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Reseller Guide
Run the full reseller workspace — equipment, quotes, orders, invoices, variants and the CRM. Each use-case below opens with a short
background on what the feature does, then walks you through it step by step with a screenshot of every step.

1 How to get started with a reseller account
What a REUZEit reseller account is, and the three components you get: inventory management, a CRM, and your own white-
label store.

BACKGROUND

In this video I'll explain what a REUZEit reseller account is, and the three things you get with it - an inventory system, a CRM to manage your
customers, and your very own white-label online store. Let's dive in. A reseller is an independent company in the REUZEit network that gets
access to our full set of software tools. Every reseller works with three components. The first one is the inventory management system. You can
manage the inventory you get from the REUZEit network, or your own inventory - or both. The second component is the CRM, where you
manage your customers, your leads, and tickets we call to-dos. From the CRM you create quotes, generate orders and invoices, send a
payment link, and register payments. The third component is your white-label store - a full e-commerce framework we provide, so you never
have to build one yourself. You keep your own logo and your own color theme, but you run on our store engine. Your customers see REUZEit
equipment plus the whole network's equipment, filtered the way you want.

▶ Watch the clip: reuzeit.com/knowledge-center/reseller-account-intro

STEP BY STEP

1 A reseller is an independent company in the reuse it network with full access to our software tools.



2 Component 1 - Inventory: manage network inventory, your own inventory, or both.

3 Component 2 - CRM: customers, leads, to-dos, quotes, orders, invoices and payments.



4 Component 3 - White-label store: your branding running on our e-commerce engine.

5 Your store shows reuse it equipment plus the whole network's catalog.

2 How to use your white-label store & product mirroring
Your store runs on the same engine as REUZEit with your own branding, and product mirroring puts thousands of network
listings on your domain to boost visibility.



BACKGROUND

Here I'll show you how your white-label store works - the same powerful engine as REUZEit.com, but with your branding - and how product
mirroring puts thousands of listings on your own domain to boost your visibility. This is REUZEit.com - featured products, categories like new
arrivals and liquidation, and the shop with all its filters. Now look at a partner store. It's not the REUZEit logo or the green theme anymore - here
it's a blue theme. But the filters, the product frames and the descriptions all look familiar. That's white label - our framework wrapped in your
branding. In this case it's the BaneBio company, with its own contact info and about pages - a completely independent store, running on our e-
commerce engine. Here's another partner, LabTrader - the same framework, a different set of featured products and company info. Each store
promotes its own products first, so a visitor to LabTrader sees LabTrader items first. But on the left there's a resellers filter. Select REUZEit and
you'll also see all of our roughly four thousand products. So every reseller domain can show the whole network's inventory - thousands of items,
mirrored again and again across domains. That massively boosts your visibility - Google sees thousands of products under your domain, even
ones you don't own. A buyer who trusts your domain can buy all of it from one place.

▶ Watch the clip: reuzeit.com/knowledge-center/white-label-store-mirroring

STEP BY STEP

1 Your store uses the same engine as reuse it dot com, with your own logo and color theme.

2 Partner examples: BaneBio (blue theme) and LabTrader - independent stores, one framework.



3 Each store promotes its own products first to its visitors.

4 The resellers filter lets buyers see the whole network's catalog (~4,000 reuse it items).



5 Mirroring puts thousands of listings on your domain - more visibility, more sales, even for items you don't own.

3 How to use My Equipment as a reseller
Your inventory list: asset statuses, profile completion, filters, sort and export - plus the difference between a reseller user
and a reseller admin.

BACKGROUND

Let me walk you through My Equipment - your inventory list as a reseller. I'll show you the item statuses, the profile completion, the filters and
export, and how a reseller user differs from a reseller admin. Open My Equipment and you get your inventory list. The structure is the same one
suppliers use, with a few reseller-specific actions. On the left, each item has an asset status - registered, processed, published, then paid,
shipped, delivered. Each item also has a profile completion from zero to one hundred percent. We strongly recommend keeping every item at
one hundred percent, because a lot of functionality needs a complete profile. You can filter by condition, days online, target warehouse,
company, category and more, and page through the results. Up top you can sort - latest first, oldest first, price high to low, or A to Z - and run a
context search across titles and descriptions. There are two reseller roles. A reseller admin sees the whole company's products; a reseller user
sees only the items they created, plus anything shared with them. Apply a few filters - say, processed items, one hundred percent complete, in
good condition - then use the export button to email yourself a CSV of exactly that list. And the table view gives you a detailed, column-
adjustable grid to work with your inventory however you like.

