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The Presentation Database 6640 will have data ficlds
conlaining information that relates to the Media’s interactive
presentation of information and data describing their prod-
ucts or services offered to Media Buyers (Scllers). The data
fields within Presentation Database 6640 will vary from
Media type to Media type, depending on the design of the
presentation and the types of other media offered by the
given instance of the present invention. The Media Con-
figuration Program 6717 will prompt the Media for the
necessary information The data relationship betwecn the
Presentation Database 6646 and the Presenlation Database
1640 FIG. 24, part of the Ceniral Controller and Presentation
Processor 1000 FIG 2a, is one of continual synchronization
of the Media’s information The synchronization is main-
tained by the Media Configuration Program 6717 and the
Communication and Iransport Program §760. The Media
makes any updates or correclions to the presentation within
the Media Configuration Program 6717. These corrections
are then updated to the Presentation Database 6640 and sent
to the Central Coutroller and Presentation Processor 1000
for updating to the Presentation Database 1640 FIG. 2a.

The Presentation Rules Database 6650 will have data
fields containing information that controls and limits the
style and editing of the presentations to be creatod by the
Selless using the Seller Interface 4000 and the Presentation
and Configaration Program 4715 for this given Media’s
product or service. The data within the Prescntation Rules
Database 6650 will be synchronized with the data within the
Presentation Rules Database 1650, which is stored on the
Ceatral Controller and Presentation Processor 1000 FIG. 22
This synchronization will take place by sending updates
from the Media Interface to the Central Controller and
Presentation Processor 1000 F1G. 2a. The data fields con-
tained in the Presentation Rules Database 6650 will vary
from Media type to Media type, depending on the types of
media and interactive presentations that are supported by the
given instance of the present invention aad the design of the
presentations, Some fields that might be maintained are
presentation templates; blocked words; blocked phrases;
blocked references; blocked URLs; grammar guidelines;
spelling dictionaries; presentation size resirictions; photo or
graphics specifications such as size, compression, and file
format; and any other guidelines, benchmarks, or controlling,
algorithms.

The Media Inventory Database (optional) 6665 will have
data fields containing information that monitors and controls
the inventory of products and services offered by the Media
within the inferactive Presentation and Configuration Pro-
gram 4715 of the SeHer Imterface 4000 of the present
invention In the preferred embodiment of the present
invention, the Media Accounting or Management Program
60008 maintains the inventory dala. I that software cannot
communicate or can only communicate partial data with the
present invention, then the Media Tnventory Database 6665
would be used alome or in combination with the Media
Accounting or Management Program 60008, respectively
The embodiment of the present invention comumunicates
with the Media Accounting or Management Program 66008
for the synchronization of inventory and other data that can
be coordinated. The data fields within the Inventory Data-
base {opiional) 6665 will vary fiom Media type to Media
type, depending on the type of products, goods, ar SEIVICES
that are being sold or reserved. The reason that the Media
Inventory Database 6665 is optional is that some media
types such as newspapsr classified ads or printed directories
such as regional phone directories have no real imit as to the
number or quantity of presentations that they can accept.
Therefore there would be no need to irack or control
inventory

20

30

35

40

45

G0

34

The programs of this embodiment of Media Imerface
6000 are; Media Configuration Program 6717, Transaction
Processing Program 6720, Communication and Transport
Program 6760, Media Accounting or Managemeun! Program
6000F, and other programs as may be necessary or desir-
able.

The Presentation and Configuration Program 6717 is both
the gateway o the present invention and the controlling
software interface for the Media The Media Configuration
Program 6717 introduces the Media to the instance of the
present invention The Media Configuration Program 6717
presents the Media with a series of questions to answer The
answering of these questions contributes to the Media Data-
base 6635, Presentation Database 6648, Presentation Rules
Database 6650, Media Inventory Database {optional) 6665,
and any other databases necessary. The Media Configuration
Program 6717 monitors the respons<s to the questions
asked, text entry areas, photos, graphics, and other input,
either required or optional.

Within this embodiment of the present invention, the
Transaction Processing Program 6720 is nol ulilized, as the
Media Accounting or Management Program 6000B per-
forms its functions If there is no Media Accounting or
Management Program 60803 or il is not able to handle those
functions, then the Transaction Processing Program 6720
will perform the necessary functions to process the incoming
Transaction Messages. These messages may update data-
hases; notify Media of product, goods, or services sold or
reserved; notify Media of prices or rates paid; perform the
necessary confirmations of available inveatory and rates/
pricing; ercate or send confirmation messages o buyer or
other requested confirmation methods; and perform other
functions necessary to process the incoming transaction.

The Commusication and Tramsport Program 6760
monitors, directs, and controls the receiving and transmitting
of messages between the Media and the Central Controller
and Presentation Processor 1000 FIG 2a. During the setup
of the Media Confignration Program 6717, the Communi-
cation and Transport Program 6760 is initialized and tested
with the Modem 6330 and/or Network Interface 6340. The
functions of the Communpication and Transport Program
6760 are Jargely transparent to the Media. It should be noted,
however, that in this embodiment of the present invention,
the Media Interface 6000 should be left on, with the Com-
munication and Transport Program 6760 running, 24 hours
a day, 7 days a week This is necessary so that the Trans-
action Processing Program 6720 can receive and process any
transaction messages from the Central Controiler and Pre-
sentation Processor 1000 FIG 2g regardless of the hour of
the day.

Buyer’s Use of Present Invention Demonstrating Transac-
tion Processing and Access Delivery Substitution

The preferred embediment of the present invention allows
for “open access” to all slectronic presentations by assem-
bling the presentations in an accessible format that can be
searched and read by independent, public, electronic search
engines as well 2s by individual private scarch programs. We
are referring o Internet Search Engines such 2s Yahoo,
Lveos, Web Crawler, Excite, Hotbot, Alavista, and other
referral and/or robotic, publicly accessible “Search
Engines ” The block diagram of FIGS 3a ihrough 34 is an
example of the preferred embodiment of the present inven-
tion that, for this example, has been configured for present-
ing lodging and event service-type seliers

Witls this open-access design or architecture, the Buyer
may choose any of the available access methads to find or
search for the goods, products, evenis, or services repre-
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sented 1f the Buyer is aware of how Lo access the directory,
index, or presentation site that may contain the subject
presentations that the Buyer is interested in, he can go
directly to the site or direct his personal search program 1o
scarch the site This scarching of the site may be done either
on a single search basis or as part of a group or list of sites
that the Buyer wants {o search. As an example, if the Buyer
is looking for lodging in a given city, the Buyer might give
instructions and search parameters to the Buyer's private
search program. Those insiructions and search parameters
would include 2 list of sitcs that the Buyer wanls to search
That list of siles could contain a wide range of sites that have
been created under various methods including the present
invention The private search program can perform the
searches while the Buyer is waiting for the results or can be
scheduled to search during off-peak hours, then present (e
search resulls to the Buyer at his convenience. The search
results delivered to the Buyer are a listing of those pages or
prescatations thal meet the search instructions and param-
eters that were entered by the Buyer (blocks 16100,
10110-10118}

If the Buyer has the access location knowledge, he also
has the option to access the presentations directly using
Internet access and any Injernet Browser such as Netscape
40 or any other browser software. Once the Buyer has
accessed the site directly, he has the choice to either conduct
a search for the desired products, goods, or services using
the on-site search capabilities or browse the presentations
much the same way one would browse the aisles of books at
a library. Search methods of the present invention can vary
from instance to instance, but the preferred embodiment
would always give the option of a full text-based search of
all presentations or a database search of the information
contained within the Final Presentation Database 2645 FIG
2b. The search function is easily accessed by the Buyer
entering key words or phrases that will most likely result in
finding the information that he wants {blocks 10120-10126)
The seazch results obtained from the on-site search function
will direct the Buyer Lo those presentations contained within
that Central Presentation and Selection Server 2000, but not
to other sites or sources TFor the Buyer who wishes fo
browse the structure of the presentations contained on the
Central Presentation and Selection Server 2000, the design
and architecture of the presentation structure will direct him
to the information he secks by means of subject indexes and
directories.

Buyers who are not aware of how to access the directory,
index, or presentation site can access the presentations by
using the public search engines such as Yahoo, Lycos, Web
Crawler, Excite, Hotbot, Altavista, and other referral and/or
robotic publicly accessible “Scarch Engines”. With the
open-access format and structure, the present invention
allows the search engines {o have full access to the presen-
¢ations to review and jndex the subject matter of each
presentation Every search engine uses different algorithms
to conduct the search and to establish the priorities in
presenting the results of the requested searches. The result of
these searches is presented to the Buyer in the form of direct
references to the presentations which the search algorithms
have determined contain the requested information (blocks
10102, 19104).

Orce the Buyer has narrowed his information scarch to a
manageable amount by either automated search sysiems of
by browsing, the Buyer would then review the presentations
available {blocks 10140, 10130) 11, for example, the Buyer
is searching for lodging, he would, after deciding on a

-specific lodging facility and room Lype, request a reservation
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for a given set of dates (dlocks 10660, 10162) This request
is made interactively while he views the presentaticns on the
Central Presentation and Selection Server 2008. The Trans-
action Negotiation Program 2725 processes thal request,
using the information conlained within the Inventory Data-
base 2660 and the Referral Database 2670 if necessary
Continuing the lodging example, the program checks if the
requested room is available for the dates requested and, if
nol, enters a negotiation mode. The program will suggest
allernative accommodations (different rooms or even a dif-
fercnt lodging facility and rooms), using logic to suggest the
best alternative As an example of this logic, the algorithms
would mot suggest a bridal suite when the Buyer has
requested a single ecopomy room, or it may offer a discount
for an upgraded room (block H170-10198). If the sug-
gested alternatives do not meet the needs of the Buyer, then
the buyer is referred back to the indexes to review the
lodging possibilities again and start over {block 10140}
Once the Buyer has chosen a facility, room, and dates {in the
lodging example) which the Transaction Negotiation Pro-
gram 2725 accepts, lhal program puis that particular inven-
tory on a hold status to allow the Buyer time to respend with
the additional information necessary to make the purchase or
reservation (block 10200, $0202). It is imporltani that the
Buyer is not burdened with inputting the required informa-
tion until the items (in the ledging example, room and dates)
thal he wanis are confinmed Lo be available. If a Buyer is
forced to input the additional information and then find that
the inventory is not available, he will feel that the system has
wasted his time and will probably not use the service in the
future Only whes the program first confirms the availability
of the inventory and then asks for the additional information
will the Buyer view the process as appropriate and neces-
sary The type and amount of additional information that is
required largely depends on the type of products, goods, or
services that are represented In the preferred embodiment of
the present invention, the Buyer would be prompted to apply
for a Delivery or Network ID. Once the Buyer has this ID
sumnber azd the associated password, then he would only
have lo enter thal 1D pumber for future use instead of
entering all required information The Delivery or Network
D is alo used as a substitute for the more traditional
methods of proof-of-access such as tickets, passes, admis-
sion documents, reservations, reservation confirmations, and
other physical proof of purchase In this embodiment of the
present invention, the Delivery or Network 1D could also be
used to give discounts for use, promotional offers, upgrades,
or other marketing incentives The information required in
the application for the Delivery or Network 1D would be
owner Dames; conlact names, pumbers, and address; pay-
ment and credit information o1 payment method informa-
tion; and any other information necessary io support the
Delivery or Network ID The Buyer would also be required
to identify which physical card or TD that he currently holds,
he intends 1o use as the Delivery or Network 1D (blocks
10220-10232). An example of the appropriate use for the
Delivery or Network ID would be in conjunction with an
instance of the present investion that is configured to
represent professional sporting events The Buyer in cur
example could purchase access 10 a given represented sport-
ing event through the Central Presentation and Selection
Server 2000, and the only requirement of the Buyer when
arriving at the facility Lo attend the event would be 10 present
his Defivery or Network ID for processing It the Buyer has
2 Delivery or Network ID, he is prompted for the Delivery
or Network ID and its password If the Buyer does not want
a Delivery or Network ID, he is prompted for the necessary
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information in lieu of the Delivery or Network 1D Depend-
ing on the information required and the responses from the
Buyer, the Transaction Negotiation Program continues to
prompt lhe Buyer until all information requirements have
been met (blocks 10220-10262).

Having received and reviewed all the required informa-
tion requested from the Buyes, the Transaction Negotiation
Program 2725 then requests a transaction approval code
from a credit card processing company. If the credit card is
not approved, the program then requests an alternative
payment method from the Buyer {blocks 16270-10282).

