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Agenda

Plan Your Growth With Us
Learn Something New
Try on some Marketing Enablement

Take a Proactive Approach to Communications Exam P les

Market with Us - Proof Points

Find a New or True |dentity Action ltems
Collaborate within the Eco-system

One Word: SaaS
Attend an Executive Briefing
10 Adopt Across Product Lines

© 00Nk WNRE

2 P R D G R E s S © 2013 Progress Software Corporation. All rights reserved.



Find the Right Frame of Mind
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ldea #1: Plan Your Growth With Us

“It's not enough to just show up. You
have to have a business plan.”
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Partner Business Plans

PROGRE_SS Partner Business Plan

Account Information
Partner Name  : LexisNexis

Primary Address : Quadrant House
The Quadrant

Sutton o
West Yorkshire Partner Designation : Elite Partner
UNITED KINGDOM

SM2 5A8

SFDC Customer Number : 47001280

Partner Type : Customer
Date Partner Business Plan Signed : 6/4/2013 Current Contract Status :
Primary Industry Focus

Competitive Differentiators : VF is aimed at the mid to higher end of the market. VF is a toolkit which is unique in the
market, providing a uniguness in the market

Target Market : Legal and Practice Management
Product Expertise : OpenEdge
Target Customers : Mid to Higher end of the legal market

Plan Check List:

v" Account Information

v Revenue Projection

v' Contact Information

v’ Strategic Goals & Objectives

Retain VF ustomers offering new features
Sell VF into old Solcase users

Revenue Projection
I I I . = a,s
o e ] v’ Strategic Activities
= v Empowerment Workshops
fﬁﬁazzgﬁﬂ,ﬁfﬁﬁﬁﬁ; Year / M arketi n g P I an
Contact Information
i:;:‘,::';;w igr%&?ggzmi i::!_, - [Phane - Iam:g [ParterLink Access / Techn ical Plan
Strategic Goal & Objectives
PannerHistowa!\d General Information : LNis rm UK's leading software providers to the Leg IM rket It / BuslneSS Plan Ag reement
has a number of different legal products thro: gh acq t and recently changed thier strategy to foc
products Visualfiles & Nimbus
Partner's Primary Goal and Roadmap : Cross sell focused products
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Lives in SFDC

Documents revenue, key
contacts, strategic goals

Maps activities that are
aligned to Partner’s
objectives

Shows a partner exactly
how we are going to help
them

Mutually agreed to and
signed off

Reviewed quarterly

Management review and
reporting

‘



ldea #1: Plan With Us PROOF POINT

All Elite, Premier & Rising Star Partners All Elite, Premier & Rising Star Partners By Region Existing Partner Business Plans By Region By Partner Type Partner Business Plan Status By Theatre

EMEA EMEA EMEA

M Elite Partner W Elite Partner W Elite Partner
. = Not Started
B Member Partner - Rising Star B Member Partner - Rising Star B Member Partner - Rising Star
AP . In Progress
W Premier Partner B Premier Partner e @ Premier Partner AP &
- R = Completed
O Premier Partner - Rising Star O Premier Partner - Rising Star @ Premier Partner - Rising Star

AMER AMER

1/6 36

Partner Types Rising Stars

Reports
Submitted

Do you have a plan?
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ldea #2: Learn Something New

¥ PROGRESS Datalirect

PROGRESS PERSPECTIVE

SALES ADVISOR

Partner Seles Battlocard

Connect appikations
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ACCESSING SOL

SERVER FROM IBM

COGNOS BI SERVER

IMPROVE YOUR OPENEDGE SAAS
APPLICATION BY IMPLEMENTING THE BEST
PRACTICAL APPROACH TO MULTI-TENANCY

SuEe

W Amari: 36047631016 Work: 14 31 n«mm@ uﬂﬂﬁw\g-

# PROGRESS (stalirect THE WORLD LEADER IN DATA CONNECTMTY

TECHNICAL EMPOWERMENT for partners

MULTI-TENANCY WORK

reficery dia ccens o ioad onchun of
S g o S B

REDUCED COSTS

‘Sl vsopent sperts el applaton chargeand s et
U terer.asesdeustomiatons frquaRazcr o ata st

~FASTER NEW CUSTOMER DEPLOTMENTS
A tenantssecese  data s rareparentand danty-dasad, T
can be quicky 3t eyt and managed. Eschpaw customer
bscomes 2 new tarantand pravisaing them only acuives asigning
& newtenant D, ot eling 1w herdners and softwere satsms.

