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HPE GreenLake Essentials for Presales
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Welcome to the HPE GreenLake Essentials for Presales certification 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


[image: image]


This seven-module course 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 GreenLake Presales, 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. You may be GreenLake Presales or Product Presales, but either way, your team will be responsible for the GreenLake Presales tasks. This course is designed to prepare you to complete the sale, individually (or with a sales professional).

Course Map
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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.

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 1: The HPE GreenLake Opportunity


[image: image]


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. You will be able to identify customer business objectives and you should be able to qualify a customer for HPE GreenLake solutions. 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 significant benefits when compared to traditional IT sales. 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. 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 frames, the market is moving toward as-a-Service consumption, so with HPE GreenLake, you can help customers keep up with this trend.

Comparing HPE GreenLake to Traditional IT Purchasing

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.
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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.
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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.
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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 Total Economic Impact™ of HPE GreenLake: Business Benefits and Cost Savings Enabled by HPE GreenLake,” a commissioned case study by HPE, June 2020.)

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
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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. For these customers, and many more, 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.

Gain faster time to value

Eliminate overprovisioning

Move from an OpEx to a CapEx funding model

Eliminate the need for hybrid IT

Obtain extreme scalability

Gain the ease-of-use and pay-as-you-go advantages of cloud on-prem

Reduce risk

Move toward a single vendor deployment

Answers are provided on the next page.

Answers for Learning Check

The five HPE GreenLake benefits you would discuss with a customer are listed below.

Gain faster time to value

Eliminate overprovisioning

Obtain extreme scalability

Gain the ease-of-use and pay-as-you-go advantages of cloud on-prem

Reduce risk

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 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 planned 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
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The following sections explain how as-a-service, cloud everywhere solutions like HPE GreenLake can 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.

Fewer OpEx costs

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. (Kevin Casey, “Hybrid Cloud by the Numbers, 2020: 10 Stats to See,” The Enterprisers Project, July 27, 2020.)

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

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? Select one.

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

The answer is provided on the next page.

Answer to Learning Check

What is one reason a company might want to move to consumption-based IT for on-prem solutions? The correct answer is listed below.

To combine the benefits of pay-as-you-go funding with the control of an on-prem environment

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

Now take a minute to review customer challenges. Which characteristics suggest the customer might be a good fit for HPE GreenLake? (Select two.)

Require rapid scaling to meet sudden changes

Need a more traditional model for procuring IT resources

Need to preserve capital and shorten procurement cycles

Focus on price per unit when making IT spending decisions

Answers are provided on the next page.

Answers to Learning Check

Which characteristics suggest the customer might be a good fit for HPE GreenLake?

Require rapid scaling to meet sudden changes

Need to preserve capital and shorten procurement cycles

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


[image: image]


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

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 one correct answer.

Current utilization

Virtual disk capacity

vCPU to core ratio

Change rate

The answer is provided on the next page.

Answer to Learning Check

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)?

Current utilization

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
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This topic is dedicated to identifying customer information using the qualification checklist for HPE GreenLake cloud services. Please note that you will learn more about qualifying GLQQ 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 GLQQ solution. The qualification checklist alone is never a reason to say no to a customer.

Review the following sections to read more 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:

How many public cloud providers are you using, and what percent of your data is stored in the cloud?

#10. CAPACITY GUIDELINES:

Ask your customer:

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

#11. CHANNEL PARTNER:

If using a channel partner, add the company name here.

#12. NEXT STEPS

Review the next steps 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
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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.

Review the following sections to read about how to evaluate a healthcare customer with the qualification checklist. In the following topic 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

Take a moment to review. Should you qualify this customer for HPE GreenLake Solutions?

Yes

No

The answer is provided on the next page.

Answer to Learning Check

Should you qualify this customer for HPE GreenLake Solutions?

Yes

Summary
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HPE GreenLake provides an opportunity for you to make more money, and increase your sales. But as Doug Swann, from Worldwide HPE GreenLake Sales, explains, “To be successful with HPE GreenLake, you must first understand the customer’s business requirements. Only then can you adapt the way in which you position HPE GreenLake services, tailoring your message specifically to the challenges you are trying to solve and the person you are talking to.”

In Module 2, you will learn more about the value you can provide your customers, and how to articulate that value, as Doug describes, based on a customer’s business requirements. You will also learn more about the specific benefits you can enjoy from selling HPE GreenLake.


Module 2: Selling the Value of the HPE GreenLake Portfolio
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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 articulate the HPE GreenLake value proposition and demonstrate an understanding of the HPE GreenLake portfolio, which means being able to describe available HPE GreenLake offerings and benefits and identifying specific use cases for the different offerings within the portfolio. Given a customer scenario, you should be able to describe best practices with groups within HPE, such as HPEFS, to fulfill customer goals and objectives. Finally, you will be able to position key service offerings that meet the customer's unique business and technical needs.

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. 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.

Installation Services and support services are included with all HPE GreenLake solutions. Support services include HPE Pointnext Tech Care and a level of proactive services that can be HPE GreenLake Basic, Entry, or Standard.

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 in the next section.

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.

Review the following sections 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. (A commissioned study conducted by Forrester Consulting, The Total Economic Impact™ of HPE GreenLake , May 2020.)

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. (IDC Technical Paper, sponsored by HPE, The Business Value of HPE GreenLake Management Services, Jan. 2020.)

To summarize these findings, HPE GreenLake solutions are pre-configured 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.

Customer Challenges

____1. 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.

____2. 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.

____3. 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.

____4. 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.

HPE Value Proposition


a.Eliminate overprovisioning and align IT costs to business demands for better cloud economics and 30-40% cost savings.

b.Give IT greater control and scalability with up to 85% less unplanned downtime.

c.Reduce complexity and simplify IT with up to 40% better IT productivity.

d.Get capacity ahead of demand and offer up to 75% shorter time to deployment.



Answers are provided on the next page.

Answers to Learning Check

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.

Customer Challenges

 d 1. 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.

 c 2. 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.

 a 3. 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.

 b 4. 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.

HPE Value Proposition


a.Eliminate overprovisioning and align IT costs to business demands for better cloud economics and 30-40% cost savings.

b.Give IT greater control and scalability with up to 85% less unplanned downtime.

c.Reduce complexity and simplify IT with up to 40% better IT productivity.

d.Get capacity ahead of demand and offer up to 75% shorter time to deployment.



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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HPE GreenLake drives customers’ agility, so organizations can quickly adapt to changing markets and accomplish their business objectives.

The Indian fintech company Wibmo recently chose to implement an HPE GreenLake solution to leverage this flexibility. Before turning to HPE GreenLake, Wibmo was unsure how they could keep pace with the exceptional growth of the Indian finance market. Wibmo was already a leader in this market, processing most of India’s e-commerce transactions. But India has the largest unbanked population in the world, and while its government is turning up the pressure on citizens to enter its banking system, Wibmo has a relatively small staff. They knew they would need to grow rapidly, but Wibmo also had to ensure it could maintain rigorous security standards. In particular, Wibmo had to issue one-time passwords (OTPs) quickly enough for customers to complete dual factor authentication (DFA).

Wibmo further suffered from a heavy procurement lag of 6 to 8 weeks. And their sprawling data center forced the company to pay far more than necessary for things like power and cooling.

By choosing HPE GreenLake, Wibmo was able to transform their operations. Over the past few years, the company grew at least 6 or 7 times faster than expected, and their on-prem environment was always able to provide the capacity they needed. Wibmo wanted to send users an OTP within 5 seconds, and they are now meeting that objective with 90% of their transactions. By delivering a private cloud as-a-service, HPE GreenLake has enabled Wibmo to lower capital expenditure by 55% while reducing their data center footprint by 65%.

Overall, HPE GreenLake provided a flexible consumption model to Wibmo that helped the company hit their most critical KPIs while winning a larger share of a rapidly growing market.

Click the link to view the case study in greater detail.

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.

Click the link to view the case study in greater detail.

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.

Click the link to view the case study in greater detail.

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.

Click the link to view the case study in greater detail.

Topic 4: More HPE GreenLake
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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 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 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 to deliver Aruba solutions through 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 frame. 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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You can take your customers on an ‘as-a-Service’ journey, transforming their existing environment to be delivered ‘as-a-Service,’ from discovery through to consumption. It’s important to understand the capability you have to take customers on this journey.

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.

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.

The sections below highlight key benefits and offerings available from HPEFS.

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

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

Read each customer need. Then identify the offering you can add to the HPE GreenLake solution to meet that customer need.

Customer Needs

____1. “We have some legacy equipment that we need to get rid of. I don’t want to lose that money. And I don’t want it to go to a landfill where our data will be at risk of being stolen.”

____2. “HPE GreenLake seems to be the right fit for us. Our biggest need right now is better visibility and control to avoid audits and obtain information about cloud cost performance.”

____3. “Our IT team is overwhelmed. Our data center is increasingly complex and our staff is small. I don’t have the time or energy to find and train the staff that we need.”

Possible additions to HPE GreenLake


a.Flexible financing options from HPEFS

b.A complete solution from GMS

c.Continuous Compliance and Cost Control



Answers are provided on the next page.

Answers to Learning Check

Read each customer need. Then identify the offering you can add to the HPE GreenLake solution to meet that customer need.

Customer Needs

 a  1. “We have some legacy equipment that we need to get rid of. I don’t want to lose that money. And I don’t want it to go to a landfill where our data will be at risk of being stolen.”

 c  2. “HPE GreenLake seems to be the right fit for us. Our biggest need right now is better visibility and control to avoid audits and obtain information about cloud cost performance.”

 b  3. “Our IT team is overwhelmed. Our data center is increasingly complex and our staff is small. I don’t have the time or energy to find and train the staff that we need.”

Possible additions to HPE GreenLake


a.Flexible financing options from HPEFS

b.A complete solution from GMS

c.Continuous Compliance and Cost Control



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 sales professionals 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 HPE GreenLake sales process. You will then learn about the resources available to you, which include 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 describe how the process changes when participating in a Partner-led opportunity. Because different Geos have different resources and different roles have different responsibilities, you should be able to identify deviations in the HPE GreenLake sales process based on region/role.

Given a customer scenario, you should be able to describe best practices for working within HPE and identify situations when learners will be working with HPE representatives in different roles. This includes knowing when to engage with HPE Advisory and Professional Services (A&PS), HPE GreenLake Specialists and Solution Architects, the Solution Hub and other Hubs, and HPEFS. Finally, you will be able to determine when to use HPE GreenLake tools and resources.

Topic 1: The HPE GreenLake Sales Process
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The first topic of this module outlines best practices for the HPE GreenLake Sales Process from the Presales perspective.

The HPE GreenLake Sales Process
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The HPE GreenLake sales process is composed of five main steps, as you can see in this graphic. Please keep in mind that since HPE GreenLake is sold worldwide, some differences probably exist between these steps and the steps for your Geo. Check with the HPE GreenLake lead in your Geo for the most accurate roadmap of your sales process. The sales process will also differ slightly depending on your role and whether or not you are building BOMs or using the HPE GreenLake Quick Quote (GLQQ) tool. Still, you should find that this outline of the sales process is a good guide, regardless of Geo or solution type.

In the first step of the sales process, you will identify, register, and qualify the opportunity. You will likely collaborate with an Account Manager who would own the position and qualify phase. 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. GLQQ prices are already approved.

For other deals, you will assemble an early pricing and budgetary solution that fits the particular requirements of your customer. In this case, HPE Product Presales will create Start and End BOMs, and they may work jointly with an HPE GreenLake Solution Architect to define the competitive value proposition, design the best fitting HPE GreenLake model, and include the service level experience that meets the customer needs. In this phase you may also engage other HPE GreenLake pricing teams, like Solution Hub.

Next, you will engage in the formal solution process that ends with an order booking. In this stage, your team may grow, adding experts in the services and solutions you are offering. You will need binding pricing approval from HPE GreenLake to move through the Formal Solution phase to the Closure & Delivery phase. To complete the order booking, the SOW needs to be developed, signed, and approved.

Once the HPE GreenLake solution has been ordered, specialized HPE teams will help with the implementation of the new HPE GreenLake solution. You may be assigned a Customer Success Manager or Customer Success Architect, or a Transition Manager to help with the transition from selling to management. While you may not be involved in these steps, it is important to understand how they occur, so you can help set expectations for your customer.

You and your team may also be responsible for identifying a change order need. 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 sections, 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 and the sales representative 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.

Finally, you will want to guarantee that the sale can proceed by ensuring that a credit check and simple screening has been done. Other HPE professionals will do most of the work for this step, but you need to make sure it is completed to check for issues that could otherwise stop the sale from happening later on.

Credit Check and Simple Screening
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Before you build a solution, your account manager should engage HPE Financial Services (HPEFS) to consider a credit check or simple screening for the customer. 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. The simple screening will further assess a customer’s fitness and allow you to confidently proceed with the sale.

Although bad credit will not disqualify a customer, it may increase prices, and discovering that your customer has bad credit late in the sales process will create more work for your team. Obtaining financial information early in the sales cycle will also let you know if the customer is a good candidate for flexible financing options. If the customer is considering technology buyback or other flexible financing options, work with HPEFS to make the solution work for the customer’s business needs.

Deal Preparation
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After the credit check and screening, the account team will need to identify which method to use to design an HPE GreenLake solution that can dynamically meet your customers’ changing needs. The team should begin by checking whether or not the HPE GreenLake Quick Quote (GLQQ) tool can build a solution fitting your customer requirements. For solutions that are not available in the tool, you can use HPE GreenLake Hub to connect with professionals to help you with aspects of the solution. Your choice will depend on the complexity of your customers’ needs: as complexity increases, so does the time it will take to build the solution. You will learn more about the purpose and execution of each design method in Module 4.

For highly complex solutions, you will need to go through a formal review process, such as OBR, OR, or PSR, through which you will assemble a team to help you build BOMs. The formal review or deal governance process may be titled something different depending on your Geo, and it may be monitored by different roles, such as the Engagement Manager. Solutions that require BOMs are worked with the account team. The architecture and design will be created by HPE Presales, HPE Product Presales, or TecHub personnel.

Having identified the solution design method, you are now ready to acquire the Opportunity ID. Your sales representative will create a task in SalesForce, while following the requirements for HPE GreenLake sales that exist in your Geo. Next, you will need to align with the team that will close this deal. As a Presales representative, you will most likely not be in charge of building the team, but you will want to make sure you are part of the team and prepared to build out the solution with the experts you need to consult. Finally, you will need to ensure you have a salesforce.com (SFDC) ID associated with the project.

Learning Check

What is the purpose of running a credit check early on in the sales cycle? (Select one.)

To disqualify customers that have bad credit.

To proactively address issues that could disrupt a sale.

To find out what discounts a customer could receive.

To prevent your customer from making a bad investment.

The answer is provided on the next page.

Answer to Learning Check

What is the purpose of running a credit check early on in the sales cycle?

To proactively address issues that could disrupt a sale.

Pricing & SOW
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The next phase is to obtain pricing and an SOW. First, you need to define the design parameters for the HPE GreenLake pricing process. You need to determine the start and end capacity, the contract term, reserved capacity, variable capacity, service level, and more. You will then use this information to build the HPE GreenLake solution. The HPE GreenLake Quick Quote (GLQQ) tool provides you with pre-defined configurations so all you need to do is select the right option using the design parameters you have determined. But as you know, 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. Presales will be responsible for building BOMs, and you can get help for this process from the HPE GreenLake Hub, which you will learn more about in Topic 2. Throughout this module, you will learn about the other tools and resources available to help you with this step.

Product Presales will then submit the hardware configurations to the team member who owns pricing, which can vary depending on your Geo, but it likely will be HPE GreenLake Presales. The process may also involve the deal governance approval process in some Geos. As a result, HPE GreenLake pricing and proposal documentation will be generated and shared with the Account team, so that they can submit to the customer. With the GLQQ tool, steps 2 through 4 occur inside the tool. With a solution that includes BOMs, approval will come from HPE GreenLake.

Proposal and SOW for Quoting
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As you learned, you can design a solution using either GLQQ, the HPE GreenLake Hub, or through a team that has been assembled as a result of the formal review process. HPE GreenLake cloud services can sometimes be quoted through GLQQ, and other times require Start and End BOMs to receive final pricing. Solutions that require a Start and End BOM are usually priced by an HPE GreenLake Presales Specialist but remember that the HPE GreenLake Hub can also help with these processes.

Once you know how your solution is being delivered and quoted, the process is straightforward. GLQQ outputs solution recommendations instead of BOMs, and pricing can be orderable or indicative. Sizing tools can help with creating Start and End BOMs for solutions outside of the GLQQ tool. Some solutions are based on pre-defined workloads and require less configuration in the BOMs. For any solution created outside of GLQQ, OCA is used for BOM creation, and the pricing team helps build pricing. You will learn more about this process in Modules 5 and 6. For all solutions with BOMs, final pricing is approved by HPE GreenLake. Once pricing is approved, the account team can use the proposal documents and final approved pricing to propose the solution to the customer.

Selling HPE GreenLake Indirectly
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It is important to note that you may be working with a Partner on an indirect sale. Lead generation can be a two-way street that involves working with channel Partners. When working with Partners on a sale, they may create the BOM and other details for a technical solution, but the hardware order is always directly between HPE and the customer, but the Partner will communicate with the customer.

HPE builds consumption unit pricing, and HPE does not share pricing or any formal documents, such as a proposal or SOW, with a Tier 2 Partner, customer, or other user. There will be an SOW between the Partner and Distributor and an SOW between the Partner and the customer that is created by the Partner with the hardware order between HPE and the customer. The Partner will add their margin to the unit cost. HPE GreenLake will order the hardware using direct fulfillment without involvement from the Partner. The entire HPE sales team is available to help you and the Partner throughout this process and can help pursue escalated pricing approvals when necessary.

The Final Steps
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You will begin this stage by following the opportunity review approval processes. According to your region and your solution design method, you may follow a different approval process, such as PSR, which is run by the Engagement Manager. This process may require input from several different parties, because it includes, among other things, pricing review, legal review, SOW review, and delivery review. Regardless, you will begin by getting the non-binding proposal approved by HPE GreenLake. You will then work with the account manager to submit it to the customer. After pricing approval, you will go through development and approval for the SOW and the legal components of the solution. You will then ensure the Order Booking and Transition to delivery steps are completed once the deal is won.

Once the customer’s solution is up and running, you will then go through the change order process whenever the customer needs to expand their solution. The change order process is triggered from sales or delivery, and Presales may be involved to help. In certain circumstances, Partners may help with delivery and installation on behalf of HPE, even on an internal sale, but most of this process will be done by others in HPE.

SOW
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The SOW, simply put, is a contract between distribution, the Partner, HPE, and/or the end customer. It contains your solution design, prices, and legal terms. The SOW most likely will come from HPE GreenLake, but you may have a part in building it. In some cases, sales may participate in this process. The SOW is built using the services and hardware configuration you provide. Proposal Web can be a good resource for you to help build the SOW, and the standard template can be used as a base. The HPE Legal team can be engaged for special requests.

Once the SOW is prepared, someone from your team needs to give it an additional review. Because this process makes the SOW a legally-binding document, it’s critical that you review it to ensure you can meet all expectations set in the document. You should also ensure that it includes all aspects of your solution, which consist of hardware configurations from the BOMs, all services included from the services pricing tools, and third-party software. Then, you can bring it to the customer with a formal proposal, which you will learn more about in Module 7.

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. Each of these steps ensures the solution is assembled carefully and in line with the customer’s stated requirements. As a Presales representative, you will not place the order, but you are accountable for supporting your team in ensuring the order is correct. Your team will be informed about this process and may be consulted about the steps leading to delivery.

As you can see, your responsibilities are to ensure that the delivery team has the information necessary to build, ship, and install the solution. Doing so may require you to make substitutions, adjust fan overrides, or perform other design tasks to help smooth out the installation process. You may also be asked to ensure power and cooling requirements have been specified and that the customer site is ready for installation of the new equipment.

You may be contacted during the delivery process, but much of this process is handled by other departments within HPE. However, your customers may have questions about the delivery and implementation timeline. Because you designed the solution that is being implemented, it is important that you understand what must occur to get the solution up and running.

The account team receives recognition against their quotas. You will likely be compensated for services and hardware.

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.

As your customer's consumption approaches the maximum installed capacity, you and your team should begin conversations with the customer about what a change order might include. Product Presales may be asked for BOMs to help with the change order. Making a change order requires a new BOM, but in some Geos, TecHub can help create that BOM.

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. Additionally, a simple change is managed by delivery and solution operations, not HPE GreenLake solution architects.

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. These changes are managed by HPE GreenLake Presales.

Variables in Solution Delivery
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As you and your team discuss the HPE GreenLake delivery timeline with your customers, be sure to discuss the factors that can lengthen and shorten the estimate. It may be your responsibility to explain what to expect with delivery to the customer.

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. Review the following section 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 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 formal review 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: Can be added through GLQQ

■Semi-complex: General HPE GreenLake Cloud Services

■Complex: Includes special requirements or complex services



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.


■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 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 processes



Topic 2: Presales Tools and Resources
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This topic covers some of the most helpful tools and resources available from HPE that you will use to sell HPE GreenLake.

Building the Team
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As you learned in Topic 1, there are three different design methods. Whenever possible, you should design an HPE GreenLake solution using the GreenLake Quick Quote (GLQQ) tool. The tool lets you enter relevant information about your customer and generates actionable documents based on those inputs in minutes. GLQQ makes the sales process faster, thereby helping you earn faster.

But GLQQ cannot be used to create all solutions. If GLQQ cannot create the solution you need, try using one of the hubs if available in your Geo. Depending on your Geo, you have to reach out to TecHub, HPE GreenLake Solution Hub, HPE GreenLake Hub, or Product Presales. These hubs can include a virtual team that consists of hardware configuration experts, pricing experts, and HPE GreenLake experts. The hubs provide accelerated budgetary pricing, including hardware configurations and quotes. While the team cannot provide solution details as quickly as GLQQ, they can often provide the information you need in just a few days.

If neither of these options can be used to create the solution your customer needs, you will need to form a team specifically for the deal in question. Building a solution this way often takes weeks, but for certain large deals, it may be your only option. You will build the team and get an engagement manager during the opportunity review after you have registered the deal. You will then design the solution and create Start and End BOMs. Your pricing team (which may include you or others on your team, such as HPE Pointnext Solution Architects) will then build the pricing and include services. Later in this module, you will learn more about the tools available to help you with this process.

You will learn much more about GLQQ in a later module. Over the next few frames, we will discuss designing a solution, when necessary, with the HPE GreenLake Hub or by building BOMs.

Designing a Solution with HPE GreenLake Hub
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If your customer’s needs cannot be met with a solution designed in GLQQ and do not require a complex design, then HPE GreenLake Hub is the best choice. HPE GreenLake Hub is a combination of HPE TecHub, which connects you to a team that generates hardware configuration, and HPE Solution Hub, which connects you to a team that generates pricing. Some of the Hubs that make up the HPE GreenLake Hub may be available in your Geo while others may not be, so check with the HPE GreenLake lead in your Geo about availability. Additionally, the types of services out of the TecHub may differ depending on your Geo. If you can use them, these services help you spend less time on paperwork, and more time with customers.

With the HPE GreenLake Hub, you can cut the time it takes to get budgetary pricing, hardware configurations, and approved pricing from weeks to days. The Tech Hub ensures the correctness of hardware BOMs for HPE GreenLake, which reduces the amount of re-work needed to build a correct BOM. This process can take weeks for professionals new to HPE GreenLake. The hub also offers a single engagement point for you to request BOMs and pricing, so you do not need to coordinate all the steps required for budgetary pricing. This way you can ensure more accurate pricing with fewer delays. With pre-approved discounts, HPE GreenLake Hub reduces the steps and time to get pricing.

