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Welcome to the Configuring HPE GreenLake Solutions Course.


Before You Begin
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Before you begin, please note that the first two modules of this course are focused on sales content and will be a review for Presales audiences. If you are familiar with identifying and validating the opportunity for HPE GreenLake, you can skip Modules 1 and 2. These modules cover understanding the opportunity, exploring customer business objectives, identifying the environment, qualifying customers, identifying solution value, determining the customer use case, and describing the solution.

Note that if you choose to skip this module, you will still be tested on this content in the exam. While the sales content is only a portion of the exam, it is important to ensure you know this material.


About this Course
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This seven-module course takes approximately four to six hours, depending on your learning style. It is designed to be modular, allowing you to skip modules you are already familiar with and to exit and come back to the course or a specific module as often as necessary. We recommend that you complete the modules over the course of several days, rather than attempting to complete the entire course in one sitting. Because learning styles differ, however, this course supports either style. When led by an instructor, it should take about one day with breaks.

You fit the target audience if you want to learn how to describe, position, recommend, demonstrate, plan, and quote HPE GreenLake solutions. This course is targeted to Presales Architects and technical account managers, but you may also be a Presales Engineer, Sales Engineer, Systems Engineer, Solution Architect, or Sales Professional. You may have multiple team members with any of these titles involved in an HPE GreenLake sale. This course is designed to prepare you to complete the sale, individually (or with a sales professional).


Course Map



[image: image]


This course begins with two modules that are designed as a review for Presales audiences and as an introduction to HPE GreenLake for Sales audiences. In Module 1, you will learn about how to identify and qualify the opportunity for HPE GreenLake solutions. In Module 2, you will explore how to articulate value and position solutions to meet customer needs.

Module 3 begins the Presales content with an overview of the sales process. You will then learn about the different quoting and delivery options in Module 4. Modules 5 and 6 tie together what you will have learned so far by covering how to build and design HPE GreenLake solutions. Module 5 explores the HPE GreenLake Quick Quote tool and Swift sales program while Module 6 explores custom solutions.

Module 7 helps you complete the HPE GreenLake sales process with a look into proposing the solution and expanding the opportunity with change orders. The module finishes with a review of the entire process.


Module 1: The HPE GreenLake Opportunity
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Module 1: The HPE GreenLake Opportunity

Learning Objectives
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This module begins with a focus on the HPE GreenLake opportunity, and the opportunity for you. The next topic explores the need for everything as a service and the trends that are leading customers to explore different consumption models. You will then learn about the customer business objectives that you can help them achieve with HPE GreenLake.  

The final two topics of this module will help you identify the customer environment and qualify your customers.  

After completing this module, you will be able to describe the customer need for Everything-as-a-Service and the opportunity it provides for you. You will be able to identify customer business objectives and you should be able to qualify a customer for HPE GreenLake solutions. Additionally, you will learn about questions and topics to help you identify useful customer information, such as history of over/under purchase or poor asset utilization. Finally, given a customer scenario, you should be able to describe in detail the existing environment.  

Topic 1: Understanding the Opportunity
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This topic explores the opportunity with HPE GreenLake.

Why HPE GreenLake Matters to You
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HPE GreenLake, offers partners significant benefits when compared to traditional IT sales. With your own services in addition to HPE GreenLake offerings, you can add multiple revenue streams and earn additional rebates. More importantly, you can become a trusted advisor so your customer comes to you when additional capacity is needed or new projects are considered.

With this customer trust, you will have the opportunity to create ongoing upsell opportunities, receive greater account loyalty, and increase your renewal rates. In fact, HPE GreenLake has a 95% renewal rate. But it’s no mystery why the renewal rate is so high. With HPE GreenLake, you can offer the holistic support needed for customers to realize their most ambitious vision for their business.

Because HPE GreenLake was built with the help of partners like you, the process has been simplified for you. Documents, such as business case tools, pricing tools, and HPE GreenLake Quick Quote outputs, are easy for you to use. Pricing templates and sizing tools are available as you need them.  

Most importantly, you can offer better value. While the shift to an as-a-Service selling model means you need to change the way you sell, it does not mean you lose any of the value you offer. Thanks to pay-as-you-go economics from HPE GreenLake, you can now provide more value to your customers without a lower total margin for you. As you will learn in the following pages, the market is moving toward as-a-Service consumption, so with HPE GreenLake, you can help customers keep up with this trend.

HPE GreenLake Economic Benefits for Partners
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With a customer commitment to HPE GreenLake comes an increase in the lifetime value of the customer relationship, but it does not come at the expense of margin. Above is a graph comparing the cumulative margin that flows from a traditional deal and an HPE GreenLake deal over time. The traditional deal delivers more up front margin, but based on consumption growth over time, the cumulative margin that flows from an HPE GreenLake deal can be 5x larger or more, and typically exceeds that of a traditional deal within 1 year.  

As the months pass, the margin from the HPE GreenLake deal continues to grow faster than that of the similar traditional deal, and the HPE GreenLake margin premium for partners becomes substantial. The added benefit of the HPE GreenLake sales cycle is that it removes much of the margin pressure that results from negotiating discounts on traditional deals with customers.  

HPE also wants to make sure you receive higher compensation for HPE GreenLake. HPE GreenLake’s accelerated rebate structure provides an upfront rebate on the initial reserved value of the statement of work, additional rebates on change orders when new infrastructure is added, and a rebate on quarterly usage above the reserved value. You also own the monthly billing and margin percentages, resulting in recurring annuity revenue.  

HPE GreenLake Partner Financial Impact
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Now review the ways that HPE GreenLake can benefit your company by looking at an actual example of one partner’s financials before and after selling an HPE GreenLake solution. With a traditional CapEx sale, the organization had a gross profit percentage of 10% for an HPE Hyperconverged Infrastructure sale.  

Comparatively, the partner was able to record a seven times larger gross profit and a gross profit percentage of 532% with HPE GreenLake. Because HPE GreenLake opens up possibilities for different account treatments, the partner was able to inflate gross profit. In this example, the rebate check was applied toward costs of goods sold instead of revenue. This is just one example of how HPE GreenLake can benefit you financially. You may not be able to get the same rebate or gross profit percentage as in this actual example, but you can see how HPE GreenLake can improve your financials.  

Learning Check

You should now be able to summarize the benefits HPE GreenLake provides to partners. Select three ways that HPE GreenLake benefits you as a seller. The answers are on the next page.
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Answers to the Learning Check
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Comparing HPE GreenLake to Traditional IT Purchasing
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HPE GreenLake offers many advantages to customers, but it is a significant investment. To understand why a customer should make that investment, it’s helpful to compare HPE GreenLake to the traditional method of purchasing IT solutions.  

As the graph shows, companies typically overprovision to meet future capacity needs and then have to pay to power, cool, and manage the extra infrastructure. When the company’s capacity requirements increase and surpass the available capacity, the company has to go through a lengthy procurement process to purchase additional equipment. In the meantime, IT is unable to respond to business demands.

With HPE GreenLake, however, companies can easily and quickly stay ahead of demand. The capacity management and planning features combined with the onsite buffer allow the company to immediately increase available capacity when it is needed.  

The sophisticated HPE metering and capacity management tools give customers full transparency and predictability into costs, allowing them to pay only for the capacity they use. Support services are tailored exactly to the customer’s needs. And when additional capacity is required, they can use a simple change order. Compare this process with the lengthy legacy procurement process, and you’ll see how much shorter your customers’ time-to-value can be.  

You can show TCO by focusing on the savings areas, which show how much a company can save on overprovisioning. Additionally, companies save by avoiding times when actual capacity required is higher than their capacity from a traditional method. If you look at a customer’s forecast for budget, HPE GreenLake can help customers stay as close to that line (stay under budget) as possible. With traditional purchasing, customers will have to go significantly above the budget line.

HPE GreenLake Delivers Results
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The concrete, financial benefits of HPE GreenLake show themselves in many other ways, as demonstrated by Forrester Research. The firm interviewed existing HPE GreenLake customers and performed additional financial analysis. The results shown here are examples of the benefits some customers have seen with HPE GreenLake. Some of these metrics, such as Net Present Value (NPV), you may be unfamiliar with, but you will learn more about them later in the course. Others should speak for themselves, especially the ROI, the TCO savings, the faster time-to-market, and the outstanding three-year total benefits. You may not be able to offer all customers the same numbers shown here, but you can use them to give examples of what is possible.

Winning with HPE GreenLake: Partners and Customers

[image: image]

You have seen that HPE GreenLake, by the numbers, is an excellent investment. Now, take a step back from the facts and figures, and look at how HPE GreenLake has helped real people. Both for partners and customers, HPE GreenLake has proven itself to be a transformational opportunity.

Learning Check

You should now be able to summarize the benefits HPE GreenLake provides to customers. Select five HPE GreenLake benefits you would discuss with a customer. The answers are on the next page.
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Answers to the Learning Check
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Topic 2: Understanding the Need for Everything-as-a-Service
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This topic explores the industry trends that are leading customers to seek Everything-as-a-Service solutions.  

The Promise of Cloud
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Today’s IT landscape is increasingly dominated by cloud computing. But why are so many companies rushing to adopt cloud? In general, cloud computing promises a smarter, faster, cheaper path for utilizing IT resources that is made possible by sharing those resources.  

Many customers are turning toward public cloud offerings—such as Amazon Web Services (AWS), Microsoft Azure, and Google Cloud Platform (GCP)—for the ability to rapidly scale. These public clouds, in effect, provide the ability to scale infinitely with the push of a button. Public cloud providers also offer subscription-based services, which simplifies the financing for those resources. Public cloud is also defined by pay-per-use consumption, which ensures that costs are, on average, better aligned with use than in a traditional environment. Cloud providers give their customers flexible payment models, which enable businesses to adjust their IT budgets to seasonal demands and other variation. Public cloud also offers resiliency. When disruptions occur, from natural disasters to worldwide pandemics, customers know their cloud workloads will survive.

The Challenges with Public Cloud
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Despite delivering considerable advantages, cloud offerings often fall short on their promise of providing a better way to consume IT resources. Customers with public cloud will be looking for other solutions to make up for what public cloud lacks. For example, the Flexera “State of the Cloud Report 2021” shows that companies often struggle with security and cloud spending, which are pervasive issues. The survey also shows that companies struggle with a lack of resources and expertise, governance, and compliance. Their preferences tend to tip toward public cloud for non-sensitive data but toward on-prem for sensitive data such as corporate financial and consumer data.

Other problems can arise when companies rely on cloud. What happens if the cloud has an outage? Or if the company needs to add capabilities that the provider does not offer? And, if a company needs to change providers, will it be able to migrate its data and workloads?  

An over-reliance on public cloud in particular can interfere with resolving these issues. And public cloud does not always mean cost effective. Public cloud costs can run away from customers, leaving them with unexpectedly high bills. Companies estimate that they waste 30% of cloud spending. The fact that IT leaders are increasing their overall efforts to optimize costs makes the need to rein in and take control of cloud spending even more critical.  

In other words, the benefits of cloud services can come at a high cost if companies’ only option is to purchase more public cloud services. By shifting from a public cloud-only to a hybrid cloud approach, companies can become even more resilient. They can take better control of their data and spending, while continuing to deliver services.  

Hybrid Cloud for the Best of Both Worlds
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Customers want the benefits of public cloud on-prem, which is available with hybrid cloud. Hybrid cloud represents a huge opportunity for you as a partner because 80% of enterprises have a hybrid cloud strategy. With hybrid cloud, customers get the cloud services, payment flexibility, and rapid scaling with the control, and security of a private cloud. Because the data resides on-prem, private clouds provide better control over that data. And private clouds are also engineered with resiliency that usually outpaces that of more traditional on-prem deployments.

Aside from cloud-native apps, many apps that run the enterprise (ERPs, CRMs, and more) lack the same speed and agility because they are not in the public cloud. These enterprise apps need to stay on-prem for a variety of reasons: some can’t easily be refactored for public cloud and others need to stay physically close to the data centers and colocations. With the data explosion at the edge and new ML/AI apps driving vast amounts of new data everywhere, data gravity, latency and application dependencies mean these containerized apps and cloud services need to be close to data to unlock insights.

A majority of enterprises have embraced hybrid cloud, a mix of using both on-prem and public cloud deployments, to try and get the best of both worlds. And they need help to optimize their hybrid cloud. According to Flexera, 61% of organizations plan to optimize cloud costs in 2021.

Why Shift to Everything-As-a-Service
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Traditional on-prem and public cloud come with fixed answers to questions such as how the customer pays for the infrastructure, who manages the infrastructure, and where data and workloads reside. What happens if a customer wants a pay-as-you-go funding model for services deployed on provider-managed infrastructure, but deployed on-prem for reasons of data gravity and latency? Traditionally, customers are out of luck. They must choose a delivery model that leaves them partially unhappy.

While hybrid cloud addresses some of these issues, customers must still invest with large capital outlays in their on-prem infrastructure, whether it resides in a private cloud or constitutes a traditional deployment. Customers must also manage these on-prem environments themselves.  

But HPE GreenLake can easily deliver a pay-as-you go, provider-managed cloud on-prem.  

Our commitment to offering all of our infrastructure both in the traditional manner and as-a-Service lets customers make whatever mix of choices meet their business requirements and achieve the business outcomes they seek. We deliver the right technology with the right people and expertise, funded with the right economics.

More Benefits of Everything-As-a-Service for Customers

Read below to learn more about the ways in which as-a-service, cloud everywhere solutions like HPE GreenLake accelerate your customers' business.

Resources freed up for innovation  

Customers can take the IT funds that they would typically pour into heavy, upfront infrastructure costs and invest them in the areas that make the most sense for their business. Fewer upfront costs means more budget for innovation.

As-a-service delivery also frees up IT staff from mundane tasks so that they can focus on more value-generating initiatives.

Optimizes TCO

When HPE delivers a solution as-a-service, we deploy capacity as required, creating more efficient utilization. Customers benefit from fewer power, cooling, support, data center footprint, and software licensing costs.

Greater agility  

HPE GreenLake solutions include a buffer. As a customer's requirements grow, the customer can instantly start using resources in the buffer. No pause for new deployment or provisioning means that customers can bring new products to market more quickly—and thus generate more revenue and beat out the competition.

Better alignment between usage and cost  

With HPE GreenLake, HPE commits to a unit price. Customers commit to a certain level of usage, but beyond that pay only for what they use. They have visibility into the relationship between usage and spending. Customers can even choose to implement chargeback to departments or other groups.

If the customer needs to expand, a simple change order often suffices to expand the capacity. And the greater the capacity, the lower the unit price, adding up to better value for the customer.

Less downtime  

Built-in services and support help to ensure that the solution meets the customer's availability requirements. And because HPE dedicates an Account Team to the solution, the customer IT staff can focus on other critical areas.

Greater value

All of these benefits add up to real economic value. When you present an HPE GreenLake solution to a customer, make sure that you emphasize the total value of the solution, including the infrastructure, the services, the support, and the OpEx savings.

Why HPE for Everything As-a-Service
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90% of companies use hybrid or private cloud first, and HPE has designed HPE GreenLake in full support of that reality. We offer a complete managed cloud that seamlessly spans edge, on-prem, and public cloud resources.  

Designing and managing a hybrid cloud can be challenging. Where does each workload belong? How do you migrate workloads? How do you manage the hybrid cloud as a whole rather than a lot of complex segments? HPE GreenLake lets customers offload the heavy lifting of hybrid cloud to us. Customers gain access to our expertise in cloud design and management, our global presence, and our broad ecosystem. We help customers place each workload in the correct cloud, on-prem or off. We then let them examine their consumption across all clouds so that they can minimize the waste that inflates cloud bills for so many enterprises.

Customers enjoy a managed hybrid cloud that lets them optimize based on all of their economic, technical, and operational requirements.

Learning Check
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Now take a moment to review what you have learned so far in this topic. What is one reason a company might want to move to consumption-based IT for on-prem solutions? The answer is on the next page.

Answer to the Learning Check
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Topic 3: Understanding Customer Business Objectives
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This topic focuses on the business objectives that lead a customer to be a good candidate for HPE GreenLake solutions, and how you can help them achieve their business objectives.

Different Goals for Different Personas
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When selling HPE GreenLake, you must sell to individuals across the entire organization—not just one or two technically-minded people in IT. This means you’ll need to know what goals different personas have, and how HPE GreenLake can enable those individuals to achieve their goals.

The CIO seeks to direct broad, sustainable strategies for the company’s use of technology. For a CIO, HPE GreenLake offers rapid and easy scalability with change orders. It also delivers enhanced security compared to public cloud offerings, since infrastructure resides on-prem. And HPE GreenLake provides the flexibility and technical horsepower to spin up new services quickly.

The LOB manager has a greater concern for the customer-facing side of the business. For LOB managers, you’ll want to explain that HPE GreenLake helps accelerate time to value, and because it uses a public cloud-like consumption model, it vastly improves the agility of the business. The consumption style furthermore helps your customers align their costs with what they actually use, and eliminate overprovisioning.

The CFO has to ensure the financial well-being of the organization. A CFO will want to know that HPE GreenLake can help dramatically reduce TCO by slashing power and cooling costs. Even better, with HPE GreenLake, customers can monetize their outdated legacy assets. And customers can use the management tools to optimize their utilization—getting the best bang for their buck.

The systems architect designs the technical infrastructure of an organization. These professionals will want to learn more if you tell them that HPE GreenLake can help them integrate a fragmented environment without forcing them to make a capital outlay. HPE GreenLake also helps them consolidate tools with features like HPE GreenLake Central.

The head of IT and infrastructure has to oversee the day-to-day operations of their department and ensure those operations are technically viable. For these professionals, you will want to explain that HPE GreenLake helps reduce downtime with automation and simplified management. HPE GreenLake also enables them to offload repetitive tasks to HPE.

The head of purchasing has to procure the right assets. This persona will be glad to hear that HPE GreenLake can help align IT with business needs, and provide transparency of asset use, with precise metering tools. Purchasing also wants to reduce shadow IT. You can ensure them that end users won’t need to improvise solutions. Instead, they can rely on the combined forces of HPE and their own, in-house IT team.  

Business Objectives
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You will also need to understand the business objectives for the organization as a whole, so you can map HPE GreenLake’s capabilities to those objectives.

Customers are increasingly concerned with operational simplicity. With ever-expanding hybrid cloud opportunities, companies need to know how they can successfully weave their clouds together, how to centralize the management for those interwoven clouds, and how to mitigate risks such as downtime, data loss, and security threats. Customers must also pursue solutions that offer business agility. They seek solutions that can deliver capacity in anticipation of a demand, and ones which can accelerate time to value of products and services, to drive revenue.

As they seek to meet these abstract goals, customers also must ensure that their house is financially in order. They need to right size departments and projects with sensible budgets. They need to optimize their cash flow, and leverage market innovations like pay per use models. And to ensure their future viability, customers need predictable pricing. And businesses across the board seek to build a solid capability for scaling. They want to preempt demand before it spikes or falls. They want to provision resources quickly and avoid bottlenecks that hamper production. While accomplishing all this, customers further seek to eliminate overprovisioning in the scaling process, to enhance their financial stature.  

Which Solution Is the Best Fit for Your Customer?
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HPE GreenLake is an appealing solution for any organization. But in order for the solution to make practical sense, financially and otherwise, it’s important that the customer in question fits certain criteria. Of course, some customers may not be ready for an as-a-service solution.  

Rapidly expanding companies that anticipate 10% or more growth year over year will benefit from a flexible model for procuring IT resources, and customers who expect limited or no growth are a better fit for traditional IT.  

Customers might also express their obligation to rapidly meet unforeseen changed in IT demand or their issues with the length of the procurement cycle. These customers will want to shorten the cycle so they can get the resources that they need to compete today—not in six months. These customers are a good fit for HPE GreenLake because they will be focused on the value offered, unlike customers that infrequently refresh their hardware assets or are focused on price per unit rather than business benefits. These customers, however, can be a good fit for HPE Financial Services (HPEFS), which can help them unlock capital that’s trapped in their legacy assets.  

Additionally, customers who hold frustrations with their current infrastructure and funding models are a good fit for HPE GreenLake. They may believe that their inability to fund infrastructure solutions is holding them back from competing at their full potential. In contrast, you will want to avoid customers who want to run their assets years beyond a reasonable lifecycle.

As you talk to your customers, listen for signs that public cloud alone cannot solve the organization‘s concerns about the complexity of their IT environment. The customer might require on-prem capacity to comply with security policies or to maintain better control over workloads.  They will likely value the reduction in complexity that they can achieve with HPE running the solution and the customer paying for just the right amount of capacity. These customers are a better fit for HPE GreenLake than any customer who has no interest in support services as they are less likely to see the value of HPE GreenLake.

Learning Check
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Now take a minute to review customer challenges. Which characteristics suggest the customer might be a good fit for HPE GreenLake? (Select two.) The answers are on the next page.

Answers to the Learning Check
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Topic 4: Identifying the Environment
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This topic focuses on the business objectives that lead a customer to be a good candidate for HPE GreenLake solutions, and how you can help them achieve their business objectives.

What Do You Need to Find Out?
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You may see different versions of the qualification checklist shown here. These are some examples of the information you need to gather in order to qualify the deal. All of these questions boil down to just a few requirements shown on the left. Throughout this topic you will explore some of the categories on the left and how to gather this information from your customers.  

You will want to begin by gaining customer context, which includes determining which decision makers you have access to. Remember that procurement and finance departments will be crucial to completing the sale. You will then want to explore IT challenges and the customer environment. You will learn much more about sizing the solution and identifying the customer environment in the following modules.  

It is then important to gain financial information, which includes a credit check. Also make sure to determine the customer’s future growth plans and the value of workloads.  

Customer Context
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Once you have identified an opportunity through lead generation, you should begin to determine some customer financial history and information to give context for your interactions with this customer. This information can come from a variety of sources. It differs from the rest of the customer information you need to gather because obtaining it does not require conversations with decision makers. You will want to know enough about the customer to target questions toward their industry and specific use cases when gathering qualifying information.  

Your HPE Pointnext Services or HPEFS representative can help you gather this information. If the customer already has HPE equipment, they may be able to give you purchasing history about the customer, such as how they have paid for this equipment and how often they purchase infrastructure. You will also be able to determine if HPEFS has a relationship with the customer. For publicly traded companies, you can find a large amount of financial information online. As you will learn later in this module, any financial statements you can find will be useful in qualifying the customer.  

In addition to this financial information, you may want to do some research or initial discovery. You should determine what industry the customer is in and what financial- or consumption-based challenges come with the territory. You can get estimates for how many users and workloads IT needs to support. This information will help with sizing and determining which HPE solutions to offer. It will also help you answer questions from the first categories on the qualification checklist. Financial history may give you clues as to whether the customer uses a private, public, or hybrid cloud strategy, and what their greatest challenges are. Industry-related information can help you understand what apps they may need to keep on-prem, as opposed to which they can move to the public cloud. It can also give clues for what operational tasks they might want to offload.

Discovering IT and Business Challenges
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To determine your customers’ IT challenges, you should focus on the same categories as the business objectives, which you learned about in Topic 3: simplicity/complexity, business agility, financing, and control/spending.  

As you discuss challenges with customers, ask about operational inefficiencies and how much time your customer spends on new projects. You will likely find that they are slowed down by repetitive and mundane tasks that come from operational complexity.  

They may also be slowed down from a lack of business agility. Ask customers how difficult it is to adjust capacity to meet variable demand and if they have new projects and applications that will affect demand. You can also ask about their procurement cycles, IT spending blind spots, and funding shortfalls to determine which financing challenges they experience.  

Finally, you will want to ask about a lack of control or an inability to scale. Ask about where they keep data and how long it takes to provision new resources. Like for business agility challenges, customers struggling with scalability will typically experience high growth and a need to provision new resources.  

Financial Information
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During the conversation about the IT environment and capacity needs, you should begin to gather financial information. You may need to gather this information from a CFO or other financial decision maker, but an IT director will be aware of some of these challenges. Good prospects for HPE GreenLake will have trouble aligning costs with usage. Customers may describe their lack of visibility as an inability to measure cost or as a budgeting challenge. Either way, it will limit business agility.  

Other customers may be struggling with long procurement cycles or slow time to market. They may be purchasing assets in cycles that do not directly relate to usage or take too long. You can find out this information by asking the questions shown here or by getting financial statements.  

Important Financial Statements
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Make sure the customer can provide you with these important financial statements. These statements will help you show the financial benefits you will be able to provide.  

The Income Statement will give you a picture of profitability over a specified period of time. The Balance Sheet provides a snapshot of the financial strength of a company at any given point. It shows the assets which come from the liabilities plus the equity. The Statement of Cash Flow provides a look into cash generated over the period covered by the Income Statement and notes where it went. The Credit Check will decide whether your customer qualifies for financing. Knowing whether your customer can get financing will determine whether HPE GreenLake is a feasible option for them, so arrange the Credit Check for your customer as soon as possible. HPE will take responsibility for the credit check, but make sure you and your customer are prepared for this step and are working with HPE to get it done.  

Reviewed separately, these financial statements provide helpful financial data. Taken together, they give an idea of the company’s financial standing, their financial past, and their future. More importantly, reviewing financial statements will help you get a better understanding of where your solution will fit financially.  

Value of Workloads
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An important component of describing the value of HPE GreenLake to customers is understanding the value of their workloads. To do so, you need to consider current utilization as well as time to value for workloads and time to market for products. If current utilization is low, HPE GreenLake can essentially pay for itself by removing unnecessary costs.  

Understanding the entire supply chain from IT to finance, compliance, distribution, HPE, and operations is important in understanding how much it costs to support certain workloads.  

It is unlikely that the customer can calculate these costs, but together you can begin to understand how time consuming and costly it is to support some workloads. Other factors that affect the value of each workload are overprovisioning on the infrastructure devices that support them, the time and resources it takes to stand up and manage workloads, and the performance of infrastructure devices.

Learning Check
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Take a moment to review. What information about the current customer environment should you gather from the customer no matter the workload or type of solution (storage as a service, VDI, or virtualization)? Select the correct answer. The answer is on the next page.

Answer to the Learning Check
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Topic 5: Qualifying Customers
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In this topic you will explore how to identify customer information using a qualification checklist.  

Qualifying Questions

This topic is dedicated to identifying customer information using the qualification checklist for custom HPE GreenLake solutions. Please note that you will learn more about qualifying GLQQ and Swift solutions in another module. You may see many different checklists and worksheets for qualifying, but they are all designed to check the same customer attributes, which include overall growth, time to value, support needs, procurement cycles, and a desire to reduce the annual infrastructure bill. The first four sections of this sample checklist can be used alone to determine the financial feasibility of the solution.  

If customers do not qualify based off of size, capacity, or cost of solution, they may still be a great fit for a solution through the Swift sales program. The qualification checklist alone is never a reason to say no to a customer.

Read below about each item in the checklist.

#1. FINANCE

Ask your customer:

• What financial metrics do you use to guide your decision making process for new infrastructure? Is there a specific reason you use them?

#2. OPERATIONS (ASSET UTILIZATION)

Ask your customer:

• How much of your on-prem assets would you say are utilized?

#3. OPERATIONS (OVER PROVISIONING)

Ask your customer:

• What considerations do you have in mind when you buy new capacity? Do you buy it ahead of current usage? If so, by how much?

#4. TIME TO VALUE (T-t-V)

Ask your customer:

• How long does it take for you to get value after a project has begun?

#5. EXECUTIVE ACCESS

Ask your customer:

• Who is your champion, and how much influence do they have?

#6. Does a COMPELLING EVENT exist?

Ask your customer:

• Do you expect changes to how the company operates in the near future?

#7. GROWTH

Ask your customer:

• What would you say the yearly growth rate is?

#8. PROCESS SIMPLIFICATION

Ask your customer:

• Would you say speeding the process of procurement/approval is a priority for you?

#9. Where is client on CLOUD journey?

Ask your customer:

• Would you say speeding the process of procurement/approval is a priority for you?

#10 CAPACITY GUIDELINES

Ask your customer:

• What would you estimate your required base capacity is and how will it change?

#11 CHANNEL PARTNER

Enter your status as a channel partner.

#12 NEXT STEPS

Review the next steps as shown in the first topic of this module, and consider what help you will request, such as:

• Performing a credit check

• Getting buy-in from the customer

#13 Why is HPE GreenLake a fit for this client?

This question is the only short answer.

Reflect on your customer’s responses to your questions. Consider what stood out to you that suggests HPE GreenLake will work well for them.

Scoring Qualification
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Now look at an example of the qualification review checklist that the HPE representative will be using to evaluate and score the opportunity. Pay attention to the options for answers given here. Next, you will be asked to fill out this sheet and score a customer.  

Practice Using the Qualification Checklist

Now practice what you have learned about qualifying customers for HPE GreenLake by using a generic customer scenario. In this example, a healthcare provider with one hospital and several clinics is speaking with you about possibilities for transforming their current environment to be more effective, and they have expressed an interest in HPE GreenLake.  

Read below about how to evaluate a healthcare customer with the qualification checklist. On the following page you will use the qualification checklist to determine if you should continue to pursue the sale. Write down these scores, so you can qualify the customer.

#1. FINANCE

The IT manager has explained to you that ROI is used for justifying this expense.

• You give the company a score of 3/3 for #1.

#2. OPERATIONS (ASSET UTILIZATION)

Because applications are mission critical and can require high peak usage, asset utilization is around 30-35%.

• You give the company a score of 5/7 for #2.

#3. OPERATIONS (OVER PROVISIONING)

The IT manager has expressed that because of long procurement cycles, the company purchases up to 20% more capacity than needed.

• You give the company a score of 3/7 for #3.

#4. TIME TO VALUE (T-t-V)

Provisioning a technology from concept to production can take anywhere from 6 months to a year.  

• You give the company 5/7 for #4.

#5. EXECUTIVE ACCESS

Your champion is the IT Manager. You also have a meeting with the CFO, and procurement has introduced you to the data manager and security manager.  

• You give the company a score of 5/5 for #5.

#6. Does a COMPELLING EVENT exist?

The company wants to digitize all data. This is a gigantic project that is backed by the company.

• You give them a score of 5/5 for #6.

#7. GROWTH

The IT manager believes that data growth for the company will be 10%.

• You give the company a score of 1/5 for #7.

#8. PROCESS SIMPLIFICATION

The IT manager expresses to you the struggle the department has with getting approval for capital purchases because the procurement process involves many departments.

• You give them a score of 5/5 for #8.

#9. Where is client on CLOUD journey?

The company is investigating cloud storage for the digitization of medical records as a way of cutting costs, but they have not yet defined the cloud strategy.

• You give the company a score of 3/5 for #9.

#10 CAPACITY GUIDELINES

The company’s infrastructure is aging, so 5% of storage devices need replacement now. With an additional 10% required due to growth, they are thus looking for about 120 TB of storage now.

• You give them a score of 5/5 for #10.

Learning Check
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Take a moment to review. Should you qualify this customer for HPE GreenLake Solutions? The answer is on the next page.

Answer to the Learning Check
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Summary
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HPE GreenLake provides an opportunity for you to make more money, and increase your sales. As George Hope, HPE Worldwide Head of Partner Sales, explains, “GreenLake is the biggest opportunity for the partners. It is margin-rich and it is sticky.”

George Hope goes on to explain that you can also provide continuous value to your customers: “If you get GreenLake into an account and you start showing the value to the customer in that account, you are immovable from that point forward. You are their strategic vendor and it is just a matter of time before they move more workloads onto GreenLake.”

In Module 2, you will learn more about the specific benefits you can get and the value you can provide your customers.  


