7

HP Rolls Out Blue Carpet for Channel
Partners

PALO ALTO, Calif., April 2, 2012 — HP today announced the rollout of a
new program designed to reward partner sales representatives with
incentives and benefits for selling products and solutions across the HP
portfolio.

HP Blue Carpet will be available to all HP authorized channel partners in
the United States and will operate as part of the award-winning HP
PartnerONE program. Beginning April 2, partner sales representatives
can begin registering online for the program. Effective May 1, they can
begin entering their claims, participating in sales training and redeeming
rewards.

“HP has long invested in our channel partners, who serve as a strategic
extension of our sales team and key component of our go-to-market
strategy,” said Mike Parrottino, vice president and general manager, U.S.
Channel Sales and Marketing, Personal Systems Group, HP. “HP Blue
Carpet is a perfect example of our continued investment, rewarding
partner sales reps in a clear, predictable, customizable format for their
commitment to selling HP solutions.”

Beyond incentives and benefits, HP Blue Carpet, which will officially
replace HP Sales Promotion Incentive Fund (SPIF) rewards on May 1,
provides online access to sales training; an intuitive dashboard to track
earnings, redemptions and claim history; and access to a site that makes
it easy for partners to redeem awards for items such as VISA gift cards
and HP products.

Initially launched in Canada in 2006, HP Blue Carpet has delivered more
than 500,000 claims representing more than $12 million in rewards, and
has provided more than 100,000 education modules to more than 5,000
members. The program has proven to be a valuable resource for
Canadian channel partners, who have earned rewards funds to purchase
items ranging from family vacations and groceries to engagement rings
and home theater equipment.

HP Blue Carpet is supported by a dedicated customer support team, who
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are available exclusively to help HP partner sales representatives with
Blue Carpet inquiries. Customer support is available by calling 1-877-
780-9191 or by sending an email.

More information about HP Blue Carpet, including registration, is
available at usa.hpbluecarpet.com. HP will offer a reward incentive to the
first 5,000 partner sales representatives to register.

About HP

HP creates new possibilities for technology to have a meaningful impact
on people, businesses, governments and society. The world’s largest
technology company, HP brings together a portfolio that spans printing,
personal computing, software, services and [T infrastructure to solve
customer problems. More information about HP (NYSE: HPQ) is available
at http://www.hp.com.

This news advisory contains forward-looking statements that involve risks, uncertainties and
assumptions. If such risks or uncertainties materialize or such assumptions prove incorrect, the results
of HP and its consolidated subsidiaries could differ materially from those expressed or implied by such
forward-looking statements and assumptions. All statements other than statements of historical fact are
statements that could be deemed forward-looking statements, including but not limited to statements of
the plans, strategies and objectives of management for future operations, including execution of cost
reduction programs and restructuring and integration plans; any statements concerning expected
development, performance or market share relating to products and services; any statements
regarding anticipated operational and financial results; any statements of expectation or belief; and
any statements of assumptions underlying any of the foregoing. Risks, uncertainties and assumptions
include macroeconomic and geopolitical trends and events; the competitive pressures faced by HP’s
businesses; the development and transition of new products and services (and the enhancement of
existing products and services) to meet customer needs and respond to emerging technological trends;
the execution and performance of contracts by HP and its customers, suppliers and partners; the
protection of HP's intellectual property assets, including intellectual property licensed from third
parties; integration and other risks associated with business combination and investment transactions;
the hiring and retention of key employees; expectations and assumptions relating to the execution and
timing of cost reduction programs and restructuring and integration plans; the resolution of pending
investigations, claims and disputes; and other risks that are described in HP’s Quarterly Report on
Form 10-Q for the fiscal quarter ended January 31, 2012 and HP’s other filings with the Securities
and Exchange Commission, including HP’s Annual Report on Form 10-K for the fiscal year ended
October 31, 2011. HP assumes no obligation and does not intend to update these forward-looking
statements.

© 2012 Hewleti-Packard Development Company, L.P. The information contained herein is subject to
change without notice. The only warranties for HP products and services are set forth in the express
warranty statements accompanying such products and services. Nothing herein should be construed
as constituting an additional warranty. HP shall not be liable for technical or editorial errors or
omissions contained herein.
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