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In support of the IBM Business Partner Charter, these Principles of Engagement describe how the IBM Systems and Technology Group (STG) Sales Teams and IBM Business Partners should work 

together in the United States. The objective of this document is to enhance the IBM STG/Business Partner relationship by promoting an environment of trust and understanding, and to create a foundation for IBM Business Partners to team with IBM STG sales teams, particularly in the Business Systems (Large Enterprise (LE), Mid-Market (MM), and Competitive) segments where IBM is committed to lead with IBM Business Partners to drive mutual growth. 

This document relates to and is intended for IBM Business Partners that have entered into the IBM Business Partner Agreement, as well as IBM employees.
Teaming with IBM Systems and Technology Group – IBM System x
For IBM Business Partners working with IBM under the terms and conditions of the IBM Business Partner Agreement, such as Solution Providers, Direct Response Channel participants, National Resellers, High Volume Resellers, Distributors, and 

Systems Integrators, IBM offers a robust portfolio of products that our IBM Business Partners may resell to provide comprehensive solutions to their end user customers. IBM Business Partners may be also be approved by IBM to remarket service offerings, work in a complementary manner marketing the services for a 
fee, or work in a collaborative manner to market services to end user customers.
Customer Coverage Clarity
IBM has identified the “House Accounts” that it will support using its Direct sales force (IBM Direct). Generally, these are clients that have a longstanding history of purchasing the majority of their requirements directly from IBM.  IBM Direct is the incumbent in “House Accounts.”  IBM does not discourage Business Partners from engaging in sales opportunities at these clients, but IBM Direct will be the primary fulfillment route for “House Accounts.”   

Large Enterprise Competitive Winbacks
IBM Direct will be the preferred route where ibm.com has existing STG buying relationships (Mainframe, Power, and Storage) and the channel has sold $100K or less to the client in the last 12 months. 
Specific Guidance

· e1350 clusters and iDataPlex opportunities will be fulfilled by Direct. 
· Blue Thunder accounts will be led by Business Partners. 
· Competitive Registration Accounts will be led by Business Partners.

Enterprise Systems Strategy – IBM System x
Business Partners will participate in opportunities with IBM Enterprise Systems accounts, based on the needs of the customer.

Business Systems Strategy – IBM System x
IBM’s declared coverage strategy finds Business Partners leading opportunities for IBM Business Systems – Mid-Market.  Per previous announcements, Mid-Market customers are defined as Business Systems clients with 1,000 seats or less.  IBM will pass Mid-Market leads to Authorized IBM Business Partners.  Mid-Market opportunities will be fulfilled directly by IBM only on an exception basis, and with the approval of the Regional Business Partner Operations (BPO) Executive.  
Business Partners will be the primary route for opportunities with IBM Business Systems – LE and Competitive accounts. While IBM will pass many LE and Competitive leads to Authorized IBM Business Partners, IBM may determine that some opportunities may be better served by IBM’s Direct sales force. 
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Public Sector Strategy – IBM System x
States that employ an IBM Contract as their buying vehicle will be fulfilled by IBM.  Business Partners may or may not participate as a sales agent within these States.


Business Partners remain eligible to negotiate their own contracts with the States, with terms and conditions distinct and separate from IBM.
Key directives for selecting the fulfillment route for Public Sector accounts:

1. Business Partners will lead in Healthcare.  The exception will be for Integrated Accounts, who are fulfilled through IBM Direct.
2. IBM Direct will lead in all states where IBM has a direct contract with the State.  Business Partners may be offered an opportunity to participate as an agent. 

3. Business Partners will lead in States where IBM does not have State Contracts and IBM will participate only if requested by the customer.  These states have historical propensity to buy from Business Partners.
The following charts identifies the current contract fulfillment of the US States:
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Special Bid Pricing – IBM System x
In general, if a Special Bid price is approved for a Business Partner, Special Bid pricing will not be approved for IBM Direct.  When a Direct Special Bid is requested, the Regional Profit Manager (RPM)  will check to ensure there isn’t an existing BP bid for the same customer.  If a BP channel bid is found the Profit Team will consult with the business partner, platform and client sales teams to determine whether a Direct bid should be released.  A newly-established Routes Exception Process will resolve those instances that require escalation. 
Note:  In order to prevent IBM Direct from offering delegated pricing to a Partner-led opportunity, the Business Partner must ensure the opportunity is entered into IBM’s opportunity management tool (Siebel/Prism).

Route Exception Process
When both IBM Direct and the Business Partner channel request pricing in support of the same customer, several factors will determine the approved pricing levels.

The following information will be requested:
· Detailed description of the opportunity/project that this hardware will be used to implement

· Siebel and/or Special Bid number.
· Installation location street address (include building name/number)

· Timeline of activities (only last 12 months of activity for this specific opportunity)

· Dates of face-to-face sales calls including names/titles of all attendees and meeting location address

· End user decision maker with whom you are working (name and title)

· Names of IBM employees you have worked with on this opportunity

· Names and title of individuals called upon

· Dated configurations (attach)

· Dated proposals (attach)

· Competitive solutions the end user is considering

· Dated project plans

· Dates of any demonstrations

· Dated migration/conversion plans

· Dated benchmark activity, capacity plans, utilization studies, software analysis

· Dates of any executive briefings (Include location, agenda and list of attendees)

Executive Review Board
The Executive Review board is comprised of executives from Platform, Pricing, IBM Direct, BPO and the owning IBM STG Business United Executive or Systems Sales Manager
The Executive Review Board will review the facts of the opportunity decide which route receive what level of special bid pricing.
Incumbent Business Partner – IBM System x
If there is an incumbent Business Partner(s) at the account, IBM will refer any lead(s) which IBM may identify for additional  opportunities associated with the original opportunity(ies) at the same client location to  the incumbent Business Partner(s).  The IBM account team will assist the incumbent Business Partner(s) in account planning and strategy for client opportunities.  When applicable, the incumbent Business Partner(s) will be eligible to receive any lead(s) IBM may identify for a specific opportunity, or provided the opportunity to utilize their Value Add to close the opportunity.

