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2026 

Software Subscription 
Ecosystem Annuity Mission 

Subscription & Support 

Renewals  

Subscription License 

Renewals

Support Offerings

S&S Modernisation
existing S&S to advanced technologies via Upgrade to 

Subscription Licenses or via Shift to SaaS
(Use Hyperscaler RTM options)

Perpetual On Prem license 
renewals: access to 

fixes/patches/newest 
versions and level 1 & 2 

technical support

Renew subscription of 
Cloud Paks, Maximo 

Suite, Storage Defender,…

Offer & Renew access to Support on EOS/EOL 
products, through Sustained, Extended & Advanced to 

protect clients SW investment throughout the entire 
product lifecycle

Extend and Expand Cloud 
Service Agreement on 

selected XaaS offerings

XaaS Renewals

IBM Confidential

Win Business Together; 
meet Annuity Renewals 
and Growth Objectives by 
delivering value to IBM 
Clients

Ambition: 20% Growth in 
Select

Multi-year Drive Multi-Year commitments

Select Additional Focus on Growth in Select Territory 
(incl. Horizon) 



 Modernization



Upgrade
(Subscription Licenses)

Trade-Up
(Perpetual Licenses)

Upgrade to Subscription License 

• Renewable annual license, includes the right to use the software plus 
Subscription & Support during the coverage period (no ongoing right to 
use, 12-month minimum contract)

• Typically, lower initial investment

• Clients can renew, modify size, or terminate contract at renewal date 
(quantity fixed during term)

• Annual billing available for multi-year commitments

License and Support (Perpetual License)

• Non-expiring software license

• Software Subscription and Support

• Higher initial investment

Cloud Adoption Play (CAP)
(SaaS)

SaaS via Cloud Adoption Play

• Subscription to run IBM Software on the cloud

• 12-months Dual Entitlements term. Back to on-prem option at the end 
of CAP term

• Transition up to 100% of their S&S entitlements to eligible IBM SaaS. 
Renew, expand or revert to original S&S at the end of term 

• ESA, ASL & OEM accounts / Pre-paid & Committed S&S not eligible for 
CAP

*IBM Internal Sales Play- subject to change – for more details work with your IBM Annuity Expansion Representative

Subscription and Annuity – Modernization Options



MQ CP4I

Subscription and Annuity – Modernization Options

Value



Automation

➢Aspera*

➢Cloud Pak for Integration*

➢Cloud Pak for Watson AIOps

➢DevOps Bundles

➢WebSphere Hybrid Edition

➢Cloud Pak for Applications / Cloud Pak for Applications Advanced

➢ELM Application Suite

➢Maximo Application Suite*

➢Maximo IT

➢Sterling B2B Integration *

➢Sterling B2B Integration,Sterling Managed File Transfer

➢Sterling B2B Integration,Sterling Transformation Extender

➢Sterling Managed File Transfer

➢Sterling Managed File Transfer,Sterling B2B Integration

➢Sterling Partner Engagement Manager

➢Sterling Transformation Extender

➢Sterling Transformation Extender,Sterling B2B Integration

➢TRIRIGA Application Suite

Data & AI

➢Cloud Pak for Data

➢Cloud Pak for Business Automation*

➢Cloud Pak for Business Automation, Workflow*

➢Data Integration & Replication

➢Informix

➢OpenPages with Watson*

➢Optim & Master Data Management

➢Cognos Analytics,Plan & Bus Analytics for Cloud Pak for Data*

➢Db2 for Cloud Pak for Data

➢Plan & Bus Analytics for Cloud Pak for Data,Cognos Analytics*

➢Cloud Pak for Data,Db2 for Cloud Pak for Data

➢Plan & Bus Analytics for Cloud Pak for Data,Db2 for Cloud Pak for Data*

➢Watson Subscription & Expert Labs

➢Db2 for Cloud Pak for Data,Cloud Pak for Data

➢Watsonx.ai , Watsonx.goveranance from CPD / OpenPages / SPSS / ILOG 
Cplex  

➢IBM Cloud Pak for Security - Guardium

Storage

➢ Storage Defender

For IBM and IBM Distributor Use Only
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Current modernisation offers *Eligible for Cloud Adoption Play 
(SaaS) – subject to change

Top 4 closed in 
2025 in EMEA

• Cloud Pak for 
Applications

• Storage Defender

• DB2

• Maximo
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✓ Define Clients  Modernization Options:
o Trade up 
o Upgrade to SL model 
o SaaS option  (Cloud Adoption Play)

✓ Review lapsed content

Establish Use case

Sell the value of the 

benefits of  Cloud 

Pak/Modernization

RENEWAL DUE DAY

No slips beyond the 

renewal due date
➢ Follow up with 

Adoption
➢ Deploy in full
➢ Grow and Expand

Start min 6 months 
before Renewal date

Use functionality of 
Renewals in Partner 
portal for both lapsed 
content and eligible 
modernization 
pipeline

Expansion Success Factors 

Define Client Options:  

Renewal or Modernization? 

Define client usage: Any 

additional license 

requirements, increase in 

quantities or new projects, to 

reactivate. 

IBM Business Partner Confidential

✓ Work with your S&S Sales rep on eligible upcoming 
renewals

✓ Use of Modernization Engine for estimation, ask for 
quotes when the opportunity is qualified.



Incentive Guide going live July 1st 2026
Indicative calculation and pricing, actual 
earnings may vary, use Sales Incentive 
Guide for Resellers IBM Sales Incentive 
Program Guide

Maximizing 
Earnings through 
Modernization

IBM Business Partner Confidential

“Accelerate SaaS transformation through modernization and expansion with a targeted Select T strategy that 
unlocks scalable predictable growth”



How to self serve and identify Modernisation potential within your clients install base
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Step 1: Get a Catalog of your 
Client’s Software

E parts that are under active support 
can be eligible for modernization. 

You can obtain a list of active renewal 
parts from the Software Renewal 
Opportunities and Assets report in 
Partner Portal (365 day+ view to help 
plan much more in advance!)

Step 2: Identify Software eligible to 
be Modernized

Export this line-item detail report or 
Partner Portal Software Renewal 
renewal report into the PGS 
modernisation Upload tool to identify 
which parts map to SaaS or are eligible 
for Trade-up/Upgrade 

Step 3: Use the Modernization 
Engine in Partner Guided Selling 
(PGS) for indicative pricing

Obtain pricing estimate for both the 
Upgrade as the Trade up 

Demo 
https://ibm.box.com/v/BPModReso
urces

https://ibm.box.com/v/BPModResources
https://ibm.box.com/v/BPModResources


The “Modernization Engine” in PGS

Conversion Result-Share
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When you’re ready to proceed, you’ll have two options in sharing this output



Top Modernisation 

Offerings 2025 EMEA

 

Cloud Pak for 
Applications

Storage Defender

DB2

Maximo

Planning

MQ-> SaaS



Mariusz Sobczak
Ecosystem Leader NCEE

m.sobczak@sk.ibm.com

Katarina Lancz
Subscription Annuity Sales
IBM Technology Sales

Katarinalancz@sk.ibm.com

Thank you!

Adam Gemer
Subscription Annuity Sales
IBM Technology Sales

AGemer@sk.ibm.com

mailto:m.sobczak@sk.ibm.com
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