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Spring is a time of new 
beginnings, so it’s 
fitting to start my new 
assignment this month 
overseeing the direction 
of the Channel Team. As 
Senior Vice President 
of Enterprise Sales at 
FirstLight for nearly three 
years, I’m excited to begin 
my additional assignment 

overseeing our talented Channel team and following the path 
of success laid by my colleague, Russ Chase. 

Having been in the fiber solutions arena for more than 20 
years, managing sales teams at PAETEC and Windstream, 
I can truly say it’s a great time to be in this industry and 
specifically at FirstLight. The past few years have seen an 
explosion of growth here: FirstLight now offers a number of 
new cybersecurity solutions (see story below) that can be 
layered on to other solutions to generate added revenue 
for our partners. As for additional sales opportunities, we’re 
working on a new SASE product; we’ve continued to refine 
our managed services portfolio with DRaaS, IaaS, BRaaS, and 
more; and we’ve expanded our monitoring solutions to cater 
to the time-constrained (and often remote) IT manager whose 
endpoint devices continue to multiply exponentially. 

Today, although we’re known for our 25,000- route mile, low-
latency fiber network, we’re so much more than a network 
provider. We manage 15 data centers, staff our own in-house 
construction team, and offer hardware ranging from laptops 
to security cameras from various providers that will soon be 
available via an on-line store. 

Most importantly, we’ve placed a new emphasis on our agents 
and subagents. This quarter, we’re offering a 2X SPIF (which 
you can read more about below) and working on a new 
commission plan for selling hardware like security cameras, 
routers and switches using a tiered level model – the more you 
sell, the better your commission! You’ll read more about that 
in the weeks ahead.

We want to continue to establish ourselves as the ‘go-to’ 
partner that can support your customers and compensate you 
generously. If you haven’t done business with FirstLight lately, 
you haven’t done business with us. Please reach out to me 
personally if there’s anything I can do to help you close a sale 
with your customers. 

We want to keep growing, and I hope we can do it together

Happy Spring and Happy Selling,

Cheryl Carney 
Senior Vice President of Enterprise Sales & Channel Partners

Ccarney@firstlight.net

FirstLight has introduced a new way for customers to restore a copy of their backup files in the event of a ransomware attack or 
accidental or malicious file deletion. The solution, called Insider Protection, is powered by Veeam and allows users to restore 
recently deleted backup files that reside in an off-site recycle bin, where hackers can’t access them.

	■ Recovery from accidental deletion

	■ Recovery from sophisticated or malicious attacks

	■ Protection from misconfigured retention policies

	■ Secure access

	■ No impact against your customer’s data quota

Insider Protection Provides:

This can be an easy and lucrative opportunity for agents, as the cost is $5 a month per virtual machine. 
For more info, see your Channel Manager for details.

Spring a Time of Fresh Beginnings for FirstLight

New Insider Protection Solution Promises Customers Peace of Mind, 
Agents Easy Revenue

CHERYL CARNEY
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FirstLight has announced a 2X SPIF 
for the first quarter of 2022 to 
Channel Partners. 

The SPIF is equal to 2x the MRC 
payment to channel partners for each 
sale that includes a FirstLight solution 
and is an accepted FirstLight order 
of at least $300 in Monthly Recurring 
Revenue (MRR) and which also has at 

least a minimum of a 36-month term. 

The awarded bonus would be in addition to the normal 
compensation that the channel partner receives. The 
following conditions also apply: 

■  The offer applies to new sales only, including additional 
products sold to existing agent accounts. 

■  Multiple sales cannot be combined in order to qualify 
for the promotion. 

■  This offer cannot be combined with any other 
promotions offered by FirstLight. 

■  In order to qualify the sale must include written or 
electronic documentation (service order). 

For more info, see your Channel Manager for details. 

Q1 SPIF Announced

Name: Joe Fazio, Sales Support Specialist

Background/Experience: Online/mobile banking specialist in Portsmouth, NH, monitoring 
business to business payments to mitigate risk and fraud. 

Education: Quinsigamond Community College

Personal: 

	■ Born in Sterling, MA 
	■ Resident of Portsmouth, NH for 10 years
	■ Passionate about New England sports, especially the Boston Bruins & New England Patriots
	■ Loves to travel to different National Hockey League arenas where Bruins play 
	■ Owns a Honda Ruckus scooter for summer cruising 

Hobbies: 

	■ Golf 
	■ Hockey 
	■ Snowboarding

Three words that best describe Joe: Easygoing, Responsive, Considerate

Meet the FirstLight Team: Spotlight on Joe Fazio

JOE FAZIO

For more information, contact your Channel Manager. 
* Restrictions apply.   

New for 2022, FirstLight is compensating its agents 
for qualified sales of hardware and equipment that 
make up gross profit.* Gross profit equals the total 
sale to the end user less total cost of equipment, 
labor and other expenses.

Examples include but are not limited to hardware 
such as servers, firewalls, and laptops, as well as 
construction services.

When approved, compensation will be 
determined based on the following tiers:

FirstLight offers compensation 
for Gross Profit Sales

Revenue Target Gross Profit* Referral Fee

Level 1 $1 – $9,999 4%

Level 2 $10,000 – $199,999 5%

Level 3 $200,000 + 6%