WHAT is covered


■Hardware Start and End configuration

■HPE GreenLake non-binding price



WHEN to engage


■During initial discussions with customer

■During the deal preparation stage



HOW to engage

Submit a request via SFDC


■Refer to WW TecHub - how to Engage us

■Click “Open Webform”



Designing a Complex Solution with a Team
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If your customers’ needs cannot be met by designing a solution in GLQQ or with HPE GreenLake Hub, you will need to form a team dedicated to designing a solution for that customer. Your engagement manager or account lead will help you determine who is needed on your team after the formal approval process. Keep in mind that this is the exception made for highly complicated solutions. The formal review process is needed in these instances because it’s human resource-intensive to design a complex solution with Solution Architects building pricing and BOMs needed for services and hardware configurations. Still, certain customers, usually with vast projects in mind, present opportunities where designing a complex solution with a team makes sense.

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 less complex 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.

Although it will take longer to produce a solution design this way, by forming and engaging with a team as described here, you can build an HPE GreenLake solution that will meet any customer’s needs, no matter how complex they are.

HPE Team Members Working in a Complex HPE GreenLake Deal
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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 an HPE GreenLake Presales manager or a Pointnext GreenLake Sales professional. This person will add an Engagement Manager to the team. 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.

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, and make sure you know who is assigned to 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, learn 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.

Work with Advisory and Professional Services
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Because a large part of the value you offer customers with HPE GreenLake will be in services, you should be familiar with HPE Pointnext Advisory & Professional Services (A&PS). You will learn more about the many services offerings in Module 4. These services can be technology-led, project-led, or transformational.

Technology-led services include services to complement IT teams at every step of the technology lifecycle from advising, transforming, and designing the environment to deploying infrastructure, integrating new technology and migrating to a new environment, operating and improving new infrastructure, and retiring and sanitizing old equipment. If you’re primarily engaged in the technology-led sales motion, make sure you can describe the capabilities for each of the many Lifecycle Services. These services can help you ensure a smooth technology deployment across the entire lifecycle. Your local services pursuit teams can help you explore how to develop these opportunities with your customer. To learn more about these technology-led service, click this link.

Project-led services offer customers domain-specific advice aligned to the initiatives your customers are driving. You can access simple education modules on HPE SalesPro for each of the practice areas across edge, AI and cloud (click this link). These will help you understand the capabilities HPE has aligned to the initiatives your customer is driving. HPE makes selling project-led services easy with service credits. Learn more about how to engage with service credits at this link.

If your customer is interested in transformational services, complete the Digital Next Advisory digital curriculum. (Click this link to access the curriculum.) This short module will help you understand HPE’s advisory selling approach and how to use it for maximum impact in your account. There is a growing team of Digital Next Advisors trained in every geography to help you develop these conversations with your customer.

You should engage with these teams from A&PS when you first identify an opportunity, so that you can be sure to describe the offerings accurately and present the value of A&PS to the customer. A&PS pursuit teams are available to help you.

Stages and Responsibilities
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Now review the sales process and who will perform each task. Be aware that these roles will be fluid, and that, depending on the sale, Partners might be involved at certain points. You should also note that you will learn more about steps seven through thirteen in the following Modules.

Learning Check

Now take a moment to review what you have learned about the sales process. Read the explanations below, and then match them to the solution design method that they describe.

Explanations

____1. This resource should be your first choice because it streamlines the sales process as much as possible, offering actionable documents in hours or even minutes.

____2. This resource connects you to teams that will help you build the hardware configuration for a solution and create pricing.

____3. This resource should be your last resort when designing a solution. It ensures you can design a solution to meet any customer’s need, but it will take much longer to build that solution.

Solution Design Method


a.Formal Approval Process

b.HPE GreenLake Hub/Solution Hub/TecHub

c.GLQQ



Answers are provided on the next page.

Answers to Learning Check

Read the explanations on the right, and then match them to the solution design method that they describe.

Explanations

 c  1. This resource should be your first choice because it streamlines the sales process as much as possible, offering actionable documents in hours or even minutes.

 b  2. This resource connects you to teams that will help you build the hardware configuration for a solution and create pricing.

 a  3. This resource should be your last resort when designing a solution. It ensures you can design a solution to meet any customer’s need, but it will take much longer to build that solution.

Solution Design Method


a.Formal Approval Process

b.HPE GreenLake Hub/Solution Hub/TecHub

c.GLQQ



HPE GreenLake Sales Tools and Resources
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HPE has developed a series of tools and services to make every stage of an HPE GreenLake deal easier and faster. HPE also continues to integrate these tools to streamline the entire HPE GreenLake sales cycle. What tools you use for any given HPE GreenLake solution will depend on how you design a solution: if you design a solution in GLQQ, then GLQQ may be the only tool you need, but if you build a complex solution with Start and End BOMs, you and your team will need to use tools for discovery and assessment of the customer’s environment, tools for sizing the solution and building BOMs, and tools for pricing hardware and services.

The tools are designed to feed information into each other. The discovery and assessment tools provide outputs that are used as inputs for the sizing and quoting tools, which produce outputs that are used as inputs for the pricing tools. Depending on your Geo and your sales process, you may use all of these tools, but you may also need to share inputs with other members of your team.

Over the next few sections, you will take a more granular look at the tools shown here. To learn how to use each tool, visit the My Learning Portal and select the Tools and Knowledge Management dropdown.

Discovery and Assessment Tools and Resources
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If you are responsible for defining customer requirements or running workshops or demos, then you will need to leverage the HPE discovery and assessment tools and resources. These tools and resources include Assessment Foundry, HPE Cloud Physics, the Customer Asset Program, and Right Mix Advisors. Review the following sections 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 Cloud Physics is an easy-to-use SaaS platform from HPE that provides on-demand analysis of your customer’s data center environments. HPE Cloud Physics assessments help you become your customer’s trusted advisor by continuously monitoring and analyzing the customer’s infrastructure.

HPE Cloud Physics 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 Cloud Physics 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.

Cloud Physics 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 and Resources
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If you are responsible for developing the product configuration, defining the contract structure, or defining service levels, then you’ll need to use the HPE sizing and quoting tools and resources. You will find sizing an 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). Review the following sections 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

■SimpliVity Sizer: SimpliVity 380, 2600

■Converged Systems: CS 700, 750



To access HPE Assessment Foundry, click here.

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 built 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, click here.

HPE GreenLake Quick Quote Tool

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 solutions, such as HPE GreenLake for VMs, 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 Module 4.

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



To access the GLQQ tool, click here.

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 and other levels of HPE Pointnext support

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

■Note that HPE GMS and consulting services should be added using the pricing tools and resources



To access OCA, click here and find the link that fits your situation

Pricing Tools and Resources
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Depending on your Geo and role, you may be called upon to perform pricing for your HPE GreenLake deal. If you are responsible for pricing, you will want to familiarize yourself with some of the pricing tools and resources available to you. You may have used some of these tools for traditional sales. Others, like the HPE GreenLake Flexible Quote Tool, are built for HPE GreenLake, but they may not be available in all Geos. Check with your HPE GreenLake lead to determine if Casper or another tool is the right one for you. MSST and MSSE will be available in most areas for GMS pricing, but you need to determine which one is right for your situation. E3T will help you with pricing and financial analysis in many different use cases. HILS is available to help you add third-party software.

Note that these are just some examples of the tools and resources available. Review the following sections to learn more about some of these options. Click here to learn more about all of the HPE GreenLake pricing tools and Resources.

HPE GreenLake Flexible Quote Tool


■The HPE GreenLake Flexible Quote Tool provides quoting, pricing, and business case information for HPE GreenLake deals. You can input your Start and End BOMs configuration parameters, and customer financial information to receive pricing and quoting that will lead to order booking.

■HPE is adding functionality to the HPE GreenLake Flexible Quote Tool constantly, so make sure to take the trainings.

■The HPE GreenLake Pricing tool may not be available in all Geos, and some Geos will have the ability to create custom pricing

■The tool may not be available if you are not in a role that is expected to perform pricing.



Find the HPE GreenLake Flexible Quote Tool Training here.

Casper

Casper is a pricing tool that can be used for quoting and pricing services. With Casper, you will add HPE Pointnext services to the HPE GreenLake deal.

With three HPE Pointnext options (Entry, Basic, and Standard), you can simplify the pricing process for HPE GreenLake Services.


■Casper can be used for traditional pricing, but it can also be a valuable tool for quoting and pricing services for an HPE GreenLake deal.

■The Casper output is required for HPE GreenLake pricing.



Take the Casper Training here.

MSST/MSSE

The HPE GreenLake Management Services Solution Modeling Tool (MSST) and HPE GreenLake Management Services Solution Express (MSSE) tool are complex Excel-driven applications that help you design your services offering and build pricing for HPE GreenLake Management Services (GMS).

With these tools, you get an opportunity-specific SOW, accurate and detailed record of materials, and binding pricing based on the scale and scope of the deal.

The MSSE tool is designed for GMS Standard solutions, which include pre-defined deliverables to help the customer monitor, operate, administer, and/or advise and optimize their environment from the infrastructure to the application. Any custom GMS deal requires the use of the MSST tool.

Access training for MSST / MSSE here.

E3T

The Engagement Estimation and Evaluation Tool (E3T) is a costing/pricing collation and forecasting tool. It helps you estimate, plan, and execute projects. E3T provides:


■New Business Quoting: E3T contains all cost/price rates for onshore and offshore resources. Users enter all aspects of a new deal and the tool allows the financial performance to be analyzed.

■Financial Analysis: E3T generates a fully loaded Profit & Loss statement, evaluating several profitability ratios. It also calculates a Cash Flow statement and related financial indicators, such as the Internal Rate of Return and the Pay Back.

■SOAR Lite reviews: E3T supports the HPE Opportunity Roadmap.

■Project Forecasting/Reforecasting: E3T produces a financial forecast for seamless integration with other tools for project accounting. E3T monitors variances and Estimate-At-Completion totals, which helps prevent margin 'surprises' later. Change Orders may also be priced and integrated as needed.



Access training and info for E3T here.

HILS

When you are pricing a solution with a third-party vendor, such as Scality, Qumulo, ZERTO, Nutanix, or another HPE GreenLake partner, you will need to submit a quote request to the Hybrid IT Licensing Services (HILS) team.


■When submitting a HILS request, make sure you include the appropriate SKUs and quantities for your third-party solution.

■Orders for third-party solutions cannot be booked as part of the hardware BOM because they are not compliant with financial accounting rules.

■The process for working with HILS may be different in your Geo or based on which third-party solutions you are using.



Learning Check

Read the descriptions below, and then match the tool or resource to its description.

Descriptions

____1. A discovery and assessment tool that doesn’t require installation in the customer environment.

____2. A right size guide to the solution for popular workloads and applications

____3. Tools that are used to add GMS to an HPE GreenLake solution.

Tool/Resource


a.MSST/MSSE

b.SSET

c.SAF



Answers are provided on the next page.

Answers to Learning Check

Read the descriptions below, and then match the tool or resource to its description. The correct matching is listed below.

Descriptions

 c  1. A discovery and assessment tool that doesn’t require installation in the customer environment.

 b  2. A right size guide to the solution for popular workloads and applications

 a  3. Tools that are used to add GMS to an HPE GreenLake solution.

Tool/Resource


a.MSST/MSSE

b.SSET

c.SAF



Summary
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In this module, you learned the steps in the sales process, which begin with identifying, registering, and qualifying the customer, assessing the customer environment, and preparing the deal. You also focused on the Presales tasks, which include sizing the solution, configuring pricing, and building the SOW. You may not be responsible for designing and pricing all components of the solution, but you should know who in your team will help you. Finally, you learned about proposing and closing the deal, implementing and delivering the solution, and supporting and expanding the opportunity with change orders.

You also explored how to design a solution based on complexity, using either GLQQ, HPE GreenLake Hub, or building BOMs and following the formal review process. Finally, you learned about the different tools available to you and how they integrate with each other to optimize the sales process.


Module 4: Identifying HPE GreenLake Cloud Services
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Module 4: Identifying HPE GreenLake Cloud Services

Learning Objectives
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This module describes HPE GreenLake cloud services. Topic 1 explores HPE GreenLake cloud services and HPE GreenLake workloads. Topic 2 covers options that you can add to HPE GreenLake cloud services, such as HPE GreenLake Management Services (GMS). Topic 3 then explains flexible attributes from which you can choose as you build a solution and the options for quoting the solution. Topic 4 describes one of those options, HPE GreenLake Quick Quote (GLQQ) in more detail.

After completing this module, you will be able to determine the correct sales process and HPE tools to use, based on each customer’s unique business and technical needs. In particular, you will be able to describe the process for designing solutions using the HPE GLQQ tool. You will also be able to describe available HPE GreenLake offerings and benefits as well as key building blocks for HPE GreenLake solutions. Finally, you will be able to tailor an HPE GreenLake solution to meet customers’ needs.

Topic 1: HPE GreenLake Cloud Services and HPE GreenLake Workloads
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You will now learn about HPE GreenLake cloud services.

What Is the Opportunity with HPE GreenLake Cloud Services?
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HPE GreenLake cloud services offer a rich portfolio of pre-defined cloud services, which can be delivered in edge locations, colocation facilities, and data centers. By providing standard solution sets, HPE GreenLake cloud services make it easier for you to size and build offerings for many customer use cases. At the same time, you can adjust options such as service levels and operating experience based on your customers’ preferences.

HPE GreenLake cloud services integrate workload-optimized infrastructure, complementary software, and services, giving customers a complete as-a-service experience on-prem. The portfolio encompasses a broad range of use cases, which you will examine in more detail in a moment. HPE continues to expand the use cases, thanks to a growing ecosystem of partners. As the portfolio extends, the benefits remain consistent: payments based on actual metered usage, rapid scalability using an onsite buffer of extra capacity, and enterprise-grade support.

HPE GreenLake Cloud Services
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At the time this course was published, HPE offered more than 70 HPE GreenLake cloud services in 17 categories. HPE GreenLake cloud services support apps and data of many kinds, from emerging apps and data at the edge to the most data-intensive apps and high performance computing (HPC). HPE GreenLake cloud services help customers meet key business objectives, such as protecting their data, enhancing security, or embracing hybrid cloud. With HPE GreenLake cloud services, customers can choose the right service level for their key workloads, select the customer experience that matches their needs, and pay as they consume the workload based on workload-related metrics.

Drawing on decades of expertise in the data center, HPE has optimized each cloud service for the workload in question. As makes sense for the use case, HPE also integrates third-party components in HPE GreenLake cloud services. Customers benefit from HPE’s long and deep relationships with other vendors: they obtain end-to-end, integrated solutions.

With such a broad selection of cloud services, customers can run their business on HPE GreenLake. They can deliver the right workloads for their business quickly and easily. In short, customers can get IT faster and more easily operate their growing business. Across the edge, data centers, and clouds, they can simplify IT operations with HPE GreenLake cloud services.

What Are Some HPE GreenLake Cloud Services?
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You will now look at some HPE GreenLake cloud services in more detail. Hover over each offering to view some of the solutions and services that come with it. Note, however, that you will not see optional services that you can add to the offering. (You will learn more about these optional services in the next topic.) Also note that these offerings are constantly evolving, so you should stay up-to-date with what they currently include using your local HPE resources.

AI, ML & Analytics


■ML Ops

■HPE Ezmeral Unified Analytics

■AI and HPC infrastructure

■Big data

■Qumulo

■Scality RING



Business Applications


■Payments (Lusis)

■Electronic health records (Epic)

■5G core stack



Compute


■Composable compute

■General purpose compute

■High availability compute

■Storage optimized compute

■HPE GreenLake Compute Ops Management



Containers


■HPE Ezmeral Runtime Enterprise on VMs

■Google Anthos



Database


■EDB Postgres

■Microsoft SQL Server

■Nutanix Era for Databases

■SAP HANA



Data Protection


■Backup and recovery

■Ransomware protection

■Backup infrastructure

■Managed backup

■Managed disaster recovery

■Veeam

■Commvault

■Cohesity



Edge


■Aruba

■Hyperconverged general purpose infrastructure

■Ruggedized Infrastructure



High Performance Computing


■HPC

■AI and HPC infrastructure



Hybrid & Multicloud


■Managed services for cloud

■Microsoft Azure Stack Hub

■VMware Cloud Foundation

■Google Anthos

■Microsoft Azure Stack HCI



Hyperconverged


■Hyperconverged general purpose infrastructure

■dHCI

■Hyperconverged VM infrastructure

■Nutanix Private Cloud

■Microsoft Azure Stack HCI



Migration


■Application migration

■Data migration

■Mainframe migration

■Financial migration



Networking


■Indoor wireless

■Outdoor wireless

■Remote wireless

■Wired access

■Wired aggregation

■Wired core

■SD branch

■UXI

■EdgeConnect

■HPE Aruba Central



SAP


■SAP HANA

■SAP S/4HANA Cloud, Private Edition, Customer Data Center Option



Security, Risk & Compliance


■Continuous compliance

■Managed backup

■Managed disaster recovery

■Managed security

■Ransomware protection

■Continuous cost control

■Software license and asset management



Storage


■Block storage

■File Storage

■Object storage



Virtual Desktop


■Virtual desktop infrastructure



Virtualization


■Virtual machines

■General purpose VM Infrastructure

■Hyperconverged VM infrastructure



Examples of HPE GreenLake Cloud Services
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Even more than a list of components, each HPE GreenLake cloud services solution is an optimized service, designed to meet specific use cases and deliver key business values. Review these HPE GreenLake offerings to learn more about them, their use cases, and their business values. Note that these solutions will evolve over time.

Compute

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 include the following offerings:


■Composable: These software defined solutions provide rapid deployment with HPE Synergy. Use cases include test/dev environments, disaster recovery (DR), as well as business-critical and mission-critical environments.

■General Compute: These solutions run intensive workloads with a small footprint on HPE ProLiant—the world’s most secure servers. Use cases include smaller workloads like ROBO, DC security appliances, and HPC app test and dev.

■Storage Optimized: These solutions support storage-dense workloads on HPE ProLiant and Apollo. Use cases include software-defined storage, mid-sized file servers, and to support apps that have large storage requirements and also need high compute/memory performance.



Storage

HPE GreenLake for Storage helps your customers deliver business outcomes faster and unlock the potential of your data. Pre-configured solutions give your customers faster time to value with deployment in as little as 14 days. Customers also get capacity when it is needed to accommodate data volumes that can grow quickly and unpredictably. HPE GreenLake for Storage includes the following offerings:


■Mission Critical: These solution use HPE Primera to run workloads that need ultra-low latency, high performance, and 100% availability. Use cases include Oracle, SQL Server, and transaction processing.

■Business Critical: These solutions are ideal for apps with strict SLAs for availability and performance, mid-sized DBs, mixed workloads, and more on HPE Nimble. Use cases are wide-ranging and include almost any nonmission-critical production workloads.

■General Purpose: These solutions provide cost-efficient flash performance for both primary and secondary workloads with HPE Nimble. Use cases include mixed workloads, disaster recovery (DR), backup data for dev/test, quality assurance, and analytics.



Data Protection

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. HPE GreenLake for Data Protection includes the following offerings:


■On-prem Data Protection: These solutions help customers back up and recover rapidly with on-prem, ultra-efficient data protection service. It also provides cloud-like consumption and elastic scaling with HPE StoreOnce that can support backup software such as Veeam, Commvault, or Cohesity. Use cases are wide-ranging and include any on-prem backup or archival.

■Hybrid Cloud Data Protection: These solutions enable customers to simply, efficiently, and flexibly store backup data in the cloud with HPE StoreOnce. By leveraging this offering, customers can avoid cloud lock-in. Use cases include test/dev, reporting, analytics, and more.



Virtual Machines

With HPE GreenLake for Virtual Machines, HPE owns and installs VM infrastructure, so there is no up-front capital investment, and your customers based on actual usage. Customers also reduce TCO, since HPE tailors the infrastructure to your customer’s needs and budget. HPE GreenLake for Virtual Machines includes the following offerings:


■General-Purpose VMs: These solutions use VMware or Red Hat hypervisors on either HPE converged or industry-standard systems to deliver cost- or performance-optimized hardware. Use cases include SAP HANA and mid- to high-traffic web servers.

■Hyperconverged VMs: These solutions simplify IT environments dramatically through HPE SimpliVity or Nutanix software-defined systems. Use cases include ROBO, VDI/DaaS, edge deployments, and more.

■Enterprise-Ready VMs: These solutions combine HPE Synergy with Primera or Nimble storage to support enterprise business, production, or research environments. They meet workload compute, memory, and storage optimization needs for use cases such as NOSQL, SAP HANA, medical records and Augmented Reality (AR).



VDI

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

The service helps to 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.

More HPE GreenLake Cloud Services
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Here you can see some more HPE GreenLake cloud services. Review these HPE GreenLake offerings to learn more about them, their use cases, and their business values. Again, these solutions will evolve over time.

HPE GreenLake for Private Cloud Enterprise

HPE offers a complete integrated private cloud solution backed by HPE GreenLake Management Services (GMS). The solution provides a cloud experience to your customers. They can start with the HPE GreenLake for VMs service and later expand with an HPE GreenLake for Containers service. Or they can start with both services based on their scale and application requirements.

The solution provides:


■A self-service user experience for customers to run virtual machines and containers on virtual machines on the compute infrastructure

■An easy button to private cloud with hyperscaler-like roles and an accountability matrix

■An open ecosystem of marketplace customers

■A solution pre-configured in the factory to optimize time spent at customer site

■Completely managed by HPE GreenLake Cloud Operations & HPE GMS teams



HPE GreenLake for ML Ops

HPE GreenLake for ML Ops makes it easier and faster to get started with ML projects and seamlessly scale them to production deployments.

Recommend this solution to customers with a data science team who want to use AI and ML to solve business problems, on-prem, without managing the infrastructure.

By leveraging HPE Apollo and ProLiant for hardware, and HPE Ezmeral Runtime Enterprise and ML Ops software, customers can solve business problems in an agile and secure manner.

Customers can reserve the capacity they need and pay based on their consumption. They can prioritize revenue-generating projects by offloading the monitoring and management of their data science environment.

With HPE GreenLake for ML Ops, customers can avoid the compliance, security and data gravity issues of public cloud, while eliminating the operational risk of running the infrastructure themselves.

HPE GreenLake for 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.



HPE GreenLake for HPC

HPE GreenLake for High Performance Computing (HPC) delivers superior flexibility, scalability, and control of HPC solutions with a cloud service consumption model on premises. It further helps customers reduce the cost and complexity of maintaining an HPC environment with support from veteran professionals.

The solution includes:


■IT service management

■System operations and administration

■Support services

■HPC-specific support services



This HPC offering is pre-configured for small, medium, or large deployments using HPE Apollo servers with optional NVIDIA A100 GPUs. The software stack includes Singularity Open Source for a container runtime, as well as HPE proprietary software, such as HPE Ezmeral Data Fabric.

HPE GreenLake Edge-to-Cloud Platform
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In addition to offering a wide range of HPE GreenLake cloud services, HPE provides a unified cloud experience for managing, monitoring, and consuming those services. HPE GreenLake Edge-to-Cloud Platform gives customers a single view of their environment. With a single sign-on, customers gain easy access to all the applications they need to manage their solutions, support, and consumption.

Within HPE GreenLake Edge-to-Cloud Platform, customers can access HPE GreenLake Central, included with all HPE GreenLake cloud services.

You can learn more about the HPE GreenLake Edge-to-Cloud platform by following the link here.

