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Welcome to the Selling HPE Edge-to-Cloud Solutions certification course!
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This course includes five modules. Module 1 explores how HPE helps companies adopt the data-first modernization strategy they need to not just survive but thrive in a market driven by digital transformation. Module 2 introduces the HPE storage and data protection solutions that lay the foundation for customers’ data-first modernization journey, while Module 3 focuses on the HPE data analytics solutions that help companies obtain real value from their data. Module 4 continues with the HPE compute solutions that provide the processing power that drives customers’ efforts. And finally Module 5 introduces HPE GreenLake, which provides the innovative as-a-service solutions customers are looking for to accelerate their journey.


Module 1: HPE Strategy and Innovation
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Companies are generating more data than ever before, and they are under increasing pressure to extract competitive value from their ever-expanding data stores. Module 1 examines how HPE helps companies adopt a data-first modernization strategy that can help them spur growth and industry leadership.

Topic 1: Why Digital Transformation Still Matters
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In Topic 1, you will review the advantages that companies leading the way in digital transformation and sustainability efforts enjoy; you will also study the obstacles that companies lagging behind in these efforts must surmount to keep pace.

The digital transformation gap is widening
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Investment in digital transformation (or DX) has increased substantially. IDC places global DX spending in 2022 at US $1.8 trillion, which represents a 17.6% increase since 2021. (IDC, “Worldwide Digital Transformation Investments Forecast,” May 12, 2022.)

This increase in DX spending is not surprising. As Gartner explains, “Organizations ... have to adopt and accelerate digitalization ... to preserve the business and the future of the business.” And companies appear to have embraced this new reality: Gartner research reveals that 91% of businesses are engaged in some form of a digital initiative, with 87% of business leaders saying digitalization is a priority. (Gartner, “Digital Business Transformation Questions Gartner Can Answer,” 2021.)

What is surprising is that despite their clear commitment to DX initiatives, many companies are falling short of achieving their goals. And the gap—indicated by a company’s overall success—is widening between companies leading the DX efforts and those falling behind.

In a recent study, Accenture compared results from their 2019 and 2021 surveys of C-suite executives across 20 industries and 25 countries. The study reveals that COVID-19 increased the rate of tech adoption—but not equally among all businesses. Accenture identified 10% of the organizations it surveyed as “leaders” in their digital transformation efforts. Leaders, according to Accenture, doubled down on their tech investments between 2020 and 2021. (Accenture, “Make the Leap, Take the Lead: Tech Strategies for Innovation and Growth,” 2021.)

Meanwhile, Accenture identified the bottom 25% of organizations surveyed as “laggards,” again based on the relative strength of their digital transformation efforts. Laggards invested in newer technologies during the pandemic “just to keep their companies operational,” rather than focusing on innovation. (Accenture, “Make the Leap, Take the Lead: Tech Strategies for Innovation and Growth,” 2021.)

Using the same model from 2019 for comparing the progress of leaders to the progress of laggards, Accenture found that leaders are now growing 5x faster than laggards—compared to only a 2x faster growth in 2019. Laggards, Accenture points out, are busy “playing catchup” and thus falling further and further behind. (Accenture, “Make the Leap, Take the Lead: Tech Strategies for Innovation and Growth,” 2021.)

What leaders know
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So, what do these leaders know? They know that data is the lifeforce that is essential for activating next-generation operating and business models. They also know that getting a handle on data management is critical to their ongoing success. Armed with that knowledge, they started before their peers to invest in streamlining data management—putting data first. Doing so enables them to mine their data for insights that help them in myriad ways:

For example, data insights allow leaders to deliver rich end-user experiences across billions of moments. According to the previously mentioned Accenture study, 66% of leaders in DX initiatives (versus only 48% of laggards) are actively creating new and meaningful experiences for users. (Accenture, “Make the Leap, Take the Lead: Tech Strategies for Innovation and Growth,” 2021.)

Data insights also empower companies by accelerating the rate at which they make informed decisions. Insights help companies quickly identify where and how to automate or improve processes, which in turn can accelerate and enhance customers’ purchasing experience.

With data insights, companies can uncover and analyze patterns, helping them “see around corners” to predict future outcomes.

Crux of the matter
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HPE believes that DX initiatives hinge on a company’s ability to embrace a data-first modernization strategy everywhere data lives. Whether on-prem, in the cloud, or at the edge, companies must have easy, real-time access to data insights to thrive.

But several obstacles can hinder companies from capitalizing on their data:

First, data is in disarray. It’s scattered across a sprawl of multi-generational IT systems that create disconnected data silos throughout the organization. Consequently, companies struggle to put that data to work.

Second, data’s value is often trapped. Business-critical legacy systems and fragmented models operate under an outdated paradigm that undervalues data as an asset; this makes it difficult to unlock data’s value.

Third, data is being generated at the edge at unprecedented rates—primarily due to the explosion of the Internet of Things (IoT). Analyzing massive amounts of data at the edge is difficult, particularly because it is often critical to gain and act upon insights in real time.

Fourth, companies must deal with migration headaches. Moving data between environments—on-prem data centers, colocations, the cloud, and the edge—is costly and complex. Yet data must be always available, quickly accessible, and verifiably protected to power applications, ensure compliance, and engender business agility.

Data-first modernization has to happen everywhere that data lives and requires a unified operating model, so considerations regarding data placement and portability are paramount.

A shift in focus
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The first step toward data-first modernization demands a shift in focus.

Until now, companies have been focused on infrastructure—and that focus has sufficed. They have been managing their data silos across multi-generational IT. They have been migrating manual processes to digital automation. And they have been embracing a cloud-first mandate.

But to thrive in today’s world, companies need to shift their focus on infrastructure to a focus on data. They must adopt a data-centric mentality and eliminate data silos. They must gain control over their data, wherever it lives, for true business agility. They must seek to extract insights that will help them deliver differentiated experiences across their diverse digital landscape and accelerate the pace of decision making across their enterprise.

Companies must embrace this data-first modernization strategy in order to not just survive but thrive in today’s competitive landscape. Prioritizing data management is key to keeping pace with changing business requirements, which, in turn, is the only way companies can leap ahead of their competition.

Recent research from Enterprise Strategy Group conducted in partnership with HPE supports the claim that pursuing a data-first strategy delivers significant advantages for both IT and the businesses they serve. ESG surveyed 750 businesses around the world to develop a maturity model that can discern the attributes of and quantify the differences between those who are furthest along in being data first and those that are not. Just 13% of the companies surveyed qualified as data-first leaders, and these leaders are experiencing quantifiable advantages over their competitors. Among other advantages, data-first leaders move faster. They are 20x more likely to beat their competitors to market, and 11.5x more likely to surpass revenue goals by more than 10%. (“What Sets Today’s Data-First Leaders Apart from the Rest,” Enterprise Strategy Group YouTube video, Jan 13, 2022.)

Sustainability goals
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Like digital transformation, incorporating sustainability practices across all business facets is becoming essential to remaining relevant and competitive in any industry today. “Corporate sustainability isn’t just here to stay,” explains Bjoern Stengel of IDC, “it is becoming a business imperative for organizations around the world.” (“IDC FutureScape: Worldwide Sustainability 2022 Predictions,” IDC Abstract, Oct. 2021.)

Generally speaking, sustainability connotes a company’s relationship to the environment. Companies that score high in sustainability commit to environmentally focused business practices to ensure that they meet the company’s current needs without compromising the ability of future generations to meet their needs. Once considered to be the domain of conservationists, environmental conscientiousness is becoming the corporate norm. For example, nearly 97% of US companies have sustainability projects in place—including HPE. HPE is proud to be listed among the Corporate Knights 2022 Global 100, an index of the world’s cleanest companies. (“Sustainability Management Report: An Inside Look at How United States Corporations Manage Sustainability,” ROI Marketing Institute, 2021.)

But the concept of sustainability extends beyond its environmental emphasis on reducing carbon footprint, water use, plastics, and waste-intensive processes. Sustainability is also closely associated with ESG, or environmental, social, and governance reporting. ESG reporting refers to a company’s disclosure of environmental, social, and corporate governance data.

Social reporting is a way to demonstrate a company’s relationships with its employees, shareholders, and community. The idea is that by treating these groups responsibly and ethically, companies ensure sustainable relationships.

Companies who rate high in ESG performance are more likely than their peers to garner investors, reward shareholders, and attract talent. In fact, 85% of investors now consider non-financial ESG factors as part of their routine process for identifying companies’ potential risk and growth. (“The ESG Imperative: 7 Factors for Finance Leaders to Consider,” Gartner, June 10, 2021.) And 83% of C-suite leaders believe in the profitability of their ESG initiatives, which they believe will contribute more shareholder value in five years than today. (“The ESG Premium: New Perspectives on Value and Performance,” McKinsey, Feb 12, 2020.)

Our business and ESG strategies are inextricably linked

At HPE, our business and ESG strategies are inextricably linked.

The list below highlights how HPE is practicing and profiting from ESG strategies.


■ More 30% energy savings with HPE GreenLake vs. traditional capex models1

■ Recovered 3.1 million IT assets in 2020, refurbishing 87% for a second life1

■ Committed to becoming a net zero enterprise by 2050

■ Sustainability-related customer engagements contributed to approximately US $847 million in 2020 net revenue

■ Approximately 50% of HPE’s portfolio has sustainability and IT efficiency attributes

■ Launched the Low-Carbon Patent Pledge
HPE made key patents available royalty-free to accelerate the adoption of low-carbon technologies. Other companies such as Microsoft have also made the pledge. (See https://www.hpe.com/us/en/newsroom/press-release/2021/04/hewlett-packard-enterprise-facebook-and-microsoft-grant-free-patent-access-for-low-carbon-innovators.html.)



(List based on HPE internal research.)

Learning check

What are two reasons why companies must adopt data-first modernization? (Select two.)


a.It is the only way for companies to achieve or exceed their revenue objectives.

b.It helps companies reduce their IT budgets by as much as 10%.

c.It enables them to extract insights from their data more quickly.

d.It allows them to keep up with changing business requirements.

e.It reduces the amount of data that companies need to store long term.



Answers to the learning check are provided on the next page.

Answers to Learning check

What are two reasons why companies must adopt data-first modernization? (Select two.)


a.It is the only way for companies to achieve or exceed their revenue objectives.

b.It helps companies reduce their IT budgets by as much as 10%.

c.It enables them to extract insights from their data more quickly.

d.It allows them to keep up with changing business requirements.

e.It reduces the amount of data that companies need to store long term.



Topic 2: Fast Forward Data-First Modernization with HPE
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Topic 2 explains how HPE is uniquely positioned to help companies gain speed on the road to data-first modernization.

Five data-first modernization imperatives
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As customers plan their data-first modernization, HPE believes they must embrace five imperatives.

First, data is a core asset and must be controlled everywhere it lives. Companies can no longer afford to backhaul data to the data center and analyze it in hindsight; they need insights in real time.

Second, data is everywhere. Historically, access to data was restricted by limited connectivity; now connectivity is affordable and capable of operating at digital speed. So today, data must be accessible at digital speed from its native location. Trapped data is an unacceptable disadvantage, and movement of data must be frictionless.

Third, data has rights and sovereignty. It must be governed and protected to maintain its integrity and ensure compliance with data regulations, which vary based on state, province, region, and country. To remain compliant, companies must maintain control over their data and be able to prove their control.

Fourth, a cloud-everywhere model is essential and future proof. It ensures that companies retain the freedom to choose the best location for their data and workloads. And it empowers companies to industrialize their data supply chain.

Fifth, data must be unified. The disparate, multiple operations model is defunct. What companies need now is an integrated, unified operations model in order to facilitate obtaining data insights, achieving business agility, and improving outcomes.

As you will learn in this module and those that follow, HPE helps customers achieve these imperatives.

Why HPE?
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HPE is uniquely positioned to help companies fast-forward their data-first modernization initiatives.

HPE delivers “your cloud, your way.” Companies no longer need to deliberate over which applications to port to the cloud: HPE GreenLake brings the cloud experience to companies’ applications and data—wherever they live. Additionally, HPE GreenLake provides a unified cloud experience for all their workloads— whether they run at the edge, in multiple public clouds, colocations, or on-prem.

HPE also enables companies to control their data, wherever it lives. Data can reside where it drives the best business outcomes, giving companies freedom of access while minimizing the need for complex and costly data migration. Companies’ data is always protected and governed across jurisdictions, ensuring it is only used as intended.

We enable companies to modernize their multi-generational IT. As a global, principled partner with expertise, HPE accelerates companies’ DX efforts. We bring deep knowledge and experience, built over decades of solving the toughest IT operational and data management challenges, spanning edge to cloud. HPE and our global partners work with companies to help shape their data modernization approach with proven methodologies.

HPE GreenLake: The cloud that comes to you
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HPE understands that customers need a cloud that comes to them, anywhere and everywhere. As-a-service delivery acts as the engine that moves the cloud to our customers. Whatever reasons customers have for keeping workloads on-prem—whether data gravity, concerns with performance and availability, or desire for greater control—HPE GreenLake brings the benefits of cloud there. HPE GreenLake also integrates with public cloud solutions to form the hybrid, multi-cloud platform that customers need.

With a pay-per-use financing model, HPE GreenLake helps companies take a strategic approach to their infrastructure investments. They can reduce over-provisioning and closely align spending per-month with usage. In this way, the composite HPE GreenLake customer in a Forrester survey reduced total cost of ownership by 45%. Self-service provisioning and options for service-provider management help companies accelerate projects and focus on innovation. By shortening their time-to-market by 80%, they can edge out the competition, generate more revenue, and achieve as much as a 161% ROI. (Forrester, “The Total Economic Impact of HPE GreenLake,” May 2022.)

HPE GreenLake: Powering a new wave of innovation
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HPE GreenLake is powering a new wave of innovation by facilitating and accelerating data insights. “Insights create innovations with the power to advance the way we all live and work,” HPE President and CEO Antonio Neri explains.

The following examples show how HPE GreenLake is helping companies succeed:

Patrick Terminals

As the leading container terminal operator in Australia, Patrick Terminals needed to increase the efficiency, agility, and reliability of their automated systems. The company adopted HPE GreenLake cloud services to ensure reliable loading and unloading. HPE GreenLake cloud services gave Patrick Terminals the agility they needed to innovate and respond to changing business demands. They improved terminal operational efficiency, providing support for greater automation and enabling new services for customers. They also strengthened security.

