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Jim:  ...so much for joining us here for day one of Citi’s TMT Conference in 

conjunction with the Consumer Electronics Show. For anyone in the room who 

don’t know me, I think I actually know almost everyone in the room, my name is 

Jim Suva. I’m the IT Hardware and Tech Supply Chain Analyst covering the 

equities here at Citi. Also joining me in the room is Ms. Astia Merchant(?) on this 

side of the room here. So, if you have questions afterwards for myself or Astia, let 

us know.  

 

 But I formally want to turn the time over and introduce Hewlett Packard 

Enterprise. Again, this is Hewlett Packard Enterprise, stock ticker HPE, the 

company that does servers and storage and not PCs and printers. So, just want to 

make sure you’re well aware of that. 

 

 In the middle of the room here is the Chief Financial Officer of Hewlett Packard 

Enterprise, Tarek. And to your right is Andy, head of Investor Relations. Andy is 

here in case there’s some more numbers that you want to get into or something 

that Tarek doesn’t have at his fingertips.  

 

 But just to let you know also, this is being webcast for those who could not make 

it here to Las Vegas. Also want to reference there are disclosures available at the 

check-in counter. And if you do look at Hewlett Packard Enterprise’s website, 

they also have Safe Harbor as well as disclosures available as well as slides from 

their recent Investor Day that they had in the month of October that occasionally 

may be referenced during this fireside chat. 

 

 This is meant to be very interactive. So when you do ask a question, press your 

button and you’ll see a little red light indicated. I’m going to start off with a few 

questions overall about bigger picture things and then we’ll open it up to investors 

in the room. We have a great turnout here, so please take advantage of the time to 

ask the Chief Financial Officer some questions. 

 

 So Tarek and Andy, thank you so much for joining us. Can we first of all kick it 

off by just discussing bigger picture, the overall demand for enterprise hardware 

and like the major shift to cloud computing and what you’re seeing for demand at 

Hewlett Packard Enterprise?  

 

Tarek: Sure. Well, first of all, Jim, thank you for having us here today and a very happy 

New Year to you and everyone in the audience. You know, IT investment 

continues to grow. We feel that there is still demand for IT capex. We may not see 

it as strong as in the past couple of years, but that was a peak. Nonetheless, the 

fundamentals that underpin the demand are there and these fundamentals pertain 

to continuous growth in data.  
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 The data is growing pretty much everywhere. We do provide, as you said, servers 

and storage, but also a whole lot of edge services with Aruba. We see a lot of data 

growing at the edge, generated not only within the enterprise premises or the 

campus premises, but a lot of the data is being generated at the edge, which is 

pretty much affecting a number of sectors where you think about logistics, 

healthcare, retail, and so on, and that data needs to be stored, processed where it’s 

been generated and eventually also potentially sent to further processing in the 

data centers back where the companies are having their main offices. That is what 

is fueling the demand. 

 

 That demand is there to stay. Data doubles every 18 months. It’s a staggering 

statistic. And if you really look at the storage market in itself, it has witnessed a 

step change. It grew from about $20 billion 18 months ago to about $25 billion, 

which is a very large step change in a relatively short space of time. 

 

 So, we feel good about that demand. But having said so, there is the other side of 

the equation, which is the overall macroeconomic environment. There are 

obviously trade discussions as we speak. There is also there are a number of 

events that are market-related that are important to us. For example, Brexit is 

something that we look at carefully.  

 

 HPE is a very, very global business. Very few companies are as global as we are. 

Twenty-four percent of our business is generated in Europe. Some 10% is 

generated in the UK. So, as you can imagine, currency plays a role in our ability 

to grow revenue. We did factor this into our guidance that we provided to the 

market in the past couple of months and we do see some headwinds on currency 

of about 1% to 2% in this fiscal year as we foreshadowed to the market 

previously. These are the two forces at stake at a big picture level. 

 

Jim:  And recently, there’s been a lot of political changes. I guess there’s two variables 

of that, tariffs and the federal government shutdown. Can you talk to us about 

what, Tarek, what you’re doing as CFO and working with your CEO of the 

company, what you’re doing about each of those items? 

