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Preface  
 
The Software Value Incentive is an umbrella incentive offering for Software Business 
Partners.  This Program Guide is intended to address the Opportunity Identification and 
Sell Incentives under the Software Value Incentive offering. 
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INTRODUCTION  

Introduction to Software Value Incentive  
Software Value Incentive (SVI) is an IBM program designed to reward Business 
Partners for the value that they contribute in each of the various stages of a sale of IBM 
Passport Advantage middleware licenses.  This program allows a Business Partner to 
be recognized and earn fees based on their performance in the opportunity 
identification, sales and/or fulfillment steps of the sales cycle.  Reseller rebates through 
Value Add Distributors remain unchanged including the SMB rebate for fulfillment to 
SMB customers.   The following table illustrates the components of the middleware sell 
cycle: 

 
 
 
Software Value Incentive leverages an opportunity registration system that allows 
Business Partners to earn fee payments for identifying, registering, and selling a new 
opportunity, or simply selling into an opportunity that someone else, such as IBM, has 
identified.  The first Business Partner to register an opportunity, and demonstrate active 
engagement with a customer, will be approved to earn incentives as long as the 
customer completes the purchase.  Incentives are earned independently of how the 
transaction is fulfilled. 
 
Business Partners who add value by identifying a new opportunity and/or influencing a 
customer’s buying decision are rewarded for their contributions via fee payments from 
SVI. This allows them to earn incentives in addition to their margin and rebate 
compensation from fulfillment or logistics services. Thus, Business Partners who are 
investing time in developing solutions that include selected IBM middleware can invest 
their sales time with the confidence that they will earn incentives when the customer 
buys. They need only to be the first to register the opportunity (and gain IBM approval) 
and provide acceptable evidence that they sold the solution and its middleware. 
 

Sales Process 

Identify 

Fulfill 

Sell 

Identifying and qualifying new customer 
opportunities for SWG’s products   

Providing fulfillment services such as contract 
management, order management, credit risk, 
and shipping and logistics 

Developing and delivering compelling value 
propositions, proof of concepts, etc. that result in 
customers selecting SWG’s products 

Business Partner 
Contribution 
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SVI can be complementary with certain IBM offerings such as Value Advantage Plus.  It 
is, however, mutually exclusive with other IBM software programs and offerings (see the 
section entitled Offerings which are Mutually Exclusive with Software Value Incentive for 
further details).  
 

Value Proposition for Business Partners 
Software Value Incentive benefits Business Partners as follows:  

• Greater flexibility. Earn incentives at the stage in which you elect to contribute 
to the sales process.  

• Enhanced profitability. When you add value, you can earn more incentives, 
and with deal registration you can retain more margin.  

• Increased ROI. Once you are approved for identify-and-sell, you can earn 
incentives regardless of who fulfills the purchase.  

• Greater simplification. SVI replaces multiple existing Business Partner 
programs, reducing the difficulty of understanding and tracking each program. 

Eligible Business Partner Models 
Software Value Incentive is available to resellers, independent software vendors (ISVs), 
solution providers (SPs), and systems integrators (SIs) that a.) identify and qualify new 
customer opportunities for selected IBM middleware products and b.) develop and 
deliver compelling value propositions that result in customers acquiring selected IBM 
middleware products.   
 
A Business Partner that qualifies for SVI will have the following characteristics:  
 
� Is capable of identifying and qualifying new customer opportunities for IBM 

distributed systems software which are fulfilled via an IBM Passport Advantage 
contract.  OEM and other fulfillment methods do not qualify   

� Is capable of developing and delivering compelling value propositions, proof of 
concepts, etc, that result in customers selecting IBM middleware   

� Has presence in the country where the customer purchase is made and incentives 
are earned and paid  

 

SOFTWARE VALUE INCENTIVE CRITERIA / REQUIREMENTS   

Software Value Incentive is focused on rewarding Business Partners who add value by 
identifying an opportunity and/or influencing a customer’s buying decision.  
 
