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from the Mediz Imerface (o the Central Controller and
Presentation Processor 1000 FIG 22 The data fields con-
tained in the Presentation Rules Database 6650 will vary
[rom Media type to Media type, depending on the types ol
media and interaclive presentations that are supported by the
given instance of the present invention and the design of the
presentations. Some fieids 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 (vplional) 6665 will have
data fields containing information that monitors and controls
the inventery ef products aed services offered by the Media
within the interactive Presentation and Confipuration Pro-
gram 4715 of the Seller Interface 4000 of the present
invention In the preferred embodiment of the present
invention, the Media Accounting or Management Program
6000B mainlains the invenlory data If that software cannot
communicale or can only communicate partial data with the
present invention, then the Media Inventory Database 6665
would be used alone or in combinalion with the Media
Accounting or Management Program 6000B, respectively
The embodiment of the present invention communicates
wilh the Media Accounting or Management Program 60008
for the synchronization of inventory and other data that can
be coordinated The data fields within the Inventory Data-
base (optional) 6665 will vary from Media type to Media
type, depending on the type of products, goods, or services
that are being scld or reserved. The reason that the Media
Inventory Database 6665 is optional is that some media
types such as newspaper classificd ads or printed directories
such as regional phone directories have ne real limit as to the
number or quantity of presentations that they can accepi.
Therefore there would be no need to track or control
inventory

The programs of this embodiment of Media Interface
6000 are; Media Configuration Program 6717, Trapsaction
Processing Program 6728, Communication and Transport
Program 6760, Media Accounting or Management Program
6000B, and other programs as may be necessary or desir-
able.

The Presentation and Configuration Program 6717 is both
the gateway to the present inveation 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 scries of queslions to answer. The
answering of these questions contributes to the Media Data-
base 6635, Presentation Database 6640, Presentation Rules
Database 6630, Media Inventory Database (optional) 6665,
and any other databases necessary The Media Configuration
Program 6717 monitors the responses io the questions
asked, text entry areas, photos, graphics, and other input,
either required or optional

Within this embediment of the present invention, the
Transaction Processing Program 6720 is not utilized, as the
Media Accounting or Management Program 6000B per-
forms its fanctions if there is no Media Accounting ot
Management Program 6600B or it is not able to handle those
functions, then the Trapsaction Processing Program 6728
will perform the necessary funciions fo process the incoming
Transaction Messages. These messages may update data-
bases; notify Media of product, goods, or services sold or
reserved; notify Media of prices or rates paid; perform the
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gecessary confirmations of available invenlory and rates/
pricing; crezfe or send confirmation messages o buyer or
other requested confirmation methods; and perform other
functions necessary to process the incoming transaction.

The Communication and Transport Program 6760
monitors, directs, and controls the receiving and {ransmitting
of messages between the Media and the Central Controller
and Presentation Processor 1000 FIG. 2a. During the setup
of the Media Configuration Program 6717, the Communi-
cation and Transport Program 6760 s initialized and tested
with the Modem 6330 and/or Network Interface 6340 The
functions of the Communication and Transport Program
6760 are largely transparent to the Mediz It should be noted,
however, thal in this embodiment of the preseat invention,
the Media Interface 6060 should be left on, with the Com-
munication and Transport Program 6760 running, 24 hours
a day, 7 days 2 weck This is necessary so that the Trans-
action Processing Program 6720 can receive and process any
transaction messages from the Central Controller and Pre-
sentation Processor 1000 FIG 24 regardless of the hour of
the day
Buyer’s Use of Present Invention Demonsirating Fransac-
tion Processing and Access Delivery Substitution

The preferred embodiment of the present invention allows
for “open access” to all electronic presentations by assem-
bling the presentations in an accessible format that can be
searched and read by independent, pubilic, electronic search
engines as well as by individual private search programs. We
are refernng to Internet Search Engines such as Yahoo,
Lycos, Web Crawler, Excite, Hotbot, Altavista, and other
referral and/or robetic, publicly accessible “Search
Engines ” The block diagram of FIG. 3a through 3k 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 sellers

With this open-access design or architecture, the Buyer
may choose any of the available access methods to find or
search for the goods, products, events, or services repre-
sented If the Buyer is aware of how 10 access the directory,
index, or presenlation site thal may confain the subject
presentations that the Buyer is ioterested in, he can go
directly to the site or direct his personal search program to
search the site This searching of the site may be done either
on a single search basis or as part of a group or list of siles
that the Buyer wants fo search. As an example, if the Buyer
is looking for lodging in a given city, the Buyer might give
instructions and search parameters lo the Buyer’s private
search program Those instructions and search parameters
would include a list of sites that the Buyer wants to search
That list of sites could contain a wide range of sites that bave
been created under various methods including the present
invention The private search program can perform the
searches while the Buyer is wailing for the results or can be
scheduled to search during off-peak hours, then present the
search results to the Buyer at his convenience The search
resulls delivered to the Buyer are a listing of those pages or
presentations thai meet the search instructions and param-
eters that were entered by the Buyer (blocks 10104,
10110-10118).

if the Buyer has the access location knowledge, he also
has the option to access the presentations directly using
Isternet access and any Inferaet Browser such as Neiscape
40 o apy other browser software. Cuee the Duyer has
accessed the site directly, ke has the choice to etther 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
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a library Searck 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 10126-10126)

T'he search results obtained from the on-site search function
will direct the Buyer to those presentations contained within
that Central Presentation and Selection Server 2000, but not
to other sites or sources. For the Buyer who wishes to
browse the structure of the presentations contained on the
Central Presenlation and Selection Server 2000, the design
and architecture of the preseatation structure will direct him
to the information he seeks by means of subject indexes and
directories

Buyers who are not aware of how 1o access the directory,
index, or presentation sife can access the presentations by
using the public search engines such as Yahoo, Lycos, Web
Crawler, Excite, Hotbo, Altavisla, and other referral and/or
robotic publicly accessible “Search Engines”., With the
open-access formal and structure, the present invention
allows the search engines to have full access (o the presen-
tations to review and index 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, 10104)

Onee the Buyer has narrowed his information search to a
manageable amount by either avfomated search systems or
by browsing, the Buyer would then review the presentations
avaitable (blocks 10149, 10150} If, for example, the Buyer
is searching for lodging, he would, after deciding on a
specific lodging facility and room type, request a reservation
for a given set of dates (blocks 10660,10162) This request
is made interactively while he views the presentations on the
Central Presentation and Selection Server 2000, The Trans-
action Negotiation Program 2725 processes ihat request,
using the information contained 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
not, enters & negotiation mode. The program will suggest
alternative accommodations (different rooms or even a dif-
ferent lodging facility and rooms), using legic fo suggest the
best aliernalive . As an example of this logic, the algorithms
would not suggest a bridal suite when the Buyer has
requested a single economy room, or it may offer a discount
for an upgraded room (block 10170-10198). 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
fodging 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 acceplts, thal program puts that particelar inven-
tory on a hold staius to allow the Buyer time {o respond with
the additional information necessary to make the purchase or
reservation (block 10206, 16202). It is impostant that the
Buyer is not burdened with inputting the required informa-
tion until the items (in the lodging example, room aad dates)
thhat he wants are confirmed to be available. If a Bayer is
forced to input the additional information aad then find that
the inventory is not available, he wili feel that the system has
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wasted his time and will probably not use the service in the
future. Only when 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
reguired largely depends on the type of products, goods, or
services that are represented . In the preferred embodiment of
the present invention, the Buyer wounld be prompied 1o apply
for a Delivery or Network ID Once the Buyer has this ID
number and the associated password, then he would only
have to enter that I number for firture use instcad of
entering all required information The Delivery or Neiwork
ID is also used as a substitute for the more traditional
methods of proof-of-access such as tickels, passes, admis-
sion documents, reservations, reservation confirmations, and
other physical proof of purchase In this embodiment of the
present invention, the Delivery or Network ID could also be
used to give discounts for use, promotional offers, upgrades,
of other marketing incentives The information required in
the application for the Delivery or Network ID would be
owner names; contact names, numbers, and address; pay-
ment and credit information or payment method informa-
tion; and any other information necessary to support the
Declivery or Network ID. The Buyer would also be required
to identify which physical card or ID that he currently holds,
he intends to use as the Delivery or Network ID. (blocks
10220-10232) An example of the appropriate use for the
Delivery or Network 1D would be in conjunction with an
instance of the present invention that is configured to
represent professional sporting evemts The Buyer in our
example could purchase access {o a given represented spori-
ing event through the Central Presentation and Selection
Server 2000, and the oely requirement of the Buyer when
arriving at the facility to attend the event would be fo prescnt
his Delivery or Network 1D for processing If the Buyer has
a 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
information in lieu of the Delivery or Network ID Depend-
ing on the information required and the responses from the
Buyer, the Transaction Negotiation Program continues to
prompt the Buyer until 2ll information requirements have
been met (blocks 10220-10262).

Having received and reviewed all the required informa-
tion requested from the Buyer, the Transaction Negotiation
Program 2725 then requests a transaction approval code
from a credit card processing company IFf the credit card is
not approved, the program then requests an alternative
payment method from the Buyer (blocks 10270-10282)

A Transaction {D> is assigned after the Transaction
Approval Code has been received (block 10290) With the
assignment of the Transaction ID, the Transaction Negotia-
tion Program 2725 creales a confirmation proof of purchase
or order (Confirmation of Booking in the lodging example).
This confirmation is presented to the Buyer with prompts for
choosing any additional information that may be avaitable to
add to this document prior to the Buyer printing it. With the
lodging exampls, 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 area, or any other
information of interest or concern to the Buyer (blocks
{18306-18308) If, in the preforsed embodiment of the
present inveation, the Buyer later wishes to cancel or madify
his purchase, reservation, or request, he would return to the
Seller’s presentation and access and modify bis purchase or
reservalion by using his Delivery or Network 1D, Iransac-
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tion ID, confirmation number, credit card number, some
combination of these, or some other identification method
(blocks 10312-10316).