 

Tarek: So, tariffs, you probably recall we’ve had like already two tariff hikes and there 

was a third one that was hypothesized but did not truly materialize. So, we did 

diversify well before that, those hikes. We did diversify our supply chain. Our 

supply chain is really global. We don’t rely much on China for our supply chain 

and procurements.  

 

 We are fairly flexible in our ability to withstand some trade shocks. But 

obviously, trade shocks like the one that was hypothesized at 25% is something 

that we would have to work through. We do have a contingency plan to address 

this. But these are, they could be trade hikes that are of such magnitude that it 
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may not be easy for us to address them. For the moment, we are happy with how 

we have addressed the first two. We will see what comes out from the trade talks.  

 

Jim:  And then the federal government shutdown, maybe help people understand what 

the magnitude of it is or just any, help us quantify, above 10%, less 10%, 5%, 

anything to help investors feel comfortable. 

 

Tarek: Now this has a relatively limited impact on HPE. Our business is very diversified 

geographically and by sector too. We’re not that affected by the government 

shutdown.  

 

Jim:  Now, you’re the new CFO. Congratulations. 

 

Tarek: Thank you. 

 

Jim:  When you come in, what are kind of the couple priorities for the year, calendar or 

fiscal year 2019 that you’re really pressing or really focused on as the new CFO? 

 

Tarek: So, look, the thing that – if I may start by saying what attracted me to HPE is the 

fact that the company has an incredible set of assets that no one else in the 

industry has. No one has the assets that HPE has to compete from the edge to the 

cloud.  

 

 And the second thing is that when you take those assets and you combine them 

with a very powerful distribution model, these are things that make the company 

tic and our ability to leverage the channel globally is quite unique as well.  

 

 And so, the question therefore is how do we fully unlock the potential that comes 

from these two things. And I do see the very large potential in HPE and what 

occupies my time is how do we unlock it from a P&L standpoint and cash flow 

standpoint. And there is a lot of work that has been going into the company in the 

past year in unlocking the operating profit margin. I think there is more upside to 

that.  

 

 I think there is tremendous potential in generating materially higher levels of free 

cash flow as our guidance attests. We did generate $1 billion of free cash flow in 

fiscal year ‘18. We’re guiding to about $1.5 billion at the midpoint of $1.4 to $1.6 

billion guidance for fiscal year ‘19 and we will double free cash flow by fiscal 

year ‘20 from the FY18 $1 billion baseline.  

 

 So, really the shift that we are affecting is very much a shift that addresses a core 

investor question, which is are you just a hardware company. And the answer is 

we are not. We are not a dumb hardware company. There is a lot of intelligence in 

the hardware infrastructure that we provide. There is a lot of software layers that 
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make that infrastructure tick. You could see with a number of tuck-in acquisitions 

like BlueData, like Plexxi and others that we’ve made in the past that our 

hardware becomes more and more modular, more and more intelligent, more and 

more easy to manage and caters very, very well to the hybrid world that we are in. 

At the same time, we are bundling the hardware with services with Pointnext and 

this is something that is very, very important for our customers so that they can 

have a complete solution available to them.  

 

Jim:  Well, I’m very pleased. We have a packed room here. And while I started out 

with questions overall, I think it’d be good to open it up to investors. If you have a 

question, please just quickly raise your hand and press your button so your red 

light comes on. If you have questions, please go ahead. Now is your opportunity 

for the CFO of Hewlett Packard Enterprise or Investor Relations.  

 

Q: Hi. I can start with one. HPE’s also been doing a lot of shift from towards a 

flexible consumption model and some of the investors often want to understand 

how should we think about that, not just on your top line but also on the margin 

side, the shift to a more flexible consumption model? Thank you. 

 

Tarek: Yes. So, Sarah(?), I’m very glad you asked the question because it’s a very 

important one and it’s a – that’s a core of our margin expansion strategy. So, first 

and foremost, our GreenLake consumption model essentially combines three 

things. Number one, there is an operating lease that allows customers to finance 

the technology and the services. Number two, there is the services. And three, of 

course the hardware, the attached hardware that they purchase. All of that is in 

one price point and they can enjoy the provision of the solution for an extended 

period of time, which is defined by the term of the lease. 

