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Welcome to Selling HPE As-a-Service Solutions! This certification course introduces you to HPE as-a-service solutions and then helps you begin to position and sell these solutions. It also features example customer conversations, so that you can prepare for and adapt to any customer situation, thereby increasing your chances of success.

Course map
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This course includes five modules. In Module 1, you will review the reasons many companies are moving to as-a-service solutions, giving you an opportunity to expand your business to provide the solutions they need. Module 1 also addresses the question, Why should you sell HPE as-a-service solutions? In Module 2, you will review the cloud landscape and learn the key role HPE GreenLake plays in providing true hybrid cloud solutions. In Module 3, you will focus on customer sales conversations. You will learn how to position HPE GreenLake to key stakeholders, such as line of business managers and CIOs, so they understand how HPE GreenLake’s unique value can help them achieve their business objectives. In Module 4, you will turn your attention to the financial benefits of HPE GreenLake so you can have more in-depth discussions with stakeholders who have responsibility for making budget decisions. Finally, Module 5 will preview the future of HPE as-a-service solutions and demonstrate HPE's ongoing commitment to our Partners.


Module 1: Preparing to Sell HPE GreenLake
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You will now begin “Module 1: Preparing to Sell HPE GreenLake.”

Topic 1: Reviewing the Opportunity
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Topic 1 examines 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.

Customer challenges: Transform or fall behind
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Digital transformation has been a driving force in disrupting industries, but the recent global pandemic made digital transformation more critical than ever before. In a recent survey, Accenture Research compared “leader” businesses with “laggard” businesses in terms of their digital transformation. The study found that “‘leader’ businesses doubled down on their tech investments in 2020 and 2021.” (Accenture, as quoted by Salesforce, “As Uncertainty Persists, Digital Transformation Remains at Heart of the CEO Agenda,” July 19, 2022.)

These leaders are now reaping the rewards of these investments. They are growing five times faster than “laggard” businesses, which did not increase their technology investments. As these leaders sprint ahead of companies that have not successfully completed their digital transformation, the digital transformation divide is getting wider.

Customer challenges: More pressure on infrastructure and operations
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As Gartner explains, “The increasing speed of technology change has created tremendous opportunities for IT leaders to align with business priorities.” But these opportunities are not without cost, adding to the pressures IT faces. For example, IT must deliver “just-in time” infrastructure because every project must be deployed as quickly as possible. Likewise IT must be “digital natives,” demonstrating the capabilities to innovate at a deep level while challenging legacy architectures and practices. And as data proliferates, IT must determine which data should be kept and where, and then ensure that users can access that data, wherever it resides.

The challenges are not only technology and solutions based. IT must also develop a business-based mindset. Only then can they determine how to use technology to help the company achieve their business priorities. (Gartner, “The Top 6 Trends Impacting Infrastructure and Operations for 2022,” Dec. 6, 2021.)

Customer challenges: Lack of skills
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With IT under more pressure to deliver, companies are having difficulty finding the skilled employees they need. In a report on IT skills, 76% of IT decision-makers worldwide noted that they face critical skills gaps in their departments. (SkillsSoft, 2021 IT Skills and Salary Report, Nov. 10, 2021.) With a lingering labor shortage since the global pandemic, companies are finding it difficult to find and hire IT staff with the skills they need. And while companies might want to retrain their existing employees, such training is time consuming.

Companies are turning to everything-as-a-service
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Although many companies have been planning to move to as-a-service solutions, Fortune Business Insights reports that the pandemic introduced new challenges (such as supporting a remote workforce and improving productivity), which significantly accelerated these plans. Companies will continue to turn 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.)

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.

Test your knowledge

What challenges are companies facing today that are hindering their digital transformation? Select three.


	Finding IT staff with the required skills


	Paying IT staff competitive wages


	Negotiating with AaS vendors for the best price available


	Innovating with aging legacy infrastructure


	Keeping up with accelerated schedules for projects


	Sharing the vision of their company with stakeholders




The answers are provided on the next page.

Answers to Test your knowledge

What challenges are companies facing today that are hindering their digital transformation? Select three.


	Finding IT staff with the required skills


	Paying IT staff competitive wages


	Negotiating with AaS vendors for the best price available


	Innovating with aging legacy infrastructure


	Keeping up with accelerated schedules for projects


	Sharing the vision of their company with stakeholders




Topic 2: Building Your As-a-Service Business with HPE
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In this topic you will discover how you can build your as-a-service business with HPE.

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 explained, “Everything is an as-a-service experience from the moment you log through the HPE GreenLake platform to all of the cloud 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 does not meet the needs of businesses today. A cloud lets organizations obtain the services that they need on-demand with a self-service process. From this agility, springs 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 provider manages the infrastructure, freeing up the company’s IT staff members for other innovative pursuits. 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


[image: image]


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.

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 offers 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 they 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 customer’s 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.

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.

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 your own services as part of the HPE GreenLake solutions you offer your customers. HPE’s goal is to support our Partners, helping them develop or expand their services.

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

With 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 makes the most sense for your own company. Which services provide the best financial benefit to you, our Partner?

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 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.

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.

Test your knowledge

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

Platform or services


	HPE Advisory & Professional Services


	HPE GreenLake Management Services


	Distributors Cloud Marketplace


	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 Test your knowledge

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

Platform or services


	HPE Advisory & Professional Services


	HPE GreenLake Management Services


	Distributors Cloud Marketplace


	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
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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.

Offer customers a lifetime cycle experience
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Antonio Neri, HPE CEO and President, explains how HPE GreenLake completely changes what we can offer customers: “We are shifting from a transactional kind of experience to a lifetime cycle experience. And you know, we want [sales professionals] to put the customers in what we’re calling an ‘infinity loop,’ and keep them in the infinity loop. So they never leave the loop. Learn. Try. Buy. And consume. . . . It’s different than just shifting the model to consumption. It’s that true customer life-cycle value that we’re bringing to unification of the platform from the edge to the cloud.” (CRN, “HPE CEO Antonio Neri’s 10 Boldest Statements from Best of Breed 2021,” CRN, Oct. 13, 2021.)

Begin to determine which customers are potential “good fits” for HPE GreenLake
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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 “Good fit” criteria for HPE GreenLake.

Good fit


■Embraces a hybrid cloud strategy

■Overprovisions in traditional capital purchases, or alter-natively constantly runs out of capacity and panic buys

■Experiences long procurement cycles

■Needs to hold on to funds

■Wants to pay only for what they use

■Needs to free up IT resources

■Has compelling need for on-prem infrastructure (security, legal, latency, and other such requirements)

■Needs to respond faster to business demands: deploy IT solutions faster and scale up faster



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.

Introducing the fictitious customer scenario for this course
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To mimic an actual sales process as closely as possible, this course will use a fictitious customer scenario. Please note that although this customer, BankOnIt, is fictitious, it was created from industry trends and common concerns from existing HPE GreenLake customers.

In the modules that follow, you will “shadow” an HPE Partner through the consultative process of selling HPE GreenLake to BankOnIt, a regional bank that provides financial services to individuals as well as businesses and nonprofit organizations.

BankOnIt has been the Partner’s customer for 14 years. The HPE Partner initially won the customer with HPE ProLiant servers and has maintained control of the account with multiple refreshes. The last refresh was several years ago. The bank updated their servers to HPE ProLiant DL360 Gen10 Servers with HPE 3PAR 8440 storage arrays. At the time of the upgrade, the bank had 600,000 members, 61 branches, and assets totaling US $7.5 Billion.

As the HPE Partner reviews his customers, looking for potential HPE GreenLake opportunities, BankOnIt stands out for several reasons: the bank has been the Partner’s customer for 14 years and the Partner wants to keep the customer for many more years.

In addition, the customer has purchased HPE solutions in the past and, as such, understands and appreciates HPE’s leadership in both servers and storage. The HPE Partner knows BankOnIt needs to consider refreshing its data center within the next year. Further, the HPE Partner has strong relationships with top-level IT managers and recently found out that line of business managers are beginning to put pressure on IT to deliver services faster. The HPE Partner wants to find out more about what line of business managers are requesting so he can determine if HPE GreenLake is a good fit.

Test your knowledge

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


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


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


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


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


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


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




The answers are provided on the next page.

Answers to Test your knowledge

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


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


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


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


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


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


	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.”

In the next module, you will learn more about how HPE GreenLake provides the hybrid cloud solutions your customers need.


Module 2: Selling HPE GreenLake as a Hybrid Cloud Solution


[image: image]


Module 2: Selling HPE GreenLake as a Hybrid Cloud Solution

Topic 1: Position HPE as a Hybrid Cloud Solution
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In this topic you will review the cloud landscape and learn how to position HPE GreenLake as part of that landscape.

HPE GreenLake is part of the cloud conversation
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Because your customers may not be familiar with HPE GreenLake, they may not immediately grasp the unique value it offers their business. To be successful selling HPE GreenLake, you must be comfortable engaging customers in consultative conversations, so you can demonstrate how HPE GreenLake addresses their business challenges and objectives.

For example, suppose you have mentioned HPE GreenLake to your customer and received this response: “Sorry, we’re not interested in HPE GreenLake. We are moving to the cloud.”

How would you respond to this customer? Would you try selling the customer another cloud solution? Or would you offer the customer a traditional infrastructure solution? Or, would you continue the consultative conversation so that you can understand what the customer needs before you recommend any solution?

“Moving to the cloud” doesn’t shut HPE out of the conversation because HPE GreenLake delivers the cloud experience. HPE GreenLake is, after all, the cloud that comes to you.

The cloud landscape: Multi-cloud
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You must, therefore, be conversant in discussing the cloud landscape, so you can position HPE GreenLake appropriately.

For example, in a recent survey, 89 percent of organizations reported that they have a multi-cloud strategy. (Flexera, State of the Cloud Report, 2022, p. 16.) Companies may adopt a multi-cloud strategy because they are concerned about relying on one public cloud provider. For example, if one cloud provider suffers an outage, the other cloud provider will likely still be operational. With a multi-cloud environment, companies can also distribute their workloads across two or more public clouds. On the downside, companies must then train their admin staff to use multiple tools and manage multiple clouds. They also need visibility across their multi-cloud environment, so they can manage it end-to-end.

