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HP Unveils Significant Enhancements  
to Its PartnerONE Program 
New program incentives and rewards introduced to 
boost partner growth and profitability  
 

 

 

PALO ALTO, Calif., Oct. 10, 2011 – HP today enhanced its industry-
leading PartnerONE program with incentives and rewards intended to 
help partners deploy new IT solutions and fuel profitability while 
increasing the ease of doing business with HP.  

The new enhancements, effective Nov. 1, will provide channel partners 
more opportunities to participate in selling across the HP portfolio, 
enabling them to build more practices and reach more prospective 
customers. They include: 

— New “Specialist” designations, including Client Virtualization, 
Managed Print, Managed Print Advanced, Document Solution, App 
Systems, Advanced Networking and Professional Networking, that 
align partners’ expertise to the evolving business requirements of 
customers based on the changing IT landscape. 

— A new marketing resource, Marketing Depot, that enables partners to 
customize HP demand-generation tools for increased market 
awareness. Marketing Depot offers greater flexibility in co-marketing 
services, unlimited template choices and the consolidation of multiple 
marketing repositories into one pan-HP solution for partners.  

— New Business Opportunity (NBO) benefits enhanced to include offers 
on both monochrome and color multifunction printers. In addition, 
enhancements include adjustments to the HP Industry Standard Server 
(ISS) and HP Business Critical Server (BCS) product families, and 
additional volume benefits for HP Networking.  

— Robust demo equipment discounts for HP Networking, allowing 
eligible partners to buy or lease equipment through HP Financial 
Services for customer demos/proof-of-concept. This new offer will 
provide substantial rebates on eligible products purchased or leased 
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from HP Financial Services. 

— HP Enterprise Servers, Storage and Networking (ESSN) sales area 
realignment, resulting in a more efficient approach for partners to do 
business with HP, including simplifying HP ExpertONE certifications 
requirements.  

— New partner branding and insignias for Business and Preferred 
partners will be made available to help customers more easily find the 
right partner to support their technology needs.  

“Today’s announcement is further evidence of HP’s constant commitment 
to invest in its channel partners and their continued growth and success,” 
said Matt Smith, director, Americas Channel Marketing, HP. “We have 
invigorated our partner program to make it more predictable and 
profitable to do business with us. Additionally, the changes facilitate new 
business models that enable partners to help customers drive innovation 
with more agile IT solutions.”  

More information on the HP PartnerONE program is available in an 
online press kit.  

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 IT infrastructure at the 
convergence of the cloud and connectivity, creating seamless, secure, 
context-aware experiences for a connected world. 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; 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   
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customers, suppliers and partners; the achievement of expected operational and financial results; 
and other risks that are described in HP’s Quarterly Report on Form 10-Q for the fiscal quarter 
ended April 30, 2011 and HP’s other filings with the Securities and Exchange Commission, 
including but not limited to HP’s Annual Report on Form 10-K for the fiscal year ended October 31, 
2010. HP assumes no obligation and does not intend to update these forward-looking statements. 
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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. 
 
 
 
 
 