‘A Transaction 11} is assigned after the Transaction
Approval Code has been received (block 10280) With the
assignment of the Transaction 1D, the Trapszction Negotia-
tion Program 2725 creates a confimmation proof of purchase
or order (Confirmation of Booking in the lodging exarmple)
This confirmation is presented to the Buyer with prompts for
choosing any additional information that may be available to
add to this document prior to the Buyer printing it. With the
lodging example, the additional information might include
directions to the facility, description and photos of the
facility and or room, list of amenities of the facility such as
pool and gym, list of activities in the ares, or any olher
information of interest or concern to the Buyer (blocks
(10300-10308) If, in the preferred embodiment of the
present invention, the Buyer later wishes to cancel or modify
his purchase, reservation, of requesl, he would return o the
Seller’s presentation and access and modify his purchase or
reservation by using his Delivery or Network ID, Transac-
tion 1D, confirmation number, credit card pember, sOme
combination of these, or some other identification mothad
(blocks 10312-16316)

After the Transaction ID has been assigned and the Buyer
has been presented with the purchase response, the Trans-
action Negoliation Program 2725 determines if the inven-
tory sold or reserved was controiled by the Resource Saver
Protocol. M the inventory is controlied by the Resource
Saver Protocol, the program determines if the Inventory
Notification Level has been reached and if so, what the
remaining inventory count currently is after subtracting the
transactions currently on hold (blocks 10320-10324)
Regardess of whether the Resource Saver Protoco] applics
to a pasticular instance of this invention, the program must
calculate the Inventory Confirmation Number (block
10330) This luventory Confirmation Number, which varies
from seller fype to seller type, is used as a “check number”
1o confirm that all components, the Ceniral Presentation and
Selection Server 2000, the Central Controller and Presenta-
tion Processor 1000, and the Seller Interface 4000 have their
associated inventory databases in synchronization.

The Transaction Negatiation Program 2725 also assigns a
sequential transaction message oumber associated with this
transaction It is through the tracking of this number that the
Central Controller and Presentation Processor 1000 and
Seller Interface 4000 can determine if a gep exists and a
missing transaction message needs to be recuested from the
component that sent the missed message

The Transaction Negotiation Program 2725 updates
Buyer Database 2610, Transaction Database 2628, luven-
tory Database 2660, and any other databases necessary. It
uses ali the aforementioned data to create the Transaction
Message thal is sent from the Central Presentation and
Selection Server 2000 to the Central Controller and Presen-
tation Processor 1000 (blocks 10340, 10342)

Upon receipt of the Transaction Message, the Transaction
Processing Program 1720 on the Ceatral Controfler and
. Presentation Processor 1000 confirms the iransaction logic
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and then updates the Buyer Database 1610, Transaction
Datzbase 1620, Inventory Database 166(, and any other
database affected By confirming the ransaction logic, we
mean that the Transaction Processing Program 1726 recal-
culates all of the calculations done by the Transaction
Negotiation Program 2725 on ibe Central Presentation and
Selection Server 2000, This is done for quality control and
security reasons (blocks 10360-10364).

The ‘Transaction Processing Program 1720 then creates
the Transaction Messages to send to the Seller Interface
4000 and updates any other Central Presentation and Selec-
tion Servers 2000 that may be affected by any change in
inventory as a result of this transaction 1t should be noted
that this is an example of the savings presented by the
Resource Saver Protocol For these items of inventory that
are controlled by the Resource Saver Protocol, Transaclion
Messages need not be sent fo the related or sibling Central
Presentation and Selection Servers 2000 unless the Notifi-
cation Level has been reached or breached for that group of
inventory For fhose items of inventory that are not con-
trolied by the Resource Saver Protocol, the Central Control-
ler and Presentation Processor 1000 sends Transaction Mes-
sages to the Seller Interface 4008 and to all affected Central
Presentation and Selection Servers 2000 In this embodi-
ment of the present invention, the Ceniral Controller and
Presentation Processor 1080 and any Central Presentation
and Selection Servers 2000 are linked via a full-time net-
work connection, which would allow the update or Trans-
action Message to be sent via the network The Sellers could
be on the same network, but more likely would be commu-
npicating with the use of modem on demand, meaning that a
communications link would only be established when there
were Transaction Messages, Updates, or other data or infor-
mation to exchange or deliver. The communications
between the Central Presentation and Selection Server 2080,
the Central ControHer and Presentaticn Processor 1008 and
the Seller Interface 4000 is either protected by encryption or
only takes place on a private network or sccure line modem
{(blocks 10370-10400)

Upon receiving a Transaction Message, either the Trans-
action Processing Program 4720 or the Seller Accounting or
Management Program 40808 of the Seller Interface 4000
confirms that the purchased inventory or reservation is
available and recalculates and confirms all needed data
contained within the Transaction Message. If the Transac-
tion Message is found to confain erroneous or missing dala,
then erfor messages are sent 1o the Cenlral Controller and
Presentztion Processor 1000, the management of
adsministrator, and to the Buyer (blocks 10410-10432) It
should be poted that iz this embodiment of the present
invention, the Transaction Processing Program 4720 is
present but disabled whenever a compatible Selter Account-
ing or Management Program 4000B is in use and capable of
performing the functions of the Tramsaction Processing
Program 4720

In this embodiment of the present invention, the Trans-
action Processing Program 4720 or the Seller Accounting or
Management Program 40008 of the Selier Tnterface 4000,
whichever s enabled, will have the option to be set fo
automatically accept or reject the purchase or reservation
without any further operator interaction. If the automatic
option is ot invoked by the management of the Seller
Tnterface 4080, then the processing of the Transaction Mes-
sage would require the human operalor to review the trans-
action: and either accept or reject the transaction and provide
the appropriate responscs (blocks 10440-10456)

All appropriate databases are updated, and then, if the
Transaction Processing Program 4720 has been used instead
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of the Seller Accounting or Management Program 4000B, 2
Transaction Message may be sent to a second-level or
non-compatible accounting or management software An
embodiment of the present invention distinguishes between
a fully compatible Seller Accounting or Management Pro-
gram 40008 that performs all the necessary functions and a
second-fevel or pon-compatible accounting or management
software that the seller may be using that does not meet the
standards of the present invention (blocks 10460-10472)

If the inventory or reservations purchased are controlled
by the Resource Saver Protocol, then the Transaction Pro-
cessing Program 4720 or the Seller Accounting or Manage-
ment Program 40008 performs the approptiate inventory
calculations. If the inventory level has reached or breached
the notification level, then the Transaction Processing Pro-
gram 4720 or the Seller Accounting or Maaagement Pro-
gram 40008 must send a transaction message o the Central
Controller and Presentation Processor 1008, which in tum
sends it to the Central Presentation and Selection Servers
2000 The trapsaction message prompts the Central Con-
iroller and Presentation Processor 1000 and the Central
Presentation and Selection Servers 2000 to update their
respective datzbases. Regardless of whether or not the
Resource Saver Protocol has been activated, the Transaction
Processing Program or Seller Accounting or Management
Program 40008 sends an Acknowledgment Message to the
Central Controller and Presentation Processor 1000 io con-
firm that it has received and processed the Tramsaction
Message (blocks 10480-10494)

Depending on the Seller type, the Transaction Message

may contain a request from the Buyer for a confirmation of

the purchase or reservation. This request will be delivered 10
the Seller and, by necessity, would primarily be handled or
satisfied outside the realm of the present invention (blocks
10560-10512)

If the purchased ifem is to be de Jivered to the buyer, then
{he alternative block diagram FIG 3i-a shows the possible
configuration of that transaction flow. This configuration
would be for goods or products that might require physical
delivery of the good or product 10 the Buyer The Central
Presentation and Selection Server 2000 formats and sends a
Transaction Message, which contains any shipping request
or special instructions to the Seller The Central Controller
and Presentation Processor 1000 processes the Transaction
Message and then sends it to the Seller Interface 4000 The
Seller will respond to those shipping and special requests
outside the realm of the present invention (FIG. 3i-a, blocks
105004-105102).

In keeping with the configuration of the block diagram
that is intended For the delivery of tickets, passcs, admission
documents, reservations, of reservation confirmations, all
processing is completed at block 10512 until the Buyer
arrives at the facility, site, business, or venue lo be admitted
For events that might traditionally require a ticket, pass,
admission document, or reservation confirntation as proof of
admittance, an instance of the present invention has several
opticns for the confirmation and delivery of said documents
It should be noted that even though the Centrat Presentation
and Selection Server 2004 supporis ihe use of the Neiwork
or Delivery 1D, which makes repeated use of the Centrai
Presentation and Selection Server 2000 easier for the Buyer
to utilize The physical use of the Network or Delivery 1D is
optional al the level of the facility, sile, business, or venue
The preferred embodiment of the present invention, when
fully configured for the acceptance of the Delivery or
Network ID, aflows the Buyer severat options If the Buyer
arriving at the facility, site, business, of venue chooses {o use
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the Delivery or Network ID, he would simply have his 1D
Card read by an unattended automatic reader that would
either print the necessary ticket, pass, admission document,
or reservalion confirmation or immediately allow admit-
tance through a gate or turnstife (blocks 10550-10574). The
savings to the Seller, in the form of time and labor for
processing admittance, is obvious The real advaniage,
however, comes in the form of Buyer goodwill resuliing
from the convenience of reducing the time it takes fo be
admitted or fo obtain the physical tickets, passes, admission
documents, reservations, of reservation confirmations. The
use of the Delivery or Network 1D within an embodiment of
the present invention is accomplished by eiffter the Buyer
Admission Control Program 4770, which is a component of
the present invention, or by compatible third-party programs
such as the Selter Admission Control Program 4900C or the
Seller Accounting or Management Program 40008 with an
integrated admission contrel program to either prini tickets
or passes or open physical barriers

If ihe Seller’s facility, site, business, or venue does not
support the aulomalic processing of the Buyer’s admittance,
then the Seller may use the Delivery or Network ID, with an
attendant visually examining the ID or operating the scanner
or reader and Tesponding to the results with either admit-
lance or the primting of the tickets, passes, admission
docurnests, reservations, or reservation confirmations. This
would not be as efficient as the automatic process, but may
present a transition method to the full implementation of the
preferred embodiment of the present invention (blocks
10580-10612) In each of these methods, there is a small
risk of the physical failure of the Delivery or Network 1D or
of the reader to accurately identify the Buyer In all cases of
failure, the management would manually confirm the iden-
tification and process the admittance of the Buyer (block
10620). In this embodiment of the present invention, the
Delivery or Network ID is a Magnetic, Smart, or Optical
Card similar to a standard Credit Card The present inven-
tion allows for the use of any unique identification method
gither presently in use or to be developed in the future The
use of biometric scanners for voice, full face, finger print,
iris, or other identification methods are just becoming com-
mercially economical for this type of use and will require the
secure and verified obtaining of the original scan or sample

Buyer is admitted to facility or event (block 10630)
Seller’s Use of Present Invention

The preferred embodiment of the present invention allows
Sellers to have a “self-serve™ relationship to the networks,
directories, indexes, printed media, and other sales and
advertising channels (resident and non-resident media)
available to and serviced by the given instance of the present
invention. This relationship and process is accomplished
through the Presentation and Configuration Program 4715,
The Seller oblains the Presentation and Configuration Pro-
gram 4715 on either a compact disc (CD-ROM), DVD disc,
downloaded file, or some other method, then mstalls the
Presentation ard Configuration Program 4715 and its asso-
ciated programs on an either dedicated or shared-use com-
puter (diagrammed block 11102 to 11106 FIG 4a). This
embodiment of this component of the present ipvention is
shown as Seller Interface 4000 FIG. 2c, which shows the
relationship between the Presentation Program 4715 and the
asscoisted hardware, programs and databases of Seller Inter-
face 4800

Once installed and configured, the Presentation and Con-
figuration Program 4713 allows the Seller to control access
o the program fhrough password protection (block 11120},
allowing only authorized personal of the Seller 1o access the
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program. This access control is important because the Pre-
sentation and Configuration Program 4713 may control
substaxtial portions of the seller’s sales, therefore the pre-
senfations should only be created or modified by authorized
personnel

Upon accessing the Presentation and Configuration Pro-
gram 4715, the new Seller/client is presented with a series
of forms containing yes/no choices, text eniry areas, ment-
driven choices, and other data and information entry meth-
ods. These forms lead the Seller through his establishment as
a client of the given instance of the present invention This
portion of the Presentation and Configuration Program 4715
prompts the Seller for information such as contact numbers,
contact address, payment methods, and other Seller/client

information for the use of {he management of the instance of

the preseni invention in working with and servicing the
Seller. This portion of the Presentation and Configuration
Program 4715 also presents the service contract for the
review and agreement of the Seller. This agreement, com-
plete with the management information, is then transmitted
to the Central Controller and Presentation Processor 1000
along with all other Seller/client information upon the first
submission of the Seller’s presentation information. In the
case of an existing Seller/client, the Seller enters his pass-
word (block 11120) to access the body of the program for
creation and maintenance of his presentations.

