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OverviewOverview

•• share from an employee point of view how share from an employee point of view how 
IBM communicates that innovation IBM communicates that innovation 
mattersmatters

•• share the portfolio model conceptshare the portfolio model concept
•• overview an example of how overview an example of how ‘‘sustainable sustainable 

innovationinnovation’’ was established in one was established in one 
relationship environmentrelationship environment



““Innovation that Matters Innovation that Matters …… for our company for our company 
and for the worldand for the world”” is not just a sloganis not just a slogan

–– managers that listen to ideas and act managers that listen to ideas and act 
–– 43,730 hits for 43,730 hits for ‘‘innovationinnovation’’ on the internal websiteon the internal website
–– structural commitment in researchstructural commitment in research
–– patent supportpatent support
–– surveys / solicitationssurveys / solicitations
–– Technical Leadership Exchange <event>Technical Leadership Exchange <event>
–– innovation jam (internal and external) <event>innovation jam (internal and external) <event>
–– think place <always available>think place <always available>
–– internal calls to actioninternal calls to action
–– external communicationexternal communication











Relationship PortfolioRelationship Portfolio



Contrast Newton and EinsteinContrast Newton and Einstein



Ready – Aim – Fire

In a stable environment,
there are leaders that:
Ready resources based on 
threats and trends;
Aim at the selected target 
in a plan; and
Upon the signal of fire, 
deploy resource to execute 
the plan



“Ready – Launch – Steer”

Leadership in turbulent environments requires leaders to:
• ready organizations by defining a shared context
•launch initiatives with intelligence, report progress and communicate 
•steer initiatives around obstacles and towards unforeseen opportunities



The Relationship PortfolioThe Relationship Portfolio

The segments are:
• Transactional
• Value Added
• Specialized 
• Unique

T    V/A     S    U

© IBM 2005



One ExampleOne Example
Multiple valueMultiple value--exchange types required to support the enterpriseexchange types required to support the enterprise

Tailored
– Wholesale model
– Commodity plus expertise
– Limited design required
– Stability & economies of scale valued
– Mass customization

Standard
– Wholesale model – “commodity”
– Low-cost 
– Convenient – just place an order
– No design required
– Efficient

C
us

to
m

iz
at

io
n,

 in
no

v a
t io

n

No other

Many

High

Low

~ 5

~ 20

~ 50

100’s

Ef
fic

i e
n c

y ,
 e

ff e
c t

i v
e n

e s
s

Specialized
Co-developed solution / between the XXX and 
YYY partners
Act as “one” team (badge-less)
Compelling joint value-proposition – example 
Capabilities Integration initiative
Full disclosure attitude
White space

Customized
Large degree of interdependencies
Complex – requires access to solutions, 
capabilities or terms that are not tailored or 
standard
Integrator oriented bid

Investment
Commitment
Complexity

Alternate 
sources/

Competitors



Sample Business Model Sample Business Model ––
Rules of Engagement / Expectations by Value ExchangeRules of Engagement / Expectations by Value Exchange

Standard Tailored Customized Specialized

Spirit / 
intent

• Efficiency – place the order 
/ fill the order

• Mutual Effectiveness – via 
expertise from XXX 

• Ad Hoc by deal
• Declare relationship early
• Decision based on merits –

XXX’s to win
• Open communication & 

feedback 

• We’ve drawn our lot and 
we win together & grow 
together

• Full disclosure 
• Exclusive on this 

opportunity 

Pricing • Based on the total YYY 
spend

• No XXX offer should beat 
price to YYY

• Rate card as sales tool

• Based on product / 
module / component 
combination

• Everything you get to the 
left +

• By deal basis

• Everything you get to the left 
+

• By deal basis

• Everything you get to the 
left 

Commit
ment

• Services available to YYY 
via rate card – periodic 
update intervals

• XXX responds via COE • 1st Look / Joint Assessment 
• XXX can no bid

• Committed to win together
• Teaming Agreement
• Declared Relationship

Compe
tition

• Many options
• XXX preferred 

• Options 
•XXX preferred

• YYY  considers  input from 
multiple parties 

• XXX preferred

• No competition – only 
option pursued 

• XXX preferred

Resource • Dedicated Segment leader 
within each firm 

• Dedicated Segment 
leader within each firm  

• Access to XXX design 
resources 

• Dedicated Segment leader 
within each firm 

• Dedicated XXX team that is 
effective working with an 
integrator

• Thought leadership 

• Dedicated Segment leader 
within each firm

• Dedicated, empowered, 
consistent teams + as 
needed experts / gurus

• Joint Innovation 
• Executive sponsor 

Risk 
Sharing

• YYY holds the risk • YYY holds most risk • Some shared risk • Joint risk

Contract • Pre-defined terms and 
conditions

• Rate card linkage

• Pre-defined  terms and 
conditions

• Some flexibility due to 
customization required

• Unique to the deal 

• Flexible 
• Unique to the deal



Staging of Joint Value Creation ProjectsStaging of Joint Value Creation Projects

VoIPVoIP

VPNVPN

SecuritySecurity

New/OthNew/Oth
erer

Stage Six:
Life Cycle 

Stage Two:
Concept  

Stage One:
Investigate  

Stage Three:
Plan 

Stage Four:
Develop

Stage Five:
Market Launch



Plan to Investigate TasksPlan to Investigate Tasks

Tech attractiveness Tech attractiveness 
(enablement (enablement ––
Cindy)Cindy)