Alter the Transaction 1D kas been assigned and the Buyer
has been presented with the purchase response, the Trans-
action Negotiation Program 2725 determines if the inven-
tory sold or reserved was controlled by the Resource Saver
Protocol If the inventory is contrelled by the Resource
Saver Protocol, the program determines if the Inventory
Notification Level has been reached and if so, what the
remaining inventory couat currently is after subtracting the
transactions currenily on kold (blocks 10320-10324)
Regardless of whether the Resource Saver Protocol applies
to a particular instance of this invention, the program must
calculate the Inventory Confirmation Number (block
10330) This Inventory Confirmation Number, which varies
from seller type to seller type, is used as a “check number”
fo confirm that all components, the Central Prescntation and
Selection Server 2000, the Central Controller and Presenta-
tion Processor 1000, and the Seller Interface 4000 have their
associated inventory databascs in synchronization

The Transaction Negotiation Program 2725 also assigns a
sequential Iransaction message number associated with this
trapsaction It is through the tracking of this number that the
Central Controller and Presentation Processor 1000 and
Seller Intesface 4000 can determine if a gap exists and a
missing iransaction message needs Lo be requested from the
component that sent the missed message.

The Transaction Negotiation Program 2725 updates
Buyer Database 2610, Transaction Database 2620, Inven-
tory Database 2660, and any olher databases necessary. It
uses all the aforementioned data to create the Transaction
Message that is sent from the Central Presentation and
Selection Server 2000 fo the Central Controller and Presen-
tation Processor 1000 (blocks 10340, 10342)

Upon receipt of the Transaction Message, the Transaction
Processing Program 1720 on the Central Controller and
Presentation Processor 1000 confirms the trapsaction logic
and then updates the Buyer Database 16190, Transaction
Database 1620, Inventory Database 1660, and any other
database affected By confirming the transaction logic, we
mean that the Tramsaction Processing Program 1726 recal-
culates all of the calculations done by the Transaction
Negotiation Program 2725 on the 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 Selee-
tion Servers 2000 that may be affected by any change in
inventory as a result of this transaction It should be noted
that this is an example of the savings presemted by the
Resource Saver Protocol For those items of inventory that
are controlled by the Resource Saver Protocol, Transaction
Messages need not be sent to 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 these items of inventory that are not con-
trolled by the Resource Saver Protocol, the Central Control-
Ter and Presentation Processor 1008 sends Transaction Mes-
sages to the Seller Interface 4000 and to all affected Central
Preseatation and Selection Servers 2008 In this embodi-
men{ of the present invenlion, the Central Coatroler and
Presentation Processor 1000 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
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be on the same network, but more likely would be commu-
nicating 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 {o exchange or deliver. The communications
between the Central Presentation and Selection Server 2000,
the Ceniral Controller and Presentation Processor 1004 and
the Seller Interface 4000 is either protected by encryption or
only takes place on a private network or secure line modem
(blocks 10370-10400)

Upon receiving a Transaction Message, either the Trans-
action Processing Program 4720 or the Seller Accounting or
Management Program 40008 of the Seller Interface 4000
confirms that the purchased invenlory or reservation is
available and recalculates and confims all needed data
contained within the Transaction Message If the Transac-
tion Message s found to centain emoncous or missing data,
then error messages are sent to the Central Controlier and
Presentalion Processor 1000, i{he management or
administrator, and to the Buyer (blocks 10410-10432) It
should be noted that in this embodiment of the present
invention, the Trapsaction Processing Prograrn 4720 is
present but disabled whenever a compatible Seller Account-
ing or Management Program 4000B is in use and capable of
performing the funclions of the Transaction Processing
Program 4720

In this embodiment of the present inventioa, the Irans-
action Processing Program 4720 or the Seller Accounting or
Management Program 40008 of the Seller Interface 4000,
whichever is enabled, will have the option to be set to
automatically accepl or reject the purchase or reservation
without any further operator interaction If the automatic
option is not invoked by the management of the Seller
Interface 4000, then the processing of the Transaction Mes-
sage would reguirc the human operator to review the trans-
action and either accept or reject the transaction and provide
the appropriate responses {blocks 10440-10456)

All appropriate databases arc updated, and then, if the
Transaction Processing Program 4720 has been used instead
of the Seller Accounting or Management Program 406002, a
Transaction Message may be sent to a sscond-level or
non-compatible accounting or management software An
embodiment of the present invention distingnishes between
a fully compatible Seller Accounting or Management Pro-
gram 40068 that performs all the pecessary functions and a
second-level or non-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 4000B performs the appropriate 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 Management Pro-
gram 4000B must send a transaction message to the Central
Controller and Presentation Processor 1000, which in hun
sends it to the Central Presentation and Seleclion Servers
2000. The transaction message prompis the Central Con-
iroller and Presentation Processor 1000 and the Central
Presentation and Selection Servers 2000 to update their
respective databases. Regardless of whether or not the
Resource Saver Protocol has hesn acfivated, the Transaction
Processing Program or Seller Accounting or Management
Program 40008 sends an Acknowledgment Message 1o the
Central Controller and Presentation Processor 1000 to con-
firm that it has received and processed the Transaction
Message (blocks 10480-10499)
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BPepending on the Seller type, the Transaction Message
may conlain a request from the Buyer for a confirmation of
the purchase or reservation This request will be delivered to
the Seller and, by pecessily, would primarily be handled or
satisficd outside the realm of the present invention (blocks
10500-10512)

If the purchased item is to be delivered to the buyer, then
the 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 to the Buyer The Ceniral
Presentation and Selection Server 2000 formats and sends a
Transaction Message, which contains any shipping request
or special instructions to the Seller The Central Coniroller
and Presentation Processor 1000 processes the Transaction
Message and then sends it to the Seller Interface 4008 The
Seller will respond to those shipping and special requests
outside the realm of the present invention {FIG 3i-g, blocks
105002-105104).

In keeping with the configuration of the block diagram
that is intended for the delivery of tickets, passes, admission
documents, reservations, or reservation confirmations, all
processing is completed at block 10512 until the Buyer
arrives al the facility, site, business, or venue to be admitted
For events that might traditicnally require a ficket, pass,
admission document, of reservation confirmation as proof of
admittance, an instance of the present invention has several
options for the confirmation and delivery of said decumentis
It should be noted that even though the Central Presentation
and Selection Server 2000 supports the use of the Network
or Delivery 1D, which makes repeated usc of the Central
Presentation and S¢lection Server 2008 easier for the Buyer
to utilize The physical use of the Network or Delivery ID is
optional at the level of the facility, site, business, or venue.
The preferred embodiment of the presest invention, when
fully configured for the acceptance of the Delivery or
Network ID, allows the Buyer several options. If the Buyer
arriving at the facility, site, business, or venue chooses to use
the Delivery or Network ID, ke would simply have his ID
Carcd read by an unattended automatic reader that would
either print the necessary ticket, pass, admission document,
or reservation comfirmation or immediaiely allow admit-
tance through a gate or turnstile (blocks 10550-10574). The
savings to the Seller, in the form of time and labor for
processing admittance, is obvious. The real advantage,
however, comes in the form of Buyer goodwill resulting
from the convenience of reducing the time it takes to be
admitted or o oblain the physical tickels, passes, admission
documents, reservations, or reservation confirmations The
use of the Delivery or Network I3 within an embodiment of
the present invention is accomplished by either the Buyer
Admission Conirol Program 4770, which is a component of
the present invention, or by compatibie third-party programs
such as the Seller Admission Controt Program 4008C or the
Seller Accounting or Management Program 4000B with an
integrated admission control program fo either print tickets
or passes or open physical barriers.

If the Seller’s facility, site, business, or venue does not
support the automatic processing of the Buyer’s admittance,
then the Selier may use the Delivery or Network iD), with an
attendant visually examining the ID or operating the scanner
or reader and responding to the results with either admit-
tance or the printing of the tickets, passes, admission
documents, 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
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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
failuze, 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, Smar, or Optical
Card similar to a standard Credit Card. The present inven-
tion allows for the use of any unique identification method
either 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 admitied 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-residest 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 installs the
Presentation and Configuration Program 4715 and its asso-
ciated programs on an either dedicated or shared-use com-
puter {diagrammed block 11102 to 1146 ¥IG 4a) This
embodiment of this component of the present invention is
shown as Seller Interface 4000 FIG 2c, which shows the
relationship between the Presentation Program 4715 and the
associated hardware, programs and databases of Seller Inter-
face 4000.