Upon emering the information to establish the client
relationship, the new Seiler/client is presented with the
forms that give the choices of presentations, interactive sales
presentations, resident and non-resident media that are sup-
ported by the given instance of the present invention These
choices are accompanied with descriptions of sach choice
and the approximate cost of each presentation for all choices
of presentations, resident and nou-resident media. This
information comes from the Presentation Rules Database
4650 Because in many cases the Seiler will be receiving
transactions and taking orders over the instance of the
present invention, the Seller may be given the option of
paying for the services by monthly, quarterly, or annual
subscriptions; on a per sale or percenlage basis; some
combination of any of the above; or another payment
method As an example, if the instance of the present
invention were configured to suppert “Sailboats For Sale,”
the Seller may be given the choice of three Internet Direc-
tories thal specialize in boating-related goods and services,
two printed magazines, and a subscription-based CD-ROM
The Selter could then choose ome or two or all of the
media/means of comrunication in which to be represented,
with all presentations created by the Presentation and Con-
figuration Program 4715 (blocks 11130, 11132). The Pre-
sentation and Configuration Program 4715 would then
prompt the Seller for the necessary and optional information
to complete the presentations (block 11140, 11142). It should
be noted that each presentation might have very different
stapdards for publishing the same information. Jn those
cases, the same questions of at least similar prompts may be
presented to the Seller, requiring the entering of virtually the
same information I multiple locations on the forms
Although this may seem redundant to the Selier, the differ-
ences will become apparent because cach separate cntry is
controlled by the information contained within the Presen-
tation Rules Database 4650 As 2 simple example, the
description in a pasticular Internet Directory may allow for
up to 3000 characters, whereas a printed magazing may
allow only 300, depending on the presentations chosen. As
the Seller enters information, the Presentation and Configu-
ration Program 4715, using the information coniained in the
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Presentation Rules Database 4650, conlrols and monitoss
that entered information to conform to the controlling format
and style for cach targeted media venue or outlet presenta-
lion.

After the Seller has chosen the chamnels and means of
communication and has entered the information necessary o
create all the selected presentations, the Prosentation and
Configuration Program 4713 notifies ihe Seller of the cost of
and payment methods acceptable for those presentations or
modifications and prompts the Seller for acceptance of the
charges If the Seller does not accept the charges, then the
Presentation and Configuration Program 4715 rolls the
informatio or modifications back and notifies the Sefler that
the information will ool be published or modified (blocks
11150-11156).

The Seller is allowed to print reports for management
review or for hard copy records. Those reports include the
charges and conditions that have been agreed to by the Selier
{blocks 11160, 11162)

The information entered, ¢ither as a new presentation of
as modifications to an exisling presentation, can be sent o
the Central Controller and Presentation Processor 1063
immediately or delayed for publication later The reasons for
delay could be that the presentation is geared to a given date
or holiday, such as a Valentine’s Day getaway offer from a
resort, or is a special promotional offer to be used upon
reaching a given inventory level (blocks 11170, 11172)

The Communication and Transpost Program 4760 per-
forms the transmission of the Seller’s presentation informa-
tion from the Seller Interface 4009 to the Central Controller
and Presentation Processor 1000 The Communication and
Transport Program 4760 utilizes either the modem or net-
work commections to perform this transmission The Com-
funication and Transport Program 4760 applies the appro-
priate level of eacryption of data necessary, depending on
the method of transmission. In this embodiment of the
present invention, the conmection used for fransmission
between the Selter Interface 4000 and the Central Controller
and Presentation Processor 1000 is a direct dial-up modem
connection ‘This configuration is more secure than public
networks, even with encryption, and, due 1o the relatively
small ainount of data transmitied, has sufficient fransmission
capacity (blocks 11180-11190)

Once the Central Controller and Presentation Processor
1009 receives the presentation message from the Seller
Interface 4000 (block 11200), the Presentation Generation
Program 1710 determines if the presentalion message is
information from a new Seller/client or modification o an
existing current presentation from an existing Seller/client
(block 11210). If it is a presentation message from a new
SeHer/client, the presentation message is passed to the
General Management Program 1730 The General Manage-
ment Program 1730 sets up the mecessary Seller/client
contro aceounts, payment information, contact information,
database records, and any other administrative functions
necessary to establish the Seller/client within the instance of
the present invention and allows the creation of presenta-
tions by the Presentation Generation Program 1710 {blocks
11212, 33214) I the presentation message is from an
existing Sellerjclient, the presentation message does not
leave the control of the Presentation Generation Program
1710, which confirms the autbenticity of the Seifer/client
presentation message prict (o processing the message (block
11220, 11222}

Onee the Presentation Generation Program1718 has either
confirmed the authentieity and origin of the prescntation
message or the message has passed through the General
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Management Program 1730, the Presentation Generation
Program 1710 then analyscs the information using the
format and style puidelines contained within the Presenta-
tion Rules Database 1650 (blocks 11238, 11232y This
process parallels the funciions performed by the Presenta-
tion and Configuration Program 4715 and the Presentation
Rules Database 4650. This duplication of function ensures
both quality conirel of contenl and prevents tampering of the
process by cilher (ke Seller or any non-authorized entity.
This duplication of function 2lso cnsures that the latest
version of the Presentation Rules Database 1650 has been
applied to every presemtation This embodiment of the
present invention updates any changes fn the Presentation
Rules Database 1650 to the Presentation Rules Database
4650 using update messages to the Seller Interface 4000.
Although this method should result in the Presentation and
Configuration Program 4715 always using the best and most
current information that has been updated to the Presentation
Rules Daiabase 4650, the integrity of the presentations is
critical enough to require the duplication of this fupction

Dhuring the analysis of the prese plation performed by the
Presemtation Generation Program 1710, the program reviews
the information and assigns the presentations into one of
\hre¢ processing categories: pass, fail, and needs review
(blocks 11240-11272) A preseniation in the “fail” category
causes a rollback of data in the Presentation Database 1640,
and a message is sent to the Seller nolifying them that the
presentation failed and the reason why (blocks
11242-11246). Messages arc also sent to the management of
the instapce of the present invention because the synchro-
nization of the Prescatation Rules Database 1650 and Pre-
sentation Rules Database 2630 should prevent this failure
The management would investigate the reason for the failure
and take appropriate action Thase presentations in the
“necds review’' category are oncs which have content that is
not recogaized as being either allowed or not atlowed by the
Presentation Generation Program 1710. These presentations
are teferred to a human operator for review {blocks
11250-11262). The operator will pass, fail, or edit the
presentations al this point Those that fail retumn to block
11242 Those that are edited are sent back to block 1230
This forces the analysis done by the Presentation Gene ration
Program 1710 to pass every presentation. 1t is through this
process of forcing corrections to be made, examined, and
reviewed by management that the information coniained
within the Presentation Rules Database 1650 and the algo-
rithms which apply that information within the Presentation
Geperation Program 1710 are refined (block 11272).

Once the presentation has worked through the analysis
and review process, the Presentation Generaiion Program
1710 passes information to the General Management Pro-
gram 1730 confirming the acceptability of the presentations
The General Management Program 1730 ther confirms
payment method and amounts, processes credit card
payments, updates databases, and performs any other admin-
istrative procedures necessary (blocks 11280-11284).

Having passed the presentation information for content
and style, the Presentation Generation Program 1718 next
determines the directories and presentation indexes in which
this information should be published (blocks 11290-11296)
In the preferred embodiment of the present invention, each
Central Coniroiier and Presentation Processor 1680 may
support any number of client outlets, channels, resident
media, or non-resident media These client cutlets, channels,
resident media, or nos-resident media may include Central
Presentation and Selection Servers 2000; Independent Pre-
sentation 3000, Printed Publications, Periodicals,
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Direclories, CD-ROMs, and other Media Interface 6000
FIG 2e; and other sales outlets, channels, or advertising
methods.

Fhe Presentation Generation Program 1710, using the
information contained within the Prescntation Rules Data-
base 1650, then formats the presentation information for
each client outlet, channel, restdent media, or non-resident
media (blocks 11308, 11294). New presentations arc created
in their entirety, while only the portions of existing prescn-
tations affected by any modifications are republished After
crealing or modifying the presentations, messages confirm-
ing any edits or modifications of submissions are created and
sent 1o the Sellers (blocks 11316-11336).

The presentations ar¢ then separated by their publication
destination: resident or non-resident The presentations des-
tined for non-resident publication are formatted into media
transaction messages and sent (o the appropriate Media
Interface 6000 for processing and ultimate publication
Upon receiving the media transaction message, the Media
Interface 6000 and specifically the Transaction Processing
Program 6720 or Media Accounting or Mapegement Pro-
gram 60008 if available, will process the message and
schedule the publication of the presentation depending on
media type, venue, available dates or other considerations It
should be noted that the non-resident media category and
Media Interface 6000 s designed to provide a nearly
seamless, self serve tramsaction environment that can be
configured for an extremely broad spectrum of media
vondors, resellers, and Tepresentatives The makeup of these
media vendors, resellers, and representatives will be in
dircet response to the demographics of buyers and sellers of
the given instance of the present inveation The configura-
Lion of the offerings 1o the Seilers and also the design and
configuration of the Media Interface 6000 arc a resuli of the
media vendors, tescllers and representatives (blocks
11340-11358).

The presentations that are to be published in resident
media are then sorted into those that the Central Controller
and Presentation Processor 1000 publishes to directly, sup-
ported electronic media such as Internet, Intranet, and other
similar electronic presentations and those “other” supported
resident media. For any given instance of the present inven-
tion there may or may not be other resident media such as
printed directorics and presentations. Their inclusion is
entirely optional (blocks 11360, 11362).

Presentations that the Central Controller and Presentation
Processor 1000 will ditectly publish on media such as the
Central Presentation and Selection Servers 2000 may be
published either on an “urgent” or “course of business”
basis This designation is set by the Seller at the time that the
“original presentation”’ or “ypdate to a publication” infor-
mation is sent to the Central Controller and Presentation
Processor 1000 thereby allowing the Seller a measure of
control if the natare of the presentation or correcticn war-
cants it. The “wgent” designation means that the Central
Controller and Presentation Processor 1009 will process that
presentation as soon a5 it receives the message. The “course
of business” designation allows the Central Controller and
Presentation Processor 1000 to place the presentation and
any associate files into a quene for processing and publish-
ing at a time when the resources of the network are at their
lowest atilization (blocks 11370-11374).

The publications that are directed for resident media and
are to be electronically published on the inlernet, Intranet, or
other electronic presentation chanmels are matched to the
supporting, linking, dependent, reference, altached, or other
affected parts or components of ihe directories, indexes, or
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presentation siructures to which the presenlations are pub-
lished Once identified, those paris or components are
updated to reflect the changes caused by the new and
updated presentations and information As un example of the
cascading or domino effect that the publication of a new
presentation might have on an instance of the present
invention, suppose the Central Controller and Presentation
Processor 1000 is supporting a Central Presentation and
Selection Server 2000 that is configured to represent lodg-
ing. A given directory for lodging may require that the new
presentation be indexed by the state and city in which the
lodging facility is located In the interest of giving the best
and most useful presentation to potential Buyers of the
lodging services, the directory could also index the lodging
facility by other categorics to make the Buyer’s selection
casier Some of the possible logical divisions are by loca-
tions such as “Lodging by the Ocean” or “Lodging in the
Mountains™, by services or specialties such as “Weddings”
or “Business Conference and Meeting Facilities”, or by
promotional offerings such as “Romantic Getaways” or
“Corporate Retreats” Each of these additional categories
would need indexes and sapporting structures that wouid be
updated and changed when the referenced facilities were
changed or updated 1t should be noted thal the prior art
generally allowed these indexes or categories to be accessed
by the buyer using database searches thereby aot atlowing or
promoting lhe open access created by the present invenlion

This embodiment of the present invention is not config-
wred 10 support resident media other than the core presen-
tations intended for Internet, Intranet, and interactive elec-
tronic presentations. However, depending on the
demographics of the Buyers and Sellers, additional resident
media can be added by the management of the instance of
the present invention (block 11380)

At this point the Presentation Generation Program 1710
contains all the presentations and presentation componerts
that have been created or edited. The Presentation Genera-
tion Program 1710 will proceed to publish or place the
presentations and any supporting componenis in their proper
locations on the Ceniral Presentation and Seleciion Servers
2000 and Independent Presentation Directories and Indexes
3000 (block 11390-11414)

Seller Setup and Use of the Resource Saver Protocol

The preferred embodiment of the present inveation uii-
lizes the Resource Saver Protocol to reduce the number of
messages sent and received by all components of the present
invention while maintaining the control and synchronization
of any qualified inventory that is offered for sale With the
reductions in the cquantity of messages needed to maintain
inventory synchronization, there is a correspending reduc-
tion in all other aspects of communications and processing
overhead between both collocated and remote components
Fhis savings is especially sigaificant, with magnified resulis,
when more than one Central Presentation and Selection
Servers 2000, sales outlets or channels are used in the
marketing of the controlled inventory. Although most nven-
tory types can benefit substantially from the uiilization of the
Resource Saver Prolocol, it is most effective when control-
ling those ioventory items that are substitutable but may be
limited in availability.

