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INTERNET ADVERTISING SYSTEM AND
METHOD

This epplication is a continuation in part of copending
parent application Ser. No. 09/480,303, filed Jan. 10, 2000,
now U.S. Pat. No. 6,446,045.

BACKGROUND OF THE INVENTION
Field of Invention

The method and apparatus of the present invention is
related to Automated Media Creation and Publication
Engine with Third Party Creative and Management Profes-
sional Interface, Resource Saver. Inventory Control, and
Ticket Distribution Vending System.

The invention also relates to the Automated Media Cre-
ation, Publication, Placement, and Control Fngine with
‘Third Party Creative and Management Professional Inter-
face a Processing and Communications Resource Saver,
including a Sales and Inventory Contrel protocol, and a
Reservation, Access, and Verification System Utilizing
Ticket and Confirmation Replacement Methods.

In another aspect the invention relates to Automated
Media Creation, Publication, Placement, and Control Engine
with Processing and Communications Resource Saver,
including a Sales and Inventory Control protocol, and a
Reservation, Access, and Verification System Replacing
Traditional Ticket and Confirmation Methods.

In yet another aspect the invention relates to Automated ;

Media Creation, Publication, Placement, and Control
Engine, including a Sales and Inventory Control protocol
with Processing and Communications Resource Saver, and
a Reservation, Access, and Verification System Replacing
Traditional Ticket and Confirmation Methods.

Prior art for electronic and other presentations of com-
mercial products, goods, and services is accomplished by
individual sellers or seller organizations or their agents
submitting materials (0 each and every media cutlet or to
stand-alone electronic malls, outlets, or directories. Most
sellers choose the media or outlet for the sale of their
products, goods, or services; obtain the guidelines and
requirements; negotiate a contract; and then compile mate-
rial and design individual presentations to conform to the
requirements for each media. This time consuming and
costly business necessity has created huge marketing pro-
grams and agencies for large businesses.

When the sellers employ third party agents or agencies or
independent creative or management personal to assist in
their marketing efforts even greater demands are placed
upon those within the seller organization that are responsible
for sclecting. contracting with, and then coordinating the
efforts of those entities. The process of selection and service
negotiations of thesc entities is difficult for experienced

sellers and seemingly insurmountable for those new to the 3

process. Often, substantial time and resources are wasted
researching and making the decision to employ third party
professionals. Tn many cases insuflicient research or inves-
tigation is donc which may lead to poor choices of third
party professionals. These delays and frustration may lead to
snap, late, or ill-informed decisions and the resulting mis-
takes in the process of improving the sellers’ ability to take
advantage of professional creative or marketing support.
When created individually by sellers or seller organiza-
tions, media presentations may not be standardized in that
they do not carry consistent, up-to-date inventory, pricing,
and information for the consumer. A buyer may find con-
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flicting presentations on different electronic or traditional
channels or outlets. The management for the advertising and
electronic commerce for many small to mid-size sellers falls
either as additional duties to current staff or as new depart-
ments. In the media of electronic presentations, the lack of
experience may result in presentations that are cumbersome,
ineffective, or not accessible o the widest range of con-
sumer. Currently, the non-standardized format tor the pre-
sentation of products, goods, and services provides for both
the advantage of allowing unlimited creativeness in presen-
tation and the disadvantage, in inexperienced hands, of not
delivering the most effective and motivating sales message.
In many cases, this lack of standardization appropriate to
each and every venue or media outlet may result in the
presenting of goods and services in a way that does not
entice the buyer to make a purchase.

‘When sellers or seller organizations need outside creative
or marketing professicnals to create or manage their media
presentations the communications with and management of
that resource can be time consuming and labor intensive.
The needs, concepts, goals, and resources of the seller must
be communicated and reconciled with the capabilities and
availability of the desired professionals. It is not unusual for
many polential matches of sellers and professional © be
tried before a truly compatible match 1s found thereby not
only wasting the time of the seller and the professionals but
the potential market time that can never be recovered
regardless of cost. One of the reasons for the difficulty in
shopping for the creative and marketing professionals is the
lack of a consolidated marketplace where comparisons
between those professionals and their offered products and
services can be made. The current invention allows those
comparisons to be made in a structured manner controlled
by the operators of the current invention.

In the prior art, electronic Internet and Intranet presenta-
liens are developed either as static (les that require constant
and laborious manual updating or as dynamic (database-
driven)

Although the dynamic presentations require less labor to
produce and vpdate, the various Internet or Intranet sezrch
or retrieval programs do not gencrally read or index them
because of their “dynamic, database-driven” nature. This
fact alone substantially reduces their effectiveness in reach-
ing the most motivated buying public because those presen-
tations are largely invisible to the wide range of automated
searches conducted by potential buyers. With either design
choice, substantial cost is experienced for the small to
mid-size seller, either in the form of labor intensive presen-
tation methods or in lost sales opportunity, which can never
be recovered.

The electronic Internet malls and electronic directories,
although generally much better staffed and able o produce
cffcctively designed and cdited content to motivate the
buyer, suffer in part from the same dilemma. They are still
faced with the same no-win choice between the labor
intensive creation and placement tor each presentation that
gets the maximum visibility to the search methods of
potential buyers and the easier database-driven presentation
which get minimal visibility. One of the disadvantages to the
advertising client of these electronic direclories is that they
find themselves publishing the same information in multiple
directories or indexes as well as in their own stand-alone
presentations in order to obtain the maximum coverage for
access to the buying public. This supervision ot multiple
presentations is a control and management problem that is
very costly and incfficient for the seller.
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Some small to mid size sellers may not have the internal
creative resources to take advantage of the marketing poten-
tial that the internet offers and in most cases must contract
with outside creative and or management resources to get
the most out this new media. Making these choices and
controlling these creative and or management Internet
resources poses the same problems and difficulties as deal-
ing with traditional media as well as the additional technical
problems associated with the Internet media. Many times the
creation of advanced or cutting cdge Internet commerce
solutions and presentations are best performed by program-
mers and professionals in those arcas.

Electronic malls and electronic direclories also experi-
ence a high ratio of cost to generated income associated with
sales, billing, and collections. The clients of these electronic
malls and directories are typically contracted for some
period of time and then billed for that period of time during
the contract period.

Currently, the sale of tickets, passes, admission docu-
ments, or reserved services is performed in a variety of ways
that require the buyer to ecither call the agent or scller,
contact a third-party seller, have a specific ID for that venue
or event, or make the purchase electronically using a net-
work presentation of some kind, usnally the Tnternet. Upon
the sale of those tickets, passes, admission documents. or
reserved services, the transaction requires, or, would be
enhanced by, the physical delivery of those proofs of pur-
chase. In the prior state of the art, proof of purchase must be
picked up at some physical facility or point of sale when the

tickets, passes. admission, or reserved services are pur- 3

chased. Or, they must be delivered via mail or one of the
overnight services, delivered by courier. or picked up on a
“will call” basis at the facility, site, business, or venue. Or,
they must be a member and a holder of a specific ID used by
that Seller of goods or services. All of these methods, at the
very least, create additional inconvenience for the Buyer,
requiring either travel time, waiting in lines, spplying for
and receiving specific ID card, or the uncertainty of last-
minute delivery. In many cases where last-minute purchase
decisions are made, there is additional expense to either the
Buyer or Seller to insure timely delivery. In prior art, if the
buyer is a existing member of an organization that issues
special single purpose ID cards. the buyer may apply for and
use that special single purpose ID card for access. This
forces the buyer to have an individual access ID for each
service that he wishes to periodically use.

In regards to the Resource Saver Protocol, prior art
requires a message to be recorded and sent for each and
every transaction (purchase) at a resource cost tor each
transaction or transmission. If a Seller has inventory on
multiple electronic sites or channels, each and every site
must be updated and adjusted on an individual basis, one-
by-one manually. It must be noted that prior art does not
cven communicate in an automated two-way mcthod. This

means that in many cases, the Seller has to receive the 3

transmissicn of sale, record the inventory change manually
onto his management or accounting software, and then
update each and every place where this inventory is otfered
for sale. Through prior art, buyers and sellers often experi-
ence mistakes in over-selling or overbooking products,
goods, or service because of the delays of manual updating.

SUMMARY

‘The invention allows sellers to present their inventory,
products, goods and services in a choice of one or a variety
of supperted media outlets: in print, such as newspapers,
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magazines, periodicals, guidebooks, catalogs, brochures,
fliers, and directories: in electronic form, such as online
directories, web siles, bulletin boards, news groups, C1)-
ROMs, and interactive 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. When these media choices are
made, the present invention prompts the seller for informa-
tion that is then used in the creation of presentations for the
media outlets he has chosen. The Presentation Rules Data-
base holds all the criteria, [ormatting architecture, and
distribution factors for each participating media outlet. The
present invention’s Presentation Generation Program, along
with the Presentation Rules Database, then creates a pre-
sentation for each and every media outlet the seller has
chosen. The Preseatation Generation Program then either
transmits the presentation to the appropriate destination or
holds it for a publication date to be submitted for a particular
deadline or predetermined promotional market.

The seller can then print out a report that shows him each
presentation, distribution or media outlet, and the pricing of
each media choice for an overall marketing valuation.

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

The present invention also allows for the selection of third
party creative and management professionals by allowing
the seller to review presentations of those professionals as
well as samples of their work. The presentations of these
professionals may show their qualifications, background, a
general sales pitch about themselves and their services,
pricing, limitations, terms and conditions, and any other
information necessary or desirable (o allow the seller (o
make a informed decision. The intent of this process is to
create a comparison shopping environment that allows the
sellers to make informed choices as to these additional
creative and management resources. These third party pro-
fessionals may be of any legal business entities such as, but
not limited to, individuals. sole proprietors, partnerships,
limited partnerships, or corporations. These third party pro-
fessionals may offer their services in any legal manner such
as independent contractors, employee, service contract, sup-
ply contract, sale of services, sale of content or products,
retention of services, contract, or any other method of
attaining the services of those 1hird Party Professionals. 1he
seller may compare the information about those profession-
als presented as well as submit inquires directly to them or
request estimates, bids, or proposals for specific services that
they may olfler or specific services that the seller may
request. Once a professional is sclected and their scrvices arc
nepotiated for, the invention facilitates the communication
and creative process to allow both parties to select and
complete the desired media presentation as efliciently as
possible. This efficiency of professional selection and cre-
ative process will allow sellers that would not normally be
able to retain protessional assistance to cbtain 1t through the
inveation. This same efliciency will allow those sellers that
alrcady usc professional third party creative or management
resources to do so with even better results and possibly at
lower cost. This category of Creative and Management
Third Party Professionals may also serve those entities that
provide products or content to sellers in efforts to create
presentations. Firms that supply stock photos for use in
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presentations or firms that sell promotional products to
sellers, would be two examples of product oriented Creative
and Management Third Party Professionals.

The invention is a method and apparatus that allows for
the creation of presentations for the commerce of products,
goods and services for any and all size of business; the
accessibility of those presentations to a vast population of
the buying public both in print, electronic, interactive elec-
tronic, and other media; the sale, reservation, and purchasing
of thosc products, goods and scrvices; the confirmation of
these purchases and reservations through a Network 1D or
confirmation system; and the management of inventory
controt  through multiple media outlets while saving
resources of processing, transmission, and communications.

The invention is a method and apparatus that allows for
the creation of presentations that comply with the design and
architectural requirements of any and all participating
media. This is applicable to all media either in print, such as
newspapers, magazines, advertisements, guidebooks, direc-
tories, fliers, and brochures; and electronic media, such as
online directories and malls, web sites, bulletin boards, news
groups, CD-ROMs, and interactive media and networks; and
other media, such as billboards, skywriters, bus benches,
radio, interactive kiosk, and any other form of customer
advertising, outreach, or information distribution. These
presentations can be updated for either presentation content
or inventory control in near real time, by either manual or
automatic means, via electronic message units from third-
party management or inventory control software. Electronic

presentations created can be either static open-access or 3

database driven dynamic server presentations. Where appro-
priate, these presentations allow for the sale of products,
goods, or services and for the making of payments by
buyers. Inventory adjustments for production, sales, and
other reasons are made in near real time, allowing for an
accurate presentation of availability of inventory to buyers.
The present invention allows for lower cost 10 management
when used with all media outlets by creating a self-serve,
automated billing environment for the seller’s creation and
display of presentations.

The invention is a method and apparatus that allows for
selection of] and the contracting with or employing of, third
party creative and management professionals by sellers. The
invention allows these third party professionals to create,
develop, and manage any participating media presentation
either independent of, or in conjunction with, input from the
sellers. Sellers may choose the level of third party profes-
sional participation in the process. This may range from no
participaticn, to very little participation (as in the sale of a
product such as stock photos or providing ad copy only), to
allowing complete control of both the creative and manage-
ment process of the media presentations (where the third
party professional is appointed the agent of the seller) with
only review and oversight chosen by the scller. The inven-

tion allows for the third party professional to contract with 3

or purchase products or services from other third party
professionals within the invention. Where needed or desired
by the sellers, the invention allows for the third party
professionals to collaborate on presentations or specific
services. This collaboration may take place between the
seller and one or more (hird party professional or between
two or more third party professionals. This ability for third
party professionals to collaborate on providing products or
services that may be beyond the normal ability or capability
of the single third party professional, will allow them to
access a portion of the market that they have not previously
been able to access. In addition, the ability of the seller to

0

n

o
>

w

o

40

wr
P

ot
Y

B

6

access an environment where third party professional can
collaborate to provide the requested goods and or services
will give thal seller many more choices that would normally
not be available. In regards (o the third party professional,
the present invention provides a negetiation environment
that allows the products or services needed by the seller, in
their efforts to create and manage their media venue pre-
senfations, to be purchased or retained as needed on a self
serve basis. The invention allows this range of services
provided by third party professionals to be negotiated by the
sellers and those professionals.

The invention is a method and apparatus that allows for
the creation ol both static and dynamic Internet and Intranet
presentations for the sale of products, goods, and services to
be accessible to the maximum number buyers and the
interactive purchase of those products. goods and service.
The present invention is a method and apparatus that allows
buyers to purchase products, goods and service electroni-
cally and receive confirmation of that purchase.

The invention allows for the verification and substantia-
tion of the purchasc of access or admission to those services
or events that traditionally have controlled access by means
of tickets, passes, admission documents, reservations, res-
ervation confirmations, or other substantiation at the facility,
site, business, or venue. The invention provides several
methods for the buyer to provide an ID at the time of
purchase, which is then transmitted electronically to the
facility, site, business, or venue. That buyer Network 1D is
then confirmed by the facility, site, business, or venue by
means of readers or scanners of the magnetic, smart, or
optical ID cards or by other electronic means when biomet-
ric authentication is required. This confirmation may auto-
matically result in the printing of the tickets, passes. admis-
sion documents, reservation confirmations, or other
documents required for admittance or in the automatic and
immediate physical admittance of the buyer or 1D helder.

The present invention allows for both complete inventory
control and management and the global updating and acces-
sibility of real-time and time-sensitive inventory while sav-
ing communication resources and time for any and all
businesses that sell products, goods, and services regionally
or world-wide. The invention allows for a substantial reduc-
tion of the communications and computer resources neces-
sary to control and coordinate the availability, presentation,
and sales of common, unique, or time-sensitive products,
goads, and services. The present invention allows for the
sales process to be adjusted so as to optimize the commu-
nications and computer resources used in relationship to the
sales volume and Seller, Buyer, and usage profiles.

OBJECTS AND ADVANTAGES

Several objects and advantages of the Presentation Gen-
eration component of the present invention are:

To provide an effective system of edit and content control
for the creation and publishing of commercial sales or
information-oriented traditional media and electronic pre-
sentations in a cost-effective manner for small, medium, and
large sellers of preducts, goods, and services. This invention
improves on the prior art by creating a controlled, managed
environment for the sellers in which to create their presen-
tations. This invention automatically applies not only cdit-
ing, style, graphics, data, and content controls but also
design specification and architectural requirements to the
design environment of all forms ot specitic member media
venues or outlets, both electronic print and all other media
formats.
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To provide an effective system to select, communicate
with, and monitor third party creative and management
professionals whereby sellers may review the qualifications
of those professionals and contract for their services. This
invention improves on the prior art by creating a controlled
presentation of the qualifications of those professionals as
well as a structured environment [or the contracting for their
services. Further improvement on the prior art is obtained
when upon contracting for their services the invention
provides a management or review and oversight system for
the seller tc more easily work with, monitor, and measure the
results of thouse professionals.

To provide an environment where third party profession-
als may collaborate to provide the creative or management
products or services needed by the sellers to create or
manage presentations. This allows third party protessionals
that would not normally be able to handle larger or compli-
cated products or services to collaborate with others to
provide those products or services to clients that they
normatly would not be able to assist. In the same fashion the
sellers will have a greater choice of who can supply the
needed preducts or services where firms may collaborate
and then compete for the sellers husiness.

To create open-access electronic presentations that can
receive maximum electronic visibility from private, public,
or commercial search algorithms and commercial search
engines and indexes, as well as from other automated or
on-demand computer search systems. This invention

improves on the prior art by automatically publishing the A

information and data received from scllers in an open-access
format that is readily available to public automatic search
and index programs as well as to on-demand search pro-
grams. With this invention, the seller’s presentation can he
published in several different directories or indexes, taking
on a dilferent style, look, and feel in each as a result of the
automatic restructuring of the data entered by the seller. This
is accomplished by using different presentation formatting
guidelines and rules for the targeted directories or indexes.
This single-entry and automatically distributed method is
more efficient than managing each directory or index indi-
vidually.

To allow sellers to create presentations on their computers
that are automatically transmitted to be published and
viewed on electronic networks and other traditional adver-
tising media. The present invention partially resides on the
sellers’ computers, controls and edits the presentation, and
then automatically transmits that information and data for
publication in traditional media and electronic networks.

To allow media venues, outlets, vendors, and representa-
tives automated presentations giving media buyers’ self-
serve access 1o their products and services.

To allow third party creative and management profession-

als to present their services to the sellers as well as to 5

contract with the sellers to provide those services. The
system and apparatus will also provide an environment for
the sellers o work with and supervise the third party
protessionals as well as allowing various third party profes-
sionals t collaborate on providing services o & given seller.
The third party professionals may perform as many or as few
of the functions of the invention as agents for the sellers, as
the sellers” contract allows for them to perform.

To allow for the automatic publishing or updating of
presentations within a simple environment that does not
require lower-level coding or formatting of the presentation
material. The present invention employs a text-only cntry of
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information and data, thereby not requiring the seller to have
knowledge of presentation computer codes or low-level
formatting.

To allow for autcmatic global updating of the description,
price, quantity, and availability of products, goods, and
services in traditional perindic media or electronic presen-
tations. The present invention allows for the direct input of
this information as well as for the automatic transmission of
presentation-related data by compatible third-party, account-
ing, inventory control, or other management software tor the
inclusion or updating of the electronic presentation through
common message files read and transmitted by the present
invention.

To allow for the central control and management of
presentations, thereby allowing for a greater degree of
promotion and flexibility of the category or group of prod-
ucts, goods, or services by the controlling server in order to
attract more buyers. The present invention directs all pre-
sentations through a central controller, which standardizes
the presentations within the style, editing, and content
standards set by the controller standards for cach presenta-
tion, directory, or index. All electronic interactive presenta-
tions are optimized for presentation search visibility by the
controller and can then be globally refined, based on traftic
analysis.

To provide lower overhead cost associated with sales,
billing, and collections for the operators of the present
invention. By creating a self-serve, automated, direct billing
environment for the sellers to create their presentations in,
the operators of the present invention will experience sub-
stantial savings over traditional sales and billing methods.
Allowing the sellers to create their presentations with a
cafeteria-style selection and billing that presents all their
options, including the associated cost up front, will also
result in greater add-on sales without the associated sales
overhead.

To provide a more eflicient environment for Third Party
Creative and Management Professionals to present and
market their skills and expertise to Sellers. The invention
will allow Sellers (o select and contract with Third Party
Creative and Management Professionals to provide prod-
ucts, pre-developed or stock content, talent, creative or
management, or other necessary or desirable services to the
Seller to assist them. The invention also improves the
communication between the Seller and any Third Party
Creative and Management Professional that the Seller may
contract with as well as allowing the Seller a structured
review and reporting enviromment [or the cuntrol and super-
vision of those Third Party Professicnals.

Several objects and advantages of the Resource Saver
Protocol component of the present invention are:

To allow for the presentation of availability of products,
goods, and services for sale in a real-time environment
without requiring constant real-time communications during
the sales process.

To allow a substantial portion of the real-time sales to be
completed without the overhead of a concurrent verification
process.

To reduce the necessary processing and communications
resources used to control inventory presentations of pred-
ucts, goods, and services.

To reduce the necessary processing and communications
resources used o control sales and/or reservations of prod-
ucts, goods, and services.

To transfer communications and processing resources to
time periods of lower utilization of those resources.
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Several objects and advantages of the Network 1D and
Purchase Verification System component of the present
invention are:

To allow for the replacement of traditional tickets, passes,
admission documents, reservations, reservation confirma-
tions, and other means of verification that require prior or
“will call” delivery to the buyer. The present invention
improves on the prior art by creating a controlled universal
1D at time of purchase that can be transmitted to the facility,
site, business, or venue to be used for verification of the
buyer and purchase. This 11D can be used {or one purchase or
maintained within the network for future use as a permanent
1D [or the purchase and access Lo any [acility, site, business,
or venue that is represented by that instance of the present
invention.

To allow for a more convenient method of purchase of
tickets, passes, admission documents, or reserved services,
or for the late purchase of those tickets, passes, admission
documernts, or reserved services beyond what would be
teasible if’ physical deliverv of the access or admission
documents were required. The present invention allows for
purchases te be made and buyer IDs to be transmitted to the
facility, site, business or venue within a matter of minutes of
the huyer arriving for admittance. By osing an electranic
network, Internet, Intranet, or phone service, a buyer could
literally make the purchase by laptop computer with wireless
modem or by cell phone from the car on the way to the
facility, site, business, or venue for admittance. The inven-
tion, when used in conjunction with an electronic inventory-

available presentation, can allow buyers to become aware of 3

and take advantage of last-minute cancellations and changes
of availability.

The invention reduces labor and material requirements by
the sellers of tickets, passes, admission documents, or
reserved services. The invention substantially reduces the
labor and material requirement for tulfillment ot purchases
ol tickets, passes, admissions, or reserved services in several
ways. By eliminating the requirement of delivery of those
documernts that allow the buyer admittance, there is no
outgoing correspondence and/or fulfillment package to pre-
pare. The costs associated with shipping, tracking, or follow-
up on lost items as well as the customer service costs that
accompany late or poorly communicated delivery instruc-
tions are reduced or eliminated. At admission time, addi-
tional costs are saved with the full implementation of the
present invention by the use of automatic vendors that print
the admission documents on demand by the buyer and with
automated verification of the buyer’s 1D. This function
replaces the “will call” method of admission document
delivery and the associated cost in labor and facility over-
head.

Turther objects and advantages of the present invention
will become apparent [rom a consideration of the drawings
and cnsuing description.

BRIELF DESCRIPTION OF DRAWINGS

Ir should be noted that some of the drawings within this
application have been modified from the original application
by deleting or reducing the number shown of some of the
muliple instances of components such as the Seller Inter-
face 4000 on FIG. 15 CIP. Also in some cases symbols of
different sizes were used or symbols were moved as far as
their position within the diagrams. This was done only to
tacilitate the placement of symbols within the limited space
available within the diagram to more clearly diagram the
overall function of the invention. In some cases reduced
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print size has been emploved to allew for more full and
meaningful descriptions to be placed in the available space.
These deletions or reductions in numbers, or the changing in
size or position, or the changing or mixing of print sizes,
should not be construed as reducing the capacity, capability,
or function of the original invention or any of its compo-
nents. These modifications are only an effort to more clearly
diagram and display the structure and function of the inven-
tion and its newly added and improved functionality.