LyondellBasell

LyondellBasell is partnering with HPE to drive sustainable digital transformation for improving efficiency and agility with HPE GreenLake cloud services. By creating a new data center with HPE GreenLake cloud services, LyondellBasell significantly reduced their carbon footprint while simultaneously improving business efficiency. The company also enabled collaboration and expanded value creation.

Zenseact

Zenseact partners with HPE for the AI and HPC infrastructure required for the development of their next-generation autonomous driving systems. The company uses HPE’s HPC solutions as a service through HPE GreenLake to analyze the hundreds of petabytes of data generated globally from its network of test vehicles and software development centers. The results power 10,000 safety simulations per second.

For more information about these and other HPE GreenLake customers, click here.

HPE helps advance your customers’ sustainable future
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HPE is committed to helping companies advance a sustainable future. “Our biggest opportunity to have an impact on the planet,” says Antonio Neri, “is by enabling you to transform and modernize sustainability.”

HPE is a purpose-driven partner for sustainable innovation to enhance your brand and reputation—and fuel your purpose. We believe that your global responsibility should enhance that purpose—not distract from it.

At HPE, we’re building on 30 years of proven leadership in sustainability. To build efficiency into our product portfolio, we launched our recycling program in 1987 and our Design for Environment (DfE) in 1992. We have been improving and expanding our sustainability practices ever since.

We don’t simply follow best practices; we develop them. We set ambitious targets and standards: We were one of the first IT companies to align our operational and supply chain climate targets to the global Paris climate accord. And we were the first IT company to require the direct employment of foreign migrant workers in our supply chain, a critical practice in the fight against forced labor. We founded the world’s largest corporate sustainability coalitions, such as Responsible Business Alliance (RBA) and Renewable Energy Buyers Alliance (REBA).

Innovation is what we do. We’re one of the leading companies focused on transformational low-carbon technologies, with over 6000+ patents filed since 2000.

We are ranked among top IT companies on both global and US-centric indices tracking corporate sustainability efforts, including the Dow Jones Sustainability Index, Forbes’ JUST 100, and Corporate Knights’ Global 100. Our sustainability consultants share best practices to help any company leverage our sustainable IT strategy as their own.

Fast-forward your customers’ digital transformation, sustainably
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HPE helps companies fast-forward their digital transformation and elevate their position in the circular economy. Designed to help companies become more sustainable, the circular economy calls for companies to eliminate waste and pollution, circulate products and materials, and regenerate nature.

HPE enables companies to create circularity by helping them extend the useful life of tech assets and upcycle what they no longer need and find untapped value in IT. We can buy aging IT assets (with residual value) and help customers infuse capital back into their businesses.

We also help companies operate at peak efficiency by addressing the inefficiencies of today’s multi-generational IT environments. This includes addressing underutilized, overprovisioned environments by modernizing in ways that lower energy use and costs. We look at our customers’ environments holistically, across all apps and data to help at any stage of the DX journey.

Further, we enhance tracking and transparency by managing assets across the lifecycle and including safe disposal. We adhere to compliance and regulatory requirements and facilitate reporting. We help companies report their sustainability metrics with a Circular Economy Report. And, with HPE GreenLake, we provide continuous monitoring of governance, risk, and compliance across multi-cloud environments.

Our customers are realizing as much as 25% savings by funding their transformation through our platform refresh program. (HPE customer stated benefits; results vary.) They are saving as much as 30% on energy consumption and costs with HPE GreenLake. (Reference Guide: Energy Cost Savings of HPE GreenLake Versus Traditional CAPEX Purchase Methodology, 2021.) Additionally, with our colocation partners, our customers’ IT infrastructure can be deployed in energy-efficient facilities to optimize power draw, space, and cooling.

Learning check

What is one way HPE helps companies fast-forward their data-first initiatives?


a.HPE reduces companies’ reliance on AI and ML, making it easier to unlock the value of their data.

b.HPE extends public cloud data protection to on-prem data stores.

c.HPE eliminates the need for processing data at the edge by making data centers more efficient.

d.HPE GreenLake provides a unified cloud experience, no matter where workloads run.



The answer to the learning check is provided on the next page.

Answer to Learning check

What is one way HPE helps companies fast-forward their data-first initiatives?


a.HPE reduces companies’ reliance on AI and ML, making it easier to unlock the value of their data.

b.HPE extends public cloud data protection to on-prem data stores.

c.HPE eliminates the need for processing data at the edge by making data centers more efficient.

d.HPE GreenLake provides a unified cloud experience, no matter where workloads run.



Topic 3: Multiple Sales Motions
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In Topic 3, you will explore the sales motions available via your role as enterprise solutions advisor. Extending your reach beyond selling tangible products affords the flexibility to adapt your strategy to suit your customers’ needs and to expand your revenue stream.

Give your customers another option
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Customers often think that they have two choices: purchase on-prem infrastructure up front or purchase public cloud services with a pay-as-you-go model. But HPE gives you the opportunity to offer more than this either-or proposition with a third, enticing option: HPE GreenLake. Through HPE GreenLake, you can offer customers HPE solutions that are delivered as a service.

This as-a-service sales motion opens up new opportunities for you to pursue. Consider this: you are unlikely to convert a cloud-first customer to a traditional on-prem customer—nor would you want to do so. But you might very well convert a cloud-first customer to a cloud-everywhere customer with HPE GreenLake; likewise, you might induce a customer happy with traditional on-prem purchases to experience the advantages of hybrid cloud with HPE GreenLake.

HPE GreenLake continues to grow
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HPE GreenLake is likely to resonate with your customers and offers you the opportunity to introduce, increase, or transition to a recurring revenue model.

In an August 2022 interview, HPE President and CEO Antonio Neri claims that “customers have voted by moving their data and workloads to HPE GreenLake,” which now has 65,000 customers and 120,000 users. What is arguably of even greater interest to you is that more than 900 partners now sell HPE GreenLake, “up 60 percent year over year.” In the third quarter of 2022, sales growth for HPE GreenLake was 155%, “the second consecutive triple-digit growth quarter.”

By August 2022, this rapid growth had translated to over US $7.1 billion in total contract value—more than double the 2019 value of $3.1 billion. If you have not already done so, you can join these partners and start taking your share of the recurring revenue. (CRN, “HPE’s Antonio Neri: A Drive to Go ‘Further and Faster,’” Aug. 1, 2022.)

HPE wants to help adopt an as-a-service sales approach
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Because on-prem, as-a-service solutions are relatively new, customers might not realize that they need them until someone first presents the option and second explains the value. You want to maximize your chances of being the solutions advisor that introduces customers to the benefits of as-a-service solutions. If you assume a traditional sales stance and deliver a story tailored to suit an upfront purchase, you could lose the customer to another reseller.

HPE wants to help you adopt an as-a-service approach by providing the tools and expertise you need to sell HPE GreenLake. To accelerate the quoting process, we have created a number of predefined solutions that you can select and order as easily as you would order a product by indicating a SKU. If you need to accommodate requests that require customization, you can ask your PBM to put you in contact with HPE GreenLake experts to help you create the solution. As you work with the customer to fine tune the HPE GreenLake solution best suited to their needs, look for any gaps that you might fill by adding your own services.

You will learn more about HPE GreenLake in Module 5.

Continue to excel with the traditional sales motion
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Traditional upfront sales will likely remain a critical part of your business because some customers prefer this approach. They might already have capital funding set aside for on-prem solutions. They might want to manage solutions in-house. Whatever the reason for their preference, HPE fully supports you in continuing to sell in the ways that make most sense to you and your customers.

As you know, the success of these sales processes often hinge on a sales professional’s ability to connect the quality and value of HPE solutions to helping customers achieve their business objectives. Modules 2, 3, and 4 will help you make these connections for HPE compute, storage, and software solutions.

Embrace the future with HPE
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As American poet Mark Strand once said, “The future is always beginning now.” By partnering with HPE, you embrace the future, galvanized by the company that is uniquely positioned to help your customers gain speed on the road to data-first modernization. Together, you and HPE will guide customers on that journey. You will serve as their trusted advisor, pointing them in the right direction by demonstrating the business benefits of a data-first strategy. You will empower them by introducing the products and services—yours and HPE’s—they need to complete their digital transformation, as they must.

You will join HPE in positively impacting the future by validating that businesses supporting ESG practices are not just surviving but thriving. You will show customers the proof that, by default, HPE GreenLake as-a-service solutions exemplify sustainability. And you will explore the new sales motions required to sell those as-a-service solutions to ensure your continuing relevance as an enterprise networking solutions advisor.

Welcome to the first day of your future.

HPE Partners share our ethical values
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As you work with HPE, you can be confident that HPE believes in upholding the highest ethical standards. As an HPE Partner, you must comply with the same legal and ethical principles that govern HPE and our business activities, worldwide. You should be ready to report to HPE any potential violations of the HPE Standards of Business Conduct, HPE Partner Code of Conduct, or applicable laws. Violations of any of the laws referenced in the Partner Code of Conduct are grounds for termination of your business relationship with HPE. For more information, consult the HPE Partner Code of Conduct, available on the Partner Ready Portal.

Anti-Corruption & Anti-Bribery Laws

HPE employees and partners do not bribe. Ever. And we maintain accurate business records that document our compliance with the strictest codes of conduct. We comply with whatever global and local anticorruption laws that apply to HPE, HPE employees, and HPE partner companies.

Conflicts of Interest

HPE chooses partners based on the quality of their services and business integrity—not based on personal or family relationships.

Environmental Protections

HPE Partners must conduct their operations in ways that are environmentally responsible and in compliance with all environmental laws, regulations, and standards.

Human Rights & Labor Laws

HPE Partners must provide a clean and safe work environment for their employees, comply with local wage requirements, and never discriminate based on race, age, gender, or any other affiliation.

Trade Sanctions & Embargoes

HPE Partners comply with economic sanctions and trade embargoes imposed or approved by the United States Government.

Privacy & Data Protection

HPE Partners must respect privacy and protect the personal information of HPE employees and our customers.

Competition & Confidentiality

HPE Partners may not share HPE confidential information, interfere with the rights of a reseller, or obtain HPE competitor information unlawfully. HPE Partners also must take steps to prevent grey marketing activities.

Next steps


[image: image]


The remainder of this course will discuss how you can pursue every opportunity from upfront sales of HPE compute, storage, and software solutions to as-a-service sales of HPE GreenLake. In the next module, you will focus on the HPE storage and data protection solutions that lay the groundwork for data-first modernization.


Module 2: HPE Storage and Data Protection Solutions
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Module 2: HPE Storage and Data Protection Solutions

Topic 1: Understand Customer Challenges
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This module includes three topics: Topic 1 outlines the challenges organizations face in collecting and storing data, focusing on how these challenges impede data-first modernization. Topics 2 and 3 then guide you through the process of identifying and qualifying HPE storage and data protection opportunities.

Customer challenges
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As you learned in Module 1, companies cannot complete their digital transformation without incorporating data-first modernization. But organizations trying to adopt a data-first methodology face some sizeable obstacles. In addition to handling the exponential growth of data, organizations struggle with the increased complexity of managing data, unlocking the value trapped in data silos, and protecting their company from the growing risk of data loss.

Unprecedented volume of data
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Data is being created so rapidly, it’s often difficult to comprehend. In 2021, for example, an estimated 79 zettabytes of data were generated. As you can see here, when expressed as bytes, that number contains 21 zeros! The amount of data being created will, of course, increase every year, with evidence pointing to a staggering 180 zettabytes of data being generated in 2025. (Earthweb, “Big Data Statistics 2022: Facts, Market Size & Industry Growth,” Oct. 12, 2022.)

But what does this mean for your customers? According to IDC, organizations grapple with a data growth rate of 35 to 45% every year, depending on a number of variables, including the industry and the location of the organization. As IDC points out, “petabyte-scale data estates are no longer uncommon or remarkable.” (IDC, The Business Value of Veeam and HPE Storage and Servers,” Aug. 2022.) All organizations—regardless of their size—must deal with significantly more data than ever before.

Complex data management
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Handling the explosion of data is made more difficult because data management is already too complex. In an ESG study, 74% of enterprises revealed that their organizations’ data management capabilities cannot keep pace with their business requirements. (ESG Data Management Maturity Study, commissioned by HPE,

Nov. 2021.)

The complexity of data management makes it challenging to get data into the hands of those who need it most: the developers, data analysts, and data scientists who collectively mine data for insights that drive innovation. For example, companies all too often rely on manual processes for data access, and manual processes are not only more time consuming but also more prone to error. In fact, organizations may have insufficient access controls and data privacy measures in place. And all too frequently, ease of access and security are at odds, as companies try to reduce the risk of a data breach by implementing strong security measures while simultaneously trying to empower developers, data analysts, and data scientists to innovate.

To succeed today, modern enterprises need to simplify data management. In the ESG study, 91% of the enterprises agreed that mature cloud operations on-prem is the single most important step to eliminating complexity.

Data silos that trap value
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The personas who are trying to access data and derive insights from that data often use different tools and systems, creating data silos across the organization. Stuck with manual, admin-driven processes that often require specialized expertise to manage the data lifecycle, IT admins have no way to break down these silos. These manual processes consume too much of IT teams’ time, leaving them forever behind—fighting fires and keeping the lights on—rather than innovating for their organizations. Companies are not only less agile but also increase their business risk. And worst of all, the value of the organization’s data remains trapped in data silos.

The steep cost of cyberattacks
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The explosion of data and increasing complexity of data management leaves companies vulnerable. The more complex a network, the more likely a company is to be burdened with unnecessary risks. These risks can present themselves in myriad ways, but the most frightening to businesses is the risk of security breaches and cyber attacks.

A Ponemon Institute study reveals that 83% of surveyed organizations experienced more than one data breach in the last 12 months. The cost of these breaches was significant: organizations spent an average of US $4.35 million to recover. (Ponemon Institute, “Cost of a Data Breach Report 2022.”)

The cloud is just as vulnerable as traditional data management. Ponemon found that 45% of breaches were cloud based—from file based malware, weak policies, and just simple misconfigurations. (Ponemon Institute, “Cost of a Data Breach Report 2022.”) This is why customers need a data-first modernization plan. While the cloud opens customers to new opportunities, they still need to be hypervigilant of data loss wherever it is.

