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This eBook explores 12 of the most common software licensing challenges faced by software publishers 
today. It discusses these challenges, the business impact of each, and then provides questions you can 
use to help access your unique licensing situation and business goals. We then take you one step closer to 
a solution by providing a glimpse into how Gemalto Software Monetization solutions solve for each of these 
challenges and actually turn them into opportunities to maximize software revenues and ensure continued 
business success. 

Software is Everywhere
Technology is advancing at light speed and has evolved tremendously over the past two 
decades; and at the very heart of all this technology innovation is software. Software drives 
the complex technology that enables communication, information, and automation in 
virtually every part of our personal and professional lives. From our cars, our homes, and our 
entertainment, to hailing a taxi, automating manufacturing processes, or helping healthcare 
professionals test and diagnose medical conditions and then guide intelligent surgical devices 
that save precious lives – software is everywhere.

For software publishers and intelligent device manufacturers – this is good news. But it 
doesn’t come without its challenges. 

New business models are emerging that require vendors to adapt their offerings to meet 
the changing needs of the market. Being able to offer flexible payment models, manage 
entitlements, and control use, as well as track and aggregate product-usage data to inform 
business decisions and enable continued innovation are just some of the top software 
licensing challenges affecting software publishers today. There are others. 

Software publishers and device manufacturers that equip themselves with the right 
set of tools can expect to not only conquer these challenges, but to also turn them into 
opportunities to expand and grow their businesses in the process.
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Turn Challenge into Opportunity
Offer Cloud-Based Access to Applications & 
Intelligent Devices
SaaS and the IoT are probably two of the biggest  trends in IT today. IDC reports 

that cloud software is currently growing at more than five times the rate of the traditional 
packaged software market. Gartner projects that the Internet of Things will consist of 
approximately 212 billion “things” globally, including 26 billion devices installed by the end of 
2020. The exponential growth being enabled by the cloud, software, and connected devices is 
fundamentally impacting both society and the economy—changing the way we live and work.

Users now expect a more cloud-like experience – quicker deployment, lower up-front fees with lower and more predictable 
ongoing expenses. Users want to be up and running quickly without relying on their own internal IT resources, and they like 
the assurance of always working with the latest and most up-to-date version. And these end users want to enjoy the benefits of 
the cloud regardless of whether they are using traditional on-premise software, software-as-a-service,  or operating physical 
devices.

The opportunity for software publishers who want to leverage cloud 
technology is in being able to: 

 > Provision software

 > Track entitlements

 > Measure usage

 > Ensure usage is only permitted according to the service terms

 > Accomplish all of this via pre-paid and post-paid business models

1

Assess your unique situation:
1. Do you currently offer any of your products as 

cloud services?

2. Would you like to offer your products as cloud 
services?

3. Would you like your licensing enforcement and/
or entitlement management systems delivered 
in the cloud?

Seize the opportunity: Gemalto offers true cloud-based software licensing and entitlement 
management to address these requirements whether you offer your software as a service, 
installed on-premise, or as part of a hardware device.

User Name:

LOGIN

Password:



512 Ways to Turn Licensing Challenges Into Business Opportunities:  An eBook for software publishers and intelligent device manufacturers

Provide Anytime, Anywhere, Any Device Access
Providing end users with anytime, anywhere, any device access to core enterprise systems, as well as the ability to 

interact with data to get work done, has become a key strategic imperative. 

As users increasingly own and use multiple devices to access their software applications, they want licensing systems that 
support the ability to do so without violating licensing terms. Consumers are accustomed to this type of experience with their 
private use of technology and, as business users, they demand the same access to business software. 

Giving this freedom to users–regardless of which device is being used–is a challenge for software publishers that employ a 
traditional machine-locked licensing technology because they can only offer and control license terms that are locked to a device 
rather than focused on the user. 

The opportunity for software publishers to set themselves apart from competitors lies in giving control to the end user – by 
providing anytime, anywhere, any device access to their products. 

2

Assess your unique situation:
1. Have your end users already asked you for this 

licensing scheme?

2. Do you see competitors that support user-based 
licensing, or have plans to do so?

3. Can you think of a commercial model that would 
allow you to make money on this license model 
and attract new end users?

