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Thank you very much for the opportunity to come address you this morning.  It's actually a very important milestone for us at HP.  We have closed the acquisition 3Com.  And I'll talk a little bit about what is involved in that, but this is actually our opportunity to speak for the first time to the Asia Pacific audience.  After having made our announcement at the very end of last month globally in the US and EMEA, this is our first time for Asia Pacific.  So this is a great opportunity.

What I hope to talk to you about is a little bit of more perspective.  We'll have time over the course of the two days to be able to go into detail on why is this product approach better than that; why is this architecture a better approach.  What I'd like to share with you is why we think that there is a big opportunity for disruption, not only in networking, but really in IT as we go forward and why this is such an important time.

So we really are changing the rules of networking.  And I'll explain to you, in the next very brief time, our view on why the basic nature of enterprise networking is about to change.  And we'll do that from the point of view of our customers.  So the first premise that we have is that tomorrow's IT, and it's already begun, is going to be built on converged infrastructure.  That is the idea that not only do people have to buy servers and storage and networking and software and security as though they're going through an individual price book, but they also now need to be thinking about it.  And the technology is evolving.  So it is the interaction between those technologies, the synergies that become important.  And as HP does this in the networking space, you're going to see us driving in two directions.  The first is to deliver real value within networking itself, within the traditional silo, if you want to call it that.  
But the real value that HP can bring, and that other vendors will be challenged to do, and you'll be seeing it among your customers is how do we increase the relevance of networking in a server world, in a storage world, in a management software world, in a security world.  To give you an example, HP had products that already existed by bringing together networking and servers.  That is, we took server people and networking people, put them in the same lab and said, fix the problem.  The problem is that it's too hard to manage virtual servers with networks, and it costs too much and there are too many -- too much time to roll out new applications.  And they came up with a product called Virtual Connect.  If we put together the networking team with the storage team we get innovations around fibre channel over Ethernet and converged enhanced Ethernet.  When we do that with management software we get IT orchestration top to bottom.  These are the kinds of innovations, on top of those done in the networking silo itself, that are going to make a difference for customers in how they are able to, and how well they are able to use IT for their business advantage and move dollars from maintenance into innovation.
The network is critical to this.  If we are going to have a pool of IT resources that IT can use, whether to deliver as cloud, whether to deliver as simply more efficient IT or for whatever purposes, the network is what's going to make a difference.  It is about how we deal with the data centre and deliver time to service and quality service, it's the fabric along which we deliver all of the applications service.  We need to have unified access, that is the idea that it shouldn't matter whether I'm in a wired or wireless environment; it shouldn't matte whether I have a smartphone or a laptop or a desktop, I should get the same service and be able to deal with it.  I want the network to help protect my environment, my whole IT.  Not just protect the network but protect the applications and the data, and then finally have it be a part of the IT orchestration.  When you look at these needs, it becomes very clear why HP decided that they wanted to make an even bigger venture into the world of networking.  

But let me give a little bit more about why we would actually decide to invest as much as we are to bring networking as a pillar within HP.  If we look at this there are four challenges that are happening in the network all at once.  And you can see other vendors trying to actually layer on solutions very quickly.  But in point of fact these are all happening at once.  And if you talk to your customers, if you talk to your users, your readers, you will see that these all pop up when they're talking about it.  On the LAN we're dealing with the challenge of putting mobility and creating mobile applications right, so that it doesn't matter where I am when I'm roaming, whether that's in supply chain, public safety or healthcare.  I also am concerned about convergence because a lot of customers are still managing multiple networks.  Every time I have a new need I could create a new network.  When we look at the data centre, and we'll talk lots more about this over the two days I'm sure, virtualization.  But the issue here is not simply how do we virtualize everything?  The issue is what should be virtualized and how can we take advantage of it, knowing that many workloads may never actually be virtualized in the way that we're talking about.  
So how do we create an environment, a networking environment that supports that and actually drives our costs, our management overhead down?  It also gets to time to service.  We have issues where customers tell us, analysts tell us that it's often six weeks from the time someone wants to put an app on the network to the time that they can actually release it.  Six weeks.  That's unacceptable in an environment where the CIO is being told, align with the business, I need agility, I need new applications rolled out very quickly.  Well it becomes a networking issue when you think about how do I get connectivity for these apps.

When we look at the lower right, security.  And the issues there are not just about how do we make sure we're secure, but how do we do it in what is known as zero day fashion.  That is when there is a problem somewhere in the world, how do we make sure that our networks are protected ahead of when the problem hits us.  No CIO is going to feel comfortable going to the CEO and explaining that, yes you know that problem that took out our supply chain?  It's all fixed now.  That's just not acceptable.  