Tt should be noted that the term inventory is used ip a very
broad and general sense The term inventory can apply to
goods, products, services, reservations for services, or any
other idensifiable unit or item to be sold, conveyed, of
reserved,

The block diagram of FIGS. 5a through 5 is an example
of ihe Seller’s setup and use of the Resource Saver Proiocol
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us part of Ihis embodiment of the present invention. In (he
first example, the instance of the present invention has been
configured to represent Hotels and Lodging, and the Seller
is 2 hotel with 312 rooms of the [ollowing types: 200
standard rooms, 100 upgrade rooms, and 12 suites

The setup of the Resource Saver Protocolis accomplished
within the Presentation and Configuration Program 4715 of
the Seller Tnterface 4000 The selter divides the inventory
into its logical groups for marketing, preseatation, and sales
10 the Buyers In this case, the groups are standard rcoms,
upgrade rooms, and penthouse seites (blocks 13100, 13110).
Liach item in each group of inventory must be substitusable
with afl the other items within that group With the example
hotel, we will assume that all rooms are identical within their

roups without special view or ame nities (blocks
13120-13132) If the inventory were not absolutely substi-
tutable to any given Buyer, then the Seller would not use the
Resaurce Saver Protocol with this inventory That does not
mean that all the Inventory items or groups of a Seller must
eilher be or not be controlled by the Resource Saver Proto-
col The Sciler may have any combination of Inventory
items or groups controlled or not controlled by the Resource
Saver Protocol

In the case of the current hotel example, the inventory is
considered to be both Limited and Time Sensitive There are
only a limited mumber of rooms of each type, and they are
time sensitive in the fact that the inventory is sold by the
“ynit night” which, if not sold; can never be¢ used or
recovered (block 13150)

Next, the Seller must set the maximum urits of inventory
that any giver Buyer will be allowed to purchase in any
given single purchase. In our hotel example, the Seller might
set a Limit of 4 rooms for any given Buyer to purchase from
any Ceniral Preseatation and Selection Server 204} serviced
by this instance of the present invention {(block 13140). By
setting a reasonable maximum number of units of inventory
that any given Buyer may purchase, the Scller prevents that
rare but possible case of a self-serve Buyer purchasing of
reserving more invenlory than is available The Buyer is still
allowed to purchase as much as he would like, but the
purchase must be transacted in sequential “maximum unit”
transactions as opposed 1o one large transaction

The explanation for blocks 13152 to 13184, which covers
common inventory, follows the next example The next
decision perlaining fo the suitability of each inventory group
for control by the Resource Saver Protocol must be arrived
at by assigning a number for the buffer inventory level The
purpose of this buffer is to allow fora margin of error, based
on processing time and communications delays, that pre-
venls the overselling of inventory (overbooking in the hotel
example). This number is an estimate intended to be
adjusted, based on the Seller’s experience over lime. The
only loss of efficiency associated with selting the buffer
sumber too high is the cost of the communicaticns for the
extra unifs within the butfer category (block 13190). In our
hotel example, the management might set the buffer at 8
units {twice the maximum single purchase) as a starting
point, to be adjusted later based on experience

To determine if there is sufficient inventory lo realize a
saviogs by wilizing the Resource Saver Protocol, the Seiler
subiracts the total of maximum single ptrchase units and
huffer units from the fotal inventory. In our hotel example,
the 200 standard rooms minus 4 maximum purchase rooms
and minus 8 buffer rooms results in 188 reoms for which the
Seller could realize savings. For the upgrade rcoms, the
management might use the same maximum purchase num-
ber and buffer number, resulting in savings for 88 rooms In
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the case of the suiles, the management might set the maxi-
mum purchase at 3 and the buffer at 6, which would enly
result in savings on 3 units This “savings” would probably
not be worth implementing the Resource Saver Protocol
(blocks 13210,13212),

If the savings are sufficient enongh to utilize the Resource
Saver Profocol, then the Seller must determine the Notifi-
cation Level The Notification Level equals the maximum
purchase vnits plus the buffer units In our hotel example, the
Nofification Level for the standard rooms and wpgrade
rooms would be 12, and the suites would not be covered by
the Resource Saver Protocol at all due to the limited inven-
tory (blocks 13210-13232)

Once all groups of iaventory have been analyzed and any
notification levels have been set then the Presentation and
Configuration Program 4713 would update its databases and
transmit the settings to the Central Controller and Presen-
tation Processor 1000 The Central Controller and Presen-
tation Processor 1000 would update its databases and then
forward the information to any Central Presentation and
Selection Servers 2000 thal arc affected (blocks 13260,
13262)

It should be noted that the savings generated are more
substantial than they appear to be for some Seler types. This
is because the typical total sales of inventory in any given
period does not reach the Jevel that triggers the notification
of Central Presentalion and Selection Servers 2000 or other
outlets and channels. With our hotel example, the botel may
only operate above the 88 percent occupancy of the standard
and upgrade rooms a few days a month, theseby rot trig-
gering the communications and processing required above
that notification level except for those few days

The savings become obvious when oge looks at the
processing of the individual transaction messages as out-
lined on FIG. 3d All transactions, from all sources, are
entered in such a way as o produce transaction messages
that are then processed within the total system (blocks
13270-13284). As the transaction messages are processed
by the Seller Interface 4000, more specifically the Transac-
lion Processing Program 4720 or the Seller Accounting or
Management Program 40008 Only ihose that are not con-
trolled by the Resource Saver Protocol and those that have
reached or breached the notification level trigger the sending
of transaction messages with the curfent inveniory count to
the Ceniral Controller and Presentation Processor 1000 The
Central Controller and Presentation Processor 1000 then
sends Lhat message on to all Ceniral Presentation and
Selection Servers 2000 that are affected. If that Central
Controller and Presentation Processor 1000 is controlling 3
Cenlral Presentation and Selection Servers 2000, then each
message that is passed to the Central Controller and Pre-
sentation Processor 1000 generates 3 additional messages lo
the Central Presentation and Selection Servers 2000 (blocks
13290-13296). Those transaclion messages that are con-
trolled by the Resource Saver Protocol and do not reach or
breach the Notification Level would require no messages lo
be sent o the Central Controlier and Presentation Processor
1000 and then on 1o the Central Presentation and Selection
Servers 2000 (blocks 13310-13320)

Tt would not be unreasonable to expect the hotel in our
cxample to experience a 93 percent saving is transaction
commugications and the associated overhead by using the
Resource Saver Protocol

Commoa goods and products experience the most savings
within the present invention by utilizing the Transmission
Level Method in conjunction with the setting of the Trans-
- mission Period

30

35

40

45

65

48

As an example, consider a Seller of music CDs. The Seller
would separate his inventory into titles to be offered. Bach
CD of a given title is obvicusly substitutable with any other
€D with that same titfe and is available in an almost
unlimited supply. The Selier could order or press more if
needed (blocks 13100 to 13130) The inventory is substi-
tutable and almost unlimited in supply, therefore common
The sciting of the maximum units of inventory that any
given Buyer will be allowed to purchase with common
inventory is not as critical to prevent overselfling as with
Limited or Time-Sensiiive inventory; however, this is one of
the controlling Factors in setting the Transmission Level
(block 13140). With a common type inventory, the savings
of commuaications and processing while utilizing the
present invention comes from the periodic processing and
transmission of all ransaction messages based on the setling
of Transmission Levels, Transmissicn Periods, and Trans-
rission Times The use of these settings is possible with
common inventory items because there is no concem for
overselling the inventory. The Transmission Level is the
totai cumulative number of inventory items sold at any given
Central Proseatation and Selection Server 2000 or outlet that
forces a trapsmission of the transactions messages. The
Transmission Level is the maximum units of inventory
allocated by the transaction messages saved, stored, or held
as a batch by the Central Presentation and Selection Server
2000 or outlel (hat then forces the iransaction messages to be
transmitted to the Central Controller and Presentation Pro-
cessor 1000 The initial seiting of this sumber by the Seiler
requites the consideration of the availability of inveatory
and the processing and delivery of the sold inventory With
our CD Seller example, if the Seller were represented on 20
Central Presentation and Selection Servers 2000, the poten-
tial sales surge caused by the maximum held units is 20
times the selting of the Transmission Level It may be
unlikely that ali Central Presentation and Selection Servers
2000 and outlets would reach maximum held items at the
same time, but this volume can be handled with planning, 1
the CD Seller were to set the Transmission Level at 100, then
whenever each Central Presentation and Selection Servers
2000 or outlel was holding that many combined sales, it
would {rigger the transmission of all transaction messages
and the clearing of that number or buffer (blocks
13152-13158). If the Seller utilizes the Transmission Level
Method, he must also set the Transmission Period. This
prevents the Central Presentation and Scloction Servers
2000 or cutlet from holding the iransactons messages
indefinitely when the Iransmission Level has no! been
reached and enstres a reasonable processing flow of trams-
actions. Tf the Seller does not wtilize the Transmission Eevel
Method, he may set the Transmission Period alone to control
the sending of transaction messages on a regular basis (block
13146).

The setting of the Transmission Time Control aliows the
Seller to direct the Central Presentation and Selection Serv-
ers 2000 or outlets to transmit their transaction messages at
a specific time. The intent of this setting is to allow the Seller
to schedule the transmissions to take place when the com-
munications and processor uiilization is at the lowest point
during the daily business cycle The Seller is allowed to
ecither set each Central Preseatation and Selection Server
2060 or outleis to a specific time for transmission or set a
specific time 1o be used with random offscis that have bean
set for the Central Presentation and Selection Servers 2000s
or outlets. The use of offsets creates a spread or staggering
of the times at which the Central Presentation and Selection
Servers 20005 or outleis are transmilting their iransaction
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messages, thereby beiter utilizing all communications and
processing resources (blocks 13162-13184)

In the CD Seller example, the major savings experienced
ulilizing the Resource Saver Protocol would not only be in
limiting the number of times messages are transmitied back
and forth, but would also be in the utilization of the
automatic scheduling of the commuaications and processing
usage times so that transaction messages will be received at
times of less usage This last method of savings is even more
powerful when the Seller realizes more accessibility by
potential buyers at high usage times when the computers and
networks are freed up from transaction messages

The biock diagram of FIGS 5e through 3fis an example
of the Resource Saver Protocol as used by an instance of 2
Central Presentation and Selection Server 2000 as part of the
preferred embodiment of the present invention

Once the Buyer has made his purchase decision and has
provided the necessary purchase information, the Central
Presentation and Selection Server 2000 and more specifi-
cally the Trapsaction Negotiation Program 2725 processes
and creales a irapsaction message for transmission lhe
Central Controller and Preseatation Processor 1008 (block
13330) If the item of inventory is “common” and the Seller
is using the Transmission Level methed to control the
transmission of the transaction messages, then the transac-
tion messages being processed are placed on hold If the
1otal of all sold inventory represented by the held trapsaction
messages equals or exceeds the Transmission Level, then all
messages are immediately sent to the Centrat Controller and
Presentation Processor (blocks 13342 and 13366) The
Transmission Level is set by the Seller to prevent the
accumulation of foo much sold ioventory on any givem
Central Presentation and Selection Server 2088 or other
sales outlet. If the accumulated invemtory salkes exceed the
Transmission Level at any time, then all messages are sent
immediately. If the Transmission Eevel has not been
excoeded, then the transaction messages are held until the
"Fransmission Perind has elapsed and the Transmission Time
has arrived (blocks 13262 through 13366) By setting the
Transmission Period, the Selier can require all trapsaction
messages being held to be transmitied on a regular or
periodic basis As an example, the Seller might require the
{ransaction messages to be sent every 24 hours. This setting
allows the Seller 1o set the urgency of the processing of
transactions messages and ensures that transaction messages
are processed in a timely fashion Another seiting that allows
the Seller to control the workflow and processing of trans-
action messages is the Transmission Offscts, which are
specific to each sales ontlet The Trapsmission Offset is a
number of minutes that is assigned to each sales outiet,
which is then added to the Transenission 1'ime that bas been
selected by the Seller. This sets the actual time an outlet is
{o transmit its accumulated trapsaction messages This offset
allows the Seller to prevent all Central Presentation and
Selection Server 2000 and other sales outlets from atterapt-
ing to transmit their trapsaction messages at exactly the
same time (plocks 13356-13366). The Seller has the option
of not utilizing the Transmission Level, instead sefting only
the Transmission Period (blocks 13340, 13350) This com-
bination might be used for a Seller that has an unlimited
inventory such as the music CDs. If the Setler selis out of
current inventory, they can create unlimited additional units

