Channel Program User’s Guide:

Three components of PartnerWorld provide a variety of benefits for the SMB channel.

The Basics

Official name:
IBM PartnerWorld Express Advantage

Uptake: IBM has tens of thousands of
partners, with about 20 percent of total
revenues coming from SMBs and grow-
ing, according to IBM SMB marketing
exec Shaun Jones.

Who should join: SMBs that focus on
the midmarket

Dues: None at the member (entry) level

Membership requirements: Complete
an online registration form and accept
the PartnerWorld agreement.

PWEA information:
http://ibm.com/PartnerWorld/smb

“WE HAVE HUNDREDS OF
PARTNERS WHO ARE SHOWING
THAT THEY DID SOMETHING
WITH THEIR CLIENTSIN A
REPEATABLE FASHION.”

SHAUN JONES
DIRECTOR OF WORLDWIDE
SMB MARKETING, IBM SOFTWARE

www.geercom.com.

PARTNERONE MEMBERS
CAN EARN DOUBLE REBATES ON CERTAIN
SERVER-RELATED DEALS LOGGED IN HP's
NEW BUSINESS OPPORTUNITY TOOL.
SEE WWW.HP.COM FOR DETAILS.

APRIL 2007

Channelpro a1