TUTORIAL: ACCESSING SOL SERVER FROM IBM ]
COGNOS

hans

Jour waares1in, Accessimg SO Server From B Cognos To 3c<a33 s wAonal
- - Produe Do

Product Doweisst: Cognos ODBC 5.8 Instate [tor
Cognos 10 users)

Wit fewer datebases o mensge resource fzatanis inprved
end terant e ool mplfy mintenencs and perfrmance
maniteng

BETTER SECURITY
(OpanEdgs 11 praics phyecal separstion within 2 databa—not

it A anant authenticaton s i fo da aecass—
nsuring oy autorisdusers rcass

WORKSHOP APPROACH

“The Wittsrancy Workshep i a 5oy prooram facilisdby Progess
OpenEesperts ardosnuletswit mul ey expetin.
Togeher wih yourcppicatien aohitet dtabse chinitrotor e
cppliatin dneloger, wa il miTataur datahase sctena ard
cualata any miinalapplestn changes e Tha capebites

ol DperEe 1 vill s depoyed o g you prove ey and
produciity,andsrsur he sxpected b o a et S5
epplitin roready orcployvent.

% PROGRESS
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® Hundreds of classes
Web-based at-your-pace
Tutorials

" Tech Tip Videos

" Workshops

—-—




Partner Enablement

M Frote  frooresssom  Comemriies  leamins  DouekiasCarme  Lisss

PROGRESSLINK ‘*PRU AnrEnA -
% PROGRESS Openfdge  eLearning Courses

The page contains all Progress OpenEdge elearning courses organized by Technology Areas. The following types of training are included. Choose a training type to learn more. Technology Areas
« Web Based Training (WBT)
" » eBooks To narrow your search, choose from one of
Welcome to PartnerLink Teke & Tour 3 Shooks the following technology areas that best
Your one-stop access to all essential partner resources . matches your training needs:
~ Sign Up For N il Ul for Existing
If you are already registered for the Progress eLearning Community (PEC), choose the Enroll button on a course description page, (If prompted) enter your User 1D and * OpenEdge Development Tools and
> Contsct Us Password, and then confirm your enraliment. Language
Introducing o OpenEdae Intearation
< o a : Provide Feedback I for New Stud » OpenEdge Administration
« OpenEdge Reporting
1f you are not already registered for the Progress eLearning Community (PEC), chaose the Enroll button on a caurse description page, and then choose the Self Register * OpenEdge Application Design
option, review the legal terms, and complete the New User Registration page. Progress Software will contact you to process any required payment, and activate your * Corticon
Application Platform as a ce subscription. Contact your local sales representative to learn the annual subscription fee. Progress Application Partners should contact their Account Manager to learn what
special eLearning pricing and programs are available.
Shug-sots
e s
Pt
B e ] Course Cade Title Compatible with Format
7978 4GL Essentials V9, Part 1: Getting Started with the Progress 4GL ﬂ @
7979 4GL Essentials V9, Part 2: Developing Program and Data Access Logic ﬂ @
Empowerment Solutions and Partners
Resources Directory 7980 4GL Essentials V9, Part 3: D Logic for a Distributed Environment and Writing Reports ﬂ @
mpowenmeany Cemer IS your Sed in ?e Progress
o for DUSINesS. Saves. \mions & Parer Oreciory 7973 4GL Essentials - OpenEdge 10 o @
markeTing and oo Leverage e entire Progress
TES That SDE7 STOSS e Parmer communiy %0 provide your
S 33 Sustomens 2o 7859 4GL Performanee Tuning ﬂ @
1000-007 Dx 2 Progress OpenEdge ABL Application [ @
1000-014 Developing an OpenEdge Mobile Application B
1124 D & Deploying WebClient A ﬂ D
. . . OE
+ | Training Resources 1128 Distributed AppServer D 10 ]
-oe Sedpscea oniine Coxrses ana = TR
QuicK raterence guides TR ] 1000-005 Enabling BPM in an OpenEdae Application ﬁ @
R e L
= o wx Carace 1= €3 reptaton. See o —
g th s 8088 Getting Started with the OpenEdae GUI for .NET Workshop 10 EJ
1234 GUI Application Development B
7512 Dynamic Database Obiect Essentials @
Technical & Support 6649 namic UL Obiect Essentials @
cms3 10 oisTussion

Sorums., crocuct Imformation, Dast
pracTices, knowiedge Dases ang
more

Fasctack  Prhscyfolkcy Termesfias  Trasesacda
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ldea #2: Learn Something New PROOF POINT

LHEBGAL :
DISTRIBUTION n

= Refreshing the relationship as our " |Infosys BPO selected to modernize
distribution partner here in the US India Post
for DataDirect Connect = Largest postal network in the world
= Trained entire inside sales team with 35,000 employees
= Custom webinar " Infosys and Progress Professional
= Branded datasheets Services trained 150 new
OpenEdge developers

= Branded sales collateral
= Repository of DD collateral

= Funded a Sales Incentive Have yOU used our
training resources?
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ldea #3: Try On Some Marketing Enablement

MyFrode pogemcom Commutes saerwyg  Oowiosd Ceter Lagodt

PROGRESSLINK € PROGRESS

Progress_ink Progress ParmerLink Marketing Resources

S — MARKETING RESOURCES PROGRESSLINK

Promoze your Parmarsnip wih Frogress with e istes: Logos and Markeding Resources & Tools.