Of the types of cyberattacks that can result in data loss, ransomware arguably poses the greatest risk. Verizon notes that ransomware increased by 13% last year—a rise as big as the last five years combined. (Verizon, “Data Breach Investigations Report,” 2022.) And as alarming as it is that enterprises have lost millions of dollars due to ransomware, it is more alarming still that industry analysts project even greater costs and faster rates of ransomware attacks. Cybersecurity Ventures predicts that by 2031, ransomware will cost victims approximately US $265 billion annually, with new attacks (on consumers and businesses) every two seconds. (Cybersecurity Ventures, “Global Ransomware Damage Costs Predicted to Exceed $265 Billion by 2031,” June 2, 2022.)

All evidence points to the same message: Organizations must take every precaution to protect themselves against data loss via cyberattack and, despite those precautions, must prepare for the inevitability of when they are breached. They must have a foolproof plan that empowers them to restore their data and operations as quickly and seamlessly as possible after suffering a breach.

Learning check

What creates complexity for data innovators? (Select two.)


a.Manual processes for managing and protecting data

b.Storing data in the public cloud rather than on-prem

c.Reluctance of companies to adopt Artificial Intelligence (AI)

d.Senior managers that do not prioritize data management and data analytics

e.Security policies that make it difficult for data innovators to access the data they need



Answers to the learning check are provided on the next page.

Answers to Learning check

What creates complexity for data innovators? (Select two.)


a.Manual processes for managing and protecting data

b.Storing data in the public cloud rather than on-prem

c.Reluctance of companies to adopt Artificial Intelligence (AI)

d.Senior managers that do not prioritize data management and data analytics

e.Security policies that make it difficult for data innovators to access the data they need



Topic 2: Qualifying the HPE Storage and Data Protection Opportunity
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In this topic, you will focus on how HPE Storage Solutions help companies meet their data challenges and begin to qualify them for particular solutions.

Key opportunities


[image: image]


To help you sell HPE storage and data protection solutions, HPE has outlined sales plays, which focus on key opportunities. This topic covers two sales plays: transforming with cloud operational experience, and accelerating the installed base transition. Topic 3 focuses on the modernizing data protection sales play.

You can find additional opportunities in the HPE Storage and Data Protection Playbook, which you can download from Seismic.

Transform with cloud operational experience
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Customers cannot unlock their data’s value when they remain stuck on the necessary first step: taming a complex and often siloed storage environment. HPE agrees with the respondents in the ESG survey: obtaining mature cloud operations on-prem is the single most important step to eliminating complexity.

Further, HPE does not think customers should have to select a specific storage system or special configuration for each app. Instead customers need storage solutions with the built-in intelligence to support any workload—without compromise—enabling customers to meet any SLA.

HPE also thinks customers should have the flexibility of consuming storage services in the way that best fits their business, including as-a-service and on-demand.

You can help customers transform their environments, by offering them the cloud operational experience of HPE Alletra with Data Services Cloud Console and HPE InfoSight. You will learn more about these solutions in this module.

You can also offer customers a complete as-a-service solution with HPE GreenLake for storage. You will learn more about HPE GreenLake in Module 5.

Initial discovery questions
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When meeting with customers, adopt an advisory approach, rather than a sales approach. Focus on your customers’ needs and demonstrate an understanding of their challenges. For example, as you talk to senior IT managers, you may start the conversation by saying, “As I talk to other IT managers, I am finding that they are under extreme pressure to speed up the time it takes to deliver IT services.” You can then follow up by asking an open-ended question and listening carefully while customers begin to describe their desired business outcomes as well as the challenges weighing them down. You can then map those outcomes and challenges to the benefits HPE storage solutions deliver.

You may want to prepare several open-ended questions, which will encourage customers to share information. For example, you might ask senior IT managers, How much time do you spend managing infrastructure rather than accelerating outcomes? Or, how would eliminating infrastructure complexity help you accelerate your business transformation and reduce risk?

Other possible discovery questions are listed below.


■ How comfortable are you paying public cloud vendors to read your own data?

■ How are app disruptions and time-consuming support escalations impacting your ability to deliver on SLAs?

■ How does provisioning slow down the pace of innovation at your organization?

■ How do budget constraints and complex procurement cycles affect business outcomes? Note that the answer to this question may uncover an HPE GreenLake opportunity, which you will focus on in Module 5.)

■ What is your process for capacity planning? (Note that the answer to this question may uncover an HPE GreenLake opportunity, which you will focus on in Module 5.)



Listen for customer concerns
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In your customer conversations, listen for customers who say they are worried about complexity. For example, they might tell you that it takes too long or it’s too difficult to manage their infrastructure or data. They may also have data silos and are trying to manage those silos with multiple data management tools.

Other target customers will talk about constrained resources. They will lament their manual and long-intensive process and talk about how their IT staff is consumed by constant “firefighting.” You should also look for customers who have outdated infrastructure or are reaching the end of their support contract.

You may also encounter customers who are concerned about long procurement cycles or want to move to an as-a-service operating model. These customers may represent an HPE GreenLake opportunity.

Position the Data Services Cloud Console
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HPE offers Data Services Cloud Console for customers who want to reduce the complexity of storage infrastructure and management. This intuitive software-as-service (SaaS) console delivers a suite of cloud data services designed to enable cloud operational agility for data infrastructure everywhere. Accessible from anywhere, Data Services Cloud Console breaks down data silos by unifying data management across multiple sites.

Data Services Cloud Console reduces the management burden on IT. Built on a unique cloud-native architecture, Data Services Cloud Console automates and orchestrates infrastructure and data workflows from edge to cloud. It transforms complex data operations into a streamlined data management experience with a single destination for a comprehensive set of cloud infrastructure services, cloud data services, and cloud platform services. By freeing up IT from the complexity of traditional storage management, Data Services Cloud Console accelerates innovation.

HPE Data Ops Manager
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One of the key services delivered through Data Services Cloud Console, the HPE Data Ops Manager, enables global management and monitoring of data infrastructure from anywhere. It brings the power of cloud agility, speed, and simplicity to data infrastructure wherever it lives.

Intent-based provisioning enables customers to deploy and provision storage on a cloud’s time-scale. With traditional management tools, provisioning storage for a workload takes an average of 1.5 days of hard work by storage experts. HPE Data Ops Manager transforms storage provisioning with an AI-driven process that automatically ensures workloads are deployed with the proper resources. Customers can provision storage in minutes.

With HPE Data Ops Manager, IT can move from managing storage to managing their data.

Position HPE Alletra
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HPE Alletra further reduces complexity, allowing customers to shift from owning and maintaining storage infrastructure to accessing storage on-demand and as-a-service. Alletra is built for the cloud, supporting cloud operations from every location. Customers simply plug in an Alletra system of their choice wherever they want to store data, and the system auto-discovers and becomes controlled by the Data Services Cloud Console. Customers achieve the simplicity of cloud-native, intent-based management, while maintaining enterprise-grade performance and the flexibility to deploy data wherever they want.

Further, HPE Alletra is AI-driven, making it self-managing and autonomous. For example, upgrades are matched intelligently to the customer’s Alletra system and are designed to be non-disruptive. HPE InfoSight then provides predictive intelligence to resolve issues before they happen.

HPE Alletra: Optimized for app workloads
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HPE Alletra is optimized to meet the requirements of a wide range of applications. The HPE Alletra 9000 is designed to run mission-critical workloads, such as large-scale databases and containers. HPE Alletra 9000 is optimized for extreme availability, predictable performance at scale, and comes standard with a 100% availability guarantee.

Designed for business-critical workloads, HPE Alletra 6000 has been optimized for efficiency and guarantees 6-nines availability. HPE Alletra 5000, on the other hand, is designed for general-purpose workloads, which do not require an all-flash solution.

HPE InfoSight
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HPE InfoSight, an AI-driven system with no rival in the industry, is key to helping customers complete their data-first modernization journey. Because HPE InfoSight is preemptive, it helps companies predict and prevent problems. For example, it can detect bottlenecks and other issues before they can slow down or disrupt the customer’s business. HPE InfoSight provides actionable steps, based on the insights derived from its global installed base. HPE InfoSight also eliminates the guesswork in optimizing infrastructure, using machine learning to identify ways to improve performance. In short, HPE InfoSight redefines the support experience.

The most advanced AI for infrastructure, HPE InfoSight is available across HPE’s product line. In addition to storage, HPE InfoSight integrates with HPE server and networking solutions. It also provides insights into VMware and Hyper-V virtual machines.

Sales tips for helping customers transform with cloud operational experience
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As you engage with customers, focus on being strategic, elevating customer conversations and giving customers a reason to share their business goals and the role their data plays in achieving those goals. You can then demonstrate how Data Services Cloud Console and HPE Alletra can help them achieve those goals.

You should also emphasize the superior analytics that HPE InfoSight provides. With its breadth of telemetry, full-stack visibility, applied machine learning, and prescriptive actionable recommendations, HPE InfoSight is unmatched in the industry.

You can also offer an easy, free 30-day HPE CloudPhysics assessment. This easy-to-use SaaS platform provides on-demand analysis of your customer’s data center to identify inefficiencies. CloudPhysics will suggest ways to optimize the environment, continuously monitoring and analyzing their data infrastructure to help you and your customer understand how workloads affect each other and scale over time.

Once you “land” the storage deal, you can also look for ways to expand it. You can look for HPE Data Protection opportunities, which you will learn more about in Topic 3. Keep in mind that you can also offer any HPE solution through HPE GreenLake.

Accelerate installed base transition
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Helping customers who need to update their storage solutions is another key opportunity. For example, you may have customers who are still using HPE 3PAR or HPE Nimble. You can help these customers start their data first modernization journey by helping them transition to a cloud operational experience. For example, by transitioning to HPE Alletra with Data Services Cloud Console, HPE 3PAR and HPE Nimble Storage customers can simplify the burden of day-to-day storage administration and support with a cloud management and provisioning experience. Depending on the customer’s requirements, you could also recommend HPE Primera or HPE Alletra dHCI. You will learn more about these solutions on the next frames.

As mentioned earlier, for customers who are seeking a complete as-a-service solution, you can recommend HPE GreenLake solutions, which are covered in Module 5.

HPE Alletra dHCI
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HPE Alletra dHCI combines the simplicity of hyperconverged infrastructure (HCI) with the flexibility of converged compute and storage for a best-of-both-worlds solution. It consists of HPE ProLiant DL servers and HPE Alletra arrays, which automatically discover each other and form a stack. Customers manage the stack from an intuitive management interface and integrate the stack into VMware vCenter, as easily as a traditional HCI stack. At the same time, customers maintain the flexibility to scale storage and compute independently so that they can always achieve the right mix for their workloads, even as those workloads’ requirements change. This architecture means that there’s no overprovisioning (no wasted resources). Customers add only what they need, and upgrades are transparent and nondisruptive to their apps.

Efficient and scalable, HPE Alletra dHCI delivers the performance required for apps that need sub millisecond latency. And HPE InfoSight tells customers when and how many resources they need, or how they can repurpose resources, so HPE Alletra is always optimized without any guesswork. It’s both simple and flexible.

HPE Primera
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HPE Primera redefines what’s possible in mission-critical storage with three key areas of unique value. First, it delivers a simple user experience that enables on-demand mission-critical storage so customers can move faster. Second, HPE Primera delivers app-aware resiliency backed with 100% availability, guaranteed. Third, HPE Primera delivers predictable performance for unpredictable workloads, so the customer’s apps and business are always fast.

Built on the DNA of HPE Primera, HPE Alletra 9000 has been optimized for extreme availability, predictable performance at scale, and comes standard with a 100% availability guarantee. Powered by the Data Services Cloud Console, HPE Alletra gives customers a simplified deployment and invisible upgrades. Customers can also manage it anywhere.

Initial discovery questions
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If you know customers have legacy infrastructure but do not seem ready to update it, you can use open-ended questions to help them recognize how that legacy infrastructure may be holding them back. For example, you may want to simply ask, What issues are preventing you from gaining insights from your data? You could also ask, What plans do you have for streamlining IT operations?

Below are additional discovery questions.


■ How disruptive and costly is the process of updating your storage solution?

■ What plans do you have for updating your storage solution?

■ What are your private cloud initiatives?

■ What plans do you have to lower your IT infrastructure and overhead costs?

■ What are your plans for preventing or mitigating the effects of cyber attacks such as ransomware?

■ How reliable is your current VM infrastructure? Have you had recent outages that were costly?



Sales tips for accelerating installed base transition
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To help you identify and win opportunities for upgrading the installed base, HPE provides the Software-Defined Opportunity Engine (SDOE). Using intelligence and deep learning, SDOE identifies the best storage for each customer’s unique requirements. It then automatically generates proposals, which you can customize for your customer. SDOE also includes a sizer, which allows you to size the solution. By automating the process of upgrading the installed base, SDOE shortens the sales cycle. To learn more about SDOE, click the Resources and find the link for the SDOE briefcase.

And as always when selling HPE storage solutions, you should look for opportunities to expand the deal with HPE data protection solutions.

Learning check

A customer tells you that her company is not ready to upgrade their aging storage solution. Which response would help you move the conversation forward?


a.Explain each of the features that the company will gain in more detail

b.Compare the HPE storage solution to a competitor’s solution, explaining the advantages of the HPE solution

c.Offer the customer a free assessment with HPE CloudPhysics

d.Ask if the company is ready to adopt an as-a-service consumption model



The answer to the learning check is provided on the next page.

Answer to Learning check

A customer tells you that her company is not ready to upgrade their aging storage solution. Which response would help you move the conversation forward?


a.Explain each of the features that the company will gain in more detail

b.Compare the HPE storage solution to a competitor’s solution, explaining the advantages of the HPE solution

c.Offer the customer a free assessment with HPE CloudPhysics

d.Ask if the company is ready to adopt an as-a-service consumption model



Topic 3: HPE Data Protection
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In this topic, you will focus on helping your customers modernize data protection with HPE solutions.

Data protection landscape
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When you talk to customers about modernizing their data protection, you should differentiate between disaster recovery and backup. Customer use cases for disaster recovery include the ability to instantly recover from ransomware. With the aggressiveness and pervasiveness of ransomware, many experts think that having a disaster recovery solution is really the best solution.

