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SALES REFERRAL PROGRAM

Met-Net’s Sales Referral Program is designed to accelerate Met-Net direct sales.  It is time consuming for Met-Net to identify good prospects for Met-Net services, develop relationships and set up meetings…  If our friends or partners can short-cut that process by talking about Met-Net with people they know in the market, establish Prospects’ interest in Met-Net and its services and arrange for Prospects and Met-Net to meet, that can save Met-Net valuable time and energy and help Met-Net and the Prospect put Met-Net solutions in place faster to meet Prospect needs.  Met-Net has Sales Agency and Resale Programs with similar objectives.

REFERRAL PARTNER:

Met-Net Referral Partners may be regionally, nationally or internationally focused.  They have relationships with potential Met-Net prospects for reasons other than Met-Net.  They are selling products and services for other companies, or they are working with prospects as consultants.  While going about normal discussions with customers and prospects, they may have opportunity to discuss Met-Net and its services.  If a prospect indicates a real interest, the Referral Partner arranges contact between a Met-Net direct sales person and that prospect.  If that contact results in revenue to Met-Net, Met-Net compensates the Referral Partner.   Referral Partners participate in Met-Net’s Sales Referral Program to receive compensation from Met-Net for helping complete sales of Met-Net services and because good will generated by that referral may help them in their relationships with their prospects and customers.  

MUTUAL:

In some cases, Met-Net contracts with Referral Partner to provide referrals of Met-Net services, and Referral Partner contracts with Met-Net for Met-Net to provide referrals of Partner products and services.  It works the same, both ways.  In those relationships, each organization leverages the sales organization and relationships of the other to grow their own sales, to generate revenue from the other for sales of the other’s services and to generate good will with its customers for helping them realize the benefits of what the other has to offer. 

DEVELOPING SALES REFERRAL RELATIONSHIPS:

With the assistance of Met-Net Sales Engineers (SEs), Met-Net Regional Sales Managers (RSMs) are responsible for identifying, recruiting and managing Met-Net Sales Referral Partners.  Both RSMs and SEs are compensated for direct sales resulting from a, and both are motivated to see Sales Referral Partners succeed.  

RESPONSIBILITIES:

The Sales Referral Partner is responsible for:  identifying and qualifying sales prospects and arranging for sales prospects and Met-Net to meet.  It is Met-Net’s responsibility to develop the relationship, design customer solutions and close sales.

COMPENSATION AND DISCOUNTS:

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

Met-Net’s standard Sales Referral Agreement compensates Referral Partner with an agreed upon percentage of the aggregated recurring and one-time revenues from customers actually received by Met-Net during each calendar month from all of Referral Partner’s qualified customer accounts.
A Statement of Referral Partner Accounts is prepared at the end of each month when Met-Net closes its books each calendar quarter.  That statement is prepared and sent to Referral Partner quarterly with a check for compensation earned in that period.

CONCLUSION:

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

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

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