Public cloud

In public cloud, “the cloud infrastructure is provisioned for open use by the general public. It may be owned, managed, and operated by a business, academic, or government organization, or some combination of them. It exists on the premises of the cloud provider.” (The NIST Definition of Cloud Computing, p. 3.)

Public cloud provides on-demand IT services, delivered with a pay-per-use funding model. Common cloud services include software-as-a-service (SaaS), which delivers applications; infrastructure-as-a-service (IaaS), which delivers virtual machines (VMs); and platform-as-a-service (PaaS), which delivers VMs plus an application stack that provides a platform for application development.

The cloud landscape: Hybrid cloud
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Eighty percent of organizations also have both public and private cloud environments, giving them a hybrid cloud environment. (Flexera, State of the Cloud Report, 2022, p. 16.) Because neither public nor private cloud meets their requirements for every workload, a hybrid cloud environment gives companies the flexibility to run workloads where it makes the most sense.

Although a hybrid cloud environment sounds ideal, companies face some very real obstacles in implementing it. First and foremost, managing a mix of public and private clouds is not a trivial undertaking. Where do companies find employees with the skills to handle the complexity? How many tools does IT need to manage private and public clouds? How can they make the cloud experience consistent across their public and private clouds? How exactly do they determine which is the best environment to run each workload?

Hybrid cloud

“The hybrid cloud infrastructure is a composition of two or more distinct cloud infrastructures (private, community, or public) that remain unique entities, but are bound together by standardized or proprietary technology that enables data and application portability (e.g., cloud bursting for load balancing between clouds).” (The NIST Definition of Cloud Computing, p. 3.)

With a hybrid cloud, customers can choose which workloads to deploy in which cloud, based on the business and workload needs.

Private cloud

“The cloud infrastructure is provisioned for exclusive use by a single organization comprising multiple consumers (e.g., business units). It may be owned, managed, and operated by the organization, a third party, or some combination of them, and it may exist on or off premises.” (The NIST Definition of Cloud Computing, p. 3.)

A private cloud delivers on-demand IT services, which IT can easily scale and line of business users can request using self-service portals.

Companies have a lot of options for deploying private clouds from HPE to Microsoft and AWS.

Customers need cloud everywhere
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HPE recognizes that customers will continue to choose public cloud for some workloads because it gives them the business agility, cloud economics, automation, and scalability they need. At the same time, HPE knows that companies have a lot of reasons to keep data and applications on-premises. In fact, 70% of companies’ applications and data remain on-prem. Keeping data and applications on-prem gives companies data sovereignty. (IDC, “Cloud Pulse Survey 4Q21” as quoted by HPE at https://www.hpe.com/us/en/greenlake/private-cloud-enterprise.html.) They have more control over where their data is it stored, so they can ensure that data is stored where it is processed, improving performance. Likewise they can better control security and privacy as well as make more informed decisions to optimize their TCO.

HPE understands that customers need something more: they need to bring the best of these two worlds together, giving customers cloud everywhere on their terms. They need HPE GreenLake, the cloud that comes to you.

HPE GreenLake provides the solutions customers need
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As you learned in Module 1, HPE offers customers a comprehensive range of cloud services and fully managed service offerings for workloads such as High Performance Computing (HPC), Machine Learning Operations (ML Ops), SAP HANA, and virtual machines as-a-service (VMaaS)—to name just a few. And no matter what workloads customers are running, they receive a consistent experience across their hybrid cloud, effectively addressing one of the key issues of managing a hybrid cloud environment.

HPE further lightens the heavy burden weighing down IT by taking responsibility for implementation, operations, maintenance and support services.

HPE also gives customers more flexibility and visibility into the resources they are consuming. HPE GreenLake offers customers a wide range of choices when it comes to metering. Customers can meter per core, per GB of storage, per VM, per network port, per container node—choosing the option that best fits their business.

With decades of experience and a track record of innovation, HPE knows what customers need and keeps delivering the as-a-service solutions that will help customers’ achieve their business objectives. In fact, HPE is continually developing our as-a-service program and portfolio, so we can anticipate customers’ requirements and then deliver the solutions they are looking for. In Module 5, you will also learn more about how HPE is supporting our Partners as they start or expand their as-a-service business.

Topic 2: Uncover Opportunities
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In this topic you will focus on uncovering opportunities to sell HPE GreenLake solutions.

Understand the customer’s cloud journey
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It’s also important to understand how customers are using the public cloud to achieve their business objectives. You should prepare a list of open-ended questions to help you delve deeper into what customers are doing and why.

For example, you might start by asking customers to explain their compelling drivers for moving to the cloud. And then follow up by asking which public cloud they are using. This information will help you ask the right follow-up questions so you can begin to position HPE GreenLake as the ideal hybrid cloud solution, helping customers run their workloads where it makes the most sense. You should ask, what workloads or data are customers moving to the cloud, and why? What challenges are they experiencing in moving those workloads, and what is their timeline for doing so? You will also want to ask what the company is trying to achieve, and what type of experience the company is expecting.

These are just some examples of the open-ended questions you can ask customers to help you gather the information you need to clearly understand where they are in their cloud journey.

Delve deeper into the customer’s cloud journey


[image: image]


As you talk to customers, you should also listen carefully for any concerns they might have with their current cloud solutions. For example, are customers worried about latency? Are they concerned about availability because they are running critical workloads in the public cloud or considering moving critical workloads there?

Do customers have enough visibility into their hybrid cloud environment? Do they need more control over their cloud services so they can ensure security or regulatory compliance?

Companies may also be dealing with unexpectedly high costs. For example, are their monthly usage fees being driven higher by data egress costs?

Again, the more you understand about the customer, the better equipped you will be to design an HPE GreenLake solution that helps them achieve their business outcomes while resolving any lingering issues with their existing cloud services.

Opportunities: Customers who 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.

Opportunities: Customers who need to “rebalance” workloads and data
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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 experiences highlight how egress fees are often unaccounted for and can adversely affect companies’ bottom line.

Example HPE GreenLake hybrid cloud solutions
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HPE offers a range of hybrid cloud solutions. In the next frames, you will review a few of these solutions, namely HPE GreenLake for Private Cloud Enterprise, HPE GreenLake for Microsoft Azure Stack HCI, and HPE GreenLake Management Services for Hybrid Cloud.

HPE GreenLake for Private Cloud Enterprise
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HPE offers a complete integrated private cloud solution, designed to provide customers with a true public cloud experience. The flexible platform allows customers to run HPE GreenLake for VMs, containers, or bare metal. Like public cloud, HPE GreenLake for Private Cloud Enterprise offers a self-service user experience and private cloud with hyperscaler-like roles and an accountability matrix. Customers can rely on HPE GreenLake for Private Cloud Enterprise to protect their data since the solution is protected with zero trust security. Customers also get the easy convenience of pay-as-you-go, with a modular and scalable solution.

Announced at Discover in June 2022, this solution is already available. Consult your Partner Business Manager (PBM) for availability in your area.

HPE GreenLake for Microsoft Azure Stack HCI
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Microsoft Azure Stack HCI is essentially an extension of Microsoft Azure into the data center, allowing customers to deliver Azure services from their own data center. An organization can develop an app in Azure public cloud and run it in their data center, or develop the app for their data center and run it in the Azure public cloud.

With HPE GreenLake for Microsoft Azure Stack HCI, you can offer customers a complete hybrid cloud solution, including scalable hyperconverged infrastructure, software, and services, delivered in their data center or colocation facility and managed for them. Customers receive a monthly bill, with HPE GreenLake Edge-to-Cloud platform providing complete visibility into the compute and storage resources they consume. Customers can also opt to receive a single bill from HPE. HPE can act as the cloud service provider for Azure public cloud and the Azure Stack HCI.

Cloud-native infrastructure


■HPE and Microsoft certified integrated systems are delivered on cloud modules and include compute, storage, and networking.

■Pre-validated configurations are available in balanced options designed to meet various workload requirements.



Software and management


■The solution is fully installed and configured with Azure Stack HCI, using Windows Admin Center and Azure Control Plane.

■HPE GreenLake Central provides management, monitoring, and billing.



Services and support


■Deployment, configuration, and integration

■Operated by HPE with 24/7 infrastructure monitoring and support

■Learning: Anytime, anywhere, 5000+ hrs with HPE Digital Learner Silver Subscription

■Variety of service and management options



HPE GreenLake Management Services for Hybrid Cloud
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With HPE GreenLake Management Services for Hybrid Cloud, HPE offers customers flexibility, agility, and cloud economics while still allowing them to retain control over their IT resources. Customers receive a fully managed hybrid cloud solution that embraces both HPE GreenLake and cloud service provider (CSP) solutions.

Whether customers are running their workloads in a data center, in a colocation facility, at the edge, or in the public cloud, they receive a consistent, cohesive cloud experience, end-to-end. And since any hybrid cloud strategy is incomplete without public cloud, HPE has strengthened our strategic relationships with public cloud providers. As a result, customers can purchase public cloud services through HPE, giving them one subscription and cloud consumption model.

The foundation of this hybrid experience is HPE GreenLake Edge-to-Cloud Platform and the Hybrid Cloud Operations Console. The console is vendor agnostic and supports commonly used public cloud providers, delivering one cloud management environment.

HPE will collaborate with channel partners on the resell of HPE GreenLake Management Services. Simply contact your PBM. Or, you can use your own hybrid cloud managed services. You always have the flexibility to determine what is better for your customers.

Colocation solutions
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Although companies may need to keep their data and apps on-prem, they may have another, seemingly contradictory objective: they may also be looking for ways to downsize their data centers or eliminate them altogether.

HPE GreenLake with colocation helps customers avoid the hassles of managing a data center facility while maintaining full control of their IT resources.

