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HP/Microsoft Frontline Partnership

Market Development Funds Application & Report Form

	How it works

Step 1: Submit Part 1 of this form to apply for FLP Market Development Funds

Step 2: Receive notification that you have been approved for the Funds
Step 3: Execute your activity/campaign
Step 4: Submit Part 2 of this form to report results of your campaign
Step 5: Receive the reimbursement of the funds you were approved for


	Part 1

Submit Part 1 to apply for FLP MDF before you conduct your campaign


The HP/Microsoft Frontline Partner Proposal Program is available to all companies that are both HP Authorized Resellers and Microsoft authorized partners in good standing, and have sold HP and Microsoft products in the last 6 months.  As such, you can apply for FLP Market Development Funds to do a direct marketing campaign, a telemarketing campaign, an event of your own, or other lead generation activity that will result in sale of both HP and Microsoft products. These funds work as a reimbursement of your activities, and are limited to the amount for which you were approved.

To get approval for the funds, you need to commit to the following:

· Produce a minimum ROI of 20:1

· Promote joint HP & Microsoft products/solutions

· Report your results 

Approval Criteria:

· The maximum amount of MDF that you can apply for is as follows:

· $3,000 -Virtualization Solutions (Server 2008 Hyper-V, SCE, HP Servers, Storage, and HP Client)

· $2,500 - Windows 7, Office 2010 and HP PCs

· $1,000 - Unified Communications (Exchange 2010 and HP ProLiant G6 Servers)

· $1,000 - Business Intelligence/Converged Applications (SQL Server, HP Servers)

· $1,000 - Collaboration Solutions (SharePoint, HP Servers)

· $1,000 - Foundation Infrastructure Upgrades Server 2008, HP Servers, and Storage refresh)

· You need to have received written approval at least 21 calendar days before the actual start date of your campaign/activity.
· FLP funds cover lead generation activities targeting the commercial SMB market.  The funds cover activities targeting commercial SMB and public sector in your market.
· FLP funding does not include sponsorships of any kind including, race cars, race boats, charitable events, or a tradeshow booth. Also, FLP funding does not include advertising of any kind.
· Qualified partners may submit one funding request every six months.  The approval date is the beginning of the six month window.
· Funding is available while funds last; subject to change without notice.

· No matching partner funds are required.

Reimbursement:

· You will need to report the actual closed revenue generated by the activity/campaign that the funds were used for, broken down by HP and Microsoft product lines.

· You will need to provide customer names and locations (organizations) in your report. 

· If 20:1 ROI revenue targets are not met, then expense receipts are required as a condition for reimbursement.  External expenses will be paid up to the pre-authorization amount originally approved.

· ROI reporting is subject to audit by HP and Microsoft to any partner at any time

Suggested activities/campaigns:
 HP and Microsoft are investing heavily in the solution areas below.  Targeting your campaign to one of the solution areas below may qualify you for additional funding, incentive programs, and access to campaign assets designed to enhance your campaign proposal.  Please indicate in your proposal if you plan to focus in one of the areas below and we will respond with any current offerings.

· Virtualization Solutions (Server 2008 Hyper-V, SCE, HP Servers, Storage, and HP Client)
· Foundation Infrastructure Upgrades (Windows 7, Office 2010, HP PCs)
· Unified Communications (Exchange 2010 and HP ProLiant G6 Servers)
· Business Intelligence/Converged Applications (SQL Server, HP Servers)
· Collaboration Solutions (SharePoint, HP Servers)
Company Information:        

	Today’s Date
	     

	Partner Name (Organization)
	     

	Street Address
	     

	City, State, Zip
	     

	HP Partner Outlet ID
	     

	HP LOC ID
	

	Microsoft Partner ID
	     

	Partner Contact Name
	     

	Partner Contact E-mail
	     

	Partner Contact Phone #
	     


Partner Marketing Campaign Proposal:

	Partner Marketing Campaign Proposal

	Specify (both can apply):
 FORMCHECKBOX 
 Small Business Campaign: Target Customers 1 to 100 employees
 FORMCHECKBOX 
 Medium Business Campaign: Target Customers 101 to 1000 employees


	Campaign Name:       

	Campaign Start Date:       

	Amount of FLP Funds you apply for (maximum $1,000 - $3,000):                                                                               

	Campaign Summary: Target Audience and Solution Description

	 Please use the guideline below when filling out this application.  Incomplete applications will delay the approval process.

