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Getting Started

What is HP Integrated Quoting?

Integrated Quoting is a seamless end-to-end process that enables Opportunity 
creation, Deal Registration, and Quoting through the Partner Portal. It offers a 
consistent, standardized, and streamlined experience to deliver value and easy-
to-understand criteria.

This capability replaces the Deal Registration Portal (DRP) and Smart Quote, for 
registering deals and requesting special pricing. When deployed, all new Deal and 
Quotes may only be created using this capability.

Benefits:
• Integrated environment, reducing the need for duplicate data entry
• Self-service quoting offering instant pricing (where eligible)
• Improved price setting calculation for more market relevant pricing
• OPG generation

There are multiple pathways you can take through the Integrated Quoting Process.
• After creating the Opportunity and adding a Distributor, you can go straight to 

creating a quote, or if eligible, you may also register a deal for program 
benefits before proceeding to create a quote.

Login to Partner 
Portal

Create / Manage 
Opportunity

Create Quote
Deal 

Registration 
(Optional)

Login to Partner 
Portal

Create / Manage 
Opportunity

Create Quote

Basic Path:

Extended Path with Optional Deal Registration:



Section 1
Main Processes
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Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Log In to Portal

HP Unison Partner Portal Overview:
• The HP Unison Partner Portal is the entry point to the HP 

Unison Platform.  Available 24x7 from desktop or mobile,  
you can get easy access to the information you want, when 
you want it.

• This means Quick and easy access to everything you need 
from HP, all in one place.

Topics Covered In This Section: 

Log in to Portal, Navigate to Integrated Quoting

Login to Partner 
Portal

Create / Manage 
Opportunity

Create Quote

(Basic Path) 
Deal 

Registration 
(Optional)

#1 – Create Quote Only

Topic Page

Log in to Portal 6

Navigate to Portal 7

Add Shortcut to Integrated Quoting 8
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Navigate to the Tool

Log in to the Portal My Workspace  Request a Quote

If you do not have access, you will 
see the Request Access Button

If you did not complete the training, take the  20 
minute Web Based Module found in the Supporting 
Materials section

Enter the date you were trained, select how you were 
trained, and click the Submit Button

Your access will be granted approximately 24 hours 
after submitting 

On the Landing page, select the Integrated 
Quoting Tool hyperlink to see supporting 
documents, or the Go button to access the 
tool.

Supporting documents 

Navigate to the Tool

Log In to Portal - UPP

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Direct Link to Integrated Quoting
https://partner.hp.com/group/upp-emea/quoting

Link to Unison Partner Portal
https://partner.hp.com/group/upp-emea/

Log in to the Unison Partner Portal

https://partner.hp.com/group/upp-emea/quoting
https://partner.hp.com/group/upp-emea/
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Navigate to the ToolNavigate to the Tool

Navigate to the Tool

Log In to Portal - UPP

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Add Integrated Quoting to Dashboard (Optional)

A short-cut to the Integrated Quoting Tool may be added to the “My Dashboard” on the Portal 
homepage

 Click the Customer your Dashboard link

 Select Integrated Quoting Tool and any other capabilities you wish from the list of applications
 After closing the list of applications, the selected capabilities will appear as a short-cut in the “My Dashboard” 

section. They may be dragged and dropped into different positions within the section.






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Navigate to the Tool

Create an Opportunity

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Opportunity Overview:
• Creating an Opportunity is the first step in the Integrated 

Quoting process. The opportunity may be created by HP and 
shared with you, or you can create it yourself. Once an 
opportunity is created, a Quote request and a Deal 
Registration request (optional) may be added to the 
Opportunity.

• In order to complete a Quote request or a Deal Registration, a 
Distributor must be added to the Opportunity.

• The other sections of the Opportunity screen are optional 
“extended options”.

• The Opportunity should be updated as needed, for example, 
to manage the Close Date if it changes.

Topics Covered In This Section:

Create an Opportunity

Login to Partner 
Portal

Create / Manage 
Opportunity

Create Quote

(Basic Path) 
Deal 

Registration 
(Optional)

#1 – Create Quote Only

Topic Page

Create an Opportunity 9

Find and Edit Existing Opportunities 10

Create New Opportunity and Add Customer 11

Add / Update Close Date and Sales Stage (Mark as Lost) 12

Overview of Opportunity Details Screen 13

Add / Change / Delete Distributor 14

Extended Options: Customer Account Details, Grant Access, Team Email 15

Extended Options: Sales Process Linkage, Competitor, Notes & Attachments 16

Key Points: Creating & Managing Opportunities 17
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Navigate to the Tool

The Opportunities Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

After clicking the “Go” button for Integrated Quoting in the Portal, you will land on the 
Opportunities Tab of Salesforce.com

Find / Edit an Existing Opportunity

 To start the Integrated Quoting process, navigate to 
the Opportunities tab

 The Expand/Collapse symbol will show / hide the left 
hand nave bar containing the search field. 

 To search for an Opportunity Name, enter a text 
string and click the Go button

 All column headers may be used to sort the list A to Z 
or Z to A.

 To edit a n existing Opportunity, click Opportunity 
Name hyperlink. Using the Edit button will only 
enable edits on the header level information.











Manage an HP Assigned Opportunity

 If HP has created an opportunity and transferred 
ownership to you, you will see it on the Home tab 
under Acknowledge Opportunities. 

 Click the Acknowledge button to accept ownership.

 The Opportunity will then appear in the Opportunities 
list. Some information will already by populated by 
HP. Add any missing information, and use this 
opportunity to complete any Deal Registrations or 
Quote requests.

