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HP Infrastructure Virtualization
Event in a Box Follow-up Call Guide

Business Objectives:

Your goal is to generate leads and sales for HP
servers and storage with Microsoft Hyper-V and drive
penetration of HP virtualization solutions into
Midmarket accounts. Doing so will help:

eIncrease HP’s share of the $90B addressable market
for global small- and medium-size IT infrastructure
spend

*Positively impact $89M storage virtualization revenue
objective for 2010

*Generate demand for HP storage solutions using
storage virtualization

eIncrease attach/penetration rate of HP Care Pack
Services for HP servers and HP storage solutions
«Create new revenue streams for partner-delivered

Communication Strategy:

This is a world-wide demand generation campaign
with multiple touch points across a range of media
such as:

«Direct Mail

ISV solution flyer

*eDM (e-mail)

sLanding/registration page with resources
*Banners

*Promo unit

*HP.com home banner

*Video

*Newsletter blurbs

*Social media

*Event in a Box

Market Overview:

There’s a strong global demand for virtualization and the
current economic downturn also helps to boost virtualization
adoption, because of the technology's cost-cutting benefits.

According to IDC (IDC'’s Top 10 System Infrastructure
Software Predictions for 2009) Microsoft is expected to grow
it's market share in virtualization to 23% in 2009.
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and nex

,Stem Center

2neration ProL. sen s

For HP, Microsoft and Channel Partner Internal Use Only.

tualiz..aon solution to meet your customers’ needs. Core products for



Current Situation:

Prospects NOT virtualized: What'’s driving the
project?

*Flexibility for test and development (management)
«Cost and consolidation (cost)

*Better business continuance, HA and DR
(availability)

Virtualized Prospects: What are your biggest
challenges?

*Virtual server sprawl (management)
*Performance bottlenecks (performance)

sLooking for an alternative to VMware?
*Reconfiguration of existing storage (management)
sImplementing storage HA and DR (availability)

General

*Multiple Sites storing/producing Data
«Sites linked

*Strong Data Gro  «

eUnpredictable B\ Growth

*Budget constrair,  n storage
*Requires Synchror.. i~ation (HA fo
multiple sites)

*Requires Asynchronous Replica 1 (DR
remote offices)

sImplementing Server virtualizati
(Hyper-V) and requiri. ==~ Jrage

Customer Mindset:

Target customers for this campaign are aware
of the need to virtualize their environments in
order to realize gains in productivity and
storage efficiency and benefit from reduced
operational costs. Even if they adopt storage
virtualization solutions, challenges of overall
utilization, performance, management and
availability still remain.
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Target Audience:

Midmarket across all verticals (Midmarket defined as
companies with 100-999 employees) with:

*25 or more servers

*A minimum of one full-time IT person

*Primarily Microsoft® environments running
Exchange, SQL, Sha~-~

*Current HP s _ustomers with aging server/
storage infrastt  ‘ure

» stomers witl  chnology refresh requirements or
th 2 approachii ‘he er”’ 1eir technology lease
*P. vects lookin .waiize their infrastructures

Key cision mak s:
*Sen and storage Iministrators, IT directors and
below



Market situation

Customer Mindset:

eTarget customers are aware of the need to virtualize their
environments in order to realize gains in productivity and
storage efficiency and benefit from reduced operational costs
«Customers always are looking for ways of better business
continuity overall

*They are looking for that end-to-end solution that will reduce
costs, increase reliability and improve ease of management
*They are considering a multi site Disaster Tolerant solution

Desired Customer Actions/Behavior:

*We want our midmarket customers to know that HP has the
right end-to-end solutions for them that are rob ‘st and allow for
business continuity

*Customers should know *-~t HP can deliver ¢ . astructure
that is integrated by g Jwork together rb. rbusiness
outcomes

*Engage with you »ugh HP CTAs to fully k  efit fron. ‘“ering.

Barriers to Purchas.. ~ement:

*Somewhat low visibility of HP witti  ‘he in”  structure
virtualization space

*You are the extended rrach to tr P sal_s force and a key
component to success. _ion of more relevant assets
and mechanisms for you to reach end users is crucial to alleviate
this barrier.

sLack of understanding of HA/DR solutions

Wave messaging
Insight and Core Message:
Insight and Why HP?