The Complete HPE GreenLake Central Solution
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A simple, point-and-click interface, HPE GreenLake Central provides a unified, self-service dashboard for an array of tools.

The specific tools available depend on the HPE GreenLake cloud service. For example, customers with HPE GreenLake for Private Cloud Enterprise receive a self-service portal in which users can quickly and easily provision, monitor, and manage workloads across the data center and clouds.

Key features, provided with all HPE GreenLake deployments, include consumption analytics and capacity planning. These tools help customers control their cost, optimize their spending across clouds, and make best use of the capacity-ahead-of-demand provided by all HPE GreenLake solutions.

HPE Consumption Analytics
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Using HPE Consumption Analytics, customers can quickly review their spending by service type, location, or other filters. They can gain insight into current usage patterns, use the tool’s predictions to plan for future growth, and take better control of their infrastructure spending. Review the following sections to learn more about how your customers will benefit from the consumption analytics available within the HPE GreenLake Edge-to-Cloud Platform.

Greater visibility into IT consumption


■HPE GreenLake Edge-to-Cloud Platform’s 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.



Demos and Trials
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The best way to determine if HPE GreenLake is the right fit for your customer is to perform a demo or a trial. Demos drive awareness and interest and are easy to provide for prospective customers. They show the solution in action, and can be provided as a recorded or live demo.

Trials provide first-hand experience for customers to test solutions in production. They can be more effective than demos because trials reduce the fear of a long-term commitment, and they make the solution easier to promote because you are essentially giving something to your customer. Express trials are easy to set up, and full trials take some HPE resources. For all trials, you can engage with the trial team and plan out what will be most useful.

Explore the demos and trials below to learn more about why and how to offer each one.

Recorded demo


■For customers who are interested in specific HPE GreenLake offerings and want to take a deeper dive into how the HPE GreenLake platform works.

■View a recorded demo here.



Live demo


■For customers who want to get a unique demonstration of GreenLake offering features or have specific language requirements.

■Request a live demo using the form here.



Express Trial


■For customers who are unsure of how HPE GreenLake may benefit them.

■For customer who do not have defined use cases, success criteria, or objectives.

■Has a low to mid probability of conversion and requires low touch engagement from you and your team.

■Email gl-cloud-service-labs@hpe.com to get a trial slot automatically generated for you or your customer.



Full Trial


■For customers who have a clear vision of outcomes and need to know how HPE GreenLake will benefit them

■For customer who want to go beyond standard deliverables and know their specific use cases, success criteria, and objectives

■Has a high probability of conversion and requires high-touch engagement from you and your team

■Reach out to the trial team (Jose Arias and Mark McKee) or email gl-cloud-service-labs@hpe.com



Introducing HPE GreenLake Cloud Modules
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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 with cloud-native software.

Analysts recognize the commitment to delivering HPE GreenLake at scale represented by HPE GreenLake Cloud Modules. Patrick Morehead, Senior Contributor, Forbes says, “My expectation is that [HPE GreenLake Cloud Modules] will be the long-term volume driver for HPE [GreenLake].” (“HPE Discover 2021-The Company Makes Its Customer Case During the ‘Age of Insight,’ ” Patrick Morehead, Forbes, June 2021.)

HPE GreenLake Cloud Modules 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 Cloud Modules 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 Cloud Modules, which is a true cloud-native solution.” (“10 HPE GreenLake Game Changers From HPE Discover 2021,” Steven Burke, CRN, June 2021.)

HPE GreenLake Cloud Modules is an enabler for cloud services and is only offered as a part of HPE GreenLake. It is the modular platform that makes possible the deployment of multiple workloads. You will begin to see the effects of HPE GreenLake Cloud Modules, but for now you should note how it will change your job. To learn more about HPE GreenLake Cloud Modules, check out the TekTalk by clicking here.

HPE GreenLake Cloud Modules
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HPE GreenLake Cloud Modules provide purpose-built, cloud-native platforms for running HPE GreenLake cloud services. Tuned for enterprise requirements, the cloud platform allows customers to simply choose the workloads they want. The platform uses optimized blueprints to auto-provision itself for those workloads.

Every component is managed and operated through HPE GreenLake Central. Customers receive a common view of the service components. With direct access to their environment, they receive service orchestration, cloud operations, security, compliance, cost and capacity management, and, most importantly, a consistent experience across any of their HPE GreenLake Cloud Modules deployments.

HPE GreenLake Cloud Modules package together all the components purchased in modules. The platform then manages those components through a control plane that automates platform components, including the software layer. It runs and operates 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.

Topic 2: HPE GreenLake Cloud Services Options
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You will next learn about HPE GreenLake cloud services options.

The Evolution of Service with HPE GreenLake
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First, you will examine support service options for HPE GreenLake solutions.

Your customers may be at any stage of the HPE GreenLake services’ value continuum from basic proactive and environmental support up to full management. HPE GreenLake comes with Tech Care and one of the three HPE GreenLake Service Levels. Standalone Tech Care is not an option, but customers who want the bare minimum services can just add Entry level proactive support. For customers who want help managing the environment, add HPE GreenLake Management Services to give them IT service management, technology management, and 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. Explore the following services available with each solution.

Tech Care

General features


■Phone access to experts

■Expert online chat*

■Expert forum response*

■General technical guidance

■HPE InfoSight assistance**

■HPE InfoSight predictive alerts**

■Automated incident logging**

■Tech tips knowledge library*

■Access to electronic support information and services*

■Outage management (Critical service level only)



* Service deliverable require HPE Support Center registration and activation.

** Service deliverables require connectivity to HPE using HPE proprietary service tools.

Service Levels


■Critical

•15-minute response 24x7 for severity 1 incidents (direct connect to product specialist where available)

•Outage management for severity 1 incidents

•24x7 6-hour hardware repair commitment (where applicable)

■Essential

•15-minute response 24x7 for severity 1 incidents (direct connect to product specialist where available)

•24x7 4-hour on-site attendance

■Basic

•2-hour response 9x5 (standard business hours)

•Next business day on-site attendance



HPE GreenLake Service Levels

Entry


■For less complex infrastructure with less configurability and flexibility

■For customers with less than 2 sites and 2 technologies

■Delivered by a Service Advisor

■Onboarding is digital

■Capacity planning is quarterly

■HPE GMS and A&PS are treated as standalone solutions



Basic


■For systems integrators or service providers who have their own help desk and support capabilities

■Delivered by a Blended Service Advisor and ASM/CSS

■Onboarding is by a virtual instructor

■Capacity planning is monthly

■HPE GMS and A&PS are treated as standalone solutions



Standard


■For the most complex/critical solutions that need the greatest flexibility

■Delivered by an ASM and CSS

■Onboarding is by a virtual instructor with more help available on request

■Capacity planning is monthly

■HPE GMS and A&PS are treated as part of the solution



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



Governance and Management
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Based on your customers’ needs, you can add many other services to HPE GreenLake cloud services.

With advisory and expertise services, HPE delivers deep expertise across many technologies and partner solutions, so customers can fully benefit from the cloud services without waiting to gain 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 deliver migration recommendations that help customers achieve the right mix of on- and off-prem workloads in the hybrid cloud. Migration Services provide expert migration of apps to the right mix of cloud; they also offer technology migrations based on broad HPE expertise.

Cost optimization and compliance control services give customers the visibility and control needed to maximize their investment. With cost optimization, customers gain visibility of and control over cost in the cloud; this service is 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.

And, as you have seen, you can offer HPE GMS to manage, operate and optimize the IT environment with full-stack expertise and deep support.

Governance and Management Services
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The services that you add to HPE GreenLake cloud services deliver substantial value.

HPE helps customers with the resources and skills needed to execute strategy effectively—from operating their cloud, their 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 data-driven insights about the IT estate; these insights lead to more effective decisions that drive the business forward.

At any time, customers can add services, or you can start the conversation and help add the services.

Advisory and Professional Services
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You can offer advisory and migration services from the HPE Advisory and Professional Services (A&PS) portfolio. This portfolio is aligned to major digital transformation initiatives and business drivers. HPE helps customers accelerate digital transformation by redefining experiences and operations at the intelligent edge, bringing the cloud experience and operating model to all apps and data, and unlocking the value of all data from the edge to the cloud.

HPE A&PS can advise customers on the next steps of their transformation journey and map out their priority initiatives. We can implement the technologies from HPE and our ecosystem, and we can guide customers through the people and process changes required to bring these initiatives to reality. We can also operate delivered technologies, improving the customer’s digital capabilities in support of their business.

Take a moment to view some of the services available. You can learn more about each of these services at the link here.

HPE Continuous Compliance
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While customers value the cloud for flexibility and scalability, moving workloads to the cloud can also reduce visibility and increase the risk of compliance violations. You can help your customers address that possibility by adding HPE Continuous Compliance. 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.

Choices from HPE GreenLake
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By judiciously selecting HPE GreenLake cloud services and other HPE services, you can give customers choice in how much of the infrastructure stack they want to consume as-a-service and how much they want to deploy and maintain on their own. HPE can manage the physical infrastructure while the customer monitors and manages apps, hypervisors, and more. HPE can also take over automation and orchestration of the HPE GreenLake cloud services solution, as well as provide some self-service and infrastructure management.

The HPE GreenLake cloud services for the workloads you see listed here all involve some HPE GreenLake Management Services (GMS) capabilities. The layers in the application stack that HPE manages depend on the specific workload. You can also offer additional HPE GMS deliverables if customers want HPE to manage higher in the stack. As you select these cloud services for your customer, make sure to check on the availability of the bare metal and High Performance Computing (HPC) workloads. Also note that containers, virtual machines, and bare metal can be managed by the HPE GreenLake cloud management platform. HPE GreenLake for Private Cloud Enterprise includes the cloud management platform and support for those three types of workloads.

To meet customers’ needs for hybrid cloud, you can make public cloud solutions 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. But with HPE GreenLake Management Services for hybrid cloud, customers can offload most of the other tasks to HPE.

HPE GreenLake with Colocation


[image: image]


Finally, you can offer customers colocation solutions from HPE GreenLake and other colocation providers, such as Cyrus One, Equinix, Digital Realty, and others. With HPE GreenLake, your customers benefit from a public cloud-like experience while maintaining full control of their IT solutions. Thanks to the colocation providers, they avoid the cost and burden of running a data center facility. They also get pay-as-you-go funding with no up-front capital outlay. Scalability is one of the main reasons customers consider colocation. A lot of customers have outgrown their existing data center and are looking for a way to continue growing without excessive spending.

Other customers are looking for flexibility in their data center solution. These customers can get the latest in facilities systems technologies and faster time-to-value without having to build a data center with all of its extensive connectivity requirements. Additionally they get cloud adjacency for improved hybrid IT and a dedicated on-site team to keep the lights on without severe operational costs. HPE’s colocation providers offer 24x7 support, which can be very expensive for private solutions. Additionally, these providers offer state-of-the-art security precautions and compliance solutions that are mostly beyond the capability of private data centers.

With HPE’s colocation provider partners, customers get one agreement, from one provider. Colocation solutions require a quote from the colocation provider, so you need to work closely with this person to help build into the quote all of the HPE GreenLake solutions and services.

Learning Check

Take a moment to review. Which features and solutions are available in every HPE GreenLake solution? Which are available as an additional purchase? Drag two answers to each box.

____1 . Available in every HPE GreenLake solution

____2. Available as an additional purchase

Features/Solutions


a.Unified self-service dashboard

b.Cost optimization

c.Consumption Analytics

d.Continuous Compliance



Answers are provided on the next page.

Answers to Learning Check

Which features and solutions are available in every HPE GreenLake solution?
Which are available as an additional purchase?

 a c  1 . Available in every HPE GreenLake solution

 b d  2. Available as an additional purchase

Features/Solutions


a.Unified self-service dashboard

b.Cost optimization

c.Consumption Analytics

d.Continuous Compliance



Topic 3: HPE GreenLake Solution Attributes and Quoting Options
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You will now explore options for tailoring HPE GreenLake solution attributes. You will also learn about selecting the correct quoting option based on the desired solution attributes.

HPE GreenLake Options
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With HPE GreenLake Cloud Services, you can offer an as-a-Service solution designed to meet your customers’ needs. Each HPE GreenLake solution can provide different customer experiences and service levels to match the customer’s exact requirements. HPE GreenLake Cloud Services also support different levels of configuration flexibility so customers can get the solution they need at the price they want.

Depending on what solution attributes are required, you have different options for building an HPE GreenLake quote, such as HPE GLQQ, Integrated Quoter (IQ), and HPE GreenLake Flexible Quote (GLFQ).

Explore the sections below to learn more about the HPE GreenLake solution attributes and the available quoting options.

Customer experience

Refers to the level of functionality available for the offering within the HPE GreenLake Edge-to-Cloud Platform. Customers can:


■Access HPE GreenLake Edge-to-Cloud Platform and view consumption information.

■Or additionally, use HPE GreenLake Edge-to-Cloud Platform to manage additional aspects of the available service options. For some services this might also include integration with Public Cloud.



Levels of flexibility

Refers to the level of flexibility versus standardization:


■Hardware configuration can be preset by HPE based on pre-configured modules or can be fully tailored to accommodate the exact requirements of the customer. The inclusion of 3rd party HW is also possible.

■Software options range from standardized HPE SW, to OEM third-party, to the possibility of integrating other third-party software products through HILS processes.

■Services can be prepackaged and standardized or customized, depending on the customer’s specific needs.



Service levels

Refers to the shared responsibility model with different service levels. Customers can:


■Self-manage the Infrastructure with HPE providing only the support and installation services.

■Additionally get different management service levels from HPE.

■You can tailor services solutions to best fit the customer’s specific needs.



HPE GLQQ


■Offers pre-engineered solutions for a faster turnaround.

■Provides binding pricing through solution recommendation, based on the workload data inputs. No need to create BOMs.

■Utilizes pre-set solutions to enable quicker shipping and faster turnaround.

■Can also be used to provide an estimated quote and as a conversation starter.



HPE Integrated Quoter


■Enables configuration of customer-tailored HPE hardware solution that includes basic services.

■Can be used to expedite the quoting process with integration with OCA and NGQ quoting tools.

■Includes select product groups to configure, including DL 300&500, Synergy, Nimble, Primera and Alletra.

■Instant and pre-approved pricing available.



HPE GreenLake Flexible Quote


■Enables configuration of customer-tailored HPE hardware solution that includes basic services.

■Can be used to expedite the quoting process with integration with OCA and NGQ quoting tools.

■Includes select product groups to configure, including DL 300&500, Synergy, Nimble, Primera and Alletra.

■Instant and pre-approved pricing available.



Reasons to Deliver a Tailored GLCS Solution
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HPE GLQQ provides a simple option for quoting HPE GreenLake cloud services. While GLQQ designs meet the needs for many customers, sometimes you must create a tailored solution.

Of course, if your customer requires workloads beyond those offered with the GLQQ tool, you must use one of the other quoting tools to design a solution to meet the customer's needs.

But even if the customer desires a workload available in GLQQ, the customer might have specific requirements that GLQQ cannot accommodate. For example, a customer might prefer a different processor from the one included in a pre-approved GLQQ solution. Or the customer might want you to customize the support and GMS Service Levels. Or the customer might want to salvage infrastructure from the existing environment and incorporate that equipment into the HPE GreenLake solution. Because the GLQQ tool does not give you the granularity to select these options, you must use HPE GreenLake Flexible Quote or Integrated Quoter to meet such requirements.

Even when you use other tools for pricing and quoting, however, the GLQQ tool 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.

Learning Check

Take a moment to review the quoting tools. Match each HPE GreenLake quoting tool to the customer whose needs it serves best.

Customer requirements

____1. The customer needs a large, complex solution with tailored services.

____2. The customer wants a quick turnaround for quoting, but also wants the ability to change the underlying hardware configuration of the solution.

____3. The customer wants a compute as-a-service solution delivered as fast as possible.

HPE GreenLake Quoting Tool


a.HPE GreenLake Quick Quote (GLQQ)

b.Integrated Quoter

c.HPE GreenLake Flexible Quote



Answers are provided on the next page.

Answers to Learning Check

Match each HPE GreenLake quoting tool to the customer whose needs it serves best.

Customer requirements

 c  1. The customer needs a large, complex solution with tailored services.

 b  2. The customer wants a quick turnaround for quoting, but also wants the ability to change the underlying hardware configuration of the solution.

 a  3. The customer wants a compute as-a-service solution delivered as fast as possible.

HPE GreenLake Quoting Tool


a.HPE GreenLake Quick Quote (GLQQ)

b.Integrated Quoter

c.HPE GreenLake Flexible Quote



Topic 4: HPE GreenLake Quick Quote
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Next, you will explore the HPE GreenLake Quick Quote tool in greater detail.

What Is the GLQQ Tool?
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HPE GreenLake Quick Quote (GLQQ) is a self-service tool that sales professionals can use to quickly build HPE GreenLake solutions for their customers. You can 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 is best, 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. For workloads, be aware that available offerings are Geo-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 specific needs or preferences they may be better served by one of the other quoting methods.

Reasons to Quote with the GLQQ Tool
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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 quickly so that you can seize the opportunity and close the deal.

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

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

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 pricing for an HPE GreenLake solution that meets the customer’s needs.

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



Introduce AaS and grow with the customer


■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.



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 specialists, or wait for approval. With a few clicks, the tool gives you everything you need to present a proposal to the customer.



What Customers Get with the GLQQ Tool
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The HPE GreenLake Quick Quote tool is constantly evolving. Explore the sections below to view some of the available services, GLQQ benefits, and add-on options as of the release of this course. For updates on new services or options, refer to your local HPE resources.

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

■HPE GreenLake Central access for Consumption Analytics

■HPE InfoSight predictive analytics



Benefits


■Automatically generated SOWs

■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

■Automated credit check

■Preview of the technical configuration



Add-on options


■HPE GreenLake Management Services

■HPE GreenLake Colocation Services

■HPE Advisory and Professional 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 all that apply.)

Build a BOM for an enterprise customer.

Assemble a solution for an enterprise with a workload-specific need.

Introduce a small business customer to as-a-Service solutions.

Rapidly design a solution for an IT team with a pressing deadline

Build BOMs for a complex, multi solution offering.

Answers are provided on the next page.

Answers to Learning Check

Select the different situations in which you should use the GLQQ tool to build an HPE GreenLake solution.

Assemble a solution for an enterprise with a workload-specific need.

Introduce a small business customer to as-a-Service solutions.

Rapidly design a solution for an IT team with a pressing deadline.

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.

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 to address the customer’s requirements.

Finally, you will want to input information that helps you build the business case. You can add customer value driver information, such as current utilization, business impact, and information about current purchasing.

Use the GLQQ Tool
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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. Click this link to access the tool. You can also learn more about how to use the GLQQ tool at this link.

Review the sections below to view examples of the process.

1. Select the workload

Click the workload that applies to this project.
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2. Define requirements

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.
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Define requirements based on the capacity that the customer currently needs plus the capacity required to cover growth for a 3-6 month period. (Later you will define how much of this capacity is variable.)

After filling in the requirements, click View Plans.

3. Select a plan

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.
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4. Select add-ons and add uplift

You can select add-ons to the plan such as Defective Media Retention (DMR) or different services levels.

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.

Partners can also add uplift from this page.

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.
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5. Workload Summary

You will see a summary of the solution. You can select up to four workloads.

You can also add a discount.
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6. Enter Customer Information

You need to enter customer information to get the outputs. This information includes the SFDC ID and customer name.
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7. View the solution and choose outputs

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.

In addition to the proposals you see here, the tool offers contracts and order booking documents.

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

Obtain a technical configuration:

You can request a technical configuration to use if the customer wants to change the order beyond what is available in GLQQ.

Request a credit check:

You now have the option to request a credit check be performed by HPEFS.

Define value drivers:

Finally, fill in information about the customer’s current utilization and buying cycle. The GLQQ tool will use information about the customer’s current utilization and buying cycle to help build the business case in the proposal.
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How to Include GMS in the GLQQ Tool
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You can easily add HPE GreenLake Management Services (GMS), which further boost the business value of the HPE GreenLake solution, through the HPE GLQQ tool. When configuring the solution, simply select the GreenLake Management Services Add-On toggle button.

Selecting GMS adds standard GMS deliverables, based on the specific solution that you are building. The plan prices will adjust automatically to reflect those deliverables.

You can see the standard deliverables for your solution in the GMS data sheet, included in the Proposal and Agreement output from the GLQQ tool. Review this data sheet and use it as a sales aid to describe GMS offerings to the customer. You can view an example at this link.

You cannot granularly select specific GMS deliverables with the GLQQ tool. Nor can you choose a specific delivery center. (Delivery is normally from the Bangalore Delivery Center.) If you need to change the deliverables or delivery location, please contact your Engagement Manager.

GMS does not include design and implementation of the HPE GreenLake solution. You can add other HPE services to cover those requirements.

Review the sections below to see the standard GMS deliverables for these three HPE GreenLake solutions.

HPE GreenLake for Compute


■O/S management (according to the customer’s designs and policies):

■Monitor O/S health status & availability

■O/S incident resolution

■O/S capacity monitoring

■Monitor O/S log files

■Implement O/S patch updates

■Administer HPE OneView software

■Create & manage composable infrastructure server profiles & templates

■Failover / cluster management

■Anti-virus agent updates (customer supplied)

■Add/remove servers from a domain

■Deploy / remove O/S images

■User / group administration

■Server networking configuration performance advice

■Disaster Recovery drill assistance



HPE GreenLake for Virtual Machines


■Monitor hypervisor health status & availability

■Monitor cluster status

■Resolve hypervisor incidents

■Manage user permissions

■Node management activities (start, shutdown, VM memory configuration)

■Monitor VM host server capacity

■Monitor and optimize VM load distribution per cluster

■Monitor hypervisor log files

■Hypervisor patch implementation

■Composable infrastructure configuration and management

■Hypervisor configuration backup and restore

■Cluster configuration creation and management

■Implement new hypervisor versions

■Reboot guest VMs

■Update guest VM templates

■N.B. Does not include guest VM management



HPE GreenLake for Storage


■Creation & modification of virtual disks, groups, LUNS, depending on technology

■Management of reactive support issues

■Monitoring SAN switch status

■Perform host configuration changes

■Assign storage to hosts

■Monitor device performance

■Storage reclamation

■Implement firmware updates

■Creating and scheduling snapshots

■Recovery from volume corruption

■Recover device configuration

■Address performance issues

■SAN zone configuration



GLQQ Tool Outputs
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The GLQQ tool does not output a detailed hardware bill of materials (BOM), and you do not need the same BOM that you would for the HPE GreenLake Flexible Quote Tool. 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 New Technology Configuration Preview, and an Order Readiness Checklist (ORC). 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. Explore the sections 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
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Agreement for HPE GreenLake Services

This agreement (direct SOW) is an executable document that includes:


■HPE GreenLake Add-on Services description (if applicable)

■HPE Support and Professional Services - Data Privacy and Security Agreement

■HPE GreenLake SOW

■Datasheets referenced in the Agreement

■Terms of Service

■Customer Purchase Order (if applicable)



HPE sales has the option to apply a 0-5% discount.
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HPE GreenLake Technical Configuration Preview

This document details what products are currently in the plan for delivery and in what quantities. It’s important to remember that this is a preview of the technical configuration. It is not the final configuration you need to place an order.