Creating an Opportunity is the first step for both Deal Registration and Quoting. The Opportunity 
may be created by HP and assigned to you, or you can create a New Opportunity yourself.
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Navigate to the Tool

Create an Opportunity – Add Customer

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Creating an Opportunity is the first step for both Deal Registration and QuotingCreating an Opportunity is the first step for both Deal Registration and Quoting. If the Opportunity 
has not already been set up by HP, create a New Opportunity.

From the Opportunities Tab, Select 
the New Opportunity Button.

This button may also be accessed from 
the Deal Registration Tab.

Create New Opportunity 

Customer Search and Selection

 Click the Recent Customers button to view and select 
from the last 10 Customers added to an Opportunity, 
or follow the next steps to search for a customer.

 Enter Customer Name – Add City, Tax ID, Zip/Postal 
Code, or State/Province to refine the search if 
needed. 

 Click Search to  see the top search results. These 
results will at Customer Headquarters / Purchasing 
Site level. All columns may be sorted by clicking the 
column name.

 If you cannot find the Customer, click the Expand 
Search button – this will expand the search to include 
customer locations. 

 If you still cannot find your customer, use the Create 
a New Customer link. Verifying a new customer will 
incur additional processing time. You may still 
proceed with your quote, but final pricing will not be 
provided until the customer has been validated by 
HP.










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Navigate to the Tool

Create an Opportunity – Header Data 

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Add Header Information

 Enter Opportunity Name. The name may not 
contain any of the following characters: \ / : * ? " < 
> |. Enter a meaningful Opportunity Name that will 
enable you to find the Opportunity later, such as . 

 Enter realistic Close Date (eg., first shipment date), 
and keep this field updated when if the date 
changes. This date can be updated as needed.











 Sales Stage is automatically updated as you 
proceed through the request. If the deal is lost, 
change the status to “Lost”, otherwise leave as is.

 Currency defaults to local currency.
 Save the header information when completed.

Update Header Information (Close Date, Sales Stage)

 To edit the Close Date or Sales Stage, click the Edit 
button on the Opportunity

 Update the Close Date by clicking the Close Date 
field and selecting a new date from the calendar

 If the deal has been lost, change the Sales Stage to 
Lost, by using the drop down list






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Exploring the Screen
Opportunity Detail Section
Click the Edit button to update information in the Opportunity 

header.
View the HP Account Team by clicking the Account Name. 

Sales Team by BG Section
If you are the owner of the oppty, you can give other users 

Read or Read/Write access to the Opportunity and associated 
Deal Registrations and Quotes. From the Sales Team By BG
section click the Add button.

System Information Section
This segment indicates the creation and modifications 

performed for the opportunity.

Add Reseller’s Team Email Section
In this section you can add the reseller’s team email, if 

applicable.

HP Quotes Section
This section contains the Create Quote button, used to create 

a new quote, shows the existing quotes for that opportunity.

Alliance and Channel Partner Section
Used to add Distributor(s) for Deal Registration and quoting.

Products & Services Section
Section used to create a new Deal Registration. Start the 

process by selecting the Manage Products & Services button. 
Add Product Lines using the search icon, and add the quantity 

and  unit price. Click the Add button to add the details. 
Use the Apply Programs button to select a program and 

request a Deal Registration (for example, PfG).

Addresses and Competitors Sections
In these sections you can add relevant addresses and 

competitors for this opportunity.

Sales Process Linkage
Sales Process Linkage is a feature that allows you to associate 

record IDs from other opportunities and  tools with your 
opportunity.

Select what you would like to associate with your opportunity 
from the ID Type column, for example, for a mixed BG 
Opportunity, you can add the Opportunity ID of associated 
Opportunities.

Open Activities and Activity History Sections
In the Open Activities section you can create and assign 

activities relevant to the Opportunity. Once complete, these 
activities move into the Activity History Section.

Notes & Attachments Section
This section enables you to add private or public notes, as 

well as attachments relevant to the Opportunity.

Sections of the Opportunity Detail Screen

The Opportunity Detail Screen

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created
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Navigate to the Tool

Create an Opportunity – Core Data

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Add a Distributor

 Select Add Distributor in the Alliance and Channel 
Partner Section. If you will be doing a Deal 
Registration containing EG products, select only 1 
Distributor.







 Select the Search icon to see selectable Distributors
 Select the distributor you wish to add by clicking the 

Add Distributor button 

Important Notes:
• In selected countries, only 1 distributor may be added. If this applies to you, and if you have added more than 1 

distributor to the Opportunity, you will see a message when you click the Get Price button. This message will direct 
you to go to the Partners Tab, and select 1 distributor for the quote.  

• Direct Purchasing Resellers: If you are acting as both Reseller and Distributor for the deal, please select the special 
distributor name that has been set up for you. 

• Partners in Nordics: you may be required to add not only the Distributor in your country, but also the Distribution 
Hub of the Distributor Headquarters. 

Add  Distributor Contacts

 Search for Distributor Contacts using the Search 
Contacts button - this will enable automated email 
notifications to the selected contact(s)

 Select the desired contact(s) and click the Save 
button



Change / Remove Distributor

 To change Distributors, remove a Distributor by clicking the Delete button, and add Distributors using the process 
above. The Distributor may be changed at any time before accepting the Quote. Be sure to access the Quote again 
after the change is made, to ensure the information is updated in the Quote. If the price has already been accepted 
(quote created), a second version of the deal will be generated automatically.





15

Navigate to the Tool

Opportunities – Extended Options

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Most commonly used sections in the Opportunity Screen – these sections are optional

To view the account team for the end customer, click the Account Name hyperlink 
(note: not all accounts will contain Account Information)

View Customer Account Team

Grant Access to Another User

 To grant read or read/write access to a user, select 
the Add button in the Sales Team by BG section

 Select the User Type (Partner User for a user in your 
company, User for an HP User)

 Use the Search Icon to find eligible names to add, 
select by clicking the Full Name hyperlink

 Grant Read Only or Read/Write Access and add Team 
Role

CUSTOMER XYZ


  

John Smith John.smith@hp.com

This is particularly useful if you are 
collaborating with a colleague or want to 
grant access to your holiday backup.