Seize the opportunity:   Allow end users expanded access. Gemalto Sentinel provides support for 
anytime, anywhere, any device access with its cloud-based licensing solution.
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Monetize Intelligent Devices
As a result of the proliferation of software driven hardware 

devices, manufacturers are increasingly faced with obstacles. Beyond the 
transition to software-driven hardware solutions, developers are facing 
problems with deliberate and unintentional misuse of their technology, as 
well as tampering and theft of their intellectual property. 

In a highly competitive device market, competitive espionage is not uncommon 
and more often than not, results in theft of trade secrets and unauthorized 
reproduction and distribution of ‘knock-off’ products. Tampering on the other 
hand can result in altered device functionality and bring with it, devastating 
consequences such as regulatory non-compliance and irreparable damage to 
the brand.

Device manufacturers also face the high costs associated with hardware 
production, inventory, support, and shipping for a wide variety of hardware stock 
keeping units (SKUs). Many are hampered by inflexible feature management 
techniques which have severely limited their ability to penetrate new markets. 
And labor-intensive upgrade and renewal processes are resulting in high 
support costs and a poor end-user experience. 

The opportunity for intelligent device manufacturers lies in developing a 
comprehensive strategy featuring usage enforcement, copy 
protection and theft prevention which will guard against these 
types of threats. However, protecting IP is only the first step. 
To unlock the full potential of embedded source code also 
requires a strategy that focuses on increasing both revenue 
and profitability–by using software to control device features 
and functionality, and reducing inventory and operational costs.

Assess your unique situation:
1. Have your devices ever been reverse-engineered 

or tampered with?

2. Are you aware of gray market knockoffs of your 
hardware?

3. Can you specify the feature set of your software 
at time of delivery?

4. Can you upgrade the software in the field, and 
make sure only paying end users enjoy the 
benefit of an upgrade?

5. Can you sell a single hardware device with 
different feature sets to different  
market segments?

6. How far advanced is your competition with 
monetizing the software on  
their devices?

Seize the opportunity: Gemalto’s embedded software monetization solutions provide intelligent 
device manufacturers  all the tools needed to effectively protect devices from tampering and reverse 
engineering while also opening up an entirely new world of packaging possibilities and opportunities 
to maximize profitability. Form factors support chips, boards, USB, and software-based solutions for 
specialized platforms.

3

Feature Activation

Add New Features

Remove Features

Upgrade Software

Revoke Entitlement

Embedded Licensing
APIs at the feature level.

Use licensing to enable
different versions of the
same product at various
price points.

Manage upgrades,
renewals, and support
remotely and electronically.

$$$

$$

$

$$
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Offer Subscription & Consumption-Based Pricing
Perpetual–based licensing has dominated much of the software space in the past but subscription-based pricing 

is increasingly being demanded – both by end users and by software company CFOs. Also in high demand is usage-based pricing, 
or metered pricing as people want to pay only for what they consume. Vendors offering software as a service are the driving force 
behind these trends, but the commercial models they use are now being demanded by on-premise software users as well. 

The opportunity for software publishers is in being able to support and monetize these licensing models. In order to offer 
consumption-based pricing, software license entitlement information and collection of software usage data is required to enable 
proper billing.

Assess your unique situation:
1. Do you already offer or plan to offer subscription 

or usage-based licensing?

2. What are your competitors doing or what are 
their plans in this area?

3. Are your end users asking for license models 
you cannot support today?

4. Have you assessed the incremental revenue 
you could capture by offering alternative license 
models?

Seize the opportunity: Gemalto Sentinel supports subscription- and consumption-based licensing, 
and provides the optimum way to measure usage to support billing, via its cloud-based licensing 
system.

4

Choose A Plan $$$ $$$
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Collect Usage Data to Improve 
Business Intelligence and Billing

Business intelligence is critical for decisions related to new markets, 
product packaging and efficient internal resource management. 
Therefore software publishers’ ability to track who is using their 
software, as well as when, how, and to what extent, is critically 
important. 

As IDC’s Amy Konary points out, “Software publishers that collect and 
analyze product usage data gain new insights into how their products 
create value for customers, which allows for better positioning of 
offerings and more effective communication of product value to 
customers. By analyzing usage data, publishers can segment their 
markets in more-sophisticated ways, customize product and service 
bundles that deliver greater value to each segment, and price those 
bundles to capture the most value.” 

In the cloud, usage data is not only used for business intelligence but is 
vital for supporting business critical processes, such as billing. 