 

 So, when you look at it, GreenLake revenue is split three ways. There is a lease 

component revenue. There is also a services component revenue. And there is 

also, therefore as well, the hardware revenue. GreenLake comes in with 100% 

attach rate on services. This is really, really important. You cannot buy 

consumption of the hardware without buying the services. It’s all the bundle. And 

it is very, very critical to drive margins moving forward. 

 

 We have had very good success b– 450 customers have signed up for it and we 

generated $2.1 billion of total contractual value with GreenLake in fiscal year ‘18. 

We’re very pleased with how this is going. And it’s a different model also from a 

distribution standpoint because this is done pretty much direct and it is changing 

the way we go-to-market for our sales force as the solution is being sold as 

opposed to the particular product. So there is a significant strategic mindset shift 

towards solution selling with GreenLake compared to the past where typically 

business was conducted on a transaction basis. This is conducted on a much more 
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of a customer lifetime value perspective basis because contracts are for a longer 

nature. They typically span three years. 

 

Jim:  Great. Additional questions from investors in the room? I actually got an email in 

from somebody on the webcast. Can you ask HPE about their storage market 

share changes versus some of the competitive landscape? 

 

Tarek: Storage has grown very, very fast. We’ve grown storage and if you take into 

account hyperconverged, we’ve grown above market rates depending on what 

definition you take for the market. We’re very pleased with the progress we’ve 

made. Like I said before, the market itself is growing.  

 

 We’re present in one of the segments of the market, which is the block storage 

part of the market as opposed to the file part of the market. But we’re very 

pleased with our performance with 3PAR and Nimble offerings. In our HITS(?) 

business unit, this is probably one of the highest margin component that we have 

and so far the progress has been good. Market shares are marginally stable 

relative to the rest of the competition and we look forward to this fiscal year to 

cement our position in the market in storage.  

 

Jim:  Additional questions from those in the room? Such a great, good-looking 

audience that’s pretty shy. Go ahead. 

 

Q: I was going to say, you were talking about growth in IT spending, reasonably 

optimistic though you acknowledge that it probably is not going to be quite as 

strong as it was in some of the recent peak years. But could you unpack that a 

little bit? 2018, do you think that some of the reason it was so strong was due to 

the tax bill or other factors? And what are the scenarios and drivers you see for 

2019? 

 

Tarek: Look, the tax scenario that you’re contemplating, which is tax reform, is US-

specific. The trend that I was referring to, which is the explosion of data, is 

global. No matter what you do and no matter where you go, data is exploding and 

needs to be processed and stored in a data center or at the edge and then at the 

data center.  

 

 So that is what is fueling the investment in IT capex worldwide and part of it also 

is a technological generational change too. So not only do you have to do more, 

but also you have to do things differently. And so, we see a lot of demand for 

changing IT infrastructure and the role that some of our assets like HPE Financial 

Services is playing in that is really, really important.  

 

 If you think about a CIO’s budget, the CIO’s budget typically is split 70/30 in 

terms of maintaining the existing infrastructure and 30% going towards 
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innovation. And that may not be enough. When the business model through 

digitization changes, when the business model of your company changes through 

digitization and you’re being disrupted, then you’ve got to innovate and that is 

fueling also further demand for IT investment. And HPE Financial Services 

provides a pretty good solution here because what we do, and it may not be 

known very, very well, is we are able to essentially purchase the old IT 

infrastructure that customers have, help them install new infrastructure and 

leapfrog to the next generation technology. And yet, what we do with the old 

infrastructure is that we refurbish it, we resell it and we recycle it.  

 

 There was a very important announcement that HPE Financial Services did right 

before Christmas about the circular economy and what it means also from a 

broader environmental standpoint. We’re able to recycle about 96%, 95% of an 

existing computer and the 5% remaining we’re still working on. And so, all of 

that finds its way in the market and maybe it’s not very well known to you, but we 

do have one of the largest if not the largest IT refurbishment facilities in 

Massachusetts in Andover and also a similar one in Scotland that just fulfills that 

need. And there is a lot of value in the secondhand market of IT products and 

services, but at the same time you are unlocking the ability for businesses to 

innovate and you’re enabling their business.  