You can use this preview to move from the GLQQ tool to another quoting method.
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Order Readiness Checklist (ORC)

This file is only needed for booking, if a customer is ready to place an order. The ORC gives you the details you need to finalize the BOM. Among other things, it will ensure that your get the right power cables and plugs for their hardware. Since HPE GreenLake is available in 49 countries, getting the right equipment for powering the hardware is important.
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Moving from GLQQ to Another Quoting Method
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You can use the New Technology Configuration Preview from HPE GLQQ to create a customer configuration. Thanks to GLQQ integration with the SSET tool, you will receive a preview of the technical configuration through email. You will need to request a new UCID from the GLQQ team, and then you can add the SKUs and other information in the configuration preview to One Configuration Advanced (OCA). You will learn more about how to create a BOM through OCA in Module 6.

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 pre-configured solutions, rapid delivery, 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 one of the other quoting methods. You should also look outside of the GLQQ tool for customers who want HPE GreenLake cloud services not currently available through the GLQQ Tool.

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. Finally, you can add third-party hardware and software or Aruba solutions to your contract.

Summary
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In this module you learned about the many options to quote and deliver the solution. You focused on how to use the HPE GreenLake Quick Quote Tool, and what is available to you to speed up the sales process.

You also learned about which HPE GreenLake 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 (GMS).


Module 5: Designing and Pricing HPE GreenLake Solutions


[image: image]


Module 5: Designing and Pricing HPE GreenLake Solutions

Learning Objectives
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This module covers the process for designing and pricing HPE GreenLake solutions without the GLQQ tool or Hubs. You will begin after the qualification stage with assessing and sizing. You will then explore how to build the BOMs, which involves using HPE tools and your knowledge about how to size a traditional solution. The final topic covers pricing. Although Presales representatives may 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 designing HPE GreenLake Cloud Services and creating Start and End BOMs when needed. You will also be able to determine how to use HPE GreenLake specific tools and describe the quoting and proposal process, including the Presales 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 Which HPE GreenLake Pricing Process to Follow
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After pre-qualification, you should decide which HPE GreenLake pricing process to follow. First, determine if the customer’s needs can be met with a solution available in GLQQ, assuming the GLQQ tool is available in your Geo. If you have a customer that wants a pre-configured solution available in GLQQ, you need to determine if the customer requires modifications, if they have strong preferences for the hardware or services, or if they need to deeply integrate the solution into an existing environment. If none of these considerations apply, then you should use GLQQ to quickly and easily build a solution.

Customers whose needs cannot be met with GLQQ but want a pre-configured solution would be a good fit for HPE GreenLake Hub. Let’s say a customer has specific requirements for a preferred processor, the GLQQ tool does not give you the granularity to select hardware types, so you would need to use HPE GreenLake Hub to satisfy this customer’s needs. Another benefit of HPE GreenLake Hub (or a combination of TecHub and Solution Hub) is the expert help for pricing and BOM building.

The Hubs are not available in every Geo, so you may need to build Start and End BOMs and generate HPE GreenLake Pricing through Presales Teams and the HPE GreenLake Flexible Quote Tool. You may also need to build BOMs without help from the hubs if the solution is too complex for the hubs. Complexity can be different for different hubs in different Geos, but it usually has to do with the technology supported, the tiers used, or the number of technologies and services. The process of building BOMs and pricing with Presales teams is time and human resource intensive, but it is often necessary for our biggest deals.

Gathering Requirements
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Once you have qualified a customer and built your team, you will focus on gathering requirements for the solution and building BOMs. You should discuss the requirements with the sales team, so you can make sure you are building the right solution. This conversation can take place as a meeting or through email. You will also want to use assessment and sizing tools to accurately measure your customer’s environment before you determine design parameters. The design parameters include information that you need to know for traditional sales, and some new things that are specific to HPE GreenLake. After determining the parameters, you will need to review and understand the design. HPE provides resources for you to do so.

Explore the following sections to review, in greater detail, what they mean and what tools are available to help you.

Discuss customer requirements with the sales team


■Right-sizing considerations

■Proposed solution

■Commit %

■Customer environment

■Requirements and business goals

■Buffer capacity



Use discovery and assessment tools as well as sizers to accurately measure the current environment


■Software Defined Opportunity Engine (SDOE)

■Customer Asset Program (CAP)

■Assessment Foundry (SAF)

■Third-party assessment tools

■Solution Sales Enablement Toolkit (SSET)



Determine design parameters


■Units of Measurement

■Financial terms

■Term duration

■HPE GreenLake Services

■Number of sites

■Use cases

■Plan for use/disposal of equipment after term end

■3rd-party software

■Growth estimates

■Billing tier

■Guidelines for defective media



Review and understand design


■Consult SMEs and solution architects as needed

■Use solution or migration consulting services from HPE (RMA)

■Note or attach data sheets or reference architectures



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 make 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.

Avoid proceeding 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 Cloud Physics 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.

Remember 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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Solution Assessment Foundry is a particularly useful tool at this early stage in the design process. You’ll want to understand how and when to use it.

SAF observes a customer’s running environment, then provides current usage levels that can be used to optimize the transition to HPE GreenLake. Its outputs can be fed into Solution Sales Enablement Toolkit (SSET).

Explore the sections below to view some of the tools available within SAF. Note that you can use many different discovery and assessment tools, such as Cloud Physics, RMA, and any third-party tools. You can also use the SSET and One Config Advanced (OCA) for sizing and BOM building.

SAF Collect (Discovery)

Zero Installation

Nothing to install at the customer

Instant Data Collection

Grab-and-Go in under an hour

Multiple Data Sources

Servers, Storage Arrays, vSphere, Applications

Automated Data Collection

“Lightweight” Collector,

Desktop GUI, 1-Click Uploads

SAF Analyze (Assessment)

SAF Online Application

Turn collected data into sizing goals & objectives

Deep analysis of collected metrics

Cloud Assessment

Lead Generation

Integration

NinjaSTARS, InfoSight,

SalesForce, R3T StoreVista

Continuous Improvement

Additional data sources

Additional analysis reports

Deeper Analysis of combined data sources

Sizing (Solution)

NinjaSTARS

Nimble, Alletra, StoreOnce, Primera

HPE Storage Sizer

MSA, XP7, StoreEasy, StoreEver, Switches

HPE Solution Sizers

Exchange, SharePoint, Skype, SAP, HANA, EPA

SimpliVity Sizer

SimpliVity 380, 2600

Converged Systems

CS 700, 750

Config & Quote (Solution)

OCA (One Config Advanced)

Configuration bill of materials exported from NinjaSTARS to OCA

Validation

Legal/Budgetary quote

End to end cycle

Improved average lead time

Enhanced end user experience

OCS (One Config Simple)

NGQ (Next Generation Quotes)

Learning Check

Now take a moment to review sizing and assessment. What is a design parameter that you need to include in the BOM? (Select three.)

Billing tier

Number of sites

The terms of the lease

Which GMS services are required

Need for third-party software

Answers are provided on the next page.

Answers to Learning Check

What is a design parameter that you need to include in the BOM?

Billing tier

Number of sites

Need for third-party software

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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Once HPE GreenLake Presales has approved the registration and requested deal specifics, you are ready to build Start and End BOMs. You should create these BOMs as list price BOMs in One Configuration Advanced (OCA). The rest of this topic explores this process.

Start and End BOMs
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As a Presales representative, you will need to build 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 roughly a 10 percent buffer. Disregard your best practices for traditional solutions, in 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 a buffer of approximately 10 percent. You should be aware that, in some cases with large solutions, the HPE GreenLake Presales specialist will ask you to reduce the buffer to lower than 10 percent because HPE GreenLake solutions are capped at a specific max buffer.

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 OCA


[image: image]


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 an HPE 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 ensure the parts are the same for Start and End BOMs. Quantities can and should change, but the products should remain 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. Proactive support for HPE GreenLake Services will be priced separately and added into the unit price in the HPE GreenLake Pricing Tool. This support quote can also include support credits and HPE Education Trainings. Final BOMs for SOW signing will have all services removed, including HPE Pointnext Tech Care services. If the customer requests training and other services, they can be added into the service levels quoting. The 3rd party software HPE Complete also has to be removed; a Solution Architect (SA) from HPE’s Hybrid IT Licensing Solutions (HILS), will determine if it can be added into the HPE GreenLake Pricing Tool later. You should keep any installation services, such as Factory Express.

Defining Support Requirements on the BOM
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In addition to Factory Express, there are many services and service levels you can add to your solution, and you should discuss with the customer the types of support deliverables that they desire. Some of these services are included, such as HPE Pointnext Tech Care, while others need to be added, such as proactive service levels and SKU-based installation services.

All HPE GreenLake solutions include HPE Pointnext Tech Care, which consists of phone and chat access to experts as well as general guidance. All HPE GreenLake Solutions also include a service level, which can be Basic, Entry, or Standard. You need to indicate which one is best for your customer on the BOM. You will learn more about these options in Module 6. You also need to add to the BOM any SKU-based installation services, such as package consulting services from Advisory and Professional Service (A&PS) or Factory Express.

While HPE requires you to include a minimum support level of HPE Pointnext Tech Care with the HPE GreenLake BOM, you should still discuss proactive services with the customer. You should submit the customer’s desired proactive services to HPE Pointnext Services, and they 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; HPE Pointnext Services attaches an HPE GreenLake Services package after you submit the BOMs.

Some of the core features of the HPE GreenLake services offerings 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. If you would like to learn more about these and other HPE Pointnext Complete Care deliverables, visit this link.

Defining Support Requirements Added to the SOW
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Customers might also choose to leverage other Advisory and Professional Services (A&PS) or HPE GreenLake Management Services (GMS). HPE GreenLake Presales will add appropriate information about all services you are including in the pricing process and to the SOW.

If your customer needs A&PS, work with an HPE Pointnext Solutions Architect. This person will use the E3T tool to design the services component and output pricing that goes into the HPE GreenLake Flexible Quote Tool.

You can also add HPE GMS, for customers who need more help managing their environment. These services are also designed with the help of a solutions architect using the MSST/MSSE tool. Outputs from these tools can also be added to the HPE GreenLake Flexible Quote Tool.

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.

Explore the following sections 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.”

All elements under each UCID should go to the same ship to address.

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.

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.

Review the following sections 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 cables must also match the destination outlets.

Services

Include the same HPE Pointnext Tech Care, installation for upgrade parts, 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.

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.

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 document a rack layout for both the Start and End BOM. Note that when you complete the BOMs in OCA, you should download the Unformatted Excel Format from OCA and send it to your HPE GreenLake Presales specialist or whoever will be using the HPE GreenLake Flexible Quote tool for HPE GreenLake pricing.

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.

It must include the same products as the Start BOM, differing only in quantity.

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.

It must include all the services that were excluded from the Start BOM.

The answer is provided on the next page.

Answer to Learning Check

What is one requirement for the End BOM?

It must include the same products as the Start BOM, differing only in quantity.

Topic 3: Pricing
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You will now explore the pricing process for non-GLQQ solutions. Note that you may not be responsible for pricing.

What Do You Need to Know for GreenLake Pricing
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Depending on your role, you may or may not be responsible for pricing. Either way, it is important to understand how the HPE GreenLake pricing works, and what factors go into it. Throughout this topic, you will learn about the factors that determine the price of the solution, so you can be prepared to help with decision making when it comes to designing and pricing. You will also find links to other trainings in which you can learn more about how to use the pricing tools.

The technology type, technology cost, and the number of sites/growth projection greatly influence the price of the solution. The capacity decisions, such as how much variable and buffer capacity you should add, will also help determine the price per unit of the solution. Any ongoing services you add may increase the price per unit as well. You will learn more about adding services in Module 6.

Some services may be included in the BOM while others will be added in other tools and inputted into HPE GreenLake Flexible Quote, which is the HPE GreenLake pricing tool. When using this tool, you will be able to configure the Units of Measure, price bands, reserved capacity levels, and other specific aspects of your HPE GreenLake Model that will lead to the Price per unit calculations. In the following frames, you will learn more about how to determine each of these.

You also need to help your team and your customer determine the deal terms in the SOW. The Lease Rate Factor (LRF), contract type, and system term affect how much the customer is paying per unit, and the customer may have needs that determine each factor. The contract type can be rolling or coterminous and determines whether or not the hardware is returned at the same time. The System term refers to what happens at the end of the term and whether or not the customer wants to buy out the hardware.

Components of HPE GreenLake Pricing
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There are five key ingredients to that you need to determine or provide for the team member who is performing pricing. First, build in OCA both the Start and End BOMs, which should include all of the hardware needed for the deal. Your team will also need to add all of the services. You and your Account Manager should be able to determine the service levels, and you may be adding any additional proactive services in Casper. You also may be working with an HPE Pointnext SA to use the Casper tool.

You may also need an SA to help you with A&PS pricing in E3T and GMS pricing in MSST/MSSE. You will learn more about these processes in Module 6. What is important for you to know now is that all of the outputs from these tools go into the Flexible Quote tool to get final approved pricing.

If you have any third-party products, then you need to work with the Hybrid IT Licensing Services team to add these solutions to your pricing. The process for adding each one depends on the solution, so work with HILS to make sure you are following the right process.

HPE GreenLake Flexible Quote
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HPE GreenLake Flexible Quote is the tool you or someone on your team will use to aggregate all of the outputs from the various pricing and solution building tools. Read the sections below to learn about when to use the tool, the benefits it offers, some of the inputs for the tool, and the outputs you can get from it.

You can access the Flexible Quote tool by clicking this link.

When to use

The HPE GreenLake Flexible Quote tool allows you to calculate HPE GreenLake pricing for HPE GreenLake Cloud Services deals that need to address personalized customer needs.

The tool enables full flexibility in hardware and services configurations, with the ability to add GMS, Advisory and Professional Services, third-party software as needed, and calculate the resulting HPE GreenLake price bands for each billing tier.

Whoever on your team is performing pricing should use the tool once preliminary pricing is approved and all services and hardware configuration is complete.

Benefits

The HPE GreenLake Flexible Quote tool helps you:


■Calculate the recommended HPE GreenLake price, so you don’t need NGQ discount approval and you get recommended customer prices set with recommended budget margin and balancing mechanism across business units (BUs).

■Obtain the winning price with additional revenue/effort automatically balanced on hardware, software, and service, in order to eliminate the need for hardware discount approval or cross-BU arbitration.

■Enable governance acceleration with a single approval across hardware, software, and services.

■Enable further acceleration with the legal quote request form, so hardware and software legal quotes are automatically created for order booking once the deal is won.



Inputs

With HPE GreenLake Flexible Quote, you can add:

Mandatory inputs:


■Configurations from OCA with the unformatted Excel format

■Lease rates (LRFs) from HPEFS

■HPE GreenLake service levels and additional proactive services from Casper



Optional inputs:


■GMS pricing and configuration from MSST/MSSE

■A&PS pricing and configuration from E3T

■3rd-party software pricing and configuration from HILS

■Colocation quotes



Outputs

With HPE GreenLake Flexible quote, you can get:


■Pricing quote

■Main P&L export output

■Management Summary

■Business case outputs

■Benefit calculator

■Legal quote: created once the deal is won to generate the file that enables the automatic creation of hardware legal quotes



Example Units of Measure for Consumption


[image: image]


You should now be familiar with units of measurement (UoM), but pay attention to which use cases rely on which units. Keep in mind that the units you see on the left are general examples. Third-party software and hardware will have their own units, and you should check to make sure you have the UoM correct before you enter pricing information. Click this link to see information on units of measure that’s specific to your Geo. Review the following sections to learn more about each unit of measure.

Server On/Off

Definition and what is measured:

Server on or off:


■Server must be powered On/Off to register

■r a state change. It requires a restart to be used.



Scaling units:


■1 Physical Server (node) or Blade measuring the number of physical servers, blades, or nodes that are On and Off each day.



Example products:


■Any server with iLO (Management Node or Compute Node)

•Apollo series

•DL series

•Synergy

•Big Data

•Edgeline

•Cloudline



Compute Units

Definition and what is measured:

1 GB of allocated hypervisor host memory:


■Used hypervisor host memory = Memory allocated to VMs, as reported by the metering script

■Maximum used hypervisor host memory ≤ Physical hypervisor host memory x subscription ratio percentage



Scaling units:


■1 node or additional servers



Example products:


■Virtualization solutions

•Windows Hyper-V

•VMware ESX

•VMware Cloud Foundation on HPE Synergy

•VMware ESXi

•SimpliVity with VMware (ESX)



Core

Definition and what is measured:

Per active physical CPU core:


■Cores that have a load above a defined threshold (for example 3%) are metered as used

■Number of cores added will depend on the CPU model and number per server, blade, or node added.



Scaling units:


■Per server (# of cores added will depend on the CPU module, number of cores per server, and blades or nodes added).



Example products:


■Applicable to any HPE hardware running one of the following OS on bare metal:

•CentOS

•SUSE SLES Ubuntu

•Windows Server

•Red Hat v5, v6, v7 and v8 Oracle Enterprise Linux v7.6 and v7.7



Written RAW/Usable GB/GiB

Definition and what is measured:

Written RAW GB/GiB


■Amount of data written to disks including RAID and sparing overheads. (Spares are not included in the calculation.)



Written Usable GB/GiB


■Amount of data written to disks after RAID is taken into account.



Scaling units:


■Can be complex; when the array needs to scale, you may need to engage HIT Storage Presales to ensure array additional capacity is correct and following best practices.



Other notes:

GB vs. GiB depends on the technology.

Example products:


■Written RAW GiB

•StoreServ

•Primera

■Written RAW GB

•XP

•P9500

■Written Usable GiB

•Nimble Adaptive Flash Arrays (HF)

•Nimble All Flash Arrays (AF)

■Written RAW GiB

•StoreOnce



Calculating Compute Units per Server
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While the tools, such as OCA and HPE GreenLake Flexible Quote, will calculate units per server, it is important, especially for HPE GreenLake Presales, to understand how this calculation is made in case a customer asks. HPE GreenLake Presales should also be able to explain to customers why not all compute power is used.

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 US $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 of RAM available for the virtual environment.

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

Pricing Band Output
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Here is an example of a pricing band output from one of the pricing tools. The unit pricing entry will drive the HPE GreenLake side of the business case comparison.

Review the following sections 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 hardware, software, and services



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 one or more 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.



Calculating Price to the Customer
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There are two ways to calculate the price to the customer; actual usage and reserved capacity. You should calculate both figures and use the larger value. To help you understand how you calculate each price, we will use an example customer with a virtual compute workload. In this example, the Unit of Measure is compute units (CU), which are equal to 1 GB of RAM. The total units deployed is 6,530 units. You can also see the pricing bands in the table here. Note that pricing declines as volume increases for all units because the solution can leverage economies of scale on support.

To calculate the actual usage, you must first meter the average usage per month. In this case, the actual usage is 90%, and the reserved capacity is 80%. In order to determine which value to use, you should convert usage percentage to units deployed, which gives you 5,877 compute units used and 5,224 units for reserved capacity.

Once you have the two calculations in terms of units, you need to choose the higher value because the invoice will always be for the higher value between actual usage and the cost of reserved capacity. Once you choose the higher value, you will want to determine which band the capacity value falls under so you can convert to a dollar amount. In this example, the units used fall under Band 1, which means a US $1.50 price per unit. Multiply the units in your previous calculation times that price per unit, and you have your actual usage invoice. The invoice would be US $8,815.50 for this example.

Note that if the customer’s actual usage is under the reserved capacity, then you would choose the reserved capacity calculation for your customer’s invoice.

Some Terms of the Deal that Determine Pricing
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Now that you have the pricing and solution information to enter into HPE GreenLake Flexible Quote for the per unit and band price, you should figure out the terms of the deal. You should work with the account manager and HPE GreenLake to determine if your customer has any preferences or needs regarding some of the terms of the deal. If you are performing the pricing process, you need to communicate to your customer and account team the effects of changing deal terms. Review the following sections, which explain the terms of the deal to learn more about how they affect the final price for the customer.

System Term and Payment

The duration of the deal determines the price per unit and affects the LRF.


■Term options on GreenLake are 36, 48 or 60 months:

■As the term increases, the value of the hardware decreases at the end of term, so the longer the term, the closer the future value of the equipment approaches $0.



Payment frequency affects the price and can change the deal terms.


■The default payment frequency on GreenLake is monthly, only in some special negotiations can this be customized.



End of Term Handling

The Lease Rate Factor (LRF) is the percentage of the project cost that is repaid per a given term and frequency. You need to provide HPEFS with the customer needs that determine the LRF.

The LRF depends on the terms of service, and the technology type.


■Assets that depreciate more quickly (such as storage devices) will have higher lease rates.

■Terms of service for the end of the deal can be payout or fair market value

•For fair market value (or operating) leases, the equipment is valued at a fair market price at the end of the lease, and the customer can choose to upgrade, return, or purchase it.

•Payout leases may have higher monthly payments because the customer can own the equipment at a predetermined price at the end of the lease.



Contract Type

Contracts can be coterminous or non-coterminous


■Coterminous contracts allow multiple contractual agreements (for different hardware) to terminate simultaneously regardless of the start date.

•Coterminous contracts may cost more and carry risk with customer growth for both HPE and the customer

■With non-coterminous contracts, each contractual agreement will have its own term so each can terminate independently at different dates

•Non-coterminous contracts are more cost effective and growth is risk free, but can require base hardware contracts to extend.



Some products may need contracts to align (like for storage arrays and drives), so the base hardware contract may need to be extended for added components if the customer does not accept an early termination.

Summary
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In this module you learned how to assess the customer’s environment, size the solution, build BOMs, and price HPE GreenLake solutions. In the next module, you will focus on the services component of the design process. You will explore how to work with your team to choose the right services for your customer, design the services solution, and price to win.


Module 6: Selecting the Services Component of the HPE GreenLake Solution
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Module 6: Selecting the Services Component of the HPE GreenLake Solution

Learning Objectives
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This module explores the key service offerings available to HPE GreenLake cloud services customers. You will first learn about the range of services available to meet each customer’s business and technical needs. You will learn how to design the services for HPE GreenLake solutions, selecting the services that provide added value to your customers. Finally, you will focus on pricing the HPE GreenLake solution to win the deal.

When you finish this module, you will be able to position key service offerings that meet the customer's unique business and technical needs. Given a customer scenario, you will be able to describe best practices for working within HPE and when to use HPE GreenLake specific tools. You will also be able to describe the process for incorporating services into the design of an HPE GreenLake solution. Finally, you will be able to identify and describe the process for building the services and solution design into the price to win.

Topic 1: Choosing the Right HPE GreenLake Services
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You will now explore the services available to HPE GreenLake customers and learn how to choose the “right” services for each customer.

HPE GreenLake Services Options
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HPE offers three categories of services for HPE GreenLake customers: HPE Advisory and Professional Services (or A&PS), HPE GreenLake service levels, and HPE GreenLake Management Services (or GMS).

HPE A&PS offers consulting, transformational, migration, and integration services across a broad range of technologies. A&PS offerings are available for any HPE technology and solution, but in this module, you will focus primarily on how A&PS can provide added value to HPE GreenLake customers. Many A&PS offerings are implemented before deployment of the actual solution, but offerings can be implemented after. Quotes for A&PS are built in the Engagement Estimation & Evaluation Tool (E3T) and added in the Flexible Quote tool.

HPE GreenLake Service Levels provide the proactive and environmental support customers need. These services are configured in Casper and added in Flexible Quote.

HPE GMS allows you to tailor management services to meet the unique requirements of each customer—from operating their entire data center to managing specific environments within it, such as SAP HANA or containers, or operating certain layers of the infrastructure. You can also offer customers a complete, managed as-a-service experience. HPE then assumes the heavy lifting of managing environment, and customers can focus more on strategic initiatives. You build GMS in MSST/MSSE and add it in Flexible Quote.

Both HPE GreenLake Service Levels and GMS are implemented after deployment of the solution.