1. Describe the SMB segment you will be targeting: number of employees, industry, vertical, area, new or existing clients, etc. 
2. Include a description of the HP/Microsoft Solution that you will be promoting and selling.  Include the solution positioning and how this will appeal to the target market. Examples of Microsoft and HP Solutions include:

*Server and Client PC Virtualization using Microsoft Hyper-V and HP Servers / PCs and HP Insight Control manager

*Storage Virtualization using Hyper-V, HP StorageWorks, HP Servers, and HP Insight Control manager 

*Business intelligence and Converged applications using SQL Server and HP Server

*Unified Communications and Collaboration solution, using Microsoft Exchange, HP server, Networking, Storage, PCs, and mobile devices 

*Business collaboration solutions using SharePoint, HP servers 
*Foundation infrastructure upgrades to Windows 7 and Office 2010 on HP PCs and notebooks

*Foundation infrastructure upgrades to Windows Server 2008 and HP Proliants or Blades

	Campaign Activities

	Include all activities associated with the entire sales cycle and define in detail how you plan to:      
*Build awareness and interest in the solution

*Deliver the message, such as:

· direct mail, 

· telemarketing, 

· an event, seminar, lunch and learn

 *Collect leads

 *Qualify leads

 *Follow-up on leads

 *Create a compelling reason to purchase (special offers, free assessment, etc.)

 *Close opportunities

	Campaign End Date:        


Projected Results for this proposal: 
	Estimated Total Cost of Campaign
	$0.00

	Will you be augmenting costs with other HP or Microsoft funds?

- If yes, please indicate amount 
	

	Estimated Number of Customers Contacted 
	


	Estimated Number of Closed Deals 
	

	Forecasted Total HP Revenue 
	$0.00

	Revenue Breakdown by Product Line
	

	· HP ProLiant Servers
	$0.00

	· HP BladeSystem Servers
	$0.00

	· HP BCS Servers
	$0.00

	· HP Storage Servers
	$0.00

	· HP Insight Control Environment For System Center
	$0.00

	· HP Networking
	$0.00

	· HP Desktops
	$0.00

	· HP Notebooks/Tablets/Slates/Ultrabooks 
	$0.00

	· HP Workstations

· HP Thin Clients 
	$0.00

	
	

	Forecasted Total Microsoft Revenue
	$0.00

	Revenue Breakdown by Product Line
	

	· Windows Server
	$0.00

	· Windows Client OS
	$0.00

	· Microsoft Office
	$0.00

	· Exchange Server
	$0.00

	· SharePoint
	$0.00

	· Office Communication Server
	$0.00

	· SQL Server
	$0.00

	· System Center
	$0.00


Email this completed form to hpmssolutions@hp.com  for pre-approval.

>>> Once your proposal has been approved and your campaign has been executed go to Part 2 to report your results and request your reimbursement.
	Part 2

Report Results of Your Campaign and Request Reimbursement

Submit this after conducting your campaign. 


In order to receive reimbursement, you need to provide the following information:
· The actual revenue generated by the activity/campaign that the funds were used for, broken down by HP and Microsoft product lines.
· The customer names and locations (organizations), for Reseller Sales Out verification purposes. Customer contact information is not required.
Request for reimbursement must be submitted within 180 days following the date of your approval.
Request will not be accepted before 90 days if the 20:1 ROI is not met.
If the ROI is not met after 90 to 180 days, please provide copies of your campaign expense receipts.
ROI Report for this proposal:
	Number of Customers Contacted 
	     

	Number of Closed Deals 
	     

	Total HP Revenue 
	$0.00

	Revenue Breakdown by Product Line
	

	· HP ProLiant Servers
	$0.00

	· HP BladeSystem Servers
	$0.00

	· HP BCS Servers
	$0.00

	· HP Storage Servers
	$0.00

	· HP Insight Control Environment For System Center
	$0.00

	· HP Networking
	$0.00

	· HP Desktops
	$0.00

	· HP Notebooks/Tablets/Slates/Ultrabooks 
	$0.00

	· HP Workstations

· HP Thin Clients 
	$0.00

	
	

	Total Microsoft Revenue
	$0.00

	Revenue Breakdown by Product Line
	

	· Windows Server
	$0.00

	· Windows Client OS
	$0.00

	· Microsoft Office
	$0.00

	· Exchange Server
	$0.00

	· SharePoint
	$0.00

	· Office Communication Server
	$0.00

	· SQL Server
	$0.00

	· System Center
	$0.00


Customers having purchased as a result of your campaign/activity:

(add as many line items as you need)

	Company Name
	City
	State
	Zip

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Email this completed form and supporting documentation to hpmssolutions@hp.com  for reimbursement.

Form Updated: Feb2012

