98 5Pt binitt Héghbgnijndust rys;

.Cc.Pur pose;

This unit describes the targeted marketplace for HP's
Cor por at e Busi ness System

.c.(bj ectives;

At the end of this unit, you will be able to:

3 I dentify the changes now i npacting traditional high-
end environnents.

3 Identify the major areas where HP has sol uti ons by

i ndustry and type of application.
3 Descri be why HP's conpetitors' situations have
favorabl e affected HP' s current w ndow of opportunity.
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.c.Introduction;

HP' s Corporate Business Systens are high-end systens that
position HP for aggressive novenent into a new cl ass of
performance and the corporate data center environnent. It
represents an opportunity for you to strategically partner
wi th high-end custoners who are | ooking for |ower cost and/
or next-generation solutions for |arge applications.

It is inmportant to enphasize that HP's Corporate Business
Systens are not nmai nfranes. That is, these systens do not
utilize old technol ogy and 1960's type architecture, nor do
t hey have high mai nframe costs.

Rat her, the HP Corporate Business Systens are a nainfrane
alternative which provide the solutions required for |arge
system conputi ng.

These new hi gh-end systens for the HP 3000 and HP 9000
famlies are being introduced under the comon unbrella of
" Cor porate Business Systens”. Mre details on these products
are covered in Unit 3.

.C.HP Target Opportunities;

The introduction of the HP Corporate Business System all ows
HP to nove into the business world as a nuch nore form dable
conpetitor. There are four generic opportunities for

mar keting the systemto the high-end custoner:

3 As an extension of the HP product line: The Corporate
Busi ness Systemis conpatible with all HP 3000s and HP 9000s
respectively. It provides custoners with the opportunity to
upgrade their existing systenms and to consolidate nmultiple
systens for sinplicity and control. The systemrepresents a
new pl atform for new areas and new applications within the
accounts that we already have.

3 As a .i.mainframe alternative; platform: This is the
kind of systemyou can feel confident in placing next to an
old mainframe in the data center, letting the MS Manager
conpare the old and the new.

3 As a replacement of old systems such as the 43xx and
30xx systens fromIBM and ol der systens from Unisys,
Honeywel | -Bul | , and ot hers.

3 As an enterprise-wide solution provider: HP has
significantly strengthened your position to be a key

| nformati on Technology (IT) partner and to go after |arge
applications and strategic accounts in key industries.
.c.Mainfrane Alternative Qpportunities;

One of the key opportunities for the HP Corporate Business
Systemis in the mainfranme alternatives arena. Prine
candidates for a mainfranme alternative installation are
custoners needing to:

3 Repl ace existing, "patched-together" applications with
better or nore reliable ones.

3 Add new applications supported on the HP 3000 or HP
9000.

3 O fl oad corporate applications, such as .i.Human
Resources; or .i.Financials;, to a systemthat can co-exi st
with their |arge WS/ ESA mai nfrane.

3 | nprove access to data in the conpany's conputers.



Achi eve faster response tines.

Devel op applications faster and nore cost-efficiently.
Move to nore reliable hardware.

Repl ace agi ng mai nframes (1 BM 308X, Bull, Unisys) with
key corporate applications or in key HP 3000 and HP 9000
vertical markets (chart in Unit 3).

3 Reduce annual |IT outlay for maintenance and support.
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.c.Opportunities and Applications by Industry;
.C.Manufacturing;

The .i.manufacturing; industry affords us the greatest
opportunities to expand beyond our traditional strengths in
di stributed business and nmanufacturing applications outside
of the data center. Key application areas for the HP

Cor por at e Busi ness System are:

Financials and .i.MRP 11 ;
M d-si ze conpanies that are in a high growh node and that
have financials on a md-range or older mainfrane wll be

| ooki ng for mainfranme class performance at m d-range costs.
Mai nframe software avail abl e today includes Oracle
financials and R/'3 from SAP.

Addi tionally, large Fortune 500 conpani es typically pass

pl ant requirements down to each |ocal plant. Wen doi ng MRP
pl anni ng, data must then be pulled up to the Corporate
Level. This type of MRP planning is very conpute intensive
and therefore is a prime opportunity for being offloaded
froma mainfrane. MRP mai nfrane software such as CONTRCL:
Manuf acturing from C ncomand R'3 from SAP wil|l soon be
avai | abl e on HP.

