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MARKETING AND SELLING FEATURE
LENGTH MOVIES OVER NETWORKS

CROSS-REFERENCE TO RELATED
APPLICATIONS

This application relates to U.S. application Ser. No.
11/343,634 filed Jan. 31, 2006; U.S. application Ser. No.
11/356,952 filed Feb. 18, 2006; U.S. application Ser. No.
11/368,764 filed Mar. 6, 2006; U.S. application Ser. No.
11/392,918 filed Mar. 29, 2006; U.S. application Ser. No.
11/396,524 filed Apr. 3, 2006; and U.S. application Ser. No.
11/434,615 filed May 16, 2006.

BACKGROUND

Most feature length movies have a relatively short period of
time in which to make money. Traditionally, after a feature
length movie is made, it is marketed and sold through difter-
ent phases of its profitable life cycle. In an initial phase,
feature length movies are first released only in movie theaters
and open on the same day in various theaters throughout the
country. During this time, the public can only view the movie
in a theater. In a subsequent phase, the movie is released on
digital video disk (DVD). Successtul or popular movies are
distributed in a final phase when the movie is released on
television.

During each of these different phases, production compa-
nies must spend money to advertise and promote the movie.
In order to lure moviegoers into movie theaters, production
companies must spend money advertising to their target mar-
ket. Often, the amount of money spent in advertisement is
quite significant. It is not uncommon for production compa-
nies to spend millions of dollars marketing movies to movie-
goers. For example, if a movie is nationally released, then the
production company can elect to promote the movie through-
out major cities across the United States. An extensive mar-
keting campaign can cover large geographical areas and
diverse marketing groups. Hence, the costs of advertisements
can quickly escalate.

Advertisement costs increase for other reasons as well. In
order to reach the core group of potential moviegoers, many
different marketing medias are used. Suppose a production
company intends to release the next summer blockbuster
movie. The production company could advertise on televi-
sion, radio, the internet, posters, billboards, etc. In some
instances, actors or actresses starring in the movie travel
around the United States or even around various parts of the
world to promote the release of the movie. An enormous
marketing budget can be consumed before the movie even
opens to the public in theaters.

Thus, during the profitable lifecycle of a movie, production
companies spend large amounts of money in marketing and
selling the movie. Advertisement costs can accrue while the
movie is being shown in theaters, while the movie is being
distributed on DVD, and again while the movie is being
shown on television, cable, or satellite.

In short, the traditional model for marketing, selling, and
distributing a feature length movie can be quite complex and
expensive.

SUMMARY

Embodiments include methods, apparatus, and systems for
marketing and selling feature length movies over one or more
networks. One method of marketing includes placing, at plu-
ral different internet locations, advertisements to purchase a
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2

feature length movie (FLLM) before the FLM is publicly avail-
able to buy on digital video disk (DVD); soliciting, before the
FLM is publicly available to buy on DVD, public individuals
not previously affiliated with the FLM to become salespeople
who sell the FLM over network spaces belonging to the
public individuals; and compensating a salesperson for each
sale of the FLM that occurs as a result of an advertisement at
network spaces belonging to the salesperson.

Other embodiments and variations of these embodiments
are shown and taught in the accompanying drawings and
detailed description.

BRIEF DESCRIPTION OF THE DRAWINGS

FIG. 1is a flow diagram for crediting members or network
locations/spaces for advertisement hits or sales of feature
length movies in accordance with an exemplary embodiment
of the present invention.

FIG. 2 is another flow diagram for crediting members or
network locations/spaces for advertisement hits or sales of
feature length movies in accordance with an exemplary
embodiment of the present invention.

FIG. 3 is a flow diagram for expanding sales and marketing
bases of feature length movies over one or more networks in
accordance with an exemplary embodiment of the present
invention.

FIG. 4 is a flow diagram for providing members with tools
to market and sell feature length movies over one or more
networks in accordance with an exemplary embodiment of
the present invention.

FIG. 5 is a flow diagram for building custom movie trailers
for feature length movies in accordance with an exemplary
embodiment of the present invention.

FIG. 6A is an exemplary screen shot of a display for arrang-
ing video clips to build a movie trailer in accordance with an
exemplary embodiment of the present invention.

FIG. 6B is an exemplary screen shot ofa display for arrang-
ing audio clips to build a movie trailer in accordance with an
exemplary embodiment of the present invention.

FIG. 7 is a block diagram of an exemplary system in accor-
dance with the present invention.

FIG. 8 is a perspective view of an exemplary handheld
portable electronic device for utilizing one or more exem-
plary embodiments in accordance with the present invention.

FIG. 9 is a block diagram showing internal components of
an exemplary handheld portable electronic device for utiliz-
ing one or more exemplary embodiments in accordance with
the present invention.

FIG. 10 is an exemplary system for utilizing one or more
exemplary embodiments in accordance with the present
invention.

FIG. 11 is another exemplary system showing a networked
environment in accordance with an exemplary embodiment
of the present invention.

DETAILED DESCRIPTION

Embodiments in accordance with the present invention are
directed to apparatus, systems, and methods for marketing
and selling feature length movies (FL.Ms) over one or more
networks. In one exemplary embodiment, individuals adver-
tise feature length movies over one or more networks. For
instance, an individual places an advertisement or promotion
for a feature length movie at his or her website or network
location/space. When visitors navigate to the website or net-
work location/space, they see or hear an advertisement for the
feature length movie. The advertisement includes a hyperlink
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to purchase the movie or obtain more information about the
movie. Each time a visitor clicks or activates an advertise-
ment for the feature length movie, the individual hosting or
displaying the advertisement is compensated. Likewise, each
time a visitor purchases the feature length movie from a
website or network location/space, the individual hosting or
displaying the advertisement is compensated.

Embodiments in accordance with the present invention
enable individuals to sell feature length movies for third par-
ties, example for movie production companies or movie dis-
tribution companies. Individuals can sign-up, enlist, or agree
to sell movies before or after the feature length movie is
released in theaters or DVDs. Such individuals do not need
prior sales or marketing experience. Further, they are not
required to be incorporated or prior employees of the movie
production company or movie distribution company. Instead,
in one exemplary embodiment, the right to advertise and sell
feature length movies over the internet is extended to the
general public or all individuals with access to the internet.

Individuals are compensated or paid based on actual adver-
tisement hits or actual sales of movies. The more movies an
individual sells, the more income the individual receives.
Thus, financial gain provides individuals with an incentive to
sell the movie.

Many individuals are members of network spaces having
thousands or even millions of members. Each individual
member in the network space has access to network spaces of
other members. In some instances, members form groups
within the network space. For example, a single member can
have hundreds or thousands of “friends” or members that
belong to the single member’s group. Further, a single mem-
ber can have large amounts of daily network traffic to his or
her network location/space. With embodiments in accor-
dance with the present invention, this single member can
financially capitalize on his or her popularity. When visitors
visit the single member’s network location/space, the visitors
are exposed to information or advertisements about the fea-
ture length movie. If a visitor responds to the advertisement or
purchases the movie, then the single member is financially
compensated.

With embodiments in accordance with the present inven-
tion, marketing and selling of feature length movies can rap-
idly spread across entire networks and reach thousands or
even millions of people. This marketing and sales expansion
occurs, in part, because individuals are provided financial
incentive to join a sales force and advertise and sell movies.
Assume for example that a visitor visits a network space of a
friend and learns about a cool new feature length movie. The
visitor watches a trailer for the movie and decides to buy it.
The friend is compensated for the purchase. After purchasing
the movie, however, the visitor is also given an opportunity to
market and sell the movie. The visitor can instantly become a
salesperson for the movie. Thus, as more and more people buy
the movie, more and more people become salespeople for the
movie. If the movie is popular or cool, then marketing and
sales forces rapidly grow or expand across the interne or
network space as new members become salespeople.