FIG. 1a diagrams an embodiment of the present invention
with a single level of service withoul Independeat Direcio-
rics.

I'IG. 15 diagrams an embodiment of the present invention
with a sample depth of service of Sellers, Buyers, Presen-
tation and Selection Servers, lndependent Presentations, and
Media.

T'IG. 2a is a block diagram showing one embodiment of
the Central Controller and Presentaticn Processor.

FIG. 25 is a block diagram showing one embodiment of
the Central Presentation and Selection Server.

FIG. 2¢ is a block diagram showing one embodiment of
the Seller Interface.

FIG. 24 is a block diagram showing one embodiment of
the Buyer Interface.

F1G. 2e is a block diagram showing one embodiment of
the Media Interface.

FIG. 2f'is a block diagram showing one embodiment of
the Third Party Creative or Management Professional Inter-
face.

FIGS. 3a through 3% and 3i-a is a block diagram showing
the transaction processing and buyer’s use of one embodi-
ment of the present invention. This Example Embodiment of
this invention is configured for delivery of tickets or reser-
vation confirmation.

FIGS. 4a through 4g is a block diagram showing the
Seller’s use of the invention. This Example Embodiment is
configured for delivery of tickets or reservation confirma-
tion.

FIGS. 5a through 5% is a block diagram showing the
Seller’s use of the Resource Saver Protocol of the invention.
This Example Embodiment of this invention is configured
for delivery of tickets or reservation confirmation.

Further Breakdown of the block diagrams Sa through 4.

FIGS. 5a through 5¢ is a block diagram showing Seller’s
Setup and use of Resource Saver Protocol.

FIG. 54 is a block diagram showing the Seller’s Use of
Notification Level Processing of Resource Saver Protocol at
Seller Interface 4000.

FIGS. 5e¢ through 5/ is a block diagram showing the
Seller’s Use ot Rescurce Saver Protocel on Central Presen-
tation and Selection Server 2000 or Other Selling Outlets.

FIGS. 5g through 5% is a block diagram showing the
Seller’s Use of® Resource Saver Protocol [or Inventory
Adjustment or Replacement.

FIGS. 6a through 6g is a block diagram showing the
Media’s use of the invention in conjunction with the sup-
purted.

FIGS. 7a through 7g is a block diagram showing the Third
Party Creative or Management Professionals’ use of the
invention.

FIGS. 8a through 8¢ is a block diagram showing the
Seller’s use of the invention in conjunction with the sup-
ported Third Party Creative or Management Professionals.
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PATENT APPLICATION GLOSSARY

The following are explanations and or definitions of
names or descriptors as used in the invention. For the
purpose of this invention the following terms have the
following definitions. These are meant o aid the reader in
understanding the inventors’ descriptions ot the present
invention and its components, design, use, and purpose.

3pP.

See the “Third Party Professionals” or “Third Party
Creative and Management Professionals” within this Glos-
sary. Due to space restrictions within the drawings and
specifications that make up a part of this application the
proceeding references have be abbreviated to 3"“PP.
Advertising

Any presentation or effort to inform or influence target
demographics or the general public. This includes all media

types and methods such as but not limited o audio and
visual, print, electronic, multimedia etc.

Algorithm

The method or logic that performs given functions within
a program. Typically can be described as a series of infor-
mation access, comparisons, decisions, choices. and result-
ing outputs.

Automatic Searches
These arc information text-based scarches that arc con-

ducted of targeted Internet or Intranet sites on a page-by- ;

page basis using cither the information contained within the
meta tags of each HTML page or full text searches of all
content.

Automatic Vendors

Machines that read or scan the Delivery or Network ID
Cards, access a database of Buyer information for confir-
mation of ID, and then dispense a custom printed ticket,
pass, admission document, or reservation confirmation
showing the appropriate access information. The tickets,
passes, admission documents, reservations, or reservation
confirmations could then be processed with normal proce-
dures.

Biometric identification

Identitication that is accomplished by using an individuals
distinctive natural biological differences, such as finger
prints, iris scans, {ull face scans, voice prints, DNA efc.

Buyer

Any person, corporation, partnership, group, or any other
legal entity that desires or may desire or consume the
purchase, reservation, acquisition, consumption, of items,
services, or ideas offered by the Seller either paid for or as
a gratuity.

Central Controller

Refers to the Controller part or function of the Central
Controller and Presentation Processor 1000

Central Processor

The CPU or main processing computer chip or unit within
a given computer. Depending on the operating system a
computer must have one but may have more than one CPU
thereby increasing the processing speed of the computer.

Client Channel
Means, outlet, or avenue of advertising, marketing, dis-
tribution, cr sales.
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Cookies

Information formatted to be delivered or downloaded to
the Internet Browser utilized by the Buyer Interface 5000,
stored on the Data Storage Device 5500 within the [Location
for Cookie Storage 5695, and then accessed later by that
Internet Browser. This information would thereby provide a
carryover of information such as Buyer preferences.

Databasc

The term Database is used referring not only to the
structured or relational storage of data within files, but also
to the tables or sub divisions of data storage within these
databases or files or any method or system of organizing data
for storage and access by computers. Within some areas of
the specifications and drawings the term “Database” may be
abbreviated as “DB”.

Directory

A consolidation, accumulation, or compilation of similar,
competing, or complementing “Sellers” {see above) that are
offered or presented in some logical or systematic presen-
tation allowing “Buyers” (see above) to review, compare,
and contrast the offerings or presentations. These directories
may or may not altow for direct access or inleractive sales
or acquisition. These directorics may be in any media such
as. but not limited to, electronic, Internet, Intranet, CD-
ROM, or print.

Dynamic Presentations

These are presentations that are created when the reader
or viewer accesses them. They are typically created in
response o queries or actions of the reader or viewer and are
generated trom database information that resides at the
server that is being accessed. (See “Static Presentations™)

Editorial and Design Standards

These are the editorial, design, and stvle guidelines,
standards, restrictions, and other specifications that are spe-
cific to each media venue that control the look and content
of all presentations within that media venue.

Electronic Directory

Internet, Intranet, or bulletin board based directories or
indexes focusing on narrow based collections of sellers,
suppliers, vendors, purveyors, or providers of goods, prod-
ucts, services, information, ideas, eic.

Electronic Mall
A collection of electronic directories, indexes, “Sellers”
(sec above), or other Internet or Intranet sites at one place.

Fixed Inventory

Refers to Inventory that is limited and constant in its
availability. One example might be rooms in a hotel. If the
hotel has 300 identical rooms, then the fixed inventory is 300
units for cach day into the future that the hotel is open for
business. Adjusuments can be made for units taken off line
or made not available for maintenance ete. but rooms carnot
easily be added.

Given Instance

Tor the purpose of this application the term “Given
Instance” refers to a single particular established configu-
ration of the present invention that has been designed to
serve a defined demographics of Buyers and/or Sellers. A
single copy of the present invention would be an instance of
the present invention.

Goods
Merchandise or wares that arc to be sold or transferred.
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Identification Documents

Any artificial method of specifically Identifying an indi-
vidual such as Credit Cards, Drivers License, Identification
Cards, Membership Cards, and Academic Identification
Cards etc. These documents may be read magnetically,
opticafly or in some other manner to allow [or verification.

Independent Presentations Directories and Indexes

Those directories and indexes, operated by management
other than that of a given instance of the present invention,
that have associated themselves with one or more Central
Presentation and Sclection Servers 2000 of the present
invention for the purpose of utilizing the content and inter-
active services of those Central Presentation and Selection
Servers 2000.

Index
Same as “Directory” but with less informaticn or material
presented for the “Buyer.”

Internet Browser

Any Client-side program that resides on the Buyer Inter-
tace 5000 1o facilitate the reading and or viewing or pages
or presentations on the Internet or Intranet. Typically pages
or presentations are based on the HTML display language or
one of its successors or derivatives for presentations.
Examples of Browser soltware arc Netscape, Internet
Explorer, ctc.

Tnventory

Refers in @ very broad and general sense to any identifi-

able measure, item, or unit that can be sold, transferred,
conveyed, or reserved. The term inventory can apply to
goods, products, services, reservations for services, or any
other identifiable unit to be sold, conveyed, or reserved.
Units of Inventory may actually be a function of time with
the same item being used over and over such as a room in
a lodging facility, a seat in 4 sports stadium, or a table at a
restaurant.

Inventory Substitutability

Inventory {defined above) is used in a very broad sense.
The substitutability of those items that make up any given
line of inventory being oflered within the present invention
may not always be clear. Though not always clear, the
substitutability of the inventory must be determined and
represented by the Seller, who has the clearest understanding
of the makeup of the Buyer and their use of the goods,
products, and services. If the inventory were a one-of-a-kind
item, obviously therc can be no substitutability and the
inventory is unique. At the other extreme, for example, if the
inventory were music CDs, with 1,000,000 copies in stock
and another printing anticipated, then the inventory is com-
mon and substitutable. In between the extremes is a wide
variety of items that are limited in quantity or availability
and yet are substitutable. An example of an item that is

Timited in availability and is substitutable to the Buyer is °

rooms of a 100-room block at a hotel that are of the same
standard (king bed, TV, phone, and desk). Although the
rooms are not identical (as the CDs are) due to being on
different floors and having different views, they arc substi-
tutable to the traveler.

Media

A means of communicating, delivering, or projecting
concepts, ideas, or information to potential buyers, such as
radio, television, newspapers, magazines, internet, Intranet,
CD-ROMs, directories, brochures, flyers, billboards, bus
benches, sky writers, direct mail or any other method or
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means of reaching a large number of people or a smaller
number of targeted potential buyers or consumers.

Media Venues or Media Outlets

Those physical or virtual locations where presentations
arc placed or made available to present the information
within the framework of the media so that it is accessible by
the end users, consumers, viewers, or Buyers. This may
mean an Internet directory, a newspaper, g mullimedia
CD-ROM, a travel guidebook, or any number of other
examples.

Near Real Time

Refers 10 processing or access that takes place within a
time frame that allows for some possibility that human
interaction or other process may intercede or interpret that
processing or access. For the purpose of this application,
Near Real Time is referring to processing or access that take
place within time limits that are unlikely to allow interrup-
tions in the normal course of business. As an example, if you
have a process that takes place randomly 15 times per day
and each process takes within 1 minute due to communica-
tions delays, the likelihood of an interruption is approxi-
mately | chance in 1440 per event.

Network or Delivery ID

Magnetic, smart, or optical identification cards approved
for use within the preferred embodiment of the present
invention as identification, or biometric identification, that is
used as substitution for the delivery of traditional tickets, to
access to facilities, cvents, or venues.

Network of Computers

Two or more computers that may communicate either
continvously or on-demand for the purpose of sharing
processing, transferring information and data.

Non-Resident Media

Refers to media that is not wholly owned or controlled by
the management, operators, or affiliates of the given instance
of the present invention but are contracted for, designed,
submitted, and controlled through the given instance of the
present invention.

On-Demand

Functions, programs, or resources that are called or uti-
lized when needed as opposed to being employed, engaged,
or utilized continuously.

Presentation

Any content intended to inform or influence the viewers
or readers of a given media venue. It may be in an adver-
tising, public service, editorial, informational or any other
format. It may be text, graphics, audio, multimedia, or a
combination of any communication methods.

Products
Items that arc manufacturcd, asscmbled. processed or
created by the Seller and offered for sale or transfer.

Publishing

The act of placing or making available the presentation or
information within the framework of media venue so that it
is accessible by the end users, consumers, viewers, or
Buyers. This may mean placing an [ITML page on an
Internet directory, printing a 12-word classified ad in a
newspaper, adding & hotel presentation 1o a multimedia
CID-ROM or guidebook. or any number of other examples.

Reader or viewer client
The reader or viewer client is the program that computer
uscrs usc when accessing electronic information servers.
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The most common of these reader or viewer clients are
Netscape Navigator and Internet Explorer, which are Inter-
net Browsers.

Real-Time

Refers to processing, communications, information trans-
fer, or access that 1akes place within fractions of a second so
that it is humanly impossible to discern, intercede or inter-
pret that processing, communications, information transfer,
or access. (See “Near Real Time”.)
Resident Media

Refers to media that is wholly owned or controlled by the
management, operators, or afliliates of the given instance of
the present invention.

Replaceable Inventory

This is inventory that can either be purchased, manufac-
tured, produced, or added to easily hy the Seller thereby
changing the inventory count and availability to the Buyer at
any given time.
Reservation

A promise or commitment made by the Buyer and held by
the Seller, to take, use, consume, utilize, attend, or enjoy a
unit of inventory. Usnally reservations are made by Buoyers
to reserve a time and facility to consume goods, products, or
services.

Seller
A person, corporation, partnership, group, or any other

legal entity that desires representation of its goeds, products,

services, reservations for services, ideas, views, or any legal
intent or desire to be made public and offered for sale,
exchange, trade, or distribution either paid for or free.

Seller Type

Refers to a category of Sellers that are offering compa-
rable or similar information, products, or services classified
by that ype of information, product, or service.

Static Presentations

Presentations that are fixed in time as to the content that
they display or convey to the client reader or viewer. They
are created and then set into a presentation framework that
can be accessed. These presentations are currently the most
familiar to all of us now and are the standard presentations
on the Internet or most Intranets. (See “Dynamic Presenta-
tions™)

Third Party Professionals or Third Party Creative and Man-
agement Professionals or Creative and Management Third
Party Protessionals

This refers to those professional individuals as well as
business entities that traditionally create and manage adver-
tising, either in whole or in part for sellers, or supply content,
products and services to those that create and manage
advertising. Some of the titles or job descriptions of these

professionals are art director, copy writers, photographers, s

print producers, broadcast producers, photographers,
graphic artist, media director. etc. Some firm types are
advertising agencies, public relation firms, marketing firms,
stock photo supply companies, promotional products supply
companies, contract copy writers, etc. ‘The previous list of
individual titles or job descriptions and firms types is only a
small sampling of those that would fit within this category
of Third Party Creative and Management Professionals
which is intended to accommodate and provide access to any
personal or company resource that the Sellers may need or
desire to create and manage presentations. These resources
are intended to provide assistance to the Sellers in all phases
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of the process of creation and management of presentations.
The type of goods, praducts, and services supplied by these
Third Party Crealive and Management Professionals is
intended (o be of very wide range. These goods, products,
and services may vary from strictly consulting advice as to
the choice of media venues, to custom creative content
supply such as copy writing, to products such as stock
photos that are added (o the presentations, to the promotional
product companies that supply coffee cups with logos.
(Note: The term 3"“P.P may be used within the text or
drawings in place of the more descriptive term defined here
of “Third Party Professionals™ or ““Third Party Creative and
Management Professionals™. This usage is purely for the
convenience of space and there is no difference between the
terms.)
Transaction Message

Any unit of information that is transferred or communi-
cated between clients, components, or programs of the
present invention or third-party compatible clients, compo-
nents, or programs.

Services

Duties or work offered to be performed for the buyer or
consumer, often but nat necessarily specialized or profes-
sional in nature.

Standalone Presentations

Refers to independent presentations that are not part of
organized Directories or Indexes of complementing and/or
competing products or scrvices.

Traffic

Generally refers to the number of times users access
Internet or Intranet sites or presentations. More specifically,
traffic refers to how many times Buyers access an electronic
presentation directory, index, server, or instance of the
present invention.

Transmission Level

One of the variables set within the Resource Saver
Protocol for use with common inventory. A predetermined
number of units that triggers the immediate transmission of
inventory sold or reserved. This count is the total inventory
sold or reserved within the 'lransaction Messages, that are
being held awaiting transmission from the Central Presen-
tation and Selection Server 2000 or any other sales outlet to
the Central Controller and Presentation Processor 1000.

Iransmission Time Control

One of the variables set within the Resource Saver
Protocol for use with common inventory. Iransmission lime
Control is a setting that controls the time of transmission for
held transaction messages from the Central Presentaticn and
Selection Server 2000 or any other sales outlet to the Central
Controller and Presentation Processor 1000

Trausaction Period

One of the variables set within the Resource Saver
Protocol for use with common inventory. A setting to control
the maximum period in hours that the Central Presentation
and Selection Server 2000 or any other sales outlet may hold
fransaction messages prior to transmitting them to the Cen-
tral Controller and Presentation Processor 1000.

Will Call

The act of, or a reference to, the picking up of tickets,
passes, admission documents, reservations, or reservation
confirmations or other access documents from a particular
department of a venue for the purpose of being admitted to
an event at that venue.
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DETAILED DESCRIPTION OF TIE
INVENTION

It should be noted that although specilic hardware or
software components may be referenced within this detailed
description, newer, improved, or successor generations of
given hardware or software should be substituted as avail-
able to increase reliability, performance, or cost effective-
ness or to take advantage of new or replacement technology.

The method and apparatus of the present invention will be
discussed with reference 10 FIGS. 1a, 15, 24, 2b. 2¢, 2d, and
2e and 2. In one embodiment, the present invention includes
a Cenltral Controller and Presentation Processor 1000, Cen-
tral Presentation and Selection Server 2000, Seller Intertace
4000, Buyer Interface 5000. and Media Interface 6000, and
Third Party Professional Interface 7080. Fach of these
components includes hardware, software programs, data-
bases, communications programs and devices. The present
invention edits and structures data and information from an
individual seller, at a single location, into consistent,
designed and controlled preseatations. The seller, at their
option, may utilize the invention to retain, employ, contract
with, or purchase content or goods from Third Party Cre-
ative or Management Professionals. These professionals
may perform a variety of direct or indirect functions or
services to the seller or supply content or goods. The range
of services can be from the simple supplying of stock
photographs to the complete conception, creation, and
execution with follow up marketing study of a total or

product specific marketing campaign for the seller. The 3

invention allows the seller to appoint a Third Party Profes-
sional as their agent to facilitate the implementation of
presentation creation or publishing within the invention. As
their agent the Third Party Professional would have the
ability to make decisions and commit the seller in all aspects
of the invention. The invention provides an interactive
interface between the seller and those Third Party Creative
or Management Professionals retained, employed, or con-
tracted with, by the seller. This interface allows the seller
and one or more Third Party Creative or Management
Professionals to efficiently cooperated in providing the
requested services, products, or goods to the seller. Any
actions that are taken by a Third Party Professional as agent
for the benefit of a seller can be tracked and or approved by
that seller. This tracking and or approval allows for the
checks and bhalances that are necessary so that the seller can
maintain control of their agents actions taken within the
framework of the invention. This allows the seller to monitor
the progress of any content development for presentations as
well as the execution of the advertising and marketing plan.
These presentations can be simultaneously published or
displayed in a variety of traditional and electronic media as
chosen by the Seller through the Seller Interface 4000 or by
an agent of the Scller through the Third Party Professional’s

Interface 7000. The presentations can also be integrated into 5

interactive sales-enabled stand-alone presentations or as
unified presentations of complementing and or competing
products, goods, and services. In addition, the present inven-
tion allows buyers to purchase, commit to purchase, or
reserve preducts, goods, and services in a real-time or near
real-time environment. This also allows, where appropriate,
for an alternative to the advance physical delivery of tickets,
passes, admission documents, reservations, reservation con-
firmations, or other physical methods of controlling access
or proving purchase or reservation. The present invention
also allows sellers to control inventory of common, unique,
or time-sensitive products, goods, and scrvices with reduced

0

o

o
>

[
Y

w

o

ES

4

b

wr
P

"
Y

B

18

computer and communications resources while decreasing
the time necessary for buyers Lo confirm the availability and
then conlirm the reservation, purchase, or commitment of
purchase of that inventory. The interactive portion of the
present invention enables the buyer to view or compare the
products, goods, and services from a single source or a
variety of sellers and then purchase or reserve those prod-
ucts, goods, and services in a real or near real-lime envi-
ronment. Where appropriate, in an embodiment of the
present invention, access to events, venues, reserved ser-
vices, and other access controlled products or services can
be accomplished without the requirement of delivery for any
lickets, passes, admission documents, reservations, reserva-
ticn confirmations, or other access documents.

Design and Structure of the Present Invention

The design and structure of the first embodiment of the
method and apparatus of the present invention is diagramed
with reference to FI1G. la, 15, 24a, 2b, 2¢, 2d, and 2e. and 2f.
Shown in FIG. 1a, the components of the preseat invention
are presented as a “1 cach” single-level diagram of the
interaction between the components. The components are
the Central Controller and Presentation Processor 1000, the
Central Presentation and Selection Server 2000, Seller Inter-
face 4000, Buyer Interface 5000, and Media Interface 6000,
and Third Party Professionals’ Interface 7000. Sub compo-
nents of Seller Interface 4000 are Seller 4000A as client,
Seller Accounting or Management Program 40008, and
Optional On Site Verification of Purchasc Magnetic, Optical
Card Reader or Biometric 11D Reader with licket or Con-
firmation Printer 4350. Sub components and events of Buyer
Interface 5000 are Buyer S000A as client and Buyer Arrives
at Facility or Event for Admission or Check-in 5000B as an
event. Sub components of Third Party Professionals’ Inter-
face 7000 are Third Party Professionals’ 7000A as client,
and Third Party Professional Accounting or Management
Program 70008

Communication between the components is accomplished
by use of on-demand, direct dial-up public phone lines,
network, or Intemet connection between Seller Interface
4000, Media Interface 6000, Third Party Professionals’
Interface 7000, and Central Controller and Presentation
Processor 1600; standard Internet connections between
Buyer Interface 5000 and Central Presentation and Selection
Server 2000; and a high-speed network or Tnternet connec-
tion between Central Controller and Presentation Processor
1000 and Central Presentation and Selection Server 2000.
Connections between components may be accomplished by
any combination of public switched phone network. cellular,
Personal Communication System, dedicated data lines,
microwave, private network, shared data network, satellite
network, or any other means that will provide data transfer.
Seller Interface 4000, Media Interface 6000, Third Party
Professionals’ Interface 7000, and Buyer Interface 5000
represent components that are limited in number only by the
capacity of both the Central Controller and Presentation
Processor 1000 and Central Presentation and Selection Serv-
ers 2000 and the associated communications and data trans-
fer methods. The present invention allows for the modular
expansion of capacity by duplicating any component or
purtions of a component requiring additional capacity and
running the new component in parallel with the original
existing component. In the embodiment, there is one Central
Controller and Presentation Processor 1000 and at least one
Central Presentation and Selection Server 2000: however,
the Central Controller and Presentation Processor 1000 can
support more than one Central Presentation and Selection
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Server 2000. An example of this embodiment is shown on
FIG. 1h. The Central Controller and Presentation Processor
1000 and the Central Presentation and Selection Server 2000
are separale but co-located in the embodiment, however,
they could be remotely focated with a high-speed data
connection. Both the Central Controller and Presentation
Processor 1000 and the Central Presentation and Selection
Server 2000 could also coexist on the same computer in
some specific low traffic or low transaction volume embodi-
ments. In the cmbodiment, multiple Seller Intcrface 4000,
Independent Presentation 3000, Media Interface 6000, Third
Party Professionals’ Interface 7000, and of course Buyer
Tnterface 5000 are served, with the only limitations being the
capacity of the associated processing, data storage, and
communications hardware that can, as indicated above, be
expanded.