Exception:  If the incumbent Business Partner does not demonstrate System X skills, or is not leading with IBM System X solutions at the account, the IBM Sales Teams may introduce another Business Partner with the required skills.
Definition of incumbent:  A Business Partner that has a longstanding business relationship with a client (> 24 months), conducting ongoing transactions, generating 50% or more of the IBM System x revenue at the account.  Revenue will be based on Sales Out revenue contained in ALPS.  
IBM System x Strategy
The competitive nature of the Intel Server marketplace requires specific guidance to reduce channel conflict.  Business Partners will continue to be the major route to market for System x.  IBM (ibm.com) will also play a significant role for customers that require a direct relationship with IBM.  The System x route decision process is outlined in the exhibit as shown on page 5.
Unique System x Route Decision Tree





Channel Conflict Resolution

Should a dispute arise, it is strongly encouraged that it be resolved by the IBM team and IBM Business Partner in the field in accordance with the principles of this document and consulting with the IBM Business Partner Contracts and Negotiations department.  However, if necessary, Channel Conflict concerns should be raised to the IBM Channel Regional Vice President.  If he or she cannot resolve the issue, the Regional Vice President will bring the Business Partner’s concern to the weekly Regional 4-in-a-Box executive meeting with IBM STG.  

Any issues that are still unresolved will be decided by the Vice President, Business Partner Organization, Americas, and the Vice President, Systems and Technology Group, Americas.  These two executives will be the final arbiters of the Business Partner’s concern.

Summary

Subject to the provisions of the IBM Business Partner Agreement, IBM does not restrict to whom a Business Partner sells.  However, IBM will always be the final arbiter to determine which route (IBM or IBM Business Partner) will receive Special Bid pricing for the hardware, software and services needs of the client.  These guidelines represent IBM’s unilateral declaration and are intended to direct the IBM teams in route selection, and to communicate IBM’s route strategy to our valued teammates:  the Business Partner community.  


Attachment – System X “House Accounts”
The following clients are identified as System X “House Accounts.”  These clients maintain a history of Direct relationship with IBM, and will continue to be fulfilled by IBM Direct.  

Special Bid pricing will be provided primarily to IBM Direct for these accounts.

ACCESSLINE COMMUNICATIONS   CORP

ACS CONSULTANT COMPANY

AEGON USA INC

AIG

ALCATEL

ALCOA INC

AMERICAN POWER CONVERSION   CORP

BANK OF AMERICA NATIONAL    ASSOCIATION

BAUSCH & LOMB INC

BELL HELICOPTER TEXTRON INC

BEST BUY PURCHASING LLC

BIG LOTS INC

BLUECROSS BLUESHIELD OF TENNES

BP CORP NORTH AMERICA INC

CARDINAL HEALTH INC

CATERPILLAR INC

CATERPILLAR INC

CGI CORPORATION

CITIBANK

COMERICA BANK

COMPUTER ASSOCIATES INTL INC

DATAHOUSE CONSULTING INC

DIAGEO NORTH AMERICA INC

ELI LILLY

EMBARQ CORP

ESPN

EXA CORP

FEDERAL MOGUL CORP

FEDEX FREIGHT SYSTEM INC

FITCH RATINGS

FLUKE NETWORKS

FORD MOTOR CO

FOX NEWS NETWORK LLC

FREESCALE SEMICONDUCTOR INC

FRESH & EASY NEIGHBORHOOD   MARKET INC

GEICO CORP

GENERAL MOTORS CORP

GETTY IMAGES

GTECH
H & R BLOCK INC

HALLIBURTON CO

HERTZ EQUIPMENT RENTAL CORP

HILTON HOTELS CORP

HOME DEPOT

IKON OFFICE SOLUTIONS INC
INSTITUTE OF NUCLEAR POWER  OPERATIONS

INTEL CORP

INTELENET COMMUNICATIONS INC

JPMORGAN CHASE BANK

LEVI STRAUSS & CO

LEXIS/NEXIS REED ELSEVIER,LEXI

LUCENT TECHNOLOGIES INC

MEDTRONIC

MORGAN STANLEY DEAN WITTER & CO

MOTOROLA INC

MTV NETWORKS INC

MUTUAL OF OMAHA
NOKIA INC

OFFICE DEPOT 1

OLD DOMINION ELECTRIC       COOPERATIVE

OVERSTOCK.COM INC

PEPSI GLOBAL
RADIO SHACK CORP

SAFEWAY INC

SELECT MEDICAL CORP

SHELL OIL CO

SIEMENS INFORMATION AND COM MUNICATIONS NETWORKS INC

SOUTHWEST AIRLINES
SPIRIT AEROSYSTEMS INC

SUNBEAM PRODUCTS INC

SYNOPSIS
SYSNET INTERNATIONAL

THE PROCTER & GAMBLE CO

THE REYNOLDS & REYNOLDS CO

UBS

WAL-MART STORES INC

WASHINGTON MUTUAL
WORLDSPAN
WTS INC

YAHOO INC



Providing a facility alternative for managed hosting services via a dedicated IBM infrastructure











































































































































































































IBM and IBM Business Partners: Working together for our mutual success
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Notes:


When a Business Partner is the incumbent at an account, IBM will make every effort to continue fulfilling through that Business Partner for that Opportunity.


Customer preference will continue to be taken into account.
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