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Selling HPE Hybrid IT, Intelligent Edge, and Services
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Welcome to the Selling HPE Hybrid IT, Intelligent Edge, and Services course.
Course Overview
[image: image]
This course has a single purpose: to help you build your sales pipeline. Specifically, the course demonstrates how you can build your sales pipeline by partnering with HPE and focusing on two strategic domains: the Intelligent Edge and Hybrid IT.
In Module 1, you will consider the technologies that are driving digital transformation and helping companies become more competitive. You will also review the challenges IT faces in keeping up with the fast pace of digital transformation and consider some of the ways that IT can meet these challenges.
Module 2 answers the question, Why HPE? From powering the Intelligent Edge to making Hybrid IT simple, HPE has the solutions and the expertise your customers need.
In Module 3 you will begin the process of becoming conversant in IT business conversations for Intelligent Edge and Hybrid IT. In this module, you will learn how to recognize the opportunities for each domain so that you can begin to engage in more in-depth conversations.
Modules 4 and 5 will then focus on the Intelligent Edge opportunity, and modules 6 and 7 focus on the Hybrid IT opportunity.
And finally, Module 8 will summarize the course and explain how you can take the related exam.
This course has a runtime of approximately four hours. The content is quite rich and will require your concentration. We recommend that you do not try to take this entire course all at one time. The course is designed in a 30-minute modular format specifically for sales reps—who by the nature of your jobs are very busy and need to be highly responsive to our customer’s needs. As a result, sales reps can typically spend only 30-45 minutes at a time taking training.
We would, therefore, encourage you to take one module at a time over the course of multiple days.
Build Your Sales Pipeline
[image: image]
As a sales professional, you’re always working to close business and build your pipeline. This course focuses on helping you improve your chances of success by building a larger pipeline and increasing the number of sales opportunities with your customers and prospects. However, this course is not designed to teach you a specific sales process. Instead, it uses a typical sales process as a point of reference to demonstrate how to present compelling information about HPE solutions to the right decision maker at the right time. In particular, this course focuses on uncovering opportunities for HPE Intelligent Edge and Hybrid IT solutions.
Steps in the Sales Process
[image: image]
A typical sales process includes the six steps you see here. Because this course focuses on uncovering opportunities, it is designed to support the first three steps: Understand the Customer, Validate the Opportunity, and Qualify the Opportunity. The remaining steps are provided here for your reference.
Understand the Customer
What does the customer need? The Customer:
[image: ]Begins their buying decision process
[image: ]Assesses their business environment
[image: ]Determines how it can be improved
The Sales Professional:
[image: ]Discovers and acknowledges the business needs
[image: ]Identifies potential opportunities
Validate the Opportunity
Can HPE meet the needs?
What is the business case?
The Customer:
[image: ]Shares business strategies and initiatives
The Sales Professional:
[image: ]Validates that HPE can meet the customer needs
[image: ]Begins to craft the HPE value proposition
[image: ]Works with decision makers to develop a business case
[image: ]Influences the company toward the HPE strategy
Qualify the Opportunity
Based on the customer needs and criteria, can I win?
The Customer:
[image: ]Actively looks for a solution
[image: ]Develops business requirements and selection criteria
The Sales Professional:
[image: ]Qualifies the opportunity
[image: ]Evaluates the customer’s resources, needs, and decision criteria
[image: ]Decides whether he or she can win
Develop and Propose
What is my solution and how does it fit the customer’s business needs best? The Customer:
Is ready to make a decision and select a solution
The Sales Professional:
Prepares a presentation that re-emphasizes how the HPE solution supports the customer’s desired business outcomes
Negotiate and Close
How do I present the value in order to win?
The Customer:
[image: ]Is ready to make a decision and select a solution
The Sales Professional:
[image: ]Prepares a presentation that re-emphasizes how the HPE solution supports the customer’s desired business outcomes
Won, Deploy, and Expand
How do I ensure the customer’s satisfaction and ongoing business?
The Customer:
[image: ]Has selected your solution and is now planning the implementation
The Sales Professional:
[image: ]Ensures that the solution is deployed successfully
[image: ]Looks for opportunities to expand business with the customer
What’s New in This Course
[image: image]
If you took IT Business Conversations, the 2017 HPE sales certification course, you may wonder how much of the content in this year’s course is new. As you know only too well, many changes and innovations have taken place since the release of the 2017 course. Consequently, most of the content in this course is unique. Only Modules 1, 3, 6, and 7 include content that was covered in the 2017 course. And in these modules, only a small portion of the content was covered in the 2017 course. For your benefit, each module will point out the new content. When you reach modules 1, 3, 6, and 7, you can focus on this new content and quickly review or skip concepts you are already familiar with.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 1: Trends and Consumption Models
[image: image]
Module 1 outlines the trends that affect both the day-to-day decisions and the long-term plans your customers make. It also reviews customers’ need for new consumption models and funding strategies.
Module 1 Overview
[image: image]
This module is organized into two topics. In the first topic, you will review the current state of digital transformation and see how disruptive technologies are fundamentally changing the business environment and the customer experience. You will also explore next-generation technology trends that are on the horizon.
In the second topic, you will review the challenges IT faces in keeping pace with digital transformation and consider how IT itself must transform to help their companies achieve their desired business outcomes.
After completing this module, you will be able to discuss with customers the Internet of Things (IoT), data and apps, and Hybrid IT trends that are driving customers’ purchasing decisions. You will also be able to evaluate how customers are changing their IT deployment models to keep up with these trends and achieve their desired business outcomes. And, you will be able to evaluate how customers are changing the way they pay for and consume IT services to achieve their desired business outcomes.
What’s New in This Module?
[image: image]
This module is almost entirely new. Everyone should complete both topics. But if you took IT Business Conversations, the 2017 HPE sales certification course, you can quickly review the first section in Topic 2. These frames focus on IT deployment models, explaining why your customers are moving to Hybrid IT. Although deployment models were covered last year, in this course, you will learn some of the challenges customers are facing with Hybrid IT and the solutions HPE provides to meet those challenges.
Topic 1: Understanding Trends
[image: image]
You will start by reviewing technology trends.
We Live in a World Where Everything Computes
[image: image]
We are living in an era of digital transformation. Emerging digital technologies are enabling enterprises to reimagine their businesses in new ways—creating new experiences, new products and services, and new efficiencies.
Everything from cars and homes to museums, stadiums, and hospitals to the intelligent sensors monitoring factory floors to the data center—everything around us will be connected and sharing data. Businesses are just beginning to see the possibilities of turning all of that data into action.
This digital transformation is fueled by the explosion of apps and data, driving a fast-emerging world where everything computes.
New Generation of Apps and Data—and a New Speed of Business
[image: image]
But today’s apps and data are different. They live on multiple platforms from the data center to the cloud—and more and more—to the edge of the network. As you will consider in this module, people, places and things are naturally converging at the edge of the network to create new digital experiences. Massive amounts of data are being collected, analyzed, and acted upon instantaneously at the edge.
While IT tries to embrace this digital transformation, they continue to operate the old world simultaneously, and across multiple platforms. It’s a balancing act.
Every business is a technology business. Apps and data have to pivot with the business, and deliver the speed and flexibility to thrive in a digital world.
Companies need a seamless IT strategy to support this, with the speed and scale for a new generation of apps and data.
Digital Disruption Gets Real
[image: image]
Digital disruption is now evolving to a new stage.
According to Frank Gens, IDC Senior Vice President and chief analyst, "We are at an inflection point as digital transformation efforts shift from 'project' or 'initiative' status to strategic business imperative.” He emphasizes that successful enterprises must become “digital natives” in the way executives and employees think, in what they produce, and in how they operate.
In other words, digital disruption is no longer “out there” for your customers. It’s part of their DNA—or it needs to be. If your customers are to remain competitive, they must harness technologies such as cloud, mobility, cognitive or artificial intelligence (which is also called AI), Internet of Things (or IoT), augmented reality/virtual reality (or AR/VR).
IDC calls these technologies the 3rd platform and the world that is defined by these technologies, the digital transformation (or DX) economy.
Enterprises Are Moving into the DX World
[image: image]
Enterprises are rapidly moving toward this DX world, according to IDC predictions.
They’re making serious efforts to get there. By the end of 2017, more than 70% of the Global 500 will have dedicated digital transformation/innovation teams.
They’ll soon be spending most of their IT budget there—75% by 2019, fueled by a growth rate twice that of the total IT market.
And they’ll be earning that money back in this DX world. By 2020 50% of enterprises’ business will depend on their ability to create digitally.
The 3rd platform technologies will also fuel demanding new benchmarks for business performance, up 20 to 100%. Enterprises will succeed or fail based on how thoroughly they can inhabit the new world to keep up with these demands.
Disruptive Technologies Are Evolving
[image: image]
These technologies have evolved well beyond the apps on our smart phones and tablets. For example, IoT is digital disruption that you can reach out and touch, or hang on the wall, or drive around the manufacturing floor. And Artificial intelligence (or AI), machine learning, and next-generation analytics are helping companies solve old problems in new ways.
Over the next frames, you’ll take a closer look at these disruptive technologies and consider how they are potentially changing the way your customers do business.
IoT
[image: image]
It’s clear to digital technology watchdogs that IoT is poised to drive the next wave of digital transformation. As tangible objects, IoT devices offer two critical capabilities. They’re the eyes, collecting data that can be turned into deeper insights and better decisions. And they’re the hands, granting systems the greater control necessary to execute those decisions. Think of a smart cooling system collecting information about the temperature across a building, analyzing the best times and places to activate air.
IoT, Many Things for Many People
[image: image]
When you hear IoT, you might think “smart thermostat” or “Add that to my to-do list, Alexa.” Google Nest and Amazon Echo, as well as “smart” entertainment systems and home appliances, are all examples of consumer IoT, geared toward making life more convenient and comfortable for individuals and families.
But when your customers talk about IoT, they’re often referring to commercial IoT or Industrial IoT (or IIoT). These two terms are not always well distinguished, but commercial IoT tends to bridge the space between consumer IoT and IIoT. Think, instead of Google Nest, a smart campus running on IoT-based power and cooling.
While Industrial IoT grew up in the manufacturing space, Industrial IoT use cases have penetrated many industries. Industries as diverse as healthcare, hospitality, insurance, retail, and transportation logistics are taking advantage of IoT to increase efficiency on factory floors, supply chains, and containers to aircraft, trains, and automobiles. IoT is embedded in healthcare measurement devices and in specialty devices like cranes, elevators, and heavy earth machinery. It’s even used with specialized utility vehicles like tractors that allow businesses to interact with their customers.
IoT Market Growth
[image: image]
Today’s IoT implementations are just beginning to reveal what they have to offer.
The devices
IDC predicts that by 2020 we will be living in a world with more than 20 billion IoT
connected devices.
The interest
Sales people can find opportunities to seize among their customers now. Nearly half of CIOs and enterprises will adopt IoT in 2017.
The spending
Enterprises will be spending an estimated US$1.46 trillion on IoT in 2020, a 16.1% CAGR from 2015.
AI—The Brain Behind IoT and Digital Disruption
[image: image]
Falko Lameter, CIO of Kaeser Kompressoren, a company that has successfully rolled out IoT, has words of advice. He emphasizes that “IoT is not just about technology. It’s about capturing data that’s important to your business and your customers, gaining insights into that data, and using those insights to improve business results.” (https://h20195.www2.hpe.com/V2/GetDocument.aspx?docname=A00001469ENW)
In other words, customers are focused on results. And they know that those results come from giving the “eyes” and “hands” of their IoT devices the right “brain.” They need big data solutions capable of handling the vast amounts of data collected by IoT devices. And they need AI to make the real-time, intelligent decisions that transform IIoT solutions.
According to IDC, by 2019, 100% of all effective IoT efforts will be supported by cognitive and AI capabilities.
And IoT isn’t the only driver. IDC also predicts that AI will support 40% of all digital transformation initiatives.
AI Everywhere
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In short, AI isn’t just for Microsoft and Google anymore. Many companies see the practical benefits of investing in these technologies. And if you think “droid” when you think AI, think again. Below is a list of places AI is helping companies achieve their goals now.
Manufacturing
AI runs IoT manufacturing systems and industrial robots.
Combined with 3D printing, these technologies are leading to super strong, resilient and smart designer materials.
Shipping
AI-operated drones are powering ultra-fast deliveries.
Customer services
From chat-bots to service robots, AI is helping companies connect with their customers.
Machine learning/deep learning
Machine learning is powering a quantum leap in analytics. Machine learning lets programs get smarter on their own. As systems receive more data and run more tasks, they become better and better at their jobs.
Next-Gen Analytics
[image: image]
To get the full benefit of machine learning and other emerging technologies, companies need next-gen analytics. What do we mean by next-gen analytics? Analytics that go beyond simple queries and computations to address human and business-level concerns.
Companies need real-time results produced by in-memory databases—in other words, databases that can grind through complex analyses of large amounts of data stored in lightning-fast memory rather than comparatively turtle-like storage drives.
Real-time processing powers actionable results. Companies are no longer using analytics only to make predictions about the future, but also to make decisions in the present. On the IoT-based factory floor of the future, for example, the IoT “brain” must tell devices what to do, adjusting decisions on the fly.
Finally, next-gen analytics is human focused. Intuitive interfaces present data visually and highlight important insights.
Next-Gen Technologies Driving Spending
[image: image]
These next-gen technologies aren’t isolated cases. In the very near future, they will drive a significant portion of customer spending. By 2019, IDC predicts, “30% of organizations' datacenter investments will be supporting next-gen contextual workloads such as cognitive/AI, machine learning, and augmented reality.”
New Computing Paradigms for Hardware-Driven Disruption
[image: image]
These smart new applications, hungry for processing power and memory, are pushing up against the limits of the existing computing architecture. Enterprises are relying on Moore’s law to remain in effect: that is, every two years, the number of transistors on a circuit doubles, making more processing power available in a smaller space. If Moore’s law is suddenly broken, how will companies keep up with the increasing demands of smart applications?
The reality is sobering: vendors are reaching the physical limitations of what can squeezed out of traditional technologies. If vendors don’t come up with a solution—and soon—companies will not have the computing power they need.
There’s a lot of buzz around quantum computing and neuromorphic chips, which mimic the human brain, as ways to push computing past these limits. So far, however, the buzz has been just that—buzz. These approaches have met with some road bumps and delays.
As you will learn in Module 2, HPE Labs is bringing decades of experience in hardware innovation to break free from the limitations of Moore’s law and the legacy computing architecture. We’re redesigning servers from the ground up with powerful, low-energy photonic processors that share a vast, non-volatile memory pool; you’ll get a closer look at these innovations, which HPE has already begun to showcase, in “Module 2: Why HPE?”
New Operational Paradigms for Software-Driven Disruption
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It’s not just hardware that must evolve. Companies can only thrive in the DX economy if they can embrace new ways to build and operate their data centers. Server virtualization, software-defined storage (or SDS), and software-defined networking (SDN) have acted as stepping stones toward software-defined everything and a fully software-defined infrastructure. A software-defined infrastructure should not only help companies replace risky and time-consuming manual processes with intelligent and speedy automated ones; it should also enable companies to adapt the infrastructure according to the needs of the moment. Rather than undergo lengthy planning and deployment cycles to deploy infrastructure for each new application, which leads to delays and overprovisioning, customers can rapidly use applications to recompose flexible pools of resources.
To achieve these benefits, customers need infrastructure solutions that are composable—in other words, programmable by software at a deep level even without a virtualization layer over the physical infrastructure.
Greater Protection or Greater Risk?
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As companies deploy new technologies, they are rightly concerned about the role these technologies will play in safeguarding their data and operations—or in putting them at risk. They know that the more mobile and IoT devices they deploy, the more they extend their vulnerability to the edge. The more they depend on their digital and IT services, the more they risk losing in an attack.
Yet disruptive technologies are also helping IT security providers keep ahead of hackers in the cybersecurity arms race. Vendors are taking advantage of big data and next-gen analytics to develop more sophisticated threat detection, which they can offer in traditional software and appliances or increasingly popular cloud- based security services.
Because any successful security strategy is implemented at multiple levels, customers need security embedded in the infrastructure, pushing visibility and analytics out from the data center to the edge. They need infrastructure designed for security from the silicon up to help them protect their data, detect attacks, and recover from the attacks.
Learning Check
You will now answer a learning check to test your understanding of the concepts covered in this topic. The answer is on the following page.
Why is Moore’s law in jeopardy?
Vendors have reached the physical limitations of traditional technologies.
Vendors need to double the number of transistors on a circuit every three years.
Vendors have tweaked the existing architecture enough to triple the processing power every two years.
Vendors are doubling the number of transistors each year.
Answer to the Learning Check
Why is Moore’s law in jeopardy?
Vendors have reached the physical limitations of traditional technologies.
Vendors need to double the number of transistors on a circuit every three years.
Vendors have tweaked the existing architecture enough to triple the processing power every two years.
Vendors are doubling the number of transistors each year.
Topic 2: Understanding Consumption Models
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Next, you will consider the challenges IT faces in helping their companies transform. And you will see how these challenges are pushing some companies to consider new consumption models.
IT Struggles to Meet Demands
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Although companies are counting on digital transformation to give them a competitive edge, most of them do not feel equipped to make this transformation happen. Two-thirds of business leaders believe their companies must pick up the pace of digitalization to remain competitive.
The remedy is far more complex than simply by telling IT to work faster or smarter. To transform their business and ensure they can deliver the applications and solutions line of business managers need, companies must re-examine how IT works. Specifically, they must re-evaluate how they deploy IT, how they fund IT, and how they consume IT.
As you will see in this topic, these issues intersect. To fully understand the challenges, you will examine them separately before you consider how they intersect.
IT’s Balancing Act
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You will start by reviewing the different ways companies deploy IT services and applications. You will consider the advantages and disadvantages of each deployment method. And you will consider how IT has to carefully weigh these advantages—such as speed and conveniences—against the possible disadvantages such as putting the control of data and security in the hands of a third party. And since no deployment method meets the needs of every application, how does IT manage everything?
Traditional IT: Slow and Steady
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Traditional. Legacy. In an industry defined by innovation, no one wants to be defined by these words.
As you know, IT resources and applications evolved as a support organization. Working in the background to provide users with services, IT was typically only noticed if something went wrong—such as a server crashed or the Internet went down.
As new applications for supporting business operations emerged in this legacy environment, IT could take the time to roll them out at a deliberate pace, over many months. Everything was centralized and data center centric.
Over many years IT has perfected this model, creating standardized processes for scoping applications’ requirements and for architecting solutions. And once implemented, modifications were handled using time-consuming change management processes. IT owned these processes just as it owned the infrastructure and all key decisions about that infrastructure.
Companies trying to compete in fast-changing markets can no longer rely on this IT model. Expensive to build and maintain—it simply cannot keep up. The world has changed.
Public Cloud: Picking Up the Pace
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Many customers tried to address the issues they saw in traditional IT by purchasing, rather than building, IT resources. Public cloud services are particularly appealing to decision makers who have been abruptly dropped into the world of IT by digital disruption. After all, companies can select the IT resources and services that they need, from a self-service portal much like they’d choose an app for their phone. And best of all, it’s the cloud service provider’s headache to acquire and manage those services.
Scaling services becomes a simple matter of expanding service agreements and licenses rather than a lengthy IT project. And public cloud services are sometimes more accessible to employees who work off-site.
Public cloud services have some drawbacks, however: For example, companies experience some loss of control. This, in turn, could lead to loss of data sovereignty, security, and availability.
Also keep in mind that public cloud services are purely operating expenditures (or OPEX). Some companies may want to move to an OPEX model, but others may prefer to retain some capital assets.
Private Cloud: Taking Back Control
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A private cloud lets customers apply the self-service provisioning model to their own IT infrastructure. It offers customers control and data sovereignty, as well as security and availability. Customers simply need to put the proper IT practices in place.
Unfortunately, private cloud also has limitations: no private cloud can ever completely match the scalability of a public cloud. Furthermore, the customer is responsible for building and managing the cloud, so IT must have the right skills to do so.
Managed Cloud: The Best of Both Worlds
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Some customers choose a managed cloud, which is a cloud dedicated to the customer but operated by a third-party service provider. A managed cloud is designed to provide the benefits of a public cloud—albeit at a higher cost—with increased security and availability. On the other hand, many customers want the maximum control delivered only by private cloud.
Hybrid IT: New Normal
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Because no single platform can handle today’s diverse apps and data, companies are operating apps and data across all of these environments—traditional IT, public cloud, and private cloud. Hybrid IT has emerged as the dominant IT operating model. According to a study on Hybrid IT by Harvard Business Review, 63% of organizations say they are pursuing a Hybrid IT approach. HPE believes Hybrid IT is the new normal for the foreseeable future.
But companies are finding that Hybrid IT is complex. Enterprises are grappling with sprawl, siloes, and over-provisioning within existing environments while simultaneously shifting to new agile methodologies and a fast-fail approach to new products and services. Development is no longer an 18-month waterfall project. It’s iterative; it’s fast; it’s continuous. It’s minutes and hours, not weeks and months.
The complexity of Hybrid IT doesn’t have to get in the way of your customers’ ability to move fast.
HPE Makes Hybrid IT Simple with the Right Mix
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Most companies cannot simplify Hybrid IT on their own. HPE makes Hybrid IT simple by helping customers achieve the optimal IT operating model for their apps and data—what HPE calls the right mix of Hybrid IT.
And with this right mix of Hybrid IT, your customers’ IT can pivot with the business. IT regains control of apps and data so they can drive their company’s core business. They can compose resources dynamically, assembling the right mix of storage and compute for an application on the fly. Resources are easily aligned to business needs, and IT has the flexibility to move workloads as needed, without complex migrations or vendor lock-in.
The right mix of Hybrid IT lets your customers balance control, agility, performance, and cost. It will continue to flex and evolve as needed. A customer’s right mix will be as individual as its company. It will be driven by the company’s industry, their business, and their operational drivers. It will shift to meet regulatory changes and business changes such as expanding into new markets, mergers and acquisitions. And because it is elastic and agile, the right mix of Hybrid IT will easily adjust to continuous drivers such as cost, performance, control, and technology advances.
The right mix of Hybrid IT has to adapt to these continuous changes—and accelerate what’s next for your customers’ enterprise.
Learning Check
You will now answer a learning check to test your understanding of the concepts covered in this topic. The answer is on the following page.
Why are companies moving to Hybrid IT?
Companies are migrating IT services from traditional IT to private cloud.
A single deployment model cannot handle today’s apps and data.
Companies want to eliminate public cloud because it is not as secure.
It eliminates silos and overprovisioning.
Answer to the Learning Check
Why are companies moving to Hybrid IT?
Companies are migrating IT services from traditional IT to private cloud.
A single deployment model cannot handle today’s apps and data.
Companies want to eliminate public cloud because it is not as secure.
It eliminates silos and overprovisioning.
Additional IT Pressures
[image: image]
Although the right mix of Hybrid IT gives IT the flexibility and agility to pivot with the business, IT faces additional pressures. Their budgets are constrained, they typically have a drawn-out funding cycle, and they all too often have no resources for innovation. You will now examine these issues in more depth.
Constrained IT Budgets
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IT has moved from the background to take their place next to line of business. IT decision makers are assuming more of a leadership role to help their companies become digital disruptors and achieve their desired business outcomes.
Unfortunately, most companies are not increasing their IT budget to reflect these increased responsibilities. For most companies, IT spending is 2.3% of business entity revenue. And this has not increased for nearly a decade. This means that while IT has been under pressure to deploy apps more quickly and drive their business forward, their budgets have remained flat since 2009. As IDC explains, “Most enterprises are asking IT departments to manage ongoing IT operations with fewer resources.” (“As-a-Service” IT Consumption Model for Digital Business Innovation,” p. 2.)
Drawn-Out Funding Cycle
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As IDC points out, most companies tie IT to a capex spending cycle. As an experienced sales professional, you understand the pitfalls of such cycles. Because companies have to pay upfront for IT projects, it can take a while to get a project funded. And even for funded projects, “additions to infrastructure can take three six months.”
In a world driven by speed, companies with capex funding cycles run the risk of falling behind. They may schedule their hardware refresh every three to five years, or put off hardware refreshes as long as possible. Longer refresh cycles may not have been a significant problem with a traditional IT model. In a world of digital transformation, however, companies cannot wait three to five years to implement new technologies.
Insufficient Resources for Innovation
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As much as IT would like to focus on innovation, they are typically bogged down with ongoing IT operations. According to IDC, approximately 80% of IT staff time is spent on IT operations, “rather than on enabling innovation that allows the enterprise to competitively differentiate itself.” Worse, IT is being asked to handle the ongoing IT operations with fewer resources.
Not surprisingly, companies are looking for ways to move IT resources from routine maintenance tasks, freeing up IT resources to focus on innovation.
The Result: IT Cannot Drive Innovation
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No matter what issues IT faces, companies are counting on them to deliver the services and apps they need to transform their business. And if IT is slow to enable this digital transformation, line of business managers won’t wait for them. When line of business managers need a mobile-first approach to providing services, an IoT solution, or better insights from their data, they’ll find a way to make it happen—with or without their IT group.
Implementing these solutions without the help of IT creates a shadow IT. This shadow IT not only threatens the viability of the IT group but also weakens a company’s security. After all, IT cannot secure a solution they do not even know exists.
The answer to shadow IT isn’t simply to lock down services, as that approach could lead to stagnation. Users are seeking those services for legitimate business purposes. Without them, companies risk falling behind in innovation and losing their competitive edge.
Overcoming Roadblocks
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IT will not be able to address these issues simply by appealing to their senior management for larger budgets and more resources. If these tactics worked, IT budgets would not have remained flat since 2009. As the Harvard Business Review points out, “The traditional approach to refreshing an organization’s IT systems no longer works from either a technological or a financial perspective.” IDC explains that companies must do more than focus on costs: They must consider different consumption models.
What exactly is a consumption model? Like many terms in our industry, “consumption models” is sometimes used to mean slightly different things. Generally speaking, however, the term refers to the way companies use, or consume, their IT services and the way they pay for those services. A consumption model can also include a support services component. This means companies may want to choose a consumption model that uses an outside company to implement and deliver IT services.
Capital Expense Consumption Model
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Earlier you reviewed the capex funding cycle. You will now connect that funding model to the IT consumption model that most companies have used for decades. With the capital expense model, customers purchase hardware assets long-term, which requires a large infusion of cash upfront. Typically, equipment is on- premises, and the company amortizes assets over a period of three to five years. As assets age, more budget is spent on maintenance.
Opex-based consumption models, on the other hand, allow a more flexible, pay- as-you-go approach. Earlier you learned about cloud deployment models; you might be used to thinking, “cloud equals OPEX.” But with private cloud, that isn’t necessarily the case. Typically, a company owns the private cloud infrastructure, and that infrastructure is often built on the same traditional funding and expense model as the most traditional data center.
In other words, private cloud gives IT the ability to provision and deploy services agilely, but the underlying infrastructure can remain bound to a rigid spending model.
IT as Service
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But the pay-as-you-go spending model is exactly what attracts many companies to cloud.
Companies are looking for a way to extend this consumption model to their private clouds, and not just to their private clouds, but to all IT services—in other words, to obtain IT-as-a-Service.
IDC believes that “on-premises as a service” is the best way for companies to achieve IT-as-a-Service. On-premises as a service introduces dynamic spending and support models to allow for flexing the capacity for on-premises equipment. It also often offloads some tedious tasks to the service provider while still allowing the company to maintain control. With this model, customers no longer need to over-provision their infrastructure; yet they never risk running into a glass ceiling of maximum capacity. Instead they only pay for the on-premises infrastructure services that they use. And they can choose to use that on-premises infrastructure as a private cloud or more traditional environment, as best meets their needs.
With funding, as well as operational, roadblocks cleared, IT can now respond to line of business needs, eliminate shadow IT, and embrace innovation.
Flexibility of Consumption Models
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You have learned about two of the main consumption models, at either end of a spectrum. But companies are not limited to these two models. Consumption models provide complete flexibility in how IT services are delivered, maintained, and funded. IT consumption models can be created to hit the sweet spot for specific customers.
As Harvard Business Review points out, however, finding the right consumption model will take “considerable collaboration among IT, financial, and departmental executives.” And on their own, companies will have difficulty moving past existing cultural and behavior boundaries. To bridge across these boundaries, companies need third-party partners—trusted advisors and experts from outside the company. These partners can help “open lines of communication.” They can “work with stakeholders to assess what physical and software assets the company owns, how these assets work together, and what the company needs now or over a planned period of time.” Further, they can help identify and create the solutions the company needs to become more competitive. In Module 2, you will learn how HPE Pointnext services and HPE Financial Services provide the exact expertise many companies are searching for.
Example Consumption Models
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Below is a list of some of the available IT consumption models. (Note: these are only some of the consumptions models available to companies.)
Monthly Subscription
This consumption model enables customers to
[image: ]Build the appropriate bundle to support their needs
[image: ]Take advantage of the latest technology innovations with scheduled upgrades
[image: ]Avoid the risks of aging hardware
[image: ]Boost operational efficiency
IT Asset Return
With this consumption model, customers can:
[image: ]Return IT assets that they are not using
[image: ]Reduce the risk of over provisioning
[image: ]Change plans more efficiently
Pre-Provisioning
With this pay-as-you-deploy consumption model, customers can:
[image: ]Improve operations
[image: ]Take a more flexible and scalable approach to capacity planning
[image: ]Gain efficiency
[image: ]Adapt to business change
Learning Check
You will now answer a learning check to test your understanding of the concepts covered in this topic. The answers are on the following page.
What are the advantages of an IT-as-a-Service consumption model? (Select three.)
Pay as you go
Offload tasks but maintain control
Use predictable CAPEX funding cycle
Scale up quickly as needed
Based on predictable refresh cycles every 3 to 5 years
Rely on cloud technologies, eliminating all on-premises equipment
Answers to the Learning Check
What are the advantages of an IT-as-a-Service consumption model? (Select three.)
Pay as you go
Offload tasks but maintain control
Use predictable CAPEX funding cycle
Scale up quickly as needed
Based on predictable refresh cycles every 3 to 5 years
Rely on cloud technologies, eliminating all on-premises equipment
Review Activity
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Throughout this course, you will periodically be given the opportunity to personalize what you are learning. To maximize the value you will get from completing this course, it is recommended that you take a few minutes to consider a question related to what you have learned. You can take out a notebook or open a file on your laptop, and then write what you are learning and how it is applicable to your accounts or your territory. You may even want to discuss what you learned with a colleague.
For example, take a few minutes now to think about this question: What must companies consider if they are thinking about adopting a new consumption model?
Summary
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In this module, you reviewed the digital technologies that are reshaping the business landscape. Technologies that were relegated to sci-fi just a short time ago are now driving digital transformation across corporations. And companies are being forced to gear up for a new speed of business.
You then examined the pressures IT faces in trying to be an innovator. You considered the IT balancing act as they try to cover traditional IT while embracing these new technologies. And although Hybrid IT helps IT begin to find the right balance, it is much too complex. HPE makes Hybrid IT simple by helping companies find the right mix—the optimal operating model for the company’s apps and data.
You then reviewed the other daunting challenges IT—and therefore their companies—face: tight budgets, long budgeting cycles, and lack of resources. Faced with these challenges, many companies are looking for new ways to fund and consume IT services. Before they can complete their digital transformation and lead their competitors, many companies are going to have to simultaneously disrupt their own internal business, financial, and IT processes: they are going to have to find a new consumption model that aligns with their desired business outcomes.
In the next module, you will learn how HPE together with our partners are ideally positioned to help customers meet these needs.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 2: Why HPE?
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Module 2: Why HPE?
Course Overview
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You have explored the technology and business forces that are changing the way companies do business. In this module, you will answer a simple, but absolutely critical, question: Why HPE? Why should your customers turn to HPE for their Intelligent Edge and Hybrid IT solutions?
Module Overview
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This module is organized into four topics. In the first, you will learn about the HPE strategy. You will not only think about how this strategy benefits your customers but also consider the best way to explain it to your customers. In the second topic, you will learn how HPE is focusing on delivering that strategy to ensure both you and your customers succeed. In the third topic, you will learn about HPE Pointnext, which provides the expertise needed to implement the solutions customers need. And in the fourth topic, you will focus on HPE Financial Services, which provides new consumption and funding models that make sense in today’s IT environment.
After completing this module, you will be able to explain how the HPE strategy is designed to help customers achieve their desired business outcomes. You will also be able to explain why HPE is uniquely positioned to make Hybrid IT simple and power the Intelligent Edge. And finally, you will be able to explain the advantages HPE Financial Services and HPE Pointnext offer you as an HPE Partner.
What’s New in This Module?
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If you took IT Business Conversations, the 2017 HPE sales certification course, this module is entirely new. Everyone should complete all of the topics.
Topic 1: HPE Strategy
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In this topic, you will learn about the HPE strategy.
HPE, the Trusted Vendor
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Digital disruption. Digital transformation. In a world that actively cultivates change, companies have a clear sense of urgency. They know they need to act quickly. But exactly what they should be doing to be competitive? Who should they listen to? Which vendor really understands what is happening? Which vendor can help them actually do something with the disruptive technologies that are emerging?
The resounding answer to these questions is HPE. But if you want your customers to trust HPE with their future, they need to know that HPE not only understands what is happening today, but also has a strategy for ensuring our customers’ success for years to come.
HPE Strategy
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Below is a transcript of a video featuring Denzil Samuels, HPE Senior Vice President of Indirect Sales, as he outlines the HPE strategy. You will read the first part of the strategy and then reflect on what you have learned by answering some questions. You will then finish reading more about the HPE strategy.
Imagine you’re meeting with a customer to talk about our new portfolio and they begin to ask you questions about the HPE strategy. Would you be able to talk them through the strategy in five minutes or less?
We live in a world where everything computes, where technology is embedded in and connected to everything we do, and the world is driven by applications and data. The result is digital transformation, which is disrupting every industry.
First and foremost, our strategy aims to deliver the right outcomes for each customer. This requires the right mix of IT innovation for customers’ apps and data, combined with the right expertise, partner ecosystem, and a delivery model to accelerate time to value.
This is why the HPE strategy is built on a foundation of three key pillars. The first pillar of our strategy is to make Hybrid IT simple. This is based on our core belief that the world will be hybrid. From the data center, to the Cloud, to the edge, we see an explosion of new apps and data. This means there’s no longer a one-size- fits-all solution and managing all the choices is complex.
HPE aims to make hybrid IT simple in three ways. The first way is to help the enterprises define the right mix of IT support to their apps and their data with the expertise from our Pointnext organization. The second is powering their right mix of software-defined infrastructure with innovations like Synergy, SimpliVity, and to provide the agility and performance and control that scales as their demands and their requirements change. And thirdly, optimizing the experience with flexible IT consumption models and our service provider partners, so enterprises can consume IT as a service.
The second pillar of our strategy is to power the Intelligent Edge, because we believe the next wave of innovation and value creation will happen here. The intelligent edge is where applications, data, and all things converge to create new digital experiences in places like factories, hospitals, wind parks, and even self- driving cars. This requires more intelligence at the edge, which we deliver with secure networking and compute from the campus, to the branch, to the cloud, to the field.
With an Intelligent Edge, HPE customers can transform their employee experiences with more modern, secure, digital workplaces. They can transform intelligent spaces such as retail stores, schools, hotels, hospitals, and even entire cities to create digital experiences for customers, for students, travelers, patients, and citizens.
With the Intelligent Edge, we can put IoT into action to drive business and operational outcomes such as enabling predictive maintenance, asset tracking, provisioning services faster, and delivering on service level agreements to the lines of business.
We’re also seeing unprecedented growth in data. And this is coming from new places. In fact, according to IDC, by 2019, up to 43% of IoT data will be analyzed at the edge. As more and more of this data is created, we need to find new ways to turn that data into insights and actions. That’s what’s going to help customers achieve this. And we’re investing in next-generation architectures, including memory-driven computing, which will be required to extract value from the enormous amounts of data coming from the edge.
Talking about the HPE Strategy
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If a customer asked you about the HPE strategy, could you “talk them through it”? On the next frame, you will take a few minutes to consider how you would respond to two questions a customer might ask you about how HPE makes Hybrid IT simple and powers the Intelligent Edge.
Learning Check
You will now answer a learning check to test your understanding of the concepts covered in this topic. The answers are on the following page.
	You are meeting with a customer who is struggling to manage applications deployed in the cloud and in an aging data center. You tell the customer that HPE makes hybrid IT simple, and the CIO asks how. What can you explain?
HPE provides a single cloud-based consumption model, which works for customers of all sizes.