FIG. 2a diagrams the Central Controller and Presentation
Processor 1000, which includes a central processor (CPU)
1100, operating system 1210, ROM 1220, RAM 1230, clock
1240, communication ports 1250, video driver 1260, net-
work interface card 1270, videc monitor 1310, input devices
1320, modem pool 1330, nerwork interface 1340, and data
storage device 1500.

A personal, workstation, or server-grade computer with
sulficient processing capacity, program and data storage
capacity, and memory may be used as a Central Controller
and Presentation Processor 1000. The CPU 1100 may be a
single CPU or multiple CPUs as necessary to provide
sufficient processing capacity. The Intel Pentium II Proces-

sor with a speed of 300 MII or any comparable capacity 3

processor that is compatible with the chosen operating
system could be used as CPTJ 1100. Tn the embodiment of
the present invention, the operating system 1210 should be
one that allows for multiple processors, such as Windows

NT by Microsoft, so that increases in utilization of the 3

present invention can be handled with increases of process-
ing capacity. The video monitor 1310 is a standard “SVGA™
color monitor or its equivalent. The input devices 1320 are
a standard keyboard and mouse or other replacement items.
The communication ports 1250 are RS232 serial ports with
16550 UART or alternatives that provide comparable con-
nections to the Modem Pool 1330. The Modem Pool 1330
may be made up of modems such as the US Robotics 56K
external made by 3Com Inc cr any high-grade multi-modem
equivalent. The Modem Pool 1330 should be made up of a
sufficient number of modems to handle hoth incoming and
outgoing messages trom the Seller Interface 4000 using
on-demand modem communications. If a given instance of
the present invention generates sufticient modem traflic, the

Modem Pool 1330 and its overhead and functions may be 3

separated from the Central Controller and Presentation Pro-

cessor and placed in a Modem Server to handle the Modem

Pool 1330 and the associated communications overhead.
The data storage device 1500 may be onc or a combina-

tion of standard hard disks, optical storage devices, CD-W 3

drives, CD-RW drives, DVD, flash memory, magnetic tape,
or other data storage devices. It must be of sufficient capacity
to store all the programs and data necessary for the present
invention as well as provide for future capacity needs. In the
embodiment, mirrored hard disks with separate hard disk
controflers provide a redundancy of data storage and there-
fore increased dependability and data integrity. This con-
figuration allows for easier recovery in case of data corrup-
tion or data storage equipment failure. The aforementioned
Windows NT operating system allows for this mirrored
configuration. In addition to the mirrored hard disk, daily or
more frequent backup of all data to tape, which is then taken
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off-site for storage, is a required procedure to ensure safe
data. The present invention has a degree of data security
built into it by design, with the most critical data kept with
both the Central Controller and Presentation Processor 1000
and the Central Presentation and Selection Server 2000 FIG.
20. In a catastrophic destruction of cither the Central Ceon-
troller and Presentation Processor 1000 or the Central Pre-
senfation and Selection Server 2000 FIG. 25, the most
critical data can be recovered from the surviving component
in order to rcbuild the lost data and ensure the integrity of all
transactions.

The data storage device 1500 in the embodiment of the
present invention conlains relational databases controlled
and managed by database software such as Microsoft SQL
Server 7 by Microsoft Inc. Data used in the client control,
the generation of presentations, and the processing of inven-
tory sales in the present invention are contained within the
Controller Databases 1600. The Controller Databases are the
Buyer Database 1610, Transaction Database 1620, Media
Transaction Database 1625, Third Party Professional Trans-
action Database 1626, (3™“P.P. Transaction DB), Seller Data-
base 1630, Media Database 1635, Third Party Professional
Database 1636 (3"“P.P. Database), Presentation Database
1640, Presentation Rules Natahase 1650, Tnventory Data-
base 1660, Retferral Database 1670, the Presentation Loca-
tion Database 1680, and any other databases necessary or
desired to service the Buvers and Sellers.

The Buyer Database 1610 maintains data on Buyers who
make interactive purchases or reservations of the products,
goods, or services offered by the Sellers over the Central
Presentation and Selection Server 2000 FIG. 24 or other
Independent Presentation Directories and Indexes 3000 FIG.
15. The Buyer Database 1610 will have data fields contain-
ing Buyer name, network or delivery ID, physical address,
phaone, email address, credit card information, and any other
information deemed necessary to support the Buyers and the
Seller’s required buyer informalion. The Buyer has (he
option to input the information when joining the network
prior to attempting a purchase. As an alternative, the Central
Presentation and Selection Server 2000 will prompt the
Buyer for the information after the Buyer has found a
desired product, good, or service to purchase but before
forwarding the purchase transaction to the Central Control-
ler and Presentation Processor.

The Media Buyer Database 1615 maintains data on Media
Buyers (Sellers) who make selections and purchases of
media products or services offered by the Media through the
Central Controller and Presentation Processor 1000 and the
Seller Interface 4000. The Media Buyer Database 1615 will
have data fields containing Media Buyer name, physical
address, phone, email address, credit card information, and
any other information deemed necessary to support the
Media Buyers and the requirements of the Media.

The Transaction Databasc 1620 maintains data on the
Buyers® interactive purchases or reservations of products,
goods, or services offered by the Sellers over the Central
Presentation and Selection Server 2000 FIG. 25 or other
Independent Presentation Directories and Indexes 3000 FIG.
15. The Transaction Database 1620 will have data fields
containing information that relates to the purchases or
reservations made by the Buyer. The specific fields within
the Transaction Database 1620 will depend on the type of
Seller and their product, goods, or service, but would always
contain the field for the purchase or reservation tracking ID.
As an example, if an embodiment of the present nvention
were configured to present lodging facilities, the Transaction
Database 1620 might contain ficlds for Buyer ID, room type
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or specific room, bed type, check-in date, check-out date,
number of adults, number of children, smoking or nonsmok-
ing, room rate paid, taxes paid, responses to requests, and
any special requests such as extra pillows, late check-in,
airport pickup service, etc. The information in the Transac-
tion Database 1620 is the result of each requested purchase
made with the Central Presentation and Selection Server
2000 FIG. 25, which is then passed to the Central Controller
and Presentation Processor 1000 and then to the Seller
Interface 4000 FIG. 2¢.

The Media Transaction Database 1625 maintains data on
the Sellers” interactive purchases of non-resident media
presentations ofTered by the management or operators of that
given instance of the present invention through the Seller
Interface 4000. The specific fields within the Media Trans-
action Database 1625 will depend on the type of media. As
one example, if the non-resident media were a newspaper,
the Media Transaction Database 1625 might contain pub-
lishing deadlines, placement or section requirements, rate
paid, taxes paid, and any other information necessary to
support that given media.

The Third Party Professional Transaction Database 1626
(37P.P. Transaction DB) maintains data on the Sellers’
interactive purchases of Creative and Management Third
Party Professionals goods and services offered within the
given instance of the present invention through the Seller
Interface 4000. The specific fields within the Third Party
Professional Transaction Database 1626 (3™“P.P. Transaction
DB). will depend on the type of Third Party Professionals
that are represented. As one example, if the Third Party
Professional is a stock photo supply source, the Third Party
Professional Transaction Database 1626. (¥“PP. Transac-
tion DB) might contain photo identification, specifications
on each photo, prices, requirements or restrictions agreed to
for each photo, seller identification, and any other informa-
tion necessary to support the transactions made by the seller
with that Third Party Professional stock photo supply
source. In another example if the Third Party Professional is
an Ad Copy Writer then the 3"*P.P. Transaction DB might
contain the results of a questionnaire required by the Ad
Copy Writer to assist in writing the Ad. payment informa-
tion, proof of contract agreement, required completion dates,
or other information as required.

‘The Seller Database 1630 will have data fields containing
information that relates to the Sellers who have created
presentations for traditional media or offer their products,
goods, and services interactively over the Central Presenta-
tion and Selection Server 2000 or other Independent Pre-
sentation 3000 FIG. 15. The specific fields withmn the Seller
Database 1630 will cover all necessary information on the
Seller for use both within the presentations created and by
the managers of the present invention for the management of
the Seller’s account. The Seller Database 1630 will have
data ficlds containing company namec, contact name, mar-

keting name, physical address, phone, email address, credit s

card or other payment information, contract dates, product
or reservation types for presertation, data transfer modem
numbers, third-party accessible management scftware, and
any other information fields deemed necessary to support the
proposed sellers. The seller will input this information when
first accessing the present invention and joiniag as a Seller.
The Scller Interface 4000 FIG. 2¢. specifically the Configu-
ration and Presentation Program 4715 FIG. 2¢, will prompt
the Seller for the necessary information as well as obtain an
agreement to a contract for the services of the present
invention and the distribution and payment of all presenta-
tions.
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The Media Database 1635 will have data fields containing
information that relates 1o the Non-Resident Media organi-
zations that have contracted with the management or opera-
lors of the given instance of the present invention to offer
their services to the Sellers that are associated with the given
instance of the present invention. The Media Database 1635
will have data fields containing company name, contact
name, marketing name, physical address, phone, email
address, contract dates, data transfer modem numbers, third-
party accessible management software, and any other infor-
mation fields deemed necessary to support the Non-Resident
Media. )

The Third Party Prolessionals Database 1636 (3P.P.
Database) will have data fields containing information that
relates to the Third Party Professionals organizations that
have contracted with the management or operators of the
given instance of the present invention to offer their services
to the Sellers that are associated with the given instance of
the present invention. The Third Party Professionals Data-
base 1636 will have data fields containing company name,
contact name, marketing name, physical address, phone,
email address, contract dates, contract details, required con-
tracts or agreements, required data, demos or samples of
services or products offered, data transfer modem mimbers,
and any other information fields deemed necessary to sup-
port the Third Party Professionals.

The Presentation Database 1640 will have data fields
containing information that relates to the Seller’s choice of
media or venues as well as the presentation of their products,
goods, or services offered to the Buyers. This information is
the majority of the data that, when combined with portions
of the information within the Seller Database 1630 and the
Presentation Rules Database 1650 and processed through the
Presentation Generation Program 1710, creates the presen-
tations that are transmitted to the Central Presentation and
Selection Server 2000 for presentation to the Buyer or to
other non-residen! media to be published. The data fields
held by Presentation Database 1640 will vary from seller
type to seller type, depending on the design of the presen-
tations and the types of resident and non-resident media
offered by the given instance of the present invention. As an
example, if an embodiment of the present invention were
configured to present lodging facilities, the Presentation
Database 1640 might contain fields for facility description,
facility photos, room descriptions, room photos, lacility
amenities, room amenities, room service menu, payment
types accepted, meeting and reception services offered,
meeting rooms, photos of meeting rooms, policies, rates,
special package ofters, media or venue choices, and any
other information to assist in the presentation and sale of the
lodging. The Seller Interface 4000, specifically the Configu-
ration and Presentation Program 4715 FIG. 2¢, will prompt
the Seller for the necessary information for the presentations
and non-resident media they have sclected. The data rela-
tionship between the Presentation Database 4640 FIG. 2c,
which is a part of the Seller Interface 4000 FIG. 2c, and the
Presentation atabase 1640 is one of coatinual synchroni-
zation of the Seller’s information. The Presentation and
Configuration Program 4715 T1G. 2¢ and the Communica-
ticn and Transport Program 4760 maintain that synchroni-
ration. The Seller makes any updates or corrections Lo the
presentation within the Presentation and Configuration Pro-
gram 4715 FIG. 2¢, which then updates the Presentation
Database 4640 FIG. 2¢. The Communication and Transport
Program 4760 FIG. 2¢ sends those updates or corrections to
the Central Controller and Presentarion Processor 1000 for
updating to the Presentation Database 1640. The Presenta-
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tion Generation Program 1710 in conjunction with the
Presentation Database 1640 then creates the new or updated
presentations [or publishing on the Central Presentation and
Selection Servers or the appropriate non-resident media.
The Presentation Rules Database 1650 will have data
fields containing information that controls and limits the
style and editing of the presentations created by the Presen-
tation Generation Program 1710. The Central Controller and
Presentation Processor 1000 administrator or management
of that given instance of the present invention inputs this
information based on the types of media and interactive
presentations that are supported by that given instance. For
the non-resident media components of the present invention
this information is submitted and updated directly by means
of the Media Interfuce 6000 and specifically the Media
Configuration Program 6715. The data fields held by the
Presentation Rules Database 1650 will vary from seller type
to seller type, as well as from one media type to another,
depending on the design of the presentations. Some of the
fields that might be maintained are presentation templates;
blocked words; blocked phrases; blocked references; pre-
sentation cost and options; publication dates and deadlines;
blocked URLs: grammar guidelines; spelling dictionaries;
presentation size restrictions; photo or graphics specifica-
tions such as size, compression, and file format; and any
other guidelines, benchmarks, or controlling algorithms. The
data within the Presentation Rules Database 1650 will be
synchronized with the Presentation Rules Database 4650
FIG. 2c¢ stored on the Seller Interface 4000 FIG. 2¢. This

synchronization will take place by the sending of updates 3

from the Central Controller and Presentation Processor 1000
to the Presentation and Configuration Program 4715 FIG.
2¢, which then updates the Presentation Rules Database
4650.

The Inventory Database 1660 will have data fields con- 3

taining information that monitors and controls the inventory
of products, goods, and services offered for sale by the
Sellers within the interactive sales portion of the present
invention. The data fields held by the Inventory Database
1660 will vary from seller type to seller type, depending on
the type of products, goods, or services that are being sold
or reserved. As an example, if an embodiment of the present
invention were configured to present lodging facilities, the
Inventory Database 1660 might contain fields for Buyer 1D,
types of reoms, number of rooms available [or each type,
blocked rooms, blocked dates, room rates, exception date
rates, and any other fields necessary to present and control
that roomn inventory. The Inventory Database 1660 will also
have data fields containing information that monitors and

controls the inventory of products, goods, and services 3

offered for sale by the Third Party Creative and Management
Professionals within the interactive sales portion of the
present invention. In the case of the Third Party Creative and
Management Professionals the sales arc made to the Scllers,

who are clients of the same instance of the invention, as 3

opposed to the Inventory sold by the Sellers that is being
sold to the general public buyers.

The Media Inventory Database 1665 (optional) will have
data fields containing information that monitors and controls
the media inventory offered by the Non-Resident Media to
the Sellers. The data fields held by the Media Tnventory
Databasc 1665 (optional) will vary from media seller type to
media seller type, depending on the type media supported by
the given instance of the present invention. As an example,
it an embodiment of the present invention were configured
to offer a given newspaper as a Non-Resident Media the
Inventory Database 1665 (optional) might contain ficlds for
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number display ads available per size, number of classitied
lines available, number of color pages available, and any
other fields necessary to present and control that media
inventory.

The Referral Database 1670 will have data fields contain-
ing information from the Sellers that refers Buyers to other
sources of the same products, goods, or services offered
when a given Seller cannot meet the wishes or needs of the
Buyer. The information within the Referral Database 1670 is
provided by the Secller through prompting by the Presenta-
tion and Configuration Program 4715 FIG. 2¢. This infor-
mation is intended and designed to provide the Buyer with
allernative sources when the products, goods, or services
offered by the Seller interactively are either not available or
do not meet the needs of the Buyer. The data fields held by
the Referral Database 1670 will vary from seller type to
seller type, depending on the type of products, goods, or
services that are being sold or reserved. As an example, if an
embodiment of the present invention were configured to
present lodging facilities, the Referral Database 1670 might
contain fields for other alternative accommodations, alter-
native dates, or alternative lodging facilities. An embodi-
ment of the present invention configured to present profes-
sional services might contain alternative professionals or
associates that might be acceptable to the Buyer. This same
Referral Database 1670 will also maintain the referrals as
recommended by the Creative and Management Third Party
Professionals within the Third Party Professional Interface
7000. These referrals provide an important feature in aiding
the Seller seeking assistance from any given Third Party
Professional. The referral directs the Seller to another Third
Party Professional provider that meets the approval of the
professional from which they sought assistance, thereby
giving some assurance of continuity of service or quality
from the one desired by the Seller to the one available.

The preterred embodiment of the Central Controller and
Presentation Processor 1600 has a Presentation Generation
Program 1710, Transaction Processing Program 1720, Gen-
eral Management Program 1730, Communication and
Transport Program 1760, Third Party Professionals Man-
agement Program 1780, Media Generation Program 1790,
Third Party Professionals Generation Program 1795, and
other programs as necessary.

The Presentation Generation Program 1710 utilizes the
information submitled by the Sellers and or their Third Party
Professional agents and held in the Presentation Database
1640, Inventory Database 1660, and Seller Database 1630.
The Presentation Genperation Program 1710 uses these data-
bases to create the requested presentations for the various
desired resident or nonresident media as well as those
presentations necessary for the interactive Central Presen-
tation and Selection Servers 2000 with its interactive sales
presentations, using the Presentations Rules Database 1650
for stylc and control guidelincs. It should be noted that in the
preferred embodiment of the present invention, the same
rules and guidelines contained in the Presentation Rules
Database 1650 are also held where appropriate in the
Presentation Rules Database 4650 FIG. 2¢, which is part of
the Seller Interface 4000 [1G. 2¢ and Presentation Rules
Database 7650 of the lhird Party Protessional Interface
7000 F1G. 2/, With the same rules and guidelines as those in
the Presentations Rules Database 1650 applied and enforced
during data input at the Seller Interface 4000 FIG. 2¢
module, or the Third Party Professional Interface 7000 FIG.
2f no modification or editing should be necessary at the
Central Controller and Presentation Processor 1000 module.
Although the same rules and guidclines are applied and
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enforced at Seller Interface 4000 FIG. 2¢ module as at the
Central Controller and Presentation Processor 1000 module,
hoth processes should be utilized to ensure consistency and
quality control. After the initial setup and publishing. the
Presentation Generation Program 1710 automatically re-
creates presentations either in the event of changes to the
data for the Seller which affect any given presentation or
upon the addition or deletion of any Seller. While creating or
updating the Sellers’ presentations, the Presentation Gen-
cration Program 1710 will determine which portions of the
general presentation framework and structure on the overall
directory or index require updating and republishing. This
delermination is made on a case-by-case basis [or each
nonresident media presentation requested by the Seller as
well as for any interactive presentation on the Central
Presentation and Selection Servers 2000 FIG. 2h. This
embodiment of the present invention allows the Scller to
determine the urgency of original or revised publishing of
presentations, depending on the media and the accessibility
of republishing. With the present invention, there are two
publishing levels of processing. With the choice of “Urgent
Publishing,” the Presentation Generation Program 1710
would immediately process and publish the Seller’s presen-
tation to those non-resident media or Central Presentation
and Selection Servers 2000 that are accessible for updating,
but the Seller would be surcharged for this service. The
Seller’s second choice is “Standard Publishing,” which does
not carry a surcharge. This “Standard Publishing” would be
performed in the normal schedule of publishing for the

non-resident media. “Standard Publishing” for any Central 3

Presentation and Selection Server 2000 presentations would
be done when the Central Controller and Presentation Pro-
cessor 1000 and the Central Presentation and Selection
Servers 2000 FIG. 2b are at their lowest processor and

network loads in handling the Buyers’ requests and wans- 3

actions. This economic choice gives a solution to the Seller
who truly requires an immediate publishing of data while
encouraging the bulk of the publishing to be done during
times with less processor load. In this embodiment of the
present invention, the Presentation Generation Program
1710 would be set to immediately process any “Urgent
Publishing” request and any associated required structures.
All other “Standard Publishing” would be processed as a
batch at a preset low-traffic or low-utilization time for the
Central Controller and Presentation Processor 1000 and the
Central Presentation and Selection Server 2000 F1G. 25. In
this embodiment, the Central Controller and Presentation
Processor processes the publishing function in the (ollowing
order: all new Sellers’ presentations, all Sellers’ updates,
then all associated structure and presentation frameworks.

The Presentation Generation Program 1710 is also
responsible for the creation of the presentations for Third
Party Professionals. Although the processing ol these pre-
scntations is similar to the processing of the Scller’s pre-

sentations there is one main difference. The Third Party 3

Professional presentations are only presented tc the Sellers
who are part of the specific instance ot the present invention,
where as, the Seller through the Seller Interface 4000 FIG.
2¢ has access to all the Media Venues represented by the
instance of the present invention. This does not preclude the
Third Party Professionals from assuming the position and
benefits for a Scller within the specific instance of the
present invention. In that case the Third Party Professional
would install the Third Party Professional Interface 7000
FIG. 2f and then install the Seller Interface 4000 I'IG. 2¢ to
then be able to take advantage of the Media Venue access
available through that Scller Interface 4000. Based on the
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presentation from the Third Party Professional, the Presen-
tation Generation Program 1710 will determine which por-
ticns of the general presentation framework and structure on
the overall directory or index require updating and repub-
lishing. This determination is made on a case-by-case basis
for each presentation requested by the Third Party Profes-
sional as well as for any interactive presentation on the
Central Presentation and Selection Servers 2000 FIG. 2b.
This embodiment of the present invention allows the Third
Party Professional to determine the urgency of original or
revised publishing of presentations. With the present inven-
tion, there are two publishing levels of processing. With the
choice of “Urgent Publishing,” the Presentation Generation
Program 1716 would immediately process and publish the
Third Party Professional’s presentation to the Central Pre-
sentation and Selection Servers 2000 and any other locations
being serviced and that arc accessible for updating. The
Third Party Professional’s second choice is “Standard Pub-
lishing.”This “Standard Publishing” would be performed in
the normal schedule of publishing. “Standard Publishing”
for any Central Presentation and Selection Server 2000
presentations would be done when the Central Controller
and Presentation Processor 1000 and the Central Presenta-
tion and Selection Servers 2000 FIG. 25 are at their Towest
processor and netwerk loads. This economic choice gives a
solution to the Third Party Professional who truly requires
an immediate publishing of data while encouraging the bulk
of the publishing to be done during times with less processor
load.

With this embodiment of the present invention, the Trans-
action Processing Program 1720 is responsible for process-
ing the transaction messages of all interactive sales and/or
reservation of products, goods, or services offered by the
Sellers and all media sclections made by the Sellers from the
offerings by the resident and non-resident media. The Trans-
action Processing Program 1720 is also responsible for
processing the lransaction messages of all interaclive sales
and/or reservation of products, goods, or services offered by
the Third Party Professionals (through the Third Party
Professional Ianterface 7000 FIG. 2f). These sales and/or
reservations are made only between the Third Party Profes-
sionals (as sellers) and the Sellers (as buyers of Third Party
Professionals) of the specific instance of the present inven-
tion and not to the general public.

The Transaction Processing Program 1720 confirms avail-
able inventory and rates/pricing, updates any other Central
Presentation and Selection Servers 2000 FIG. 2b and Inde-
pendent Presentations Directories and Indexes 3000 FI1G. 15
if necessary, updates databases, and creates and sends the
transaction message to the Seller Interface 4000 FIG. 2¢ or
when appropriate to the Third Party Professional Interface
7000 FIG. 2f. The transmission of transaction messages
from the Central Controller and Presentation Processor 1000
to the Scller Interface 4000 [IG. 2¢ or Third Party profes-
sional Interface 7000 FIG. 2ftakes place immediately upon
processing, as there is no provision tor holding those mes-
sages at this level. New Media presentation selections of the
non-resident media offerings made by the Sellers are pro-
cessed immediately upon receiving them from the Seller
Interface 4000 and are sent to the Media Interface 6009.

With this embodiment of the present inveation, the Gen-
eral Management Program 1730 is responsible for the busi-
ness accounting, billing and collections, reporting, trend
analysis, general Seller maintenance, and any other neces-
sary functions.