Add Team Email Box

 To add a team email address for receiving 
notifications, select the Add Reseller’s Team Email 
button

 Search for the address by using the Search icon

 Select and add the address from the list
 If the address is not found, add it into the system by 

using the Create Team Email Box option








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Navigate to the Tool

Opportunities – Extended Options

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Most commonly used sections in the Opportunity Screen – these sections are optional

 Select the New button in the Competitors section
 Use the Search Icon to begin your search
 Enter the competitor name and click to Go button

 Click the Competitor Name hyperlink to select
 Mark as Primary or Incumbent and save

Add Notes and Attachments

Add relevant notes and attachments to the Opportunity by selecting the New Note or Attach File buttons in the 
Notes & Attachments section 

Add a Competitor











Sales Process Linkage

This section allows other Salesforce.com records to be associated to the Opportunity. For example, for a mixed Business 
Group Opportunity, a separate Opportunity is required for each Business Group. Using this function, these separate 
Opportunities may be linked to each other. 

 Select the New Sales Process Linkage button
 Select the ID Type from the list – for example, Mixed 

BG Opportunity

 Add the relevant ID – for example, the Opportunity ID 
of the associated Opportunity for a mixed Business 
Group deal








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Upload ConfigurationGlossary of Terms

Key Points:
Create and Manage Opportunity

Opportunities

General: 

 Creating an Opportunity is the first step in the Integrated Quoting process – from the Opportunity, you 
can then Register a Deal (if applicable) and create a Quote.

 To edit an existing Opportunity from the Opportunities page, click the Opportunity Name. The Edit button 
will enable you to update the Opportunity Header only.

 Cross Business Group deals (Enterprise Group/EG and Printing and Personal Systems Group/PPS) require 
a separate Opportunity for each Business Group.

 All fields with a red bar on the left hand side are mandatory fields and must contain data.

 You may also add a Quote or Deal Registration to an Opportunity that was created by HP and assigned to 
you. These Opportunities can be found on the Home page of Salesforce.com.

Customer Search:

 When searching for end customer, use primary search (using the Search button) to find the customer 
when possible. If the customer cannot be found, using the Expanded Search to bring up the customer 
locations. The Create New Customer button should only be used if all other searches have been 
unsuccessful.

Opportunity Header Level Information:

 The Opportunity Name may not contain any of the following characters: \ / : * ? " < > |

 The Close Date of the Opportunity should correspond to the expected start of delivery of products, and 
should be maintained to reflect any changes.

 The Sales Stage should be left on stage 01 – the Sales Stage will be automatically updated as you move 
through the process. The only time you need to change the Sales Stage is if the deal has been lost – in 
this case, change it to Lost.

Opportunity Details:

 A Distributor must be added to the Opportunity in order to create a Deal Registration or a Quote.
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Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Quoting Overview:
• Quoting is the mechanism used to request special pricing for 

specific deals.
• Where eligible, you will receive an instant price, immediately 

when you submit your price request.

Topics Covered In This Section:

Create a Quote, Get Pricing, Accept Quote & Generate OPG

Login to Partner 
Portal

Create  / Manage 
Opportunity

Create Quote

(Basic Path) 
Deal 

Registration 
(Optional)

#1 – Create Quote Only

Create and Manage a Quote

Topic Page

Create and Manage a Quote 18

Build Quote 19

Start Tab: Special Flagging and Supplies Requests 20

Opportunity & Quote Info Tab: View Quote Information 21

Opportunity & Quote Info Tab: Cancel Quote 21

Customer Address Tab / Manage Ship-To Address 22

Partners Tab: Add additional partner contacts 23

Partners Tab: Single Distributor Selection 23

Quote Output Tab 24

Add Products 25

Get Price and Price Details 26

Single Distributor Enforcement at Get Price Stage 27

Accept Price and Generate Quote Documents 28

Price Escalation 29

Revise, Extend, or Accept quote 30

Create and Revise an OPG 31

View OPG in the Special Pricing Viewer (pComm) 32

Key Points: Quoting 35

For more information refer also to the 
Guide to Adding Products and Configurations
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Start the Quoting Process

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Start the Quoting Process by clicking the Create Quote button.
Note: “Mixed” Quotes (EG and PPS together) are not permitted. Please create separate Opportunities 
and Quotes for each Business Group.

Select the Create Quote Button

Click the Create Quote button in the HP Quotes section of the Opportunity. This will create a draft quote, where the 
details can be added and submitted for pricing.

There are 5 sections in a quote:
• Start: Add special flagging and products
• Opportunity and Quote Info: Opportunity and Deal Registration IDs, Customer Information 
• Customer Address: Add customer contact information, manage shipping address
• Partners: Add additional contact if needed
• Quote Output: Generate Quote documents, in a variety of formats

Sections of a Quote
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The Start Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Add Special Flagging (Optional - only add information if applicable to the Quote)

Special Flagging Section:

 Leave all items in this section blank, unless:

• An item on the Deal Type list corresponds to your 
quote (if so, select the Deal Type) – note: deal type 
may vary by country

• Your quote contains only Supplies Products (if so, 
see point number 2)

• The product is for Internal Use (if so, select the 
Internal Use box and the corresponding Deal Type)

Note: selecting a Deal Type will make the quote ineligible 
for an Instant Price



Price Descriptor Section:

The Price Descriptor should not be changed unless you have 
checked the Quote contains Supplies Only box
 If your deal contains Supplies Products Only

• Check the Quote contains Supplies Only box 
• Select a Deal Type (such as Channel MPS or Printing Big 

Deal Supplies) 
• You will also be required to change the Price Descriptor 

on the right-hand side – the field that needs to be 
changed will be highlighted in red. For Supplies Only 
requests, the country of the Price Descriptor needs to 
be changed to “Europe”.