HPE A&PS Provides the Expertise Your Customers Need
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Positioning HPE as a strategic partner in customers’ digital transformation journey requires more than great technology. You must also present a compelling case for HPE GreenLake as playing a pivotal role in that journey. Doing so requires expertise, understanding, and extensive experience in aligning technology with business outcomes. This is exactly what A&PS provides. As you see here, A&PS provides assistance at all levels of the customers’ journey, from advice to implementation to operation. Learn more about each of these services at the link here.

Align HPE A&PS Services to HPE GreenLake Cloud Services
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Look for A&PS offerings that align with the HPE GreenLake cloud services you are recommending for the customer. You and your team should also identify where the customer needs help and has “gaps” in skills or resources. You can then identify A&PS offerings that address these issues.

You might need help finding the right A&PS offerings for your customer. Make sure to engage with A&PS experts to support designing the A&PS solution that best aligns with your customers’ needs. Because these experts have implemented these services for other customers, they can describe the value that actual customers have experienced.

You can also find a great resource in Seismic. Search for and download “A&PS & GMS Service Alignment with HPE GreenLake Cloud Services.” This slide deck includes a slide for each HPE GreenLake Cloud Services solution, aligning offerings to each one. The slide deck suggests key A&PS offerings for each HPE GreenLake Cloud Services solution. It also lists offerings recommended for particular use cases associated with a particular HPE GreenLake Cloud Services solution as well as optional services. For example, the following sections review the A&PS offerings that align with HPE GreenLake Virtual Machines as-a-Service (VMaaS).

Advisory services

HPE Transformation Program for Cloud

Advisory services by use case

Client wants to manage performance carefully and recompose resources to match workloads


■VMware Software defined infrastructure

■HPE IT Performance Services Suite



Client needs cost or performance optimize infrastructure to support their unique VM requirements


■HPE IT Performance Services Suite



Client is looking for a simple-to-manage software-defined platform


■HPE IT Performance Services Suite



Optional services


■HPE Vulnerability Analysis Service–PCS

■Data Migration Readiness Assessment

■Data Migration 10 Server Base SVC (25TB)



HPE A&PS Benefits to Customers
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A&PS can help customers accelerate their digital transformation. A&PS experts can identify where customers are in their digital transformation journey and advise them on the next steps, greatly increasing their chances of success. They can also help customers map out their priorities and associated initiatives, ensuring they have the technologies in place to achieve them. In addition to implementing HPE GreenLake solutions, A&PS can help companies with the people and process changes required to successfully enact digital transformation initiatives. A&PS can offer ongoing support and maintenance assistance, managed services, optimization and guidance, as well as lifecycle management in the operations of delivered HPE GreenLake solutions.

A&PS helps customers move to an edge-to-cloud operating model. At the edge, A&PS advisors can help customers streamline operations, create new customer experiences, and transform the way they do business. For customers who need Internet of Things (IoT) solutions, these edge advisors will help them connect and incorporate existing infrastructures with IoT platforms. Edge advisors can help companies secure network connectivity across intelligent spaces.

With help from A&PS, companies can move to a data-driven operation model. Data advisors can help customers accelerate AI adoption with a carefully curated ecosystem of partners, enabling them to extract actionable insights from their data. And understanding how critical it is to protect data, these advisors can help companies migrate to unified and secured data platforms.

And finally, companies can turn to A&PS to optimize their hybrid cloud environment. Cloud advisors can help companies streamline their hybrid transformation, identifying which workloads they should move to the cloud. These advisors can also help companies modernize their IT, updating their data centers to provide users with a cloud experience, no matter where data or workloads are deployed.

HPE A&PS Benefits You
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Engaging A&PS in HPE GreenLake sales accounts benefits you by increasing the size and pull-thru potential of each deal. You can engage A&PS at many levels to deliver greater value to your customers, including traditional technology-led sales, for which including A&PS can lead to deals that are more than twice as large.

For HPE GreenLake sales, where the emphasis is on finding solutions to address specific customer challenges, having A&PS lead with their expertise can increase the likelihood of landing a sale and increasing the size of that sale. A&PS can help define the technology choices a customer makes during implementation and can identify opportunities for further engagements.

The ideal entry point for engaging A&PS in an HPE GreenLake sale is in the early stages of the sales process, when A&PS can help shape a customer’s digital transformation strategy. At this stage and with access to higher level decision makers, A&PS has the opportunity to demonstrate HPE’s full range of digital transformation expertise. A&PS has seen step-change increases of 10x or more with accounts for which this type of advisory-led approach has been used.

If customers are not ready for help in their transformation journey, you can still work with A&PS in project-led or technology-led engagements.

HPE GreenLake Service Levels
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HPE GreenLake Services provide comprehensive support for a customer's investment. The mandatory service begins with base product support from HPE Pointnext TechCare support and adds the reactive support experience with Enhanced Incident Management.

Three HPE GreenLake service levels are also required: Entry, Basic, and Standard. With each service level, HPE GreenLake customers enjoy a single point of contact, delivery coordination, and collaboration with HPE experts who help them achieve their desired IT outcomes. Customers also have access to HPE GreenLake Central and utilization reports, which are delivered monthly.

Environment and product options are available to be configured with service credits, firmware updates, health checks, and other services. You can also offer optional add-ons, such as lifecycle services, IT business outcome packages, and more.

What Is Available with Each HPE GreenLake Service Level
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There are, however, differences in the support each service level offers.

The highest level of support, the Standard level, offers the most hands-on assistance to customers. For example, customers with the Standard support services can request a face-to-face, instructor-led onboarding session to learn how to set up, use, and gain the most value from HPE GreenLake Central and API support. In addition to this onboarding session, the Account Service Manager (or ASM) can schedule meetings with customers, such as meetings to discuss insights and recommendations based on the latest utilization report; meetings to proactively discuss growth trend analysis and management to ensure capacity ahead of demand; and meetings to understand customers’ forecasted needs and future business changes. Because of this comprehensive support, Standard is the support service level for most HPE GreenLake cloud services solutions.

Basic level is available only to service providers or integrators while Entry level is available for smaller deals that require a lower service experience.

Review the following sections exploring the customer experience with each Service Level. Keep in mind that these are the starting points for each level, which are pre-approved by delivery teams. Customization of these levels is possible, but it will require review by the delivery team during the opportunity approval.

Entry


■Type of service experience—self-service

■Onboarding—digital

■Delivery team—service advisor

■Firmware analysis—configurable

■Capacity planning—quarterly

■Service planning and review—semi-annual



Basic


■Type of service experience—supported onboarding then self-service

■Onboarding—virtual instructor

■Delivery team—service advisor and ASM/CSS

■Firmware analysis—configurable

■Capacity planning—monthly

■Service planning and review—semi-annual



Standard


■Type of service experience—supported onboarding then proactive planning and reviews

■Onboarding—virtual instructor or face-to-face (on request)

■Delivery team—ASM/CSS

■Firmware analysis—configurable

■Capacity planning—monthly

■Service planning and review—monthly



HPE GreenLake Management Services (GMS) Benefits
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It is very important that you remember to include HPE GreenLake Management Services (GMS) for most HPE GreenLake deals. HPE GMS can deliver the precise level of as-a-Service experience your customers desire. HPE GMS can monitor, manage, and optimize customers’ IT environments, on-prem, in colo facilities, or even in a hybrid cloud.

The HPE Customer Solution Center (CSC) organization delivers HPE GMS. HPE has designed the services to comply with industry standards, such as ITIL, and has also drawn on our own best practices and vast expertise. We have over 5000 experts working in the Global and Regional Support Centers, Centers of Excellence, and product engineering. HPE also leverages our strong alliance and partner network to expand the services’ scope. All of the HPE support centers are operated 24x7 and back each other up in case of disaster. HPE rigorously segregates customer data, encrypts data in transit using TLS, and boasts multiple compliance certifications. In short, HPE GMS offers customers the secure and highly available management experience they need.

HPE GMS has won a Technology and Services Industry Association (TSIA) STAR Award multiple years in a row, and most recently has won in the Innovation Category. HPE GMS is also a Gold Microsoft Partner and Azure Expert MSP.

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 with HPE GMS. After interviewing several customers with multiple years of experience using HPE GMS, IDC found IT teams are 35% more efficient and spend 41% less time “keeping the lights on” with HPE GMS. Further, customers have 85% less unplanned downtime and a three-year ROI of 287%. (An HPE commissioned study conducted by IDC, The Business Value of HPE GreenLake Management Services, Jan. 2020.)

Categories for HPE GMS
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The services offered from HPE GMS can be designed for each customer. You and your team can also use the categories shown here to help align the solution to customer needs. For Digital Transformation, HPE GMS offers a safe pair of hands from GMS experts to run IT with continuous improvement and evolution and acceleration. For customers who are worried about security, risk, and compliance for their hybrid cloud or on-prem environment, you can offer managed security, managed IT compliance (also referred to as Continuous Compliance), and Managed Backup and disaster recovery.

Other customers may be looking to get the most out of their IT with Technology Value Optimization that includes Hybrid Cloud Economics from Financial Operations as well as hardware lifecycle obsolescence and software asset management. For the hybrid cloud, customers can get unified management across the multi-cloud multi stack, native cloud integrations, and integration with their different clouds, such as private cloud, Amazon Web Services (AWS), Microsoft Azure, or Google Cloud Platform (GCP). Finally, with workload support, customers can get recommendations for where to place workloads, help optimizing workload performance, and management for industry standard applications, such as SAP, NonStop, and EPIC.

What Services Are Included with HPE GMS
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HPE GMS can monitor, operate, administer, advise, and optimize across the entire IT stack. In other words, HPE GMS can cover the infrastructure, the operating system, the virtualization layer, middleware, and even some applications and workloads. The managed components can reside in a customer’s data center or in a colocation facility. HPE GMS can also extend across an HPE GreenLake private or hybrid cloud. (HPE GMS can even manage non-HPE GreenLake infrastructure, but in this course, you are focusing on HPE GreenLake solutions.)

You should understand the HPE GMS offerings well enough to determine how they can best complement your customers’ admin teams. Discuss questions such as who will handle events, changes, and incidents. Who will manage and patch firmware and operating systems? Who will troubleshoot issues and be responsible for resolving them? At the customer’s discretion, HPE GMS can handle any of these tasks at any of the levels in the IT stack. Explore the following sections to learn more about the general tasks that HPE GMS can perform.

Monitor


■Service Availability

■Resource Metrics

■OS Metrics & Logs

■Cloud Provider Logs

■Reporting/Dashboards

■Security Management



Operate


■Incident Management

■Problem Resolution

■Change Management

■Account Management

■SLA Management

■Security Management



Administer


■OS Lifecycle

■Security

■Performance

■Capacity

■Governance Services

■Security Management



Advise & Optimize


■Infrastructure as Code

■Cost Analytics

■Compliance

■Best Practices

■Security Optimization



Where HPE GMS Can Help
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In an HPE GreenLake solution with HPE Pointnext TechCare and the Basic Service Level, HPE manages the infrastructure, and the customer must manage the rest. This type of service approximates infrastructure as a service.

But with HPE GMS you can offer even more, this is ideal for customers who want a hands-off, cloud-like experience. You can deliver a platform-as-a-service experience, in which HPE monitors, operates, administers, and optimizes from the physical infrastructure through the middleware. Then the customer admins can focus on managing and optimizing the applications. Or if the customer wants a full software-as-a-service experience, HPE GMS can even take responsibility for the application layer.

These are just some examples of the types of experience HPE GMS can offer.

Managed Hybrid Cloud Customer Example
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Now take a moment to look at an example of the shared responsibility model with a hybrid cloud customer. HPE GMS can deliver Hybrid Cloud Managed Services for a hybrid multi-cloud scenario. HPE's cloud management platform and HPE GreenLake Central overlay both the HPE GreenLake private cloud and services in a partnering public cloud, such as Amazon Web Services (AWS), Microsoft Azure, or Google Cloud Platform (GCP). Customers can then use HPE GreenLake to provision services in the private and public cloud alike.

If this customer just wants Infrastructure-as-a-Service (IaaS), HPE GMS can provide backup and disaster recovery, management for the HPE GreenLake Edge-to-Cloud Platform, and Cloud Modules Instances, among other services. The customer can also have third party and public cloud infrastructure or private data centers, edge architectures, and public cloud data centers. For example, they may have high performance computing as-a-Service from AWS. In this instance, HPE manages the physical and virtual infrastructure of the HPE GreenLake private cloud as well as the VMs.

HPE can also manage the operating systems on VMs and the databases, such as Oracle or SQL. Customers can then focus on managing the private cloud apps.

Or HPE can even take over application management if customers prefer with a Software-as-a-Services (SaaS) model. In the public cloud, the cloud service provider manages the public cloud infrastructure. But HPE manages components above that, including guest operating systems, storage, networking, and even applications, as the customer chooses.

In short, the customer receives a consistent management experience for the complete hybrid cloud. With HPE handling so much of the management, customers' IT can focus on innovation.

Learning Check

Match each service option to the requirement that it fulfills.

Customer requirements

____1. We want HPE to manage the physical and virtual infrastructure and VMs’ operating systems.

____2. We are a service provider and want support designed for our needs.

____3. We need help planning our migration to the new solution.

Service options


a.HPE A&PS

b.HPE GreenLake Service Level: Basic

c.HPE GMS



Answers are provided on the next page.

Answers to Learning Check

Match each service option to the requirement that it fulfills.

Customer requirements

 c  1. We want HPE to manage the physical and virtual infrastructure and VMs’ operating systems.

 b  2. We are a service provider and want support designed for our needs.

 a  3. We need help planning our migration to the new solution.

Service options


a.HPE A&PS

b.HPE GreenLake Service Level: Basic

c.HPE GMS



Topic 2: Designing HPE GreenLake Services Component
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You will now learn how to design the services for an HPE GreenLake solution and how to add these services to the overall quote.

Designing Services High Level Flow
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As a presales representative, you will work with the Account Manager, as well as HPE GMS and HPE A&PS Solution Architects, to determine the services the customer needs. The SAs, or sometimes HPE GreenLake Pricing Analysts, will then use the proper tools to configure and quote the selected services. They configure the HPE GreenLake Service Levels using Casper. For A&PS, they use E3T. And they configure and quote HPE GMS with HPE GMS Solutioning Tool (MSST) or HPE GMS Solution Express (MSSE).

The team members submit the outputs from these tools to the HPE GreenLake Pricing Analyst, who combines them in the HPE GreenLake Flexible Quote Tool with outputs from other tools about which you learned earlier. The Pricing Analyst can then create a final price for the complete HPE GreenLake solution.

Throughout this section, you will learn more about this process.

Activities and Roles for Designing and Solutioning the HPE GreenLake Deal
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You will navigate this process together with a team, which might involve the Account Manager, HPE GreenLake Sales, an Engagement Manager, a Presales or pursuit team from A&PS or GMS, Hybrid IT or HPE GreenLake Presales, and an HPE GreenLake or HPE Pointnext Solution Architect.

Many of these roles encompass responsibilities beyond the services tasks, but the roles are important to acknowledge here due to the part they play in service design. These roles may also change depending on your geo. For example, some geos have multiple teams, one who prices the entire solution and others who price each of the three different types of services.

The following sections explain which activities are typically performed by each person on the team.

Account Manager


■Manages the overall customer relationship



GreenLake Sales


■Creates the SFDC sales entry

■Qualifies the opportunity

■Manages the sales opportunity

■Runs the OR process

■Sets the pricing to win strategy



Engagement Manager


■Has overall ownership of the solution

■Defines the win strategy

■Reviews/defines TsCs with support from Legal

■Runs Pan HPE Deal Governance and approval process (OBR – PSR)

■Coordinates the pursuit team



A&PS/GMS Presales (where applicable)


■Gathers customer input requirements

■Participates in solution design

■Quotes A&PS through E3T

■Quotes GMS through MSST



HIT/HPE GreenLake Presales


■Gathers customer context and requirements

■Measures current infrastructure usage (using SAF)

■Selects architecture and solution building blocks

■Defines the high level design

■Creates OCA configs for start and end capacity requirements

■Collaborates with the GL SA to build HPE GreenLake Service Levels in Casper



HPE GreenLake/ HPE Pointnext Solution Architect


■Participates in solution design

■Collects solution inputs from A&PS, HPEFS, MSST, and HIT Presales

■Requests 3rd party quote through HILS

■Performs GL pricing

■Customizes the SOW

■Collaborates with HIT Presales



How to Determine HPE GreenLake Service Levels
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You will now learn strategies for determining the correct HPE GreenLake Service Level for your customer. The HPE GreenLake Waiver Assessment & Effort Tool walks you through the choice points for this determination.

First ask, is the customer a systems integrator or service provider? If yes, then the default Service Level is Basic. If no, then you need to assess the size and complexity of the solution. If the Start BOM is less than US $400,000, the default Service Level is Entry. Otherwise, Standard is the default level. However, you can uplift customers from the Entry or Basic Level to the Standard level based on other requirements. For example, a smaller customer might have mission-critical workloads. Or the smaller customer might expand to more than one country or add workloads that bump the organization over the Entry threshold.

Using Casper to Add HPE GreenLake Service Levels
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You, or often the HPE GreenLake Pricing Analyst, set the HPE GreenLake Service Level in Casper. Review each step to explore how to define HPE GreenLake Service Levels.

Step 1: Access Casper and begin a new HPE GreenLake deal


■Log in to Casper.

■Select “New HPE GreenLake Deal.”

■Fill customer information in the “Deal Header” tab.

■In the “Quotes” tab select Add GreenLake Quote.
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Step 2: Enter the HPE GreenLake Service Level in Casper


■Select the “Quote Header” tab.

■Enter the Site Name and Quote Name.

■Under Customer Profile, select HPE GreenLake CC Entry, Basic or Standard as applicable for your deal.

■Select the appropriate Delivery Location.

■Enter the OPE & term for your deal.




[image: image]


Step 3: Input the environmental information from the BOMs


■Select the “Environment” tab.

■Select the Technology Types, Models and Quantities included in your Start and End BOMs.

■Under GreenLake Solutions, select the GL Offering type.
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4. Configure deliverables


■Casper automatically populates deliverables based on the selected HPE GreenLake Service Level.

■It is typically best practice to keep the default deliverables. But you can adjust the services scope by adding or removing deliverables.

■See some examples of added deliverables here and in Module 4.
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Step 5: Determine the approval level from the Waiver Assessment tool


■The “HPE GreenLake Mainstream Waiver Assessment and Effort Tool” (aka “GreenLake Effort Calculator”), which is not a part of Casper, but a separate file, shows which services are available for which deal governance waivers:

•Examplel: Service Provider deals default to GreenLake Basic. But you can uplift to GreenLake Standard.

•Example2: Start BOMs of less than US $400k default to GreenLake Entry. But you can uplift to GreenLake Standard.

■HPE GreenLake Specific deliverables are updated as defined in the HPE GreenLake Effort Calculator.

■The remaining core deliverables and technology deliverables are at or above the days defined by the Casper process.
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Step 6: Download the export report for the HPE GreenLake Flexible Quote tool


■Once the deal has been quoted, download the HPE GreenLake Export Report from Casper.

■You or the Pricing Analyst will upload this .csv file into the HPE GreenLake Flexible Quote tool.

■After the deal is won, remember to submit the CSIF information and move the deal to Accepted. This step activates the contract delivery.
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How to Add Installation and Advisory & Professional Services
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Next, you’ll look at adding Installation Packaged Services (IPS) and HPE A&PS offerings to the quote.

You can add the Installation Packaged Services (IPS) that meet the customer’s requirements when you create the BOM in OCA. This simple approach makes sense for installation services with relatively low costs because their price can be blended into the unit price for other solution components such as the hardware. If installation service costs exceed 10% of hardware and service costs, however, contact your finance approver to discuss the best approach for including installation services.

A&PS Packaged Consulting Services are pre-configured and pre-approved SKU-based services. A&PS Packaged Consulting Services can be handled in a few different ways. Typically, you can add A&PS Packaged Consulting Services to the BOM in OCA to determine pricing. However, you must then remove these services from the BOM before the hardware order is placed. For some services (such as Education Services), it is best to configure Packaged Consulting Services in Casper. Other times, it may be better to include them as an A&PS E3T quote. Contact your HPE GreenLake Presales specialist and A&PS Solution Architect to determine the best approach to take.

If Packaged Consulting Services do not meet your customer’s requirements, you will need to provide custom A&PS solutions. You will not be able to select custom A&PS solutions in OCA. Instead, you define them in E3T. This approach allows you and the HPE GreenLake Pricing Analyst to more easily see which part of the final price is derived from A&PS offerings. For custom A&PS solutions, you will need an A&PS Solution Architect to help you define the services proposal and develop the quote in E3T. You can request help from the A&PS Solution Architect through Opportunity Review in Sales Force.

Adding Non-SKU-based Services to the E3T Tool
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You will now examine, in more detail, the process for including non-SKU-based A&PS offerings in the HPE GreenLake quote.

As you learned, you require an HPE A&PS or Pointnext Solution Architect to help you. This Solution Architect will help you define the service deliverables, as well as add the service in E3T. You must schedule meetings with the Account Manager and HPE Pointnext Presales to validate the plan. In the end, the Solution Architect will provide the E3T output to the HPE GreenLake Pricing Analyst for inclusion in the HPE GreenLake Flexible Quote tool.

Review the following sections to learn more about this process, including who is typically responsible for completing it. (Note that different geos might follow slightly different processes.) You can also access more in-depth training and info for E3T at this link.

Define the deliverables

The A&PS or Pointnext Solution Architect and the Account Manager work together to define the deliverables based on the customer requirements.

Enter info into E3T

The Solution Architect enters information about the non-SKU-based service in E3T.

Check and validate

The Account Manager and HPE Pointnext Presales team must check and validate the information in E3T.

Generate the GL Export file in E3T

The Solution Architect can now use E3T to generate the GL Export file. That permits access to the Customer Facing Tab and the Consulting tier price.

Check and approve

The HPE GreenLake and HPE Pointnext team should once again check the E3T data. They should give their final approval.

Add E3T output to the flexible quote

The HPE GreenLake Pricing Analyst can now add the E3T output in the HPE GreenLake Flexible Quote tool.

How to Add HPE GMS
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HPE GMS offerings form a key component of most HPE GreenLake solutions. They allow you to offer a managed, as-a-Service experience to your customers with a platform and engagement model that fits their needs. HPE GMS can manage customers’ on-prem or colocated environment, as well as a hybrid cloud that includes public cloud services. Based on customers’ preferences, you can offer completely remote or onsite management, or a combination of the two.

If you are using HPE GreenLake Quick Quote (GLQQ) to define the solution, you simply select HPE GMS as you complete the quote. The tool will automatically add a standard HPE GMS solution for the HPE GreenLake cloud service in question with pre-approved pricing.

Otherwise, someone must define the GMS offerings for the solution in MSST or MSSE. Less expert users can use MSSE to define a standard GMS solution. If the customer needs tailored GMS offerings, a more expert user must define them in MSST. In either case, you should typically request that someone from HPE GMS Presales helps you with the process.

To access the many tools for GMS quoting and pricing, click this link for the HPE GMS Pricing Universe.

Using Tools to Add HPE GMS
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Although someone from HPE GMS Presales will typically help you use MSST or MSSE, you should still understand a bit about these tools. Explore the following steps to explore how to add HPE GMS in MSST or MSSE. Note that these steps show screenshots from MSST, but give tips that apply to both tools.

Step 1: Qualify for HPE GMS


■Use the solution qualification tool and solution qualification dashboard to determine if HPE GMS is right for your customer.

■You can access these tools and the Service Catalogue viewer here.