If the inventory is of a more unique or tme-sensilive
nature, then the Seller wonld prabably not use the previous
two methods, instead favoring the Notification Level
method of the Resource Saver Protecol for all but the very
“unique inventory items {block 13370) With the Notification
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Ievel being the controlling method of processing, the cri-
terion is whether the Notification Level as set by the Scller
has been reached or breached. If the current stalus of the
Notification Level is such that it has not been reached or
breached, then the transaction message is transmiticd imime-
diately to the Central Controller and Presentation Processor
1000 If the current Notification Level has been reached or
breached then the curent sold unils of inventory arc sub-
tracted from the inventory count and that information is
updated to the database and added to the transmission
message (o be sent to the Central Controller and Presentation
Processor 1000 The transmission message is processed and
then transmitted from the Central Controller and Presenta-
tion Processor 1000 to the Seller Interface 4006 (blocks
13372-13400)

It should be noted that the Seller Interface 4000, and
specifically the Transaction Processing Program 4720 or the
Seller Accounting or Management Program 4000B, will
make the detemnination for when the Notification Level has
been reached or breached (block 13410) As soon as any
given transaction, either electronic or otherwise, has reduced
the available inventory so thai the Notification Level is
reached or breached, then either the Transaction Processing
Program 4720 or the Seller Accounting or Management
Program 40008 sends updates to the Central Controller and
Presentation Processor HH¥) and amy other sales outlets
affected The Central Conlroller and Presentation Processor
1000 processes the message, updates its databascs, and then
sends the updates to any Central Presentation and Selection
Servers 2000 under its control (blocks 13410-13418). In any
given instance of the present invention, once the Central
Presentation and Selection Servers 2000 or any other sales
outlet has been notified that the Notification Level has been
reached or breached and given the current inventory level,
then each Central Presentation and Selection Server 2000 or
ocutlet adjusts the available inventory and adds that Infor-
mation to cach future fransaction message processed (blocks
13372-13376).

The block diagram of FIGS. 5g through 5k is an ¢xample
of the inveniory setup and maialenance using the Resource
Saver Protecol and Seller Interface 4000 as part of the
preferred embodiment of the present invention.

Initial setup or adjustment of the inventory takes place by
the Seller when first setting up their account and creating
their presentations within the Prescntation ard Configura-
tion Program 4715 The seller establishes the type of inven-
tory and the seflings thal are appropriate for the inventory’s
sale and control (blocks 13500) Replaceable inventory is
managed by either the Transaction Processing Program 4720
or by the Seller Accounting or Management Program 40008
seiting, adding to, or adjusting the inventory count as
appropriate (blocks 13502-13516). Fixed invenlory is man-
aged at the Central Presentation and Selection Server 2000
level with the inventory being set into the future at the given
level set by the Seller from the Seller Interface 4000 (blocks
13510-13562) The inventory level may vary even with
fized inventory based on Buyers purchasing or canceling the
purchase of the inventory. This means that the controls
utitized by the Notificaiion Level for a given inventory coukd
be tumed on, then off, then back on, several times based on
purchases and canceflation of purchases. This on-again
off-again tracking of inventory, although appearing
conlusing, will maintain the synchronization of the imven-
tory and prevent overselling to the Buyer. PR

if the Resowrce Saver Protocol is not used to control
invenlory, then the inventory offered for sale is synchronized
by the present invention between all components, Seller
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Interface 4000, Ceniral Controller and Presentation Proces-
sor 1000, and Central Presentation and Selection Server
2000. This synchronization is maintained at all times with
the utilization of lhe (ransaclion messages between all
components.

When the Notification Level method of the Resource
Saver Protocol is used, then the inventory offered for sale is
synchronized by the present invention from the time the
Notification Level is reached or breached until alt inventory
is sold When all inventory is sold in either case above, then
the Transaction Negotiation Program 2725 of the Central
Presentation and Selection Server 2000 of an instance of the
present invention notifies the buyer thal no inventory is
available and may offer possible alternatives or substitutes
The adding to or the replacement of inventory increases the
ioventory count or level. These evenis are processed as
transactions messages that are sent from the Transaclion
Processing Program 4720 or the Seller Accounting or Man-
agement Program 4000B of the Seller Interface 4000 10 the
Ceatral Cogtroller and Presentation Processor 1000 The
data for the invenlory increase or replacement is eifher
entered by the operator of the Seller Interface or is auto-
maticafly updated by the aforementioned programs. The
Central Coniroller and Presentation Processor 100G Lhen
transmits fransaciion messages to any Central Presentation
and Selection Servers 2000 or otber outlets that are affected
Those Central Presentation and Selection Servers 2000 or
outlets reset their inventory counts or levels and any control
settings that are affected

The invention allows sellers to present their inventory,

products, goods and services in a choice of one or a variety
of supported media outlets: in print, such as newspapers,
magarings, periodicals, guidebooks, caialogs, brochures,
fliers, and directories; in electronic form, such as online
directories, web sites, bullstin boards, news groups,
CD-ROMs, and interactive media and networks; and in
other media, such as billboards, skywriters, bus benches,
radio, interactive Xiosk and any other form of customer
outreach or information distribution When these media
choices are made, the present invention prompls the seller
for information that is then used in the creation of presen-
tations for the media outlets he has chosen. The Presentation
Rules Database 1650 and 4650 holds all the criteria, for-
matting archilecture, and distribution factors for each par-
ticipating media outlet. The present invention’s Presentation
Generation Program 1710, along with the Presentation Rules
Database 1650 and 4630, then creates a presentation for each
and every media outlet the seller has chosen. The Presen-
tation Generation Program 1710 then either transmits the
presentation to the appropriate destination or holds it for 2
publication date to be submitted for a particular deadline or
predetermined promotional market
The seller can then print oul a report that shows him each
presentation, distribution or media outlet, and the pricing of
each media choice for an overall marketing valuation,
The present invention allows the Seller to wpdate, change,
control inventory, and automatically process sales either
from his in-house or third-party aceounting or managenent
software that has a compatible communication compogent
with the present invention or in the present invention. He can
accomplish this updating and iaventory control ta all media
_oullets simultaneously
.- . The Presentation Generation Program 1710 creates pre-
".. ‘sentations that caa be accessed by the buying public in
Iocation/outlet-appropriate formats and:availability through
the Central Presentation and Selection Server 2000; Inde-
pendent. Presentation Dircctories and Indexes or Indepen-
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dent stand-alone Presentations 3000; Printed Publications,
Periodicals, Directories, CD-ROMs, and other Media and
Presentations 6000; and the Buyers Interface 5000 The
present invention allows buyers to review descriptions;
specifications; photos; graphics; pricing; and the availability
of products, goods, and services, including tme- and
allocation-critical services The buyer can access this infor-
mation and these resources throngh etther a scarch specific
made or a browsing made, depending on the advertising
channel or media cutlet he is using.

The invention allows buyers to hold or commit to the
purchase; reservation; or utilization of those products,
goods, and services, within the practical limits of the expi-
ration of their utility or availability, on those media outlets
supported by a Central Presentation and Selection Server
2000 The buyer can confidently select products, goods, and
services with real-time or near real-time purchasing Once
the buyer has commiited to a purchase, the commitment is
transmitted to the seller and the inventory is updated. With
the present invention, igventory control of the suppliers,
vendors, service providers, purveyors, and cther types of
sellers is maintained with transaction and, when necessary,
confirmation message units sent between the Central Con-
troller and Presentation Processor 2000 apd those same
supphiers, vendors, service providers, and purveyors.

Once the buyer makes a purchase or reservation, he can
choose a method of confirmation, get a print-out of seller’s
commitmer for delivery, an eniry code number or whatever
means of confirmation determined by the Seller As an
example, the buyer can even get a complete printout of
dircctions to the facility if the purchase iavolves him arriv-
ing at a place of lodging, resiavrant, arena, store, or any
other facility. All these methods of confirmation can be near
real-time. The buyer does not have to wait for printed
tickets, passes, admission documents, reservation
confirmations, or other physical substantiation to be mailed
or conventionally delivered to him

Thus, the full implementation of the present invention
makes the vsual requirement of delivery of tickets, passes,
admission confirmations, or reservation confirmations
unnecessary These iraditional conveyance forms are
replaced or augmented by the buyer's Reservation/Ticket
Network 1D card or confirmation of biometric ID. The
present invention allows buyers of tickets, passes, admission
documents, and reserved services to purchase or reserve
those tickets, passes, admission documents, or services
remotely via electronic network presentations, Interset,
Intranet, diat-up self-serve or operator-served systems using
standard telephone communications, or other means The
invention allows ihe buyer to confirm or prove his purchase
at the facility, site, business, or vemie by means of magnetic,
smart, or optical ID cards or by electronic biometric authen-
tication. These means of preof can be issued by the operators
of an instance either for exclusive use for that instance of the
present invention, for multi-use I conjunction with other
entities and the operators of the other instances of the present
invention, or through a “piggy-back’ method that will allow
the issue of Cregit Cards, Membership II¥ Cards, or other ID
Cards. ¥or those services or events that require pricted
tickets, passes, admission documents, rescrvation
confirmations, or other physical substantiation, those means
of confirmation can be printed on demand from either
automatic or manual vendors upon electronic reading or
scarming of the buyer’s Network ID card, the buyer entering
a code, or by biometric authentication.

The invention’s Resource Saver Protocol allows for the

.coordination and synchronization of the sales and availabil-
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ity of products, goods, and services between inferaclive
¢lectronic presentations and other sales oullets, channels, or
sources while reducing the commugications and resources
necessary to maintain that coordination and synchrosization
The present invention does this while both alfowing for the
purchase or reservation through electronic networks and
oiher diverse channels or outleis and keeping control of
inventory to prevent overselling or overbooking. The seiler
can define his inventory and establish the settings that are
appropriate for the sale and control of said inventory Then
communications will be transmitted when the levels he sets
are reached or breached, when a notification time has been
reached, or when a motification level has been met If ihe
seller does not have similar or substitutable inventory, then
transmissions must be made for each and every sale
However, the seller may have some imventory that can
benefit from the Resource Saver Protocol while other inven-
tory is unigue This cost saving device will also allow the
seller to schedule transmissions 10 be made when other uses
of the Central Presentation and Selection Servers 2000 is at
a low traffic level

The invention will not only transmit all sales and reser-
vations to the scller’s compatible in-house accounting and
management program or to an instance of the present
invention at his location, but it will also update and control
inveniory offered on all the media channels and outlets on
which that seller has chosen to sel his products, goods, and
services.

Example Use of Invention

The following is a hypothetical example for the use of the
present Invention in one possible embodiment Only the
major steps are incladed in this example to give an overview
of one possible application or embodiment of the present
invention. This example demonstrates some of the possible
interface and interactions between operators of the
invention, sellers or providers of goods or services, and
customers or buyers of those goods or services It is also
meant to give an overview of the transaction flow of
information, purchase decisions, and possible consumma-
tion of those purchase decisions.

For the purpose of this hypothetical example, we will
presume thal this instance of the Invention has beca estab-
lished for some time and is managed by the ABC Company
that promates it to Professionat Sports Franchises and Ven-
ues.

Example Clients Arc

Seller:

XYZ is a corporation that owns the XYZ professional
basketbzll team and wishes to promote that team and
sell its tickets as efficiently as possible

Media:

DEF is a basketball oriented web site owned by the DEF
Corporation with content and discussion groups about
the sport of basketball. Its demographics are centered
on young male basketball enthusiasts

GHI is an all sports oriented web site owned by the GHI
Corporation with content and discussjon groups cov-
ering all sports [s demographics are largely young
male.