Within this embodiment of the present invention, the
Communication and Transport Program 1760 monitors,
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directs, and controls the receiving and transmitting of mes-
sages between the Central Controller and Presentation Pro-
cessor 1000, Seller Interface 4000 FIG. 2¢, and the Media
Interface 6000 FIG. 2e.

With this embodiment of the present invention, the Third
Party Professional Management Program 1780 is respon-
sible for the business accounting, billing and collections,
reporting, trend analysis, general Third Party Professional
maintenance. In instances of this present invention where
Third Party Professionals are not supported or presented to
the Sellers this program may not be necessary. It is for this
reason that these functions, that support the Third Party
Professionals are sel apart within their own program as
opposed to being combined within the General Management
Program 1730.

Within this embodiment of the present invention, the
Third Party Professionals Management Program (3PP
Management Program 1780) controls the contracting of
Third Party Professionals as well as controlling, monitoring,
and facilitating the interaction between the Sellers and any
Third Party Professionals that they may contract with. This
program allows the sellers to contract with Third Party
Professionals that may provide creative or management
services. The extent of the services provided may range from
consulting the Seller on creative or management issues to
becoming the agent of the seller and assuming full control of
creative or management issues, or all facets of the Seller’s
current presentation efforts or all ongoing efforts within the
scope of the invention. The Third Party Professional may

perform their services in collaboration with the Seller using 3

the invention to provide the interface and structure of the
communication between the two or as a agent making
independent actions within the invention with only moni-
toring being done by the sclier.

FIG. 2A diagrams the Central Controller and Presentation 3

Processor 2000, which includes a central processor (CPU)
2100, operating system 2210, ROM 2220, RAM 2230, clock
2240, video driver 2260, video monitor 2310, input devices
2320, network interface 2340, and data storage device 2500.

A personal, workstation, or server-grade computer with
suflicient processing capacity, program and data storage
capacity, and memory may be used as a Central Presentation
and Sclection Server 2000. The CPU 2100 may be a single
CPU or muliiple CPUs as necessary to provide suflicient
processing capacily. The Tntel Pentium 1T Processor with a
speed of 300 MIT or any comparable capacity processor that
is compatible with the chosen operating system could be
used as CPU 2100. The operating systern 2210 should be one
that allows for multiple processors, such as Windows N'1' by

Microsoft, so that increases in utilization of the present s

invention can be handled with increases of processing
capacity. The video monitor 2310 is a standard “SVGA”
color monitor or its equivalent. The input devices 2320 are
a standard keyboard and mousc or other replacement items
or methods.

The data storage device 2500 may be one or a comibina-
tion of standard hard disks, optical storage devices, CID-W
drives, CD-RW drives, DVD, flash memory, magnetic tape,
or other data storage devices. It must be of sufficient capacity
to store all the programs and data necessary as well as
provide for future capacity needs. In this emtbodiment of the
present invention, mirrored hard disks with scparate hard
disk controllers provide a redundancy of data storage and
therefore increased dependability and data integrity. This
configuration allows for easier recovery in case of data
corruption or data storage equipment failure. The aforemen-
tioned Windows NT operating system allows for this mir-
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rored configuration. In addition to the mirrored hard disk,
daily or more frequent backup of all data to tape, which is
then taken ofl-site for storage, is a required procedure to
ensure safe data.

The data storage device 2500 in this embodiment of the
present invention contains relational databases controlled
and managed by database software such as Microsoft SQL
Server 7 by Microsoft Inc. The data used in the Central
Presentation and Selection Server 2000 and in the process-
ing of inventory sales in the present invention is contained
within the Presentation and Selection Server Databases
2600. The Presentation and Selection Server Databases are
the Buyer Dalabase 2610, Transaction Database 2620, Final
Presentation Database 2645, Inventory Database 2660,
Referral Database 2670, and any other databases necessary
or desired to service the Buyers and Sellers.

The Buyer Database 2610 maintains data on Buyers who
make purchases or reservations for the products, goods, or
services offered by the Sellers over the Central Presentation
and Selection Server 2000 or other Independent Presentation
Dircctories and Indexes 3000 FIG. 15. The Buyer Database
2610 will have data fields containing Buyer name, network
or delivery ID, physical address, phone, email address,
credit card information, and any other information deemed
necessary to support the Buyers and the requirements ot the
proposed Sellers. The Buyer has the option to inpur the
information when joining the network prior to attempting to
make a purchase or reservation. As an alternative, the
Central Presentation and Selection Server 2000 will prompt
the Buyer for the information after the Buyer has found a
desired product, good, or service to purchase, but before
forwarding the purchase transaction to the Central Control-
ler and Presentation Processor 1000 FIG. 2a. The informa-
tion contained in the Buyer Database 2610 is synchronized
with that in the Buyer Database 1610 FI1G. 2a on the Central
Controller and Presentation Processor 1000 FIG. 2a. It
should be noted that if an embodiment of (he present
invention is configured with more than one Central Presen-
tation and Selection Server 2000 and is controlled by a
single Central Controller and Presentation Processor 1000
(as in T'IG. 15). Then the Buyers represented on cach Central
Presentation and Selection Server 2000 Buyer Database
2610 will be represented on the Central Controller and
Presentation Processor 1000 Buyer Database 1610 FIG. 2a.
However all Buyers on Buyer Database 1610 may not be
represented on each Central Preseatation and Selection
Server 2000 Buyer Database 2610. A similar relationship
exists between the Central Controller and Presentation Pro-
cessor 1000 and the Seller Intertace 4000 1n that all Buvers
are represented within the Buyer Database 1610 FIG. 2a.,
but only those Buyers that any given Sefler has had trans-
actions with are represented within the Buyer Database 4610
FIG. 2¢ of any given Seller. It should also be noted that any
given Duycr might choosc to utilize any or all Central
Presentation and Selection Servers 2000 controlled by the
Central Controller and Presentation Processor 1000. When
this happens, the information contained within the associ-
ated Buyer Databases 2610 would be the same, but the
Transaction Databases 2620 would be different, because the
Transaction Database 1620 FiG. 2a represents the cumula-
tive transactions made by that particular buyer.

The Transaction Databasc 2620 maintains data on the
Buyers” purchases of products, goods, or services offered by
the Sellers over the Central Presentation and Selection
Server 2000 or other Standalone Presentations or Indepen-
dent Presentation Directories and Indexes 3000 FIG. 15. The
Transaction Database 2620 will have data ficlds containing

Page 14 of 46



Case 2:07-cv-00279-TJW  Document 12

Filed 07/24/2007

US 7,249,059 B2

29

information that relates to the purchases or reservations
made by the Buyer. The specific fields within the Transac-
tion Database 2620 will depend on the type ol Seller and
their product, goods, or service, but would always contain
the field for the purchase or reservation tracking ID. As an
example, if an embodiment of the present invention were
configured to present lodging facilities, the Transaction
Database 2620 might contain fields for Buyer ID, room type
or specific room, bed type, check-in date, check-out date,
number of adults, number of children, smoking or nonsmok-
ing, room rate paid, taxes paid, responses 1o requests, and
any special requests such as extra pillows, late check-in,
airport pickup service, etc. The information in the Transac-
tion Database 2620 is the result of each requested purchase
or reservaticn made with the Central Presentation and Selec-
tion Server 2000; this information is then passed to the
Central Controller and Presentation Processor 1000 FIG. 24
and then to the Seller Interface 4000. The relationship
between the Central Controller and Presentation Processor
1000 Transaction Database 1620 FIG. 2¢ and the Central
Presentation and Selection Server 2000 Transaction Data-
base 2620 is the same as the relationship between the Buyer
Database 1610 FIG. 24 and Buyer Database 2610 explained
above.

‘The Final Presentation Database 2645 will have data
fields containing information that relates to the Sellers’
preseatations of their products, goods, or services to the
Buyers on this instance of the Central Presentation and
Selection Server 2000. This is data that has been designed,

edited and created by the Presentation Generation Program 3

1710 FIG. 2a of the Central Controller and Presentation
Processor 1000 FIG. 2a and then transmitted to the instance
of the Central Presentation and Selection Server 2000 for
presentation to the Buyers. The data fields held by Final
Presentation Database 2645 will vary from seller type o
seller type, depending on the structure and design of the
presentations. As an example, if an embodiment of the
invention were configured to present lodging facilities, the
Final Presentation Database 2645 might contain fields for
combined facility descriptions, room descriptions, facility
amenities. room amentties, payment types accepted, meeting
rooms, policies, and any other information to assist in the
presentation and sale of the lodging. These fields, as used in
the lodging example, would contain information for all the
lodging facilities represented. The Final Presentation Data-
base 2645 is the result of the information contained within
the Presentation Database 1640 FIG. 2a processed by the
Presentation Generation Program 1710 FIG. 2a in corjunc-
tion with the information contained in the Presentation Rules
Database 1650 FIG. 2a. There is no synchronization of this
data, as it only exists for the presentations on a given Central
Presentation and Selection Server 2000 and is generally not
transferable to other Central Presentation and Selection
Scrvers 2000 duc to differing presentation designs and

structures. However the Presentation Generation Program 3

1710 FIG. 2a, using the Presentation Rules Database 1650
FIG. 2a and the Presentation {.ocation atabase 1680 FIG.
2¢ 1o identity and create the differing presentations, main-
tains the control of the various presentation designs and
structures.

The Inventory Database 2660 will have dala (elds con-
taining information that monitors and controls the inventory
of products, goods, and services offered for sale by the
Sellers. In the preferred embodiment of the present inven-
tion. the Inventory Database 2660 is synchronized with the
Inventory Database 1660 FIG. 24 and the Seller Accounting
or Management Program 40008 FIG. 2¢ depending on the
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inventory type (see discussion on Resource Saver Protoccl).
The Tnventory Database 2660 can also be used as an
alternative to Seller Accounting or Management Program
4000B with the optional Inventory Database 4660 FIG. 2¢.
The data fields held by the Inventory Database 2660 will
vary from seller type to seller type, depending on the type of
products, goods, cr services that are being sold or reserved.
As an example, if an embodiment of the present invention
were configured to present lodging facilities, the Inventory
Database 2660 might contain ficlds for Buyer ID, types of
rooms, number of rooms available for each type, blocked
rooms, blocked dates, exception date rates, and any other
fields necessary 1o present and control that room inventory.

The Referral Database 2670 will have data fields contain-
ing information, from the Sellers and from the input of the
management of the given instance of the present invention.
This data refers Buyers to other sources of the same prod-
ucts, goods, or services offered when a given Seller cannot
meet the wishes or needs of the Buyer. The information
within the Referral Database 2670 is synchronized with the
Referral Database 1670 FIG. 2a. See discussion of Referral
Database 1670 T'IG. 2a for reasons and origin of data.

The preferred embodiment of the Central Presentation and
Selection Server 2000 has a Transaction Negotiation Pro-
gram 2725, Presentation Server 2740, Seclection Server
2750, and other programs as necessary.

Within the embediment of the present invention, the
Transaction Negotiation Program 2725 is responsible for the
negotiations and processing of all sales and/or reservation of
products, goods, and services.

The Transaction Negotiation Program 2725 of the Central
Presentation and Selection Server 2000 negotiates the inter-
active transaction with the Buyer. The program facilitates
the transaction by presenting products, goods, services,
offerings, options, add-on items, rates or prices, availability,
alternatives or discounts in response to unavailable or denied
requests, and other choices (o assist the Buyer in making the
purchase transaction. During the transaction negotiations,
the inventory is held or reserved for that particular Buyer. If
the Buyer does not complete the purchase or reservation, the
inventory is made available once again. Once the Buyer
makes a purchase or reservation decision, the inventory is
deemed sold and taken off the available inventory list, and
the Transaction Negotiation Program 2725 transmits a trans-
action message to the Central Contreller and Presentation
Processor 1000 for confirmation and processing. This trans-
mission either takes place immediately or on a delayed or
batch basis depending on the type of inventory being sold or
reserved and the settings entered by the Seller. The Irans-
action Processing Program 1720 FIG. 2a of the Central
Controller and Presentation Processor 1000 FIG. 2a per-
forms some of the same functions and calculations as the
Transaction Negoliation Program 2725 of the Central Pre-
scatation and Sclection Server when it receives the transac-
tion message. This duplication serves as both a check of the
processes and a validation of the transaction message. It
should be noted that although the "l'ransaction Negotiation
Program 2725 is referred to as a program, in the embodiment
of the present invention it is a collection of programs,
procedures and functions that work with the Selection
Server 2750 o provide the selection and negotiation envi-
ronment in which the Buyer can purchase or reserve the
products, goods, or services.

The Presentation Server 2740 is a fully functioning Inter-
net or Intranet Web server. In the preferred embodiment of
the present inventicn, the Internet Information Server by
Microsoft is the Presentation Server 2740. The Presentation
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Server 2740 performs the function of controlling the Buyers’
access o the Sellers’ presentations through the Internet or
Intranet. The Presentation Server 2740 is able to allow
access either with or without login and password control (in
the embodiment of the present invention, no password
control is used). The Presentation Server 2740 would allow
full access to the Open Access Presentations 2810 without
restrictions.

The Selection Server 2750 is a fully functioning Internet
or Intranct Dynamic Page Server. This is a server or server
component that allows for presentations to be made based on
the actions of the user and the functions or algorithms of the
presentation designer or programmer. In this embodiment of
the present invention, the server component, Active Server
Pages by Microsolt, is added to the Presentation Server 2740
to provide this dynamic functionality. The Selection Server
2750 provides the control and access to the presentations
held within the Dynamic Presentations 2820. These presen-
tations are only accessible from presentations held within
Open Access Presentations 2810 and cannot be indepen-
dently viewed or accessed.

The embodiment of the Central Presentation and Selec-
tion Server 2000 has directory structures Open Access
Presentatinons 2810, Dynamic Presentations 2820, and other
directory structures as necessary. Not only do these directory
structures provide the physical storage location for the
preseatation files, but they also provide the framework and
path references for access to the presentations by using the
Presentation Server 2740 and the Selection Server 2750.

IIG. 2¢ diagrams the Seller Interface 4000, which 3

includes a central processor (CPU) 4100, operating system
4210. ROM 4220, RAM 4230, clock 4246, communication
ports 4250, video driver 4260, video monitor 4310, input
devices 4320, modem 4330, network interface 4340, and

data storage device 4500. This embodiment of the present 3

invention would also include a Magnetic or Optical Card
Reader or Biometric ID Device as well as a Ticket or
Confirmation Printer or Admission Control Device.

A personal, workstation, or server-grade computer with
sufficient processing capacity, program and data storage
capacity, and memory may be used as a Seller Interface
4000. The CPU 4100 may be a single CPU or multiple CPUs
as necessary to provide sufficient processing capacity. The
Intel Pentium II Processor with a speed of 300 MH or any
comparable capacity processor that is compatible with the
chosen operating system could be used as CPU 4100. In this
embodiment of the present invention, the operating system
4210 is Windows NT by Microsoft, although Windows 98
by Microsoit should be suflicient in most cases. LThe video

monitor 4310 is a standard “SVGA” color monitor or its 3

equivalent, with this embodiment of the present invention
being a 19-inch standard video monitor. The input devices
4320 are a standard keyboard and mouse or other replace-
ment items. The communication ports 4250 arc RS232 scrial

ports with 16550 UART or alternatives that provide com- 3

parable connections to the Modem 4330. The Modem 4330
may he a US Raobotics 56K external made by 3Com Inc or
a comparable quatity modem.

A data storage device 4500 may be one or a combination
of standard hard disks, optical storage devices, CD-W
diives, CD-RW drives, DVD, (lash memory, maguetic tape,
or other data storage devices. It must be of sufficient capacity
to store all the programs and data necessary as well as
provide for future capacity needs. In this embodiment of the
present invention, mirrored hard disks with separate hard
disk controllers provide a redundancy of data storage and
therefore increased dependability and data integrity. This
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configuration allows for easier recovery in case of data
corruption or data storage equipment failure. The aforemen-
tioned Windows NT operating system allows for this mir-
rored configuration. In addition to the mirrored hard disk,
daily or more frequent backup of all data to tape, which is
then taken ofl-site for storage, is a required procedure to
ensure safe data. The present invention has a degree of data
security built into it by design, with the most critical data
kept with both the Seller Interface 4000 and the Central
Controller and Presentation Processor 1000 FIG. 2a. In a
catasteophic destruction of the Seller Interface 4000, the
most critical of data can be recovered from the Central
Controller and Presentation Processor 1000 FIG. 24 and
allow the rebuilding of the lost databases, thereby ensuring
the integrity of all transactions.

The data storage device in this embodiment contains
relational databases controlled and managed by database
software such as Microsoft SQL Server 7 by Microsoft Inc.
or, for smaller Sellers, Access 2000 by Microsotft Inc. Data
used in the generation of presentations and for the process-
ing of inventory sales in the present invention is contained
within the Seller’s Databases 4600. The Seller’s Databases
4600 contains the Buyer Database 4610, Transaction Data-
base 4620, Scller Database 4630, 'Third Party Protessional
Dalubase 4636, Presenlation Dalabase 4640, Presentation
Rules Database 4650, Inventory Database 4660, Referral
Database 4670, and any other databases necessary or desired
to service the Sellers.

‘The Buyer Database 4610 maintains data on Buyers who
make interactive purchases or reservations of the products,
goods, or services offered by the Sellers over the Central
Presentation and Seclection Server 2000 FIG. 25 or other
Independent Presentation Directories and Tndexes 3000 FIG.
1. The Buyer Database 4610 will have data fields contain-
ing Buyer name, network or delivery D, physical address,
phone, email address, credit card information, and any other
information deemed necessary to supported the Buyers and
the requirements of the Seller. The information within the
Buyer Database 4610 is contained in transaction messages
received from the Central Controller and Presentation Pro-
cessor 1000 FIG. 2a along with the purchase information of
a given transaction.

The Transaction Database 4620 maintains data on the

s Buyers® interactive purchases or reservations of products,

goads, or services offered by the Sellers over the Central
Presentation and Selection Server 2000 FIG. 26 or other
Independent Presentation Directories and Tndexes 3000 FIG.
16. 'The 1ransaction Database 4620 will have data fields
containing information that relates to purchases or reserva-
tions made by the Buyer. The specific fields within this
database will depend on the type of Seller and their products,
goads, or services, but would always contain the field for the
purchasc or rescrvation tracking ID. As an cxamplc, if an
embodiment of the present invention were configured to
present lodging facilities, the Transaction Database 4620
might contain fields for Buyer 11, room type or specific
room, bed type, check-in date, check-out date, number of
adults, number of children, smoking or non-smoking, room
rate paid, taxes paid, and special requests such as extra
pillows, late check-in, airport pickup service, etc. The infor-
mation in the Transaction Database 4629 is the result of cach
requested purchase made with the Central Presentation and
Selection Server 2000 FIG. 25. This information is then
passed, via transaction messages, to the Central Controller
and Presentation Processor 1000 FIG. 2a and then to the
Scller Interface 4000.
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The Seller Database 4630 will have data fields containing
information that relates to the Seller. The specific fields
within the Seller Database 4630 will cover all the necessary
information on the Seller, for use both within the Seller’s
presentation and by the managers of the present invention
for the management of the Seller’s account. The Seller
Database 4630 will have data fields containing company
name, contact name, marketing name, physical address,
phone. email address, credit card or other payment infor-
mation, contract dates, product or rcservation types for
presentation, data transfer modem numbers, accessible
third-party management software, and any other information
flelds deemed necessary o supported the proposed seller.
The seller will input this information when first accessing
the present invention and joining as a Selter. The Configu-
ration and Presentation Program 4715 will prompt the Seller
for the necessary information as well as obtain an agreement
to a contract for the services of the present invention and the
distribution and payment of all presentations.

The Third Party Professional Database 4636 will have 2

data fields containing information that relates to the Third
Party Professionals that are represented within the instance
of present invention. The specific fields within the Third
Party Professional Database 4636 will cover all the neces-
sary information on the Third Party Professionals as well as
detailed information on their offered products and services.
This information is used within the Seller Interface to
present those Third Party Professionals’ products and ser-
vices and to create a self-serve environment that allows the

Sellers to review and retain or purchase those products and 3

services. The Third Party Professional Database 4636 will
have data ficlds containing company name, marketing name,
product or service description, prices, use or purchase
restrictions, payment methods accepted, and any other infor-
mation fields deemed necessary to supported the Third Party
Protessional that are presented to the Seller. The information
within (his database is synchronized with the information
contained within the Third Party Professional Database 1636
contained within the Central Controller and Presentation
Processor 1000 FI1G. 2a.

The Presentation Database 4640 will have data ficlds
containing information that relates to the Seller’s choice of
non-resident media or advertising channels as well as to the
interactive presentation of information and data describing
their products, goods, or services for presentation (o the
Buyers. The data fields within Presentation Database 4640
will vary from seller type to seller type, depending on the
design of the presentation and the types of other media
offered by the given instance of the present invention. As an
example, if an embodiment of the present invention were
configured to present lodging facilities, the Presentation
Database 4640 might contain fields for facility description,
facility photos, room descriptions, room photos, facility
amcnitics, room amcnitics, room scrvice menu, payment

types accepted, meeting and reception services offered, 35

meeting rooms, photos of meeting rooms, policies, rates,
special package offers, media or advertising channel
choices, and any other information to assist in the presen-
tation and sale of the lodging. The Configuration and Pre-
sentation Program 4715 will prompt the Seller for the
necessacy mformation for the presentations desired by the
Sclier. The data relationship between the Presentation Data-
base 4640 and the Presentation Database 1640 IIG. 2qa part
of the Central Controller and Presentation Processor 1000
FIG. 2a is one of continual synchronization of the Seller’s
information. The synchronization is maintained by the Pre-
sentation and Configuration Program 4715 and the Commu-
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nication and Transport Program 4760. The seller makes any
updates or corrections to the presentation within the Pre-
sentation and Configuration Program 4715. These correc-
lions are then updated (o the Presentation Database 4640 and
sent to the Central Controller and Presentation Processor
1000 for updating to the Presentation Database 1640 FIG.
2a.

The Presentation Rules Database 4650 will have data
fields containing information that controls and limits the
style and editing of the presentations created by the Scller
using the Presentation and Configuration Program 4715. The
data within the Presentation Rules Database 4650 will be
syachronized with the data within the Presentation Rules
Database 1650, which is stored on the Central Controller and
Presentation Processor 1000 FIG. 2a. This synchronization
will take place by the sending of updates from the Central
Controller and Presentation Processor 1000 FIG. 2a to the
Presentation and Configuration Program 4715. The data
fields contained in the Presentation Rules Database 4650
will vary from seller type to seller type, depending on the
types of media and interactive presentations that are sup-
ported by the given instance of the present invention and the
design of the presentations. Some fields that might be
maintained are presentation templates; hlocked words;
blocked phrases; blocked references; blocked URLs; gram-
mar guidelines; spelling dictionaries; presentation size
restrictions; photo or graphics specifications such as size,
compression, and file format; and any other guidelines,
benchmarks, or controlling algorithms.