Research proves however, that collecting usage data is a struggle for 
most publishers –68% are struggling with visibility into product usage data. 
And of that 68%, more than half (60%) are not collecting feature usage data, 
or information about end users (52%), and 51% have no ability to track 
entitlements.

Without this information, software publishers lack the insight they need to 
effectively drive product investment plans, packaging strategies, and make 
other critical business decisions.

Historically, it was tough to gather this type of software usage data. 
Publishers relied predominantly on anecdotal evidence from the sales and 
support teams or customer events.  

The opportunity for software publishers lies in gaining valuable customer 
insight – being able to effectively track product use by employing the bi-directional communications capability enabled by the 
internet and the right software licensing and entitlement management technology.

5

Assess your unique situation:
1. How do you get feedback on product usage 

today?

2. Would it be interesting for you to understand 
usage by feature, or by metered method such as 
time, or bandwidth, etc.?

3. Could your Product Managers make better 
informed product decisions, if they had the ability 
to access and analyze usage data?

Seize the opportunity: Gemalto Sentinel provides usage data collection capabilities. Usage data are 
most easily collected with a cloud-based solution.

Software Publishers Struggle with Usage Visibility
 

Source: The State of Software Monetization: Revenue and IP at Risk 
~Software & Information Industry Association (SIIA) & SafeNet, Inc.

Feature usage 
tracking

End-user data 
collection

Entitlement 
tracking

Data aggregation 
and reporting

52%38%

51%
60%
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Enforce License Terms in Virtual Environments
No longer a trend, virtualization has become standard for most enterprise-level IT organizations because of its 

ability to dramatically reduce IT infrastructure hardware and management costs. The use of virtual machines (VM) however, can 
lead to intentional or unintentional overuse of software license entitlements.

While hardware keys remain the most effective way to prevent unauthorized use and distribution of software in virtualized 
environments, for many – that option is not practical. In these cases, many use software-based licensing methods which are 
limited to detecting the presence of a VM and either allowing or denying the execution of the software within those environments 
– an incomplete solution without any measure of control of the application once authorized.

Successful license management requires not only support for licensing in virtual environments, but also the ability to enforce 
license terms once the application is deployed on a VM. Without enforcement, software publishers have no control over the 
license and therefore their revenue. 

The opportunity for software publishers is to expand the customer base by being able to support virtual environments. Software 
publishers need to enable their software to recognize virtualization technologies and, in order to tie to parameters that cannot be 
virtualized/duplicated, be able to also support live migrations of VM environments across different servers.

It is important to note however, that even the best on-premise licensing 
technology for virtual environments today may not protect against the 
innovation released by a VM vendor tomorrow. 
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Assess your unique situation:
1. Are your end users already using virtualization 

technology extensively?

2. Can your current licensing solution deal with 
virtual environments?

3. Can your current licensing solution also deal 
with live migrations of virtual machines and 
applications, like vMotion?

4. What types of usage do you want to support in 
virtual environments?

Seize the opportunity: Gemalto offers on-prem licensing technologies that can avoid duplication of 
licenses in constantly changing virtualized environments. Gemalto cloud licensing technologies avoid 
virtualization issues completely because licenses are delivered through the cloud.
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Prevent Software Piracy
The most obvious example of IP compromise is Software piracy. Also known as illegal use and theft, piracy is the 

unauthorized duplication and/or distribution of copyrighted computer software; an act that infringes upon the legal rights of 
software publishers. According to the most recent BSA Global Software Survey conducted by IDC, 43% of PC software globally 
was installed without proper licensing, representing 
revenue losses of $62.7 billion for software publishers.

Although most end users today are aware that 
unauthorized use and duplication of software is illegal, 
many show a general disregard for the importance of 
treating software as valuable Intellectual Property.

Clearly, this is a problem that concerns software 
publishers. More than 48% of software developers 
responding to a recent SIIA/SafeNet survey indicated 
that they had lost revenue due to software piracy. And an 
overwhelming seven in ten (70%) indicated that copy  
protection to prevent piracy is one of their  
greatest challenges. 

In spite of the acknowledged revenue loss and the high level of awareness 
regarding the risks of piracy, it is surprising then, that only 58% of 
developers reported that they employed proper protection and compliance 
enforcement mechanisms to combat piracy efforts.