Module 2: Selling the Value of the HPE GreenLake Portfolio

[image: image]

Module 2: Selling the Value of the HPE GreenLake Portfolio.

Learning Objectives
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You will begin this module by exploring the HPE GreenLake portfolio. You will then examine how to articulate the HPE GreenLake value proposition. You will do this by connecting IT and business challenges to the HPE GreenLake capabilities that can solve them. You should express this value to each customer by focusing on the company’s unique challenges. You will then learn about the value you can provide these customers by helping them achieve their business outcomes with HPE GreenLake.  

In Topic 3, you will explore use cases for HPE GreenLake that range from business or IT challenges and initiatives, to workload requirements. In Topic 4, you will learn about the solutions you can add to your HPE GreenLake offering and additional HPE GreenLake solutions.  

After completing this module, you should be able to identify and describe key building blocks for the HPE GreenLake solution. Given a customer scenario, you should be able to describe best practices for partnering with HPE and HPEFS to fulfill customer goals and objectives. You will have learned to describe the process for partners creating BOMs for custom solutions. And you should be able to describe the process for partners designing GLQQ solutions, Swift sales program solutions, and HPE GreenLake cloud services.

Topic 1: The HPE GreenLake Portfolio
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You will now explore what makes up the HPE GreenLake portfolio.  

HPE GreenLake
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For customers, HPE GreenLake provides a public cloud-like experience in the privacy of their own data center. With HPE GreenLake cloud services, customers can get solutions built for their workload needs.  

HPE GreenLake solutions offer an intuitive self-service portal for simple point-and-click automated provisioning. With a pay-per-use model, customers can boost financial flexibility, free up capital, better control costs and align costs to business outcomes while making it possible to scale resources up and down as needed.  

Management and governance services allow your customers to offload operations to HPE, which frees up IT resources to be more productive. HPE also provides data and insights about the solution through a unified portal, HPE GreenLake Central.

HPE GreenLake Components
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Every HPE GreenLake solution is made up of four components: hardware, software, services, and the unique billing metric. Solutions can come predefined with certain components, but you can also customize and design the solution to meet your customer’s unique needs. Customers can flex up or down within each component as shown by the color variations. HPE GreenLake customers also get HPE GreenLake Central and the Consumption Analytics Portal (CAP). HPE GreenLake Central is an intuitive, self-serve, point-and-click portal and management console, and CAP offers insights into cost and usage.

Additionally, the base HPE GreenLake solution provides the Infrastructure and OS (as well as some applications, such as backup software). All of these solutions come as-a-Service with a pay-for-use billing metric. Infrastructure for the HPE GreenLake solution is focused on the data center and includes servers, storage, and data center networking devices. This course doesn’t cover all of the hardware and software solutions offered by HPE, so you should use your experience selling HPE solutions to position the right infrastructure for your customer's needs.

Support services and installation services are included with all HPE GreenLake solutions, but you can deliver some of these services. You can add other services from your organization or from HPE.  

Topic 2: HPE GreenLake Value Proposition
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This topic explores how to articulate the HPE GreenLake value proposition.  

Sell the Value of HPE GreenLake
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To sell the value of HPE GreenLake, you will begin by articulating the basic value propositions that set HPE GreenLake apart from other offerings and capture the customer’s attention. This requires a confident command of the material, which you will see on the next page.

Next, you should explain how the value is realized. The value proposition will interest your customer, who will want to know exactly how you plan to make good on the promises of HPE GreenLake.

And once you have explained how the value is realized, you should back up the value with tangible results. Again, customers are often skeptical, particularly when HPE GreenLake may sound too good to be true. Real-world data that confirms your claims will be crucial to making a successful sale.

HPE GreenLake Value Proposition
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With HPE GreenLake, your customers can improve their business agility and accelerate their time to market. HPE GreenLake’s capacity is based on actual usage, which means it can increase and decrease as needed. Extra capacity is always available if the business needs to scale up quickly, so customers can make agile business decisions. And because customers can spin up new services rapidly with HPE GreenLake, they will improve the time to value on their investment.

HPE GreenLake gives customers all the advantages of cloud economics. Because it eliminates long procurement cycles, customers no longer have to wait months for equipment to be approved and purchased, and then spend even more time integrating the new hardware into their environment. HPE GreenLake also reduces overprovisioning. Because IT is no longer spending time and money powering, licensing, and maintaining more equipment than they need, Total Cost of Ownership (or TCO) is significantly reduced.  

Additionally, HPE GreenLake offers customers flexible financing. HPE GreenLake gives customers visibility into their actual usage, so they pay for only the services they use. Customers can then align their IT costs to business demands while simultaneously optimizing their cash flow.  

HPE GreenLake is also designed to help customers simplify IT. Because HPE GreenLake is customizable, you work with customers to determine which services they need. HPE offers a full range of services—from installation, deployment, and management services to enterprise-grade support and additional resources from its large ecosystem of partners. Customers can have HPE handle the “heavy lifting,” by completely managing the solution. This not only frees up IT to focus on innovation, but also reduces risk for the business.  

All of these benefits come with greater control. The customer is free to decide which workloads need to stay on-prem for better security and control and which are better suited for the cloud. Customers also choose which technologies are the best fit for their environments, either from a selection of pre-packaged workload solutions or a fully customized deployment. You will learn more about prepackaged workload solutions in this topic.

How This Value Is Realized
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You saw this graphical display of HPE GreenLake value in Module 1, but now consider how to use it to explain the value you can offer customers to increase agility, simplify IT, improve the business financially with cloud economics, and provide greater control.

Read below to learn more about each value proposition, and how HPE delivers the promises of HPE GreenLake.

Business agility

The variable and buffer capacity lines show how customers can:

• Respond in minutes with variable and buffer capacity

• Never run out or have too little capacity because HPE manages capacity

• Know how much capacity is used and how much is available thanks to enhanced metering

Simplified IT

These gaps are where traditional procurement methods would provide insufficient support for the business. You can also simplify IT operations because with HPE GreenLake you can:

• Offload operations to HPE who can install, support and update infrastructure

• Avoid technology lock in

• Introduce new technology easily thanks to refresh options

• Avoid lifecycle management because HPE owns the asset

Cloud Economics

This space shows actual savings that come from the ability to:

• Preserve capital & reinvest thanks to no upfront payments

• Lock in a per unit price so you can forecast future spend

• Improve cash flow with vs. an overprovisioned capital purchase

Greater Control

You can see the small space between the variable and buffer capacity lines and the actual capacity usage. This is because:

• HPE GreenLake provides accurate metering and forecasting through GreenLake Central

• Customers have a greater understanding of where their IT spend is going, which enables them to align their costs to usage

Back up the Value with Tangible Results
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To help you support your claims about HPE GreenLake value, HPE commissioned Forrester Consulting to conduct a Total Economic Impact study to examine the potential return on investment enterprises may realize by leveraging HPE GreenLake.  

Forrester interviewed several customers with multiple years of experience using HPE GreenLake to reflect on the total economic impact that HPE GreenLake could have on an organization’s business.  

Forrester found that the average HPE GreenLake customer achieved significantly faster time to value, taking 75% less time to deploy a global IT project than with their traditional solution. With this improvement in business agility, customers can accelerate app and services deployment to get a faster time to value.  

HPE GreenLake also helped free up IT resources so customer staff can focus on doing their best work. Forrester found that customers received 40% increased IT team productivity by reducing the support load on IT. Simplified IT processes allow IT to do their best work and focus on improving the business.

With HPE GreenLake, customers gain cloud economics on-prem, a pay-per-use model with no upfront capital, and no overprovisioning of infrastructure. IDC found that customers got 85% less unplanned downtime due to gaining proper control. As a result, customers can see a 30-40% CapEx savings due to eliminated need for overprovisioning.

To summarize these findings, HPE GreenLake solutions are preconfigured with the right hardware, software, and expert services to deliver accelerated business outcomes. Its purpose-built solutions leverage HPE and partner technologies to design, implement, and operate the right solution for the customer. Customers gain the outcomes they want, choosing between customized or pre-packaged solutions, while HPE designs, implements, and operates the right solution for their business. There’s no complex management. No public cloud integration costs. No re-engineering of data and apps. Just on-demand capacity.

Learning Check

Now take a moment to review the HPE GreenLake Value Proposition. Read each customer challenge and then match the response you can give the customer to highlight possible results and an HPE GreenLake value proposition that would best fit the customer’s needs. The answers are on the next page.
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Answers to the Learning Check
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Topic 3: HPE GreenLake Use Cases
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In this Topic, you will explore some examples of HPE GreenLake use cases and sales plays. You will begin by exploring some of the change events and IT needs that good prospects for HPE GreenLake may express to you. You will then see some examples of real customers who used HPE GreenLake to achieve their desired business outcomes.  

Use Cases Arise from Key Business Challenges
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In this topic, you will explore several key use cases of HPE GreenLake, each of which is based off a key business challenge that your customers are facing right now. You should now be prepared to discuss each of these business challenges with customers. Throughout this topic, you will consider a use case that shows how HPE GreenLake can be used to address key business challenges.

Driving Agility
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We will begin with an agility use case—when Milestone Computer Technology, an HPE Gold partner, delivered critical storage capacity to a department of the Arizona state government. Due to a cloud-first initiative as well as the COVID-19 global pandemic, the customer had moved to a few different public cloud providers and a remote worker environment. They had a critical demand for increased storage capacity, and a rapid timeline for procurement, but they wanted a pay-per-use model.

As a mid-sized organization, they would not have been a typical HPE GreenLake customer. But thanks to the Swift sales program for partners, the customer was able to get a statement of work within hours. Milestone, the partner, worked with HPE to get the solution shipped in just two days, so the state department could support their move to cloud and obtain the unique ability to easily scale up and down as needed without paying for unused capacity.

The partner also benefited from the breadth of HPE solutions and the collaborative effort of the HPE Account Team. The accelerated and simple sales process allowed Milestone to save sales resources while providing excellent customer value. The HPE GreenLake: Swift sales program made it possible to offer fast delivery and pay-per-use economics to a smaller customer. You will learn more about the Swift sales program in Modules 4 and 5.

Aligning Costs to the Business
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With HPE GreenLake, your customers can achieve not only the flexible technical capacity that they desire, but the financial well-being that they seek, too.  

HPE recently provided these results to the Finnish telecom company Nokia, when their Nokia Software business unit chose to implement an HPE GreenLake solution in one of their high-performance R&D datacenters.  

For that datacenter, the Nokia team wanted to provide a public cloud user experience but with on-prem control at a lower cost. The datacenter needed to support thousands of software engineers, developing and testing 5G applications in a continuous integration/continuous delivery (CI/CD) model. The datacenter needed to deploy as many as six million VMs per year, and that number was rapidly growing.

Furthermore, Nokia has adopted progressive environmental objectives, and Nokia Software wanted this datacenter to be carbon-negative.

By implementing an HPE GreenLake solution, Nokia was able to achieve each of these objectives—and reduce their bottom line. HPE GreenLake enabled them to provide the desired user experience at a fraction of the cost of public cloud. They can now support their engineers, while only paying for the storage capacity they actually use. Nokia has also reduced their carbon footprint. For example, their storage capacity remains the same, yet it takes roughly one-sixth of the hardware to provide that capacity, in comparison to their old environment. And by reducing their footprint, Nokia Software can also pay less for electricity, cooling, and floor space.

HPE GreenLake made it possible for Nokia to align their costs to actual usage, avoid overprovisioning, and deploy the capital they saved thanks to this financial engineering elsewhere.

Enabling Scalability
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HPE GreenLake offers a unique, reliable path towards attaining the scalability that modern organizations require, as demonstrated by the University Hospital of Bonn. The hospital had growing medical departments, research institutes and business operations, and was looking for faster and highly scalable data storage systems. In the early days of HPE GreenLake, the solution helped the hospital become an early adopter for as-a-Service solutions.  

As a hospital, it also required on-prem infrastructure so it could better maintain the security of its patients’ medical data. With HPE GreenLake, the hospital could deploy the right capacity exactly when they needed and meet stringent data privacy regulations. HPE GreenLake can provide your customers with more rapid provisioning of additional capacities to handle changing needs, and deactivation of capacities that are no longer needed. This scaling is especially useful for customers who require on-prem or hybrid infrastructure. HPE GreenLake was built with such needs in mind and can easily scale up or down to meet demand.  

Managing Complexity
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Zenuity, a leading developer of software for self-driving and assisted driving cars, is well-acquainted with the issue of complexity. The Swedish company is a joint venture between two other Swedish automotive companies: Volvo and Veoneer. And as Zenuity works toward developing autonomous vehicles, they need the ability to gather, store, organize, and analyze data from their test vehicles and development centers. In particular, they need infrastructure that supports artificial intelligence and high-performance computing (HPC) infrastructure, to solve the mercurial puzzle of what makes a successful, self-driving car.

To provide that infrastructure and more, Zenuity chose HPE GreenLake. With their HPE GreenLake solution, Zenuity has compute capability at their network edge, along with standard storage and compute services in their datacenter. To support AI and HPC, they have HPE Apollo systems and HPE ProLiant services delivered as-a-Service, and managed by HPE Pointnext services.  

With the holistic capabilities of HPE GreenLake, organizations with futuristic goals like Zenuity can find the support they need for complex DevOps, and adopting cutting edge technologies.

Topic 4: More HPE GreenLake  

[image: image]

You will now explore what else you can offer customers.  

What Else Can You Offer?
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HPE GreenLake is a highly customizable solution that fits many customers’ specific needs, but the options you have seen so far may not be enough to achieve all of your customers’ financial, IT, and business objectives. Fortunately, you can add services and additional offerings from the HPE and HPE GreenLake family.  

To add value to your offering, you can add your own services, HPE Pointnext Services, and HPE GreenLake Management Services (GMS). These services are not included in HPE GreenLake, but can be helpful as an addition to an HPE GreenLake solution, or to customers with different needs. You can also deliver some HPE services.

You may also have potential customers who fit some requirements of a typical HPE GreenLake customer, but their IT or financial needs fall out of scope for traditional HPE GreenLake. They may need additional management, financing, or edge or campus networking solutions from Aruba. For these customers, you can look to GMS Services for other offerings, HPE Financial Services, and Networking-as-a-Service from Aruba.  

GMS services can be applied to solutions outside of HPE GreenLake for customers who need management without the pay-per-use component of HPE GreenLake. HPEFS solutions can provide additional financing options. And Aruba as-a-Service solutions offer options for partners to deliver Aruba solutions through the Partner Ready for Aruba Managed Services Provider (MSP) Program or Managed Connectivity Services (MCS).

You can learn more about updated HPE GreenLake offerings by exploring the resources found in the resources tab, which is located in the upper right corner of the page. You will learn about all of these options in the rest of this topic.  

HPE Pointnext Services
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HPE Pointnext Services employs over 23,000 experts worldwide to ensure that HPE customers can capitalize as much as possible on the value of their assets. When you are making an HPE GreenLake sale, you should absolutely expect to discuss HPE Pointnext, and include some of the services in the solution. HPE Pointnext solutions successfully transform modern solutions for cloud, AI, and edge—all while training the workforce to adopt tools that will allow them to efficiently operate in new environments.  

Operational Support services redefine IT support services with customer-focused, global technology services to improve time to resolution by accelerating access to resources and specialized expertise. These services include Tech Care and Complete care, which can both be part of an HPE GreenLake solution. Tech Care offers tech tips and expert chat to help solve problems, and Complete Care builds on that foundation to deliver an environment wide operational experience to free our customers from the day-to-day heavy lifting of IT Ops, so IT can focus on better outcomes for their business.  

Advisory and Professional services let experts tailor a digital transformation strategy to the customer that meets business and IT needs and accelerates time to delivery. Offerings include consulting and advice across the environment. Take a moment to look at some of the available services and see if they would fit your customers’ needs.  

Other Services through HPE GreenLake Central
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When making an HPE GreenLake sale, you can offer several other services to expand your sales opportunities. Keep in mind that each of these offerings shown above is a cloud-based offering.

HPE GreenLake for continuous cost control provides customers with financial monitoring and optimization in the cloud. Through an easy-to-use and customizable dashboard, customers receive an evaluation of cloud cost performance over time, optimization recommendations, business event monitoring, and more. These features help customers achieve a better understanding and ability to optimize costs based on objective and experienced analysis.

HPE GreenLake for continuous compliance equips customers with visibility and alerting for compliance in the cloud. With this offering, customers receive support from a team of cloud governance, risk, and compliance (GRC) architects, who use common compliance frameworks like the National Institute of Standards and Technology (NIST), Payment Card Industry (PCI), and General Data Protection Regulation (GDPR) to map your path to continuous compliance. The team delivers an ongoing evaluation of key regulatory controls, so your customers can rest easy, knowing that they are mitigating a major source of risk to their business.

HPE also has the HPE Right Mix Advisor to deliver advisory services for hybrid cloud app migration strategy. The service provides a client master data repository (MDR), which it uses to depict the future hybrid cloud estate. The services expose application dependencies, and provide discovery, analysis, and a migration plan for apps, so customers can successfully realize the benefits of a hybrid cloud deployment.  

Adding Services
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Working with HPE, our Partners are able to take their customer on an ‘as-a-Service’ journey, transforming their existing environment to be delivered ‘as-a-Service,’ from discovery through to consumption, wrapping around their solutions, enabling a new portfolio. It’s important to understand that HPE has the capabilities to be able to deliver this throughout the journey, and HPE is here to help you deliver these.

First, you need to understand what is within the customers’ environment, and you can get help from HPE through the Customer Asset Program (CAP). With CAP, HPE captures a full list of the hardware within the environment, which includes HPE and other vendors’ equipment, so you can open up the discussion to talk about your customers’ complete environment.

With the Software-defined Opportunity Engine, you are able to analyze what is within the environment and advise the customer on which workloads should sit where within their hybrid environment. You can even help the customer free up funds from their existing environment, which can help them pay for their ‘as-a-Service’ journey and for those assets that need to be disposed of in an environmentally friendly way. And all of this can be overseen and project managed through with HPE Advisory & Professional Services, which can be used to help accelerate the customer’s as-a-Service journey. You will learn more about each of these services throughout this course.  

With HPE, you can discover what is in your customer’s environment, advise where workloads should sit, free up funds from the existing environment, and accelerate and manage the whole ‘as-a-Service’ journey. But you do not need to rely on HPE for this entire journey. You can deliver parts of this service yourself.  

You can also offer parts of the as-a-Service environment from administering, advising, and operating the infrastructure to delivering and installing it. HPE GreenLake Management Services can perform some of these services as well, such as including certain ISV software or hosting the environment through colocation partnerships.  

HPE GreenLake Management Services
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HPE GreenLake Management Services (GMS) through HPE GreenLake is a product-agnostic services platform that can help the customer run hardware, software, and services that compose HPE GreenLake. HPE GMS provides capabilities for remote monitoring, operations, administration, advising, and optimization across the entire IT stack, which can extend beyond HPE GreenLake workloads. These services can perform functions on infrastructure, the operating system, the virtualization layer, middleware, and even applications and workloads. The different IT hardware or software components can be on-prem, in a customer data center, or in a hosting location, such as public cloud.  

HPE GMS can be selectively built into HPE GreenLake. The service is tiered, so services range from basic tasks to complement the customer's admin team, up to a completely hands-off, cloud-like experience to let them focus on applications or workloads. HPE can operate the entire data center, periodically advise and administer a small environment within a data center, monitor remote locations, or perform some other combination of these services. And support from HPE GMS can be delivered across the entire estate, from the edge to the cloud.

HPE has the expertise, infrastructure, ecosystem, and tools needed to deliver a solution that will make the IT environment simpler to operate while allowing the customer to maintain control.  

Flexible Financing Options with HPE Financial Services (HPEFS)
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HPE Financial Services (HPEFS) also helps customers fund their transformation and build IT investment strategies that support it. With offerings such as transition solutions, sale/leaseback options, and asset upcycling, HPEFS helps customers generate cash from existing assets, increase agility to accelerate innovation, obtain real-time insights, and deliver sustainable solutions. Leveraging a broad portfolio of flexible payment solutions, HPEFS will help business leaders achieve financial vitality to meet immediate needs and find long-term success. Read below to preview some key benefits and offerings available from HPEFS programs.

Generate cash from existing assets

HPEFS offers buyback options to help customers convert existing assets into cash for investing in new technology. We can also buy back excess newer equipment to help customers generate cash for new IT investments or for other parts of the business. In this way, we have unlocked US$ 642 million in the past two years. We help companies large and small with buybacks ranging from thousands of dollars to millions.

Increase agility to accelerate innovation  

By removing financial barriers, HPE gives customers the agility to adopt the technologies they need to accelerate innovation. They can adopt new technologies with fewer risks because HPEFS helps them to extract value from assets that they no longer need and roll those investments into new solutions.  

During the recent global disruption, many companies wanted to preserve cash, while facing more pressure to use technology to remain competitive. HPE helped the companies balance these opposing forces with programs such as the 2020 Payment Relief Program, which enabled customers to defer payment for over 90% of a solution for eight months.

Obtain real-time insights

HPEFS can help customers gain deeper insights into the IT assets that they already have and the value that those assets are generating. We can help IT justify the business value of solutions to the financial department using the metrics most relevant to that customer.

Deliver sustainable solutions

Your customers recognize the need for sustainability. They don't want valuable materials in their legacy equipment to end up in landfills.  

HPEFS helps to create a circular economy, in which resources are reused and everyone wins:

• Buybacks and other options enable customers to obtain value from their legacy equipment.

• HPE uses the equipment for its certified pre-owned products and asset upcycling solutions, keeping materials in the circle longer.

Customers who require legacy equipment to meet particular use cases can find it among HPE certified pre-owned products.

Learning Check

Take a moment to review the solution. Match each possible addition to HPE GreenLake to the corresponding customer, whose needs it meets. The answers are on the next page.
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Answers to the Learning Check

[image: image]

Summary
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In this module, you learned to articulate how HPE GreenLake value meets customer business objectives. You also learned what makes up an HPE GreenLake solution, from the IT infrastructure to financing solutions to additional services offerings.  

You also learned what value HPE GreenLake offers partners like you. You can help preserve customer relationships, simplify processes, and offer substantial economic benefits.


Module 3: The HPE GreenLake Sales Process
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Module 3: The HPE GreenLake Sales Process

Learning Objectives
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You will now learn about the HPE GreenLake sales process. Topic 1 explores the five stages of the sales process. You will then learn about partnering with HPE for a successful HPE GreenLake sale in Topic 2. Topic 3 covers the tools HPE offers to help you throughout the process.

After completing this module, you should be able to describe the steps of the sales process including your role and actions required. You should also be able to identify resources and expertise to determine the reseller responsibility and touchpoints throughout the entire customer lifecycle. Additionally, you should be able to identify situations when you, as an HPE Partner, will be working with HPE representatives in different roles.

Given a customer scenario, you should be able to describe best practices for partnering with HPE and HPEFS to fulfill customer goals and objectives. Finally, you should be able to identify deviations in the HPE GreenLake sales process based on region and role.  

Topic 1: The Sales Process
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The first topic of this module outlines how you will partner with HPE throughout the HPE GreenLake sales process.

The HPE GreenLake Sales Process
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HPE helps you throughout the HPE GreenLake sales process, which is composed of five main steps, as you can see in this graphic. The sales process will also differ slightly for custom and standard solutions. Standard solutions include offerings built through the Swift sales program and the HPE GreenLake Quick Quote (GLQQ) tool.  

In the first step of the sales process, you will identify, register, and qualify the opportunity. You’ll continue work on deal preparation, ensuring all necessary planning documents are in place and key parties have been involved. With GLQQ, you will perform the next two sections by just filling out information in the tool. With a custom deal, you will assemble an early pricing and budgetary solution that includes Start and End Bills of Materials (BOMs).  

In the Initial Budgetary Solution phase, you must first receive initial pricing approval from the Deal Owner (DO) and Partner Business Manager (PBM). Then, you’ll present the business case of the HPE GreenLake solution to the customer. You will want to work with the Deal Owner to create a competitive value proposition using information the customer has provided you, as well as tools and assets provided by HPE.

Next, you will engage in the formal solution process that ends with an order booking. Many HPE organizations are involved. You may interact with account managers or representatives from HPE Financial Services, Hybrid IT, and HPE Pointnext Services. To complete the order booking, the Partner and Customer SOW need to be developed, signed, and approved. Binding pricing must also be approved at this time.  

Once the HPE GreenLake solution has been ordered, you’ll help deliver and implement the solution for your customer, no matter whether you used standard or custom quoting methods. You will also work closely with the Distributor and HPE, particularly your Transition Manager. Implementation of the new HPE GreenLake solution is the result of a combined effort from both the sales and delivery teams.  

Finally, you’ll focus on ensuring that your customer has the resources they need to achieve their business objectives. You can track your customer’s usage through Billing Manager. The Account Service Manager (ASM) will also do capacity planning and you will work together to plan for additional needs. Once your customer’s requirements are clear, you and the ASM will need to help them compose a change order. The support and expand section can also overlap with the identify and register step when it comes to change orders and expanding opportunities.  

In the following pages, you’ll go into more detail on how to accomplish each of the steps of this process.

Identify, Register, and Qualify
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You should begin the sales process by positioning the solution and qualifying the customer. In Module 2, you learned about how to complete these steps, which includes filling out the qualification questionnaire if applicable. Once you have delivered the value proposition and qualified the customer, you will want to prepare for engagement and define customer requirements. This step includes assessment and sizing to determine the units of measurement, right sizing considerations, and a diagram of the customer’s environment.  

You will also want to engage the Channel Rep. This person can help you with the assessment as well as with the other stages. Your Channel Rep will be an assigned engagement manager, which could be an HPE Pointnext Services Sales Rep, an Enterprise Account Manager (EAM), a Partner Business Manager (PBM), or another rep within HPE or HPEFS. This rep will provide assistance and sort out details for the plan going forward. This step is the same for standard and custom quoting methods.  

Deal Preparation
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After engaging the Channel Rep (which could be your PBM or Engagement Manager) and qualifying the customer, you will register the deal in Salesforce.com (SFDC). You can do this in GLQQ or your Channel Rep can help you with this part. You will then want to run a credit check, again with help as needed from the Channel Rep.  

Creating and Registering an Opportunity

Registering a deal is an important first step in the process. Not all countries require you to register a deal, but you should be prepared to do so in case. Click through the following steps shown as yellow arrows to explore the process of creating an HPE GreenLake channel opportunity entry and registering a deal.

1. Log in to the HPE Deal Registration in HPE Partner Ready Portal

[image: image]

To begin the process of creating an HPE GreenLake channel opportunity entry on the HPE Deal Registration through a Salesforce.com form:

• Log in to the Partner Ready Portal for HPE. 

• Click “My Workspace.”

• Under “Deals,” click “Deal Management” or “Deal Registration,” depending on your region.

• Scroll to the bottom of the page and click “Go.”

2. Create an opportunity

[image: image]

To create an opportunity:

• Click “CREATE NEW.”

• Search for customer and select customer name.

• Enter details.

• Click “CREATE OPPORTUNITY.”

3. Select a Distributor
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To select a Distributor:

• Scroll down to Channel Partners.

• Click “ADD DISTRIBUTOR.”

• Select Distributor for the opportunity.

4. Enter product group and subgroup
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To enter product group and subgroup:

• Enter “HIT GreenLake” in the product group field. 

• Enter “GreenLake” in the subgroup field. 

• Fill in the rest of the information.

• Click ADD TO OPPORTUNITY.

5. Complete opportunity
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To complete the opportunity:

• Select the added product.

• Click “SAVE.” (After you’ve created the opportunity, you can return and manage it as necessary.)

6. Register deal
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To register the deal:

• Ensure you have the correct opportunity selected.

• Scroll to the bottom of the page.

• Click “REGISTER DEALS” to open the Deal Registrations tab (or “CREATE QUOTE” for a standard solution with HPE approval).

7. Complete questionnaire

[image: image]

To complete deal registration and the questionnaire:

• Check to apply HPE GreenLake. 

• Complete the questionnaire. 

• When you are finished, click “SAVE AND REVIEW.”

8. Submit for approval
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To submit for approval:

• Select the Deal you want to Submit.

• Click “SUBMIT FOR APPROVAL.” 

Credit Check
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After registering the deal, or earlier, you need to do a credit check. Getting a credit check before qualification and solution pricing is critical as credit information will factor into whether or not the customer is a good fit and how to finance the solutions. HPE will perform the credit check, but you can provide the information to do so. Remember that your HPE Channel Rep can help you get to the point where HPE can run the check.

Bad credit will not disqualify a customer, but it may increase prices. But finding out about bad credit late in the sales process will cause more work for you and your HPE representative. Getting a credit check early will allow you and your HPEFS representative to use flexible financing options, such as technology buyback to make the solution work for the customer’s business needs.

HPEFS will perform another final credit check at the end of the process. If you miss the first credit check, you could get to this final credit check and have the deal fall through.

Learning Check

Now take a moment to review what you have learned so far in this topic. When should you enter a deal in Salesforce.com? The answers are on the next page.
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Answers to the Learning Check
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Pricing & SOW for Custom Solutions
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The next phase is to size the solution. To do so, you need to define the start and end capacity. Throughout this module, you will learn about the tools and resources available to help you with this step. They include tools for assessment and sizing. The HPE GreenLake Quick Quote (GLQQ) tool provides you with pre-defined configurations so all you need to do is select the right option. But GLQQ is not always an option as some customers will have requirements outside of the tool. For these customers, you will need to build start and end BOMs and submit them to HPE through an opportunity review (OR). You will then receive pricing and proposal documentation from HPE and your Distributor. With the GLQQ tool, steps 2 through 4 occur inside the tool. You only then have to add your uplift and get formal pricing approval.  

Proposal and SOW for Standard and Custom Solutions
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Getting to the proposal stage will be a slightly different process for the different quoting methods and the different solution options. No matter which of these options you choose, you will need to assess your customer’s environment to be able to size the solution. After that step, you will be able to determine which quoting method and solution offerings are best for your customer.  

If your customer fits the Swift sales program and you are in a region that uses the Swift Program Rate Card, you will get pre-approved pricing from the Distributor and can work with them to create an HPE GreenLake Agreement. You can also use the GLQQ tool to build a Swift sales program or cloud services workload solution. With the GLQQ tool, you will get solution recommendations and executable pricing as an output.  

For custom solutions, you will need to build a Start and End BOM. Cloud services solutions simplify the BOMs, and HPE sizing tools will help you create them. Specifically, One Configuration Advanced (OCA), provides the format for you to input BOM information. A solution architect and/or Distributor will help you build the pricing.  

With the GLQQ tool, you may get orderable pricing, which will allow you to skip to the proposal. If not, and with a custom solution, pricing will be sent to HPE for Opportunity Review (OR) and final pricing approval. With GLQQ, this process may be streamlined and not require a meeting. Once pricing is approved, you can use the proposal documents and final approved pricing from the tool or from your engagement manager and Distributor to propose the solution.

The Final Steps
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Once pricing is approved by HPE, you will build your proposal and submit it to the customer. You will then follow the SOW and legal processes. Note that this is a long-term agreement, so you may need to bring in your legal department to ensure the SOW and final agreement adhere to your company’s policies and your customer’s requirements.

HPE then performs delivery with your help. You may have added installation services from your company or HPE, and you may need to help with components of the delivery, but most of this process will be done by HPE. Once the customer’s solution is up and running, you will then go through the change order process.  