¥ 30U are Interasted in expioring comarkeding opporfunifies, contact your Account Manager directly 20 oisTuss.

SpotLight: Why Progress? /

e
ey,
"

Parner Markating
Progranms

Social Meal

Resources

D ng Progress O with Conviotion

Optimize Your Webshe

Pater D

and why OpanEdge Is the right oholos for seours, modern dusiness appSioations.

Join Progress Sofwars for 3 one-hour 5253500 10 gat the definifive snswers on how 0 posilion Progress OpsnEdps I Product Resouroes

Training Resources
Web Resources Resources and Tools Markating Resources
OpanEdge Suaniew R St Your Erend - Sysomos Tip S ::g;::’“"ﬂw
Track 5o Buxz - Sysomos Tip Shaet

CpanEdgs Viceo Towr m T

m'se-:s_._r; Socisl Madis £

Csmp

Optimize Your Webshe

Partner Program Guidelines
:

Guidalines 3 Tempiate Parmer Daveiop:
Fungs Py

yar+ Program Guide - Application Parners G5 Ao

Prass - Dos & Doms g

2=3= Program Guidelines 0 Agrd 2013 m- sl Maketing Tips & Tricks 10 May D Teonhmioal & Support
m Progress Parmer Program Guaiines: Logo Uss 18 m. icadin Agvertising P
Novemd —
1) EMEA Prox
Usa of Progress Software Presa:

Events

Logos

Soluboms & Pariner
Derecdory
I Partner NewsEdge

{9 O'sTiowx Log

@ P

ared Dy Progress Log

Wy Prae progrexa com Cormurtes —awTvyg Oowrice: Certer =gas

JPROGRESS

Progress_ink Progress PammerLink Markating Resources

PARTNER MARKETING PROGRAMS

Welcome 10 e Progress Parnar Markating Programs rescurce sie

Featured Marketing Programs

6ress Social Media

BOOT CAMP

P g S o od Sk A ) Soniin
B e bttt
R L R e T

Prograss Partnars

OP'TllgllZE YOUR
WEBSITE

s ) S Bl e
- - i -

Swtne Varkerg SrogeTs

NMUUNEKEJJY ©20I3 Progress Software Corporation. AllTights reserved.




Marketing Enablement with the EXPERTS

PROGRESSLINK

NS semame et ey CeeTe g

% PROGRESS

Srogresalion Frogreas Famarink g Fasosie St i L S
SOCIAL MEDIA BOOT CAMP

Thank You for Joining the Progress On-Demand Sockal Media Boot Camp

The wocu mecs techricoes 32 DA reCoer” W STODWr Y0 £ TN STeGNG 3008 Lo e Do et can be

rtagEe s Yo Sversl markeing Xraedy IS heG Y5 CITORY reeh {5 LG Sutence e W eciw). The Texmens
e Cangrec 1= teach yu RO Much Etanton 30U Be VN 1 3508 MECE, W 518 the O s 1D De meesred
1= wvemate the WTechveneEs o Y B30N markeng TS how I evalate the Lo0n Bt techicues e Bt (o yos

wecs. how 1= tresk oo the Cliter on Tetter, what Covent and ot markeing e, why JOu WO gve

wow vkt rformation (o (res. @2 33 much Mo

1 33 e rtarentec in JemTng e 49 S egage on 3 1 SeEn. Clese send Lx an el

Progress Social Media BaEaiai it

] CARA

BOOT CAN]

—_—

Pefacting the Secial S A3 Seeien
Proyzen % akw faue Dasiorss Mere
500kl cd Noro Suoosetl Dnkng

y |

Session 1

@ Topio: Etogging (speoiosily

WordPress) and Googie Anatrbios.
Watoh the vidso >>

Todt Van Hocses @ oo w
founder of Fresh Ground. 8 Swon-tases tecrog
rarkaing an P frm. s leaTE SC SeErS-aTeg
riagwed markeng s OF prograTa (o coroees

ooking 1 reR S-St SLreech Wors Tresh Grosds
rtezrses soroech .00 S Twes e mEheTG
Toplo: Twitier, Twitisr Tools, Linkedin, Peecs mC IpRCHTeR I SITAng e Sromens,

Cwtners an rfences (o eangeEE.

Session 2

Fy X
Waioh the video >>

Session 3 fREH

E Topio: Montoring, Curating,
Automsting Publishing, Ampiitying Key
Massages.