The opportunity for software publishers lies in employing the right 
technology to protect their software against improper licensing and theft. 
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Assess your unique situation:
1. Have you seen cracked versions of your software?

2. Do you sell premium-priced software?

3. How often do you update the security of your 
licensing technology/implementation?

4. Do you have different needs in different regional 
markets (security vs. ease-of-use)?

5. Are you able to support your customer’s choice 
of license enforcement and deployment with one 
licensing system?

Seize the opportunity: Gemalto Sentinel provides the highest security levels and continues to offer 
the most innovative security features, from white-box cryptography to AppOnChip technology. 
Sentinel also supports both hardware- and software-based protection and license enforcement 
keys with one system.

PC software globally
installed without 
proper licensing  

43%

$62.7 billion LOSS 
for software publishers
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Provide Customer Self-Service
End users want control. The connectivity that the internet, mobility, and wireless communications has provided 

has only amplified this fact. End users are used to being able to get their information when they want it. 

They don‘t want to contact a company representative. Users want to be able to instantly download and activate trial or demo 
software licenses. And once they become a customer, they want to be able to see how many licenses they have purchased, how 
many they have activated, which licenses are being used, or not being used, etcetera. Channel partners often have the same 
requirements.

Providing customer self-service empowers end users to do many of the tasks which currently bog down sales, customer service, 
and tech support teams. These tasks include but are not limited to compliance reporting, activation, renewals, upgrades, 
cancellations, and so on. 

The opportunity for software publishers is in empowering users to perform these tasks on their own – which  can improve the 
end-user experience, dramatically decrease the number of basic requests coming into various sales support functions, and lead 
to greater customer satisfaction. 

8

Assess your unique situation:
1. What services and information around their 

licenses can your end users get today?

2. How do they access this information?

3. Can your end users activate a license instantly?

4. Can your end users easily see what entitlements 
they have acquired, on what they have put to use 
already?

Seize the opportunity:  Gemalto Sentinel provides a white-label-ready customer self-service portal 
which can be customized with your company and /or product logos. The portal allows your end 
users to easily see the software they’ve purchased, monitor entitlements, upgrade, add features, 
add users, renew subscriptions, and more.

Sentinel EMS

Renew

Upgrade

Revoke/re-host

Audit Report
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Integrate & Automate the Back-Office
Many software publishers and intelligent device manufacturers are now demanding that license management 

systems be automated and fully integrated with back-office systems including CRM, ERP, and other back-office system 
information – including multiple disparate licensing technologies resulting from M&A. The drivers are cost savings due to 
automation, speed of license delivery and invoicing as well as data consistency across the various systems. Beyond that, 
customer portals, product catalogs and other ancillary systems might also be integrated.

A strong connection between the system that generates and manages software licensing and entitlements and back-office 
systems is a vital part of any successful licensing solution and can provide invaluable insight about end-user customers. 

The opportunity Software publishers and device manufacturers who integrate their  licensing system  with their  back office 
systems increase efficiency and eliminate the tedious, and error-prone manual work necessary to associate end users, orders, 
and fulfillment information with their respective license entitlements. 
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Assess your unique situation:
1. How many licenses do you issue per year?

2. What does your back-office licensing process 
look like today?  How do you envision it in the 
future?

3. What other systems do you expect your software 
licensing technology to  
integrate with?

4. Are your Operations and IT functions already 
involved in your licensing projects?

Seize the opportunity: Gemalto offers a full-blown web-based entitlement management solution 
with Web service-based connectors and many proven back-office systems integrations – from SAP 
to SFDC to Oracle and Microsoft.  Gemalto also supports the integration of multiple 3rd-party and/
or homegrown licensing solutions.

Sentinel EMS

ERP CRM
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Protect Trade Secrets 
Software publishers invest a significant amount of resources in research and development of their products, 

writing code and creating intellectual property that serves as a key advantage and differentiator over competing software 
and software-driven intelligent devices. Intellectual Property (IP) represents the vast majority of a typical software company 
or intelligent device manufacturing company’s market value. In sales situations, competitive pressures naturally increase 
as companies become more aggressive in trying to win business. With competitive espionage becoming more and more 
common, valuable IP—containing code, algorithms, application data files, and trade secrets—are at risk of prying eyes, reverse 
engineering, theft, and imitation by competitors.