Logi stics and

.i.Distribution;

Custoner service is becomng a key differentiator in the
1990's. Custoners that produce nultiple products from

mul tiple plants for nultiple distribution points need DRP
systens. Historically, these applications use a |arge anount
of mai nframe resources. Minfranme class distribution
software currently avail able on HP includes Dun &
Bradstreet's SF/ DRP system w th additional |ogistics and
di stribution software being offered soon.

.i.Data Repository;

Consuner products conpanies with | arge marketing

organi zati ons keep |l arge volunmes of data on sales statistics
and customer service activities such as mailings and 800
nunber calls. Fast access to this data is critical, but not
al ways possi ble due to overl oaded nai nfranes. One sol ution
tothis is to nove the marketing applications off the

mai nfrane and onto their own dedicated system Currently no
off the shelf software exists so conpanies nust wite their
own custom appl i cati ons.

.c.Telecom;

.i.Telecomnmunications is a fast-grow ng i ndustry where HP
has been very successful in the last few years. Through
1995, this opportunity should grow given that their
expenditures for UN*X are increasing twice as fast as both
the total software nmarket and the total information systens
spendi ng (based on Busi ness Research G oup data). This
growt h shoul d support many opportunities for Corporate

Busi ness System class platforns. |Inportant applications

i ncl ude:

3 Busi ness Support Systens

3 Tool s

3 Net wor ks Oper ati ons Managenent



.1 . Busi ness Support Systens;

Busi ness Support System opportunities exist with wire
(cellular) and | andline service providers in the fol
ar eas:

3 Mar ket i ng

3 Billing

3 Cust oner service applications

3 Tariff filing

The landline provider's typical IT environnment includes

mai nfrane- based i n-house software or is provided by a
service bureau with VAB software.

For wireless providers the IT environnent is either in-
house PC/ mi d-range based systens or it is provided by a
servi ce bureau.

Two sol utions being investigated for porting to Corporate
Busi ness System class HP platforns include CASS 2000/ 3000
fromCellular Sol utions (subsidiary of Tel esciences) and
Hot wat ch from Cel | ul ar Techni cal Services.

.1 . Network Operations Managenent ;

As tel ecomruni cation service providers' networks becone nore
and nore conpl ex, Corporate Business Systens class machi nes
are needed to handle tracking and nonitoring of increased
network traffic. AT&T is an HP CEM whi ch has 60- 70% mar ket
share in the U S. for Network Operations systens. Corporate

| ess
owi ng

Busi ness Systens will extend the HP solution set to nore of
AT&T' s target custoners.
.i.Tool s;

Several different tools are required to support business
support applications and network operations nmanagenent and
therefore nust al so run on the Corporate Business System

pl at f or m

Many of the tel ecomruni cati on conpani es have trenendous
needs to transport information fromvarious disparate

dat abase systens. One way to acconplish this is through the
use of database interface tools |like Information Buil ders

| nc. FOCUS product.

Tel ecommuni cati on conpani es often have uni que networ ki ng
needs. One that is prevalent at many Regional Bell Operating
Conpani es (RBOCs) is BSC/ 3270 with HLLAPI. HP is worKking
with key providers of this software (Systens Strategies
EXPRESS product) to ensure we have the required
connectivity.

.c.Wholesale Distribution;

The .i.whol esale distribution; industry represents

t remendous opportunity for HP, which is recognized as the
second | argest vendor in this industry. The majority of HP' s
success in whol esal e has been in our eight target segnents
and with smal | -nmedi um si zed distributors through the VAR
channel . Now, the Corporate Business System enables us to
aggressively penetrate |large distributors. W are al ready
experienci ng success wWith distributors who presently have
mai nfranes and are downsi zing to HP systens. Sonme recent

wi ns include Healthco, Ideal Plunmbing and G oupe SOPA.