Deal Type Usage
Demo Request special pricing for products to 

be used in demo presentations 
(Customer Demos). EG only.

Government Deal/ 
Tender

Request special pricing for government 
or tender deals. EG Only.

Local Programs -
Contractual

Request special pricing Printing 
products based on Partner contracts 
stipulating pre-agreed discounts. PPS 
Only.

Local Programs -
Transactional

Request special pricing for typical 
Printing products transactions. PPS 
Only.

Program - EBDC Request special pricing in accordance 
with Sales agreements. EG Only.

Program- Partner 
for Growth 
Channel 

Request additional special pricing 
incentive offered by HP to encourage 
new business onboarding. EG and PPS.

Program- Sales 
Empowerment 

Request special pricing based on pre-
defined delegation from Sales. EG Only.

Program- TS Auto-
Attach

Proactive attachment of care 
packs/accessories compatible with 
products selected by the partners on 
the Quote. EG and PPS.
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The information on this screen has been provided in the Opportunity, and does not need to be re-entered.
You may add a Sales Rep name if desired. 

The Opportunity and Quote Info Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

View Opportunity and Quote Information

Cancel a Quote

Draft, abandoned, or test quotes that you will not use again may be cancelled. This is applicable only to  quotes that 
are not yet in Orderable status. Once the quote is cancelled, it cannot be resumed but it may be cloned if required. 

 To cancel a Quote, go to the Opportunity and Quote 
Info tab, enter a Cancel Reason, and click the Cancel 
Quote button. Comments may be added if desired.

 To view cancelled Quotes, use the Show All button on 
the Opportunity screen




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Add End Customer Contact Information

Change the Ship To address if needed

Add End Customer details in space provided

The Customer Address Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Add End Customer Details and Manage Ship To Address
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Add additional recipients for Reseller communications if needed

Add additional contact if needed

The information on this screen has been provided in the Opportunity, and does not need to be re-entered.
You may add additional email addresses if desired. 

The Partners Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

View Partner Information

Single Distributor Selection

If more than one Distributor was added on the Opportunity, one can be marked as primary, by selecting the 
corresponding radio button.
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The Quote Output Tab

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Generate Quote Documents

After you have accepted the price, you can generate the quote documents yourself
 You can export the quote documents in PDF, DOC, XML, or Excel format
 You can provide additional information to attach to the quote documents 




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Add Products

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Products may be added from any of the quoting screens

Add Products (for details refer to the Products and Configurations Guide)

There are 5 ways to add products:
 Upload a configuration – Important: use this button 

only for uploading configurations
 Upload a Product List - use this button for uploading 

a stand-alone product list – not for configurations.

 Create a Configuration from the self-service 
configurator

 Search products from the database
 Add a known product number using Quick Key

 

Once all quote information is added, request pricing




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





Notes:
• This price will be valid for 24 hours. Once you accept the price, it will be valid for 30 days. 
• Pricing on smaller deals may be without discount.

• Not all quotes will be eligible for an instant price (for example, if you have added a Deal Type, or flagged the 
quote as Supplies Only / Internal Use, or if other conditions are met). If an instant price is not available, 
please follow the escalation process on Page 27.

Get Price

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Get Price

 Line Item Level Pricing:
• Model List Price: undiscounted price, available with no special price request.
• Reseller Net Discount %: % Discount given through special pricing request (difference between List Price and 

Recommended Price)
• Recommended Price: the indicative price expected to be charged by the Distributor. The Distributor still 

decides the final price. 
 Deal Level Pricing (Quote Totals):

• List Price: Sum of List Price from all Line Items
• Total Recommended Discount: Sum of Discount from all Line Items
• Total Recommended Price: Sum of Recommended Price from all Line Items
• Total Reseller Benefits: Additional discount granted by an APPROVED Deal Registration. To add the Deal 

Registration benefits, click the Get Price or Accept Price button after the Deal Registration is approved. Do not 
click the Accept Quote button before the Deal Registration has been approved, as this will result in the 
benefits not being added to the quote.

• Total Recommended Net Price with Benefits: Total Recommended Price including Deal Registration benefits 
(Distributor makes the final price, this is an indicative price)

Once all products and configurations have been added and other information checked / updated:
Click the Get Price Button (found on all quote tabs). If the quote is eligible for an Instant Price, you will see the pricing 
instantly. This will be a market relevant / winning price. If you receive an Instant Price, the Product Grid will be updated 
with Line Item and Deal Level pricing: 

Price Details
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In some countries / under certain conditions, it may required to select a single Distributor if more than one 
Distributor was added in the opportunity. 

1

2

3

Get Price – Single Distributor Selection

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Single Distributor Enforcement at Get Price

 If this functionality has been activated, a message 
will appear after clicking the Get Price button: 
“Only one Distributor can be added to this Quote. 
Please go to the Partner Tab, select one 
Distributor, and then click “Get Price” again.”

 To select a Single Distributor, navigate to the 
Partners tab, and select one of the Distributors by 
placing the radio button next to your choice. 

• If the Distributor eligibility check fails, an error message will appear: The Distributor selected for this 
quote is not eligible to sell all of the products included (product numbers). Please update the Distributor 
or the products, then click Get Price. 