NOTE: This step should be completed at the same time as qualification for an HPE GreenLake solution.
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Step 2: Determine which tool to use and which team member should price the solution


■MSSE can be used by Sales, Presales, or a Solution Architect. It is best for solutions that have:

•Only HPE infrastructure

•Only services in the productive ITOC service catalogue

•Only one service delivery center

■MSST can be used by an expert Solution Architect. It is best for complex or tailored HPE GMS solutions.



NOTE: This step should be completed at the same time as the hardware and software components are designed.


[image: image]


Step 3: Define customer requirements


■Within the selected tool, define the service scope and scale.

■This process in relatively straightforward In MSSE and GLQQ.

■MSST features many questions to provide more nuance.
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4. Complete pricing and approvals


■GLQQ and MSSE feature a straightforward process for pricing and approvals. For example, GLQQ adds a standard HPE GMS solution with pre-approved pricing.

■In MSST you will need to provide additional information to calculate the GMS solution.

■Keep these tips in mind to understand the MSST pricing:

•The left table shows all prices in USD. Look in the right table for prices in the defined customer currency.

•The pricing is non-binding until ITOC has approved it.

•You can tune the binding pricing by adjusting the FLGM. However, changes must be approved in an OBR SOAR before you show prices to customers.
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Step 5: Generate Output


■For a complete solution, approved by ITOC, all buttons should be blue.

■You can then generate the output as one of these types:

•Scope: An excel file with the scope, deliverables, cost summary, etc.

•SOW: A global GMS template merged with customer specific data (price break down, contract dates, scope, deliverables, etc.)

•Presentation: A global GMS presentation template merged with customer specific data
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Step 6: Use the Output


■Provide this file to the HPE GreenLake SA for import into the HPE GreenLake Flexible Quote tool.

■The function to create the GL import file can be found in the output section of the MSST menu.

•The user needs to create or load the GMS solution then click the highlighted button.

•This will then create the import file and attach it to an email, ready to be sent where ever needed or save on a PC ready for import into the GL tool.
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Learning Check

Now take a moment to review what you have learned about designing services.

You have determined that your customer is interested in a platform as-a-Service solution with operational services, such as incident and change management throughout the infrastructure, OS, and virtualization layer. They will need multiple solution delivery centers and some third-party software.

What is one step for designing the services component of this solution? (Select one.)

You should define customer’s A&PS requirements in the GLQQ tool.

You should use the Casper tool to add non-SKU-based A&PS offerings for this customer.

You should work with HPE GMS Presales to define the customer requirements and add GMS offerings in MSST.

You should use the E3T tool to design an HPE GMS solution for this customer.

The answer is provided on the next page.

Answer to Learning Check

What is one step for designing the services component of this solution?

You should work with HPE GMS Presales to define the customer requirements and add GMS offerings in MSST.

Topic 3: Pricing to Win with HPE GreenLake
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You will now learn about pricing HPE GreenLake solutions to maximize your chances of winning the sale.

What Is the Price to Win?
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As you price the solution, you should keep your eye on a “price to win,” which is the highest price that you estimate the customer will accept. The price to win takes into account both the customer’s needs and competitive pricing. By paying attention to the price to win, rather than only a margin-based price, you keep your focus on what matters most to the customer and increase your chances of winning the sale. While delivering a solution that meets the “price to win” cannot guarantee that you win the deal—nothing can—you do gain a competitive edge.

You can consider the price to win in two formats: the total price and the price per unit. Both include the cost for all hardware, software, and services in the HPE GreenLake solution. However, the total price represents the total monthly bill if the customer only uses the Reserved Capacity (Minimum Committed Capacity). The price per unit, on the other hand, represents how much the customer pays per unit of measurement. Many customers have a particular budget in mind and care most about the total price. But other customers might focus on the price per unit, comparing it to the price per unit in the cloud or other competing solution. As you prepare to use the price to win, keep in mind which type of price resonates most with this particular customer.

Calculating Price to Win
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The HPE GreenLake Flexible Quote tool automatically calculates a recommended price to win. However, you will best determine the price to win by considering a combination of other factors. For example, the customer might have given you a budget, which you can use as the price to win. Additionally, you may want to consider historical pricing context for the customer. Can you find out what purchases the customer has made in the past, when investing in IT?

You might also obtain a price to win by comparing the HPE GreenLake solution to a traditional solution. If the customer purchased similar hardware, software, and services in a traditional manner, what would the costs be, averaged per month and including ongoing costs, such as maintenance? Or, if you know that the customer is considering particular competitive solutions, you might base the price to win on competitive pricing.

In this case, access the as-a-service competitive pricing tool at this link, to look at market prices and explore appropriate price points for various units of measurement when compared with the competition. You can also send an email to aaspricinganalytics@hpe.com to contact the as-a-service pricing analytics team for deeper assistance when setting the price to win.

Using the Price to Win to your Best Advantage
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The price to win defines a “top-down” approach to quoting. You know the desired price for the solution, and you try to hit that price. With the alternative, “bottom-up,” approach, you define the solution based on customer requirements and let the price follow based on the desired margin. Both approaches have their merits. By balancing between them, as the HPE GreenLake Flexible Quote tool helps you to do, you achieve the best chances for winning the sale.

On the one hand, you need to understand how to “scope to win,” or in other words, how to modify an HPE GreenLake solution’s components to hit the sweet spot near the price to win. As Neven Drugovic, CERTA HPE GreenLake Sales Lead says, “If you understand HPE GreenLake processes and solutions very well, then you can be creative in how you structure the solution to help the customer meet their business objectives. You know what parts of the solution can be changed and which ones cannot."

On the other hand, do not become so focused on meeting a particular price that you lose sight of the values that the customer derives from the investment. Often, even if the price of your solution exceeds the price to win, you can justify that price to the customer based on the solution benefits. Milena Jordanova, Worldwide HPE GreenLake Sales, explains, “You cannot monetize every single benefit HPE GreenLake provides. However, you can make sure that you explain these benefits to customers so that they understand what each benefit provides the business. Then when you discuss costs, you do not have to negotiate with customers over individual benefits. They already understand the value HPE GreenLake is providing.”

Lower price does not always mean better value for the customer. In fact, when a solution’s price falls well under the price to win, that should be a signal to you that the solution might lack critical services that actually make the solution more desirable to the customer.

Scoping to Win
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You will now look more closely at how you can “scope to win,” adjusting components of the HPE GreenLake solution to meet the price to win. Several components affect the HPE GreenLake price and price-per-unit, including the hardware; service levels; HPE GreenLake contract parameters, such as the commit level and growth factors; and HPE GMS and A&PS offerings. If you (or the HPE GreenLake Pricing Analyst) set the price to win as a target in the HPE GreenLake Flexible Quote tool, the tool automatically adjusts the BOM and accompanying services to hit the target.

However, instead, you might want to take a more targeted approach to get the solution closer to the price to win. As you do, remember your overall goal: bringing the price in alignment with the customer’s values. For example, you might have a customer who loves the cloud experience, so you would not go straight to removing services from the solution. Instead consider other places to reduce. Maybe this customer has predictable growth; you might remove a buffer or increase the reserved capacity, both of which can decrease the price. Or perhaps the customer wanted a three-year term, but you can convince the customer to go for the better pricing available with a five-year term.

Remember to always consult with your team about potential ramifications of proposed changes. Some larger changes might require redesigning the solution as a whole.

Explore the following sections to learn more about how to modify components to align price with your customer’s priorities.

HPE GreenLake hardware

Work with Solution Architects and the Account Manager to verify that the hardware is scoped correctly. Has the team overbuilt to be conservative? Try bringing the hardware more strictly in line with the customer’s minimal requirements, which might include both reducing quantity or choosing lower cost components such as processors.

After you make changes in OCA, provide the new BOM to the HPE GreenLake Pricing Analyst.

Keep some caveats in mind:


■Reducing hardware capacity will reduce total committed price, but might raise the price per unit.

■Some HPE GreenLake cloud services have set configurations. Extensive hardware changes could add significant time to the sale.



HPE GreenLake service levels

Most HPE GreenLake cloud services come with a Standard Service Level. If your customer has a smaller, simpler topology with less critical workloads, you might be able to adjust to Entry Level. The team will need to make this change in Casper and re-import the output into the HPE GreenLake Flexible Quote tool.

HPE GreenLake Parameters

You can often reduce the price-per-unit by changing HPE GreenLake parameters:


■Select a longer contract term

■Increase the reserved capacity percentage

■Reduce or remove the buffer



Provide the new parameters to the HPE GreenLake Pricing Analyst to input in the HPE GreenLake Flexible Quote tool.

HPE GMS or A&PS

Is your customer less focused on the as-a-service experience and willing to do more in-house? If so, perhaps you could remove some HPE A&PS or HPE GreenLake Management Services.

Your team will need to adjust, add, or remove items in E3T or MSST/MSSE and re-export the output for the HPE GreenLake Flexible Quote tool.

Articulate the Unique Values of HPE GreenLake
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Next consider an example in which you have scoped to win, but the customer still objects that cloud is cheaper than HPE GreenLake. Customers can be misled by the total cost or the price per unit. If you effectively explain the value that HPE GreenLake provides, customers will understand that HPE GreenLake will reduce their overall IT costs, not increase them. Then they will be eager to close a deal with you.

You need to explain what HPE GreenLake includes as standard that cloud providers do not. First, with HPE GreenLake customers receive an on-prem or colocated solution that is uniquely designed to meet their needs. With flexible HPE GMS, HPE can deliver an enhanced as-a-service experience beyond what cloud providers do. For example, HPE GMS can manage guest operating systems or a customer’s security and compliance efforts. While those services might make the per unit price a bit higher, they can actually save the customer money in reduced IT labor costs, downtime, and regulatory fees.

HPE GreenLake’s edge-to-cloud deployment model gives customers better data sovereignty and less latency for data-driven applications. Because data and workloads remain on-prem, customers should also consider the money they will save by eliminating egress fees.

You have reviewed just one example of how you can articulate the values of an HPE GreenLake solution. No matter the competition, win against it by focusing not just on price, but on the values customers gain from the investment.

Summary
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In this module, you learned how to choose the right services for your customer. You now know the many places in the customer journey where you can provide services to help customers better achieve their goals. You understand the many people involved in designing and pricing services and the typical responsibilities for each role. In addition to learning how to price services, you learned how to adjust that price and align it to the values that your customers prioritize.


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 how to develop the financial case and support your financial discussions. Topic 2 explores how to use what you have learned about the business value of HPE GreenLake to propose the solution to customers and highlight the value they will realize. While the account manager will likely lead the proposal discussion, you should be prepared to help out when needed.

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

After completing this module, you should be able to describe the components of the business case and articulate the HPE GreenLake value proposition. You will also be able to describe important SOW review elements and list and describe what happens in the steps of the SOW and pricing template process. Finally, you should be able to describe your role in setting expectations for the post sale process.

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
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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 is 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 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 frames.

Financial Concepts
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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. You can read through the following sections to review these terms, making 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 in to 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 showcase the value of HPE GreenLake, you need to be able to highlight the financial benefits the solution provides your customers. 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 sooner, 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.

Building the Business Case with the HPE GreenLake Quick Quote Tool
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Now you will review some examples of 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 the following sections to learn more about how these benefits are calculated.

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.

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.)

Divide the expected cash inflow into the expected initial expenditure.

Apply the discount rate to the amount saved with HPE GreenLake.

Add the predicted direct and indirect expenses associated with a product.

Divide the net income by the investment.

The answer is provided on the next page.

Answer to Learning Check

How is net present value calculated for an HPE GreenLake solution?

Apply the discount rate to the amount saved with HPE GreenLake.

Business Case Tools
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Showing financial stakeholders how HPE GreenLake saves them money over time creates an incredibly compelling case. HPE offers tools to help you make this case, including the as-a-Service Market Pricing Tool, the HPE GreenLake Business Case Modeling Tool, and the HPE Business Case Analysis (BCA). Use the tool that best fits your situation and that is available in your Geo.

The as-a-Service Market Pricing tool is best for competitive comparisons with other as-a-Service vendors and cloud providers, such as AWS. You can access the as-a-Service Market Pricing Tool at the link here.

If your biggest competitor is a traditional purchase, or if your customer wants to see a model of HPE GreenLake pricing with projected growth, you can use the Business Case Modeling tool. The tool can be used to model the cost and savings with HPE GreenLake as it compares to a traditional purchase. With the Business Case Modeling Tool, you can also add the soft costs of a traditional model to show how HPE GreenLake still saves customers money over time. You can access the HPE GreenLake Business Case Modeling Tool at the link here. You can also find a presentation on how to use the tool.

Finally, you may be competing with the customer’s IT department for services. In this case, you should explain to the customer that HPE GreenLake can save them on services and free up IT for other business-focused tasks. The Business Case Advisor can show a comparison with traditional purchases, and it gives you a chance to add the customers’ cost of maintaining their own environment. You will learn more about this tool in the following frame. You can also download the HPE Business Case Analysis Tool in the resources tab.

Using a Business Case Analysis
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Now take a moment to learn about the inputs and outputs of one of these tools: the HPE Business Case Analysis. Review the following sections to learn how to use the BCA to demonstrate concrete financial benefits.

Inputs


■You will need to input deal-specific information such as:

■Whether HPE GreenLake Management Services is included

■Cost of transition HPE A&PS services

■Band/Tier Price (unit of measure and cost per unit)

■Net price of servers or storage if purchased traditionally

■Information about IT labor and facilities costs

•IT labor costs are particularly critical for highlighting the financial benefits of HPE GreenLake with HPE GMS

•Typical defaults are provided in the BCA
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Outputs

You will see output such as this, which you can share with the customer. In this example, HPE GreenLake reduces costs each year. The total HPE GreenLake financial benefit, as compared to a traditional purchase, adds up to 14% for this customer.
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Best Practices for Cost Comparisons
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Use the HPE Business Case Analysis output to show the customers how the HPE GreenLake solution will likely save them money when compared to traditional infrastructure. Emphasize the many cost savings from facilities and IT labor costs.

The more you know about customers’ current costs, the more realistic you can make the business case. However, you should acknowledge that customers may not know the cost of their IT environment or may not be willing to share detailed information. The Business Case Analysis includes default values for many inputs, such as IT labor costs, which are based on industry best practices. You can use these default values to begin building the business case, even before the customer shares specific information with you. You can also use these default values if the customer does not have or does not want to share specific information with you.

When presenting the business case, remember to discuss cost savings in terms of the complete solution. Don’t show a breakdown of the costs associated with each service. Do not, for example, discuss how much of the per unit cost derives from the base solution and how much from HPE GreenLake Management Services. Instead encourage customers to think of the solution as a complete package.

Also ensure customers understand that they maintain architectural and data control over the solution. Customers can keep data on-premises and keep control over that data for regulation purposes. Rather than a one-size-fits-none solution, HPE GreenLake can offer a competitively priced solution optimized for the customers’ particular workloads.

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 non-GLQQ solutions. If you would prefer to build your own proposal, you can leverage the content available on Proposal Web. You can access Proposal Web at this link. 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 provides 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 and your team 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 Consumption Analytics, so customers are aware of how infrastructure is monitored and how they can control or predict capacity usage. Discuss how the services will work and make sure your proposal is aligned to the service experience that the customer is expecting from this solution. Make sure to emphasize the added value coming from the services. 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’s priorities with the value you can offer.

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 overprovisioning, 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 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. Customers may express the desire for better control over IT with a scalable solution like public cloud on-prem. These customers can benefit from active capacity planning with consumption analytics, 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.

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. Many HPE organizations are involved in this process. You may interact with Account Managers or representatives from HPEFS, Hybrid IT, and legal. 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 the SOW must be completed. Remember that in GLQQ, SOWs are made through the tool, but they need to be reviewed and edited. For other SOWs, engage the appropriate entities to populate solution and legal fields. And no matter what type of SOW you are working with, be sure to upload it to the appropriate tool. You will learn about this process in the following frames.

The general process begins with getting approval for binding pricing and SOW development. You will work with the Account Manager and the HPE GreenLake teams to complete this process. Once the SOW is signed by the customer, you can move to order booking. The following frame provides a more detailed version of these steps.

SOW Process to Order Booking Acceptance
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The SOW process begins after the non-binding pricing has been agreed upon by the Account Manager and the customer. Product Presales (if involved) and HPE GreenLake Presales will then write the new SOW, which will include all hardware and services pricing. HPE GreenLake Solution Architects and an Engagement Manager or other HPE GreenLake representative will review it and work with the pricing team and the account manager to finalize it for customer approval. You may need to go through the formal process here, which involves sending the BOM to HPE GreenLake Presales through HPE Deal Registration, and they will use an internal process to approve it. That team will also generate a booking quote, and the HPE GreenLake pricing team in your Geo will confirm pricing and approve the Formal Hardware Quote. The HPE GreenLake team in your area will then manage the deal governance process, as well as the binding pricing approval process.

The account manager then sends the SOW to the customer to start negotiation. The Account Manager may request SOW reviews & adjustments from Product or HPE GreenLake Presales. Depending on the changes this could require a new deal approval, and it could start the process over. At the end of the negotiation phase, the customer sends back a signed SOW and purchase order to the Account Manager. The Account Manager and HPE GreenLake Presales gather the Order Booking Package and submit to Solution Operations who performs Order Acceptance and activates the contact so that Delivery can start the implementation of the solution.

SOW Completion for Indirect Sales
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Sometimes, you may be working with Partners on an indirect deal. As you can see, this process is significantly different from the typical internal sales process. There are different parties involved, and the distribution of responsibilities is different. You will need to involve a Partner Business Manager (PBM), a Distributor, and an Engagement Manager or HPE GreenLake Solution Architect.

You do not need to have an in-depth understand of this process. But you should be aware that for indirect sales, there are multiple SOWs, one for Partners and one for the customer. In an indirect sale, the Partner SOW includes pass through terms, which are the terms of service for the partner and the distributor. The PBM may need to approve the SOWs before sending them through to the HPE GreenLake Solution Architect, so step 9 may be optional in some Geos.

What Is Included in the Final SOW?
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The final HPE GreenLake SOW is similar to SOWs you are familiar with, except that it includes services and terms specific to HPE GreenLake. Review the following sections to explore these components of the SOW. Note that Proposal Web is a helpful tool to create the SOW and proposal for an HPE GreenLake solution. Access Proposal Web at this link.

SOW


■Unique for every opportunity.

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

■The binding quote.

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



Pricing

Pricing will be included on the SOW. It is completed in a separate process.


■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 may be asked to create a quote for ordering the hardware and software infrastructure. In this quote, you will include everything from the formal BOM, except services.

■Pricing and SOW may include all other services, such as GMS, A&PS, and any 3rd-party software.



Discounts
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HPE GreenLake Presales will determine discounts internally, so it is not your responsibility. Discounts are awarded based on the price to win and the overall solution. The discount process may be different in your Geo, and it may involve the escalated pricing process, but your deal owner or engagement manager will help you as needed.

Learning Check

Now take a moment to review what you have learned about the formal process. Which tasks are Presales (product or HPE GreenLake) responsible for? (Select two.)

Negotiate with customer to get non-binding pricing

Write HPE GreenLake SOW

Negotiate with Distributor to create SOW

Perform Order Acceptance

Complete pricing and determine discount

Answers are provided on the next page.

Answers to Learning Check

Which tasks are Presales (product or HPE GreenLake) responsible for?

Write HPE GreenLake SOW

Complete pricing and determine discount

HPE GreenLake Opportunity Lifecycle
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Once the HPE GreenLake solution has been ordered, the Consumption Services Specialist will become involved. Under their guidance, the sales and delivery teams will deliver and implement the solution for your customer. Presales may be asked for input during installation and delivery.

HPE Order Acceptance
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Order acceptance and review involves The Consumption Services Specialist, The Service Experience Lead, Solution Operations, HPEFS, and the entire HPE GreenLake team. Once the order is placed, the Consumption Services Specialist will confirm customer site readiness with Solution Operations getting authorization from HPEFS via the Embedded lease Compliance Acceptance Form (ELCAF). The HPE GreenLake Business Team then takes all quotes and moves the order through the internal process. The CSS will plan the solution and monitor the order. Once it is complete, they configure and install the solution.

HPE GreenLake Invoice Process
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After the HPE GreenLake service is turned on, installed, and ready to go; an invoice will be generated. If the solution was provided without Partner involvement, then the invoice goes directly to the customer. If it was an indirect deal through the channel, then the invoice goes to the Distributor.

HPE will issue invoices for the GreenLake service monthly in arrears. Invoices will be based on the sum of the monthly fees for all the systems, as well as any applicable additional charges and additional taxes. HPE GreenLake invoicing is based on calendar month. However, the first invoice may be a partial month (Reserved Capacity) depending on when the equipment is installed and useable. Invoicing will begin on whichever date occurs first: the 31st day after the system is delivered to the installation site, or the first day after the customer has been notified in writing that the HPE installation services are completed.

Customers will be billed on actual usage at or above the Reserved Capacity according to the rates agreed in the SOW. HPE can invoice at Reserved Capacity even if metering implementation is not completed.

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 as shown in step 7. Make sure you understand the benefits of the features and tools included in HPE GreenLake Central, such as the Capacity Planning Page. Knowing how to use the HPE GreenLake Central portal will allow you to simplify the change order process and make sure you are aware of when a change order is needed.

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. The HPE Delivery team will enter pricing so that your customer can see their actual cost. For indirect deals, the partner needs to add their markup to the billing page in HPE GreenLake Central before your customer can use the tool. Once the final customer cost per unit is in the tool, 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 Services they have purchased, via HPE GreenLake Central.

Topic 4: Support and Expand
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In this topic you will learn about the support and expand stage with change orders.

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 the 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 will work with Presales 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.

Once customers have an HPE GreenLake solution, you can easily perform a Change Order and provide a larger solution. But you should be aware that Change Orders require you to take an active role. As a Presales representative, you need to make sure the growth is appropriate, you need to create a new BOM, and you must ensure the proper steps for pricing will be followed.

Simple Change Order Process
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Keeping the customer’s capacity aligned to business demand is a continuous team effort. Once a need for new capacity is identified, either you, HPE Delivery, or a Customer Service Manager (CSM) will begin the process detailed here. Note that this process is for a simple change order. A complex change order may begin the same way, but it will follow a process that is more similar to a traditional HPE GreenLake solution. You will learn more about identifying the size change in the following frames.

You will likely be working with the HPE GreenLake Project Manager (GLPM) as well as the individuals shown here. As a Presales Representative, your main responsibility will be to recognize the need (through the delivery team or CSM), create the new growth BOM, request list price files, and send the BOM along to the Account Manager. Typically, HPE GreenLake Presales will not participate in this process.

HPE GreenLake Change Orders: Growth vs Complex


[image: image]


Change Orders belong to one of two basic categories: either they are a Growth Change Order (also referred to as a Simple Change Order) or a New Technology Change Order (also referred to as a Complex Change Order). Their names are fairly self-explanatory. A Growth Change Order adds capacity to a solution using the technologies already in place. And a New Technology Change Order expands a solution with a kind of compute, storage, or networking capacity that was not already present. With Growth Change Orders, the price is pre-set in the contract, and there is no need to quote or approve the pricing. New Technology Change Orders need to be treated similarly to a new HPE GreenLake deal and require separate quotes and approvals.

Growth Change Order for Existing Product


■Align the design to the BOM to ensure best practices.

■Both the OCA and XLS spreadsheet should be included.

■Make sure to understand the billing tiers when adding to or changing them.

■Make sure to understand where Pointnext Services should be added (whether on the SOW or on the BOM).

■Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

■If a Partner is involved, no services (or minimal installation services) need to be added on the quotation.

■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 the Change Order for GMS services matches the updated capacity.