HPE believes that all data must be repatriated from insecure public clouds to the secure data center.

HPE delivers a software-defined infrastructure that helps customers automate and optimize their data center.

HPE has created the best public cloud in the industry, and customers can safely host all of their applications there.

	You are meeting with the CIO of an oil company, which is interested in deploying an IoT solution for its oil rigs. What should you explain about HPE's approach to IoT?
HPE has developed a broad portfolio of IoT sensors and actuators, designed for companies in many verticals.

HPE encourages companies to deploy IoT devices widely without regard to security warnings, which tend to be overstated.

HPE delivers the right mix of compute at the edge, for fast insights from IoT data, and compute at the core for powerful analytics.

HPE understands that most companies struggle with their IoT devices not generating enough data for their needs, and it helps them generate more.
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HPE Strategy (continued)
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Below is the transcript for the second part of the video featuring Denzil Samuels:
The third pillar of our strategy is to bring the expertise to make it all happen. To make hybrid IT simple. And to power the intelligent edge. HPE is focused on helping enterprises accelerate digital transformation at every stage with Pointnext, our new innovative IT services organization. And our Global partner community is also there to serve you. HPE has the right mix of partners and the right mix of consumption models to help customers through their transformation.
Our portfolio has been built to offer a seamless services experience across the entire IT lifecycle, such as Advisory & Transformation Services, which are the tip of the spear, helping you build a roadmap for your digital transformation. Our Professional services: we will work with you to design and implement the right solution, leveraging our technologies as well as our partners’. And finally, our operational capabilities support the solution and help you consume it over time and deliver the outcomes you expect.
All the pillars of our strategy are complemented and strengthened by a growing ecosystem of partners who bring new innovation, bring insights, and expertise to our solutions. The big winners, of course, are our customers. Customers such as Dropbox, DreamWorks, Merck healthcare, HudsonAlpha, AT&T, and many many more who are embracing our strategy and our ecosystem to deliver remarkable new outcomes from their enterprise.
So thank you for your time today. We do have the right strategy, the right message, and technology. Now we need to believe it, own it, and deliver it consistently— every time. Thank you.
How Would You Explain the HPE Strategy?
[image: image]
Now that you understand the complete HPE strategy, how would you explain it to your customers—in 5 minutes or less? Take a few minutes to consider what you might say. Better yet, try to explain our strategy to a colleague, and see if you can answer any questions your colleague may have.
Topic 2: Delivering the HPE Strategy
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This topic outlines the steps HPE is taking to deliver our strategy.
Creating Industry Leaders
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If your customers have been paying attention, they’ve read a lot about HPE over the last couple of years. HP Inc. Micro Focus. DXC Technology. They may even ask you, what is HPE doing?
In order to become faster and more agile, HPE started a rapid transformation. On the first day of fiscal year 2016, we separated HP into two new companies, HP Inc. and Hewlett Packard Enterprise, so that both companies could move faster and have a deeper focus on the unique markets in which each company plays. Since the split, both companies have been able to invest and take actions that would not have been possible if they had continued as one company.
Later in 2016, we took another step to continue our transformation. We announced the spin merger of our Enterprise Services group with CSC. The resulting company—which is now called DXC Technology—created a stronger, more versatile services business—one that is better able to innovate and adapt to an ever-changing technology landscape.
Next, we announced the spin-merge of some of our software assets to Micro Focus. This combination created one of the world's largest, pure-play enterprise software companies.
The result? We created multiple industry leaders in enterprise and consumer IT, software, and services. And more importantly, for HPE, the result was a faster, more focused and agile partner to you. And as you have just learned, our strategy has never been more clear.
Accelerating Our Strategy
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With the right organization and strategy in place, we focused on building the portfolio we needed to accelerate that strategy.
Our tactics are simple: If a solution or technology doesn’t yet exist, we invent it. We also look for strategic acquisitions that will bring us closer to delivering the full package for Hybrid IT and the Intelligent Edge. Finally, we continually expand our partnerships to ensure our solutions work well with other leading solutions.
You will learn more about how HPE is accelerating our strategy in the frames that follow.
HPE Is a Born Innovator
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The expertise we make available to our customers has been growing over generations.
HPE was born from the innovative solutions that Bill Hewlett and Dave Packard began developing inside a garage in Palo Alto, California. Our legendary research and development teams have continually transformed the way companies do business—by introducing disruptive technologies that quickly become must-have solutions. It’s fair to say that innovation is part of our DNA.
As Meg Whitman, HPE CEO, explains, “We are innovators at heart.”
You can view a gallery of our most innovative products from 1939 to the 2000s by clicking the Timeline of HPE products link.
The Machine
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Think outside the box. It’s cliché. It’s trite. But it’s amazing what you can accomplish if you move beyond 60 years of architecting computers in the same old way.
As you know, new apps and an explosion of data continue to drive the need for Moore’s law: that every two years, the number of transistors on a circuit doubles, making more processing power available in a smaller space. But all vendors are reaching the physical limitations of what can be squeezed out of the traditional computing architecture.
The Machine ends our dependence on Moore’s Law. It introduces a completely new computing architecture built around memory-driven computing. Compared to a traditional computing architecture, the Machine can analyze large data sets faster by orders of magnitude. Its fast persistent memory collapses the divide between memory and storage, increases processing speed, and improves energy efficiency. Its fast memory fabric uses photonics internally for chip-to-chip communication and externally to connect multiple racks, making distances within the data center irrelevant and greatly reducing energy consumption.
The Machine supports workload-specific processing to optimize processing for tasks of all types—whether they are general or specific.
And with the prototype HPE demonstrated in 2017, our customers have proof that The Machine is more than an exciting idea. It is the future.
HPE Synergy
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While The Machine is changing the future, HPE Synergy is already transforming the present.
As the first platform architected for composability, HPE Synergy provides fluid resource pools of compute, storage, and networking. Customers can easily compose and re-compose the single architecture for their current workloads, whether those workloads need to run on a physical server, on a virtual machine, or within a container. And they can run anything from traditional enterprise applications to cloud-native applications.
HPE Synergy’s fluid resource pools liberate resources that are currently stranded in silos, so your customers can reduce overprovisioning and capital expenditures.
They can deploy applications and services at cloud-like speed; a single interface permits precise and near composition of logical infrastructures. And customers can simplify their IT processes because HPE Synergy’s software-defined, template- driven, and frictionless operations reduce operational effort and cost.
Customers focused on app development can develop more apps faster. HPE Synergy increases productivity and control across the data center by integrating and automating infrastructure operations and applications via its unified API.
HPE Gen 10 Innovations
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HPE has the most widely deployed servers in the world, and HPE continues to raise the bar with each new generation. HPE Gen10 innovations are changing the marketplace and customers’ expectations for servers going forward.
Silicon root of trust
Silicon root of trust and other Gen 10 security features:
[image: ]Protect against damaging and difficult-to-detect firmware attacks
[image: ]Use an immutable fingerprint in the HPE Integrated Lights Out (iLO) chip to prevent compromised firmware from booting
[image: ]Offer standards compliance for government regulations, including for top- secret classified material
[image: ]Establish supply chain integrity
High-speed memory
Second generation, memory-centric compute:
[image: ]Unlocks new levels of performance
[image: ]Provides data acceleration for large, data-intensive workloads
[image: ]Delivers built-in persistence
[image: ]Scales up to multi terabytes of memory
New levels of compute
Next-generation industry standard CPUs:
[image: ]Boost performance
[image: ]Speed up processing and access to memory
[image: ]Enhance software-defined management and security
[image: ]Offer new choices for graphics processing units (GPUs)
Intelligent system tuning
[image: ]Ensures better CPU usage as demand increases
[image: ]Optimizes the server to balance workloads
Greater storage density
Gen 10 gives greater storage density to customers who can never have enough:
[image: ]More drives
[image: ]Increased capacity for large write-intensive workloads (such as collaboration and database)
Efficient and easy management
The enhanced GUI:
[image: ]Eases management tasks
[image: ]Makes upgrades easier
[image: ]Enables large-scale firmware deployments with easy rollbacks
Targeted Acquisitions for the Intelligent Edge
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HPE is also accelerating its strategy through targeted acquisitions.
As digital disruption began to shift compute and storage needs from the data center to the edge, HPE knew that customers would need a full range of solutions to power their Intelligent Edge.
With the acquisition of Aruba in 2015, HPE combined Aruba’s leading wireless solutions with its own leading wired solutions. Aruba’s Mobile First Network helps your customers adapt to the challenges they face with mobility, Bring Your Own Devices (or BYOD), Internet of Things (or IoT), and Unified Communications (or UC). A single suite of management and security platforms provides a unified view of the network and a consistently excellent, secure user experience no matter how users connect. Your customers can also tap into the rich Aruba technology ecosystem, which enables developers to customize networking functions dynamically in real time.
Because HPE knows that companies desperately need to secure their IoT devices, HPE acquired Niara in 2017. Niara uses a new class of security technology called user and entity behavior analytics. This technology brings machine learning and big data analytics to the network edge, where it helps companies protect against next-generation attacks on IoT and other devices. Niara seamlessly integrates with the Aruba ClearPass network security portfolio to create the industry’s most complete visibility and attack-detection solution.
Targeted Acquisitions for Hybrid IT
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As companies struggle with the complexity of Hybrid IT, HPE is making Hybrid IT simple by providing each customer with the right mix of traditional IT and public, private, and managed cloud. HPE has made acquisitions that support this right mix, each in its own way.
Cloud Cruiser, which HPE acquired in 2017, is consumption analytics software that will help customers manage and optimize IT usage. Customers can deploy an in- house, pay-per-use service with usage metering. HPE has also added Cloud Cruiser to HPE Flexible Capacity, making it even better. Later in this module, you will learn more about how Flexible Capacity enables customers to reduce over- provisioning and pay only for the IT resources that they use.
In 2017, HPE also acquired SimpliVity, a leading provider of software-defined, hyperconverged infrastructure. SimpliVity brings advanced data management capabilities to your customers’ hyperconverged data center or private cloud. Now running on best-in-industry HPE ProLiant servers, SimpliVity offers your customers built-in enterprise data protection and recovery, and enterprise-class storage usage. Always-on data deduplication and compression guarantee 90% capacity savings across storage and backup. In addition, SimpliVity’s policy-based, VM- centric management simplifies operations and enables data mobility.
Targeted Acquisitions for Hybrid IT (continued)
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Regardless of their size, companies need their applications to have immediate access to data. The app-data gap caused by delays and disruptions can have serious consequences whether applications are running in the data center or at the network’s edge. HPE has stellar high-end hybrid flash and all flash storage systems in 3PAR. HPE acquired Nimble in 2017 to help entry and mid-sized customers close the app-gap as well.
Nimble all-flash and hybrid-flash storage uses InfoSight, a predictive analytics platform, to automatically detect and correct issues. InfoSight can resolve up to 86% of issues before your customers even know they have them. The Nimble multicloud flash fabric enables workload deployment on flash arrays and the public cloud. Nimble is reliably fast and radically simple to purchase, install, and operate. Plus, with Nimble’s Cloud Volumes solution, Nimble storage is also cloud ready.
Finally, the highly data-driven organization needs the best high-performance computing and in-memory data analytics solutions. Acquired in 2016, SGI empowers real-time analytics for scientific, engineering, and businesses insights and innovations.
Curating Strategic Partnerships
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HPE has also forged strategic partnerships across the globe as part of our strategy to help you and your customers succeed. Our best-in-class partner ecosystem is a result of cultivating partnerships with a new generation of companies while maintaining longtime partner relationships with industry leaders. This enables us to deliver the right solution to meet each customer’s needs, as opposed to a one-size-fits-all solution that doesn’t precisely meet any customer’s needs.
In addition to working with industry leaders such SAP, Microsoft, VMware and more, we have strategic early agreements with a new generation of partners such as Docker, Puppet, Ansible, and Mesosphere. These exciting new-generation partners excel in Hybrid IT and Intelligent Edge environments. Because HPE solutions work beautifully with them, you can orchestrate and deliver the advanced enterprise-grade solutions your customers need.
Learning Check
Match the HPE solutions and acquisitions to their appropriate description. The answers to the learning check are on the next page.
	The Machine
	HPE Synergy
	Aruba and Niara

_____ Next-generation computing that will enable customers to take advantage of enormous amounts of data
_____ HPE acquisitions that help customers power the Intelligent Edge
_____ Composable platform that helps customers reduce overprovisioning, deploy apps at cloud-like speed, and simplify on-prem operations
Answers to the Learning Check
Match the HPE solutions and acquisitions to their appropriate description.
	The Machine
	HPE Synergy
	Aruba and Niara

__a__ Next-generation computing that will enable customers to take advantage of enormous amounts of data
__c__ HPE acquisitions that help customers power the Intelligent Edge
__b__ Composable platform that helps customers reduce overprovisioning, deploy apps at cloud-like speed, and simplify on-prem operations
Topic 3: HPE Pointnext Services
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Earlier in this module you were introduced to HPE Pointnext. In this topic, you will learn more about why HPE created this new services organization and what type of services HPE Pointnext offers.
Companies Need Help with Hybrid IT
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With the exciting new technologies emerging, your customers see an opportunity. With the right solutions in place, they can disrupt their industry and pull ahead of their competitors. The opportunity is real, but as you learned in Module 1, the challenges are real as well. All too often, your customers’ IT staff cannot even focus on innovation because they are hopelessly entangled in maintenance operations.
Is it any wonder that a survey of senior IT managers revealed that only “27% are certain their IT organizations currently have adequate resources to manage a hybrid IT environment.” And only 50% of these senior IT manager feel they have the “support of their top management to build and nurture” the capabilities they need.
Faced with the complexity of Hybrid IT, many of your customers will look for the expertise they need outside their company. In fact, 70% of Hybrid IT implementations use external services.
Professional Services: The Difference Between Success or Failure
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For many of your customers, professional services will make the difference between success and failure. Because these customers do not have the expertise they need in house, they need help aligning their IT solutions and digital transformation with actual business initiatives. No matter how cutting edge the technology, it matters only if it helps the company achieve their desired business outcomes.
As you talk to your customers, you must assess their business risks and determine if they are fully aware of those risks. Do they, for example, really understand the cost of downtime? Do they understand security breaches such as malware that seeks to exploit firmware? And if they understand these risks, what is their plan to mitigate them? Strapped as they are for resources, your customers probably need professional expertise to reduce their business risk.
Likewise, your customers may not understand how services can improve their return on investment (or ROI). Today solutions must be deployed in minutes and hours rather than days or weeks. And they should be optimized for a particular company. Only then can companies speed up their transformation and move to the forefront of their industry. The question then moves from, “Can the company afford the service?” to “Can the company afford not to purchase the service?”
Bolstered by professional services, IT can move from a support role to a valued business partner.
HPE Pointnext, a New Kind of Services Organization
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Understanding that services also need to transform, HPE is providing a new kind of services organization. HPE Pointnext is designed to help companies accelerate their digital transformations and make their desired business outcomes into realities. It offers a unique portfolio of services that provide everything you need to help your customers implement, manage, and maintain their HPE solutions.
Validation for HPE Pointnext
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HPE Pointnext has been validated by the analyst community. As you see, IDC analyst Crawford Del Prete said: “I love it. It’s edgy; it stands out from the crowd.” And “Pointnext makes a statement to the market.”
Dane Anderson from Gartner observed that Pointnext shows that “HPE is the company to help you accelerate next.”
And Pat Moorehead of Moor Insights and Strategy said: “This just feels right to me. New name is on target and will get attention.”
HPE Has the Expertise to Make It All Happen
[image: image]
Achieving the knowledge and skill required to implement, manage, and maintain a new solution is the only way to realize all of the exciting benefits that the solution offers. Customers who lack necessary IT resources need a partner who can offer the expertise to accelerate their journey, help them avoid speed bumps, and help them maximize the value of their transformation. This is why services is an integral part of any solution, and why you should lead with services.
Talk to your customers early in the sales cycle to understand what support services they need. Listen carefully, so you can detect the clues that reveal the customer's needs. When you know what your customers’ business goals are, you will know which services they need to begin moving in the right direction.
If your organization offers its own services, that’s great. But if you need help covering areas outside of your expertise, HPE has an entire portfolio that covers a wide range of needs. HPE Pointnext services can help you to provide the expertise that your customers need to speed time to value, and to optimize their current environment.
New and Improved HPE Pointnext Services
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Our advisory and transformation offerings are based on design principles that we’ve shaped by proven experience. They enable customers to design and build a technology roadmap that reflects their own distinctive challenges. With our professional services, you can help larger organizations use their preferred technologies and IT organizations in creative ways to move strategic plans and functional designs through production. Our flawless implementations are always on time and on budget. Finally, our operational services provide new ways of consuming IT—including HPE Flexible Capacity. These service offerings also enable you to help your customers optimize their workloads, resources, and capacity using innovative solutions such as HPE Datacenter Care. You will learn more about Flexible Capacity and Datacenter Care shortly.
With plenty of flexibility to take advantage of HPE’s broad and diverse ecosystem of channel partners, technology partners, and systems integrators, HPE Pointnext is perfectly poised to deliver best-in-class solutions that meet your customers’ unique needs.
The Right Mix of Services
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As you just learned, the HPE Pointnext portfolio offers three types of services across the different stages of your customer’s transformation journey: Advisory and Transformation, Professional, and Operational.
Advisory and Transformation
Hybrid IT
[image: ]Optimize applications and IT operations
[image: ]Accelerate DevOps to build and deliver new apps and services
[image: ]Deliver IT as a service
[image: ]Modernize your data infrastructure
[image: ]Generate insights from big data
Intelligent Edge
[image: ]Redefine the workplace experience
[image: ]Protect and archive digital assets
[image: ]Transform the guest experience
[image: ]Modernize edge IT and enable IoT platforms
Professional
[image: ]Design, build, and optimize solutions
[image: ]Leverage experience gained from thousands of implementations and deployments
[image: ]De-risk transformation and get it done on time, on budget, and on target
[image: ]Manage change across people, processes, and HPE and partner technologies
Operational
[image: ]Create continuous agility and simplicity for customers
[image: ]Create new IT experiences for the business, from the core to the edge
[image: ]Offer new ways of delivering IT
•manage and optimize workloads, resources, and capacity on-premises and in the cloud
•simplify the experience
•offer choice in workloads and self-management
Examples of HPE Operational Services
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HPE offers a complete range of services to fit your customers’ specific needs. Below are examples of the Operational services you can offer your customers.
Foundation Care
Put rapid, expert onsite and remote support at your customers’ fingertips with the Foundation Care offering that best meets their business needs:
[image: ]Foundation Care Call to Repair 24X7 for customers who need our commitment to fix issues within 6 hours
[image: ]Foundation Care 24X7 for customers who need round-the-clock expert care within 4 hours
[image: ]Foundation Care Next Business Day for customers who need HPE’s prioritized response within the next business day
[image: ]Foundation Care Exchange Services for HPE Networking replacement unit exchange services within 4-hour and next-business-day delivery
Installation and Deployment Services
For customers who don’t have dedicated IT staff, Installation Services provide:
[image: ]The best IT technicians
[image: ]Reliable hardware installation
[image: ]Configuration for important software
[image: ]Minimize time to value
Proactive Care
Help your customers:
[image: ]Prevent problems from occurring with:
•Tailored reports
•Expert reviews
•Recommendations for Proactive System scans, firmware/patch analysis, and incident/trend analysis
[image: ]Stay informed and in control
•Connect to HPE for personalized dashboard, global knowledgebase, community of experts
[image: ]Solve problems faster
•Enhanced call handling and start-to-finish case management
•24x7 monitoring
•Pre-failure alerts
•Automated call logging with parts dispatch
Proactive Care Advances
Customers get everything in Proactive Care plus additional features which include:
[image: ]A dedicated HPE Account Support Manager (ASM), who is assigned to deliver:
•Firmware reviews
•Upgrade recommendations
•Proactive scans
•Activity reviews
[image: ]Technology support credits to deliver additional customer defined activities
[image: ]Critical Event Managers for Severity Level One support escalations
[image: ]Onsite Proactive Delivery
Datacenter Care
You can give your customers a personalized, flexible, and cost-effective, relationship-based approach to data center support and operations with:
[image: ]An assigned account team with access to local and global experts
[image: ]The right level of hardware and software support for all devices
[image: ]HPE’s enhanced call experience with priority access
[image: ]Proactive, optimized and operational support services options
[image: ]Education and consulting services options
[image: ]Options for Hybrid IT, Flexible Capacity, DevOps, and more
Overcoming Objections to Purchasing Services
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Cost considerations may make some customers reluctant to acquire the professional and technology services they need. Because you understand the extent to which services help customers realize the potential of their solutions, you can more easily overcome their objections.
When customers say “I cannot justify the cost of added services,” counter their objection by asking, “How will your existing IT staff handle the complexity of Hybrid IT?”
Or, if your customer is preparing to deploy a solution, ask: “What would be the impact of a prolonged outage?” A simple internet search on outage costs will show customers numbers that range from $7,900 per minute to $11,000 per minute. And these numbers may not include the cost of a damaged reputation.
When you propose a services solution that includes product support, some customers will tell you: “I already purchased a warranty.” Warranties are nice to have, but they don’t provide the level of support customers need. For example, a warranty may cover basic support during normal business hours. A services solution from HPE provides comprehensive support over increased coverage hours. With a warranty, your customer’s involvement is mandatory. With an HPE Pointnext service, it is optional. Plus, with HPE Pointnext services, customers get continuous problem resolution until issues are fixed. Ask your customer: “How comfortable are you in taking the risk that if a problem occurs, it will happen during business hours?”
Sometimes when you propose a solution, customers may tell you that they already have the expertise they need on staff. The customer might say: “My small IT staff is knowledgeable enough to implement the solution.” However, the customer may not have considered the extra time it will take the IT staff to transform the business. Ask: “How will your staff manage everyday workloads and projects designed to transform your business?”
Complete Customer Satisfaction
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HPE has a long track record of successful services engagements across many industries. How impressive is our track record? You be the judge. Our customer satisfaction rate is 99.8%!
Our services team of more than 25,000 experts work closely with HPE technologists. With our combined expertise, we drive innovation to benefit your customers.
Learning Check
Match each type of HPE Pointnext services to the customer stage it addresses. The answers to the Learning Check are on the next page.
	Advisory and Transformation
	Operational
	Professional