In addition, disaster recovery solutions allow customers to instantly recover deleted or corrupted files as well as recover from user errors. Data application mobility across on-premises and cloud is another customer use case for disaster recovery.

Customer use cases for backup, on the other hand, include cost-effective protection of on-premises data as well as long-term retention of that data. As customers embrace hybrid cloud, backup designed for such environments and cloud native workloads is increasingly important. And finally, customers need backup targets for third-party backup software.

Starting the conversation: Discovery questions
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Because customers likely have some sort of backup solution, you might want to start the conversation with the most direct question, What is your current backup solution? You can follow up this question by asking, What are some of its challenges?

Answers to these questions will help you gather information about the customer’s current backup solution, including whether or not the solution is meeting the customer’s requirements.

Additional discovery questions are listed below.


■ How quickly can you recover and resume your operations from a point in time just seconds before a ransomware attack?

■ What are your current backup targets for long-term retention, archiving, and disaster recovery?

■ PBBA (purpose-built backup appliance), NAS, cloud, or tape?

■ How do you calculate your recovery point objective (RPO) and recovery time objective (RTO) requirements? Is your current solution meeting these requirements?



Lead with Zerto for disaster recovery


[image: image]


For customers who need disaster recovery, you should lead with Zerto. A Hewlett Packard Enterprise company, Zerto helps companies protect and recover their data and application for continuous availability in on-prem, hybrid, or multi-cloud environments. It gives customers ransomware resilience: within minutes, they can resume operations to a point-in-time before an attack occurred. That point in time might be only seconds before an attack. Zerto also gives customers foolproof disaster recovery. Customers can take advantage of industry leading recovery time objectives (RTOs) of mere seconds and recovery point objectives (RPOs) of minutes, dramatically reducing downtime and data loss.

Zerto also gives customers data and application mobility across multiple clouds. Customers can migrate data to, from, and in between heterogeneous platforms, giving them the freedom to innovate across clouds.

You can recommend Zerto for all your customers. It fits into any environment because it is hardware agnostic.

Options for delivery with HPE GreenLake are forthcoming.

HPE Data Protection solutions for backup and recovery
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When you identify customers who need backup and recovery, HPE recommends that you lead with HPE as-a-service solutions. In order to recommend a solution, you will need to consider each customer’s workloads. For example, if the customer is using VMware virtual machines (VMs) or Amazon Elastic Block Store (EBS) volumes and Amazon Elastic Compute Cloud (EC2), you should recommend HPE Backup and Recovery Service.

If this solutions does not meet the customer’s needs, another HPE GreenLake solution will.

The sections below provide more information about these HPE as-a-service solutions.

HPE Backup and Recovery Service


■Effortless

•Automated, protection policies

•Single control plane for managing infrastructure, data protection across private cloud

•User defined tiering

■Efficient

•Faster backup/recovery

•Predictable costs and scale

■Secure

•Delivered via HPE GreenLake Edge-to-Cloud Platform

•End-to-end encryption, immutability, and dual authorization



Other HPE GreenLake solutions


■Backup infrastructure with HPE StoreOnce—scalable solutions for smaller, remote offices, to the largest enterprises and service providers

•Solution: HPE GreenLake for Backup Infrastructure

■Veeam—easy-to-administer software to protect, replicate and monitor enterprise workloads anywhere, from on-premises to cloud SaaS

•Solution: HPE GreenLake with Veeam

■Commvault—easy-to-administer software to protect, replicate and monitor enterprise workloads anywhere, from on-premises to cloud SaaS

•Solution: HPE GreenLake with Commvault

■Cohesity—single data management platform for converged data protection and consolidation of other non-latency-sensitive workloads

•Solution: HPE GreenLake with Cohesity



HPE Data Protection solutions for backup and recovery (Cont)
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If your customers are not looking for an as-a-service solution, you should look for opportunities to sell HPE StoreOnce or HPE StoreEver with partnering solutions. When talking to your customers, emphasize HPE partnerships with leading providers of storage software. HPE provides backup targets that are integrated with these third-party solutions.

HPE StoreOnce


■ Meets the needs of customers who require comprehensive, low-cost backup for a broad range of applications and systems

■ Recommend to customers who:

•Need data retention longer than snapshots

•Require fast backup and restore

•Require replication of large capacities of backup data over WAN links



HPE StoreEver


■ Tape-based systems, which deliver cost-effective, long-term data archiving

■ Recommend to customers who:

•Need an off-site backup repository for archive and regulatory compliance

•Are price sensitive

•Need to keep records safe for internal governance and regulatory mandated data retention, immutability, security, and discovery



Next steps
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HPE helps customers completely modernize their data protection, providing them with effortless and automated backup and recovery. Our solutions protect data wherever it is—on-prem, at the edge or in the public cloud—while simultaneously simplifying operations. HPE also optimizes the storage infrastructure, increases throughput to support massive data stores, and provides extremely scalable solutions. Further, our data protection as-a-service solutions align infrastructure with actual use, eliminating the high cost of overprovisioning. Finally, our solutions are designed to help customers achieve their desired business outcomes.

In the next module you will focus on HPE data analytics solutions.


Module 3: HPE Data Analytics Solutions
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Module 3: HPE Data Analytics Solutions

Topic 1: Understand the Opportunity
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Once customers simplify their storage management, they can turn their attention to the next step in their data-first modernization: turning their data into real value. In this topic, you will review some of the challenges customers face in trying to gain insights from their data. You will then focus on how HPE Ezmeral solutions can help customers overcome these challenges.

Data must be more accessible
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Data must be readily accessible in order for companies to gain any useful insights. Unfortunately, data usually resides in data silos across the organization, isolated in data warehouses, traditional databases, and data lakes (which are centralized repositories used for storing and processing data). Organizations want to break down these silos and make it easier for users—particularly data scientists and data engineers—to access the data they need. But customers must weigh simplifying access against the need to protect data, one of the organizations’ most valuable assets.

In addition, customers do not have the 360 view of their data required for machine learning (ML), artificial intelligence (AI), and data analytics. This lack of visibility limits companies’ ability to complete their data-first modernization, which would allow them to begin to make data-driven decisions.

Without the ability to securely break down data silos and gain visibility into the data, it’s more difficult for everyone—from data scientists to CXOs—to connect to all the data sets they need. Even as companies scramble to hire data scientists and data engineers so they can analyze data and derive the insights companies need, these personas are not nearly as productive as they could be.

Everyone needs to be more efficient and productive
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Because customers have such a diversity of siloed data sets and types stored across their distributed infrastructure, gaining access to the data they need is just the first issue data scientists and data engineers face. Before they can actually begin to analyze the data, data scientists and data engineers must complete a number of preliminary steps, such as reformatting the data, copying the data to a secondary system, or manually normalizing—or cleaning—the data to remove duplicates.

All these issues slow down data analytics, preventing customers from quickly gaining and acting on data insights. CIOs and CTOs then fail in their objective to align technology, in this case data analytics, to their desired business and operational outcomes.

Organizations need to avoid lock-in
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Some customers may think moving all their data to the public cloud is a possible solution. Unfortunately, a lot of data cannot be moved, and the data that can be moved requires long data migrations and complicated application rewrites.

Moving data to the public cloud may also create additional operating models. It also risks vendor lock-in, potentially forcing companies to use proprietary systems. Data scientists and data engineers may be further hampered because they cannot use the tools they prefer. For example, the data scientists might want to use an open source tool that is not supported by a proprietary system.

On the other hand, many organizations are not ready to face the complexity that typically comes with trying to create a best-of-breed, open source set of technologies, which would allow them to break down their data silos. Without making this effort, however, organizations need to learn multiple systems. With their data and work teams siloed, organizations are less productive.

What’s the solution?
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So, how do companies solve these issues so they can obtain real value from their data?

Companies need to unify their data into a single platform, thereby breaking down their data silos. This platform should be based on open standards, avoiding vendor lock-in and giving customers the freedom to use the tools they want. Further, it should be a cloud-native platform that is built to support a hybrid cloud environment.

Such a data analytics platform will remove the roadblocks, enabling collaboration among data scientists and data engineers and boosting productivity. Customers will have higher quality data and better insights, helping them make better, and quicker, business decisions.

Frictionless access to data
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HPE Ezmeral Data Fabric is designed to help customers resolve the issues they are facing in accessing and analyzing their data.

HPE Ezmeral Data Fabric establishes a vastly scalable, global pool for all of the company’s data. The nodes that make up the fabric can reside wherever the company needs, from edge to cloud. However, admins see a single logical view of the globally distributed data, regardless of where that data physically resides.

And “vastly scalable” truly means vast. For example, classic Hadoop (a big data application) supports only 100 million to 200 million files. But HPE Ezmeral can store trillions of files—a must-have for customers who want to store a decade’s worth or more of data. Additionally, HPE Ezmeral Data Fabric is designed to be more scalable and cost effective than the classic Hadoop approach or, indeed, any alternative approach.

HPE Ezmeral Data Fabric creates a global data pool for all of the company’s apps and workloads. HPE Ezmeral Data Fabric can store a diverse array of data types from files, to data tables, to real-time data streams, to volumes for containers. It further supports a diversity of access methods at the fabric level. You can think of the fabric as a warehouse with multiple types of doors and docking stations, each optimized for a different use. Many companies store data in operational databases, which need to handle low-latency transactions. They then need to copy that data to another location for analysis. But HPE Ezmeral Data Fabric delivers integrated, low-latency operational database capabilities. At the same time, it is built to be analytics ready, supporting the right access methods for analytic applications.

HPE Ezmeral Data Fabric also provides the enterprise-grade reliability and data protection necessary to keep customers' data intact and accessible.

Building analytics on top of unified data
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HPE Ezmeral Data Fabric provides the foundation for data services in HPE Ezmeral Unified Analytics and HPE Ezmeral ML Ops.

HPE Ezmeral Unified Analytics is a cloud-native analytics and data lake house solution, which is optimized for hybrid cloud environments. It helps companies modernize legacy data apps and accelerate their deployment. Companies that use Apache Spark (a data analytics engine) can also leverage HPE Ezmeral Unified Analytics to scale up Apache Spark lake houses.

HPE Ezmeral ML Ops builds on these capabilities to provide automated, accelerated ML for easy data science team collaboration. HPE Ezmeral ML Ops standardizes processes and provides pre-packaged tools to build, train, deploy, and monitor ML workflows. In short, HPE Ezmeral ML Ops accelerates AI/ML projects and helps customers achieve benefits from them more quickly.

HPE Ezmeral Unified Analytics


■Provides a modern, accelerated data analytics platform

■Includes all components of HPE Ezmeral Runtime Enterprise + HPE Ezmeral Spark Analytics

■Licensed per core (+ 2TB per core)

■Optional add-ons:

•HPE infrastructure such as Apollo 2000, 4200, 6500 or Synergy 480

•HPE Ezmeral External Kubernetes Cluster Management

•HPE Pointnext Services or HPE Partner services

•HPE GreenLake as-a-service delivery



HPE Ezmeral Machine Learning Ops


■Provides automated, accelerated ML

■Includes all components of HPE Ezmeral Unified Analytics + many AI/ML tools and frameworks

■Licensed per core (+ 2TB per core)

■Optional add-ons:

•HPE infrastructure such as Apollo 2000, 4200, 6500 or Synergy 480

•Ezmeral External Kubernetes Cluster Management

•HPE Pointnext Services or Partner services

•HPE GreenLake as-a-service delivery



Accelerated analytics
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Many customers believe that they can only enjoy the benefits of cloud for specially architected, cloud-native applications. HPE Ezmeral solutions bring cloud principles to all applications, including legacy analytics ones—without forcing developers to re-write the apps. Companies can easily modernize data-intensive workloads such as Splunk, Spark, and databases.

HPE Ezmeral solutions provide a cloud-like, self-service experience for provisioning applications, but without performance compromises or lock-in. That’s because Ezmeral brings the self-service experience to on-prem workloads, accelerating results for analyzing on-prem data. HPE Ezmeral solutions further accelerate analytics by optimizing utilization of GPU-dense HPE products. And because customers can apply cloud principles to on-prem data, they do not risk locking that data into a public cloud, which would charge hefty egress fees for later moving it. This also gives the customer choice and flexibility to use the apps they want. This freedom is pushed even further with open source Kubernetes that gives customers the ability to collaborate with their community and customize their experience.

The sections below provide additional information about HPE Ezmeral accelerated analytics.

Self-service experience

HPE Ezmeral provides a curated app store of pre-built application images for a wide range of use cases, including application modernization, AI/ML, analytics, IoT, and Continuous Integration/Continuous Delivery (CI/CD). Developers and data scientists can provision the environments they need with a few clicks within a web UI.

GPU optimization

The HPE Ezmeral architecture helps companies to optimize the use of resources on GPU-dense HPE servers. Rather than having to dedicate a server with multiple GPUs to a single app, that server can run multiple GPU-accelerated apps. The platform handles scheduling apps that require GPUs on the right servers and allocating GPUs to the apps in an efficient manner.

Choice and flexibility

HPE Ezmeral solutions support a broad range of applications. Their open nature allows users to add the apps and tools that they prefer. The HPE Ezmeral ML Ops platform comes with many of the most popular ML tools, libraries, and frameworks, ready to deploy with a few clicks from the UI.

Open source

HPE Ezmeral solutions incorporate open source Kubernetes. They bring the benefits of this leading container orchestration solution to both cloud-native applications and non-cloud-native applications. And Ezmeral can run on any infrastructure from the edge to the data center core to multiple public clouds.

Enterprise-grade control
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HPE Ezmeral embeds security across the platform and data from the moment the solution starts. HPE Ezmeral supports a multi-tenant architecture and policy-driven controls, which make it easy for admins to segment apps and data and then assign the correct privileges to each user. HPE Ezmeral solutions can also leverage the customer’s existing Microsoft Active Directory or other third-party LDAP solutions so that users can log in with their existing credentials and receive the proper privileges.

How you benefit from selling HPE Ezmeral solutions
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Selling HPE Ezmeral gives you the opportunity to expand your business, becoming a full stack vendor who can offer your customers both hardware and software solutions. The margin-rich HPE Ezmeral solutions will provide ample revenue for you. You can further expand that margin by adding your own services such as data migration.