To participate in SVI, Business Partners must meet the following criteria: 
 

• Be an approved member in IBM PartnerWorld at any level 
• Have access to the Internet 
• Have 3 or more current software IBM Professional Certifications, of which at least 

2 must be technical certifications to be approved for Software Value Incentive.  
• Eligibility for fees on any IBM SWG brand (e.g. Tivoli, Rational, Lotus, etc.) 

content in a transaction requires at least one current software technical IBM 
Professional Certification in that brand at the time the opportunity is registered. 
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NOTE: Certification requirements are waived until January 1, 2007 at which time all 
certifications must be in place in PartnerWorld.  Business Partners who do not attain the 
required certifications by January 1 will be dropped from SVI and incentives will not be 
paid on any brand not covered by the incentive requirements. 
 
 

HOW TO PARTICIPATE IN SOFTWARE VALUE INCENTIVE 

Business Partners who are interested in participating in Software Value Incentive will 
need to complete the following steps: 
 

1. Apply and be approved for membership in IBM PartnerWorld in the country (or 
countries) where SVI participation is desired if not already a member. 

2. Obtain the required IBM Professional Certifications (at least 3 current designated 
software certifications of which at least 2 must be software technical 
certifications) and ensure that these certifications are correctly recorded in your 
PartnerWorld profile.  These required certifications must be in place on the date 
of your enrollment or January 1, 2007, whichever is later. 

3. Review the IBM PartnerWorld Agreement – International Software Value 
Incentive Offering Attachment. (Software Value Incentive Terms and Conditions) 
and the associated Software Value Incentive Operations Guide. To access these 
documents, go to http://www.ibm.com/partnerworld/softwarevalueincentive and 
click on the ‘Agreement’ tab. (Business Partners must be an approved member 
of IBM PartnerWorld to access this site.) 

a. Accept the Software Value Incentive Terms and Conditions.  In certain 
countries, acceptance can be done electronically.  In other countries two 
paper copies of the documents must be printed, signed, and submitted to 
IBM. IBM will then countersign both documents and return one to the 
Business Partner. The appropriate method of acceptance will be indicated 
by the enrollment system based on the location of the company enrolling 
in SVI.  (Read the Software Value Incentive Operations Guide for further 
details on how to accept terms and conditions.) 

b. Complete the Software Value Incentive enrollment form which is available 
at the same web site as the Terms and Conditions.  During the enrollment 
process, Business Partners who anticipate that they may process 
purchase orders (fulfillment) must select a Preferred Distributor (VAD).  
When the Business Partner is fulfilling, only the purchase orders 
processed through the Preferred Distributor are eligible for Software Value 
Incentive fees. Business Partners who do not anticipate processing 
purchase orders should select IBM.COM.  

4. After receiving SVI approval from IBM, you will receive a second notification from 
IBM inviting your PartnerWorld authorized profile administrator to create user 
profiles for your employees to access the IBM opportunity management system 
and begin registering opportunities.  (Read the Software Value Incentive 
Operations Guide for further details on how to register opportunities.) 
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SOFTWARE VALUE INCENTIVE ATTACHMENT 

 
The Business Partner must agree to the Software Value Incentive Attachment to the 
IBM PartnerWorld Agreement via the PartnerWorld web site when they apply for the 
Software Value Incentive program.  
 
Note: If a paper attachment is required, the Business Partner prints two copies of the Software Value 
Incentive Attachment, signs and mails them to the appropriate address. This step is in addition to 
accepting the terms and conditions via the PartnerWorld web site.   
 
The effective date of the Software Value Incentive Attachment is the date IBM accepts 
it; it is not the date that the Business Partner accepts it.  
 

Amendments 
 
IBM will not accept requests for amendments or changes to the Software Value 
Incentive Attachment. 
 

Contract Period 
 
The Software Value Incentive Attachment will continue unless terminated by either IBM 
or the Business Partner as defined in the PartnerWorld Agreement. 
 