Asnoted, after an individual buys the feature length movie,
he or she is given an opportunity to become a marketing and
salesperson for the movie. After agreeing to terms of being a
salesperson, the individual is provided with marketing and
sales tools to advertise and sell the feature length movie. In
one exemplary embodiment, the individual is provided with
information and movie trailers about the film. The informa-
tion and movie trailers are displayed at the website or network
location/space of the individual. For instance, after agreeing
to sell a feature length movie, one or more different marketing
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campaigns are presented to the salesperson. The salesperson
chooses which marketing campaign best suits his or her style,
mood, potential customer base, etc. In one exemplary
embodiment, different movie trailers are presented to the
salesperson. The salesperson selects one or more of these
movie trailers to exhibit at his or her own website or network
location/space.

In one exemplary embodiment, salespeople for the feature
length movie build a customized or personalized advertise-
ment or marketing plan for the feature length movie. Thus, a
salesperson can tailor or build advertisements for the feature
length movie. For instance, the salesperson is presented with
various video clips from the feature length movie. The sales-
person arranges the video clips in a particular sequence to
build a unique movie trailer for the film. The salesperson can
also be presented with various soundtracks, dialogue, or
songs that are included in the movie. These soundtracks can
be added to the movie trailer or added to the website or
network location/space as part of the advertisement for the
movie. Each individual or salesperson can thus build his or
her own, unique advertisement for the feature length movie.

As noted in the background section, traditional models for
marketing and selling feature length movies are expensive,
especially if movies are nationally or globally marketed.
Thousands or even millions of dollars can be spent marketing
and promoting a new movie with the traditional model.
Unlike the traditional model, embodiments in accordance
with the present invention enable moviegoers themselves to
market and sell the movie. If a person watches or buys the
movie, he or she is given an opportunity to sell the movie.
Marketing and sales occur over networks, such as the internet.
If a movie is popular, then information and advertisement
about the movie can rapidly spread through and across net-
works and quickly reach thousands or millions of potential
purchasers.

With embodiments in accordance with the present inven-
tion, marketing and advertisement costs are significantly
reduced since purchasers of the movie form part of the sales
force. In some embodiments, marketing costs are eliminated
or reduced to thousands of dollars (as opposed to many mil-
lions of dollars with the traditional marketing model). Before
the release date of the feature length film, advertisements and
movie trailers are distributed to heavily trafficked network
locations/spaces. In other words, advertisements and movie
trailers are seeded or planted in one or more network envi-
ronments. For instance, network spaces of celebrities, movie
stars, or popular people are provided with advertisements for
the upcoming feature length film. These people endorse the
movie since an advertisement appears on their website or
network location/space. After seeing the advertisement, visi-
tors decide to purchase the movie and become members of the
sales team. These new members of the sales team then display
advertisements and promotions for the movie at their network
locations. These new members also notify friends or network
groups using emails, blogs, electronic announcements, elec-
tronic bulletin boards, instant messaging, pop-ups, etc. As
more people purchase the movie, more people join the mar-
keting and sales team. Marketing and sales are thus provided
at little or no cost since individuals are marketing the movie
for no salary or up-front fee. In other words, purchasers of the
movie market the movie for free to their network friends,
groups, etc. In one embodiment, individuals are only paid
once they cause a sale to occur.

FIG. 1 is a flow diagram 100 for crediting members or
network locations/spaces for advertisement hits or sales of
feature length movies in accordance with an exemplary
embodiment of the present invention. According to block
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110, visitors visit network locations/spaces with promotions
or advertisements for one or more feature length movies.
Websites, web pages, and/or network locations/spaces dis-
play information, hyperlinks, advertisements, and/or promo-
tions offering for sale one or more feature length movies. The
advertisements are directed to encourage visitors to learn
more information about the feature length movie or purchase
the movie. For example, the advertisements can include one
or more movie trailers, deleted scenes, interviews with the
director or crew or cast, commentary about the film, audio
clips, soundtracks, hyperlinks, promotions, etc.

According to block 120, a question is asked whether the
visitor requests more information about the feature length
movie in response to the advertisement. For example, the
visitor can click, activate, or inquire about an advertisement,
hyperlink, window, banner, pop-up, etc. If the answer to this
question is “no,” then flow ends at block 160. If the answer to
this question is “yes,” then flow proceeds to block 130.

According to block 130, individuals or network locations/
spaces are paid or compensated for successful advertisement.
For example, money or compensation is provided for each
“hit” or “click” or “pay-per-click,” wherein the individual or
network location/space is paid for each click or click-through
on an advertisement. As another example, the individual or
network location/space is paid on other advertisement basis,
such as, but not limited to, pay-per-lead (payment for the
generation of sales leads), pay-per-view (payment for entic-
ing a visitor to view something), etc.

According to block 140, a question is asked whether the
visitor purchases the feature length movie through the web-
site or network location/space and/or becomes a member of
the sales team. If the answer to this question is “no,” then flow
ends at block 160. If the answer to this question is “yes,” then
flow proceeds to block 150.

Upon purchasing a feature length movie, buyers can select
to receive hardcopy or non-hardcopy versions of the movie.
Hardcopy versions of feature length movies include digital
video disks (DVDs) and video cassette recorders (VCRs).
Non-hardcopy versions include, but are not limited to, receiv-
ing or watching FL.Ms through one or more of downloads,
hyperlinks, emails, broadcasts, text message, network trans-
missions, portable memory cards, website access, etc. For
instance, access to the feature length movie is transmitted to
a designated location (example, email address, cellular phone
number of a handheld portable electronic device (HPED) or
handheld portable cellular device (HPCD), text message,
etc.), provided in any one or various electronic formats or
media, or provided ata network location. For example, access
is provided at a website or provided an HPED or computer as
a hyperlink, text message, or email, to name a few examples.
Further, the password, account number, authorization code,
etc. can be electronically provided to a user or HPED to
access, download, and/or watch a FLM. For instance, when
the user “clicks” a hyperlink on the HPED, the selected fea-
ture length movie begins to play on the display of the HPED.
Inanother exemplary option, the feature length movie is made
available for viewing on home television. For instance, the
feature length movie is sent to the user’s residence, residential
television, or network location. When the user returns home,
the user can access the selected movie through the television,
home computer, notebook computer, email, etc. In another
exemplary option, a user receives the selected feature length
movie on a portable memory stick or card. The memory card,
for example, is inserted into the HPED or other electronic
device (example, desktop or notebook computer) so the
movie can be played on the electronic device.
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According to block 150, individuals or network locations/
spaces are paid or compensated for successful selling a fea-
ture length movie to another individual, such as a visitor to the
individual’s website or network location/space. For example,
money or compensation is provided when the advertisement
causes a sale of a feature length movie. For example, the sale
can occur when the visitor buys a DVD, a tape, a movie ticket,
a download to the movie, a broadcast to the movie, a trans-
mission to view the movie, a hyperlink to view or download
the movie, a portable memory card containing the movie, etc.

Any one of various methods can be used to track a network
location where an advertisement hit or sale occurs and from
where the cause of the hit or sale originated. For example, in
order to credit an individual or network location/space
according to blocks 130 and 150, the origination of the adver-
tisement causing the hit or sale is electronically tracked.