HPE Ezmeral provides customers a platform for running their choice of workloads. Once the platform is in place, customers can migrate and add more workloads to it. Stay in close contact with your customers and be ready to help them understand how, when, and why to expand. In this way, everyone wins. Your customers can easily scale their workloads and quickly start new projects, and you gain more revenue.

HPE is dedicated to Ezmeral, and we are backing that dedication with financial focus. We can offer our partners incentives for selling HPE Ezmeral solutions. Talk with your Partner Business Manager (PBM) for more details.

Learning check

What is one way that HPE Ezmeral solutions help customers unlock the value of their data? (Select one.)


a.They help customers move workloads into the cloud to be closer to their data.

b.They simplify processes by supporting a single access method for reaching data.

c.They help customers unify their data within a single global pool.

d.They provide workload-based acceleration for volumes stored in the SAN.



The answer to the learning check is provided on the next page.

Answer to Learning check

What is one way that HPE Ezmeral solutions help customers unlock the value of their data? (Select one.)


a.They help customers move workloads into the cloud to be closer to their data.

b.They simplify processes by supporting a single access method for reaching data.

c.They help customers unify their data within a single global pool.

d.They provide workload-based acceleration for volumes stored in the SAN.



	Topic 2: Validate the HPE Data Analytics Opportunity
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In this topic, you will learn how to recognize and validate opportunities, as well as how to converse with customers about HPE Ezmeral solutions.

Listen for three common drivers
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As you meet with customers, listen for the three common drivers that may indicate a possible HPE Ezmeral opportunity. As you learned in Topic 1, companies need to simplify access to their data, which resides in multiple silos on-prem, in the cloud, and at the edge. The second driver is closely linked to the first: companies want to help overburdened data scientists and data engineers to be more productive, and simplifying access to data is a big part of that.

And finally, companies want to eliminate lock-in, moving away from proprietary apps and systems.

Identify target customers
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Identifying target customers for HPE Ezmeral is easy because every organization across all industries face similar issues when it comes to data analytics. Specifically you are looking for customers who are lacking IT capacity and data analytic skills. Many companies are struggling to get the right resources and the right people to meet their needs and are seeing the negative effects of this deficit.

Potential customers need high-performance data transfers and connections to on-prem systems. They also need to maintain data control and comply with regulations such as GDPR, including geo-fencing for data locality. These customers could also have custom apps or in-house development that cannot be moved to the cloud. In short, they are looking to simplify data management, regulation compliance, and processing to get existing and new projects up and running faster.

Look for key HPE Ezmeral use cases
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To find success with selling HPE Ezmeral, learn to recognize the most important use cases. You can help customers with legacy Hadoop big data solutions modernize and achieve faster results, as well as evolve towards AI/ML. Cloudera customers, in particular, make a great target. You can also target customers who need to accelerate AI/ML or deep learning (DL) workloads with GPUs. And look out for customers who are struggling to fix data sovereignty issues.

The sections below provide more information about the key use cases.

Modernize legacy Hadoop

Look for customers who have existing Hadoop platforms, but want to expand or accelerate data analytics.

They might also be venturing into some AI/ML projects but have concerns about how well their current platform will meet those needs.

Or the customers might have already gotten started with AI/ML but are struggling to standardize, automate, and operationalize.

Transition Cloudera customers

Cloudera customers continue to be concerned about the sustainability of support levels and the company’s ability to deliver modern and innovative solutions.

If your customer is using Cloudera, this uncertainty creates the perfect opportunity for you to explain how HPE Ezmeral solutions can better meet their needs.

Optimize GPUs for data science and AI/ML/DL

Search for customers who are seeking to speed up processing times for data science and AI/ML/DL workloads. They might be seeking an infrastructure refresh for this purpose or looking for ways to better utilize the resources that they have.

Fix data sovereignty issues

Look for customers facing this common dilemma: they want the cloud experience for provisioning environments, but they want to maintain sovereignty over their data and avoid moving it to the cloud. Companies that are particularly likely to be concerned about data sovereignty include governmental, healthcare, and financial institutions; however, any customer might have similar concerns.

HPE Ezmeral provides a cloud-like platform while helping customers keep their data on-prem and under their control.

Understand what personas want and what they need
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When looking for HPE Ezmeral opportunities, you should focus on decision makers who are key to a company’s data first modernization journey. As you talk to these decision makers, you should try to understand their job function, particularly as it relates to the company’s efforts to obtain value from their data. You should also take the time to ask about and be knowledgeable of the tools they are currently using. This will give you an advantage in the conversation, and you can show the customer how HPE Ezmeral can integrate with their current tools.

You will now review the challenges of some of these key decision makers.

Challenges for data engineers and data scientists
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Data engineers are the team members taking the data to build pipelines and creating the connection points for analytics users and data scientists. They determine the strategy or overall direction for initiatives and may influence purchasing decisions.

Data scientists analyze data, trying to find the right data sets and variables for actionable insights. Data scientists may control their own budget for specific IT projects and influence purchasing decisions.

Data Engineers


■Need to reformat data or migrate it from one system to another before analysis can begin

•Moving data to the cloud can be problematic because of data gravity issues and the different model timings and IT processes

•Data migration costs in the public cloud can be a problem as well

■May need to move data from the cloud to on-prem

■Looking for more efficient ways to manage, store, and provision data to different teams and processes while efficiently handling data logistics and support for AI/ML



Data Scientists


■Struggling with identifying meaningful data because of data gravity and using different operating models

■Looking for ways to:

•Bring the tools they need into their environment

•Seamlessly move their models to implementation

■Need to ensure they get secure access to data faster

■Having GPU on demand when it is needed is a struggle and common request



Challenges for IT Ops & CXOs
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You will likely interact with IT Ops as you pursue HPE Ezmeral opportunities. IT Ops managers determine how to implement and manage changes and initiatives. They are concerned that implementation may require them to learn new technology and may have existing loyalty to other solutions or particular vendors.

You may also need to talk to CXOs. Because they need to be able to demonstrate real returns on IT investments, CXOs are focused on a lower TCO, revenue ROI, profit, and business growth. They also want to use IT resources in more impactful ways, moving beyond simply maintaining existing ecosystems.

IT Ops


■Concerned with securely provisioning different teams in an efficient way and worry about being able to support complex migration

■Struggle to keep up with demands from users

■Concerned about siloed environments and manual processes

■Need to provide secure access to data for multiple user groups, with the ability to operate at scale



CXOs


■Need an open platform for a wide variety of use cases and different types of AI and data users

■Prioritize lower cost, increased efficiency, scalability, and enterprise security

■Want to lower TCO



Discovery questions
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When meeting with customers, you might start the conversation by focusing on the three main drivers you learned about earlier. For example, you could ask customers, How do you connect all your data analytics and data scientists to the data sets they need? How do you make the experience simple so they can be more productive? How do you keep data sets in sync on-prem, at the edge, and in the cloud while avoiding costly vendor lock-in?

Additional discovery questions are listed below.

Timeline


■What is the timeframe for the transformation?

■For example, they may just be evaluating and may not be making a decision for another 12 months. In this case you can focus on educating, rather than trying to sell. Educate them on our shared vision.



Personas


■What personas do you have in your organization?

■For example, tell me about your senior data scientist. How many do you have? How do they work with junior data scientists?

■Do your teams work in silos or together?



Tools and technology


■Have you considered open-source technologies as a potential path forward?

■What role does cloud-native adoption play in your data modernization process?



Articulate the HPE Ezmeral vision
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As you talk to key decision makers, you should be prepared to explain the value of HPE Ezmeral solutions, showing how they solve the problems each decision maker faces.

When talking to data scientists and data engineers, emphasize that HPE Ezmeral solutions make it easier for them to access the data they need, using the exact tools they want. They are never locked in to using a proprietary solution. Explain that HPE Ezmeral solutions will give them a cloud-like experience. Instead of waiting days or weeks, they can self-serve a test or production environment in minutes with all their preferred tools and frameworks. Those self-serve environments will further draw on unified source controls and data. They will no longer need to struggle with silos, inconsistent environments, and inconsistent data sets. And data engineers do not need to worry about incurring the cost or the work of migrating data.

For IT Ops, you will want to focus on how HPE Ezmeral solutions make it easy to deliver a consistent experience across on-prem, cloud, and edge environments. Again, IT won’t have to manage siloed data environments and complex extract, transform, and load (or ETL) processes. They can scale data out in a consistent data fabric that spans edge, core, and cloud. If the customer has a current Hadoop solution, explain how HPE Ezmeral can tap into the existing data sources, so IT will not have to replicate data once again just to get going with the new platform. Best of all, users will have access to that data from a unified platform. Also make sure to point out how HPE Ezmeral solutions reduce risks with enterprise-grade security, access controls, governance, and auditability features.

When talking to CXOs, emphasize that HPE Ezmeral solutions could not be more impactful: explain how HPE Ezmeral solutions enable the company to leverage their existing investments, such as data already stored in Hadoop, and make those investments work better. In addition, data scientists and data engineers are more productive, allowing them to unlock the value of the company’s data more quickly and easily.

Many CXOs also want to avoid vendor lock-in, so you can assure them that HPE Ezmeral is an open platform that supports many different use cases and AI/ML frameworks.

Learning check

What is one characteristic of a good candidate for an HPE Ezmeral solution?


a.The customer wants to accelerate provisioning speeds for storage solutions.

b.The customer is seeking a pay-per-use model for supporting remote workers.

c.The customer is looking for help determining which workloads to run on-prem and which in the cloud.

d.The customer wants to make their data engineers more productive.



The answer to the learning check is provided on the next page.

Answer to Learning check

What is one characteristic of a good candidate for an HPE Ezmeral solution?


a.The customer wants to accelerate provisioning speeds for storage solutions.

b.The customer is seeking a pay-per-use model for supporting remote workers.

c.The customer is looking for help determining which workloads to run on-prem and which in the cloud.

d.The customer wants to make their data engineers more productive.



Topic 3: Case Study


[image: image]


You will now explore a case study that demonstrates how HPE Ezmeral can ignite a company’s ML efforts, taking the company from beginning stages to a fully operational ML program, yielding real-world benefits.

Note that, while this case study is based on a real HPE customer, it has been anonymized.

The starting point
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A global professional networking services provider recognized that the labor market is swiftly changing. In the past, jobs were scarce and employers had their pick of the best candidates to hire. Due to the digital transformation changing the market, the power dynamic has shifted. This company knows that focusing on the individual, both employer and employee, is the right approach, and that they will find the most success if they invest in artificial intelligence to help employers find new talent in an efficient, and equitable way.

The goals
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This company continuously trains its analytic models to help job seekers optimize their presentation such that they can quickly be found by recruiters. For employers, the company’s matching software automatically analyzes the experience, skills, and job history of contenders, queries their availability, and notifies companies with a shortlist of the most suitable candidates.

The company thus empowers employers to fill vacancies much faster than conventional recruiting processes would. The company is also committed to inclusion and diversity. Not everyone has equal access to jobs, but this company believes that artificial intelligence can help organizations take an unbiased approach to finding people with the right skills while at the same time creating mixed teams, maintaining gender parity, and fostering inclusion.

In order to achieve this goal, they need a stable, massively scalable, and easy-to-manage environment for keeping huge amounts of raw data accessible for analytics.

The challenges
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The company provides its subscribers—individuals and organizations—with actionable recommendations driven by algorithms. To train these algorithms, the company’s analysts, data scientists, and developers need relevant data for analysis. The challenge for them was to enable these specialists to extract the right data quickly and efficiently from a vast lake of raw data. This data lake includes structured data such as member and company profiles. It also includes semi-structured and unstructured data that comes in various formats ranging from JSON, to ZIP files, to photographs, all of which were slowing down performance.

Traditional solutions such as Network File System (NFS) stores and relational databases were not addressing the company’s requirements in terms of flexibility, performance, and cost-effectiveness. The business intelligence (BI) team concluded that none of the open-source data management software in the marketplace were enterprise-ready.

The HPE solution
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The only software solution that fully delivers on the company’s expectations is HPE Ezmeral Data Fabric. Also, HPE Ezmeral Data Fabric is the only software solution that provides the multitenancy capability the company needs to keep customers’ data segregated in line with data privacy legislation.

The company’s data lake holds a very large number of small files that used to slow down performance. HPE Ezmeral Data Fabric overcomes performance issues by providing a logical layer that integrates all of their data sources. The BI team at the company finds the file system provided by HPE Ezmeral Data Fabric straightforward to use. The file system handles a wide variety of workloads, including snapshots and even backup mechanisms.

The results
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HPE Ezmeral Data Fabric gave this customer the power to achieve the original goals and get ready to embark on new projects with a smooth start to operations with a low overhead. The company’s employees are enjoying a straightforward and efficient solution while still cutting the costs of data provisioning.

The sections below provide more information about the results of the company’s HPE Ezmeral Data Fabric solution.

Smooth start, low overhead


■HPE Ezmeral Data Fabric gives the customer a powerful, scalable, and cost-effective data management software solution.

■The company can ingest, store, manage, and analyze data in one place.

■Their admin and maintenance times were cut by 20%.



Straightforward and efficient


■Employees enjoy self-service access to the data lake for instant exploration of use cases and analyses.

■Employees can run multiple use cases on a single cluster instead of having to rely on a separate cluster for each use case.

■New employees find HPE Ezmeral Data Fabric intuitive to use.

■The company cut activation times for data sources from a full day to minutes.

■Employees can explore business cases instantly.



Cutting the cost of data provisioning


■HPE Ezmeral Data Fabric takes care of the heavy lifting of raw data.

■Keeping raw data in the data lake saves the company a considerable amount of money.

■Keeping the vast bulk of raw data in the lake helps prevent any potential overrun and performance impairment in the company’s data warehouse.



Next Steps
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As you have learned in this module, being able to clearly articulate the value of HPE Ezmeral to each decision maker will help you win the sale .But demos can further convince customers of the reality behind your words. When you don't have a proof of concept (PoC) environment of your own, you can use the HPE Demonstration Portal. Simply open this portal from the HPE Partner Portal and search for Ezmeral. You should see a variety of live and recorded demo options.

You should also draw on other HPE tools and material to enhance your chances with selling HPE Ezmeral solutions. You can find more materials on HPE Sales Pro and Tech Pro. And stay up-to-date by following HPE Ezmeral-related updates in Seismic.