_____ Custom-built technology roadmap
_____ On-budget execution of designs
_____ IT delivery and support
Learning Check
Match each type of HPE Pointnext services to the customer stage it addresses.
	Advisory and Transformation
	Operational
	Professional

__a__ Custom-built technology roadmap
__c__ On-budget execution of designs
__b__ IT delivery and support
Topic 4: HPE Financial Services
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In this topic, you will learn about HPE Financial Services and the benefits it enables you to offer your customers.
Customers Need New Consumption Models
[image: image]
Your customers need an agile IT foundation to respond to both new business opportunities and the increasing number of demands that line-of-business managers are making of IT. But deploying a hybrid IT infrastructure that is capable of delivering the agility customers need can be expensive. And as you learned in Module 1, many organizations have frozen their capital budgets. And even for those that haven’t, finding the right balance between IT capacity and capital expenditures can be tricky. If they purchase more infrastructure than they need, underused assets will tie up valuable capital. If they purchase less than they need, they lose some of the responsiveness that enables them to innovate and compete.
To successfully drive innovation, companies must rethink the way they acquire and pay for IT.
Choosing an IT Provider
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Companies know that traditional acquisition and consumption models just aren’t working for them: from large upfront capital outlays to lengthy loan periods, the traditional model is simply not suited to an IT environment where technology advances occur overnight. Companies are likely to choose IT providers that offer consumption models and funding strategies that can help them achieve the business outcomes they want.
IDC conducted a survey in November 2016 to better understand business attitudes toward the pay-as-you-go consumption model, which is the model that public cloud and IT-as-a-Service deployments typically use. Of the respondents, 93% stated that flexible-payment or pay-per-use options were important to them when selecting an IT infrastructure provider. And 50% of organizations indicated that they will make availability of multiple pay-as-you-go options a requirement for evaluating infrastructure offerings, by the end of 2018.
In an August 2016 market analysis report, IDC also predicted that by 2021, more than 75% of all expenditures for physical IT, datacenter assets, and cloud infrastructures will be based on pay-as-you-go or pay-per-use models.
Accelerate Digital Transformation with HPE Financial Services
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Your customers will be more and more likely to look for disruptive consumption models to fund their digital transformation. But the model they choose must be more than merely disruptive. The consumption model must bridge the gap between your customers’ technology needs and their budgetary constraints.
To help customers find the right model, you must understand your customers’ key performance indicators. You must know the metrics by which they measure success. And as their trusted advisor, you must help them find the consumption model that funds the technology they need to achieve their business goals. This may be a pay-as-you-go model, or it may be a model that allows them to use the hidden value in their current IT assets to free up cash for innovation.
Because HPE Financial Services understands technology, business, and finance, we can work with you to find the right consumption model for your customers.
We have IT investment solutions to help your customers achieve their business goals through greater agility and speedy digital transformations. We have $12 billion in portfolio assets to help you provide all of the products and services your customers need. With businesses in over 50 countries, we have the global reach to help you meet your customers’ needs no matter where the customers are located. And we have the IT and financial services expertise to help you become the trusted advisor your customers deserve. Our channel generates approximately 50 percent of our revenue, so you know that your success is one of our greatest business goals.
Align Financial Services with Challenges
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While digital transformation is the way forward for companies that want to thrive, it’s still a challenging proposition. Challenges arise from not having the right staff, from not having enough physical space, from the lack of a reliable power source, and so on. When the challenge is financial, you can help your customer overcome it with one of our innovative HPE Financial Services offerings.
If the challenge is a deadlocked IT budget, for example, you might approach it with an offering that uses the assessed value of the customer’s existing data center technology to provide a cash infusion. Suppose the customer has an IT budget but it’s insufficient to fund the high-profile data-center transformation initiative that the company wants to launch. Your approach to meeting this challenge might be to align the customer’s investment and IT strategies, giving the customer the financial resources to jump-start the initiative. Or imagine that the customer’s challenge is meeting an aggressive turnaround time for solution results. In this case, your approach might involve a unique solution that leverages existing IT to generate investment capacity, and the added capacity may become a new long-term customer relationship.
Consumption Models to Meet Business Goals
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In the preceding list of challenges, the approaches are all linked to one of HPE’s seven new consumption models: HPE Subscription for Servers, Device, or Print; HPE Flexible Asset Return; HPE Accelerated Migration; HPE Pre-provisioning, HPE FlashNow; HPE Flexible Capacity; and Pay as You Grow.
Each of these consumption models supports several business goals. To give you some examples, this course focuses on three of the most popular goals.
If the goal is to optimize business operations, consider suggesting HPE Subscription for Servers, Device, or Print. This model provides a customized solution bundle on a price-per-unit basis. Or, if the customer is concerned about overprovisioning or under provisioning, HPE Flexible Asset Return is an excellent choice.
If your customer wants to accelerate transformation, propose HPE Accelerated Migration. This model spurs innovation while customers transform from a legacy infrastructure to a more agile environment. If the goal is to improve agility for evolving needs, you have four choices. HPE Pre-provisioning is ideal for customers who want to add technologies in advance of need so the technology is ready when they need it. HPE FlashNow is great for customers who want to extend the pre-provisioning idea to storage. HPE Flexible Capacity is perfect for customers whose businesses require fluctuating capacities and who prefer these capacities to be on-premises. With pay-per-use, these customers needn’t worry about paying for unused capacity, and HPE Datacenter Care support reduces the burden on the companies’ IT staff. Finally, pay as you grow offers a flexible step- lease structure that is based on your customer’s specific needs.
The next section focuses on HPE Flexible Capacity.
HPE Flexible Capacity
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As a sales professional, the first thing that you want to share when you talk to customers about HPE Flexible Capacity is this: it is a complete solution in every respect. The solution includes on-premises compute, storage, and networking hardware from HPE. “What kind of technology does this hardware support?” your customers might ask. Your reply is simple: “The kind of technology solution you choose.” And because HPE owns the technology assets, it has a vested interest in keeping them optimized and up to date.
Flexible Capacity also includes support services. Your customers will enjoy the personal, one-on-one service of an assigned account support manager—or ASM— who regularly visits to discuss current and future capacity needs, capacity upgrades based on the customers’ growth, and so forth. Compare this with the experience of approaching the monolithic services organizations that public-cloud customers encounter. In addition, Flexible Capacity provides installation, deployment, and management services, enabling your customer’s IT organization to become an IT service provider to the business and freeing it to spend more time on innovation.
Finally, Flexible Capacity includes a funding strategy that is similar to public cloud pay-as-you-go models—only better. Your customers will have no upfront costs when they choose Flexible Capacity and they will receive no inflated bills for capacity they are not using. Instead, they will enjoy a use-based monthly payment that depends on the solution they’ve chosen.
In short, your customers will enjoy a totally turnkey solution that offers the scalability and flexibility that is available with public cloud offerings, but with the speed, security, and data sovereignty of an on-premises cloud.
By choosing HPE Flexible Capacity, your customers can accelerate their time-to- value. This offering’s active capacity management enables customers to immediately increase available capacity by using the additional server, storage, software, and networking capacity in their data centers. And they can refresh the capacity that’s available there with a simple change order. Compare this process with the lengthy 200-day or more legacy procurement process and you’ll see how much shorter your customers’ time-to-value can be.
Your customers can also reduce their IT operational costs with Flexible Capacity. Its pay-as-you-go consumption model includes an onsite buffer for extra capacity to meet spikes in business demand. Coupled with quick overall capacity increases, Flexible Capacity eliminates your customers’ need to overprovision resources, which in turn reduces their operational costs.
Because Flexible Capacity does not require an upfront payment and provides simple monthly billings that are based on the customer’s minimum commitment and usage, your customers can align their IT cost to business demands in addition to optimizing their cash flow.
Flexible Capacity enables customers to optimize service delivery and free up their IT staff to focus on innovation. This unique approach enables them to react quickly to business demands and to share usage risk with HPE.
It gives customers all of the benefits that are available with a private cloud, but with public cloud economics. But it can also give them true hybrid IT scalability by using certain Microsoft Azure services, which you can include in the Flexible Capacity agreement. This extended capacity comes with one contract, one monthly invoice, one usage portal, and one enterprise-grade support experience with one single point of contact: namely, HPE.
Target Customers for HPE Flexible Capacity
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How will you recognize an opportunity for selling HPE Flexible Capacity? You can start by looking for customers who will benefit from the capabilities that Flexible Capacity offers. Companies that need to expand or refresh all or part of their infrastructure to accommodate growth can be good candidates, especially if over or under provisioning would significantly affect the business. Does your customer want a pay-as-you-go consumption model? If so, you have an excellent candidate. Does the customer want to preserve capital rather than spending millions of dollars up front for new infrastructure? Or is the customer expressing security concerns about applications that are already running in the public cloud? These customers too could be interested if you were to say: “Well, have you heard about Flexible Capacity? There’s no upfront cost.”
This is just a sampling of needs and business objectives that represent an opportunity for selling Flexible Capacity. Next, you’ll learn how selling Flexible Capacity can benefit you.
How the Sales Cycle Benefits You
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The sales cycle for HPE Flexible Capacity differs from a typical sales cycle based on a capital expenditure (or CAPEX). Your first point of contact for the sale may be an IT director, but Flexible Capacity requires approval by other senior management in the company. The IT director can help you make the case for Flexible Capacity. For example, the IT director can explain how Flexible Capacity allows the IT organization to become an internal service provider to line-of- business managers who will otherwise sideline the IT organization in favor of shadow public cloud services.
Of course, the sales cycle involves the HPE Financial Services organization as well. HPE Financial Services ensures that everyone understands the benefits that Flexible Capacity offers over traditional leases.
The initial sales cycle for Flexible Capacity is a little longer, but during the process, you build a strategic relationship with your customer that covers the entire length of the contract. And within the contract period, subsequent cycles result in an annuity revenue stream that grows steadily. Why? Because after companies incorporate Flexible Capacity, their HPE spend typically grows by 60%. If customers have products or solutions from other vendors, they are much more likely to replace them by adding HPE counterparts to their Flexible Capacity offering. With Flexible Capacity, refreshing or upgrading IT capabilities takes only a change order, as opposed to a lengthy procurement process.
This said, if you have a customer who is ready to close on a traditional, owned- asset purchase, you should not mention HPE Flexible Capacity, especially if the customer has the capital budget to pay for the purchase.
Learning Check
Match what you have learned about HPE Financial Services with the appropriate explanation. The answers to the Learning Check are on the next page.
	Sales prospects for HPE Flexible Capacity
	HPE Flexible Capacity
	Advantages of HPE Financial Services

_____ Understands technology and understands business and finance. Can be counted on to help customers find the right consumption model.
_____ Expands or shrinks data center capacity in an on-premises pay-per-use model with built in Datacenter Care support.
_____ Companies that need to expand or refresh all or part of their infrastructure to accommodate growth, especially if over or under provisioning would significantly affect the business.
Answers to the Learning Check
Match what you have learned about HPE Financial Services with the appropriate explanation.
	Sales prospects for HPE Flexible Capacity
	HPE Flexible Capacity
	Advantages of HPE Financial Services

__c__ Understands technology and understands business and finance. Can be counted on to help customers find the right consumption model.
__b__ Expands or shrinks data center capacity in an on-premises pay-per-use model with built in Datacenter Care support.
__a__ Companies that need to expand or refresh all or part of their infrastructure to accommodate growth, especially if over or under provisioning would significantly affect the business.
Summary
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HPE has the right strategy. We have put together the right portfolio of solutions. We have created the right services organization with HPE Pointnext, and strengthened HPE Financial Services. We can say without hesitation that we make Hybrid IT simple. We power the Intelligent Edge. And we have the expertise to make it happen.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 3: Building the Conversation
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Module 3: Building the Conversation
Course Overview
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Now that you know why HPE is the right choice for helping your customers transform their IT environments, you are ready to learn strategies for communicating this to your customer. Module 3 helps you to build the conversation.
Module 3 Overview
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The first topic in this module introduces you to the Business Value Framework, which can help you tailor your conversations to customers’ strategic, business- level initiatives. You then learn about the types of conversations that you should be having to uncover the best opportunities for selling HPE solutions.
After you complete this module, you will be able to use the Business Value Framework to gather the information needed to have productive business conversations. You will also be able to explain how the Business Value Framework helps you understand customers’ business requirements. And you will be able to map customer characteristics and desired business outcomes to opportunities for selling HPE Intelligent Edge and Hybrid IT solutions.
What’s New in This Module?
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Topic 1 reviews the Business Value Framework, which was introduced in IT Business Conversations, the 2017 sales certification course. If you took this course, you can skip the first topic. Simply take the learning checks to see whether you need to review the Business Value Framework. Everyone should complete the second topic, which is new to this course.
Topic 1: Business Value Framework (BVF)
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This topic focuses on the Business Value Framework, which provides an invaluable resource for building your sales pipeline.
Seismic Shifts in Focus
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The Business Value Framework (or BVF) is designed to help you shift your focus. Instead of presenting information about what you're selling, you focus on giving customers reasons to buy.
The BVF offers a way of thinking that you can incorporate into your own processes. For example, the best sales professionals know that to close sales effectively, they must use the language of the customer. The BVF helps to define that language so you can have an informed conversation about customers’ desired business outcomes using the names of their strategic initiatives, their metrics, and their projects.
The BVF will help you ask more insightful, meaningful questions, and the answers to these questions will help you better understand your customers and identify and qualify sales opportunities. Armed with this understanding, you will be able to better recognize and quantify the business value of the HPE solutions that you offer.
In addition, you will be more effective if you ask BVF questions early in the sales cycle and at the right level within your customer’s organization.
The Ultimate Framework
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This module will provide a generic—and therefore considerably simplified—version of the BVF.
The top of a BVF includes executive key performance indicators (or KPIs), which are measurements that drive business value. Companies use these measurements to determine the extent to which they are achieving their goals. For example, a KPI might measure if revenue is growing at the right rate?
Goals for executive KPIs drive business strategies and initiatives. These, in turn, help customers define operating KPIs for improving the business processes that help support their mission. Together these components define what is valuable to your customer, and they are unique to each customer. Prior to meeting with your customer or during one of your first meetings with them you will want to fill in as many boxes in the BVF as you can for your customer. You should also try to draw the connections between them. Why? These connections will clearly show the links between your customer’s infrastructure services and business-level priorities which already have the attention of your customer’s C-level executives. This gives you a significant advantage when you are proposing solutions and discussing them with the executives who will likely be approving solution purchases. You will be speaking to them in their language about what is important to them: quantifiable and measurable business outcomes.
The BVF in Action—Business Strategies and Initiatives
[image: image]
You will now look at an example to give you a better idea of the value of the Business Value Framework. In this example, you’re meeting with a manufacturer of high-tech devices, and you want to use the BVF to direct your conversation. For this customer, you’re beginning with business strategies and initiatives, a natural opening for a business-level conversation. These two components are closely entwined.
Business strategies are the policies and plans by which companies attempt to achieve their financial goals or improve the business.
Business initiatives are the actions that the company takes as part of the strategy.
For example, this manufacturer might have a strategy of growing aggressively in the medical device market. An initiative for achieving that strategy is developing innovative medical devices that incorporate IoT elements. Deciding whether a particular plan is a strategy or initiative is not critical. What is critical is that you are focusing on how customers are planning to achieve their goals, both at a high level and at the level of concrete actions.
The BVF in Action—Operating KPIs and Business Processes
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In order to execute business initiatives, customers need to transform their business processes and functions. Their measurable goals for improving these processes are defined in operating KPIs. For example, our manufacturing customer must determine how to adjust its product design and product engineering processes to better support its initiative for developing more innovative devices with disruptive software and IoT capabilities. It might have as a goal decreasing the development cycle by a certain percentage and thus decreasing time to market.
And this is where you and HPE come in—with a solution that helps the customer make the required transformation and achieve the goals. In this case, a hybrid IT solution can help IT provision development environments much more quickly to decrease the dev cycle time.
The Business Value Framework has created a clear link between the solution that you’re offering and a critical, strategic business initiative—in other words, the type of initiative that prompts a customer to buy.
The BVF in Action—Executive KPIs
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Do not forget to tie your customers’ business strategies and initiatives back to the executive KPIs, which are the customers’ true bottom line. These measurements indicate how c-level executives are performing in specific areas, often related to financial concerns such as costs, revenues, and so forth. For example, the executive KPI behind your manufacturing customer’s strategy to grow in the medical device market is a goal to increase revenue growth by 10% or more year over year.
It is crucial that you uncover the executive KPI for the business initiatives and process improvements that you are proposing to meet. If the link between the executive KPI and the business initiatives is missing, these initiatives might not be truly strategic for the business, and the customer won’t be motivated to buy HPE or even buy at all. When you do make the connection, though, you stand a good chance of winning powerful allies.
More Examples of BVF Components
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Now that you understand the BVF components, you may want to see specific examples of each one.
Executive KPIs
[image: ]5% return on equity (ROE), which measures profitability in relationship to shareholder equity
[image: ]20% return on investment (ROI)
[image: ]15% return on investment capital (ROIC) by 2017
Customer business strategies
[image: ]Compete with ride-sharing apps
[image: ]Implement targeted advertising preferences
[image: ]Disrupt the inventory software market
Customer business initiatives
[image: ]Develop an Uber-like app so customers can just as easily summon one of our cabs
[image: ]Deploy an application that extrapolates customer preferences based on purchases
[image: ]Create a mobile app that uses electronic barcodes to keep a current inventory of all products in the warehouse
Operating KPIs
[image: ]Increase productivity by 20%
[image: ]Decrease time-to-market by 11 days
[image: ]Reduce inventories by 20%
Business process and functions
[image: ]Credit checking
[image: ]Product development
[image: ]Inventory and supply chain
Learning Check
Select the five components of the BVF.
	ROIC
	Time-to-market
	Executive KPIs
	Business initiatives
	Business strategies
	Operating KPIs
	Manufacturing processes
	Supply chain processes
	Business processes or functions

Answers to the Learning Check
Select the five components of the BVF.
	ROIC
	Time-to-market
	Executive KPIs
	Business initiatives
	Business strategies
	Operating KPIs
	Manufacturing processes
	Supply chain processes
	Business processes or functions

Speak Decision Makers’ Language
[image: image]
Drawing the lines up to the executive KPIs reminds you of a critical truth in today’s market: You often must speak the language of business and finance, rather than of product speeds and feeds. Over the last several years, winning allies outside of IT has become crucial. This trend definitely continues. According to a 2017 CompTia report, 33% of companies now give a department outside of IT the final decision in IT purchasing decisions.
On the other hand, as digital disruption becomes an increasingly important part of every business, IT decision makers can also wield a great deal of influence. IDC predicts that by 2021, one-third of CEOs and COOs of G2000 companies will have spent at least 5 years in a tech leadership role.
To deal with rapidly changing technologies, companies are also introducing new roles. You can expect to meet with new decision makers of rising prominence, including Chief Data Officers (CDOs), cloud services engineer, agile project manager, and more.
As your customers increasingly erase the lines between business, finance, and technology, you must be 100 percent ready to speak the languages of all. By meeting this challenge, you will position yourself as a trusted advisor, rather than just another vendor. If you need a good reference, HPE recommends a book titled Financial Intelligence, by Karen Berman & Joe Knight.
iBVF—Speak in the Industry-Specific Language
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As you learn to communicate with CEOs, you must add the ability to express the positive business impacts of HPE solutions across a variety of vertical industries. To help you rise to this challenge, HPE has introduced a web-based tool called Industry Business Value Frameworks—or iBVFs. Designed to be used in conjunction with the Business Value Framework, this tool can help you fluently speak in the industry-specific business language of your customer.
The tool first displays a list of the industries for which iBVFs are available—a list that currently includes offerings that range from Aerospace to Retail. When you click View to see the iBVF for a particular industry vertical, the tool displays core information about this industry’s common executive and operational KPIs, strategies, initiatives, and so forth, all in the familiar format of the Business Value Framework you have come to know in this module. From here, you can move your mouse pointer over any term to view its industry-specific definition and significance, which will help you to quickly learn your customer’s business language.
If you then click on any of the strategies that you see on your selected iBVF, the tool highlights the strategy’s business value chain, which shows you how this strategy connects to business initiatives; business processes and functions; and key executive, financial, and operational performance indicators. This visual value chain can help you identify which members of your customer’s organization to target and how the strategy you’ve selected supports top executives’ priorities. It can also help you educate your customers.
As sales professional Stephen P. observed after sharing an iBVF with his customer’s CIO, “He really liked it, in fact, he studied it for some time. …It reminded me not to assume our senior IT client contacts actually know all of the KPIs that their business is trying to achieve.”
Click the Video link to learn more about the iBVFs tool, and bookmark the iBVFs link so that you can easily access it. (Note: the iBVF is currently available only in English.)
Learning Check
You will now make the connection between an HPE data and analytics solution and the customer’s critical goals. Determine the correct location in the Business Value Framework for each item below. The answers to the Learning Check are on the next page.
_____ Make transition to next gen. as profitable as possible
_____ Increase net income from 8 to 10% by next year
_____ Inventory planning and supply chain management
_____ Phase out older devices
_____ Increase forecast accuracy by > 10%
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Answers to the Learning Check
You will now make the connection between an HPE data and analytics solution and the customer’s critical goals. Determine the correct location in the Business Value Framework for each item below.
__b__ Make transition to next gen. as profitable as possible
__a__ Increase net income from 8 to 10% by next year
__e__ Inventory planning and supply chain management
__c__ Phase out older devices
__d__ Increase forecast accuracy by > 10%
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Know More, Sell More
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The previous example listed only two of the medical-device company’s executive KPIs, business strategies, and initiatives. Even with this simplified example, however, you should now have a clear idea of how very useful the Business Value Framework can be when it comes to understanding your customer’s business. As you complete the framework, you will come to know your target company’s mission, vision, objectives, desired operational improvements, and much more. When you have completed the framework, you will have gained deeper insight into the company’s key measures of success for executives and operations, and into the strategies and initiatives its executives have devised to achieve their business goals. You will also be able to communicate the impact of the solutions that you propose in the language of business executives. And because the framework’s format will likely be familiar to your customers, using this framework may even compel them to give you additional insights.
As a sales professional, you have learned from experience that the more you know about your customers’ business, the better prepared you will be to make the sale. You will also begin to establish yourself as a strong advocate and long-term trusted advisor to your customer.
Create Your Customer’s BVF
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Do you need to create a BVF for each of your customers? No, not at all. You will find, however, that when you want to increase your chances of success or uncover opportunities, you can use this tool to position yourself as a sales professional interested in building a long-term relationship with the customer. Taking the time to develop a BVF with your customer differentiates you and your solution offerings from the competition. Rather than simply pushing a single product, you are adding value by providing a solution that helps the company achieve a business initiative.
If you choose to create a BVF for your customer, your first step is to understand the organization’s mission and its executives’ KPIs. You can use the Internet to find an organization’s mission statement and a list of its executives and board members on its corporate website. Don’t forget other sources of public information, such as the company’s LinkedIn profile, analyst reports, news articles, and the open positions it is trying to fill.
Once you have completed this initial research, your most valuable source of information will be your contacts within the organization. Be sure to collect as much relevant information as you can from lower-level contacts before you approach the organization’s executives.
Step two is to discover your customer’s strategies, initiatives, and operational KPIs. You can find the information you need to complete this step in requests for proposals (or RFPs) and in analyst and investor briefings, wherein you will learn how your customer’s organization presents its financial results and its strategies for improvement. Annual reports are also valuable sources of financial information, as are analyst reports, which include information about how the market expects your customer’s organization to advance its strengths and address its weaknesses.
If the organization does not report financial data or is too small to have analyst’s reports, you can still look for news reports or industry magazines that reference the organization. But the most valuable sources for this step are the customers, as you ask open-ended questions and listen to their needs.
When you have completed the first two steps, you will have all of the information you need to complete step three: Determine which of the organization’s initiatives and operational KPIs require IT support. How can HPE solutions help customers achieve these goals? Connect the solutions all the way back to the executive KPIs to make sure that they’re linked to critical customer priorities. You’ll then be well on your way to validating the opportunity and qualifying the customer for the HPE solutions.
Learning Check
Select the three true statements. The answers are on the next page.
	C-level business executives have begun taking a hands-on approach to IT decision making.
	To succeed in today’s IT sales environment, you must focus on selling individual products.
	You need not know anything about market trends and opportunities or disruptive innovations when you speak to executives.
	When you discuss solutions with organizations, you should start with lower-level IT employees.
	The BVF can help you speak the language of business executives.
	HPE offers industry-specific BVFs.