In one exemplary embodiment, purchasers of the feature
length movie can also become eligible to advertise and sell
the feature length movie. Individuals and/or network loca-
tions/spaces can be provided additional compensation if a
visitor also becomes a member in addition to purchasing the
feature length movie. By way of illustration, suppose a par-
ticular FLM sells for $15.00. Member A advertises the FLM
athis or her network space. Visitor B navigates to member A’s
network space, views the advertisement, and purchases the
FLM. In return, member A receives $1.00, or the network
location/space is credited with one sale. However, if visitor B
also becomes a member of the sales force to market and sell
the FLM, then member A receives an additional compensa-
tion of $0.50. Thus, for both the sale and membership, mem-
ber. A receives a total of $1.50.

FIG. 2 is another flow diagram 200 for crediting members
or network locations/spaces for advertisement hits or sales of
feature length movies in accordance with an exemplary
embodiment of the present invention. According to block
210, an individual sends a promotion or advertisement for a
feature length movie to one or more potential buyers. In one
exemplary embodiment, the individual previously purchased
the feature length movie and became a member of a sales
force or team that advertises and sells the feature length
movie.

Individuals can advertise or promote the feature length to
potential buyers over one or more networks in a variety of
ways. For example, the individual can send emails or elec-
tronic messages to friends, family, employees, organizations,
corporations, websites, network locations/spaces, people in
his or her network space or group, etc. As another example,
the individual can draft or write a post, an announcement, or
blog. For example, a blog can mention or advertise the feature
length movie at the individual’s website or network location/
space. Alternatively, announcements or messages can be elec-
tronically sent to members of the individual’s network space.

Individuals can use various forms of advertisements, pro-
motions, information, etc. to both solicit sales of FLMs and
solicit members of the general public to advertise and sell
FLMs (example, become a permanent or temporary salesper-
son or member of a sales team, sales staff, etc. involved in
advertising and selling FL.Ms). In one exemplary embodi-
ment, any member of the public can join and become a mem-
ber to advertise and sell FLMs. The right to advertise and sell
FLMs can extend only for a single or specific FLM. Alterna-
tively, the right to advertise and sell FLMs can extend to
multiple FL.Ms or for a specified period of time. For example,
a member of the general public can receive the right to sell
plural different FLMs being released from one or more par-
ticular movie production companies or movie distribution
companies. In one exemplary embodiment, such members of
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the general public are not previously affiliated with the FLM
being sold (example, the individual is not a current employee
of the movie production or distribution companies, not an
actor of the FLLM, not a crew member of the FLLM, etc.). Such
members of the general public are not even required to have
previous sales experience, including previous sales experi-
ence with any product or service.

According to block 220, a question is asked whether the
potential buyer requests more information about the feature
length movie in response to the advertisement of block 210.
For example, the potential buyer can click, activate, or inquire
about an advertisement, hyperlink, window, banner, pop-up,
etc. If the answer to this question is “no,” then flow ends at
block 260. If the answer to this question is “yes,” then flow
proceeds to block 230.

According to block 230, individuals or network locations/
spaces are paid or compensated for successful advertisement.
For example, money or compensation is provided for each
“hit” or “click” or “pay-per-click,” wherein the individual or
network location/space is paid for each click or click-through
on an advertisement. As another example, the individual or
network location/space is paid on another basis, such as, but
not limited to, pay-per-lead (payment for the generation of
sales leads), pay-per-view (payment for enticing a visitor to
view something), etc.

According to block 240, a question is asked whether the
potential buyer purchases the feature length movie and/or
becomes a member in response to the advertisement. If the
answer to this question is “no,” then flow ends at block 260. If
the answer to this question is “yes,” then flow proceeds to
block 250.

According to block 250, individuals or network locations/
spaces are paid or compensated for successful selling a fea-
ture length movie to another individual, such as a potential
buyer that received an advertisement from the individual. For
example, money or compensation is provided when the
advertisement causes a sale of a feature length movie. For
example, the sale can occur when the potential buyer buys a
DVD, a tape, a movie ticket, a download to the movie, a
broadcast to the movie, a transmission to view the movie, a
hyperlink to view or download the movie, a portable memory
card containing the movie, etc.

As noted, individuals can be provided additional compen-
sation if a potential purchaser also becomes a member in
addition to purchasing the feature length movie. By way of
illustration, suppose a particular FLM sells for $15.00. Mem-
ber A sends potential buyer B information about or advertise-
ment for a FLM. In response to this information or advertise-
ment, potential buyer B buys the FLM. In return, member A
receives $1.00. However, if buyer B also becomes a member
of the sales force to market and sell the FLM, then member A
receives an additional compensation of $0.50. Thus, for both
the sale and membership, member A receives a total of $1.50.

Each time a visitor or potential buyer buys a feature length
movie, the individual or network location/space is compen-
sated for a sale. Thus, compensation increases as the number
of movie sales increases. Embodiments in accordance with
the present invention provide individuals and/or network
locations/spaces with financial incentive to advertise and sell
feature length movies over networks.

FIG. 3 is a flow diagram 300 for expanding sales and
marketing bases of feature length movies over one or more
networks in accordance with an exemplary embodiment of
the present invention. According to block 310, one or more
network locations/spaces are seeded with promotions and/or
advertisements for a feature length movie. The promotions
and/or advertisements are strategically placed to increase the
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likelihood that information about the movie will spread
across the network. As information spreads across the net-
work, sales of the movie will increase. Additionally, as sales
increase, individuals opting to sell the movie will also
increase.

The initial locations for the first advertisements can be
placed at popular or heavily trafficked network locations/
spaces. Further, celebrities, movie stars, famous people,
actors in the FLM, directors, producers, screenwriters, or
popular people can endorse the movie at the network site
and/or host or display advertisements to buy the feature
length movie. As another example, the initial or first adver-
tisements can be placed at network locations that are popular
with the specific market to which the movie is being mar-
keted. For example, if the movie is primarily being marketed
to teenagers or people in the twenties, the network locations/
spaces with the initial advertisements are popular with or used
by people of this same age group.

According to block 320, potential purchasers of the feature
length movie then visit the network locations/spaces. These
purchasers are nonmembers (i.e., not currently authorized to
advertise or sell the feature length movie).

According to block 330, visitors or nonmembers investi-
gate membership, receive information about the feature
length movie, and/or purchase the movie. Upon navigating to
a seeded network location, visitors watch a movie trailer,
listen to soundtracks, receive promotions, hear sound clips
from the movie, receive commentary or testimonials, receive
movie reviews, etc. Visitors can also investigate or receive
information about becoming a member and thus receive the
right to advertise and sell the feature length movie for com-
pensation.

According to block 340, a question is asked whether the
nonmember desires to become a member. Membership may
or may not have restrictions. For instance, in one exemplary
embodiment, only individuals who actually purchase the fea-
ture length movie are extended an invitation to become mem-
bers. In another exemplary embodiment, individuals are not
required to purchase the movie in order to become a member.
Nonmembers can be required to pay a fee for membership or
agree to certain terms or conditions in order to receive and
maintain membership and the right to advertise and sell fea-
ture length movies on behalf of a production company or
distribution company.

Ifthe answer to the question in block 340 is “no,” then flow
ends at block 380. If the answer to the question is “yes,” then
flow proceeds to block 350. Here, a question is asked as to
whether the nonmember agrees to membership terms. Mem-
bership terms can be nominal to extensive. For example,
owners to the rights of the movie, production companies,
movie distributors, lawyers, etc. can set various terms for
allowing individuals the right to advertise and sell feature
length movies. One skilled in the art appreciates the breadth
of possibilities for such terms.

