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-.C.Purpose;

This unit addresses the role financing plays in selling to
t he hi gh-end narket.
.Cc.Objectives;

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

3 Recogni ze the inportance financing has to the high-end
custoner in nmaking a decision to break-away from a

tradi tional mainframe vendor.

3 Under st and why you need to sell the CFO as well as the
ClO It is also a good idea to include the CEO in the sales

process.

3 Recogni ze why a financing strategy nust be incorporated
early in the sales cycle.

3 Propose strategies for econom cally phasing in a high-
end HP sol ution.

3 Recogni ze how your conpetitors use financing as a

def ensi ve and of f ensi ve weapon.

Unit 10
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.c.Who 1s the High-End Decision Maker?;
In high-end systems the players are:

3 ClO (Chief Information O ficer)

3 CFO (Chi ef Financial Oficer)

The CIO may report to either the CFO or the CEO, but nust
ultimately convince the CFO on the financial nmerit of your

pl an.

The CFO often controls the conmpany's capital budget and cash
flow.

O course there is the ultimte boss:

3 CEO (Chi ef Executive officer)

Adding the CEO to your list of supporters is desirable.

CEO s are responsible for the conpany nmaki ng noney. Reduci ng
t heir expenses through a better financing package hel ps t hem
be financially responsible to share hol ders.

Note:

In very large companies, others may have sufficient
signature authority.

At the very beginning of the sales process, the question

must be asked: In your conmpany, who are the decision makers
on a large system i nvestnent?
3 Di vi si on Manager may have $2 million plus authority.

.c.Financing the Sale;
In the large systemenvironnment, financing the sale is a
core el enent.

Hi gh-1evel managers will inevitably be thinking of their
busi ness performance.
3 | nvestnents are | arge and deci sion nakers are

accustonmed to thinking in terns of dollars/nonths. These
i nvestnments require special planning.

3 O her large system vendors aggressively use financing
as atrigger for gromh and as a "lock-in" for account
control

3 Consi der that the prospect has worked hard to devel op
financi al arrangenents, |ike off-balance sheet financing and
custom zed | ease plans, and may resi st changi ng them

3 As a new player, HP will not be perceived as a ful

sol ution vendor. You can quickly reposition HP by indicating
HP' s financial capabilities.

3 CEQ CFGs will often object to the rapid depreciation of
HP' s technol ogy. This becones a non-issue when you propose
that the risk of obsolescence is left with HP when the

equi pnent i s | eased.

.c.Senior Managers Seek Partners;

Seni or managers seek a partner not a product. They think in
broader terns and need a partner that can view their

busi ness as they do.

To the CEQ'CFO, the stakes are high - ultimte
responsibility is theirs - so they value a commtted

part ner.

Leasi ng gives senior managers the flexibility to grow while
managi ng their cash flow and financial rati os.
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3 HP's ability to finance high-end systens nust be

communi cated often and at all levels to break through
preconcepti ons.
3 HP financi ng options make your offering equal or

superior to that of your conpetitors who position thensel ves
as strategic partners. For exanple, financing can be used to
devel op a | ong-range plan that incorporates business growth

and additional revenues. Paynents can be structured to grow

as cash fl ow grows.

.Cc.Monthly Costs, Quarterly Results;

The CFO or ClO wusually thinks in ternms of:

3 cor por at e bal ance sheet
3 quarterly results

3 st ockhol ders

3 Strategic rel ati onshi ps

I n nost cases the customer al ready has a budget for nonthly
| T expenses.

In the mainframe world, these |arge costs nust be nanaged-
or they inpact the financial statenent.

The signals to send to the custoner are:

3 | ndustry consul tants who have conpared HP' s | easing
with that of 1BM and DEC believe HP can structure nore
flexible finance terns at nore conpetitive rates than other
vendor s.

3 HP's flexibility is based upon ternms and paynent
schedul es to match your custoner's revenue stream at | ower
transaction |levels than mainfrane | essors offer.

3 HP' s strong bal ance sheet gives HP financing a | ow cost
of funds, which creates conpetitive rates.
3 Backed by over $1 billion in assets, HP Finance

Division is a worldw de organi zati on that has been providing
| easi ng services since 1972.

3 HP' s Sal es Fi nance Team can anal yze your custoner's
needs and tail or an appropriate plan.

.c.What CFOs Need;

CFGCs need ideas that relate to their business not to

t echnol ogy.

Key ideas you need to conmunicate to CFO s are:

3 HP Fi nanci ng can hel p "phase in" the HP sol ution.

3 Order now, pay |later.

3 HP solution w il accommobdate their budget constraints.
".1.Stepped paynents;" can help match the custoner's cash
flow.