• If the eligibility check passes and the quote will be locked to that Distributor. To change the Distributor, 
click ‘Back’ and re-select Distributor in the Partner section.  
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Accept Price and Generate Quote

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Accept Price

 You can edit the quote by clicking the Back button. 
 Review the Terms and Conditions before accepting 

the price
 To convert the price request into a Quote, click the 

Accept Price button – this will create a quote valid 
for 30 days. You may request an extension to the 
Quote Validity by contacting your Pricing Advisor.

 HP will give you a market relevant / winning price 
when you click Get Price. In exceptional cases you 
may need an even lower price to win a particularly 
aggressive deal – for these exceptional cases, click 
the Escalate Pricing link.









After you have accepted the price, you can generate the quote documents yourself
 You can export the quote documents in PDF, DOC, XML, or Excel format
 You can provide additional information to attach to the quote documents 





Generate Quote Documents
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Be sure to click the Submit button in the center of the page to send the request to HP!

Note: Some quotes may not qualify for  pricing escalation. If you get an error message indicating that your 
request is not eligible for a price escalation, please accept the instant price that has been given. If you have 
questions you may contact your HP Representative.

 Line Item level: 
Use the drop down list, and select one of the 
following:
• % - requested discount % for line item
• Amt – requested discount amount for line item
• Net – requested buy price for line item

 Deal level:
use the Auto Allocation section, and select one of 
the following:
• Target Requested Total Disc % - requested 

discount % to be applied to all line items
• Target Requested Net Price: requested buy price 

for entire quote

Add Requested Buy Price, at either Line Item Level, or at Deal Level:



Price Escalation

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Manage Price Escalation

 Add the Justification Type and Competitor from the 
drop down lists, additional justification in the Pricing 
Justification field, Add supporting documents if 
desired

• Pricing is carefully calculated to be market relevant and at a level to win the business. However, if you are working 
on an exceptionally aggressive deal and get an instant price which cannot be used to win the business, you may 
escalate for a better price. This will incur additional processing time, and should be used only when really needed, 
as there is no guarantee of a better price.

• A pricing request may also be automatically escalated if it is not eligible for instant pricing (for example, if you 
selected a Deal Type on the Start Page, or if the product is not eligible)

 Select the Escalate Pricing button (if not automatically escalated). 






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Revise, Extend, or Accept Quote

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Accept Quote

Notes: 
• If the opportunity includes a Deal Registration, do not click the Accept Quote button before the Deal Registration has 

been approved, or the Deal Registration benefits will be lost. 
• Clicking the Get Price or Accept Quote button after the Deal Registration is approved will pull the Deal Registration 

benefits into the Quote.

Accepting the Quote will mark the deal as “Won” and trigger generation of the OPG. After the customer has accepted 
the offer and the business has been won, click the Accept Quote button to mark the deal as “won” and generate the 
OPG.

Revise or Extend Quote

 To change a quote, click the Revise Quote button. 
• Pricing given for existing products will be retained. 
• Newly added products are eligible for instant 

pricing.  
 Request an extension, by clicking the Request 

Extension button. Note: This button is only available 
on quotes which have been escalated. For Instant 
Pricing quote please use the Revise Quote button.

 When the deal has been won, click the Accept Quote 
button – this will systemically mark the deal as 
“Won” and trigger OPG Generation.




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 Quote status changes to Orderable
 Deal ID displays is available. If multiple deals are created within the quote, the Deal ID will say “multiple” 

and the user must go to the “Opportunity and Quote Info” tab or original opportunity to view the Deal ID 
numbers.

 The Quote is complete and  locked.

 



OPG Created

After accepting the Quote, an OPG is generated. The quote status changes to  orderable and is also available in the 
Special Pricing Viewer for Distributors.

Create and Manage OPG

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Revise OPG

 If you need to revise a quote once it in 
Orderable status (OPG created), Click the 
Request Quote Revision button.

 You will be prompted to fill in a form to 
describe the updates that are needed.

Once the Quote is complete and locked, changes/extension requests may be made by using the Request a Quote 
Revision button.


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The Special Pricing Communications Tool is a vehicle through which Distributors can obtain 
important quote specific communications and information after a Quote has been created and 
accepted. 

Using the Special Pricing Viewer

Access the Special Pricing Viewer (PComm) – Search for Deal

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

View OPG in Special Pricing Viewer



 The Special Pricing Viewer is accessed via 
the Portal from the My Workspace > 
Deals > Special Price Communication 
link

  A dedicated Support Team for the Special 
Pricing Viewer can be reached by clicking 
the Contact HP Button when in the 
Special Pricing Viewer
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Access the Special Pricing Viewer (PComm) – Search for Deal

View OPG in Special Pricing Viewer

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created



After you have accepted the price, you can generate the quote documents yourself
 Enter search criteria and click the Submit button
 Click to Modify Search Criteria if necessary
 Click Deal Number to view individual deal
 Email or Export selected lines
 Select Content and Format criteria, and click Submit








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 View or Download list of 
Partners

 Change Deal Version if needed
 Select new Currency if needed
 Change Pricing Period if 

needed
 View Remaining Quantity











Access the Special Pricing Viewer (PComm) – Manage Deal

View OPG in Special Pricing Viewer

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created
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Upload ConfigurationGlossary of Terms

Key Points:
Quoting

Quote Creation, Get & Accept Price, OPG Management

General:

 The first step in creating quote is to create an opportunity.

Start Tab:

 Deal Type selection is optional – a Deal Type should only be selected if it is applicable to the Quote.

 If a Deal Type has been selected, the quote will not be eligible for an instant price.

Customer Address Tab:

 Always add End Customer details on the Customer Address tab

Adding Products / Configurations:

 Refer to the Products and Configurations Guide for more information on how to add products and 
configurations. 

Pricing:

 If your request qualifies, you will be given an instant price when clicking the Get Price button.

 The price given in the quote is an indicative price – final pricing will be given by the Distributor.

