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The Cloud Modernization Challenge
The ease of accessibility, which the public cloud offers is a core challenge for 
many Chief Information Officers (CIOs). Unfortunately, moving workloads from 
on-premises to the public cloud is often not that simple. CIOs need to work 
through a number of security and compliance implications depending on  
their business. 

Given that 96% of all data centers today are using Intel processors, the company 
is well-suited to lead the charge towards cloud modernization. However, 
understanding the many issues confronting CIOs from security to mobility and 
accessibility, Intel is looking to change the IT business conversation from “refresh” 
to “modernize” while enabling channel partners to address the “fear, uncertainty 
and doubt” surrounding cloud computing with their customers.

To overcome the challenges, Intel has created an innovative new sales solution 
to help partners’ coach their CIO clients through the cloud modernization process. 
This program aligns business imperatives with the IT spend through the adoption 
of software-defined infrastructure (SDI) which allows organizations to optimize 
analytic workloads both on and off premises with hybrid cloud technology.

When Intel wanted to get the word out about their SDI initiative they turned to a 
leading IT distributor and eCoast Marketing to develop a transformative partner 
program. Together, the three companies designed a sales development initiative 
for the distributor partners to help them understand the business drivers changing 
the IT industry and generate a pipeline of new business opportunities.

Case Study: Intel/eCoast Marketing
Driving Cloud Modernization through Partner Enablement
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The Solution
Intel developed the SDI solution to educate their 
Managed Service Provider (MSP) audience about Intel 
in a way that would not just increase processor sales but 
provide long-term benefits to the solution providers and 
their end-user customers. The SDI story describes how 
the MSP can add value to their customer’s existing IT 
investment utilizing a hybrid-cloud infrastructure strategy 
versus public cloud offerings.

In order to spread the SDI message and garner adoption 
in the channel, the Intel SDI enablement team led by 
Lauren Robinette, Data Center Manager, reached out to 
the marketing team at the distributor to design a program 
that would both educate MSPs and stimulate ongoing 
sales development opportunities. 

Robinette worked with the Intel Business Development 
Specialist at the distributor, to develop the initial pilot 
program. The goal was to enable and train thirty solution 
providers on the Intel SDI solution and generate three 
new sales opportunities from each partner’s installed 
base to meet the ROI benchmark. As part of the initiative, 
Robinette created a set of content deliverables including 
an animated video, presentation deck, and solution 
briefs for the partner channel to use with their customers. 
The business development specialist was tasked with 
identifying and recruiting top-tier solution providers 
to participate. Finally, eCoast Marketing was brought 
on board to design and execute the sales outreach 
component of the program and generate the end-user 
sales leads for those partners.

Deployment and Execution
The pilot program kicked off in the summer of 2017 
with the expressed goal of training the solution partners 
on how to change the typical IT mindset from ‘if it isn’t 
broken, don’t replace it’ to ‘leveraging our IT Investment 
for growth and competitive advantage’. This unique 
program integrated the SDI marketing content with 
co-branded landing pages and a multi-touch sales 
development engagement to build a pipeline of new 
sales opportunities for each participating partner. 

To jumpstart partner participation, eCoast sales 
development reps (SDRs) reached out to the list of 
partners to schedule introductory calls with Robinette. In 
just three weeks, eCoast scheduled over 47 discovery 
calls and recruited 20 new partners to participate in  
the program.

After completing a thirty-minute, one-on-one SDI training 
session with Robinette, the partners provided a list of up 
to 500 accounts to target for the “cloud modernization” 
story. Meanwhile the eCoast Marketing team went 
to work building the email and landing page assets 
to enable a three-step email nurturing campaign for 
each signed on partner. After executing the initial email 
outreach, the eCoast SDR team executed the targeted 
sales prospecting phase of the program. Besides 
speaking with prospective buyers on the partner’s lists, 
the SDRs identified and qualified additional decision 
makers not included in the original lists. Prospects 
within the account list were engaged multiple times in 
order to convert them into a qualified sales lead. The 
eCoast quality control team reviewed all leads to ensure 
the agreed upon criteria was met and then passed 
opportunities directly to the partner’s sales team who 
then engaged the prospects.

Overcoming Objections
Robinette quickly realized she needed to address two 
main objections out of the gate. Why should these 
partners invest their valuable time in learning about the 
Intel SDI initiative and how can we get them to trust us 
with the high value account data we need to make the 
program successful.

Robinette explained how they overcame these 
objections. “We organized a meeting between myself, 
the eCoast team, the Business Development Specialist 
from the distributor, and the solution provider. The 
eCoast team was great in overcoming the partners’ 
objections concerning their proprietary customer 
data, explaining the end-to-end sales development 
process and how confidential client data is handled.” 
The partners then had the choice to use their existing 
account base or purchase a new list leveraging 
eCoast data services. After theses discussions, only 
a few partners chose to purchase new data. List data 
quality turned out to be the most important factor in 
performance. If the partner used an installed base list, 
they experienced higher open rates on emails versus a 
net new list which ultimately led to more conversations 
and leads overall for those partners. “Customers are just 
simply more likely to open an email from a company they 
have done business with in the past,” Robinette said.

 “We’re helping our partners create an 
IT modernization story and practice with 
a supporting sales program designed 
to drive software defined infrastructure 
adoption,” explained Robinette.

“
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About eCoast Marketing
Recognized experts in sales development with an 
established brand in the IT B2B world, eCoast builds 
long-term relationships by providing outstanding process 
rigor with quality services to ensure your revenue 
goals are met, tracked, and measured. While every 
engagement is customized to your business needs, all 
are driven by our foundational process. With full cycle 
strategic design and planning this process has been 
tested and proven to deliver the best results for 17  
years managing sales development programs.

The Results
The eCoast goal was to generate three marketing 
qualified leads for each partner participating in the 
training and certification process. Over the course of the 
pilot program, partners received an average of eight net 
new leads for their sales team and invaluable training 
from Intel.

“The benchmarks for success included partner 
participation and sales pipeline contribution,” stated 
Robinette. “The campaign is projected to generate over 
$1,000,000 in sales pipeline contribution. We’re also 
excited to have over 30 partners who are SDI enabled 
helping them qualify for additional market amplification 
through Intel programs.”

About Intel Data 
Modernization Solutions
Intel acts as a strategic advisor providing valuable 
insights and information to partners as they work to 
help their customers modernize their infrastructure. The 
SDI solution from Intel offers an improved migration 
roadmap over the next decade as businesses look to 
leverage hybrid cloud technology and analytics to gain a 
competitive edge in their market.

With the many issues confronting CIOs today from 
security to mobility and accessibility, Intel is changing the 
business conversation from “refresh” to “modernization.” 
This enables partners to address head-on the “fear, 
uncertainty and doubt” surrounding cloud computing with 
their CIO customers.

The ease of accessibility, which the public cloud offers is 
a core challenge for many CIOs. Unfortunately, because 
moving workloads from on-premises to the public cloud 
is often not that simple. CIOs need to work through 
a number of security and compliance implications 
depending on their business. To overcome these 
challenges, Intel has created an innovative new partner 
program that helps partners coach their CIO clients 
through the cloud modernization process.  

This program aligns business imperatives with the 
IT spend through the adoption of software-defined 
infrastructure (SDI) which allows organizations to 
optimize analytic workloads both on and off premises 
with hybrid cloud technology.

BY THE NUMBERS 
32 Partners Recruited
16,000 Target Contacts
40,000 Touches 
$1,155,000 Sales Pipeline Generated