Once installed and configured, the Presentation and Con-
figeration Program 4715 allows the Seller to control access
to the program through password protection (block 11820},
allowing only authorized personal of the Seller to access the
program This access control is important because the Pre-
sentation and Configuration Program 4715 may control
substantial portions of the seller’s sales, therefore the pre-
sentalions should only be created or modified by authorized
personnel

Upon accessing the Presentation and Configuration Fro-
gram 4715, the new Seller/client is presented with a series
of forms containing yes/no choices, text entry areas, menu-
driven choices, and other data and information eniry meth-
ods These forms lead the Seller through bis establishment as
a client of the given instance of the present investion This
portion of the Presentation and Configuration Program 4713
prompis the Seller for information such as contact numbers,
contact address, payment methods, and other Seller/chieat
information for the use of the management of the instance of
the present invention in working with and servicing the
Seller This porticn of the Presentation and Configuration
Program 4715 also presents the service comiract for the
review and agreement of the Seller. This agreement, com-
plete with the management information, is then transmitted
to the Central Controlles and Presentation Processor 1000
along with ail other Scller client information upon the ficst
submission of the Seiler’s presentation information. In the
case of an existing Seller/client, the Seller enters hig pass-
word {block 11120) fo access the body of the program for
creation and mainienance of his presentations

Upon entering the informatioa o establish the client
relationship, the new Seller/client is presented with the
forms that give the choices of presentations, interactive sales
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presentalions, resident and non-resident media that are sup-
ported by the given instance of the present invention These
choices are accompanied with descriptions of each choice
and the approximate cost of each presentation for all choices
of presentations, resident and non-resident media This
information comes from the Presentation Rules Database
4650 Because in many cases the Seller will be receiving
transactions and laking orders over the instance of the
present invention, the Seller may be given the option of
paying for the services by monthly, quarterly, or anmual
subscriptions; on a per safc or percentage basis; some
combination of any of the above; or another payment
method As an example, if the instance of the present
invention were configured 1o support “Sailboats For Sale,”
the Seller may be given the choice of three Internet Direc-
tories that specialize in boating-related goods and services,
two printed magazines, aad a subscription-based CD-ROM
The Seller could then choose one or two or all of the
media/means of communication in which to be represented,
with all presentations created by the Presentation and Con-
figuration Program 4715 (blocks 11136, 11132) The Pre-
sentation and Configuration Program 4715 would then
prompt the Seller for the necessary and optional information
to complete the preseniations (block 11140, 11142) It should
be noted that each presentation might bave very different
standards for publishing the same information. In those
¢ases, the same questions or at least similar prompts may be
presented to the Seller, requiring the entering of virtually the
same information in multiple locations om the forms.
Although this may seem redundant to the Seller, the differ-
ences will become apparent because each separate entry is
controlled by the information contained within the Presen-
tation Rules Database 4650. As a simple example, the
description in a particular Internct Directory may allow for
up to 3000 characters, whereas a printed magazine may
allow only 300, depending on the presentations chosen. As
the Seller enters information, the Presentation and Configu-
ration Program 4715, using the information contained in the
Presentation Rules Database 4650, controls and monitors
that entered information lo conform to the controlling lormal
and style for each targeted media venue or outlet presenta-
tion

Afier the Seller has chosen the channels and means of

communication and has entered the information necessary io
create all the selected presentations, the Presentation and
Configuration Program 4715 notifies the 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 Configuralion Program 4715 rolks the
information or modifcations back and notifies the Seller that
the information will not 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 Seller
(blocks 11169, 11162)

The information entered, cither as a new presentation or
as moedifications to an existing presentation, can be sent to
the Central Controller and Presentation Processor 1044
immediately or delayed for publication later. The reasons for
delay could be that the presentation is gearsd to a given date
or hioliday, such as a Valentine’s Day getaway offer from a
resort, or is a special promotional offer to be used upon
reaching a givea inventory level (blocks 11170, 11172)

The Communication and Transport Program 4760 per-
forms the {ransmission of the Setler’s presentation informa-
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lion from Lhe Seller Interface 4080 to the Central Comtrolicr
and Presentation Processor 1000 The Communication and
Transport Program 4760 wtilizes either the modem or net-
work connections 1o perform this transmission. The Com-
munication and Transport Program 4760 applics the appro-
priate level of encryption of data necessary, depending on
the method of transmission. In this embodiment of the
present invention, the conmection used for transmission
between the Seller Interface 4000 and the Central Controller
and Preseniation Processor 1009 is a direct dial-up modem
connection ‘This configuration is more sccure than public
networks, ¢even with encryption, and, due to the relatively
small amount of data transmitted, has sufficient transmission
capacity (blocks 11180-11196)

Once the Central Controller and Presentation Processor
1000 receives the prosentatior message from the Seller
Interface 4008 (block 11200}, the Presentation Generation
Program 1716 determines if the presenfation message is
information from a new Seller/client or modificaticn fo an
existing current presentation from an existing Seller clieat
(block 11210). If it is a presenlation message from a new
Seller/cHent, the presentation message is passed to the
General Management Program 1730 The General Manage-
ment Program 1730 scis up the nccessary Seller/client
control accounts, payment informaticn, contact information,
database tecords, 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, 11214). If the presentation message is from an
existing Seller/client, the presentation message does not
leave the control of the Presentation Genmeration Program
1710, which confirms the authenticity of the Seler/client
presentation message prior to processing the message {(block
11220, 11222).

Ouace the Presentation Generation Program 1710 has
cither confirmed the authenticity and origin of the presen-
tation message or the message has passed through the
General Management Program 1730, the Presentation Gen-
eration Program 1710 then analyses the information using
the format and style guidelines contained within the Pre-
sentation Rules Database 1650 (blocks 11230, 11232) This
process parallels the functions performed by the Presenta-
tion and Configuration Program 4715 and the Presentation
Rules Database 4650. This duplication of function ensures
both quality control of content and prevenis tampering of the
process by either the Seller or any non-authorized entity.
This duplication of function also ensures that the latest
version of the Presentation Rules Database 1650 has been
applied lo every presentation This embodiment of the
present invention updates any changes in the Presentation
Rules Database 1650 to the Presentation Rules Database
4650 using update messages to the Seller Interface 4004.
Although this method should result in the Presentation and
Configuration Program 4715 atways using the best and most
current information that has been updated to the Presentation
Rules Database 4630, the integrity of the presentations is
eritical enough to require the duplicaticn of this function

During the analysis of the presentation performed by the
Presentation Generation Program 1718, ibe program reviews
the information and assigns the presentations into cne of
three processing categories: pass, fail, and needs review
{blocks 11240-11272). A presentation in the “fail” category
causes a roliback of data in the Presentation: Database 1640,
and a message is seat to the Seller notifying them that the
presculation failed and the reason why (blocks
11242-11246) Messages are also seat to the management of
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the instance of the present invention because the synchro-
nization of the Presentation Rules Database 1650 and Pre-
sentation Rules Database 2650 should prevent this fajlure
The managemenl would invesligate the reason for the failure
and take appropriate action Those presentations in the
“peeds review” category ate ones which have content that is
not recognized as being either allowed or not allowed by the
Presentation Generation Program 1718. These prescntations
are referred 1o a human operator for review (blocks
11256-11262) The operator will pass, fail, or edil the
presentations at this point. Those that fail return to block
11242 Those that are edited are sent back to block 11230
This forces the analysis done by the Presentation Generation
Program 1718 to pass every presentation. It is through this
process of forcing corrections o be made, examined, and
reviewed by management that the information contained
within the Presentation Rules Database 1650 and the algo-
rithms which apply that information within the Presentation
Generation Program 1718 are refined (block 11272)

Once the presentation has worked through the analysis
and review process, the Presentation Generation Program
1719 passes information to the General Management Pro-
gram 1730 confirming the acceptability of the presentations.
The General Managemenl Program 1730 then 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 1716 next
determines the disectories and presentation indexes in which
this information should be published (blocks 11290-11296)
In the preferred embodiment of the present invention, each
Central Controller and Presentation Processor 1008 may
support any number of client outlets, channels, resident
media, o7 pon-resident media. These client outlets, channels,
resident media, or pon-resident media may include Central
Presentation and Sclection Servers 2000; Independent Pre-
sentatica 3000; Printed Publications, Periodicals,
Directories, CD-ROMs, and other Media Interface 6000
FIG 2 and other sales outlets, channels, or advertising
methods.

The Presentation Generation Program 1710, using the
information contained within the Presentation Rules Data-
base 1650, then formals the presentation information for
each client outlet, channel, resident media, or non-resident
media (blocks 11380, 11294). New presentations are created
in their entirety, while only the portions of exisling presen-
tations affected by any modifications are republished After
creating or modifying the presentations, messages confirm-
ing any ediis or modifications of submissions are created and
sent to the Sellers (blocks 31310-11336)

The presentations are 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 to the appropriate Media
Tnterface G000 for processing and ultimate publication
Upon receiving the media transaction message, the Media
Interface 6600 and specifically the Transaction Processing
Program 6720 or Media Accounting or Management Pro-

gram G000B il available, wili process the message and &

schedule the publication of the presentation depending on
venue, aveilable dates or other considerations. It

Crmaddia fume
media 1ype,

should be noted that the non-resident media category and
Media Interface 6000 is designed to provide a nearly
seamless, sclf serve transaction environment that can be
confipured for an extremely broad spectrum of media
vendors, resellers, and representatives The makenp of these
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media vendors, resellers, and representatives will be in
direcl response to the demographics of buyers and sellers of
the given instance of the present invention The configura-
tion of the offerings to the Sellers and also the design and
configuration of the Media Interface 6000 are a result of the
mediz vendors, resellers and representatives (blocks
11340-11358)

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

Presentations that the Central Coatroller and Presentation
Processor 1060 will directly 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 ‘update to a publication” infor-
mation is sent io the Central Controller and Presentation
Processor 1000 thereby allowing the Seller a measure of
control if the nature of the presentation or correction war-
rants it. The “urgent” designation means that the Central
Controller and Presentation Processor 1000 witl process that
presentation as scon as it receives the message. The “course
of business™ designation allows the Ceatral Controller and
Presentation Processor 1006 1o place the presentation and
any associate files into a queue for processing and publish-
ing at a time when the resouzces of the network are at their
lowest utilization {blocks 11370-11374)

The publications that are directed for resident media and
are to be electronically published on the Internet, Intranet, or
other electronic presentation channels are matched to the
supporting, linking, dependent, reference, attached, or other
affected parts or components of the directories, indexes, or
preseniation structures fo which the presentations are pub-
lisked. Omnce identified, those parls oI compoments are
updated to reflect the changes caused by the new and
updated presentations and information As an 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 Contsoller and Presentation
Processor 1000 is supporting a Central Presentation and
Selection Server 2000 that is configured to represent ledg-
ing A given directory for lodging may require that the new
presentation be indexed by the state and city in which the
lodging facilily 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 categories to make the Buyer’s selection
easier. 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 supporting strictures that would be
updated and changed when the referenced facilities were
changed or updated. Ti should be noied that the prior art
generally allowed these indexes or categories to be accessed
by the buyer using database searches thersby not aliowing or
promoting the open access created by the present invention.