Answers to the Learning Check
Select the three true statements. The answers are on the next page.
	C-level business executives have begun taking a hands-on approach to IT decision making.
	To succeed in today’s IT sales environment, you must focus on selling individual products.
	You need not know anything about market trends and opportunities or disruptive innovations when you speak to executives.
	When you discuss solutions with organizations, you should start with lower-level IT employees.
	The BVF can help you speak the language of business executives.
	HPE offers industry-specific BVFs.

Topic 2: IT Business Conversations
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This next topic helps you apply the strategies of the BVF in early business conversations with your customers.
What Do You Listen for?
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As an experienced sales professional, you know better than to start a discovery conversation by diving into a product presentation. You understand the value of beginning a conversation, a value-oriented discussion about the problems the customer is trying to solve, as well as the customer’s business initiatives, priorities and strategies. At this stage, listening and asking insightful questions, will move the sale process further along faster than anything you can say or present.
What are you listening for? The types of business initiatives and process improvements supported by HPE solutions, products, and services. In this topic, you will learn how to map common customer initiatives to HPE solution domains.
Listen for Customers’ Desired Business Outcomes
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Customers’ desires tend to fall in five interconnected categories. They need to ramp up their profitability, whether by lowering costs or increasing revenue. To support these efforts and remain competitive in the future, they can increase the agility of their IT services, accomplishing more with the outlay of fewer resources. They can also accelerate their deployment of innovative new ways of doing business to win more market share and operate more efficiently.
Companies must also manage risks to protect themselves from uncertain future costs or losses of revenue.
Paying attention to how your customer is looking at their business challenges will help you to craft your message to best address their needs.
HPE Solution Domains Help Customers Achieve their Desires
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HPE can help customers achieve any of these outcomes with its two solution domains. For a deeper conversation, you need to start identifying which HPE solution domain offers the right fit for the company’s specific initiatives.
What Does This Customer Need?
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You’ll now learn how through a simple scenario.
In this scenario, the sales professional has an ongoing relationship with a healthcare company that uses HPE servers in the data center. When he checks in with his contacts in the IT department, he hears issues like these:
“Senior leadership is pushing the use of new technologies. We’re supposed to be the hospital of the future. But every little project takes months. It’s starting to get through to people at the top level that if we want to be the hospital of the future, we need to modernize and automate IT.”
You’ll hear something similar from many customers, whether they are focusing on increasing agility and accelerating innovation like this customer, or on increasing revenue and lowering costs.
What Needs to Modernize, Simplify, and Automate?
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What the customer says next is key. What specifically does the customer want to modernize, simplify, or automate?
The data center? Applications? IT operations? Service deployment? These all point toward a Hybrid IT opportunity.
Other indications of a Hybrid IT opportunity include interest in big data, faster analytics, and modernization of the data environment.
If it’s the workspace, the network, mobile endpoints, desktops, or collaborative tools that the customer is seeking to improve, you need to open a conversation about the Intelligent Edge. You could also have an Intelligent Edge opportunity with customers who need a better way to collect and handle data at the edge, such as the vast amount of data generated by Internet of Things (IoT) devices. This could also lead to a Hybrid IT opportunity because customers must be able to analyze the data once it is collected.
Whose Experience Needs Enhancement?
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HPE solutions are all about making IT better align with users’ needs so that users can become more productive. Listen carefully for whom the customer is attempting to improve the experience.
If it's developers, the customer is likely focused on aligning IT operational processes more closely with application development processes. In this case, you could have a Hybrid IT opportunity.
Customers who are trying to make analytics more relevant and real-time need a more powerful and agile platform for high performance computing (or HPC), data lakes, and in-memory computing. They can also benefit from Hybrid IT.
When customers are trying to improve productivity and experience for employees in general, or to attract the best young talent with an innovative workspaces, you should discuss Intelligent Edge needs with them.
You might hear a customer talk about their customers and how they can use innovative IT solutions to improve the relationship with them. If the decision maker is talking about location-based services for on-site customers—such as an interactive app for shoppers—you have an Intelligent Edge opportunity. Or you could have a Hybrid IT opportunity if your customer is thinking about how to develop apps that enhance the customer experience. You might even have two opportunities. When customers want to gain insights in customer behavior and buying patterns, they could need both Intelligent Edge solutions to collect relevant data and Hybrid IT solutions to analyze the data in more depth.
As you see, you may not be able to pinpoint the type of opportunity immediately simply because the customer mentions a certain word. Ask clarifying questions and validate that you've understood the customers' true top priorities before moving on. Sales conversations rarely go as planned, and sales professionals need to be prepared for where ever the customer leads the conversation. You can then ask informed questions to guide the discussion to your advantage.
Learning Check
While preparing for your discovery conversation with the hospital CIO, you need to consider which domains to discuss. Below you see several issues and initiatives that your contact has mentioned. Match each one to the relevant domain.
	The research department wants to start mining data to gain insights into which methods of treating patients lead to the best outcomes.
	Patients say other providers let them use apps to make appointments and access records. We cannot offer this service because we're still working on deploying services for our developers.
	All the nurses complain about how hard it is to use their mobile nurse stations. The wireless network is snail slow in some areas.

_____ Intelligent Edge opportunity
_____ Hybrid IT opportunity
_____ Potential opportunity in both domains
Answers to the learning check are on the next page.
Answers to the Learning Check
While preparing for your discovery conversation with the hospital CIO, you need to consider which domains to discuss. Below you see several issues and initiatives that your contact has mentioned. Match each one to the relevant domain.
	The research department wants to start mining data to gain insights into which methods of treating patients lead to the best outcomes.
	Patients say other providers let them use apps to make appointments and access records. We cannot offer this service because we're still working on deploying services for our developers.
	All the nurses complain about how hard it is to use their mobile nurse stations. The wireless network is snail slow in some areas.

__c__ Intelligent Edge opportunity
__b__ Hybrid IT opportunity
__a__ Potential opportunity in both domains
Listen for Buzzwords
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To guide the sales conversation, listen for buzzwords that reveal top of mind concerns. These common buzz words inform you of the customer’s area of concern. They help you begin to steer the conversation toward one of the domain areas.
Does the customer mention cloud? Shadow IT? The need to change how they consume IT and move to an OPEX model? If so, you’ll almost always want to begin a conversation about Hybrid IT.
To support big data and analytics, customers often need to modernize and automate their data center. You could have a Hybrid IT opportunity.
For IoT, think Intelligent Edge. The same goes for location-based services, mobility, network security, and bring your own device (BYOD), creating a work from anywhere workspace.
Uncover All Opportunities
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It’s important that you look beyond the customer’s words to the customer’s true meaning. When a customer says “cloud” what is he referring to? If you don’t know, ask.
For example, usually cloud indicates Hybrid IT opportunities. But a customer might mention cloud in the context of a cloud-based desktop solution for their employees. You might want to embark on an Intelligent Edge conversation based on the deeper customer need of decreasing costs, enhancing flexibility, and improving manageability for desktops. Although the customer thought of cloud as the means to achieve their end, you can actually offer them an HPE hosted desktop solution with similar benefits and better performance and experience for users.
You might also uncover linked opportunities in multiple domains. For example, a manufacturer interested in deploying IoT in the factory makes a great prospect for the HPE Intelligent Edge domain. At the back end, though, the IoT solution needs powerful analytics. You could have an overlapping Hybrid IT opportunity. Or you might hear customers talking about IoT, not because they want to deploy IoT themselves, but because they want to develop IoT based devices and applications. You should introduce these customers to the benefits of an HPE Hybrid IT solution for making their development cycles more agile.
Identify Opportunities in Reducing Business Risk
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Just like securing your house means locking all of the windows, reducing business risk cuts across all solution domains. When a customer wants to reduce the risk of losing or compromising data, or expresses the need to comply with regulations, you should go searching for a wide variety of opportunities.
In the Hybrid IT domain, discuss the risks of shadow IT. Also listen to the customers’ plan for ensuring business continuity for applications, workloads, and systems. HPE Hybrid IT solutions can help customers achieve the desired level of availability for each workload. They can also help companies secure, encrypt, recover, or protect the privacy of their data, whether on-prem or off-prem.
To help the customer protect data in transit, on the other hand, discuss Intelligent Edge opportunities. Intelligent, secure desktop solutions can also minimize the exposure of data on vulnerable end-user devices. In this area, you can also help customers detect threats and manage users’ access based on identity,
And of course, you don’t have to be limited by the first type of security that the customer mentions. For example, when talking with a customer concerned about protecting the data in their databases, you might be able to expand the sales opportunity by asking how they plan to protect the data in transit all the way to the network edge.
Learning Check
A customer needs to comply with data regulations and limit the exposure of sensitive data on end-user devices. Based on this need, which HPE solution domain should you discuss with the customer?
Data and Analytics
Hybrid IT
Cloud Automation
Intelligent Edge
Answers to the Learning Check
A customer needs to comply with data regulations and limit the exposure of sensitive data on end-user devices. Based on this need, which HPE solution domain should you discuss with the customer?
Data and Analytics
Hybrid IT
Cloud Automation
Intelligent Edge
Summary
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In this module, you learned how to use the Business Value Framework to map your customers' goals, or executive KPIs, to the business strategies and initiatives for fulfilling them. You further learned how to map business initiatives to operating KPIs for improving specific business processes. You saw how tying HPE solutions into the BVF helps you to speak the customers’ language, establish yourself as a trusted advisor, and win sales.
You then learned to listen for strategic business initiatives that indicate good opportunities. You learned how to map specific goals and needs to specific HPE solution domains.
You are now ready to open the conversation that resonates with your customers. The rest of this course explores possible conversations you might have with customers in more depth, demonstrating how to qualify customers and explain the value of HPE solutions to them.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 4: Qualifying the HPE Intelligent Edge Opportunity
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Module 4: Qualifying the HPE Intelligent Edge Opportunity
Course Map
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You can now use the business value framework to build the conversation with potential customers. You should also be able to determine which domain is the right fit for your customer. Module 4 will help you qualify HPE intelligent edge opportunities.
Module Overview
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This module is organized into three topics. In the first one, you will review the intelligent edge opportunities that allow customers to redefine the workplace experience. In topic two, you will focus on one of these opportunities by listening in on a customer scenario with a sales person who is qualifying the opportunity for secure productivity from anywhere. In topic three, you will explore how to qualify the other intelligent edge opportunities.
After completing this module, you will be able to engage key decision-makers and discuss the type of issues customers face at the intelligent edge. You will be able to guide IT business conversations to qualify and validate HPE intelligent edge opportunities.
What’s New in This Module?
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Whether or not you took IT Business Conversations, the 2017 sales certification course, you should complete this entire module. All the topics are new.
Topic 1: Identify Intelligent Edge Opportunities
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This topic will review how to identify intelligent edge opportunities, which was covered in Module 3.
Review Activity
Take a moment to review what makes a good opportunity for HPE Intelligent Edge solutions.
In Module 3 you learned how to determine which customers are the best fit for the HPE Intelligent Edge opportunities by engaging in a conversation with the customer. Over the course of this conversation, you will want to discover their business goals.
Read each excerpt from a customer conversation. Which business outcomes best map to intelligent edge opportunities?
	We need to automate application delivery because we cannot afford to keep manually provisioning apps.
	We need to make our workspace more collaborative so employees can work from anywhere on their mobile devices
	We need to modernize our databases and data warehouses. We have data that is giving us no business value.
	We are trying to develop apps to help the business, but it takes months to get the right services developed.
	We are using smart manufacturing with IoT devices. We need to make sure the network can support them.

The answers to the Review Activity are on the next page.
Answers to the Review Activity
Take a moment to review what makes a good opportunity for HPE Intelligent Edge solutions.
In Module 3 you learned how to determine which customers are the best fit for the HPE Intelligent Edge opportunities by engaging in a conversation with the customer. Over the course of this conversation, you will want to discover their business goals.
Read each excerpt from a customer conversation. Which business outcomes best map to intelligent edge opportunities?
	We need to automate application delivery because we cannot afford to keep manually provisioning apps.
	We need to make our workspace more collaborative so employees can work from anywhere on their mobile devices
	We need to modernize our databases and data warehouses. We have data that is giving us no business value.
	We are trying to develop apps to help the business, but it takes months to get the right services developed.
	We are using smart manufacturing with IoT devices. We need to make sure the network can support them.

Redefining the Workplace Experience
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The nature of work is changing in part due to a mobile workforce working in collaborative environments and smarter spaces. Your customers need to provide the infrastructure to support these employee requirements. Many of the best intelligent edge opportunities will come from helping your customers redefine the workplace experience so workers can work from anywhere.
In this module you will explore four ways that your customers can increase employee productivity by redefining the workplace experience. There are a number of opportunities within this use case, and you will learn how to qualify customers for each one.
With a mobile workforce comes the need to deliver universal and secure productivity from anywhere on any device. In other words, the company wants employees to work efficiently on any device from anywhere without the infrastructure slowing them down. In addition to making it easy for employees to work from anywhere, many companies need to build a mobile-first campus and branch network. Some customers will want to improve upon the mobile first network to engage with intelligent spaces. And for all projects, IT needs to keep in mind the importance of protecting users, networks, and internet of things devices.
In topic two, you will learn how to qualify customers for the universal and secure productivity access from anywhere opportunity by listening in on a customer scenario. You will explore the remaining three opportunities and an additional use case in topic three.
Topic 2: Qualify the Opportunity for Secure Productivity from Anywhere
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In Topic 2 you will focus on an example that will help you qualify customers for the HPE Intelligent Edge opportunity. This example covers the secure productivity from anywhere use case, and you will begin by learning why customers are turning to virtual desktop infrastructure. Then you will listen in on a conversation with a sales person and a British financial institution looking to redefine their workplace experience.
Customers Are Turning to Virtual Desktop Infrastructure (VDI)
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To deliver secure productivity access from anywhere on any device, many customers are turning to virtual desktop infrastructure (or VDI). VDI enables users to interact with an OS that is running on a virtual machine (or VM).
Typically this infrastructure consists of data center servers hosting VMs, each of which has the applications and tools that employees require. Employees then log in to their remote VM from whatever device they choose.
You may have experience working from your laptop or phone and accessing the internet or your corporate site with a VPN. In those cases, you are running an operating system on your devices and accessing applications or data from the network.
With VDI, the entire OS is on a VM in the company data center so IT can more easily manage endpoints and can keep data in a secured environment.
You may also experience hot-desking, which allows multiple employees to rotate use of one workstation and work remotely on the other days. This solution uses virtualization, but adds management headaches that you will learn about later in this topic.
The Benefits of VDI
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VDI provides many benefits to users and companies. Most VDI solutions provide simplified management of the centralized desktops within a single console. A study by IDC found that consolidating IT assets on virtualized infrastructure allowed customers to reduce the hours spent on traditional desktop support and management by 52%.
Because the underlying hardware is consolidated and IT labor is reduced, customers get lower costs. The same study found a 50% reduction in desktop service delivery cost and a 60 to 70% reduction in computing device cost.
In addition to these savings, VDI can help companies avoid disastrous data losses or security incidents because it provides better control and security over intellectual property. According to Accudata Systems, 46% of VDI deployments see a reduction in incident response times or number of incidents.
Market Growth in VDI
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Your customers are recognizing these benefits and investing in VDI. According to a market forecast by Research and Markets, the desktop virtualization market is projected to reach over US $28 billion. In the period from 2016 to 2022, the market is expected to grow at a compound annual growth rate (or CAGR) of 28.6%.
Desktop virtualization is growing even more rapidly in industries in which companies have to protect sensitive data. According to Mordor Intelligence, the desktop virtualization market for the banking industry is set to grow at a CAGR of
52.4% between 2014 and 2019.
Learning Check
Now take a moment to review what you have learned about the trends in desktop virtualization.
Why are customers moving toward desktop virtualization?
	VDI gives customers better control and security, lower costs, and simplified management.
	While VDI is more expensive to implement and maintain than traditional desktop infrastructure, it performs at a much higher level.
	VDI is growing among companies who have low security needs, but employ a high number of millennials.
	VDI uses less network bandwidth and provides lower latency than traditional desktop infrastructure.

The answer to the Learning Check is on the next page.
Answer to the Learning Check
Now take a moment to review what you have learned about the trends in desktop virtualization.
Why are customers moving toward desktop virtualization?
	VDI gives customers better control and security, lower costs, and simplified management.
	While VDI is more expensive to implement and maintain than traditional desktop infrastructure, it performs at a much higher level.
	VDI is growing among companies who have low security needs, but employ a high number of millennials.
	VDI uses less network bandwidth and provides lower latency than traditional desktop infrastructure.

British Finance and Planning Scenario
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From what you have already learned in this course, you should know how to identify the HPE Intelligent Edge opportunities and prepare for your initial discovery conversations.
You will now consider a scenario with British Finance and Planning (or BFP) in which you qualify the company for a universal, secure productivity solution.
Contacts
The primary contact for this scenario is British Finance and Planning’s head of Desktop Services, Olivia Patel. The sales professional will begin by meeting with Olivia to qualify the opportunity.
Olivia will then put him in touch with the CIO, Lily Davenport. With these two contacts, you and the sales person will learn about the company’s business needs.
Background
From research, the sales professional has determined that BFP is an award winning financial planning firm that serves over four million customers. It provides a range of services from financial planning to mortgage lending and insurance.
Problem
Olivia has told the salesperson: “BFP is growing so fast we’ve opened two new offices outside of London. BFP wants to allow employees to work flexibly at multiple sites, so we’ve started “hot-desking,” which allows workers to share workstations on a rotating system. But we’re running into some issues.”
Beginning the Conversation
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You will now listen in on the conversation with Olivia Patel, head of Desktop Services. You will hear the sales professional ask Olivia questions to discover the company’s IT needs for a desktop solution. You will then hear Olivia explain her needs and see a check box that records her responses.
Sales professional: “Olivia, you mentioned to me on the phone that BFP wants to give employees more flexibility in where they work. Can you explain your goals to me and what issues are keeping you from achieving them?”
Olivia Patel: “Sure! We started hot-desking to allow employees to work at multiple sites and share a workstation when at the company site. We needed a solution fast, so we just stacked desktop PCs within data center racks and set up remote access for employees using their own laptops. This solution kept growing and now we have 500 devices using up our data center space and requiring an enormous amount of power and cooling resources. Also, management is a nightmare. We’re considering VDI or application virtualization to solve this issue.”
Sales professional: “Alright. We can discuss in a moment why I think our solution will work better for you than those options. But first, I would like to hear more about your management needs. What are your specific management issues? How would you like to manage the solution?”
Olivia Patel: “Right now, my staff has to manually configure each device and then manage the desktops from multiple applications. I want central management for both the hardware and software components. We have expertise with Citrix and are considering a VDI solution with Citrix XenDesktop.”
Sales professional: “Managing desktop by desktop is rough, but I believe I can help you solve these issues. First I have a few more questions about your IT needs. What type of applications are your users attempting to access remotely? Also, what are your security and compliance concerns about allowing corporate applications and data to be accessed across a wireless network?”
Olivia Patel: “That’s a loaded question. We are a big company with many different departments: mortgage, financial planning, engineers, sales, and many more.
They all use different types of applications. And as a financial institute, security is a big concern for us. We need to protect sensitive data and reduce its exposure.”
Determining the Business Needs
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In an actual sale, you would have a longer conversation with the primary contact about the specifics of his or her current issues and future needs. But you’ve seen the most relevant points. Now Olivia has put the sales person in touch with Lily Davenport, the CIO. You will now listen in on this conversation.
Sales professional: “Olivia told me about your current desktop management solution and the problems IT is having. Can you explain to me what issues your business users are having?
Lily Davenport: “Employees like to move around freely and to access their desktop environments from anywhere, whether that be home or on a different floor. But we have many power users who work with proprietary financial trading or 3D modeling applications. Those are some heavy duty applications. If these employees are going to work effectively—and not flood me with complaints—they need significant compute resources, fast, low-latency storage, and high resolution monitors.”
Sales professional: “Olivia also mentioned that security and compliance are issues for you. Will you expand on how those issues affect your business goals?”
Lily Davenport: “Yeah. User data stored on workstations is business critical and sometimes sensitive. The problem is that it isn’t always backed up properly. We also must comply with government regulations to protect sensitive customer data wherever it goes. So we need to be able to control what data users can copy and share. That’s why VDI sounds good: We don’t want to be that company in the headlines because an employee lost a laptop or USB with millions of customer records.”
When VDI Falls Short
[image: image]
The sales person now has a list of concerns from IT and line of business, and is ready to explain how HPE solutions are aligned with the customer’s needs. As you listen to the sales person, notice how he addresses each of these needs. You will see them get crossed off of the list.
Sales professional: “Based on our conversation, it’s clear that you understand the importance of addressing the needs of your users while also ensuring compliance, security, and efficiency.
“Olivia mentioned that you are considering VDI or application virtualization to save office space and resources and to centralize management. VDI can definitely do that, but it comes with issues of its own, especially for companies like yours that need to support many different apps.
“I’d like to share how our hosted desktop solution can give you the best of both worlds and meet your IT and business needs. Hosting desktops on dedicated hardware in a dense, low-power infrastructure will save office space and resources while allowing your employees to move around freely.
“We partner with Citrix to give you the centralized resource and application management you need. Our solution also ensures that data is backed up and remains protected and secure in the data center. But unlike VDI, which falls short when it comes to power users, our solution ensures that your engineers and financial planners can use their high-powered apps anywhere. You also get the stellar security and performance of an Aruba network.
“And finally, a hosted desktop solution from HPE will let you support many different applications and manage them centrally. I can set you up with the services you need to get the solution tailored to your needs and deployed quickly.”
Learning Check
Now that you have explored a scenario, take a moment to test what you have learned.
Read through the four customer descriptions. Then select the best prospect for an HPE hosted desktop solution.
“We are healthcare institution. Researchers are complaining about how long it takes for IT to give them access to the analytic tools they need for their data. It is a slow, manual process across silos.”
“We are a design firm. Our designers work flexibly and move around the site. They need to access sensitive information in graphics-intensive applications from anywhere.”
"We are a retailer that is already using VDI. Users seem to be able to get their work done without issues.”
“We are a university with multiple campuses. We need to ensure that students and teachers are controlled appropriately when they connect their own devices to the network.
The answer to the Learning Check is on the next page.
Answer to the Learning Check
Read through the four customer descriptions. Then select the best prospect for an HPE hosted desktop solution.
“We are healthcare institution. Researchers are complaining about how long it takes for IT to give them access to the analytic tools they need for their data. It is a slow, manual process across silos.”
“We are a design firm. Our designers work flexibly and move around the site. They need to access sensitive information in graphics-intensive applications from anywhere.”
"We are a retailer that is already using VDI. Users seem to be able to get their work done without issues.”
“We are a university with multiple campuses. We need to ensure that students and teachers are controlled appropriately when they connect their own devices to the network.
Topic 3: Qualify Other Intelligent Edge Opportunities
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This next topic focuses on qualifying customers for other HPE Intelligent Edge opportunities.
Opportunities for Mobile First customers
[image: image]
When you consider the remaining three opportunities for redefining the workplace experience, you should lead with the mobile first campus and branch network opportunity. As you engage customers in conversations about business requirements related to this opportunity, these conversations will naturally lead to opportunities for engaging with intelligent spaces and protecting users, networks, and things.
The Perfect Storm of IT Issues
[image: image]
A perfect storm of challenges is confronting companies with legacy networks not built for the innovations of the modern workplace. So many customers are looking for a mobile-first network instead.
Mobility has changed the way people work. Employees expect to be able to run their applications on any device anywhere and receive the same excellent performance they experience with their desktops. The network must also accommodate IoT devices, which have their own vulnerabilities and sensitivities. And proliferating cloud applications add another burden on the already over- burdened network.
Users expect consistency even for Unified Communications, voice, and video applications, all of which require a level of performance that legacy mobile networks simply cannot provide.
Companies have also embraced the reality: employees are going to connect their own devices to the network, often more than one. Companies want to turn this trend to their advantage. But they must have a way to onboard BYOD devices and enforce policies in a multi-vendor network. Customers are looking for a network solution that will enable them to provide a consistent experience to each employee or guest, regardless of the device they use to connect to the network.
Finally, your customers are looking for a unified management platform that presents single view of their environment.
Good Sales Prospect for the Mobile First Network
[image: image]
To handle the perfect storm of challenges, HPE takes a mobile-first approach. Customers of any size with any of the pain points mentioned in the previous frame could be good prospects for a Mobile First Network from Aruba.
Modernize
[image: ]Line of Business is demanding a better user experience
[image: ]Network is old and can’t meet new requirements
[image: ]Company is moving to a new office space:
•Office renovation
•Merger or acquisition
Improve Unified Communications
[image: ]The customer has deployed Microsoft Skype for Business, Microsoft Office
365, or other unified communication (UC) apps, which include voice, video and mobile apps
[image: ]The customer is now experiencing:
•Poor network quality
•User adoption issues
Simplify management
These customers could be looking for:
[image: ]A single-pane-of-glass multi-vendor management solution
[image: ]Unified wired and wireless access
[image: ]Unified on-premises/cloud control across headquarters and branch environments
Automate onboarding
[image: ]The customer wants to implement BYOD or deploy IoT.
[image: ]Users need a better experience and more flexibility to work productively.
Learning Check
You will need to be able to determine what makes a good sales prospect for the Mobile First Network customer.
Read through the potential customer needs listed below. Select two target prospects for the Mobile First network opportunity.
	“We just deployed Citrix XenDesktop VDI solution, but our graphics guys are complaining that it’s not powerful enough.”
	“Department heads are demanding a better user experience and BYOD support to help retain talented employees.”
	“We have all of this customer data from our CRM app, but we can’t gain actionable insights from it. We need to mine the data so R&D can use it to create better offerings.”
	“We have recently updated our network infrastructure. We have not heard any complaints yet.”
	“We have some business users on the wired network and some using wireless in the campus and across branches. Management is a nightmare. We want centralized control.”

The answers to the Learning Check are on the next page.
Answers to the Learning Check
Read through the potential customer needs listed below. Select two target prospects for the Mobile First network opportunity.
	“We just deployed Citrix XenDesktop VDI solution, but our graphics guys are complaining that it’s not powerful enough.”
	“Department heads are demanding a better user experience and BYOD support to help retain talented employees.”
	“We have all of this customer data from our CRM app, but we can’t gain actionable insights from it. We need to mine the data so R&D can use it to create better offerings.”
	“We have recently updated our network infrastructure. We have not heard any complaints yet.”
	“We have some business users on the wired network and some using wireless in the campus and across branches. Management is a nightmare. We want centralized control.”

