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RESALE PROGRAM

Met-Net’s Reseller Program is designed to generate revenue from services sold to Resellers.  Resellers have relationships and opportunities to sell Met-Net services that Met-Net may not.  They can take advantage of Met-Net’s unique service delivery architecture to create and deliver bundled, value-added services that have unique appeal in the market and drive bandwidth growth on Met-Net’s network.  Resellers can help Met-Net put more customer nodes on the network, which increases the value of the network.  Finally, resellers help Met-Net serve more customers with lower financial risk and support costs, because the Reseller is a single point of contact and single billed party for Met-Net for all Reseller services sold.

RESELLER:

Met-Net Resellers want to offer Met-Net services to their customers and prospects to improve their product and service portfolios and increase the likelihood they will be able to meet prospect needs and close customer business.  Resellers may re-brand Met-Net services or use Met-Net services as a unique and compelling delivery system for their own value-added communications services.  They may bundle Met-Net’s transport services with their value added services to improve the scalability, versatility, reliability, simplicity and/or increase the competitiveness of their value added service offerings and improve their own sales or profitability.

MUTUAL:

In some cases, Reseller may want to resell Met-Net services, and Met-Net may want to resell Reseller services, or Met-Net and Reseller may collaborate to create bundled service offerings for each organization to sell.  In those relationships, each organization leverages the core competency of the other to create something valuable together, leverages the sales organization and relationships of the other to grow its own sales, and generates revenue from the other for completing sales of the other’s services.

DEVELOPING RESELLER RELATIONSHIPS:

Met-Net Regional Sales Managers (RSMs) are responsible for identifying, recruiting and managing Met-Net Reseller relationships.  Met-Net Sales Engineers (SEs) also assist Resellers in designing Met-Net service solutions for resale.  Both are compensated for Reseller sales and are motivated to see Resellers succeed.  

RESELLER RESPONSIBILITIES:

The Met-Net Reseller is responsible for:  identifying, qualifying and closing its own sales, developing Met-Net service solutions with Met-Net, placing orders with Met-Net, developing and managing any bundling of its services with Met-Net’s, coordinating service turn-up with end customer and with Met-Net, providing tier one support for end customers, and being the single point of contact for Met-Net for all Reseller Met-Net services and associated billing.

COMPENSATION AND DISCOUNTS:

There is no compensation to Reseller for selling Met-Net services to its end-customers, and there is no compensation to Met-Net for selling Reseller services to its end-customers under a Reseller Agreement.  Benefits under the Reseller Agreement are that buying party receives significant discounts for volume purchases of the other’s services.  Typical Reseller discounts from Met-Net apply to total Billed Monthly Service Revenue on Reseller’s bills issued during each calendar month.
Each party in a Reseller relationship is responsible for its own business and its own profitability, except that each party will diligently honor its responsibilities to the other.

CONCLUSION:

Met-Net’s Reseller Program is designed to increase and accelerate sales of Met-Net services through the relationships, services and efforts of contracted Resellers.  Resellers benefit from being able to sell quality Met-Net services, which they may bundle with their own to create new or benefit existing service offerings.  

The Reseller Program is for developing strategic relationships as part of Met-Net’s “Super-Market of Services” concept, in which end-customers enjoy the benefits of a host of value-added communications services delivered to their end locations via Met-Net’s high performance networking solutions.

Met-Net hopes to build successful and mutually beneficial long-term strategic relationships with Resellers in its Reseller Program to create large and lasting benefits to all parties and welcomes suggestions for improvement and inquiries from interested Resellers.
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