«Storage virtualization, once regarded as the next step forward after server virtualization, does
not do enough for the midmarket customer who is constanth '- g for ways to reduce
operational costs and drive efficiencies

*Customers who have virtualized their ser/ers previoL , in retrospect, see the power of
virtualizing their entire infrastructures; tt  are unable  ‘ully optimize virtualization because they
do not have enough st~

eTarget customers ne  (nhatcon. ‘itive  ‘erentiator. + _ —cu-by-design infrastructure that
has adaptiv. compute emory,s 1age é >tworkresot =2s supported by HP Software and
Services, g qwithyc valueac sthec wer—aholi. approach to a fully virtualized
infrastructt

eHPand N ¢ ftcano _aitegrated se  r and stora¢  solutin~
costeffec 2a reliable R solution across Iltiple sites

can help customers a

e Sing -Mina  Wave z:a

Take Virtualization
TO THE MAX
Server v. tualization, while good, is only the beginning of the virtualization journey. To fully exploit
the power of virtualization—and take virtualization TO THE MAX—organizations should virtualize
their entire infrastructures.

Virtualizing the infrastructures will ensure that businesses maximize productivity, efficiency and
business value of their technology investments.

@m
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Wave messaging

Reasons to Believe (proof points):

By virtualizing the complete infrastructures, businesses realize additional
benefits in business agility, administrator productivity, business risk mitigation and
increased resource utilization.

«20:1 consolidation enabled with next-generation ProLiant servers: Consolidate
and realize up to 97% reduction in power and cooling expenses, up to 95% fewer
servers to manage and 95% fewer software licenses with the next-generation HP
ProLiant servers powered by Intel® Xeon® processors 5600 series.

Source: Based on HP internal testing

*Triple the capacity of your data center: HP’s exclusive Dynamic Power Capping
technology allows 3x as many servers to be deployed within an existing data
center.

Source: HP Dynamic Power Capping TCO and Best Practices white paper; Nc 2008

*Get 27x more performance per watt: With 27>  re performance | ‘t, you

can pack 27x more perf- ~ce into the samc . “tructure capac
* based on HP internal te umpe .19 hardware on DLY G4 '.380G6 with Inte {eont
processor 5600 series

sLower your per GL  "orage costs by upto 4 ) withthe  * Storage rks
P4000 G2 SAN Solu. ~wared by Intel® - 7 _ess 5520.

Source: 02'10 price compai .- veen HP St ,eworks P4300 G. TBS.  Starter SAN
Solution compared to HP P4300 4.8 TB S+ ‘arter SA  olution

*NETWORKING: Up to 65% lower 1wal + tthan the industry average when
using HP ProCurve net* arking - .ment.
Source: IDC white pape -«ched Ethernet Solutions for the Midmarket, August 2009

HP/Intel®/Hyper V Versioning Proof Points

Intelligent Performance:

*Hyper-V in Windows Server 2008 R2 includes the Live Migration feature
which allows you to move a virtual machine h~* fwo virtualization host
servers without any interruption of servi

Flexible Virtualization:

*With Ir* ‘oer-v. ‘e Migration ana~- combine servers of
different  neration. ‘Inte. :0n® proce: _oed HP ProLiant servers
into virtu.  esource s,

itomate ne  _fficienc
<« elatest .performance a  energy-effic 1t Int~' - 1 HP ProLiant
ne genera 1 platforms runnii  Hyper-V R2 _.azation can significantly
lon overall erational costs— . power, cooling and real estate—
allw =deliv. 1g more IT serviccs 1or a business advantage.

Highly railakie and Disaster Tolerant

*The joint HP/Microsoft solution allows customer to implement a cost
effective highly available and disaster tolerant solution using Industry
Standard servers and StorageWorks P4000 technology .
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Tone of Voice, Suggested Introduction

and Conversation Starters

Tone of Voice:

The voice of all HP marketing efforts should speak with the strength and authority of the world’s leading technology company. Your tone should be:

*Bold, but never arrogant

*Proud, but never boastful

*Customer-focused with an understanding of our customers’ business outcomes
Direct, pragmatic and familiar

It is important that you are confident and take a stand on both where the industry is headed and how HP fits irt~ that directic

Introduction:
“Hello, this is [rep name] calling from [partner name]. You recently attended a semii.  ~fromh. nd N rosoft calle
Continuity through Virtualization.” I'd like to follow up with you on what yot =arned.’