 

Jim:  Additional questions? I’ve got one from email saying, hey Jimmy, please ask 

Andy or Tarek about, one, hyperscaler. How much is it percent of their business 

as they’ve been exiting and is the goal to go to zero? And second of all, Intelligent 

Edge, a lot of growth there. Is this just new frontier or who are you gaining share 

from?  

 

Tarek: Let me take the first part of the question and I’ll ask Andy to answer the one on 

the Intelligent Edge. With respect to hyperscale, it used to be representing 10% of 

the company revenue base a couple of years ago. It’s a lot less now. It’s lower 

than – it’s in the low single digit range. But it still values our growth. We made 

the conscious decision to exit that business because it’s very low calorie revenue 

and we don’t see much benefit from keeping up with that business.  

 

 Having said so, there are parts of the business we do with those tier one providers 

that is profitable. So, it will not necessarily go to zero, but we will retain a core 

that we deem is sufficiently profitable for us to continue to focus on. Overall, this 

business represents a diminishing portion of the total revenue that HPE generates 

moving forward.  

 

Jim:  And Andy on the – I think the question was about the Intelligent Edge. Is it a new 

frontier or are you gaining share from others? 
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Andy: Yeah. So it’s definitely a combination of both. I mean I think when you look at 

the Aruba acquisition that we did a little over three years ago or so, great 

combination of assets between Aruba and HPE. I think they’re known for best-in-

class wireless applications products there. But they were always kind of a smaller 

company when you compare them to like a Cisco, for example. So there are 

always questions around size, what do the services look like and so forth. So, 

when we paired that with the strength of HPE, our channel, our go-to-market, our 

services capabilities, we saw a lot of CIOs and folks saying hey, I think they have 

a better product, I’m willing to go away from Cisco in this case because they have 

the backing of HPE.  

 

 Now, on the flip side, we also saw a big benefit for HPE because we had the 

existing wired switching business. And so, when you lead with the wireless, you 

can pull through the wired switching because a lot of times you have to upgrade 

that as well behind it. So I think we saw a lot of good share gains from some of 

the larger companies out there over the past few years. I think going forward you 

look at the opportunity at the edge, I think that’s what’s really exciting to us. I 

think those are more the new kind of Greenfield opportunities that you talked 

about when you think about like stadium environments, for example.  

 

 I’m sure a lot of you guys watched the BCS game last night, 49ers stadium. We 

did all the wireless in that. It just creates a new opportunity to create more 

revenue from customers, a better customer experience for them. And I think when 

you look at the assets in our portfolio at the edge, we’re really the only company 

with the compute, the storage, and the networking assets. You look at some of our 

peers, they may have networking but not necessarily storage or they may have 

compute and storage but not necessarily networking. So I think that’s an 

opportunity for us and why we’re managing that business for growth and for 

share. 

 

 We made some pretty significant investments and Aruba is now, it’s about a $3 

billion a year business at 60% or around there margins. So, very healthy and we’ll 

continue to look to push that going forward. 

 

Jim: Additional questions in the room? Those on the webcast are hitting me up with 

quite a few questions here. Hey, Jimbo, ask him what is Pointnext. Hasn’t it been 

diverging from your fundamentals? What is it? Why is it important? Why is there 

a divergence? 

 

Tarek: So Pointnext, it’s a very, very important part of our business. Essentially, 

Pointnext is the business that services the HPE infrastructure we have at 

customers but also non-HPE infrastructure that we have at customers. You may 

know that we’ve reorganized the company in fiscal year ‘18. Pointnext used to be 

a complete separate business unit relative to the product business units. This is no 
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longer the case. What we did is that we combined the sales forces of both into a 

single sales force and Pointnext is now essentially a services delivery 

organization.  

 

 Combining the sales forces is really critically important because it allows us to 

go-to-market with our customers in a very different way. We are now more and 

more emphasizing selling the bundle of products and services together. This 

triggers a mix effect that is very, very important from a marketing standpoint. 

And Pointnext orders grew 2% in fiscal year ‘18 and we’re putting renewed effort 

on making sure that Pointnext continues to grow. 