The Inventory Database 4660 will have data fields con-
taining information that monitors and controls the inventory
of products, goods, and services oflered for sale or reserva-
tion by the Sellers within the interactive sales portion of the
present invention. In the preferred embodiment of the
present invention, the inventory data is maintained by the
Seller Accounting or Management Program 4000B. 1f that
soltware cannol communicate or can only communicate
partial data with the present invention, then the Inventcry
Database 4660 would be used alone or in combination with
the Seller Accounting or Management Program 4000B,
respectively. The embodiment of the present invention com-
municates with the Seller Accounting or Management Pro-
gram 4000B for the synchronization of inventory and other
data that can be coordinated. The data fields within the
Inventory Datubase 4660 will vary from seller type to seller
type. depending on the type of products, goods, or services
that are being sold or reserved. As an example, if an
embodiment of the present invention were configured to
present lodging tacilities, the lnventory Database 4660
might contain fields for Buyer ID, types of rooms, number
of rooms available for each type, blocked rooms, blocked
dates, exception date rates, and any other fields necessary to
present and control that room inventory.

The Referral Databasc 4670 will have data ficlds contain-
ing information from the Sellers that refers Buyers to other
sources of the same products, goeds, or services offered
when the Sellers carnot meet the wishes or needs of the
Buyers. The Seller through prompting by the Presentation
and Configuration Program 4715 provides the information
within the Referral Database 4670. lhis information is
intended and designed (0 provide the Buyer with alternative
sources when the products, goods, or services offered inter-
actively by a given Seller are either not available or do not
meet the needs of the Buyer. The data fields held by the
Referral Database 4670 will vary trom seller type to seller
type, depending on the type of products or services that are
being sold or reserved. As an cxample, if an embodiment of
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the present invention were configured to present lodging
facilities, the Referral Database 4670 might contain fields
for alternative accommodations, dates, or lodging facilities.
An embodiment of the present invention configured to
present professional services might contain alternative pro-
fessionals or associates that might be acceptable to the
Buyer.

The programs of the preferred embodiment of Seller
Interface 4000 are a Presentation and Configuration Program
4715, Transaction Processing Program 4720, Communica-
tion and Transport Program 4760, Buyer Admission Coatrol
Program 4770, Seller Accounting or Management Program
40008, Seller Admission Control Program 4000C, and other
programs as may be necessary or desirable.

The Presentation and Conliguration Program 4715 is both
the gateway to the present invention and the controlling
software interface for the Seller. The Presentation and Con-
figuration Program 4715 introduces the Seller to the instance
of the present invention and allows the Seller to choose in
which presentations and which media or advertising chan-
nels the Seller wishes to participate. The Presentation and
Configuration Program 4715 cffers the choices of media and
presentations to the Seller, giving requirements and cost for
cach. Upcn choosing media and presentations, the Scller is
then presented with a series of questions 1o answer. The
answering of these questions contributes to the Seller Data-
base 4630, Presentation Database 4640, Inventory Database
4660, Reflerral Database 4670, and any other databases

necessary. The responses 10 the questions asked, text entry

areas, photos, graphics, and other input, either required or
optional, are monitored by the Presentation and Configura-
tion Program 4715 using the information within the Presen-
tation Rules Database 4650 1o guide the Seller in the creation
of a presentation that meets the style, editorial, and content
guidelines of that instance of the present invention for each
media venue or outlet chosen.

The Presentation and Configuration Program 4715 also
allows the Seller to select products and services from those
offered by Third Party Creative and Management Profes-
sionals that are associated with the given instance of the
present invention. This allows the Scller who may not have
the necessary skills to create their desired presentation, may
not have the necessary time, or just wants to out-source part
or all of the process of creating and managing the desired
presentations, to obtain any level of assistance that they may
desire. The products and services offered by Third Party
Creative and Management Professionals may be as varied as
stock photography for the inclusion in presentations to full
management services from conception to execution for the
Seller. Within the Presentation and Configuration Program
4715 the Seller may review those products and services with
samples and demos as appropriate, review contract terms
and requirements, and contract for those products and ser-

vices. The information necessary for the Seller’s review is 5

drawn from the Third Party Professional Database 4636.

Within this embodiment of the present invention, the
Transaction Processing Program 4720 is not utilized, as its
functions are performed by the Seller Accounting or Man-
agement Program 40008. 1t there is no Seller Accounting or
Management Program 40008 or it is nol able o handle those
functions, then the Transaction Processing Program 4720
will perform the necessary functions to process the incoming
Transaction Messages; update databases; notify Seller of
product, goods, or services sold or reserved; notity Seller of
prices or rates paid; perform the necessary confirmations of
available inventory and rates/pricing; create or send confir-
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mation messages to buyer or other requested confirmation
methods; and perform other functions necessary to process
the incoming transaction.

The Communication and Transpert Program 4760 moni-
tors, directs, and controls the receiving and transmitting of
messages between the Seller and the Central Controller and
Presentation Processor 1000 FIG. 2a. During the setup cf the
Presenlation and Configuration Program 4715, the Commu-
nication and Transport Program 4760 is initialized and tested
with the Modem 4330 and/or Network Interface 4340. The
functions of the Communication and Transport Program
4760 are largely transparent to the Seller. [t should be noted,
however, that in this embodiment of the present invention,
the Seller Interface 4000 should be left on, with the Com-
munication and Transport Program 4760 running, 24 hours
a day, 7 days a week. This is necessary so that the Trans-
action Processing Program 4720 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.

The Buyer Admission Control Program 4770 is prescnt
and utilized in the preferred embodiment of the present
invention if the Seller’s products, goods, or services lend
themselves to the type nfaccess control that has traditionally
been accomplished using tickets. passes. admission docu-
ments, reservations, reservation confirmations, or other
physical evidence of purchase or authorization. In this
embodiment of the present invention, the Buyer Admission
Control Program 4770 may be replaced with Seller Admis-
sion Control Program 4000C, a third-party program that is
either currently in use or is preferred by the Seller. Normally,
communications in the form of admission-controlling mes-
sages must be from either the Transaction Processing Pro-
gram 4720 or the Seller Accounting or Management Pro-
gram 40008 (o the Buyer Admission Control Program 4770
or the Seller Admission Control Program 4000C, depending
upon which software is used. In some instances, however,
the Seller Accounting or Management Program 40008 may
asswmne the duties of the Seller Admission Control Program
4000C. The Buyer Admission Control Program 4770 or the
Seller Admission Control Program 4000C uses the informa-
tion in the Buyer Database 4610 to confirm the admission or
access of a given Buyer who is physically at the Seller’s
facility, site, business, venue, or other physical location
seeking access. In this embodiment of the present invention,
the information from the Buyer Database 4610 is confirmed
by use of a magnetic or optical card reader portion of the
Optional Magnetic or Optical Card or Biometric TD Device
4350 that reads the physical 1D or their Biometric ID in the
possession of the Buyer. This physical Magnetic or Optical
Card ID is one that was previously issued to the Buyer for
another use and is currently valid for that vse. It could be a
standard credit card, association 1D, school TN, credit union
D, a driver’s licensc, or any other “issucd ID” that has been
approved for use by the management of any given instance
of the invention. This feature of the invention, of having the
latitude to accept a variety of existing methods of identifi-
cation, is important in that it allows the Buyer immediate
access without requiring the Buyer to be processed to obtain
anew ID. An example of this use within an embodiment of
the present invention would be a “Major Credit Card” that
has agreed to allow its cards to be used as identification for
purchases within the invention. An example of this “alter-
nate ID” use would be an instance of the invention that was
established as a “Sports Reservation Network” When the
Buyer chooses the event that he wants to attend, he would
cnter the number off of his “Major Credit Card” into the
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Buyer Interface 5000 FIG. 24. When the Buyer arrived at the
Facility cr Event for Admission or Check-in 4380, the
Magnetic or Optical Card Reader 4350 would read his
“Major Credit Card”. The Magnetic or Optical Card Reader
4350, in conjunction with the Buyver Admission Control
Program 4770, which draws its information from the Buyer
Dalabase 4610, would confirm the Buyer’s admission and
send the ticket information to the Ticket or Confirmation
Printer or Admission Contrel Device 4360. The Ticket or
Confirmation Printer or Admission Control Device 4360
would either print the tickets. allowing the buyer to proceed
to the standard ticket entry point, or trip a physical gatc or
bar that would allow the Buyer entry to the event (Buyer
Allowed Admittance 4370).

In another example of an embodiment of the invention,
the management of the invention has chosen to support the
Biometric Identification method for assessing and guaran-
teeing the identity of the Buyer. With this method, the Buyer

is first registered to use the invention by one of the Sellers

who is part of the network and is equipped to perform the
appropriate biometric scan. After the Buyer presents proof of
identify, they submit to the biometric scan which is then
transmitted to the Central Controller and Presentation Pro-
cessor to become part of the Buyer’s record. The Buyer is
given an ID number (o allow access to the invention. The
next time the Buyer accesses the invention he can use the 1D
number to make the purchase and then when showing up at
that [acility his Biometric Scan becomes his TD. Biometric

IDs can be any biological feature of the Buyer that is so

deemed to be sufficiently unique that it can be used as a
method of identification. Features such as fingerprints, palm
prints, iris scans, voice, and full-face scans arc just some of
the currently accepted biometric identification methods. We

believe this list of methods will expand and that new .

methods can easily be utilized by an embodiment of this
invenlion as they are developed and become available. Tt
should be noted that the level of certainty necessary for
determining identification using biometric techniques is
obviously lower for use in the present invention than the
certainty required for other critical applications such as law
enforcement or military security access.

In yet another example of an embodiment of the inven-
tion, the management of the invention has chosen to support
a tunction to allow Buyers to access their identification
documents through the Network in combination with their
biometric identification for the purchasing of goods and
services. In this embodiment the Buyer is allowed to make
purchases of goods and services from those Sellers that

support biometric identification using only their personal ;

biometric identification. The charges or payments requested
and the biometric ID submitted by the Seller are transmitted
to the Central Controller and Presentation Processor 1000
FIG. 2a. The Transaction Processing Program 1720 verifies

the biometric ID with the information held within the Buyer 5

Database 1610. The Transaction Processing Program 1720
further verifies that suflicient [unds are available [or the
requested transaction, either through third party sources
such as the Identification Documents sponsor or through
in-house financing or accounts. The acceplance or rejection
of the transaction is then transmitted back to the Seller for
the Sellers completion of the purchase or transaction.

FIG. 2d diagrams the Buyer Interface 5000, which
includes a central processor (CPU) 5100, operating system
5210. ROM 5220, RAM 5230, clock 5240, communication
port 5250, video monitor 5310, input devices 5320, modem
5330, network interface 5340, and data storage device 5500.
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A personal or workstation computer with sufficient pro-
cessing capacity, program and data storage capacity, and
memory may be used as a Buyer Interface 5000. The CPU
5100 may be a single CPU. The Intel Pentium Processor
with a speed of 166 MH or any comparable capacity
processor that is compatible with the chosen operating
system could be used as CPU §100. In the preferred embodi-
ment of the present invention, the operating system 5210 is
either Windows 95 or Windows 98 by Microsoft. The video
monitor 5310 is a standard 17-inch “SVGA” color monitor
or its equivalent. The input devices 5320 are a standard
keyboard and mouse or other replacement items. The com-
munication ports 5250 are RS232 serial ports with 16550
UART or alternatives that provide comparable connections
to the Modem 5330. The Modem 5330 may be a modem
such as the TJS Robotics 56K external made by 3Com Inc.

A Data Storage Device 5500 may be one or a combination
of standard hard disks, optical storage devices, CD-W
drives, CD-RW drives, DVD, flash memory, or other data
storage devices. [t must be of sufficient capacity to store the
programs necessary to access the Sellers’” presentations.

The hardware requirements for the Buyer Interface 5000
are minimal compared o the requirements for the Central
Controller and Presentation Processor 1000 FIG. 2a, Central
Presentation and Selection Server 2000 FIG. 2b, and the
Seller Interface 4000 FIG. 2c.

The only software or programs required for the Buyer
Interface 5000 is an Internet Browser 5000C of the Buyer’s
choice. In the embodiment of the present invention, Internet
Lxplorer by Microsoft would be used as Buyer’s Choice of
Internet Browser S000C.

No databases are required for the Buyer Interface 5000.
The only data storage required is performed by the Buyer's
Choice of Internet Browser 5000C in the form of saving
“cookies” in the Location for Cookie Storage 5695.

Although the above has described the preferred embodi-
ment of the present invention, any Internet-cnabled com-
puter, operating system, and browser combination that can
access the Internet and specifically standard HTML presen-
tations should be able to serve as the Buyer Interface 5000.

TIG. 2e diagrams the Media Interface 6000, which
includes a central processor (CPU) 6100, operating system
6210, ROM 6220. RAM 6230, clock 6240, communication

s ports 6250, video driver 6260, video monitor 6310, input

devices 6320, moedem 6330, network interface 6340, and
data storage device 6500.

A personal, workslation, or server-grade computer with
suflicient processing capacity, program and data storage
capacity, and memcry may be used as a Media Interface
6000. The CPU 6100 may be a single CPU or multiple CPUs
as necessary to provide sufficient processing capacity. The
Intel Pentium TI Processor with a speed of 300 MH or any
comparablc capacity processor that is compatible with the
chosen operating system could be used as CPU 6100. In this
embodiment of the present invention, the operating system
6210 is Windows N'T by Microsoft, although Windows 98
by Microsoft should be sufficient in most cases. The video
monitor 6310 is a standard “SVGA” color monitor or its
equivalent, with this embodiment of the present invention
being a 19-inch standard video monitor. The input devices
6320 arc a standard keyboard and mouse or other replace-
ment items. The communication ports 6250 are RS232 serial
ports with 16550 UART or alternatives that provide com-
parable connections to the Modem 6330. The Modem 6330
may be a US Robatics 56K external made by 3Com Inc or
a comparable quality moden.
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A data storage device 6500 may be one or a combination
of standard hard disks, optical storage devices, CD-W
drives, CD-RW drives, DVD, llash memory, magnetic tape,
or other data storage devices. It must be of suflicient capacity
to store all the programs and data necessary as well as
provide for future capacity needs. In this embodiment of the
present invention, mirrored hard disks with separate hard
disk controllers provide a redundancy of data storage and
therefore increased dependability and data integrity. This
configuration allows for casicr recovery in case of data
corruption or data storage equipment failure. The aforemen-
tioned Windows NT operating system allows tor this mir-
rored configuration. In addition to the mirrored hard disk,
daily or more frequent backup of all data to tape, which is
then taken off-site for storage, is a required procedure to
ensure safe data. The present invention has a degree of data
security built into it by design, with the most critical data
kept with both the Media Interface 6080 and the Central
Controller and Presentation Processor 1000 FIG. 2¢. In a
catastrophic destruction of the Media Interface 6000, the
most critical of data can be recovered from the Central
Controller and Presentation Processor 1000 ['IG. 2a and
allow the rebuilding of the lost databases, thereby ensuring
the integrity of all transactions.

‘The data storage device in this embodiment contains
relational databases controlled and managed by database
software such as Microsott SQL Server 7 by Microsoft Inc.
or, for smaller Media outlets, Access 2000 by Microsoft Inc.
Data used in the generation of presentations and for the

processing of inventory sales in the present invention is 3

contained within the Media’s Databases 6600. The Media’s
Databases 6600 contains the Media Buyer’s Database 6615,
Media Transaction Database 6625, Media Database 6635,
Presentation Database 6640, Presentation Rules Database

6650, Media Inventory Database 6665, and any other data- 3

bases necessary or desired to service the Media.

The Mediz Buyer Database 6615 maintains data on Sell-
ers who make interactive purchases of presentations offered
by the Media over the Central Controller and Presentation
Processor 1000 and the Seller Interface 4000. The Media
Buyer Database 6615 will have data fields containing Seller
name, physical address, phone, email address, credit card
information, and any other information deemed necessary to
supported the Media Buyers and the requirements of the
Media. The information within the Buyer Datsbase 6615 is
contained in transaction messages received from the Central
Controller and Presentation Processor 1000 FIG. 24 along
with the media purchase information of a given transaction.

1he Media lransaction Database 6625 maintains data on

the Media Buyers’ (Sellers’) interactive selection and pur- 3

chases of presentations offered by the Media over the
Central Controller and Presentation Processor 1000 and the
Seller Interface 4000. The Transaction Database 6625 will
have data ficlds containing information that rclates to the

selection and purchases of presentations made by the Seller. 3

The specific fields within this database will depend on the
type of Media and their products and services. As an
example, if an embodiment of the present invention were
configured 10 offer newspaper advertising as a non-resident
media the Media Transacticn Database 6625 might contain
fields for rates, publishing dales, publishing deadlines, elc.
The information in the Media Transaction Databasc 6625 is
the result of each requested purchase made with the Seller
Interface 4000. This information is then passed, via trans-
action messages, to the Central Controller and Presentation
Processor 1000 FIG. 2a and then to the Media Interface
6000.
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The Media Database 6635 will have data fields containing
information that relates to the Media. The specific fields
within the Media Database 6635 will cover all the necessary
information about the Media, for use both within the
Media’s presentation and by the managers of the present
invention for the management of the Media’s account. The
Media Database 6635 will have data fields containing com-
pany name, contact name, marketing name, physical
address, phone, email address, payment information, con-
tract dates, product or scrvice types for preseatation, data
transfer modem numbers, accessible third-party manage-
ment software, and any other information fields deemed
necessary (o supported the proposed Media. The Media will
input this information when first accessing the present
invention and joining as a Media. The Media Configuration
Program 6717 will prompt the Media for the necessary
information as well as obtain an agreement to a contract
between the Media and the management or operators of the
present ivention.

The Presentation Database 6640 will have data fields
containing information that relates to the Media’s interactive
presentation of information and data describing their prod-
ucts or services offered to Media Buyers (Sellers). The data
fields within Presentation Database 6640 will vary {rom
Media type to Media type, depending on the design of the
presentation and the types of other media offered by the
given instance of the present invention. The Media Con-
figuration Program 6717 will prompt the Media for the
necessary information. The data relationship between the
Presentation Database 6640 and the Presentation Database
1640 FIG. 2a, part of the Central Controller and Presentation
Processor 1000 FIG. 24, is one of continual synchronization
of the Media’s information. The synchronization is main-
tained by the Media Configuration Program 6717 and the
Communication and Transport Program 6760. The Media
makes any updates or corrections to the presentation within
the Media Configuraiion Program 6717. These corrections
are then updated to the Presentation Database 6640 and sent
to the Central Controller and Presentation Processor 1000
for updating to the Presentation Database 1640 FIG. 2a.

The Presentation Rules Database 6650 will have data
fields containing information that controls and limits the
style and editing of the presentations to be created by the
Sellers using the Seller Interface 4000 and the Presentation
and Configuration Program 4715 for this given Media’s
product or service. The data within the Presentation Rules
Database 6650 will be synchronized with the data within the
Presentation Rules Database 1650, which is stored on the
Central Controller and Presentation Processor 1000 F1G. 24.
This synchronization will take place by sending updates
from the Media Interface to the Central Controller and
Presentation Processor 1000 F1G. 2. The data fields con-
lained in the Presentation Rules Database 6650 will vary
from Mcdia typc to Mcdia type, depending on the types of
media and interactive presentations that are supported by the
given instance of the present invention and the design of the
presentations. Some fields that might be maintained are
presentation templates; blocked words; blocked phrases;
blocked references; blocked URLs; grammar guidelines;
spelling dictionaries; presentation size restrictions; photo or
graphics specifications such as size, compression, and file
format; and any other guidelines, benchmarks, or controlling
algorithms.

The Media Inventery Database (optional) 6665 will have
data fields containing information that monitors and controls
the inventory of products and services offered by the Media
within the interactive Presentation and Configuration Pro-
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gram 4715 of the Seller Interface 4000 of the present
invention. In the preferred embodiment of the present inven-
tion. the Media Accounting or Management Program 60008
maintains the inventory data. 1f that soflware cannot com-
municate or can only communicate partial data with the
present invention, then the Media Inventory Database 6665
would be used alone or in combination with the Media
Accounting, or Management Program 6000B, respectively.
The embodiment of the present invention communicates
with the Media Accounting or Management Program 6000B
for the synchronization ol inventory and other data that can
be coordinated. The data ficlds within the Inventory Data-
base (opticnal) 6665 will vary [rom Media type to Media
type. depending on the type of products, goods, or services
that are being sold 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 no real limit as to the
number or quantity of presentations that they can accept.
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, Transaction
Pracessing Program 6720, 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 invention and the controlling

software interface for the Media. The Media Configuration 3

Program 6717 introduces the Media to the instance of the
present invention. The Media Configuration Program 6717
presents the Media with a series of questions to answer. The
answering of these questions contributes to the Media Data-

bhase 6633, Presentation Database 6640, Presentation Rules 3

Database 6650, Media Inventory Database (optional) 6665,
and any other databases necessary. The Media Configuration
Program 6717 monitors the responses to the questions
asked, text entry areas, photos, graphics, and other input,
either required or optional.

Within this embodiment of the present invention, the
Transaction Processing Program 6720 is not utilized, as the
Media Accounting or Management Program 6000B per-
forms its functions. If there is no Media Accounting or
Management Program 60008 or it is not able to handle those
functions, then the Transaction Processing Program 6720
will perform the necessary functions to process the incoming
Transaction Messages. These messages may update data-
bases; notity Media ot product, goods, or services sold or

reserved; notity Media of prices or rates paid; perform the s

necessary confirmations of available inventory and rates/
pricing; create or send confirmation messages to buyer or
other requested confirmation methods; and perform other
functions nccessary to process the incoming transaction.

The Communication and Transport Program 6760 moni- 3

tors, directs, and controls the receiving and transmitting of
messages between the Media and the Central Controller and
Presentation Processor 1000 FIG. 2a. During the setup of the
Media Configuration Program 6717, the Communication
and Transport Program 6760 1s initialized and tested with the
Modem 6330 and/or Network Intecface 6340. The functions
of the Communication and Transport Program 6760 arc
largely transparent to the Media. It should be noted, how-
ever, that in this embodiment of the present invention, the
Media Intertace 6000 should be lett on. with the Commu-
nication and Transport Program 6760 running, 24 hours a
day, 7 days a week. This is necessary so that the Transaction
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Processing Program 6720 can receive and process any
transaction messages from the Central Controller and Pre-
sentation Processor 1000 FIG. 2a regardless ol the hour of
the day.

FIG. 2f diagrams the Third Party Professionals Interface
7000, which includes a central processor (CPU) 7100,
operating system 7210, ROM 7220, RAM 7230, clock 7240,
communication ports 7250, video driver 7260, video moni-
tor 7310, input devices 7320, modem 7330, network inter-
face 7340, and data storage device 7500.

A personal, workstation, or server-grade computer with
suflicient processing capacity, program and data storage
capacity, and memory may be used as a Third Party Pro-
fessionals Interface 7000. The CPU 7100 may be a single
CPU or multiple CPUs as necessary o provide suflicient
processing capacity. The Intel Pentium IT Processor with a
speed of 300 MH or any comparable capacity processor that
is compatible with the chosen operating system could be
used as CPU 7100. In this embodiment of the present
invention, the operating system 7210 is Windows N'T by
Microsoft, although Windows 98 by Microsoft should be
sufficient in most cases. The video monitor 7310 is a
standard “SVGA” color monitor or its equivalent, with this
emhodiment of the present invention being a 19-inch sian-
dard video monitor. The input devices 7320 are a standard
keyboard and mouse or other replacement itemss. The com-
munication ports 7250 are RS232 serial ports with 16550
UART or alternatives that provide comparable connections
to the Modem 7330. The Modem 7330 may be a US
Robotics 56K external made by 3Com Inc or a comparable
quality modem.