Waloh the video >

Session 4

Dot Faakd ke Cos Bk
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Extral\h

marketing

PROGRESSLINK

ez Parr

Wre  pommer  Comtm Gy SeemCew g

3 PROGRESS

Frogsalik  ProgessFamaiih Mg RASSICAL Dyt Vesteme

OPTIMIZE YOUR WEBSITE

Welcome to the Progress Partner Marketing Program designed to
help with your Web success.

T L T
2408 410300 WIN 1 Your NASLIS 8 e Bunciadon oy oir Gnine Markang st 6a. 813 many Sea B 1 YEITees

rcagacs and cunmans

Progress Partners
OPTIMIZE YOUR
WEBSITE
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Program Reference Material Presenter
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Earatid

Website Evaluation

Power Boost Package
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Idea #3: Try on some Marketing Enablement PROOF POINT

Lsaaiiion
...-r""ﬁ

“Extremely Beneficial”

[2 Carrier Logistics Inc.

“Excellent Class” “Incredibly Valuable”

JWINIGlobo

Maximizing Moments in Key Client Interactions

How can we help you market?

12 P R D G R E s s © 2013 Progress Software Corporation. All rights reserved. ‘
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Idea #4. Take a Proactive Approach to Communication

PARTNER

Partner Program

Corporate Positioning
Program Awareness
Marketing Empowerment
“Powered by Progress”

Corporate Marketing

Feedback
END USER
|:|_: Partner Program Field a *  Success Stories
— _ Marketing Partners °  Public Relations
= Corporate Marketing *  Demand Generation
*  “Powered by Progress”
Feedback Feedback
END USER

>

Partner Program
Field Marketingm

Corporate Marketing

Corporate Marketing

Feedback
13 P R D G R E s s © 2013 Progress Software Corporation. All rights reserved. ‘
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Take a Pro-Active Approach to Communications

We encourage Partners to work with

the media...

¥ PROGRESS

MARKETING ENABLEMENT
FOR PARTNERS

Press Release Guidelines and Template

VW 0T3S0 ] 0 1 ZATNS 0 RIRDLLD USSS eAss v 545 St To 503007 0 Jartas, we e e
7 Otrar eiass fraw o,

e s, custmes wns, v i be sLEpaed on s Cane Oy cam Sew:

General Press Release Requiremenis
& T st 20 vl eve ot somar st 1l o sny s o b whten o bt
+ g Sobwar must sy rrce seme bt = - P e 5

sz05c Progross ks o b e
o o 2
DA 33 WG WETKAR POF COBATE

Fress Release Approval Process

Progress rustasove, bowiing. ol avouncemanis, nchuding ments. ki Stmare. Py Program, orany
‘sechc e agrement.

. Tor e, " e g o
Communicasons for gl

. mam o 14 zus s gy

. Progmm it g orafer te .

. tions 7 24600 TADG" 041509 150 S8 pan proa e i i 1 e

Press Release Template
This iarrp o T . Iraks "eksass taamral ¥ Wi s

Bz Cantasts

e very o of theemse e

gress P Frogran wh s ams e o st

Yo hss

Crestra Dzmts ScsLacin
Prguss Satuan Prgess Sotwarn
w1 Thr ) 1781280200

HeadingSubad
T readine ences you adence a ead e el of the pres lease. L atirtongrabbiog T
CHTOSITAMS 824551 DU AT i IS SAYGFS4E W KD 1AL LI,

Example: 1 Provider Go Mobile
e et s - N Gonay husitic

Deming
e sl s st e whers e el wil b TR
Example: Boctnd, MA - Way 1. 1073

¢ PROGRESS

MARKETING ENABLEMENT
FOR PARTNERS

% PROGRESS

MARKETING ENABLEMENT
FOR PARTNERS

How to Tell Your Story with Progress Software to Media and Analysts

Py b pTep—.

o Wit o e press.
Progegss o cubkc rallans 3nd a0l wasons aciviies

BTSN 30 ENEFINS § BGUR IRYUEACY Of PRIGVSS-HEIN] hess. TO
panes: E R

The‘Progress social media and press release process
) B

s curesch
2 1 # compeling storyang
3 o copue « o e
Partrerand wfﬁbmm'm ar .
£} Pt st s e ek
G1 e w Gl s A S D T
‘What decides a press release or social media acfivity?
Bebwe + 9 your sy warmnisa ity at
Py fse s
Aty o @Ayl curma,
5 e 0y peclc i 3 pods dewinges ing 3 Progresy vll?‘v""
+ Donspramn gl i o e of s et
rmadistn - s e ackon i sy g o alth e of e ez
Foey - Is e sory 8204 cuman vt o o
Local 1 -y
Gicbal untry. warid or incusties?