Uncover More Opportunities with Mobile First Customers
[image: image]
You are always seeking to uncover more ways to help your customers.
With HPE you don’t have to complete the sale with just a mobility and networking solution. Once you have qualified a customer for Aruba Mobile First solutions, you have many additional opportunities. You can add value to your customers’ mobility and networking solution by qualifying them for solutions that redefine the workplace experience, protect the network, and transform the customer experience.
The following frames explain conversations that you should have with customers to uncover and qualify these opportunities.
Redefine the Workspace as an Intelligent Workspace
[image: image]
HPE can help customers redefine their work environment and create an intelligent workspace. Now take a moment to listen in on a conversation with a potential customer. Notice how the sales person asks questions that are aimed to uncover the intelligent workspace opportunity. Also pay attention to how the customer’s answers give the sales person important information about the opportunity.
This salesperson begins at a strategic level: “What are you doing to improve employee productivity and collaboration? Do you have plans for better engaging your workforce while also driving gains in effectiveness and efficiency?”
Potential customer: “We have an open floor design and use Skype for Business to encourage collaboration and space utilization. We’re not getting the results we had hoped for with these investments.”
The salesperson has determined that the prospect has a project in place and is looking for ways to enhance collaboration. But she is not getting the ROI she wants. He will now ask about how the customer is tracking these issues:
Salesperson: “How do you get visibility into space usage? Does your collaboration strategy include digital tools and physical meeting spaces?”
Potential customer: “We have video tools in our conference rooms, but we have no way of tracking usage. We also seem to have unused workspace, but we don’t have good way of keeping track of that.”
The salesperson has now determined that the customer has a problem with unused workspaces and utilization tracking. He will follow up on this point.
Salesperson: “Do you know how much you pay for conferencing, long distance, and employee mobile minutes? How often are your meeting rooms booked but not actually used?”
Potential customer: “Because employees have issues with Skype for Business over the wireless, they call long distance or take the meeting rooms to make a call. The conference rooms are always booked, but there is never a meeting going on.”
This final question has helped the salesperson determine that the customer has issues with UC connectivity and meeting room utilization. He has determined that this customer is a good prospect and could benefit from smart workplaces and a network built for UC.
Protect Users, the Network, and Things
[image: image]
As customers begin BYOD initiatives, adopt collaboration strategies, and incorporate IoT devices into the network, they open themselves to new risks. Prepare to discuss how HPE can help customers protect their users, network, and devices.
Read potential discovery questions and then the bullets beneath them to see the types of answers you are looking for.
[image: ]What is your strategy for BYOD devices, in terms of pushing them to a guest network or configuring them for use on the secure enterprise network?
BYOD strategy
•Listen for customers who mention:
•Mobile devices and BYOD initiatives
•IoT connectivity and smart devices
•Issues with onboarding
•Problems managing guests and contractors
HPE makes it easy to manage performance and security for all devices across the network edge.
[image: ]How do you allow guests access to networks, but still meet security goals?
Guest access
Listen for customers concerned about security for guests or BYOD environments. HPE helps them securely and rapidly onboard and manage:
•Guests
•Contractors
•Employees
[image: ]How are you securing users, edge devices, and systems, whether on- premises or off?
Secure users, devices, and systems
Listen for customers mentioning problems with:
•Threat response times
•Threat detection and monitoring
•Managing security on and off premises
HPE solutions leverage big data analytics and machine learning in the industry’s leading network edge security solution.
Transform the Customer Experience
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Customers can do more than redefine the workplace experience; they can transform their customer experience anywhere at the edge. With location-based services from Aruba, customers can give a new generation of guests and users what they want. Users today not only expect to be connected everywhere they go, but also expect personal, contextual, and secure experiences. So for some of your customers, just providing a Mobile First network with ubiquitous guest Wi-Fi is not enough.
Instead, these sales prospects want to leverage location information and context for way-finding and location sharing. They also want to increase guest transactions with targeted upsells and important offers. And they want to drive guest engagement with mobile apps and a mobile-first venue.
Your ideal sales prospects for this opportunity are companies with heavily guest- oriented spaces who need to consider their customers’ experience. Primary targets include customers in the hospitality, retail, and healthcare industries, but you should also consider enterprises and large public venues, such as airports, stadiums, and convention centers.
When you approach these customers, be prepared to engage them with questions that address how their current network is working. Ask, “How is your network enabling you to improve the customer experience?” and “How do you scale your mobile networks?”
Then you will want to determine if you can add value to the complete solution you are offering. Ask, “Are your customers demanding services that you don’t currently offer? How can context and location-based services change your business?”
Learning Check
You can now ask discovery and qualifying questions to determine which additional opportunities you have with Mobile First customers. Below you see three questions for qualifying an opportunity. Read the questions and then match each one to the use case that it qualifies.
	What is your strategy for BYOD devices, in terms of pushing them to a guest network or configuring them for use on the secure enterprise network?
	How can context and location-based services change your business?
	How do you get visibility into space usage? Does your collaboration strategy include digital tools and physical meeting spaces?

_____ Redefine the workspace as an intelligent workspace
_____ Protect users, network, and things
_____ Transform the customer experience
The answers to the Learning Check are on the next page.
Answers to the Learning Check
Read the questions and then match each one to the use case that it qualifies.
	What is your strategy for BYOD devices, in terms of pushing them to a guest network or configuring them for use on the secure enterprise network?
	How can context and location-based services change your business?
	How do you get visibility into space usage? Does your collaboration strategy include digital tools and physical meeting spaces?

__c__ Redefine the workspace as an intelligent workspace
__a__ Protect users, network, and things
__b__ Transform the customer experience
Summary
[image: image]
With an increasingly mobile workforce, the intelligent edge and the user experience it provides have become crucial to your customers’ success. In this module you have reviewed many different opportunities within the intelligent edge domain. Remember that there are more opportunities, which you can learn about in the Partner Seismic tool.
Deliver secure productivity from anywhere
To qualify this opportunity, ask about:
[image: ]Employees’ need to move around the workplace
[image: ]Flexible desktop usage
[image: ]Desktop management issues
[image: ]Users’ need to access high-intensity applications remotely
[image: ]Security and compliance concerns with data accessed across wireless or remote networks
Build a Mobile First campus and branch network
To qualify this opportunity, look for customers who are:
[image: ]Modernizing the network or office space to boost employee productivity
[image: ]Deploying a UC solution
[image: ]Attempting to improve management
[image: ]Trying to improve their onboarding strategy for mobility, BYOD, and IoT
Redefine the workspace as an intelligent workspace
To qualify this opportunity, ask:
[image: ]How the company is improving workplace efficiency and collaboration
[image: ]How the company defines its collaboration strategy and if this strategy includes digital tools and physical meeting spaces
[image: ]How the company tracks space usage and communication/collaboration costs
Protect Users, the Network, and Things
To qualify this opportunity, start a conversation about:
[image: ]BYOD and onboarding strategies
[image: ]Protecting the network while allowing guest access
[image: ]Securing users, edge devices, and systems whether on-premises or off
Transform the Customer Experience
To qualify this opportunity, look for:
[image: ]Hospitality organizations
[image: ]Retail organizations
[image: ]Healthcare organizations
[image: ]Enterprises
[image: ]Large public venues
[image: ]Airports
Who want to:
[image: ]Leverage location info and context
[image: ]Increase guest transactions
[image: ]Drive engagement
Review Activity
[image: image]
Now is a good time for a review exercise. This activity will help you consider how to apply what you have learned about qualifying the Intelligent Edge opportunity to your customer and account planning. You may want to write down your responses to refer to later.
Consider the five use case that you explored in this module. You should now be able to qualify customers for these opportunities. But you can leave money on the table if you don’t consider the services that you can add to these Intelligent Edge opportunities.
Recall the five options for HPE Pointnext services that you learned about in Module 2. You may need to review these offerings, and you can do so by opening up Module 2 in the main menu window. Choose two of these offerings and consider how you could apply these services to the Intelligent Edge opportunities. By beginning the services conversation early in your sales process, you can increase your sales pipeline.
Once you have selected the services that you can apply to one of the use cases for the Intelligent Edge, identify questions you could ask to help qualify the services opportunity along with the Intelligent Edge opportunity. Then examine how you could use the services opportunity to differentiate the entire offering.
For example, the Installation and Deployment Services could help a small to medium-sized business set up a mobile-first network. Once you have determined that a customer wants to deploy a modernized wireless network, you can ask them how they plan on configuring network equipment, will they need help performing the installation, and how will they manage the network. You can then differentiate the Aruba Mobile First Network by emphasizing the ease of deployment, reliable hardware installation, and fast software configuration that they can get from experienced IT technicians at HPE.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 5: Why HPE Intelligent Edge?
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Module 5: Why HPE Intelligent Edge?
Course Overview
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After completing Module 4, you should be able to qualify the HPE Intelligent Edge opportunity. In Module 5 you will explore why your customers should choose HPE to power the Intelligent Edge.
Module Overview
[image: image]
In Module 2: Why HPE? you reviewed the numerous ways that HPE distinguishes ourselves from the competition. In Topic 1 you will focus on how HPE excels with Intelligent Edge solutions. Specifically, you will consider why customers should choose HPE for the Intelligent Edge use cases that you explored in the previous module.
In Topic 2 you will return to the sales scenario for the customer who needed to enable secure productivity from anywhere on any device. In this topic, you will dive down deeper into why customers should choose HPE for this use case.
After completing this module, you will be able to identify and overcome barriers and objections by recognizing HPE’s key differentiators in the Intelligent Edge. You will also be able to describe HPE’s competitive advantages in the Intelligent Edge.
What’s New in This Module?
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Whether or not you took IT Business Conversations, the 2017 sales certification course, this entire module is new to you.
Topic 1: Why HPE Across the Intelligent Edge
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You will now learn more about why your customers should choose HPE across the Intelligent Edge.
HPE Powers the Intelligent Edge
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You now know that HPE’s strategy is to simplify Hybrid IT and power the Intelligent Edge so that customers can gain the most value from their applications and data. Our solutions, backed by HPE Pointnext expertise and services, drive customers’ success.
As more and more mission-critical tasks are completed on edge and mobile devices, it is more important than ever for companies to power an Intelligent Edge that can run campus, branch, and industrial Internet of Things (or IoT) applications for decades to come.
HPE combines the solutions that can redefine the user experience at the Intelligent Edge as no other vendor can. HPE solutions redefine mobility as high quality and the edge as secure. They push the envelope with intelligent and IoT-empowered workspaces that help employees work and collaborate in new ways. And HPE helps your customers redefine their customer relationships with location-based services.
The rest of the topic presents the world that HPE envisions for its customers. You, as an informed sales professional, can help your customers achieve this vision.
Aruba Redefines Mobility as High Quality
[image: image]
Users expect to work anytime, anywhere, on any device. Ubiquitous access is a key driver for business success. In a 2016 worldwide study by The Economist Intelligence Unit, 49% of users said mobility makes them more productive.
Companies can rely on Aruba, a Hewlett Packard company, to deliver high-speed Wi-Fi with wired-like reliability, ensuring a high-performance and consistent user experience for both wired and wireless users. With Aruba, your customers can deploy a low-latency, high-performance network that supports end-to-end quality of service. This network can prioritize multimedia communications so customers can untether their digital collaboration tools without worrying about dropped calls and frozen frames on mobile devices.
In addition, Aruba solutions are highly scalable and configurable, so IT can benefit from simplified management and maintenance. In this way, the modernized infrastructure not only gives users the performance they need, but also helps the company reduce TCO at the same time. And finally, your customers can mitigate risk and ensure business continuity.
Aruba Redefines the Edge as Secure
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HPE knows that customers need the convenience of mobility and the power of IoT without sacrificing security. Aruba unifies wired and wireless access control to protect your customers’ valuable data. The right Aruba solutions also minimize risks in BYOD and IoT deployments.
Identify what’s on the network
[image: ]Security starts with knowing what’s on the network. Aruba provides clear visibility with:
[image: ]Simple and easy guest Wi-Fi management
[image: ]BYOD/IoT onboarding
[image: ]Built-in profiling engine to collect real-time data about device types and operating systems
Enforce smart policies
Knowing is only half the battle. Customers also need to be able to control the devices identified on the network. With Aruba, customers gain:
[image: ]The ability to enforce smart policies to control users’ access based on identity, device type, or location
[image: ]An ultra-scalable policy engine that works on multivendor networks
[image: ]Rapid time-to-value with wizards for quickly setting up the most common use cases
Protect resources with integration
Aruba provides a unified multi-vendor solution. Its flexible open architecture:
[image: ]Brings together third-party solutions with end-to-end visibility and enforcement at the edge
[image: ]Comes with more than 100 partners in the Aruba Security Exchange program
Get better protection with machine learning
Aruba IntroSpect offers the industry’s leading user and entity behavior analytics (UEBA) solution, which:
[image: ]Uses machine learning-based behavior analytics for fast threat detection
[image: ]Delivers 360 degrees of protection from the edge to the core and the cloud
[image: ]Builds security into the wired and wireless infrastructure
Secure IoT devices
IoT can unlock efficiency and unleash innovation but also add risk. HPE and Aruba can help with a solution that:
[image: ]Moves connectivity, control, and compute to the edge
[image: ]Uses built-in profile and policy engines to discover IoT devices and enforce smart policies
Learning Check
How does HPE, including Aruba, protect the network from increasingly ubiquitous and vulnerable IoT? (Select two.)
Our solutions apply the same policies to BYOD, IoT, and guest devices because they all pose the same threats to the network.
Our solutions force IoT devices to connect to the wired network because IoT devices are only insecure when on the wireless network.
Our solutions use built-in profile and policy engines to identify what is on the network and to enforce smart policies.
We offer custom-made IoT devices, which are more secure than competitors’ devices.
We move connectivity, control, and compute to the edge.
The answers to the Learning Check are on the next page.
Answers to the Learning Check
How does HPE, including Aruba, protect the network from increasingly ubiquitous and vulnerable IoT? (Select two.)
Our solutions apply the same policies to BYOD, IoT, and guest devices because they all pose the same threats to the network.
Our solutions force IoT devices to connect to the wired network because IoT devices are only insecure when on the wireless network.
Our solutions use built-in profile and policy engines to identify what is on the network and to enforce smart policies.
We offer custom-made IoT devices, which are more secure than competitors’ devices.
We move connectivity, control, and compute to the edge.
HPE Pushes the Envelope for Intelligent Workspaces
[image: image]
The ubiquitous connectivity offered by mobile first networking and the rise of IoT in digital buildings are redefining the workplace experience. HPE solutions help customers create a more engaging and efficient workplace experience for their employees and visitors. The blending of physical contexts—such as meeting rooms—and digital contexts—such as the scheduling software for dynamically assigning user groups to those rooms—make HPE workplace solutions intelligent.
HPE can help customers design a digital workplace that seamlessly integrates technology and physical spaces. HPE integrates innovative Aruba Meridian, which provides indoor location services, and ClearPass, which provides identity management, with investments that customers have made in tools such as Microsoft Skype for Business and Office365. An integration platform then layers location data with other contexts such as identity and calendars. These solutions, combined with mobile first productivity services, allow IT to provide context-aware workflows as well as targeted and automated solutions to individuals and teams.
These solutions include digital visitor management, automated meeting rooms, desk hoteling, dynamic space scheduling, and user experience monitoring. And by embedding location-based services and analytics in the workplace, your customers can gain greater insight into how to use their dynamic space more efficiently and to optimize their business.
Underlying the workspace is a foundation of security, with ClearPass providing unified control for IoT and mobile devices, and a bedrock of reliability, with unbeatable wireless connectivity.
Why HPE for Intelligent Spaces
[image: image]
Now that you understand what intelligent spaces can mean for your customers, you may be wondering why customers should choose HPE, what they can get from HPE intelligent spaces, and why you should care. The answers to these questions are listed below.
[image: ]Why should customers choose HPE for intelligent spaces?
•Decades of experience with workplace productivity, platforms, and infrastructure
•Product-level engineering and integration with industry-leading partners
•Validated reference architectures and reusable toolsets, frameworks, and blueprints
[image: ]What can customers get from HPE intelligent spaces?
•Improved ROI for existing facilities
•Enhanced competiveness through increased employee productivity
•Easier management of a global and/or distributed workforce
•Empowerment of top talent at the right price point through seamless collaboration
•2.5 week productivity improvement, or the equivalent of $US 5,300 per employee per year, from better meeting room scheduling
•Simplified IT management with rapid deployment of user experience solutions, real-time metrics, and proactive support
[image: ]Why should you care about HPE intelligent spaces?
•Collaboration solutions directly impact your customers’ business from all angles, making you a strategic partner to your customers
•HPE offers all elements that compose intelligent spaces (platforms and services) so you can:
•Improve your margin
•Set high barriers against competitors with an integrated solution
•Get more installation and support business with high-margin services opportunities
Aruba Solutions Redefine Customer Relationships
[image: image]
Aruba Meridian location services not only redefine the workplace experience; they can also redefine customer relationships as part of an Aruba Mobile Engagement solution.
Location Services from Aruba combine best-in-class network hardware and network access products with industry-leading mobile app development and location services. The complete Aruba solution delivers secure and customized network access with guest Wi-Fi and a platform for browser-based engagement. Indoor wayfinding tools provide turn-by-turn directions to guide guests within a venue, give customers directions to specific products, or even direct employees to guests who need services. And context-based push notifications can alert customers of relevant communications based on where they are standing in real- time.
No matter how your customers choose to redefine customer relationships, the business will receive benefits that can distinguish it from the competition. Companies can improve customer engagement, satisfaction, and loyalty—all of which affect business performance.
And HPE platforms can help customers extract value from the data they collect, yielding relevant, real-time insights so that they can improve their services.
Learning Check
In this topic you explored why your customers should choose HPE to power their Intelligent Edge. Match use case to the examples of what HPE provides for your customers with this need. The answers to the Learning Check are on the next page.
	Secure edge
	Redefined customer relationships
	Intelligent workspaces
	Mobile first connectivity

_____ Automated meeting rooms, context-aware workflows, digital visitor management, and more
_____ Customizable guest portal, indoor wayfinding, and context-based push notifications
_____ Untethered digital collaboration on any device, consistent user experience, and simplified management for IT
_____ Visibility into what is on the network and the ability to apply smart policies to devices of all types
Answers to the Learning Check
In this topic you explored why your customers should choose HPE to power their Intelligent Edge. Match use case to the examples of what HPE provides for your customers with this need.
	Secure edge
	Redefined customer relationships
	Intelligent workspaces
	Mobile first connectivity