JKL is a national sports magazire, published by the JKL
Cotporation monthly with subscription and retail rack
sales Its demographics are centered on an all sports
audience.

" MNO is.a sports pewsleiter, published by the MNG
* Corporation with a circulation that is primarily within
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POR is a broad-based chain of newspapers published
across the country by the PQR Holding Corporation
Their circulation is a general one with a sports section
daily and a special sports insert on weckends

STU is a chain of music and video stores that have
displays within (heir stores allowing sporis and event
information and ticket sales Their stores are located
within urban malls and their customer base primarily is
mixed pender between 15 and 25 years of age with
good disposable income and leisure time. STU has also
installed the biometric readers necessary to do the
initial entry of buyers into the ticket and reservation
nelwork, which is part of the ABC instance of the
invention

Buyer:

John Q. Public is a basketball enthusiast

Media Participation
The DEF Corporation was approached by the ABC Com-

pany and agrees to be represented on the ABC instance of

the invention.

1) The DEF Corporation decides that it will promote one of
ihe five Internet Web Sites that it publishes on the ABC
instance of the invention DEF will promote its basketball
site because it matches well with the focus and demo-
graphics of the ABC instance of the invention

2) ABC sends DEF the necessary software 1o be mstalted on
their computer

3) A computer operator at DEF installs the software on their
computer that then is configured as Media Interface 600¢
FIG 2¢

4) After installation and setup the DEF operator does basic
information input as prompted by the Media Interface
6000 FIG. 2e of the present Invention

5) After the input of basic information by the operaior, the
Media Interface 6000 prompts the operator for input that
describes and sels the standards for the presenations that
Seller Clients of ABC will use (by way of the invention
10 publish presentations) on the DEF Web Site. ‘The inputs
set the upper and lower limits of quantities such as
amounts of text and size of images, restrictions of lan-
guage and reference, standards of siyle and presentation,
choices of type fonts and colors, as well as the cost of
presentations and demographics of the DEF subscribers or
viewers Any disclaimers and conteacts or agreements are
added 1o be delivered and acknowledge electronically
concurrent with the submission of presentations

6) DEF has also chosen to offer interactive sales of appro-
priate products and services through its web sitc as
managed by the ABC Central Presentation and Selection
Server

7) At any point during the input of information the operator
may test the presentations that will be created wsing the
standards set within the Media Interface 6000 FIG. 2e
This allows the operator and DEF's management to insure
{hat those presentations received for publication from the
ABC Seller Clients will indeed meet the standards for
DEF publication.

&) The other Media GHI, JKL, MNQ, POR, and 3TU have
gone through a similar process to cstablish their Media
offerings o the ABC instance of the inventioz.

9) The following sieps pick up from the Sehers Participation
below al step number 18 That Seller’s action effests the
following media,

10) The DEF Sports Web receives electronically the Seller
information, agreements, payment information, web
pages to be displayed and banner advertising to be placed
on their web site. DEF also receives the web interface for
the sale of the XYZ tickets. - : )
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11) The KEM Newspaper Chain receives electronically the
Seller information, agreements, payment information, a
requested schedule of ad placement and publishing, and
the formatted ads Because KLM also maintains the
associated web site it also receives the web interface for
the sale of the XYZ tickets.

12) The HIJ Basketball Magazine receives electronically the
Seller information, agreements, payment information, a
requested schedule of ad placement and publishing, and
the formatted ads to be placed in their magazine

13} The STU music stores receive electronically the Seller
information, agreements, payment information, and the
interface for the sale of the XYZ tickets om its in-store
displays.

14) Once the Ads and Presentations are received by the
Media, any changes or updating are cither allowed or
denied by the Seller Interface 4000 FIG 2¢ based on the
restrictions entered by the Media during their setup.

Seller Participation

1) The XYZ Corporation makes the decision to use ABC’s
services to promote its Basketball team

2} ABC sends XYZ the necessary software (o be installed on
their computer

3)} A compuler operator at XYZ installs the software on their
computer that then is configured as Seller Interface 4000
FIG 2c

4y After installation and setup the XYZ operator does basic
information input as prompted by the Seller Interface
4000 FIG. 2¢ of the present Invention

5Y After the input of basic information by the operator, the
Seller Interface 4004 prescats available media venues and
associated information for review by the XYZ Corpora-
tion management.

6) ABC currently represents 15 different Media venues
within its instance of the present invention. Information
such as distribution, users or viewers, price, content
restrictions, etc about each Media venue is available for
review by the XYZ management.

7} XYZ management reviews available media and chooses
The DEF Sports Web, The HIJ Basket Ball Magazine, and
The KLM Newspaper Chain to advertise their schedule of
games With the KIM Newspaper there is also the asso-
ciated KLM Web Site on which KI M offers information
as well as sales of products and services as adwvertised
within the KILM Chain of newspapers STU music stores
are also chosen strictly for the distrbution and sales of
tickets

8) The Seller Interface 4000 then presents the publication
dates, any specific disclaimers, and the charges for eview
and approval by the XYZ management

%) Upon approval of thosc items, the Seller Taterface 4000
prompts the operator for the necessary text, graphics, and
any other information as required by the three chosen
media to create and format the individual ads for the
chesen media

10) XYZ management has also elected to offer tickets to
their basketball games held within the XYZ stadium
They have installed the necessary software that synchro-
nizes the XYZ ticket sales and accounting software with
the sales and invenioiy conirol provided by the ABC
instance of the invention within the Central Presentation
and Selection Server 2000 XYZ chooses to offer ticket
sales on the DEF Sports Web, the KLM Newspaper
associaled siie that offers interactive electronic sales, and
the STU music and video stores in store electronic ticket
sales displays.

11) Due to the large number of seals within the stadivm and
similarity of pricing and desirability among each class of
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seal, XYZ managemen! has also elected to use lhe
Resource Saver Protocol 10 allow for beiter customer
service between the various sales outlels

12) The XYZ management seis the various seat and ticket
restrictions, standards and pricing This information will
be available to the Buyer when purchasing through the
ABC Central Presentation and Selection Server. Each seat
or ticket class is assigned a maximum single purchase
number and a buffer number, the iotal of those two
pumbers become the notification level. It is the notifica-
tion fevel that controls the flow of the communications
involving the sale of tickets for XYZ.

13) In order to take full advantage of the services offered by
the ABC Central Presentaiion and Selection Server XYZ
elects to install new automatic ticket vendors using the
existing 1T cards and biometric methods supported by the
ABC Cenlral Presenlation and Selection Server.

14) At any point during the content input phase, the operator
may view the final formatied presentation products based
on each Media venue's restructuring of the information o
create specific Media presentations.

15) When the XYZ management is satisfied with the resulls,
as presented by the Seller Interface 4000, they indicale
their approval of the presentations and charges and then
transmils the information o the ABC Central Comniroller
and Presentation Processor 1000 In addition to the pre-
sentation information, the game dates, ticket prices, and
information that synchronize current sold and available
fickets are transmitted also.

16) When the ABC Central Controller and Presentation
Processor 1000 receives the presentation information it
establishes an account for XYZ, reviews and analyzes the
presentation information submitted, and then notifies
XYZ as to the acceptance, editing or rejection of the
material and any adjusted publishing dates.

17} The ABC Central Controller and Presentation Processor
1000 then transmits the appropriate formatted presenta-
tions to each media that was sclected by XYZ.

18) The flow of information transfors to the Media Partici-
pation section above at step 9

Buyer Use
For this example we will follow John Q Public (our

example buyer} as he uses the invention
John is an avid basketball fan and subscribes to the JKL

sports magazine, receives the local PQR newspaper, and
frequents the DEF web site to participate in the free discus-
sion groups centering on basketball that are hosted there.

John has seen the ads within the PQR newspaper promoting

the teams winning record and giving dates of wpcoming

games. Within the ads it was stated that tickets could be
obtaized from the PQR web site

(1) Unexpeciedty one of John’s friends called, stated that be
would be in town the next night and would it be possible
to go to the basketball game John said that he would find
ont and call back John remembered that the PQR news-
paper ad for the XYZ team stated that one could buy
tickets at the PQR web site

(2) John uses his computer and navigates to the POR web
site Once there he finds the XYZ ticket purchase section,
choosss the seats he wants, and asks for availability

(3) With availability confirmed John enters his payment
iaformation and is then asked how he wants the tickets
delivered to him. This presents a dilemma for John
because he must work tomorrow and will not have Lime o
go to the stadium to pickup the tickets He could pick
them up at 2 “will call” station when he aad is friend go
1o the game, but there is always a loag line and John does
not wani 1o wait
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{4) Another option that is presented to Jobmn is that of using
one of several forms of ID (either credit cards, ID cards,
or bjometric) as the identification methed in licu of
advanced ticket delivery to him. John recogoizes that he
has one of the accepted brands of Credit Card and chooses
to use the system using that Credit Card as his persomal
ID He enters the card number as his ID, the system
accepts the ID and gives John instructions as to the
systems use when they arrive at the stadium.

(5) John calls his friend back and they agree lo meet just
before the game.

{6) When John and his friend meet at the stadium they are
late and the game is about 1o start There is a long line at
the “will call” booth and John is giad to avoid that line
John goes to the Automatic Ticket Vending Machine,
swipes his credit card, and the Automatic Ticket Vending
Machine prints the tickets with the seat location and
dispenses them to John

(7} John and his friend enter the stadium to watch the game.

(8) During the game John notices within the free program a
nolice that he can have his thumbprint {aken at the “Witl
Call” both and then thai will becomne his identification
method when he next attends an event at the XYZ
stadium. As John is leaving the game, he stops and has bis
thumb print scanned to serve as his future identification.

Summary
In the simplest scenario when the chosen section or ticket

category was not pear a sell out (reaching notification level),

the sales location that Jobn was purchasing from simply
assigned a set of iickets for that section and confirms the
sale. The sales location then {ransmits 211 data to the Central

Presentation and Selection Server 1000 that transmits the

information to the XYZ Seller Interface 4000 that then

passes the information to the XYZ in-house Accounting and

Ticket Sales software
Whenever sales in any given section reaches the notifi-

cation level then all sales sites are notified that the quantity

of available tickets is limited and that all sales must be
confirmed with the Seller prior to releasing confirmatior of
the sale to the buyer

With the Biometric scan {thumbprint) that John had done
as he was leaving the stadium he can now reserve scats at
any of the events featured on the ABC instance of the curreni
invention and will be able to use his thumbprint as his ID for
access to the event or facility instead of or in additior to his
existing Credit Card

Presentation Generation Program:

This component of the present invention relates to the
creation and placement of presentations of commercial
information with the purpose of informing buyers as o
available products, goods, and services. The invention’s
putpose is to allow the seller the ability to influence the
buyer and induce said buyer to purchase those products,
goods, and services while specifically allowing for the
advanced purchase or reservation of those products, good,
and services when appropriate

The invention allows sellers to create presentations on
their computers that are automatically tramsmitted to be
published and viewed on a variety of traditioral and elec-
tronic media networks. The present invention partially
resides on the sellers’ computers, controls and edits the
presentation, and then automatically transmits that informa-
tion and data for publication on iraditiomal media and
electronic networks,

The invention allows for the automatic publishing or
updating of presentations within a simple environment that
does not require lower-level coding or formatting of the
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presenlation material. The present invenlion employs a
text-only entry of information and data, thereby not requir-
ing the seller to have knowledge of presentation computer
codes or low-level formalting

The invention will provide substantial savings in this area
of commerce because the seller can choose the media or
outlet for sale of his products, goods, or services. His
instance of the present invention can then creale presenta-
tions that conform fo each and every media outlet he
chooses, submit the presentation, and prepare a report of the
cost for such publication choices. The present invention
allows sellers to offer their inventory, products, goods, and
services for sale in a choice of one or a variety of supported
media outlets: in print, such as mewspapers, magazines,
periodicals, guidebooks, catalogs, brochures, fliers and
directories; in electroaic form, such as online directories,
web sites, buletin boards, news groups, CD-ROMS, and
interactive media and networks; and in other media, such as
biliboards, skywriters, bus benches, radio, interactive kiosk,
and any other form of customer outreach or jnforpaation
distribution

After the seller makes these media choices, the present
invention prompts him for information, based on the criteria
set forth by each media outlet and held in The Presentation
Rules Database 1650 and 4650, that is then used in the
creation of presentations, The Presentation Rules Database
1650 and 4656 holds all ke crileria, formatting architecture,
distribution faciors, and prices for each participating media
outlet

The present invention’s Presentation Generation Program
1710, along with the Prescntation Rules Database 1650 and
4650, not only creates a presentation designed to conform to
the requirements set forth by each media, but it also
“dynamically gencrates™ both static presentations which can
be accessed by traditional search methods of the buyer and
dynamic presentations which respond to the buyer. This
function creates two very distinctively different presenta-
tions in a labor-saving database method so the seller can
save time and resources while creating presentations that
incorporate the best of both “dynamic” and “static” type of
presentations. {Note: stalic presentations are easily indexed
and accessed by search engine and search modes These are
the best formats for accessibility in electronic media
Dynamic preseniations are database-driven and respond to
the queries of the viewer (buyer) with current and real-time
inventory changes, updates, and control}, An Internet or
Intranct presentalion that utilizes both methods for deliver-
ing information is far superior io any other presentation
online today

The Presentation Generation Program allows for the cre-
ation of traditional and electronic sales and information by
minimally trained personnel who merely have to input
information into the program, aided by prompling from the
present invention.