HPE GreenLake with colocation takes an integrated approach to the solution lifecycle. In the design phase, HPE integrates the HPE GreenLake solution into the facility, optimizing power draw, space, and cooling. HPE also takes care of the complex deployment, synchronizing every detail among all parties involved. HPE GreenLake with colocation eliminates the pressure of facility management because professional facility providers maintain the highly reliable power and cooling infrastructure. These providers also monitor the customer’s capacity requirements so they can scale resources as needed to meet these requirements.

To further simplify the experience for customers, HPE is the single point of contact for support, and customers receive one agreement and one invoice.

Customers can optionally add HPE GreenLake Management Services, relieving them of the pressure of managing their workloads as well.

As mentioned in Module 1, HPE has partnerships with global colocation partners Equinix, CyrusOne, and Digital Realty. With colocation choices in 600+ data centers across the world, you can offer colocation solutions near the customers’ edge, close to where data is generated. Likewise, you can choose colocation sites to provide low latency to cloud service providers or network providers.

The bottom line is HPE GreenLake with colocation combines a simpler facilities management model with an attractive, pay-as-you-go financial model. HPE GreenLake sellers have also found that this solution helps them create, accelerate, and close opportunities among customers who place a high value on downsizing their data centers.

Test your knowledge

Which statements about HPE GreenLake with colocation are correct?


	It is designed to help customers rebalance their workloads from the public cloud to on-prem.


	HPE can deploy HPE GreenLake at 300 data center locations worldwide.


	It eliminates the need for customers to manage their data center facilities.


	With every colocation solution, HPE is responsible for managing the facility and the customer’s workloads.


	HPE is responsible for designing and deploying the HPE GreenLake solution at the colocation facility.




The answers are provided on the next page.

Answers to Test your knowledge

Which statements about HPE GreenLake with colocation are correct?


	It is designed to help customers rebalance their workloads from the public cloud to on-prem.


	HPE can deploy HPE GreenLake at 300 data center locations worldwide.


	It eliminates the need for customers to manage their data center facilities.


	With every colocation solution, HPE is responsible for managing the facility and the customer’s workloads.


	HPE is responsible for designing and deploying the HPE GreenLake solution at the colocation facility.




Topic 3: Customer Conversations
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In this topic you will return to the fictitious customer scenario introduced in Module 1. In this conversation the sales professional is talking to the Head of IT at BankOnIt.

An example discovery conversation
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You will now listen to an example discovery conversation. The sales professional begins the conversation by talking about the company’s digital services: “Digital services form such a key part of the banking experience now. What new digital initiatives does BankOnIt have underway? And what’s holding you back from executing those initiatives?”

The Head of IT responds, “Honestly, we need to play a bit of catch up. We don’t yet offer the full suite of online services that larger banks do; I’m talking services like biometric support, self-service loan applications, and automated budget advisors.

“We’re under a great deal of pressure to help developers get these projects in development and in production—yesterday!

“The problem is two-fold.

“First, our IT infrastructure is starting to show its age. With the amount of growth we’ve experienced over the last several years, we can’t keep up with capacity and performance demands.

“So, I know, you’ll say upgrade. But predicting what we need is a huge challenge. And procurement takes so much time—remember, we need all this yesterday!

“Second, my IT team can’t keep up with provisioning requests for new projects. We’re too tied up doing things like installing patches and resolving trouble tickets.

“Development keeps saying, ‘Can’t we just go to AWS? Can’t we just go to GCP?’ More and more, the answer for me is ‘Yes.’ Yes, it’s time to become a cloud first company. But we need to do it right.”

How should you proceed?

Take a moment to process what you’ve heard. How should you proceed?


	This customer is set on the “cloud first” strategy. I need to cut my losses and move on to the next customer.


	I’ve almost lost this customer to public cloud. I need to start hitting hard with everything that’s wrong about the cloud approach. Otherwise, I might lose this customer for good.


	IT is struggling to keep up with requests and innovate; it’s natural the customer is thinking about cloud. I need to move the conversation toward what the Head of IT is looking for in cloud, so I can explain how HPE can offer the right cloud experience.


	This customer’s main issue is an aging infrastructure. It sounds like the customer is a good candidate for an overall refresh. I should figure out if I should recommend financing the upgrade with HPE GreenLake when we get a bit further in the process.




The answer is provided on the next page.

Answer to How should you proceed?

How should you proceed?


	This customer is set on the “cloud first” strategy. I need to cut my losses and move on to the next customer.


	I’ve almost lost this customer to public cloud. I need to start hitting hard with everything that’s wrong about the cloud approach. Otherwise, I might lose this customer for good.


	IT is struggling to keep up with requests and innovate; it’s natural the customer is thinking about cloud. I need to move the conversation toward what the Head of IT is looking for in cloud, so I can explain how HPE can offer the right cloud experience.


	This customer’s main issue is an aging infrastructure. It sounds like the customer is a good candidate for an overall refresh. I should figure out if I should recommend financing the upgrade with HPE GreenLake when we get a bit further in the process.




Continue the conversation
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After listening to the Head of IT’s frustrations and goals, the sales professional knows that he should move the conversation toward what the Head of IT is looking for in cloud. He can then explain how HPE can offer BankOnIt the right cloud experience.

The sales professional says, “Based on what I am hearing from other banks I work with, I certainly understand the pressure you are under to improve your online services so you can retain and attract new customers. Can you tell me more about how you expect the cloud to help you do that?”

The Head of IT replies, “Developers are telling me how the cloud will help them speed up their development. They can use a self-service portal to provision the services they need. Everything is streamlined. Cloud will make us more agile and responsive to our department managers. Right now, we’re 18 months out on being able to deliver on new requests. That’s just not acceptable.”

The sales professional digs deeper and asks, “You mentioned that you need to do cloud ‘right.’ Can we talk a bit more about what that means for your workloads?”

The Head of IT responds, “Sure. In general, my colleagues and I are used to being able to spec out exactly what our workloads need and making sure our environment, well, works. So now I’m trying to figure out how to translate that to a cloud environment where we’ll have a lot less control.

“We’re going to have to figure out which workloads will run well in cloud and which won’t. And then we’ll have to figure out which apps will need significant re-architecting. Based on some experience with some workloads we’ve already migrated, I know it will be a significant task.

“To ensure we have the availability that we need, I’d prefer a multi-cloud approach. And, of course, I need to work with IT Security to figure out which data might need to stay on-prem based on regulatory compliance. So I’d need to figure out which workloads depend on on-prem data; those workloads might need stay on-prem to prevent undue latency.”

Tailor the HPE GreenLake message for IT

After listening carefully to the customer’s challenges and goals, you can help the sales professional identify the HPE GreenLake benefits that solve them. You already know the high-level HPE GreenLake pitch. This exercise will help you begin to tailor the HPE GreenLake value proposition to the example customer.

Match the corresponding HPE GreenLake value to each customer statement.

HPE GreenLake Values


	HPE GreenLake provides metering and capacity management to ensure the environment is right-sized.


	HPE GreenLake provides a solution designed for your needs, with capacity deployed ahead of demand.


	HPE GreenLake is managed for you as-a-service, freeing up IT for innovation.




Customer Statements

____ 1. IT staff are focused on operational tasks, not innovation.

____ 2. We cannot procure IT infrastructure quickly enough to meet business demands.

____ 3. Forecasting future capacity is difficult.

The answers are provided on the next page.

Answers to Tailor the HPE GreenLake message for IT

After listening carefully to the customer’s challenges and goals, you can help the sales professional identify the HPE GreenLake benefits that solve them. You already know the high-level HPE GreenLake pitch. This exercise will help you begin to tailor the HPE GreenLake value proposition to the example customer.

Match the corresponding HPE GreenLake value to each customer statement.

HPE GreenLake Values


	HPE GreenLake provides metering and capacity management to ensure the environment is right-sized.


	HPE GreenLake provides a solution designed for your needs, with capacity deployed ahead of demand.


	HPE GreenLake is managed for you as-a-service, freeing up IT for innovation.




Customer Statements

 c  1. IT staff are focused on operational tasks, not innovation.

 b  2. We cannot procure IT infrastructure quickly enough to meet business demands.

 a  3. Forecasting future capacity is difficult.

Emphasize the end-to-end as-a-service experience
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The sales professional continues by summarizing the HPE GreenLake value proposition, “HPE GreenLake offers you the best features of cloud on-prem. You obtain pay-per-use access to capacity that is deployed ahead of demand.”

He also wants the Head of IT to understand how HPE GreenLake will transform IT: “Let’s talk some more about the HPE GreenLake experience. At every step of the way, HPE GreenLake will simplify your life and let you shift your focus from maintaining infrastructure to benefiting from IT services.”

Articulate the benefits of expert advice and consulting
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The fewer obstacles that customers see in the road between where they are now and where a solution can take them, the more likely the customers are to adopt the solution. Put another way, customers are likely to choose the service provider who makes the adoption process easy. HPE Advisory & Professional Services (A&PS) give you a unique opportunity to smooth the path for customers. HPE A&PS can deliver consulting, transformational, migration, and integration services across a broad range of technologies. As mentioned earlier, if your company offers consulting and modernization services, HPE GreenLake gives you the flexibility to offer those services to your customers instead.

Make sure that you leverage these services (whether A&PS services or your own). To begin, pinpoint gaps and areas in which the customer needs help. In this example, the sales professional understands that the customer is “hard at work defining how to migrate and re-architect apps for the cloud.” He is going to emphasize HPE’s expertise and ability to help the customer in that area. A reference to a relevant customer success story can drive the point home. For example, the sales professional might say, “HPE has helped customers such as Nokia with our consulting, application modernization, and application migration services. We have the tools (like AI-driven CloudPhysics) and the expertise.”

Example HPE Advisory & Professional Services


■Cloud consulting services

■Hybrid edge consumption

■Network, workplace, and IoT services

■Modernized IT Platforms

■Security and protection services

■Education and management of change

■Al and data services

■Containerization services

■SAP services



Open the conversation about the managed as-a-service experience


[image: image]


While not all HPE GreenLake solutions have to include HPE GreenLake Management Services, many, if not most, should. As sales people who have had success selling HPE GreenLake can attest, HPE GreenLake Management Services make the HPE GreenLake proposal stronger. HPE GreenLake Management Services give customers the complete, managed as-a-service experience they want.