Terms and Conditions 
 
Business Partners must agree to the Software Value Incentive terms and conditions in 
order to participate in Software Value Incentive  
 

Offerings which are Mutually Exclusive with Software Value Incentive 

 
Membership or participation in the following incentive programs makes a Business 
Partner ineligible for the Software Value Incentive offering; this is not an exhaustive list 
since there may be some additional mutually exclusive incentive programs which are 
specific to a particular country; if these exist, they will be listed in the Software Value 
Incentive Operations Guide.  
 
Agreements where you are receiving fee payments for the same products and same 
end user customer that are eligible under the Software Value Incentive, such as: 
 
Global Systems Integrator Alliance Agreements (Worldwide or Local country contracts). 
 
Top Contributor Initiative for Software Resellers 
Note: Top Contributor Initiative will be sunset as Software Value Incentive is deployed in 
each country.  
 
IBM Lead Pass Agreement (IBM Complementary Solutions Fee) Software Attachment 
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Note: IBM Complementary Solutions Fee for Software will be sunset as Software Value 
Incentive is deployed in each country.  
 
IBM Business Partner Agreement for Distributor 
 
Transactions that are fulfilled through an IBM OEM Software Agreement are not eligible 
for SVI fees.  
 

Software Value Incentive and Value Advantage Plus Co-Existence 
 
Value Advantage Plus is an IBM initiative designed to financially reward Business 
Partners who deliver solutions through applications and/or services.  If these solutions 
are built around or designed to operate on IBM Software, they may be approved and 
qualify for financial incentives for the specific IBM software when it is sold by the 
Business Partner as part of their solution.  For further details, check the IBM 
PartnerWorld web site under the categories Selling Resources, Sales Incentives and 
Promotions, Value Advantage Plus.  Business Partners are encouraged to participate in 
both the SVI program and the Value Advantage Plus initiative. 
 
Products that are eligible for the Value Advantage Plus initiative do not qualify for the 
SVI Sell incentive; they are however eligible for the SVI Identify incentive if the 
opportunity is registered and approved.  In order to be paid the Identify Incentive in 
these situations, the Business Partner must provide Sell Incentive documentation.  If 
one Business Partner identifies and sells the opportunity, and the opportunity is closed 
with the installation of a Value Advantage Plus solution by a second Business Partner, 
the identifying BP is eligible for both the Identify and the Sell incentive. In addition, 
solutions can contain Value Advantage Plus and non-Value Advantage Plus eligible 
products. In these cases, only the non-Value Advantage Plus eligible products are 
eligible for both SVI Identify and Sell Incentives.   
 
The Value Advantage Plus incentive is delivered through rebates paid to the Business 
Partner’s Preferred Distributor while eligible SVI Opportunity Identification fees are paid 
directly to the Business Partner by IBM.   
 
 
 

HOW TO EARN THE SOFTWARE VALUE INCENTIVE FEE(S) 

Opportunity Registration  

 
The Business Partner registers an opportunity in IBM’s opportunity management 
system, Global Partner Portal (GPP).  The first Business Partner to register a new 
opportunity may be eligible to earn incentives; however, this depends on the customer 
completing the purchase and the Business Partner demonstrating their influence in the 
customer’s buying decision.  Incentives are earned independent of how the transaction 
is fulfilled.  If the opportunity was first identified by IBM and the Business Partner’s 
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assistance is requested to close the opportunity the Business Partner may be approved 
for the SVI Sell incentive.    
 
Opportunities must be registered and submitted for SVI eligibility at least 30 calendar 
days prior to the IBM sales order date to be eligible for incentive fees.  If the forecasted 
close date is less than 30 calendar days after the date the opportunity is submitted for 
SVI eligibility and the sales order date falls within this time period, the opportunity is 
ineligible for SVI fees.     
 
There will be a dedicated IBM channel incentive team responsible for evaluating 
opportunities submitted for SVI eligibility and approving them for Identify and Sell 
incentives. IBM will review the registered opportunity records to determine whether or 
not the opportunity is known to IBM and the Business Partner will be notified whether or 
not the registered opportunity is eligible for SVI fees.  This eligibility decision is 
determined at the brand family level (ex., Content Management, Business Intelligence, 
Data Management Tools, Lotus Domino Infrastructure) and it is possible for brand 
families within an opportunity to have different eligibility decisions. For example, if a 
Business Partner registers an opportunity at an end customer which includes products 
in both Business Intelligence and Lotus Domino Infrastructure brand families, but there 
is already a known opportunity to IBM for Lotus Domino Infrastructure at the same end 
customer in the same country, the Business Partner may only be approved for the 
Business Intelligence content of the opportunity.  
 