Once the present invention generates the preseatation, it
either automatically publishes the presentation to the appro-
priate electronic destination or holds the presentation for a
scheduled publication date to be submitted for a particular
deadline or predetermined promotionat market These pro-
sentations can be updated for either presentation content or
inventory control iu mear real time by either manual os
automatic means via eleciropic message units from third-
parly mamagemenl or fnveniory control software This
means the seller can updaie or control his inventory in every
media with just one in-house updating function.

The presentations created by the present invention allow
for the sale of the products, goods, or services and for the
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making of payments by buyers on those interactive siles that
support clectronic sales. Inventory adjustments for
production, sales, and other reasons are made in near real
time, allowing for an accurate presentation of availability of
inventory fo buyers in alf supported media The present
invention, when used in both elecironic and traditional
media, also allows for lower cost to both the seller and the
media management by creating a self-serve, automaied
billing environment for the seller’s creation and publishing
of the presentations. The present invention provides sub-
stantial savings in the arca of commerce because it allows
for transactions to occur instantly at “point of sale™ or, to use
an appropriately faster texm, “point of decision”.

Interactive Sale and Reservations:

On the buyer’s side of the process, the present invention
provides coasistent, vendor-appropriale information in all
forms of media for products, goods, and services offered for
sate. Prior art, in regards to online presentations, often does
not give the buyer current information because that inven-
tory must be mapually updated, so real-time or near real-
time ftransaction becomes an inaccuraic phrase. IThe infor-
mation ihe buyer gets from one media outlet, electionic
mall, or directory may be in conflict from another media
ocutlet, electronic mall, or directory This conflicling infor-
mation may contribute to a Buyer’s potential dissaiisfaction
of the Seiler and the whole online presentation and sales
process

As previously stated, the present invention’s electromic
presentations are created to give the buyer products, goods,
and services that are easily accessible and that dynamically
produce the latest, current information, pricing, and avail-
ability. Because the seller can automatically update ail media
outlets from his In-house management or accounting sofi-
ware or an instance of the present invention, the buyer can
feel confident In getting current information and inventory
The Buyer has the choice o either conduct a search for the
desired products, goods, or services using the on-site search
capabilities or browse the presentations much the same way
one would browse the aisles of books at a Library.

Once the Buyer has made a selection on those supporled
interactive outlets, he can purchase, reserve, or hold
products, goods, or services The present invention wifl then
tell him that his request is available and ask him to reaffirm
his choice.

If his selection is not available, the present invention may
give him the opportenity o choose something else, change
his purchase request, or provide him with optionat choices
from the Referral Database 2670 The Referral Database is
an option that Sellers can use to recommend other Sellers of
similar products, goods, and services In the case of lodging
facilities, ofien Sellers will refer their overflow to other
lodging facilities in their immediate arca. In the preferred
embodiment of the present invention, Sellers will inpui
referral to other Sellers into their instance of the present
invention,

Once the Buyer has been assured that his choice of a
product, goods, or service is available, the present invention
will then prompt him to eater the information required by the
Seller The Buyer Database 2610 maintains data on buyers
who make interaclive purchases or teservations of the
products, goods, and services offered by the Seller over the
Centsal Presentation and Selection Server 2000 or Indepen-
dent Presentations 3000 Dala fields may conlain Buyer’s
name, network or delivery 1D, physical address, phone,
email address, credit card Information, and any other infor-
mation deemed pecessary to support the Buyer and the
Sclier’s required buyer information If the Buyer has previ-
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ously made a purchase through (he same instance of the
present invention, most or all the information needed may
already be in the Buyer Database 2610 In this case, the
information required by the SeHer will come up on the
screen and the Buyer will be prompled to update any
intormation that may have changed or needs to be added

Once the buyer has committed to a purchase and has
completed all the transaction data required, the commitment
is transmilted to the seller and the inventory is updated With
the present invention, inventory confrol of the supplicrs,
vendors, service providers, purveyors, and other types of
sellers is maintained with a transaction and confirmation
message unit sent between the Central Presentation and
Selection Servers 2000, Central Controller and Presentation
Processor 1000, and those supphers, veadors, service pro-
viders and purveyors.

The present invention will then ask the Buyer to choose
a confirmation method . Choices of confirmation may be by
phone, fax, email, confirmation number, or any requirements
the Seller may select for proof of purchase. Once the Buyer
chooses a method of confirmation, he can get a print-oul of
the Seiler's commitment for delivery, a confirmation
nuraber, or whatever means of confirmation determined by
the Seller As an example, he can even get a complete
print-out of directions to the facility if the purchase invoives
hirn arriving at a place of lodging, restaurant, arena, store, or
any other facility.

Network 1D Card:

This componemt of the present invention relates to the
verification and substantiation of the purchase of access or
admission o those services ot events that traditionally have
controlled access by means of tickets, passes, admission
documents, reservations, reservation confirmations, or other
substantiation at the facility, site, business, or venue

The full implementation of the present invention makes
the usual requirement of delivery of tickets, passes, admis-
sion confirmations, or reservation confirmations unneces-
sary. These traditional conveyance forms are replaced or
augmented by ke buyer’s Reservation/Ticket Network ID
card or confirmation of biometric ID The preseat invention
allows buyers of tickets, passes, admission documents, and
reserved services o purchase or reserve those lickets,
passes, admission documents, or services remolely

The present iaventon allows the buyer to confirm or
prove his purchase at the facility, site, business, or venue by
means of his exisling magnetic, smart, or optical ID card; by
entry code; or by electronic biometric authentication These
means of proof can be approved by the operators of an
instance either for exclusive use for that imstance of the
present invention, for multi-use in conmjunction with other
entities and the operators of the other instances of the present
invention, or by a “piggy-back” method that will allow the
issue or use of new or existing Credit Cards, Membership 1D
Cards, or other 1D Cards.

For those services or events that require printed tickets,
passes, admission documents, reservation confirmations, or
other physical substantiation, those means of confirmation
can be printed on demand from either awtomatic or mancal
vendors upon electronic reading or scanning of the buyer’s
1D card, entry of a code, or biometric authentication Net-
work or Delivery I} cards may be approved by either one
operator of an instance of the present invention or a group
of operators of different instances of the present invention
with cross-use allowed. Network or Delivery 1Ds may be
Single-use or Multi-use cards that are also access cards 0
the Network or Delivery 1D
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Resource Saver Prolocol:

This component of the present invention provides a
methed and apparatus to control, coordinate, and synchro-
aize the sales and availability of either common, unique, or
time-sensitive products, goods, and services The present
invention does this while allowing for the purchase or
reservation of these products, goods, and services through
electronic networks and other diverse channels or outlets
and keeping control of inventory to prevent overselling or
overbooking. The preferred embodiment of the present
invention utilizes the Resource Saver Protocol to reduce the
number of messages sent and received by all components of
the present invention while maintaining the control and
synchronization of any qualified inventory that is interac-
tively offered for sale. With the reductions in the quantity of
messages needed to mainlain invenmtory synchromization,
there is a corresponding reduction in all olker aspects of
communications and processing overhead between the
remote components and sales outlets.

The invention automatically updates all components of
the present invention on multiple sites or media channels in
a time-sensilive and time-zppropriate basis. The aufomatic
two-way network communications method of the present
invention provides the necessary coordination of inventory
and sales With the added dimension of the Resource Saver
Protocol, the Seller can divide his inventory into logical
groups for marketing, presentation, and sales to the Buyer
Using a holel as an example, the instance of the present
invention is configured Lo represent Hotels and Lodging, and
the Seller is a hotel with 312 rooms of the following Lypes:
200 standard rooms, 100 upgrade rooms, and 12 suites.

The sctup of the Resource Saver Protocol is accomplished
within the Presentation and Configuration Program 4715 or
the Seller Interface 4008 The Seller divides the inventory
into its logical groups for marketing, presentation, and sales
1o the Buyer. In this case, the groups are standard rooms,
upgrade rooms, and suites. Each item in each group of items
must be substitutable with afl the other items within ihat
group.

If the inventory were not absolutely substitutable to any
given Buyer, then the Seller would not use the Resource
Saver Protoco! in this inventory That does not mean that all
the Tnventory items or groups of a Seller must either be or
not be controtled by the Resource Saver Protocol The Sefler
may have any combination of Inventory items or groups
controlled or not conirolled by the Resource Saver Protocol

In the case of the current hotel example, the inventory is
considered 1o be both Limited and Time Sensitive There are
only a limited number of rooms of each type, and they are
time sensitive in the fact that the inventory is sold by the
“unit night” whicl, if not sold and atilized by that night, can
never be used or recovered.

The Seller must then set the maximum units of inventory
that any given Buyer will be allowed to purchase in any
given single transaction. In the hotel example, the Seller
might set a limit of 5 rooms for any giver Buyer to purchase
from any Central Presentation and Selection Server 2000 or
other outlets serviced by this instance of the present invea-
tion By setting a reasonable maxinmum number of units of
inventory that a Buyer may purchase, the Seller prevents that
rare but possibic case of a self-serve Buyer purchasing or
reserving more inventories than is available. The Buyer is
stili aflowed to purchase or reserve as much inventory as he
iikes, bui the purchase must be lramsected in sequential
“maximum unil” fransacticns as opposed to one large trans-
action.

Next, the Seller sets a buffer number for ecach of the
groups of items te be offered to the Buyer. The purpose of
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this buffer is to allow for a margin of error, based on
processing time and communication delays, to prevent the
overselling of inventory (overbooking in the hotel example)
This number is an estimate intended to be adjusted, based on
the Seller’s experience over time I the hotel example, the
management might set the buffer qumber at 10 units (twice
the maximum single purchase) as a starting point, to be
adjusted later based on the Sellers experience.

Then the Seller must defermine the Notification Level
This level equals the maximum purchase units a Buyer can
make at one time plus the buffer number. For instance, if the
Seller is a hotel, it has for purchase 200 units of the same
type of room, the maximum purchase units are 5 rooms, and
the buffer number is 10 rooms, then his Notification Level
would be 15 This means that the Scller would reccive
transmissions from all of his outlets when a purchase is
made. However, he would not have lo communicate back to
those outlets (via one transmission message to the Central
Processor and Control Server 1000) until his remaining units
reached or breached the available inventory level of 15 units
I the level were reached or breached, fransmissions for units
within the unil group would be communicated back and
forth for each purchase from the available inventory level of
15 uatil ali units are sold for that period of time.

A demonstration of the transmission savings for the
example hotel would be as follows There are 100 rooms
available at the example hotel and 5 sale outlets or channels
are used Without the use of the Resource Prolocol, 320 (80
messages each {o 4 outlets) inventery update messages
would have to be sent in order to accomplish the total
individual booking of 80 rooms. Each cutlet or channel
would maintain the avaikability count for the rooms, and one
update message for the booking of each room would be sent
to each of the sale outlets or channels that did not originate
a given sale. With presale verification of available inventory
for each transaction, our same example hotel would receive
and send a combination of 240 queries, responses, and
updates {80 each} lo reach the 80 rcoms booked. The actual
pumber could be much more because the 240 number
assumes that each query results in a booking, whereas in
actual practice, the experience would be that many queries
did not result in booking. In addition, the buyer would be
required to wait for the amcunt of time that it took for the
transaction verification process to take place That amount of
time may or may not be significant, depending on several
factors such as the current network use, network connection
speeds, elc

Wilh the present invention, cach sales outlet, channel, of
other source of unique or time-sensitive products queries
availability only after receiving notice of a predetermined
inventory level or count This means that with our example
hotel, only 8 booking messages would be sent if the
management sets the notification level (predetermined avail-
able invenfory count) at 15 units remaining This would
cause a 66% to 80% savings of communications and com-
puter resources. For our example hotel to reach 100%
occupancy, the total message load would be 160 messages
{100 booking plus 60 update to four outlets or channels).
With verification being required, the total message load
would be 190 (100 booking plus 60 update plus 30 gueries
and responses) This compares with a total of 500 messages
without verification and 700 messages with verification {100
booking, plus 400 inveniory update message, plus 200
qgueries and responses for verification), showing savings of
68% to 73%, depending on the methad used after the
notification level is reached or breached.