As you get out into the field and start identifying potential opportunities, you can contact your Partner Business Manager (PBM) or local HPE representative to discuss next steps. While the software market might be newer to some of our partners, HPE has developed considerable expertise here and wants to help our partners expand into this potentially lucrative market.

In the meantime, practice whiteboarding the value of HPE Ezmeral and focus strategies to create a collaborative discussion with potential customers. Practice selling the vision of HPE Ezmeral and how you can incorporate your future customers’ business drivers, goals, and challenges into your conversations.


Module 4: HPE Compute Solutions
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Module 4: HPE Compute Solutions

Topic 1: Understand Customer Challenges
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Some customers may approach compute, or server, purchases by simply comparing components such as processors, GPUs, and hard drives, and some salespeople may simply respond accordingly. As you will learn in this topic, however, your customers cannot afford to take their compute decisions lightly. As their trusted advisor, you have the opportunity to recommend the compute solutions that will help them complete their data-first modernization journey.

Customers cannot overlook compute
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When talking to your customers about data-first modernization, they may naturally focus on storage. You may need to guide the conversation to compute, helping your customers understand that their choice of compute is critical to data-first modernization.

Compute is, after all, the engine that powers the very applications that run their businesses. Those applications must run flawlessly, giving users the high performance and reliability they demand.

Further, compute connects users’ applications to their data and accelerates customers’ data analytics. The insights that fuel innovation and give customers a competitive advantage are locked within organizations’ data. The more data organizations have, the greater the need for advanced data analytics. The tools for speeding data analytics—artificial intelligence (AI) and machine learning—are powered by accelerated compute.

Simply put, compute is critical for turning organizations’ data into value.

Data and compute are moving to the edge
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With the rapid proliferation of Internet of Things (IoT) devices, customers are also seeing a shift in where data is generated. According to Gartner, more than 50% of enterprise-managed data will be created and processed outside the data center or cloud by 2025. (Gartner, “Gartner—Predicts 2022: The Distributed Enterprise Drives Computing to the Edge” as reported by Channel Futures, “The Future of Edge Computing Is Changing,” Nov. 22, 2021.)

What are the ramifications of this shift? Customers must manage a highly distributed environment, with data stored in the cloud, in the data center, at the edge, and everywhere in between. They must be able to deliver applications as near as possible to their users and the transaction, while delivering the high performance users demand and providing the security organizations need.

Supply chain and firmware attacks pose risks for customers
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Organizations can bank on one trend: cyber attacks will increase year-over-year, becoming more sophisticated and more difficult to detect.

Ransomware attacks, in particular, seem to be increasing, dominating the headlines. In the 2022 version of the annual Cost of Data Breach Report, ransomware was responsible for 11% of breaches. (Cost of Data Breach Report 2022, IBM Security.)

For the first time, the 2022 version of the Cost of Data Breach Report covered supply chain attacks. A surprising 19% of companies reported that they have been the victim of such an attack, making supply chain attacks a more likely occurrence than ransomware attacks.

Firmware has become a favorite target of supply chain and other cyber attacks. In fact, “device software and firmware account for almost a quarter of known exploited vulnerabilities published by the Cybersecurity and Infrastructure Security Agency (CISA).” (“Firmware Is Everywhere. Your Security Should Be, Too,” VentureBeat, Oct. 4, 2022.) The U.S. and other governments have begun issuing warnings about firmware attacks, noting that firmware is particularly vulnerable to attacks because it runs before traditional security solutions.

Although your customers do not want to hear about yet another vulnerability, they also do not want to end up in the headlines as victims of a cyber attack. As you will learn in Topic 2, HPE can protect customers against both supply chain and firmware attacks.

Compute solutions need to meet today’s challenges
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Your customers are facing new and unprecedented challenges. Trying to handle massive amounts of data in a highly distributed environment is just the beginning. They must figure out a way to analyze that data and derive insights from it, in near real time.

They are also trying to provide the high-performance platforms customers need to run more demanding workloads, with more specific requirements than ever before. With every advance in technology, companies must handle more complexity while protecting themselves from greater security risks.

In a rapidly evolving world, compute must evolve to help customers meet these challenges.

Learning check

Why must compute solutions change? (Select three.)


a.There are greater security risks to customers’ data and applications.

b.Organizations are more cautious in deploying applications that use machine learning or artificial intelligence.

c.Customers’ environments are highly distributed with data stored and processed from edge to the cloud.

d.Applications are more demanding and have more specific requirements.

e.Customers’ environments are less complex as they move more of their data to public cloud.



The answers to the learning check are provided on the next page.

Answers to Learning check

Why must compute solutions change? (Select three.)


a.There are greater security risks to customers’ data and applications.

b.Organizations are more cautious in deploying applications that use machine learning or artificial intelligence.

c.Customers’ environments are highly distributed with data stored and processed from edge to the cloud.

d.Applications are more demanding and have more specific requirements.

e.Customers’ environments are less complex as they move more of their data to public cloud.



Topic 2: Selling the Value of HPE Compute Solutions
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HPE offers a diverse selection of servers, from micro servers to high performance computing (HPC) solutions. In this topic, however, you will focus on selling the value of HPE core compute solutions: HPE ProLiant servers.

Why HPE ProLiant server solutions?
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As you prepare to meet with customers, it will be helpful to understand how HPE differentiates our servers from the competition.

HPE ProLiant servers are engineered for hybrid cloud environments, helping customers deliver compute at the edge where data is created. With the HPE ProLiant Gen11 announcement in November 2022, HPE ProLiant servers are even better equipped to deliver the intuitive cloud operating experience customers seek. HPE continues to offer new infrastructure protections, ensuring HPE ProLiant servers continue to deliver trusted security by design.

Because organizations are running demanding applications that have very specific requirements, HPE ProLiant servers are designed to provide optimized performance for each workload.

You will learn more about each of these differentiators in the frames that follow.

Intuitive cloud operating experience
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HPE delivers an intuitive cloud operating experience through HPE GreenLake for Compute Ops Management. This intuitive console is available for customers using traditional HPE compute solutions as well as those using HPE GreenLake solutions (which you will learn more about in Module 5).

HPE GreenLake for Compute Ops Management uses cloud simplicity to modernize compute lifecycle management, while unifying the management of servers, giving customers global visibility and insight into their servers. Customers can also reduce tedious manual tasks such as updating firmware, thanks to the extensive automation HPE GreenLake for Compute Ops Management provides.

Simple

Simplify server lifecycle management with HPE GreenLake for Compute Ops Management


■Easily onboard 1000s of distributed devices.

■Monitor and manage global server environments from a single console with enterprise security and consistent, compliant processes.
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Unified

Unify compute management with a centralized console for self-service operations


■View health and firmware status of all servers

■Gain new sustainability insights with Carbon Footprint Reports
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Automated

Reduce manual processes and increase support efficiencies


■Faster and easier server updates

•REST APIs update servers with bulk scripted actions and set policy-based firmware compliance baselines

■Automated monitoring and notifications

•Instant notification of critical issues

•Automatic case creation and support requests for hardware failures
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HPE GreenLake for Compute Ops Management
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With HPE GreenLake for Compute Ops Management, admins can manage their companies’ servers, wherever those servers live. They can provision and configure devices anywhere, from remote sites and edge systems to data centers and hybrid cloud. In addition, proactive notifications and simple self-service options help companies implement workload optimization with just a few clicks. Admins can also manage a mix of platforms, from HPE ProLiant Gen11 to Gen10 and Gen10 Plus servers.

HPE GreenLake for Compute Ops Management meets the needs of any organization, in any industry and of any size. With HPE GreenLake for Compute Ops Management, managing thousands of servers is nearly as easy as managing one.

Trusted security by design
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HPE knows that infrastructure security must begin with a secure supply chain, ensuring that malware does not compromise the server before it even reaches the customer. With the Gen11 release, HPE has expanded our secure manufacturing, making it available on more servers.

Understanding that security must be inherently built into the platform, HPE leads the industry with silicon root of trust. Included in every HPE ProLiant server, silicon root of trust ensures that servers boot with an immutable (or unchangeable) source in silicon. Customers can rest easy, knowing their HPE ProLiant servers will not boot with compromised firmware.

HPE ProLiant servers also support processor attestation, enabling the processor to authenticate itself using cryptography.

But what if firmware malware is introduced after the server is booted? HPE ProLiant servers can continually check the firmware as well as UEFI and the BIOS. If malware is detected, HPE ProLiant servers can roll back the firmware to the last known “good” state.

With HPE Gen11, HPE ProLiant servers can also check storage and network controllers. You will learn more about this feature on the next frame.

As you can see here, HPE infrastructure security creates a chain of trust from the supply chain to the firmware, processors, drives, and controllers. Customers can extend this chain of trust to the operating system and all the way to the applications with HPE GreenLake security protection. (You will learn more about HPE GreenLake in Module 5.)

Trusted security by design: Advanced security features
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You will now delve a bit deeper into some of the advanced HPE ProLiant security features.

A zero-trust security model requires users and devices to be authenticated and authorized before they are admitted into the network. HPE zero trust architecture enables customers to authenticate and verify HPE ProLiant servers. Although the technical details are beyond the scope of this course, HPE ProLiant servers support platform certificates and secure device identity (iDevID), which can be used to verify the identity of a server and ensure that no one has tampered with the server, while it is being shipped, for example. HPE ProLiant servers also support Trusted Platform Module (TPM), an industry standard that provides another layer of authentication and monitoring.

With HPE Gen11, HPE Integrated Lights-Out (iLO) 6 has been updated to include new security features. A server management tool, HPE iLO 6 now enables customers to authenticate and securely monitor storage and network controllers, expanding the protection HPE ProLiant servers offer to external components.

Though not a new security feature, the safe retirement of servers is an important one to highlight. Customers can push one button to securely erase their organizations’ confidential settings and safely return the server to factory default settings. This feature also erases all connected storage and ensures the company is in compliance with the National Institute of Standards and Technology (NIST).

Optimized performance for your workloads
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As organizations run more demanding workloads, they require optimal compute and accelerated compute performance. Compared to the previous generation, the HPE ProLiant Gen11 servers support twice as much I/O bandwidth for the most demanding applications and 50% more cores per CPU for improved workload consolidation. For AI and graphic-intensive workloads, HPE ProLiant Gen11 servers also support 33% more high-performance Graphics Processing Unit (GPU) density per server.

In addition to offering a high-performance hardware platform, HPE ProLiant servers provide features to optimize the hardware for a particular workload. For example, workload matching automatically “tunes” the server for a particular workload. Customers simply select a workload profile, and the server settings are automatically configured to yield best-in-class workload performance.

The Workload Performance Advisor monitors key server performance metrics and provides users with real-time tuning advice for selected BIOS tuning settings. Tuning advice is based on actual server resources that are being used while running a particular workload. This functionality builds off the Workload Matching feature and allows users to customize tuning settings even further.

Customers can also leverage the HPE Right Mix Advisor for workload optimization. HPE Right Mix Advisor recommends which workloads and applications are ideal to move to public clouds or which are better kept in private clouds, and how to migrate those workloads to achieve the right mix of hybrid cloud, according to each business’ specific need. HPE Pointnext Services experts work with the client’s IT teams to analyze the data using proprietary tooling and placement algorithms. The result is an objective, data-driven recommendation of the right workload placement strategy, a phased plan to get there, and the expertise to make it happen.

World records validate performance
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As a leader in the server market, HPE knows that performance matters to our customers. That’s why we don’t leave anything to chance. HPE has our servers independently tested, using a wide variety of metrics to ensure our servers can run any workload while providing the high level of performance and reliability customers expect from HPE.

But customers don’t just have to take our word for it. HPE servers hold 43 world records, with 28 new world records for HPE ProLiant Gen11 servers alone. Just a few of these world records are listed here. (For more information about HPE ProLiant Gen11 Server benchmarks, download the Benchmark and Performance Guide from the Resource tab.)

Customers have all the proof they need that HPE servers provide the performance and scalability they need to run their demanding workloads.

Discovery questions
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When talking to your customers, you can open the conversation by focusing on one of the key HPE differentiators. For example, if you want to discuss the intuitive cloud operating experience available through HPE GreenLake for Compute Ops Management, you could ask, How are you managing your compute solutions at the edge?

For trusted security, you could ask, How concerned are you about cyber attacks? How would your organization react if your IT infrastructure were compromised?

And if you think customers might be more concerned about optimized performance for their workload, you might ask, What are your most important workloads? What challenges do you face in delivering that workload?

Additional discovery questions


■What is driving your digital transformation? What obstacles are you facing?

■What challenges are you facing in managing your compute solutions?

■What could your IT work on if they weren’t focused on managing and fixing existing IT solutions?

■What challenges do you face in making IT a drive for innovation and growth?



Target customer characteristics
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As you talk to customers, you should listen for the characteristics that would indicate they are a good fit for HPE GreenLake for Compute Ops Management or HPE ProLiant servers.

The sections below highlight target customers for each solution.

HPE ProLiant servers

Target customers for HPE ProLiant servers have these characteristics:


■At least one of the HPE target workloads is critical for the customer.

■They are planning a digital transformation or have an existing project that is stalled.

■They prioritize holistic security, perhaps because of a data loss incident.

■They mention they are spending too much on IT operations.

■Existing IT cannot keep up with data growth.



HPE GreenLake for Compute Ops Management

Target customers for HPE GreenLake for Compute Ops Management have these characteristics:


■Distributed and large-scale environments

■Edge locations: dispersed and remote sites

■Support for thousands of servers

■Need for simplified and automated lifecycle management



Lead with HPE Gen11 servers
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When positioning HPE servers for different workloads, you should lead with HPE ProLiant Gen11 servers, though HPE will continue to offer HPE Gen10 Plus servers. You should, therefore, be aware of the differences between HPE Gen11 and Gen10 Plus servers.

HPE Gen11 servers are designed for customers who are focused on performance. They may have demanding workloads or modern or high-performance platforms. For example, AI and machine learning workloads often require more GPUs, and Gen11 servers support more high-performance GPU density per server than HPE Gen10 Plus servers.

For customers who are price sensitive, you should recommend Gen10 Plus servers. These customers will typically have transaction workloads and will be okay with less power capacity.