A recent survey of software publishers commissioned by the SIIA and SafeNet 
indicates that protecting IP and trade secrets is a major challenge for software 
publishers. An overwhelming 63% of software publishers see code protection to 
prevent reverse engineering as a challenge. And, one third of global respondents 
believe that reverse engineering and theft is having a negative impact on 
their business.

In addition to software vendors, intelligent device manufacturers are faced 
with competitors that are often able to disassemble, reverse engineer 
and clone their software and devices. According to Gartner, over 90% of 
enterprises lack the formal processes to account for embedded software 
and system risks as they relate to the IoT – posing risks to equipment 
manufacturers‘ proprietary software, and the intellectual property that 
resides within their software code.

The opportunity: to maintain their competitive edge, software publishers 
and intelligent device manufactures should: 

 > Protect their intellectual property from reverse engineering and theft of 
trade secrets. 

 > Safeguard against the risk of revenue loss and damage to their brand 
reputation due to proliferation of gray-market copycat software  
and devices.
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Assess your unique situation:
1. Do you see a risk in competitors stealing your IP?

2. How do you protect yourself against this risk?

3. Have you seen counterfeit versions of your 
products in emerging markets?

4. If hardware company: What percentage of your 
engineers work on software rather  
than hardware?

5. How much would it cost your company if your IP 
was compromised?

Seize the opportunity:  Gemalto Sentinel features strong IP protection with multiple mechanisms to 
prevent reverse engineering of your proprietary software code and trade secrets.
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Provide Secure & Automated Electronic Software Delivery
The Internet is now the primary distribution channel for mobile apps, video, music, software updates, desktop 

applications, intelligent device updates, security patches, and many other file-based digital products. For software publishers, 
electronic software delivery (ESD) offers the convenience of quicker software delivery, simplified administration, and reduced 
costs and environmental impact when compared to physically-delivered software.

Although not a new trend, ESD, as it applies to both initial purchases and upgrades, is still a challenge for many software vendors 
today. The biggest hurdle for software publishers is in how to automate the process and ensure their customers can quickly 
and easily download the software products and versions they are entitled to. If download speeds are slow or the wrong product/
version is downloaded, it can lead to issues when attempting to activate the software – negatively impacting the user experience 
and potentially increasing support costs.

The opportunity for software publishers is to secure, automate, and integrate licensing and entitlement technology with the 
ESD process which, in turn, will improve the software purchase and activation experience for end-user customers and reduce 
operational costs. 

Assess your unique situation:
1. How do you deliver your software today?

2. How do you deliver your upgrades?

3. Are you using a CDN (Content Delivery Network), 
like Akamai for example?

4. How do you make sure that end users can only 
download what they are entitled to use?

Seize the opportunity: Gemalto Sentinel provides complete support for electronic software delivery. 
In cooperation with Akamai, the leader in software delivery, Gemalto provides software publishers 
with an integrated and trustworthy solution for secure, automated, electronic software delivery.

11

DOWNLOAD
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Support for Mobile Platforms
Another important driver of change in the technology industry is mobility. In 2013, 73.4% of the global online 

population accessed the internet from their mobile phone and by 2017, that number is expected to grow to 90.1%. For the first 
time ever, there are now more active mobile devices on planet Earth than people. The rise of Cloud and mobility is impacting the 
software industry in a number of ways. 

The increasing demand for mobile usage is forcing many software vendors to make their software available on mobile devices. 
Even if the full functionality of the software is not ported to mobile platforms, smaller parts like management consoles and 
dashboards are being made available for mobile users. 

The opportunity for software publishers lies in being able to support the many different mobile operating systems, from iOS, 
Android, and Windows Mobile to the many smaller players and emerging platforms.

Assess your unique situation:
1. Do you plan to make your software, or some 

subset(s) of it, available on mobile devices?

2. Are there any other units within your company 
which develop software for mobile devices?

3. Do you plan to deliver your software via the 
browser or as a mobile app?

4. Which platforms do you plan to support?

Seize the opportunity: Gemalto Sentinel supports both traditional licensing for mobile apps 
(Android) and the delivery of licenses through the cloud, which provides the highest level of 
platform interoperability.

12
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Conclusion
Providers of on-premise software, software-as-a-service, and intelligent hardware devices, all face similar challenges when it 
comes to monetizing their offerings in today’s connected environments. These providers should be thinking not only about how 
to monetize now; but also about how to ensure they have the flexible systems, processes, and cultures in place to easily adapt as 
technology continues to evolve.