Complex Change Order for New Technology


■Leverage the existing procedure for building BOMs.

■Align the design to the BOM to ensure best practices.

■BOM should be built for initial delivery.

■Complete new Start and End BOMs.

■Both the OCA and an XLS spreadsheet should be included.

■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.

■Make sure to understand where Pointnext Services should be added (whether on the SOW or on the BOM).

■Ensure there is no hardware or software in the Pointnext SOW not on a BOM.

■If a Partner is involved, no services (or minimal installation services) need to be added on the quotation.

■Ensure everything in the BOM is accounted for in the Pointnext implementation SOW and the SOW aligns with the delivery as-a-Service.

■Ensure the Change Order for GMS services matches the updated capacity.



How to Handle a Simple Change Order
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Consider this example of a simple change order for a customer you have already qualified for Nimble HF40. If your customer thinks they need 100 TB to 125 TB of storage, they will likely use half of that: research shows that customers typically overprovision storage by 50%. For this customer, you should offer a 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 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, and you will obtain the customer’s signature for that order. 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
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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 Consumption Analytics 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. File a Change Order whenever the customer is ready to expand their capacity.

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. 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! Explore the following section to view how to prepare for the Exam.

Preparing for the Exam
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Thank you for taking the time to complete this course!

We encourage you to take and pass the related exam, HPE0-G02. 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.

When you are ready to take the exam, HPE GreenLake Essentials for Presales (HPE0-G02), register at:

https://www.pearsonvue.com/hpe
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5) Negotiates with

Account M; to

2 Negotiates with
customer o get non-
binding pricing

sign SOW
v

]

5) Sends fo customer &
starts SOW negotiation

6) Gather Order
Booking Package info
& Submit fo Sol Ops

2) Writes HPE SOW

; —

v

2) Writes HPE SOW and
finalizes binding pricing

4) Reviews SOW and
‘sends fo Account
Manager

i

T

L2

3) Reviews pricing and
‘approves the deal

6) Gather Order
Booking Package Info
& Submit to Sol Ops.
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Make the Proposal
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* Provide first hand experience for customers to test
solutions in production

* Reduce the fear of long-term commitment
= Make the solution easier to promote
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You will get a proposal document  HPE offers proposal PowerPoints  You can build your own using
from the GLQQ Tool for non-GLQQ solutions Proposal Web

i
L \!
QAL
J
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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"My expectation is that [HPE GreenLake Cloud Modules] will Patrick Morehead
be the long-term volume driver for HPE [GreenLake]."* o)

“[HPE GreenLake Cloud Modules]
removes a tfremendous amount of
configuration complexity.”

“[HPE GreenLake Cloud Modules]
...is a true cloud-native solution.”
Antonio Neri
President and CEO
Hewett Packard Enterprise

To learn more about HPE GreenLake

Cloud Modules, check out ?
TekTalk here.
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Cloud economics Business Agility Greater Control and Simplified IT
Scal ity

Services

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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Consumption
services
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The customer’s needs change
* The ASM recelves an alert If usage reaches 90%
+ The ASM talks fo the customer about adding capacity
* Obtain the customer's signature to add capacity

Customer description

* Thinks they need 100TB fo 125TB
of storage

* Overprovislons around 50%

Physical . Uble T Usable () 09" priceper PricePer  PricePer  PricePer  Prce er  Price Per

Technology Model Option Shelves/ UOM *A%  Capacity at Capacityat GB36 Month36 GB4B Month4d GBED  Months0
Servers Podl 100t sox By Months  Months  Months  Months  Months  Months

| e trio 22 e st w0 iseumisoosos 2sose ooii 2277es ooise 2202

HF40

Pac he used Cariabl capscry) L e
R _
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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

Current utilization
Business impact

Current purchasing
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* Additional workloads

« Specific customer requirements

* Additional services

* Existing environment to be salvaged or
incorporated into an HPE GreenLake
solution

Tip: You can use the GLQQ ool o come up with ballpark pricing fo spark

customers’ interest.
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Support and Expand
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HPE GreenLake Quick Quote
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The Account Manager or HPE Delivery can identify
the need for a Change Order
Pay attention to usage using the Billing Manager in
HPE GreenLake Central
As a Presales representative, you need to make sure
the growth is appropriate, to create a BOM, and to
ensure the pricing steps will be followed

e’

Ase!

7 X\
AN
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Select your
workload

© e

Available workloads are region specific
New workloads will be added as available
Check your HPE GreenLake Quick Quote tool for new options
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7) Creates, sends Change
HPE Delivery/ | prymermesser 3) Requests BOM for ‘Order document with new
CsM Growth - GCAP Growth Requested/Reserved

Capacity
2) Provides SFDC Info
1o GLPM

6) Reviews BOM with 8) Presents Change Order
‘GLPM, requests formal document with new
Quote, and then sends Requested/Reserved
Quote fo GLPM Capaclty to customer

O Creates growth 5> Sands Lst rica BoM
1) Identifies need for 'BOM in OCA and sends (Excel) and UCID to HPE
Presales Team | Goun-ccar UCID to Deal Owner Deal Owner and GLPM

The process may change depending on the size
and type of the Change Order
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Sell HPE GreenLake quickly, efficiently

Z B

Introduce aa$S and grow with the customer

AT/

More time in front of customer, less on

S ) S
HPE GreenLake
< benefits s
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New Tech Change Order
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Benefit from a pubiic clouc-ike experience while | Avoid the cost and burden of running a data
maintaining full control | center facility

Get the latest in
facilities systems

Cloud adjacency
for an improved
hybrid IT

Faster time-fo-
business-value

. . < N
& . Customers get one agreement, lmnoqu-wld-\ . N
I * Colocation solutions require a quote from the colocation provider v
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HPE GreenlLake
Business Team

Confirms site Provides Moves the order Monitor order and then
readiness dates with authorization through the HPE plan, install, and configure
customer GreenLake process solution on site
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HPE GreenLake Solution
Attributes and Quoting Options
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* HPE GreenLake invoicing is
based on calendar month
* Invoices are sent (approximately)
after the 4th day of the month

following the service month.
 The first involce may be a partial
month

aN tetm Ot Comine O

Thr 1 Prameca and 1 S
50,0275 poce per G
19000068
Resarved

* HPE can invoice at Reserved Capacity

Customers will be billed on actual
usage at or above the Reserved
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Solution Attributes

Customer Levels of
experience flexibility

HPE

HEE Integrated GreenLake
Guoter Flexible

Quote
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Metering Implementation Steps

Equipment is installed and configured

Requirements gathered by HPE with customer

Customer readies virtual machine or server for metering

Metering script installation is scheduled with customer

Transition management scheduled by ASM

Customer logins are requested

/ASM provides logins and training for Billing Manager and HPE
GreenLake Central fo customer

'ASM provides logins and training for HPE instance of HPE
GreenLake Central

Delivery enters final customer pricing into HPE GreenLake Central

HPE works with the customer

to implement metering

Customer uses Billing Manager and HPE
GreenLake Central

This step must be completed for customer
1o get full benefits
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Build the Financial and
Business Case
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Win against the competition, not just on price, but on values
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| -
=y
&n this module you learned

1 How to choose the right services for

. your customer

* Where in the customer journey you
«can provide services

* The Presales role in designing and
pricing services

* How to align price with customer
priorities
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Build the Financial and Business Case

Make the Proposal

Close and Deliver

Support and Expand

Q

Objectives
* Describe the components of the business
case

* Articulate the HPE GreenLake value
proposition

* List and describe what happens in the
steps of the SOW and pricing template
process

* Describe important SOW review elements
and technical specifications

= Describe your role in setting expectations
for the post sale process

ﬁ . ’:‘V
ﬂ ¢ 2
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* Highest estimated price that the customer will accept

* Takes info account the customer’s needs and
competitive pricing

Total price oo ~—L2 Price per unit
US $8,815.50/month . US $100/per server

Includes all hardware, software,
and services calculated per unit of
measure

Includes all hardware, software,
and services
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Can come from:

* HPE GreenLake Flexible
Quote Tool

* Customer budget
* Historical pricing context

* Comparison to traditional
* Competitive price

Access the as-a-service
competitive pricing tool
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T
“If you understand HPE GreenlLake processes and
solutions very well, then you can be creative in how you
structure the solution fo help the customer meet their
business objectives. You know what parts of the
solution can be changed and which ones cannot.”

—Neven Drugovic, CERTA HPE GreenLake Sales Lead

T "

“You cannot monetize every single benefit HPE
GreenLake provides. However, you can make sure that
'you explain these benefits to customers so that they
understand what each benefit provides the business.
Then when you discuss costs, you do not have fo
negotiate with customers over individual benefits. They
already understand the value HPE GreenLake is
providing.”

Jordanova, Worldwide HPE GreenLake Sales
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M Price Is composed of:

HPE GreenLake
hardware

mw':”h HPE GreenLake

service levels
Consult with your feam

about potential HPE GreenLake
ramifications Parameters

HPE GMS or
A&PS

" N
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Pricing to Win with HPE
GreenLake
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HPE TCO AND GREENLAKE BENEFIT ANALYSIS

Prices given in this spreadsheet are not binding. For ROM use only

YOUR INPUT VALUES (Enter data in Green Boxes only) |

Version: 3/17/2022 14:12

Type of Anaiysis

Compute - percantags Growth Exch Year nter 0 Gowin o9

Storage -Percentage Growth Each Year (enter O d doesn ' apply)

13 GMS included in G Pricing?

g
sa:sgm

[Costof transition services # needed (ABPS]

Tier Inputs - COMPUTE
‘Server Tier Desciption

<Enter Server Tier Labed>

<Enter Server Tier Labeb>

Enter Server Tier Labeb>

Enter Server Tier Labeb>

Enter Server Tier Labeb>

<Enter Server Tier Labeb>

<Enter Server Tier Labed>

Tier Inputs - STORAGE
‘Storage Tier Description StorageinTier [10%41 0% ot Store

<Enter Storage Tier Label>

<Enter Storage Tier Label>

<Enter Storage Tier Label>

<Enter Storage Tier Labeb>

Enter Storage Tier Label>
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[Depreciation/Expense.

[FW Maintenance

[Labor (Setup)

[Labor (On-going)

Utilites - Power, Water, Cooling

Purchase Costs

Year1

Year 2

Year3

Yeara.

Year 5

[GL Minimum Commit - GMS

5533011

533,011

5533011

533,011

533,011

Transition Costs - A&PS

50

S0

50

S0

50

Utiites - Power, Water, Cooling

512,000

512,000

$12.000

$12.000

$12000

$545.011

$545,011

545,011

545,011

$545,011

Financial Benefit (Purchase vi. 6L

(savings is positive)
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BUSINESS BENEFIT COMPARISON CHART

$800,000
$700,000
$600,000
$500,000
$400,000
$300,000
$200,000

$100,000

Traditional Purchase Lifecycle Costs Versus GreenlLake

Purchase

GreenLake

—Purchase
YEAR 1 YEAR 2

Purchase $703,962 $614,308
GreenLake $545,011 $545,011
Difference $158,950 $69,296

YEAR3

-GreenLake
YEAR 3

$614,308
$545,011
$69,206

YEARS

YEAR S

$614,308

$545,011
$69,206
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Ensure customers
understand they
maintain architectural
and data control over

Emphasize the solution
T ——
money when compared+to
traditional purchasing/
provisioning
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) Reduction of per unit
charges as you grow

Traditional method
of purchasing IT

e e, 5 Allgned HPE Account Team fo 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





OEBPS/images/B000-00-00-00000-0_chap07_i0007.jpg
Estmated equivalent hardware and support Investment $97.554
HPE GreenL ake Reserved Capacity Investment over the Term 5116136
Differencs In Investment -$18,582
Financial Bonefits of HPE GreenLake su7as
Present Value savings based on 10% 510.865
Savings with 100% commercial uflization instead of current SO ufiization $97.554

Time to Market Benefits of HPE GreenLake

Monetized business agility gains (revenue generation opportunify or cost savings) by reducing $12,580
provisioning from 60 days to minutes. This bencfit repaats with every new capacity requirement.

Service Benefits of HPE GroonLake

Savings achieved from HPE's bullt-In support services. $11,614
‘Total Monetized Benefits of HPE GroenLake Consumption $141,612

Overall Net Benefit of HPE GreenLake Consumption
versus Traditional Hardware Purchase

$123,031

Do not promise your customers these benefits  **All dollar amounts are in US$.
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Price per month in US Dollrs

Best for traditional comparison and
Best for cloud comparison growth projections/models
—

You can access the as-a-Service - g You can access the HPE GreenLake
Market Pricing Tool Business Case Modeling Tool here.
Best for comparisons with in- Download the HPE Business Case
house IT labor costs Analysis (BCA) Tool in the resources ab.






OEBPS/images/B000-00-00-00000-0_chap07_i0009.jpg





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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Do they want to align costs fo usage with a pay-per-use model?

Are they looking to be able fo measure the cost of IT?

Do they have a limited IT budget, but need fo invest in a solution that will grow
with their business?

Are they looking for more control over their IT spending? Perhaps they are
looking to pass this on fo end users?

How offen are assets purchased? Do they want fo improve fime to market?

Would they like to get away from buying annually or quarterly and managing
these purchasing processes?

What is the purchasing process?

Challenged with a lack of
business ag

Are held back by long

procurement cycles
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Identifying the Environment
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Start BOM
Size for day 1, add ~10% buffer

End BOM
Sized for term end, add ~10% buffer

Year over year (YoY)
growth x term length
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Think about your customer and check all that apply

Do you have access fo decision makers in finance and or IT?
Does the customer have a hybrid cloud strafegy?

Does the customer need or would the customer ke fo offload operafional fasks?
—— Does the customer have a need fo keep cerfain applications on-prem?

LCuent cstomer e fonment | s the customer moving applications fo the public cloud?
Is the customer's procurement cycle 3 or more months?

Does the customer have IT budget limitations?

Are the customer's workioad / capacity needs growing?

Does the customer have difficulty forecasting capacity needs?

Does the customer run their storage and or compute af or below 507 utilzation?

C Value of workloads |

What is the customer’s current time to value?
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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 Tech
Care services removed

* HPE Complete software has to be removed; SA
from HILS will determine if it can be added

* Installation will stay
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Customer Information

What industry are they in and what
consumption-based challenges does it
present?

How many users need fo be supported?
What are the types of workloads they may
need to support?

Gathered from:

* Research done before any customer
interaction

Customer purchasing history obtained from
HPEFS or HPE Pointnext Services Customer Finanelal History
Representative

Discovery conversations with fechnical
influencers or ofher non-executive level
influencers

Do they have HPE equipment?

* How have they paid for infrastructure?

+ Does HPEFS have a relationship with the
customer?

* What financial information is available?
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e BT w
—— e
Using Casper, add Basic, Entry, or Standard Coits

T | e[S

e « Assigned account feam « FW/SW analysis and
BOM, add SKU-based installation - Account support plan ‘management
" mnﬂ::mm::wm « Support planning and review ~ 05 patch analysis and. =
or Factory Express « Support activity review ‘management
- Transition Management « System Health Check
et Sarvh « Capacity management and biling * SAN Supportabily assessment
pnt’ tiaches o HEE + Change management -+ Storgetigh-svlabay

+ Enhanced Call Handling techinge

GreenLake Services package after you submit
the BOMs - Operationl and technical advice

=y !

{ "Refer 10 the HPE Pointnext Complete Care datasheet for descriptions of all ]
| avallable deliverables ‘
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© * "Why do you need fo
Inefficiencies are i keep data on-prem?”
slowing you down?" meet variable + “What blind spots do .+ “How long does it take

* “How much time for demand?” i youhaveinyourT | foryouto provision
new projects are you spend?” new resources?”
losing due fo * “Where does your * “How are you
repetitive fasks?” i ? funding fall short?” | forecasting demand?"






OEBPS/images/B000-00-00-00000-0_chap05_i0013.jpg
W oo i1
HPE GreenLake Presales will
add appropriate Information
about all services you are
Including to the SOW

i

Other tools are used fo price
and design A&PS and HPE GMS

|2

HPE GMs
« Solutioned using the MSST/
MSSE toolset
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Understanding Customer
Business Objectives
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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 customer’s desired
utilization

* Don't forget to discuss the results with your
customer

Collector Jobs

65% 323 65%

449 208 2.2
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Integration, smaller
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HPE GreenLake
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Solution Assessment Foundry observes a running environment, then provides current
usage levels that can be used to optimize the transition to HPE GreenLake. SAF
outputs can be fed into Solution Sales Enablement Toolkit (SSET).
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Operational Simplicity Interwoven clouds Centralized management Risk mitigation

[:TTELCEEY T B capacity Ahead of Demand I Time 1o Value (revenue)

Financial Alignment M Rightsizing M Cash Flow Optimization M payperuse M Predictable Pricing

Scaling capability M preempt demand M provision quickly Ml Avold bottlenecks Bl Eliminate overprovisioning
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Designing the Solution and
Building BOMs






OEBPS/images/B000-00-00-00000-0_chap01_i0020.jpg
Have a need for HPE GreenLake
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2) Approves or reject
HPE GreenLake
registration.
dentifies Deal Owner
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Broad ecosystem

HPE expertise

HPE global presence
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Discuss customer requirements with the
sales team

Use discovery and assessment tools as
well as sizers to accurately measure the
current environment

Determine design parameters

Review and understand design
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To be successful with HPE GreenLake,
you must first understand the customer’s
business requirements. Only then can
you adapt the way in which you position
HPE GreenLake services, talloring your
message specifically fo the challenges
you are trying fo solve and the person
you are falking fo

B N

Doug Swann
Wordwide HPE GreenLake Sales
Hewiett Packard Enerprise
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Enterprise

MODULE 2

SELLING THE VALUE OF THE .
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Server On/Off
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Objectives

* Articulate the HPE GreenLake value

The HPE GreenLake Portfolio proposition

* Demonstrate understanding of the HPE
GreenLake portfolio

HPE GreenLake Value Proposition e + Describe available HPE GreenLake

offerings and benefits

° * Identify specific use cases for the different &

HPE GreenLake Use Cases ', offerings within the portfolio. o

* Given a customer scenario, describe best
practices for working within HPE

More HPE GreenLake =+ Position key service offerings that meet

the customer’s unique business and
technical needs.
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HPE GreenLake Presales should be able to explain how cost per
unit is calculated and why not all compute power is used

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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The HPE GreenLake Porifolio






OEBPS/images/B000-00-00-00000-0_chap01_i0028.jpg
Qualifying Customers
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Customer use case and
requirements

.

End BOM files

-~

Sizer output*

-

=X

Export fo
Excel

(Day 1+ Yo¥

Export fo “Term +10% | Export to

Excel Excel
BOM

=

Export fo
Excel

\/,

Rack layout

Rack layout

“When applicable (nly

certain soktions require

szer outputs)
ot sl





OEBPS/images/B000-00-00-00000-0_chap01_i0029.jpg
#3. OPERATIONS (OVER PROVISIONING):

#4. TIME TO VALUE (T-1-V):

#5. EXECUTIVE ACCESS: #6.Does 3 COMPELLING EVENT exist?
#7.GROWTH: #8. PROCESS SIMPLIFICATION:
#9. Where is client on CLOUD journey? #10. CAPACITY GUIDELINES:

#11. CHANNEL PARTNER:

#12. NEXT STEPS.

#13. Why Is HPE GreenLake a fi for this cllent?
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1. FINANCE: What 5 th primary Finoncial Mericuse by th dlen’s iancial 02| [#2.OPERATIONS (ASSET UTILIZATIOND: What s Clo's X Unizaton Rate of
org 1o make decsions? Chosa primary but I morethan one hen 1. ‘Scare || oxisingon-prem T assets I you Know th exact % then st: %
3 - Pybock ROLNGY, o IR 7-25% §-2b10508 3-511075 0-075%
#3.OPERATIONS (OVERPROVISIONING) How much capacty does lert 0| [ TIME TO VALUE 43 How many moniths oo f akefrom “Concept 1o
ypically buy ahead of actual demandiiun ate sage I you know th exact %, care || production for chent 1o rovsion fechnaloa. I you know th exact # ofmarits,
ey hentst: &
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#1. FINANCE:

#3. OPERATIONS (OVER PROVISIONING):

#5. EXECUTIVE ACCESS:

#9. Where s client on CLOUD journey?
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#2. OPERATIONS (ASSET UTILIZATION):

#A4. TIME TO VALUE (T-+V):

=
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#12. NEXT STEPS
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#13. Why Is HPE GreenLake a fit for this dllent?
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List Price BOM

UCID: 1234395
Name: GreenlLake Start_MyCustomer

EARTIRREER SESCRETION
HPE ProLiant DL360 Gen10 6230 2.1GHz 20-core 1P 32GB-R P408i-a 8SFF 800W PS Server
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Check
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What is current utilization?

What is the time to value for workloads?

Is your customer looking fo speed up their time to market through the business?

Are they struggling fo do this with their current IT environment?

Does the entire supply chain process (IT/finance/compliance/HPE /operations)
cause delay in implementing changes to the IT environment?

Held back by an Inefficlent
supply chain

How long is their entire supply chain?

Are they looking fo implement a new solution across their environment, but need a
more controlled timed release of the new technologies?
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Start BOM with buffer sized for day 1 (buffer ~10% of required
capacity)

End BOM with buffer sized for end state of term

End BOM with same products as Start BOM, n larger quantities
Start BOM with same power (phase) as End BOM

Services - 24x7 Tech Care and Install included

* Always remove Proactive Care

* Align the term of Services to the design (3, 4 or 5 years)

* Remove support credifs & fraining

Include Installation Services

* Start BOM installation of start capacity

* End BOM: Installation of end capacity or Installation af start +
all upgrades if prices are different

Include Factory Express when avallable/required
Include A&P Packaged Consulting Services when required

‘The DO will complete this checkist after you submit the BOM; use as a reference fo review your BOM

No use of existing equipment

Most 3rd party products require approval from HPE
Pointnext Services OR process; 3rd party softwara will
require review and inclusion through HILS
Unique UCID for Start and End BOMs
Save UCID as: name must start with the following
+ GreenLake Start
* GreenLake End
Solution design documentation includes
+ Use case, customer requirements, efc.
Sizing outputs from Ninja, SmplVity sizer, efc. for start
and end design
Outputs from 3rd party sizers, f applicable
Rack layout - start and end design
Start and End BOMs

Use of HPE Assessment Foundry for positioning
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Understanding the Opportunity
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When configuring the solution:

1. Select the GreenLake Management
Services Add-On.

The plan prices will adjust automatically
to include the GMS offerings.

2. Review the GMS data sheet for more
information.

View the GMS data sheet here
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* 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
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Sales Process

Identifying HPE GreenLake
Cloud Services

Deslgning and Pricing HPE
GreenLake Solutions

Selecting the Services
Component of the HPE
GreenLake Solution

Completing the HPE
7 GreenLake Solution
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derstanding the Opportunity %
Objectives
* Describe the customer need for
Understanding the Nee Everything-as-a-Service and the
Everything-as-a-Service opportunity It provides.

* Identify customer’s business objectives
that would qualify a customer for HPE
GreenLake solutions.

Understanding Customer Business

Objectives

* Given a customer scenario, describe in
detail the existing environment.

Identifying the Environment

Qualifying Customers
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HPE GreenLake Quick Quote Quotes. Help Account W reeoeme
Select
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HPE NIMBLE
HPE Nimble HF60

Performance Optimized v
Performance Optimized
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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 confent.
N 4 7=/ B N B
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A

Traditional on-prem Public cloud

“aes

Either model leaves this
customer partially unhappy

\

Where do
we deploy
workloads?