_.uriking Business

Conversation Starters:

Did you...
*Request your ¢ Forrester whitepaper. amp  Your Virtua tion. efitt  Whatv. then ‘interesting part?
eldentify your  Irces of downtime?

sLearn how vir  lization can improve y¢  storaoe a0mics?
*Develop a com,. ~ve pusinessco  © 0 it
*Feel like you came aw., the infor uonyouneed 2ke: -antage of the latest virtualization technologies?

sLearn how virtualization can  ‘eryou ower bills and er. 2 a greener data center?
sLearn about the four pitfalls tc¢  'oid it rtual environments?

*Determine what's next in you' Jestf =fficiency?

*Know that Hyper-" ~+ovid~ 2 highest uptime for virtual machines?

*Realize that disaste: . . . _.<cry with Hyper-V costs 75% less than VMware?

*Know that the fastest way to reduce costs is to consolidate servers with Hyper-V?
*Would you like to learn how to implement an HA/DR solution quickly and cost effectively?

For HP, Microsoft and Channel Partner Internal Use Only.



Competitive landscape

HP Competitive Differentiation

*Only HP offers an end-to-end fully virtual infrastructure—virtual
desktop, virtual server, virtual storage, virtual connect, management
software and end-to-end virtual services—delivering cost savings and
flexibility across the entire infrastructure.

*HP can deliver an entire converged solution providing greater
integration with one vendor to call. 13:1 consolidation with next-
generation ProLiant servers helps customers realize up to 95%
reduction in power and cooling expenses and up to 90% reduction in
software licenses and number of physical servers to manage.

*HP has control over all aspects of the infrastructure (both ph:sical and
virtual) with HP Insight Control—deploying servers quickly, he ing
optimize power consumption and control from anywhere.

*Maximize application availability and pro
using HP P400" Ations and Ente  is.

lisaster recoven vy
“rtual Arrays (- A)

with Microsoft e Migration.
*HP provides ¢  rorise-class “always 0 avail=»"" -small &
midsize IT enviro. ~auiring the h —velof ¢ ability

sLower the cost of providings. thed F  zarnet and wireless ..etworking

services while impr ving the ity of ui0se services.

Competitive Advantage over Dell

Response: HP Virtual Infrastructure, a part of HP Converged Infrastructure

*End-to-end Virtual Infrastructure delivers cost savings and flexibility

*Openness and innovation helps integration with existing infrastructure
*Single-vendor solution provides greater integration he- '-86 hardware platform
and simplified customer support (one throat to ct ,

*High performance P4000 solutions * rovides cusi er with no single point of failure

Competitive Ad- - IBM

Respo e: HP VI allInfras cture part of HP  nverged Infrastructure
*“Intec 'by desi 'v- .egrated L. marketing”

*End- e Virtual\  _uaucture delivei ostsavings dflex”

*Ope ess dinnov on helpsintegrat  with existin _ouructure

*Sin¢ -vent solutic rovides greater i. . aenefits, X-86 base hardware
platf n

Yic performe e P4C  solutions provides customer with no single point of failure

Cu etitive Advantage over Cisco
Response: HP Virtual Infrastructure, a part of HP Converged Infrastructure

*End-to-end Virtual Infrastructure delivers cost savings and flexibility

*“Integrated by design” vs. “Integrated by committee”

Single-vendor solution provides greater integration benefits, X-86 base hardware
platform and simplified customer support (one throat to choke)

«Can integrate with existing infrastructure

*Provides end-to-end management and end-to-end services

«All storage available from same vendor as infrastructure

@m
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Overcoming Barriers

Barriers to Purchase Overcoming Barriers

Response: We do not restrict you to buying everything from HP—we can easily integrate into existing infrastructures.
However, HP Virtual Infrastructure takes it to the next level by providing a highly integrated infrastructure that delivers cost
savings and flexibility that you cannot get when you get off-the-shelf components from multiple vendors.

Response: HP is taking necessary steps so up-front costs are not a deterrent to run the - _.etit and powerful
infrastructure possible. Here are a few examples:

*HP Financial Services offers special, lease-back programs ~~ ° “mancing
*With P4000 SANSs clustering, you buy only the capacityy .eeda. rowii 2mentally.
*You cannot afford to hold on to your old server latforms.