If the answer to the question in block 350 is “no,” the flow
ends at block 380. If the answer to the question is “yes,” then
flow proceeds to block 360. Once a member agrees to the
terms and/or conditions for membership (assuming such
terms or conditions are required), then the new member is
immediately provided (example in real-time) with marketing
tools to advertise and sell the selected feature length movies.
For instance, new members are provided with information
about the movies, movie trailers, sound clips, commentary,
movie reviews, price information, show times, etc. Generally,
the new members are provided with any information deemed
appropriate to successfully market and sell the feature length
movie.
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According to block 370, new members establish promo-
tions and advertisements at their network locations/spaces. In
other words, the new members are provided with the market-
ing tools discussed in connection with block 360. For
instance, new members are provided with a hyperlink to an
official website for the feature length movie. New members
are also provided with pricing information or information on
availability of formats for receiving the feature length movie.
For instance, purchasers of a feature length film may desire to
receive the feature length movie in one or more of a variety of
media formats or ways, such as, but not limited to, DVD, tape,
movie ticket, download to the movie, a broadcast to the
movie, a transmission to view the movie, a hyperlink to view
or download the movie, a portable memory card containing
the movie, etc. As another example, new members are pro-
vided with movie trailers or hyperlinks to movie trailers.
When a visitor visits the new member’s network location/
space, the visitor can watch a movie trailer. New members are
also provided with sound tracks to music or songs featured in
the movie.

FIG. 4 is a flow diagram 400 for providing members with
tools to market and sell feature length movies over one or
more networks in accordance with an exemplary embodiment
of the present invention. According to block 410, a member
selects from one or more feature length movies to market and
sell. For example, the member can select from plural difterent
feature length movies that are not yet released (example,
movies still in production or movies scheduled to be released
in the future). The member can also select from plural difter-
ent feature length movies that are already released, such as
movies currently for sale in the theater and/or DVD. Thus,
members can select from one or more feature length movies
before, after, or during their release.

According to block 420, a question is asked whether the
member desires to build personalized or customized promo-
tions or advertisements for the selected feature length movies.
If the answer to this question is “no,” then flow proceeds to
block 430. If the answer to this question is “yes,” then flow
proceeds to block 440.

According to block 430, members select from one or more
available or preconfigured promotions and/or advertisements
for the selected feature length movies. Such promotions and/
oradvertisements are ready for immediate download or trans-
fer to the member’s network location/space. In this instance,
the marketing campaigns are already assembled so the user
can readily and easily transfer them to his or her network
location/space. For example, upon selecting one or more
advertisement packages, the packages are automatically sent,
downloaded, or made available to the member and/or his or
her network location/space.

By selecting the option according to block 430, members
can choose between various different advertisement pack-
ages. For instance, an advertisement package can be selected
to best fit the style of the member or the member’s prospective
purchasers. By way of example, advertisement packages can
vary in color, size, promotions, style, design, format, sounds,
video clips, sound clips, complexity, etc. In one exemplary
embodiment, the advertisement packages are assembled and
complete and ready for immediate use to advertise and sell the
feature length movie. Further, the advertisement packages are
designed for the marketed audience of the feature length
movie. For instance, a feature length movie rated G would
have different advertisement packages than a feature length
movie rate R.

If a member chooses flow to block 440, then he or she
desires to customize or personalize an advertisement pack-
age. In other words, the member desires to become more
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involved in the construction or assembly of an advertisement
package that will be displayed at the member’s network loca-
tion/space. Instead of choosing previously assembled adver-
tisements, the member is able to build an advertisement pack-
age thatis more custom or personal. For instance, the member
is involved in selecting or changing one or more of color, size,
promotions, style, design, format, sounds, video clips, sound
clips, complexity, etc.

According to block 450, the selected or constructed adver-
tisement packages are ready for download or transfer to the
member’s network location/space. Members are now able to
display promotions and/or advertisements at their network
locations/spaces. Members can also send, transmit, and/or
disseminate information, promotions, advertisements, etc. to
nonmembers or potential purchasers of the selected feature
length movies.

FIG. 5 is a flow diagram 500 for building custom movie
trailers for feature length movies in accordance with an exem-
plary embodiment of the present invention. According to
block 510, members are presented with plural different video
clips from the feature length movie. According to block 520,
members are able to select, arrange, and sequence different
movie or video clips in order to construct a video arrangement
for a movie trailer.

FIG. 6A is an exemplary screen shot of a display 600 for
arranging video clips 610 to build a movie trailer in accor-
dance with an exemplary embodiment of the present inven-
tion. By way of example, the member is instructed to select a
sequence of one or more video clips from a plurality of
different video clips 610. The video clips are footage from the
selected feature length movie, deleted scenes, advertise-
ments, commentary, interviews with the actors or crew, etc.
The member drags and drops one or more selected video clips
into an area 620 in order to construct a particular sequence of
video. The finished movie trailer will play the selected video
clips inthe sequence in which they are selected to area 620. As
such, the member is able to construct his or her own movie
trailer for the feature length movie.

According to block 530, members are presented with plural
different audio clips from the feature length movie. Accord-
ing to block 540, members are able to select, arrange, and
sequence different audio clips in order to construct an audio
arrangement for the sequence of videos selected for the movie
trailer.

FIG. 6B is an exemplary screen shot of a display 650 for
arranging audio clips 660 to build a movie trailer in accor-
dance with an exemplary embodiment of the present inven-
tion. By way of example, the member is instructed to select a
sequence of one or more audio clips from a plurality of
different audio clips 660. The audio clips are sound from the
selected feature length movie, songs or soundtracks to the
movie, deleted scenes, advertisements, commentary, inter-
views with the actors or crew, etc. The member drags and
drops one or more selected audio clips into an area 670 in
order to construct a particular sequence of audio that corre-
sponds with the selected video arrangement.

According to block 550, the completed movie trailer will
play the selected video and audio clips in the sequence in
which they are selected. As such, the member is able to
construct his or her own, original, unique movie trailer for the
feature length movie.

Embodiments in accordance with the present invention can
be utilized in a variety of systems, methods, and apparatus.
FIG. 7 illustrates an exemplary embodiment as a system 700
for utilizing one or more of the flow diagrams and/or aspects
of exemplary embodiments in accordance with the present
invention.



US 8,521,601 B1

11

The system 700 includes a host computer system 720 and
a repository, warehouse, or database 730. The host computer
system 720 comprises a processing unit 750 (such as one or
more processors of central processing units, CPUs) for con-
trolling the overall operation of memory 760 (such as random
access memory (RAM) for temporary data storage and read
only memory (ROM) for permanent data storage) and algo-
rithms 770 (which may be located in memory 760 or other
location). The memory 760, for example, stores data, control
programs, and other data associate with the host computer
system 720. The processing unit 750 communicates with
memory 760, data base 730, algorithms 770, and many other
components via buses 790.

Embodiments in accordance with the present invention are
not limited to any particular type or number of databases
and/or host computer systems. The host computer system, for
example, includes various portable and non-portable comput-
ers and/or electronic devices. Exemplary host computer sys-
tems include, but are not limited to, computers (portable and
non-portable), servers, main frame computers, distributed
computing devices, laptops, and other electronic devices and
systems whether such devices and systems are portable or
non-portable.

Embodiments in accordance with the present invention can
utilize a wide variety of computing devices, including hand-
held portable electronic devices (HPEDs) having cellular
telephone capabilities. Embodiments in accordance with the
present invention, though, are not limited to cellular or mobile
telephones or any particular type of portable computing
device. By way of example, embodiments in accordance with
the present invention include, but are not limited to, handheld
computing devices, cellular or mobile phones, digital cam-
eras, portable computers (such as notebook computers),
handheld audio playing devices (example, handheld devices
for downloading and playing music and videos), personal
digital assistants (PDAs), combinations of these devices, and
other portable electronic devices and systems.