 For smaller deals or non discountable products, you may be given pricing with no discount.

 When completing the Price Escalation Form, be sure to click the Submit button, to ensure the information 
is sent to HP.

 Some deals will not be eligible for price escalation – in this case, you will see a message informing you 
that no escalation is possible if you click the Escalate Price button.

 Your OPG may be viewed in the Special Pricing Viewer, which is accessible via the Portal.

 For pricing assistance, use the Request Assistance button on the quoting screens. Fill in the form 
completely, and be sure to submit to HP.
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Navigate to the Tool

Register a Deal

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Deal Registration Overview:
• Deal Registration is for authorized partners and specific deal 

only. 
• Use Deal Registration when applying for additional program 

benefits, for example, if your deal qualifies is a New Business 
Opportunity qualifying for Partner for Growth benefits.

• If the Deal Registration is approved by HP, additional 
discount will be applied to associated Quotes, if the Get Price 
or Accept Price button is used after the Deal Registration has 
been approved.

Topics Covered In This Section:

Section 3: Register a Deal

Login to Partner 
Portal

Create / Manage 
Opportunity

Create Quote

(Basic Path) 
Deal 

Registration 
(Optional)

#1 – Create Quote Only

Topic Page

Register a Deal (Optional) 36

Add Products (Product Line Level) 37

Register for a Program 38

Manage a Deal 39

View Registration Details and Benefits (discount %) 39

Key Points: Deal Registration 40



37

Register a Deal (Optional)

Deal Registration is for specialist partners and for specific deals only. If your deal is eligible for 
Program Benefits, for example, Partner for Growth, you can register it through Integrated Quoting. 
It is not necessary to register a deal for every Quote.

Add Products and Services

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

 To add Product Lines for a Deal Registration, select 
the Manage Products & Services button in the 
Products (Products & Services) section

 If you do not know the Product Line of a Partner 
Number, it can be found by using the Part # Lookup

 Use the Search Icon to view and search for a Product 
Line – use Business Unit filters if needed (BG, GBU)

 Click the Product Name hyperlink to select a Product 
Line

 Add Quantity and Unit Price, then click the Add button











Deal Registration Steps

The steps needed to complete a Deal Registration can be seen by clicking the Deal Registration Steps button.  Each of 
these steps contains a link, which will take you to the corresponding part of the process. 

Using the Deal Registration Tab

A new Opportunity may be created directly on the Deal Registrations tab of Salesforce.com.
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Register a Deal (Optional)

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Apply Program(s)

 When all Product Lines have been added, select the 
Apply Programs button

 Select the desired program(s) (for example PfG, 
Preferential Pricing – programs may vary by country) 
and fill in the short questionnaire

 Select the checkbox for the applicable program(s) and 
click the Save and Review button

• When ready, Submit for Approval







Program Level Approval

Program Level Approval: 
• If you select a Business Unit based Program (such as PfG ISS), all Product Lines included in that Business Unit will be 

covered in the Deal Registration. 
• For example, if you register Product Line SI, you will also get Deal Registration benefit for Product line SY, because 

they are both covered under the same program.

Product Line Registered

Additional product lines 
which will receive Deal 
Registration benefit, because 
they are all part of the same 
program.
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Manage Deals (Optional)

Login Opportunity
Register Deal 

(Optional)
Build 

Quote
Get 

Price
Accept 
Price

Generate 
Quote

Accept 
Quote

OPG
Created

Deal Registrations may be managed directly from the opportunity

Manage Deal Registration

These programs are expiring within the next 30 days, please request extensions

Program Expiration Date Comments

PfG ISS Test 1 Nov 14

If any actions are possible, there will be a selection box 
in the section where the action may be taken
 If the deal is approaching its expiration date, there 

will be a selection box in the Request Extensions 
section. To request an extension, select the check 
box, and click the Submit Selections button.

 The Convert VEP to VBD section is not used in EMEA and 
may be disregarded

 If the deal has been submitted for approval, but not yet 
approved, you may withdraw the approval request to 
make changes by selecting the check box in the Recall 
Deal Registrations Pending Approval section, and 
then clicking the Submit Selections button.



To manage a Deal 
Registration, select it, and 
click the Manage button 
in the Deal Registrations 
section of the Opportunity

View Deal Registration Details and Benefit





To view the details of the Deal Registration, select the 
Deal Reg ID in the Deal Registrations section of the 
Opportunity, from the Deal Registrations Tab at the top 
of the screen, or from a Deal Registration Report

To see the Deal Registration Benefit (% discount you will 
receive), click the % Benefit Details link (only valid for 
Approved Deal Registrations)
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Upload ConfigurationGlossary of Terms

Key Points:
Deal Registration

Creating and Managing Deal Registrations

General:

 Deal Registration is for authorized partners and specific deals only. It is used to register deals for 
Program Benefits, such as New Business Opportunities under the Partner for Growth Program.

 The Deal Registration Tab contains existing opportunities. You may also trigger new Opportunity Creation 
from this page. 

 A Distributor must be added to the Opportunity before completing the Deal Registration steps. For EG 
Deals, only 1 Distributor may be added. For PPS deals there is no restriction.

 Deal Registration is initially reached using the Manage Products & Services button on the Opportunity 
screen.

 The Product FAQ button may be used to identify product lines before starting the Deal Registration 
process. 

Create Deal Registration:

 The quickest and most efficient way to add product lines is the following: 
• In the Add Products/Services box:

a. Click on magnifying glass icon next to Product Line field
b. Filter by Business Group or Global Business Unit as needed
c. To search for a Product Line containing a specific name, in Products/Services search page: tick 

“Contains” and click the Search button. This will display all Product Lines for given Business Group 
that contains the text you have entered

d. To select a Product Line, click the Product Line hyperlink.