How do we pay
Who will
manage it all?

for
infrastructure?
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Assessing and Sizing
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Understanding the Need for
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Create other opportunities thanks to:
* Pre-configured solutions and pricing
* Rapid delivery

Look outside of GLQQ for:

* 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:

* Change orders into other technology
* Third-party solutions and services
* Aruba solutions
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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 307
L inferfere with resolving these issues. 2

cloud spending
Managing cloud spending WASTED*

‘What other problems come up?

* Cloud has an outage

+ Company needs capabilities the provider does not offer
* Customer needs to change providers

tate offhe Cloud Report” Fexera, 2021
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80% of enterprises

have a hybrid cloud
strategy®

61% of organizations

planned fo optimize
cloud costs in 2021*

Hybrid cloud represents a huge opportunity for you
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Objectives

* Describe the process for designing HPE
GreenLake Cloud Services.

= Describe the process for creating BOMs.

* Determine how fo use HPE GreenLake
specific fools.

* Describe the quoting and proposal
process, including the Presales role in
setting customer expectations.

Assessing and Sizing
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Capacity

1.Capacity Management and
Planning features
Including onsite buffer

2.Advanced HPE Metering and
Billing engines, with monthly
invoicing

3.Tallored support and SLAS
‘ensuring uptime and service
expectations met

4Additional capacity on a
Services contract, easing
procurement
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Capacity

1.Capacity Management and
Planning features.
including onsite buffer

2.Advanced HPE Metering and
Billing engines, with monthly
invoicing

Traditional method
of purchasing IT

Customer forecast

3.Tallored support and SLAs 4Additional capacity on a
‘ensuring uptime and service Services confract, easing
‘expectations met procurement
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ROI:
147%

Benefits PV:
$25.0 million

NPV:
$14.9 million

Payback:
<12 months

[
professional
services/
contractor
costs,
$1,500,000

IT resource savings (support, admin,
planning, data engineering),
2,800,000

$25.0 million

Three-year fofal benefits

‘Soutce: The Total Economic Impact™ of HPE Greenl.ake: Business Beneiits and Cost
‘Savings Enabled by HPE GreenLake a comisioned case study by HPE, June 2020

/\/ Time-to-market:
fl[H]

. 75% faster

(2.

30-40%

"0 outside fees: 60%

(b\ IT resource
savings: 40%

alo Reduction in
%
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“HPE is providing us with the foundations upon which everything
else is built.”

—Dennis Nobelius, CEO of Zenuity

“Our IT operations are now more stable, and as a result, we have a
higher level of quality than before, because together with HPE we

have been able to scrutinize the existing environment.”
—Oliver Heid, Head of IT, ERCO GmbH

“HPE GreenLake is a game changer because, among
other reasons, it transforms financial optics.”
—Mac Avancena, CIO of Kern County
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BOM Elements

Product Numbers

Product Description

Product Quantities

Line item List Price

GLQQ/OCA output in Excel

Line item 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

A TECHNICAL CONFIGURATION

L rp—

@ 5wt Program 1 HPE ProLintservers

Reteence ©

Lo updores 23702022

This is just one piece of the

output available
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6LaQ Tool

Propose solution using final approved pricing and proposal documents
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Identify, Register,
and Qualify

ver value prop (Module 2)

Complete qualification
(Module 2)

Prep for engagement and define
customer requirements

PRI Ersure credit check and simple

screening has been done
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TS Support Complex Solution Pricing

Hewlett Packard
Enterprise
Home | Deals | Quotes
CUSTOMER >
QuoteHeader | Envionment | EM  Deliverables  Pricing  (CforGreenlakePricing  (SIF

CASPER (C SKU Mapping Tool: SKU Tool
‘Supported Products List

5] Hardware and Solutions

Include mult-vendar hardware

expandall  collapse all
2] server Hardware

Start Quste (oniguration End Quate (satquration

X8 Blade Servers

+ Storage Hardware
+ Nimble Storage

+ HPE IPARStorage
[E] HPE Alletra Storage
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HPEFS will perform the credit check
o

Bad credit will not necessarily disqualify the deal

Make sure your team gets the customer information Increased risk from bad capital may lead fo increased
and credit check approval early in the cycle prices

L -

Get this information ASAP, at least before bui
the solution
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Identify, Register,
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Preparation
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Pricing &
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Delivery

Deal
Preparation

. Identify the solution design method
. Acquire the Opportunity ID

. Algin with the feam
Ensure you have an
assoclated SFDC ID
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HPE GreenlLake Mainstream Waiver Assesment and Effort Calculator

Solution Achitect email
Date
SFDC/Opportunity ID:
Service Integrator
Service Integrator List

Youremail@hpe com
09/15/21

Start BOM Value Less than 400k §
End BOM Value Lessthan 1.5m §
sites 1
Technologies 1
Reseller or Distributor involved No
Growth frequency 2-Semi-annually
Number of GL Billing Tiers 15
Total devices 0-100
Uplift from Entry or Basic to No - my customer is satisfied with a low
Standard? touch service
GL Service Level Entry
OK for Mainstream Waiver

Deliverable Value to use in Casper
GL Central Customer 050
Implementation and Onboarding
Transition Management 5.00
Change Management 4.00
Capacity Utilisation Report 050
Capacity Planning Meeting 0.00
Total GreenlLake Deliverable Days 10.00
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Customer
is a Systems
Integrator/Service
Provider

Complex
infrastructure and
TCV over
$400,000

STANDARD

Simple infrastructure Complex

& technology: infrastructure &

* < US $400,000 technology:

* < Two sites * > US $400,000

« < Two technologies * Mission-critical

* One country * High customization
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The HPE GreenLake Sales
Process

Sl . QNS

.~ Objectives

« Describe the steps of the sales process
including actions required.

* Describe how the process changes when
Mmm—mw

* Identify deviations in the HPE GreenLake
sales process based on region/role.
= Given a customer scenario, describe best

= Identify situations when learners will be
working with HPE representatives in
different roles.

* Determine when to use HPE GreenLake
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* Work with Account Managers and Solution Archifects to

determine the services your customer needs

* The team will use these tools to configure and quote the services

Advisory &

. Final pricing from HPE

nLake Flexible Quote

Lease Rate Factors 3rd party software
Professional Services
oD (from HPEFS) (from HILS)
Finalizing HPE GreenLake Pricing with
HPE GreenLake Flexible Quote Tool Greer
Hardware and 'HPE GreenLake. HPE GreenLake
software BOM Management Services Service Levels
(from OCA) (from MSST/MSSE) (from Casper)
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Assessment Tools help with assessment and architecture building

6L0Q Tool

| | |

You Input customer Information and the

ool configures the solution from a set
of pre-configured options

=== B \\\“«\

. Theexperts from the Hubs canhep
.. youbulld tart and End BOMs

PRRESIINS Complex Pricing

ur =

Using HPE GreenLake design tools and help from

‘your feam, you bulld Start and End BOMs and use
the Services pricing fools






OEBPS/images/B000-00-00-00000-0_chap06_i0035.jpg
foard Vo5 Type
[HPE Physica Senveds)
[z Stack Tiodes

[HPE B Enclosures /Y Frames/ 1S Chassis R

Volumes of aw storage (n TB9)
en2  Yow3  Yewd Yow

rfomaton

i






OEBPS/images/B000-00-00-00000-0_chap03_i0018.jpg
Cuts the time it takes for pricing, hardware configurations, and quoting from weeks to days \
Ensures correctness of hardware BOMs for HPE GreenlLake

Provides a single engagement point to request the HPE GreenLake BOMs and pricing

Eliminates the need to coordinate all the steps required for budgetary pricing

HPE TecHub

Check with GL lead in your Geo

Hardware about availability
configuration
# a
Adds up to less time managing
processes and more time with
customers
) pS
25
WHAT Is covered
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For complex deals, you will want to build a
through the Opportunity Review process.

Forming the feam
Obtain the Opportunity ID from account lead

! Confact GreenLake Presales Manager via email or OR/

OA process depending on Geo

GreenLake Presales Manager will assign an Engagement
Manager and other team members as needed

Engaging with the team

Schedule a kick off meeting with the team focused on
customer objectives and your vision

y A

Provide a timeline, establish expectations, and
determine roles

Reach out fo product solution architects as needed

Determine rules of engagement so each team member
knows who fo communicate with
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The SOW is a way to articulate your solution design to the customer.

1 HPE GreenLake will generate
approved SOW

2 Review the SOW
* Itis legally bind

sure fo

* It should include all hardware,
software, and services

3 After reviewing It, propose It fo the
customer
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Increased capacity of the same tier

technology at same sifes

Pricing already listed

« Willlst new requested and

reserved capacity

Requires HPE approval if current

usage is less than 90%

Managed by delivery and solution

operations (ot GL solution

architects)

New fechnology, new sites
Requires new pricing
Follows same process as inifial

solution (restart at Position and
Qualify step of cycle)

Managed by HPE GreenLake
Presales
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Whatis the customer's lead country?
Whatis the planned start date of the AMS senvice? [Use format DD.MM.YYYY, e.g. 20.08.2019]
What is the date that the response is due back to the customer? [DD.MM.YYYY]
What is the AMS contract durationfterm [in months]?

‘What currency will this contract be sold in?

What is the number of customer countries in scope?

f mult-country scope, lst other in-scope countries n the free text input area]

f muli-country scope s local biling and invoicing (Yes) or s central imvoicing required (No)?

Has a customer Credit Check been performed?

Whatis the required language for the TOC elivered senvices? [I other, define i free text]

From which ITOC willthe customer be delivered from? [This answer must be confirmed by the TOC]
Is System monitoring in scope?

Is System operations and administration in scope?

Ave technical helpdesk senices in scope?

Is this a standalone AMS solution? [Answer No, if it is part of a DC care solution]

Which (if any) Greenlake solution is this AMS senice a component of?

Are operating system management senvices in scope? [If yes, add details in ‘multiple answers' GUI]

Basic information

Basic information

<
B
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Lead
generation

Provides units of
consumption and direct Gets annuity Pays through
fulfillment sfream + rebate channel monthly
Gets annuity
stream + rebate

HPE will not share pricing,
proposal or completed Partners then add their
SOW Order Form with the margin fo the unit cost
end-user

The hardware order is
always between HPE and
the customer

Partners may create the

SOW and BOMs
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Closure & Deliver and Support & Expand

Follow the approval process In your
Geo
Deal
Preparation Ensure Order Booking Is
performed
- Transition to dellvery
Perform the change process
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v Select services that align to the HPE
Exav’:‘l’::ﬁ-l%sE‘PGsr:::Ig'l‘(g:\;aa;:Sllgn | GreenLake cloud services you are proposing

Identify customer use cases and recommend
services that align to each use case

A&PS Experts to support the

In Seismic, download “A&PS & GMS Service
Alignment with HPE GreenLake Cloud Services™
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Needs:

* Keep pace with exceptional market * Successfully grew capacity 6-7x

growth more quickly than expected
+ Maintain regulatory compliance * Sent one time passwords (OTPs) in
<55 90% of the time

* Reduce procurement lag

* Lowered capital expenditure by 55%
* Modernize and optimize datacenter P et 4

and DC footprint by 65%
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Cloud Economics
Align IT costs to business demands
Reduce overprovisioning and TCO
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Choosing the Right HPE GreenLake
Services

a !
Objectives

* Position key service offerings that meet
the customer’s unique business and
technical needs.

* Given a customer scenario, describe best
practices for working within HPE.

* Determine when to use HPE GreenLake
‘specific tools.

* Describe the process for incorporating
services into the design of an HPE
GreenLake solution.

* Identify and describe the process for

building the services and solution design
into the price to win.

o n
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Business agility
Accelerate app and services

Simplified IT
Free up IT fo do their
best work >

Greater control and
better scalability. -
risk, and cost

Cloud economics

No up front capital outlay, no.
‘overprovisioning, variable cost
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Implemented prior fo deployment Implemented after deployment
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HPE Advisory and HPE GreenlLake HPE GreenLake
Professional Services Service Levels Management
(A&PS) Services (GMS)
Consulting, transformational, Proactive and environmental Management of HPE
migration, and infegration support services GreenLake solutions
services &
b

{

Built in E3T and Configured in Casper & Built in MSST/MSSE &
added in HPE GreenLake added in HPE GreenLake added in HPE Greenlake
Flexible Quote Flexible Quote Flexible Quote
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Configuration  Billing Tier UoM Band 1 Band 2 Band 3 Band 4
15,081 - 20946 -
— SY480- e Volume  0- 15080 20945 2600 26,810+
” 1024GB Unit
Price 224 1.14 2,04 2,02
Volume 0-4
Price. 304.01 0.00 0.00 0.00
: . 480 - R
Unit pricing willdrive HPE (SAANSN Server
T e Pice  574.26 0.00 0.00 0.00
business case comparison e T
Primera § Volume  0- 842353 00 Goigor 1591898+
Storage 650/4 7.86TB  GiB
disks Price 0.0624 0.0578 0.0426 0.0476
468,000 - 702,000 -
S Volume  0- 467,999 701,00 935,080 936,000+
Storage 5260 GB

Price  0.0282 0.0248 0.0214 0.019%
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Units of Measure = 1 GB of RAM Actual usage = 90%
Units deployed = 6,530 units Reserved capacity= 80%

Configuration | _Billing Tier | Unit of Measure

Band 2 Band 3

Synergy a0 @

Actual Usage 90% usage of 6,530 units deployed — 5,877 units used

Reserved Capacity 807% usage of 6,530 units deployed = 5,224 unitsreserved
————————————————————————————————————————
Choose the higher value (5,877) Determine which band (Band 1)

the capacity value falls under

5,877 units in baseline X $1.50 price per unit in band 1 $8,815.50 invoice
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You need to determine if your customer
has any preferences or needs regarding
the terms of the deal.

BT .

You need to communicate fo your
customer and account team the affects of
changing deal terms.

System Term
and Payment
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In this module you learned

* Best practices for assessing, sizing,
designing, and pricing HPE
GreenLake solutions

|
In the next module you will

* How to work with your team to
choose the right services for your
customer, design the services
solution, and price to win.
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Designing the HPE GreenLake
Services Component
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Accelerate transltion with support
for protection from data security
& environmental regulatory risks

Monetize existing IT assefs with
sale/leaseback options

Use value from retired assets fo
fund future IT with HPE Asset
Upcycling Services

Generate cash
from existing assets

e — —\

Increase agility to
accelerate innovation

I | S——

Obtain real-time insights

Deliver sustainable
solutions

=<1 1Ll
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* HPE Pointnext Services * GMS Services for other offerings

* Other services available through } ’n‘ ‘ * Flexible financing solutions from HPEFS
HPE GreenLake Central * Networking-as-a-Service from Aruba

HPE GreenLake Management Services (GMS)
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DiGITAL SECURITY, RISK & TECHNOLOGY VALUE
| TRansFoRMATION COMPLIANCE OPTIMIZATION
g
+ Safe pair of hands * Managed |+ Hybrid Cloud * Unified + Placement
* | tounrm Security .| Economics Management recommendations
* Continuous * Managed IT 3 (FinOps) xpariance across * Optimize
| improvement Compliance " | * Hardware Lifecycle Multi-cloud multi « Industry Standard
+ Evolution & * Managed &Obsolescence i Application (eg.
Acceleration Backup & » Software Asset * Native doud ‘SAP, NonStop,
Disaster Management Integrations EPIO)
Recovery * Private Cloud,

AWS, Azure, GCP.
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Operational Support Services

Personalized, predictive support that delivers
effective responses fo evolving business needs:
* HPE Pointnext Tech Care

* HPE Pointnext Complete Care

Expert advice and implementation

o fake digifal transformation to

the next level.

* Cloud consulting services

* Hybrid edge consumption

* Network, workplace, and loT
services

Modernized IT Platforms

* Security and protection services

* Education and management of

change

+ Al and data services

« Containerization services

SAP services
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Unified Consumption Customer Experience
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Middleware
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Continuous Cost Control

N

} Financial monitoring and
optimization in the cloud

Evaluati ud cost
performance over time

« Optimization recommendations

B - Business event monitoring

ol

Continuous Compliance & HPE Right Mix Advisor

-
L
Visibility and alerting for
compliance in the cloud

Advisory services for hybrid
cloud app migration strategy

Depict future hybrid cloud estate

Support from team of cloud

compliance architects _
Expose app dependencies

Ongoing evaluation of key
regulatory controls

Provide di ry, anal
migration plan for apps
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Platform as a service
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‘GMS Capabilities

Software as a service
(GMs with 3" party software services)
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‘Management services

Take customers on an ‘as-a-Service’ journey
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Discover Analyze Free up funds Plan & Migrate
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Program Opportunity Engine  (Circular Economy) Professional Services o
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Transform your customer’s existing environment To be delivered ‘as-a-Service’
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Benefits:

* Public cloud UX via on-prem
hardware

* Support 1000s of DevOps engineers
* Build a carbon-negative data center

* Desired user experience at a fraction

/ ! of the cost
r/ l / * Only paid for storage capacity used

.' t ¥ * Reduced carbon footprint—and TCO
Y&/
‘.\/ l«‘ :

HPE GreenLake's financial engineering helps with:
1 rar - me
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Ideal entry polnt ' j Enhance customer
- 1 experience of purchase/
© ' \ ownership
' Design, bulld i
Shape customer H and run key !
transformation i Initiatives '
Strategy with i !

Strategic 4 Nature of the customer relationship with HPE.
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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

== ‘.‘-«.

™ High growth " Varlability in demand
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HPE GreenlLake

Mandafory Services
Configurable services

Optional add-ons

HPE GreenLake HPE GreenLake
Entry Basic Standard

Enhanced Incident Management
Base Product Support (HPE Poinfnext TechCare Support)
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Needs:

* Gather, store, organize, and analyze ’ Benefits:
data from test vehicles and dev * Edge computing along with standard
centers storage and compute services

* Infrastructure that supports Al and * HPE Apollo and ProLiant delivered
HPC workloads o " as-a-Service, managed by Pointnext

HPE GreenLake's holistic capabilities help with:

D, View the case study here
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Standard

* Gold standard of support
services experience

* Support services level for
most HPE GreenLake cloud
services solutions

Standard :
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Tool / Platform
Excellence
Compliance: 150 27001, CMMI

L3, SAS, SoC certified
SSAE 16 atestations

Domain segregation
of customer data

Encrypted data
in-transit using TLS

24x7x365 cloud operations
and support

Alpharetta Costa Rica

Public / Hybrid Cloud NAMS]

Azure and AWS - MSP and CSP

Improved efficiency

35%

More efficient
IT team®

Security, Risk, and Compliance
Expertise and Managed Services

200+ Training Inferventions / Yr

“TSIA Star Award for Innovation
2019,2020,2021

200+ Standard Operating
Procedures

Tunis.
France,
MEM,
EUROPE

Milan
taly

SofiaSingapore Cape Town Bangalore Tokyo Australia
DACH, UKI/MESA AP),EMEA, Japan
EMEA AMS

>99%
“Time fo Inifial Response &
“Time fo Resolution

LAC, Spain,
NAMS

singapore

Lower costs

287%

The Business Value o HPE GreenLake Management Servies Ji. 2020

Simplified IT

41/ Less time spent
/0 *keeping the

lights o

Greater rellability

850/ Less unplanned
/0 downtime?

oned sudy conducted by 10

3-year
ROI
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Deliver value prop & Fill Qualification Questionnaire (Module 2)
Prep for engagement and define customer requirements
Ensure a credif check or simple screening has been done

| identity the solution design method
Acquire the Opportunity ID from Account Lead and Build the Team
Ensure there Is an associated SFDC ID

Account Manager
Account Manager and Presales/HPE GreenL ake Presales.
Account Manager

Account Manager and Presales/HPE GreenL ake Presales

Account Manager
Account Manager

Define design parameters for the HPE GreenLake pricing process

Account Manager and Presales/HPE GreenLake Presales

Select predefined GLQQ option Gif applicable)

Account Manager/HPE GreenLake Sales

Size and price solution (define capacity, configure hw, and submit)

Presales/HPE GreenL ake Presales/Solution Hub.

. Receive pricing and proposal documentation from GLQQ/HPE GreenLake

Account Manager/HPE GreenLake Sales

Follow the OBR approval process

Account Manager and Presales/HPE GreenLake Presales

Transition fo delivery

8

|
- Perform the change order process

Consumption Service Specialist (CSS)/Solutions
Operations/Delivery Partner/Delivery/HPEFS

Delivery/Solution Operations for Simple Change Order or
Presales for a Complex Change Order
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HPE Cloud Physics
MSST/MSSE
Customer Asset Program E
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GREENLAKE + EiaAGBRI

HPE GREENLAKE
SALES - MANAGER
ni Iness. Delivery & Supporting
HIT/ Aruba I Oroar akcs Pursudt ] Su Function
[ GreenLake Pursutt sA° | [Business Manager | “Account Delivery
HIT - Manager
Account-assigned Presales e =3 Advisory &
parson (EA or SA) [ | T Professlonal Services
Product Sales Specialist | DC Facility Consulting Delivery
Product SA' Lead Pursuit SA| GMS Delivery Manager
(Compute, MCS, Storage, SME Pursult SA (MCS, BURA, CTP, “Advise and
BURA DC Migration, Storage, Network, etc). Traslons Piiciice
HIT GreenLake champlon Pursuit Manager
Strategist/

=
‘Sales Specialist
Sales SA

GMS Sirategist
GMs Business Developer






OEBPS/images/B000-00-00-00000-0_chap03_i0021.jpg
Make sure you know:

Who in HPEFS is If there is existing

assigned and has a equipment that will The clfs.'omer is
s be a part of the qualified for
relationship with :
HPE GreenLake financing
the customer 5
solution
Get HPEFS help! * They know this conversation * They likely have existing history with the customer






OEBPS/images/B000-00-00-00000-0_chap03_i0022.jpg
'WHEN to
engage

Learn about the offerings
vallable with Lifecycl

Connect with A&PS pursuit
‘teams in your GEO

Acces:

educational

Complete the Digital Next
Advisory curriculum

‘Connect with your local
Digital Next Advisors

Engage with AGPS when you first identify an opportunity

S Sy

P






OEBPS/images/B000-00-00-00000-0_chap04_i0010.jpg
Unified, self-service
. .2 dashboard with

choice of tools
-
Avallable through HPE GreenLake
Central

HPE GreenLake Central

Cost controls o optimize
spend across clouds
Avallable through
HPE GreenLake
Central

®

_ Allow users to quickly

and easily provision,
monitor, and manage
workloads across the
data center and

= clouds.

Avallable with HPE GreenLake for
Private Cloud Enterprise





OEBPS/images/B000-00-00-00000-0_chap04_i0011.jpg
Greater visibility into IT Accurate forecasting of






OEBPS/images/B000-00-00-00000-0_chap04_i0006.jpg
CLOUD SERVICES






OEBPS/images/B000-00-00-00000-0_chap04_i0007.jpg





OEBPS/images/B000-00-00-00000-0_chap04_i0008.jpg





OEBPS/images/B000-00-00-00000-0_chap04_i0009.jpg
Unified cloud
experience

Easy access fo
applications for
managing their
solutions, support,
and consumption

=

(it

Aruba networking

HPE Discover 2022

cow @






OEBPS/images/B000-00-00-00000-0_chap04_i0002.jpg
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* Determine the correct sales process and
HPE tools for customers’ unique business
and technical needs

* Describe the process for designing
solutions using the HPE GLQQ tool

* Describe the available HPE GreenLake
offerings and benefits

* Describe key building blocks for HPE
GreenLake solutions.

* Tailor the solution fo meet customer
business and technical needs
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