“Lead with” platforms for targeted workloads
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In order to identify the best server solution for your particular customer, you must understand their workloads. For example, is the workload CPU intensive, memory intensive, storage intensive, or networking I/O intensive? To help you focus on workload requirements, HPE has identified a number of common customer workloads: hybrid cloud, containers, virtual desktop infrastructure (or VDI), data solutions, and AI and analytics.

Hybrid cloud

A hybrid cloud environment consists of one or more private clouds and one or more public clouds. With a hybrid cloud, the customer can choose which workloads to deploy in which cloud, based on the business and workload needs.

Containers

A container bundles together an application and its dependencies, making it easy to transport from environment to environment. The self-sufficiency of containers ensures that if an app can run on one machine in one environment, it will work on another machine in a different environment, so long as they both use the same container platform.

VDI

Virtual desktop infrastructure (VDI) enables companies to host desktops as VMs on a server in a data center or other central location. Users access these virtualized desktops through a client using a remote desktop protocol.

VDI solutions provide benefits such as centralized desktop management, operational efficiencies, and support for remote workers. VDI solutions should also offer security and regulatory compliance and enhanced application performance.

Data solutions

Rather than simply storing data, companies need to be able to turn their data into business value. Data management and analytics workloads help customers manage their massive amounts of data and begin to make sense of that data.

AI and analytics

These workloads typically include AI, which enables them to imitate human intelligence in some way.

AI workloads include ML and deep learning applications. ML allows applications to teach themselves how to do tasks through various types of training.

Matching the workload to the appropriate compute solution

To find the best server for your customers, you must match your customers’ workloads to the appropriate compute resources for handling those workloads. HPE recommends that you lead with HPE ProLiant servers shown here. Please note, however that these recommendations are just that—recommendations. You should always evaluate each customer’s specific requirements and then select the server that best meets those requirements.

Learning check

Match the appropriate description to each HPE security feature.


a.Runs during bootup and ensures the firmware is free from malware

b.Ensures secure manufacturing of servers

c.Verifies server identity to detect and prevent hackers from tampering with the server

d.Expanding HPE iLO6 verification to select storage and network controllers



____1. Secure supply chain

____2. Zero trust security

____3. HPE Silicon Root of Trust

____4. Component security

Answers to the learning check are provided on the next page.

Answers to Learning check

Match the appropriate description to each HPE security feature.


a.Runs during bootup and ensures the firmware is free from malware

b.Ensures secure manufacturing of servers

c.Verifies server identity to detect and prevent hackers from tampering with the server

d.Expanding HPE iLO6 verification to select storage and network controllers



 b  1. Secure supply chain

 c  2. Zero trust security

 a  3. HPE Silicon Root of Trust

 d  4. Component security

Topic 3: Example Use Case
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In this topic, you will focus on an example use case for HPE server solutions.

Introducing the example use case
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In this example use case, a senior IT manager contacts an HPE Partner, explaining that his company needs to replace some aging server hardware. Because this is a new customer, the sales professional researches the senior IT manager’s company, finding out that it is a growing mid-sized software company that creates customer relationship management (CRM) applications.

The senior IT manager has provided the specs for the company’s existing servers, so the sales professional could have immediately begun to tell the customer about possible new servers. But knowing that he will need more information about the customer’s requirements, the sales professional asks some open-ended questions, starting with, “Can you tell me what is driving the need to update the servers now? What challenges are you experiencing?”

The senior IT manager explains, “The biggest issue is performance. Employees complain that their applications are slow. The data scientists and developers complain the most because some of their applications use AI, and our current servers don’t have enough GPUs. Because we are a software development company, we need to make sure nothing slows down development.”

The sales professional replies, “I definitely understand that. What other challenges are you experiencing with your current servers?”

The senior IT manager responds, “Well, it seems like we spend a lot of time just trying to keep up with requests and complaints. We’re always reacting, and we sometimes have to come into the office at night to respond to issues because our developers work ’round the clock.”

The sales professional says, “I hear this a lot, so I know how frustrating it can be. What else concerns you? For example, how worried are you about cyber attacks?

The senior IT manager explains, “Well, like most companies, we worry about cyber attacks all the time. But we already have security programs in place to handle those threats.”

Learning check

How should the sales professional respond to the senior IT manager?


a.Explain that traditional security programs typically don’t protect firmware and the supply chain, but HPE can help close this gap.

b.Realize that the customer is not concerned about security and emphasize other advantages that HPE ProLiant servers provide.

c.Explain why the senior IT manager should be more concerned about security than he appears to be.



The answer to the learning check is provided on the next page.

Answer to Learning check

How should the sales professional respond to the senior IT manager?


a.Explain that traditional security programs typically don’t protect firmware and the supply chain, but HPE can help close this gap.

b.Realize that the customer is not concerned about security and emphasize other advantages that HPE ProLiant servers provide.

c.Explain why the senior IT manager should be more concerned about security than he appears to be.



Summarizing what the customer needs
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The sales professional continues to ask open-ended questions, encouraging the senior IT manager to explain all of the company’s requirements. In addition to the AI workloads, the company has data management and data analytics workloads. The company’s servers will also be highly virtualized and part of a hybrid cloud environment.

Adding to the need for better performance, the senior IT manager wants to simplify management and operations, gaining more visibility into their company’s environment (from the edge to the cloud to the data center). He also explains he is worried about the time it will take to provision the new servers. And now that he knows that traditional security programs often cannot detect firmware attacks, he wants to close that security gap.

HPE solutions for data management and analytics
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When you provide solutions for data management and AI and data analytics workloads, differentiating between these workloads can be helpful. Data management workloads require high-performance CPUs, large storage capacity, and high-memory capacity. AI and data analytics workloads likewise require high-performance CPUs and high-memory capacity. But they also require more GPUs and scale out capabilities, which means the customer must be able to easily add servers and storage as needed.

As with any workload, HPE offers a range of server solutions, but as you recall, HPE recommends that you lead with HPE ProLiant DL345 Gen11 servers, ProLiant DL 385 Gen11 servers, or ProLiant DL380 Gen10 Plus servers.

HPE ProLiant DL345 Gen11


■High-performance per core

■Large storage capacity, expandable

■Reduced software licensing (single socket)



HPE ProLiant DL385 Gen11


■High maximum core count

■Maximum support for GPUs

■Faster processing power and memory speeds



HPE ProLiant DL380 Gen10 Plus


■Gold standard for data centers

■Support for diverse workloads & environments

■Increased storage capacity and performance



HPE GreenLake for Compute Ops Management
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In addition to finding the best server solution to run the customer’s workloads, the sales professional needs to position HPE GreenLake for Compute Ops Management as the cloud-native solution that will simplify the customer’s server management.

Intuitive and simple to use, HPE GreenLake for Compute Ops Management modernizes compute management. Accessible from anywhere, HPE GreenLake for Compute Ops Management gives customers global visibility and insight across their environment, edge-to-cloud. Admins can easily onboard servers, provisioning and configuring them anywhere, from remote sites and edge systems to data centers and hybrid cloud. Admins can eliminate manual tasks like updating firmware, thanks to extensive automation. And on the user side, proactive notifications and simple self-service options give users workload optimization guidance that can be instantly implemented with a few clicks.

HPE GreenLake for Compute Ops Management also helps customers accelerate innovation, delivering AI-driven insights with automation. As AI works in the background to monitor and analyze the environment, it uncovers insights and presents them in easily understood analytics. This intelligence allows admins to make smarter decisions and ultimately achieve better business outcomes.

Because customers access this cloud-native compute management tool through HPE GreenLake Edge-to-Cloud Platform, they get a great introduction to the other HPE GreenLake applications available there as well. (You will learn more about the HPE GreenLake Edge-to-Cloud Platform in Module 5.)

Next steps
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Like all HPE solutions, HPE ProLiant servers are available as-a-service, through HPE GreenLake. You can move on to Module 5 to learn more about HPE GreenLake.


Module 5: HPE GreenLake
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Module 5: HPE GreenLake

Topic 1: Understanding the Opportunity
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Topic 1 reviews the customer challenges that are pushing customers to adopt as-a-service solutions.

The only constant is change
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As companies examine the events of the last several years, there is one inescapable conclusion: to succeed, customers must be able to adapt. A global pandemic, continuing supply chain issues, new competitors, market shifts— whatever the disrupting event, companies must be able to quickly adjust their business objectives, and they need IT solutions that can adapt just as quickly, helping them move forward and meet their new objectives.

To win their business, therefore, you must be able to help them succeed. That is, you must provide them with the solutions that give them the flexibility and agility they need to meet their desired business outcomes.

Companies are turning to everything-as-a-service
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Over the last several years, companies have been turning to as-a-service solutions to give them this flexibility and agility. According to a Fortune Business Insights survey, when the global pandemic presented them with new challenges (such as supporting a remote workforce and improving productivity), many companies turned to as-a-service solutions to meet these challenges. Other companies turned to as-a-service solutions to help them improve business operations, increase efficiency, and boost market growth. As companies are counting on as-a-service solutions to help them address challenges and grow their business, Fortune Business Insights predicts that the as-a-service market will grow from US $545.35 billion in 2022 to US $2.378 trillion in 2029, a CAGR of 23.4%. (Fortune Business Insights, Everything-as-a-Service [XaaS] Market, June 2022.)

The next section defines how the as-a-service market is defined in this report.

Definition of market

For this report, everything as-a-service includes:


■Software-as-a-Service

■Platform-as-a-Service

■Infrastructure-as-a-Service (which includes Microsoft Azure, Google Compute Engine, AWS, and Digital Ocean)

■Cybersecurity-as-a-Service

■Hardware-as-a-Service

■Technologies-as-a-Service (such as AI, edge computing, IoT, and so on)



Growing market: Dedicated (local) cloud IaaS
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IDC sees as-a-service as a “significant element of digital transformation” because it helps organizations use IT more efficiently, thereby enabling them to achieve their desired business outcomes. In June 2020 IDC recognized a new class of services, which it calls the dedicated local cloud infrastructure as-a-service (IaaS) solutions. These solutions essentially give each customer cloud services that are dedicated to just that customer and deployed on that customer’s premises. The service provider owns the infrastructure and is responsible for deploying, maintaining, and updating it.

IDC estimated that companies spent US $138 million on this emerging market in 2020. But as companies and even service providers take advantage of local cloud IaaS, this market will grow swiftly to an astounding US $14 billion by 2025. (IDC, “The Dedicated (Local) Cloud Infrastructure-as-a-Service Market Will Grow Revenues More Than 100x Over the Next Five Years,” July 2021.)

HPE delivers on as-a-service promise
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Recognizing that customers would need as-a-service solutions to meet their business objectives, HPE made a bold promise in 2019: the company promised to deliver its entire portfolio as-a-service by 2022. Some people may have dismissed this promise as wishful thinking. Moving HPE’s extensive portfolio to as-a-service in just 3 years was certainly an ambitious goal.

So how did we do? At our annual Discover conference in June 2022, Antonio Neri, HPE CEO and President, declared “victory.” Noting that it was a “proud moment,” Neri noted, “Everything is an as-a-service experience from the moment you log through the HPE GreenLake platform to all of the services we offer. It was a pivotal moment in our journey.”

As HPE predicted, if they built it, the customers would come, moving their workloads and data to HPE GreenLake, HPE’s premiere as-a-service offering. As of August 2022, HPE GreenLake had 65,000 customers and 120,000 users with 1 exabyte of data under HPE GreenLake management. (CRN, “HPE’s Antonio Neri: A Drive to Go ’Further and Faster,’” Aug. 1, 2022.)

Understanding the cloud experience
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While determining how to deliver a comprehensive portfolio of solutions as-a-service, HPE, of course, focused on what our customers needed. HPE knew that companies were adopting a “cloud first” approach. To get to where they need to go, however, customers needed to take a “cloud everywhere” approach.

But what does ”cloud everywhere” mean? Most customers think of cloud as a destination: a public cloud that is “out there.” However, that idea of cloud as simply a destination does not meet the needs of businesses today. Take a minute to think about what customers want and expect from cloud.

A cloud should let organizations obtain the services that they need on-demand with a self-service process. This agility creates flexibility. The company can scale services up and down as it makes sense to meet the company’s needs at that time.

Cloud is also characterized by a particular economic model. Companies pay for only the IT resources that they use, when they use them, removing the roadblock of a large up-front capital expenditure and letting the company invest that capital elsewhere. Finally, from an operational viewpoint, the cloud provider manages the infrastructure, freeing up the company’s IT staff members to pursue other innovative initiatives.

When you really consider what cloud is, cloud is not a destination; it’s an experience.

HPE GreenLake is the cloud that comes to you
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HPE understands that customers need a cloud that comes to them, anywhere and everywhere. As-a-service delivery acts as the engine that moves the cloud to our customers. HPE GreenLake offers a full portfolio of as-a-service solutions, including pre-configured solutions and fully customized solutions based on particular customer requirements. In this way, we give customers self-service, scalability, pay-per-use, and service provider management across the complete edge-to-cloud platform.

Edges

The edge is where people, devices, and things connect. At the edge, systems and secure connectivity enable data to be analyzed at its source. With these new insights, companies can deliver more personalized experiences and new products and services.

HPE GreenLake brings the self-service, pay-as-you-go, provider-managed cloud experience to customers’ edge locations. Customers get a single IT operating model across their edge locations, colocations, data centers, and hybrid-cloud environments.

Colocation / data centers

HPE can deliver any HPE GreenLake cloud service at a colocation partner (examples include Equinix, CyrusOne, and Digital Realty). HPE designs the space, implements the solution, and manages the HPE GreenLake service at the colocation site, while customers maintain control over their HPE GreenLake cloud services. Customers get the latest in facilities systems and technologies. But customers’ IT staff members no longer have to manage the day-to-day operations of the data center, freeing them to focus on innovation. Customers receive all of it with one agreement, one point of contact, and a single invoice.

Public clouds

HPE can resell public cloud consumption for the three large public cloud providers (AWS, Microsoft Azure, and Google Cloud Services). You can position HPE as a cloud service provider and unbiased advisor on the right location for each workload, differentiating HPE’s hybrid cloud management service from the competition.

Why sell as-a-service solutions?
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What does this mean for you as an HPE Partner? If you don’t yet offer as-a-service solutions, it opens up new opportunities for you to expand your business. And HPE can help you offer your customers the as-a-service solutions they need and want.

If you are already selling as-a-service solutions, HPE can help you expand and scale your as-a-service business.