▶ Watch the clip: reuzeit.com/knowledge-center/my-equipment-as-reseller

STEP BY STEP



1 Open My Equipment for your full inventory list.

2 Read each item's asset status and aim for 100% profile completion.



3 Filter, sort and context-search to find items fast.

4 Reseller admin sees all company items; a reseller user sees their own plus shared items.



5 Export any filtered list to a CSV by email, and use the table view for a detailed grid.

4 How to add an item & set source / target ownership
Add an item one by one, and set the source and target company and warehouse - the reseller-specific step that decides
where an item came from and who actually owns it.

BACKGROUND

Here I'll add an item one by one, and explain the part that's unique to resellers - the source and target company and warehouse, which decide
where an item came from and who owns it. Adding one by one, you give the basics - make, model and condition, and optionally an image. Then
comes the reseller-specific part: a source company and warehouse, and a target company and warehouse. The source is where the item
physically came from. The target is where it will be stored, and which company owns it. For example, the source is Thermo Fisher in San Diego
- you search the company, pick the location, and that's your source. Set the target to LabTrader, and the item is now owned by LabTrader.
Suppliers never see this step - for resellers it's essential. Here's the key distinction. If you set the target company to REUZEit but a LabTrader
warehouse, the item is owned by REUZEit but stored at LabTrader. If you set the target company to LabTrader, then LabTrader owns it.
Ownership follows the target company, location follows the target warehouse.

▶ Watch the clip: reuzeit.com/knowledge-center/add-item-source-target-ownership

STEP BY STEP



1 Add one by one: enter make, model, condition, optional image.

2 Set the source company and warehouse - where the item came from.



3 Set the target company and warehouse - who owns it and where it's stored.

4 Target company = owner; target warehouse = physical location.



5 Import the product to create it in My Equipment.

5 How to add an item by scanning a data plate
Scan an equipment data plate with your phone - the AI reads the nameplate into a new item, with source and target
warehouse remembered from your last add.

BACKGROUND

In this one I'll add an item by scanning its data plate. You scan a QR code with your phone, capture the nameplate, and the AI builds the item for
you. Pick add by scanning a data plate. Each add method has a little question mark with instructions you can read. As a reseller you still set the
source and target warehouse first - and the system remembers your last selection, so you don't repeat it every time. Whenever you change the
warehouse combination, the QR code updates - so always set the right source and target first, then scan. I scan the QR code, my phone
camera opens, and I capture the data plate of the item. Within seconds the item appears in my list - here it recognized a portable label printer
from the photo I took. Everything it pulled off the nameplate - voltage, amperage, equipment type - lands automatically in the new item, with no
typing from me.

▶ Watch the clip: reuzeit.com/knowledge-center/add-item-data-plate-reseller

STEP BY STEP



1 Choose add by scanning a data plate (read the question-mark instructions).

2 Set source and target warehouse first - the system remembers your last choice.



3 Scan the QR code; your phone camera opens.

4 Capture the equipment data plate.



5 The AI reads the nameplate into a new item in your list.

6 How to use the item profile
A tour of the item profile: completion, e-commerce channels, connected documents, shared users, the AI price
recommendation with comparables, and Notes for AI.

BACKGROUND

Let me give you a tour of an item profile - the completion meter, the e-commerce and connected-documents tabs, shared users, and how the AI
estimates price and writes the description. On the left is the profile completion - here forty percent - with a question mark that tells you exactly
what's missing. Up top, the e-commerce tab shows which channels the item is published on, and connected documents shows every linked
quote, order or receipt. Shared users shows who can view or edit the item. You can share it with a colleague by email and choose view or edit
access. The AI gives a price recommendation with a justification, and links to similar products on eBay and other platforms so you can see the
reasoning. There's a Notes for AI section - add context here and the AI re-reads the profile, re-estimates the value and rewrites the description.
In this case the notes were filled automatically from the scanned data plate - voltage, amperage, equipment type - and the AI built the full
description from that.

▶ Watch the clip: reuzeit.com/knowledge-center/item-profile-reseller

STEP BY STEP



1 Check the completion meter; the question mark lists what's missing.

2 Use the e-commerce tab for channels and connected documents for linked records.



3 Share an item with a colleague by email with view or edit access.

4 Read the AI price recommendation and its comparable listings.



5 Add context in Notes for AI to refine the value estimate and description.

7 How to add items by importing a spreadsheet
Upload any Excel or CSV and the AI maps your columns to make, model, condition, serial and price - even if your headers
are named differently.

BACKGROUND

Here I'll add items by importing a spreadsheet. Upload any Excel or CSV and the AI figures out your columns for you - no rigid template
required. Pick add from a table file. We provide a downloadable Excel template, but it isn't mandatory. I load my spreadsheet and click import
products. The system scans it and recognizes the items - here it found three products. The template has columns like make, model, condition,
serial number, image link, quantity, dimensions, notes, address, price and a custom tag. The beauty is the AI reads the data even if your
headers are named differently - it finds the make, model, serial and prices by analyzing the content. You can clean up the preview before
importing - drop any products you don't want. Click add, and your items are queued and appear in My Equipment within a couple of minutes.