More important than tossing out the term, “HPE GreenLake Management Services,” is emphasizing the simplicity, availability, security, and ease-of-mind the services offer. For example, the sales professional says, “I so often hear similar frustrations from my customers. IT is tied up with operational tasks and lacks time to innovate or respond to requests. And changing technologies naturally leads to skills gaps. I think you’ll be very interested in the full as-a-service experience with HPE GreenLake.”

Articulate the value of HPE GreenLake Management Services

The Head of IT has quite a few questions and concerns about how management works with HPE GreenLake. For each question, think about what you would say. Don’t limit yourself to just talking about HPE GreenLake Management Services. Keep in mind that the customer doesn’t care whether benefits come from HPE GreenLake Management Services, HPE GreenLake Central, or another part of the solution. You just need to help the Head of IT understand the full package.

Customer Statements

So it sounds like you can manage the HPE firmware for us, and that’s great! But with cloud, we were looking forward to doing a lot less vSphere management. Will we still be stuck with that?

When you say HPE will monitor the solution, what does that mean exactly?

After you have formulated a response, review the examples of how you could respond on the next page.

Possible Answers to Articulating the value of HPE GreenLake Management Services

Customer Statement

So it sounds like you can manage the HPE firmware for us, and that’s great! But with cloud, we were looking forward to doing a lot less vSphere management. Will we still be stuck with that?

Example Response

I’m so glad you’ve given me the opportunity to clarify that. We’ll take a shared responsibility approach. You always own the strategy and can choose how high in the stack (infrastructure to workload) you want us to manage. HPE has full-stack expertise. If you want us to manage the virtualization layer, we’ve done that for many customers, and we can do that for you. We can manage other pieces of the solution for you too; we can even manage legacy HPE infrastructure. We’ll just need to determine who is responsible for what as we get deeper into the proposal.

Customer Statement

When you say HPE will monitor the solution, what does that mean exactly?

Example Response

You will have a team assigned to your account to holistically monitor across the complete HPE GreenLake solution. Secure, standardized solutions enable the team to automatically correlate and remediate 99.998% of alerts. The team then has time to focus on the most pressing issues so they can resolve issues before they cause problems. The team will also use AI-empowered tools that give them deep insights into how to optimize.

For you, we can also add on security monitoring, including 24x7 monitoring for vulnerabilities and threats, Security Information Event Management (SIEM), and advice from an account security officer.

We can also continuously monitor your workloads for compliance with regulations, including over 1500 controls.

Open the support conversation
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HPE GreenLake solutions come with the comprehensive support that customers expect. When discussing this support, avoid mentioning the name of the support package included in the HPE GreenLake solution such as “HPE Pointnext Complete Care” or a checklist of features. Instead, focus on the experience. For example, the sales professional might say, “I also understand that IT has to spend too much time troubleshooting and maintaining. Can we talk a bit more about what’s holding IT back?”

Articulate the benefits of comprehensive support

In the conversation that follows the sales professional’s question, the Head of IT expresses several frustrations.

Match the corresponding HPE GreenLake value to each customer statement.

HPE GreenLake Values


	We offer notifications and advice for firmware updates and patches. We can handle updates for you (with HPE GreenLake Management Services).


	We can define precise service level objectives (SLOs) that meet your rigorous requirements.


	With HPE GreenLake, you’ll get a fast track to escalated support.




Customer Statements

____ 1. We spend so much time on the phone trying to reach someone who can help us.

____ 2. We’re under a lot of pressure; our customers need access to critical banking services 24/7/365.

____ 3. For even a “simple” firmware update, IT must spend a lot of time investigating how the update may impact our services.

The answers are provided on the next page.

Answers to Articulate the benefits of comprehensive support

Match the corresponding HPE GreenLake value to each customer statement.

HPE GreenLake Values


	We offer notifications and advice for firmware updates and patches. We can handle updates for you (with HPE GreenLake Management Services).


	We can define precise service level objectives (SLOs) that meet your rigorous requirements.


	With HPE GreenLake, you’ll get a fast track to escalated support.




Customer Statements

 c  1. We spend so much time on the phone trying to reach someone who can help us.

 b  2. We’re under a lot of pressure; our customers need access to critical banking services 24/7/365.

 a  3. For even a “simple” firmware update, IT must spend a lot of time investigating how the update may impact our services.

Selling the cloud experience with HPE GreenLake Central
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The sales professional has communicated how HPE GreenLake will transform IT’s experience. The Head of IT says, “I’m starting to get a sense of how much you can really offload from my team.”

The sales professional responds, “That’s great! To give you an even better feel of what your day looks like with HPE GreenLake, I’d love to show you the interface where you can view the solution and consume services. It’s called HPE GreenLake Central.” As you learned in Module 1, HPE GreenLake Central makes it easy for customers to track their utilization and the associated costs. With this visibility into their consumption of cloud services, they can better forecast their future requirements, ensuring they have the resources they need in place when they need them. Further, HPE GreenLake Central provides benefits such as helping customers prepare for audits and easily define and manage private cloud services.

Successful HPE GreenLake sellers have found that demonstrating HPE GreenLake Central can play a key role in winning over customers. Click this link to view a demo of HPE GreenLake Central.

Next steps
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The sales professional is winning a champion. The Head of IT says, “I’m starting to see that HPE GreenLake could be the hybrid cloud solution that we, in IT, want. I especially like the migration, management, and security monitoring services you’re offering. But I’m afraid our line of business managers are stuck on public cloud. I’m not sure they’ll be open to anything else. With IT’s credibility at an all time low, I’m inclined to go along with what they want.”

The sales professional responds, “Would you please introduce me to your line of business managers? Once they understand how HPE GreenLake can give them the convenient cloud experience they are looking for on-prem, while making concerns over regulatory compliance and latency disappear, I think they are going to want to know more.”

The Head of IT agrees to introduce the sales professional to the Head of Customer Relationships and some other key players. You’ll explore that conversation in the next module.


Module 3: Value Selling HPE GreenLake
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Module 3: Value Selling HPE GreenLake

Topic 1: Value Selling HPE GreenLake to Key Stakeholders
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In this topic you will focus on customer conversations about HPE GreenLake.

Extend your reach into the account


[image: image]


Because HPE GreenLake is a consultative sale, you will maximize your chances of success by extending your reach into the account, building relationships with as many key decision makers as you can. As an example of how to build these relationships, you will continue the customer scenario with the fictitious BankOnIt. In this scenario, the sales professional saw an opportunity to extend his reach into the account by meeting with the bank’s line of business managers, who are driving the company’s move to the cloud. At his request, the Head of IT has arranged a meeting with one of the bank’s line of business managers, the Head of Customer Relationships.

The sales professional also wants to meet with the CIO and ensure he understands how HPE GreenLake can help the bank speed up their development process so they can meet their business objectives.

The sales professional knows that he won’t be able to succeed in making an HPE GreenLake sale without winning over these key decision makers. Throughout this module, you will help the sales professional succeed by answering questions about what he can say and do during his conversations with these decision makers.

Focus on what HPE GreenLake can do for each decision maker
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As you try to extend your reach into your accounts, you can prepare by focusing on what HPE GreenLake can do for each decision maker. As Joakim Bjorkman, Worldwide HPE GreenLake Sales, explains, “With HPE GreenLake, we should focus on how we can make each decision maker’s life easier, smoother, and better. If we’re talking to CIOs, we want to make them rock stars to their internal customers, helping them give the business what it needs to be successful. If we’re talking to line of business managers, we’ll help them develop new services or products, so they can gain market share more quickly or establish themselves in a new market. Whatever the customer’s business objective is, we’ll help them achieve it.”

Meet with the line of business manager
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When the sales professional meets with the Head of Customer Relationships, this line of business manager makes it clear that moving to the public cloud is her priority. She explains: “Our Head of IT has asked me to meet with you because we have a long relationship with HPE. He says that you have a solution that will get me the digital services I’ve been requesting more quickly.”

“But I don’t want to waste your time. My understanding is that HPE provides servers and storage. And after talking to my colleagues at other banks, I am really convinced that the only way to deliver the digital services our customers want is to move to the public cloud.”

Respond to the customer

What is a good way to move the conversation forward at this point?


	I don’t think cloud’s a good choice for you because you have to comply with regulations.


	HPE is a cloud provider; it brings the cloud to you, and I can tell you how.


	Before we get too deep into what HPE can do, can you tell me more about the digital services you want to deliver with cloud?




The answer is provided on the next page.

Answer to Respond to the customer

What is a good way to move the conversation forward at this point?


	I don’t think cloud’s a good choice for you because you have to comply with regulations.


	HPE is a cloud provider; it brings the cloud to you, and I can tell you how.


	Before we get too deep into what HPE can do, can you tell me more about the digital services you want to deliver with cloud?




You first need to listen to the customer and understand what business outcomes she is focused on achieving. You will then be well-positioned to explain how HPE GreenLake helps her achieve those outcomes.

Listen to the line of business manager
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When the sales professional invites the Head of Customer Relationships to elaborate on the digital services BankOnIt wants to deliver, she explains:

“Digital services are really the key to our future. If we can give customers a better banking experience because we have superior digital services, we’ll attract more customers. For example, if we give customers the option of securing their accounts with biometrics, imagine the confidence and peace of mind that will give them. We also want to provide more self-service options such as allowing new customers to self-register and helping existing customers apply for loans and other services more quickly and easily.

“I could give you ten more examples of what we want to do. But until we can speed up our development, our ideas don’t matter much.”

The sales professional replies: “With the plans you have, I can understand why waiting is so frustrating. Can you tell me how you expect the public cloud to speed up this process?”

The Head of Customer Relationships explains: “My colleagues at other banks say they have found great success by moving development to the cloud. I confess that I don’t know all the technical details, but I do understand that developers who work in the cloud finish their projects faster.”

