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SALES AGENCY PROGRAM

Met-Net’s Sales Agency Program develops alternate sales channels for Met-Net services through General Agents (“Agents”), who are compensated for completing Met-Net services sales.  Met-Net has Sales Referral and Resale Programs with similar objectives.

Met-Net Agents may be regionally, nationally or internationally focused.  Agents pursue sales of Met-Net services through their own direct sales efforts.  Agents work with Met-Net personnel to qualify sales and design customer solutions, but Agents “close” the contracts with customers.  

In some cases, Met-Net develops reciprocal agency relationships with other service providers.  In those relationships, each organization leverages the sales organization and relationships of the other to grow their own sales and to generate revenue from the other for completing sales of the other’s services.

DEVELOPING SALES AGENT RELATIONSHIPS:

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

SALES AGENT RESPONSIBILITIES:

The Met-Net Sales Agent is responsible for:  identifying and qualifying sales prospects, developing Met-Net service solutions with prospects and with Met-Net, and executing and submitting customer agreements.

COMPENSATION:

Met-Net Sales Agent compensation is defined in and governed by the Sales Agency Agreement executed between Met-Net and Agent. 

Met-Net’s standard Sales Agency Agreement compensates Agents based on the aggregated recurring and one-time revenues from customers actually received by Met-Net during each calendar month from all of Agent’s qualified customer accounts.
A Statement of Agent Accounts is prepared at the end of each month when Met-Net closes its books for that month.  That statement is prepared and sent to Agent the following month with a check for compensation earned in that period.

CONCLUSION:

Met-Net’s Sales Agency Program is designed to increase and accelerate sales of Met-Net services through the relationships and efforts of contracted Agents.  Agents are able to build income annuities by selling Met-Net services, because Met-Net compensates Agents on the basis of revenue collected from Customers, which may extend for years and grow considerably.  In some cases, Met-Net also becomes a sales agent for Agent products and services, so that both organizations benefit from leveraging each other’s sales organizations and efforts.

Agents work with competent RSM/SE sales teams at Met-Net to effectively and efficiently drive sales.  RSMs and SEs are also compensated for Agent sales to eliminate conflicts of interest in working with Agents.

Met-Net hopes to build successful and mutually beneficial long-term relationships with Agents in its Sales Agency Program and welcomes suggestions for improvement and inquiries from interested Agents.








































Met-Net Communications, Inc.
 www.met-net.com 
1-877-2Met-Net (1-877-263-8638)