▶ Watch the clip: reuzeit.com/knowledge-center/add-item-spreadsheet-reseller

STEP BY STEP



1 Choose add from a table file (download the template if you like).

2 Upload your Excel or CSV and click import products.



3 The AI maps your columns even with different header names.

4 Review the preview and remove any products you don't want.



5 Import - items appear in My Equipment within minutes.

8 How to generate a product flyer (PDF)
Generate a clean, branded PDF flyer for any item in one click - with the AI-built description and key features - to share or use
internally.

BACKGROUND

Here's a quick one - generating a product flyer. Any item in My Equipment can become a clean PDF flyer in one click, ready to share. This
imported item already has a good profile - here sixty percent complete, missing only a couple of fields. On the item there's a download-flyer
button. Click it and you get a clean PDF for the product. Here's the flyer - a nice, clean one-pager you can share with a colleague or use for your
own internal needs. Notice we barely typed anything - the description and key features were built by the AI. That's the point: the AI does a lot of
the work, so managing your inventory stays easy.

▶ Watch the clip: reuzeit.com/knowledge-center/generate-product-flyer

STEP BY STEP



1 Open any item in My Equipment.

2 Click the download-flyer button.



3 Get a clean, branded PDF one-pager.

4 Share it with colleagues or use it internally.



5 The description and key features come from the AI automatically.

9 How to add an item from a description
Type a plain sentence describing your equipment and the AI extracts the make, model, condition and serial into a new item -
up to 50 at a time.

BACKGROUND

In this one I'll add an item just by describing it. Type a plain sentence and the AI pulls out the make, model, condition and serial number for you.
Pick add from a description. The question mark explains it - REUZEit converts your text into an item, up to fifty at a time. I type: I have an Apple
MacBook Pro in good condition, works well, no issues, with a serial number. Click import products and the system recognizes the MacBook Pro,
the serial number, the good condition and the Apple make, quantity one. It even infers the category - computer - just from my sentence, and
gives a market price with comparable listings. Because I gave so little detail, the description is thin - to improve it, add context in Notes for AI,
like scratches or battery health.

▶ Watch the clip: reuzeit.com/knowledge-center/add-item-from-description-reseller

STEP BY STEP



1 Choose add from a description (up to 50 items at once).

2 Type a plain sentence describing the equipment.



3 Click import - the AI extracts make, model, condition and serial.

4 It infers the category and suggests a market price.



5 Add more context in Notes for AI to enrich the profile.

10 How to add photos by scanning a QR code
Attach photos straight from your phone by scanning the item's QR code - and watch the AI enrich the profile from the image,
even filling in the model.

BACKGROUND

Here I'll add photos to an item using your phone. Scan the item's QR code, capture pictures, and the AI even enriches the profile from the
image. You can upload photos from your computer, but you don't have to. There's a QR code on both the item page and the list page. Scan it,
your phone camera opens, and you capture the image - it uploads straight to the product. You can add as many as you want. I uploaded one
photo of the laptop - let's see what changed. Before the upload there was no model. Now, from the image, the AI recognized it as a MacBook Air
fifteen inch - exactly right. The image also fed Notes for AI with a web-search result, so the description is now more accurate and the price
adjusted to match.

▶ Watch the clip: reuzeit.com/knowledge-center/add-photos-by-qr-reseller

STEP BY STEP



1 Open the item; find the QR code on the item or list page.

2 Scan it with your phone; the camera opens.



3 Capture photos - they upload straight to the product.

4 The AI reads the image and can fill in details like the model.



5 The description and price refine automatically from the new context.

11 How to complete an item to 100%
Why 100% matters and how to get there: set the disposition strategy, the target warehouse location, and a price - and read
the price-factors widget.

BACKGROUND

Here I'll complete an item to one hundred percent. Until it is, you can't quote, process or publish it - so let me fill the disposition, the location and
the price. Until an item is one hundred percent complete you can't add it to a quote, mark it processed, or publish it - the system blocks all three.
And you don't need to mark items processed by hand - once the profile hits one hundred percent, the system advances them automatically. First
the disposition strategy - I'll set consignment only, and completion jumps from forty to sixty percent. Next the basic information. The target
warehouse location is the spot in your warehouse - a shelf code, or a name like shipping area or deep storage. I enter a location and save - it's
kept as movement history you can reuse as the item moves around. Last the price. The price-factors widget shows what's pulling the value up
and what's pulling it down - a handy analytical view. I set a price and the item is one hundred percent complete.