This embodiment of the present invention is not config-
ured to support resident media other than the core presen-
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talions 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 1719
contains all the presentations and presestation components
that have been created or edited The Presentation Genera-
tion Program 1710 will proceed to publish or place the
presentaticns and any supporting components in their proper
locations on the Ceniral Presentation and Selection Servers
2000 and Independent Presentation Directories and Indexes
3000 (block 11390-11414)

Seiler Setup and Use of Lhe Resource Saver Protocol

The preferred embodiment of the present invention uti-
lizes the Resource Saver Protocol 1o 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 Wilth the
reductions in the quantity of messages needed to maintain
inventory synchronization, there is a corresponding reduc-
tion in all other aspects of communications and processing
overhead between both collocated and remote components
This savings is especially significant, with magnified results,
when more than one Ceniral Presentation and Selection
Servers 2000, sales outlets or channels are used in the
marketing of the controlled inventory Although most inven-
tory types can benefit substantially from the utilization of the
Rescurce Saver Prolocol, it is most effective when control-
ling those inventory items that are substitutable but may be
limited in availability.

It should be noted that ¢he term inventory is used in a very
broad and general sense. The term Inventory can apply to
goods, products, services, reservations for services, or any
other identifiable unit or item to be sold, conveyed, or
reserved.

The block diagram of FIGS. 5a through 5k is an example
of the Seller’s setup and use of the Resource Saver Protocol
as part of this embodiment of the present invention In the
first example, the instance of Lhe present invention has been
configured to represent Hotels and Lodging, and the Seller
is a hotel with 312 rooms of the following types: 200
standard rooms, 100 upgrade rooms, and 12 suites

The setup of the Resource Saver Protocol is accomplished
within the Presentation and Configuration Program 4715 of
the Seller Interface 4000 The seller divides the inventory
into its logical groups for marketing, presentalion, and sales
to the Buyers In this case, the groups are standard rooms,
upgrade rooms, and penthouse suites (blocks 13100, 13110)
Each item in ¢ach group of inventory must be substitutable
with all the other itemns within that group With the example
hotel, we will assume that all rooms are identical withiz their
groups without special view or amenities (blocks
13120-13132) If the inventory were nat absolutely substi-
tutable to any given Buyer, then the Seller would not use the
Resource Saver Proiocol with this inventory That dees not
mean that all the Inventory items or groups of a Scller must
either be or not be controlled by the Resource Saver Proto-
col. The Seller may have any combination of Investory
. iterns o 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 Limiled and Time Sensitive There are
only a limited number of rooms of each type, and they are
time sensitive in ke fact that the inventory is sold by the
“unjt might” which, if ‘not sold, can never be used or
- recovered (biock 13150). ERR o i
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Next, the Seller must set the maximum unils of inventory
that any given Buyer will be allowed lo purchase in any
given single purchase . In our hotel example, the Seller might
set a limil of 4 rooms for any given Buyer to purchase from
any Central Presentation and Selection Server 2000 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 Seller prevents that
rare but possible case of a self-serve Buyer purchasing or
reserving more iavenlory 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 to one large transaction

The explanation for blocks 13152 to 13184, which covers
common inventory, follows the next example The next
decision pertaining to the suilability 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 for a margin of error, based
on processing time and communications delays, that pre-
vents the overselling of inventory (overbooking in the hotel
example) This pumber is an cstimate intended to be
adjusted, based on the Seller’s experience over time The
only loss of cfficiency associated wilh setting the buffer
nummber too high is the cost of the communications for the
extra units within the buffer 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 to realize a
savings by utilizing the Resource Saver Protocol, the Seller
subtracts the total of maximum single purchase units and
buffer units from the total inventory. In our hotel example,
the 200 standard rooms minus 4 maximum purchasc 00ms
and misus 8 buffer rooms resulls in 188 rooms for which the
Selfer could realize savings For the upgrade rooms, the
management might use the same maximum purchase num-
ber and buffer number, resulting in savings for 88 rooms In
the case of the suites, the management might set the maxi-
mum purchase at 3 and the buffer at 6, which would only
result in savings on 3 units Fhis “savings™ would probably
not be worth implementing the Resource Saver Protocol
(blocks 13210,13212}

If the savings are sufficient enough to utilize the Resource
Saver Protocol, then the Seller must determine the Notifi-
cation Level The Notification Level equals the maximum
purchase units plus the buffer units. In our hotet example, the
Notification Level for the standard rooms and upgrade
rooms would be 12, and the suites would ot be covered by
the Resouree Saver Protocol al a1l due to the limited inven-
tory (blocks 13210-13232)

Once all groups of inventory have been znalyzed and any
notification levels have been set then the Presentation and
Configuration Program 4715 would update its databases and
fransmit the seitings to the Central Controller and Presen-
tation Processer 1000 The Central Controller and Presen-
tation Processor 1000 would update its databases and then
forward the information to any Ceniral Presentation and
Selection Servers 20608 that are affected (blocks 13260,

o 13262)

It shouid be noted that the savings generated are more
substantial than they appear to be for some Selles types. This
is beeause the iypical total sales of inventory in any given
period does not reach the level that triggers the notification
of Central Presentation and Selection Servers 2008 or other
outlets and channels. With our hotel example, the hotei may
only operate above the 88 percent accupancy of the standard
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and upgrade rooms a few days a month, thereby aol trig-
gering the communications and processing required above
that notification level except for those few days

The saviogs become obvious when one looks at the
processing of the individual transaction messages as out-
lined on FIG. 54. All transactions, from all sources, are
entered in such a way as to 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-
tion Processing Program 4720 or the Seller Accounting or
Management Program 46008 Only those 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 current inventory count to
the Ceatral Controller and Presentation Processor 1000 The
Central Controiler and Presentation Processor 1000 then
sends that message on to all Central Presentation and
Selection Servers 2000 that are affected. If that Central
Controller and Presentation Processor 1080 is controlling 3
Central Prescntation and Selection Scrvers 2004, Iben cach
message that is passed to the Central Controller and Pre-
sentation Processor 1000 gegerates 3 additional messages (o
the Central Presenlation and Selection Servers 2000 (blocks
13250-13296). Those transaction messages thal are con-
trolled by the Resource Saver Protocol and do not reach or
breach the Notificalion Level would require no messages to
be sent to the Central Controller and Presentation Processor
1008 and then on to the Central Presentation and Selection
Servers 2000 (blocks 13310-13320).

It would not be unreasonable to expect the hotel in our
example to experience a 95 percent saving o transaction
communications and the associated overhead by using the
Resource Saver Protocol

Common geods and products experience the most savings
within the preseat invention by uiilizing the Transmission
Level Method in conjunction with the setting of the Trans-
mission Period.

As an example, consider a Seller of music CDs. The Seller
would separate his inventory into titles to be offered Each
€D of a given title is obviously substitutable with any other
CD with that same title and is available in an almost
unlimited supply The Seller could order or press more if
needed (blocks 13100 to 13130) The inventory is substi-
tutable and almost unlimited in supply, therefore common
The setting of the maximum units of inventory that any
given Buyer will be allowed to purchase wilh common
inventory is not as critical to prevent overselling as with
Limited or Time-Sensitive inventory; however, this is one of
the controlling factors in selting the Transmission Level
(block 13140) With a common type inventory, the savings
of communications and processing while utilizing the
present invention comes from the periodic processing and
transmission of all fransaction messages based on the seiting
of Transmission Levels, Transmission Periods, and Trans-
mission Times The use of these setiings is possible with
common invenlory items because there is no concera for
overselling the inventory. The Transmission Level is the

" total cumutative number of inventory items sold at any given
. Central Presentation and Selection Server 2008 or outlet that

- forces a transmission of the transaclions messages The

Transmission Level is the maximum units of inventory
" allocated by the transaclion messages saved, stored, or heid
as a batch by the Central Presentation and Selection Server
2000 or outlet that then forces the transaction messages to be
*transmitted to the Central Controller and Presentation Pro-
cessor 1080, The initia] setting of this number by the Seller
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requires the consideration of the availability of inventory
and the processing and delivery of the sold inventory With
our CD Seller example, if the Seller were represented on 20
Central Presentation and Seleciion Servers 2000, the poten-
tial sales surge camsed by the maximum held units is 20
times the setting of the Transmission Level It may be
untikely that all Central Presentation and Selection Servers
2000 and outlets would reach maximum held items at the
same time, but this velume can be handled with planning If
the CD Seller wese to set the Transmission Level at 100, then
whenever cach Central Presentation and Selection Servers
2000 or outlet was holding that many combined sales, it
would trigger the transmission of all {ransaction messages
acd the clearing of thal number or buffer (blocks
13152-13158) If the Seller wtilizes the Transmission Level
Method, he must also set the Transmission Period This
prevents the Central Presentation and Selection Servers
2600 or outlet from holding the transactions messages
indefinitely when the Transmission Level has not been
reached and ensures a reasonable processing flow of trans-
ections. If the Seller does not utilize the Transmission Level
Method, he may set the Transmission Period alone to control
the sending of transaction messages on a regular basis (block
13146)

The sefting of the Transmission Time Control allows the
Seller to direct the Central Presentation and Selection Serv-
ers 2000 or oullels to transmit their transaction messages at
aspecific time. The intent of this setting is to alfow the Seller
to schedule the transmissions to take place when the com-
munications and processor utilization is at the lowest point
during the daily business cycle The Sclier is allowed to
either set each Central Presentation and Selection Server
2000 or ouilets fo a specific time for transmission or set a
specific time to be used with random offsets that have been
set for (ke Central Presentation and Selection Servers 20003
or outlets The use of offsets creates a spread or staggering
of the times at which the Central Presentation and Selection
Servers 2000s or outlets are transmitting their transaction
messages, thereby better utilizing all communications and
processing resources (blocks 13162-13184).

