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”2019 is going to be a 
defining year for  
partners looking to  
get their fair share of  
the massive, and  
growing, UCaaS market. 
Intermedia Unite is the 
solution that can help 
them do just that.

Jonathan McCormick
Chief Operating Officer
and Head of Sales

To learn more about Intermedia, visit www.intermedia.net/partnersunite.

Build A Profitable Future With  
Intermedia UniteTM

Q. How can UCaaS products like Intermedia Unite unlock significant 
opportunities for partners? 
A. It’s not a matter of if, but when — and to which provider — a business will move its 
telecom and related services to the cloud. For partners looking for a UCaaS product 
built with SMBs in mind, one that is feature-rich, highly reliable and secure, and provides 
partners with terrific margins – up to 50 percent, now is the time to look at Intermedia 
Unite. Unite is an all-in-one cloud-based phone system, with integrated video and 
voice conferencing, screen sharing, file sharing and backup, team chat and more. It 
comes with the mobile and desktop apps that keep customers seamlessly connected 
whether in the office or on the go. And Unite eliminates the need for SMBs to deal 
with multiple bills from multiple providers.

Q. Why have SMBs been so quick to adopt Intermedia Unite? 
A. Today’s typical SMB employee wants the flexibility and freedom to remain  
connected and productive. Intermedia Unite’s powerful mobile app transforms a 
phone into an essential collaboration tool, making teamwork on-the-go easier than 
ever. You are basically taking your desk phone and your computer with you. Employees 
can place a call, send a chat, share a file and start a video conference--all from their 
mobile device. And, if nothing else, it is a great, reliable, secure business phone, with 
a 99.999 percent uptime SLA, backed by J.D. Power-certified 24/7 technical support.

Q. How does Intermedia make UCaaS easy for partners to sell, set up, 
manage and support?
A. Whether partners sell under our Private Label or Advisor partnership models, we 
support them with everything they need to be successful--before, during, and after 
the sale. This 360-degree approach to partner success we provide means partners 
receive all of the sales, marketing, training, and technical support they need to help 
them achieve strong margins, and realize healthy, recurring revenue streams. We will 
even handle billing and the complex taxation issues for partners. Our goal is to help 
partners focus more on those activities that drive profit and less on those that can cut 
into margins, so they can keep more of what they earn. 
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