And then finally we've got basic IT requirements and constraints.  We have to create an environment that is greener.  In the US we're often accused of that not being a top priority.  But we're a global company.  And whether we're working in EMEA, whether we're working in Japan, whether we're working in the rest of Asia, power, space and cooling are critical issues.  And the network, whether or not it, in of itself, uses a lot of power, can either enable efficient infrastructures or get in the way of them.  These are all happening at once.  And so our premise is that the current networking status quo is just too complex, too rigid, too costly and unable to meet the change.  It's not that you can't do it, but just try and do it in an evolving, changing and cost constrained environment.  And that's why HP is in this space.
Fundamentally we believe that there's a third wave of networking that is upon us.  That wave says that in the initial wave it was all about sharing and connecting.  I had a need to share a printer, to share a file server, to put people on the network so that they could do that at a work group level.  And we did that very well.  HP actually in the early, early days of ProCurve would have been in there, just putting printers and file servers on the network.  Cisco was the far and away leader of the next phase which was let's consolidate.  Everyone wants to be on the Internet; every organization needs to have connectivity, let's create a common infrastructure for that connectivity.  And Cisco did a brilliant job of that.  
But I've just talked to you about the challenges that are here. They're really a wall.  The wall says it's no longer about an efficient network.  It's no longer about a highly available network.  It's about delivering service to users.  And that means whatever it takes between server, storage, networking, security, people, management software, anything that needs to happen to deliver service, how and when it needs to be there, is what the game is all about.  And to do that we need a new approach to networking, and it's going to be standards based and it is being led by HP today.  This is not to say that Cisco will not be an important player and that they cannot use some of the tremendous resources they have to try and attack this problem of service delivery.  It just means that we believe that we're in a better position to do that, and that they're going to have to reinvent their approach to the market, their set of products and the way they work with customers in order to do that.  We think we're setting a new standard.  That's why we're in this space.

And what are we going to do?  Why are we doing this and how are we doing this differently and what can you expect from HP in this?  Well we're addressing three of the key issues that customers tell us they face in networking.  The first of these is to deliver a radically and dramatically simpler networking infrastructure.  That is it should no longer take very expensive CCIEs to do traditionally simple network administration roles.  It means that we should have unified access and unified networking that simplifies the process of actually getting connectivity where and when you need it.  It means having things like end to end management from a single pane of glass so that it is easier, so that one person can do more.  
And the story I usually put out is, if you think about how much more bit work a sys admin can do, so let's talk about someone in the traditional server space and look at what they could do ten years ago and what they are capable of doing today.  A single sys admin can now pretty much take the bare metal server, load up an entire application environment, including the version of the application, and stage that all ready to be put onto the network. That's a tremendous improvement from, yes I can get a server with an OS going.  How has the job of a network admin changed over the last ten years?  It's pretty much the same.  We think that we can give individual network admins a much higher level of productivity and be able to operate networks such that we can take those resources and put them to more innovative use.  
The second is that we are going to align the network to deliver flexible application service.  It's all about the service.  And that means working with key application partners, working to create a single fabric across the network, including the management and quality of service, making sure that security is an integral part of that because, in the end, it's about delivering secure service to the users who need to have it.  
The third is to drive open systems and open solutions and standards so that we can actually deliver lower total costs of ownership.  Anyone can price a given deal low.  That is just the nature of doing business.  A company or a sales team decides this is an important customer, we're going to give them a good price.  But what you can't guarantee is what does it take to actually run the network over time.  How do we reduce the cost of design, implementation, operation, maintenance and eventually taking networks out of service?  And that's where HP shines. We probably will talk about this in one on one sessions, but we have examples of anywhere from 30% to 65% savings from deploying an open network, like those from HP, versus alternatives.  That's 65% savings in the cost of operations.  That is a substantial difference that will change the market.
How are we coming to market?  Well in point of fact I'm going to be very brief.  We're looking at bringing on our technologies to the market within solution spaces.  These are orienting around the ways in which customers actually look at the network; they make their buying decisions, they want a data centre network, they want to know our strategy around security, they want their LAN switching infrastructure updated or they want unified communication.  And the idea here is that we will create blueprints and rules of thumb that are not only good starting points for customers, but they're especially valuable for our channel partners because they can give a headstart and accelerate the ability to deliver value to their customers.  

We have four product families that come from the combination of what we acquire from 3Com, with high end products from H3C in China, products from the ProCurve family and products from Tipping Point, which make up the basis of our S series products.  The A family is primarily at the high end.  It's the most advanced product line.  It is the most customizable.  It is the highest in performance.  The E family, the Essentials family, fewer moving pieces, a little bit less cost to operate, comes with a lifetime warranty that has made such a big difference in the cost structure for many organizations.  The V family is the Value family, primarily targeted at small and small and medium business.  HP goes to market under this banner of everyday IT where we actually bundle these up formally, with server, storage, security, software, to solve specific problems like business risk mitigation, branch office consolidation.  And then the S family is the network security solutions, that work in concert with the rest of HPs program called Secure Advantage, which is all about securing all the way from the infrastructure up to the apps.  And so that's another area of synergy we expect to take advantage of.  
And then our service families.  And as many of you know, HP was one of the largest network integration partners for Cisco over the last period of time.  They are now fully working with HP networking.  And that gives us not only a tremendous ability to deliver service to our customers, but also it delivers value for our partners because we want to share that ability.  It also means that we take advantage of that tremendous knowledge of what it takes to design and operate enterprise networks.  So we have that advantage across all of these areas of competence to draw upon.