Users of HPEDs can select and watch feature length mov-
ies. For instance, selected movies are downloaded to an
HPED or otherwise emailed, transmitted, broadcast, or sent to
a user or HPED. Preferably, the handheld portable cellular
device (HPCD) or HPED has at least one display for viewing
and entering information, navigating a network, and playing
feature length movies (FLMs). For instance, users can use the
HPED implement one or more aspects, embodiments, and/or
algorithms of the present invention. Upon purchasing a fea-
ture length movie, a user is given present or future access or
access rights to one or more feature length movies through
download, email, hyperlink, text message, broadcast, etc.

FIGS. 8 and 9 show an exemplary embodiment of a HPCD
in accordance with the invention. In one exemplary embodi-
ment, the HPCD is handheld, portable, and multifunctional.
As used herein, a “multifunctional” electronic device is
capable of performing more than one function, such as, but
not limited to, computing functions, cellular transmissions
(i.e., functioning as a cellular telephone), playing audio and/
or video (example, playing feature length movies), capturing
audio and/or video, capturing still images, connecting to and
navigating and/or browsing over a network (such as the inter-
net), downloading and/or storing audio and/or video, wire-
lessly communicating with other electronic devices, etc. Fur-
ther, plural functions can be simultaneously performed or
executed on a multifunctional electronic device (example, a
handheld portable electronic device, such as an electronic
device having cellular or mobile telephone capabilities).

As shown in FIG. 8, in one exemplary embodiment the
HPCD 800 includes a display 820, keypad, 830, speaker 840,
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microphone 850, and a navigational interface 860. In one
exemplary embodiment, the keypad 830 and navigational
interface 860 are virtual and appear on a display upon, for
example, user touch activation of the display. The HPCD is a
wireless device that communicates using, for example, radio
frequency (RF) signals, infrared, etc. Audio, video, and/or
data communications are transmitted or broadcast from one
or more ports or antennas 870 (shown with dashed lines and
as being internal to the device).

In one exemplary embodiment, RF signals are transmitted
to and from a transceiver that resides in a remote cellular base
station. Thus, during a telephone call, RF signals are commu-
nicated from the HPCD 810 to a base station antenna and
transceiver located on a tower. Users of the HPCD 810 are
thus able to communicate voice and video with other parties
at remote locations.

FIG. 9 is a block diagram of the HPCD 900. The HPCD
includes a communication system 910, processor 920,
memory 930, user interface 940, audio components 950, and
display 960 coupled together along a bus 970. The processor
or processing unit 920 (such as one or more processors or
central processing units, CPUs) controls the overall operation
of the device 900. The memory 930 (such as random access
memory (RAM) for temporary data storage and read only
memory (ROM) for permanent data storage) stores data, con-
trol programs, one or more browsers 935, applications, pro-
grams, feature length movies, songs and music files, and other
data associate with the HPCD 900. The processor communi-
cates with the memory and other components via one or more
buses 970 and 980.

In one exemplary embodiment, the communication system
includes systems for communicating using one or more
media, such as infrared, RF, radio waves (example, wireless
WLAN/LAN), and other wireless signals (example, various
signals for communicating with wireless networks). For
instance, the communication system 910 includes a cellular
phone communication system interface that facilitates radio
frequency (RF) communications to a cellular base station.
When a communication is sent from the cellular device to a
base station, the communication system 910 or communica-
tion interface formats the communication into a format suit-
able for broadcasting, such as RF signals. Likewise, when a
communication is sent to the cellular device from a base
station, the communication system 910 or communication
interface formats the communication into a format suitable
for further processing by other components residing in the
cellular device. Communications transmitted to and received
at the cellular device include audio data, video data, and other
data and information.

The HPCD, though, is not limited to transmitting and
receiving RF signals. Other types of signals can also be used
to transmit video, audio, and other data. The communication
system 910 is configured to receive a variety of signals and
convert those signals to an appropriate format for further
communication to other devices and displays. The HPCD
supports two-way communications with various other elec-
tronic devices. Further, the HPCD can simultaneously com-
municate using multiple different communication signals or
media. For instance, the communication system 910 includes
interfaces for concurrently communicating with a tower
using RF and/or with another electronic device, system, or
network using infrared, radio waves (example, wireless
WLAN/LAN), and/or wireless transmissions to connect to a
network (such as the internet or other private or public net-
works).

The memory 930 can also include one or more browsers
935 that are software applications used to locate, navigate,
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and display information (such as web pages) over networks
(such as the internet). Graphical browsers display graphics
and text and present multimedia information. The multimedia
information, for example, includes text, graphics, video,
sound, and animation. Further, the memory 930 can include
various off-the-shelf software programs, such as those avail-
able on a notebook or desktop computer. In this manner, the
HPCD is multifunctional and enables users to enter and
manipulate data and information (example, using word pro-
cessing programs or tools).

The user interface 940 is a medium for providing instruc-
tions from the user to the processor, browser, etc. For
instance, the user can manipulate the keypad 830 and/or navi-
gation interface 860 (see FIG. 8) to interact with the HPCD.
Thus, the user interface 940 receives information or com-
mands from the user to control operations of the HPCD.

As shown in FIG. 9, the components 910-960 are commu-
nicatively coupled together along the communication bus 970
and connections or buses 980. Embodiments in accordance
with the invention, though, are not limited to this type or
architecture or connectivity. For example, one or more of the
above-described components can be directly coupled to each
other or coupled to each other through intermediary compo-
nents.

FIG. 10 illustrates another exemplary system or data pro-
cessing network in which an embodiment in accordance with
the present invention may be practiced. The data processing
network includes a plurality of computing devices 1020 in
communication with one or more networks 1030 that is in
communication with a computer system and/or server(s)
1040.

By way of example, the data processing network can be an
information technology (IT) infrastructure that comprises
computer systems, networks, databases, and software appli-
cations that are responsible for performing information pro-
cessing. The IT infrastructure can use computers and soft-
ware to convert, store, protect, process, transmit, retrieve,
monitor, and analyze information and communications.

For convenience of illustration, only a few computing
devices 1020 are illustrated. The computing devices include a
processor, memory, and bus interconnecting various compo-
nents. Embodiments in accordance with the present invention
are not limited to any particular type of computing device
since various portable and non-portable computers and/or
electronic devices may be utilized. Exemplary computing
devices include, but are not limited to, computers (portable
and non-portable), laptops, notebooks, personal digital assis-
tants (PDAs), tablet PCs, handheld and palm top electronic
devices, compact disc players, portable digital video disk
players, radios, cellular communication devices (such as cel-
Iular telephones), televisions, and other electronic devices
and systems whether such devices and systems are portable or
non-portable.

The network 1030 is not limited to any particular type of
network or networks. The network 1030, for example, can
include a local area network (LAN), a wide area network
(WAN), and/or the internet or intranet, to name a few
examples. Further, the computer system 1040 is not limited to
any particular type of computer or computer system. The
computer system 1040 may include personal computers,
mainframe computers, servers, gateway computers, and
application servers, to name a few examples.