Cor por at e Busi ness Systens will dramatically increase HP' s
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success in mai nframe downsi zing opportunities. It will also
help to position HP as a key player in overall supply chain
managenent, integrating manufacturers, whol esal ers, and
retailers to nore effectively manage the supply chain. In
addi ti on, we have seen increased interest by nmainfrane
software providers to work with HP in going after the

whol esal e di stribution industry.

| mportant applications include:

Sal es/ marketing

Central purchasing

| nvent ory nmanagenent

Fi nanci al s

Human resour ce managenent

Consol i dat ed reporting

E- mai |

| mportant VABs i ncl ude:

w

3
3
3
3
3
3

3 Di stribution Resources Conpany

3 R&D Syst ens

3 Dun & Bradstreet

3 STSC

3 Utinmate Data Systens

.C.Retail;

HP's monentumin the .i.retail; industry is rapidly grow ng.

Qur strategic focus on store automati on has been very
effective in enabling us to successfully work with | eading
retailers. Wth the introduction of the Corporate Business
System HP is now well positioned to aggressively go after
mai nf r ane- based application opportunities at headquarters.
In addition, with our Corporate Business Systens offerings
we are now able to position HP as a key player in overal
supply chai n managenent, integrating manufacturers,

whol esal ers, and retailers to nore effectively manage the
suppl y chain.

One specific area that represents trenmendous opportunity for
HP is mail order. The Corporate Business Systens enabl e us
to work with the | eading solutions providers in this segnent
to aggressively pursue large catalog or nmail order conpanies
whose needs we were not able to effectively address until
Nnow.

| mportant applications include:

Mer chandi si ng

Central purchasing

Fi nanci al s

Mai | order/catalog fulfillnent

Data repository

Proprietary credit managenent

Human resources

| nvent ory managenent

HP's mail order VABs include Axciom Smth Gardner, and
Target Informati on Systens

-c.Government;

The .i.governnment; segnment of the market has | arge budgets
and is littered with old mainfranes. In general, the focus

WWWWWwwWwww
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Il be on offloading the mainfrane in state and | ocal
overnnent environnments. Major applications include:
Central records nmanagenent

Centralized billing

Li brary managenent systens

Muni ci pal courts

Gty managenent systens

Heal th and wel fare adm nistration

WWWwWwwwe

Third-party solution providers include Dynix, Inlex,

Sof tware AG and M tchell-Hunphrey.

.Cc.Education;

Until now, HP's success in selling adm nistrative systens in
the Hi gher .i.Education; market has been predom nantly in
medi um and small colleges. For the first tinme, HP can offer
an attractive alternative to the 30xx and 43xx systens bei ng
used for student, financial, and library adm nistration in

| arge universities. Mny custoners are seeking third-party
solutions, but there is also a strong denand for state-of-
the-art tools to support in-house application devel oprent.
Maj or opportunity areas include:

Academic .i.library managenent system opportunities;

There are a nunber of old, mainfranme-based |ibrary systens
whi ch date to the early days of library automati on which are
installed in university libraries. Academic libraries are

| ooki ng for cost reduction while adding new capabilities in
the software and systens they purchase. They are al so trying
to gain nore vendor independence.

HP' s | argest academ c |ibrary VABs include Dynix and VILS

Uni versity core adm nistrative system opportunities
Large universities traditionally have used mai nfranmes or

| arge VAX systens for .i.central admnistration; functions
such as:

3 Student adm nistration for the entire
canpus

3 Financial managenent functions

3 Payrol | / per sonnel managenent

HP's VABs in this application area include:

3 Al M5 G oup

3 Bi Tech Software

3 CARS

3 Systens and Conputer Technol ogy (SCT)

3 Sof twar e Research Nort hwest

.c.Financial Services;

The .i.Financial Services; Market provides HP with a
tremendous opportunity for growh. W are increasing our
focus here for one nmjor reason -- our open systens approach

neets the needs of customers. Research and experience tells
us that the industry |leaders are noving to client server
based open systens as they are reengi neer their operations.



According to CSC/ I NDEX, the typical financial services
corporation spends 4% of its revenue on IT, and foresees a
5.6% increase during 1992 in the face of current econom c
times. This industry uses IT as a conpetitive weapon, and
you can use our new high-end products as the entry to
penetrate these conpanies with big I T budgets.

The market is segnented al ong banking, securities and
insurance with the majority of software solutions witten
i n-house.

