IBM Solutions for Social Selling
Quick Reference Guide
1. Overview / Elevator Pitch
IBM will help your sales force work smarter by raising the performance of entire sales team to match your top performers.  

· Allows sales organizations to consistently and predictably meet corporate expectations by easily tapping the wisdom of top sellers and experts, focusing on the critical data and deals, understanding  customers better than the competition and spending more time selling.

· Provides a comprehensive view of the customer for the entire organization, combining content, sentiment analysis and predictive analytics from structured and unstructured content sources. Allows business to collaborate, share expertise and apply social analytics.

2. What Customers Struggle With

· Sales Productivity – salespeople spend too much time reporting and not enough time selling to customers
· Customer acquisition – competition, including new global players, has intensified
· Customer retention –  customers are more educated and more demanding
· Costs – margin pressures have reduced budgets for training and travel

· Complexity – portfolios of offerings have become more complex and information is hard to find; CRM systems are hard to mine.
· Lack of insight – too much time on leads that don't pan out because they lack real customer needs; little insight to provide targeted special offers.


3. How We Can Help Them

We can help sales organizations move from a “manager’s managing” culture to a “sellers selling” environment.

· More time selling productively

· Tapping the expertise of top sellers   

· Understanding customers better than the competition

· Focusing on the critical data and deals

· Create a team of top performers

Gain unique insights that help answer key business questions like:

· How do I reduce churn and retain the most loyal customers to maximize profitability?

· Which factors are most likely to drive customers to choose my product vs. the competitor’s?

Become more proactive in cutting costs, reducing risk and increasing profitability and optimizing their sales force to drive new forms of competitive advantage.

Gain value from customer relationships:

· Attract more (and better) customers

· Grow the value of existing customers, through cross-selling or up-selling products or services

· Retain the most valuable customers

· Manage and mitigate the risk inherent in transacting with customers

· Bring the right expertise in the organization to the customer

4. Target Audience
· Target Industries: Cross-industry. Focus on Banking, Financial Services, Insurance, Retail, Government, Healthcare, Electronics, and Telecommunications. See I

 HYPERLINK "http://w3-103.ibm.com/software/xl/portal/content?synKey=D818894T95803S83" \l "overview" ndustry Perspectives on Social Business.
· Sales  VPs  – Understand and analyze customer behavior, retain and grow customer base and spending, predict and optimize sales campaign outcome, reduce administrative burdens and increase customer satisfaction.
· CIO and COO  – Interested in reducing complexity, adding additional functionality to existing legacy systems, employing proven expert consulting teams to reduce time to value; recognize the need to transform the way their teams work and respond to new business or customer imperatives, especially those who are expanding their teams, integrating new acquisitions, merging teams or organizations
· ELA/Renewal Lists – Work with IOT Lotus/Portal Sales Leaders to get into ELA and Renewals. These are upcoming buying events, and it's easier to close if the customer is already preparing to spend money with IBM.
5. Value of the Solution – Proof Points
· 94% of SPSS customers achieved a positive ROI, average payback in 10.7 months. 
· Over 90% of users attributed an increase in productivity to SPSS.  81% of projects were deployed on time, 75% on or under budget.
· According to IDC: “The median ROI for the projects that incorporated predictive technologies was 145%, compared with a median ROI of 89% for those projects that did not.”

6. Starting Questions

· How are sales decisions made today? How do you get this information?

· How do you track sales metrics for each business unit or group? What are the most important performance indicators for your organization? Do you want to proactively move those metrics?
· When you plan a sales or marketing campaign, how do you determine which products to include and to whom you send the offer?
· How do you identify your most valuable customers? 
· How do you know what drives churn and how do you address that? 
· How do you mentor your new salespeople? How do you exploit your experts?
7. References

· SPSS External Case Studies
· ADD Real Connections 

· Add Panda Security

Products & Platforms

· IBM Connections

· SugarCRM

· WebSphere Portal 

· IBM SmartCloud Engage

· IBM Cognos Customer Performance Sales Analytics

· IBM SPSS

· IBM Sametime

· IBM Cast Iron

8. Sales Acceleration Play
· None at this time
9. Market Opportunity
· $3B per year
· Average deal size: $50,000
· Average close time: 60 days
10. Competitors

· Salesforce.com, SAP, Oracle and Microsoft are market leaders

· Rest of the market = 41% share

· Growth is coming from Cloud offerings

9. Competitive Differentiators
Market leading technology

· IBM Connections – Marketshare leader in Enterprise Social software, IDC 2011

· IBM Sametime -  Major Player in IDC’s 2011 MarketScape for Unified Communications Voice Infrastructure

· IBM Lotus Live - Named in leadership quadrant of Gartner's 2011 web conferencing report

· IBM SPSS - 250,000 customers in 100 countries

· IBM Cognos - Market share leader in Enterprise BI Platforms, Forrester Wave Q4 2010

· SugarCRM - Over 7,000 customers and more than half a million users
Market leading professional Services

· GBS Strategy & Transformation – leader in Business Strategy and Customer Experience & Market Strategy with deep industry knowledge. 

· GBS Application Innovation Services – leader in development and delivery of leading edge technology solutions.
· Global capability to support any type of strategy, delivery and post-deployment support.

10. Assets to Help You Close the Deal
· Industry consultant interview video
· Analyst podcast

· Customer-facing presentation

· IBM Solution Brief

· Interview with Larry Augustin, President of SugarCRM

· Client Story Video

· Client references

· Demos
11. Key Contacts

Chris Lamb, Solution Manager