Creating a Customer SOW
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The HPE GreenLake agreement is a service-led agreement with HPE, so you will need to make sure the agreement fits your company’s regulations. For your first HPE GreenLake deal, the process of ensuring legal measures are met, may take some time and involve multiple departments. You will also need to make sure the agreement meets the customer’s specific SLAs.

For non-standard solutions, you will need to create an SOW, which we refer to as the Customer SOW. You will receive a Partner SOW made up of an SOW Order Form and HPE GreenLake Channel SOW Pass-through Terms document. The Pass-through Terms document is between HPE and the end customer, so you should keep this document intact in your Customer SOW.

You can flow down many of the terms and conditions from the HPE GreenLake Partner contract in the SOW Order Form that you received from Distribution, but some sections of this form will not pertain to the solution you are putting together. You should change or remove these sections. For example, Distributors will often include a Shrinkage Cap on the Partner SOW that they deliver to you. The Customer SOW you deliver to the customer does not need to include a Shrinkage Cap. All of these documents should be summarized in the same agreement, but because you may have different pass-through terms from HPE, you should be prepared to remove and edit them as needed.  

In addition to many of these terms, you will add binding pricing, your logo, and other components that you typically include in an SOW.  

Closure and Delivery
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Here you can see a timeline of the HPE GreenLake delivery process, which starts from the initial order documents and carries through to the start of services for the customer. The Swift sales process and any services you offer can reduce this timeline significantly—especially the building phase.  Each of these steps ensures the solution is assembled carefully and in line with the customer’s stated requirements.

You may be contacted during the order process, but much of this process is handled by HPE. However, your customers may have questions about the delivery and implementation timeline, so it is important that you understand what must occur to get the solution up and running. Please be aware that the timeframe given for each step is approximate, particularly for the installation phase. Your primary responsibilities are to ensure the delivery team has the information necessary to make installation a smooth process and to follow up after installation.  

One way you can help smooth out this process is to ensure power and cooling requirements have been specified and that the customer site is ready for installation of the new equipment.

Support and Expand
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After implementation and delivery, your customer can finally put their HPE GreenLake solution to use. But there is one last phase left in the sales cycle: change orders.

With HPE GreenLake, your customers will have a buffer capacity, which is a small percentage of total capacity. As your customer’s consumption grows near the buffer, begin talks about what a change order should include. A simple change, which increases capacity of the same technology, can happen quickly. Pricing has already been set in the SOW; you just need to create BOMs for the customer's capacity additions. Keep in mind that you do need to obtain HPE approval for simple changes if the customer’s use is still beneath 90%. You simply need to explain that, for example, the customer has a large, upcoming project that will quickly take them past their current capacity.

If your customer is looking to introduce new technology or sites to the solution, the process will require more planning. You will want to assess your customer’s needs, build a solution with the new technology in mind, and work through the details with your customer as you did before.

Variables in Solution Delivery

As you discuss the HPE GreenLake delivery timeline with your customers, be sure to discuss the factors that can lengthen and shorten the estimate.

Because HPE GreenLake solutions can be unique for each customer, delivery timelines will vary. You should familiarize yourself with these variables so you can describe what timeline your customer might expect for their solution. Read below to learn more about these delivery timeline variables.  

Solution buildout

During the sizing, designing, and pricing stage, some variables will extend or shorten the cycle.

• Solutions built using the HPE GreenLake Quick Quote tool or the Swift sales program will rapidly speed up the process

• Solutions previously built for traditional sizing will take longer to build out as an HPE GreenLake solution

• If a formal or escalated discount is added, approval will take longer

• Any adjustments made to BOMs after OR will extend development

Technology designations

If the technology your customer requested takes longer to manufacture, it may add time to the delivery process. HPE uses three complexity designations to describe solutions and the time they require. Complexity accounts not only for complexity of initial manufacture, but installation as well.  

• Simple: refers to simpler technologies, such as blade servers or HPE Nimble.

• Semi-complex: includes a simple technology solution with multiple sites or other mitigating factors which might extend its delivery timeframe.

• Complex: refers to solutions that add planned installation time, such as CS 900 SAP HANA solution.

Dependencies and assumptions

HPE approaches HPE GreenLake solution delivery with specific assumptions in mind.  You should make sure your customers are familiar with the following rules, dependencies, and assumptions so they know what to expect.

• Revenue recognition rules

• Assumption of standard build, ship and installation (Services can be delayed if the customer pushes out the installation date) 

• Assumption that customer has agreed to partial month billing (completed during sales cycle and creation of SOW)

• Assumption does not account for the possibility of pre-builds or non-standard processes or solutions

Risks

Every process has speed bumps. Communicate with your customers these common risks to help them prepare for unexpected slowdown when delivery time comes.

• Customer site readiness issues

• Customer pushing out installation dates

• Manufacturing lead times/supply constraints

• Install resource constraints

• Issues causing rework with booking package and other internal  

Topic 2: Partnering with HPE  
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This topic covers how you will partner with HPE.  

Guidelines for Engagement
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Lead generation can be a two-way street that involves working with your HPE account team. HPE builds consumption unit pricing, but HPE's contract is with the Distributor (or Tier 1 Partner), and HPE does not share pricing or any formal documents, such as a proposal or SOW, with the Tier 2 Partner or customer. You (the Tier 1 or Tier 2 Partner) will add your margin to the unit cost, and can also add your own services to the solution. Your HPE sales team is available to help you throughout this process and can help pursue escalated pricing approvals when necessary.  

Partner, Distributor, and HPE Responsibilities

The Partner, the Distributor, and HPE all have a role to play throughout the HPE GreenLake sales process. Read below to explore some of your responsibilities, and the responsibilities of the other parties involved. Note that every sale is unique, and you may be responsible for more or fewer tasks depending on your relationship with your HPE rep and your Partner Sales rep.

Partner Sales responsibilities

• The Partner must register all leads for HPE GreenLake through SFDC or through the Partner Ready Portal. 

• The Partner will help HPE qualify opportunities by providing information requested in the qualification checklist.

• The Partner is responsible for entering into its own agreements for the sale and provision of HPE GreenLake to its customers.

• The resale of HPE GreenLake services requires a multiyear term for a minimum of three years. Change orders to add HPE GreenLake services for an existing customer will also require a minimum multiyear term of three years. 

Partner Presales responsibilities

• Partner Presales is solely responsible for sizing the solution and building the BOMs. HPE can help with assessing and sizing, but Partner Presales should build the solution.

• Partner Presales can also help with any of the partner sales responsibilities and should consult with HPE throughout the entire process.

Distributor responsibilities

• In order to purchase HPE GreenLake services from HPE, the distributor will communicate with HPE. 

• The Distributor is responsible for entering into its own agreements for the sale and provision of HPE GreenLake to the Partner.

HPE responsibilities

• The HPE rep will review, qualify, and approve Partner registered opportunities.

• The HPE rep will communicate with the Distributor (or Partner, if applicable) to determine the details for the purchase of the services. 

• The HPE rep will provide HPE delivery contact names who will work with the Partner on initial installation and ongoing capacity management.

• The HPE rep will provision hardware and ship directly to the customer.

Roles and Responsibilities
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Review these roles and responsibilities so that you are aware of what you will be accountable for. For your first sale, HPE may help with most of the tasks in the Partner Sales and Presales columns. There are also many tools available to help you with qualification, assessment, building BOMs, SOW development, and more.  

You can see here that Partner Presales is responsible for sizing the solution and consulted with most other steps. As a Partner Presales professional, you will work with your sales team and the Distributor to provide everything except installation and support. Your organization could have installation and support services, in which case you would be responsible. You will be given access to usage reports by HPE and your team will need to communicate these reports to the customer.  

After completing this course, you should be prepared to either complete each task that you are responsible and accountable for or to access the resources and individuals that will help you complete it.  

Learning Check

Now take a moment to review what you have learned about your responsibilities. As a Partner Presales representative, you should provide help and consultation during most stages of the sale. Which of the following stages are you primarily responsible for, and which are you not responsible for and only informed about? Pick one answer for each. The answers are on the next page.
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Answers to the Learning Check
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Defining Your Role
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It is important to identify your role because it could be a mix of Presales Engineer, Sales Engineer, Systems Engineer, Solution Architect, or Sales Professional. You may have multiple team members from your organization with any of these titles involved in an HPE GreenLake sale. In this course, we define a Partner Sales professional as the one who performs customer engagement and relationship management, pricing and SOW development, and capacity management. The Partner Presales Professional sizes and designs the solution and consults throughout the process with HPE and the Partner Sales Professional.  

HPE GreenLake for Partners is distinct from other similar programs in that you, the Partner, own the final solution, price, and contract with the customer. You, or someone on your team, is the project manager. Your organization sets the tone and communicates the vision, which involves determining the solutions needed. You do not need to be a subject matter expert in everything. You build the team and can rely on HPE team members as needed. Identify what you don’t know and ask HPE for help.  

Complex GreenLake Opportunity Team Structure
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Now take a look at the structure of HPE team members that are available to help you. You will start with a GreenLake Presales manager or a Pointnext GreenLake Sales professional. This person will add an Engagement Manager to the team and possibly a Hybrid IT lead or Presales Project Manager. Depending on your solution, the manager may add solution architects with specializations in the products you are offering. You will also get an Account Delivery Manager and GreenLake Business Support Manager if needed.  

How to Form the Team
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You can begin to form your team by reaching out to HPE and obtaining an Opportunity ID from either HPE Pointnext Sales or your Presales Project Manager. You can also outline your opportunity with the GreenLake Presales Manager. In this email, you should include what you know about the customer objectives and technologies involved as well as any issues and concerns you have or any design support you need. Your GreenLake Presales Manager will assign the engagement manager and other team members that you need including any solution architects.  

To engage with the team, you should schedule a kick off meeting focused on customer objectives and your vision. You may be able to skip the meeting and just send an email for standard solutions or small custom deals. Either way, you should provide a timeline, establish expectations, and determine roles. You should also determine the rules of engagement so each team member knows which steps in the process they will be relied upon and who they should communicate with.  

Who Will Help When
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Now review the sales process and who will perform each task. Be aware that these roles will be fluid. Note that you will learn more about how to complete step 9 in Modules 5 and 6.

Engage HPEFS
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To help you speak to financial benefits, you will want to involve HPE Financial Services (HPEFS) in your process. HPEFS has extensive experience with financial discussions that you can use to your advantage. They know the language and can provide you with helpful support in customer conversations. The earlier in the cycle that you engage HPEFS, the more you will be able to benefit from their expertise.  

Keep in mind that HPEFS likely has an existing history with the customer, too, and important knowledge that can make your financial conversations all the more successful. Ask who in HPEFS has a relationship with your customer. Connecting with people who have already had financial discussions with your customer can give you more tools for effective sales conversations.  

You will also want to know if the existing customer equipment will be a part of the HPE GreenLake solution. HPEFS can help the customer extract value from their current solution, so you will want to make sure to discuss these options before proposing a solution to the customer.  

Last, know if the customer has qualified for financing. Various preparations will need to be made depending on the solution you’ve built and how it fits with your customer’s plans, so try to bring HPEFS in as early as possible.

Topic 3: Tools to Help You
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You will now learn about the tools HPE provides to help you.  

Element Automation Tools—Order to Delivery and Beyond
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Now take a look at some of the tools available to you. You will learn about each of these tools in the following pages. It is important to note here that GLQQ and OCA are the two ways to build BOMs. The Solution Sales Enablement Toolkit (SSET) and Assessment Foundry (SAF) provide sizing tools to help as well. In 2022, SSET will integrate with GLQQ and SAF. Other assessment and sizing tools, such as the Software Defined Opportunity Engine, will have additional features built in soon.  

Whether you build the solution in OCA or through GLQQ, you will need a UCID, which is an ID number HPE uses to review and build the solution for you. Smart CID is one way to get the UCID.

Discovery and Assessment Tools and Programs

Assessing the customers’ environment is one of the most important steps in the sales process because it prepares you to size the solution. You may have your own tools for assessment, but you can also use HPE assessment tools and programs, such as Assessment Foundry, HPE CloudPhysics, the Customer Asset Program, and Right Mix Advisors. Read below to learn more about some of these tools.

Assessment Foundry (SAF)

With Assessment foundry, you can get sizers and assessment tools, with some integration into OCA for final BOM development. Originally built for storage assessment, the tool now provides more than storage assessment and the ability for collection to quote in under an hour. It consists of many different tools, but the main ones for sizing available are:

SAF Collect

• Requires no installation at the customer environment

• Provides instant and automated data collection with one-click uploads

• Discovers multiple data sources, which include servers, storage arrays, and vSphere applications

SAF Analyze Online Application

• Turn collected data into sizing goals & objectives with deep analysis of collected metrics

• Cloud assessment and lead generation

HPE Cloud Physics

HPE CloudPhysics is an easy-to-use SaaS platform from HPE that provides on-demand analysis of your customer’s data center environments. HPE CloudPhysics assessments help you become your customer’s trusted advisor by continuously monitoring and analyzing their data infrastructure.

HPE CloudPhysics is used to provide data driven insights for virtualized infrastructures to improve IT performance, right size, optimize workload placement, and more. Some of the available solutions for customers to leverage include HPE Simplivity, HPE Alletra, HPE Nimble, and HPE Nimble Storage dHCI. HPE CloudPhysics also provides the ability to assess for HPE GreenLake and Data Services Cloud Console environments. New capabilities are being added, so check HPE Seismic for updated information.  

CloudPhysics helps customers:

• Identify inefficiencies

• Identify optimization opportunities

• Size and model potential HPE solutions

• Understand how workloads affect each other and scale over time

Customer Asset Program (CAP)

To size a solution properly, it can be useful to know what equipment the customer already has. While HPE GreenLake solutions cannot include legacy hardware, you can add services like buybacks of legacy hardware (described in more detail in Module 5).  

HPE also offers a complimentary physical audit through the Customer Asset Program (CAP).

An HPE CAP engagement consists of capturing an inventory of the customer’s current hardware, performing an HPE entitlement look-up of the IT inventory assets, and creating a comprehensive report. This process can take extra time, so decide if it will be useful to you to know your customer’s infrastructure.

HPE Asset is network crawling software that can help customers create this inventory. If your customers are nervous about allowing such software, emphasize that HPE provides the software to them to help them understand their environment. They can then turn over information to you with whatever redactions they desire.

Right Mix Advisors (RMA)

RMA is an HPE Pointnext Services engagement that helps customers plan which workloads to keep on-prem and which to move off-prem, as well as to right-size the on-prem environment. With RMA, HPE Pointnext Services combines expert advice with tools for assessing workloads. The deliverables include:

• Customer Master Data Repository (MDR)

• High-level migration road map for all discovered applications

• A targeted application list with guidance about where to deploy each 

• Identification of migration approaches

• Recommendations for first-mover applications 

Sizing and Quoting Tools

You will find sizing a custom HPE GreenLake solution much like sizing traditional solutions, and you should continue to use the familiar tools. HPE offers a broad array of sizers to help you produce a BOM based on customers’ precise requirements. You can find a full repository of sizers in HPE Tech Pro and HPE Products and Solutions Now (PSNow). Read below to learn more about some of these tools.

Assessment Foundry and other sizing tools

Assessment Foundry also links into and provides many different sizer tools for different solutions which include:

• NinjaSTARS: 3PAR, Nimble, StoreOnce

• HPE Storage Sizer: MSA, XP7, StoreEasy, StoreEver, Switches

• HPE Solution Sizers: Exchange, SharePoint, Skype, SAP, HANA, EPA

SSET

The Solution Sales Enablement Toolkit (SSET) provides a right size guide to the solution for popular workloads and applications. You get:  

• Guide to pick the right solution that is sized and competitively priced

• A solution built for high performance and future growth (one or multiple solutions)

• Integration with SAF and other tools

• A solution customized according to customer data center needs 

• Factory or on-prem validated, black-box build

• An end-to-end solution through validated design

• Full operational solution up and running for life cycle operations, including recast using element APIs

• The ability to maximize ROI with a quick time to value

To access the SSET tool, go to https://sset.ext.hpe.com/

HPE GreenLake Quick Quote

HPE GreenLake Quick Quote (GLQQ) is a user-guided, automated quoting system that helps to simplify and compress the HPE GreenLake sales cycle. The tool is available for all partners and focused on HPE GreenLake cloud services, such as virtualization, private cloud, storage, compute, and database.  

Rather than talk about hardware choices, you can focus on the workload your customer needs to deliver and quickly get the right solution for that workload. You will learn more about the GLQQ tool in Modules 4 and 5.

The GLQQ Tool will help you:  

• Deliver quotes and business value in 5 minutes with user-guided quoting and recommended workload-based offers.

• Eliminate the guesswork and BOM iterations 

• Focus on your customer and not the process 

OCA

One Configuration Advanced and Simple (OCA and OCS) are tools to help you build a BOM. OCA helps you and your customers capture their vision with a concrete configuration in a web-based GUI prior to deployment. In Module 4 you will learn much more about how to use OCA. For now, it is important to note what you can do with the tool:

• Build Start and End BOMs including start and end configurations with multiple technologies and UCIDs

• Include service offerings, such as the required support, other levels of HPE Pointnext support, and HPE GMS

• Add installation services to the BOMs or any services associated with the equipment

• Add consulting services when required by the product or when requested by the customer  

Learning Check

Now take a moment to review what you have learned about the sales process. Read the sales scenarios on the right, and then match the tool that best fits the situation. The answers are on the next page.

[image: image]

[image: image]

Answers to the Learning Check
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Summary
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In this module, you learned the steps in the sales process from identifying, registering, and qualifying to assessing the customer environment, preparing the deal, sizing the solution, building pricing and the SOW, proposing and closing the deal, implementing and delivery, and supporting and expanding with change orders.  

You also explored how to engage with HPE and build a team. In Topic 3, you learned about the different tools available to you with a focus on SSET and OCA.


Module 4: Identifying the HPE GreenLake Solution
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Module 4: Identifying the HPE GreenLake Solution

Learning Objectives
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This module shows you the solution and quoting options available to you with HPE GreenLake. You will begin by learning when and why you would select each option. In Topic 2, you will learn more about the HPE GreenLake Quick Quote tool and the Swift sales program available in it. Topic 3 then explores the HPE GreenLake cloud services, such as HPE GreenLake for Compute, Storage, VMs, and more. The final module covers what you can add to your solution, such as HPE GreenLake Management Services (GMS).

After completing this topic, you should be able to describe available HPE GreenLake offerings and benefits and tailor the solution to meet customer business and technical needs. You will be able to articulate the solution offering for GLQQ, Swift, custom, or cloud services, identify and describe key building blocks for the solution, and determine the correct sales process for each tool, and decide when to choose each method for customers’ unique business and technical needs.  

Topic 1: HPE GreenLake Solution Quoting and Delivery Options
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You will now explore what makes up the HPE GreenLake portfolio.  

HPE GreenLake Options

[image: image]

With HPE GreenLake, you can offer an as-a-Service solution, delivered on-prem through one of three different delivery methods: the Swift sales program, cloud services, or custom-built solutions. The Swift sales program provides an entry-level HPE GreenLake offering for smaller workloads. As the name implies, the Swift sales program lets you quickly design and get approval for a solution. For customers with larger, more complex needs, you can design a custom solution. These solutions are available worldwide and are tailored to a customer’s particular needs. Lastly, for customers that have a specific workload need, you should position HPE GreenLake cloud services. These offerings were built with cloud use cases in mind, and they can be up and running in as few as 14 days.

HPE also offers you several options for building a quote for these solutions. Quotes for standard solutions are made using the Distributor Marketplace or the HPE GreenLake Quick Quote (GLQQ) tool. With the GLQQ tool, you can rapidly obtain pre-approved pricing for an HPE GreenLake solution that fits into common parameters. Solutions designed with GLQQ, which include cloud services and the Swift sales program, give you actionable documents in minutes instead of months, which let you dramatically speed the sales process. If GLQQ is not available in your area, you can use the Distributor Marketplace for pre-approved pricing.

Custom quotes, which include custom and cloud services solutions, are a more involved process that help ensure a solution meets your customers’ specific needs. Over the next few pages, you will learn how you should choose the appropriate delivery and quoting methods for a customer.

When to Position Delivery Options

While quoting options change the quoting and sizing process, the delivery options determine the size, shape, and other qualities of your customer’s solution. In order to help your customers obtain the best solution, you need to know how each HPE GreenLake delivery option supports distinct customer needs. Read below to learn when selling HPE GreenLake is right for you, and when to position HPE GreenLake using the different delivery options.

You should be prepared to sell as-a-Service solutions, such as HPE GreenLake, if you:  

• Want to beat the competition and maintain control of a customer for many years

• Want to differentiate yourself from the competition

• Have service offerings that can easily be paired with HPE GreenLake solutions

You should position HPE GreenLake for customers who:  

• Want to move to an as-a-Service consumption model

• Have workloads that must remain on-prem for security or performance reasons

• Want to reduce costs by “right sizing” and paying for what they consume

• Need to refresh technology or have an expiring lease

• Think the public cloud will save them money

You should position HPE GreenLake cloud services for customers who:  

• Need infrastructure with workload-specific optimization for VMs, containers, compute, AI/ML, etc.

• Need cloud services delivered in edges, colocations and data centers. 

You should position the Swift sales program for customers who:  

• Don’t require the full HPE GreenLake services with a local Account Support Manager

• Require fewer than three locations or prefer remote management

• Have IT budget or staff limitations and need a total contract value (TCV) of less than US $250k (roughly 26 servers or 130TB of storage)

• Need solutions fast with a rapid sales cycle  

When to Use Quoting Options
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You should also know when to use the different options for quoting HPE GreenLake solutions. Here you can see a list of considerations for determining which quoting option you should use. For example, the Distributor Marketplace is only offered when HPE GreenLake Quick Quote is not available. Swift sales program solutions are typically for total contract values between $50,000 and $250,000. A custom quote can meet very specific customer needs and contain multiple technologies, but it does require the most time and work to prepare.  

The speed with which you can provide your customer with a quote can differentiate your offer from the competition, so you may consider using the HPE GreenLake Quick Quote tool or Distributor Marketplace to speed the quoting process. While guidelines for using the different HPE GreenLake quoting options apply generally, they may differ with the services included in a solution. In the following pages you will learn more about each quoting option shown here.

Reasons to Quote with the GLQQ Tool

When the GLQQ tool has an appropriate workload for your customer’s needs, it makes the sales process easier and faster for both the customer and the salesperson. Using this tool gets you to a proposal more quickly so that you can seize the opportunity and close the deal.  

Read below to learn more about the benefits of quoting with the GLQQ tool.

Shorter time to proposal  

• In the past, HPE GreenLake solutions required multiple BOM iterations, contract negotiations, multiple approvals, and legal review. Any change would lead to the process starting again. 

• Even with more streamlined processes in place, a custom HPE GreenLake solution can take several days and requires HPE involvement in the design. 

• The GLQQ tool lets you get approved pricing in 6 clicks and a proposal in 8 clicks.

Sell HPE GreenLake quickly, efficiently

• The GLQQ tool moves the focus from technologies and products to workloads and business benefits. You enter basic information about the workload and the customer requirements, and the GLQQ tool gives you a proposal and pre-approved, non-binding pricing for an HPE GreenLake solution that meets the customer’s needs.

More time in front of customer, less on internal processes

• With a faster time to proposal, you have more time to focus on explaining the value to the customer and keeping ahead of the competition.

Simplified experience

• With the GLQQ tool, you don’t need to create BOMs, schedule meetings with HPE, or wait for approval. With a few clicks, the tool gives you everything you need to present a proposal to the customer.

Reasons to Deliver with the Swift Sales Program
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The HPE GreenLake: Swift sales program is great for partners new to HPE GreenLake. The program offers pre-configured and pre-priced HPE GreenLake solutions to simplify the sales process.  

You may use the Distributor Marketplace with MSRP pricing or the GLQQ tool to view monthly rates for storage and compute capacity. By standardizing the offerings, HPE simplifies the negotiation process and speeds the sales cycle. You can close an HPE GreenLake deal in just one day.  

With remote delivery via the Swift sales program, HPE makes it possible to offer HPE GreenLake to smaller customers. Because of the cost savings from remote delivery, the total contract value for HPE GreenLake solutions delivered via the Swift sales program can be between $50,000 and $250,000.  

With simple configurations, a rapid sales cycle, and a low cost of entry, the HPE GreenLake: Swift sales program provides smaller customers with the perfect on-ramp to an HPE GreenLake solution.

Reasons to Deliver a Custom Solution
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While GLQQ tool solutions meet the needs for many customers, sometimes you must create a tailored solution. Of course, if your customer wants an HPE GreenLake solution that supports additional workloads outside the selection of pre-engineered solutions offered with the GLQQ tool, you must create a custom solution. But other reasons exist as well, even when the GLQQ tool does have a solution for the workload in question, you may need to build a custom solution. Many customers have specific requirements such as a preferred processor, that does not exist in the pre-approved pricing solution. The GLQQ tool does not give you the granularity to select hardware types, so you would need to create a custom quote.  

You may also want to create a custom quote if your customer has an existing environment that needs to be salvaged or incorporated into an HPE GreenLake solution. In this case the customer needs a quote based on infrastructure they already have and not on solutions they need you to provide.  

Even when you plan to create a custom quote, the GLQQ tool, which you examined in the previous topic, can be helpful. You can use the GLQQ tool to come up with ballpark pricing to spark customers’ interest—making sure to tell the customer that this is preliminary pricing only. You can then use the process outlined in this topic to create the custom solution and obtain true pricing for that solution.

Learning Check

Take a moment to review the solution. Match the HPE GreenLake delivery options to the customer whose needs they serve best. The answers are on the next page.
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Answers to the Learning Check
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Topic 2: HPE GreenLake Quick Quote and Swift Sales Program
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Next, you will explore the HPE GreenLake Quick Quote tool and the Swift sales program in greater detail.

What is the GLQQ Tool?
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HPE GreenLake Quick Quote (GLQQ) is a self-service tool that HPE Partners can use to quickly build HPE GreenLake solutions for their customers. Explain, propose, and close with ease thanks to the tool that simplifies and compresses much of the work behind the scenes.

To see if building an HPE GreenLake solution with the GLQQ tool works for your customer, you must determine if a pre-defined solution that meets your customer’s needs is available. Here you see some examples of the workload-specific solutions you can build with the GLQQ tool. The GLQQ tool also includes options for workloads, such as business-critical storage, and options for building Swift sales program solutions. Keep in mind, that available workloads are region specific. The HPE GreenLake team works to add new workloads on an ongoing basis, so you should regularly check the tool for new options.  

While the GLQQ tool is extremely versatile, it can only benefit you and your customers if you understand its limits. The type of customer best served by the GLQQ tool knows what workload they need their solution to support, but doesn’t have a specific preferred technology. The GLQQ tool is valuable for your sales process because you can provide a quote fast and deliver pre-engineered HPE GreenLake solutions to customers with impressive speed. Remember, if a customer has very specific needs or wants they may be better served by a custom built HPE GreenLake solution.  

What is the Opportunity with the GLQQ Tool?
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The GLQQ tool does not just benefit customers. It also provides partners that are new to HPE GreenLake with the resources necessary to win and thrive.

With pre-defined pricing you can keep customer conversations focused on the solution and avoid getting caught up in the negotiation process. With BOMs built for you, you can dedicate your attention to helping customers find the HPE GreenLake solution to meet their needs, and deliver those solutions quickly.

With the GLQQ tool you can land new HPE GreenLake customers and connect with customers of any size, from SMB to enterprise. You can also offer a simplified experience and rapid sales cycle to customers with pressing deadlines or small IT teams. You can introduce customers to the benefits of as-a-Service solutions, get your foot in the door, and build your recurring revenue as your customers’ capacity needs grow.  

The GLQQ tool also helps you quickly reap the benefits of an HPE GreenLake sale, such as noteworthy compensation rates and improved customer retention. Additionally, you can leverage the appeal of an as-a-Service consumption model to differentiate your offerings.

When Should You Use the GLQQ Tool?
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The solutions you can offer through the GLQQ tool are designed for customers of all sizes from SMBs to large enterprises. While you can also create custom quotes for high-touch accounts for mid-market and smaller customers, HPE recommends using the GLQQ tool when possible. System integrators (SIs) and service providers (SPs) are examples of some smaller companies that can require the treatment of larger companies.  

Who Can Use the GLQQ Tool?
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Here is the list of countries in which the GLQQ tool is available to distributors, Tier 1 partners, and Tier 2 partners for use, as of November 2021. GLQQ tool outputs will vary depending on partner type. If you work in one of these countries, check with your Engagement Manager or Partner Business Manager (PBM) to see if the tool is available. Note that the Swift sales program may be available in your country even if GLQQ tool is not.

What Customers Get with the GLQQ Tool

The HPE GreenLake Quick Quote Tool is constantly evolving. Read below to view some of the available workloads, GLQQ benefits, and add-on options as of the release of this course. Make sure to talk to your PBM and view the HPE resources so you can be up to date on what you can offer.  

Consumption Services  

• HPE GreenLake cloud services for compute, storage, and VMs (with more to be added)

• Contract term of 36, 48 or 60 months

• Adjustable reserved and variable capacity from 100/0 to 60/40

• GreenLake Central Access for consumption analytics

• HPE InfoSight Predictive Analytics

Benefits

• 3, 4, and 5-year terms options fit your customer’s needs

• Guided configuration speeds time to proposal

• Automated SOW and business cases help you demonstrate solution value

• Real-time pricing enables scenario-based indicative pricing

• Mobile-friendly and simple to use wherever you are

Add-on Options

• HPE GreenLake Managed Services

• Colocation Services

• Advisory and Professional Services

• Your own Partner-led services  

Learning Check

Now take a moment to review the HPE GreenLake Quick Quote tool. Select the different situations in which you should use the GLQQ tool to build an HPE GreenLake solution. (Select three.) The answers are on the next page.
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Answers to the Learning Check
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The Opportunity for the Swift Sales Program
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You may have customers who need less capacity and who want to try an as-a-Service solution with little risk. The HPE GreenLake: Swift sales program solutions give you a way to do this, and you can find these options in the HPE GreenLake Quick Quote Tool. The Swift sales program will also help you learn how to sell HPE GreenLake.

The HPE GreenLake: Swift sales program opens up a new opportunity for you, allowing you to sell validated and tested HPE as-a-Service solutions to smaller customers. You can offer these customers smaller starting capacity with the ability to scale to meet their growing needs and peak requirements. It allows you to “land and expand” your as-a-Service deals.  

Once a customer experiences the convenience, flexibility, economics, and business value of HPE GreenLake, they will want more. They can simply use change orders to add different technologies, another location, or new services. You can gradually add as-a-Service solutions until they have expanded their HPE GreenLake environment. This way they can begin benefiting from HPE GreenLake and build a solution that transforms their environment from the edge to the data center to the cloud.

What Customers Get with the HPE GreenLake: Swift Sales Program

The HPE GreenLake: Swift sales program offers customers a simple, predefined unit price for HPE infrastructure solutions, support services, and installation. Read below to learn more about what you’re offering customers with the Swift sales program.

Hardware and usage

• HPE owned Nimble, Alletra, ProLiant, or dHCI

• Contract term of 36, 48, or 60 months

• Adjustable reserved and variable capacity from 100/0 to 60/40

• HPE GreenLake Central Access for consumption analytics

• HPE InfoSight Predictive Analytics

• 40%, 30%, 10%, and 0% Variable capacity available in GLQQ

Support services

• Dedicated Remote Service Advisor

• 4Hr Response 24X7X365 Break Fix Support w/ DMR

• Enhanced call handling

• Proactive issue identification

• Firmware level advisory service

Additional services

• Installation of the Nimble, Alletra, ProLiant, or dHCI hardware

• Proactive capacity management and expansion

• Quarterly capacity review meetings

• Performance reports and knowledge transfer

Topic 3: HPE GreenLake Cloud Services  
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You will now learn about HPE GreenLake cloud services offerings.