Banki ng
3 Consuner | oans
3 Trust nmanagenent
3 Pensi on adm ni stration
3 Downsi zing in back office

Securities

3 Large ticker plant operation

3 Analytics data base engine
3 Regi onal support of branch offices
3 Fund/ portfol i o nmanagenent
3 Large i magi ng server
| nsur ance

3 O ainms processing

3 Direct marketing databases
3 Account i ng
.c.Cross-Industry Applications;
HP i s aggressively pursuing cross-industry applications such
as financial accounting, human resources, sales and
mar keti ng data anal ysis, executive information systens, and
pensi on/ benefit systems. HP currently has many of these
applications in place.
The HP Cor porate Business Systemis entering a multi-
billion dollar market at a tine when custoners are denandi ng
new, innovative, and high-quality solutions fromtrusted
suppliers. Qur challenge is to capture a | eading share of
t hi s hi gh-end market pl ace.
Table 1 identifies sone of the new high-end solutions on the
HP platfornms. A |arge nunber of these solutions have been
ported to HP over the last two years. HP is a prine
platform for mai nfranme sol utions due to our strong position
in the market and product line breadth at the high-end.
Avai l ability of these applications on HP's Corporate
Busi ness Systens opens up significant new markets for HP and
really unlocks the door to IBMs glass house. Use this
table to help identify the applications currently in use by
your clients that run on an HP system
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.C.HIGH-END

Runs On
HP Partner

ASK/ | ngr es

Ccd
Cel | ul ar Tech.
Cel lul ar Sol uti
Ci ncom
Conput er Assoc.

NOwW

DRC

Unit 1-10

Solution

Name
9000

MANMAN
NO
Advance
' 92

I ngres

PACLAN X,
PACBASE

Serv.
NO

ons
NO

Cont r ol
Q3792
Manti s
Supra

M g.

Cl assi ¢/ Open

SFD

For Hew ett-Packard I nternal

Solution

Focus

MRP Il, Finan
Fi nanci al s
Dat abase, 4G

I nt egrat ed
CASE

Hot wat ch
TBD

CASS 3000
TBD

4G
Database

CA- Uni cent er
HR

Di stribution

Main-

Industry frame

M g.
M g. NO
Hori zontal NO
Hori zontal YES

Busi ness Supp.

Busi ness Supp.

MRP 1 | M g.
Hori zontal YES
Horizontal YES

System Myot i zont al

Hori zontal YES

Whol esal e NO

Use Only

.1.SOLUTION AVAILABILITY ON HP SYSTEMS;;

3000

' 92

NOwW

NOwW

Tel ecom

Tel ecom

YES

Q' 92
TBD

YES
NO

NOwW

TBD

NOW

NO

Hi gh- End Opportunity



HIGH-END SOLUTION AVAILABILITY ON HP SYSTEMS (Continued)

Runs On
HP Partner

Solution

Name
9000

Dun & Bradstreet

Dyni x

| nfor.

I nl ex

Lawson

M tchel | -
Hunphr ey

Oracl e

Peopl eSof t

Pi | ot
NOW
Quest

R&D Syst ens

SAP

Sof tware AG

Sof tl ab

Unit 1-11

Bui | der s

Executi ve

NO
DRP

Dyni x Auto
Li brary Sys

Wharehouse
Focus

NOW

I NLEX/ 3000

Account i ng

Di stribution

HR

Fi nanci al
Mgt

Fi nanci al s

Oracle

M g.

@' 92

HRVS

NetBase

Tr end

R'3
Q492

@' 92

Natural : 4G

Maestro |
NOW

Solution

Focus

AVAPS
Whol esal e

Lib. Mnt.
Corp. Libr.

EDA Data
Access

4G

Lib. Mnt.

Fi nanci al

Di stribution

HR

Fi nance

Fi nanci al s

Dat abase, 4G

MRP |1

HR

Li ghtship

Disaster
Tolerance

Di stribution

MRP ']

Fi nanci al s

4CGL

4CGL

Industry frame

MRP ']

Main-

M g.

Di stributi oYES

S&L.G Educ. NO
Elect. Data

Horizontal YES
Hori z, Tel ecom
S&LG, Educ. YES
Corp. Libr.