▶ Watch the clip: reuzeit.com/knowledge-center/complete-item-to-100-reseller

STEP BY STEP



1 Remember: quoting, processing and publishing all require 100%.

2 Set the disposition strategy (e.g. consignment only).



3 Set the target warehouse location - a shelf code or area name.

4 Enter a valid price; read the price-factors widget.



5 At 100%, the system advances the item automatically.

12 How to create a quote & a new customer
Turn a complete item into a quote: create a new customer, review the quote details and availability guarantee, download the
PDF, and add more items to one draft.

BACKGROUND

Now let me create a quote for a customer. I'll add a complete item to a quote, create a new customer, review the details, and download the
quotation PDF. From the action button - on the item or in My Equipment - choose add to quote. The item has to be one hundred percent
complete. Pick an existing draft quote or a customer. If the customer isn't there yet, click create new customer and fill the short form. Click go to
quote. At the top is the quote ID, the customer and contact, the address, and the items. There's an availability guarantee. Choose guaranteed,
and on submission the item is reserved and taken off the channels; otherwise it's first come, first served. The system calculates sales tax
automatically and works out shipping from the item and customer locations. You can download the quotation as a PDF to send to your
customer, and add more items - even from My Equipment - into the same draft.

▶ Watch the clip: reuzeit.com/knowledge-center/create-quote-and-customer

STEP BY STEP



1 From the action button, choose add to quote (item must be 100%).

2 Pick a customer or click create new customer.



3 Open the quote: review ID, customer, address and items.

4 Choose guaranteed or non-guaranteed availability.



5 Download the quotation PDF and add more items to the draft.

13 How to use the CRM menu & submit a quote
Use the CRM menu to reach every list, see your quotes, then submit a quote - which makes it immutable - or mark it as lost.

BACKGROUND

Here I'll show you the CRM menu - your hub for every list - then submit a quote, which locks it, or mark it as lost. The CRM menu is the best
navigation in the system - quotes, orders, invoices, payments, purchase receipts, quality inspections, leads, to-dos, variants, customers, users
and conversations. Open quotes and your new quote sits on top, with its timeline status, customer, items and total - and a filter and export
button, just like every other list. Inside a quote you can add a discount - and whenever you change something, click save quote. While it's a
draft the quote is editable. Once you submit it, it can no longer be edited - standard accounting practice. After submitting, the only way to
change it is to mark it as lost and create a new one - so submit when you're sure. From here you can move forward and generate the order and
invoice, or still mark the quote as lost if the deal falls through.

▶ Watch the clip: reuzeit.com/knowledge-center/submit-quote-and-crm-menu

STEP BY STEP



1 Use the CRM menu to reach every list in the system.

2 Open Quotes to see status, customer, items, total, filters and export.



3 Add any discount and click save quote.

4 Submit to lock the quote (it becomes immutable).



5 After submit, edit only by marking lost and re-creating.

14 How to generate the order & transfer ownership
Generate the order and invoice from a quote - and see the consignment ownership transfer: when you sell an item you don't
own, the system buys it for you first, recorded as a purchase receipt.

BACKGROUND

Now I'll generate the order and invoice from a submitted quote, and show you the part that's unique to resellers - the automatic ownership
transfer. The quote is open, so I click generate order and invoice. The system warns that any items owned by another company will first transfer
to your company. That's the consignment heart of it. To resell an item you don't own, accounting-wise you must first buy it from the owner, then
sell it to your customer. I confirm, and in the background it transfers ownership first to your company, then to your customer. The quote is now
ordered. Connected documents now shows a sales order and a sales invoice. The order timeline goes ordered, then paid, shipped, delivered.
The invoice starts unpaid. Open the item and the target company has changed - from REUZEit to your company - because generating the order
transferred ownership to you. And there's a purchase receipt recording that transfer from REUZEit to your company - so the whole chain is
traceable from every angle.

▶ Watch the clip: reuzeit.com/knowledge-center/order-invoice-ownership-transfer

STEP BY STEP



1 From a submitted quote, click generate order and invoice.

2 Confirm the ownership-transfer warning.



3 The system transfers ownership: owner to you, then you to customer.

4 A sales order and sales invoice appear in connected documents.



5 A purchase receipt records the transfer; the item's owner is now you.

15 How to use purchase receipts & invoices
Why these documents exist: the purchase receipt records the ownership transfer from the item's owner to you, and the
linked purchase invoice tracks the balance you owe back.