If more than one Business Partner submits a registration for the same opportunity, the 
first Business Partner to register is the one who may be eligible to earn incentives.   
 
Transactions for part numbers which include IBM software licenses and are fulfilled 
under the IBM Passport Advantage Program are eligible for incentive fees.  Part 
numbers which do not include IBM software licenses, such as an annual maintenance 
renewal or maintenance reinstatement are not eligible.  
  

Software Value Incentive Fees 
The Software Value Incentive has two elements, an Opportunity Identification Incentive 
and a Sell Incentive. Each incentive element has two components; a base fee and a 
premium fee for transactions that are sold to end users that are designated by IBM as 
small and medium-sized businesses (SMB Accounts).  Incentive fees are paid on a 
quarterly basis directly to the Business Partner by IBM.  
 
In order to receive any SVI fees, the customer must complete the purchase and, the 
Business Partner must provide appropriate supporting documentation to show their 
influence of the customer’s buying decision.  Examples of supporting documentation 
would be a proposal for a solution, statement of work, proof of Concept, etc. 
 
Approved opportunities will be considered eligible for 270 calendar days (approximately 
nine months) or until June 30, 2007 (whichever is later) to close.  If the Business 
Partner requests assistance, additional IBM resources may be assigned to help close or 
expand the opportunity.   If the opportunity is not closed and submitted for fee payment 
prior to its expiration date, it becomes ineligible for SVI fees.  
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The Business Partner must indicate when the opportunity is won and provide supporting 
documentation to show their influence of the customer’s buying decision.   After a 
registered opportunity has been matched to an IBM sales order, the Business Partner’s 
Sell documentation is reviewed by IBM to determine whether or not the sales activities 
performed by the Business Partner met the Sell criteria. In addition, IBM will review the 
transaction eligibility criteria to determine if the transaction is eligible for fee payment.   
 
The following are some reasons why an opportunity may not be eligible for fee payment. 
(This is not an exhaustive list; refer to the Software Value Incentive Operations Guide 
for additional details):  

• The opportunity is not registered and submitted for SVI eligibility at least 30 
calendar days prior to the corresponding IBM sales order date. 

• The opportunity is not closed and submitted for payment prior to its expiration 
date.  

• The sum of the line items on the sales order is not greater than or equal to the 
transaction threshold amount for a country. 

• IBM is unable to find a corresponding sales order for an opportunity that is closed 
as WON and submitted for payment processing.  

• The sales documentation submitted for the opportunity is not deemed sufficient 
to demonstrate the Business Partner’s influence on the customers buying 
decision. 

• The opportunity contains a part number, transaction or an end user that is not 
eligible for SVI fees. 

• The Business Partner did not have the proper certifications in place. 
 
 
Note: Beginning January 1, 2007, to be eligible for an SVI fee, the Business Partner 
must have a current technical IBM Professional Certification in each software brand 
contained in the opportunity at the time of submission to Software Value Incentive.  
Business Partners should develop plans to obtain the required certifications prior to 
2007.  

Opportunity Identification Incentive Fee 

 
A Business Partner will not be approved for the Opportunity Identification 
incentive without also being approved for the Sell Incentive.  SVI does not reward 
for identification only. 
 
 

Sell Incentive Fee 

 
A Business Partner can be approved for the Sell incentive alone, if the 
opportunity was first identified by IBM and the Business Partner’s assistance is 
requested to close the opportunity.    

 
Resellers fulfilling registered opportunities should provide their opportunity number on 
their purchase order to assist with the matching of the opportunity with the sales order.  
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Further details for both the Opportunity Identification and Sell Incentives are provided in 
the Software Value Incentive Operations Guide.     
 

