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HP Partner Agreement Enterprise Products Application  


IMPORTANT: 

· Having qualifying enterprise certifications and/or submitting an Enterprise Products Application is not a guarantee of approval.  HP reserves all rights regarding authorizations.

· Please submit all inquiries regarding Enterprise product authorizations and required documentation to your selected primary Enterprise Distributor of choice.  
     


Legal Business Name

     
doing business as name (if different from legal name)

     
Physical Address

     
City, State, ZIP

     
Primary Contact and Title 
     





Business Telephone



     
Mailing Address (if different than physical address)

     
Mailing City, State, ZIP

     
URL

     
Location ID# 

     
Primary Contact Email

HP Partner Enterprise Product Classifications

Only select the Enterprise product, one Enterprise Distributor, and Selling Area that you are applying for in Enterprise product authorization.  
	
(HP9000 and Integrity PLs 1X, 23 [BCS Software only], TQ)

(1) Superdome is excluded from authorization for Ingram/Tech Data                                    
	




	




	
(Storage PL LN)
	


	




	

	




	




	  HP Enterprise Networking
(PL I6)
	This product authorization does not require a single source Enterprise Distributor selection
	


	  HP Network Security
(PL I8 and I9)
	
  Avnet, Inc, Avnet Technology Solutions Division

  Computerlinks North America



	



U.S. Enterprise Distributor Contact Information:
	Arrow Electronics, Enterprise Computing Solutions, SBM Division

11455 Lakefield Drive
Duluth, GA 30097-1511

Office: (800) 833-3557
FAX: (770) 814-4870 
onlinesales@arrow.com

	Avnet, Inc. 

Avnet Technology Solutions Division
8700 South Price Road
Tempe, AZ 85284

Office: (480) 643-2000 
Fax: (480) 794-4080
www.avnet.com

	SYNNEX, Inc.

44201 Nobel Drive
Fremont CA, 94538 
Office: (800) 456-4822
Fax: (510) 668-3599
www.synnex.com


	Ingram Micro, Inc.

Ingram Vendor Authorization Team

1759 Wehrle Drive

Williamsville, NY 14221

Office: (800) 456-8000 x48

FAX: (716) 616-1566
vendor.authorization@ingrammicro.com
 
	Tech Data Product Management, Inc.

Tech Data Vendor Authorizations Team

5350 Tech Data Drive

Mail Stop A3-9 Clearwater, FL 33760

Phone: (800) 322-7959

Fax: (727) 538-7081
venauth@techdata.com
 
	Computerlinks North America

11500 Metric Blvd Ste 300

Austin, TX 78758

Phone: (512) 672-8830

Fax: (512) 672-8870

HPpartners-US@computerlinks.com  

Products available:  

HP Network Security only



1. HP Partner Categories

	HP requires all of its Partners to provide substantial added value. The following is a list of HP’s approved Partner Agreement Enterprise Partner categories and the added value requirements for each category. Check the one category that best describes your business. 

	
	VAR – An HP Partner whose value-add is integration and support services, and specialized knowledge of HP products and end-user needs, in a geographic area recognized and agreed to by HP. Added value in this form must be the primary factor in a system sale that provides a complete solution to an end-user need, and HP Partner must provide ongoing support for its specific added value. 

	
	Specialty Implementer for FEDERAL Customers – An HP Partner whose sales are limited to Federal Customers can gain national US enterprise authorization at reduced requirements equivalent to a single selling area.  VARs should only check this box if their sales are 100% limited to Federal customers. 

	

	Specialty Implementer for Software Developers – Partner whose sales are limited to Software Development gain national  US enterprise authorization at reduced requirements equivalent to a single selling area.  VARs should only check this box if their sales are 100% limited to Software Development.

Specialty Implementer for System Integrators – Partner whose value add is system integration, consulting services, and the ability and managerial resources as a prime contractor in complex system sales. Added value in this form must be the primary factor in a system sale that provides a complete solution to an end-user need in a specific vertical market in a geographic area recognized and agreed to by HP.  NOTE: 70% of total Company Revenue must come from Consulting & Services.



2. HP Partner Company Profile 

Does applicant or any of its owners or managers own any interest in another company or manage, operate, or work for another company which is authorized by HP to resell any HP products?   
If yes, provide company name: 
3. HP Partner Value-Add Qualifications

	3A
	HP Product Mix Percentage (Indicate percentage below total=100%)

	
	Consulting  

	3B

	
Is your solution

Briefly describe your primary value-added product/service:

Ex. consulting, software development, hardware integration, network management, etc. (Please limit response to 80 characters to accommodate field limitation).  Additional information (brochures and data sheets) may be required with application when submitting to Enterprise Distributor. Include specific details on your customer support plan.



4. CHECKLIST (PLEASE COMPLETE THE FOLLOWING IN DETAIL)
	4A
	Product Mix:

Server

   %

Storage

   %

Services

   %

Networking

   %



	4B
	Revenue by Vendor %:

HP

   %

IBM

   %

Cisco

   %
EMC

   %

NetApp

   %


	4C
	Market/Customer Segment focus %:

Commercial

Federal

SMB

SLED



	4D
	Please provide a certification commitment Date: 



	4E
	Please provide names of employees who hold existing certifications or that will achieve certifications:
First Name/Last Name
Company eMail Address

Sales
Technical


	4F
	Twelve month HP Enterprise Product Revenue Commitment:
$    
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