Those skilled in the art will appreciate that the computing
devices 1020 and computer system 1040 may connect to each
other and/or the network 1030 with various configurations.
Examples of these configurations include, but are not limited
to, wireline connections or wireless connections utilizing
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various media such as modems, cable connections, telephone
lines, DSL, satellite, LAN cards, and cellular modems, just to
name a few examples. Further, the connections can employ
various protocol known to those skilled in the art, such as the
Transmission Control Protocol/Internet Protocol (“TCP/IP”)
over a number of alternative connection media, such as cel-
Iular phone, radio frequency networks, satellite networks, etc.
or UDP (User Datagram Protocol) over IP, Frame Relay,
ISDN (Integrated Services Digital Network), PSTN (Public
Switched Telephone Network), just to name a few examples.
Many other types of digital communication networks are also
applicable. Such networks include, but are not limited to, a
digital telephony network, a digital television network, or a
digital cable network, to name a few examples. Further yet,
although FIG. 10 shows one exemplary data processing net-
work, embodiments in accordance with the present invention
can utilize various computer/network architectures. Various
alternatives for connecting servers, computers, and networks
will not be described as such alternatives are known in the art.

Upon reading this disclosure, one skilled in the art will
appreciate that various embodiments exist in accordance with
the present invention. FIG. 11 illustrates yet another example
of one of many such embodiments as a system 1100. The
system may include one or more networks, such as wireless
network(s) 1110 and network(s) 1112, each of which includes
one or more electronic devices or computers. Those skilled in
the art will appreciate, one or more LANs may be included
(not shown) with each LAN having one or more computers
coupled to a host processor. For example, the networks 1110
and 1112 can have a variety of electronic devices, such as
mainframe computers or servers (shown as a gateway com-
puter 1120, an application server 1122, and a database or a
data repository 1124). The gateway computer 1120 provides
an entry point into each network 1112. The gateway 1120 also
couples to network 1110 via communication link 1126. Fur-
ther, plural wireless electronic devices are shown as an HPCD
1152, a handheld portable electronic device (HPED) 1154,
and computer 1156. These devices wirelessly communication
via communication lines 1160 to network 1110.

Those skilled in the art will appreciate that the gateway
computer 1120 may be located a great geographic distance
from the network 1110. Further the electronic devices 1152,
1154, and 1156 can be remote from networks 1110 and 1112.
Further, these computers and devices can connect to the net-
works using a networking protocol such as the Transmission
Control Protocol/Internet Protocol (“TCP/IP”) over a number
of alternative connection media, such as cellular phone, radio
frequency networks, satellite networks, etc. The wireless net-
work 1110 can connect to the gateway 1120 using various
network connections, such as TCP or UDP (User Datagram
Protocol) over IP, Frame Relay, ISDN (Integrated Services
Digital Network), PSTN (Public Switched Telephone Net-
work), just to name a few examples.

Thus, embodiments in accordance with the present inven-
tion include connections using wireline connections and/or
wireless connections. Wireline connections are those that use
physical media such as cables and telephone lines. By con-
trast, wireless connections use media such as satellite links,
radio frequency waves, and infrared waves, for example.
Many connection techniques can be used with these various
media, such as using modems, cable connections, telephone
lines, DSL, satellite, LAN cards, and cellular modems, just to
name a few examples.

The networks 1110 and 1112 can have various embodi-
ments and still be within embodiments in accordance with the
present invention. For instance, such networks include, but
are not limited to, one or more of computing networks or other
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types of digital networks, such as a digital telephony network,
a digital television network, or a digital cable network, to
name a few examples. Similarly, a gateway or server can be
one of any number of different types of computers that have
processing and communication capabilities. Various alterna-
tives for connecting servers, computers, and networks will
not be described as such alternatives are known in the art.

As mentioned, handheld portable electronic devices (ex-
ample, cellular devices) include a communication interface to
support bi-directional communications with various net-
works, computers, electronic devices, and other handheld
portable electronic devices. Various types of communication
interfaces and data formats, now known or later developed,
can be used to establish communication between these
devices. As example, the handheld portable electronic device
can utilize Bluetooth and/or any one of various standards for
wireless local area networks (WLAN) based on, for example,
IEEE 802.11 or specifications developed in the future. For
instance, Wi-Fi enables a user of the handheld portable elec-
tronic device to connect to the internet when the device is in
proximity of an wireless access point (WAP). The handheld
portable electronic device can thus use Wi-Fi to communicate
with the remote devices. As another example, various types of
cellular telephone networks can be utilized to provide com-
munications between the handheld portable electronic device
and the remote device(s). By way of example only, the hand-
held portable electronic device can utilize global system for
mobile communications (GSM), universal mobile telecom-
munications systems (UMTS), and/or code division multiple
access (CDMA) to communicate with the remote devices(s).
Thus, by way of example, communications between the hand-
held portable electronic device and remote devices include,
but are not limited to, any one or more of direct cable link,
Bluetooth, Wi-Fi, infrared links, cellular networks, short
messaging service (SMS), wireless access protocol (WAP),
firewire link, serial link, other wired and wireless links, etc.

As used herein, the term “feature length movie” or “feature
length film” means a full length motion picture that is greater
than sixty minutes in length, but typically between about 90 to
120 minutes or more. A feature length movie is different than
a “short” (i.e., a film less than about 30 to 45 minutes), a
“trailer” or “movie trailer” (i.e., a preview or publicity film
lasting under three minutes that includes scenes or advertise-
ments for an upcoming feature length movie), an advertise-
ment, or amusic video. Further, the term “motion picture” or
“movie” means a film that has sequential mages that when
projected create an illusion of movement. Further yet,
embodiments in accordance with the present invention
include a wide variety of film media developed in the future or
now known, such as photographic film (i.e., film stock), digi-
tal video, computer animation, and analog video, to name a
few examples.

Further, the term “network space” means social network-
ing websites that provide one or more of uploading of photos,
internal email to members, posting of blogs, and posting of
member profiles. By way of example, member profiles can
include such topics as music, books, videos, film, marital
status, physical appearance, religion, income, personal infor-
mation about the member, and/or personal information about
people in whom the member is interested. Further, the term
“network location/space” means network location and/or net-
work space.

In one exemplary embodiment, movie distributors, produc-
ers, or theaters provide users an incentive to join the sales
force and advertise and/or sell feature length movies. In one
exemplary embodiment, potential members are provided
with free or discounted access to feature length movies if the
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user becomes a member or purchases a feature length movie.
For example, a production company can advertise the follow-
ing promotion through members: If you buy a feature length
film and become a member of the sales team, then you will
receive a second feature length movie for free.

In one exemplary embodiment, members of the sales force
are provided information regarding upcoming or future fea-
ture length movies that are not released. In one exemplary
embodiment, members are given information or have access
to information about feature length movies that are not yet
completed or not yet released to the general public. One
skilled in the art appreciates that movie studio and distributors
often announce actual or estimated release dates or time peri-
ods for feature length movies. For example, a studio may
announce that a new feature length movie is a “coming attrac-
tion” or “coming this fall” or “coming this summer” or, “com-
ing to a theater near you” etc. New feature length movies can
also be given definitive or exact release dates in the future.

Information concerning upcoming feature length movies
can be provided to members or their HPEDs or computing
devices in a variety of ways using a variety of media. Mem-
bers can be sent advertisements or announcements about
to-be-released feature lengths movies. In one exemplary
embodiment, movie trailers, advertisements, or notices are
sent to members. For example, a cellular telephone company
or network space company can send its subscribers or mem-
bers information (example, text messages, hyperlinks, or
emails) providing a list of upcoming feature length movies
and their corresponding release dates. This information, for
example, can be sent directly to HPEDs or computing devices
of'the subscribers of the cellular telephone company or mem-
bers of a particular network space. For instance, users can
view of list of upcoming feature length movies and be asked
if they want to pre-order or purchase one or more feature
length movie tickets in advance of the movie being available
for viewing to the general public.