 

 Fundamentally, it’s also changing the conversation with the customer and that is a 

very strategic shift, a very important shift for us because it’s no longer about what 

I said a moment ago, maximizing a specific transaction, but it’s changing the 

conversation to be much more around partnering for solutions and driving the best 

solution set for a particular customer, assisting the customer migration from a 

complete on prem environment to a hybrid world as it now has become the trend. 

 

 So it’s a really, really critical part of our business. And the other aspect that I want 

to emphasize, which you can relate to in our Investor Day presentation, is when 

you look at the combination of Pointnext and HPE Financial Services, at the 

beginning of the fiscal year 75% of our profit is already predetermined by those 

two. This is a little bit overlooked at times. But the reality is because the revenue 

of Pointnext is recognized over the term of the contract and equally the revenue 

from HPE Financial Services is recognized over the term of the contract, i.e., both 

three years on average, you have a lot of the profit of the company being 

essentially locked in at the beginning of the fiscal year, which is an important 

point. Emphasizing Pointnext is very, very good from a margin standpoint, free 

cash flow standpoint and revenue momentum standpoint in the medium to long-

term.  

 

Jim:  Have they paralleled your fundamental sales of equipment or has there been any 

type of divergence? And if so, can you explain why they would or wouldn’t 

parallel? 

 

Tarek: That’s a great question. Right now, the level of attach rates of Pointnext does not 

match one-to-one with the product sales and therefore there is great upside and 

potential there. And the reason was is historical we didn’t go with bundles. But 

also, there are quite frankly some configurations that don’t drive a lot of service 

intensity.  

 

 In simple terms, the more sophisticated the configuration, the higher the service 

intensity and the higher the Pointnext attach rate. Right now, our Pointnext attach 

rates, we don’t talk about those, but they are in the teens level. We could see 
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significant upside coming from that as we continue to push the bundle of 

intelligent infrastructure hardware and Pointnext services. 

 

Jim:  Additional questions from the room? One thing everyone’s focused on when I 

speak with investors is cash flow. Can you, I think you earlier mentioned cash 

flow is going to double from $1 billion to $2 billion. I think the timeframe, if I 

remember correctly, is like ‘18 to ‘20. Is this true cash flow? Is there adjustments, 

normalized, some stuff we should think about on the separation? I understand 

when HP, Inc. and HPE separated, lots of things like stranded costs, moving your 

headquarters, things like that, are those behind us or are there still a lot of 

adjustments to get to what shareholders will see versus what you’re kind of pro 

forming? 

 

Tarek: Yes, thank you. No, the answer is we are guiding on reported free cash flow, 

which is the asset test measure. There is no adjustment to the free cash flow 

metric whatsoever. This is exactly what we report. It is the fruit of the three 

components, operating, financing and investing. And what stands behind the 

growth of our free cash flow is a combination of two things. First of all, the 

continuous emphasis placed on selling Pointnext alongside the intelligent 

hardware, which drives operating profit margins. That’s number one.  

 

 Number two, the fact that we invested in a cost efficiency program that we call 

HPE Next. HPE Next represents an $800 million investment over a period of time 

of three years. The first year, FY18, is behind us. We are now in the second of the 

third, second year of the three year program. And HPE Next helps us manage our 

cost structure. And so, when you look at the combination of the improvement in 

the mix and run rates, opex savings from HPE Next, this is what is fueling the 

reported free cash flow growth.  

 

 There is a, in the presentation that we posted on the Analyst Day back in October, 

there is a chart that shows you that there is a gap between the reported free cash 

flow, which we guided towards, and earnings. And you always have a 

discrepancy between earnings on the P&L side and free cash flow. The question is 

how big is that discrepancy and what’s driving that discrepancy. And what drives 

the discrepancy is the fact that we are investing in HPE Next to liberate the 

margins moving forward. 

 

 So the way I think about this is that I think about this as a fitness test. Good 

companies have always the need to find ways to be more efficient and more 

effective, more productive. And it’s important to understand that to attain the next 

level of efficiency a certain degree of investment is needed. And so, there is 

always that little gap that you have between earnings and free cash flow. But 

nonetheless, if you refer back to that chart, you can clearly see that that gap is 

narrowing between fiscal year ‘18, fiscal year ‘19 and fiscal year ‘20, where we 
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project to generate reported free cash flow of $2 billion in fiscal year 2020, as you 

pointed out, Jim.  