What is the Opportunity with HPE GreenLake Cloud Services?
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HPE GreenLake cloud services provide you with standard solution sets to easily size and build offerings for customers with specific workload needs, such as VMs, databases, backup, SAP HANA, containers, compute and storage. Customers can create and manage the lifecycle of virtual machines, machine learning operations (MLOps), and containers in the HPE GreenLake private cloud. These solutions can be delivered in edges, colocations, and data centers, and can be quoted using the GLQQ tool or a custom BOM. Make sure to check with the GLQQ tool before you size the solution to make sure your cloud services workload is available.  

The infrastructure is workload optimized with complementary software and services on-prem, so customers can know they are solving their specific needs. You and your customers choose their workloads from emerging apps and data at the edge to the most data-intensive apps and high performance computing needs. They can also choose the services for key workloads, choose the operating experience, and pay with a workload-related metric.

HPE is continuing to expand the range of use cases available thanks to a growing ecosystem of partners. All of these solutions provide the same benefits that come with custom HPE GreenLake solutions, such as payments based on actual metered usage, rapid scalability using an onsite buffer of extra capacity, and enterprise-grade support.  

What are HPE GreenLake Cloud Services?
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HPE GreenLake cloud services are the best solutions to position when competing with public cloud vendors. Cloud services deliver the best of public cloud on-prem and address customers’ remaining public cloud challenges, like data sovereignty, data egress charges, and vendor lock-in.  

As you can see, HPE GreenLake cloud services offer a wide range of pre-arranged solutions to match common workloads, from Machine Learning to VDI. You’ll notice that four offerings are outlined in purple. These infrastructure-based offerings are available in the HPE GreenLake Quick Quote tool and are best to position when competing with infrastructure vendors. You can provide the distributed cloud service solution that other vendors promise, where HPE is responsible for implementation, maintenance, and management, but where the customers receive the infrastructure they need.

The cloud services in orange are currently available for you to offer in some capacity. If you have a customer who needs one of the solutions outlined in green, talk to your PBM or engagement manager about working with HPE GreenLake sales to provide a solution.  

Throughout the rest of this topic, you will learn about the HPE GreenLake cloud services offerings you can offer. Note that these solutions will evolve over time, so make sure you stay up to date.

HPE GreenLake for Compute
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HPE GreenLake for Compute provides versatile, resilient, secure, software-defined compute to support any customer workload. These solutions provide end-to-end cloud-like simplicity and efficiency for IT operations thanks to pre-configured modules delivered directly to the data center. HPE GreenLake for Compute solutions respond immediately to needs with built-in buffer capacity for scaling up or down on demand. In a consumption-based model, billing directly relates to actual compute usage, so you customers get cost transparency.  

You can also offer customers configurations for any workload from ultra-flexible, general-purpose composable compute infrastructure to modular compute-optimized infrastructure and storage-optimized solutions suitable for big data analytics and software-defined storage. HPE GreenLake offers pre-configured solutions across multiple tiers and scales. With online pricing, it’s easy to review and compare different configurations and costs so you can determine the best solution for your customers.  

Read below to learn more about target customers and available solutions for each of the main configurations: Composable, General Compute, and Storage Optimized. Stay updated on the solution offerings here: https://www.hpe.com/us/en/greenlake/compute.html#offerings.

Composable

Description:

• Gain efficiency and control with software-defined solutions that allow you to deploy IT resources quickly. HPE GreenLake with Synergy is a composable bladed infrastructure that powers any workload in a way that is easy to consume, size, and curate for your needs. 

Solution hardware:

• Configurations are based on the HPE Synergy 480 Compute Module.

Use cases:

• Test and development environments

• Secondary sites for disaster recovery

• Production and business-critical applications running in medium to large environments

• Large enterprise and mission-critical environments 

Workloads:

• Hybrid or private cloud

• Virtualization

• Containers

• Small- to medium-sized VDI and virtualization

• Big data, including data analytics and management

• Automation (AI and chatbots)

• SAP HANA

• EHR healthcare applications (EPIC) 

General Compute

Description:

• Support compute-intensive workloads with rack optimized servers for scalability in a small footprint. HPE ProLiant— the world’s most secure industry-standard servers—and HPE Apollo servers deliver the compute your customers need with a flexible, software-defined approach built on a foundation of intelligence starting at the server level.

Solution Hardware:

• HPE ProLiant DL325 with AMD Processors, HPE ProLiant DL360 with Intel Processors, or HPE Apollo 2600 with Intel Processors

Use Cases:

• Suitable for smaller workloads, such as ROBO, VDI and virtualization compute-focused workloads

• Test and development systems

• Data center security appliances, messaging-type collaboration applications, and HPC application test and development

• Optimized for memory- or compute-intensive applications

Workloads:

• Software-defined networks and telco workloads

• Data management

• Financial and scientific computing workloads

• HPC, data analytics, AI and machine learning

• Cloud and dense virtualization compute-focused workloads

• Virtualized server consolidation

• IO intensive workloads

• File and print sharing

• Scale-out data analytics engines

• Collaboration on business applications/big data analytics

• Software-defined storage

• Medium-sized hybrid on private cloud

• Larger VDI and virtualization

Storage Optimized

Description:

• Support data storage-dense workloads with a balance of performance, expansion, and manageability for even the most critical applications and data on-prem. HPE ProLiant and HPE Apollo Servers offer an architecture optimized for big data analytics, software-defined storage, backup and archive, and other data storage–intensive workloads.

Solution Hardware:

• HPE ProLiant DL385 with AMD Processors, HPE ProLiant DL380 with Intel Processors, or HPE Apollo 4200 with Intel Processors 

Use cases:

• Small to mid-sized environments dependent on a blend of storage capacity and computing power

• Good for software-defined storage

• Backups and archiving, object stores, and small data analytics testing and development

• Suitable for medium-sized file servers, software-defined storage with increased compute and memory capabilities

• Suitable for applications requiring large storage capacities combined with increased compute power and memory for in-memory databases

Workloads:

• SAP HANA, virtualized databases, big data, data lakes, and data analytics

• Small- to medium-sized virtual machine solutions

• Data analytics and big data

• Object storage

• Software-defined storage

• Backup and archive

• Financial and scientific computing

• Data communications  

HPE GreenLake for Storage
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With HPE GreenLake for Storage helps your customers deliver business outcomes faster and unlock the potential of your data. Pre-configured solutions for Mission Critical, Business Critical, and General Purpose workloads give your customers faster time to value with industry-leading solutions deployed in as little as 14 days. Customers also get capacity when it is needed because data volumes can grow quickly and unpredictably. The pay-per-use model offers simplicity and financial clarity to help meet demands.

IT teams cannot deliver their highest value if they are tied up with routine tasks. HPE GreenLake for Storage is managed for your customers by HPE experts who take care of core maintenance activities and allow your IT team to better support strategic business initiatives.

Read below to learn more about target customers and available solutions for each of the main configurations: Mission Critical, Business Critical, and General Purpose.  

Mission-Critical

Description:

• For workloads with ultra-low latency and high performance requirements and the need for 100% availability, HPE storage offers a high-performance, highly available, and highly scalable solution for the most critical apps.

Solution hardware:

• HPE Alletra 9000

– Includes Data Services Cloud Console

•  HPE Primera all flash:

– Cost Optimized: ranges from 62 TiB to 377 TiB raw storage

– Balanced: ranges from 195 to 782 TiB raw storage

– Performance: ranges from 391 TiB to 1530 TiB raw storage

Workloads/use cases

• Running mission critical, low latency, and high-availability workloads with high performance requirements extreme latency sensitivity, and need resiliency for 100% availability 

• Workloads such as:

– Enterprise, mission-critical applications

– Large-scale DBs (SAP HANA, Oracle, SQL Server)

– ERP

– Transaction processing

– High-performance, latency-sensitive workloads 

Business Critical

Description:

• Ideal for apps with strict SLAs for availability & performance, medium-scale databases, mixed workloads and/or virtual machine farms. HPE Nimble Storage All Flash Arrays leverage a flash-efficient architecture to achieve fast, reliable access to data and 99.9999% measured availability.

Solution hardware:

• HPE Alletra 6000

– Includes Data Services Cloud Console 

• HPE Nimble All Flash:

– Balanced: ranges from 30 TB to 123 TB usable storage

– Performance: ranges from 123 TB to 372 TB usable storage

Use cases

• Any business critical application with high-performance and high-availability, such as non-mission-critical production workloads

• Workloads, such as:

– SMB and mid-market

– Business critical applications

– Medium-scale databases

– Mixed workloads

– VM farms 

General Purpose

Description:

• Best for general purpose & mixed workloads, disaster recovery and backup data for dev/test, quality assurance, or analytics. Achieve cost-efficient flash performance for both primary and secondary workloads with HPE Nimble Adaptive Flash hybrid storage arrays. Harness a radically simple architecture for mainstream workloads with 99.9999% measured availability.

Solution hardware:

• HPE Nimble Adaptive Flash:

– Cost Optimized: ranges from 30 TB to 122 TB usable storage 

– Balanced: ranges from 122 TB to 307 TB usable storage

– Performance: ranges from 307 TB to 924 TB usable storage

Use cases

• Tier-2 storage configurations for reliable storage, good performance, and good latency

• Workloads such as:

– SMB and mid-market

– General-purpose applications

– Mixed workloads

– DR

– Secondary storage (backup data for dev/test/QA/Analytics)  

HPE GreenLake for Data Protection
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From day-to-day operations to future strategic planning, businesses rely on their data. It represents an extraordinary store of business value, and it must be protected—but as the volume of primary data that organizations collect increases, the challenges of backing up and protecting that data also grow.  

HPE GreenLake for Data Protection provides efficient, enterprise-class cloud backup and recovery from the edge to the cloud delivered through a consumption-based model. The end-to-end solution covers rapid recovery to long-term retention, deployed across cloud, virtual, and physical environments. The ability to scale on demand and offer flexible, pay-per-use models will help customers avoid significant up-front and overprovisioning costs. The solution also helps your customers free up IT resources that can be bogged down with complex backup processes.

Your customers can reduce backup data by 95% with HPE StoreOnce. The solution also allows for seamless backup data to the cloud from HPE storage platforms or from third-party storage with a rich ecosystem of independent software vendor (ISV) partners.

Read below to learn more about target customers and available solutions.  

On-Prem Data Protection

Description

• Back up and recover rapidly with an on-prem, ultra-efficient data protection service. The on-prem backup service enables customers to have rapid recovery on-prem with cloud-like consumption and elastic scaling. Backup is secure and efficient, with faster RTO/RPO from edge to core. HPE Recovery Manager Central (RMC) integrates HPE all-flash arrays with HPE StoreOnce Systems, leveraging snapshot performance with backup protection to deliver flash speed application protection, copy data management, and data mobility built for cloud, with less cost and complexity.

Solution hardware:

• HPE StoreOnce 5200-5650 with catalyst and encryption software

• Customers can also flexibly deploy additional backup software, such as Veeam, Commvault, or Cohesity

Use cases/workloads

• For customers who need to protect on-prem data supporting their business processes in their data centers with demanding RPO/RTO

• Workloads such as 

– Backup and archival on-prem 

Hybrid Cloud Data Protection

Description:

• HPE offers on-demand cloud services that enable customers to simply, efficiently, and flexibly store backup data in the cloud. Customers can directly backup to the cloud from any primary storage array without replacing existing backup workflows, eliminate management complexities and the cost of the backup infrastructure, and unlock the value of backup data. Customers also avoid cloud lock-in with no egress charges, with additional ransomware protection in the cloud.

• HPE GreenLake allows customers to apply the same backup policies to their cloud resources and their on-prem data and manage everything from a unified control plane.

Solution hardware:

• HPE StoreOnce 5200-5650 with HPE GreenLake backup services

Use cases/workloads:

• For customers who are running hybrid cloud environments and want to extend data protection to the cloud.

• Great for customers who want an alternative to public cloud backup

• Workloads such as:

– Test/dev

– Reporting

– Analytics  

HPE GreenLake for Virtual Machines
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HPE GreenLake for Compute and HPE GreenLake for Storage solutions are a good fit for virtualization and virtual machine (VM) workloads, but you should first look to HPE GreenLake for VMs when you identify a need for consumption-based VM solutions. Virtualized infrastructures offer exceptional agility and flexibility for DevOps and data scientists. Bringing the approach into the on-prem data center can bring public-cloud billing surprises to an end by eliminating overprovisioning expenses and providing cost transparency.

HPE owns and installs the VM infrastructure, so there is no up-front capital investment, and your customers get variable payments based on actual usage with buffer capacity for unexpected demand spikes. Customers also reduce TCO by avoiding the costly task of assembling a custom-made virtualization solution. HPE tailors the infrastructure to your customer’s needs and budget, so it is simple to choose the right configuration for streamlined operations and a simplified solution. HPE GreenLake offers several configurations based on modular building blocks offered in cost-optimized, balanced, or performance options for General Purpose, Hyperconverged, or Enterprise-Ready VMs.

Read below to learn more about target customers and available solutions.  

General-Purpose VMs

Description

• HPE GreenLake general-purpose VMs use VMware or Red Hat hypervisors and either HPE converged or industry-standard systems to deliver cost or performance optimized infrastructure for your size of VMs. You can choose systems based on HPE’s market-leading, industry-standard server HPE ProLiant.

Solution Hardware:

• HPE ProLiant compute with HPE Nimble storage 

Workloads/use cases:

• For common workloads such as web applications, batch processing, and other non-mission-critical production workloads

• Designed for maximum efficiency and agility

• Medium- to high-traffic WEB servers

• SAP HANA

• BPM/CRM (SaaS environments)

• SECaaS (Security as a Service)

• In-memory analytics (real-time transaction processing) 

Hyperconverged VMs

Description:

• Hyperconverged systems dramatically simplify IT environments with unprecedented efficiency, performance, resiliency, and intelligence. The HPE GreenLake offering includes HPE SimpliVity and Nutanix options, enabling you to streamline your IT operations and simplify your data center with simple-to-manage, software-defined platforms.

Solution Hardware:

• HPE Nimble dHCI, HPE SimpliVity or Nutanix-configured HPE ProLiant DX

Workloads/use cases:

• Maximum performance, resilience, and intelligence for any workload 

• Data center consolidation

• ROBO

• VDI/DaaS

• Edge deployments

• Choose from HPE Nimble dHCI, HPE SimpliVity or Nutanix

Enterprise-Ready VMs

Description:

• Enterprise businesses, or production or research environments with specific workload compute, memory, and storage optimization needs. Typical workloads include big data, NOSQL dBs, graphics processing, optical recognition, and high-resolution video editing.

Solution Hardware:

• HPE Synergy compute with HPE Primera or HPE Nimble storage

Workloads/use cases:

• Purpose-built to scale using composable infrastructure

• Ideal for more resource-intensive workloads such as Big Data, graphics processing, video editing, and NoSQL  

• Big data analytics

• VMware Cloud Foundation (VCF) on Synergy

• SAP HANA

• VMware virtualization

• Augmented Reality (AR)

• Optical pattern recognition (biometrics, synthetic vision)

• Medical Records (HIPAA, medical imaging)

HPE GreenLake for Private Cloud
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As you learned in Module 2, HPE offers a complete managed private cloud solution backed by HPE GreenLake Management Services (GMS). The solution is based on VMWare, and delivered using HPE Ezmeral software.  

Customers get orchestration and provisioning for virtual machines so developers and line of business are not disrupted by long provisioning cycles. GMS also provides lifecycle management for the cloud stack, which includes infrastructure, bare-metal controllers, and hypervisors.  

The private cloud is hosted on HPE GreenLake consumption-based infrastructure, which includes HPE Synergy 480 Gen10 compute modules, HPE Nimble Storage HF40 flash arrays, and a management cluster based on HPE ProLiant DL360 Gen10 units.

The complete managed private cloud offering offloads management and operational services to HPE GMS through the operations console. Whether workloads consist of VMs, containers, machine learning operations (MLOps), high performance computing (HPC), cloud native apps, or non-cloud native apps, HPE can help manage and host them all. Note that some cloud services, such as Containers, MLOps, and HPC can be managed by HPE GMS.

Other HPE GreenLake Cloud Services

Read below to learn more about some of the other solutions available to you. Note that these offerings will evolve over time and that you can build a custom solution based off of some of these options.

SAP HANA

SAP HANA is the industry’s leading in-memory database designed to address the extreme performance requirements of your customer’s mission-critical apps.  

Help your customers gain superior performance and agility by running mission-critical workloads on some of the biggest and fastest bare-metal appliances available today, all in a pay-per-use model with HPE GreenLake.

Certified SAP hardware from HPE is:

• Optimized for performance by keeping data close (minimal latency and maximum throughput) for mission-critical workloads

• Built using some of the fastest bare-metal appliances available today 

Best fit for data processing and analytics based on performance and sizing specifications.

Containers

HPE GreenLake for Containers is a pre-configured service that is fully managed, powered by HPE Ezmeral Container Platform, and installed in your customer’s data center on a single HPE Synergy chassis.  

You can help customers accelerate application development and app-driven innovation while increasing application efficiency and portability.

The solution includes:  

HPE Ezmeral Container Platform on HPE Synergy integrated system, which includes

• Open-source Kubernetes for container orchestration

• HPE Data Fabric for pre-integrated persistent container storage

• VMWare

Best fit for Enterprises that are deploying containerized solutions for use cases such as application modernization, cloud native applications, or advanced analytics.

VDI

HPE GreenLake for VDI delivers virtual desktops to users from customer data center or colocation.  

Help enable a frictionless experience across work spaces, giving workers access to the apps and data they need to get the job done, wherever they are.

The solution is built with:

• Citrix Workspace or VMware Horizon software and HPE standard infrastructure designed for VDI in a consumption-based model

• HPE infrastructure that can include HPE Synergy, HPE Nimble, etc.

Best for customers with VDI initiatives, lots of remote workers, seasonal fluctuations, or a mix of user types.

Networking

Aruba as-a-Service solutions accelerate network operation at every step in the lifecycle.  

By utilizing a managed and optimized network as a monthly payment, your customers gain efficiencies and reduce exposure from initial capital expenditure outlays.  

Solutions include:

• Aruba WLAN and LAN solutions 

• MSP option through Aruba Central

Best for customers with Aruba infrastructure or considering Aruba solutions.  

Learning Check

Take a moment to review cloud services. Match the HPE infrastructure to the HPE GreenLake cloud services offering in which it is available. The answers are on the next page.
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Answers to the Learning Check
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The Future: HPE GreenLake Lighthouse
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With HPE GreenLake cloud services, HPE has excelled at delivering custom, as-a-Service solutions for your customers, as attested by our 90% contract renewal rate and HPE GreenLake's 30-40% growth rate. The time has come to deliver the same excellent solutions at scale by combining our industry-leading infrastructure and software solutions into standard, modular building blocks.

To do so, HPE has developed a purpose-built, cloud-native platform for running HPE GreenLake cloud services: HPE GreenLake Lighthouse. Tuned for enterprise requirements, this cloud platform allows customers to simply choose the workloads they want, and the platform uses optimized blueprints to auto-provision itself for those workloads.  

Every component is managed and operated through HPE GreenLake Central with a common view of how all of this comes together. Customers have direct access on what is taking place in their environment, from service orchestration, cloud operations, security, and compliance, to cost and capacity management, and, most importantly, delivering a consistent experience across any of their HPE GreenLake Lighthouse deployments.  

HPE GreenLake Lighthouse packages up together all the components purchased in modules and manages them through a control plane that automates the different components of the platform including the software layer. It will run and operate a set of platform software like containers, virtual machines and/or bare metal all in one platform. Depending on which workloads your customers choose to run, blueprints will help optimize the workload performance on the selected infrastructure. It is all orchestrated to change as customers’ needs change overtime.  

Introducing HPE GreenLake Lighthouse
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Analysts recognize the commitment to delivering HPE GreenLake at scale represented by HPE GreenLake Lighthouse. Patrick Morehead, Senior Contributor, Forbes says, "My expectation is that [HPE GreenLake] Lighthouse will be the long-term volume driver for HPE [GreenLake]." 1

HPE Lighthouse makes the cloud truly available on-prem as customers can deploy different cloud services on a single platform. Customers no longer need to assemble different products on-prem because HPE Lighthouse configures modules with resources to meet specific workload needs. HPE President and Chief Executive Officer, Antonio Neri explains, the platform “removes a tremendous amount of configuration complexity.” He goes on to explain, “if I need a cloud capability to run multiple workloads now you can do it with HPE GreenLake Lighthouse, which is a true cloud-native solution.”  

HPE GreenLake Lighthouse is not a solution customers or partners can purchase, it is an enabler for cloud services. It is the modular platform that makes possible the deployment of multiple workloads. You will begin to see the effects of HPE GreenLake Lighthouse, but for now you should note how it will change your job. Keith White, HPE GreenLake General Manager, explains, “It really helps the channel in the sense that they don’t have to go through all of the configuration and orchestration that they do today.” He explains, “We are basically creating workload optimized configurations for our customers. What it allows partners to do is to really focus on that customer (business) challenge.”

Topic 4: Additional HPE GreenLake Services
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You will next learn about creating custom quotes for HPE GreenLake Core solutions.

Choices from HPE GreenLake
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Your customers can choose where in the stack they want to consume from. HPE or an HPE partner, like you, can manage the physical infrastructure while the customer manages apps, monitoring, hypervisors, and more. With HPE GreenLake Central and HPE GreenLake cloud services, you and/or HPE can take over automation and orchestration as well as some self-service and infrastructure management.  

These solution offerings involve some HPE GreenLake Management Services (GMS) capabilities in the workload offering. Make sure to check with your PBM or Engagement Manager on the availability of Bare Metal and High Performance Computing (HPC) workloads.  

Also note that public cloud solutions can be a part of your HPE GreenLake offering. The Public Cloud Provider would manage part of the solution while the customer is still in charge of some administration and monitoring.  

Finally, with HPE GreenLake Management Services for hybrid cloud, you can offload most of the other tasks to HPE. Throughout the rest of this topic, you will learn about the additional services HPE offers.

The Complete HPE GreenLake Central Solution
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The simple, point-and-click interface from HPE GreenLake Central provides customers with a self-service portal for streamlined management and faster insight as well as customization of tools across their HPE GreenLake solutions.  

HPE GreenLake Central and the Consumption Analytics Portal (CAP) come with all HPE GreenLake deployments. HPE GreenLake customers also get capacity ready ahead of demand with a built-in buffer. And they can review current usage patterns and plan for growth with insights and capacity planning from CAP.  

The portal displays resource utilization in easily digestible graphics, and customers can launch CAP for more detailed reporting and analytics. Visibility and insights into consumption can help your customers plan and refine their infrastructure spending. Customers can quickly review and control their costs by service type, location, or any number of other filters.  

CAP can be accessed through HPE GreenLake Central along with other add-on features that include Continuous Compliance, Managed Cost Controls, and managed private cloud. A managed private cloud from HPE helps developers spin up and deploy VM resources in five clicks. Continuous compliance helps admins track compliance for the public cloud.  

The Benefits of the HPE Consumption Analytics Portal

The HPE Consumption Analytics Portal (CAP) is one of the main components of HPE GreenLake and is included in the service. Customers can get a summary view of CAP in HPE GreenLake Central, and they can get more insights through the portal. Read below to learn more about the value this solution offers your customers.

Greater visibility into IT consumption  

• The analytics portal is highly customizable

• Customers achieve greater visibility into usage and costs measured by:

– Day

– Device

– Other dimensions

• Interactive charts, graphs, and reports make analyzing fast and easier

Accurate forecasting of future costs

• Information from the portal gives customers control over usage and costs

• Customers can:

– Build flexible budgets

– Establish alerts for usage spikes

– Plan capacity based on historical usage

– Accurately forecast future costs and budget accordingly

More control over usage and costs  

• The analytics portal provides greater visibility with interactive:

– Charts

– Graphs

– Reports

• Uncluttered consumption information helps customers:

– Build flexible budgets and alerts

– Prevent slow down

Optimized IT spending  

• The analytics portal provides actionable information so that customers can optimize IT spending

• Rules-based insights pinpoint times when usage does not fit the environment, either straining or under-utilizing resources

• Customers can leverage these insights to cut costs and improve the end user experience

Governance and Management Services
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HPE helps with the resources and skills needed to execute strategy effectively—from operating your cloud, your entire data center or specific pieces within it. All of these services aim to simplify IT. You can help customers ensure that apps and data are secure and compliant, infrastructure is always current and reliable, and new technology is running at peak performance to support business needs.

You can also make sure the business has the data-driven insights about the IT estate to make effective decisions and drive the business forward. At any time, services can be added by the customer or through a conversation with you.  

Governance and Management
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In addition to providing the services in HPE GreenLake and HPE GreenLake Central, you can add many features based on customer needs. With advisory and expertise services, you can help customers gain expertise across technologies and partners, without waiting until they have the necessary skills.

You can add Right Mix Advisor (RMA) and Migration Services to help customers ease the transition to cloud. RMA uses objective, data-driven analysis to achieve the right mix of hybrid cloud with migration recommendations. Migration Services provide expert migration of apps to the right mix of cloud or technology migrations based on broad HPE expertise.

Cost Optimization and Compliance control help customers make sure they have the visibility and control needed to maximize their investment. With cost optimization, customers gain visibility of and control over cost in the cloud, delivered as a managed services solution with HPE GreenLake Central. Compliance Control offers over 1,500 IT compliance controls, with real-time monitoring and recommendations.

Finally, you can offer Management Services as a Managed Service Provider (MSP) or through HPE GreenLake Management Services to manage, operate and optimize the IT environment with full-stack expertise, and deep support.

Continuous Compliance
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The rapid change that makes the cloud so valuable to your customers can make visibility difficult, and increase the risk of compliance violations. You can help your customers address that possibility by adding Continuous Compliance support. This service utilizes HPE’s extensive library of over 1,500 controls for corporate governance, regulatory compliance, and even best practices.

Continuous Compliance reduces the time, cost, and complexity of audit preparation by automatically monitoring customer-specified controls, checking customer infrastructure against those controls, and regularly synchronizing controls with compliance frameworks to ensure they are up to date. Your customers can view their compliance status at a glance in HPE GreenLake Central, and drill down with a click to view details and suggested steps for remediation.

Learning Check

Take a moment to review the solution. Which features and solutions are available in HPE GreenLake? Which come with any HPE GreenLake Solution? Match two answers to each box. The answers are on the next page.
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Answers to the Learning Check
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HPE GreenLake Management Services
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HPE GreenLake Management Services (GMS) can add to your solution offering and can be added through both HPE GLQQ or a custom solution. You can offer a world-wide solution from 24 time zones, 9 global IT locations, and over thirty languages. With many compliance certifications, domain segregation, encrypted data, and 24x7 support, you can ensure the solution is secure and fits your customer’s needs for public or hybrid cloud.  

HPE GMS has won the TSIA STAR Award multiple years in a row, most recently in the category of Winner—Innovation in Managed Services and Strategic Adaptation. This expertise comes from the range pf services delivered and the experience that over 5,000 experts bring to the table.  

All of this adds up to some very satisfied and productive customers. HPE commissioned IDC to conduct a Business Value study and examine the potential return on investment (ROI) enterprises may realize by leveraging HPE GreenLake Management Services. IDC interviewed several customers with multiple years of experience using HPE GreenLake Management Services to reflect on the total economic impact that GMS could have on an organization’s business. The study found customers are 35% more efficient, spend 41% less time “keeping the lights on,” get 85% less unplanned downtime, and get a 287% 3-year return on their investment.  

The Evolution of Service with HPE GreenLake
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Your customers may be at any stage of the services value continuum with HPE GreenLake from just wanting a warranty, to needing reactive or proactive support, and even environmental support or full management. HPE GreenLake without other services offers reactive and some proactive support. Adding HPE Pointnext Complete Care offers proactive and environment support while HPE GreenLake Management Services adds so much more.

You can enter an account with HPE GreenLake and add GMS as needed with the ability to scale up and down and add self-service. Read below to view the services available with each solution.

HPE Pointnext Tech Care  

• Pay-as-you-use

• Flexible capacity on demand

• On-the-go provisioning

• Buffer capacity at site

• Consumption monitoring

• Capacity reporting

• Capacity planning

• Capacity advisory

• OPEX billing

HPE Pointnext Complete Care

• Product support with SLA

• Enhanced call handling

• Access to L2 experts

• HW availability

• HW health Monitoring

• Proactive system firmware and patch notification

• Account support planning

• Account relationship

• Escalation support

HPE GMS

• IT Service Management

– Event management 

– Incident management

– Change management

– Problem management

– Configuration management 

– Release management

– Service request management

– Capacity management

– Availability management 

• Technology Management (Monitor/Operate/Manage/Advise) 

– Application

– Database

– Middleware

– Operating system

– Containers

– Virtualization 

– On-prem / hosted infrastructure

– Public cloud

– Backup 

– Disaster recovery services 

– Compliance / cost  

HPE GreenLake Hybrid Cloud Managed Services
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HPE GreenLake Management Services also includes Hybrid Cloud Managed Services with services for solutions outside of HPE GreenLake. For customers with some workloads on private or public cloud in addition to HPE GreenLake, GMS cloud management platform integrates their entire cloud suite. It is now accessible on HPE GreenLake Central.  

Take a moment to view some of the capabilities available through HPE. Note how HPE can manage the private cloud and provide access to the public cloud through HPE GreenLake Central. On the left side of the picture, you can see some of the detailed capabilities for each section.  

How to Add GMS
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It is important to make sure you implement HPE GMS as needed for your customer without losing out on the deal size increase. HPE GMS provides a unique combination of platform, people, and processes. You can offer a managed, as-a-Service experience with a platform and engagement model that fits your customer’s needs. The solution delivers an as-a-Service experience with remote monitoring, capacity management, workload automation, and insights. It can be implemented along with hardware and as part of HPE GreenLake. You can select HPE GMS in the GLQQ tool or add it to a hardware BOM, and you will receive financial benefits. You can also upsell HPE GMS or advisory and professional services.

HPE GMS speeds digital transformation with a broad range of deep domain expertise and automation. Customers get full-stack expertise from people across the core to cloud and edge. HPE GMS is offered in a public cloud, on-prem in a colocation, or in a hybrid cloud.

For the platform, customers get holistic monitoring, remediation, and insights to simplify complex, disparate IT environments with integrated state-of-the-art tools, IP, and expertise. It can be delivered however the customer needs it from completely remote to a hybrid or onsite model.  

Finally, HPE GMS also reduces risk and ensures compliance by proactively monitoring, correlating, and remediating threats.

Benefits to You
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Adding HPE GMS can benefit you. You can accelerate revenues services that improve time to market and align costs to revenue. You can also build your own new services and offer an Experience-as-a-Service strategy. You also add value and coverage with global reach and a managed security solution.  

You do not lose out on the benefits and rewards of upselling your customers. With sales enablement and certification, you can get benefits to your company, but you also get rebates and upfront margins. Finally, you can complement your existing solution with enterprise grade services that allow you to expand services and land new customers.  

Summary

[image: image]

In this Module you learned about the many options to quote and deliver the solution. From the Swift sales program to custom builds and HPE GreenLake cloud services, the delivery options are available to satisfy your customers’ needs. You can use GLQQ, the Distributor Marketplace (for Swift sales program solutions in which GLQQ is unavailable), or custom BOMs to quote the solution.

