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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, 

� Business Partner (your) information 

� bid justification

� opportunity information: including the GPP opportunity number

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:Software Value Incentive:

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

Value Advantage PlusValue 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: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 PlusSoftware 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:Software Value Incentive:

Identify fee base (5%) + GB premium (5%), Sell fee base (5%) + GB premium (5%)

Value Advantage PlusValue Advantage Plus::

VAP base rebate of ± 15 %, GB MM ± 20 % ; depending on agreement VAD and BP

Value Advantage Plus for Government:Value Advantage Plus for Government:

VAP base rebate of ± 15 %, GB MM ± 20 % ; depending on agreement VAD and BP

Software Value PlusSoftware Value Plus
Fulfilment rebate of ± 13 %, GB MM ± 20 % ; depending on agreement VAD and BP



IBM Software Group |

8 Software Channel Program Manager EMEA   Maryska Marinus  2011 01 11 

To receive the benefits the following actions are required:

Software Value Incentive: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 PlusValue 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: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 PlusSoftware Value Plus
• Meet the programme criteria at revalidation time to stay authorised to resell the products 

in the Reseller Authorisation Group

Benefitting from the SALES programmes
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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
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GPP education topics
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GPP education simulations
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GPP education webinars
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GPP education for SVI 

http://www.ibm.com/partnerworld/softwarevalueincentive
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GPP education for SVI: presentation
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GPP education for VAP Government: presentation

The presentation is available trhough your local sales representative or Subject Matter Expert
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Software Value Incentive: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 PlusValue Advantage Plus & & Value Advantage Plus for Government:Value Advantage Plus for Government:

• VAP operations contact: EMEAVAP@uk.ibm.com

• VAP Website: http://www.ibm.com/partnerworld/valueadvantageplus

Software Value PlusSoftware 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, SVI, VAPVAP,, VAP  Government, VAP  Government, Software Value PlusSoftware Value Plus

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

• Your Subject Matter Expert

• Your local IBM Sales representative

Support for the SALES programmes
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SVI and VAP Government Subject Matter Experts

Netherlands Tecla Kohler tecla_kohler@nl.ibm.com 31-20-513-7900

Belgium, Luxembourg Veerle Diependeale veerle_diependaele@be.ibm.com 32-2-339-3497

France Frederic Poupart frederic.poupart@fr.ibm.com 33-1-4905-7969

Spain,Portugal, Greece, Isabel Rivaya Milan isabelrivaya@es.ibm.com 34-91.397.6611

Israel Naama Hershko HNAAMA@il.ibm.com 972 3 9188835
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GPP Help

� 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. 

�Contact PartnerWorld Contact Services. This help desk 

services all Global Partner Portal initiatives including SVI, 

BCC, and OM.                    

emeapw@uk.ibm.com
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Questions?

Thank you and success!