__c__ Automated meeting rooms, context-aware workflows, digital visitor management, and more
__b__ Customizable guest portal, indoor wayfinding, and context-based push notifications
__d__ Untethered digital collaboration on any device, consistent user experience, and simplified management for IT
__a__ Visibility into what is on the network and the ability to apply smart policies to devices of all types
Topic 2: Why HPE for Secure Productivity
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In this topic, you will explore more deeply why HPE is the right choice for customers who need to provide employees with secure access to centralized desktops from anywhere.
Return to the Customer Scenario
[image: image]
You will now return to the scenario from Module 4: Qualifying the HPE Intelligent Edge Opportunity. In this scenario, you listened as a sales professional qualified a customer for an HPE hosted desktop solution. Remember that this is just one example of the solutions HPE offers for the Intelligent Edge. You will explore this scenario to practice overcoming customers’ objections for Intelligent Edge solutions.
As you recall, the sales professional in the example scenario had begun the conversation with the customer. He had determined BFP’s business requirements and pinpointed how the VDI solution was falling short.
When you last left the sales professional, he was making the case for the HPE solution to Lily Davenport, the CIO of BFP. Lily likes what she has heard, but she is not sold just yet.
You will now listen in while the sales professional overcomes the customer’s objections.
Overcome Objections
[image: image]
Lily is determined to get the best solution for her company. She says, “Many vendors say that their VDI is the best. Why should I go with an HPE hosted desktop solution?”
The next several frames present what you as the sales professional can say in response.
Cost and Management Benefits without Performance Compromise
[image: image]
First, you should mention that the HPE solution gives customers the cost and management benefits of VDI without the performance compromises. Listen as the sales person explains this.
“I understand that you like how VDI enhances your compliance and security measures. And, of course, virtualization gives you a more consolidated and efficient solution than you have now. But you also need to cater to your users’ unique needs. You and Olivia explained that your employees need to run many different types of applications, some of them quite demanding.
“Traditional workspace virtualization solutions, such as VDI, haven’t kept up with the increased demand for network bandwidth, computing, and graphics performance that today’s applications require. Traditional VDI users share resources and can experience poor performance. Our hosted desktop solution delivers a personalized, dedicated workstation to every user.
“We give each user exclusive access to a CPU, graphics processor, memory, storage, and network channel on a purpose-built server cartridge. This way, power users receive a consistent and superior user experience when running the apps they need on the device they prefer. At the same time, our solution saves data center space and energy, and it gives the same advantages as VDI in cost per desktop, management, and security.”
HPE’s Comprehensive Security Approach
[image: image]
In the scenario, Lily Davenport mentioned that the company wanted to allow employees to move around freely, be compliant with government regulations, and back up sensitive data. Lily is not alone with these needs. Many customers are concerned about protecting the network while allowing user devices on the network. Others are performing compliance initiatives or have experienced recent costly breaches and want to centralize control. Listen to the sales professional as he addresses these concerns.
“HPE takes a comprehensive approach to security. We begin at the edge with big data analytics and machine learning that provide the industry’s leading-edge network security. It doesn’t stop there. HPE makes sure that devices coming into the network are safe by onboarding devices and implementing policy-based management.
“HPE also ensures that no threats are added by virtualizing the desktop infrastructure environment. Many VDI solutions create management headaches, which also introduce vulnerabilities when rogue devices can easily slip out of control.
“With a hosted desktop solution from HPE, all data is hosted within the data center under centralized governance. The software layer virtualizes application delivery and consolidates control and security of sensitive data. This way the company can empower users, reduce risk, and accelerate time to value.”
Complete Converged Solution
[image: image]
You should also point out to customers that HPE can deliver better results because we provide a complete and tested converged solution.
Starting at the data center, customers benefit from workload-, density-, and energy-optimized HPE solutions to host the desktops, as well as industry-leading servers to host other solution components. Customers have the option of enhancing the solution with HPE storage. Partnering with Citrix XenDesktop, HPE delivers a solution that improves service level agreements (or SLAs), centralizes data for security, and provides performance with simplicity and no need for hypervisors.
The HPE solution extends from the data center that hosts services to the edge where users consume them. Customers can get ultra-fast Wi-Fi, as well as wired network access, with centralized control from our industry-leading Aruba solutions. Users can access their desktop securely regardless of location, method, device, or application.
Learning Check
Now that you have seen the sales professional make the case for HPE, take a moment to review. Why should your customers choose the HPE solution over a VDI solution from another vendor? (Select two.) The answers to the Learning Check are on the next page.
A VDI solution may be better than HPE’s solution for power users with graphics- intensive workloads, but VDI is too expensive and power users typically use desktops anyway.
HPE provides a completely converged infrastructure from the Intelligent Edge to the data center.
Customers can only deploy Citrix XenDesktop on HPE hardware.
HPE delivers similar cost and management benefits to a VDI solution but without the performance compromises that come with VDI.
The HPE solution consolidates physical resources onto a single server and automates delivery so all users get a fair share of limited resources. VDI wastes resources.
Answers to the Learning Check
Now that you have seen the sales professional make the case for HPE, take a moment to review. Why should your customers choose the HPE solution over a VDI solution from another vendor? (Select two.)
A VDI solution may be better than HPE’s solution for power users with graphics- intensive workloads, but VDI is too expensive and power users typically use desktops anyway.
HPE provides a completely converged infrastructure from the Intelligent
Edge to the data center.
Customers can only deploy Citrix XenDesktop on HPE hardware.
HPE delivers similar cost and management benefits to a VDI solution but without the performance compromises that come with VDI.
The HPE solution consolidates physical resources onto a single server and automates delivery so all users get a fair share of limited resources. VDI wastes resources.
Key Distinguishing Features of the HPE Hosted Desktop Solution
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The HPE Hosted Desktop Solution provides a number of key distinguishing features that give it an advantage over ordinary VDI solutions.
Better end-user experience
[image: ]30% performance boost over other solutions, according to HPE internal testing
[image: ]Hardware devoted to the user, which can accelerate performance up to 8 times
[image: ]Reliable performance and minimal latency from any device and location
[image: ]Tested support for trader applications including Bloomberg, Excel macros, live video, and more
[image: ]Built-in GPU for support of graphic-intensive apps
Better IT experience
[image: ]No hypervisor to manage or maintain
[image: ]90% faster deployment from centralized data center
[image: ]Final stage of application virtualization and mobility
[image: ]Only one system to buy, deploy, and manage
Cost savings
[image: ]80% less space usage and 50% less power consumption
[image: ]20% less cost than deskside workstations according to Alinean TCO calculator
[image: ]28% reduction in TCO based on HPE internal tests
Security
[image: ]Centralized governance/audit on centralized data
[image: ]High availability with hot-swap and redundancy
[image: ]Comprehensive disaster recovery from end-user to data center
Deep expertise
[image: ]Experience with reference architectures
[image: ]Strong Microsoft and Citrix skills
[image: ]Proven implementation methodologies
Actual Results
[image: image]
Many vendors claim to provide benefits; HPE has the results to prove that our benefits are real. Customers around the world have already benefited from HPE’s unique alternative to VDI.
Swiss cloud provider, iSource AG achieved a better end user experience with HPE, gaining 100% scalability for graphics-intensive hosted desktop workloads. Yorkshire Building Society also achieved a better user experience, as well as a better IT and support experience, from HPE. Head of Desktop Services, Stephen Mulley, says, “The hosted desktop environment is meeting colleague expectations for desktop performance and reliability, as well as leadership expectations for speed of deployment and simplified ongoing administration.”
Customers benefit from cost savings as well. One major investment bank found 28% lower cost than desktop workstations and 65% less power usage.
One way that costs can sky rocket for businesses is through downtime and data loss. According to IT Web, the cost of data loss and data breaches will reach $2.1 trillion by 2019. By centralizing data with the HPE solution, customers improve availability, and some have improved data security by 49%.
Finally, customers know they can trust HPE. When YBS needed a unique solution that integrated with their management application of choice, Microsoft Configuration Manager, HPE Pointnext rose to the occasion. HPE Pointnext planned, integrated, and tested the solution, enabling YBS to benefit from its investment in and its experience with the tool.
Summary
[image: image]
In this module you explored why your customers should choose HPE to power the Intelligent Edge. Topic one explained how HPE powers the edge with high quality, secure mobility and IoT. HPE also redefines customer relationships with innovative location services, and transforms the workplace experience with intelligent workspaces. In topic two, you returned to the scenario from Module 4: Qualifying the HPE Intelligent Edge Opportunity and explored the benefits of an HPE solution for providing secure access to centralized desktops from anywhere. You then learned about the key distinguishing features of this solution and how these help real customers achieve their desired business outcomes.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 6: Qualifying the HPE Hybrid IT Opportunity
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Module 6: Qualifying the HPE Hybrid IT Opportunity
Course Overview
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You now know how to seize HPE Intelligent Edge opportunities. Next you’ll turn your attention to qualifying HPE Hybrid IT opportunities.
Module 6 Overview
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This module helps you to succeed in the conversations you have with your Hybrid IT customers. You will learn to understand Hybrid IT customers so that you can respond to their needs in the most relevant way for them. You will then be able to validate HPE Hybrid IT opportunities. This module concludes with an in-depth scenario to help you practice.
After completing this module, you will be able to map customer characteristics and desired business outcomes to opportunities for selling HPE Hybrid IT solutions. You will be able to demonstrate that you can guide IT business conversations to qualify and validate HPE Hybrid IT opportunities. You will also be able to demonstrate your ability to engage key decision-makers and discuss the types of issues customers face when implementing Hybrid IT solutions.
What's New in This Module?
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This module is almost entirely new. If you took IT Business Conversations, the 2017 HPE sales certification course, you can quickly review Topic 1. In this case, you can complete the review activity and take the first learning check. If you have trouble with either of these, you can review the preceding frames. Make sure to learn about customers’ changing data environments in the final frames of Topic 1.
Everyone should complete Topics 2 and 3.
Topic 1: Succeed in the Hybrid IT Conversation
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This first topic gives you the tools you need to have a productive conversation about Hybrid IT with your customers.
Top Drivers and Desired Outcomes of Hybrid IT Customers
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Before you can begin the conversation, you need to know that the Hybrid IT message will resonate with your customer.
Let’s review the desired business outcomes that can indicate a Hybrid IT opportunity. Potential Hybrid IT customers often need help aligning IT with business requirements. In general, they are seeking to operate more efficiently. They may need to become more agile, to accelerate the provisioning of services— particularly for DevOps—but also to accommodate growing environments. An HPE Hybrid IT environment can also help customers who need to establish a platform for expanding data and gain insights from that data, often in real-time.
You should also look for customers who want to respond to line of business needs for ease of use, flexibility, and simplicity—across on-premises and off-premises environments. Prospective Hybrid IT customers are typically looking for ways to provide economic flexibility in both OPEX versus CAPEX funding models as well. HPE Hybrid IT encompasses both hybrid cloud and unique IT consumption models, both of which can respond to this need.
Begin to Identify Hybrid IT Opportunities
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You will now demonstrate your ability to identify good prospects in the Hybrid IT domain. You will listen to four customers describe their business needs, and then you will identify which customers are best suited to Hybrid IT.
Begin to Identify Hybrid IT Opportunities
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“We have one overriding initiative: develop cool new apps to enhance our customers’ shopping experience. But we’re getting bogged down just getting developers the environment they need to get started.”
Begin to Identify Hybrid IT Opportunities
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“We have customer data pouring in on all sides, and we know our competitors are using that data to make their products more competitive. We need a modern data environment so we can get useful insights fast.”
Begin to Identify Hybrid IT Opportunities
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“We want to continue encouraging our employees to use their own devices, whether laptops, tablets, or smartphones. But our slow wireless network is standing in the way of our fast-paced business.”
Begin to Identify Hybrid IT Opportunities
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“We want to make our processes smarter, and that means rolling out new applications. But our IT staff is often too bogged down with complicated, manual IT processes and operations.”
Learning Check
Which customers are best suited to a Hybrid IT solution? Select three. The answers to the Learning Check are on the next page.
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Learning Check
Which customers are best suited to a Hybrid IT solution? Select three.
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Start the Conversation about Business Goals
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You've determined that your customers’ needs align with a Hybrid IT strategy. You'll now want to start a conversation with them about their business goals and how well IT aligns with their business needs. Customers today know that IT needs to deliver value to the organization and not just on-demand services. You could ask, for example, “How are you positioning your IT organization to leverage innovation and to provide value to the lines of business you support?”
To continue discussing how the customer sees the data center changing, you might ask, “How do you deliver services today, and how do you envision this changing in the future? How do you see digital disruption affecting your industry? How does that affect your priorities for delivering value and innovation to the lines of business you support?”
Start the Conversation about Funding Strategies
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A discussion about keeping up with line of business demands can lead naturally to the economic challenges that most companies face as they try to find the best approach to Hybrid IT. You can turn the discussion in this direction by saying, for example, “A nearly universal demand is to add infrastructure at a rapid pace with limited resources. With capital budgets tight, would you consider shifting expenses from a Capital Expenditure model (CAPEX) to an Operating Expenditure model (OPEX)?”
Start the Conversation about Data Management
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Don’t neglect to discuss the customer’s data management strategy. You might begin this conversation by saying, “For the last several years, apps have provided a competitive advantage, but the next big trend is data. Can we chat about your strategy for putting your data to work for you? Is a legacy infrastructure standing in your way?”
Talk the Talk
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As you know, simply asking the initial discovery questions will only get you so far. To really gain an understanding of customers’ needs and to help your customers realize the challenge transformation presents, you must be able to have an intelligent dialog about how their IT environment is changing. For that, you need a basic understanding of Hybrid IT and data center concepts. The next frames will guide you through a few of the critical concepts for a Hybrid IT conversation. If you are already familiar with concepts such as bare metal deployment, containers, IaaS, PaaS, and DevOps, as well as tools such as Chef and Docker, you can skip to the learning check to confirm your understanding.
How Applications Are Deployed
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One customer might tell you: “We’re focused on speeding bare-metal provisioning.” Another customer might say: “We’re shifting to use containers for developing cloud native apps.”
Don’t let terms such as “bare-metal” and “containers” prevent you from having a conversation around the customer’s goals.
Virtualized deployment
OS deployed as a virtual machine (VM) to a virtualized server (examples: VMware ESXi, Microsoft Hyper-V, Red Hat KVM)
Why you need to know:
[image: ]The consolidation enabled by virtualization can drive demands for infrastructure optimization.
[image: ]HPE Hybrid IT solutions can orchestrate with virtualization automation tools.
Bare metal deployment
OS deployed to a physical server without a virtualization layer
Why you need to know:
[image: ]Bare metal can give better performance for some workloads, but resists automation.
[image: ]HPE Hybrid IT and Composable Infrastructure solutions bring the automation, portability, and replication associated with virtualization to bare metal.
Containerized deployment
Applications deployed in isolated environments to a server or VM acting as a container platform (example: Docker)
Why you need to know:
[image: ]HPE Hybrid IT solutions can synchronize infrastructure automation with Docker automation, enabling container deployment to out-of-the-box servers in just a few lines of code.
[image: ]HPE offers a hyperconverged cloud solution with Docker.
Anything as a Service
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Imagine that a CIO is talking to you about the company’s cloud strategy and she tells you, “We need a cloud that supports our developers.” Or, another customer tells you, “We want rapid OS deployment and faster provisioning.”
Each of these business requirements is associated with different types of cloud services. Depending on how technical your customers are, they might start using acronyms such as IaaS, PaaS, CaaS, and SaaS. If you are not familiar with these acronyms and the related customer needs, it can quickly become confusing.
All of these acronyms include “as a service.” As you know, cloud allows organizations to consume IT resources as a service, and these services can be provided by either an outside party or by internal IT. IaaS, PaaS, and CaaS simply tell you what the company wants to consume “as a service.”
Software as a service, or SaaS, allows users to access software applications. Users do not need to install and run a purchased application on their own devices as in the traditional “software as a product” model. Instead, the service hides the underlying OS and the infrastructure.
Infrastructure as a Service, abbreviated as IaaS, offers a computing environment, typically a virtualized OS, as a service. The company can add any applications that they desire to the virtual machine (or VM). The service also includes storage and networking resources. You can think of IaaS as enabling VMs on demand, although HPE can also provide IaaS on bare metal.
Platform as a Service, or PaaS, is similar to IaaS but adds a standard stack of developer tools that enable developers to write cloud native applications, which are applications designed specifically to run in the cloud. Container as a Service (or CaaS), an emerging new cloud service, enables on-demand deployment of application containers, typically Docker containers, for accelerated cloud application development.
HPE Makes Hybrid IT Simple
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Now that you understand your customers’ business needs, you can explain that HPE offers Hybrid IT solutions designed to simplify the deployment of both VMs and physical operating systems (IaaS, if they prefer that term) as well as to accelerate the delivery of development platforms (PaaS and CaaS, if they prefer).
Selling HPE SaaS does not fall within the domain of Hybrid IT opportunities. However, HPE Hybrid IT solutions can help customers transform their environment so that they can become SaaS providers.
DevOps
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When your customers need to empower developers, you should know that DevOps will play a large role in your conversation, whether you bring it up or the customer does.
DevOps fosters collaboration between development and operations teams. Working together, these teams can drive productivity, rolling out new applications as needed to meet their organizations’ demands.
DevOps has been a hot topic for several years, but with more widespread adoption in 2016, it has become a real practice. By now 47% of enterprises have adopted DevOps, and another 33% plan to do so in the next 2 years.
Now that you know what DevOps is, it should be clear how you can join in the conversation. An HPE Hybrid IT solution helps IT operations deliver the resources line of business or developers need quickly and flexibly. It might do so with a private or hybrid cloud optimized for PaaS or CaaS. The solution might also integrate with common DevOps automation tools, which you'll look at on the next frame.
Automation Tools
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As you discuss DevOps or the customers’ general strategy for automating the data center, you should listen to find out which automation tools customers are already using or are planning to deploy.
Customers often leverage open source tools such as Chef and Docker to reduce infrastructure complexity. They also use these tools to roll out a production system or develop new cloud native apps. Docker is also one of the leading software containerization platforms, making it useful for customers who want to move their environment to a container-based operation. Customers can also build and run a continuous deployment pipeline and reduce errors with repeatable provisioning using solutions like Ansible and Puppet.
When these names come up, you can instill confidence in your customers by demonstrating that you understand why they need them. You can also be ready to explain the unique value that HPE Hybrid IT solutions bring to the party. The automation tools you see here can require significant prep work before they deliver value. The HPE Unified API integrates with many of these tools to create a completely programmable infrastructure. Customers can then automate provisioning and service deployment completely—helping them move from out-of- the box servers to servers running the desired workloads.
For more information about these tools, you can click the links shown here.
http://www.chef.io
http://www.docker.com
http://www.ansible.com
http://puppet.com
Learning Check
Below are a list of concepts that might play a role in a Hybrid IT conversation. What are some of the things that you should think about when these concepts come up? Match each concept to the thought. The answers to the Learning Check are on the next page.
Concepts
	Puppet, Ansible
	IaaS
	DevOps
	Containers
	Bare metal provisioning

Thoughts
_____ I can tell that this customer will be interested in how Hybrid IT can make IT more responsive to developer needs.
_____ I need to emphasize how HPE Hybrid IT can automate deployment of physical servers.
_____ I see that the customer is using automation tools. I need to explain how HPE Hybrid IT adds to that programmability.
_____ I should talk with this customer about Docker, and how HPE Hybrid IT solutions integrate with it to deliver CaaS.
_____ I can tell that this customer is looking for something like VMs on demand. My message about how HPE accelerates service provisioning will resonate.
Answers to the Learning Check
Below are a list of concepts that might play a role in a Hybrid IT conversation. What are some of the things that you should think about when these concepts come up? Match each concept to the thought.
Concepts
	Puppet, Ansible
	IaaS
	DevOps
	Containers
	Bare metal provisioning

Thoughts
__c__ I can tell that this customer will be interested in how Hybrid IT can make IT more responsive to developer needs.
__e__ I need to emphasize how HPE Hybrid IT can automate deployment of physical servers.
__a__ I see that the customer is using automation tools. I need to explain how HPE Hybrid IT adds to that programmability.
__d__ I should talk with this customer about Docker, and how HPE Hybrid IT solutions integrate with it to deliver CaaS.
__b__ I can tell that this customer is looking for something like VMs on demand. My message about how HPE accelerates service provisioning will resonate.
New Data, New World
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Finally, you will turn your attention to discussing customer’s data and analytics strategy. For that, you need to know a little bit about where the data environment has been and where it’s going.
The traditional data infrastructure was designed to handle structured data, or records in tables. You might hear customers refer to their operational databases or on-line transactional processing (OLTP) databases, which store structured data for quick retrieval by business applications. Microsoft SQL and SAP are two common examples, and HPE has extensive partnerships with these vendors, supporting these databases.
Some companies also replicate and consolidate data from multiple sources into data warehouses, which store the data over the long term. The companies can then analyze the data with Business Intelligence (BI) applications and run reports on it.
Over the past decade, unstructured data in the form of text, pictures, videos, and other formats have come to rule supreme. Driven by social media platforms, but proliferating everywhere, systems of engagement are built on data generated by people and designed to engage people—to get those eyeballs on your content.
Apache Hadoop, an open source framework and the go-to solution for big data, gives customers a place to put their rapidly proliferating unstructured data. More than a place to put data, though, customers are seeking a way to extract value from it. While Hadoop provides limited analytic functions, most customers need help from additional components of the Hadoop ecosystem to run the types of analytics they require.
For example, Hadoop Spark provides an in-memory database. Because servers can operate on data in memory so much faster than data in traditional storage, in- memory databases yield analytic results in seconds or less rather than in hours. Another common example of an in-memory database is SAP HANA, which can stream operational data directly for analysis in real time, ensuring immediate results on fresh data.
In-memory databases will become even more critical as companies move past systems of engagement to a new phase: systems of action. IoT sensors numbering in the billions by 2020 will translate the complete analog world into digital form, generating the vast amounts of data required for systems of action. A self-driving car sees the obstacle in front of it and brakes, as an example of a system of action that a few people are already sitting in today. Systems of action need unprecedented power to act quickly and accurately. This is where the AI, machine learning, deep learning, and next generation computing trends that you explored in Module 1 come into play.
New World, New Opportunities
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This brief tour of data—past, present, and future—gives you crucial information for building your pipeline today. Data technologies often require significant updates in the infrastructure.
You need to know that your customers’ operational databases and data warehouses remain mission critical to them. However, they are most likely suffering in performance and availability due to a legacy infrastructure.
You also need to know that a successful move to big data and in-memory analytics requires an infrastructure architected for those applications. For example, according to Forrester, 50% of enterprise customers have implemented Hadoop in one form or another, but many of them are still struggling to obtain full value.
In short, the evolving data environment is driving vast amounts of infrastructure spending. Forbes reports that “The global big data market will grow from $18.3B in 2014 to $92.2B by 2026, representing a compound annual growth rate of 14.4 percent.” Hardware and professional services will account for at least half, if not more, of this growth. This provides high value opportunities for you.
Learning Check
Which customer need does an in-memory database specifically address? The answer to the learning check is on the next page.
the need for big data storage in a distributed architecture
the need for real-time insights
the need for data protection and backup of critical data
the need for cloud storage
Answer to the Learning Check
Which customer need does an in-memory database specifically address?
the need for big data storage in a distributed architecture
the need for real-time insights
the need for data protection and backup of critical data
the need for cloud storage
Topic 2: Understand and Validate the Hybrid IT Customer
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You will next learn how to understand and validate Hybrid IT customers based on desired business outcomes and maturity levels. You can then identify prospects with whom you have the best chance of winning, as well as tailor your approach to the customer.
Understand Your Customer
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Equipped with what you learned in the previous topic, you are prepared for a deep discussion of customers’ needs and goals. In these discussions, you will discover that customers interested in Hybrid IT solutions have wide-ranging focuses and maturity levels. You can maximize your chance of winning the sale by narrowing in on why your customer truly needs hybrid IT and what type of solution the customer is ready for.
Desired Business Outcomes
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As you learn more about what your customers need, you can place them into categories within Hybrid IT. For example, you can use categories such as customers seeking cloud automation, customers who need to transform to a software-defined infrastructure, and customers looking for a next-generation analytics platform.
Keep in mind that these categories are inter-related. Cloud automation often encompasses shifting to a software-defined infrastructure to power the private cloud. Similarly, a software-defined infrastructure could form a key element of a next-generation analytics platform.
By defining what customers want to achieve, you can identify the appropriate category for your customers. For example, the cloud automation customer is aiming for a simple, automated cloud, which often includes on-premises and off- premises resources.
The software-defined infrastructure customer wants to optimize and automate their own data center environment, does not necessarily care about using the cloud model, and is not currently interested in incorporating public cloud services.
The next-generation analytics customer is seeking to optimize the data center specifically for analytics applications.
You will now look at each of these categories in more detail, exploring common customer characteristics.
Cloud Automation
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The cloud automation customer needs a way to simplify the consumption of IT resources across public, managed, and private cloud, as well as traditional infrastructure.
You will find many such customers.
Research shows that 82% of enterprises are planning a hybrid cloud strategy, and 60% of organizations are using multiple clouds. IT organizations need the tools to quickly transform into service providers that can deliver and manage the right mix of multiple cloud environments. These tools must address integration, control, and management concerns so that IT can ensure the organization is protected from escalating costs, security, and performance issues. IT teams can also move quickly to access and add the cloud services needed to meet demand and growth needs.
Organizations are also actively looking to move more of their applications, such as Microsoft, SAP, Oracle or custom in-house applications, into the cloud as a way to better fuel those applications. Recent studies found that enterprises expect 57% of enterprise app workloads to be in private or hybrid cloud environments in the next two years. 54% of enterprises are already using cloud for a specific subset of their application workloads, with 46% using cloud for a broad set of their applications and workloads. The cloud is helping organizations eliminate update, performance, and scale limitations they face with many of their traditional apps.
Enterprises are finding they can deliver more competitive customer experiences and processes via those apps in the cloud at a lower TCO. This allows for greater efficiency than on traditional dedicated servers or even virtualization alone. Research and our own experience with a broad range of customers shows that there are significant benefits and ROI to be gained from moving apps to the cloud such as some of the ones shown here.
Software-Defined Infrastructure
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The hybrid cloud message might not resonate with some customers, even when they’re motivated to accelerate service delivery and better align IT with business requirements. These customers might have misgivings about public cloud that extend to private cloud as well. They might want faster service delivery, but not the self-service model of cloud. You don’t want to miss the opportunity by focusing on just the benefits of Hybrid IT in cloud-centric terms. Instead you can reach these customers by discussing what they are interested in: obtaining an infrastructure that is automated and software-defined.
These customers can be placed into one of two groups: customers who need to modernize their data center in order to optimize their applications, operations, and data infrastructure, and customers who want to shift to a full IT as a service model.
Software-Defined Infrastructure
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Let’s look first at the customer who wants to optimize their environment.
A legacy IT environment can slow the deployment of applications and workloads. According to McKinsey and Company, typical server utilization rates are less than 15%. Studies by Stanford University and Uptime Institute show that 30% of servers are sitting idle, while Gartner finds that 80% of the IT budget is spent on just running IT. Between data growth, space, power and cooling costs, management complexity, and organizational inefficiencies resulting from legacy infrastructure, IT has less than 15% of its time available for innovation. IT spends the majority of its resources “keeping the lights on,” with little to spare for responding to new development cycles and line of business needs.
These customers often have a limited IT staff that cannot keep up with their complex environment. Their legacy infrastructure could be standing in the way of automation they need to improve their response time. These customers need to modernize and consolidate their data center by virtualizing and containerizing applications. They need an infrastructure that can act as a platform for these workloads. They might also need help migrating traditional workloads or even outsourcing these workloads so their IT can focus on innovation. Some customers might also be interested in software-defined infrastructure so that they can automate provisioning and reduce service deployment times.
Customers must also establish a comprehensive data management strategy. As databases grow in number, size, and complexity, customers need to optimize performance and lower TCO of their data infrastructure.
This means they need a more efficient system, aggregated data for greater efficiency, faster business insights at the right cost, and active archive capabilities with easy access for analysis or use by applications.
Software-Defined Infrastructure
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The message of IT as a Service resonates with customers who want to treat IT services like a utility. These customers are looking for what they like about cloud, which is on-demand IT and accelerated provisioning. At the same time, they want to avoid what they dislike about cloud: they want to maintain control of their data and on-premises deployment, if they choose.
These customers are seeking a software-defined infrastructure so that they can change how they approach operations, simplifying management and governance. They also want to automate workflows to simplify a complex environment.
Next Generation Analytics Platforms
[image: image]
There is a third category of customers in the Hybrid IT area: customers focused on next generation analytics platforms. As you learned earlier, enterprise data warehouses (EDWs) don’t meet the needs of a modern enterprise. These customers want to gain competitive advantages with real-time analytics while taking advantage of new technologies like IoT and machine learning. Many customers want to operationalize Hadoop on an enterprise-grade platform to get deeper and more valuable insights into their business. Other customers want to deploy SAP HANA to gain competitive advantages with real-time analytics.
Learning Check
Read the customer description. What is the customer’s main desired outcome? The answer to the Learning Check is on the next page.
“Our data center is inefficient and performs poorly. We need to simplify and optimize. We’re looking to become stronger and leaner.”
Cloud automation
Data center modernization and optimization
Next generation analytics
IT as a Service
Answer to the Learning Check
Read the customer description. What is the customer’s main desired outcome?
“Our data center is inefficient and performs poorly. We need to simplify and optimize. We’re looking to become stronger and leaner.”
Cloud automation
Data center modernization and optimization
Next generation analytics
IT as a Service
Understand Your Customers’ Journey
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Your success depends largely on understanding where your customers are in their journey. A customer who has just started virtualizing the data center is not going to be ready for a complex, multi-cloud environment, and trying to push the customer there will only lead to a frustrated customer and a lost opportunity.
The next several frames describe customers, based on their maturity. They also explain which sales approaches are most successful in helping customers to the next stage. For each maturity level, the customer description is broken down into application, data, and operational maturity.
Keep in mind that a customer could be more mature in some ways and less mature in others. For example, a customer might be in the middle stages for applications but in the early stages for data. Of course, you will need to tailor your approach to your unique customer.
Customers in the Early Stages of Hybrid IT
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Customers in the early stages of their Hybrid IT journey are just beginning to virtualize their applications. They have not yet transformed their data environment in response to the big data and real-time analytic trends. Instead they have traditional databases and data warehouses. Finally, their IT staff might be starting to standardize their processes, but the customer lacks automation tools.
How to Approach Customers in the Early Stages
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The best way to reach customers in these first stages depends on the customers’ desired business outcomes. If they’re looking for cloud, a simple-to-deploy, hyperconverged cloud solution gives them everything they need to succeed. HPE offers options for IaaS, PaaS, and CaaS, which can be set up and ready to go in hours.
If your customers are focused on improving their operations and modernizing their data center, you should be guiding them on the first steps toward a software- defined infrastructure. Here you will want to take a services-led approach toward truly transforming the environment to operate more efficiently, consume fewer resources—in space, energy, and management—and adapt more flexibly to workload requirements. In short, you will be offering a solution as part of an overall plan to help the customer modernize the environment to support virtualized and consolidated services.
Note that customers at this stage are not typically ready to shift to an IT as a Service model.
Nor are they typically ready for next-generation analytics. You can help them modernize their data environment as part of the overall data center modernization.
Customers in the Middle Stages of Hybrid IT
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Customers in the middle stages of their Hybrid IT journey have already virtualized many of their applications. Typically, they have a heterogeneous environment with bare metal, virtualized, and containerized applications. On the data side, the customer might be investigating Hadoop for big data and Hadoop Spark or SAP HANA for real-time analytics. The customer might have begun to realize how challenging implementing these solutions are, particularly on a legacy architecture not designed to support them.
Customers at this maturity level have standardized their operations and might have begun to automate as well. However, their ability to automate typically still lags behind their needs, and they lack orchestration. These customers might have begun to use some cloud services—perhaps unwillingly in the form of shadow IT— but line of business has obtained the services as needed, without planning. The company lacks a cloud strategy.
How to Approach Customers in the Middle Stages
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If you have determined that your customer wants cloud automation and is at the second stage of their Hybrid IT journey, you can offer a hyperconverged cloud solution. Such a solution is perfect for a customer who wants a smaller-scale private or hybrid cloud as quickly as possible. Other customers will be ready to commit to a cloud strategy; you should help them undertake a full-scale transformation to a hybrid cloud environment that includes their own right mix of public, private, and managed cloud, as well as traditional IT.
You learned how to identify customers who are attempting to improve data center efficiency and performance, as well as customers who want to accelerate processes and improve responsiveness to line of business, shifting toward an IT as a Service approach.
For customers seeking to improve performance and efficiency, you can offer a services-led effort to help the customer modernize and consolidate their environment, optimizing it for their mix of virtual, physical, and containerized resources, and, as appropriate, helping them to migrate workloads.
For the customers focused on acceleration, you can deliver a HPE Hybrid IT software solution that automates and accelerates provisioning for the hybrid IT infrastructure. In this way, you can rapidly take the customer closer to a software- defined infrastructure. If some customers want to go a step further and truly transform how they approach delivering and consuming IT, you can offer advisory services and a new consumption model with HPE Flexible Capacity.
Some customers at this stage might also be ready to shift to a next-gen analytics platform such as Hadoop or SAP HANA. HPE can minimize the risks of this challenging shift with an enterprise-grade infrastructure solution optimized for the application. Be aware that planning and delivering such a solution requires considerable expertise. As a sales generalist you may be tempted to walk away from this type of sales opportunity because of your lack of specific knowledge or expertise. We encourage you instead to leverage your technical support resources and HPE Pointnext to fill in gaps in your expertise to position, sell, plan and deliver the solution. Depending on the opportunity, for example, you might lead with the HPE Big Data Consulting Services offering or the HPE Datacenter Care.
Customers at an Advanced Hybrid IT Stage
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Customers farther along on their Hybrid IT journey typically still have a heterogeneous data center with bare metal, virtualized, and possibly containerized applications. These customers might also have some workloads in the public cloud, which they need to either be managed or repatriated. A customer with a mature data environment typically has a Hadoop solution for big data, as well as an in-memory database for real-time analytics, which could be Hadoop Spark or SAP HANA.
On the operational side, the advanced customer uses automation tools such as Ansible, Chef, and Docker and could benefit from greater orchestration of these tools within the IT environment. The customer also recognizes the need to create a cloud strategy.
How to Approach Customers at an Advanced Stage
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Customers at this maturity level typically don’t have obtaining a software-defined infrastructure as their primary objective because they already have cloud services, and see a cloud strategy as critical to their future success. The opportunity you have with these customers is in showing them how you can help them tame and simplify their disparate environments in an automated, hybrid cloud. This doesn’t mean that obtaining a software-defined infrastructure isn’t important to the customer. In fact, a key part of the solution could include helping the customer build the type of software-defined, composable infrastructure that forms the ideal foundation for a private cloud.
Remember to consider the data environment. Again, you might have an opportunity to help the customer migrate to big data or obtain real-time insights with SAP HANA, with the help of HPE Pointnext if you don’t have the required expertise. A few customers might be far enough along in their data evolution that they will be interested in HPE’s pioneering developments in memory-driven computing. For companies seeking to solve the most complex engineering, scientific, and data analytic problems, HPE offers industry-leading high performance computing (HPC) solutions
Helping Customers on Their Hybrid IT Journey
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It should now be clear that you can find Hybrid IT opportunities among a broad range of customers with varying objectives and at different stages of maturity. For every customer need, HPE offers solutions to meet the requirements. But, as you’ve seen, you need to look deeper than a list of products to help your customers on their Hybrid IT journey. Although you can sometime deliver a pre- packaged solution to a customer who wants a simple, ready-now solution, often, a key part of the solution is providing consultative services. These services, either HPE Pointnext’s or your own, help the customer truly transform.
In addition, Hybrid IT customers often want to change how they consume IT. Part of the complete play might be providing the solution as a service, perhaps using HPE Flexible Capacity.
Learning Check
A company has an aging data center with little virtualization. The customer wants to improve performance and increase efficiency. How should you approach the opportunity? The answer to the Learning Check is on the next page.
With a hyperconverged cloud solution
With an enterprise-grade platform for Hadoop
With a services-led approach to modernizing and optimizing the data center
With a services-led effort to transform to a hybrid cloud
Answer to the Learning Check
A company has an aging data center with little virtualization. The customer wants to improve performance and increase efficiency. How should you approach the opportunity?
With a hyperconverged cloud solution
With an enterprise-grade platform for Hadoop
With a services-led approach to modernizing and optimizing the data center
With a services-led effort to transform to a hybrid cloud
Topic 3: Electronic Design Software Scenario
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You will now navigate through a customer scenario to better understand how to qualify the Hybrid IT opportunity.
Meet the Customer
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You are about to meet with a representative from Electronic Design Software, a fictitious European company that develops award-winning design solutions for electronic hardware and software. You have an on-going relationship with this customer, who uses HPE servers in the data center to support their compute- heavy environment. Like the environments at many companies, this environment has grown organically and has become siloed. You know from your contacts that IT has many manual processes, and you see an opportunity to help the customer transform to a more flexible and automated environment.
Learning Check
You are preparing a list of questions to ask your customer at your first meeting. Which are appropriate questions to begin the Hybrid IT conversation? Select three.
The answers to the Learning Check are on the next page.
	With so many demands on IT to deliver business value, how do you see your data center changing?
	Have you talked to any other vendors to get an idea of what technology solutions are available?
	Your software development cycles must lead to high demands for development environments. Can we chat about whether IT is agile enough for your business needs?
	It’s a rapidly changing world. What keeps you up at night?
	About half of companies are deploying workloads in the cloud. Are you using a cloud computing or catalog-based services model?
	You must be focused on attracting top talent, and a flexible workspace can help. Could a legacy network be holding you back?