You also learned about which cloud services you can offer. You explored some in depth and should be able to identify a cloud services solution that you can use GLQQ to build.  

Finally, you learned about the additional services you can offer with a focus on HPE GreenLake Management Services.  


Module 5: Building Standard HPE GreenLake Solutions
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Module 5: Building Standard HPE GreenLake Solutions

Learning Objectives
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You should now be familiar with the sales process and able to identify the correct quoting and delivery method for each situation. In this module you will apply the sales process to building standard HPE GreenLake solutions, which include solutions built using the HPE GreenLake Quick Quote (GLQQ) tool and the Swift sales program. Topic 1 covers how to use the HPE GreenLake Quick Quote tool, and Topic 2 explores integrations, outputs, and sizing with GLQQ, so you can complete the process with the HPE GLQQ tool. In Topic 3, you will learn about the HPE GreenLake: Swift sales program. You will learn when to choose Swift sales program solutions, and what is available to you.  

After completing this module, you should be able to Describe the process for building solutions using the GLQQ tool and for choosing Swift sales program solutions. You will also be able to describe the quoting and proposal process, including your role in setting customer expectations.

Topic 1: Using the HPE GreenLake Quick Quote Tool
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In this first topic you will learn about how to use the HPE GreenLake Quick Quote Tool.

The HPE GreenLake Quick Quote (GLQQ) Tool
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HPE GreenLake Quick Quote Tool is a vehicle to deliver a self-service experience for configuring and pricing your HPE GreenLake offer. There are not specific GLQQ-only solutions, but instead Swift sales program and cloud service solutions built using the tool. They can be HPE GreenLake: Swift sales program offerings or HPE GreenLake Cloud Services offerings.  

Preparing to Use the GLQQ Tool
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As you learned in Module 3, the step before using the GLQQ tool is assessment. In order to use the GLQQ tool you need to have information about your customer’s environment. You should gather this information through qualification, assessment, and customer conversations.  

First, and most obviously, you need to know your customer’s workload requirements, including the type of configuration. For example, a compute workload could be Composable, General Compute, or Storage-optimized. You learned about these options in Module 4.  

Next, you need to know specific information about the workload. This may include the number of VMs, the amount of variable usage, capacity requirements, etc. This information is similar to what you would need to size a solution for a traditional sale, but instead of determining the solution from this information, you will have options and plans to pick from.  

You should also know what other requirements your customer has. Do they need additional services, such as GMS? Do they have other workload needs? You can add up to four workloads under one quote.

Finally, you need to input information that will help you determine the price and build the business case. For pricing, you should know your partner uplift, and the Unit of Measurement (UoM) for the workload. You will learn more about UoMs and pricing in Module 6. For the business case, you will want to know customer value driver information, such as current utilization, business impact, and information about current purchasing.

Access the GLQQ Tool

Once you have gathered the information needed, you are ready to access the HPE GreenLake Quick Quote Tool. Read each step below to learn how to access the GLQQ tool. (These steps show how to access through HPE Tech Pro. You can also access the tool through Products and Solutions Now.)  

1. Access Tech Pro

Visit https://techpro.hpe.com, to access and log in with your partner credentials. You can find regional sites below.

• North America: https://partner.hpe.com/group/upp-na/greenlake-flex-capacity 

• EMEA: https://partner.hpe.com/group/upp-emea/greenlake-flex-capacity

• Latin America: https://partner.hpe.com/group/upp-lar/greenlake-flex-capacity  

• APJ: https://partner.hpe.com/group/upp-apj/greenlake-flex-capacity 

2. View Config, Price, Quote tools

Find the tools section and select Config, Price, and Quote.  

3. Select GreenLake Quick Quote

Find and select GreenLake Quick Quote in the list of tools.

4. Fill out the form (if first rep in partner org)

You will need to fill out this form to request access. Requests may take several days to fulfill. Depending on your region, a specialist may contact you to gather information about your company and conduct a brief training.

If your organization has already been granted access to the tool, you will receive immediate access.

Use the GLQQ Tool

You will now learn how to use the GLQQ tool. The precise steps depend on the workload and options that you select, but you should be able to easily follow them, as the tool is designed for intuitive use.  

Read below to follow an example process for a customer who needs a pay-as-you-go solution for a virtualization platform.

1. Select the workload
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Click the workload that applies to this project.

2. Define requirements
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Next you fill in workload specific requirements. In this example, these include the type of storage workload. Other workloads will have requirements specific to them.

Define requirements based on the maximum capacity that the customer needs. (Later you will define how much of this capacity is variable.)

After filling in the requirements, click View Plans.

3. Select a plan
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The tool will recommend one or more solutions, pointing out the differences. For example, one plan might be cost-optimized while another is performance optimized. In addition, you might have a choice between different platforms. You can select the plan you want, and then click Select Plan.

4. Select add-ons and add uplift
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You can select add-ons to the plan such as Defective Media Retention (DMR) or third-party licenses.

The variable usage setting determines the flexibility of usage.  

Every HPE GreenLake solution has a maximum capacity, a certain percentage of which is reserved, which means that the customer commits to using at least that much capacity. The rest of the capacity is available for variable usage. For example, if the variable usage is 30%, the customer commits to using 70% of the max capacity and can flex up to 100% and even beyond with the 10% buffer that HPE builds in.  

In this window, you can also specify the percentage for your uplift, or markup. Look in the area on the right to see the effect of each of these options on the per-unit pricing as well as on the committed capacity pricing.

When you are ready, you will click Generate Quote. After you generate the quote, you will not be able to go back and adjust the options.  

5. View the solution and choose outputs
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You will see a summary of the solution. You can select up to four workloads.

You can also edit your sales uplift.

6. View the solution and choose outputs
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You can choose to export the outputs that you desire one at a time, by selecting the appropriate radio button and clicking Export.  

You will be able to return to the quote in the future, should you need to export another document. You will not be able to make changes to the quote itself, but you can choose different outputs to export.

We will look at these outputs in more detail a bit later.

7. Define customer value drivers
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Finally, fill in information about the customer’s current utilization and buying cycle. The GLQQ tool will use this to help build the business case in the proposal. The tool recommends realistic default values for many customers based on 451 Research and Forrester technical papers. Note that you must also specify the customer SFDC-ID.  

How to Include HPE GreenLake Quick Quote Tool
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HPE GreenLake Management Services, which you learned about in Module 4, can easily be added through the HPE GreenLake Quick Quote Tool. You just select the required HPE GreenLake plan as normal based on your customer’s requirements, and then select the GreenLake Management Services Add-On when you configure the selected plan for contract term & variable usage. As you can see here, it is just a toggle button.  

The plan prices will adjust automatically to include the GMS services, and you add the workload in the normal way. The corresponding Proposal and Agreement that are generated will include GMS services by incorporating the GMS datasheet into the agreement – in the same way as for Complete Care with a custom solution. (You will learn more about how to do this in Module 6.) The GMS price is based on the assumptions in the data sheet. If variations to these terms are required please contact your PBM or Engagement Manager.  

The ability to dynamically add detailed GMS content into the proposal and Agreement does not exist at this time. The datasheet, however, contains GMS standard SOW content and will already be included in the agreement. It can also be used as a sales aid to describe GMS services.

GLQQ GMS Deliverables
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Take a moment to review the specific system management activities performed by GMS in running and operating the related HPE GreenLake configuration. These capabilities can be modified within reason upon implementation according to customer specific requirements. Delivery is from the Bangalore Delivery Center, but for delivery from other locations, please contact your PBM or Engagement Manager. Support is available in over thirty languages.  

For compute and hypervisor clusters, GMS manages the Operating System (OS) according to customer design and policies. GMS does not include design and implementation of the HPE GreenLake Systems to be managed. You can add your own or other HPE services to cover these customer requirements as needed.  

Learning Check

Now take a moment to review what you have learned about using GLQQ. What information do you need before using the HPE GreenLake Quick Quote Tool? (Select three.) The answers are on the next page.
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Answers to the Learning Check
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Topic 2: Completing the Process with the HPE GLQQ Tool
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In this topic you will explore how to complete the quoting process with the GLQQ tool. You will learn about how to use the outputs to set the price and build the BOM.

HPE Channel Partner Personas
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You will use the HPE GreenLake Quick Quote differently depending on who you are: a Distributor, Tier 1 Partner, or Tier 2 Partner. Unless you are a Tier 2 Partner with a Distributor who uses GLQQ, you will get a base price from HPE through the GLQQ tool. Distributors then set the sale price to Partners for them to use as uplift. Tier 1 and Tier 2 Partners will add their base price as an uplift using the tool. Tier 2 Partners do not get Distributor Pricing Summaries or SOWs as outputs, because they need to apply an approved pricing uplift.  

GLQQ Tool Outputs

The GLQQ tool does not output a detailed hardware bill of materials (BOM), but HPE will take responsibility for ordering the solution, so you do not need the same BOM that you would for a custom solution. Remember: with the GLQQ tool you are focusing on what you deliver in terms of compute or storage units, not on the underlying hardware.  

What the GLQQ tool does output are several actionable documents, which you can take directly to the customer to make your case. You can output a proposal document, a Binding Pricing Excel Sheet, and an HPE GLQQ SOW. The tool also sends you an email with a link, which you can use to later obtain the proposal in any of these files.

Ultimately, the GLQQ tool allows you to build out a proposal and SOW quickly. You do not need to go through HPE to receive these documents as you would with a custom solution.

Read below to learn more about each of these outputs.

Proposal document

The proposal helps you to present the solution to your customer and make the business case. The proposal document includes:  

• An executive summary of the benefits of pay-as-you-go with HPE GreenLake

• A Service Overview with an explanation of how capacity is metered and reported

• A payment profile, explaining the consumption units (such as compute unit) and showing the reserved capacity, buffer capacity, and unit costs*

• A Workload Summary, which includes detailed benefits of the solution with information specific to the customer*

• Explanation of assumptions and responsibilities

*You can add your services to the proposal and include them here.  

Binding Pricing Excel Sheet

This file, also known as the channel working file, is an Excel sheet that gives you a base for creating binding pricing including your uplift as easily as possible. It is your responsibility to verify the accuracy of prices and uplift.

Tier 2 partners see only their cost in this file and need to apply an approved pricing uplift to each band in order to determine sale price.  

SOW Order Form

The SOW Order Form includes an SOW and Pass Through Terms. HPE has an SOW with the distributor, who has its own SOW with you. You need to create your own SOW for the customer. This document prepares you for building an SOW and includes:

• HPE GreenLake Partners SOW Order Form – The SOW Order From provides all pricing and technical information for you to build your SOW

• HPE GreenLake Pass Through Terms – The Pass Through Terms are the terms and conditions for the services. Your distributor may have different or additional terms  

GLQQ Integrations
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HPE is making it easier for you to complete the sale with the HPE GreenLake Quick Quote tool thanks to integration with SSET and other tools. Since the GLQQ tool does not output a detailed hardware BOM, you may still need to build one using the output GLQQ quote. As of November 1st, 2021, you can configure a quote for a mission critical workload and integrate with the SSET tool for an automated BOM. HPE plans to continue to build integration between the tools you learned about in Module 3, so check with your PBM or Engagement Manager to see what is available to you.

Building the BOMs
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If your customers’ workloads are not yet integrated with SSET, you can use the output from HPE GLQQ to create a BOM. You may need to use One Configuration Advanced (OCA) as well, and you will learn more about how to create a BOM through OCA in Module 6. All of the information above should be available to you after customer conversations and GLQQ output. An example of some of the outputs available from GLQQ is shown here as well. Note that this is just a small piece of the output and prices are only for one specific example.

Adding to Your Solution
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One of the key benefits for you of the HPE GLQQ tool is the other opportunities you can create by helping your customer begin the as-a-Service journey. The GLQQ tool helps you offer rapid delivery, pre-configured solutions, and pricing so that you can more easily sell other HPE GreenLake solutions to customers with urgent needs. While some minor modifications to the pre-configured options are possible, you cannot alter processors or memory outside of the options available. For customers who want major alterations, look to a custom solution. You should also look outside of the standard solution offerings for customers who want HPE GreenLake cloud services not currently available through the GLQQ Tool.  

You can add third-party hardware and software or Aruba solutions to your contract. For example, if the customer wants a Swift sales program solution and some of the benefits of an on-prem service manager without a full HPE GreenLake solution, you can add a service in which you perform some of the duties of an on-prem service manager.  

You can also use the GLQQ tool as a land and expand strategy. It is easy to add solutions through change orders to existing customers.

Topic 3: Choosing Swift Sales Program Solutions
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You will now explore how to choose HPE GreenLake: Swift sales program solutions.  

How and Why to Choose the Swift Sales Program  
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You can also add Swift sales program solutions from the HPE GreenLake Quick Quote tool. It is important to understand the differences between HPE GreenLake cloud services solutions built with GLQQ and Swift sales program solutions. The first difference regards quoting and using the tools. Cloud services can be quoted using the HPE GLQQ tool and through a custom deal if modifications are required. Most partners can offer cloud services. Swift sales program solutions can be quoted through GLQQ and through the Distributor Marketplace. Check with your PBM, Engagement Manager, or Distributor to see how and if Swift sales program solutions are available to you.  

The other main difference is in the solutions themselves. Swift sales program solutions are set in price, based off of capacity requirements. While cloud services offer a selection of workloads, the entire deal offers more configuration options. Swift sales program solutions come with remote delivery so they are available to smaller customers.  

Swift Sales Program Service Level and Deal Size

Because the HPE GreenLake: Swift sales program is built for smaller customers, you need to know how the services differ. Read below to learn more about the service level and deal size for all HPE GreenLake solutions sold through the Swift sales program.  

Remote Service Advisor

The remote service advisor provides:

• Quarterly meetings and reports

• Knowledge transfer

• Performance advice

• Proactive capacity management

• Account Support Plan 

Partial PSM

The Proactive Service Manager is a Nimble, Alletra, and dHCI specialist who provides:

• Detailed InfoSight reports

• Nimble hardware support

• Proactive capacity management for Nimble

• Assistance with deployment for Nimble firmware updates

Install

Installation services include:

• Installation of hardware and metering

Break Fix

To ensure the solutions are continuously providing value, HPE offers:

• Prioritized Service Call Response

• 4hr response 24x7x365 with Defective Media Retention (DMR)

• Proactive alerts

$50K - $250K Total Contract Value

The total contract value is a guideline to help you determine if a customer is the right fir for a Swift sales program solution. Customers can vary in size. All Swift sales include:

• HPE GreenLake Central

• Consumption Analytics Portal (CAP)

Swift Sales Program Remote Delivery
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HPE GreenLake may seem like too big of an investment for some customers. With remote delivery from the Swift Sales Program, smaller customers will have access to a Remote Service Advisor. Remote delivery is a distinguishable difference for the Swift sales program when compared to traditional HPE GreenLake. If a customer grows, you can then upgrade them to the traditional HPE GreenLake model and provide additional value.  

As technologies become more automated and more services are delivered remotely, fewer deliverables are required on-prem within data centers. Customers are used to retrieving information and reports through portals, such as the Consumption Analytics Portal (CAP), so remote services make sense.  

HPE GreenLake: Swift Sales Program Starting Lineup

The Swift sales program is built for deals in which the total contract value is from $50,000 to $250,000, but it could be the best fit for deals outside this range. Note that the remote delivery option is for smaller customers.  

If you believe your customer may need more capacity or more service, then you should look to a custom or Quick Quote solution, or consider adding a change order after a Swift sales program deal that will provide them enough storage or compute for the short term.

As of November 1st, 2021, there are four main solution options available through the HPE GreenLake: Swift sales program. Check the GLQQ tool to see if new options are available. Read below to explore what hardware options are currently available with the Swift sales program.

Nimble

[image: image]

Alletra
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dHCI
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ProLiant
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Learning Check

Now take a moment to review what you have learned about standard solutions. Read the customer requirements, and then match each one to the quoting and delivery option that will best fit the customer needs. Match all answers and at least two to each box. The answers are on the next page.
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Answers to the Learning Check
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Summary
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In this module, you explored how to build a standard HPE GreenLake solution. You learned that you can either use the HPE GreenLake Quick Quote (GLQQ) tool or the Distributor Marketplace (for Swift sales program solutions). The HPE GLQQ tool enables you to rapidly generate an actionable proposal.  

While useful in simplifying the sales process, the HPE GLQQ tool is not a good fit for every sale. Customers who require a more specific, customized design will be a better fit for an HPE GreenLake custom solution.  


Module 6: Designing Custom HPE GreenLake Solutions
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Module 6: Designing Custom HPE GreenLake Solutions

Learning Objectives
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This module covers the process for designing custom HPE GreenLake solutions. You will begin after the qualification stage with assessing and sizing. You will then explore how to build the BOMs for custom HPE GreenLake solutions, which involves using HPE tools and your knowledge about how to size a traditional solution. The final topic covers pricing. Although Presales representatives will not be involved in pricing, it is important to know the steps involved in solidifying the customer price.  

After completing this module, you should be able to describe the process for partners creating BOMs for custom solutions and for designing HPE GreenLake cloud services. You will also be able to determine how to use HPE GreenLake specific tools and describe the quoting and proposal process, including the partner role in setting customer expectations.

Topic 1: Assessing and Sizing
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This first topic explores the process for assessing the customer’s environment and beginning to size the solution.  

Determine When to Build a Custom Solution
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Before you learn how to build a custom solution, you should determine if you need one. After pre-qualification and requirements gathering, you should determine which quoting solution to use. You should first determine if the customer wants a pre-configured or pre-engineered solution. Pre-engineered solutions are factory integrated for quick installation. They can be pre-configured with the software needed for certain workload requirements.

If the customers want a pre-configured or pre-engineered solution, they may be a good fit for a cloud services or Swift sales program solution. As of November 1st, 2021, these solutions include compute, storage, private cloud, or VMs. Check the HPE GreenLake Quick Quote (GLQQ) tool to see what cloud services are available at the time. If the customer does not want a solution available in GLQQ, you should build a custom solution with Start and End BOMs. Note that the customer may still want a cloud services solution; it just may not be in GLQQ.

The next step is to then check if the GLQQ tool is available in your area. If you have a customer that wants a pre-configured cloud services solution available in GLQQ, you need to determine if the customer requires modifications to a cloud services solution or if they have preferences for the hardware or services. Occasionally customers have specific requirements such as a preferred processor. The GLQQ tool does not give you the granularity to select hardware types, so you would need to create a custom quote. You should be familiar with what you can modify by exploring the available GLQQ offerings so you do not make it through a GLQQ proposal before finding out your customer was a better fit for a custom solution. You may also want to create a custom quote if your customer has an existing environment that needs to be salvaged or incorporated into an HPE GreenLake solution. In this case the customer needs a quote based on infrastructure they already have and not on solutions they need you to provide.  

If GLQQ is not available, you should determine if you have a Swift sale. For a Swift sales program solution, the total contract value should be under $250,000, and the customer will need a pre-configured compute, storage, or disaggregated hyperconverged infrastructure (dHCI) solution with little to no modifications. The customer will also be comfortable with the remote delivery option. If the customer’s needs fit a Swift sales program offering, you should find a Distributor Marketplace. HPE can help you do so. The Distributor Marketplace is available in some countries in which the Swift sales program is available and there is no HPE GreenLake Quick Quote tool. Please ask your PBM if this may apply to you.  

HPE GreenLake Custom Quote Options
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If you determine that the GLQQ tool is not right for a sale, you may still offer a cloud services solution. Use the table and your knowledge of cloud services solutions to determine if you need to build a completely custom solution or if you can build a cloud services solution that you learned about in Module 4. You can also build a custom cloud services solution if your customer wants to customize one of the cloud services options.  

To build a cloud services solution, you will need to follow a similar process with the Start and End BOMs (which you will learn about in this module). With a cloud services solution, you will be able to build the BOMs and ship the solution more quickly because the hardware is built for the customers’ workload needs.  

Initial Budgetary Solution: Sizing and Validating the Opportunity
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In Modules 1 through 3 you learned how to qualify HPE GreenLake solutions using steps 1 through 3, shown here. Before you can build the BOM, you need to prepare for it by building your team, understanding design parameters, and assessing your customer’s environment. These tasks may occur at any time during the three official steps here, but make sure you have enough to validate and register the opportunity before you proceed. Also note that the HPE roles may vary in different countries. Either way you will need approval for registration. You will also have a Deal Owner (DO) who will be available to answer questions about the process.

Before Building the BOM

[image: image]

Once you have determined your customers’ requirements and built your sales team, you should discuss the requirements with them. This conversation can take place as a meeting or through email, but it is important to make sure you have everything right. You should check that you have the correct sizing considerations, proposed solution, understanding of the current customer environment (including customer diagrams), and customer requirements and business goals. You may need to meet with your Distributor at this time.

You then need to make sure you have the correct design parameters. You need to determine the units of measurement, the number of sites, and growth estimates so you can size and assess correctly. You also need to determine the financial terms the customer will want, such as the length of the contract and the amount paid as upfront capital or pay-as-you-go. Which use cases the customer falls into and what processes they want for failed components are also important at this stage.

Once you have determined the parameters, you will need to review and understand the design. HPE provides resources for you to do so. You can consult expert members of your team and add solution architects as needed. You can also use solution or migration consulting services or offer HPE services to the customer, such as Right Mix Advisors. You also can use catalog pricing, data sheets, or reference architectures and attach these references to initial documentation. Note that this pricing is just a reference.  

Finally, you will want to use assessment and sizing tools to accurately measure your customer’s environment. You learned about some of these options in Module 3.  

Best Practices for Assessments and Sizing
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Right sizing the HPE GreenLake environment is key to a happy customer and a profitable deal. Assessment allows you to drill down and the best decision for your customer, but it takes time. Note these best practices for assessment and sizing.

Try and collect at least a week of data (preferably during the busiest week) to get a good idea of the variability of resource utilization. Getting a range of data will help you properly size HPE GreenLake and help the customer see utilization in the ‘variable’ usage range, and not below their reserve/minimum payment. This variability is important to showing the value of HPE GreenLake.

Don’t go into assessment with a specific tool in mind because you may use six or seven different tools to get all of the information you need. Insist on including HPE’s homegrown data collector, Solution Assessment Foundry (SAF). SAF reduces the time it takes to understand the existing workload on a customer environment and use that as input to the design and sizing stages. SAF can take the guess work out of really understanding their current environment. HPE CloudPhysics is also a great fit for VMware customers.  

Before you choose which tool to use, you need to determine whether you need performance sizing or capacity sizing. Your business unit can help you choose. Some solutions may need a different tool for each. For example, Nimble, needs to use Infosight for performance sizing and Ninja is needed for capacity sizing.  

You are looking to size the solution for roughly 80% resource utilization (or the chosen reserve capacity) by three months. Ideally the customer would have 80% utilization on day 1, but that may not always be the case because customers will always pay the minimum commit.  

Don’t forget to discuss the results with your customer. It is very important that your results reflect what they are looking to get out of their new HPE GreenLake environment.

SAF Vision
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Now take a moment to view some of the tools available within the Solution Assessment Foundry from discovery to assessment and sizing. Note that you can use many different discovery and assessment tools, such as CloudPhysics, RMA, and any third-party tools. You can also use the Solution Sales Enablement Toolkit (SSET) and One Config Advanced (OCA) for sizing and BOM building.  

Qualification Checklist
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Here you see one of the checklists that the Deal Owner will complete before you begin the BOM. This should be review. Please make sure that you have submitted all of the information that the Deal Owner needs. The Deal Owner will handle engaging solution architects; pay particular attention to the points on the left side.

Learning Check

Now take a moment to review sizing and assessment. What information should you have before using a sizing or assessment tool to learn about the customer’s environment. (Select two.) The answers are on the next page.
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Answers to the Learning Check
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Topic 2: Designing the Solution and Building BOMs  
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In this topic you will dive into the process of designing the solution and building BOMs.

Initial Budgetary Solution: Build Start and End BOMs
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You are now ready to build Start and End BOMs. You should create these BOMs as list price BOMs in One Configuration Advanced (OCA). Or alternatively, if this is your usual process, you can have your Distributor create the list price BOMs in OCA and send the files back to you. The rest of this topic explores this process.

Start and End BOMs
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A custom HPE GreenLake solution includes two BOMs: a Start BOM, which defines the solution that HPE delivers at the beginning of the term, and an End BOM, which defines the maximum size to which the solution can grow.  

You create a Start BOM much as you do any BOM with one key difference: you should size for day 1 with no more than a 10 percent buffer. Disregard your best practices for traditional solutions, for which you always plan for future growth. For the HPE GreenLake Start BOM, you want to avoid overprovisioning since reducing overprovisioning is one of the key business benefits of HPE GreenLake. Determine what your customer will actually use on day 1 with variable capacity to cover three months.

To create the End BOM, determine the year over year growth and multiply that by the length of the contract. You may also want to consider the customer’s strategic plans to estimate capacity needs at the end of the contract. Again, you can include up to a 10 percent buffer. You should be aware that, in some cases with large solutions, HPE Pointnext Services will ask you to reduce the buffer to lower than 10 percent because HPE GreenLake solutions are capped at a specific max buffer. If this restriction applies to your solution, the HPE Deal Owner will usually communicate with you about changing the End BOM after you submit the BOMs.  

When you create the End BOM, keep in mind that the End BOM must match the Start BOM precisely in terms of products, including components such as processors and memory. The only difference from the Start BOM is in the device quantity. For example, if the Start BOM has an HPE Storage array with 3.84 TB drives, the End BOM can have multiple 3.84 TB drives, but it cannot have different drives, such as 7.68 TB drives. The End BOM should be built for the customer’s estimated capacity at the end of the contract term.

Using HPE GreenLake OCA
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You should use One Configuration Advanced (OCA) to build your BOMs, so familiarize yourself with some OCA best practices. Make sure to mark the BOM as a GreenLake sale, so that the tool helps you build the right BOMs and saves you headaches.  

You will want to separate technologies, such as compute and storage that will be billed separately. You will then make a Start and End BOM for each one. Format the names with: "GreenLake Start" and "GreenLake End" as prefixes to the file names. For example, all Start and End BOMs for specific configurations are descriptively named “GreenLake Start_Synergy_2frame_5YR_NoAMS,” etc. Once your solution is designed in your head or on paper, build the Start BOM, save and name it with “GreenLake Start” in the beginning of the name, then save again with a new UCID, change the name to “GreenLake End”, and finish building the End BOM. You should also make sure the BOMs match your input from any other tool, such as NinjaSTARS or SSET.

You will also want to make sure you understand the increments of growth. If there are unknown factors, measure to the smallest reasonable growth. And remember to put a cap on the buffer so it is not over provisioned. While you need to calculate the growth, you still need to make sure the parts are the same for Start and End BOMs. Quantities can and should change, but the products should be the same. For example, Synergy SY480s in the Start BOM cannot be replaced by SY620s in year 4.  

Finally, you will want to make sure you have the correct services. The Indicative BOMs should include Pointnext Tech Care regardless of product requirements. This is simply to estimate services pricing. Complete Care can be added and wrapped into the price. Final BOMs for SOW signing will have all services removed, including all support credits and training. If the customer requests training and other services, they can be added into the Complete Care service quoting. Except for Synergy quotes, make sure to leave Factory Express on the End BOM and HPE will account for the difference in the pricing model.  

Defining Support Requirements: Proactive Support Services
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While HPE requires you to include a minimum support level of HPE Pointnext Tech Care with the HPE GreenLake BOM, this does not mean that you should avoid discussing proactive services with the customer. In fact, you are strongly encouraged to do so. You should submit the customer’s desired proactive services to the HPE Deal Owner, and HPE Pointnext Services will create a customized HPE GreenLake Services solution as part of the HPE GreenLake solution. You do not need to include these deliverables in the BOM; simply communicate them to the Deal Owner.

Some of the core features of the HPE GreenLake services offering are displayed here, as well as several commonly included optional features.  

Some customers will want to add these services to the rest of the environment. For these customers, you can offer HPE Pointnext Complete Care.

Defining Support Requirements: A&P Services
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You should include SKUs for the physical installation of hardware in the Start and End BOM. If Factory Express is available for the solutions in question, you can also include that service. You can deliver these services, or you can have HPE deliver them; indicate which in the BOMs.  

You might also include SKUs for other Advisory services, such as consulting services, in the BOMs. Note that you as a partner cannot deliver any HPE A&P Services besides Installation services. However, you can provide your own professional services to customers.  

You can also add HPE GreenLake Management Services (GMS) to the solution and include it on the BOM. You add GMS the same way you would add HPE Pointnext Complete Care on the BOM. The GMS data sheet can then be added to the SOW.

Create a Start BOM with OCA
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The Start BOM for HPE GreenLake resembles the BOM for any solution, but you do need to keep some requirements in mind as you create the BOM in OCA.  

Read below to learn more about requirements for the Start BOM.

UCID and name

The UCID must be unique from the End BOM. The name must begin with “GreenLake Start.”  

Products

Remember: size the Start BOM based on initial needs. Third-party products require approval.  

Services

The BOM must include HPE Pointnext Tech Care set for the HPE GreenLake term length. Indicate whether you or HPE will deliver the service.

Make sure to remove all other services, training credits, and support credits.  

Installation and other services

Also make sure to include Installation Services, Factory Express when available, and Advisory & Professional (A&P) Packaged Consulting Services when required.  

Create an End BOM with OCA
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The End BOM documents the desired solution at the end of the HPE GreenLake term. It should match the Start BOM except in terms of scale.

Read below to learn more about requirements for the End BOM.  

UCID and name

The End BOM has its UCID, unique from the Start BOM. The name must begin with “GreenLake End.”  

Products

The End BOM products MUST match the Start BOM products exactly. For example, do NOT change processor types, disk size, or memory capacity.  

Power must also match.  

Services

Include the same HPE Pointnext Tech Care, Installation, and other services as in the Start BOM. Set the quantity based on the End BOM quantity, and set the HPE Pointnext Tech Care length to the HPE GreenLake solution term length. HPE Pointnext Services will handle setting the pricing appropriately.

For example, the Start BOM includes 3 DL360 servers and the End BOM includes 6 DL360 servers, and the term length is 4 years. Specify HPE Pointnext Tech Care 24x7 for four years for 6 DL360 servers and Installation Services for 6 DL360 servers.  

Review Start and End BOM Elements
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You can review this table as a reference for which components to include in the Start and End BOM. Remember that both BOMs include product numbers and descriptions. These will be more or less identical for the two BOMs. (Slight differences in product number might occur in that, for example, the End BOM might have an expansion shelf for a Nimble array. Simply keep in mind the rule that the products for the Start and End BOM should match.) Both BOMs include product quantities, but the quantities for the End BOM are larger.

You should create a List Price BOM in OCA and export the BOM in Excel. However, keep in mind that the pricing in this BOM is just indicative, and you should not apply discounts. HPE will calculate pricing as consumption units after you submit the BOMs.

Make sure that you follow the other guidelines, discussed earlier, for including the correct services and indicating whether you or HPE will deliver these services.

Also remember that you must obtain approval if you want to include third party hardware or software in the BOMs.

Document the Solution
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HPE Deal Owners need good documentation of customer requirements and your proposed solutions so that they can validate the solution and advocate for it with HPE management. You should document the customer size and growth rate, the number of years for the HPE GreenLake term, the number of sites, and the use case for the solution (such as big data analytics). You should also document special requirements that the customer might have included in Request for Proposals (RFPs). And remember to specify the desired proactive support options.