e s - Do o Ay ar.an bt o o, izt pokers .
Unexpecied - i e stry about sometting s, e of o susrising?
Prsrmiven - Does th sory msplsin ~cw a poduc o sevioe sl oul among competions o w i e martetpaca
. ramyame

Events that may frigger a press release or social media Reamns for us to work together
activity from your compan G postive sl chy o yous nganzston asd by r your incuy.
BT ek P - S
= Mew et craated o Pans 19762 1 he Prigmss platom. ‘sdiusons in e industry. =
S W e 3 s O . et o ol :
e DT s 0 T 0 50

Goals of working with Progress Public Relations & Whﬂpre can jlrupwde

i P e o
Analyst Relations L it rase i e o Pt armeuncesa sl
‘and Prograss usivg tradiioral and wrciect miestone.
sy + st o S prisin o s £t
-M!MW"-"‘ T Graler iraditiona or socal meda or with avalysts.

' Enaus your company and Frogress

ot 0 soboty 30 By of e PogTSES oty

O BTy, & Pomemn 5 st o cempany as s Progress et
= Supsotsden ot Reosgh o paiciy. + Poriman 1 s 1o 0 BEEGL D e el Qi iy vy,
®  Mainiai alavel of momenlm . rgusr naws 1odiies e + Fomnon s s compry [+ i bty o vl v

Freseniioacel csocsson a1 3 ey o
R v oo oy e s

raus. ma

Guidelines for Dealing with the Media or Analysts
Intraduction

i long-term your key media er analysis is the only way fo ensure positive, well-rounded
coverage of your organization and its produc’s or services. Becoming a refable, informes source gees a long way in achieving
this goal. This may seem lke common sense, but the key is to be prepaned. They can make of break you:

+  Sepp can jations affort. C
+  Meda people play a greal role i fitering oul whal is imporiant,
= [fyou miss the window of cppartunity 1o get your story across, the product may be obsoiete or a competiar can move in.

a professional, well-informed crgarizatn

Below are important guidelines to follow when dealing with the media.

Befora Talking
Estabiish the ground rules of 1 avoid . (For axample, e joumalist
may be on your much-awafed. which you are. mnommm 1o divuige). Feel free to tak

over quastions first wih the interviewsr If you are unsure of what he nlarviewer wants

= Startwith a legitimate story. Do not waste time with trivia,
«  Agpointa wel-informed and personabi 5t
= Target the right publications and individuals relevant to the story or market you are in.
= Bafore talking, make sure you understand:
o the audence
o the focusimission of the interview
o the type of information they are losking for.
Reviewing the publication prier 10 interview will help your understanding (1his is not possible all the time).
= Prepare facts and figures to suppon opnions and claims. (These should be pre-approved 1o avoid copyright
infringements.}
«  Offer references to susport yeur daims.

During the Interview
Five Quick Interview Tips

The interview stas the moment you are introduced.

WWhen discussing technical or complex lopics, establish the joumalists exiséing knowledge, and check tneir
understanding as you talk. Provide defnitions for acronyms or technical terms, which the journalist may net know.
Maks sure you provide context 10 your news or comment - if you are claiming something ks faster, the first, unique, etc.,
qualify such claims. Expiain the significance of the announcement to the industry - not yourself.

4. Pasition information for the needs of the journalist or analyst first, for your company second. Joumnalists, as well as
industry anafysts, know when they are being ‘sokd 0. They do not like i, will not use it and will not call again.
5. I you do not know the answer, admit it. Find the answer and get back to the journalist or analysts,

Press Release
Guidelines

Success Story
Guidelines

P R D G R E s s © 2013 Progress Software Corporation. All rights reserved.

Coaching for Dealing
with Media or Analyst

...and get social!
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Idea #4: Proactive Approach to Communication PROOF POINT

% PROGRESS

=
PARTNER NEWSEDGE

Monthly Newsletter
Kimberly King VP, Global Partners and Channels at Progress

In this Issue

* Technology innovations &

trends. month, such as the launch of OpenEdge 11.2, with exciling
* Partnerupdates new mobilty features, and reviews the Global Partner
* Inthe news Ganferance which took place in Las Vegas in January.
* What's new?
* Empowerment
+ Webinars, videos, events
and more Technology innovations & trends
Share or Subscribe