Fee Calculation  

 
Once the SVI eligible lines items in the resulting IBM sales order for an eligible SVI 
opportunity which has been closed as won are determined as payable, the Identify and 
Sell fees are calculated for each of these line items, based on the SVI fee schedule. 
There are no caps on the amount of SVI fees that can be earned for an eligible 
opportunity; however revenue eligible for the SVI fee payment cannot exceed your 
revenue forecast as described below.  
 
To calculate your SVI fees, IBM will use an approximated Suggest Volume Price or 
approximated Suggested Retail Price, as applicable, for the Eligible Products included 
in the sales order deemed as payable. The approximated price is set by IBM.   
 
If your forecasted revenue for a brand family in an eligible opportunity is greater than 
the actual revenue in the associated eligible sales order line items for that brand family, 
the incentive will be calculated based on the actual revenue amount (provided the 
actual revenue amount is greater than the minimum order threshold for the 
GEO/Country) for those line items.  
 

For example, if your forecasted revenue for the brand family Tivoli Storage is 
50,000 USD and the aggregated revenue in the associated sales order line items 
totals 15,000 USD, the SVI incentive fee percentages will be applied to the 
15,000 USD.   IBM will periodically sample for forecasting accuracy by Business 
Partners and if we find they are overstating their forecast we will put in place a 
business rule that prevents payment of SVI fees for transactions over forecasted.  

 
If your forecasted revenue for a brand family in an eligible opportunity is less than the 
actual revenue in the associated eligible sales order line items for that brand family, a 
25% uplift will be applied to the forecasted revenue for that brand family. The SVI 
incentive fee percentages will be applied to the lesser of the actual revenue in the 
associated eligible sales order line items for the brand family, or the uplifted revenue 
amount for the brand family (provided the actual revenue amount is greater than the 
minimum order threshold for the GEO/Country).  
 

For example, if your forecasted revenue for the brand family Lotus Domino 
Infrastructure - Messaging  was 40,000 USD and the aggregated revenue in the 
associated sales order line items totals is 60,000 USD, then a 25% uplift will be 
applied to the 40,000 USD (resulting in an uplifted forecasted revenue of 50,000 
USD).  The SVI incentive fee percentages will be applied to the 50,000 USD.   

 
The line items for previously approved brand families in the sales order are flagged as 
eligible for either Identify and Sell incentives or just the Sell incentive based on the 
determination that was made when the opportunity was originally submitted for SVI 
eligibility.  The fee payment will be calculated accordingly.  (Read the Software Value 
Incentive Operations Guide for further details on fee calculation.) 
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QUESTIONS & ANSWERS FOR SOFTWARE VALUE INCENTIVE 

 
Q: What is the Software Value Incentive? 
 
A: The Software Value Incentive (SVI) is an IBM program designed to reward Business 
Partners for the value that they contribute in each of the various stages of a sale.  This 
program allows a Business Partner to be recognized and earn fees based on their 
performance in the opportunity identification, sales or fulfillment steps of the sales cycle. 
 
 
Q: What are the definitions of the sales cycle components of Identification, Sell 
and Fulfillment? 
 
A: Identification – Identifying and qualifying new customer opportunities for IBM 
middleware products not previously identified by IBM or other Business Partners 
Sell – Developing and delivering compelling value propositions, proof of concepts, etc., 
that result in customers selecting IBM middleware.  
Fulfillment – Providing fulfillment services such as purchase order processing, contract 
management, order management, credit risk, shipping and logistics.  
 
Q: How does the new Software Value Incentive opportunity registration system 
work?  
 
A:  The IBM Global Partner Portal (GPP) opportunity management system is a new 
application selected by the IBM Channels Management organization to allow Business 
Partners to submit opportunity information in a secured and controlled environment. 
This system will also allow Software Business Partners to submit their opportunities for 
participation in the Software Value Incentive. Documentation can be attached to 
opportunities submissions to facilitate claims for influencing and selling activities.  
Business Partners can see the status of all of their registered opportunities.  
 
 

Q: Who can apply for enrollment in the Software Value Incentive? 
 