BACKGROUND

Let me explain two documents that are key for resellers - the purchase receipt and the purchase invoice - and why they exist when you sell on
consignment. When you cancel a sales order, ownership switches back to the original company - here, REUZEit. You can confirm it on the
item's target company. Open purchase receipts and you'll see the list. A purchase receipt records the transfer of ownership from the item's
owner to you, the reseller. Because a reseller sells items they don't own, accounting-wise you first buy and own the item, then sell it - that's
exactly what this document captures. Every time you submit an order, the system creates the purchase receipt automatically. Cancel the order
and it cancels the receipt too, returning the item to its owner. Each purchase receipt is linked to a purchase invoice, which carries a paid or
unpaid status, just like a sales invoice. The purchase invoice tracks your balance with the owner - what you still owe them for the items you
sold. The two documents are always connected.

▶ Watch the clip: reuzeit.com/knowledge-center/purchase-receipts-and-invoices

STEP BY STEP



1 A purchase receipt records ownership transfer from the owner to you.

2 It's created automatically whenever you submit an order.



3 Cancelling the order cancels the receipt and returns ownership.

4 Each receipt links to a purchase invoice (paid/unpaid).



5 The purchase invoice tracks the balance you owe the owner.

16 How to get paid (payment link or manual entry)
Collect payment from your customer with a Stripe payment link, or register an offline payment (check or cash) with a
payment entry - the invoice flips to paid either way.

BACKGROUND

Here I'll show you how to get paid. You can send your customer a payment link, or register an offline payment yourself - either way the invoice
turns paid. From the unpaid invoice you have a few ways to collect. You can set a payment link to the customer's email. By default it uses the
email from the customer you created, but you can change it to any address they gave you. Or copy the direct payment link and paste it into your
own email. When the customer pays, the invoice flips to paid automatically. If they pay you offline - by bank transfer, cash or check - register it
yourself with create payment entry. You record the check number, create the payment, and the invoice switches to paid in a second. The
payment appears in your payments list, linked to that invoice - so you can always trace a payment back to the invoice it settled.

▶ Watch the clip: reuzeit.com/knowledge-center/get-paid-payment-link-or-entry

STEP BY STEP



1 From the unpaid invoice, set a payment link to the customer's email.

2 Or copy the direct link and paste it into your own email.



3 When the customer pays online, the invoice flips to paid.

4 For offline payment, use create payment entry (e.g. check number).



5 The payment is logged in Payments, linked to its invoice.

17 How to run a post-sale inspection
Before shipping, run a post-sale inspection on each item: software lock status, technician notes, photos by QR, and a time
log for cost tracking.

BACKGROUND

Once the invoice is paid, the next step is fulfillment. Here I'll run the post-sale inspection - the per-item check your team does before shipping.
On a paid order, the add-shipping-information button warns that every item must be post-sale inspected before you can ship. The post-sale
inspection is a short checklist for whoever handles the item before it ships - your diagnostics or shipping team. It asks the basics: software
status locked or unlocked, a quick test, and technician notes. It also asks for inspection photos - scan the QR with your phone, capture them on
the go, and they attach to the item automatically. We recommend always adding these photos - they show your customer how you diagnosed
the item and its condition before shipping. Finally a time log - how long the inspection took - so you can track the labor cost on this item. Submit,
and the item shows as inspected.

▶ Watch the clip: reuzeit.com/knowledge-center/post-sale-inspection

STEP BY STEP



1 On a paid order, start add shipping information - it requires inspection first.

2 Run the post-sale inspection per item.



3 Record software status, a test, and technician notes.

4 Attach inspection photos by scanning the QR with your phone.



5 Log the inspection time (cost tracking) and submit.

18 How to add shipping info & confirm shipment
Enter carrier, tracking and cost, attach the required shipping photos and a time log, then confirm - the order becomes
shipped and your customer is notified automatically.

BACKGROUND

With every item inspected, here I'll add the shipping information and confirm the shipment - the last step that moves the order to shipped. Now
add shipping info. This is the shipping inspection - it asks the carrier, the tracking number, and the exact shipping cost you paid. It also wants an
expense log and a time log, and here the inspection photos are required, not optional. One important difference: the post-sale inspection is per
item, but this shipping inspection covers the whole order at once. We recommend photographing the item, the packing materials, and the item
both in the open and closed package - four shots. With the time logged, the photos attached, and the carrier and tracking set, click confirm
shipment. The order moves to shipped, the system tracks your tracking number, and when it's delivered the status flips to delivered - and your
customer is notified automatically the whole way.

▶ Watch the clip: reuzeit.com/knowledge-center/shipping-info-and-confirm

STEP BY STEP



1 Start add shipping information after every item is inspected.

2 Enter carrier, tracking number and shipping cost.



3 Add the expense and time logs; attach the required photos.

4 Remember: shipping inspection is per order, not per item.



5 Confirm shipment - the order ships and the customer is notified.

19 How to cancel an order & refund (return invoice)
Refund the right way: you can't cancel a paid invoice, so create a return invoice with a negative amount, then cancel the
order to release the items back to stock.