A data storage device 7500 may be ¢ne or a combination
of standard hard disks, optical storage devices, CD-W
drives, CD-RW drives, DVD, flash memory, magnetic tape,
or other data storage devices. It must be of sufficient capacity
to store all the programs and data necessary as well as
provide for future capacity needs. In this embodiment of the
present invention, mirrored hard disks with separate hard
disk controllers provide a redundancy of data storage and
therefore increased dependability and data integrity. This
configuration allows for easier recovery in case of data
corruption or data storage equipment failure. The aforemen-
tioned Windows NT operating system allows for this mir-
rored configuration. In addition to the mirrored hard disk,

s daily or more frequent backup of all data to tape, which is

then taken off-site for storage, is a required procedure to
ensure safe data. The present invention has a degree of data
security built into it by design. with the most critical data
kept in both the Third Party Professionals Interface 7000 and
the Central Controller and Presentation Processor 1000 FIG.
2a. In a catastrophic destruction of the Third Party Profes-
sionals Interface 7000, the most critical of data can be
recovered from the Central Controller and Presentation
Processor 1000 TIG. 2a and allow the rcbuilding of the lost
databases, thereby ensuring the integrity of all transactions.

The data storage device in this embodiment contains
relational databases controlled and managed by database
software such as Microsoft SQL Server 7 by Microsoft Inc.
or, for smaller Third Party Professionals outlets, Access
2000 by Microseit Inc. Data used in the generation of
presentations and (or the processing of itventory sales in the
present invention is contained within the Third Party Pro-
fessionals’ Databases 7600. The Third Party Professionals’
Databases 7600 contains the Third Party Professionals Buy-
er’s Database 7615, Third Party Protessionals lransaction
Database 7625, Third Party Professionals Database 7636,
Presentation Databasc 7640, Presentation Rules Databasc
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7650. Third Party Professionals’ Inventory Database 7666,
and any other databases necessary or desired to service the
Third Party Professional.

The Third Party Professionals’ Buyer Database 7615
maintains data on Sellers (who are Buyers to the Third Party
Professionals) who make interactive purchases of products
or services offered by the Third Party Professional over the
Central Controller and Presentation Processor 1000 and the
Seller Interface 4000. The Third Party Professionals” Buyer
Database 7615 will have darta ficlds containing Seller name,
physical address, phone, email address, credit card informa-
tion, and any other information deemed necessary to sup-
ported the Third Party Professionals” Buyers and the
requirements of the Third Party Professionals. The informa-
tion within the Third Party Professionals’ Buyer Database
7615 is contained in transaction messages received [rom the
Central Controller and Presentation Processor 1000 FIG. 24
along with the Seller’ purchase information of a given
transaction.

The Third Party Professionals’ Transaction Database
7625 maintains data on the Third Party Professionals’ Buy-
ers’ (Sellers’) interactive selection and purchases of prod-
ucts and services offered by the Third Party Professionals’
over the Central Controller and Presentation Processor 1000
and the Seller [nterface 4000. The Third Party Professionals’
Transaction Database 7625 will have data fields containing
information that relates to the selection and purchases of
products or services made by the Seller. The specific fields
within this database will depend on the type of Third Party
Professionals’ and their products and services. As an
example, if an embodiment of the present invention were
configured to offer newspaper advertising as a non-resident
media, a possible Third Party Professional might be an ad
copywriter. In that case the Third Party Professionals’ Trans-

action Database 7625 might contain fields for Seller’s infor- 3

mation (Seller using Seller Interiace 4000), due dates, target
media vennes, crealed ad copy, payment information, ref-
erence to the subject presentation within Presentation Data-
base 1640 within Central Controller and Presentation Pro-
cessor FIG. 24, publishing deadlines, etc. The information in
the Third Party Professionals’ Transaction Databasc 7625 is
the result of each requested purchase made with the Seller
Interface 4000. This information is then passed, via trans-
action messages, to the Central Controller and Presentation
Processor 1000 FIG. 2a and then o the Third Party Profes-
sionals Interface 7000.

The Third Party Professionals’ Database 7636 will have
data fields containing information that relates to the Third
Party Protessional and the product or service that they offer.

The specific fields within the Third Party Professionals’ s

Database 7636 will cover all the necessary information
about the Third Party Professional. for use both within the
Third Party Professionals’ presentation and by the managers
of the present invention for the management of the Third

Party Professionals’ account. The Third Party Professionals” s

Database 7636 will have data fields containing company
name, contact name, marketing name, physical address,
phone, email address, payment information, contract dates,
product or services offered for sale, data transfer modem
numbers, accessible third-party management scftware, and
any other information fields deemed necessary (o supported
the proposed Third Party Professional. The Third Party
Professional will input this information when first accessing
the present invention and joining as a Third Party Profes-
sional. The Third Party Protfessionals’ Configuration Pro-
gram 7717 will prompt the Third Party Professionals’ for the
necessary information as well as obtain an agreement to a
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contract between the Third Party Professionals’ and the
management or operators of the present invention.

The Third Party Professionals’ Presentation Database
7640 will have data fields containing information that relates
to the Third Party Professionals’ interactive presentation of
information and data describing thelr products or services
offered to Third Party Professionals’ Buyers (Sellers). The
data fields within Third Party Professionals’ Presentation
Database 7640 will vary from Third Party Professionals’
type to type, depending on the design of the presentation and
the types of services ollered by those Third Party Profes-
sionals. The Third Party Professionals’ Configuration Pro-
gram 7717 will prompt the Third Party Professionals® for the
necessary information. The data relationship between the
Third Party Professionals’ Presentation Database 7640 and
the Presentation Database 1640 FI1G. 24, part of the Central
Controller and Presentation Processor 1000 FIG. 24, is one
of continual synchronization of the Third Party Profession-
als’ information. The synchronization is maintained by the
Third Party Professionals’ Configuration Program 7717 and
the Communicaticn and Transport Program 7760. The Third
Party Professional makes any updates or corrections to the
presentation within the Third Party Professionals’ Configu-
ration Program 7717. These corrections are then updated 10
the Third Party Professionals’ Presentation Database 7640
and sent to the Central Controller and Presentation Processor
1000 for updating to the Presentation Database 1640 FIG.
2a.

The Presentation Rules Database 7650 will have data
fields containing information that controls and limits the
style and editing of the presentations created by the Third
Party Professional using the 3™P.P. Configuration Program
7717. The data within the Presentation Rules Database 7650
will be synchronized with the data within the Presentation
Rules Database 1650, which is stored on the Central Con-
troller and Presentation Processor 1000 F1G. 2a. This syn-
chronization will tzke place by the sending of updates {rom
the Central Controller and Presentation Processor 1060 FIG.
2a to the 3#P.P. Configuration Program 7717. The data fields
contained in the Presentation Rules Database 7650 will vary
from Third Party Professional type to Third Party Profes-
sional type, depending on the types of media and interactive
presentations that are supported by the given instance of the
present invention and the design of the presentations. Some
{iclds that might be maintained are presentation templates;
blocked words; blocked phrases; blocked references;
blocked URLs; grammar guidelines: spelling dictionaries;
presentation size restrictions; photo or graphics specifica-
tions such as size, compression, and file format; and any
other guidelines, benchmarks, or controlling algorithms.

The Third Party Professionals’ Inventory Database (cp-
tional) 7666 will have data fields containing information that
monitors and controls the inventory ol products and services
offered by the Third Party Profcssionals’ within the inter-
active Presentation and Configuration Program 4715 of the
Seller Interface 4000 of the present invention. In the pre-
ferred embodiment of the present invention, the Third Party
Professionals’ Accounting or Management Program 70008
maintains the inventory data. If that software cannot com-
municate or can only communicate partial data with the
present invention, then the Third Party Professionals” Inven-
tory Database 7666 would be used alone or in combination
with the Third Party Professionals’ Accounting or Manage-
ment Program 70008, respectively. The embodiment of the
present invention communicates with the Third Party Pro-
fessionals” Accounting or Management Program 7000B for
the synchronization of inventory and other data that can be
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coordinated. The data fields within the Third Party Profes-
sionals Inventory Database (optional) 7666 will vary from
Third Party Professional type to Third Party Professional
type, depending on the products or services that are being
sold or retained. The reason that the Third Party Profession-
als’ Inventory Database 7666 is optional is that some Third
Party Professional types such as ad copywriters or electronic
stock photo suppliers may have no real limit as to the
number of Sellers that they may accept as clients or sell
electronic photo files to. Therefore there would be no need
to track or control inventory.

The programs of this embodiment of Third Party Profes-
sionals Interface 7000 are; Third Party Professionals’ Con-
figuration Program 7717, Third Party Professionals’ I'rans-
action Processing Program 7720, Communication and
Transport Program 7760, Third Party Professionals’
Accounting or Management Program 7000B. and other
programs as may be necessary or desirable.

‘The Third Party Professionals’ Configuration Program
7717 is both the gateway to the present invention and the
controlling software interface for the Third Party Profes-
sional. The Third Party Professional’s Configuration Pro-
gram 7717 introduces the Third Party Professional to the

instance of the present invention. The Third Party Protfes-

sional’s Configuration Program 7717 presents the Third
Party Professionals’ with a series of questions to answer.
The answering of these questions contributes to the Third
Party Professionals’ Database 7636, Third Party Profession-

als’ Presentation Database 7640, Third Party Professionals’

Inventory Database (optional) 7666, and any other databases
necessary. The Third Party Professionals’ Configuration
Program 7717 monitors the responses to the questions
asked, text entry areas, photos, graphics, contract text,
disclaimers, agency agreement text, and other input, either
required or optional.

Within this embodiment of the present invention, the
Third Party Professionals’ Transaction Processing Program
7720 is not utilized, as the Third Party Professionals’
Accounting or Management Program 7000B performs its
functions. If there is no Third Party Professionals’ Account-
ing or Management Program 7000B or it is not able to
handle those functions, then the Transaction Processing
Program 7720 will perform the necessary functions to
process the incoming ‘lransaction Messages. These mes-
sages may update databases; notity Third Party Profession-
als” of product, goods, or services sold or reserved; notify
Third Party Professionals’ of prices or rates paid; perform
the necessary confirmations of available inventory and rates/
pricing; create or send confirmation messages to buyer or
other requested confirmation methods; and perform other
functions necessary to process the incoming transaction.

The Communication and Transport Program 7760 moni-
tors, dircets, and controls the recciving and transmitting of

messages between the Third Party Professicnals’ and the 3

Central Controller and Presentation Processor 1000 FIG. 2a.
During the setup of the 'third Party Protessionals” Contfigu-
ration Program 7717, the Communication and Transport
Program 7760 is initialized and tested with the Modem 7330
and/or Network Interface 7340. The tunctions of the Com-
munication and Transport Program 7760 are largely trans-
parent to the Third Party Professional. It should be noted,
however, that in this embodiment of the present invention,
the Third Party Professionals Interface 7000 should be left
on, with the Communication and Iransport Program 7760
running, 24 hours a day, 7 days a week. This is necessary so
that the Transaction Processing Program 7720 can reccive
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and process any transaction messages from the Central
Controller and Presentation Processor 1000 FIG. 2a regard-
less of the hour of the day.

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

The preferred embodiment of the present invention allows
for “open access” 1o all electronic presentations by assem-
bling the presentations in an accessible format that can be
searched and read by independent, public, electronic search
engines as well as by individual private search programs. We
are referring to Internet Search Engines such as Yahoo,
Lycos, Web Crawler, Excite, Hotbot, Altavista, and other
referral and/or robotic, publicly accessible  “Search
Engines.” The block diagram of FIGS. 3a through 3% 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 to access the directory,
index, or presentation site that may contain the subject
presentations that the Buyer is interested in, he can go
directly to the site or direct his personal search program 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 sites
that the Buyer wants to search. As an example, if the Buyer
is looking for lodging in a given city, the Buyer might give
instructions and search parameters to the Buyer’s private
search program. Those 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 have
been created under various methods including the present
invention. The private scarch program can perform the
searches while the Buyer is waiting for the results or can be
scheduled to scarch during off-peak hours, then present the
search results to the Buyer at his convenience. The search
results delivered to the Buyer are a listing of those pages or
presentations that meet the search instructions and param-
eters that were entered by the Buyer (blocks 10100, 10110-
10118).

If the Buyer has the access location knowledge, he also
has the option to access the presentations directly using
Internet access and any Internet Browser such as Netscape
4.0 or any other browser software. Once the Buyer has
accessed the site directly, he has the choice to either conduct
a search for the desired products, goods, or services using
the on-site search capabilities or browse the presentations
much the same way one would browse the aisles of books at
a library. Search methods of the present invention can vary
from instance to instance, but the preferred embodiment
would always give the option of a [ull text-based search of
all presentations or a databasc scarch 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 informaticn that he wants (blocks 10120-10126).
The search results obtained from the on-site search function
will direct the Buyer to those presentations contained within
that Central Presenuation 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 Presentation and Selection Server 2000, the design
and architecture ot the presentation structure will direct him
to the information he seeks by means of subject indexes and
directorics.
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Buyers who are not aware of how to access the directory,
index, or presentation site can access the presentations by
using the public search engines such as Yahoo, [ycos, Web
Crawler, Excite, Hotbol, Altavista, and other referral and/or
robotic publicly accessibie “Search Engines”. With the
open-access format and structure, the present invention
allows the search engines to have full access to the presen-
tations to review and index the subject matier of each
presentation. Every search engine uses different algorithms
to conduct the scarch 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).

Once the Buyer has narrowed his information search to a
managcable amount by either automated scarch systems or
by browsing, the Buyer would then review the presentations
available {(blocks 10140, 10150). If. for example. the Buyer
is searching for lodging, he would, atter 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 that 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 a negotiation mode. The program will suggest 3

alternative accommodations (different rooms or even a dif-
ferent lodging facility and rooms), using logic to suggest the
best alternative. As an example of this logic, the algorithms
would nct suggest a bridal suitc when the Buyer has
requested a single economy room, or it may offer a discount
for an upgraded room (block 10170-10198). If the suggested
allernatives do not mee! the needs of the Buyer, then the
buyer is referred back to the indexes to review the lodging
possibilities again and start over (block 10140). Once the
Buyer has chosen a facility, room, and dates (in the Jodging
example) which the Transaction Negotiation Program 2725
accepts, that program puts that particular inventory on a hold
status to allow the Buyer time to respond with the additional
information necessary to make the purchase or reservation
(block 10200, 10202). Tt is important that the Buyer is not
burdened with inputting the required information until the
items (in the lodging example, room and dates) that he wants
are confirmed to be available. If a Buyer is forced to input
the additional information and then find that the inventory is
not available, he will feel that the system has wasted his time
and will probably not use the service in the future. Only
when the program first confirms the availability of the
inventory and then asks for the additional information will
the Buyer view the process as appropriatc and ncccssary.

The type and amount of additional information that is s

required largely depends on the type of products, goods, or
services that are represented. In the preferred embodiment of
the present invention, the Buyer would be prompted to apply
for a Delivery or Network 1D. Once the Buyer has this 1D
number and the associated password, then he would only
have 1o enter that ID number for future use instead of
cntering all required information. The Delivery or Network
ID is also used as a substitute for the more traditional
methods of proof-of-access such as tickets, passes, admis-
sion documents, reservations, reservation confirmations, and
other physical proof of purchase. In this embodiment of the
present invention, the Delivery or Network ID could also be
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used to give discounts for use, promoticnal offers, upgrades,
or other marketing incentives. The information required in
the application [or the Delivery or Network 11 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
Delivery 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 I would be in conjunction with an
instance of the present invention that is configured to
represent professional sporling events. The Buyer in our
example could purchase access to a given represented sport-
ing event through the Central Presentation and Selection
Server 2000, and the only requirement of the Buyer when
arriving at the facility to attend the event would be to present
his Delivery or Network ID for processing. If the Buyer has
a Delivery or Network ID. he is prompted for the Delivery
or Network 1D 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
Ruyer, the Transaction Negotiation Program continnes 1o
prompt the Buyer until all 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. If the credit card is
not approved, the program then requests an alternative
payment method from the Buyer (blocks 10270-10282).

A Transaction ID is assigned afier the Transaction
Approval Code has been received (block 10290). With the
assignment of the Transaction 1D, the Transaction Negotia-
tion Program 2725 creates a confirmation proof of purchase
or order (Conflirmation of Booking in the lodging example).
This confirmation is presented to the Buyer with prompts for
choosing any additional information that may be available to
add to this document prior to the Buyer printing it. With the
lodging example, the additional information might include
directions to the facility, description and photos of the
facility and or room, list of amenities of the facility such as
pool and gym, list of activities in the area, or any other
information of interest or concern to the Buyer (blocks
(10300-10308). If, in the preferred embodiment of the
present invention, the Buyer later wishes to cancel or modify
his purchase, reservation, or request, he would return (o the
Seller’s presentation and access and modity his purchase or
reservation by using his Delivery or Network ID, Transac-
tion 1D, confirmation number, credit card number, some
combination of these, or some other identification method
(blocks 10312-10316).

After the Transaction ID has 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 controlled by the Resource
Saver Protocol, the program determines if the Tnventory
Notification Level has been reached and if so, what the
remaining inventory count currently is after subtracting the
transactions currently on hold (blocks 10320-10324).
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 usced as a “check number”
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to confirm that all components, the Central Presentation and
Selection Server 2000, the Central Controller and Presenta-
tion Processor 1000, and the Seller Interface 4000 have their
associated invenlory databases in synchronization.

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

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

Upon receipt of the Transaction Message, the Transaction
Processing Program 1720 on the Central Controller and
Presentation Processor 1000 confirms the transaction logic
and then updates the Buyer Database 1610, Transaction
Database 1620, Inventory Database 1660, and any other
database affected. By confirming the transacrion logic, we
mean that the Transaction Processing Program 1720 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 3

the Transaction Messages to send to the Seller Interface
4000 and updates any other Central Presentation and Selec-
tion Servers 2000 that may be affected by any change in
inventory as a result of this transaction. It should be noted
that this is an example of the savings presented 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 those items of inventory that are not con-
trolled by the Resource Saver Protocol, the Central Coatrol-
fer and Presentation Processor 1000 sends Transaction Mes-
sages 1o the Seller Interface 4000 and to all affected Central
Presentation and Selection Servers 2000. In this embodi-
ment of the present invention, the Central Controller 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
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 (here
were Transaction Mcessages, Updates, or other data or infor-

mation to exchange or deliver. The communications 3

between the Central Presentation and Selection Server 2000,
the Central Controller and Presentation Processor 1000 and
the Seller Intertace 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 4000B of the Seller Interface 4000
confirms that the purchased inventory or reservation is
available and recalculates and confirms all needed data
contained within the Transaction Message. If the Transac-
tion Message is found to contain erroncous or missing data,
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then error messages are sent to the Central Controller and
Presentation Processor 1000, the management or adminis-
trator, and to the Buyer (blocks 10410-10432). It should be
noted (hat in this embodiment of the present invention, the
Transaction Processing Program 4720 is present but dis-
abled whenever a compatible Seller Accounting or Manage-
ment Program 4000B is in use and capable of performing the
functions of the Transaction Processing Program 4720.

In this embodiment of the present invention, the Trans-
action Processing Program 4720 or the Seller Accounting or
Management Program 40008 of the Scller Interface 4000,
whichever is enabled. will have the option 1o be set (0
automatically accept or reject the purchase or reservation
without any {urther operator interaction. If the automatic
option is not invcked by the management of the Seller
I[nterface 4000, then the processing of the Transaction Mes-
sage would require the human operator 1o review the trans-
action and either accept or reject the transaction and provide
the appropriate responses (blocks 10440-10456).

All appropriate databases are updated, and then, if the
Transaction Processing Program 4720 has been used instead
of the Seller Accounting or Management Program 4000B, a
Transaction Message may be sent to a second-level or
non-compatible accounting or management soflware. An
embodiment of the present invention distinguishes between
a fully compatible Seller Accounting or Management Pro-
gram 4000B that performs all the necessary 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 400013 performs the appropriate inventory
calculations. If the inventory level has reached or breached
lhe notification level, then the Transaclion Processing Pro-
gram 4720 or the Scller Accounting or Management Pro-
gram 4000B must send a transaction message to the Central
Controller and Presentation Processor 1000, which in turn
sends it to the Central Presentation and Selection Servers
2000. The transaction message prompts the Central Con-
troller 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 Pratocol has been activated, the Transaction
Processing Program or Seller Accounting or Management
Program 40008 sends an Acknowledgment Message Lo the
Central Controller and Presentation Processor 1000 to con-
firm that it has received and processed the Transaction
Message (blocks 10480-104990).

Depending on the Seller type, the Transaction Message
may contain a request from the Buyer for a confirmation of
the purchase or reservation. This request will be delivered to
the Seller and, by necessity, would primarily be handled or
satisfied 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 tlow. this configuration
would be for goods er products that might require physical
delivery of the good or product to the Buyer. The Central
Presentation and Selection Server 2000 formats and sends a
Transaction Message, which contains any shipping request
or special instructions to the Seller. The Central Controller
and Presentation Processor 1000 processes the Transaction
Message and then sends it to the Seller Interface 4000. The
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Seller will respond to those shipping and special requests
outside the realm of the present invention. (FIGS. 3i-a,
blocks 10500a-10510¢).

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 at the facility, site, business, or venue (o be admitted.
For cvents that might traditionally require a ticket, pass,
admission document, or reservation confirmation as proof of
admiltance, an instance of the present invention has several
options for the confirmation and delivery of said documents.
It should be noted that even though the Central Presentation
and Selection Server 2000 supports the use of the Network
or Delivery ID, which makes repeated use of the Central
Presentation and Selection Server 2000 easicr for the Buyer
to utilize. ‘The physical use ot the Network or Delivery 1D is
optional at the level of the facility, site, business, or venue.
The preferred embodiment of the present invention, when
fully configured for the acceptance of the Delivery or
Network 1D, allows the Buver several options. If the Buyer
arriving at the facility, site, business, or venue chooses to use

the Delivery or Network ID, he would simply have his ID ,

Card read by an unattended automatic reader that would
cither print the necessary ticket, pass, admission document,
or reservation confirmation or immediately 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, how-
ever, comes in the form of Buyer goodwill resulting from the
convenience of reducing the time it takes to be admitted or
to obtain the physical tickets, passes, admission documents,
rescrvations, or rescrvation confirmations. The use of the
Delivery or Network ID within an embodiment of the
present invention is accomplished by either the Buyer
Admission Control Program 4770, which is a ccmponent of
the present invention, or by compatible third-party programs
such as the Seller Admission Control Program 4000C or the
Seller Accounting or Management Program 4000B with an
integrated admission control program to either print tickets
or passes cr 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 Seller may use the Delivery or Network 1D, 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, passcs, admission docu-
ments, reservations, or reservation confirmations. This
would not be as efficient as the automatic process, but may
present a fransition method 1o the full implementation of the
preferred embodiment of the present invention (blocks

10580-10612). In each of these methods, there is a small risk -

of the physical failure of the Delivery or Network ID or of
the reader to accurately identify the Buyer. In all cases of
failure, the management would manually confirm the iden-
tification and process the admittance of the Buyer (block
10620). In this embodiment of the present invention, the
Delivery or Network D is a Magnetic, Smart, or Optical
Card similar to a standard Credit Card. The present inven-
tion allows for the use of any unique identification method
either presently in use or to be developed in the future. The
use of biometric scanners [or voice, full face, finger print,
iris, or other identification methods are just becoming com-
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mercially economical for this type of use and will require the
secure and verified obtaining of the original scan or sample.
Buyer is admitted to facility or event (block 10630).

Seller’s Use of Present Invention.