Hori zontal YES
Whol esal e  YES
Hori zontal YES
S&LG NO
Hori zontal YES
Hori zontal YES
M g. NO
Hori zontal YES

El' S/ 4G .Hori zonta

Horizontal NO
Whol esal es NO
M g. YES
Hori zontal YES
Hori zontal YES
S&LG

Horiz., Tel ecom

3000

YES

@' 92

NOW
YES

BER

'93

YES

NOW

NOW
' 92
@' 92

Q3792

YES

Hi gh- End OpportunFby Hew ett-Packard | nternal
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Storagetek 3480
Q3792
Compatible
STSC INC. STSC
Q3793

Texas I nstrunents
NOW

Utinate Data SH MS

VDS Conpass Cont.
NO

Cartridge Tape

TBD
Backup

Logistics,
Process Mfg.

| EF

Di stribution

Mainframe VYES
Storage
Wholesale,
Process Mfg.YES Q3793

Int. CASHorizontal YES

Whol esal e NO NO

A& MRPIT M g. YES

NO

NOwW

NOwW

For additional information about the applications listed, refer to the
Cor por at e Busi ness Systens Applications Guide included in your Sales Kit.
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.c.Window of Opportunity;

Problens currently facing our conpetitors have created a
favorable climate for HP's entry into the |arge systens
mar ket pl ace.

-c.| BM;
| BM has split its operations into several autononous
di vi si ons whose nmanagenent is neasured al nost solely on the
short-termprofitability of their respective units. The .i.
| BM RS/ 6000;, .i.IBM AS/ 400;, and .i.IBM, ES/ 9000; product
lines are all in separate business divisions, with the
followi ng inplications:

3 IBMs ability to maintain the inage of a grand strategy
Il be hurt by conpeting product |ines.

IBMs ability to devote the resources to devel op and
intain the business partnership, which has been their
traditional strength, is waning.

IBMs Enterprise visions (for exanple, SAA, Sysplex) have
key conponents spread across several of these autononous
divisions. This has the follow ng inplications:

3 IBMs ability to execute their Enterprise vision, already
late, will be pushed out further (md to late 1990's).

3 An opportunity is created for vendors such as HP who can
denonstrate they can solve the probl ens today.

The I BM AS/ 400 still doesn't offer the high-end perfornmance
that would allow it to conpete with HP at the Corporate
Busi ness System | evel .

You have the opportunity to position HP as a strategic
partner that provides a scal able and conpati bl e system
platformto neet the needs of the enterprise. The data
center has to integrate and manage the user environnment that
IBMis currently neglecting. HP's experience with the user
envi ronment, our support of the nobst popul ar LANs, and our
ability to integrate and nanage them nmakes us the natural
part ner.

| BM has historically taken the "Don't worry, IBMw Il nake
it work"” attitude. Their new organization will make it

i npossible for themto do this except for the |argest
accounts.

| ndustry consultants believe that HP has the opportunity to
fill this gap. Qur reputation as a quality conputer vendor
and our relationships with credible systemintegrators and
mai nfranme application suppliers such as Dun & Bradstreet,
Comput er Associ ates, and SAP nake us a natural strategic
part ner.

-Cc.DEC;

Digital's high-end product line is in a shanbles.

3 The .i.DEC, VAX 9000; is essentially a dead product. DEC
is even telling sone of its custoners to nove to the VAX
6000.

3 .i.DEC VAX 6000; is in somewhat of a |ame duck status.
The grom h path is a box-swap to .i.Al pha;, DEC s future

Rl SC systens, after one nore VAX 6000-700 system upgrade.

3 Industry opinions vary on whether it will be md-1993 or

W
3
ma
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even 1994 before DEC can ship Al pha for large, nulti-user
systens with VMS functionality.

HP made the transition to a RISC platformfive years ago. W
now of fer the only RI SC architecture designed for the
commercial environment. There are thousands of applications
currently available for HP systens. Also, the strategic
conponents are already avail able. For exanple, highly
functional |BM networking capabilities, comercially robust
operating environments with .i.MPE/i X, and .i.HP-UX;, and a
broad range of mainfranme applications are ready or are being
ported. Alpha will stall DEC s ability to offer a conparabl e
set of solutions for several years.

.Cc.Sequent ;

.1 .Sequent; has not yet established w de-spread credibility
in the data center. Wth HP's new Corporate Business System
time may have run out.

The | oss of the Unisys OEM contract al so has hurt Sequent's
ability to project credibility in the data center.
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