Answers to the Learning Check
You are preparing a list of questions to ask your customer at your first meeting. Which are appropriate questions to begin the Hybrid IT conversation? Select three.
	With so many demands on IT to deliver business value, how do you see your data center changing?
	Have you talked to any other vendors to get an idea of what technology solutions are available?
	Your software development cycles must lead to high demands for development environments. Can we chat about whether IT is agile enough for your business needs?
	It’s a rapidly changing world. What keeps you up at night?
	About half of companies are deploying workloads in the cloud. Are you using a cloud computing or catalog-based services model?
	You must be focused on attracting top talent, and a flexible workspace can help. Could a legacy network be holding you back?

Begin the Conversation
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Listen in as the sales professional in this scenario begins the conversation with Jules Smith, the Application Project Owner for Electronic Design Software.
Sales professional: “Your software development cycles must lead to high demands for development environments. Can we chat about whether IT is agile enough for your business needs?”
Jules Smith: “Nothing’s fast enough, right? But, honestly, we’re under a lot of pressure to make IT more responsive to developers and speed up our processes. We’ve standardized on VMs for the most part, although some apps do need to run on bare metal. But setting up a new environment for our developers isn’t as simple as clicking to deploy a VM. I wish it was, but we have to orchestrate a lot of pieces. It takes hours in the best case. If someone makes a mistake—which is easy to do—the whole process takes even longer.”
Sales professional: “When you say you want to click to deploy a VM, I think cloud, and I’m sure that’s occurred to you too. Are you using cloud at all? Are you planning to?”
Jules Smith: “We don’t want our apps running on Google or AWS, if that’s what you’re asking. Sure, we’d love it if we could click to deploy an app or dev environment, but we like to keep those on-prem and under our control.”
Sales professional: “I can understand that. What plans do you have for accelerating service delivery?”
Jules Smith: “We want to automate for sure. We’ve been looking at some tools like Puppet and Chef. One team has started using containers, so they have Docker. None of our tools works across all of our environments, unfortunately, and we’re still trying to figure out a plan.”
Identify Key Points of the Conversation
Help the sales rep take notes on relevant information. Which key points did Jules mention? Select four phrases.
The answers are on the next page.
	need to automate
	multiple clouds
	need to consolidate
	on-prem and under our control
	under pressure to speed up
	under-utilized resources
	click to deploy an environment

Answers to Identify Key Points of the Conversation
Help the sales rep take notes on relevant information. Which key points did Jules mention? Select four phrases.
The answers are on the next page.
	need to automate
	multiple clouds
	need to consolidate
	on-prem and under our control
	under pressure to speed up
	under-utilized resources
	click to deploy an environment

Identify the Customer's Main Desired Business Outcome
Based on the key words you identified, what is the customer’s main desired business outcome?
The answer is on the next page.
Accelerate provisioning to shift toward IT as a Service
Build an automated hybrid cloud to manage multiple clouds
Protect digital assets and mitigate risk from the core to edge
Modernize the data center to consolidate workloads and optimize
Answer to Identify the Customer's Main Desired Business Outcome
Based on the key words you identified, what is the customer’s main desired business outcome?
Accelerate provisioning to shift toward IT as a Service
Build an automated hybrid cloud to manage multiple clouds
Protect digital assets and mitigate risk from the core to edge
Modernize the data center to consolidate workloads and optimize
Identify the Customer's Stage of Maturity
Based on the customer’s answers to your beginning questions, you should have a good idea of the company’s maturity level. This customer is more focused on the application environment than on data, so you will focus on the application and operational maturity.
The answers are on the next page.
1. Match the correct description to each category to identify the customer by maturity.
a. No virtualization or little virtualization
b. Highly virtualized with some applications still running on bare metal
c. Uses automation tools
d. Is standardized, but lacks automation
_____ Application maturity
_____ Operational maturity
2. Based on these descriptions, what is the customer’s maturity stage?
a. Early
b. Middle
c. Advanced
Answers to Identify the Customer's Stage of Maturity
Based on the customer’s answers to your beginning questions, you should have a good idea of the company’s maturity level. This customer is more focused on the application environment than on data, so you will focus on the application and operational maturity.
The answers are on the next page.
1. Match the correct description to each category to identify the customer by maturity.
a. No virtualization or little virtualization
b. Highly virtualized with some applications still running on bare metal
c. Uses automation tools
d. Is standardized, but lacks automation
__b__ Application maturity
__d__ Operational maturity
2. Based on these descriptions, what is the customer’s maturity stage?
a. Early
b. Middle
c. Advanced
Review Activity
You’ve determined where the customer is now: in the middle stages of transformation to hybrid IT. And you’ve determined where the customer wants to head: to a software-defined infrastructure that supports IT as a Service. Based on this information, select the best sales approach.
The answer is on the next page.
Services-led modernization, consolidation, and optimization for applications and data
Solution to accelerate provisioning of hybrid IT infrastructure
Transformation to hybrid cloud, often including software-defined infrastructure
Enterprise platform for Hadoop or SAP HANA (specialists)
Answer to the Review Activity
You’ve determined where the customer is now: in the middle stages of transformation to hybrid IT. And you’ve determined where the customer wants to head: to a software-defined infrastructure that supports IT as a Service. Based on this information, select the best sales approach.
Services-led modernization, consolidation, and optimization for applications and data
Solution to accelerate provisioning of hybrid IT infrastructure
Transformation to hybrid cloud, often including software-defined infrastructure
Enterprise platform for Hadoop or SAP HANA (specialists)
Share the HPE Perspective
[image: image]
With a good idea of the approach that she needs to take, the sales professional is going to share how an HPE Hybrid IT solution can meet Electronic Design Software’s key strategic goals. She’s going to weave in elements that she noted during the earlier conversation to make sure that the message resonates.
Sales professional: “I appreciate how difficult it is for IT to deliver the right environment quickly across IT siloes.
“HPE simplifies hybrid IT. We turn your infrastructure into a flexible platform for automated service delivery.
“Whether you choose to keep your workloads on traditional IT, move them to cloud, or mix the two, that’s up to you. We give you hosting, automation, and orchestration for all of your workloads.
“If you choose to expand DevOps and move toward a more containerized approach, the solution will be ready. We can automate provisioning not just for virtualized workloads, but also containerized and physical ones. And if you do decide to bring in Puppet or Chef, the HPE Hybrid IT solution brings those automation capabilities under the same umbrella, and fills the gaps for easy, single-step deployments.
“In short, you’re going to regain control and keep as much of your environment on- prem, as you choose.
“But you’re going to be able to deploy at cloud like speeds.”
Listen to the Customer
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Now you’ll listen as the customer responds. Listen for signs that the message is resonating and that none of the issues you learned about earlier could stand in the way of a success.
Jules Smith: “Like I said, we’re not ready to re-architect for cloud. But I like what I hear about cloud speed. Development is our business. Every extra hour it takes for us to provision is an hour delay in a deadline. Giving development what it needs is my top priority, and they’re telling me that what they need is for us to move faster. “
Sales professional: “Let’s plan to get together later this week to review my understanding of your needs and business outcomes you hope to achieve. I will also be able to share with you how we worked with other customers successfully addressing their cloud challenges. Will that work for you?”
Learning Check
Think about what you just heard. What makes the customer in this scenario a good prospect for HPE Hybrid IT? The answer to the Learning Check is on the next page.
The customer has had a bad experience with AWS.
The company is a software development company, which is the key target for Hybrid IT.
Speeding provisioning is a strategic priority and critical to the business.
The small company recently replaced its on-premises equipment and moved to a public cloud.
Answer to the Learning Check
Think about what you just heard. What makes the customer in this scenario a good prospect for HPE Hybrid IT?
The customer has had a bad experience with AWS.
The company is a software development company, which is the key target for Hybrid IT.
Speeding provisioning is a strategic priority and critical to the business.
The small company recently replaced its on-premises equipment and moved to a public cloud.
Summary
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In this module, you learned more about the top business priorities for hybrid IT customers, which include datacenter modernization, cloud initiatives, and software defined everything. Customers are interested in these areas because they need to transform their environments to make them more efficient, agile, cloud-ready, and able to respond to business demands. When initiating a conversation with this type of customer, it’s important that you understand how well the current solution is or isn’t meeting the business’s needs so you know what type of innovation the customer can benefit from. It’s also vital that you prepare yourself with a basic understanding of hybrid IT and data center concepts. You can then have a meaningful, back-and-forth conversation. When creating a description of your customers, you should look both at their maturity level—or what level of solution they are ready for—and their desired business outcomes. You will encounter customers who need to manage and automate multi-cloud environments, transform to a software-defined infrastructure, and empower next generation analytics. By listening to where your customers are and where they want to be, you will be better prepared to take the right approach to win the sale.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 7: Why HPE Hybrid IT?
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Module 7: Why HPE Hybrid IT?
Course Overview
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Now that you have learned how to qualify the HPE Hybrid IT opportunity, you will focus on why your customers should trust HPE for their Hybrid IT solutions.
Module 7 Overview
[image: image]
In this module, you will learn how HPE makes Hybrid IT simple and owns the data- driven future. You will learn how to describe HPE’s competitive advantages in Hybrid IT so that you can answer the question “Why HPE Hybrid IT?” You will also learn how to overcome obstacles and barriers by recognizing HPE’s key differentiators in Hybrid IT.
What’s New in This Module?
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This module includes some information that was also in IT Business Conversations, the 2017 HPE sales course. If you took the IT Business Conversations course last year, you can move more quickly through some of the frames in topic 1. However, this topic still includes new information for you. It is recommended that everyone completes both topic 1 and topic 2.
Topic 1: HPE Makes Hybrid IT Simple
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In this topic, you will learn about the innovative products and services that enable
HPE to make Hybrid IT simple, from design to deployment and beyond.
HPE Makes Hybrid IT Simple
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In the previous module, you learned to engage customers in conversations about Hybrid IT and qualify HPE Hybrid IT opportunities. You will now learn to explain HPE’s unique value to your customers. HPE goes beyond just providing Hybrid IT solutions to actually make Hybrid IT simple.
In this topic, you will focus on understanding HPE’s competitive advantages in Hybrid IT and the benefits HPE provides your customers.
HPE Has the Right Mix
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For some vendors, the word simple might mean a one-size-fits all solution. But when it comes to something as unique as a company’s hybrid IT infrastructure, one-size-fits-all solutions just do not work.
Making Hybrid IT simple means HPE can precisely tailor each solution for our customers. HPE, together with our partners, create the right mix for our customers—across people, processes, platforms, and consumption models.
Their Mix, Their Way
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HPE Hybrid IT solutions look slightly different for each customer because we understand that each customer wants to achieve a unique set of business outcomes. We help deliver these outcomes by offering customers freedom of choice and complete control.
With an HPE Hybrid IT solution, IT can easily deliver and operate core IT solutions that are optimized for operational and cost efficiency as well as composable infrastructure solutions that are optimized for agility and apps-driven innovation. Our open architectures allow customers to achieve their right mix of off-premises public cloud and on-premises private cloud.
Not only do our solutions work across the right mix of components for your customer, but they also work with products from our vast partner ecosystem. And thanks to our partnerships with open source projects such as OpenStack and Cloud Foundry, you can sell HPE solutions to customers who are strongly inclined toward open source IT.
Stand Out from the Crowd with Your Customer
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You will now look at strategies for communicating to your customers that HPE makes Hybrid IT simple. And in your discussions, you will demonstrate that we have the expertise to make it happen.
Let’s return to the scenario with Electronic Design Software. The customer was motivated to accelerate development cycles and was intrigued by your message that HPE could reduce provisioning times from days to minutes.
At this point, you might start to ask the customer questions such as: “As you move to hybrid IT, how do you plan to deploy workloads? Automating provisioning requires defining your service environments. Do you have those definitions? And if some workloads need to move to the cloud or off-premises, what is your migration plan?”
For many customers, these questions all have one answer: “We need help.” Nearly 50% of organizations lack cloud computing expertise, and 75% of organizations have “significant” or “moderate” difficulty finding skilled staff.
This is where you will show your value and the value of HPE Hybrid IT solutions— answering, perhaps even before your customers ask, what makes you different from other providers. What sets you apart? You aren’t simply dropping a solution on your customers and leaving them to sort through it. You’re delivering the expertise that helps them define their right mix of services and transform their environment at a deep level.
Deep Application and Workload Expertise
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Make sure to communicate this deep application and workload expertise with your customer.
For example, you can explain that the HPE expertise springs from the vast experience of more than 50,000 trained HPE professionals and partners. These experts know how to help design, power, and optimize your customers’ right mix of Hybrid IT. They know how to align solutions with customers’ business needs. They can help match customers’ current and new workloads to the right IT platforms. And they can help customers define, build, migrate, and transform apps and workloads across traditional, virtual, cloud native, and mobile environments.
Define the Right Mix
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In short, HPE experts can help every company define their right mix.
We assess companies’ current environment against their business goals, so that we can help them drive efficiencies and free up resources. This includes modernizing, consolidating, and automating IT to drive better utilization, and simplify and reduce their IT footprint. Driving efficiencies by modernizing IT helps companies free up resources for growth.
At the same time, we assess how companies can speed the creation and delivery of new services to their customers, developers, data scientists and users. This includes identifying ways to deliver app development platforms with agility and speed, provide advanced data and analytics platforms to accelerate insights and action, and adopt emerging technologies and methodologies. Ultimately, it includes helping companies get and pay for the resources they need, when they need them.
With HPE Pointnext, we do this with a 360-degree view across each company’s cost model, platforms, processes, and people.
How HPE Defines the Right Mix
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Below are the other steps we take to define customers’ right mix.
Assess
Finding the ideal platforms for customers’ apps and data starts with assessing their apps and workloads today.
Use HPE UTF
Our HPE Unified Transformation Framework (UTF):
[image: ]Spans 7 major domains of IT transformation
[image: ]Defines where customers fall short in each domain
[image: ]Applies best practices to bridge gaps
[image: ]Delivers an accelerated path to hybrid IT transformation
Use HPE Aura
Aura, HPE’s automated workload mapping tool, saves time and simplifies complexities by:
[image: ]Providing advanced pattern recognition to group and categorize workloads
[image: ]Readying workloads for mapping to the right mix of platforms
[image: ]Assessing customers’ apps
[image: ]Migrating apps to their optimal platforms
Drive the Benefits Home for Your Customer
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Your customers now understand that they aren’t on this journey alone: HPE’s deep expertise will help them simplify Hybrid IT by defining the right mix solution for their needs.
This message is resonating with Jules from Electronic Design Software, “I’m not going to hide it. Help planning the implementation will relieve pressure on me and let us get going faster.”
“But,” Jules might continue: “I hope you don’t mind me asking. When it gets down to the details, what makes an HPE infrastructure different from anyone else’s?”
You’re now going to explain how HPE powers the right mix with real innovations.
Power Their Right Mix
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Our power grows from our commitment to redefining IT with software-defined infrastructure.
Not only do we believe that software-defined infrastructure is the foundation for customers’ right mix of Hybrid IT, we actually deliver it across all of our platforms. Why are we so committed to software-defined infrastructure? Because it is capable of providing the speed, control, and flexibility that Hybrid IT requires.
The Power of Software-Defined and Composable Infrastructure
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Speed, flexibility, and control are great words. What gives them real world currency are HPE’s truly ground-breaking software-defined and composable infrastructure, embodied most clearly in HPE Synergy.
You’ve already learned that HPE Synergy is the world’s first Composable Infrastructure. It’s time to start answering the question, why should your customers care? What can Synergy do that no other infrastructure solution can?
You can compare the transformative power of software-defined and composable infrastructure with something most customers are familiar with: traditional virtualization.
Customers know that virtualization transformed data centers by adding flexibility and the ability to automate and speed the deployment of workloads. But under that virtualization layer, the infrastructure can still remain difficult to manage and provision. And customers don’t necessarily want to virtualize all of their workloads. Sometimes they want to deploy a workload on a physical server or within a container.
What customers need now is to take enhanced flexibility, automation, and speed and push them to all workloads, whether virtualized, physical, or containerized.
Enter software-defined and Composable Infrastructure. In a software-defined infrastructure, customers can automate provisioning at a deep level so that compute and storage infrastructure can be provisioned out-of-the-box in under an hour. Customers can deploy physical, virtual, and containerized workloads on demand. They can stream an image to a bare metal server as easily as they can deploy a VM to a virtualized server.
HPE Composable Infrastructure takes software-defined to a level no other vendor can. Customers can freely and independently scale compute and storage resources, using software to define their infrastructure. With Synergy customers can provision the right mix of resources for their needs today and then painlessly re-define those resources in minutes.
This is a huge competitive advantage, which is why HPE Synergy continues to grow so rapidly as a technology customers demand.
Composable Infrastructure Benefits Are Real
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In addition to the speed that only software-defined infrastructure can deliver, an HPE Composable Infrastructure can drastically reduce overprovisioning. Let’s look at the benefits to your customers’ bottom line.
The process of purchasing, installing, configuring, and connecting IT resources for a workload is exhaustive in traditional environments, prompting companies to over- provision for every workload, often by as much as 80% or up to two times what they need. As a result, many of your customers have data centers that are highly over-provisioned and under-used. Overprovisioning not only increases upfront capital expenditures, but also operating expenditures at the back end. In short, the traditional infrastructure with its underused capacity significantly reduces customers’ return on investment.
An HPE Composable Infrastructure, in contrast, is purpose built to adapt to changing needs. Because multiple applications can share fluid resource pools, which customers can flexibly combine and re-configure for the current workload needs, customers no longer need to overprovision for every application.
The benefits of HPE Synergy are real. We’ve tested them on ourselves. By leveraging a hybrid IT model, we increased server usage at HPE to almost 70%. We could then reduce our number of servers and data centers and lower our costs dramatically. The benefits will be equally real for your customers.
Real Infrastructure Innovation
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In short, HPE’s culture of innovations has produced numerous breakthroughs that yield real benefits to customers. And customers can rest secure that as the world continues to transform, HPE will continue to lead them to the benefits of transformation. Since HPE and innovation are practically synonymous, it shouldn’t be surprising that we are investing—and will continue to invest—in research and development, just as we have from the company’s beginning.
Learning Check
Practice delivering the message of how HPE defines and powers your customer’s right mix. To complete each message, match the appropriate differentiator.
The answers to the Learning Check are on the next page.
	Optimization bundles
	Deep expertise
	Innovative software-defined and composable infrastructure
	Innovative virtualization platform

HPE Hybrid IT is different because it is more than a solution. HPE helps customers map their apps and data to optimal platforms and to migrate to new technologies with our: _____
Our customers achieve real benefits in speed, flexibility, and control with Synergy, our: _____
Answers to the Learning Check
Practice delivering the message of how HPE defines and powers your customer’s right mix. To complete each message, match the appropriate differentiator.
	Optimization bundles
	Deep expertise
	Innovative software-defined and composable infrastructure
	Innovative virtualization platform

