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”

”I feel privileged 
to be leading our 
field sales organi-
zation as well as 
our HPE business 
unit. Without a 
doubt, the people 
at Arrow make the 
difference.  

Daniel Danielli
Director – N.A. Field Sales  
& HPE Group

Contact Arrow ECS today at arrow4hpe@arrow.com to learn how we 
can help you drive customer success.

Arrow Points Partners Toward HPE Solutions
Q. What is Arrow doing to help partners build revenue from  
HPE solutions?
A. Arrow is focused on ensuring that we are completely aligned to HPE’s priorities around 
its technology portfolio and driving this alignment into business plans with our partners.

To support this alignment, we have invested in additional supplier managers who 
will be responsible for our HPE Storage and PointNext business within hybrid IT 
and our Aruba business. We have also expanded the reach of our five dedicated 
HPE channel managers with the addition of 20 Arrow account managers now selling  
the HPE portfolio.

In addition to the resource alignment, HPE and Arrow have invested in the first APEX 
program for North America. APEX is an Arrow partner’s fastest way to HPE revenue. The 
program has a record of 115 partner participants being guided through milestones over 
the course of the HPE fiscal year.

Our new partners will ramp up with PowerStart, and our experienced partners will contin-
ue to hone skills and capability with MVP – two of our industry-recognized programs for 
partner development and growth.

Q. Where are the next big growth opportunities for Arrow partners?
A. The hybrid cloud is very much a reality today and with the explosion of intelligent edge, 
storage continues to be a growth area for the channel.

In our traditional enterprise computing business, we are seeing explosive growth with 
our hyperconverged technologies across our entire portfolio. Our cloud business unit 
continues to exceed expectations leveraging our market-leading platform ArrowSphere. 
Finally, I see lots of growth opportunities in technologies that help create network visibility. 
Technologies such as Gigamon, Forescout and Clearpass from Aruba, to name a few, are 
helping solve problems in environments that are becoming increasingly complex.

Our greatest opportunity for growth, though, is how Arrow can help its partners and their 
customers monetize a competitive advantage by harnessing the power of data in their 
organizations. The advent of IoT is at the forefront of this.

Q. What advice do you have for channel partners when it comes to  
creating an unbeatable customer experience?
A. We are in the midst of the fourth Industrial Revolution, where a customer will monetize 
a competitive advantage by harnessing data for a better product, process or customer 
outcome. To create an unbeatable customer experience would be to understand these 
drivers in their business and not try to sell them technology.  

It is not just about keeping up with the network, compute and storage requirements of 
your customers but rather how you can enable new data sources and new data streams 
that help deliver transformational business outcomes.
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