« New servers payv for themselves in¢ ‘ttle asth  months

» 20:1 consolidatic ~ ratio

e Uptoa95%redi aninsoftwarel 1 g expe
Respon ‘ouwon’t be abli », ‘izethe b =fits . server\ ialization investn * S your storage environment is
readytc an  thedynamici ure. * It'stt easyli vendy rsavings from se..cr virtualization on inefficient storage
system
And de ndino ~ «hardwi replacen.  cycle, it may or may not require greater upfront costs. ROI evaluations
typical . aignihc  *tcapit  and operatic 1al benefits such as reduced server and storage purchases, decreased power
and ¢ ing costs,and, 'ced anagement costs.

| ltcou take less than a year to recover the upfront costs. Leasing eliminates upfront capital expenditures and spreads
payn its over the useful life of your storage environment.

Response: What does it do for you that you really like? Is it integrated with virtualization solutions like Microsoft and Citrix?
Does it offer zero downtime or instant recovery? Remember, if one virtual server goes down, all applications go down—uwiill
you be happy with your solution then? Have you tested your HA and DR processes and do they meet or exceed your
expectations? Does the competitive vendor provide a blueprint to help you implement an HA/DR solution?

@m
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Overcoming Barriers

Barriers to Purchase

Overcoming Barriers

Response: That's fine. We can work with you to do a phased approach and prioritize systems for consolidation. The ROl is
often quick and significant, and addresses both operating and capital expenses—from reduced storage and server purchases
to decreased power and cooling costs to reduced management costs.

We can start with a single application or a datacenter and once you see the benefits, mov . w [he next phase. Have you
considered leasing as a way to reduce your upfront expenditures and lower -~ erall TCO?

Response: Server virtualization does not autorr itically eq 'lower cc :and ore flexibility — can actually lead to more
complexity with additional layers of abstraction 1 virtual < rersprav ntop existing phy al sprawl. It requires a
strategic, holistic approach . nd intelligent, inte¢ dmana¢ entte  ize RC romises. Vi 1lization is not simply a

server technology, it isthe ¢ ‘ergence of ser . ‘torage, ' .cations in ¢ ay that func.  entally ch~1ges how you
utilize th  resources in your » T infrastruc  'e  1impac rour ability to res, 1d to busine ' . 10 maximize
thevalu  vourvirtualizatio  ‘tments,y¢ nee  maste anforyourinfrac cture * P hi_ ueen aleaderinIT
infrastt .. “ordecadesan ;th  nlypart rwith 2harde e, software, serv —u support to deliver a complete
solutior

Respc ut HP « alInfo  tructure, you have an integrated-by-design virtual infrastructure solution that provides

powel ooling, capitale. mar _ement savings.
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Next steps

Follow-up with your customers attending the HP Infrastructure Virtualization event and schedule an assessment of their
environment. If your company does not offer virtualization assessment or other services, contact your HP Partner
Sales rep to request assistance from HP Enterprise Services

e resouees -

<o

Insert screenshot(s) of local page here

ert local market URL here.

Www.h XXX
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Concept Statement

For risk-averse IT professionals, an exercise in imagining possibilities may be necessary to start them seriously considering
virtualizing their entire infrastructures. We want to whet their appetites about the opportunities inherent in complete
infrastructure virtualization and encourage them to investigate it, while also helping them understand that making it happen is
completely attainable.

REALIZE

“REALIZE” has multiple meanings. In our treatment of it, we'll m ‘ke it cle  that by ing REALIZE, .c primarily mean
“make it happen,” “bring it to reality” or “bring it to actuality.” Ad ble mec ngalsc ould ‘inferred. m“REALIZE" in that
we’ll help customers understand and believe thi * they’re empor dtoac alizz .e bene 5 ofinfras. cture virtualization
for their companies.

REALIZE b~ ~ility, product 1, 'nd resource tili. on.
REALIZLI 5% fewer serverst manag
REALIZE 9/v. .. nowera ..uoling ex, 1ses

REALIZE 3x the data nter pacity.

REALIZE the -ential of virtualization in your infrastructure—see how today.
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Post card invitation

Poster

Email Event registration page
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