 

Jim:  I’ve got a question from the webcast. It says Jim, I’m a debt investor. Can you 

asked Tarek and Andy about a few years ago they had a pension prepayment? 

And I think, Tarek, this was before your time at HPE. Are there any more of those 

to come and how should we think about your pension funding or any type of debt 

payments or cash flow uniqueness items that could be coming down the road? 

 

Tarek: We feel comfortable with the level of funding of our pension liabilities across the 

company and across the globe. You may recall that during the analyst meeting in 

October we made the decision, like many other companies by the way, to move 

the actual true-up of the value of the pension assets away from non-GAAP results 

into GAAP only results. And the reason why this is is that it is not something that 

is operational in nature and non-GAAP results have to be focused on really the 

results from operation.  

 

 We feel good about that. If there is a change in the underlying value of the assets, 

we will adjust accordingly. But for the moment, we don’t see any material 

change. It’s a process that takes time each year regularly with actuarians(?) and 

we keep on top of it.  

 

Jim:  And Andy, anything about your pension? Is it halfway funded, all the way 

funded?  

 

Andy: I think the payment that we’re referring to goes back to the Enterprise Services 

transaction, the spinoff we did and the subsequent merge with CSC(?) to create 

DXC. We did make a one-time funding payment in association with that that 

unlocked a lot of other value for us. That is all behind us now, so we’re just left 

with actually a fair amount of one of the big parts of that transaction was 

unloading a big portion of the unfunded pension. It was close to $2 billion at the 

time. And so, I’d have to refer back to our 10K, but our unfunded pension now is 

less than $1 billion, so it’s quite small.  

 

Jim:  And any debt maturities coming up or any refinancing you have to do in the next 

foreseeable few quarters? 

 

Tarek: No. We’re comfortable with the balance sheet structure. Our balance sheet is 

very, very conservative. You’ve got to, when you look at our balance sheet, it’s 

important to separate opco from finco. Finco is HPE Financial Services. And 

when you look at our debt, we’ve got about $12 billion of debt and there is a 

receivable asset of about $13 billion that offsets it. It’s not a debt that is related to 

the rest of the operations. It’s purely debt that is pertaining to finco.  
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 I do believe there is opportunity to optimize our balance sheet and we will look to 

do so in the upcoming quarters and years. I think there is opportunity, particularly 

around minimizing the cost of GAAP to finco and that’s something we’re 

working on.  

 

Jim:  And is running your own finco important or can you simply say Jim Suva* will be 

the servicer of this, it will still be offered on all your Hewlett Packard Enterprise 

sales? 

 

Tarek: I love this question. I think there was a view that this wasn’t important and then I 

looked at the business and I believe it’s a very, very strategically relevant business 

for us and on multiple grounds. And first and foremost, it enables consumption 

models. We talked about that with GreenLake and it’s a way to enable 

GreenLake.  

 

 The second thing is the actual ability to unclog the budgets of CIOs, as we spoke 

about, by helping them fund their innovation or leapfrogging away from the 

legacy environment. It’s something that can only be done if you have a financial 

services operation.  

 

 It’s a very profitable business for us. We’re very happy with the way it performs. 

It’s core. It’s very core to what we do. And interestingly enough, if you look at 

other industries and I think about the auto industry in particular and you look at 

GM and what they did is that they separated their financial services business from 

the order arm and then they had to recreate a financial services arm a few years 

later. So separating the two is not something that makes sense when you have to 

essentially finance large capital expenditures. Financial services comes to the 

rescue pretty neatly. It’s an important business for us.  

 

Jim:  Previously, Tarek, you said in the years ahead you look forward to optimizing the 

balance sheet. The financial services divesting of it isn’t really part of that 

optimization. What are the things you’re looking at potentially optimizing? Is it 

working capital? Is it velocity?  