For the Start and the End BOM, provide three files each. First, include the sizing information that you used for creating the BOM; export the sizing tool output to Excel. Also export the Start BOM and End BOM OCA files to Excel. And finally, document a rack layout for both the Start and End BOM.

Learning Check

Now take a moment to review what you have learned about building BOMs. What is one requirement for the End BOM? Select the correct answer. The answer is on the next page.
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Answer to the Learning Check
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BOM Checklist
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The Deal Owner will complete this checklist, provided here for your reference, to validate your BOM. If you have followed the guidelines presented earlier in this topic, your BOM should pass the checklist. This is a critical juncture, and getting this wrong can add days to the sales process.  

Initial Budgetary Process: Send BOMs
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At this point in the process, you have collected the documentation, which includes customer use case and requirements; you have exported Start and End BOM sizer output and OCA files to Excel; and you have determined rack layouts. Send all of this documentation to the HPE Pointnext Services Deal Owner.

Initial Budgetary Process: BOM Review and OR Request
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The HPE Pointnext Services Deal Owner (DO) takes responsibility for the next steps. The DO will review the BOM using the qualification checklist and complete an Opportunity Review (OR) qualification form to request an OR. In the OR, the DO will present the solution to HPE Pointnext Services management. Any necessary changes to the BOM will be made, and the solution will be assigned to an HPE Pointnext Services Presales team, which will define pricing for it. In most cases, the DO and other HPE Pointnext Services personnel will manage this process without you needing to be involved, but occasionally the DO might ask you to attend the OR.  

Learning Check

Take a moment to review the process. Assume that you, as the partner, have created Start and End BOMs with OCA. Place each step in order to complete the process. The answers are on the next page.
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Answers to the Learning Check
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Topic 3: Pricing
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You will now explore the pricing process for custom solutions. Note that you, as a Presales representative, may not be responsible for pricing.  

Initial Budgetary Process: Pricing
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After the OR, the HPE GreenLake Presales team will create pricing for the units of consumption that are appropriate for the solution. For example, a solution for a virtualization platform might include compute units and storage units. HPE GreenLake Presales sends this indicative pricing to the Distributor; in some cases, in which HPE works directly with Tier 1 Partners, HPE GreenLake Presales might send the pricing directly to the partner. The Distributor adds its mark-up and passes the pricing to the partner. You should now determine how much mark-up you want to add to the unit of consumption pricing. You should also prepare a business case, showing the customer how the pay-as-you go consumption model will lower their TCO and improve their ROI.  

It is very important for you to remember that, at this point, all pricing is indicative. After you present the indicative pricing to the customer and the customer agrees to proceed, you will go through another process to obtain the binding pricing and sign SOWs. Module 7 will explain that process. The rest of this topic covers what you need to know about indicative pricing.

Pricing Band Output
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As a Presales rep, you will not be responsible for pricing, but it is important to understand how the HPE GreenLake pricing works. Although you want to focus on value rather than the specifics of pricing in sales discussions, it is important to include the unit pricing that you will be proposing to your end customer, with mark up. The unit pricing entry will drive the HPE GreenLake side of the business case comparison.  

Read below to explore how pricing, unit, usage, and bands & tiers function and can be used to show incremental pricing.

Price

• Consumption-based pricing

• One price per unit per month

• Inclusive of HW, SW, installation, and support through HPE Pointnext Complete Care Layer 2 

Unit

• Element that is metered by HPE for usage each month.

• A unit can be a server, blade, physical core, compute unit, GB, TB, compute module, port, etc.

Usage

• Customer is invoiced for actual average usage of these units at the end of each month.

• Usage is subject to minimum commit.

Tiers and bands

• Each billable tier has price bands.

• Each band has a price per unit based on volume of units used.

• As usage increases (or decreases) to a new band, all units move to new price in that month.

Units of Measure for Consumption
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You should now be familiar with units of measurement, but pay attention to which use cases rely on which units. While you can rely on OCA, SSET, and HPE Pursuit to help you calculate units per server, it is important to understand how this calculation is made in case your customer asks.  

A compute unit will be 1 GB of RAM in a virtual environment. Assume 15% of RAM is overhead to run the server, so the total RAM for the virtual environment is 85%. In this example, assume each server cost $633.41. Each server has a total of 768 GB of RAM. Multiplying the total RAM for the server by the amount available (85%) gives you 653 GB RAM available for the virtual environment.  

You then divide the monthly cost for the server by the amount available in the virtual environment to get US $.97 per compute unit.  

Calculating Pricing
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HPE GreenLake pricing is simple and straightforward. As opposed to pricing in public cloud models, HPE has simplified pricing and tiers, which makes the invoicing simple to calculate and understand.

Here is an example of pricing for a virtual workload with compute units (CU) as 1 GB of RAM. Bands show the volume at an 80% baseline usage with 20% variability. Pricing declines as volume increases for all units because the solution can leverage economies of scale on support.  

You should be able to show these numbers and calculate the initial monthly invoice. Walk through the logistics of how this works and be comfortable with this math as it is crucial to showing HPE GreenLake value. The initial monthly invoice is the higher option: either the reserved capacity or the calculation of usage.

In this example, the “Start Capacity” is 100% on day 1. With baseline capacity at 80% of 6,530 units deployed on day one, then the units for baseline usage will be 5,224 units. Multiply that usage times the start price and you have your monthly invoice. The initial invoice would be $7,836 for this example, unless the reserved capacity is higher.  

To calculate the total contract value, you just need to multiply the initial monthly invoice (or the reserved capacity) by the number of months in the term.  

Summary
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In this module you learned how to assess the customer’s environment, size the solution, build BOMs, and communicate pricing for custom solutions. In the next module, you will explore building a proposal and completing the deal.


Module 7: Completing the HPE GreenLake Solution
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Module 7: Completing the HPE GreenLake Solution

Learning Objectives
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You will begin this module by reviewing the language and conversation points used in financial conversations, along with how to develop the financial case and support your financial discussions. Topic 2 explores how to use what you have learned about customer needs and the business value of HPE GreenLake to propose the solution to customers and highlight the value they will realize.  

In Topic 3 you will learn about the final steps of the sales process that lead to order booking, implementation, and solution delivery. Additionally in Topic 4, you will explore the Change Order process and how to increase your deal size as well as position yourself as a trusted advisor.  

After completing this module, you should be able to identify customers’ financial services requirements and articulate and build the business case. You should also be able to complete the sale by listing the steps of the SOW and pricing template process and be able to describe important SOW review elements. Finally, you should be able to identify, describe, and map out the steps of the quoting and proposal process including rules of engagement and when additional expertise or tools should be obtained and/or leveraged.  

Topic 1: Build the Financial and Business Case
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This topic will review the business benefits of HPE GreenLake and how learners can articulate those benefits to provide value for the customer.

Calculate Benefits to Build the Business Case

[image: image]

As you begin assembling the business case for your customers, remember to use the tools available to you to emphasize the unique value of HPE GreenLake. You know your customer has considered the costs. As a customer making a spending decision, they will have their attention focused on resources they are putting into the solution. Your focus in presenting the business case should be to remind them of the return on investment they receive from the benefits of HPE GreenLake.  

You will want to outline the financial savings, operational savings, and time to market improvements your customers will see with their HPE GreenLake solution. HPE provides you with tools and resources to help you calculate these benefits for your customer, discuss the benefits with tangible examples, and bring the value to the surface. You will learn more about these tools and resources in the following pages.

Financial Concepts

Before you begin building your business case, you should familiarize yourself with these financial concepts. Although you won’t be the only one involved in financial discussions with your customers, you will still want to have a strong understanding of key concepts and phrases. You can rely on the HPE Financial Services (HPEFS) representative to help you, but knowing how to show HPE GreenLake financial value will be useful to you both during and after introductory conversations if you are to remain a trusted advisor.  

You likely know some of the phrases listed here, and may even regularly use them in sales conversations. Read through the listed phrases and explanations. Make sure you understand their importance to the financial conversation. To learn more about these financial concepts, take the Financial Acumen Fundamentals for Sales Course.

Return on Investment (ROI

• Return on Investment = Net income/Investment

• The value an investment can provide in relation to the cost of ownership/investment over time.

Payback Period

• A mathematical methodology used to calculate how long it will take to payback an investment.

• Calculated by dividing the expected cash inflow into the expected initial expenditure.

Total Cost of Ownership (TCO)

• The sum of predicted direct and indirect expenses associated with a product.

Time Value of Money

• This principle states that, due to its potential earning capacity, money available in the present is worth more than the identical sum in the future. Because money can earn interest, a dollar today is worth more to a company than a dollar tomorrow. Likewise, debt today will cost more tomorrow.

Discount Rate

• The expected rate of return for an investment. In other words, the interest percentage that a company anticipates receiving over the life of an investment. Used to align future benefits of investment to current worth to the company (present value).

Net Present Value (NPV)

• A performance metric used to measure the value of an investment taking into account the time value of money.

• Calculated by applying the discount rate (expected rate of return for an investment) to the yearly estimated benefits of an investment.

Building the Financial Case
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To really demonstrate the value of HPE GreenLake, you need to be able to highlight the financial benefits the solution provides. Take a look at the graph comparing HPE GreenLake to a traditional sale, so you can point out where these financial benefits are realized.

The first benefit can be seen with the initial purchase. Customers avoid a heavy upfront expense in purchasing equipment, so they can hold onto their cash and reinvest back into the business. A second benefit is that customers can deploy capacity when required, which results in much better utilization rates. With better utilization comes benefits from the reduction of other costs, such as power, cooling, and datacenter footprint charges; software licenses; and support and maintenance.

The on-site buffer means customers can respond to business demands in minutes, so they are able to reduce their time to market. With faster product launches, services and solutions can be offered more rapidly, bringing money into the business and developing new and faster revenue streams.

The fourth benefit is the fact that HPE actually commits to the unit rate price at the beginning of the contract. The unit rate then decreases as the customer’s capacity increases, which not only helps customers with budgeting, but it enables them to align cost to usage, and even charge back to the business. This way IT can become an Internal Service Provider.

The fifth benefit is that customers can free up IT resources to focus on more critical areas. The industry-leading HPE Account Team delivers proactive support and capacity management, which also reduces downtime.

The final element is about focusing on the present value of the HPE GreenLake solution when compared to a traditional purchase. Because of the costs saved from holding onto capital (present value), HPE GreenLake can actually cost less than a traditional solution.

Learning Check

Now take a moment to review what you have learned so far in this topic. How is net present value calculated for an HPE GreenLake solution? (Select one.) The answer is on the next page.
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Answer to the Learning Check
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Understanding HPE GreenLake Quick Quote Benefits
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Now you will review examples of some HPE tool outputs and how you can use them to build the business case. Here is an example of the HPE GLQQ tool output. These numbers are based on average benefits seen from ten large HPE customers. These are hypothetical averages. Do not promise your customer these benefits. Instead, use business case tools or your own calculations to find accurate numbers for the benefits that will resonate with your customers. Explore some of the factors that add up to these benefits on the following page.  

Building the Business Case with the HPE GreenLake Quick Quote Tool
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Read below to learn more about how these benefits are calculated. Hotspots are indicated by a plus sign inside a yellow circle.  

Financial benefits

The primary financial benefits of HPE GreenLake for your customer are derived from:

• Avoiding the cost of overprovisioning:

– The large upfront cost of traditional IT purchasing can create a significant payback period. Overprovisioning extends that further because a large portion of the purchased assets go unused for years.

• Improving cash flow and NPV:

– Because your customers aren’t spending a large sum of money at once, the effects of discounted value on HPE GreenLake are less severe.

Time to market benefits

One of the strengths of HPE GreenLake is in speeding IT supply chains. The following are used to estimate time to market benefits in the Quick Quote output:

• Cost savings by removing days from provisioning process:

– With HPE GreenLake, your customer can plan to grow their capacity and technology with the HPE GreenLake solution, and do so quickly. This means new projects can be started far ahead of what was once the norm.

• Improved business agility (greater revenue generation opportunity):

– Because HPE GreenLake isn’t bound to a traditional infrastructure purchasing model, less time is wasted in a long procurement process, waiting for new assets.

Services Benefits

Services benefits are estimated value from services built in to the HPE GreenLake solution (portals, management, etc.):

• With HPE GreenLake covering everyday service and management of assets, IT can focus their attention elsewhere and contribute to new value add projects.

Return on investment

All of these benefits contribute to the overall return on investment HPE GreenLake provides to your customer and are included in the calculation.  

Building the Business Case with a Business Case Tool
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You can also get more accurate estimates by using business case tools like the one shown here. This tool and its outputs are just one example of business case tools that vary by region and are available for HPE GreenLake. Read below to learn about the quantities you need to enter to receive a comparison between HPE GreenLake and traditional purchasing models. Editable fields are highlighted in blue. Hotspots are shown next to the editable fields and indicated by a plus sign inside a yellow circle.  

BOM list prices

Enter the starting and ending BOM list prices for a traditional purchase.

• Make sure you enter quantities that reflect your customer’s actual situation as accurately as possible.

• These quantities should be entered for year one on the left and for year 5 on the right.

If you have information available to customize your customer’s growth plan, make sure you input it in the growth percentage entry field (not shown here).

• Entering the number will help to calculate the yearly growth and End BOM.

• If no entries are made, the tool will submit default values for the markups for a traditional comparison.

Blended discount

Enter the blended distribution discounts for the initial purchase, and subsequent Change Orders.

• These quantities should be entered for year one on the left and for year 5 on the right.

The tool will calculate partner’s cost from distribution for the initial cost and the difference between BOMs.  

• These prices are shown below.

Traditional purchase calculations

These traditional purchase calculations come from entries made here.  

• The Year 1 entry for Cost from Distribution is the Estimated Cost from Distribution entered above.

• The Year 2-5 entries for Cost from Distribution are a split of the difference between BOMs.

• Annual is the price to the customer with partner markup, sales tax, overprovisioning, and services added.

• The Total is the running total for each year.

Markup, add-ons, and rebates

Add the markups, sales tax, shipping, and/or add-on % here. These percentages will be unique to your organization, but they will default to the percentages shown here.  

• The Traditional Purchase markup % defaults to 20%.

• Sales tax and any other fees default to 7%.

• The Blended Partner Ready blended backend rebate percentage defaults to 5%.  

Topic 2: Make the Proposal
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You will next learn how to create a proposal targeted to your customer’s unique needs.

The Proposal
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As you start putting together your proposal, you should know that HPE provides several templates from which you can build your proposal. If you use the GLQQ tool, you will get proposal documents with the GLQQ tool output. HPE also offers proposal PowerPoint presentations for use with custom HPE GreenLake solutions. If you would prefer to build your own proposal, you can also use that approach. The process you use for building a proposal will depend on your customer and you. You should build a proposal using the process that best suits you.

Regardless of how you build your proposal, consider these tactics, which you can use during your customer conversation.  

Start with the business objectives that they explained to you in previous conversations. You should then be able to tie these business objectives to the technical objectives by focusing on which workloads will be supported by what infrastructure.  

When you discuss the HPE GreenLake solution, explain the benefits it drives for your customer. Use your technical knowledge of HPE GreenLake capabilities and HPE infrastructure capabilities to back up value, instead of just explaining speeds and feeds. You can then use what you have learned about HPE GreenLake to connect features to value and to stand out with a consultative approach. You are not negotiating, but instead describing the value.  

A helpful way to show value and make these connections is with the customer examples and market data you can find in this course and in other HPE resources. Leveraging these proof points allows you to speak from a position of strength.

Lastly, and most importantly, use the HPE resources provided to you. Leverage your HPE team, including HPE Pointnext Services and HPEFS representatives.  

Organize Your Proposal
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You may recall these four categories of value that HPE GreenLake can offer customers. Building the business case requires customizing each of these benefits to the customer.  

You may want to pick the two or three main points that resonate with the customer. This way, you can use the same metrics the customer uses to make financial decisions to concisely articulate the actual financial value that you can offer with HPE GreenLake.  

It is also important to explain the mechanics of HPE GreenLake within the proposal. Make sure to discuss HPE GreenLake Central and the Consumption Analytics portal, so customers are aware of how infrastructure is monitored and how they can control or predict capacity usage. Discuss how the services will work, regardless of whether you or HPE will provide them. You may have to do some research to make your proposal specific to your customers’ needs.

Use Customer Priorities to Emphasize Value
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During your proposal, it is important to align your customer priorities with the value you can offer. By now, you should be familiar with the business challenges and value you can offer customers, so you should be prepared to align them.

Customers with concerns about costs are looking for better cloud economics. They will talk to you about a need to preserve capital, better predict IT demand, and align IT costs with usage. You can offer them the ability to avoid over provisioning, minimize under-utilization, eliminate upfront investment and pay for only what they use with HPE GreenLake.

Due to the economic effects of the global pandemic from 2020 and 2021, more customers are experiencing more unpredictable IT. It is difficult to determine IT capacity needs with volatile demand and unpredictable economic recovery. With HPE GreenLake, customers can pre-deploy, wait for recovery, and turn on capacity at will as soon as it's needed.  

This added agility is also a desire for customers who want to move faster, shorten procurement cycles, and facilitate rapid growth. Talk to these customers about improving business agility, speeding supply chains, and reducing the amount of time spent planning and waiting for new capacity or technology with HPE GreenLake.

Some of these customers may lack agility because their solutions cannot scale. You may hear this need explained as a desire for better control over IT with a scalable solution like public cloud on-prem. These customers can benefit from gaining active capacity planning with the consumption analytics portal, eliminating lock-in with a multi-cloud and multi-stack environment, and scaling up and down easily with an as-a-Service consumption model.  

Finally, you may hear from customers who are struggling to manage an increasingly complex environment. They will want to improve efficiency and free up IT for business focused tasks. With HPE GreenLake, they can consolidate services, minimize the cost of these services, reduce pressure on IT, and free up IT by offloading and automating tasks.  

Topic 3: Close and Deliver
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You will now learn about the process for completing the deal.  

Check Pricing with Distributor
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If you go through a distributor, remember that the GLQQ tool gives you indicative pricing from the distributor to you. Before you make a proposal to a customer, you should double-check this pricing with your distributor and get binding pricing. You can easily bundle your services into the solution and you will want to add them at this time. You can then verify that you have specified the appropriate markup for your company’s bottom line and present the solution to the customer confident in your pricing.

HPE GreenLake Formal Solution
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In this topic, you will explore the process for the formal solution that ends with an order booking. As you can see here, many HPE organizations are involved in this process. You may interact with account managers or representatives from HPEFS, Hybrid IT, and HPE Pointnext Services. Because HPE internal processes are complex and can vary, you will not learn about each one. Instead, you will view a step-by-step process so that you can understand your involvement.  

To complete order booking, pricing and SOWs must be completed. The Partner and Customer SOW need to be developed, signed, and approved. You will learn about this process in the following pages.  

In a separate process that may be going on at the same time, binding pricing must be approved. You and the Distributor (if you are using one) each add markup to indicative pricing. Later in this topic, you will explore the SOW development and approval process in more depth.  

SOW Development
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SOW development begins when the HPE Pointnext Services Deal Owner (DO) or Partner Business Manager (PBM) request the HPE Engagement Manager. Binding pricing approval may be going on in the background during this process. The DO or PBM will involve the Engagement Manager as needed.

The Engagement Manager then writes the HPE SOW and sends it to the Distributor. With standard solutions, the SOW will already be developed. Either way, the Distributor then negotiates with HPE to develop the Partner SOW. This document may be referred to as “indicative” or “non-binding pricing.”

What is Included in the Final SOW?

You will be working with multiple SOW documents. Each one is made up of the SOW Order Form, SOW Pass-through Terms, and pricing. Read below to explore these components of the SOW. Note that you will learn more about the pricing process in the following pages.

SOW Order Form

The SOW Order Form is developed using the channel working file from the HPE GreenLake Quick Quote tool or with help from HPE and the Distributor. It is:

• Unique for every opportunity.

• A document that contains variable terms and unique parameters for HPE GreenLake solution.

• The binding quote from HPE to Distributor or Tier 1 Partner. 

• An agreed order as soon as it is submitted back to HPE and signed by all parties.

• The action of the Distributor emailing the SOW Order Form to HPE will be deemed a legally enforceable transaction under the governance of the Partner Program Guide. 

SOW Pass-through Terms

The SOW Pass-through Terms:

• Are a set of HPE GreenLake terms & conditions that must be passed on by Distributor to Partner and Partner to Customer.

• Must be included in final Reseller SOW with end customer.

• Are not negotiable and do not change from opportunity to opportunity.

• DO NOT require a signature between Distributor and HPE. 

Pricing

Pricing will be included on the SOW. It is completed in a separate process, which you will learn about in the following pages.

• The pricing shown in the final SOW is ONLY the unit pricing for the HPE GreenLake solution. 

• This will include everything in the solution in one per-unit price.

• You will need to indicate services you will provide on the Start BOM. 

• You may be asked to create a booking BOM. In this booking BOM, you will include everything from the formal BOM, except services. 

• Since you can provide your own break/fix and install services to replace HPE Pointnext Tech Care or HPE Pointnext Services install services, your engagement manager will not include them on the booking BOM.  

SOW Approval
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Once you have received the Partner SOW from the Distributor, you need to develop your own SOW. You will then negotiate with the customer to complete this SOW.

You may hear the Partner and Customer SOW referred to by different names, so do not worry about what each one is called. More importantly, you should know there are two SOWs: one from the Distributor that the Partner signs and one from the Partner that the customer signs.

Creating Binding Pricing
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Before an SOW can be signed, it has to include binding pricing, but that pricing can be negotiated. This pricing is the unit pricing for the HPE GreenLake solution, which will be shown in a table, with pricing bands for growth of each billing tier.  

For a GLQQ solution, the tool will develop a channel working file with pricing that only needs to be approved by the Distributor and/or negotiated with the Partner and customer in the respective SOWs. Partner services can easily be bundled into the solution to create a single solution quote. For solutions built with the Swift sales program distributor marketplace, your distributor will help you build an HPE GreenLake agreement.  

For custom solutions, the Partner will submit a formal BOM (as you learned about in Module 4), and HPE will use an internal process to approve it. The Partner requests binding pricing through the HPE DO or PBM. An HPE Solution Architect and HPE Delivery representative will approve and edit the quote. That pricing is then passed down through distribution.

The Partner may then be asked to generate a booking BOM, which you saw contributing to the pricing component of the SOW. HPE Sales Operations and Delivery will use the booking BOM to book the order after the Partner has agreed to pricing.  

Discounts
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HPE will determine discounts internally, so it is not your responsibility. You should be aware that this discount is significant and global, but pricing may vary by country. Ask your PBM or Engagement Manager about escalated pricing if needed, but you should rely on HPE’s review of your pricing and markup before doing so.  

SOW Completion
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Once the SOWs or HPE GreenLake agreements are signed, the Distributor emails the HPE SOW Order Form and a PO (if necessary) to the DO and/or PBM who forwards it to the Engagement Manager. The Engagement Manager then creates a Booking Package and submits it to Delivery. Delivery performs the order acceptance with other departments.  

Learning Check

Now take a moment to review what you have learned about the formal process. Which part of the process is your responsibility? The answer is on the next page.
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Answers to the Learning Check
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HPE GreenLake Opportunity Lifecycle
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Once the HPE GreenLake solution has been ordered, you, as the Partner, will help deliver and implement the solution for your customer. You will also work closely with the Distributor and HPE, particularly your Transition Manager. Implementation of the new HPE GreenLake solution is the result of a combined effort from both the sales and delivery teams.  

HPE Order Acceptance
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Order acceptance and review involves the Transition Manager, HPE GreenLake Project Manager, HPEFS, and the entire HPE GreenLake team. The Transition Manager (TM) and HPE GreenLake Project Manager (GLPM) will first confirm site readiness before getting authorization from HPEFS.  

The HPE GreenLake Business Team then takes all quotes and moves the order through the internal process. The TM and GLPM plan the solution and monitor the order. Once it is complete, they configure and install the solution. You will learn more about that process in the following topic.  

HPE GreenLake Invoice Process
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After the HPE GreenLake service is turned on and the customer agrees it’s installed and ready to go, an invoice will be generated. If you need to remind yourself how invoices are calculated, take another look at the section in Module 6 that explores how to use the Excel Business Case Tool to calculate pricing estimates. Notice the invoice includes the Partner and Distributor margin, also referred to as “uplift.”  

Implementing Metering
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The HPE delivery team will follow the steps listed here to set up metering for your customer once the hardware is delivered and installed. After the solution has been configured, the Account Service Manager (ASM) will provide training and logins to HPE GreenLake Central and the HPE GreenLake Billing Manager as shown in step 7. Make sure you understand the benefits of the helpful features and tools included in HPE GreenLake Central, such as the Capacity Planning Page. Knowing how to use the HPE GreenLake Central portal will make you a stronger Partner to your customer going forward.  

HPE, Distribution, and Channel Partners will get logins and training for their view of HPE GreenLake Central. Each user will be able to see only their own billing and pricing data. Before your customer can use the tool, you need to add your markup to the billing page in your instance of HPE GreenLake Central. Once you have inputted the final customer cost per unit, the customer can start receiving the benefits of the tool. Step 9 is a requirement for the customer to get the full benefits of the Consumption Analytics Portal and HPE GreenLake Central.

Partner View on Central
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You will have access to the Partner instance of HPE GreenLake Central. To get your customer started, you need to access the Partner Billing Accounts Manager by clicking the desired Billing Account Name in the first column of the Partner Billing Accounts table. You can view analytics for the services used by your customers. These services include the Monthly Charges report, which shows usage and billing information, and the Capacity Planning report, which shows you actual and forecast usage over a period of time.  

A vital part of the HPE GreenLake end customer experience is the ability to see their consumption and charges in the HPE GreenLake Central dashboard. You enter your pricing so that the reseller or end customer who is your direct customer in an HPE GreenLake deal can see their actual cost. You can also view the billing account currency, edit the Rounding type for the billing account, and enter your rates.

HPE will not use the pricing data you enter for any business purposes whatsoever. The only HPE personnel who can see your pricing data are those responsible for building and supporting the software that uses it. Each party to an HPE GreenLake channel deal can see only the cost they pay and the price they charge the party directly downstream of them.  

Topic 4: Support and Expand
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In this topic you will review an example of the HPE GreenLake sales process.

HPE GreenLake Change Orders
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After the HPE GreenLake solution has been delivered and implemented, your focus should be on ensuring that it provides your customer with the resources they need to achieve their business objectives. You will want to pay attention to your customer’s usage through Billing Manager. The Billing Manager, a subsection of the HPE GreenLake Central portal, provides you with the information necessary to determine if your customer requires new capacity or technology to be added to their existing solution. The ASM will also do capacity planning and you will work together to plan for additional needs. Once your customer’s requirements are clear, you and the ASM will need to help that customer compose a Change Order.  

Change Orders follow the same process for custom and standard solutions. One benefit of the Swift sales program is that it is an easy entry into HPE GreenLake for customers. Once customers have an HPE GreenLake solution (even if it was built through the Swift sales program or GLQQ), then you can easily perform a Change Order and provide a larger solution.  

Change Order Responsibilities

To make sure the Change Order goes smoothly, you should know what tasks each party will be responsible for in the Change Order process. Read below to learn about the responsibilities you, the Distributor, and HPE have in processing Change Orders.

Partner

Partner responsibilities are very similar to those in the original process. The Partner:

• Registers all leads through established processes

• Helps qualify opportunities

• Enters own agreements for sale and provision of services to customer

• Builds BOM and sends to HPE

• Works with HPE to determine services configuration

Distributor

• Emails completed SOW Order Form to HPE for changes to service

• Enters own agreements for sale and provision of services to Partner

HPE

• Reviews, qualifies, approves Partner’s registered opportunities

• Provides SOW Order Form

• Receives completed SOW Order Form from Distributor

• Defines hardware according to SOW Order form and ships to customer

• Provides partner contacts to assist with installation and capacity management

• Works with Partner to determine services configuration

Change Order Process
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Once a need for new capacity is identified either you or HPE will begin the process detailed here. Your main responsibility will be to recognize the need (though the delivery team could do this as well), create the new growth BOM, request list price files, send the BOM along to HPE, and present the Change Order document to the customer.  

You will likely be working with the HPE GreenLake Project Manager (GLPM) as well as the individuals shown here. Note that this process may change depending on the size of the change needed. You will learn more about identifying the size change in the following pages.  

Also note that you may send the BOMs to HPE before the distributor in cases when you do not have one. Also, HPEFS has to authorize Change Orders, so you will need to get approval after BOM acceptance.

HPE GreenLake Change Order Sizing
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Different Change Order sizes require different processes. Partner sales may be able to complete a low complexity Change Order, but the Distributor and Presales may need to be involved for more complex changes. Here you see a description of three general Change Order sizes. Read below about the levels of complexity to learn about the processes and requirements for each one.  

Low Complexity

• Existing Product

– Provide existing BOM with the quantities required for the Change Order.

– Both the OCA and an XLS spreadsheet should be included.

– If a Partner is involved, no services need to be added on the quotation.

– Make sure to understand the billing tiers when adding to or changing them.

• Adding Product

– Complete new Start and End BOM’s.

– Both the OCA and an XLS spreadsheet should be included.

– If a Partner is involved, no services need to be added on the quotation.

– BOM should be built for initial delivery.

– Meet with the HPE Pointnext or HPE GreenLake solution architects and the extended sales team to determine the commit level and if a buffer needs to be included for the new product.

– Leverage the procedure for any existing products.

– Make sure to understand the billing tiers when adding to or changing them.

Medium Complexity

• Existing Product

– Provide existing BOM with the quantities required for the Change Order.

– Both the OCA and XLS spreadsheet should be included.

– If a Partner is involved, no services need to be added on the quotation.

– Ensure the Change Order for GMS services matches the updated capacity.

– Ensure everything in the BOM is accounted for in the Pointnext implementation SOW.

– Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

– Make sure to understand the billing tiers when adding to or changing them.

• Adding Product

– Complete new Start and End BOM’s.

– Both the OCA and an XLS spreadsheet should be included.

– If a Partner is involved - no services on the quotation.

– BOM should be built for initial delivery.

– Meet with the HPE Pointnext or HPE GreenLake Solution Architect and the extended sales team determine the commit level and if a buffer needs to be included for the new product

– Leverage the existing product procedure.

– Ensure the Change Order for GMS services matches the updated capacity.

– Ensure everything in the BOM is accounted for in the Pointnext implementation SOW.

– Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

– Make sure to understand the billing tiers when adding to or changing them.

High Complexity

• Existing Product

– Provide existing BOM with the quantities required for the Change Order.

– Both the OCA and XLS spreadsheet should be included.

– If a Partner is involved, no services need to be added on the quotation.

– Ensure the Change Order for GMS services matches the updated capacity.

– Ensure everything in the BOM is accounted for in the Pointnext design and implementation SOW and that the SOW aligns with the delivery as-a-Service.

– Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

– Align the design to the BOM to ensure best practices.

– Make sure to understand the billing tiers when adding to or changing them.

• Adding Product

– Complete new Start and End BOM’s.

– Both the OCA and an XLS spreadsheet should be included.

– If a Partner is involved - no services on the quotation.

– BOM should be built for initial delivery.

– Meet with the HPE Pointnext or HPE GreenLake Solution Architect and the extended sales team determine the commit level and if a buffer needs to be included for the new product.

– Leverage the existing product procedure.

– Ensure the Change Order for GMS services matches the updated capacity.

– Ensure everything in the BOM is accounted for in the Pointnext implementation SOW and the SOW aligns with the delivery as-a-Service.

– Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

– Align the design to the BOM to ensure best practices.