HPE Hybrid IT is different because it is more than a solution. HPE helps customers map their apps and data to optimal platforms and to migrate to new technologies with our: __b__
Our customers achieve real benefits in speed, flexibility, and control with Synergy, our: __c__
The Power of End-to-End IT Management
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You can continue delivering the message of the power of HPE solutions by emphasizing that an HPE Hybrid IT solution extends from innovative platforms to simplified management to comprehensive services and consumption models.
Unlike HPE, many competitors in the hybrid IT space must partner with outside vendors to build what they call a “complete” solution. These so-called complete solutions are actually composed of individual products that have been loosely linked together. HPE can offer customers a single-vendor, end-to-end software- defined infrastructure designed for both integration and openness. This solution extends from infrastructure hardware to software to services to managed cloud options and finally to hybrid cloud with a variety of public cloud choices.
Highlight HPE Unique Consumption Models
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You’ve shown this customer how you’ll bring them the deep expertise to define the right mix of solutions for the company’s desired outcomes. And you’ve delivered the message of how HPE powers this mix with the real innovation of a software- defined infrastructure and end-to-end IT management.
And the message is resonating.
Jules said, “It’s waiting on infrastructure provisioning that’s delaying our developers. So a programmable infrastructure—that sounds great.”
The sales professional responds, “And we can get you there.”
Now she’ll drive the message home by highlighting a truly unique component of HPE Hybrid IT: the ability to optimize customers’ right mix with a flexible choice of consumption models.
She continues, “Before we start making that plan, could we take this discussion beyond provisioning to how you acquire and scale your on-premises infrastructure? I believe you could benefit from a more cloud-like, IT as a Service approach there too.”
Optimize Their Right Mix
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As you learned in Module 2: Why HPE?, customers are looking for new ways to acquire and consume IT, and HPE Pointnext services and HPE Financial Services offer a comprehensive portfolio of solutions that can provide what they are looking for. HPE Flexible Capacity, for example, can help your customers optimize their right mix of Hybrid IT infrastructure. Flexible Capacity can deliver on-premises IT with a pay-per-use consumption model that maximizes customers’ control over data and security while delivering public cloud economics. And with capacity monitoring services such as HPE Capacity Care, your customers can even become their own in-house IT-as-a-Service providers to line-of-business managers.
Review How HPE Outpaces the Competition
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Take a moment to review what qualities put HPE way ahead of competitors in the hybrid IT infrastructure race.
Record your thoughts about each of the distinguishing values. Then move to the next page to see examples of what you might have written.
Suggested Answers for Review How HPE Outpaces the Competition
Deep application & workload expertise
Many customers lack the skills to achieve their desired outcomes. HPE has the expertise to define your customers’ right mix and make hybrid IT happen for them.
Real infrastructure innovation
Game-changing innovations such as composable infrastructure are delivering real benefits today: greater simplicity and speed and fewer costs from over- provisioning.
End-to-end IT management
For HPE, Hybrid IT extends beyond solutions to simplified management, comprehensive services, and flexible consumption models.
Our comprehensive management stack enables customers to automate and orchestrate tasks and processes across infrastructure of all types.
Your mix, your way
HPE’s proven commitment to open standards and partnerships across all levels of your customers’ environment enables customers to enjoy their mix, their way.
HPE helps customers define, power, and optimize their right mix.
HPE Makes Hybrid IT Real
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You’ll conclude your message to customers by bringing in some industry experts and real world examples to assure them that the benefits of HPE Hybrid IT are real.
To learn what real hybrid IT is, it helps to know what it is not. As IDC explains in a recent HPE-sponsored white paper, real hybrid IT is not a term for a haphazard combination of private and public cloud IT. Rather, it is a model that enables IT departments to meet the needs of developers and line of business managers in addition to meeting the needs of IT operations staff. This model must meet several criteria. For example, it must provide a unified view of all IT resources, including resources that are off premises. Real hybrid IT must also include “premises- agnostic” composable resource pools. And it must include a “comprehensive and scalable” API that enables infrastructure as code.
As you know, HPE Hybrid IT meets all of these criteria, so it isn’t surprising that the white paper’s author offers this opinion: “IT suppliers ought to build hybrid IT stacks and combine them with partner ecosystems to meet the urgent needs of enterprises struggling to reap the benefits of a ‘real’ hybrid IT. This is where suppliers like HPE will rise to the occasion.”
Hybrid IT Rising
[image: image]
According to a recent TechTarget survey, hybrid IT will be at the top of enterprises’ network agendas in 2017. Why did so many companies put hybrid IT at the top of their to-do list? Perhaps it’s because pure on-premises IT no longer makes sense. Or perhaps it’s because companies know that a hybrid IT infrastructure is key to their digital transformation, which in turn is key to their ability to compete in today’s business environment.
Although HPE is not the only infrastructure supplier to believe that hybrid IT lies at the very foundation of enterprises’ potential for success, it is the only one that can deliver a comprehensive hybrid infrastructure that is fast, flexible, scalable, and composable.
Indeed, HPE’s composable infrastructure is driving the kinds of business outcomes that enhance hybrid IT’s appeal. As you learned earlier in this section, HPE Synergy can deploy workloads across multiple kinds of environments. It enables organizations to deploy infrastructure at cloud speeds.
Enterprises Are Winning with HPE Hybrid IT
[image: image]
HPE Hybrid IT solutions have enabled real-world organizations to win by improving developer productivity, reducing costs, and increasing system usage. For example, a solution built on HPE Synergy helped genomic researchers at HudsonAlpha to run sequencing six times faster than it could before. And a similar solution enabled Redbox to reduce costs by reducing the number of its data centers while increasing data-center throughput by a factor of four.
HPE Synergy is also part of DreamWorks Animation’s Hybrid IT mix, where it helps storytellers realize their vision without barriers. For example, HPE Synergy dynamically provisions compute, storage, and bandwidth resources in minutes, not weeks. It also seamlessly shifts resources from one computer-generated animation film to another—from Boss Baby to Trolls, for example. This has the advantage of increasing system usage during off-peak production hours. HPE Synergy easily scales to handle the massive compute power that DreamWorks Animation computer-generated animation films require. With approximately a half billion digital files per film, this is saying something about scalability.
Benefits of Selling HPE Hybrid IT
[image: image]
When your customers win, you win too. HPE makes Hybrid IT simple—and profitable—to sell.
As you help customers eliminate the complexity of mixing cloud and traditional IT, you again underscore your role as a trusted advisor to your customers. In addition to providing your customers with the right mix of solutions they need, you can also offer services that help them plan and implement their transformation.
HPE’s proven solutions and architectures also reduce customers’ risks, helping to ensure that they will be satisfied return customers.
In addition, our extensive partner ecosystem allows us to offer numerous options for selling integrated solutions. This will not only distinguish you from the competition, but will also help you to expand your market share in the customer’s environment. And with our comprehensive portfolio, you can sell more solutions as your customers mature.
We also know that customers are prioritizing flexible options for funding their Intelligent Edge and Hybrid IT solutions. With our flexible consumption models, your customers can find the funding strategy that helps them achieve their desired business outcomes.
Learning Check
What is one benefit of selling HPE Hybrid IT solutions? The answer to the Learning Check is on the next page.
You can take a consultative approach, which gives you the opportunity to sell high- margin services.
HPE has categorized all of its Hybrid IT solutions into three optimized bundles, which are simple to sell.
You can persuade customers to return to a CAPEX-based spending model, which is more profitable for you.
The solutions work for all customers, so you do not have to spend a lot of time learning about your customers' strategic initiatives.
Answer to the Learning Check
What is one benefit of selling HPE Hybrid IT solutions?
You can take a consultative approach, which gives you the opportunity to sell high-margin services.
HPE has categorized all of its Hybrid IT solutions into three optimized bundles, which are simple to sell.
You can persuade customers to return to a CAPEX-based spending model, which is more profitable for you.
The solutions work for all customers, so you do not have to spend a lot of time learning about your customers' strategic initiatives.
Topic 2: HPE Owns the Data-Driven Future
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In this topic you will learn about the products, services, and capabilities that give HPE defacto ownership of the data-driven future.
Confidence Today and Tomorrow
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Business decision makers sometimes tend to focus narrowly on this quarter and the next one. The next fiscal year can be the distant future. Your customers absolutely need solutions that help them reduce costs, increase revenue, and better compete today.
However, the data and analytics environment is changing so rapidly that tomorrow is coming to meet today. As you learned in Module 1, we are reaching the limit of the power that we can squeeze out of traditional computing systems. Infrastructure vendors are going to have to make a shift to continue to meet customers’ needs. At the same time, customers don’t want to reinvent their infrastructure again and again.
They need to know that the vendor that they commit to today will be equally committed to taking care of them tomorrow. At HPE, we’re already building for the future, helping to ensure our customers’ continued success.
Right Fit Solutions for Today's Data Environments
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HPE optimized solutions provide the perfect fit for customers who must address today’s most pressing data needs, including the need to modernize their data environments, deploy new Hadoop environments for big data, and move existing SAP environments to either SAP HANA or S4HANA.
Modernize the data environment
There are many advantages to selling HPE’s industry-leading converged server, storage, and networking solutions. They will enable you to:
[image: ]Give customers what they need to improve database performance.
[image: ]Draw on HPE expertise and services to get customers where they want to be
[image: ]Improve customers’ transactional database performance by 2-to-4 times
[image: ]Reduce database downtime by up to 77%
[image: ]Offer 23% throughput gains by consolidating customers’ enterprise data warehouses on HPE infrastructure
[image: ]Help customers achieve a 30% performance boost and up to 62% lower TCO
Deploy a new Hadoop environment
Offer customers the peace of mind that only deep experience can deliver. Your customers can count on HPE to:
[image: ]Provide the right solutions
[image: ]Support a unique path forward to meet their unique needs
[image: ]Provide solutions that are tailored for a variety of Hadoop distributions, including Cloudera, MapR, and Hortonworks
[image: ]Offer value add-on software that makes Hadoop enterprise ready
[image: ]Offer services that you and your customers can draw on
HPE powers some of the world’s largest Hadoop clusters
Move an existing SAP environment
HPE has the most comprehensive portfolio of end-to-end, SAP-certified solutions. With our proven portfolio and extensive expertise, customers can transform to a modern data and analytics platform of any scale with minimal risk. They can:
[image: ]Achieve a unified data management strategy
[image: ]Accelerate insights and actions
[image: ]Scale business demands to the highest level
[image: ]Opt for HPE Flexible Capacity to receive:
[image: ]Security and control of on-premises IT
[image: ]Agility and economics of the cloud.
Heading for Success in the Future
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No matter where customers are in their journey, they need to be charting a course to remain relevant and successful over the long term. The world is driven by apps, and more and more by data. Businesses will be defined by how well they can exploit their data.
[image: ]Systems of engagement and systems of action will cause data to explode.
[image: ]About 99% of data generated at the edge is discarded today. Discarding “unimportant” data introduces bias, which stands in the way of new insight.
[image: ]And fresh, relevant insights will become all important in a world in which time is everything.
[image: ]Real-time analysis will come to mean analyzing new data with instant results.
[image: ]It is imperative: time to action must plummet.
The Unstoppable Data-Driven Organization
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The data-driven organization will be unstoppable.
At the most basic level, harnessing their data will enable businesses to create new business models to increase their workforce productivity and improve operational efficiency.
Data-driven businesses will gain that crucial edge against the competition by improving customer experiences and offering differentiated products and services.
Companies such as Google and Amazon understand that their data is one of their most valuable assets. IoT and mobile are creating an explosion of data at the edge. Organizations that can turn this data into action and insights will create new business models and, in some cases, new industries.
HPE Is Already There
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This vision of the future might seem both exciting and daunting. But HPE is already there, working to take care of our customers’ future. HPE understands that future demands require new paradigms. HPE owns the future with innovations such as The Machine, which you learned about in Module 2.
Learning Check
What is one way that HPE helps to transform customers’ current data environment? The answer to the Learning Check is on the next page.
Connecting users to data over secure network fabric paths
Improving performance and availability for traditional databases by modernizing the environment
Moving traditional databases directly to next-gen machine learning to achieve benefits quickly
Helping customers shift their focus from data to applications
Answer to the Learning Check
What is one way that HPE helps to transform customers’ current data environment?
Connecting users to data over secure network fabric paths
Improving performance and availability for traditional databases by modernizing the environment
Moving traditional databases directly to next-gen machine learning to achieve benefits quickly
Helping customers shift their focus from data to applications
Memory-Driven Computing
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In the past, processor speed drove performance gains. But we’ve squeezed just about all we can squeeze out of traditional processors and server hardware. Engineers can work hard and long to develop the next generation of processor, yet performance gains remain minimal. Staying with the current computing architecture is a dead end.
HPE understands that what servers need to succeed is changing as big data has taken center stage. More than just faster processors, servers need a faster way to bring processing power to bear on very large amounts of data. Enter memory- driven computing. By putting memory at the center of the computing platform, memory-driven computing achieves performance and efficiency gains that were not thought possible.
Transform Performance with Memory-Driven Programming
[image: image]
See what you can achieve if you quit relying on 60 years of software assumptions and begin developing with a new perspective.
We rewrote a couple hundred lines of code to let Hadoop Spark take advantage of our large memory system. The effect was astounding: we achieved results that were 15 times faster than “vanilla” Spark results—plus the ability to run data sets that were 20 times bigger.
Applications such as image searching and genomics rely on similarity searches, the demands of which are outpacing supercomputer development today. HPE memory-driven computing gives 40 times faster results than standard disk-based scale-out Map/Reduce—and on a data set that is 20 times bigger.
Graphs increasingly represent our connected world, and graph inference lets customers make predictions with a small known set of data. Our memory-driven system achieves 100 times faster performance than GraphLab, the state-of-the-art graph-inference engine today.
Financial modelling uses Monte Carlo simulations to predict derivatives pricing, manage portfolio risk, and make many other predictions. Our memory-driven systems can make these predictions 10,000 times faster than an open source QuantLib package can.
Edge Architecture Prepared for Instant Action
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Systems of action, such as those behind IoT deployments, need to analyze data, make decisions, and execute the decisions on the fly. To achieve these results, customers need the instant results of memory-driven computing.
And they also need the power of memory-driven computing where the decisions are being made—not halfway across the world. Take as an example an oil company with its headquarters and data center in Houston. The company wants an IoT system to automate operations on an offshore drilling platform in Gabon. Roundtrip, Houston to Gabon is 14,514 miles or 23,358 kilometers. Traditionally, data must be analyzed at the core. But the data and action are happening at the edge. On a good day, insights could be 5 minutes late. On a bad day, they’d be 15 to 20 minutes late.
Either way, late means useless.
HPE is pioneering an architecture that brings computing to the edge, ready for instant analysis and action.
HPE and HPE SGI Leading the HPC Market
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At the same time, HPE is powering the powerful digital core. The acquisition of SGI cemented it: HPE is a clear leader in the high performance computing (HPC) market. SGI’s highly complementary portfolio, including its in-memory high- performance data analytics technology and leading HPC solutions, will extend and strengthen HPE’s current leadership position in the mission critical and HPC segments of the server market.
HPE and HPE SGI dominate the top 500 systems with 112 and 28 systems, respectively. That’s 28 percent of the total number of systems. We are significantly ahead of Lenovo, number 2, and Cray, number 3.
Accelerating What’s Possible with HPE HPC
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HPE high performance computing (or HPC) is already accelerating what is possible for these organizations.
U.S. Department of Energy
Explored previously unachievable scientific breakthroughs with exascale computing
Deutsches Zentrum für Neurodegenerative Erkrankungen in der Helmholtz-Gemeinschaft (DZNE)
Accelerated finding a cure for Alzheimer’s
Pittsburgh Supercomputing Center
Built an Artificial Intelligence model for beating humans at poker
BASF
Reduced computer simulation and modeling times for global chemical research from months to days
Learning Check
You are meeting with an auto manufacturer who is developing driver assistance technology. Match the correct values to explain why HPE is the best choice.
The answer is on the next page.
	Consolidating analytics power at the core
	Extending memory-driven computing from the core to the edge
	HPE and HPE SGI dominate the top 500 HPC systems
	HPE has acquired Niara to extend its HPC expertise

_____ How does HPE empower systems of actions?
_____ Why is HPE is the right choice for your HPC needs?
Answer to the Learning Check
You are meeting with an auto manufacturer who is developing driver assistance technology. Match the correct values to explain why HPE is the best choice
	Consolidating analytics power at the core
	Extending memory-driven computing from the core to the edge
	HPE and HPE SGI dominate the top 500 HPC systems
	HPE has acquired Niara to extend its HPC expertise

__b__ How does HPE empower systems of actions?
__c__ Why is HPE is the right choice for your HPC needs?
Summary
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In this module, you have learned how HPE makes Hybrid IT simple with its deep expertise, real innovations, end-to-end IT management, and ability to deliver each customer’s right mix, their way. The real-world benefits of HPE Hybrid IT solutions make it simple to sell Hybrid IT solutions. HPE also helps you to take advantage of these highly consultative sales, yielding dedicated customers and rich revenue streams. Finally, HPE will continue to own the future as data proliferates in systems of action with our ground-breaking memory-driven computing innovations.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Module 8: Course Summary
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Module 8: Course Summary
Recognize Emerging Technologies Are Creating New Opportunities
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A couple of years ago, you may have thought the Internet of Things (or IoT) was an interesting idea. And machine learning and Artificial Intelligence were still relegated to science fiction. Now these and other emerging technologies are becoming mainstream.
As you learned in this course, however, your customers need help turning these technologies into a competitive edge. For example, IoT is creating an explosion of data at the network edge, and companies need to be able to turn that data into action and insights that will help them disrupt their industry or even create new industries. Other companies must modernize, consolidate, and automate IT so they can improve efficiencies and free up their IT staff to focus on innovation and growth.
Trust HPE to Deliver Solutions Your Customers Need
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As you learned in this course, HPE has the solutions and expertise your customers need. HPE makes Hybrid IT simple, we power the Intelligent Edge, and we have the expertise to make it happen. You and your customers can count on HPE. As Meg Whitman explains, “We believe more than ever that finding the right mix of technology tools, systems, and support is critical to our customers’ success today and in the future. That’s why HPE is leading the way in developing innovations in . . . Hybrid IT, and the Intelligent Edge.”
Help Align IT with the Customer’s Desired Business Outcomes
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Before you can qualify your customers for a Hybrid IT or Intelligent Edge solution, however, you need to understand their desired business outcomes. HPE offers the Business Value Framework (or BVF) to help you have informed business conversations. You saw how the BVF can help you use the financial and business terms that allow you to determine and understand customers’ strategic initiatives and metrics. The Industry Business Value Framework (or iBVF) takes it one step further to help you understand and converse in industry-specific language.
Armed with this information, you can begin to identify, qualify, and validate HPE opportunities. You can then help align IT with the desired business outcomes you have uncovered.
Qualify HPE Intelligent Edge Opportunities
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In this course, you learned how to recognize opportunities for the HPE Intelligent Edge, by focusing on opportunities such as delivering universal and secure productivity access from anywhere, building a mobile-first campus and branch network, engaging with intelligent spaces, and protecting users, networks, and things.
To help you practice engaging customers in meaningful conversations for HPE Intelligent Edge opportunities, you listened as a sales professional conducted discovery conversations for validating an HPE Intelligent Edge opportunity. You followed the sales professional as he qualified that customer as a Hybrid IT prospect and built a strong business case for an HPE solution. You saw how qualifying this opportunity helped the sales professional build his sales pipeline.
Qualify HPE Hybrid IT Opportunities
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You also considered HPE Hybrid IT opportunities. You saw that as you learn more about your customers, you can place them into categories within Hybrid IT, such as customers seeking cloud automation, customers who need to transform to a software-defined infrastructure, and customers looking for a next-generation analytics platform. You then examined the importance of identifying where customers are in their Hybrid IT journey—from early to middle to advanced stages.
As with the Intelligent Edge opportunity, you listened in while a sales professional reinforced her role as a trusted advisor, qualified the HPE Hybrid IT opportunity, and built her sales pipeline.
Start with Professional Services
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Just a few years ago professional services were often sold as an add-on for a product. Today, however, a majority of your customers need help implementing their Intelligent Edge and Hybrid IT solutions. Remember that a staggering 50% of organizations lack cloud computing expertise, and 75% of organizations have “significant” or “moderate” difficulty finding skilled staff. (451 Research Best Practices For Workload Placement in a Hybrid IT Environment December 2016.)
Professional services must be front and center for each sale. You will, therefore, want to talk to your customers early in the sales cycle to understand what professional services they need, and listen carefully so you can detect the clues that reveal the company’s specific needs.
Offer New Funding Strategies
[image: image]
You know that customers are changing the way they buy IT. Rather than automatically approaching every IT project as a capital expenditure (or CAPEX), your customers are looking for new ways to fund IT projects. In an IDC survey conducted in November 2016, 93% of respondents stated that flexible-payment or pay-per-use options were important to them when selecting an IT infrastructure provider. And 50% of organizations indicated that they will make availability of multiple pay-as-you-go options a requirement for evaluating infrastructure offerings, by the end of 2018.
If you are not engaging your customers in a conversation about funding strategies early in the sales process, they may not even consider the solutions you have to offer them.
The Evolving Role of Sales Professionals
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All this leads to an inescapable conclusion: the changes your customers are experiencing have changed the role of sales professionals in the tech industry as well. It’s obvious that sales professionals can no longer simply focus on selling point products and SKUs or only on features and benefits.
As you have learned in this course, sales professionals have to be able to function as a trusted advisor. Understanding the customers’ strategic initiatives, Key Performance Indicators (or KPIs), and desired business outcomes provides the foundation sales professionals need. They can then work with their customers’ to align IT with those desired business outcomes, ensuring that IT can successfully support line of business managers in making the company competitive. Sales professionals also have the insight they need to provide much-needed professional services and recommend new funding strategies.
Build Your Sales Pipeline with HPE Opportunities
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The opportunities you considered in this course are only a few of the opportunities available to you when you partner with HPE. To learn more about these as well as other opportunities—and the conversations that guide you through the qualifying process—check the HPE Partner Seismic web site.
You’ve Completed This Course!
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Congratulations! You have completed the Selling HPE Hybrid IT, Intelligent Edge, and Solutions course!
You will now briefly review how to take the related exam for this course.
Exam Checklist
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Although this course is recommended for exam preparation, simply completing the course alone does not guarantee that you will pass the exam. In addition to this online course, exam items may sometimes be based on knowledge gained from on-the-job experience. You can learn more about the exam by visiting the exam web page, using this link.
You have already downloaded the HPE Press course study materials.
When you are ready to take the certification exam, you can register for it at Pearson VUE, using this link.
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
Resources
This section provides a list of the sources referenced in the Selling HPE Hybrid IT, Intelligent Edge, and Services course.
This section is divided into subsections, which correspond to the modules in the course. Within each subsection, the sources are listed under the name of the frame on which they appear in the course.
The following format is used:
<Name of frame in the course>
<Name of source>
<short description of the source>
<URL (if one is available)>
Module 1: Trends and Consumption Models
Digital Disruption Gets Real
IDC FutureScape: Dawn of the DX Economy and the Digital-Native Enterprise
This study predicts key developments in the tech world.
https://www.idc.com/getdoc.jsp?c=US41883016
IoT Market Growth
IDC Market Forecast: Worldwide Internet of Things Forecast Update, 2016–2020
This market forecast predicts the market for IoT.
https://hpe.northernlight.com/document.php?docid=HO20160604090000170&datasource=HPESYND&trans=view&caller=resultslist
Gartner Survey Analysis: Early Adopters of Internet of Things Poised to Make 2016 the Year of the Customer
This survey looks at IoT adoption.
https://hpe.northernlight.com/document.php?docid=HO20160215680000100&datasource=HPESYND
AI—The Brain Behind IoT and Digital Disruption
HPE Customer Testimonial
Kaeser Kompressoren uses Industrial IoT to decrease downtime.
https://h20195.www2.hpe.com/V2/GetDocument.aspx?docname=A00001469ENW
Next-Gen Technologies Driving Spending
IDC Futurescape: Worldwide Datacenter 2017 Predictions
This IDC study explores predictions for the worldwide datacenter market.
https://www.idc.com/getdoc.jsp?c=US41870916
IT Struggles to Meet Demands
IT Quarterly: A Journal for CIOs and Their Leadership Teams
This article explores how companies need to speed digitization.
Hybrid IT: New Normal
Harvard Business Review: IT Takes Center Stage
This study shows how Hybrid IT is helping businesses transform.
https://hbr.org/sponsored/2016/11/hybrid-it-takes-center-stage
Constrained IT Budgets
CEB Key Findings from the IT Budget Benchmark
This study from CEB explores IT budgets for companies in different industries
http://docs.media.bitpipe.com/io_10x/io_102267/item_465972/CEB%20IT%20Budget%20Benchmark%202015-16_MFV.pdf
IDC Technology Spotlight: “As-a-Service” IT Consumption Model for Digital Business Innovation
IDC explores the growth of “as-a-Service” consumption models in this whitepaper.
Flexibility of Consumption Models
Harvard Business Review: Funding IT Transformation: How Companies Can Get Past Legacy Lockin and Stop Playing Catch-Up
This article explores how third-party companies can help with IT Transformation.
Module 2: Why HPE?
HPE is a Born Innovator
HPE Website: Timeline of our history—Product
This website highlights key milestones from HPE’s history in terms of its products, from 1938 to now.
https://www.hpe.com/us/en/about/history/timeline/timeline-product.html
Companies Need Help with Hybrid IT
Forbes Article: Hybrid Cloud’s Appeal is Universal, Survey Shows
This article investigates the appeal of hybrid cloud computing to the majority of enterprises and its benefits.
https://www.forbes.com/sites/joemckendrick/2016/03/31/hybrid-clouds-appeal-is-universal-survey-shows/#7b635640678e
HPE Internal Research
When researching customer’s right mix of IT, HPE found that the majority of Hybrid IT implementations use external services.
Choosing an IT Provider
IDC Pay per Use Survey: Enterprise Customers View of Pay per Use Offerings
This survey examines survey data to examine the importance and satisfaction levels with current pay-per-use options.
https://www.idc.com/getdoc.jsp?containerId=US41673116
IDC Market Analysis Perspective: Worldwide IT Leasing and Financing Trends, 2016
This IDC Market Analysis Perspective discusses IT leasing and financial trends in 2016.
https://www.idc.com/getdoc.jsp?c=US41732016
Module 3: Why HPE?
Speak Decision Makers’ Language
CompTIA ChannelTrends: Meet the New IT Decision Makers
This article looks at the new roles of IT decision makers that are emerging as a result of technology innovations.
https://www.comptia.org/about-us/newsroom/blog/comptia-blog/2017/03/16/channeltrends-meet-the-new-it-decision-makers
IDC Promo: Digital Leaders Create an “Outside in” Business Environment
This promo page explains IDC’s definition of leadership transformation and its importance to companies.
https://www.idc.com/promo/thirdplatform/digitaltransformation/leadership
Book recommendation: Financial Intelligence by Karen Berman and Joe Knight
This book gives managers the tools and unique approaches to become savvy with financial data.
https://www.amazon.com/Financial-Intelligence-Managers-Knowing-Numbers/dp/1591397642
iBVF—Speak in the Industry-Specific Language
HPE Video: Vertical Industry Business Value Frameworks
This short training will show you how to use the iBVF for industry verticals.
https://w.brainshark.com/HP-ESSN/vu?pi=zHUzySVKbzz0
HPE Website: Industry Business Value Frameworks
HPE Channel partners and employees can log in with HPE passport to view the iBVF.
https://www.mylearninghpe.com/iBVF/index.aspx
Module 4: Qualifying the HPE Intelligent Edge Opportunity
IoT Market Growth
IDC White Paper: Driving Business Value with Desktop Virtualization
This white paper explores the business benefits of desktop virtualization.
https://www.hpe.com/h20195/V2/getpdf.aspx/4AA4-7040ENW.pdf
Accudata Systems: Successful VDI deployment
This article explores best practices and statistics for VDI deployments.
https://hpe.northernlight.com/document.php?docid=HO20160215680000100&datasource=HPESYND
Market Growth in VDI
Knowledge Sourcing Intelligence LLP: Desktop Virtualization Market - Forecasts from 2016 to 2021
This market forecast predicts the desktop virtualization market.
https://www.hpe.com/h20195/V2/getpdf.aspx/AA4-7040ENW.pdf
Mordor Intelligence: Global Financial Services Desktop Virtualization Market
This report breaks down and predicts the market for desktop virtualization in the financial services industry.
https://www.mordorintelligence.com/industry-reports/desktop-virtualization-in-banking-industry
Summary
HPE Partner Seismic
This HPE web site provides you with many sales resources. It is also a good way to find new opportunities with HPE or ones that were not included in this course.
https://hpe.seismic.com
Module 5: Why HPE for the Intelligent Edge?
Aruba Redefines Mobility as High Quality
The Economist Intelligence Unit: Mobility, performance, and engagement
This study shows how CIOs can improve business performance by focusing on employee experience.
www.arubanetworks.com/download.php?file=/assets/EIUStudy.pdf
Actual Results
HPE Case Study: iSource Soars Over Graphics Hurdles with HP Moonshot
This case study explores how one company benefited from Moonshot for its power users.
HPE Case Study: Yorkshire Building Society raises efficiency with hosted desktops:
This case study explores the benefits of the HPE Hosted Desktop solution for YBS.
https://h20195.www2.hpe.com/V2/GetDocument.aspx?docname=4AA5-8965ENW
StorageNewsletter: Financial Impact of Data Loss for Business
This article addresses many different studies that all explore the impact of data loss.
https://www.storagenewsletter.com/2017/05/16/financial-impact-of-data-loss-for-business/
Module 6: Qualifying the HPE Hybrid IT Opportunity
DevOps
Betanews: A closer look at DevOps adoption in the enterprise
This article includes research that shows how organizations approach DevOps
https://betanews.com/2017/02/16/devops-adoption-enterprise/
Automation Tools
HPE solutions integrate with tools to create a completely programmable infrastructure. You can learn more about each of these tools at these links:
•Chef: http://www.chef.io
•Docker: http://www.docker.com
•Ansible: http://www.ansible.com
•Puppet: http://puppet.com
 
New World, New Opportunities
Forbes: Roundup Of Analytics, Big Data & BI Forecasts And Market Estimates, 2016
This article summarizes forecasts and market estimates from different sources around analytics, big data, and business intelligence.
Roundup Of Analytics, Big Data & BI Forecasts And Market Estimates, 2016
Cloud Automation
RightScale: 2016 State of the Cloud Report
This report is a guide to cloud industry trends.
https://www.rightscale.com/lp/state-of-the-cloud
451 Research Voice of the Enterprise: Cloud Budgets and Spending 2015
This article gives insight into how enterprises are allocating their cloud budgets.
451 Research Voice of the Enterprise: Cloud Computing, Q1 2016
This report explores how enterprises are using the cloud for certain workloads.
451 Research Voice of the Enterprise: Cloud, Workloads and Key Projects, 2016
This study looks into end-user adoption of cloud and cloud deployment models.
Software-Defined Infrastructure
Forbes article: 30% of Servers Are Sitting ‘Comatose’ According to Research
This article explores server utilization with studies from Stanford University and McKinsey and
Company.
https://www.forbes.com/sites/benkepes/2015/06/03/30-of-servers-are-sitting-comatose-according-to-research/#20a0077d59c7
Module 7: Why HPE Hybrid IT?
Stand Out from the Crowd with Your Customer
451 Research Pathfinder Report: Best Practices For Workload Placement in a Hybrid IT Environment
This advisory report analyzes best practices for making workload placement decisions in a Hybrid IT
environment.
https://www.hpe.com/us/en/resources/cloud/hybrid-it-workloads.html
HPE Makes Hybrid IT Real
IDC Whitepaper: The Future of Hybrid IT Made Simple
This whitepaper explains the results of interviews designed to uncover the challenges and opportunities organizations faced as they implemented hybrid IT.
https://www.hpe.com/us/en/pdfViewer.html?resource=/content/hpe/country/us/en/resources/solutions/white-paper/future_of_hybrid
Hybrid IT Rising
PR Newswire Press Release: Hybrid IT Tops Enterprises’ Network Agenda in 2017
This study, based on interviews, analyzes how decision-makers are using and planning to use their networks more strategically and effectively under a hybrid IT framework.
https://www.telegraphindia.com/pressrelease/prnw/54840/hybrid-it-tops-enterprises-network-agenda-in-2017.html
HPE and HPE SGI Leading the HPC Market
Top 500 List /November 2016
This list compiles statistics on high-performance computers, ranking the most powerful computer systems.
https://www.top500.org/list/2016/11/
Module 8: Course Summary
Trust HPE to Deliver Solutions Your Customers Need
Letter to Stockholders and Notice of 2017 Annual Meeting
This letter from Meg Whitman, HPE CEO, describes HPE strategy.
https://iiwisdom.com/hpe-2017/letter-to-stockholders-and-notice-of-2017-annual-meeting/
Help Align IT with the Customer’s Desired Business Outcomes
HPE Video: Vertical Industry Business Value Frameworks
This short training will show you how to use the iBVF for industry verticals.
https://w.brainshark.com/HP-ESSN/vu?pi=zHUzySVKbzz0
HPE Website: Industry Business Value Frameworks
HPE Channel partners and employees can log in with HPE passport to view the iBVF.
https://www.mylearninghpe.com/iBVF/index.aspx
Start with Professional Services
451 Research: Best Practices For Workload Placement in a Hybrid IT Environment
In this white paper, 451 Research explores how to choose where to place a workload in a Hybrid IT environment.
https://www.hpe.com/us/en/resources/cloud/hybrid-it-workloads.html
Offer New Funding Strategies
IDC Insight: HPE Financial Services Diversifies IT Consumption Programs to Meet Enterprises’ Changing Needs
This study discusses HPE IT consumption solutions.
https://www.idc.com/getdoc.jsp?c=US41117116
Build Your Sales Pipeline with HPE Opportunities
HPE Partner Seismic
This HPE web site provides you with many sales resources. It is also a good way to find new opportunities with HPE or ones that were not included in this course.
https://hpe.seismic.com
Exam Checklist
HPE My Learning
Recommended training for the exam.
https://www.mylearninghpe./hpcpbenefits/hpelogin.?HPPSESSION=NO
Exam
This link will allow you to register to take the certification exam (HPE2-E55).
www.pearsonvue.com/hpe
This eBook is licensed to HPE Guest, hpe_guest@hpepress.com
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