The preferred embodiment of the present invention sllows
Sellers to have a “self-serve” relationship to the networks,
directories, indexes, printed media, and other sales and
advertising channels (resident and non-resident media)
available (o and serviced by the given instance of the present
invention. The Sellers also have available to them the same
“self-serve” relationship to Third Party Creative and Man-
agement Professionals who provide products. content, and
services available by the given insiance of the present
invention. These Third Party Professional services, content,
and products may be purchased and where necessary man-
aged by the Seller within the present invention. This rela-
tionship and process is accomplished through the Presenta-
tlion and Configuration Program 4715 which allows [or the
interactive access, by the Sellers, to the resident and non-
resident media as well as the services, content, and products
of the Third Party Professionals. The Seller obtains the
Presentation and Configuration Program 4715 on cither a
compact disc (CD-ROM), DVD disc, downloaded file, or
some other method, then installs the Presentation and Con-
figuration Program 4715 and its associated programs on an
either dedicated or shared-use computer (diagrammed block
11102 to 11106 FIG. 4qa). This embodiment of this compo-
nent of the present invention is shown as Seller Interface
4000 FIG. 2¢, which shows the relationship between the
Presentation Program 4715 and the associated hardware,
programs and databases of Seller Interface 4000.

Once installed and configured, the Presentation and Con-
figuration Program 4715 allows the Seller to control access
to the program through password protection (block 11120),
allowing only anthorized personal of the Seller (o 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-
sentations should only be created or modified by authorized
personnel.

Upon accessing the Presentation and Configuration Pro-
gram 4715, the new Seller/client 15 presented with a scries
of forms containing yes/no choices, text entry areas, meru-

s driven choices, and other data and information entry meth-

ods. These forms lead the Seller through his establishment as
a client of the given instance of the present invention. This
portion of the Presentation and Configuration Program 4715
prompts the Seller for information such as contact numbers,
contact address, payment methods, and other Seller/client
information for the use of the management of the instance of
the present invention in working with and servicing the
Seller. This portion of the Presentation and Conliguration
Program 4718 also presents the service contract for the
review and agreement of the Seller. This agreement, com-
plete with the management informaticn, is then transmitted
to the Central Controller and Presentation Processor 1000
along with all other Setler/client information upon the first
submission of the Seller’s presentation information. In the
case of an existing Seller/client, the Seller enters his pass-
word (block 11120) to access the body of the program for
creation and maintenance of his presentations.

Upon entering the information to establish the client
relationship, the new Seller/client is presented with the
forms that give the choices of presentations, interactive sales
presentations, resident and non-resident media, and Third
Party Professionals that are supported by the given instance
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of the present invention. These choices are accompanied
with descriptions of each choice and the approximate cost of
each presentation for all choices ol presentations, resident
and non-resident media. In addition choices and descriptions
are available for Third Party Professionals and their associ-
ated content, products, and services. These descriptions vary
widely depending on the products and or services offered by
the Third Party Professionals but will be sufficiently com-
plete with detailed descriptions and pricing so the Sellers
can make informed decisions. This information comes from
the Presentation Rules Database 4650 for the presentation
information and from the Third Party Professionals Data-
base 4636 for the information about the content, products
and services offered to assist the seller. Because in many
cases the Seller will be receiving transactions and (aking
orders over the instance of the present invention, the Seller
may be given the option of paving for the services by
monthly, quarterly, or annual subscriptions; on a per sale 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 to support “Sailboats
Tor Sale,” the Seller may be given the choice of three
Internet Directories that specialize in boating-related goods
and services, two printed magazines, and 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 Presenta-
tion and Configuration Program 4715 (blocks 11130, 11132).
The Presentation and Configuration Program 4715 would

then prompt the Seller for the necessary and optional infor- 3

mation to complete the presentations (block 11140, 11142).
During this process where the presentations are being cre-
ated, the Seller may choose to ntilize one of the Third Party
Professionals as a supplier of content, products, or services.
For example the Seller may choose to obtain a stock photo
or graphic of a sailboat trom one of the Third Party Profes-
sionals to include in the printed magazine presentations or
the Seller may choose a tracking service to monitor the
effectiveness of the Internet Directories. It should be noted
that each presentation might have very different standards
for publishing the same information. In those cases, 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 on the forms. Although
this may seem redundant to the Seller, the diflerences will
become apparent because each separate entry is controlled
by the information contained within the Presentation Rules
Datubase 4650. As a simple example, the description in a
particular Internet 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 Configuration Program
4715, using the information contained in the Presentation
Rules Databasc 4650, controls and monitors that entered

information to conform to the controlling format and style 3

for each targeted media venue or outlet presentation.

After the Seller has chosen the channels and means of
communication and has entered the information necessary to
create all the selected presentations, the Presentation and
Configuration Program 4715 notifies the Seller of the cost of
and payment methods acceplable for those presentations or
modifications and prompts the Seller for acceptance of the
charges. If the Seller does not accept the charges, then the
Presentation and Configuration Program 4715 rolls the
information or modifications back and notifies the Seller that
the information will not be published or modified (blocks
11150-11156).
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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 11166, 11162).

It should be noted that the Third Party Professionals may
offer many options for the Seller to take advautage of
professional products or services tc either enhance the
Seller’s presentation or to relieve the Seller of part or all of
the responsibility of creating and managing the presentations
or whole advertising campaigns. The Seller in the previous
simple example may choose to retain a Professional Sailboat
Marketer to create the presentations and choose which
media venues witl be used 1o successully sell said sail boat.
In this case the Seller would contract and pay for the services
of the Sailboat Marketer through the instance of the present
invention. The present invention would then allow the Seller
to monitor the progress of the retained Sailboat Marketer in
the creation and placement of the presentations. If the Seller
elected to retain the Sailboat Marketer as their agent then the
Sailboat Marketer could then act con the Sellers behalf to
perform the directed duties of creation and management for
specific presentations or the whole effort to “sell the Sail-
boat”. The Third Party Professional agent of the Seller may
perform any, some, or alf the previous or following descrip-
tions of actions that may be taken by the Seller after that
agent has been appointed or retained by the Seller and given
specific instructions with which to act upon within the
present invention.

The information entered, either as a new presentation or
as modifications to an existing presentation, can be sent to
the Central Controller and Presentation Processor 1000
immediately or delaved for publication later. The reasons for
delay could be that the presentation is geared to a given date
or holiday, such as a Valentine’s Day getaway offer from a
resort, or is a special promotional offer to be used upon
reaching a given inventory level (blocks 11170, 11172).

The Communication and Transport Program 4760 per-
forms the transmission of the Seller’s presentation informa-
tion from the Seller Interface 4000 to the Central Controller
and Presentation Processor 1000. The Communication and
Transport Program 4760 utilizes either the modem or net-
work connections to perform this transmission. The Com-
munication and Transport Program 4760 applies the appro-
priate level of encryption of data necessary, depending on

5 the method of transmission. In this embodiment of the

present invention, the connection used for transmission
between the Seller [nterface 4000 and the Central Controller
and Presentation Processor 1000 is a direct dial-up modem
connection. This configuration is more secure than public
networks, even with encryption, and, due to the relatively
small amount of data transmitted, has sufficient transmission
capacity (blocks 11180-11196).

Once the Ceniral Controller and Presentation Processor
1000 rcccives the presentation message from the Scller
Interface 4000 {(block 11200), the Presentation Generation
Program 1710 determines if the presentation message 1s
information tfrom a new Seller/client or modification to an
existing current presentation trom an existing Seller/client
(block 11210). If it is a presentation message [fom a new
Seller/client, the presentation message is passed to the
General Management Program 1730. The General Manage-
ment Program 1730 scts up the necessary Seller/client
control accounts, payment information, contact information,
database records, and any other administrative functions
necessary to establish the Seller/client within the instance of
the present invention and allows the creation of presenta-
tions by the Presentation Generation Program 1710 (blocks
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11212, 11214). If the presentation message is from an
existing Seller/client, the presentation message does not
leave the control of the Presentation Generation Program
1710, which confirms the authenticity of the Seller/client
presentation message prior to processing the message (block
11220, 11222).

Once the Presentation Generation Program 1710 has
either confirmed the avthenticity 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 prevents 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 to cvery 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 (0 the Seller Interface 4000.
Although this method should result in the Presentation and
Configuration Program 4715 always using the best and most
current information that has been updated to the Presentation
Rules Database 4650, the integrity of the presentations is
critical encugh to require the duplication of this function.

During the analysis of the presentation performed by the 3

Presentation Generation Program 1710, the program reviews
the information and assigns the presentations into one of
three processing categories: pass, fail, and needs review
(blocks 11240-11272). A presentation in the “fail” category
causes a rolthack of data in the Presentation Database 1640,
and a message is sent to the Seller notifying them that the
presentation failed and the reason why (blocks 11242-
11246). Messages are also sent to the management of the
instance of the present invention because the synchroniza-
tion of the Presentation Rules Database 1650 and Presenta-
tion Rules Database 4650 should prevent this failure. The
management would investigate the reason for the failure and
take appropriate action. Those presentations in the “needs
review” category are ones which have content that is not
recognized as being either allowed or not allowed by the
Presentation Generation Program 1710. These presentations
are referred to a human operator for review (blocks 11250-
11262). The operator will pass, fail, or edit 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 1710
to pass every presentation. It is through this process of
forcing corrections 10 be made, examined, and reviewed by
management that the information contained within the Pre-

sentation Rules Database 1650 and the algorithms which 3

apply that information within the Presentation Generation
Program 1710 are refined (block 11272).

Once the presentation has worked through the analysis
and review process, the Presentation Generation Program
1710 passes information to the General Management Pro-
gram 1730 confirming the acceplability of the presentations.
The General Management Program 1730 then confirms
payment method and amounts, processes credit card pay-
ments, updates databases, and performs any other adminis-
trative procedures necessary (blocks 11280-11284).

Having passed the presentation information for content
and style, the Presentation Generation Program 1710 next
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determines the directories and presentation indexes in which
this information should be published (blocks 11290-11296).
[n the prelerred embodiment of the present invention, each
Central Controller and Presentation Processor 1000 may
support any number of client outlets, channels, resident
media, or non-resident media. These client outlets, channels,
resident media, or non-resident media may include Central
Presenlation and Selection Servers 2000; Independent Pre-
sentation 3000; Printed Publications, Periodicals, Directo-
rics, CD-ROMs, and other Media Interface 6000 FIG. 2e;
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 formats the presentation information for
each client outlet, channel, resident media, or non-resident
media (blocks 11300, 11294). New presentations are created
in their entircty, while only the portions of existing presen-
tations affected by any modifications are republished. After
creating or modifying the presentations, messages confirm-
ing any edits or modifications of submissions are created and
sent to the Sellers {(blocks 11310-11336).

The presentations are then separated by their publication
destination: resident or nonresident. The presentations des-
tined for non-resident publication are formatted into media
transaction messages and sent to the appropriate Media
Interface 6000 for processing and ultimate publication.
Upon receiving the media transaction message, the Media
Interface 6009 and specifically the Transaction Processing
Program 6720 or Media Accounting or Management Pro-
gram 60003 if available. will process the message and
schedule the publication of the presentation depending on
media type, venue, available dates or other considerations. Tt
should be noted that the non-resident media category and
Media Interface 6000 is designed to provide a nearly seam-
less, self serve fransaction environment that can be config-
ured for an extremely broad spectrum of media vendors,
resellers, and representatives. The makeup of these media
vendors, resellers, and representatives will be in direct
response to the demographics of buyers and sellers of the
given instance of the present invention. The configuration of
the offerings to the Sellers and also the design and configu-
ration of the Media Interface 6000 are a result of the media
vendors, rescllers and representatives (blocks 11340-11358).

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

Presentations that the Central Controller and Presentation
Processor 1000 will dircetly 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 to 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 will process that
presentation as soon as it receives the message. The “course
of business” designation allows the Central Controller and
Presentation Processor 1000 to place the presentation and
any associate files into a queue for processing and publish-
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ing at a time when the resources 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
presentation structures to which the presentations are pub-
lished. Once identified, those parts or componcnts 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 Controller and Presentation
Processor 1000 is supporting a Central Presentation and
Selection Server 2000 that is configured to represent lodg-
ing. A given directory for lodging may require that the new
presentation be indexed by the state and city in which the
lodging facility is located. In the interest of giving the best
and most usetul presentation to potential Buyers ot the
lodging services, the directory could also index the lodging
facility by other categories 1o make the Buyer's selection
casier. Some of the possible logical divisions are by loca-

tions such as “Lodging by the Ocean” or “Lodging in the 2

Mountains”, by services or specialties such as “Weddings™
or “Business Conlerence and Meeting Facilities”, or by
promotional offerings such as “Romantic Getaways™ or

“Corporate Retreats”. Hach of these additional categories

would need indexes and supporting structures that would be
updated and changed when the referenced facilities were
changed or updated. 1t should be noted that the prior art
generally allowed these indexes or categories to be accessed
by the buyer using database searches thereby not allowing 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-
tations intended for Internet, Intranet, and inieractive elec-
tronic  presentations. However, depending on the
demographics of the Buyers and Sellers, additional resident
media can be added by the management of the iustance of
the present nvention (block 11380).

At this point the Presentation Generation Program 1716
contains all the presentations and presentation components
that have been created or edited. The Presentation Genera-
tion Program 1710 will proceed to publish or place the
presentations and any supporting components in their proper
locations on the Central Presentation and Selection Servers
2000 and Independent Presentation Directories and Indexes
3000 (block 11390-11414).

Seller Setup and Use of the Resource Saver Protocol
The preferred embodiment of the present invention uti-

lizes the Resource Saver Protocol to reduce the number of 3

messages sent and received by all components of the present
invention while maintaining the control and synchronization
of any qualified inventory that is offered for sale. With the
reductions in the 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 Central Presentation and Selection
Servers 2000, sales outlets or channels are used in the
marketing of the controlled invenrory. Although most inven-
tory tvpes can benefit substantially from the utilization of the
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Resource Saver Protocol, it 15 most effective when control-
ling those inventory items that are substitutable but may be
limited in availability.

It should be noted that the 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 5% is an example
of the Seller’s setup and use of the Resource Saver Prolocol
as part of this embodiment of the present invention. In the
first example, the instance of the present invention has been
configured to represent Hotels and Todging. 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 Configuraticn Program 4715 of
the Seller Interface 4000. The seller divides the inventory
into its logical groups for marketing, presentation, and sales
to the Buyers. In this case, the groups arc standard rooms,
upgrade rooms, and penthouse suites (blocks 13100, 13110).
Fach item in each group of inventory must be substitutable
with all the other items within that group. With the example
hotel, we will assume that all rooms are identical within their
groups without special view or amenities (blocks 13120-
13132). If the inventory were not absolutely substitutable to
any given Buyer, then the Seller would not use the Resource
Saver Protocol with this inventory. That does not mean that
all the Inventory items or groups of a Scller must cither be
or not be controlled by the Resource Saver Protocol. The
Seller may have any combination of Inventory items or
groups controlled or not controlled by the Resource Saver
Protocol.

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

Next, the Seller must set (he maximuom units of inventory
that any given Buyer will be allowed to purchasc in any
given single purchase. In our hotel example, the Seller might
set a limit of 4 rocoms for any given Buyer to purchase from

s 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 sell-serve Buyer purchasing or
reserving more inventory 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 cxplanation for blocks 13152 tc 13184, which covers
common inventory, follows the next example. The next
decision pertaining to the suitability of each inventory group
for control by the Resource Saver Protocol must be arrived
at by assigning a number for the buffer inventory level. The
purpose of this buffer is to allow for a margin of error, based
on processing time and communicaticns delays, that pre-
veats (he overselling of inventory (overbooking in the hotel
example). This number is an cstimate intended to be
adjusted, based on the Seller’s experience over time. The
only loss of efficiency associated with setting the buffer
number too high is the cost of the communications for the
extra units within the buffer category (block 13199). In cur
hotel example, the management might sct the buffer at 8

Page 29 of 46



Case 2:07-cv-00279-TJW  Document 12

Filed 07/24/2007

US 7,249,059 B2

59

units (twice the maximum single purchase) as a starting
point, to be adjusted later based on experience.

To determine il there is suflicient 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 purchase rooms
and minus 8 buffer rooms results in 188 rooms for which the
Seller could realize savings. For the upgrade rooms, the
management might use the same maximum purchase nuni-
ber and buffer number, resulting in savings for 88 rooms. In
the case of the suites, the management might set the maxi-
mum purchase al 3 and the buller at 6, which would only
result in savings on 3 wunits. This “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 hotel example, the
Notification Level for the standard rooms and upgrade
rooms would be 12, and the suites would not be covered by
the Resource Saver Protocol at all due to the limited inven-
tory (blocks 13210-13232).

Once all groups of inventory have been analyzed and any
notification levels have been set then the Presentation and
Configuration Program 4715 would update its databases and
transmit the settings to the Central Controller and Presen-
tation Processor 1000. The Central Controller and Presen-

tation Processor 1000 would update its databases and then 3

forward the information to any Central Presentation and
Selection Servers 2000 that are affected (blocks 13260,
13262).

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

The savings become obvious when one looks at the
processing of the individual transaction messages as out-
lined on FIG. 5d4. 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 Transaction
Processing Program 4720 or the Seller Accounting or Man-
agement Program 4000B. Only those that are not controlled
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 s

Central Controller and Presentation Processor 1000. The
Central Controller 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 1000 is controlling 3
Central Presentation and Selection Servers 2000, then each
message that is passed to the Central Controller and Pre-
sentation Processor 1000 generates 3 additional messages to
the Central Presentation and Selection Servers 2000 (blocks
13290-13296). Those transaction messages that are con-
trolled by the Resource Saver Protocol and do not reach or
breach the Notification Level would require no messages to
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be sent to the Central Controller and Presentation Processor
1000 and then on to the Central Presentation and Selection
Servers 2000 (blocks 13310-13320).

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

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

As an example, consider a Seller of music CDs. The Seller
would separale his inventory into titles to be ollered. Fach
CD of a given title is obviously substitutable with any other
CD with that same title and is available in an almost
unlimited supply. The Selfer could order or press more if
needed (blocks 13100 to 13130). The inventory is substi-
tutable and almost untimited in supply, therefore common.
The setting of the maximum units of iaventory that any
given Buyer will be allowed to purchase with 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 setting the Transmission Level
(block 13140). With a commaon type inventory, the savings
of communications and processing while utilizing the
present invention comes from the periodic processing and
transmission of all transaction messages based on the setting
of Transmission Levels, Transmission Periods, and Trans-
mission Times. The use of these settings is possible with
common inventory items because there is no concern for
overselling the inventory. The Transmission Level is the
total cumulative number of inventory items sold at any given
Central Presentation and Selection Server 2000 or outler that
forces a transmission of the transactions messages. The
Transmission [evel is the maximum units of inventory
allocated by the transaction messages saved, stored, or held
as 4 balch by the Central Presentation and Seleclion Server
2000 or outlet that then forces the transaction messages to be
transmitted to the Central Controller and Presentation Pro-
cessor 1000. The initial setting of this number by the Seller
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 Selection Servers 2000, the poten-

s tial sales surge caused by the maximum held units is 20

times the setting of the Transmission Level. It may be
unlikely that all Central Presentation and Selection Servers
2000 and outlets would reach maximumn held items at the
same time, but this volume can be handled with planning. 1
the CD Seller were to set the Transmission Level at 100, then
whenever each Ceniral Presentation and Selection Servers
2000 or outlet was holding that many combined sales, it
would trigger the transmission of all transaction messages
and the clearing of that number or buffer (blocks 13152-
13158). If the Seller utilizes the Transmission Level Method,
he must also set the Transmission Period. This prevents the
Central Presentation and Selection Servers 2000 or outlet
from holding the transactions messages indefinitely when
the Transmission [evel has not been reached and ensures a
reasonable processing fow of transacticns. If the Seller dees
not utilize the Transmission Level Method, he may set the
Transmission Pericd alone to control the sending of trans-
action messages on a regular basis (block 13146).

The setting of the Transmission Time Control allows the
Seller to direct the Central Presentation and Selection Serv-
ers 2000 or outlets to transmit their transaction messages at
a specific time. The intent of this setting is to allow the Scller
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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 Seller is allowed o
cither set each Central Presentation and Selection Server
2000 or outlets to a specific time for transmission or set a
specific time to be used with random offsets that have been
set for the Central Presentation and Selection Servers 20005
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 arc transmitting their transaction
messages, thereby better utilizing all communications and
processing resources (blocks 13162-13184).

In the CD 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
powertul when the Seller realizes more accessibility by
potential buyers at high usage times when the computers and
networks are freed up from transaction messages.

The block diagram of FIGS. Se through 5f'is an example
of the Resource Saver Protocol as used hy an instance of a
Central Presentation and Selection Server 2000 as part of the
preferred embodiment of the present inventicn.

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 Transaction Negotiation Program 2725 processes 3

and creates a transaction message for transmission to the
Central Controtler and Presentation Processor 1000 (block
13330). If the item of inventory is “common” and the Seller
is using the Transmission Level method to control the
transmission of the transaction messages, then the transac-
tion messages being processed are placed on hold. It the
lotal of all sold inventory represented by the held transaction
messages equals or exceeds the Transmission Level, then all
messages are immediately sent to the Central Controller and
Presentation Processor (blocks 13342 and 13366). The
Transmission Level 1s 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 outlet. [f the accumulated inventory sales exceed the
Transmission Level at any time, then all messages are sent
immediately. If the Transmission level has not been
exceeded, then the transaction messages are held until the
Transmission Period has elapsed and the Transmission Time
has arrived (blocks 13262 through 13366). By setting the
Transmission Period, the Seller can require all transaction
messages being held to be transmitted on a regular or
periodic basis. As an example, the Seller might require the
transaction messages (0 be sent every 24 hours. This selling
allows the Scller to sct the urgency of the processing of

transactions messages and ensures that transaction nessages 3

are processed in a timely fashion. Another setting that allows
the Seller to control the worktlow and processing of trans-
action messages is the Transmission Offsets, which are
specific to each sates outlet. The Transmission Offset is a
number of minutes that is assigned to each sales outlet,
which is then added to the Transmission Time that has been
sclected by the Seller. This scts the actual time an outlet is
to transmit its accumulated transaction messages. This offset
allows the Seller to prevent all Central Presentation and
Selection Server 2000 and other sales outlets trom attempt-
ing to transmit their transaction messages at exactly the
same time (blocks 13356-13366). The Scller has the option
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of not utilizing the Transmission Level, instead setting only
the Transmission Period (blocks 13340, 13350). This com-
bination might be used for a Seller that has an untimited
inventory such as the music CDs. Il the Seller sells oul of
current inventory, they can create unlimited additional units.

If the inventory is of a more unique or time-sensitive
nature, then the Seller would probably not use the previcus
two methods, instead favoring the Notification Level
method of the Resource Saver Protocol for all but the very
unique inventory items (block 13370}, With the Notification
Tevel being the controlling method of processing, the cri-
terion is whether the Notification Level as set by the Seller
has been reached or breached. I[ 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 10 the Seller Tnterface 4000 (blocks
13372-13400).

It should be noted that the Seller Interface 4000, and
specifically the Transaction Processing Program 4720 or the
Seller Accounting or Management Program 40008, 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 4000B sends updates to the Central Controller and
Presentation Processor 1000 and any other sales outlets
aflected. The Cenlral Controller and Presentation Processor
1000 processes the message, updates its databases, and then
sends the updates to any Central Presentation and Selection
Servers 2000 under its control (blocks 13410-13418). In any
given instance of the present invention, once the Central
Presentation and Selection Servers 2000 or any other sales
outlet has been notified that the Notification Level has been
reached or breached and given the current inventory level,

5 then cach Central Presentation and Sclection Server 2000 or

outlet adjusts the available inventory and adds that infor-
mation to each future transaction message processed (blocks
13372-13376).