Discuss the line of business manager’s perspective on the company’s cloud journey
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The sales professional already understands some of the concerns and challenges IT has in moving toward public cloud; however, he wants to hear the Head of Customer Relationships’ perspective on this subject. He says: “I expect you’ve talked with IT about this need to move to the public cloud. What have they told you?”

The Head of Customer Relationships responds: “They say that they’re working on it, but it’s not as simple as it seems. I know we have to comply with regulations, and IT says that moving data to the cloud complicates that. They also say that moving to the cloud might interfere with performance or availability.

“Not to put it too bluntly, but those are their problems. They need to address those issues and get developers a cloud platform that helps them develop more quickly.”

The sales professional responds: “I completely understand. In fact, the Head of IT and I have already discussed many of those issues. And we’ve started coming up with a plan for how HPE GreenLake can address them. He understands how we can help you move to a hybrid cloud.”

Present the benefits of HPE GreenLake to the line of business manager
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The Head of Customer Relationships does not yet understand how HPE GreenLake is the solution she’s looking for. She says, “Forgive me. ‘Hybrid’ cloud? Is that code for ‘not really cloud’? I’ve never thought of HPE as a cloud provider.”

The sales professional explains hybrid cloud in terms this line of business manager can better understand. “Hybrid cloud is an industry term for a cloud that incorporates services from public cloud providers like AWS and a ‘private cloud’ for you on-prem. Hybrid cloud is popular because it provides flexibility, portability, and scalability, allowing you to place apps and data where it makes the most sense.

“HPE offers HPE GreenLake, a complete hybrid cloud solution which delivers the full cloud experience on-prem and off.” The sales professional further emphasizes why the Head of Customer Relationships should care. “The bottom line for you is: HPE GreenLake addresses IT’s regulatory and performance concerns and gives developers the fast, consistent cloud platform they need to finish your projects more quickly.”

In addition to demonstrating how HPE GreenLake helps BankOnIt achieve their business objectives, the sales professional wants to explain why the Head of Customer Relationships should place her trust in HPE. The sales professional says, “Although you might not think of HPE as a cloud provider, HPE has long operated in the as-a-service and hybrid cloud space. We understand that our customers want the cloud experience everywhere. We have a proven track record delivering as-a-service solutions and giving customers the cloud experience they want. A more than 90% satisfaction rate for HPE GreenLake speaks for itself.”

Align HPE GreenLake values to the line of business manager’s needs

Help the sales professional further drive home why HPE GreenLake is the best choice for achieving the Head of Customer Relationships’ desired outcomes. In the two sentences below, identify the best option to complete what the sales professional should say to the Head of Customer Relationships.

We can give you the experience that you want, too. I understand that your top priority is to:


	shift to a pay-as-you-go financial model


	decrease time-to-market for new services


	automate IT services 




We can help:


	reduce IT costs by taking over maintenance tasks


	decrease the unit price for storage and compute


	modernize your IT and speed development time




The answers are provided on the next page.

Answers to Align HPE GreenLake values to the line of business manager’s needs

We can give you the experience that you want, too. I understand that your top priority is to:


	shift to a pay-as-you-go financial model


	decrease time-to-market for new services


	automate IT services 




We can help:


	reduce IT costs by taking over maintenance tasks


	decrease the unit price for storage and compute


	modernize your IT and speed development time




Use HPE GreenLake success stories


[image: image]


During their conversation, the sales professional has noticed that the Head of Customer Relationships pays close attention to other financial institutions, wants to keep up with them, and values the opinions of her peers. Keeping this in mind, the sales professional might also say: “I’d like to tell you about how HPE GreenLake helped a financial services organization, which was facing similar challenges to yours, not only meet those challenges but thrive.” He is going to use the power of the story to demonstrate the unique value proposition of HPE GreenLake.

Use success stories productively

You can now help the sales professional find a relevant story. Visit https://www.hpe.com/us/en/greenlake/customer-stories.html. Choose a success story that will resonate with this customer and help her see how HPE GreenLake can help her achieve her objectives.

Discuss the line of business manager’s desired cloud experience
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The sales professional has shown that HPE GreenLake might be the solution the Head of Customer Relationships wants. She says: “If HPE GreenLake can really give me a faster end date for my projects, that’s what I care about most.”

The sales professional responds: “I’m confident it can.” He decides to dig a bit deeper into what else the Head of Customer Relationships wants. He says: “To that end, I’d love to hear more about your expectations. Are the developers assigned to you already using any public cloud services? If so, what do you like and dislike about the experience?”

The Head of Customer Relationships answers: “Yes, developers have already started to use AWS for some projects. What I like is that, sure enough, those projects are moving along more quickly.

“The one drawback is that I didn’t fully anticipate the impact on our department’s operating budget. We’d calculated what we thought we’d pay, but we had some surprise overages and fees just for moving or downloading data.”

Emphasize the benefits of HPE GreenLake cost transparency

The sales professional recognizes the Head of Customer Relationships’ dismay about surprise fees and seizes the opportunity to say,

“Those surprises are incredibly common. But with HPE GreenLake we pride ourselves on giving customers complete transparency into what they’re spending.

“I’d love to show you where you’ll track that inside this solution.”

What distinguishing value of HPE GreenLake should the sales professional highlight?


	Data Services Cloud Console


	HPE GreenLake Central (Consumption Analytics)


	HPE OneView


	HPE GreenLake for Compute Ops Management




The answer is provided on the next page.

Answer to Emphasize the benefits of HPE GreenLake cost transparency

What distinguishing value of HPE GreenLake should the sales professional highlight?


	Data Services Cloud Console


	HPE GreenLake Central (Consumption Analytics)


	HPE OneView


	HPE GreenLake for Compute Ops Management




Conclude the conversation with the line of business manager
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After trying out a demo of HPE GreenLake Central, the Head of Customer Relationships says: “I have to admit, this kind of interface would be incredibly helpful for calculating our department’s budget. I’d like to avoid any unexpected costs.” She concludes: “You’ve given me a lot to think about.”

To see a demo of HPE GreenLake Central (which is part of HPE GreenLake Edge-to-Cloud Platform) or take a test drive of HPE GreenLake Cloud Services, click here.

After a good discussion with the Head of Customer Relationships, the sales professional’s next meeting is with the CIO.

Summary of the conversation with the CIO
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For the sake of brevity, you will not explore the conversation with the CIO in depth. The sales professional learns that the CIO has many of the same concerns and goals as the Head of IT, although from a generally more strategic perspective. The CIO is highly focused on managing risk and expresses concerns with maintaining regulatory compliance as the company moves toward the cloud. He also emphasizes the need to enhance security monitoring. He must protect the company’s digital assets against ransomware and other emerging threats. He touches on issues that IT has in scaling services. The CIO explains that he is not opposed to the cloud but wants to maintain control over workloads and the company’s cloud journey. Therefore, the CIO needs to stop line of business managers from deploying their own IT solutions. At the same time, the CIO needs to meet the needs of line of business managers by giving them access to cloud services.

Tailor the HPE GreenLake message for the CIO
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Consider what you are hearing from the CIO. How will you tailor the HPE GreenLake message for the CIO? For each challenge or desired outcome, determine how you could describe the benefits of HPE GreenLake. Think about your own services, which you could include in the HPE GreenLake offering, to meet the customer’s requirements.

After you have formulated a response, read the sections that follow for examples of how you could respond to the CIO.

Need to control workloads and the cloud journey

With an HPE GreenLake hybrid cloud solution, you can give LOB and developers the cloud platform they want. HPE GreenLake Central provides an intuitive interface from which developers can provision environments.

With HPE GreenLake Management Services for Hybrid Cloud, we can manage the private and public cloud consistently and under your direction, providing provisioning, operating, and billing services.

HPE Advisory & Professional Services can also help you assess your environment and define your cloud journey.

Issues scaling services

HPE GreenLake will give you the resources your growing business requires without overprovisioning. You will pay for just the resources that you use; however, extra capacity is deployed on-prem, ready for you to grow into it.

Need to enhance security monitoring and protect against ransomware and other emerging threats

With HPE GreenLake, we can provide experts to monitor the security of the entire solution from physical infrastructure to workload. We have AI-driven tools that discover potential threats to which we can respond in real time. We can also assess your environment and risk and offer guidance for improvements.

We can also offer data protection services that help to protect your company from the devastating consequences of ransomware. And with Project Aurora, HPE is enhancing the security of the infrastructure from the supply chain up to the workload. Project Aurora can help you detect and remediate dangerous malware in seconds.

Concerns about regulatory compliance

With HPE GreenLake, you can obtain the cloud experience, but keep your sensitive data and workloads on-prem. You can keep your existing processes for demonstrating compliance.

We can even offer a service in which HPE experts design and implement a compliance strategy for you.

Topic 2: Qualifying the Customer for HPE GreenLake
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In this topic you will consider the criteria for qualifying customers for HPE GreenLake.

Pulling together what you have learned
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You will now assess what you have learned about the customer so far. On the next page, you will answer a question about the customer scenario.

Is the customer qualified?

What qualifying characteristics does this customer have? (Select four characteristics.)


	You have already presented the customer an alternative quote for a traditionally purchased solution.


	The customer is in the process of defining a hybrid cloud strategy.


	The customer is looking for the ability to implement “showback” and “chargeback” for IT services.


	The Head of IT is interested in decreasing the burden on the IT staff.


	The customer is looking for ways to right-size the infrastructure by disaggregating storage and compute.


	The customer is growing rapidly.


	The customer is under pressure to change how IT delivers services and faces negative consequences if it cannot.




The answers are provided on the next page.

Answers to Is the customer qualified?

Start to qualify the customer for HPE GreenLake. What qualifying characteristics does this customer have? Select four characteristics.


	You have already presented the customer an alternative quote for a traditionally purchased solution.


	The customer is in the process of defining a hybrid cloud strategy.


	The customer is looking for the ability to implement “showback” and “chargeback” for IT services.


