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Business is about 
increasing revenue, 
lowering costs and 
establishing closer, 
more responsive 
relationships with 
customers, suppliers, 
and partners 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Cisco introduced its 
Deal Registration 
programme - 
Opportunity Incentive 
Programme (OIP) at 
its 2004 Partner 
Conference in Hawaii 
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Cisco OIP ring fences 
SMB deals and pays a 
6 per cent (8 per cent 
in the US) back end 
cash rebate 
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Table 1: Progress on IBM ‘Express’ 
Six months after launch A year later Today 

More than 100 of the leading 
ISVs for medium businesses 
joined the ISV Advantage 
Program with commitment to 
increase sales of their 
application on IBM 
middleware and servers 

233 territories  
2600 hardware and software 
specialists 
1000 iTSRs 
100 territory marketing 
managers 

Established Express portfolio 
with over 100 customer 
references 
Nearly 70 offerings 
More than 18000 new SWG 
SMB customers (by Sept. 04) 

More than 2000 partners for 
Express early enablement 
program 

Business partner support – 
250 Territory Partner 
Managers 
200 Solution and Services 
Leaders 

Over 3900 business partners 
built and sold ‘Express’ 
solutions through IBM Virtual 
Innovation Centre 
5000 business partners 
registered for Express 
Enablement Program 

Over 350 ISV applications on 
Express middleware 

700 ISV applications ported 
to Express 

973 ISV applications 

IBM SMB posted growth of 
10 percent in 3QFY2003 with 
$4.8B quarter 

New investments for regional 
ISVs and SIs – 
450 sales support personnel 
27 innovation centres 

IBM Financial Advantage – 
financial packages for 
Express 

 Global reach More than 2000 SMB articles 
worldwide in the press 

 2600 SWG partners enables 
to sell Express 

Half of the recent offerings 
coming from IGS 

 50% of Spring offerings from 
IGS 

 

 �
Source: TekPlus 
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Table 2: IBM’s commitment to the channel and business partners 
2003 2004 Result 

Small and Medium Business 
Advantage: 

- $371 million incentives 
driving $4.5 billion in 
revenue 

- 200 SMB solution toolkit 
campaigns 

- 5000 partners used 
PartnerWorld University 
education modules 

Small and Medium Business 
Advantage: 

- Express Channel 
Enablement – Solutions 
Builder Express 

- Simplified PartnerWorld 
program that is aligned to 
business partners models 

- Greater rewards to 
business partners for their 
SMB focus 

Small and Medium Business 
Advantage (2003+1Q04): 

- $450 million incentives 
driving $5.7 billion revenue 

- 200 SMB solution toolkit 
campaigns 

- More than 120 industry and 
solutions based selling aids 
and deliverables 

- 25 sales tools to 
complement sales cycle 

- 50 sales education 
modules 

- 5000 partners used 
PartnerWorld University 
education modules 

- Over 25000 visitors to 
sales enablement content 
sites  

ISV Advantage: 
- 14 partners signed 

ISV Advantage: 
- 217 partners signed 
- Announcement of ISV 

Advantage for Industries  

 

30 strategic alliances 9 new or enhanced alliances 
and offerings 

 

Technology enablement: 
- Vrtual Innovation Centre 

(VIC) 

Technology enablement: 
- Migration station 
- Integrated runtime 
- VIC results – 700 

applications, 2600 partners 
enabled 

Technology enablement: 
- Express Runtime   
- Open standards based 

middleware components 
- Pre-integrated and pre-

configured middleware 
- Over 3900 business 

partners built and sold 
‘Express’ solutions through 
IBM VIC 
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