In the CI» Seller example, the major savings experienced
utilizing the Resource Saver Protocol would not only be in
limiting the number of times messages are transmitted back
and forth, but would also be in the utilization of the
automatic scheduling of the communications 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 al high usage times when the compulers and
networks are freed up from transaction messages

The block diagram of FIGS . Se through 5f is an example
of the Resource Saver Protocol as used by an instance of a
Ceniral Preseatation 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 Fransaction Negotiation Program 2725 processes
and creales a transaction message for transmission lo the
Central Contreller and Presentation Processor 1004} {block
13330) If the item of inventory is “common” and the Seller
is using the Transmission Level method to comntrol the
transmission of the transaction messages, then the lransac-
tion messages being processed are placed on hold II the
total of all sold inventory represented by the held transaction
messages equals or exceeds the Transmission Level, then ail
messages are immediately sent to the Central Controller and
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Presentation Processor (blocks 13342 and 13366) The
Transmission Level is set by the Seller to prevent the
accumulation of too much sold inventory on any given
Central Presentation and Selection Server 2000 or other
sales cutlet. If the accumulated inventory sales exceed the
Transmission Level at any time, then all messages are sent
immediately If the Transmission Level has nol been
exceeded, then the transaction messages are held until the
Fransmission Period has elapsed and the Transmission 1ime
has arrived {(blocks 13262 through 13366) By setting the
Transmission Period, the Seller can require all tramsaction
messages being held 1o be transmitied on a regular or
periodic basis As an example, the Seller might require the
{ransaction messages (0 be sent every 24 hours This selling
allows the Seller to set the urgency of the processing of
transactions messages and ensures that iransaction messages
arc processed in a timely fashion Another setting that aliows
the Seller to control the workflow and processing of trans-
action messages is the Transmission Offsets, which are
specific to each sales outlet The Transmission Offset is a
nurnber of minutes that is assigned lo each sales oullet,
which is then added to the Transmission Time that has been
selected by the Seller. This sets the actual time an outlet is
to lransmil its accumulated transaction messages. This offset
allows the Seller 1o prevent all Central Presentation and
Selection Server 2000 and other sales outlets from attempt-
ing to trapsmit their transaction messages al exaclly the
same time (blocks 13356-13366). The Seller has the option
of not utilizing the Transmission Level, instead seiting onky
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 Seller selis out of
cusrent inventory, they can create unlimited additionai units

If the inventory is of a more unique or {ime-sensitive
nature, then the Seller would probably not use the previous
two methods, instead favoring the Notification Level
method of the Resource Saver Protocol for all but the very
unique inventory items (block 13378) With the Notification
Level being the costrolling method of processing, the cri-
terion is whether the Notification Level as set by the Seller
has been reached or breached. If the current status of the
Notification Level is such that it has not been reached or
breached, then the transaction message is transmitted imme-
diately to the Central Controller and Presentation Processor
1000. If the current Notification Level has been reached or
breached then the current sold units of inventory are sub-
tracted from the inventory count and that information is
updated to the database and added to the transmission
message to 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 40900 (blocks
13372-13400).

It should be noted that the Seller Interface 4400, and
specifically the Transaction Processing Program 4720 or the
Seller Accounting or Management Program 4000B, will
make the determination 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 that 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 1000 and any other sales outlets
* affected. The Central Controller and Presentation Processor
- 1000 processes the message, updates its databases, and then
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Servers 2000 under ils control (blocks 13410-13418), In any
given instance of the present invention, once the Central
Presentation and Selection Servers 2000 or any other sales
outlel 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
outlet adjusts the available inventory and adds that infor-
mation 1o cach fulure transaction message processed (blocks
13372-13376)

The block diagram of FIG. 3g through 5h is an example
of the inventory setup and maintenance using the Resource
Saver Protocol aad 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 preseatations within the Presentation and Configura-
tion Program 4715 The seiler establishes the type of inven-
tory and the settings that arc appropriate for the inventory’s
sale and control (blocks 13560). Replaceable inventory is
managed by either the Transaction Processing Program 4720
or by the Seller Accounting or Management Program 40008
sefting, adding to, or adjusting the inventory count as
appropriate (blocks 13502-13516). Fixed inventory is man-
aged at the Central Presentation and Selection Server 2000
level with the inventory being sef 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
fixed inveatory based on Buyers purchasing or canceling the
purchase of the inventory. This means that the controls
utilized by the Notification Level for a given inventory could
be sumed on, then off, then back on, several times based on
purchases and cancellation of purchases. This on-again
off-again tracking of inventory, although appearing
confusing, will maintain the synchronization of the inven-
tory and prevent overselling to the Buyer.

If the Resource Saver Protocol is mot used to control
inventory, then the inventory offered for sale is synchronized
by the present invention between all componeats, Seller
Interface 4000, Central Controller and Presentation Proces-
sor 1000, and Central Presentation and Selection Server
2000. This synchronization is maintained at all times with
the utilization of the transaction messages between all
components

When the Notification Ievel 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 brezched until all 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 that no inventory is
available and may offer possible alternatives or substitutes
The adding to of the replacement of inventory increases the
inventory count or level These evenis are processed as
trausactions messages that are sent from the Transaction
Processing Program 4720 or the Seller Accounting or Man-
agement Program 4000B of ihe Seller Interface 4000 to the
Central Controllesr and Presentation Processor 1000 The
data for the invenptory increase or replacement is cither
entared hy the aperator of the Selier Tnterface or is auto-
matically updated by the aforementioned programs The
Central Controller and Presentation Processor 1060 then
transmils irzpsaction messages to any Central Presentation
and Selection Servers 2000 or other outlets that are affected
Those Central Presentation and Selection Servers 2000 or
outlels reset their invenlory counts or levels and any controk
settings that are affected '
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The invention allows sellers to present their inventory,
preducts, goods and services in a choice of ane or a variety
of supported media outlets: in print, such as newspapers,
magazines, periodicals, guidebocks, catalogs, brochkures,
fliers, and directories; in elecironic form, such as online
directories, web sites, bulletin boards, news groups,
CD-ROMs, and interactive media and petworks; and in
other media, such as billboards, skywriters, bus benches,
radio, mteractive kiosk and any other form of customer
outreach or information distribution. When these media
choices are made, the present invention prompis the seller
for informaticn that is then used in the creation of presen-
tatiens for the media outlets he has chosen. The Presentation
Rules Database 1650 and 4650 holds all the criteria, for-
makting architecture, and distribution facters for each par-
ticipating media outlet. The present invention’s Presentation
Geaneration Program 1710, along with the Presentation Rules
Database 1650 and 4650, 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 a
publication date to be submitted for a particular deadlios or
predetermined promotional market

The seller can then print out a report thal shows bim ¢ach
presentation, distributien or media outlet, and the pricing of
each media choice for an overall marketing valuation

The present invention allows lhe Seller Lo update, change,
control invenfory, and automatically process sales either
from his in-house or third-party accounting or management
software that has a compatible communicaticn component
with the present invention or in the present invention. He can
accomplish this updating and inventory control to all media
outlets simultaneously

The Presentation Generation Program 1710 creates pre-
sentations that can be accessed by the buying public in
location/outlet-appropriate formats and availability through
the Central Prescatation and Selection Server 2000; Inde-
peadent Presentatioa Directories and Indexes or Indepen-
dent stand-alone Presentations 3040, Printed Publications,
Periodicals, Directories, CD-ROMs, and other Media and
Presentations 6000; and the Buyers Interface 5000 The
preseni invention allows buyers to review descriptions;
specifications; photos; graphics; pricing; and the availability
of products, goods, and services, including time- and
allocation—critical services. The buyer can access this infor-
mation and these resources through either a search specific
mode or a browsing mode, depending on the adwvertising
channel or media outlet he is using

The invention allows buyers to hold or commit to the
purchase; reservation; or utilivation 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 sclect products, goods, and
services with real-time or near real-fime purchasing. Once
the buyer has committed to a purchase, the commitment is
transmitted to the seller and the inventory is updated With
the present invention, inveniory control of the suppliers,
vendors, service providers, purveyors, and other types of
sellers is maintained with fransaction and, when necessary,
confirmation message units sent between the Central Con-
troller and Presentation Processer 2088 and those same
suppliers, vendors, service providers, and purveyors,