BACKGROUND

Sometimes you need to refund. Here I'll show the correct way - a return invoice, then cancelling the order to put the items back into stock. To
start a refund, go to your paid invoice. You can't cancel a paid invoice - that's against accounting. Instead you create a return invoice: a second
invoice with a negative amount on top of the original. The original stays in your records as proof. Click create return invoice. It's marked as a
return, linked to the original paid invoice - and in your invoice list you'll see them side by side. Now to release the items back onto channels you
cancel the order - but the system won't let you until the refund, the return invoice, is done first. So the return invoice is step one. Then open the
order and click cancel order at the bottom. The paid and returned invoices stay as proof of refund, the shipping and packing records are
reversed, and the items return to stock - ready to sell again.

▶ Watch the clip: reuzeit.com/knowledge-center/cancel-order-and-refund

STEP BY STEP



1 Open the paid invoice - you can't cancel a paid invoice.

2 Create a return invoice (negative amount); the original stays on record.



3 The return links to the original; they sit side by side in the list.

4 Do the refund first - then open the order and cancel it.



5 Invoices stay as proof; items return to stock to sell again.

20 How to publish an item on channels
Publish a 100%-complete item and it goes live on reuse it and across every partner white-label store via mirroring; unpublish
by marking it processed.

BACKGROUND

Here I'll publish an item on the channels. Once it's complete, one click puts it live on REUZEit and across every partner store in the network.
This item is processed and one hundred percent complete, so it can be sold and quoted - but it was never published on a channel. You can't
publish an item below one hundred percent. This one is complete, so from the action button I mark it as published. As we speak the system
publishes it to the eligible channels. The e-commerce tab shows it's now live on several of them. Open the REUZEit website and the item is live
- anyone in the world can see and buy it at REUZEit.com slash product. It's also on your reseller webshop, and on every partner white-label site
- automatically published everywhere, so the whole network helps sell it. To unpublish, just mark it back as processed - the item drops off the
channels after a moment.

▶ Watch the clip: reuzeit.com/knowledge-center/publish-on-channels

STEP BY STEP



1 Confirm the item is processed and 100% complete.

2 From the action button, mark it as published.



3 It goes live on reuse it and the eligible channels.

4 Mirroring publishes it across all partner white-label stores.



5 To remove it, mark the item back as processed.

21 How to sell items you don't own (Add to My Equipment)
A customer wants a networked item you don't own? Add it to My Equipment for read-only access, then quote and sell it for a
commission - it works both ways across resellers.

BACKGROUND

Here's a powerful one - selling items you don't own. If a customer wants a networked item, you can add it to My Equipment and sell it for a
commission. Your My Equipment shows only items your company owns, or items shared with you - but the network has thousands more,
published by other owners. Your instinct as a reseller is to make money on those too - to sell something you don't own and earn the
commission. Take a partner store - by default LabTrader shows its own ninety-three products, but a buyer can click the reseller filter and see the
whole network's inventory. So a customer finds an item on your site that you don't own, and asks you to sell it. Go to the shop and find that item
- here, one owned by another company. Besides add to cart, because you're logged in as a reseller you have add to my equipment. Click it and
you get read-only access to the item. Now it's in your My Equipment - you can see its profile and add it to a quote, exactly as before, and sell it
for a commission. And it works both ways: other resellers can add your items and sell them to their customers too. The whole network helps
everyone sell.

▶ Watch the clip: reuzeit.com/knowledge-center/sell-items-you-dont-own

STEP BY STEP



1 My Equipment shows owned or shared items; the network has thousands more.

2 Find the networked item in the shop.



3 As a reseller, click add to my equipment (read-only access).

4 It appears in My Equipment - add it to a quote and sell it.



5 It works both ways: others can sell your items for commission too.

22 How to create a variant (upgrade an item for resale)
A variant is an upgraded, refurbished or re-certified version of an item - and the variant page shows a full economy of who
earns what before you commit.

BACKGROUND

Now let me show you variants - one of the most powerful reseller features. A variant is an upgraded version of an item you can list at a better
condition and price. From the item, or from My Equipment, click action and create variant. A variant is an upgraded version of the original -
refurbished, re-certified or rebuilt, with added parts, labor and warranty - usually a better condition and a higher price. The system names it and
creates the variant, and jumps you to the variant page. Across the top are the variant menus - dashboard, photos, item details, deal inputs,
expenses, price and requests - and a timeline from registered to delivered. On the right is the variant economy - it transparently shows the fees,
the gross payout to you the reseller, what the item's owner receives, and what REUZEit receives. Think of a variant as a project: you add value,
parts and warranty, and you know up front exactly how much you and everyone else will make.