	The Head of IT is interested in decreasing the burden on the IT staff.


	The customer is looking for ways to right-size the infrastructure by disaggregating storage and compute.


	The customer is growing rapidly.


	The customer is under pressure to change how IT delivers services and faces negative consequences if it cannot.




HPE GreenLake qualification scoring


[image: image]


The sales professional can take the characteristics that you have identified and start qualifying the customer more formally using the HPE GreenLake qualification scoring (which is included in the HPE GreenLake Sales Playbook for Partners).

The sales rep has not presented this customer with a traditional purchase quote, instead approaching the sale as an HPE GreenLake opportunity from the beginning. He can add one point to the qualification scoring.

This customer has an aging infrastructure that is running out of capacity. IT is under a great deal of pressure to move to public cloud and faces negative consequences if it cannot deliver capacity and improve provisioning times. The sales rep can add two more points to the qualification scoring.

Based on the sales rep’s research, the bank is growing rapidly. The Head of IT also discussed challenges with unmanageable growth. The sales rep adds another point to the qualification scoring.

The sales rep has started discussing HPE GreenLake Management Services with the Head of IT and the CIO, explaining how HPE GreenLake Management Services can relieve pressure on the IT department. Another point is added to the qualification scoring.

The sales professional can also add a point for identifying a target workload: the customer wants to move digital service development workloads to a hybrid cloud.

The sales rep does not know how to answer the next three questions yet. He makes a note that he needs to discuss these issues with the finance department.

However, the sales rep does know that the customer is committed to transforming to a hybrid cloud model. He adds another point.

The sales rep has established several relationships with key stakeholders and is in the process of building a relationship map. He has even won a champion, or coach, in the Head of IT. He can add two more points.

You are looking for a score of 6 or above. The sales rep will come back to the qualification scoring later and calculate the final score. But with a current total score of 9, BankOnIt looks like a great candidate for HPE GreenLake. (You can download the HPE GreenLake Sales Playbook for Partners from the Resources tab.)

Next steps
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The sales professional has had several productive conversations now, and key decision makers have been receptive to the HPE GreenLake message. The sales professional has determined that this customer is likely qualified for HPE GreenLake. The customer’s challenges and desired outcomes point toward managed services and advisory services. The sales professional can determine if he offers his company’s own services or HPE GreenLake Management Services and HPE Advisory & Professional Services.

The sales professional is ready to sell the financial value to key decision makers. In the next module, you will help him to do so.


Module 4: Selling the Financial Value of HPE GreenLake
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Module 4: Selling the Financial Value of HPE GreenLake

Preparing for the financial value conversation
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A critical part of selling HPE GreenLake is positioning its financial value. To prepare, you will want to become familiar with key financial concepts so you can discuss them with ease. You will also want to practice describing the financial value of HPE GreenLake, keeping in mind how you will align the financial values with each decision maker’s specific priorities.

Successful sales professionals have found it helpful to leverage their financial sales consultant, who can help make the case for HPE GreenLake. You should continually assess when it is time to bring in this consultant to help you sell the financial value of HPE GreenLake to the customer’s CFO or other senior financial stakeholder.

Review financial concepts
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HPE does not expect you to be a financial expert, but it’s important for you to understand the language of finance so you can effectively talk to your customers. You are undoubtedly comfortable talking to customers about return on investment (ROI) and total cost of ownership (TCO). Payback is a related concept, dealing with how long it will take to pay back an investment.

Return on Investment (ROI)

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

Return on investment=Net income

Total cost of ownership (TCO)

TCO is the sum of predicted direct and indirect expenses associated with a product.

Payback Period

Payback period is a mathematical methodology used to calculate how long it will take to pay back an investment. It is calculated by dividing the amount of the investment by the annual cash flow

Learn more advanced financial concepts
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You may be less familiar with the financial terms listed here. When selling an as-a-service solution such as HPE GreenLake, successful sales professionals have found that understanding time value of money, net present value and discount rate is important.

Discount rate

The discount rate is the rate of return for an alternative investment to the one under consideration. Companies use the discount rate to help them align future returns for an investment with current worth to the company. For example, if the discount rate is 6%, a company could expect to earn US $106K from US $100K over one year. A proposed investment of US $100K must generate more than US $6K value in a year to be worthwhile.

Time value of money

This principle states that, due to its potential earning capacity, money available in the present is worth more than the identical amount in the future. Because money can earn interest, a dollar or euro (or other monetary unit) is worth more to a company today than it will be worth tomorrow.

Net present value

This performance metric is used to measure the value of an investment, taking into account the time value of money. Net present value is calculated by determining the net returns from an investment (returns minus costs) in present value; present value means that money is worth more now than in the future. (See “discount rate” to learn how present value is calculated.)

Test your knowledge of financial terms

Take a minute to test your knowledge of these financial terms. Match each term to the appropriate definition.


	ROI


	Payback period


	Time value of money


	Discount rate


	Net Present Value




____ 1. The value an investment can provide in relation to the total cost of ownership/investment

____ 2. The expected rate of return for an alternative investment

____ 3. The time it will take to offset an investment, calculated by dividing the investment by the annual cash flow

____ 4. The idea that an amount of money in the present, due to its earning capacity, is worth more than an identical amount in the future

____ 5. The net returns for an investment over time, defined in terms of present value

The answers are provided on the next page.

Answers to Test your knowledge of financial terms

Take a minute to test your knowledge of these financial terms. Match each term to the appropriate definition.


	ROI


	Payback period


	Time value of money


	Discount rate


	Net Present Value




 a  1. The value an investment can provide in relation to the total cost of ownership/investment

 d  2. The expected rate of return for an alternative investment

 b  3. The time it will take to offset an investment, calculated by dividing the investment by the annual cash flow

 c  4. The idea that an amount of money in the present, due to its earning capacity, is worth more than an identical amount in the future

 e  5. The net returns for an investment over time, defined in terms of present value

Demonstrate the financial advantages HPE GreenLake provides over traditional IT
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To help customers understand the financial advantages HPE GreenLake offers customers, you can compare it to the traditional method of purchasing IT solutions.

You can start by using this graph to review a process your customers are all too familiar with: how companies typically overprovision traditional infrastructure to meet their future capacity needs. As you discuss traditional infrastructure purchases, emphasize TCO, reminding customers of the cost of overprovisioning: companies have to pay to power, cool, and manage the overprovisioned infrastructure.

You can also point out that when capacity requirements increase and surpass the available capacity, companies often have to go through a lengthy procurement process to purchase the additional infrastructure they need. In the meantime, IT may be unable to respond to business demands, putting the company at risk and slowing down projects.

With HPE GreenLake, however, companies can easily and quickly stay ahead of demand. With the HPE GreenLake capacity management and planning features, companies can easily and immediately increase available capacity when it is needed. As a result, companies can start with less capacity, reducing their initial investment, and easily scale capacity as needed.
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The sophisticated HPE metering gives customers full transparency into costs, showing customers that they are paying only for the services they use. Support services and service level agreements (SLAs) are tailored exactly to the customers’ needs. And when more capacity is required, customers can use a simple change order to add it.

By highlighting how HPE GreenLake eliminates overprovisioning and the lengthy legacy procurement processes, you can show how HPE GreenLake saves customers both time and money. You can then compare this efficient process with the lengthy legacy procurement process, demonstrating to customers how much shorter their time-to-value can be.

Delve deeper into each HPE GreenLake financial value
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Once customers understand the financial benefits of HPE GreenLake at a high level, you can delve deeper into each one. With HPE GreenLake, the benefits begin with the initial purchase, enabling companies to preserve cash. Remember the concept of present value: money in hand today is more valuable than money in the future. With a traditional infrastructure purchase, customers tie up a great deal of cash in the infrastructure. Although customers obtain returns from that investment, they miss out on the benefits of alternative investments. But with HPE GreenLake, customers can both obtain value from the infrastructure and preserve their cash, which they can reinvest back into their business.

At the same time, customers gain the ability to respond more quickly to business requirements. Customers can scale utilization in minutes using on-demand capacity deployed on-prem. When companies need more capacity, they can easily order it. Companies can thus accelerate their development efforts, launch products and services more quickly, bring more money into the business, and develop new revenue streams more quickly.

Customers can also avoid unexpected costs through better capacity planning. HPE GreenLake gives customers the tools they need to monitor and forecast their utilization. They also reduce costs because it is no longer necessary to overprovision to stay ahead of demand. They save on power, cooling, and data center footprint charges; software licenses; and support and maintenance. HPE GreenLake also gives companies unprecedented visibility across their IT operations. They can easily see and understand usage and costs by service, project, location, or business unit.

HPE GreenLake also provides customers with predictable budgeting for the term of the contract, which could be from two years to as long as five years. Best of all, customers can freeze in the cost of IT for the term of the contract as well.

In addition, customers receive price reductions when more capacity is consumed. For example, the unit price decreases as the customer’s capacity increases. Customers obtain better and better value as time passes and they grow.

With HPE GreenLake, companies can also free up their internal IT resources to focus on more critical services, particularly when the company opts for managed services (such as HPE GreenLake Management Services). The HPE GreenLake account team delivers proactive support and capacity management, which also reduces downtime.

Finally, you can help customers monetize existing IT assets with sale and leaseback options such as HPE Asset Upcycling Services. These services further ensure the safe and responsible retirement of assets, protecting customers from data security and environmental regulatory risks.

Additional financial services
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In addition to the financial benefits inherent in HPE GreenLake, HPE offers a range of financial services. For example, HPE can help customers accelerate their transformation and build IT investment strategies that support it. With offerings such as transition solutions, sale/leaseback options, and asset upcycling, HPE helps customers generate cash from existing assets, increase agility to accelerate innovation, obtain real-time insights, and deliver sustainable solutions. Leveraging a broad portfolio of flexible payment solutions, HPE helps business leaders achieve financial vitality to meet immediate needs and find long-term success.

Contact your PBM or HPE Financial Services resource to obtain more information about these financial services.