– Make sure to understand the billing tiers when adding to or changing them.

How to Add a Change Order
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Consider this example using a Distributor Marketplace rate card with the Swift sales program. If your customer thinks they need 100 TB to 125 TB of storage, they likely use half of that: research shows that customers typically overprovision storage by 50%. For this customer, you should offer an HPE GreenLake: Swift sales program solution like HF40 option 2. With this solution the customer would get 48.4 TB of storage monthly for $2,277.65 US dollars.  

The customer would have a 12.1 TB buffer to use if needed and would pay per GB for this buffer storage only during the months they use more than the 80% reserve. When the customer reaches 90% capacity, this triggers a conversation between the GreenLake ASM and the customer. The ASM or Remote service advisor (in the case of Swift) will ask the customer if they would like to add capacity and if so, how much. Once the customer specifies the additional capacity amount needed, you or the ASM will prepare a simple one-page Change Order document showing the capacity to be added with the per GB price. HPE will deliver and install the additional capacity. When the capacity grows through a Change Order, the price per GB will decline as the next option level is reached.

Submitting the Change Order only on an as-needed basis is important; if a Change Order is implemented too early, the customer will end up paying more than necessary. When a change is implemented, the reserved capacity and minimum commit get bumped up, so a customer might use 11 or 12 TB and have to pay for the full monthly cost of the second Change Order.  

Become a Trusted Advisor

[image: image]

Change Orders for the HPE GreenLake solution will benefit you and the customer most when you are proactive. Apart from additional sales opportunities with solution design changes, Change Orders give you a chance to show your customers that you are concerned with their needs. Use the Consumption Analytics Portal to check your customer’s consumption, and speak with them to determine if their solution should be adjusted due to changes in their business requirements.  

By remaining attentive to your customer’s priorities, you can guarantee that they have the best possible experience with their HPE GreenLake solution, and that your relationship with them is one of a trusted advisor. You will begin to see the benefits of being a trusted advisor and proactive Partner. Not only can you increase your deal size and the number of future deals, but you will also improve your reputation as a Partner who can provide answers, savings, and resources quickly.

You’ve Completed This Course!
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Congratulations! You have completed this course!

Preparing for the Exam
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Thank you for taking the time to complete this course!  

For self-study and reference, download a free Learner Guide for this course from HPE Press. You can use an e-reader of your choice to view the content, and HPE suggests that you use it to study for the exam.  

We encourage you to take and pass the related exam, HPE0-P27. Although this course is recommended for exam preparation, simply completing the course alone does not guarantee that you will pass the exam. In addition to this training course, exam items may sometimes be based on knowledge gained from on-the-job experience. You can learn more about the exam by visiting the exam web page: https://certification-learning.hpe.com/TR/Datacard/Exam/HPE0-P27
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Objectives
The HPE GreenLake Portfolio + Identify, sequence, and map out the steps
of the end-to-end HPE GreenLake sales

process.

HPE GreenLake Value Proposition e « Identify key service offerings that meet o
the customer’s unique business and .
technical needs.

°
HPE GreenLake Use Cases o * Arficulate the solution offering for GLQQ, ~ *
- Swift, custom, and cloud services.

* Determine which HPE GreenLake solution
] 3 option to offer to customers (GLQQ, Swift,
More HPE GreenLake ' custom, and cloud services).
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Customer Needs: Customer Benefits:
* Successful, timely fransition

* Scalability and pay-per-use

* Maintain cloud-first inifiative
* Adapt o pandemic with remote work

Partner Needs:
* Deliver rapid, accurate results

* Accelerafed and simple sales process
-

E GreenLake: Swift sales program helps witl Smaller and faster HPE GreenLake deals.
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CONNECTING PEOPLE

-

Needs: | Benefits:

* Public cloud UX via on-prem | [ | + Desired user experience af a fraction
hardware J ; of the cost

+ Support 10005 of DevOps engineers gy ik + Only paid for storage capacity used

« Build a carbon-negative data center j I + Reduced carbon footprint—and TCO
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To move all workloads from private cloud to public cloud

To combine the benefits of pay-as-you-go funding with the control
of an on-prem environment

To help the company move from an OpEx funding model to a
CapEx spending model

To add a second public cloud environment as a way to back up
data
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Benefits:

* Rapid provisioning to scale with
needs

« On-prem regulatory compliance

Needs:
* Keep pace with high rate of growth
« Comply with on-prem deployment

© Varlability indemand High growth
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®) To combine the benefits of pay-as-you-go funding with the control
of an on-prem environment
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ZENUITY

Needs:

+ Gather, store, organize, and analyze
data from test vehicles and dev < « Edge computing along with standard
centers storage and compute services

+ Infrastructure hat supports Al and + HPE Apollo and ProLiant delivered
HPC workloads s as-a-Service, managed by Pointnext
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Require rapid scaling to meet sudden changes

Focus on price per unit when making IT spending decisions
Need a more traditional model for procuring IT resources

Need to preserve capital and shorten procurement cycles
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2 Create a task in Salesforce.com
(SFDC)

3 Run a credit check with help as
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!’ Require rapid scaling to meet sudden changes

‘q[\ Need to preserve capital and shorten procurement cycles
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Deal Registration

Register your deals with HPE, and you can be authorized for additional discounts, rebates and
benefits to help win deals, get deal protection or both, when applicable.

The Partner Ready Agent (US) and Business Intermediary (CA) programs rewards US and Canadian
authorized partners who are advocating Hewlett Packard Enterprise solution(s) and providing
extensive value-added support with customers who purchase directly from Hewlett Packard
Enterprise.

e ]
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Have a need for HPE GreenLake

Need to preserve
capital, reduce
risk, and shorten
procurement

Seek to reduce
complexities

or more growth
year-over-year

Think current
@ infrastructure and
funding models
hold them back
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and Qualify

Deliver value prop (Module 2)

Complete qualification
(Module 2)

3 Prep for engagement and define
customer requirements

4 Engage Channel Rep; they will
help you positi
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* Describe the steps of the sales process
including actions required.

k - * Identify resources and/or expertise fo
The Sales Proc determine reseller responsibility and
touchpoints throughout the entire
customer lifecycle.

Partnering with HPE « Identify situations when partners will be
‘working with HPE representatives in
different roles.

* Given a customer scenario, describe best:
practices for partnering with HPE and
HPEFS to fulfill customer goals and
objectives.

* Identify deviations in the HPE GreenLake
sales process based on region/role.
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Access to decision makers

Customer IT challenges

Current customer environment

Financial information

Future growth plans

Value of workloads

Think about your customer and check all that apply

Do you have access to decision makers in finance and or IT?
Does the customer have a hybrid cloud strategy?
Does the customer need or would the customer like to offload operational tasks?

Does the customer have a need to keep certain applications on-prem?
Is the customer moving applications to the public cloud?

Is the customer’s procurement cycle 3 or more months?

Does the customer have IT budget limitations?

Are the customer’s workload / capacity needs growing?

Does the customer have difficulty forecasting capacity needs?

Does the customer run their storage and or compute at or below 50% utilization?

What is the customer’s current time to value?
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Options

Reduce complexity and
simplify IT with up to 40%
better IT productivity

Eliminate overprovisioning and
align IT costs to business demands
for better cloud economics and 30-

40% cost savings

Give IT greater control and
scalability with up to 85%
less unplanned downtime.

Get capacity ahead of ot
demand and offer up to 75% &

kj shorter time to deployment.
e Y
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For self-study and reference, download the
Learner Guide for this course from HPE
Press:

* Learner Guide
When you are ready to take the competency
exam, Configuring HPE GreenLake Solutions
Exam (HPEO-P27), register at:

* www.pearsonvue.com/hpe
Exam items may be based on

+ On-the-Job Training

* Industry-Standard Knowledge

* Hands-on Experience

Exam Web Page
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Developers and line of business employees are constantly
using different applications and services to improve our
products and develop new revenue streams. If we can improve
our deployment speed, we can improve our bottom line.

Our experienced IT team spends all of their time installing,
supporting, and updating technology. We need help with
lifecycle management and avoiding technology lock-in

We are growing rapidly, so it feels like we purchase new IT
equipment every month. We seem to never have enough
capital for the investments we need, and we are always over-
or under-provisioned.

Our IT teams cannot forecast needs to keep up with rapid
growth because we do not have a way of viewing capacity
usage for all of our cloud and on-prem equipment. We also
lose significant capital due to productivity loss when our
public cloude ao down
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Get capacity ahead of
demand and offer up to 75%
shorter time to deployment.

Reduce complexity and
simplify IT with up to 40%
better IT productivity

Eliminate overprovisioning and

align IT costs to business demands

for better cloud economics and 30-
40% cost savings

Give IT greater control and
scalability with up to 85%
less unplanned downtime.

Developers and line of business employees are constantly
using different applications and services to improve our
products and develop new revenue streams. If we can improve
our deployment speed, we can improve our bottom line.

Our experienced IT team spends all of their time installing,
supporting, and updating technology. We need help with
lifecycle management and avoiding technology lock-in

We are growing rapidly, so it feels like we purchase new IT
equipment every month. We seem to never have enough
capital for the investments we need, and we are always over-
or under-provisioned.

Our IT teams cannot forecast needs to keep up with rapid
growth because we do not have a way of viewing capacity
usage for all of our cloud and on-prem equipment. We also
lose significant capital due to productivity loss when our
public clouds go down.
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A proactive Partner * Pays aftention fo customer needs
* Checks consumption
= Asks about adjustment
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HPE GreenLake Use Cases
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Customer description The customer’s needs change

* Thinks they need 100TB to 125TB * The ASM is alerted if customer reaches 90% capacity.
of storage + The ASM talks to the customer about adding capacity
* Overprovisions around 50% * A Change Order is filled and capacity is added
Physical W Ussble (TB) Usable (TB) Effective oo per PricePer  Price Per PricePer PricePer Price Per
Technology Model Option Shelves/ UOM ("%  Capacily af Capacityat %~ GB36 Month36 GB4S Month48 GBSO  Monthé0
Servers e 100% 80% Giay|  Months Months  Months  Months  Months  Months

HF40 Change Order

12.178B (usable) Paid when used (variable capacity)
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« Single product aligned fo a  Multiple products with growth
growth metric mefrics
« Addition of a product = Addition of new products or
« Multiple products with growth billing bands
metrics + Additional software
+ No software *GMS or Poinfnext services
«No services (other than install) 3" party products or software
« Pre-configured solutions = Customized appliance solution

« Simple solution integration

growth metrics

«Addition of new products or
billing bands

+GMS or Pointnext services

«Colocation
«3" party products and software

«Complex solution configuration
(SAP for example)

Low Complexity Medium Complexity High Complexity
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You have a customer with VMware and 3PAR. You are
looking to update their solution with Primera, and you
need to assess their environment and determine how
many VMs they are currently using.

You have assessed the customer’s environment and
determined the start and end capacity to include for a
custom HPE GreenLake solution. You are ready to build
the BOMs.

You have performed an assessment and determined that
your customer will need a compute solution of about
$200k. The customer wants a quote and solution as fast
as possible.
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You send the Start BOM, End
BOM, and customer
requirements to the HPE DO.

The HPE DO reviews the
BOMs and other info and
schedules an OR.

HPE GreenlLake Presales
creates the consumption unit
pricing and sends to you.

You add markup to the
consumption unit pricing and
create the business case.
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308,551-452,351  452,352-519,013  519,014-585,676 585,677+
i Distribution Band Price (to the partner) $ 0.0844 5 0.0823 B 0.0801 0.0781
{Units / Devices (showing growth) . 108 128 168

|nits of Measure (per unit / device) 3,571 i 3,571

Total nits of Measure (100%) X . 457,088 . 599,928

Total Units of Measure (80%) 365,670 i 479,942

FP 2 ~ S

Configuration  Billing Tler Band1

Volume 4,873 -7,107 7.108-8,123 8124-9,138 9,139+
Price  $164 5158 $1.51 $1.46

Unit

308.551-452,351  452,352-519013  519,014-585.676 685677+
Unit pricing will drive HPE

GreenLake side of
business case comparison
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You have a customer with VMware and 3PAR. You are
looking to update their solution with Primera, and you
need to assess their environment and determine how
many VMs they are currently using.

You have assessed the customer’s environment and
determined the start and end capacity to include for a
custom HPE GreenLake solution. You are ready to build
the BOMs.

You have performed an assessment and determined that
your customer will need a compute solution of about
$200k. The customer wants a quote and solution as fast
as possible.
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) identifies opportuntty,
validates qualfication,
and registers
opportunity In SFDC

2) Approves or refects
HPE GreenLake
registration.

Identifies Deal Owner

3) Manages SFDC Entry

Requests Deal Specifics

- . —————

1 5) Creates list price OCA
| fles & sends o the

! Parier

:

&) Sends BOMs In Excel
and Customer
Requirements fo Deal
Owner

7) Reviews BOM using
qualification checklst,
completes OR
qualification form,
requests OR

9) Adds markup fo unit
of consumption. Sends
pricing fo partner
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Options

Cloud services

Swift sales program
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* Additional workloads

+ Specific customer requirements

* Existing environment to be salvaged or
incorporated Into an HPE GreenLake
solution

Tip: Even when you plan fo create a custom quote, you can use the Gl

come up with ballpark pricing o spark customers’inferest.
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The customer needs a large, complex solution
which will likely have a total contract value of over
$500k.

The customer has a small IT budget and does not
need any services delivered on-prem.

The customer currently has limited experience with
containers, but wants to build infrastructure to
support the workload.
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HPE GreenLake Solution Quoting
and Delivery Options
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Standardization

Pre-configured and
Pre-priced HPE
GreenLake solutions

Speed
Rapid sales cycle

Delivery

Remote delivery of
services

HPE GreenlLake:

Swift sales program

Deal Size

Total contract values
between $50K and
$250K






OEBPS/images/B000-00-00-00000-0_chap04_i0005.jpg
Distributor Marketplace

(ot offered In al regions
or by all Distributors)

HPE GreenlLake Quick
Quote (GLQQ) tool

Custom Quote

* For Swift sales program only

+ Requires workload data
+ Can include Swift sales program

* Requires Start and End BOMs

* Pre-configured bundles (reference
models)
* Nimble, DL servers, dHCI now

+ Pre-engineered solutions for a
faster turnaround

+ Can contain muliple technologies

* Use bundles as starting point with
some limited ability to modify
them

+ Can be used to provide an
estimated quote and as a
conversation starter

* Customized approach similar to
tradifional presales architecture
and design

* Partner must work with distributor

* GLQQ tool provides binding

* Partner must use quote

and HPE fo set pricing and create pricing through solution information fo create end user
the HPE GreenLake agreement recommendations that replace quotes and presentations
BOMs
DEAL COST $50K to $250K DEAL COST $50K and up DEAL COST $250K and up
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HPE GreenLake Solution Quoting and
Delivery Options

HPE GreenLake Quick Quote

and Swift Sales Program

Objectives

Describe available HPE GreenLake
offerings and benefits.

Tailor the solution to meet customer
business and fechnical needs.

Articulate the solution offering for GLQQ,
Swift, custom, or cloud services.

Identify and describe key building blocks
for the solution.

Determine the correct sales process and

HPE tools (GLQQ, Swift, custom, or cloud
services) for customers’ unique business

and technical needs.

L
r
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Estimated equivalent hardware and support investment $97,554

HPE GreenLake Reserved Capacity investment over the Term $116136

Difference In Investment -$18,582
$117,429

Financial Benefits of HPE GreenLake
Present Value savings based on 10% $19,865
‘Savings with 100% commercialutiization msv@mmm 50% utiization $97,554

Time to Market Benefits of HPE GreenLak|

Monetized business agiliy gains (revenue generation opportunity or cost savings) by reducing s12.580
provisioning from 60 days fo minutes. nefit repeats with every new capadity requirement,

Service Benefits of HPE GreenLake

Savings achieved from HPE's bull-in support services s11.614
Total Monetized Benefits of HPE GreenLake Consumption $141,612

Over: Benefit of HPE GreenLake Consumption

Traditional Hardware Purchase $123,031
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Estimated equivalent hardware and support investment $97,554

HPE GreenLake Reserved Capacity investment over the Term $116136
Differance In Investment -$18,502
Financial Benefits of HPE GreenLake 7419
Present Value savings based on 10% $19,865
‘Savings with 100% commercial uffzation instead of current 50% utization 597,554

Time to Market Benefits of HPE GreenLake

Monetized business agliy gains (revenue generation opportunity or cost savings) by reducing s12.580
provisioning from 60 days fo minutes. This benefif epeats with every new capacity requirement.
Service Benefits of HPE GreenLake
Savings achieved from HPE's buil-in support services s11.614
Total Monetized Benefits of HPE GreenLake Consumption $141,612

‘Ovorall Net Benefit of HPE GreenLake Consumption versus Traditional Hardware Purchase s123,051

These benefifs are based on averages fll For benefits specific fo your

from HPE GreenL ake customers, cusfomer, use a business case tool.

i g v s e O kB





OEBPS/images/B000-00-00-00000-0_chap03_i0035.jpg
Tools to Help You






OEBPS/images/B000-00-00-00000-0_chap06_i0035.jpg
@

L $ 150 $ 140 § 130 § 120

Configuration Biling Tier Unit of Measure
Synergy 0 w 65% 1000 100 2000 2500

80% usage of 6,530 units deployeddayl == 5,22 units in baseline

5,224 units in baseline X $1.50 price perunit == $7,836 initial monthly invoice
OR*

Reserved Capacity

*The initial monthly invoice is the higher value between the
calculation shown here and the cost of the reserved capacity
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‘r’i\ Apply the discount rate to the amount saved with HPE

=/ GreenlLake.
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Server

Basic model DR

Compute Unit

Virtualized
Environment

Core

HPC
Grid Applications (FSI)

GB

3Par Storage
written - not allocated

Device

10T
Rinse and Repeat

100% Commit

Supply Chain
Efficiencies

Calculating Compute Units per server:

Compute Unit = 1GB RAM in Virtual Environment
Assume 15% of RAM is overhead

Each Server in this use case is $633.41 per month
Each Server has 768 GB of RAM

768 x 85% = 653 GB RAM available for Virtual
$633.41/ 653 GB RAM = $.97 per Compute Unit
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Apply the discount rate to the amount saved with HPE
GreenLake.

Divide the expected cash inflow into the expected initial
expenditure.

Divide the net income by the investment.

Add the predicted direct and indirect expenses associated with a
product.
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Deliver value prop (Module 2)
Fill Qualification Questionnaire (Module 2)

Prep for engagement and define customer requirements

Partner Sales with consulting from Partner Presales

Partner Sales with consulting from Partner Presales

Partner Sales with consulting from Partner Presales.

Engage Channel Rep; they will help you position and qualify
‘Acquire the Opportunity IDfrom sales rep or GreanLake Rep
Createa task in SFDC

Run a credit check with help as needed from Channel Rep

Opportunity owner (HIT or HPE Pointnext Sales, or PBM)
Opportunity owner CHIT or HPE Pointnext Sales, or PBM)
Partner Sales or Presales

HPEFS and Channel Rep with help from Partner

Size and price solution (define capacity, configure hw, and submit)
Build proposal Including final pricing
Follow the SOW approval process after customer pricing approv:

Partner Presales and HPE (or GLQQ)
Partner Sales and Presales with OR by Opportunity owner

Partner, Distributor, Engagement Manager, and Delivery

Complete legal process for SOW
HPE performs delivery with Partner help
Perform the change order process

Partner Legal Team

HPE Sales Operations/Delivery with help from Partner

HPE Delvery, Deal Owner, Partner, and Disribufor i
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4) Reduction of per unit charges as you grow

2) Reduce cost through better utilization

5) Aligned HPE Account Team to help free up
resources to focus on more critical areas and to
reduce downtime

6) Present value of HPE GreenLake monthly payments vs. cost of traditional purchase
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Make sure you know:

If there is existing

- " = nsure the
Who in HPEFS hasa  equipment that will Ensure the
customer is
relationship with be a part of the qualified for
the customer HPE GreenLake 3 "
S financing
solution

Get HPEFS help! * They know this conversation * They likely have existing history with the customer
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In this module you learned

* Best practices for assessing, sizing,
designing, and pricing custom HPE
GreenLake solutions






OEBPS/images/B000-00-00-00000-0_chap07_i0004.jpg
Hardware +

Support Cost
Use your tools to bring

value to the surface!

Return on
Investment
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COMPANY NAME
EAE / EAM

PRESALES
POINTNEXT SALES ‘GREENLAKE HIT LEAD
GreenLakesales |@P| PRESALES + Lo + EA/CT/LEAD + L
CTP Sales (optional) MANAGER SA (OPTIONAL)
. n
[ croentakepursur | - [ GMS Pursut | [ HIT/ Aruba | Delivery & Suppariing
GreenLake Pursuit SA | | GMS Strategist T Account Delivery
‘GMS Business Developer Product Sales Specialis fesnnsd
ProductSA Advisory &
coLo [ eviory € Pt sarics | (Compute, MCS, Storage, Professional Services
DC Facilty Consulting i Gleanaks champion o s
Lead Pursulf SA ‘GMS Delivery Manager
SME Pursuif SA (MCS, BURA, CTP, Aruba
DC Migration, Storage, Network, efc) Sales Specialst
Pursult Manager SalesSA
Business Manager

Advise and Transform Practice
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Build the Financial and
Business Case
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Forming the team
Obtain the Opportunity ID from HPE Pointnext Sales or
Presales Project Manager

Email GreenLake Presales Manager and outline
opportunity

GreenLake Presales Manager will assign an Engagement
Manager and other team members as needed

Reach out to product solution architects as needed

e

Engaging with the team

Schedule a kick off meeting with the team focused on
customer objectives and your vision

Provide a timeline, establish expectations, and
determine roles

Determine rules of engagement so each team member
knows who to communicate with

4
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Build the Financial and Business Case

Propose the Solution

Close and Deliver

Support and Expand

Objectives

Identify customers' financial services
requirements.

Amclda’gand build the business case.
List and describe the steps of the SOW
ang{hlldnq template process.

Describe important SOW review elements.

Identify, describe, and map out the steps
of the quoting and proposal process.
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You are Partner Presales Partner Sales
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Traditional Purchase Yearl  Year2  Year3  Yeark

Ending BOM
Starting BOM List Price st Price —>
Blended Distrbution Discount Blended Discount
(Start BOM) Upgrades) —>

Difference between
Estimated Cost from Distribution § 958500 sy

Partner Markup X ona
Traditonal Purchase

Sales Tax andlfr
Shipping % add-on

Blended Partner Ready
Backend Rebate %

‘Addiional
Overprovisoning % -

5802000

Traditonal Purchase - Cost from

et $958500  $200500  $200500 $200500

5200500

Tadtonal Purchase - Annwal  $1217295  $254635  $25635  §256635

@

Traditonal Purchase - Total $1217205 $1471930 $1726565 $1981200

5235835
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Partner Presales is primarily responsible

Partner Presales is not responsible
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List Price BOM

UCID: 1234396
Name: GreenLake End_MyCustomer

arv PART NUMBER DESCRIPTION

o posssen PE ProLiant L0 Gen0 6230 24

1] voneas . PE 4 TechCare 2047 SVC

1 HAmear HPE nstalaion and Startup Service
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Work with customer to
understand environment/HPE
GreenLake needs and provide

requirements to HPE

Capacity monitoring
(including growth)—Access
usage reports.

Partner Presales is primarily responsible

Partner Presales is not responsible
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Responsibill Distributor | Partner End
customer

Sales engagement with the customer Ginitial and ongoing/change order) AR c c 3

‘Work with customer fo understand environment and HPE GreenLake needs and [ 1 AR c c

provide requirements fo HPE

HPE GreenLake pricing and invoicing o Partner AR 1 c

‘Solution pricing and invoicing (includes HPE GreenLake) to customer AR C 1

HPE GreenLake sales engagement/SOW/T&Cs fo Partner AR C C

Solution SOW/T&Cs and next steps to customer AR | " C

HPE GreenLake dellvery at the customer location—Installation, HPE Pointnext c AR 1

Services support (Partner can If authorized)

HPE Polntnext Services support planning and account mgmt. of the HPE GreenLake [ AR

environment presented fo Partner

Own customer relationship through delivery AR € 1

‘Capacity monitoring (including growth)—Access usage reports, communicate fo c c AR

Partner

Capacity management—Access usage reports, communicate fo customer AR e € 1

R . - — * Rseler 15 uly tsponsil o s pricing and ayment s i en customer, HPE s ntnfendfohave5ccess and
Legend: R—Responsible A—Accountable C—Consulfed I—Informed ‘does not want access 1o or knowledge of any pricing related terms In Reseller’s agreement with its end customer.
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Customer use case and
requirements

L}

=

Export fo
Excel

End BOM files
Sizer output*
oy1evor | ¥

Export fo “Term +10% | Export to

Excel Excel

BOM

=

Export to

Rack layout

Rack layout

Excel ’ /
ad

“When applicable (nly

certain sokuions require

szer outputs)
R
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Capacity monitoring
(including growth)}—Access
usage reports.

HPE GreenlLake delivery at
the customer location—
Installation, HPE Pointnext
Services support

Work with customer to
understand environment/HPE
GreenLake needs and provide
requirements to HPE

‘ HPE Pointnext Services : 4
| support planning and
| accountmgmt. of the HPE [B
GreenLake environment
I

Fe o4

k
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BOM Elements
Product Numbers
Product Description
Product Quantiies
Line tem List Price

‘One Configuration Advanced (OCA) output in

Excel
Line fem Discounted Price X
HPE Pointnext Tech Care included .
HPE Instal services included .

Required HPE ASPS SKU-based services

OCA UCID number

? -check
with HPE

¥ Party HW or SW.

with
HPE

Obtain approval if you want fo include 3™ party
solutions
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HPE GreenlLake Cloud Services
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Sell as-a-service to customers with

smaller start capacities and the ability fo scale “Land-and-expand” deals

Change order to add:
HPE GreenLake: - Different technologles Expanded HPE GreenLake
Swift sales program « Ancther location environment

+ Additional services
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Philippines

Sweden

Poland

Switzerland

Portugal

Talwan

Puerfo Rico

‘Thailand

Qatar

Turkey

Romania

Unifed Arab Emirates

Russia

Unifed Kingdom

Saudi Arabla

United States
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Assemble a solution for an enterprise with a workload-specific
v need.

+ Introduce a small business customer to as-a-Service solutions.

+” Build a Swift sales program solution.
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Quickly build a custom BOM for an enterprise customer.

Build a Swift sales program solution.

Assemble a solution for an enterprise with a workload-specific
need.

Build BOMs for a complex, multi solution offering.

Introduce a small business customer to as-a-Service solutions.
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HPE GreenLake Quick Quote
and Swift Sales Program






OEBPS/images/B000-00-00-00000-0_chap04_i0010.jpg
Custom
T o ——
Swift sales program
Tt =

Cloud services

The customer needs a large, complex solution
which will likely have a total contract value of over
$500k.

The customer has a small IT budget and does not
need any services delivered on-prem.

The customer currently has limited experience with
containers, but wants to build infrastructure to
support the workload.
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HPE GreenLake Quick
Quote tool benefits

Simplify the sales process with pre-
defined BOMs and pricing

Land new HPE GreenLake leads to SMB,
mid-market, and enterprise customers

HPE GreenLake Compensation Customer Differentiated
benefits rates retention offerings

Introduce customers to HPE GreenLake

and grow alongside them ~y
4 »mPf |






OEBPS/images/B000-00-00-00000-0_chap04_i0012.jpg
Select your
workload
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Operations/Delivery

D Requests an
Engagement Manager

A 4

2) Writes HPE SOW.
and sends fo
Distributor

Iy

5) Negotiates with
Partner fo sign Customer
SOW/PO and sends to
Partner

, Sem—

4) Reviews Partner SOW.
Creates Customer SOW.
and sends fo customer

¥
3) Negotiates with HPE
to create Partner SOW
& sends fo Partner
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Partnering with HPE
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fa It must include the same products as the Start BOM, differing only
U in quantity.
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Operations/Delivery

3) Negotiates with HPE
fo create Partner SOW.
& sends to Partner

2 Requests an
Engagement Manager

4

2) Writes HPE SOW
and sends fo
Distributor






OEBPS/images/B000-00-00-00000-0_chap03_i0025.jpg
HPE will not share pricing,
proposal or completed SOW
Order Form with anyone but the
Distributor (or Tier 1 Partner)

Lead
generation

—-

Provides units of Gets annuity Pays through
consumption ($x/GB/Mo) stream + rebate channel monthly

t

S
Gets annuity
stream + rebate
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It must include the same products as the Start BOM, differing only
‘in quantity.

It must include all discounts that the partner wants to apply to the
solution.

| It must have the same UCID that the Start BOM has.

It must include Complete Care services for a 3-, 4-, or 5-year
- term.
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Distributor; Partner; HPE Hybrid IT (HIT) Sales and Presales;
HPE Pointnext Services Sales, Presales, and Management;
Pricing; Engagement Manager; HPE GreenLake Project Manager
(GLPMY); Finance; Legal; and HPE Financial Account Manager
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1) identifies opportunity, &) Sends BOMs In Excel
validates qualfication, 4) Bullds Start and End and Customer
andregisters BOMs. Requirements fo Deal
opportunity In SFOC. Owner

2) Approves or refects
HPE GreenLake
registration.

Identifies Deal Owner

3) Manages SFDC Entry
Requests Deal Specifics

g gy e

Frsm—
| fles & sends to the |
| Partner 1
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Remember:
Pre-uplift pricing in the GLQQ tool is
indicative (Distributor to you).

binding pricing.

Specify the appropriate markup for you
company'’s bottom line.
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Increased capacity of the same tier
technology at same sites

Pricing already listed

New technology, new sifes
Requires new pricing

Follows same process as initial

« Willlist new requested and solution (restart at Position and
reserved capacity Qualify step of cycle)
* Requires HPE approval if current « Managed by HPE GreenLake
usage is less than 90% Presales
* Managed by PBM or Engagement
Manager
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‘The DO will complete this checkist after you submit the BOM; use as a reference fo review your BOM

Action Required
Start BOM with buffer szed for day 1 (buffer not 10 exceed 10% Jll [ | No use of existing equipment

of required capacity) ] | 3réparty procucts require pproval fom HPE Pomnext
End BOM with buffer sized for end state of term

End BOM with same products as Start BOM [0 | unique uciDs for start and End BoMs
Start BOM with same power (phase) as End BOM Save UCID as: name must start with the following
Services - 24x7 Tech Care and Insfall included [ |- GreenLakestart

Services OR process

* Always remove Proactive Care * GreenLake End

* Align the term of Services to the design (3, 4 or 5 years) Solution design documentation includes

* Remove support credifs & training * Use case, customer requirements, efc

Include Installation Services * Sizing outputs from Ninja, SimpliVity sizer, etc. for start
and end design

+ Rack layout - start and end design

« Start and End BOMs

* Sfart BOM Installation of sfart capacity

* End BOM: Installation of end capacity or Installation af start +
all upgrades if prices are different

Include Factory Express when avallable/required [ | Use of HPE Assessment Foundry for psitoning

Include A&P Packaged Consulting Services when required
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Close and Deliver
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Identify, Register,
and Qualify

Deal

Preparation
on & Quali,
<

Support &
Expand

Pricing &
sow

Closure &
Dellvery

Closure & Deliver and Support & Expand

PR 5uid proposal including final
pricing

PRl Foow the SOW approval process
after customer pricing approval

3 Complete legal process for SOW

4 HPE performs delivery with

Partner help
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Options

You add markup to the
consumption unit pricing and
create the business case.

