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Learn about Intermedia’s Partner Program and how we support 
partners across the entire customer life cycle.  
Visit www.intermedia.net/resellers. 
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S P E C I A L  A D V E R T I S E M E N TS P E C I A L  A D V E R T I S E M E N T

Q: There’s been a lot of activity at Intermedia recently. Bring us up to 
speed. 
A: (Michael Gold) Yes, a lot of exciting things are going on at Intermedia. When I 
came aboard in 2011, Intermedia was a business email and web hosting company. But 
as customer needs evolve, so too do our solutions. Today, we are a leading provider of 
30-plus integrated cloud applications to more than 110,000 businesses, including email, 
unified communications, backup and file sharing, productivity, security, archiving and 
more. We continue to build on top of our core technology platform to help ensure that 
our channel partners have a full suite of solutions that help their customers benefit from 
the productivity and security that the cloud affords. We are also very proud of the fact 
that all of our solutions are backed by our 24/7 J.D. Power-certified support.1 

Additionally, we’ve invested in top talent to help optimize our predominantly channel-
driven model. Today, more than 80 percent of sales come through our network of more 
than 6,500 solution providers. And, earlier this year, we closed the sale of Intermedia to 
the private equity firm Madison Dearborn Partners. This partnership brought with it an 
infusion of capital that allows us to invest more in the VAR and MSP channel and expand 
upon our cloud-based solutions portfolio.

Q: What have you been focused on during your first year in this role? 
A: (Eric Martorano) Since joining Intermedia in September 2016, we have expanded 
the organizational design on which Intermedia’s global go-to-market strategy is based. 
To drive greater channel engagement, our sales organization is structured around five 
centers of excellence: sales enablement and engineering; partner management and 
development; sales operations and channel operations; business development; and 
customer development. This newly installed sales strategy has yielded record-breaking 
sales numbers for the first half of our FY17, and continues to deliver month after month. 

To continue this momentum and further enable partner success, we just announced the 
addition of two new integrated campaigns within our automated marketing platform. 
Partners generally don’t have the time or expertise to run and optimize their own mar-
keting campaigns. Without a team of people dedicated to creating content and han-
dling the logistics, architecting effective marketing campaigns can be daunting. With 
Intermedia’s proven white-label automated solution, partners get access to expertly 
crafted emails, landing pages, social media posts, and more. Additionally, to help track 
opportunities, partners are provided with a campaign metric dashboard, as well as real-
time alerts so they can strike while the lead is hot—all for free.

INTERMEDIA SUPPORTS CHANNEL WITH 
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1 J.D. Power 2016 Certified Assisted Technical Support Program, developed in conjunction with TSIA. Based on successful 
completion of an audit and exceeding a customer satisfaction benchmark for assisted support operations. For more information, 
visit www.jdpower.com or www.tsia.com.


