


Agenda — Getting Customers ‘Al Fit’

Customer Maturity Challenge

Getting Customers ‘Al Fit’ Framework
Customer Data & Data Maturity Challenge
‘Al Fit’ Framework Customer Example

Call To Action & Self-Paced Next Steps



Customer Maturity - Al/ML Development

| HAVE GOOD LEADS DOWN HERE

How to avoid the Al rabbit hole... What are these Als? Can you sell me some?

* Not all ‘Al opportunities’ will be ‘Al’ * Keep calm and build a narrative with the
framework
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What percentage of your customers
are ‘Al Fit’/ Ready?

Poll
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The Market Dynamics

Only 12% of organisations are Al achievers Al innovators

Data first | 13%
iS key to AI : Companies that have mature Al

strategies but struggle to operationalise

Al achievers

12%

Companies that have
differentiated Al strategies
and the ability to
operationalise for value

Al is the natural consequence
of an organisation's embrace
of data-driven decision
making.

Al experimenters

I?ata-flrst leaders are 20x more 0 Al builders

likely to beat competitors to 63 A

market by multiple quarters and c o that lack

o . . ompanies that lac

49% more innovative mature Al strategies and Companies that have mature
the capabilities to foundational capabilities that
operationalise exceed their Al strategies

Driving more progress in the last Low

year than nascent organisations Low Al foundation High

Al capabilities identified as key drivers to achieve at least 10% Al-influenced revenue

Source: Data Management Maturity Study, 2022. Source: Accenture Research analysis based on a sample of 1,200 companies
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Customer Maturity - Al/ML Development

Getting Customers ‘Al Fit’ - Framework
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\ 2. Tools

| 4. Data &
Use Case

5. Model
Training

7 4

| 6. Business

1. Business

] Goal

7. Model
fine tuning

2. Data &

Use Case

Y/

6. Model
Training

5. Model 4. Platform
Design Design
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Al/ML Starts with a Dataset
What is your use case?

Data Versioning

Manage data with the same
production practices as code
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Data Pipelines Data Lineage
Developers need to be Be able to instantly
empowered with choice, reconstruct any past
not restricted output/decision
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Framework Customer Example

WHATIF IiTOLD YOU Ja=

; 4. :

)

\

THAT FLITERALLY, BAIT GIVE YOU
ABETTER DEAL

Car insurance renewals

Benchmark price/value
INTERNAL DATA
EXTERNAL DATA
USER DATA

Most customers will use
benchmarked price against
current provider

Business Goal/Benefit

Generating ‘win price’ first
time (GenAl)

Forecasting renewals/
increase renewal win rate

Call centre staffing/
reduce workload for
renewals

Reutilise staff for customer
support/ experience
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Persona

Door Openers — Exec/Managerial
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Exec/Managerial

Key opening conversations with
enterprise exec and managerial

personas
—

Key Personas

Startups/‘Born in the cloud’ sk
Data Scientists s

CTO/CIO %

ML Ops/IT Ops sk

Key Messages

TCO vs Hyper-scalers

e Data

e Security

e Sustainability

e Legal & Compliance

—

w#k The Al TCO Challenge

We are helping organisations like your’s achieve a 65% more
cost effective TCO with self-hostAl vs OpenAl

*+k The Al Data Challenge

At HPE we have noticed that Are you struggling to unlock At HPE we are aware of the
upto 80% of organisations are the potential of your data for challenges Al and ML provide
struggling to remove data silos. Al projects? for data sovereignty and
At HPE we have various We are helping organisations security. With our hybrid
solutions to modernise this achieve a faster GTM with approach to Al we are helping
process and get your data Al fit their Al projects organistions overcome this

x#ek The Sustainable Al Challenge

In combination with our core ethos around partnership we are
helping organisations achieve a 100% carbon-free
hybrid Al eco-system
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Conversation Follow-ups

GenAl Discovery Workshops
1. What business goals are aligned with Al projects?

2. s data classified and categorised inline with a use case for Al?
—If the customer doesn’t know or have an identified use case, they are a prime candidate for a GenAl Discovery Workshop

TCO vs Hyperscalers

1. Whatis, or will be the total cost of running the Al project in the ‘cloud’? (i.e., the cost of moving from test to
production)

—If they know, benchmark this cost against what we can offer with ‘Clouded 2.0’ type messaging.

Legal, Compliance & Security
1. Does the Al project face any legal, compliance, or security challenges (if any)?

2.  What are the potential risk concerns:

—Data sovereignty
—GDPR
— Full control of hardware; software stack; data

Sustainability



Call to Action — Getting Customers ‘Al fit’

If your customer is struggling to identify a business goal/use case
e Use the conversation starters
e Find out more about the GenAl Discover Service — link

GenAl Briefcases
e HPC & Al - Link
e Compute Al Solutions - Link
e GenAl Software Briefcase — Link
« Advisory & Professional Services - Link
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https://www.hpe.com/uk/en/services/generative-ai-discovery-service.html
https://hpe.seismic.com/app#/doccenter/f886fa73-da91-4847-a398-021a9f667214/doc/%252Fddcae0da31-84a4-4cdc-ad4e-47b940ce75d4%252FdfNjkzNjQ0YjMtYjMzZS00M2ZlLWFlZmUtMTE3YWEzMTNlYTJk%252CPT0%253D%252CU2Vpc21pYyBQYWdl%252Flfdeff51e8-745a-4471-8161-cd099ef9cbe4//?mode=view&searchId=42499c1f-b343-487b-9ad4-b1127f621934
https://hpe.seismic.com/Link/Content/DC9HGQBDG9pRJ8TW8JGCf3bFf3PV
https://hpe.seismic.com/Link/Content/DC6FfHRCWqVHc89B9cRgVqTfF8qV
https://hpe.seismic.com/Link/Content/DCfb7ff9Gc3BBG4DM7CRQqcmWdVd
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