The HPE DO reviews the

BOMs and other info and
schedules an OR.

HPE GreenLake Presales |
creates the consumption unit |
pricing and sends to you.

| You send the Start BOM, End
BOM, and customer
L requirements to the HPE DO.

N AN gL D
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Customer
priority

Preserve capital,
better predict IT
demand, align IT
costs with usage

‘Avold cost of
overprovisioning
Minimize underutilization
Reduce daa center costs
Eliminate upfront
Investment

Pay for what is used

HPE GreenLake value

Improve business agilty
Speed supply chains.
Reduce fime spent
planning, waiting for new
capacity o technology

+ Gain active capaclty
planning

+ Eliminate lock-In with
inherent multi-cloud and
multh-stack

+ Scale up and down on
demand

‘Consolidate services
Minimize costs of
services, contractors, and
work managing confracts
Reduce pressure on IT
Free up IT for other
projects.
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‘The HPE GreenLake agreement Is a “Service-Led" agreement with HPE providing the solution
n a pay-per-use services subscription fo meet a specific SLA as defined by your clients.

Partner SOW received from Distributor

HPE GreenLake Channel SOW

Partner Includes some of the el

same terms and conditions

Partner sends Customer SOW to customer
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) identifies opportunity, &) Sends BOMs In Excel
validates qualfication, and Customer
andregisters Requirements fo Deal
opportunity In SFOC. Owner

2) Approves or refects
HPE GreenLake
registration.

Identifies Deal Owner

7) Reviews BOM using
qualification checklst,
completes OR
qualification form,
requests OR

) Manages SFDC Entry
Requests Deal Specifics

| 5 Creates s prce OCA

1 fles & sends fo the

'
| Partner
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Cloud economics Business Agility Greater Control and Simplified IT
Scalability

Focus on the 2 or 3 benefits that resonate with the customer

Use the metrics the customer uses (Payback, ROI, NPV, IRR)

Make sure to discuss HPE GreenLake Central and CAP
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|
‘>
I l 4 \
Start with the business objectives Use a consultative approach

Focus on workloads, not hardware Leverage customer/analyst proof points

Speak benefits, not speeds and feeds Connect and leverage your HPE team
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Make the Proposal
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Which quoting option you will use
Which services are desired

Units of Measure needed

Whether you need performance sizing or capacity sizing

Desired resource utilization
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Action Required

O ‘ Verify partner has delivered value prop

Review Quallfication Questionnaire for
understanding of opportunity
* Verlfy growth at or above 10%/year

[m] ‘Idenmy use case

[m]

Validate the parameters for design
+ Financlal ferm (umber of years)
* Sltes (DR/HA)
+ Usecase
+ How the environment wil grow
+ identify unit(s) of measure.
Falled components process (keeping/returning)

[m] ‘ ‘Channel business follow Channel 3.0 process

[ | Soluion s been valdated forthe customer
environment and requirements

[] | Workload SME A engaged

[ | HPE GreenLake SA engaged f necessary
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HPE ProLiant DL380 or
HPE Apollo 4200

s ey ]
HPE Synergy compute with
HPE Primera or HPE
Nimble storage

HPE Ezmeral Container
Platform on HPE Synergy
integrated system

HPE GreenLake for Compute Storage Optimized

HPE GreenLake for VMs: Enterprise-ready VMs

HPE GreenLake for Containers
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Complete managed private cloud | HPE GreenLake consumption-based Management &
solution backed by HPE GMS | Infrastructure operations
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MODULE 5 Fy
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No overprovisioning Cost transparency, pay- Streamline operations Configurations to suit your
expense per-use with a simplified solution business and workloads

General Purpose VMs Hyperconverged VMs
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HPE GreenLake for Compute Storage Optimized

HPE GreenLake for VMs: Enterprise-ready VMs

HPE GreenLake for Containers
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Options

HPE Synergy compute with
HPE Primera or HPE
Nimble storage

HPE ProLiant DL380 or

HPE Apolio 4200

HPE Ezmeral Container
Platform on HPE Synergy
integrated system
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Versatile, resilient, secure, software-defined compute to support any workload

Simplified IT Scale up or down on Cost transparency Configurations for any
operation demand workload

Composable General Compute Storage Optimized
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What you need to know:

Which HPE
GreenLake Cloud
Services Workload
Which type of
configuration

# of VMs

Variable capacity

Capacity
requirements

Services needs
GMS

Other workload
needs

Partner uplift
UoM

Current utilization
Business impact

Current purchasing
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Ask your PBM about which options are avallable for you.
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End-to-end solution Scale on demand Pay for what you use Free up IT resources

'On-Prem Data Protection Cloud Data Protection





OEBPS/images/B000-00-00-00000-0_chap05_i0003.jpg
Using the HPE GreenLake Quick
Quote Tool
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Faster time to value Capacity when its needed Pay for what is used Free up IT resources

!
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Objectives
-y
" Topic Using the HPE GreenLake Quick Quote = Describe the process for building
~ 01 Y . solutions using the GLQQ fool.
7k = Describe the process for choosing Swift NS
SIS Completing the Process with the HPE sales Progiam Sokitions;
02 GLQQ Tool * Describe the quoting and proposal .
process, including your role in setting
=
s . Kl customer expectations.
03 Choosing Swift Sales Program Solutions ‘ .‘
4 .
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HPE GreenLake Quick Quote Quotes Help Account W oo

Select
aplan
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Rich portfolio of cloud services
delivered in edges, colocations and
data cenfers

Workload-optimized infrastructure,
complementary software, and
services on-prem

A range of use cases that continue
to expand with our ecosystem of
software, S| and cloud parfners
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Select your
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Select your
workload
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Designing the Solution and
Building BOMs
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‘:J Units of Measure needed

‘_f Whether you need performance sizing or capacity sizing
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Start BOM

Size for day 1 + no more than 10% buffer

End BOM
Sized for term end + no more than 10% buffer

Year over year (YoY)
‘growth x term length
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) identifies opportunity,
validates qualfication,
and registers
opportunity In SFDC

2) Approves or refects
HPE GreenLake
registration.

Identifies Deal Owner

3) Manages SFDC Entry
Requests Deal Specifics

4) Bullds Start and End

15) Createslist price OCA i

flles & sends 1o the
1 Partner
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HPE GreenLake Services

Some core features

« Assigned account team FW/SW analysis and management
« Account support plan 0 patch analysis and management
« Support planning and review « System Health Check

« Support activity review SAN supportability assessment

« Transition Management Storage high-avallability technical
Capacity management and billing assessment

Change management

Enhanced Call Handling

Operational and technical advice

You: Include HPE Pointnext Tech Care and discuss with the
customer the types of support deliverables that they desire

YYou and HPE Pointnext Services can add HPE Pointnext Complete
Care® o an HPE GreenLake solution for customers who:

« require customized support for a complex or mulfi-vendor IT environment
+ want a single point of contact for support

« want fo match the HPE GreenLake support experience for their existing
data center environment

HPE Pointnext Services: Atfaches an HPE GreenLake
Services package with the desired deliverables to the

solution after you submit the BOMs “Refer 1o the n 3 et for descriptions of all

avallable deliverables
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Make sure to mark your OCA BOM as GreenLake

Separately billed technologies require separate
Start/End BOMS

Format the names with: "GreenLake Start" and
"GreenLake End" as PREFIXES to the file names

Start and End BOM parts must match

Services on Start and End BOMs

+ Indicative BOMs require HPE Pointnext Tech
Care

+ Final BoMs for SOW signing will have all
services removed

+ Remove all support credits and training

+ Include Factory Express on the End BOM
except for Synergy
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List Price BOM
UCID: 1234395
Name: GreenlLake Start_MyCustomer

PART NUMBER DESCRIPTION

3 posssean HPE PrLiant DL3KO Gen0 6230 21GHs 20-core P 32G8-R PA0B-» BSFF BOOW PS Srver

o @ oo

1 Haea . HPE tatation and Sarup Sevice






OEBPS/images/B000-00-00-00000-0_chap06_i0018.jpg
s B »
Installation services

- SKU-based services for
physical installation of
hardware

« May include Factory Express
services

« Can be delivered by you

BT .
HPE GMS
+ Added the same way HPE
Pointnext Complete Care is
added to the BOM
+ You can then add the GMS data
sheet to the SOW
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Framewor. 4312019 15027001:2013 NIST800-53R% PCLDSSY32 PCIDSv321

2019

2019

Continuous, real-time
5':‘”"":1:“"“ moniforing and alerting
RES of over 1500 controls

Ongoing remediation
recommendations
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CUSTOMER VALUE DRIVERS
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Expertise and services to help optimize your clouds

Managed through HPE GreenLake Central

ADVISORY / EXPERTISE RIGHT MIX ADVISOR MIGRATION SERVI!
* Galn expertise across « Obtain analysis for hybrid « Gef help migrafing apps fo
technologles and partners ‘cloud migration the right mix of cloud
Ml 3N = I LU T
COST OPTIMIZATION COMPLIANCE CONTROL MANAGEMENT SERVICES
« Gainvisibility and control « Get over 1,500 IT compliance = Obtain MSP services fo help

over dloud cost controls cusfomers manage, optimize,
and operate
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Language. Mumbes of price bands.

English v 10 v

@ storage | Business Critical Cloud-Native

Max Units

535,602+
G8 (usable)

Type Of Document

(@) Proposal w/ your saleprice ) Proposal with your sale price ¢ () SOW Detail w/ your buy @ () Business Case (Word) @
(Word) (POF) price (xis)

Order Readiness Checkist @
(i)
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Accessible through HPE GreenLake Central and available in
every HPE GreenLake Solution

Accessible through HPE GreenLake Central and available as
an additional purchase
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WORKLOAD SUMMARY

Storage | Business Critical Cloud-Native

© HPE Alletra 6030

Balanced View Sizing

SET CUSTOMER PRICE
it
Lot ol HPE ESTIMATED YOUR BUY PRICE
o6 i SALE PRICE
—_— PkepecB $0.0814 so.0727
Reserved resources $16,280 $ 14,540

monthly price

CUSTOMER PRICE

$o.0778

$15,560
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Options (Drag these)
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HPE/HPE Partner Managed
——— Publc Cloud Provider

——— Customer Managed
HPE Option Avalable

Customer choice about where in the stack they want to consume from

Guest 05, Storage, NW &
e

- Bare Metal
-HPC
-MLOps

- containers

"

Public Cloud
Azure, AWS, GCP.

Avatable Now Avaiable 2021





OEBPS/images/B000-00-00-00000-0_chap05_i0016.jpg
«” Which services the customer wants

Which HPE GreenlLake Cloud Services Workload and
configuration type

v

«’ Variable capacity
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Additional HPE GreenLake
Services
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Which services the customer wants

Which HPE GreenLake Cloud Services Workload and
configuration type

Which HPE hardware solutions will fit your customer’s capacity
requirements

Variable capacity

The GMS agreement the customer has approved
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®

SAF SAF @7
SAF Collect SAF Analyse Config & Quote
(iscovery) (Assessment) (Solution)
Zero Installation SAF Online Application NinjaSTARS ‘OCA (One Config Advanced)
Nothing to install at the customer Turn collected data into sizing goals 3PAR, Nimble, Alletra, StoreOnce Configuration bill of materials
& objectives. exported from NinjaSTARS to OCA
Instant Data Collection Deep analysis of collected metrics. HPE Storage Sizer
Grab-and-Go in under an hour Cloud Assessment MSA, XP7, StoreEasy, StoreEver, * Validation
Lead Generation Switches * Legal/Budgetary quote
Multiple Data Sources * End to end cycle
Servers, Storage Arrays, vSphere, Integration HPE Solution Sizers. « Improved average lead fime

Applications

Automated Data Collection
“Lightweight’ Collector,
Desktop GUI, 1-Click Uploads

NinjaSTARS, InfoSight,
SalesForce, R3T StoreVista

Continuous Improvement
‘Additional data sources
Additional analysis reports
Deeper Analysis of combined data
sources

Exchange, SharePoint, Skype,
SAP, HANA, EPA

Simplivity Sizer
Simplivity 380, 2600

Converged Systems
€5700,750

« Enhanced end user experience
0CS (One Config Simple)

NGQ (Next Generation Quotes)
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simplify IT with services to transform and operate clouds

Help to ensure that:
* Apps and data are secure and compliant
Infrastructure is always current and reliable
New technology is running at peak
performance to support business needs

The business has the data-driven insights
about their IT estate to make effective
decisions to drive the business forward
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What you need to know:

Which HPE #of VMs
GreenLake Cloud
Services Workload

Which type of
configuration

Services needs Partner uplift
GMS UoM

Variable capacity

Other workload Current utilization
needs

Capacity

requirements Business impact

Current purchasing
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HPE GreenLake Central

[ 0w cevelopers to

quickly and easlly
provision, monifor,
and manage VMs
i across the data
= center and clouds.
Avallable through a
‘managed private cloud
Er—
Faster Insights from a Cost controls to optimize
. unified, self-service spend across clouds
© " dashboard, with Avallable through
W = cholce of tools CAP and HPE
o GreenLake Central
Avallable through HPE GreenLake
O=inm

e |

ey
Continuous TS
compliance for
over1500 = = e
controls
Avallable through
Continuous Compllance
oy | =
ahead of demand ;
with built-in buffer £
Avallable through =
HPE GreenLake =
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Select the required HPE GreenLake plan % HPE Apollo 2600
as normal .

Select the GreenLake Management
Services Add-On when you configure the
selected plan for contract term & variable
usage

The plan prices will adjust automatically
to include the GMS services

Add the GMS datasheet into the
agreement as you would for Datacenter
Care

Greenoks Mansgem

s povided can be

Get the same margins and sales benefits oo ‘
as you would any other add-on e

meiation,incident managemen, Change Mansgement,backup and restre.
S snsiysi, poblem management perormance. capasi s0d avalabiey management

View the GMS dath sheef here For complasdscton s snic s nd o espsbBen oo S bttt

g v o comZD195
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1 2
GLeQ - CONFIGURE A
‘Select a workload Quote

Mission Crifical (Primera
Only as of 11/1/2021)

JEEEa

G

Starting
Capacity
Requirement

3

SSET SIZING
Generate a BOM for GLOQ
quote

=

EEEE

iy

4

> DISPLAY BOM
Automated BOM

SSET Solution Summary
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"My expectation is that [HPE GreenLake] Lighthouse will Patrick Morehead
be the long-term volume driver for HPE [GreenLakel.™ ™™™

“[HPE GreenLake Lighthouse]
removes a tfremendous amount
of configuration complexity.”

“HPE GreenLake Lighthouse...
is a true cloud-native solution.””

Antonio Neri
President and CEO.
Hewiett Packard Enterprise

“[You] don't have to go through
all of the configuration a,n?
orchestration.” ¥

“It allows partners to... really
focus on that customer
(business) challenge.”
Keith White

HPE GreenL ake General Manager
Hewlett Packard Enterprise:
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Ability to set end-customer sale price within HPE GreenLake Quick Quote

Base Price

Sale Price

Documents

Sells to

Choice of no Selects
Partners Distributor Distributor
Price from Price from
HPE HPE*
Sets sale price to Partners Up“m:‘;mf:;m'

*If Ter 1 chooses Distributor, follow Tier 2 Partner process

WPE Groonlako
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« BareMeta

Orchestration

Resources

Automation

7
583

Control & Metering

. SAPHANA . Edge + Customer and

o ik oaechn Partner Workloads

+ Andytis . Tekarse
+ Daaservices + Electronic Health

HPE GreenLake Lighthouse
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Completing the Process with the
HPE GLQQ Tool
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Assessing and Sizing

Designing the Solution and Building
BOMs

Objectives

* Describe the process for partners creating
BOMs for custom solutions.

* Describe the process for partners
designing HPE GreenLake cloud services.

* Determine how to use HPE GreenLake
specific tools.

* Describe the quoting and proposal
process, including partner role in setting
ccustomer expectations.






OEBPS/images/B000-00-00-00000-0_chap06_i0001.jpg
=]
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MODULE 6
DESIGNING CUSTOM HPE GREENLAK
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Customer meeting
Pre-Qualification
Requirements gathering

Modifications,
preferences, or existing
ri—

1s GLQQ available?

TV, remote delivery,
and available in Swift
sales program?






OEBPS/images/B000-00-00-00000-0_chap06_i0003.jpg
Assessing and Sizing
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) identifies opportunity,
validates qualfication,
and registers
opportunity In SFDC

2) Approves or refects
HPEHIT/ HPE GreenLake
GreenLakeSales | registration
Identifies Deal Owner

) Manages SFDC Entry

Requests Deal Specifics
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Cloud Services

Muliple Locations NO

Multiple Technologles. No Choice

small Instance Low as $1200 Mo. Low as $7000 Mo.

Reference Pricing HPECOM/GreenLake custom
6Loa

Binding Quote/SOW ‘GLQQ/HPE > Distribution HPE > Distribution

CLOUD SERVICES DELIVERED BY HPE GREENLAKE
Seize new opportunities and gain competitive advantage with flexible
‘on-demand IT infrastructure that's ready when you need If.

7%+ Virtual Machines

Machine Learning

Drive faster delivery and iteration. T Rapidly buid, rain and deploy ML 221 Gain speed and flexibily with
Continuously release and Improve models—from pllot o production, scalable, pay-per-use virtualized
products and services for business ahanyscle infrastructure

agllity.

Over 17 ready fo go workloads

* Can adjust variable %! + Ships more quickly than custom
* Does ot Include a growth discount
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Collect at least a week of data to see the
variable use range

Use multiple assessment tools

Use HPE’s homegrown data collector: SAF
(Solution Assessment Foundry) in most cases

Use HPE CloudPhysics for VMware customers

Determine whether you need performance
sizing or capacity sizing

Size the solution for 80% resource utilization
(or whatever percentage is their chosen
reserve)

Don’t forget to discuss the results with your
customer!

Assessment: DEM

65% 32% 65
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Discuss customer requirements with the
sales feam

Determine design parameters

Review and Understand design

Use discovery and assessment fools as
well as sizers fo accurately measure the
current environment

Right-sizing considerations

Proposed solution

Units of Measurement

Financial ferms

Consult SMEs and
solution architects as
needed

Software Defined
‘Opporiunity Engine (SDOE)

Customer Asset Program
(CAP)

Cusfomer environment

Requirements and business goals

Number of sites

Use cases

Use solution or migration
consulting services from
HPE (RMA)

Assessment Foundry
AP

Third-party
assessment fools.

Growth estimates

Falled component
process.

Note or attach data
sheefs or reference
archifectures

Solution Sales Enablement
Toolkif (SSET)

HPE CloudPhysics
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* Duration: 1 day (4-6 hours for WBT) (3-5 hours of
Presales content)

* Anyone who needs to learn how to describe,
position, recommend, demonstrate, plan and
design HPE GreenLake solutions fo meet a { !
customer’s business and technology requirements

eBook course study materials &






OEBPS/images/B000-00-00-00000-0_chap00_i0004.jpg
The HPE GreenLake
Opportunity

Designing Custom HPE
GreenLake Solutions

Completing the HPE
GreenLake Solution

B Selling the Value of the
HPE GreenLake Portfolio

The HPE GreenLake
Sales Process

Identifying the HPE
GreenLake Solution

Building Standard HPE
5 GreenLake Solutions
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Jl>

Swift Program

HPE GreenLake Cloud Services Swift Sales Program Solutions
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Choosing Swift Sales Program
Solutions
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Create other opportunities thanks to:
* Rapid delivery
* Pre-configured solutions and pricing

Sell HPE GreenLake through a
custom solution tool for customers
who want:

* Modifications for processors/memory outside of
the options available

* HPE GreenLake cloud services not currently
available through the GLQQ Tool

You can add to your contract with
your customers:

+ Third-party solutions and services
* Aruba solutions

« Change orders info other fecrm
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PLEASE NOTE
.

Modules 1 and 2 are review for Presales audiences
* These modules are focused on sales content.

* If you are familiar with HPE GreenLake, you can skip ‘
Modules 1 and 2. )

* You will still be tested on this content.
A Yy e/ 2 -
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BOM Elements

Product Numbers
Product Description

Product Quantities

Line ifem List Price.

GLOQ/OCA output In Excel

Line ifem Discounted Price

HPE Pointnext Tech Care included

HPE Install services included

Required HPE ASPS SKU-based services
OCA UCID number

3 Party HW or SW

GLQQ outputs provide the

Information needed to build a
Start and End BOM

HPE Nimble AF40 - HPE ProLiant DL360

Balanced
Delivery site Test
Pricing summary:
Discount off HPE ESP 1494%
Your Net Buy Price from HPE
UoM: GB (usable)
HPE Estimated Sale Price $ 00774 based on staring capacity (Band 1)
HPE GreenLake Price Bands.
Bang T
UoM Compute Unit
HPE Estimated Sae Price: s328 based on staring capacity (Band 1)
HPE GreenLake Price Bands.
Bang T 7 £}

This is just one piece of the
output avallable

Prices may vary
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- e =

Along with Hardware Public Cloud Completely Remote
s ~
As part of HPE
GreenLake On-prem / COLO Hybrid Model
Managed as-a-Service experience or Inthe 6LOQ fool

Full-stack expertise across core to cloud fo edge
Standalone

Hybrid Cloud Onsite Model

GMS / AGPS
Holistic monitoring, remediation, and insights

‘Security and compliance management
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'dHCI AF40-DL360

HPE Nimble dHCI with AF40 all flash, dual controller array, 1x
2x10GbE 4p Adapter Kit; HPE ProLlant DL360 with 384GB
memory, 2x Intel Xeon-Gold 5218R (2.1GHz/20-core/125W)
Processor, 2x 480GB SSD, 4x 10/25Gb SFP28 ports; and 2x
(JQO74A) HPE FlexFabric 5945 48SFP+ 6QS+/2QS28 Swiiches.

dHCI AF60-DL360

HPE Nimble dHCI with AF60 all flash, dual controller array, 1x
2x10GbE 4p Adapter Kif; HPE ProLlant DL360 with 768GB
memory, 2x Intel Xeon-Gold 6238R (2.2GHz/28-core/165W)
Processor, 2x 480GB SSD, 4x 10/25Gb SFP28 ports; and 2x
(JQO74A) HPE FlexFabric 5945 48SFP+ 6QS+/2QS28 Switches.
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Service Features & Responsibility Model

- Resource monitoringand  + Securty Management® PR —— HPE Mansged
alerting + Compliance Customer Managed

+ Resource adminstration  Management o e HPE Opion Avalobe)
and operation + RmouceBekbE

Public Cloud Provider
Managed

+ Agaregatedlog monitoring  Recovery”
+ O image & patch + Resource optimization
deployment® « Solution advice & [ —
« Incident & Problem e Guest 08, Storage, Guest 05, Storage, ooy process
Management NW, Firewall, efc. NW, Firewall, efc.

= Resource provisioning and policy automation
« Cost / usage reporting
* Dashboards

« ITSM automation

Cloud Management Platform

* Platform monitoring Self-service / API
« System administation and =
operation
« Patching & firmware Hypervisor
+ Incdent & Problem Physical infrastructure
e Compute, Block
tanagement

Storage, Network

Private Cloud
| HPE GreenLake Consumption HPECSP.
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Alletra 6030 Alletra 6050
HPE Alletra 6030 All-NVME all flash HPE Alletra 6050 All-NVME all flash
array w/ Data Services Cloud Console

array w/ Data Services Cloud Console
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Accelerate revenues

* Improved time to market

* Costs fo revenue alignment

* Build new services on HPE
GreenLake model

* Xaas strategy for solutions

Complementing Services

* Enterprise grade services
* Solution support for XaaS
workloads

* Pre-qualification for large RFPs
* Land new customers.
* Expand with new services

HPE Value and Coverage

'HPE GREENLAKE MANAGEMENT
SERVICES THROUGH PARTNERS.

Global reach, 9 ITOC centers

TSIA Award for 2 consecutive years
600 + multl cloud experts

1S0 27001, CMM Level 3/5 cerfified
Managed Security Solution

Partnership and Rewards

Sales enablement and certification
Account planning workshops

Build win-win business models
Rebates, upfront margins for HPE
GreenLake GMS

PRS rebates and margins for non-
HPE GreenLake GMS.
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Reasons for remote delivery

Smaller customers can get access fo Remote
Service Advisor

Remote delivery is a distinguishable difference
from fraditional HPE GreenLake

Remote service delivery is a good fit for
customers familiar with remote reports
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Consumption Analytics
Portal

Unified self-service
dashboard

Managed Cost Controls

Continuous Compliance

Accessible through HPE GreenLake Central and available in
every HPE GreenLake Solution

Accessible through HPE GreenLake Central and available as
an additional purchase
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The Services Value
Continuum
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Does not have GLQQ in the |
region
Needs data protection
added to a storage solulmn

Needs a low cost Nimble
solution
Needs three different
wurkload solutmns

Needs to add GMS
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Tool / Platform
Excellence

Service / Dellvery
Excellence

Compliance: 150 27001, CMMi |
L3, 54S, SoC certfied
SSAE 16 attestations

Domain segregation
of customer data

Encrypted data
in-transi using TLS

27365 cloud operations
and support

Public / Hybrid Cloud
Azure and AWS - MSP and CSP.

Bangalore

0 o

Town

Tunis
France,

MEMA

Milan
South
Europe

Sofia
DACH,
EMEA

CostaRica Alpharetta Tokyo
LAC.Spain,  NAMS
NAMS

Bangalo
APLEMEA,
AMS

Japan  SPAC

Sydney  Cape Town

UKIMESA

Securiy, Risk, and Compliance
Expertise and Managed Services

160+ Certfcations
200+ Traning Interventions / Yr

150,000+ Instances Live
5100+ Instances in Transition

200+ Standard Operating
Procedures.

o
Penay Operations 5 TRs
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ProLiant DL325
HPE ProLiant DL325 with 384GB memory, 1x AMD

EPYC 7502P (2.5GHz/32-core/180W) Processor, 2x
480GB SSD, choice of network interface

ProLiant DL360
HPE ProLiant DL360 with 768GB memory, 2x Intel Xeon-

Gold 6238R (2.2GHz/28-core/165W) Processor, 2x
480GB SSD, choice of network interface
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Swift sales program solution
(through HPE GLQQ or
Distributor marketplace)

HPE GreenlLake cloud
services solution
through HPE GLQQ
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Select your
workload

€ codarie

The fools and processes necessary fo design a
standard HPE GreenLake solution

The GLQQ fool, for quick proposals
‘The Swift sales program for smaller deals
Gvallable through GLQQ and the Distributor
Marketplace

Swit Program

Private Cloud
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Needs a low cost Nimble
solution

Does not have GLQQ in the

region

Needs data protection
added to a storage solution

Needs to add GMS

Needs three different
workload solutions

Swift sales program solution
(through HPE GLQQ or
Distributor marketplace)

HPE GreenlLake cloud
services solution
through HPE GLQQ
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“By bringing HPE GreenLake fo our customer...
we were able fo deliver the cloud experience and HPEL proviing s w TR DR

remarkable performance far more cost- ‘Which everything elsa s built-
effectively than public cloud-” —Dennis Nobellus, CEO of Zenuty

- — -
“Our IT operations are now more stable, and as a
result, we have a higher level of quality than
before, because fogether with HPE we have been
able fo scrutinize the existing environment.”

—Oliver Heid, Head of IT, ERCO GmbH

“HPE Is all in on GreenLake and we are all in on
GreenLake. We are remodeling all our tools and
processes fo take advantage of it.”

“We have been very successful with multiple
large customers who are raving about the
flexibility of the GreenLake Everything-as-a-
Service consumption-based model.”

“HPE GreenLake is a game changer
because, among other reasons, it
transforms financial optics.”
—Mac Avancena, CIO of Kern County.
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Move toward a single vendor deployment

Move from an OpEx to a CapEx funding model

Obtain extreme scalability

Eliminate overprovisioning

Gain faster time to value

Reduce risk

Gain the ease-of-use and pay-as-you-go advantages of cloud on-prem

Eliminate the need for hybrid IT
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ROI:
147%

Benefits PV:
$25.0 million

NPV:
$14.9 million

Payback:
<12 months

Reduction in IT resource savings (support, admin,

professional planning, data engineering),
services/ $2,800,000
contractor
costs,
$1,500,000

$25.0 million

‘Three-year fotal benefits
PV

‘Source:“The Total Economic Impact™ of HPE Greenake: Business Benefits and Cost
‘Savings Enabled by HPE GreenLake.” a commissioned case study by HPE, June 2020

Time-to-market:
75% faster

TCco
savings:
30-40%

Reduction in
outside fees: 60%

IT resource
savings: 40%
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Cloud-based services

Rapid scaling
Subscription-based services
Pay-per-use consumption
Flexible payment models
Resiliency

Cloud computing is
dominating the IT landscape
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Security

An over-reliance on public cloud can 300/
. interfere with resolving these issues. ©

cloud spending
Managing cloud spending . WASTED*

Lack of resources and expertise
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| J Gain faster time to value

7; Eliminate overprovisioning

|| Obtain extreme scalabilty

( !J Gain the ease-of-use and pay-as-you-go advantages of cloud on-prem

pl Reduce risk
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Understanding the Need for
Everything-as-a-Service
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HPE expertise

HPE global presence

Broad ecosystem






OEBPS/images/logo.jpg
—
Hewlett Packard
Enterprise





OEBPS/images/B000-00-00-00000-0_chap01_i0017.jpg
Hybrid cloud represents a huge opportunity for you as an HPE Partner

80% of enterprises

have a hybrid cloud
strategy®

61% of organizations

plan to optimize
cloud costs in 2021*
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HPE GreenLake
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Built with partners, for partners

Add revenue streams Create upsell opportunities
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M 95% renewal rate’ ™ Make customers' vision possible
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Better customer
relationships

™ Get simplified documents ™ Use pricing templates
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s\ Gross profit can be 5x larger or

more; exceeds traditional margin in
12 months

Less focus on price,

reduced margin pressure

Upfront rebate, change order rebates,
and quarterly rebates on high usage

Partner cumulative margin

Traditional Model

12 24 36
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48

The HPE GreenLake
margin premium
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Understanding the Opportunity

Objectives

* Describe the customer need for

Understanding the Need for Everything-as-a-Service and the
Everything-as-a-Service opportunity it provides for you.

+ Identify customer’s business objectives

Understanding Customer Business that would qualify a customer for HPE
Objectives GreenLake solutions.

Identify useful customer information, such
as history of over/under purchase or poor
Identifying the Environment asset utilization.

Given a customer scenario, describe in
detail the existing environment.

alifying Customers
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Understanding the Opportunity
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iz Better opportunities for upselling
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Actual HPE GreenLake example

Before HPE GreenLake After HPE GreenLake

Sample solution financials: Sample solution financials:
Solution Sold: HPE Hyperconverged Infrastructure HPE GreenLake fotal contract value (TCV) of $1,151,402
Purchased: $387,000 . Approximately $25K/month fo customer
Estimated Gross Profit: $37,000 *  $1,000/month GP on service sale
*  $195,738 HPE Poinfnext Services rebate
Partner Financials: *  $11,610 HPEFS capacity requirements planning (CRP)
Revenue: $387,000
Cost of Goods Sold (COGS):  $350,000
Gross Profit (GP): $37,000

Gross Profit % (GP%): 10%
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Better opportunities for upselling
Earn greater margin within the first 6 months after the sale
Stronger customer loyalty

Simplified documentation for sales process

Earned interest by leasing HPE hardware






