
ResellerHub Architecture

Hardware serials bound to cloud subscriptions — licenses issued in 30 seconds

① Define upstream ② Channel & licensing ③ Activate downstream

① Brand HQ / OEM Upstream

Where licensing is defined and stock leaves

② ResellerHub Channel Engine

Channel, licensing and reconciliation in one system

③ Resellers & customers Downstream

What the channel actually operates

1 Unlimited channel tiers

Distributor, regional reseller and installer each get

their own console; margin follows the tier.

2 Hardware-software binding

Serials bind to cloud subscriptions; shipping to

license issue takes 30 seconds, not three days.

3 Privacy isolation by tier

Downstream customer records never surface upstream —

only aggregated sales and activation figures.

Business model Perpetual · subscription · feature tiers · hybrid billing

Product & license definition SKU

What is sold, and for how long, is set

at this level.

Serial inventory NVR / Gateway

Pricing and tiers By level

Not required to run it

No mailing serials by hand

No spreadsheet reconciliation

No case-by-case OEM approval

Upstream sees totals, never the downstream

customer records.

Reseller self-service

Ship and issue licenses without going

back to the OEM.

End-customer activation

The customer activates on the spot,

with no wait.

Renewal reminders

Automatic, so renewals are not lost to

forgetfulness.

Own domain and logo; API into an existing ERP

or CRM.

License definition

What, and for how long

Serials & stock

Hardware binds software

Pricing & tiers

Margin by level

License issue

Thirty seconds

Activation & binding

Usable on arrival

Billing & renewal

Reminders automatic

Why the security channel needs its own licensing engine

Generic SaaS cannot hold hardware

Subscription systems manage software accounts,

not NVR or Gateway serials.

Manual issuing does not scale

Three days by hand against thirty seconds here

— that is what lets a channel grow.

Downstream records stay put

Tier isolation keeps a reseller customer list

out of upstream hands.

Resellers can own the brand

Own domain and logo, API into an existing ERP

or CRM — it reads as their own system.