Some movie goers place significant value on viewing fea-
ture length movies before the movies are available to every-
one. In other words, some movie viewers will pay extra to
watch a feature length movie before the movie is available to
the general public. In one exemplary embodiment, users who
belong to a specific group (example, members of the sales
force, members of a particular network location/space, or
subscribers to a cellular service provider) can download or
access (example, via a hyperlink, email, text message, etc.) a
feature length movie on the HPED or computing device on or
before the release date. In other words, some users can view
the movie before it is available to the general public on or
before the release date if the user is willing to perform a
specified act or pay a fee.

Added incentives or promotions can also be provided to
users who download movies. In other words, in some exem-
plary embodiments, it is more cost effective ifusers download
movies or access movies via a link or broadcast, as opposed to
renting or purchasing hardcopies on DVD or tape. For
instance, users are given a discount on purchasing a feature
length film if the users purchase as a download, hyperlink or
broadcast feature length movies on or before the release date
if, as oppose to receiving a hardcopy of the movie.

In one exemplary, a movie studio, producer, or movie dis-
tributor partners or contracts with a network space company
so members ofthe network space can view a particular feature
length movie before the release date. For instance, assume
that movie studio A produces a feature length movie B that is
not yet released to the public. Movie studio A and network
space company C decide that members of network space
company C have an option to view this feature length movie



US 8,521,601 B1

17

B on or before the movie released date (i.e., date the movie is
first made available to the general public, for example, in
movie theaters and/or DVDs). These members are given
information (example, text message, email, or announcement
to their HPED) about upcoming feature length movie B.
These members form a selective group since non-members or
others in the general public would be denied an opportunity to
view the feature length movie B one or before its release date.
Thus, viewing the feature length movie B on or before its
release date is tied to the sale of another product or service
(i.e., tied to the sale of a membership for network company C,
tied to purchasing another FLM, tied to becoming a member
of' the sales team for advertising and selling FL.Ms, or tied to
selling a predetermined number of FL.Ms for the movie studio
A). Further, in order to view the feature length movie B on or
before the release date, such member can be required to
perform a certain action, such as, but not limited to: (1)
receive the movie in a particular format (example, download
the movie to their HPED or receive the movie in a non-
hardcopy format), (2) watch the movie only ona HPED (i.e.,
the movie is limited to viewers having an HPED and not
available to viewers on a television or theatre or DVD), (3)
become a member or subscriber to a particular organization,
store, theater, or company service, (4) be physically present at
aparticular location on a particular day or during a particular
time period, and (5) pay a fee for the right to view the movie
on or before the release date.

In some exemplary embodiments, users are able to view a
feature length movie on their HPED or computing device on
or before its public release date. As used herein, the term
“public release” means the first distribution to the general
public for viewing the feature length movie. Typically, the
first distribution to the general public occurs in movie the-
aters, on DVDs, or simultaneously in movie theaters and on
DVDs. The term “public release date” or “release date”
means the calendar date or day on which the public release
occurs.

In one exemplary embodiment, a user pre-orders, pre-pur-
chases, or buys the feature length movie before its release date
in order to ensure that the user receives the feature length
movie on or before the actual release date. As noted, some
users are eligible to view the feature length movie on or before
the release date since such users perform a certain action
(examples previously provided). By way of example, a user
accesses the internet or network using a HPED and navigates
to a network location/space. Here, the user orders a feature
length movie that has not yet been released. The user is not
sent the movie on the date at this time (i.e., the order date)
since the order date occurs before the release date. At this
time, the feature length movie may not even be completed
(i.e., ready for distribution) or may be completed but not yet
released on DVD, released in theaters and/or otherwise avail-
able to the general public. Instead, the movie is broadcast,
sent, made available, or transmitted to the user in the future on
or before the actual release date. By pre-ordering the movie,
the user is ensured, authorized, or guaranteed to receive or
view the feature length movie on or before the release date
since it was ordered on or before the release date. As noted
above, the right to access or view the feature length movie on
or before the release date can be tied to or contingent on the
user becoming a member of a sales force to sell the FLM.

In one exemplary embodiment, the feature length movie is
sent, transmitted, made available, broadcast, or delivered to a
specified computer or the HPED on or before the release date
for the feature length movie. In one exemplary embodiment,
the feature length movie is wirelessly transmitted or wire-
lessly sent to the HPED of the user. For instance, at the time
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the feature length movie is ordered, the user can specify or
designate one or more computers, email addresses, HPEDs
(example, by providing a cellular telephone number), and/or
handheld portable electronic devices for receiving the feature
length movie on, after, or before its release date. Embodi-
ments in accordance with the present invention, though, are
not limited to transmitting the feature length movie on, after,
or before its release date to a HPED or computing device. For
example, a user can specify information (example, network
address, email address, web site, phone number, etc) to indi-
cate a specific location, server, HPED, or computer for receiv-
ing the feature length movie before its release date. For
example, a user can navigate to aretail store website or theater
website using a notebook computer, pre-order the feature
length movie, and specify that the movie be transmitted to a
designated HPED on, after, or before the release date. As
another example, a user can navigate to a website using a
cellular phone, buy the feature length movie before its release
date, and specify an email address or network location where
the movie is sent before its release date. Once the feature
length movie is available, the user could then access the email
account or network location with a computer or handheld
portable electronic device to retrieve (example, via an email
or hyperlink) the feature length movie.

As yet another example, users or production companies
can designate a time for receiving the feature length movie on,
after, or before the release date. For instance, auser may select
aspecific time of day, example 7:00 p.m. to receive the feature
length movie. At 7:00 p.m. before the release date, the feature
length movie is broadcast to the HPED or computing device
of the user. The user can thus designate a specific time to
watch the movie on, after, or before the release date. Further,
the feature length movie may or may not be downloaded to the
HPED. The user can be sent (example, via broadcasting or
multicasting) a message or notice before the designated time
as a reminder that the feature length movie will begin to play
at the designated time. At this designated time, the feature
length movie can be automatically sent or broadcast to the
HPED.

In one exemplary embodiment, the feature length movie is
automatically and wirelessly transmitted to the HPED or
computing device on, after, or before the release date. As an
example, the useruses a HPED to access the network location
and select and pre-order a feature length movie before its
release date. Later, before the release date, the selected movie
is automatically transmitted or downloaded to the same
HPED used to select and pre-order the feature length movie.

Once the feature length movie is available for viewing or
the rental or purchase complete, the user is notified. For
instance, a notice can be sent to the user’s email account,
computer, handheld portable electronic device, etc. Users can
be notified in a wide variety of ways. By way of further
example, a message or notification is sent to a display of a
HPED reminding or informing the user that the feature length
movie is ready for viewing or downloading. As another
example, an automatic voice message, email, or text message
is sent to a HPED or computer, or email account to notify the
user.

Users can navigate or select menu options using a variety of
techniques, such as, but not limited to, clicking, highlighting,
etc. In one exemplary embodiment, a user uses voice com-
mands or drilldown techniques to further generate and select
menu options (example, using the user interface 940 of FI1G.
9).

Retail stores, cellular phone companies, internet service
providers, network space companies, production companies,
distribution companies, or movie theaters can offer member-
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ships to certain people or groups of people (example, all
individuals, people belonging to a certain organization,
people registered with a specific cellular phone service pro-
vider, members of a particular movie theater, etc.). Members
are granted certain rights or privileges, such as the right to
rent, purchase, or view feature length movies on, before, or
after the release date, the right to receive special promotions
or discounts, the right to receive information about upcoming
new FLM releases, etc. Nonmembers can be denied such
rights or denied the opportunity, for example, to download or
watch feature length movies to their HPEDs in consideration
for becoming a member and advertising and selling FL.Ms.