15 your company kseping up when it cames to mobiity? New
e research shows that organizations are not maving fest
Vionsd o cclicapen: VansonBourme anough to develop and daploy mobile applications.
‘SUBSCRIBE to future edtions
of Paner NeusEdge
Curious about the personal Cioud services markst? John
Blogs Goadsan, saniorvice president of the praduct development
EWEEK 51 =t Prosross, sharos i appication davolopmant
predictions for 2013, including his befief that IT organizations

techricsl perspectives on
e e B can expect ta see a fise in smple and intutive persanal cioud
Got businosa views on the senvices
Business Making Progress
biog.
O oin us onine:
[w| finF2 - Partner updates
Congratulstions 1o thass organizstions recently racognized
How are we doing? as top channel parinars for fonward-thinking, innovative and
unparalieied applications at Pragrass Software’s fecant
e ovetonearyour Global Partner Conference in Las Vegas, Nv!
feodback. Share with us your

‘and what you'd ke fo

thoughts
509 in the nex! issue. Did you miss the Ciakak

PERSPECTIVES FROM THE PROGRESS® APP DEV TEAM

Most Recent | OpenEx

prasentations
FEEDBACK

I you attended

have noticed we|
(ﬁ‘rwm hnng together af

“JOIN US AT

PARTNERLINK
1,000 Users -stop ) €SS

CONNECTING COMPANY LEAL

¥ PROGRESS

DATA CO NNECT ONS 9 PROGRESS DataDirect Cloud

ADERS & DATA CONNE

2 Teg
Caf
Progress Rq_

Most Recent | Performance

w“’ Need fqg

—the R

Posted by Zlata Palkovicova in Big ]

Posted by gary calcottin Ay
Sofware, Rollbase , Follo

Progresg

CORPORATE BLOG: HOME OF

PROGRESS

EXPERIENCE & INSIGHTS
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What happens when a little spark tums into a flame?
Join us at Progress Exchange 2013 to find out! With
three full days of valuable content and more than 70
hours of breakout sessions across eight tracks, the
event will be packed full of great leaming
opportunities. Sessions will focus on a wide array of
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ldea #5: Market With Us

GLOBAL SOLUTIONS & PARTNERS DIRECTORY

= Partner Business Plans (PBP)

= Marketing Strategy

Getlisted in the Progress Global Solutions & Partner Directory. Leverage the entire Progress Partner community to

= Communication (Webcasts, Newsletters, s
etc) " o PROGRESSLINK ¥ PROGRESS

Progress PartnerLink

........

Submit or Update Partner Profile
Create or update your information anytime

= Global Solutions and Partner Directory — .
(G S P D) Your one-stop access to all essential partner resources | STt Reisias

Progress Solution
Access the online d

=  Public Relations, Case Studies OW BERVER VALLEY ALLOY FOUNDRY
[wb’d\l\t\ PFI JGRESS

> Contact Us

| > Provide Feedback

= Customer & Partner Reference Program

= Partner Development Funds (PDF)

itions and Partners

ctory

Platform
",.\‘ Brow
END USER | e e e
FUPNCT T A SOTRIES U F2 150 Y GF M8 SRR I S W

g e the t P ogre
—— ercommunity to g d eyoul 24752972013DmaSecunlvworkshoﬂ
Partner Program Field 8 e e e s e ot e e B o v BT
. Partners e,
Corporate Marketing .~ Marketing e e e SRR
W D IR THIOREIRAL 1§ RN * Agher entr T o ::" -
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ldea #5: Market with us PROOF POINT

Demand Generation:
Skyward “Follow or Stray”

What : Dialog marketing
& Direct Mail campaign
to new customers in the
Florida School district FEEL LIKE YOU'RE DOING
EVERYTHING RIGHT,

[FIRSTI? | ks W YT T | o e e 2
- 7 ELNE : e , R 2 "Mzg‘ -

A:_‘w'-‘

Audience:

385 Prospects —
District leadership
positions. Launched
5/30, follow-up in
June & July.

Fill inthe form to find out h t
EVEN THOUGH IT CAN BE SCARY OUT w'itl:nSkyiv:rrdman(:i ll':ac?\uyouorvcviz?tlijncai?o?\a.r -
THERE; Y. OU .DON'T.HAVE .TO VENTURE
OUT ON YOUROWN, LESLIE. Leglie Moya

View our downloads to learn more: VLG Test Phone

a | Email

SKYCODER FLORIDA
PRODUCT STATE

-

DOUBLE CHECK YOUR MAP AT
www.FollowOrStray.com/FirstlLast
Response Rate Click Thru Rate CTA Rate
23% 55% 21%
Direct Mail Piece Campaign Metrics

17 P R D G R E s s © 2013 Progress Software Corporation. All rights reserved. A



ldea #6: Find a NEW or TRUE identity

PROGRESS
PARTNER+

Progress Partner+ Program

Independent .
Software Distributor and OEM '!'echnology System Service Provider
Vendors Reseller Alliance Partner Integrators

18 P R D G R E Ss © 2013 Progress Software Corporation. All rights reserved. ‘



Who Do You Want to Be?