11 should be noled that the savings generated are more
substantial than they appear to be for some Seller types This
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is because the typical total sales of inventory in any given
period does not reach the level that triggers the notification
of the Central Presentation and Selection Servers 2080 or
other outlets and channels

For more common or commodity-like producs, goeds, or
services, there is little concern of overselling In order to
conserve on communication and other resources, the
Resource Saver Protocol altows the electronic networks and
traditional sales outlets, channels, or other sources of sales
to batch or hold the sales tramsaction messages. These
messages are then transmitted once a certain guantity has
been sold, once a specified time period has passed, or a
combination of both bases The aperator of a given instance
of the preseat invention has the option of settings for
transmission levels or transmission pericds and specific
transmission times, or general transmission times plus spe-
cific ountlet offsets

As an example, a Seller of music CDs who has sufficient
inventory might set the trapsmission fevel at 33, the trans-
mission period al 24 hours, and the transmission time at
01:00 AM plus any offsct. This would then set the electronic
networks and traditional sales outlets, channels, or other
sources o either transmit transaction messages any time
they are holdimg 35 lransactions or more, fransmil fransac-
tion messages at least every 24 hours, and/or transmit any
remaining transactions ai 01:00 AM plus any offset The
instruction for transmitting any remaining transactions at a
specific time phis offset allows the Seller to set each cutlet s
specific transactions so that the transmissions are spread
over some time frame The Seller can then choose a time for
transmission so he can take advantage of low processing and
communications loads The potential savings by using the
present invention in cornection with controlling the inven-
tory and sales of common products, goods, or services are
obvious but widely varied, based on the Seller’s settings and
goals

Operators of the present invention may provide additional
transaction certainty and verification in the form of “con-
firmation of the transaction” messages or “inveatory count”
and/or “sequence numbers” dala fields with each transaction
message All of these methods are opticnal at the discretion
of the operators of the instance of the presemt invention,
based on their experience Or CORCEINS

With the “confirmation of the transaction  method, a
confirmation message is sent back to the originating outlet,
repealing or confirming each transaction message that has
been sent. Although this doubles the message units passed
between Sellers and outlets, these “confirmation of the
transaction” messages can be seat at times of low processing
and communications loads, thereby reducing the impact of
their use The use of these confirmation messages virtually
reduces transmission errors to zero. This method can be nsed
during initial periods lv build operator confidence in the
present inveation more thas as a method that is used all the
time

The “inventory count” is a field that is passed om all
transaction messages where a total inventory has been
established and each outlet is comparing and subtracting
each sales irapsaction from that inventory. The establish-
ment of total inventory or noticed inventory is based on
whether or not the Seller is using the Notification Level
method of moritoring and controtling iaventory. If the Seller
is not using that method, then the total inventory is known
by the cutlets and is used as the “inventory count” to be
passed, If the Seller is using the Notification Level methed,
then the “inventory count” field is only included alter the
Notification Leve!l has been reached or breached at the
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Seller’s localion and the Notification Level messages have
been sent 1o the ouilets This “inventory count” is used by
the present invention to verify that each component {Seller’s
location and all sales outlets) is synchronized as to the
inveniory level that all are working off of

Although the embodiments of the present invention have
been described in detail herein, it is to be understood that
these descriptions are merely ilfustrative The inventive
system may be modified in 2 variety of ways and equivalents
in order 1o suite a particular purpose while still employing
the unique concepls set forth

What is claimed is:

| A method of using a network of computers to facilitate
and contiol the publishing of presentations to a plurality of
non-resident print media venues represented by at least one
operator comprising:

a) providing means for contracting with non-resident print

media venues by the operator;

b) providing one or more integrated environments,

wherein each Integrated environment comprises:

1) providing one or more kists of available print media
venues;

2) providing means for selecting the prinl media ven-
ues;

3) providing means for inputting information; and

4) providing means {or transmitting said information lo
selected priat media venues of the print media ven-
ues;

whereby a seller may choose one or more non-resident

print media venues, and transmit the information to the
selected print media venues for publication.

2 The method of claim 1 further providing means for
creating presentations from the sellers information.

3 The method of claim 2 fusther providing means for
transferring said created presentations to the print media
venues for publishing.

4. The method of claim 1 further providing means for
applying cormresponding guidelines of the print media ven-
ues,

5. The methed of claim 4 further providing means for said
print media venues to input said guidelines and information.

6. The method of claim 1 further providing means for said
print media venues to receive the sellers presentations

7 The method of claim 1 further providing a print media
venues buyers database having a list of print media venues
buyers.

8 The method of claim 1 further providing a prind media
venues transactions database having a list of print media
venues lransactions,

9 The method of ¢laim 1 further providing a print media
venues inventory database having a list of print media
venues Bveniory

10 The method of ¢laim 1 further providing a preserta-
tions database containing created presentations.

11. The method of claim 1 further providing a seller
database having a Hist of sellers.

12 The method of claim 1 wherein a print media venues
database inclades a Iist of available print media venues and
corresponding editorial, design and publication standards

13. The method of claim 1 wherein a print media venues
database inclades a list of available print media venues and
corresponding pricing and print media venues inventory
availability

14. The method of claim 1 further providing means for
transferring said presentations to said print media venues

15 The method of claim 1 further providiag a computer
to contrel and facilitate the netwark of computers.
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16. The method of claim 1 further providing a compuler
to control and facililate creation and distribution of all
presemations 1o said selected print media venues.

17. The method of chim 1 further providing means for
facilitating and controlling the publishing of presentations to
resident print media venues.

18 A method of using a network of computers to facilitate
and conirol the publishing of presentations to a plurality of
non-resident newspaper media venues represented by at
least one operator comprising:

a) providing means for contracting with non-resident

newspaper media venues by {he operator;

b) providing one or mere infegrated environments,

wherein each integrated environment comprises:

1) providing one or more lists of available newspaper
media venues;

2) providing means for sclecting the newspaper media
venues;

3) providing means for inputting information; and

4) providing means for transmitting said information to
selecled newspaper media venues of the print media
venues;

whereby a seller may choose one or more non-resident

newspaper media venues, and transmit the information
to the selected newspaper media venues fer publica-
tion

19. The method of claim 18 further providing means for
creating presentations from the sellers information.

20. The method of claim 19 further providing means for
ransferring said created presentations to the newspaper
media venues for publishing.

21. The method of claim 18 further providing means for
applying corresponding guidelines of the newspaper media
Venues.

22 The method of claim 21 further providing means for
said newspaper media venues to input said guidelines and
information

23 The method of claim 18 furiher providing means for
said newspaper media venues to receive the sellers presen-
tations.

24 The method of claim 18 further providing a newspaper
medija venues buyers database having a list of newspaper
media venues buyers

25, The method of claim 18 further providing a newspaper
media venues transactions database having a list of news-
paper media venues transactions.

26 The method of claim 18 further providing a newspaper
media venues inventory database having a list of newspaper
media venues invenlory

27 The method of claim 18 further providing a presen-
tations database containing created presentations

28 The method of claim 18 further providing a seller
database having a list of sellers.

29 The method of claim 18 wherein a newspaper media
venues database includes a list of available newspaper media
venues and corresponding editorial, design and publication
standards

30 The method of claim 18 wherein a newspaper media
vemes database inchides a list of available newspaper media
venues and corresponding pricing and mewspaper media
venues inventory availability

31. The method of claim 18 further providing meaps for
transferring said presentations to said newspaper media
venues.

32 The method of claim 18 further providing a computer
to control and facilitate the network of computers

33 The method of claim 18 further providing a computer
to control and facilitate creation and distribution of all
presentations to said selected newspaper media venues
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34. The method of claim 18 further providing means for
facilitating and controlting the publishing of presentations to
resident newspaper media veoues.

35 Amethod of using a network of computers to facilitate
and control the publishing of presentations to a plurality of
non-resident directory media venues represented by at least
one operator comprising:

a) providing means for contracting with non-resident

directory media venues by the operator;

b} providing one or more integrated environmenis,

wherein each integrated environment comprises:

1} providing one or more lists of avajlable directory
media venues;

2) providing means for selecting the directory media
Venues;

3) providing means for inputting information; and

4} providing means for transmitting said information to
selected direciory media venues of the print media
Venues;

wherehy a seller may choose one or more non-resident

directory media venues, and transmit the information to

the selecled directory media venues for publication.

36. The method of claim 35 further providing means for
creating presentations from the sellers information

37. The method of claim 36 further providing means for
transferring said created presentations to the directory media
venues for publishing

38 The methed of claim 35 further providing means for
applying corresponding guidelines of the directory media
VEmIEs.

39 The method of claim 38 fusther providing means for
said direclory media venues to input said guidelines and
informatton

40. The method of claim 35 further providing means for
said directory media venues to receive the sellers presenta-
tions

41 The method of claim 35 further providing a directory
media venues buyers database having a list of directory
media venues buyers

42. The method of claim 35 further providing a directory
media venucs transactions database having a list of dizectory
media verues transactions.

43 The method of claim 35 further providing a directory
media venues inventory database having a list of directory
mediz veaues inventory

44 The method of claim 35 further providing a presen-
tations database containing created presentations

45 The method of claim 35 further providing a seller
database having a list of sellers.

46 The method of claim 35 wherein a directory media
venues database includes a list of available directory media
venues and corresponding editorial, desiga and publication
standards.

47 The method of claim 35 wherein 2 directory media
venues database includes a list of available directory media
venues and corresponding pricing and directory media ven-
ues invenlory availability.

48. The method of claim 35 further providing means for
transferring said presentations io said directory media ven-
ues

49 The method of claim 35 further providing a compuier
to control and facilitate the network of computers

56. The method of claim 35 further providing a computer
o contre! and faciiitale creation and distribution of ail
presentations to said selected directory media venues

51, The method of claim 35 further providing means for
facilitating and controlling the publishirg of presentations to
resident newspaper media veaues
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52 Amethod of using a network of computers to [acililale

and control the publishing of presentations to a plurality of

non-resident magazine media venues represented by at least
0n¢ Operalor Comprising:

a) providing means for centracting with non-resident

maggzine media venues by the operator,

b) providing one of more integrated environments,

wherein each imegrated environment comprises:

1} providing one or more lists of available magazine
media venues;

2) providing means for selecting the magazine media
venues;

3) providing means for inputting information; and

4 providing means for transmitting said information to
selccied magazine media venues of the print media
venues;

whereby 2 seller may choose one or more non-resident

magazine media venues, and transmit the Information
to the selected magazine media venues for publication

53. The method of claim 52 further providing means for
creating presentations from the sellers information

54. The method of claim 53 further providing means for
transferring said created presentations to the magazine
media venues for publishing.

35 The method of claim 52 furher providing means for
applying corresponding guidelines of the magazine media
venues,

56 The method of claim 35 further providing means for
said magazine media venues (o input said guidelines and
information

57 The method of claim 52 further providing means for
said magazine media venues 1o receive Lhe sellers presen-
tations
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58 The method of claim 52 further providing a magazine
media venues buyers database having a list of magazine
media venues buyers

59 The method of claim 52 further providing a magazine
mediz venues transactions database having a list of maga-
zine media venues transactions

60. The method of claim 52 further providing 2 magazine
media venues inventory database having a list of magazine
media ventes inventory

61 The method of claim 32 further providing a presen-
tations database containing crealed presentations

62 The metbod of claim 52 further providing a seller
database having a list of sellers

63 The method of claim 52 wherein 4 magazine media
venues database includes a list of avzilable magazine media
venues and corresponding editorial, design and publication
standards.

64 The method of claim 52 wherein a magazine media
venues database includes a list of available magazine media
venues and comresponding pricing and magazine media
venues inventory availability,

65. The method of claim 52 further providing means for
transferring said presentations to said magazine media ven-
ucs.

66 1he method of claim 52 fusther providing a computer
to control and facilitate the network of computers.

67 The method of ¢laim 52 ferther providing a computer
to controf and facilitate creation and distribution of all
presentations to said sclected magazine media venues

68. The method of claim 52 further providing means for
facilitating and controlling the publishing of presentations to
resident magazine media venues

* b * * *