- {Once the buyer makes a purchase or reservation, he can
choose a method of coafirmation, get & prini-owm of seller’s
commitment for delivery, an entry code number or whatever
means of confirmation determined by the Seller As an
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example, the buyer can even get a complele printout of
directions 1o the facility if the purchase involves him arriv-
ing at a place of lodging, restaurant, arena, store, or any
other facility. All these methods of confirmation ¢an be near
real-time The buyer does not have to wait for printed
tickets, passes, admission decuments. reservation
confirmations, or other physical substantiation to be mailed
or conventionally delivered to im

Thus, the full implementation of the present invention
makes the usval requirement of delivery of tickets, passes,
admission confirmations, or reservation confirmaiions
unnecessary These traditional conveyance forms are
replaced or augmented by the buyer’s Reservation/Ticket
Network ID card or confirmation of biomeiric 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, Imfernet,
Intranet, dial-up self-serve or operator-served systems using
standard telephone communications, or other means. The
invention zllows the buyer to confimm or prove his purchase
at the facility, site, business, or venue by means of magnetic,
smart, or optical [D cards or by electronic biometric authen-
tication lThese means of proof can be issued by the operators
of an instance either for exclusive use for that instance of the
present invention, for multi-use in conjunclion 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 Credit Cards, Membership ID Cards, or other 1D
Cards. For those services or events that require printed
tickets, passes, admission documents, reservation
confirmations, or other physical substanliation, those means
of confirmation can be printed on demand from either
automatic or manual vendors upon electronic reading or
scanning 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-
ity of products, goods, and services between interactive
electronic presentations and other sales outlets, channels, or
sources while reducing the commumnications and rescurces
necessary to maintain that coordination and synchronization.
The present invention does this whiie both allowing for the
purchase or rescrvation through electronic metworks and
other diverse channels or outlets and keeping control of
inventory to prevent overselling or overbooking. The seller
can define his inventory and esiablish the seltings tkat 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 notification level has been met If the
seller does pot have similar or substitutable inveniory, then
transmissions must be made for each and every sale
However, the seller may have some inventory 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 lo be made when other uses
of the Central Presentation and Selection Servers 200 is at
2 low traffic lovel

The invention will not only transmit all sales and reser-
vations to the selles’s compatible in-house accounting and
management program or ic an instance of the present
mvention at s location, but it will also update and control
inveniory ofiered on all 1he media channels and cutlets on
whict: that seller has chosen io sell his produclts, goods, and
services.
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Example Use of Invention

The following is a hypothetical example for the use of the
present Invention in one possible embodiment Ouly the
major steps are included in this example 1o give an overview
of one possible application or embodiment of the present
invention. This example demonstrales some of the possible
interface and iateractions between operalors of the
invention, sellers or providers of goods or services, and
customers or buyers of those goods or services. It is also
meant 1o give an overview of the transaction How of
information, purchase decisions, and possible constmma-
tion of those purchase decisions.

For the purpose of this hypothetical example, we will
presume that this instance of the Invention has been estab-
lished for some time and is managed by the ABC Company
that promotes it to Professional Sports Franchises and Ven-
ues
Example Clients Are
Seller

XYZ is a corporation that owns the XYZ professional
basketball team and wishes to promote that team and sell its
tickets as cfficiently 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 basketbal? enthusiasts

GHI is an all sports oriented web site owned by the GHI
Corporation with content and discussion groups covering all
sports. Its demographics are largely young male.

JKL is a national sports magazine, published by the JKL
Corporation monthly with subscription and retail rack sales
Its demographics are cenlered on an all sports audience

MNO is a sporis newsletier, published by the MNO
Corparation with a circulation that is primarily within the
geographic area of the home stadium of the XYZ basketball
tearm.

PQR is a broad-based chain of newspapers published
across the couvntry by the PQR Holding Corporation Their
circulation Is a general one with a sports section daily and a
special sports insert on weekends.

STU is a chain of music and video stores that have
displays within their stores allowing sports and event infor-
mation and ticket sales Their stores are located within urban
malls and their customer base primarily is mixed gender
between 15 amd 25 years of age with good disposable
income and leisure time. STU has also ipstalled the biomei-
ric readers necessary to do the initial entry of buyers into the
ticket and reservation network, 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 the five Internel Web Sites that it publishes on the
ABC iastance of the invention DEF will promote its
basketball site because it matches well with the focus
and demographics of the ABC instance of the inven-
tion.

2) ABC sends 1JEF ihe necessary sofiware io be instailed

* on their computer.

3) A computer operator at DEF installs the software on
their computer that then is configured as Media Tnter-
face 6000 FIG 2e
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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 operator, the
Media Interface 6000 prompts the operator for input
that describes and sets the standards for the presenta-
tions that Seller Clients of ABC will use (by way of the
invention to publish presentations) on the DEF Web
Sile. The inpuis set the upper and lower limits of
quaatities such as amouats of text and size of images,
restrictions of language 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
contracts or agreements are added to be delivered and
acknowledge electronically concurrent with the sub-
mission of presentations

6) DEF has also chosen to offer interactive sales of
appropriate products and services through its web site
as managed by the ARC Central Presentation and
Selection Server

7) At any poin{ during the input of information the
operator may tesl the presentations that will be created
using the standards set within the Media Interface 6000
FIG 2e¢ Ihis atlows the operator and DEF’s manage-
ment to insure that those presentations received for
publication from the ABC Seller Clients will indeed
meet the standards for DEF publication.

8) The other Media GHI, JKI, MNO, PQR, and STU have
gone through a similar process to establish their Media
offerings on the ABC instance of the invention.

9) The following steps pick up from the Sellers Partici-
pation below at step number 18 That Seller’s action
effects the following media

10) The DEF Sports Web receives electronically the Seller
information, agreements, payment information, web
pages o be displayed and banner advertising to be
placed on their web site. DEF also receives the web
mterface for the sale of the XYZ tickets

11) The ¥KEM Newspaper Chain receives electromically
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 sile il also receives the
web interface for the sale of the XYZ tickeis

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, paymenl information, and the
interface for the sale of the XYZ tickets on its in-store
displays.

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

Seller Participation

1) The XYZ Corporation makes the decision to usc ABC's
services to promote its Basketball tcam

2) ABC sends XYZ the necessary software io be iusialied
on their computer.

3) A compuier operator at XYZ installs the software on
their computer thai then is configured as Seller Imst-
face 4000 FiG. 2c.
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4) After installation and sctup the XYZ operator does
basic information input as prompted by the Seller
Interface 4000 FIG 2c¢ of the present Invention
5) After the input of basic infermation by the operalor, the
Seller Interface 4000 presents available media venues

56

indicale Lheir approval of the presentations and charges
and then transmits the information to the ABC Central
Coniroller and Presentation Processor 1000 In addition
to the presentation informalion, the game dates, ticket
prices, and Information that synchronize current sold

Page 12 of 16

and available tickets are fransmitted 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 noti-
fies XYZ as {o the acceptance, editing or rejection of
the malerial and any adjusied publishing dates.

17} The ABC Central Controller and Prescatation Pro-
cessor 1000 then transmits the appropriate formatted
presentations to each media that was selected by XYZ

18) The flow of information transfers lo the Media Par-
ticipation section above at slep 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 JKE

sporls magazine, receives the local PQR newspaper, and

frequents the DEF web site to participate in the free discus-

sion groups centering on basketball thal are hosted there

% John has seen the ads within the PQR newspaper promoting
the lkams winning record and giving dates of upcomieg
games Within the ads it was stated that tickets could be
obtained from the PQR web site

and associated ieformation for review by the XYZ
Corporation management

6} ABC currenily represents 15 different Media venues
within its instance of the present invention Infarmation
such as distribution, users or viewers, price, content 10
restrictions, etc. about each Media venue is available
for review by the XYZ management.

D) XYZ management reviews available media and
chooses The DEF Sports Web, The HIJ Basket Ball
Magazine, and The X1 M Newspaper Chain to adver- 15
tisc their schedule of games. With the KILM Newspaper
there is also the associated KLM Web Site on which
KLM offers information as well as sales of products
and services as advertised within the KIM Chain of
newspapers. STU music stores are also chosen strictly 26
for the distribution and sales of tickels

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

9} Upon approval of those items, the Seller Interface 4004
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 chosen media

(1) Unexpectedly one of John’s friends called, stated that

10) XYZ management has also elected to offer tickets to 30 he would be in town the next night and would it be
their basketball games held witkin the XYZ stadium possible to go to the basketball game . John said that he
They have installed the necessary software that syn- would find ouvt and call back. John remembered that the
chronizes the XYZ ticket sales and accounting software PQR newspaper ad for the XYZ team stated that one
with the sales and inveatory control provided by the . could buy tickets at the POR web site
ABC inslance of the invenlion within the Central (2) John uses his computer and navigates lo the PQR web
Presentation and Selection Server 2000, XYZ chooses site. Once there he finds the XYZ ticket purchase
to offer ticket sales on the DEF Sports Web, the KIM section, chooses the seals he wants, and asks for
Newspaper associated site that offers interactive clec- availability.
tronic sales, and the STU music and video stores in |, (3) With availability confirmed John enters his payment
store electronic ticket sales displays information and is then asked how he wants the tickels

11) Due to the large number of seats within the stadium delivered to him This presents a dilemma for John
and similarity of pricing and desirability among each because he must work tomorrow and will not have time
class of seat, XYZ management has also elected 1o vse to go to the stadium to pickup the tickets. He could pick
the Resource Saver Protocol to allow for better cus- them up at a “will call” station when he and his friend
fomer service between the various sales outlets. go to the game, but there is always a long line and John