ISV Distributor/ OEM
Reseller

_ ASsess Your company's Your company's  Your company's
Services revenue comes revenue comes revenue comes
Product 28% to ) / f predominantly predominantly predominantly from
Desian/Confiaure from the reselling the selling and
Resell 45% g g development products and servicing of your own
100 to of proprietary services onto product that has a
0 software solutions  an end user or Progress technology
40% Sel I or applications. reseller. imbedded into it.
THEIR o = o
Technology ystem osting
. Install or Host
40 - 85% ) Your company's Your company Your company's
Customize revenue comes delivers a broad revenue comes
predominantly footprint of predominantly
from delivering technologies and from shared,
services or a solutions to several dedicated, or
SU p p ort product that different verticals with virtual private
compliment a no specific end server hosting (a
Man age Progress customer focus. Your hybrid of the first
. . technology. company's revenue two) of services
TeChnOIOgy Line of Business comes predominantly to customers.
from integrating and
or Com pany _ selling hardware, _
Sam ple Average Gross Margins* software and services.

*2010 IPED Profitability Study and SME: data directionally correct

19 P R D G R E s s © 2013 Progress Software Corporation. All rights reserved.




ldea #6 Find a NEW or TRUE identity

Progress Partner+ Program

i I (ST Distributor Tech_nology System Service
Software OEM Alliance :
and Reseller Integrators Provider
Vendors Partner
Companies who  Companies that Refers to the Companies who  Companies who  Companies that
develop resell products to partner that bring value to the get revenue from provides a
proprietary channel partners acquires a Progress suite of  consulting and service to our
sglzt[%\:)vr?;eor (Distributor) or product or products with design services mutual market.
applications and directly to the c_omponent ar!d | their own with signifif:ant Usually in
sell them to end end users mgorporates it mte_grat_eq and expertise in a refe_rence to
users. (Reseller) into a new simplified technology hosting cloud-
product with its solution or segment or based services.
own brand name. service vertical market
and take title to
product.

Who do you want to be?

20 P R D G R E s S © 2013 Progress Software Corporation. All rights reserved. ‘
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ldea #7:. Collaborate Within the Eco-system
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Go It Alone — or Find a Community to Prosper?

22 PR 0 G R Ess © 2013 Progress Software Corporation. All rights reserved.



Collaborate Within the Eco-system PROOF POINT

See ademo in
Karl Huber’s

session at
1:45pm today!

Advertise Collaborate
= Get listed in the public “  Find other partners from
directory within PartnerLink
= End user prospects will “ Add your contact details
use the GSPD resource to your corporate listing :
to help them locate a to find and be found by Do you have a Profile
new business other partners in our INn our Directo ry?
application, in a new eco-system

region

23 P R D G R E s s © 2013 Progress Software Corporation. All rights reserved. A



ldea #8: One Word: SaaS

Forrester predicts SaaS software
market will increase 25 percent in
2013 to $59 billion. In 2014, the
market is expected to total $75
billion.

Gartner is projecting the SaaS
market will grow at a steady CAGR
of 19.5% through 2016.

24 P R 0 G R Ess © 2013 Progress Software Corporation. All rights reserved. ‘
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Partner+ Differentiator is Empowerment

SaaS Workshops

P R D G R E s s © 2013 Progress Software Corporation. All rights reserved.

SaaS Growth Acceleration

SaaS Marketing and
Business Development

Sales Compensation for
SaaS Providers

Pricing your SaaS
Application

Exporting your Saas
Application in Emerging
Markets

“ Business
applications

" SaaS
Business
Model

“ Hosted
offering

Cloud Investment Strategy

" Multi-tenant
business
applications

" SaaS
Business
Model

“ Public or
private cloud
deployments

Stage 3

" Multi-tenant

cloud-enabled

business
applications

" SaaS
Business
Model

“ Public or
private cloud
deployment

" Multi-tenant
cloud-based
business
applications
developed in
the cloud

" Delivered via
SaaS
business
model/pricing

“ Public or
private cloud
deployment

‘

“ Development,
integration and
management of
multi-tenant
cloud-based
business
applications and
services

" Delivered via
SaaS business
model and pricing

“ Public or private
cloud deployment




SaaS Empowerment Workshops PROOF POINT

“l think probably one of the first times that | really

o . . .
knew that | was in partnership with Progress was
during one of the business empowerment sessions

‘ SUP E Rco RP that they ran. | suddenly realized that these guys at
Progress can actually help me grow my business.
They're not just a piece of technology that | was
fortunate enough to come across.”

— Kurt Groeneveld, CEO, Supercorp

BLUEBIRD
AUTO RENTAL QYSTEMS

“We WOUIA N0EDE s o s e Have you been
where we are today “QNN0
without Progress.” QO%ﬁST,’ZgZ new empowere d?