3 Paynments can even be deferred to a | ater budget cycle.
3 HP may be able to help themreplace their old equi pnment

and any remai ning financial obligations (subject to |ocal
country | easing regul ations).

3 HP can | ease to custoners' subsidiaries worldw de.
Many customers need to run their old systemin parallel as
they install an HP Corporate Business System Leasing can
hel p make this affordable through installnment or deferred
paynents.
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" St epped paynents” will ease the custonmer's transition to
HP' s I ntegrated Sol ution

Hel p the custoner stay w thin budget:

3 Custoner doesn't want two maj or nonthly expense streans
whi | e changi ng or addi ng systens.

-.c.FInancing;

HP offers a conplete solution including |easing to ease the
process of phasing in new systens.

FI NANCI NG | S BOTH A KEY CLOSER AND A NECESSARY OPENER

HP's ability to finance the sale nust be an integral part of
your sal es preparation and your ongoi ng customer contact. It
can establish an inportant |evel of confort and trust.

Your conpetitor's hold on the custoner, through financing,
can be fierce.

The prospect may be very confortable with present financing
and reluctant to change.

Conmpetitors have built a financing cocoon around the

cust oner.

3 Custoner is encouraged to add on new offerings to the
| ease contract each year.

3 Perpetually "locks in" the custoner.

3 Turns upgrading into an ordi nary, planned expense.

3 Puts up road bl ocks on your way into the custoner.

Wrk with the Sal es Finance Representative to find the best
way to neet your prospects needs

The objective is to build a strategic partnership with the
custoner and structure a financing arrangenent that
establishes a |ong-termrel ationshi p.

.C.Help your customer work within a current budget by
tailoring a financial plan;

Hel p the custonmer to create a programthat exits costly
systens and phases in HP Corporate Business Systen(s).

Har dwar e, software costs, and conpl enmentary non-HP products
can all be "bundled" into an HP Plan (Sone | ocal
restrictions may apply. See your |ocal HP Sal es Finance
Representative for details).

Go for a financial solution that allows the customer to
snmoot hly acquire the HP solution. _ ) )
.C.High-End Customers Have Individual Financing

Needs;
HP has the flexibility to treat every high-end custoner
i ndi vi dual |y.

.C.Lease (HP Lease);

This is the nost conmon approach for high-end solutions. By
leaving title with HP, overcones risk of obsol escence. Fixed
rate .i.lease; contract with the option to renew, purchase
or return at the end of the term Can be tailored to offer
"of f - bal ance sheet fi nancing."

3 Ternms: 24, 36, or 48 nonths

.i1_Rental;

Pay to use instead of pay to buy.

3 Ternms: 12 or 24 nonths
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.1.Gradual Purchase; (;HP Installment Plan;) [plan has
different names in various countries];

For the custoner who prefers to own, spread the cost of
acquiring equi prent over tinme (like a loan). Title passes at
shi prent .

3 Terns: 12, 24, 36, 48, or-60 nonths

LEASING CAN PROVIDE
"ACCOUNT INFLUENCE"
AND BUILD A

STRATEGIC PARTNERSHIP

Use a financial strategy to maintain a higher degree of

Account Influence that will result in ongoing sal es.

Mont hly paynents to HP creates "annuity thinking."

3 Keeps the custoner nore closely tied to HP - sinply add
on and extend the | ease when the data center needs nore
power .

3 Fi ve year plans can be constructed that build in
addi ti onal systens, etc.

3 Custoner can add on to their equi pment or upgrade.

TRADI TI ONALLY, FI NANCE HAS BEEN LEFT TO THE END OF THE SALE
I N THE H G4 END MARKET, YOUR STRATEGY MJUST CHANGE
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Unit 10-8 For Hewl ett-Packard Internal Use Only Fi nanci ng
Opti ons



. Begin Table C

Unit 10 - Financing Options - Getting the CFO s Support
Pur pose 10-1

bj ecti ves 10-1

Who is the Hi gh-End Deci si on Maker? 10-2

Fi nanci ng the Sale 10-2

Seni or Managers Seek Partners 10-3

What CFGs Need 10- 4

Fi nanci ng 10-5

Hi gh- End Custoners Have | ndividual Financing Needs 10-6
Lease (HP Lease) 10-6

Rental 10-6

Gradual Purchase (HP Installnment Plan) 10-7

. End Table C.



. Begi n | ndex.

G adual Purchase 10-7
Lease 10-6

Rental 10-6

St epped paynents 10-5
. End | ndex.