12) The XYZ managemenl sets the various seat and ticket does not want to wait
restrictions, standards and pricing This information {4) Another option thal is presenied to John is that of using
will be available to the Buyer when purchasing through one of several forms of 1D (either credit cards, ID cards,
the ABC Cenlral Presentation and Seleclion Server o or biometric) as the identification method in fieu of
Each seat or ticket class is assigned & maximum single advanced ticket delivery to him John recognizes that
purchase number and a buffer number, the total of those ke has one of the accepted brands of Credit Card and
two numbers become the notification level. 1t is the chooses to use the system using that Credit Card as his
notification level that conirols the flow of the commu- persoral ID. He enters the card nwmber as his 1D, the
nications involving the sale of tickets for XYZ. 55 system accepls the ID and gives John instructions as to

13) In order to take full advantage of the services offered the systems use when they arrive at the stadium
by the ABC Central Presentation and Selection Server (5) John calls his friend back and they agree io meet just
XYZ clects to install new automatic ticket vendors before the game
using the existing ID} cards and biometric methods (6) When John and his friend meet at the stadium they are
supported by the ABC Central Presentation and Selec- ¢ late and the game is about to start There is a long line
tion Server. at the “will call” booth and Joha is glad te avoid that

14) Al any point during the conient input phase, the line John goes to the Automatic Ticket Vending
operator may view the final formatied presentaiion iachine, swipes his credit card, and the Auiomatic
products based on each Media venue’s restructuring of Ticket Vending Machine prints the tickets with the seat
ike information to create specific Media presentations. gs location and dispenses them to John.

15) When the XYZ management is satisfied with the
* ' results, as presented by the Seller Iaterface 4000, they

{7) John and his friend enter the stadivm to walch the
game
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(8) During the game John netices within the [ree program
a notice that he can have his thumbprint taken at the
“Will Call” both and then that will become his identi-
fication method when he next attends an event at the
XYZ stadium As John is leaving the game, he stops
and has his thumb print scanned to serve as his future
identification.

Summary

In the simplest scenario when the chosen seetion or ticket
calegory was not near a sell out (reaching notification level),
the sales location that Johyn was purchasing from simply
assigned a sct of tickets for that section and confirms the
sale The sales location then transmits all data 1o the Ceniral
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 Accounling and
Ticket Sales software

Whenever sales in any given section reaches the notifi-
cation level then all sales siles are nofified that the quantity
of available tickets is limited and that all sales must be
confirmed with the Seller prior to releasing confirmation of
the sale to the buyer

With the Biometric scan {thumbpriat) that John had done
as he was leaving the stadium he can now reserve seats at
any of the events featured on the ABC instance of the current
invention and will be able to use his thumbprint as his ID for
access to the event or facility instead of or in addition 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
mforming buyers as to available producis, goods, and ser-
vices. The invention's purpose is to allow the seller the
abifity to influence the buyer and induce said buyer to
purchase those products, goods, and scrvices while specifi-
cally allowing for the advanced purchase or reservation of
those producis, good, and services when appropriate

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

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

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 create presenta-
tions that conform to 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, produets, goods, and
services for sale in a choice of one or a variety of supported
media outlets: ia print, such as newspapers, magazines,
periodicals, guidebooks, catalogs, brochures, fliers and
directories; in elecironic form, such as online directories,
web sites, bulletin boards, news groups, CO-ROMS, and
imeractive media and networks; and in other media, such as
billboards, skywriters, bus benches, radio, interactive kiosk,
and any other form of customer outreach or information
distribution.
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After the seller makes these media choices, the present
invention prompts him for information, based on the criteria
sel forth by each media outlet and held in The Presentation
Rules Dalabase 1650 and 4650, thal is then used in bhe
creation of presentations. The Presentation Rules Database
1650 and 4650 holds all the criferia, formatling architecture,
distribution factors, and prices for each paricipating media
outlet

The present invention’s Presentalion Generation Program
1710, afong with the Presentation Rules Daiabase 1650 and
4650, not onty creates 2 presentation designed to conform to
the requirements set forth by each media, but it also
“dynamically generates” both static presentations which can
be accessed by raditional search methods of the buyer and
dynamic presentations which respond to the buyer This
function creates two very distinetively different presenta-
tions in a labor-saving database method so the seller can
save lime and rescurces while creating presentations thal
incorporate the best of both “dynamic™ and “static” type of
presentations. {Note: static presentations are easily indexed
and accessed by search engine and search modes. These are
the best formats for accessibility in electronic media
Dynamic presentations are database-driven and respond to
the queries of the viewer (buyer) with current and real-lime
inventory changes, updates, and control}. An Internet or
Fatranct preseniation that utilizes both methods for deliver-
ing information is far superior to any olher 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 prompting from the
present invention

Once the present invention generaies the presentation, it
either automatically publishes the presentation to the appro-
priate electronic destination or holds the presentation for a
scheduled publication date to be submitéed for a particular
deadline or predetermiined promotional market These pre-
sentations can be updated for either presentation content or
inventory control in near real time by either manval or
automatic means via electronic message units from third-
party management or inventory condrol software This
means the seller can update 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
making of payments by buyers on those interactive sites that
support electronic sales Iaventory adjusiments for
production, sales, and other reasons are made in near real
time, allowing for an accurate presenlation of availability of
inventory to buyers in all supported media The present
invention, when used in both electronic and traditional
media, also allows for lower cost to both the seller and the
media manzgement by creating a self-serve, automated
billing environment for the seller’s creation and publishing
of the presentations. The present invention provides sub-
stantial savings in the area of commerce because it allows
for fransactions to occur instantly at “point of sale” or, to use
an appropriately faster term, “point of decision”.

Interactive Sale and Reservations: On the buyer’s side of
the process, the present invention provides consistent,
vendor-appropriate information i all forms of media for
products, goods, and services oifered for sale Prior ari, in
regards to online presentations, often does not give the buyer
current information because that inventory must be manu-
ally updated, so real-time or near real-lime fransaction
becomes an inaccurate phrase. The infermation the buyer
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gets from one media outlet, efectronic mall, or directory may
be in conflict from another media outlet, electronic mall, or
directory. This conflicting information may contribute to a
Buyer's potential dissatisfaction of the Seller and the whole
online presentation and sales process,

As previously stated, the present invention’s electronic
presentations are created to give the buyer products, goeds,
and services that arc casily accessible and that dynamically
produce the latest, current information, pricing, and avail-
ability. Because the seller can automatically update all media
outlets from his in-house management or accounting soft-
ware or an instance of the present invention, the buyer can
feel confident in getting current information and inventory
The Buyer has the choice to either conduet a search for the
desired products, goods, or services using the on-site search
capabilities or browse the prescatations muckh the same way
one would browse the aisles of books at a library

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

H his sefection is not available, the present invention may
give him the opportunity to choose something else, change
his purchase request, or provide him with optional choices
from the Referral Database 2670 The Referral Database is
an opticn that Sellers can use 1o recommend cther Sellers of
similar products, goods, and services In the case of lodging
facilities, often Sellers will refer their overflow to other
lodging facilities in their immediate area. In the preferred
embodiment of the present invention, Sellers will input
referrzl 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 enter the information required by the
Seller The Buyer Database 2610 maintains data on buyers
who make interactive purchases or reservations of the
products, gocds, and services offered by the Seller over the
Central Presentation and Selection Server 2008 or Indepen-
dent Presentations 3000 Data fields may coetain Buyer’s
name, network or delivery ID, physical address, phone,
email address, credit card information, and any other infor-
mation deemed necessary to support the Buyer and the
Seller’s required buyer information If the Buyer has previ-
ously made a purchase through the same instance of the
present invention, mosl or all the information needed may
already be in the Buyer Database 2610 In this case, the
information required by the Sefler will come up on the
screen and the Buyer will be prompted to update any
information that may have changed or needs to be added

Once the buyer has committed o a purchase and has
completed all the transaction data required, the commitment
is transmitted to the seller and the inventory is updated With
the present invention, inventory control of the supphiers,
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 suppliers, vendoers, service pro-
viders and purveyors.

The preseant inveation will then ask the Buyer to choose
a confirmation method. Choices of confirmation may be by
-phone, fax, emait, confirmation number, or any requirements
the Seller may select for proof of purchase. Once the Buyer
chooses & method of confirmation, be can get a print-out of
the Seller’s commitment for delivery, a confirmation
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number, or whalever roeans of confirmation determined by
the Seller As an example, he can even get & complete
print-out of directions fo the facility if the purchase involves
him arriving at a place of lodging, restaurant, arena, store, or
any other facility

Network ID Card: This component of the present iaven-
ticn relates to the verification and substantiation of the
purchase of access or admission 1o those services or 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 roplaced or
augmented by the buyer’s Reservation/Ticket Network ID
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 remofiely

The present invention aliows the buyer to confirm or
prove his purchase at the facility, site, business, or venue by
means of his existing magnetic, smarl, or optical ID card; by
entry code; or by electronic biometric authentication These
means of proof can be approved by the operators of an
inslance either for exclusive use for that instance of the
present inveation, for multi-use in conjunction 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 ID
Cards, or other ID Cards

For thase 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 ejther automatic or manual
vendors upen electronic reading or scanaing of the buyer’s
1D card, entry of a code, or biometric authentication. Net-
wotk or Delivery ID} cards may be approved by either one
operator of an inslance of the present inveation or a group
of operators of different instances of the present invention
with cross-use allowed. Network or Delivery IDs may be
Single-use or Multi-use cards that are also access cards to
the Network or Detivery 1D

Resource Saver Protocol: This component of the present
invention provides a method and apparatus fo control,
coordinate, and synchronize the sales and availability of
either common, unique, or lime-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 chan-
nels or outlets and keeping control of inventory 1o prevent
overselling or overbooking The preferred embodiment of
the present invention utilizes the Resource Saver Protecol o
reduce the number of messages sent and received by al?
components of the present invention while maintaining the
control and synchronization of any qualified inventory that
is interactively offered for sale. With the reductions in the
quantity of messages needed to maintain inventory
synchronization, there is a corresponding reduction in all
other aspects of communications and processing overhead
between the remote components and sales outlets

The invention automatically updates all components of

the present invention on muliiple sites or media channels in

5 & fime-sepsitive and time-appropriate basis. The automatic

two-way network communications method of the present
invention provides the necessary coordination of inventory
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and sales. With the added dimension of the Resource Saver
Pratacol, the Seller can divide his inventory into logical
groups for marketing, presentation, and sales to the Buyer.
Using a hotel as an example, the instance of the present
invention is configured to represent Hotels and Lodging, and
the Seller is a hotel with 312 rooms of the following types:
200 standard rooms, 100 upgrade rooms, and 12 suites.