Manage Deal Registration:

 If your deal is about to expire, request an extension using the Manage Deals section on the Opportunity.
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Supporting Topics
Supporting Topics
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If you have reviewed the training material and still have questions on the Deal 
Registration or Quoting process, please contact your HP Pricing Advisor.

For technical and “how to” questions, you may also contact HP Partner Support, by 
using the “Get Support” menu on the Portal

If you have a technical query when creating or managing a quote, you can get 
specialist assistance by using the Request Assistance button, found at the top of 
each quoting screen. This request will also lead you to your HP Pricing Advisor.

Or contact the HP Support Team here: 

https://h20375.www2.hp.com/portal/site/smartportal/ContactHPForm/

Notes: 
• If you have an issue with a configuration, please attach the 

configuration to the support request.
• Please add as a minimum a  description of the issue

How to Get Support
How to Get Support

Iberia: 
pricing.iberia@hp.com

Benelux:
pricing.benelux@hp.com

Germany:
pricing.de@hp.com

Austria/Switzerland: 
pricing.alps@hp.com

Nordics:
pricing.nordics@hp.com

France: 
pricing.france@hp.com

UK/Ireland: 
pricing.uki@hp.com

https://h20375.www2.hp.com/portal/site/smartportal/ContactHPForm/
mailto:pricing.iberia@hp.com
mailto:pricing.benelux@hp.com
mailto:pricing.benelux@hp.com
mailto:pricing.benelux@hp.com
mailto:pricing.benelux@hp.com
mailto:pricing.iberia@hp.com
mailto:pricing.uki@hp.com
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HP Deal Registration for Partners

Select the folder corresponding to the type of report you wish to run, and select the report from the main window

PR – Integrated Quoting

Deal Registration Reports

• Partner Opportunity with Deals Won

• Registrations expiring in the next 30 days

• Registrations submitted in past 12 months

• Registrations submitted in past 7 days

• Registrations submitted this HP quarter

• Registrations submitted this month

Quote Reports

• Deals Expiring Next 7 days

• Opportunities & Quotes – Current Month

• Opportunities & Quotes – Current Quarter

• Opportunities & Quotes – Current Fiscal Year

• Opportunities & Quotes – Last 7 days

• Opportunities – WON Current Quarter 

Reporting

Navigate to Reports Tab

From the Salesforce.com homepage, click the Reports tab

Select and Run a Report
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HP Deal Registration for Partners
Reporting

Export Report

Click the Export Details button to export the report to XLS format

Select Export File Encoding: Unicode, Export File Format: Excel Format .xls, then click the Export button

Open the document

If you see this error message, click the Yes button
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Quote Statuses
Integrated Quoting StatusesQUOTE STATUS DESCRIPTION PARTNER ACTIONS

Products Pending • Status shown on a new quote 
until products and/or
configurations have been added 
and the Get Price button has 
been selected.

• Add products and/or 
configurations to the quote. 

• When all products and 
configuration have been added, 
click the Get Price button.

Price Pending • Status shown when an instant 
price has been given, but not yet 
accepted or escalated.

• Accept the price, or
• In exceptional cases (if the 

instant price is not sufficient to 
win the deal), you may also use 
the Escalate Price button.

Processing Price 
Request

• This status appears when the 
quote was systemically 
escalated, or escalated by using 
the Escalate Price button.

• This status will remain until HP 
has processed the price 
escalation, and the quote has 
been accepted.

• Complete the Price Escalation 
form and click the Submit button

• This will transmit the details to 
HP for processing

• When HP returns the pricing, 
accept the Quote – this will 
trigger the next status, Quote 
Review.

Quote Review • The pricing offered by HP has 
been accepted, and a quote has 
been generated. 

• The quote is also on PComm for 
Distributors.

• Present the offer to the End 
Customer and try to win the 
business. 

• When the deal has been won, use 
the Accept Quote button to mark 
the deal as “Won” and trigger 
OPG creation.

Processing Quote • Status displayed after clicking 
the Accept Quote button, in cases 
where the OPG cannot be 
generated immediately (due to 
system backlog or high risk EUV).

• HP will take action and notify you 
once completed.

• Wait for notification that the OPG 
has been created and the status 
has changed to Orderable.

Orderable • Status for Quotes which have
been accepted, indicating that 
the deal is Won. 

• Place your order with the 
Distributor.

Revised • Status shown while HP is 
processing OPG Revision (using 
Request a quote revision button).

• Wait for the results of the 
revision request.

• If your changes are accepted, the 
status will change to Orderable.

Quote Rejected • Status for OPG revisions which 
were not approved by HP. 

• You will receive a parallel email 
with the corrective actions that 
you need to perform to obtain 
prices.

• Follow the steps indicated on the 
email.

Quote Statuses

Quote Status and Description
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Glossary of Terms

TERM DESCRIPTION

Deal Registration The activity of registering a deal for program benefits 
under one of HP’s programs, such as Partner for 
Growth. 

Non-discountable Flag that denotes that the line item is not eligible for 
discounts. 

OPG Ordering Processing Guidelines. This document
specifies that the quoted documents are orderable at 
the agreed price.

Price Escalation The mechanism for asking for a better price when 
presented with an instant price. It is triggered by 
selecting the Escalate Price button. This mechanism 
uses the same form as the Pricing Auto Escalation.

Pricing Auto Escalation If the system is unable to automatically apply instant 
pricing after the Get Price button is selected, the 
system will automatically open a form which needs to 
be completed in order to get the price.

Pricing Line Item Grid Grid displaying configurations/products,  the pricing 
and special discounts for each item.

Quote Revision Changing products, configurations or quote 
information. Quote revisions can be done both pre and 
post OPG stage. 