In one exemplary embodiment, users are provided with
quick and easy access to authorization or to membership.
Users are not required to perform numerous steps in order to
become members, such as fill-out a form, provide address
information, provide credit card information, stand in line,
etc. Instead, users are provided with a single click member-
ship option. In other words, users are able to minimally inter-
act with their HPED to request and receive instant member-
ship. For instance, information from other memberships or
other organizations is used to register the user or otherwise
provide the necessary membership information to the produc-
tion company or distribution company.

As one example, some users have subscriptions for their
HPCD with a cellular telephone company or cellular service
provider. The cellular telephone company and production
company have an agreement wherein subscribers to the cel-
Iular telephone company can also become temporary or lim-
ited members of the production company to advertise and sell
movies of the production company. The two companies agree
to share information about subscribers or members. In order
to have a subscription with the cellular telephone company,
users were previously required to enter personal information,
billing information, etc. This same information or portions of
this information are used to establish a membership with the
production company. For instance, the display of the HPCD
has alink oricon (“Single Click Membership with Production
Company”). If the user of the HPCD “clicks” or activates this
link, then membership to the production company automati-
cally occurs without the user being required to enter personal
information, billing information, etc. This information was
previously provided to the cellular telephone company and is
provided to or shared with the production company to enable
instant or real-time information to the production company to
determine if the user qualifies for membership to the produc-
tion company.

If the user is not also a member of another organization
with the appropriate information for membership to the pro-
duction company, then the user can enter such information
through interaction with the display of the HPCD. For
example, the HPCD can show a link or icon (“Network Reg-
istration”) to enable users to enter the appropriate member-
ship information. In one exemplary embodiment, the HPCD
prompts users through a series of questions to gather the
appropriate information for membership to the production
company using the HPCD.

The user can pay for the selected movie in a variety of
ways, such as through deduction to credit card or bank
account, subsequent billing to the user, subsequent billing to
the user through a cellular phone subscription, etc. In one
exemplary embodiment, an electronic receipt is automati-
cally transmitted to the HPCD upon purchasing a movie ticket
for a feature length movie.

In one exemplary embodiment, one or more blocks in the
flow diagrams are automated. In other words, apparatus, sys-
tems, and methods occur automatically. As used herein, the
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terms “automated” or “automatically” (and like variations
thereof) mean controlled operation of an apparatus, system,
and/or process using computers and/or mechanical/electrical
devices without the necessity of human intervention, obser-
vation, effort and/or decision.
The flow diagrams in accordance with exemplary embodi-
ments of the present invention are provided as examples and
should not be construed to limit other embodiments within
the scope of the invention. For instance, the blocks should not
be construed as steps that must proceed in a particular order.
Additional blocks/steps may be added, some blocks/steps
removed, or the order of the blocks/steps altered and still be
within the scope of the invention. Further, blocks within dif-
ferent figures can be added to or exchanged with other blocks
in other figures. Further yet, specific numerical data values
(such as specific quantities, numbers, categories, etc.) or
other specific information should be interpreted as illustrative
for discussing exemplary embodiments. Such specific infor-
mation is not provided to limit the invention.
Inthe various embodiments in accordance with the present
invention, embodiments are implemented as a method, sys-
tem, and/or apparatus. As one example, exemplary embodi-
ments are implemented as one or more computer software
programs to implement the methods described herein. The
software is implemented as one or more modules (also
referred to as code subroutines, or “objects” in object-ori-
ented programming). The location of the software will differ
for the various alternative embodiments. The software pro-
gramming code, for example, is accessed by a processor or
processors of the computer or server from long-term storage
media of some type, such as a CD-ROM drive or hard drive.
The software programming code is embodied or stored on any
of a variety of known media for use with a data processing
system or in any memory device such as semiconductor,
magnetic and optical devices, including a disk, hard drive,
CD-ROM, ROM, etc. The code is distributed on such media,
or is distributed to users from the memory or storage of one
computer system over a network of some type to other com-
puter systems for use by users of such other systems. Alter-
natively, the programming code is embodied in the memory
(such as memory of the handheld portable electronic device)
and accessed by the processor using the bus. The techniques
and methods for embodying software programming code in
memory, on physical media, and/or distributing software
code via networks are well known and will not be further
discussed herein.
The above discussion is meant to be illustrative of the
principles and various embodiments of the present invention.
Numerous variations and modifications will become apparent
to those skilled in the art once the above disclosure is fully
appreciated. It is intended that the following claims be inter-
preted to embrace all such variations and modifications.
What is claimed is:
1. A method executed by a computer system, comprising:
displaying, by the computer system and at an internet loca-
tion, an advertisement to purchase a feature length
movie (FLM) before the FLLM is publicly available to
view in movie theaters and before the FLM is publicly
available to buy on digital video disks (DVDs);

displaying, by the computer system and at the internet
location, a movie trailer for the FLM,;

selling, by the computer system and at the internet location,

the FLLM to individuals that purchase the FLM with
handheld portable electronic devices (HPEDs) before
the FLM is publicly available to view in the movie
theaters and before the FLLM is publicly available to buy
on the DVDs; and
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wirelessly transmitting and downloading, before the FLM
is publicly available to view in the movie theaters and
before the FLM is publicly available to buy on the
DVDs, the FLM to the HPEDs of the individuals that
purchased the FLM,

wherein the FLM is downloaded to the HPEDs such that

the FLM plays on the HPEDs at times decided by the
individuals viewing the FLM with the times being
before the FLM is publicly available to view in the
movie theaters and before the FLM is publicly available
to buy on the DVDs,

wherein the FLM is subsequently distributed to the movie

theaters for viewing by a general public after the FLM
plays on the HPEDs of the individuals, and

wherein the FLM is full length motion picture that is

greater than sixty minutes in length.

2. The method executed by the computer system of claim 1,
wherein the internet location is a retail store that sells the
FLM to members of the retail store, and the members of the
retail store are granted a right to view the FLM before the
FLM is publicly available to view in the movie theaters and
before the FLLM is publicly available to buy on the DVDs.

3. The method executed by the computer system of claim 1,
wherein the internet location is a social networking website of
an actor in the FLM.

4. The method executed by the computer system of claim 1
further comprising:

wirelessly transmitting the FLLM to the HPEDs of the indi-

viduals that purchased the FLLM at times designated by
the individuals.

5. The method executed by the computer system of claim 1
further comprising:
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marketing the FLM by offering individuals that purchased
the FLLM an opportunity to advertise and to sell the FLM
at social networking websites of the individuals that
purchased the FLM.

6. The method executed by the computer system of claim 1
further comprising:

marketing the FLM by placing movie trailers for the FLM

and hyperlinks to purchase the FLLM at social network-
ing websites of individuals of the general public not
affiliated with the FLM;

compensating the individuals when visitors to the social

networking websites view the movie trailer of the FLM;
compensating the individuals when the visitors to the
social networking websites purchase the FLM.

7. The method executed by the computer system of claim 1,
wherein the internet location is a social networking website,
a company of the social networking website contracts with a
movie distributor of the FLM such that members of the social
networking website can purchase and view the FLLM before
the FLM is publicly available to view in the movie theaters
and before the FLM is publicly available to buy on the DVDs,
and non-members of the social networking website are
denied an opportunity to purchase and view the FLM before
the FLM is publicly available to view in the movie theaters
and before the FLM is publicly available to buy on the DVDs.

8. The method executed by the computer system of claim 1
further comprising, increasing a number of new salespeople
who sell the FLM over network spaces belonging to the new
salespeople by compensating existing salespeople for caus-
ing a public individual to become a new salesperson.
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