26 P R D G R E s S © 2013 Progress Software Corporation. All rights reserved. ‘



ldea #9: Attend an Executive Briefing

k A
AL BRELIANCE INST ACONT
MAKES PROGRESS ?AE(EEPAROQ&SQ
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Have an “Ah-Ha” Moment

28 PR 0 G R Ess © 2013 Progress Software Corporation. All rights reserved.



ldea #9: Attend an Executive Briefing PROOF POINT

Already This Year: Scheduled for October:
= ABS = AIGS + Automate
= DMSI = Supercorp Technology PTY Ltd
= QAD Strategy Briefing = Revolution Software Services
= TOTVS = Adept Business Systems
= CGI Suomi = NTT Data Figtree Systems PTY Ltd
= Infor = Support Solutions Technology
= VanMeijel Automatisering = Temisoft
= QAD Technical Briefing = CMS Transport Systems
= proAlpha

When'’s the last time you visited EBC?

29 P R D G R E s S © 2013 Progress Software Corporation. All rights reserved. ‘



ldea #10: Adopt Across Our Technology

Progress Pacific
. . P OpenEdge P Corti
Imagine what you could do with a o e Progrece Rollbane
land and expand strategy to tap . -
Into your existing customer base. L oo £ v E?
o (] AN
-I= Social Media Community Tenant Browsers  Public, Private, Mobile
\ L2 Integration Management On-premise
g - —
[ —
< —
= On-premise NoSQL Multi-tenant SaaS Big Data
Integration Integration Cloud DB Integration Support
~ = o m=¢ +
(- B f "
S ® o -
I.I}J ABL, JavaScript Business EPM App Templates
- Language Rules & Jumpstarts
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One Big Family

¥ PROGRESS Pacific
¥ PROGRESS OpenEdge % PROGRESS Corticon
JKPROGRESS Rollbase J¢PROGRESS Arcade

9 PROGRESS Fasyl Y PROGRESS DataDirect
¥ PROGRESS DataDirect Cloud

1 P R D G R E Ss © 2013 Progress Software Corporation. All rights reserved. ‘



Adopt Across Our Technology PROOF POINT

1 INFLAN

OpenEdge + PaCifiC infinitely informed
“More scalable and OpenEdge + Mobile
complete”

“Helps clients save time and
improve quality of care.”

@Carrier Logistics Inc. Q CAIDAN

Management Company, LLC

OpenEdge + DataDirect + SaaS OpenEdge + Corticon
“Progress is very much involved in “Corticon made Progress
helping us grow our company.” OpenEdge Sexy”

Have you considered product expansion?

32 PR D G R ES S © 2013 Progress Software Corporation. All rights reserved



http://www.carrierlogistics.com/

33

PROGRESS
Recap PARTNER+

Plan Your Growth With Us — Do you have a plan?

Learn Something New — Have you used our training resources?

Try on some Marketing Enablement — How can we help you market?

Take a Proactive Approach to Communications — What is your communications strategy?
Market with Us

Find a New or True ldentity — Who do you want to be?

Collaborate within the Eco-system — Do you have a profile in our directory?

One Word: SaaS

Attend an Executive Briefing — When'’s the last time you visited EBC?

© 0 N o 00 bk WD PE

10. Adopt Across Product Lines — Have you considered product expansion?
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We Are Here to Support Your Growth

P I + : o : - _ \
A R N E R (-Marketmg and Planning (-Marketlng Savvy -Comprehensive, .
*Lead Generation *Business Solutions individual training online

and classroom

] r — *Press Release * Technical Assessments e enttar] AT g
Independent N Technology : Templates «Executive Sponsorship *Dedicate ortal
Software Distributor Alliance System Service +Solutions Directory *Exclusive News and

Communications

Integrators Provider

Vendors audl Reae el Partner

Marketing

A
I 1 )] > 1 s (-Progress Developer (. Business Workshops
- — = L —
- — — C " :
= — <) c o Network +Business Planning
c c |l o B ol o© = < . : .
5 o c 5 c " O o o SupportLink Portal +Sales Strategy Sessions
- 12 c || g ol = g & o | £ " * Full Documentation «Target Partner Initiatives
CICJ S|l 0|l © - X g S| A S 8 ‘EUplpoft F?Bf Uth «Flexible Licensing
> = c + o *EXClusive beta

..% o .% S E s 8_ g < Qq:) = Programs

c (@) [ (@) ®] (2}

o .
o w| g © . O LIEJ 9o nsn Business
o O Growth
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Bonus ldea #11: Engage at the conferences

Thank you!

Jessica Baker
Jessica.Baker@progress.com
+1 781-686-4056

35 P R D G R E Ss © 2013 Progress Software Corporation. All rights reserved. ‘


mailto:Jessica.Baker@progress.com

& PROGRESS