Quote Status Conveys which stage the quote is. Statuses include: 
Product Pending, Price Pending, Process Pricing 
Request, Quote Review and Orderable, Quote Rejected.

RBP Requested Buy Price, used in Price Escalations,
entered by the partner to indicate the price that is 
needed in order to win the deal.

Recommended Price The indicative price quoted to Resellers. The final price 
is given by the Distirbutor.

Special Pricing Communication Tool Quote communication tool for Partners. Also called 
PCOMM. 

Navigate to the Tool

Terms and Definitions

Integrated Quoting Terms and Definitions
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Glossary of Terms

Error Messages

Integrated Quoting Error Messages

Error Message Explanation / Next Actions

Encountered when adding a product:
 Could not perform Action: Save
 Validation errors exist on the following 1 attribute(s):
 PLC Obsolete Parts
 The following parts on this quote are obsolete <xxx> on Line: 

<xxx>

This error indicates that the product added in your 
quote is not available anymore, is classified as an 
obsolete product and you have to remove it. 
Please work with your HP contact to identify a 
replacement for the obsolete product.

Encountered when uploading a Configuration or Product List:
Message appears on product grid when uploading a configuration 
file or product list: “Pricing is not available; contact HP” 

This error means that you have inserted products 
with no pricing available and you need to contact 
your HP representative.

Encountered when uploading a configuration file: Please make sure to use a true Excel format when 
uploading an Excel Configuration. If another 
format is saved as Excel (such HTML saved as 
XLSX), there will be issues with uploading the file.
• To check the file type, open the file in Excel. If 

it is not a true Excel file, you will get this error 
message: The file format and extension of <file 
name> don’t match. The file could be 
corrupted or unsafe. Unless you trust its 
source, don’t open it. Do you want to open it 
anyway? 

• By using the Save As option in Excel, the real 
file type will be exposed in the “Save as Type” 
field.

• Please ensure the information is stored as Text 
instead of numbers for following columns: 
Reference ID, Quantity and TC Flag.
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Glossary of Terms

Error Messages
Integrated Quoting Error Messages

Error Message Explanation / Next Actions

Encountered when using the Get Price button:
 Could not perform action: Get Price
 Validation errors exist on the following 2 attributes:
 HP Status
 Distributor Partner Type
 Your request is currently being processed. Please note that if 

your deal was already available in PCOMM it may not be 
updated with the latest info until processing is complete. 
Please check back in 2 hours.

 Please return to the opportunity page and add Distributor

Error encountered in Partner Information: There is 
no Distributor listed on the opportunity. In order 
to proceed you must return to the Opportunity 
page and add a Distributor, then go back to the 
Quote and click Get Price again.

Encountered when using the Get Price button:
 Could not perform Action: Get Price
 Validation errors exist on the following 1 attribute(s):
 HP Status
 Your request is currently being processed. Please not that if 

your deal was already available in PCOMM it may not be 
updated with the latest info until processing is complete. 
Please check back in 2 hours.

This error specifies that there is a system error 
and you have to revert and check in 2 hours.

Encountered when a New Customer setup has been requested, 
and when processing the Quote, using the Get Price, Escalate 
Price, or Accept price buttons:
 Could not perform Action: Accept Price
 Validation errors exist on the following 1 attribute(s):
 MDCP Organization ID
 Please note that we will need some time to verity / create the 

end customer details. You will be notified once the process is 
complete. Pricing cannot be accepted until the end customer 
is verified.

Unverified Accounts (new customer added in a 
new quote) –this error appears when processing 
price request (statuses such as Get Price, Escalate 
Pricing and Accept Price) has the following 
meaning:
We will need some time to verify/ create the end 
customer details. You will be notified once the 
process is complete. Pricing cannot be accepted 
until the end customer is verified. 
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Glossary of Terms

Error Messages
Integrated Quoting Error Messages

Error Message Explanation / Next Actions

Encountered on the Price Escalation screen:
 Could not perform Action: Submit
 Please enter Competitor Information
 Please enter Pricing Justification and Summary
 Please enter Reqt Type and Reqt Disc for at lease one part 

number to proceed with Submit action.

Before you click on the Submit button, please 
make sure you have completed all required fields 
such as: Competitor, Pricing Justification 
Summary, not only the Justification Type field.
• Competitor Information (*mandatory field) 
We need more information to proceed with 
your request. Please complete the Competitor 
field so that we can process your request.

• Pricing Justification & Summary (*mandatory 
field)  We need more information to 
proceed with your request. Please complete 
the Pricing Justification and Summary field so 
that we can process your request.

• Reqt Type and Reqt Discount (RBP mandatory 
field)  We need more information to 
proceed with your request. Please complete 
the RBP field so that we can process your 
request

Encountered on the Price Escalation screen:
 Could not perform Action: Submit
 Please enter Competitor Information
 Please enter Requt Type and Reqt Disc for at least one part 

number to proceed with Submit action

Before you click on the Submit button, please 
make sure you have completed all required fields 
such as: Competitor, Pricing Justification 
Summary, not only the Justification Type field.
• Competitor –Escalation (*mandatory field) 

We need more information to proceed with 
your request. Please complete the Competitor 
field so that we can process your request.

• Reqt Type and Reqt Discount (RBP mandatory 
field) We need more information to proceed 
with your request. Please complete the RBP 
field so that we can process your request.

Encountered when using the Accept Quote button:
 Could not perform Action: Accept quote
 Validation errors exist on the following 1 attribute(s):
 Accept quote Validate Eclipse Deal Before New Deal
 The system is experiencing a high transaction volume at this 

time and cannot process your request. Please try again in a 
few minutes.

The system is experiencing a high transaction 
volume and your request cannot be processed. 
This indicates that you have to wait a few minutes 
to have the systems refreshed
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