Business Business 
AttributesAttributes

Exec SummaryExec Summary Organizational Organizational 
AttributeAttribute

SecuritySecurity Gene Bialy, Gene Bialy, JerriJerri
KocrKkiKocrKki (?), (?), 
ask John Smith ask John Smith 
or Bob Cookor Bob Cook

>>>>>>>>>>>>>>>>>>>> >>>>>>>>>>>>>>>>>> Joan & CraigJoan & Craig

VoIPVoIP Joe Joe ArbuterArbuter & & 
GopalGopal SonoraSonora

>>>>>>>>>>>>>>>>>>>> >>>>>>>>>>>>>>>>>>>> Joan & CraigJoan & Craig

VPNVPN Manish & Jerry Manish & Jerry 
PricePrice

>>>>>>>>>>>>>>>>>>>> >>>>>>>>>>>>>>>>>> Tony and NickTony and Nick

Owned by Mark and Craig

Names in boxes are SME’s that may be involved



Monthly Joint Value Creation Monthly Joint Value Creation 
Initiatives UpdateInitiatives Update
10:00 to 10:4510:00 to 10:45
Joint Initiative Review:  Each team will provide an update on Joint Initiative Review:  Each team will provide an update on 

the initiative, key developments and the results of the initiative, key developments and the results of 
–– VPNVPN
–– VoIPVoIP / / SoIPSoIP
–– SecuritySecurity

10:45 to 11:30 ET 10:45 to 11:30 ET 
Future Candidates Updates / Discussions (this would possibly Future Candidates Updates / Discussions (this would possibly 

be for considering other initiatives, reports from MI teams be for considering other initiatives, reports from MI teams 
on trends, technologies, talking about consultant reports, on trends, technologies, talking about consultant reports, 
etc..  This is a etc..  This is a ‘‘feed the pipelinefeed the pipeline’’ discussion)discussion)



InitiativeInitiative DescriptionDescription Status Status Project StateProject State

VoIPVoIP / / 
SoIPSoIP

VPNVPN

SecuritySecurity

Old Old 
Example Example 

MidMid--
Market Market 

OfferingsOfferings

HereHere’’s an example to references an example to reference

Create value by integrating access Create value by integrating access 
to IT and IP resources through to IT and IP resources through 
portal solution for employee portal solution for employee 
collaboration. Leverage channels collaboration. Leverage channels 
to extend reach to SMB.  to extend reach to SMB.  

Premise:  Joint GTM Plan completed 5/13/05, XXXX Premise:  Joint GTM Plan completed 5/13/05, XXXX 
Agent Training completed 5/25/05. Agent Training completed 5/25/05. Partner schedule Partner schedule 
conflicts and management changes have caused tactical conflicts and management changes have caused tactical 
sales planning sessions to be delayed to August.  sales planning sessions to be delayed to August.  
Finalizing joint marketing & demand generation Finalizing joint marketing & demand generation 
campaign with lead partner MSI.campaign with lead partner MSI.

Hosted:  XXX building development and production Hosted:  XXX building development and production 
environments. environments. Baselining Labs Concept Assessment and Baselining Labs Concept Assessment and 
Joint Requirements Document. YYY is preparing onJoint Requirements Document. YYY is preparing on--
demand pricing and demand pricing and PoCPoC options for 8/12. IBM has options for 8/12. IBM has 
submitted a draft proposal for AT&T for submitted a draft proposal for AT&T for SaSSaS Showcase Showcase 
partnership.partnership.

Joint Value Creation Summary Joint Value Creation Summary –– September 2006September 2006

• Schedule
• Resources
• Overall Health
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VoIPVoIP RoadmapRoadmap Scorecard Scorecard 

Milestone Milestone DescriptionDescription PlannedPlanned
FinishFinish

ActualActual
FinishFinish

LOB Executive Sponsors:LOB Executive Sponsors:

Project Leaders:Project Leaders:

Current and Upcoming Project Issues Current and Upcoming Project Issues 

Issues:Issues:

Scoping of New ProjectsScoping of New Projects::

Request to Senior Executive TeamRequest to Senior Executive Team (if (if 
applicable):applicable):

•• None None 

Initiative InformationInitiative Information

•• Project Phase:Project Phase:
••Program DescriptionProgram Description:  :  
••Business CaseBusiness Case: : 
••CI DatesCI Dates::

Projected Revenue:Projected Revenue:

Project State:
• Schedule
• Resources
• Overall Health
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Current Project SuccessesCurrent Project Successes
PlannedPlanned
FinishFinish

ActualActual
FinishFinish



InitiativeInitiative Measurements Measurements 

VoIPVoIP

VPNVPN

SecuritySecurity

Pipeline Pipeline 
CandidatesCandidates

Joint Value Creation Metrics SnapshotJoint Value Creation Metrics Snapshot


	Rendez Executive Session��Leading an Organization Where Innovation Matters�or�Hearing the Prophet in His Own Land
	Overview
	“Innovation that Matters … for our company and for the world” is not just a slogan
	Relationship Portfolio
	Contrast Newton and Einstein
	The Relationship Portfolio�
	One Example�Multiple value-exchange types required to support the enterprise
	Sample Business Model – �Rules of Engagement / Expectations by Value Exchange
	Staging of Joint Value Creation Projects
	Plan to Investigate Tasks
	Monthly Joint Value Creation Initiatives Update
	VoIP Roadmap Scorecard 
	Joint Value Creation Metrics Snapshot 