 

Tarek: No, absolutely. The divestiture of financial services is off the table. It’s never 

been part of my comment because the business is strategically relevant. What I 

think that we can truly do is minimize the cost of capital and finding much 

cheaper debt for that business. Essentially, when you have a $13 billion receivable 

book, you’ve got to find ways to minimize your cost of capital using that 

receivable book. That is what we’re going to be working on over the upcoming 

quarters and years. 

 

Jim:  Well, we have time for one more question in the room and then after that 

question, I’ll ask individually, Tarek and Andy, maybe Tarek, what gets you most 
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excited about being the Chief Financial Officer at Hewlett Packard Enterprise. 

And then for Andy, what are kind of the one or two biggest misperceptions or 

questions in Investor Relations you find yourself clarifying with investors so 

people can make sure they leave the room well-educated. A chance for last, one 

last question. Yes? 

 

Q: If I can just ask about servers. I mean we didn’t really touch on the deflationary 

memory pricing environment that you’re in right now. How do you see that 

impacting your 2019 results? And then 2018 was just a very strong year for 

servers. And as we look into 2019, sort of what are your early expectations of the 

demand that’s out there for servers? 

 

Tarek: Specifically for servers, We feel that there is still demand in for that particular 

segment. Particularly when you look at the high end configurations, high 

performance compute is growing very, very strongly for us. We are very pleased 

with how our business is performing in that space. There is more progress we can 

do. That is clearly obvious. 

 

 We don’t want to be playing at the tier one hyperscale level, as I mentioned 

before. But we see opportunities in tier two, tier three. We see opportunities in 

mid-market. We see opportunities also in the SME market. And that’s what we’re 

going to be focusing on for servers. 

 

 The other part of the question was what excites me? 

 

Jim:  Yeah. As we wrap it up, as CFO what excites you about the company the most? 

 

Tarek: Yeah, look. No company has the asset continuum that HPE has to compete from 

the edge to the cloud. Don’t underestimate that. There is a lot we can do. And that 

is something that we believe there is a lot of potential in. The go-to-market is also 

unique to HPE. The fact that we’re present in so many countries with very 

powerful distribution channels is really important to us. And that’s what I like 

doing personally. If you want me to give you a personal answer, everything I like 

doing and I’ve done in my career is around unlocking the potential of companies 

through transformational change and that’s what excites me about HPE and why I 

joined it.  

 

Jim:  And Andy, maybe a couple things that you get asked a lot about Investor 

Relations that you can help clarify so people leave the room well-educated? 

 

Andy: Yeah. I think there’s just a continued general perception that this is a very 

commoditized business. Sorry, red button. I think there’s just a general perception 

this a commoditized business essentially. And I think when you look at the 

portfolio, I mean there is a great strength of intelligent infrastructure offerings 
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within there. I mean when you look within servers, I mean there’s a huge high 

performance compute business, huge mission-critical servers business. There’s a 

billion dollar hyperconverged business. I mean these are all very software-rich, 

high margin products that are the growth drivers of the business.  

 

 There are certainly some pressures from the tier one side that Tarek mentioned. 

But they have little, overall little effect on our profitability at the end of the day in 

cash flow. And so, and when you look at the margin trajectory of the business, I 

mean it’s been phenomenal this year. I mean we started Q1 at 7% margins. We 

ended the year at 10% margins. I mean that’s not the hallmark of a commoditizing 

business. So I think there’s good opportunity there.  

 

 I think the other thing, too, is just the free cash flow. I mean I think that’s 

something that we need to deliver on over time. When you go back to when we 

were part of the broader HP historically, we had a lot of cash payouts for the 

separations that we went through, some of the legacy restructurings that were 

really associated with the services business that we no longer have. I think as we 

continue to deliver on doubling free cash flow in two years, I mean that goes a 

long way. But we have to deliver that. I think it’s more of an execution story that 

we have to prove out.  

 

Jim:  Well, ladies and gentlemen, thank you for joining us for the Hewlett Packard 

Enterprise. Lunch will be served in the area where breakfast was and all the 

coffees were. And I want to personally thank the Chief Financial Officer, Tarek, 

and Andy from Investor Relations. Thank you.  

 

Tarek: Thank you. Thank you for having us. 

 

[Applause]  

 

END 

 

 