Can all of these software licensing challenges be overcome? Yes. And, by addressing these challenges head on, as opportunities 
for business growth, software publishers will be able to more fully monetize their product investments. Software publishers need 
to treat software licensing as an opportunity to remain competitive, grow revenue, and increase profit. While conquering these 
software licensing challenges may appear daunting, the solution is readily available in the form of a well thought out software 
monetization strategy and the right licensing and entitlement management technology.

Gemalto Sentinel Software Monetization Solutions
For the past three decades, the Gemalto (formerly SafeNet) Software Monetization division has secured software for tens 
of thousands of customers worldwide. Gemalto Sentinel software monetization solutions provide software licensing and 
entitlement management for on-premise, embedded,  and cloud-based software vendors. Sentinel is the most trusted brand in 
the software industry for secure, flexible, and future-proof software monetization solutions.

Software Licensing Products & Services: An award-winning suite of hardware, software, and cloud-based licensing solutions 
for protecting software applications from piracy, overuse, or code manipulation in order to maximize profitability and protect 
competitive intellectual property (IP).

Entitlement Management Products & Services: A feature-rich entitlement management system offered hosted, as a service, or 
for on-premise installation, for enabling software publishers to streamline and easily manage all operational tasks associated 
with software licensing.

SaaS Licensing & Management Services: A CODiE award-winning software licensing and entitlement management service 
architected from the ground up to support the unique catalog definition, provisioning, control, and usage tracking challenges of 
SaaS and other cloud service delivery.

Software Monetization Professional Services: A full suite of consulting and implementation services to help you define, align, 
and deliver a licensing strategy that meets the business objectives and operational processes unique to your organization, 
regardless of where you are in the lifecycle of your licensing project. View more information about Sentinel Software 
Monetization solutions.

http://www.gemalto.com/software-monetization
http://www.gemalto.com/software-monetization
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Need Help Assessing Your Licensing Situation?
We can help. Contact Gemalto to help perform an initial assessment and prioritization of your top licensing challenges.

Try Sentinel for Free
At Gemalto, we believe the best way to tell you how secure and easy our products are is to show you. That’s why we provide our 
award-winning software monetization solutions in FREE trial versions, so you have a chance to try before you buy.

About Gemalto Sentinel Software Monetization
Gemalto, through its acquisition of SafeNet, is the market-leading provider of software licensing and entitlement management 
solutions for on-premises, embedded, and cloud-based software vendors. Gemalto Sentinel is the most trusted brand in the 
software industry for secure, flexible, and future-proof software monetization solutions. For more information, visit: 
www.gemalto.com/software-monetization

Source info

IDC, Anytime, Anywhere, Any Device; Access Has Changed and Software Needs to Also, Amy Konary, IDC Research 
Vice President http://licensinglive.com/blog/2014/10/anytime-anywhere-any-device-access-has-changed-and-
software-needs-to-also 

Forbes, Internet-Worldwide, http://blogs-images.forbes.com/niallmccarthy/files/2014/08/Internet-Usage.jpg

IDC, The Internet of Things is Poised to Change Everything, Says IDC, 03 October 2013, http://www.idc.com/
getdoc.jsp?containerId=prUS24366813

Gartner, Secure Embedded Software and Systems in the Internet of Things, 25 Jyly 2014, https://www.gartner.
com/doc/2808329/secure-embedded-software-sytems-internet

‘The State of Software Monetization’ Survey, commissioned by SafeNet and the SIIA Oct/Nov 2012, http://www2.
safenet-inc.com/smsurvey/index.html

Gartner, Forecast: The Internet of Things, Worldwide, 2013, 18 November 2013, www.gartner.com/doc/2625419/
forecast-internet-things-worldwide-

Contact Us: For all office locations and contact information, please visit www.gemalto.com/software-monetization

Follow Us: www.licensinglive.com

GEMALTO.COM

Join the Conversation

> Facebook 
facebook.com/licensinglive

> LinkedIn   
linkedin.com/company/sentinel-software-monetization

> Twitter   
twitter.com/LicensingLive

> Google+   
plus.google.com/+LicensingLive

> Sentinel Video Cloud 
sentinelvideos.gemalto.com

> Blog 
licensinglive.com

> Sentinel Customer Community 
sentinelcustomer.safenet-inc.com
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