Return to the customer scenario: BankOnIt
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Now that you have reviewed key financial terms and the financial value HPE GreenLake offers, you will return to the customer scenario you have been exploring in this course. In previous modules you focused on understanding the customer’s objectives and desired business outcomes and then demonstrating how HPE GreenLake helps the customer achieve them. You will now turn your attention to explaining the financial benefits of HPE GreenLake to the BankOnIt CFO.

The BankOnIt CIO and Head of IT have set up a meeting with the CFO. The sales professional will try to identify the customer’s financial requirements and then build the financial case for HPE GreenLake.

Meeting with the CFO
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The HPE sales professional opens the conversation with the CFO by saying: “The CIO and I discussed why he wants to move to the cloud, and he mentioned you are interested in the cloud as well. Can you tell me about your financial motivations for this move?”

The BankOnIt CFO explains: “We need to make sure we are aligning our IT costs to usage. Right now we are wasting resources every time we start a new initiative. With our growth, we need that cash for other projects and just to support our existing business.

“With our last infrastructure investment, we had a long payback period. IT says this was because it took time to grow into the infrastructure.

“It’s also hard to sync budgets and requirements. On our end, we’re not always sure when IT will need more capacity.”

Listening to the CFO
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The sales professional continues the conversation by saying, “I understand. Tying up cash in infrastructure purchases can really inhibit growth, and eliminating the need for this type of investment is an advantage of the cloud. Can you tell me what (if any) concerns you have moving to the cloud?”

The CFO explains she has been trying to anticipate the issues the bank might experience in moving to the cloud: “I am most concerned about hidden costs with the public cloud. I have been talking to my colleagues at other banks, and they are telling me about egress fees. Obviously, we can’t accurately forecast IT spending if extra fees are being added.

“Our IT is also stretched really thin, and we have been asked to increase the budget to hire more people. We are hoping that leveraging a cloud model will reduce the day-to-day maintenance tasks IT has to perform.

“I am concerned about what we will do with old infrastructure. We budget out our ROI with every server and storage device we purchase, so if we stop utilizing this infrastructure prematurely, we have a problem.”

What did you hear from the CFO

Take a few minutes to reflect on what the CFO said. Then match the CFO’s concern with the HPE GreenLake value proposition that addresses it.

HPE GreenLake value proposition


	Preserve cash


	Monetize existing IT assets and protect against data security and environmental regulatory risks


	Reduce costs through better capacity management and visibility


	Free up IT resources to focus on more critical areas and to reduce downtime




CFO’s concerns

____ 1. “With our growth, we need cash for other projects and just to support our existing business.”

____ 2. “We are hoping that leveraging a cloud model will reduce the day-to-day maintenance tasks IT has to perform.”

____ 3. “It’s also hard to sync budgets and requirements. On our end, we’re not always sure when IT will need more capacity.”

____ 4. “I am also concerned about what we will do with old infrastructure. We budget out our ROI . . . , so if we stop utilizing this infrastructure prematurely, we have a problem.”

The answers are provided on the next page.

Answers to What did you hear from the CFO

Take a few minutes to reflect on what the CFO said. Then match the CFO’s concern with the HPE GreenLake value proposition that addresses it.

HPE GreenLake value proposition


	Preserve cash


	Monetize existing IT assets and protect against data security and environmental regulatory risks


	Reduce costs through better capacity management and visibility


	Free up IT resources to focus on more critical areas and to reduce downtime




CFO’s concerns

 a  1. “With our growth, we need cash for other projects and just to support our existing business.”

 d  2. “We are hoping that leveraging a cloud model will reduce the day-to-day maintenance tasks IT has to perform.”

 c  3. “It’s also hard to sync budgets and requirements. On our end, we’re not always sure when IT will need more capacity.”

 b  4. “I am also concerned about what we will do with old infrastructure. We budget out our ROI . . . , so if we stop utilizing this infrastructure prematurely, we have a problem.”

Meeting with the CFO: The HPE GreenLake financial pitch
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After listening carefully to the CFO, the sales professional is ready to sell the financial value of HPE GreenLake, tailoring the message for this persona.

“With HPE GreenLake, you reduce your initial investment, decreasing upfront costs and preserving cash. You can then reinvest that cash into your business.

“HPE GreenLake Management Services allow you to free up IT resources. HPE takes over operational management tasks like firmware updates, keeping your existing IT services running while reducing downtime. IT can then refocus on critical projects such as building out your digital banking services.

“With HPE GreenLake, you can also reduce costs through better capacity planning and visibility. Because you no longer need to overprovision to stay ahead of demand, you do not have to pay to power and cool extra equipment or tie up valuable IT resources supporting and maintaining that equipment. Instead, you pay only for the infrastructure you use. I know that you also want to avoid unexpected costs. HPE GreenLake gives you visibility into your IT operations so you can view your current consumption and accurately predict future consumption.

“And because you can easily scale utilization, you can respond more quickly to business requirements. You can accelerate your development efforts, launch your digital banking services more quickly, bring more money into the business, and develop new revenue streams more quickly.

“You also mentioned that you are worried about what to do with your current servers and storage devices if you replace them. HPE offers leaseback options for infrastructure that still has life. We can safely dispose of devices that are ready to be retired so you can comply with environmental sustainability regulations.

“HPE GreenLake helps you reduce costs and achieve better value now and into the future; contracts often offer price reductions when you consume more capacity. For example, the unit price might be decreased, giving you even more value as you grow.” (Please note that in this example scenario, the sales professional is recommending HPE GreenLake Management Services, but he could instead offer his company’s own managed services.)

Meeting with the CFO: Laying the groundwork for a cost comparison
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Although the CFO is interested in learning more about HPE GreenLake, she is concerned that the solution will ultimately increase costs. “I see where you can make our budgeting cycle and process simpler and more transparent. But aren’t you just increasing our costs by adding services? How can I know that we are actually going to save money?”

The sales professional is confident he can show the CFO that HPE GreenLake can actually save the company money. He explains, “We can build a cost comparison, so I can show you how much you are saving. But I will need to know how much you are currently spending on your current infrastructure. Could we work together to put together those costs?”

Although the CFO is reluctant to share these numbers, she would like to explore this cost comparison. After the sales professional assures the CFO that he will keep the company’s information confidential, she says: “I can set you up with some people who will be able to give you the numbers.”

Prepare for the cost comparison
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Setting up a cost comparison for a customer takes some preparation. In the remainder of this module, you will first consider who you will meet with and how you will obtain the information you need. You will then determine how to gather information from financial statements. Once you have gathered the information you need, you will determine how to use business case tools to make the comparison.

You will also need to be able to discuss the value of services, pointing out how they save the company money or help the company decrease time to market. Because you may not be able to monetize all services, you will also need to be able to describe the intangible value of adding these services. Finally, you will review best practices for making this cost comparison.

Gather information for the cost comparison
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To gather the information you need to make the cost comparison, you will need to meet with someone in procurement, IT management, or IT purchasing. In the customer scenario, the CFO offers to connect the sales professional with someone on her team who can provide the information needed to make the financial comparison, giving her approval for the sales professional to receive this information. This is, of course, the ideal situation, but you should prepare yourself for some resistance because customers are understandably cautious about sharing financial information. If possible try to obtain details about IT staff budgets, procurement budgets and cycles, and the cost of maintaining the environment.

As explained at the beginning of this module, you may benefit from bringing in a financial sales consultant at this point in the process. If the customer is an existing HPE customer, the financial sales consultant may have history with the customer and will, therefore, already be a trusted advisor to the customer. The financial sales consultant can also guide the more detailed financial discussion and even help you obtain the financial statements you need. Likewise, the financial sales consultant can help you gather and analyze the information.

Important financial statements
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The financial statements shown here can provide invaluable information for the sales conversation and for building the business case. Keep in mind, though, that the statements for large, public companies can be long and complex. You should work with the opportunity financial expert, who can help you understand the key information. For example, this expert can help you interpret the balance sheet and find the IT assets listed in it.

You should also be aware that privately owned companies are unlikely to make these statements available for you.

Take a few minutes to learn more about the information you can find in each statement.

Annual Report

Summarizes the company’s operations and financial performance over the past year, as well as its goals

Income Statement

Provides a picture of profitability over specific period of time

Balance Sheet

Offers a snapshot of financial strength (assets, liabilities, equity)

Statement of Cash Flows

Shows the amount of cash generated over period covered by income statement (where the cash went)

Credit Check

Determines whether or not a customer qualifies for HPE as-a-service solutions

Business Advisory Tool
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Showing financial stakeholders how HPE GreenLake saves them money over time creates an incredibly compelling case. HPE is developing a tool to help our Partners make this case. Expected to be released in 2023, the HPE Business Advisory Tool was under development as this course was being completed.

To give you an idea of what the Business Advisory Tool will help you do, however, the sections below provide some samples of an interactive spreadsheet, upon which the new tool is based.

When the Business Advisory Tool is released, it will be a digital platform, rather than an interactive spreadsheet. To get more information about the tool, contact your PBM.

Inputs

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


■Whether or not HPE GreenLake Management Services are included

■Cost of transition HPE A&PS services (if included)

■Tier pricing (which determines unit of measure and cost per unit)

■Net price of servers or storage if purchased traditionally

■Information about IT labor and facilities costs

•IT labor costs are critical for highlighting the financial benefits of HPE GreenLake with HPE GreenLake Management Services

•Typical defaults will be provided in the tool
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Outputs

You will see output such as this, which you can share with the customer. In this example, HPE GreenLake reduces costs each year.
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Best practices for cost comparisons
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Use the HPE Business Advisory Tool output to show the customers how the HPE GreenLake solution will likely save them money when compared to traditional infrastructure. Emphasize the many cost savings from facilities and IT labor costs.

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

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

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

How to handle the result of the cost comparison
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Once you have made the cost comparison, you need to prepare to show it to the CFO. The easiest way to win an HPE GreenLake deal is having that comparison effectively done, because if you can prove that your solutions are cheaper over time than what the customer is already paying, it's an easy sell.