And very difficult to read, but we'll talk more in detailed sessions, we are bringing product to market -- through the combination of what we acquired with 3Com and with H3C, with Tipping Point, and with the advancements in ProCurve, we are bringing product to market that is at or well above state of the art in the industry.  We intend to produce unique value for customers working with us in the networking space, whether that is having dramatically simpler, high availability architectures in the data centre.  If we look at the A12500, the 9500 -- we made an announcement when we announced our portfolio that HP IT had actually deployed their first HP networking data centre and called it Cisco-Free.  And we're taking advantages of unique technologies that have been built to dramatically lower the amount of management that's required, lower the cost profile, use dramatically less energy and deliver higher levels of availability.  So that's just an example.  
Tipping Point is the industry leader in intrusion prevention.  We'll be extending that to make sure that we can provide that across the entirety of the enterprise.  It's combined with the industry's leading lab that looks for these issues of malware so that we can catch things long before they affect our customers.  We actually, it's an example of using groupware across the globe, where we engage people globally to look for these problems, to submit them to the lab and then, through technologies like digital vaccine, we very seamlessly can keep customers updated.  And we can talk in more detail, but that means that by an enterprise subscribing to this engine, their entire infrastructure is automatically protected.  And we have customers globally that have already bought into this value proposition.  
Our goal here is HP has a history of working very, very closely with our customers.  It's one of the other reasons why the acquisition of 3Com was so appropriate because 3Com prided itself on customer intimacy, working closely.  And it fits directly into how we like to work with our customers.  I'm going to point out one example and that is Shell.  We announced in March, I believe it was March, that we were in a global deal with Shell.  But the aspect of it that was interesting -- yes, it's a global deal for networking and other infrastructure.  But the key thing that Shell wanted was they wanted to take advantage of technologies that we had in HP labs around very low wattage sensors and our ability to build a global sensing network, and apply that in a mobility context to the exploration of oil.  Because if they can actually, using seismic data and wireless technology, reduce the number of times they actually have to physically drill for oil, that is a huge cost improvement for them.  Because think of how many dry wells they get before things that actually have the real payback.  This is an example of how we're partnering.  HP will be helping them design to build and deploy a one million node global network to do this.  One million nodes.  
Also the Marriott Corporation, another example where we came together.  And they have a problem of wanting to build in new services into their hotels, but they generally either don't own the buildings, or it's very expensive to retrofit and pull new network lines into rooms.  And without going through the whole story, together we created a product known as the MSN317.  It's a simple wall device that has four 10/100 ports, one of which is PoE to support unified communications, and an access point, wireless access point that's all managed from a single switch.  They can replace one wall device, one plate and offer all these advanced services that people expect in a hotel, including high speed wireless from a single device and a single switch.  So tremendous amount of value to our customers.  

So I'm going to conclude with just what is the actual outcome that we're hoping and that we're expecting to see across our customer base and across the industry?  Well I mentioned that we're bringing best in class technology.  We'll put our technologies up side by side with whatever our customer could get elsewhere, whether it's our switches, whether it's our industry class routers, whether it's our management tools like the intelligent management centre, we'll put those side by side.  
But what will customers get?  They're going to get a high performance, secure and efficiently managed network.  That's great.  That's the first phase.  But then we add a few things to that.  Number one it's got to be flexible, which means it has to evolve very easily.  You have to be able to make sure that it can serve, not just today, but tomorrow without rip and replace or major upgrades.  You want it to also be interoperable because we don't expect people to rip and replace their networks.  We expect them to take advantage of this where it makes most sense within their network infrastructure.  We have customers who say I'm going to take advantage of this for my LANs infrastructure, or I'm going to implement wireless on top of my existing network infrastructure, or I'd like to take advantage of this at the server edge for virtualization.  And we want to create a seamless experience for the networking team and for IT as a whole.  So it has to be interoperable.  And then finally it's going to be hugely cost effective for customers.  That's going to be a big difference.  And when we do that, and have it integrated with HP's approach to converged infrastructure, it means that customers are going to be able to deliver the application service that they're being asked to deliver, how and when they need to, in the forms they need to do it.  And if we do that, I can guarantee you that we will be creating that third wave of the network around orchestrated service delivery.  And we will be a new leader setting the standard for network infrastructure, and HP will be setting the standard for with the converged infrastructure for the industry as a whole.  Thank you very much.
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