▶ Watch the clip: reuzeit.com/knowledge-center/create-a-variant

STEP BY STEP



1 From the item or My Equipment, click action and create variant.

2 A variant is an upgraded/refurbished version at a higher price.



3 The variant page has dashboard, photos, details, expenses, price and requests.

4 The variant economy shows payouts to you, the owner and reuse it.



5 Treat the variant as a project - know your profit up front.

23 How to choose regular vs exclusive variants
A regular variant sits alongside the original as an optional upgrade; an exclusive variant replaces the original everywhere
and reserves the item for you - and is approval-gated.

BACKGROUND

Let me explain the two variant types - regular and exclusive - because the difference matters for how your upgrade shows up and who else can
touch the item. On the dashboard a variant has a type - regular or exclusive. A regular variant is offered as an optional upgrade alongside the
original on the REUZEit product page - buyers see the original by default and can switch to your version. With a regular variant, the original is
unchanged everywhere else - on eBay, Google and the other channels it keeps showing as before. An exclusive variant replaces the original
listing everywhere. Once published, your variant becomes the public face of the item on every page across the network. Because that's a big
deal, we limit how many items a reseller can make exclusive - it reserves the item only for your business, and no one else can create a variant
or sell it. And exclusive is approval-gated - the item's owner has to approve it before your variant replaces their original.

▶ Watch the clip: reuzeit.com/knowledge-center/variant-regular-vs-exclusive

STEP BY STEP



1 On the variant dashboard, pick the type: regular or exclusive.

2 Regular: an optional upgrade beside the original; other channels unchanged.



3 Exclusive: replaces the original everywhere across the network.

4 Exclusive reserves the item for you - others can't variant or sell it.



5 Exclusive variants are limited and need the owner's approval.

24 How to set variant photos, condition & warranty
Make the variant better than the original: swap or add your own photos, set a featured image, rename it, and upgrade the
condition and warranty - plus a shipping delay if parts are needed.

BACKGROUND

Here I'll make a variant better than the original - new photos, an upgraded condition and warranty, and a shipping delay if it needs work first.
The variant has a shipping delay in days. If you plan to fix or upgrade it - say a five-hundred-dollar part - you set a delay so buyers know it ships
after the work is done. Two columns show the original photos, which you can't change, and the variant photos, which you can. Delete photos,
add more from your computer or by QR, and set a featured image - you can fully replace the set with cleaner, better pictures. Your variant is
meant to look better than the original - that's how you make more money on it. In item details, again two columns - original and variant. Rename
the variant, and upgrade the condition, here from good to excellent. Bump the warranty from thirty days to ninety, decide what's included, and
save - your variant is now a clear step up from the original.

▶ Watch the clip: reuzeit.com/knowledge-center/variant-photos-and-details

STEP BY STEP



1 Set a shipping delay if the item needs parts or labor first.

2 Keep the original photos; replace or add your own variant photos.



3 Add photos by QR and set a featured image.

4 Rename the variant and upgrade the condition.



5 Raise the warranty and save - make it better than the original.

25 How to use the variant deal calculator & fee scenarios
Set the base price and your sale price, add expenses and labor, and the calculator shows your net - across four scenarios
from supplier-owned to your-own-item on your own site (keep 97%).

BACKGROUND

This is the money model - the variant deal calculator. Set your prices and expenses and it shows exactly what you'll net, across four ownership
scenarios. The base price is the price the owner wants - here three and a half thousand. You upgrade the item and set a higher sale price, say
five thousand, and click update. The calculator shows your gross payout, what the owner receives, and what REUZEit receives - all from your
numbers. Add your expenses and remediation - say ten hours of labor and a part - and watch it update. There's a green zone: the supplier
covers expenses up to twenty percent of the base price. Go over and you cover the rest, which reduces your fee. Set it so your sale price
carries the overhead and your expenses stay covered - here a net of around fifty-three percent of the sale. There are four scenarios. If it's the
supplier's item sold on REUZEit, you get one share; sold on your own white-label site, you get more. If it's your own item on REUZEit you keep
most of it and pay six percent; your item on your own site, you pay just three percent and keep ninety-seven. When it sells, the system picks the
right scenario automatically and locks it.

▶ Watch the clip: reuzeit.com/knowledge-center/variant-deal-calculator

STEP BY STEP



1 Set the base price (owner's) and your higher sale price.

2 Add expenses and labor; the calculator updates live.



3 Stay in the green zone - supplier covers up to 20% of base price.

4 Read your gross and net, plus owner and reuse it shares.



5 Four scenarios set the fee; your-item-on-your-site keeps 97%.

26 How to get a variant approved & go live
A variant's status is owner-locked: the item's owner company must approve it before it publishes - then it appears on the
channels beside or replacing the original.