But what happens if the comparison does not show a cost savings for customers? As Milena Jordanova, Worldwide HPE GreenLake Sales, explains: “As you present the value of HPE GreenLake, keep in mind that you cannot monetize every single benefit HPE GreenLake provides. However, you can make sure that you explain these benefits to customers so that they understand what each benefit provides the business. Then when you discuss costs, you do not have to negotiate with customers over individual benefits. They already understand the value HPE GreenLake is providing.”

You can also re-evaluate the pricing and services and determine what changes you might be able to make. Neven Drugovic, CERTA HPE GreenLake Sales Lead, explains the advantages this can provide: “If you understand HPE GreenLake processes and solutions very well, then you can be creative in how you structure the solution to help the customer meet their business objectives. You know what parts of the solution can be changed and which ones cannot."

Summary
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In this module you reviewed key financial concepts and the HPE GreenLake financial pitch. You also reviewed the process of making the business case for HPE GreenLake, by comparing traditional IT costs to HPE GreenLake. You can show customers the many concrete ways that HPE GreenLake solutions reduce costs and increase value for their company.

In the next module, you will learn how HPE is helping our Partners start or expand their as-a-service business.


Module 5: Transforming Your Business with HPE
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Module 5: Transforming Your Business with HPE

Join HPE in creating a new future
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Three years ago HPE set a goal to offer our entire portfolio as a service. But meeting this goal was not the end; it’s just the beginning. As George Hope, HPE Worldwide Channel Chief, explains, “HPE is creating a new future, and we want partners to come on this journey with us.” (CRN, “HPE Is Giving Partners ‘The Foundation to Create Their Own Destiny’: HPE’s George Hope,” June 28, 2022.)

Our partners are at the heart of our strategy
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Why is HPE formally inviting Partners to join us? Because Partners are now and have always been an integral part of our business. As George Hope explains:

“Partners are at the heart of our edge-to-cloud vision, and our strategy has been built with the same partner-first mentality that we have always had. We are focused on finding new ways to put our partners first with choice, flexibility, and the opportunity to adapt and grow their business wherever they are on their as-a-service journey.” (CRN, “HPE Is Giving Partners ‘The Foundation to Create Their Own Destiny’: HPE’s George Hope,” June 28, 2022.)

HPE supports our Partners wherever they are in their journey
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We want to equip our partners to sell in multiple ways so that they can win all types of opportunities.

HPE is well aware that some customers will continue to purchase infrastructure up-front, so we will help Partners expand their current infrastructure sales. For Partners who want to focus on these opportunities, HPE continues to offer the HPE Partner Ready program. This industry-leading foundational program focuses on cross-portfolio credentials and revenue.

At the same time, HPE wants to help Partners start or expand their as-a-service business, which we believe is likely to become the largest part of their business over time. To better support our Partners who are actively pursuing these opportunities, HPE is offering the HPE Partner Ready Vantage program, which focuses on HPE as-a-service solutions. This new partner program will have a phased launch with guided enrollment during HPE FY23.

Why offer a new Partner program?
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Why is HPE offering a new Partner Ready program?

As you know only too well, the world is changing. Digital disruption is accelerating, as companies look for ways to meet both global and industry-specific challenges. Likewise, customers are changing. Now more than ever, they are focused on business outcomes, and IT must be able to help them achieve the outcomes they seek. Because customers don’t have the internal resources to build this agile, flexible IT, they are looking to Partners to do it for them.

As a result, Partners are changing. The coveted role of trusted advisor is becoming even more demanding. Partners are responsible for ensuring the IT solutions customers need are available when they need them. They must not only procure and deploy these solutions but also increasingly help perform day-to-day operations.

HPE is also changing as we look to provide the solutions our customers need. This means, of course, our portfolio will increasingly support as-a-service offerings, even as we still offer traditional IT infrastructure solutions. And no matter where Partners are in their journey to sell as-a-service solutions, we want to provide them with the support they need—which is why we are offering two Partner Ready programs.

The power of partnership
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The HPE Partner Ready Vantage program is designed to help you meet customers’ changing business needs.

Timing


■Evolution aligned with portfolio

■Enhancements phased over time

■Aruba services centers available



Flexibility


■Unified program framework

■Ability to choose focus

■Continual partner journey for growth



As a service


■Drive recurring revenue stream

■Deliver best customer experience

■Augment your offers with HPE GreenLake:

•HPE GreenLake Iaas

•HPE GreenLake cloud services

•Customer-tailored solutions

•HPE software-as-a-service subscriptions, such as:

♦HPE GreenLake Compute Ops Management

♦Data Services Cloud Console and Unified Data Ops Manager

♦Aruba networking solutions



Growth


■Drive higher services margins

■Faster time to market and value

■Grow business value and revenue



HPE as-a-service solutions create opportunities for you
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Ultimately, HPE is inviting Partners on this journey to create opportunities for you. In Module 1 we shared the myriad benefits one of our Partners has experienced first-hand by selling HPE GreenLake.

Because HPE GreenLake requires Partners to have more strategic conversations with your customers, it elevates you within the account, promoting you to a trusted advisor to your customers. HPE GreenLake further helps you focus on selling solutions to help customers achieve their business priorities.

In addition, HPE offers higher profit margins with HPE GreenLake and gives you a recurring revenue stream. Setting up an HPE GreenLake contract with the customer also extends your business engagements with the customer for the length of the contract, which will be 3 to 5 years.

The bottom line is that HPE GreenLake will help you stand out from the crowd because you can offer customers a unique solution.

Drive tremendous success through HPE GreenLake
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Antonio Neri explains why HPE GreenLake is the solution your customers are looking for: “We’re at a crucial inflection point in the market today. Customers want their technology delivered as a service, but they also want it on their terms. HPE’s unique approach empowers customers with the choice, flexibility, and control they want, while driving tremendous success through HPE GreenLake.”

Expand business and extend customer engagements
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The more than 900 Partners selling HPE GreenLake are already seeing success. With an outstanding customer satisfaction rate of 95%, customers are clearly happy with their HPE GreenLake solution and are, no doubt, open to expanding it.

HPE GreenLake is also helping Partners extend their customer engagements. The average length of an HPE GreenLake contract is 4 to 5 years. And because HPE GreenLake has a 96% customer retention rate, customers are renewing those contracts.

HPE Partners share our ethical values
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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.

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 & Embargos

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.

You’ve completed this course!
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Congratulations! You have completed this course.
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“I'm starting to get a sense
of how much you can really
offload from my team.”

“That’s great! To give you an even better feel of what your
day looks like with HPE GreenLake, I'd love to show you the
interface where you view the solution and consume services.

“It's called HPE GreenLake Central.”
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“I'm starting to see that HPE GreenLake could be the
hybrid cloud solution that we, in IT, want. | especially
like the migration, management, and security

monitoring services you're offering.

“But I'm afraid our line of business managers are
stuck on public cloud. I'm not sure they’ll be open to
anything else. With IT’s credibility at an all time low,
I'm inclined to go along with what they wal

Sales professional

“Would you please introduce me to your line of business
managers? Once they understand how HPE GreenLake can give
them the convenient cloud experience they are looking for on-

prem, while making concerns over regulatory compliance and
latency disappear, | think they are going to want fo know more.”
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“HPE GreenLake offers you the
best features of cloud on-prem.
You obtain pay-per-use access to

capacity that is deployed ahead
of demand.”
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| HPE Advisory & Professional Services

“HPE has helped customers such
as Nokia with our consulting,
application modernization, and
application migration services.”
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HPE gives the customer:

| HPE GreenlLake Management Services
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HPE gives the customer:

Comprehensive support

“l also understand that IT has to
spend too much time troubleshooting
and maintaining. Can we talk a bit
more about what’s holding IT back?”
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HPE Partner listed the benefits
of selling HPE GreenLake:
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What is the customer
trying to achieve?

Align the HPE GreenLake .
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“We are shifting from a
transactional kind of experience to
a lifetime cycle experience. And you
know, we want [sales professionals]
to put the customers in what we're
calling an ‘infinity loop, and keep
them in the infinity loop. So they
never leave the loop. Learn. Try.
Buy. And consume....... It’s different
than just shifting the model to
consumption. It's that true customer
life-cycle value that we're bringing
to unification of the platform from
the edge to the cloud.”*

Antonio Neri
HPE CEO and

President *CRN, “HPE CEO Anfonio Nerf’s 10 Boldest Statements from Best of Breed 2021.” CRN, Oct. 13,
201
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“We’re moving
to the cloud.”

For example, your customer may say

How would
you respond?
Try to sell the customer another
cloud solution? Or offer the
customer a traditional Or continue the consultative
infrastructure solution? conversation?
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To be successful with HPE GreenlLake, you
must first understand the customer’s
business requirements. Only then can you
adapt the way in which you position HPE
GreenlLake services, tailoring your message
specifically to the challenges you are trying
to solve and the person you are talking to.”

Doug Swann
Worldwide HPE
GreenLake Sales
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Preparing to Sell
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businesses.”

*Accenture as quoted by Salesforce, “As Uncertainty Persists, igital
Transformation Remalns at Hear? of the CEO Agenda.” July 19,2022
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Everything is an as-a-
service experience from the
moment you log through
the HPE GreenLake
platform to all of the cloud
services we offer. It was a
pivotal moment in our
journey.”*

At Discover 2022,
Antonio Neri, HPE
CEO, announced

byt ”
victory. Antonio Neri
HPE CEO and
President

‘CRN, “HPE's Anfonlo Nerk A Drive 1o Go
“Further and Faster™ Aug. 01, 2022
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But what do you do if there is
no cost savings for customers?

As you present the value of HPE GreenLake, keep in mind
that you cannot monetize every single benefit HPE
GreenLake provides. However, you can make sure that you
explain these benefits to customers so that they

understand what each benefit provides the business. Then
when you discuss costs, you do not have to negotiate with
customers over individual benefits. They already
understand the value HPE GreenLake is providing.”

Milena Jordanova
Worldwide HPE GreenLake Sales
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