A:  Value Add Resellers, Independent Software Vendors, Consultants, and Integrators 
who are active members of PartnerWorld.  Business Partners enrolling in SVI should 
also have the required current software IBM Professional Certifications (three current 
software certifications of which at least two must be technical certifications).  However 
certification requirements are waived until January 1, 2007. 
 
Q: What determines which certifications are eligible software IBM Professional 
Certifications for IBM Middleware products?   
 
A:  A list of current certifications can be found on the IBM PartnerWorld website.  To 
find this list, choose “Training and Certification” from the left sidebar on the home page, 
then “Certification”, then choose the requirements tab, and select the “Eligible skills for 
advanced and premier membership attainment” option.  Scroll down on the resulting 
screen until the section headed “Eligible Skills Table for Advanced and Premier level 
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attainment” is reached.  This table shows which skills are Technical skills and which are 
Sales skills.  Software certifications are those shown under one of the following 
headings:   

� WebSphere 
� DB2 
� Rational 
� Tivoli 
� Lotus 

 
 
Q: What are the financial benefits of enrollment in SVI? 
 
A:  SVI simplifies and streamlines multiple different offerings. It is designed to reward 
Business Partners for value contribution throughout the sales cycle.  
Fees are calculated as a percentage of the end-user Passport Advantage Suggested 
Volume Price of the SVI eligible part numbers.  
 
 
 

 
Identify 

(Fee Payment) 

 

 
Sell 

(Fee Payment) 

 
Base (Enterprise/SMB  
end user) 
 

 
5% 

 
5% 

 
Premium for SMB end user  
 

 
+5% 

 
+5% 

 
 
Q: How do I determine whether or not a part number is eligible for Software Value 
Incentive fees?  
 
A: The part number must be part of a brand family for which your opportunity has been 
approved.  Only part numbers which include IBM software licenses and are fulfilled 
under the IBM Passport Advantage Program are eligible for incentive fees.  The 
following part types as displayed in the IBM distributed software price book are eligible 
for fee payment: 

License + SW Maintenance 
 Trade Up License + SW Maintenance 
 Initial Fixed Term License & Maintenance  
 
Q: How do I determine if a customer is an SMB account?  
 
A: Upon request, IBM will provide confirmation to Business Partners enrolled in SVI.  
IBM will confirm if an end user is designated as an SMB Account or undetermined. The 
nature of the service varies from country to country; please refer to the Software Value 
Incentive Operations Guide for your country for more information 
 
Q: Are there any end user customer designations which are ineligible for SVI  
fees? 
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A: Sales fulfilled to an end user who is also a participant in SVI and/or Value Advantage 
Plus (including your enterprise), customers outside of your country, or sales fulfilled to 
Government end users, including Federal, State and Local government end users, are 
ineligible for Software Value Incentive fees.   
 
Q: How do I determine if a customer is a Government end user? 
 
A: Upon request, IBM will provide confirmation to Business Partners enrolled in SVI.  
IBM will confirm if an end user is designated as a Government account. The nature of 
the service varies from country to country; please refer to the Software Value Incentive 
Operations Guide for your country for more information.   
 
Q: What happens if the Business Partner does not close the opportunity prior to 
the expiration date? 
 
A:  The default opportunity registration expiration date is set to 270 calendar days 
(approximately 9 months) from the submission date.  If the opportunity is not closed 
prior to the expiration date, it becomes ineligible for SVI fees.  
 
Q: How does a Business Partner enroll in the Software Value Incentive? 
 
A: The Software Value Incentive on-line enrollment form can be accessed through the 
IBM PartnerWorld web site at http://www.ibm.com/partnerworld/softwarevalueincentive. 
 
Q:  What is the Value Advantage Plus initiative? 
 
A: Value Advantage Plus is an IBM initiative designed to financially reward Business 
Partners who deliver solutions through applications and/or services.  If these solutions 
are built around or designed to operate on IBM Software, they may be approved and 
qualify for financial incentives for the specific IBM software when it is sold by the 
Business Partner as part of their solution.  For further details, check the IBM 
PartnerWorld web site under the categories Selling Resources, Sales Incentives and 
Promotions, Value Advantage Plus.  
 