The setup of the Resource Saver Protocol is accomplisked
within the Presentation and Configuration Program 4715 or
the Seller Interface 4000 The Seller divides the inventory
into its Jogical groups for marketing, presentation, and sales
1o the Buyer Im this case, the groups are standard rooms,
upgrade rooms, and suites. Each item in each group of items
must be substitutable with alf the other ftlems within that
group.

If the inventory were not absolulely substitutable (o any
given Buyer, then the Seller would not use the Resource
Saver Protocol in this inveatory That does not mean that all
the Inventory items or groups of a Sefler must either be or
not be controtled by the Resource Saver Protocol The Seller
may have any combination of Inventory ilems 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 number of rooms of ¢ach type, and they are
time sensitive in the fact that the inventory is sold by the
“untt night” which, if not sold and utilized by that night, can
never be used or recovered

The Seller must then set the maximum units of inventary
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 given Buyer to purchasc
from any Central Prescrtation and Selection Server 2000 or
other outlets serviced by this instance of the present inven-
tion. By setting a reasonable maximum number of units of
inveptory that a Buyer may purchase, the Seller prevents that
rare but possible case of a self-serve Buyer purchasing or
reserving more inventorics than is available The Buyer is
still allowed to purchase or reserve as much inventory as he
likes, but fhe purchase must be tramsacled in sequentjal
“maximum unit” lransactions as opposed (o one large trans-
action.

Next, the Seller seis a2 buffer number for each of the
groups of items to be offered to the Buyer The purpose of
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 In the hotel example, the
management might set the buffer number at 10 units (twice
the maximum single purchasc) as a starting point, to be
adjusted later based on the Sellers experience

Then the Seller must determine 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 maximuem purchase units are 5 rooms, and
the buffer number is 10 rooms, then his Notification Level
would be 15 This means that the Seller would receive
transmissions from all of his outlets when a purchase is
made However, he would not have to communicate back to
those cutlets (via one transmission message to the Central
Processor and Control Server 1000) until his remaining units

neha a nuratlabhila smira w1y o] AF 18 sinilin
reached or breached the available inventory level of 15 units

1f the level were reached or breached, transmissions for units
within the unit group would be communicated back and
forth for each purchase from the available inventory level of
15 until ail units are sold for that period of time.

10

20

25

30

35

45

50

55

=%
ol

62

A demonstration of the ransmission 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 Protocol, 320 {80
messages cach to 4 outlets) inventory update messages
would have to be sent in order to accomplish the total
individual booking of 80 rcoms. Each outlet or channel
would maintain the availability count for the rooms, and one
update message for the booking of ¢ach 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) 1o reach the 80 rooms booked The actual
numwber 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 querics
did not result in booking In addition, the buyer would be
required to wait for the amount of time that it took for the
transaction verification process to take place That amount of
lime may or may no! be significant, dependicg on several
factors such as the current network use, network connection
speeds, clc

With the present invention, each sales outlet, channcl, or
other source of umique or time-sensitive producis queries
availability only after receiving notice of a predetermined
inveniory level or count This means that with our example
hotel, only 80 booking messages would be sent if the
management sets the notification level (predetermined avail-
able inventory 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 queries
and responses) This compares with a total of 500 messages
without verification and 700 messages with verification (100
bocoking, plus 400 inventory update message, plus 200
queries and responses for verification), showing savings of
68% to 73%, depending or the method used after the
notification level is reached or breached.

It shouid be noted that the savings generated are more
substantial than they appear to be for some Seller types. This
is because the typical total sales of iaventory in any given
period does not reach the level that triggers the notification
of the Cenira] Presentation and Sclection Servers 2000 or
other outlets and channels

Fer more common or commodity-like products, goods, or
services, there is little concern of overselling. In order 1o
conserve on communication and other resources, the
Resource Saver Protocol allows the electronic networks and
traditional sales outlets, channels, or other sources of sales
to baich or hold the sales transaction messages. These
messages are then transmitted once a certaia cuantity has
beer sold, once a specified ime period has passed, or a
combination of both bases. The operator of a given instance
of the preseni imvention has the option of settings for
transmission levels or transmission periods and specific
transmission times, or general fransmissicn times plus spe-
cific outlet offsets

As an example, a Seller of music CDs who has sufficient
inventory might sct e iransmission lovel at 35, the irans-

mission peried at 24 hours, apd the frapsmissicn time at

5 01.00 AM plus any offser. Thiz would then set the electronic

networks and traditional sales cutlets, chapnels, or other
sources o either transmit fransaction messages any time
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they are holding 35 transactions or more, {ransmit lransac-
tion messages at least every 24 heurs, and/or transmit any
remaining transactions at 01;00 AM plus any offset The
instruction for transmilling any remaining transactions al a
specific time plus offset allows the Scler to set each outiet 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 seutings and
goals

Operalors of the present invention may provide additional
transaction certainty and verification in the form of “con-
firmation of the transaction” messages or “inventory count
and/or “sequence numbers™ data fields with each transaction
message All of these methods are optional at the discretion
of the operators of the instance of the present invention,
based on their experience or concerns

With the “confirmetion of the fransaction” 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 sent at times of low processing
and communications loads, thereby reducing the impact of
their use The use of these confirmation messages virtually
reduces transmission ¢rrors to zero . This method can be used
during initial periods to build operator confidence in the
present invention more than as a method that is used all the
time

The “inventory count” is a field that is passed on all
transaction messages where a total inventory has been
established and each outlet is comparing and subtracting
each sales transaction 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
methed of monitoring and controlling inventory. If the Seller
is not using that method, then the total inventory is known
by the cutlets and is used as the “inventory couni” to be
passed. If the Seller is using the Notification {evel method,
then the “inventory count” ficld is only included after the
Notification Level has been reached or breached at the
Seller’s location and the Notification Level messages have
been sent {o the outlets This “inventory count” is used by
the present invention (o verify that each component (Seller’s
location and all sales outlets) is synchronized as to the
mventory fevel that all are working off of

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

What is claimed is:

1 A method of using a network of computers ta contract
for, facilitate and control the creating and publishing of
presentations, by a seller, to a plurality of media venues
owned or controlled by other than the seller, comprising:

a} providing a media database having a list of available

media venues;

b} providing meaans for applying corresponding guidelines

of the media venues;
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¢} providing means {or (ransmitting said presentations o
a selected mediz venue of the media venues;

d) providing means for a seller to select the media venues;

and

¢) providing means for the setler to input information;

whereby the seller may select one or more of the media
venues, create a presentation that complies with said
guidelines of the media venues selected, and transmit
the presenfation to the selected media venues for
publication

2. The method of claim 1 further providing a seller
database having a list of seller

3. The method of claim 1 fusther providing a means for
creating structured presentations from the sellers informa-
tion

4 The method of claim 3 farther providing a means for
transferring said created presentations to the media venues
for publishing

§ The method of claim 1 further providing & means for
said media venues to input said guidelines and information.

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

7. 'The method of claim 1 further providing a media buyers
dalabase havieg 2 List of media buyers.

8 The method of claim 1 further providing a media
transactions database having a list of media transactions.

9 The method of claim 1 further providing a media
inventory database having a list of media inventory.

10 The method of claim 1 further providing a presenta-
tions database containing created presentations.

11. The method of claim 1 further providing an inventory
database containing available inventory.

12 The method of cizim 1 further providing a transaction
dalabase coniaining (ransactions made.

13. The method of claim 1 further providing means with
instructions for a buyer to select and purchase offers of
sellers.

14. The method of claim 13 further providing a transac-
tion database for recording the purchases of the buyers.

15 The method of claim 13 further providing a means for
the buyers to purchase goods or services offered by the
seller

16 The method of claim 1 wherein the media database
includes a list of available media and corresponding
editorial, design and publication standards

17 The method of claim I wherein the media database
includes a list of available media and corresponding pricing
andd media inventory availability

18. The method of claim 1 further providing means for
transferring said presentations to said selected media ven-
ues

1% The methed of claim 1 further providing a computer
to control and facilitate the network of computers

20. The method of claim 1 farther providing a computer
o control and facilitate ercation and distributior of all
presenlations to said selected media venues.

21 The method of claim 1 further providing a means for
automatically creating open-access electronic presentations

22 The method of claim 1 ferther providing a means for
publishing open-access presentations electronically.

23 The method of claim 1 further providing a computer
to present dypamic presentations efectranically.

* * = * *H
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