Learning check

Why is the cloud-first approach not meeting customers’ needs?


a.Customers need to move all their data to the public cloud.

b.Customers need help implementing public cloud services.

c.Customers need a renewed commitment to public cloud services.

d.Customers need the cloud experience, wherever they access data.



The answer to the learning check is provided on the next page.

Answer to Learning check

Why is the cloud-first approach not meeting customers’ needs?


a.Customers need to move all their data to the public cloud.

b.Customers need help implementing public cloud services.

c.Customers need a renewed commitment to public cloud services.

d.Customers need the cloud experience, wherever they access data.



Topic 2: HPE GreenLake Solutions
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In this topic you will learn more about HPE GreenLake solutions.

HPE GreenLake IaaS
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You will now take a closer look at how HPE can help you build your as-a-service business.

For customers who initially require smaller capacities, HPE provides GreenLake Infrastructure-as-a-Service (IaaS) solutions that offer a great entry point for both you and your customers. You can offer your customers predefined, preconfigured solutions that provide a smaller starting capacity with the ability to scale to meet customers’ growing needs and peak requirements. It allows you to “land and expand” your as-a-service deals. Once a customer experiences the convenience, flexibility, economics, and business value of HPE GreenLake, they will want more. You can then use change orders to add different technologies, another location, or new services. You can gradually add as-a-service solutions until customers have expanded their HPE GreenLake environment and are getting the full benefits of HPE GreenLake from the edge to the cloud.

To help you deliver these solutions more quickly to your customers, HPE provides tools to speed up the quoting and ordering process. Using the HPE GreenLake Quick Quote tool, for example, you can easily find the predefined solutions available in your region, complete with established pricing. HPE has also simplified the HPE GreenLake contract, which is available through the Distributors Cloud Marketplace. The Marketplace can help speed up the quoting and ordering process.

Categories of HPE GreenLake Cloud Services
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HPE also provides an extensive portfolio of HPE GreenLake cloud services to run your customers’ workloads. At the time this course was published, the HPE GreenLake portfolio included more than 70 cloud services across 17 categories, from compute, storage, and networking to virtual machine (VM) or container platforms, to specific cloud services for workloads such as Artificial Intelligence (AI), Machine Learning, and analytics. However, HPE continues to develop and expand the HPE GreenLake portfolio, so additional cloud services will be added going forward. You can visit the URL shown below to see a current list of cloud services.

https://www.hpe.com/us/en/greenlake/services.html

Check with your PBM or the Distributors Cloud Marketplace to see which cloud services you can offer in your geo.

In addition to providing the solutions your customers need to run their workloads, HPE has designed HPE GreenLake cloud services to speed up delivery to your customers, providing tools to help you size and create quotes more easily.

Keep in mind that if one of these cloud services does not meet your customers’ requirements, you can tailor an HPE GreenLake solution to meet the customer’s needs.

HPE GreenLake Edge-to-Cloud Platform
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HPE provides a unified cloud experience for customers, providing easy access to the applications they need to configure and manage their hybrid environment. HPE GreenLake Edge-to-Cloud Platform provides each customer with a single view of their environment and a single sign-on. Once customers authenticate, they will be able to manage their devices, storage, networking, support, ordering—all in one place.

To view a demo or create an HPE GreenLake account, click here.

Aruba Central
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Aruba Central brings the cloud experience to the edge, allowing customers to manage their entire network infrastructure from one cloud-native command center.

Data Services Cloud Console
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Because HPE understands that customers cannot, and do not want to, move all of their data to the cloud, the Data Services Cloud Console brings the cloud experience to data wherever that data lives.

Key among the console’s services is the Data Ops Manager, which orchestrates the on-prem storage infrastructure and abstracts away storage complexity. Within Data Ops Manager, customers can quickly provision storage for workloads and execute other tasks with simple-to-understand, intent-based processes.

HPE GreenLake Compute Ops Management
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HPE GreenLake Compute Ops Management simplifies operations with a seamless as-a-service experience, edge-to-cloud, while eliminating manual tasks.


■It automatically discovers and configures servers, using zero touch provisioning.

■It delivers cloud operations to wherever compute lives.

■It helps customers accelerate innovation by delivering AI-driven insights.



HPE GreenLake Central
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HPE GreenLake Central helps customers track both their utilization and the associated costs, eliminating the unexpected costs often associated with public cloud.

You will review the critical role HPE GreenLake Central can play in selling HPE GreenLake later in this course.

Flexible service options for HPE GreenLake
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HPE developed HPE GreenLake with our Partners in mind. In fact, HPE enables Partners to include their own services as part of the HPE GreenLake solutions they offer customers. HPE’s goal is to support our Partners, helping them develop or expand their services.

HPE also offers services that Partners can use to augment their own. For example, HPE Advisory and Professional Services (A&PS) can smooth the path for customers by delivering consulting, transformational, migration, and integration services across a broad range of technologies. HPE GreenLake Management Services give customers the complete, managed as-a-service experience they expect from cloud services.

What this means for you is that when selling HPE GreenLake, you have the absolute flexibility to provide the services that are best for your customers. The most obvious factor to consider is, which services provide what the customer needs? You can then consider, which services are the most cost effective solution for the customer? Which services does the customer prefer? For example, if a customer is already using your services, they may prefer just to keep using your services. You can also consider what is best for your company. Which services make the most sense financially for your own company?

HPE Advisory & Professional Services

You can augment your services with advisory and migration services from the HPE Advisory & 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.

HPE GreenLake Management Services.

HPE GreenLake Management Services offloads the heavy lifting of running modern IT, when and where companies need it. You can offer your customers comprehensive monitoring, operations, administration, optimization, and nearly continuous improvement across all areas of their HPE GreenLake solution.

HPE can help you build your as-a-service business
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Whether your customers need IaaS, predefined HPE GreenLake Cloud Services, co-location, or a customer-tailored solution, you’ll find what they need in the HPE GreenLake portfolio. You can also add your company’s services or HPE’s to give customers the complete managed cloud experience they are looking for. Or, provide advisory and professional services to help customers plan or complete their digital services.

What are HPE Partners saying?
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But you don’t have to take our word for it. An HPE Partner recently listed the benefits they receive from selling HPE GreenLake.

First, and most importantly, selling HPE GreenLake naturally results in more strategic conversations with our customers. Consequently, HPE GreenLake elevates us within the account, promoting us to a trusted advisor to our customers. HPE GreenLake further helps us focus on selling solutions to help customers achieve their business priorities.

In terms of our own business, we do not need any capital or upfront funding to run our business. As an added benefit, profit margins are better with HPE GreenLake, helping us run our business more smoothly. Establishing a one-term contract with the customer provides us with recurring revenue, thereby increasing the company’s value. It also extends our business engagements with the customer.

The bottom line is that HPE GreenLake helps us stand out from the crowd because we can offer the customer a unique solution. HPE GreenLake, in turn, helps our customers differentiate themselves from their competition, giving them the agility they need to lead in their market. And with HPE GreenLake, credit requirements for IT do not affect our customers’ current credit line, giving them yet another reason to choose an HPE GreenLake solution.

Learning check

Match the platform or services with the benefits it provides you and your customers.

Platform or services


a.HPE Advisory & Professional Services

b.HPE GreenLake Management Services

c.Distributors Cloud Marketplace

d.HPE GreenLake Edge-to-Cloud Platform



____ Gives customers the complete as-a-service experience

____ Shows what services are available in your geo and speeds up the quoting process

____ Provides consulting services, which you can supplement with your own

____ Provides customers with a single view of their environment

The answers are provided on the next page.

Answers to Learning check

Match the platform or services with the benefits it provides you and your customers.

Platform or services


a.HPE Advisory & Professional Services

b.HPE GreenLake Management Services

c.Distributors Cloud Marketplace

d.HPE GreenLake Edge-to-Cloud Platform



 b  Gives customers the complete as-a-service experience

 c  Shows what services are available in your geo and speeds up the quoting process

 a  Provides consulting services, which you can supplement with your own

 d  Provides customers with a single view of their environment

Topic 3: Preparing for Consultative Conversations


[image: image]


You will now consider how to prepare for the consultative conversations you need to sell HPE GreenLake.

Outcome-based selling
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As you consider selling as-a-service solutions, you will need to prepare for strategic conversations, focusing on outcome-based selling. You will need to delve deeper so that you fully understand exactly what your customers are trying to achieve. Is the customer trying to grow revenue, cut costs, or become more competitive? And why is the company focusing on these goals? The more you know about the customer’s priorities and objectives, the better.

Once you have an in-depth understanding of the customer’s business challenges and goals, you can begin to sell the vision of HPE GreenLake, explaining how it delivers the cloud experience when and where customers need it. You can then align HPE GreenLake business benefits to the customer’s specific challenges and goals, demonstrating how an HPE GreenLake solution meets all of the customer’s needs.

Look for opportunities
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Where do you look for HPE GreenLake opportunities? You might want to begin with the customers who will be most ready to hear your message: your existing customers. You can review your account list, looking for likely candidates. When did you last contact the customer? What contacts do you have in the company?

You should also determine who else in your company is talking to the customer. HPE GreenLake might be relevant to that person’s customer contacts.

List what you know about each customer and then compare this information against the characteristics of potential customers, which are outlined on the next two frames.

Potential customers: Need flexibility of public cloud, but on-prem
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As you talk to customers about their cloud strategy, you can listen for customer characteristics that indicate good opportunities for HPE GreenLake. Look for customers who need the flexibility of public cloud while retaining the advantages of on-prem solutions. Customers who have a hybrid IT strategy or are interested in developing one are particularly good prospects.

Other good opportunities are customers who want to hold on to their funds, rather than making large upfront expenditures. Such customers want to pay only for the IT resources that they use.

You should also look for customers who are motivated to respond to business demands faster and want IT to support them in these efforts. To that end, they want to deploy solutions faster and scale up faster, so they always have the IT resources available when they need them. At the same time, they want to free up IT resources to help them innovate and discover new ways to compete in their market.

Potential customers: Need to “rebalance” workloads and data


[image: image]


You should also be aware that companies sometimes need to “rebalance” their workloads and data. “Rebalancing” typically means that companies move some data or workloads from the public cloud to on-prem.

Companies may take this step for a number of reasons. For example, their initial cloud migration might have been poorly planned. Companies with a cloud-first approach might have started deploying all their workloads in the public cloud, rather than carefully evaluating their workload requirements and determining where best to run each workload. If some data remains on-prem, workloads in the cloud may then experience latency. In this case, the company might want to move the workloads on-prem to reduce latency and improve performance. Other customers may need to move data that was in the public cloud on-prem to ensure regulatory compliance or avoid costly egress fees.

Arguably, the biggest driver for moving workload or data on-prem is egress costs— the cost of moving data within the public cloud or downloading that data on-prem. NASA’s mis-steps demonstrate the danger of overlooking these fees. Projecting that by 2025 they would need to store 247 petabytes of data for their Earth Science Data and Information System, NASA had planned to store the data in public cloud. When NASA estimated costs, however, they did not initially factor in egress fees. An internal audit found that egress costs alone would be “around US $30 M a year by 2025.” Although most companies will not store this much data nor incur these egress costs, NASA’s experience highlights how egress fees are often unaccounted for and can adversely affect companies’ bottom line.

Study HPE GreenLake wins
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When you are preparing to speak with a potential customer about HPE GreenLake for the first time, you should be ready to share examples of the successes that actual HPE GreenLake customers have experienced. HPE recommends that you have at least three HPE GreenLake customer wins in your pocket—which are sometimes called “pocket stories.” As you talk to prospective HPE GreenLake customers about their pain points and business objectives, you can then draw on these “pocket stories” to illustrate how HPE GreenLake has helped other customers solve similar challenges.

Of course, if you are new to selling HPE GreenLake solutions, it will take you some time to gather your own pocket stories. In the meantime, you can find real-life success stories of companies you can share by clicking here.

“Pocket stories” for pain points
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Kevin Dueck, HPE Worldwide GreenLake Business Development Manager, shares one of his “pocket stories,” which demonstrates how HPE GreenLake changed the way one of his customers responded to urgent and sudden requests for extra capacity.

“Before leveraging HPE GreenLake, the CEO would often have a new project idea on a Friday and demand that IT have enough capacity to launch by Monday. IT had to play what they called the ‘shell game’ over the weekend and scramble to find enough capacity. Many hours of moving data around, archiving data to tape, etc., was quite the challenge.

“In this case, my customer did not actually over-provision but rather aimed to buy capacity just in time. But not having enough capacity on hand, plus long procurement lifecycles, had a negative impact on projects and time-to-market.

“HPE GreenLake solves this problem, allowing IT to scale capacity as they need. And no overtime is required.”

Collecting stories like this one personalizes the unique value of HPE GreenLake for your customers.

Learning check

Which customers would be a “good fit” for an HPE GreenLake solution? (Select four.)


a.The customer typically overprovisions, but is now looking to only pay for what they use.

b.The customer wants to achieve the agility of cloud, but prefers to keep their data on prem.

c.The customer wants a solution that is guaranteed to be cheaper than what they already have.

d.The customer struggles with long procurement cycles and cannot keep up with new demands.

e.The customer wants a simple upgrade to the storage environment and has set aside a budget for this purpose.

f.The customer wants to respond faster to business demands and free up IT resources for other projects.



Answers to the learning check are provided on the next page.

Answers to Learning check

Which customers would be a “good fit” for an HPE GreenLake solution? (Select four.)


a.The customer typically overprovisions, but is now looking to only pay for what they use.

b.The customer wants to achieve the agility of cloud, but prefers to keep their data on prem.

c.The customer wants a solution that is guaranteed to be cheaper than what they already have.

d.The customer struggles with long procurement cycles and cannot keep up with new demands.

e.The customer wants a simple upgrade to the storage environment and has set aside a budget for this purpose.

f.The customer wants to respond faster to business demands and free up IT resources for other projects.



Summary
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Because HPE GreenLake requires a consultative sales approach, you will focus more intently on what the customer needs. As Doug Swann, 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.”

HPE provides a wide range of resources to help you be successful. The HPE GreenLake Sales Plays are a good place to start. Click the Resources tab to find links to this and other tools to help you sell HPE GreenLake.


You’ve completed this course!
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Congratulations! You have completed this course.
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