 
 
Q: How does Software Value Incentive work with Value Advantage Plus? 
 
A: Business Partners are encouraged to participate in both the SVI program and the 
Value Advantage Plus initiative.  Products that are eligible for the Value Advantage Plus 
initiative do not qualify for the SVI Sell incentive; they are however eligible for the SVI 
Identify incentive if the opportunity is registered and approved.  In order to be paid the 
Identify Incentive in these situations, the Business Partner must provide Sell Incentive 
documentation.  The Value Advantage Plus incentive is paid as a rebate via the 
Business Partner’s Preferred Distributor while eligible SVI Opportunity Identification fees 
are paid directly to the Business Partner by IBM.   
 
Q: What if a Business Partner participating in Software Value Incentive wants to 
sell from multiple countries/regions/geographies?  
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A: The Business Partner must be an approved PartnerWorld member in each country in 
which they want to participate and they must also apply for SVI and be approved by IBM 
in each country in which they want to participate. 
 
Q: What is IBM PartnerWorld? 
 
A:  IBM PartnerWorld is a marketing and enablement program for Business Partners 
who sell IBM software and hardware solutions.  The program offers a number of 
benefits that can support increased Business Partner sales, heighten Business Partner 
market share, and penetrate new markets with IBM technologies.  
 
Q:  Can the IBM PartnerWorld Agreement – International Software Value Incentive 
– Offering Attachment be terminated? 
 
A:  This Attachment can be terminated as provided in the PartnerWorld Agreement – 
International Basic General Terms.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

GLOSSARY  

    

• A Distributor is under contractual agreement with IBM to remarket software to 
Business Partners that remarket IBM middleware products to end user 
customers.  A Distributor supports resellers of IBM middleware products with a 
variety of services including, but not limited to, order management, credit, market 
development, and Business Partner satisfaction.  Operating under the IBM 
Distributor Agreement, a Distributor may not sell to end users directly 

 
• End user is anyone, who is not part of the Enterprise of which you are a part, 

who uses Services or acquires Products for its own use and not for resale.   
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• Eligible products are only those part numbers which include IBM Software 

licenses and are fulfilled under the IBM Passport Advantage Program.  Part 
numbers which do not include IBM software licenses, such as an annual 
maintenance renewal or maintenance reinstatement, are not eligible. 

 
• Eligible transactions are transactions to eligible end-users for eligible part 

numbers that are fulfilled under the IBM Passport Advantage Program. 
Transactions fulfilled through an IBM OEM Software Agreement are not eligible 
for SVI fees.  

 
• Global Partner Portal (GPP) is a new opportunity management system selected 

by the IBM Software Channels Management organization.  Opportunities must be 
registered in this system in order to be eligible for SVI fees.  

 
•  An independent software vendor (ISV) a Business Partner who develops and 

sells software assets as a primary business.  ISVs can sell services related to 
their software offerings, but build their business model primarily around the 
development and marketing of application software.   

 
• Middleware is infrastructure technology-based software that enables applications 

and other uses of information technology.   
 

• The Opportunity Identification Incentive can be earned by Identifying and 
qualifying new customer opportunities for IBM middleware not previously 
identified by IBM or other Business Partners. 

 
• The Sell Incentive can be earned by developing and delivering proposals, proof 

of concepts, prototypes, etc. that result in customers purchasing IBM 
middleware.   

 
• The Software Value Incentive is an IBM program designed to reward Business 

Partners for the value that they contribute in the various stages of a sale. 
 

• A solution provider (SP) a Business Partner who combines installation services, 
application software, communications services, and other technology offerings 
typically into a "turn key" solution for an end user.   

 
• A systems integrator (SI) a Business Partner who offers professional IT 

consultation and services as a primary business.  Typically, SIs recommend 
software solutions and/or implement the solutions for an end user.   
 

• A reseller is a Business Partner who is reselling IBM software with fulfillment 
through an approved Distributor.  
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