Subject Matter Expert
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Support for the SALES programmes

Software Value Incentive:

*PartnerWorld Support Centre : emeapw@uk.ibm.com

*SVI Admin Team/Dublin: EMEASVI@ie.ibm.com

*GPP & SVI Admin Team/Greenock: sviprm@uk.ibm.com

*SVI Website: http://www.ibm.com/partnerworld/softwarevalueincentive

Value Advantage Plus & Value Advantage Plus for Government:

® VAP operations contact: EMEAVAP@uk.ibm.com
® VAP Website: http://www.ibm.com/partnerworld/valueadvantageplus

Software Value Plus
*Software Value Plus Website: http://www.ibm.com/partnerworld/softwarevalueplus
®Operations: EMEACD®@IE.IBM.COM

®*Dashboard landing page for Business Partners:
www.ibm.com/partnerworld/page/pw_com_authorization_readiness_dashboard

SVI, VAP, VAP Government, Software Value Plus
® PartnerWorld Support Centre: emeapw@uk.ibm.com
® Your Subject Matter Expert

® Your local IBM Sales representative

) Sl
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SVI and VAP Government Subject Matter Experts

Netherlands

Belgium, Luxembourg

France

Spain,Portugal, Greece,

Israel

tecla_kohler@nl.ibom.com

veerle_diependaele@be.ibm.com

frederic.poupart@fr.ibom.com

isabelrivaya@es.ibm.com

HNAAMA@il.ibm.com

31-20-513-7900

32-2-339-3497

33-1-4905-7969

34-91.397.6611

972 3 9188835
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GPP Help

Home Solutions

= Global Partner Portal Help is available from the

following resources:

=

» Global Partner Portal Online Help. Click the Help link in the
Global Partner Portal application to access Online Help.

This help desk

services all Global Partner Portal initiatives including SVI,

BCC, and OM.

Partnerworia | - I

Services Products Support & downloads My IBM

Worldwide [ change ]

Search

IBM PartnerWworld

Benefits and
membership

Products
Services
Solutions
Industries

Small and medium
business

MNews and events

Contact
Partnerworld

- Join now

- Frequently asked
questions

Site map

IBM PartnerWworld

Contact PartnerWworld

Find the IBM contacts that are available
to help you in your country.

~] @

|Se|ect a country/region

O remember this choice

Make this your permanent choice. Check this box to go to
content for your preferred country every time you wisit
ibm.com.

Contact information:

=+ Join
PartnerWworld

-+ Member sign in

— Forgot your
password?

-+ Meed assistance?
We're here to help
(:: Easy ways to
|

get the

SNSWers you
Contact
Partnerworld

nead.
© Fac

emeapw@uk.ibm.com

.28 Easy ways to get
ll the answers you
nead.
PartnerWorld
Contact Services

@ E-mail us

Flease quote the
following ID:

UNIQUE_ID
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Questions?