BACKGROUND

Here's the last variant step - approval and going live. The owner of the item has to approve your variant before it can publish on the channels.
When you're ready to go live, you change the variant status from registered to approval - but the system won't let you, and that's normal. The
status is locked - it can only be changed by a user from the item-owner company. So you wait for the owner to approve it. Here the owner is
REUZEit, so you wait for the REUZEit team to release it. Once they approve, the variant switches to published. Open the item's e-commerce
tab and the variant is now posted on the channels. On the product page you see the original plus your variant - upgraded by your company -
with its own photos, price, warranty and condition. Buyers can add either one to cart.

▶ Watch the clip: reuzeit.com/knowledge-center/variant-approval-and-go-live

STEP BY STEP



1 Set the variant status toward approval when you're ready.

2 The status is locked - only the item-owner company can approve.



3 Wait for the owner to approve; the variant becomes published.

4 It posts to the channels via the item's e-commerce tab.



5 Buyers see the original and your variant side by side.

27 How to request a lower base price from the owner
Ask the item's owner to lower the base price, with a reason, to widen your reseller margin - the owner can approve, decline,
or meet you partway.

BACKGROUND

Here's a smart variant tool - requesting a lower base price. A lower base price widens your margin, so you can ask the owner to reduce it with a
reason. On the variant there's a base-price adjustment request. This item has a base price of three and a half thousand from its owner. You can
tell the owner that's too high - say you think it's worth two thousand - and explain your reasoning. You submit the request, and it shows the
current price, your requested price, and your reason, while you wait for the owner. This matters because the base price drives your fee: the
lower the base price and the higher your sale price, the bigger your margin as a reseller. The owner can approve it, decline it, or meet you
partway with a partial reduction - and you'll see the status and the new base price when they respond.

▶ Watch the clip: reuzeit.com/knowledge-center/variant-base-price-request

STEP BY STEP



1 Open the variant's base-price adjustment request.

2 Enter your requested lower price and a reason.



3 Submit - it shows current vs requested price while you wait.

4 A lower base price plus a higher sale price widens your margin.



5 The owner approves, declines, or reduces partway; you see the result.

28 How to use the CRM (leads, to-dos, customers & users)
A guided pass through the CRM lists: leads auto-created from website inquiries, to-dos as tickets, customers with balances
and history, and the users who sign up on your store.

BACKGROUND

Let me take you through the CRM lists one by one - leads, to-dos, customers and users - the back office you'll use every day. The CRM menu
holds every list - quotes, orders, invoices, payments, purchase receipts and invoices, quality inspections, leads, to-dos, variants, customers,
users and conversations. Each list has a question mark explaining it. Quality inspections come in three types - pre-selling, post-selling and
shipping - each tied to an order so you can trace it back. Leads are potential customers and opportunities you haven't converted yet. The
system creates one automatically whenever someone inquires, makes an offer, or submits a contact form on your store. Open a lead to see its
status, contact, classification and any connected quotes or orders - and convert it to a customer when you're ready, since you sell to customers,
not leads. To-dos are your tickets - generated from website actions like an offer or a price request. Your goal is to move each one to closed; an
open to-do means a customer hasn't been answered. Customers shows everyone with their balance and unpaid billing, and opening one shows
every connected quote, order, invoice and payment. Users are the people who sign up on your white-label store - so you can see exactly who's
creating accounts on your domain.

▶ Watch the clip: reuzeit.com/knowledge-center/crm-back-office-tour

STEP BY STEP



1 Use the CRM menu to reach every list (each has a help tooltip).

2 Leads are auto-created from website inquiries; convert them to customers.



3 To-dos are tickets from website actions - work them to closed.

4 Customers show balances and all connected documents.



5 Users are the signups on your white-label store.

29 How to live chat with your customers
Real-time support chat from your white-label store lands in Conversations - guest or registered, with response-time tracking
and a resolve action.

BACKGROUND

Last one - live chat. The support chat on your white-label store lands right here in Conversations, so you can talk to customers in real time. On
your store, customers use the support chat to ask questions and talk to you directly in real time. Every message they send appears here in
Conversations the moment it arrives. You can filter by guest or registered users - registered customers have an email on file, but guests can
chat with you too. The system tracks your response time. If you haven't replied, the conversation sits in a waiting state - here, days waiting for a
response. As soon as you reply, it's no longer waiting. And when you're finished, you mark the conversation resolved. So Conversations is your
live line to every prospective customer on your white-label store - back and forth, until the deal is done.

▶ Watch the clip: reuzeit.com/knowledge-center/live-chat-conversations

STEP BY STEP



1 Customers chat from the support widget on your store.

2 Messages arrive in Conversations in real time.



3 Filter by guest or registered users.

4 The system tracks response time and flags waiting chats.



5 Reply to clear the wait, then mark the conversation resolved.
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