‘The block diagram of FIGS. 5g through 54 is an example
of the inventory setup and maintenance using the Resource
Saver Protocol and Seller Interface 4000 as part of the
preferred embodiment of the present invention.

Tnitial setup or adjustment of the inventory takes place by
the Scller when first sctting up their account and creating
their presentations within the Presentation and Configura-
tion Program 4715. The seller establishes the type of inven-
tory and the settings that are appropriate for the inventory’s
sale and control (blocks 13500). Replaceable inventory is
managed by either the Transaction Processing Program 4720
or by the Seller Accounting or Management Program 40008
seiting, adding 1o, or adjusting the iaventory counl as
appropriate (blocks 13502-13516). Fixed inventory is man-
aged at the Central Presentation and Selection Server 2000
level with the inventory being set into the future at the given
level set by the Seller from the Seller Intertace 4000 (blocks
13510-13562). The inventory level may vary even with fixed
inventory based on Buyers purchasing or canceling the
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purchase of the inventory. This means that the controls
utilized by the Notification Levet for a given inventory could
be turped on, then oll; then back on, several times based on
purchases and cancellation of purchases. This on-again
off-again tracking of inventory, although appearing confus-
ing, will maintain the synchronization of the inventory and
prevent overselling to the Buyer.

If the Resource Saver Protocol is not used to control
inventory, then the inventory offered for sale is synchronized
by the present invention between all components, Seller
Tnterface 4000, Central Controller and Presentation Proces-
sor 1000, and Central Presentation and Selection Server
2000. This svnchronization is maintained at all times with
the utilization of the transaction messages between all
components.

When the Notification Tevel method of the Resource
Saver Protocol is used, then the inventory offered for sale is
synchronized by the present invention from the time the
Notification Level is reached or breached until 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 nc inventory is
available and may offer possible alternatives or suhstitutes.
The adding to or the replacement of inventory increases the
inventory count or level. These events are processed as
transactions messages that are sent from the Transaction
Processing Program 4720 or the Seller Accounting or Man-
agement Program 4000B of the Seller Interface 4000 to the

Central Controller and Presentation Irocessor 1000. The 3

data for the inventory increase or replacement is either
entered by the operator of the Seller Interface or is auto-
matically updated by the aforementioned programs. The
Central Controller and Presentation Processcr 1000 then
transmits transaction messages to any Central Presentation
and Selection Servers 2000 or other outlets that are attected.
Those Central Presentation and Selection Servers 2000 or
outlets reset their inventory counts or levels and any control
settings that are affected.

The invention allows sellers to present their inventory,
products, goods and services in a choice of one or a variety
of supported media outlets: in print, such as newspapers,
magazines, periodicals, guidebooks, catalogs, brochures,
fliers, and directories; in electronic form, such as online
direclories, web sites, bulletin boards, news groups, CD-
ROMSs, and interactive 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. When these media choices are
made, the present invention prompts the seller for informa-
tion that is then vsed in the creation of presentations for the
media outlets he has chosen. The Presentation Rules Data-
base 1650 and 4650 holds a1l (he criteria, [ormatting archi-
tecture, and distribution facters for cach participating media

outlet. The present invention’s Presentation Generation Pro- 5

gram 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 Presentation
Generation Program 1710 then either transmits the presen-
tation to the appropriate destination or holds it for a publi-
cation dale t0 be submitted [or a particular deadline or
predetermined promotional market.

The seller can then print out a report that shows him each
presentation, distribution or media outlet, and the pricing of
each media choice for an overall marketing valuation.

The present invention aliows the Seller to update, change,
control inventory, and automatically process salcs either
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from his in-house or third-party accounting or management
software that has a compatible communication component
with the present invention or in the present invention. He can
accomplish this updaling and inventery 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 Presentation and Selection Server 2000; Inde-
pendent Presentation Directories and Indexes or Indepen-
dent stand-alone Presentations 3000; Printed Publications,
Periodicals, Directories, CD-ROMs, and other Media and
Presentations 6000; and the Buyers Interface 5000. The
present invention allows buyers to review descriptions;
specifications; photos; graphics; pricing; and the availability
of products, goods, and services, including time-and allo-
cation-critical services. The buyer can access this informa-
tion and these resources through either a search specific
mode or a browsing mode, depending on the advertising
channel or media outlet he is using.

The invention allows buyers to hold or commit to the
purchase; reservation; or utilization of those products,
zoods, and services, within the practical limits of the expi-
ration of their utility or availability, on those media outlets
supported by a Central Presentation and Selection Server
2000. The buyer can confidently select products, goods, and
services with real-time or near real-time purchasing. Once
the buyer has committed to a purchase, the commitmerit is
transmitted to the seller and the inventory is updated. With
the present invention, inventory control of the suppliers,
vendors, service providers, purveyors, and other types of
sellers 1s maintained with transaction and, when necessary,
confirmation message units sent between the Central Con-
troller and Presentation Processor 2000 and those same
suppliers, vendors, service providers, and purveyors.

Once the buyer makes a purchase or reservation, he can
choose a method of confirmation, get 4 print-out of seler’s
commitment for delivery, an entry code number or whatever
means of confirmation determined by the Seller. As an
example, the buyer can even get a complete printout of
directions to 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 can be near
real-time. The buyer does not have to wait for printed
tickets, passes, admission documents, reservation confirma-
tions, or other physical substantiation to be mailed or
conventionally delivered to him.

Thus, the full implementation of the present invention
makes the usual requirement of delivery ot tickets, passes,
admission confirmations, or reservation confirmations
unnecessary. These traditional conveyance forms are
replaced or augmented by the buyer’s Reservation/Ticket
Network 1D card or confirmation ol biometric TD. The
present invention allows buyers of tickets, passcs, admission
documents, and reserved services to purchase or reserve
those tickets, passes, admission documents, or services
remotely via electronic network presentations, Internet,
Intranet, dial-up self-serve or operator-served systems using
standard telephone communications, or other means. The
invention allows the buyer to confirm or prove his purchase
al the [acility, site, business, or venue by means of magnetic,
smart, or optical ID cards or by clectronic biometric authen-
tication. These 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 conjunction with other
entities and the operatcrs of the other instances of the present
invention, or through a “piggy-back” method that will allow
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the issue of Credit Cards, Membership ID Cards, or other ID
Cards. For those services or events that require printed
tickets, passes, admission documents, reservation conlirma-
tions, or other physical substantiation, those means of con-
firmation 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 communications and resources
necessary 10 maintain that coordination and synchronization.
The present invention does this while both allowing for the
purchase cr reservation through electronic networks and
other diverse channels or outlets and keeping control of
inventory to prevent overselling or overboeoking. The seller
can define his inventory and establish the settings that are
appropriate for the sale and control of said inventory. 'Then
communications will be transmitted when the levels he sets
are reached or breached, when a notification time has been
reached, or when a notification level has been met. If the
seller does not have similar or substitutable inventory, then
transmissicns must be made for each and every sale. How-
ever, the seller may have scme inventory that can benefit
from the Resource Saver Protocol while other inventory is
unique. This cost saving device will also allow the seller to
schedule transmissions to be made when other uses of the

Central Presentation and Selection Servers 2000 is at a low 3

traffic level.

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

Media’s Use of Present Invention.

The preferred embodiment of the present invention allows
Media or Media Venues to have a “self-serve” vendor or
supplier relationship to the Sellers who use the present
invention to access, create and manage presentations
intended for publication on the networks, directories,
indexes, printed media, and other sales and advertising
channels (resident and non-resident media) available to the
seller through and serviced by the given instance of the
present invention. 1hese Media Venues services, content,
and products may be purchased or contracted for and where
necessary managed by the Seller within the present inven-
tion. For the Seller this relationship and process is accom-
plished through the Presentation and Configuration Program
4715 which allows for the interactive access to the resident

and non-resident media as well as the services, content, and 3

products of the Media. For the Media the process is con-
trolled through the Media Configuration Program 6717,
which allows for the interactive access by the Media.
Through the Media Configuration Program 6717 a presen-
tation may ke created and presented through the Central
Coantrol and Presentation Processor 1000 to those Sellers
using the present Invention. The Media obtains the Con-
figuration Program 6717 on either a compact disc (CD-
ROM), DVD disc, downloaded file, or some other method,
then installs the Configuration Program 6717 and its asso-
ciated programs on an either dedicated or shared-use com-
puter (diagrammed block 14102 to 14106 T'IG. 6a). The
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embodiment of this component of the present invention is
shown as Media Interface 6000 FIG. 2e, which shows the
relationship between the Configuration Program 6717 and
the associated hardware, programs and databases of Media
Interface 6000.

Once installed and configured the Configuration Program
6717 allows Media to control access to the program through
password protection (block 14120). allowing only the Media
or authorized personal to access the program. This access
control is important becausce the Configuration Program
6717 may control substantial portions of the Media sales of
goods and services and therefore the presentations should
only be created or modified by authorized personnel.

Upon accessing the Configuration Program 6717, the new
Media/client is presented with a series of forms containing
yes/no choices, text entry areas, menu-driven choices, and
other data and information entry methods. These forms lead
the Media through his establishment as a client of the given
instance of the present invention. This portion of the Con-
figuration Program 6717 prompts the Media for information
such as contact numbers, contact address, payment methods,
and other Media/client information for the use of the man-
agement of the instance of the present invention in working
with and servicing the Media. This portion of the Configu-
ration Program 6717 also presents the service contract for
the review and agreement of the Media. This agreement,
complete with the management information, is then trans-
mitted to the Central Controller and Presentation Processor
1000 along with all other Media/client information upon the
first submission of the Media presentation information. In
the case of an existing Media/client, the Media enters his
password (block 14120) to access the body of the program
for creation and maintenance of his presentations.

Upon ecntering the information to establish the client
relationship, the new Media/client is presented with the
forms that give the choices of presentations, interactive
Media presentations, resident and non-resident media. These
choices are accompanied with descriptions of each choice
and the approximate cost of each presentation. This infor-
mation comes from the Presentation Rules Database 6650
for the presentation information and from the Media Data-
base 6636 for the information about the content, products
and services that the Media will offer to assist the seller. In
many cases the Media will be receiving transactions and

s laking orders over the instance of the present invention as

well as advertising to the Sellers. The Media may be given
the option of paying for the services by monthly, quarterly,
or annual subscriptions; on a per sale or percentage basis;
some combination of any of the above; or another payment
method. As an example, let us say that the instance of the
present invention is configured (as in a previous Seller’s
example) to support the “Sailboats For Sale” and the
example Media is a sailing magazine. The Media may be
given choices or options of including information such as,
presenting samples of classified or display ads of sample
photos, type sizes and types supported, ink colors available,
stock graphics available, etc. The Media could then chacse
the type of presentation as well as the methods of presenting
their products or services (blocks 14130, 14132) o the
Sellers as presented by the Media Configuration Program
6717. The Counfliguration Program 6717 would then prompt
the Media for the necessary and optional informaticn to
complete the presentations (block 14140, 14142).

After the Media has chosen the methods and means of
communication and has entered the information necessary to
create all the selected presentations, the Configuration Pro-
gram 6717 notifics the Media of the cost of and payment
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methods acceptable for those presentations or modifications
and prompts the Media for acceptance of the charges. If the
Media does not accept the charges, then the Configuration
Program 6717 rolls the information or modifications back
and notifies the Media Venue that the information will not be
published or modified (blocks 14150-14156).

The Media 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
Media (blocks 14160, 14162).

The information entered, either as 4 new presentation or
as modifications to an existing presentation, can be sent to
the Cenwal Controller and Presentation Processor 1000
immediately or delayed for publication later. The reasons for
delay could be that the presentation is to become effective on
a given date or is a special promotional offer to be offered
on a certain date (blocks 14170, 14172).

The Communication and Transport Program 6760 per-
forms the transmission of Media presentation information
from the Media Interface 6000 to the Central Controller and
Presentation Processor 1000. The Communication and
Transport Program 6760 utilizes either the modem or net-
work connections to perform this transmission. The Com-
munication and Transport Program 6760 applies the appro-
priate level of encryption of data necessary, depending on
the method of transmission. In this embodiment of the
present invention, the connection used for transmission
between the Media Interface 6000 and the Central Controller
and Presentation Processor 1000 is a direct dial-up modem

connection. This configuration is more secure than public 3

networks, even with encryption, and, due to the relatively
small amount of data transmitted, has sufficient transmission
capacity (blocks 14180-14190).

Once the Central Controller and Presentation Processor

1000 receives the presentation message from the Media 3

Interface 6000 (block 14200), the Media Generation Pro-
gram 1790 determines il the presentation message is infor-
mation from a new Media Venues/client or modification to
an existing current presentation from an existing Media
Venues/client (block 15210). Tf it is a presentation message
from a new Media Venues/client, the presentation message
is passed to the General Management Program 1730. The
General Management Program 1730 scts up the necessary
Media Venues/client control accounts, payment information,
contact information, database records, and any other admin-
istrative functions necessary to establish the Media Venues/
client within the instance of the present invention and allows
the creation of presentations by the Media Generation Pro-
gram 1790 (blocks 14212, 14214). 1f the presentation mes-

sage is from an existing Media/client, the presentation 3

message does not leave the control of the Media Generation
Program 1790. which confirms the authenticity of the
Media/client presentation message prior o processing the

message (block 14220, 14222).

Once the Media Generation Program 1790 has either s

confirmed the authenticity and origin of the presentation
message or the message has passed through the General
Management Program 1730, the Media Generation Program
1790 then analyses the information using the format and
style guidelines contained within the Presentation Rules
Database 1650 (blocks 14230, 14232). This process parallels
the functions performed by Media Configuration Program
6717 and the Presentation Rules Database 6650. This dupli-
cation of function ensures both quality control of content
and prevents tampering ot the process by either the Media or
any non-authorized entity. This duplication of function also
cnsures that the latest version of the Presentation Rules
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Database 1650 has been applied to every presentation. This
embodiment of the present invention updates any changes in
the Presentation Rules Database 1650 to the Presentation
Rules Database 6650 using updale messages (0 the Media
Interface 6000. Although this method should result in the
Media Configuration Program 6717 always using the best
and most current information that has been updated to the
Presenlation Rules Database 6650, the integrity of the pre-
sentations is critical enough to require the duplication of this
function.

During the analysis ol the presentation performed by the
Media Generation Program 1790, the program reviews the
information and assigns the presentations into one of three
processing categories: pass, fail, and needs review (blocks
14240-14272). A presentation in the “fail” category causes
a rollback of data in the Presentation Database 1640, and a
message is sent to the Media notifying them that the pre-
sentation failed and the reason why (blocks 14242-14246).
Messages are also sent to the management of the instance of
the present invention because the synchronization of the
Presentation Rules Database 1650 and Presentation Rules
Database 6650 should prevent this failure. The management
would investigate the reason for the failure and take appro-
priate action. Those presentations in the “needs review”
category are ones which have content that is not recognized
as being either allowed or not allowed by the Media Gen-
eration Program 1790. These presentations are referred to a
human operator for review (blocks 14250-14262). The
operator will pass, fail, or edit the presentations at this point.
Those that fail return to block 14242. Those that are edited
are sent back to block 14230. This forces the analysis done
by the Media Generation Program 1790 to pass every
presentation. It is thrcugh this process of forcing corrections
to be made, examined, and reviewed by management that
the information contained within the Presentation Rules
Database 1650 and the algorithms which apply that infor-
mation within Media Generation Program 1790 are refined
(block 14272).

Once the presentation has worked through the analysis
and review process, the Media Generation Program 1790
passes information to the General Management Program
1730 confirming the acceptability of the presentations. The
General Management Program 1730 then confirms payment
method and amounts, processes credit card payments,
updates databases, and performs any other administrative
procedures necessary (blocks 14280-14284).

Having passed the presentation information for content
and style, the Media Gerneration Program 1790 next deter-
mines the categories and presentation indexes within the
present invention in which this information should be pre-
sented to the Sellers (blocks 14290-14296). In the preferred
embodiment of the present invention, each Central Control-
ler and Presentation Processor 1000 may supporl any num-
ber of Media.

The Presentation Generation Program 1790, using the
information contained within the Presentation Rules Data-
base 1650, then formats the presentation information for
each Media (blocks 14300, 14294). New presentations are
created in their entirety, while only the portions of existing
presentations atfected by any modifications are republished.
Aller creating or modifying (he presentations, messages
confirming any edits or modifications of submissions arc
created and sent to the Media (blocks 14310-14336).

Presentations that the Central Controller and Presentation
Processor 1000 will directly publish on media such as the
Central Presentation and Selection Servers 2000 may be
published cither on an “urgent” or *“course of business”
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basis. This designation is set by the Media Venues at the time
that the “original presentation” or “update 1o a publication”
inlormation s sent to the Central Controller and Presenta-
tion Processor 1000 thereby allowing the Media a measure
of control if the nature of the presentation or correction
warrants it. The “urgent” designation means that the Central
Controller and Presentation Processor 1000 will process that
presentation as soon s it receives the message. The “course
of business” designation allows the Central Controller and
Presentation Processor 1000 to place the presentation and
any associate files into a quene for processing, and publish-
ing at a time when the resources of the network are at their
Jowest wiilization (blocks 14370-14374).

At this point the Media Generation Program 1790 con-
tains all the presentations and presentation components that
have been created or edited. The Media Generation Program
1790 will proceed to publish or place the presentations and
any supporting components in their proper locations on the
Central Presentation and Selection Servers (block 14390-
14414).

Third Party Creative and Management Professionals’ Use of
Present Invention.
The preferred embodiment of the present invention allows

Third Party Creative and Management Professionals to have

a “self-serve” vendor or supplier relationship to the Sellers
who use the present invention to access, create and manage
presentations intended for publication within the present
invenlion or on the networks, directories, indexes, printed

media, and other sales and advertising channels (resident 3

and non-resident media) available to the sellers through and
serviced by the given instance of the present invention.
These Third Party Creative and Management Professionals’
services, content, and products may be purchased or con-
tracted for and where necessary managed by the Seller
within the present invention. For the Seller this relationship
and process is accomplished through the Presentation and
Configuration Program 4715 which allows for the interac-
tive access to the resident and non-resident media as well as
the services, content, and products of the third Party Pro-
fessionals. For the Third Party Professional the process is
controfled through the 3™P.P. Configuration Program 7717,
which allows for the interactive access, by the Third Party
Professional. Through the 3P.P. Configuration Program
7717 a presentation may be created and presented through
the Central Control and Presentation Processor 1000 and the
Seller Interface 4000 to those Sellers using the present
Invention. ‘The Third Party Professional obtains the Con-
figuration Program 7717 on either a compact disc (CD-
ROM), DVD disc, downloaded file, or some other method,
then installs the Configuration Program 7717 and its asso-
ciated programs on an either dedicated or shared-use com-
puter (diagrammed block 15102 to 15106 FIG. 7a). This
embodiment of this component of the present invention is

shown as Third Party Professional Interface 7000 TIG. 2/, ;

which shows the relationship between the Configuration
Program 7717 and the asscciated hardware, programs and
databases of Third Party Professional Interface 7000.
Once installed and configured, the Configuration Program
7717 allows the Third Party Professional to control access to
the program through password prolection {block 15120),
allowing only the Third Party Professional or authorized
personal to access the program. This access control is
important because the Configuration Program 7717 may
control substantial portions ot the Third Party Protessional’s
sales of goods and services and therefore the presentations
should only be created or modified by authorized personnel.
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Upon accessing the Configuration Program 7717, the new
Third Party Professional/client is preseated with a series of
forms containing yes/no choices, text entry areas, menu-
driven choices, and other data and information entry meth-
ods. These forms lead the Third Party Professional through
his establishment as a client of the given instance of the
present invention. This portion of the Configuration Pro-
gram 7717 prompts the Third Party Professional for infor-
mation such as contact numbers, contact address, pavment
methods, and other Third Party Professional/client informa-
tion for the use of the management of the instance of the
present invention in working with and servicing the Third
Party Professional. This portion of the Configuration Pro-
gram 7717 also presents the service contract for the review
and agreement of the Third Party Professional. This agree-
ment, complete with the management information, is then
transmitted to the Central Controller and Presentation Pro-
cessor 1000 along with all other Third Party Professional/
client information upon the first submission of the Third
Party Professional’s presentation information. In the case of
an existing Third Party Professional/client, the Third Party
Professional enters his password (block 15120) to access the
body of the program for creation and maintenance of his
presentations.

Upon entering the information to establish the client
relationship with the operators of the present invention, the
new ‘Third Party Professional/client is presented with the
forms that give the choices of presentations, interactive
Third Party Professional presentations, resident and nonresi-
dent media. These choices are accompanied with descrip-
tions of each choice and the approximate cost of each
presentation. This information comes from the Presentation
Rules Database 7656 for the presentation information and
from the 3P. P. Databasc 7636 for the information about the
content, products and services that the Third Party Profes-
sional will offer to assist the seller. In many cases the Third
Parly Professional will be receiving transactions and (aking
orders over the instance of the present invention as well as
advertising to the Sellers. The Third Party Professional may
be given the option of paying for the services by monthly,
quarterly, or annual subscriptions; on a per sale or percent-
age basis; some combination of any of the above; or another
payment method. As an example, let us say that the instance
of the present invention is configured (as in a previous

s Scller’s example) to support the “Sailboatls For Sale,” and

the example Third Party Professional intends to offer stock
photos. The Third Party Professional may be given choices
or options such as, presenting of a few or 1000,s of sample
photos, various methceds of photo selection, various com-
munication and advisory methods, etc. The Third Party
Professional could then choose the type of presentation as
well as the methods of presenting their products or services
(blocks 15130, 15132) to the Sellers as presented by the
Presentation and Configuration Program 4715 (T1G. 4a
blocks 11135 going 1o FIG. 8a). The Configuration Program
7717 would then prompt the Third Party Professional for the
necessary and optional intormation to complete the presen-
tations (block 15140, 15142).

After the Third Party Professional has chosen the methods
and means of communication and has entered the informa-
tion necessary lo create all the selected presentations, the
Configuration Program 7717 notifies the Third Party Pro-
fessional of the cost of and payment methods acceptable for
those presentations or modifications and prompts the Third
Party Professional for acceptance of the charges. It the Third
Party Professional does not accept the charges, then the
Configuration Program 7717 rolls the information or modi-
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fications back and notifies the Third Party Professional that
the information will not be published or modified (blocks
15150-15156).

The Third Party Professional is allowed o print reports
for management review or for hard copy records. Those
reports include the charges and conditions that have been
agreed to by the Third Party Professional (blocks 15160,
15162).

The information entered, either as a new presentation or
as modifications to an existing presentation, can be sent to
the Central Controller and Presentation Processor 1000
immediately or delayed for publication later. The reasons tor
delay could be that the presentation is (o become e(lective on
a given date or is a special promotional offer is to be offered
on a certain date (blocks 15170, 15172).

The Communication and Transport Program 7760 per-
forms the transmission of the Third Party Professional’s
presentation information from the Third Party Professional
Interface 7000 to the Central Controller and Presentation
Processor 1000. The Communication and Transport Pro-
gram 7760 utilizes either the modem or network connections
to perform this transmission. The Communication and
Transport Program 7760 applies the appropriate level of
encryption of data necessary, depending on the method of
transmissicn. [n this embodiment of the present invention,
the connection used for transmission between the Third
Party Professional Interface 7000 and the Central Controller
and Presentation Processor 1000 is a direct dial-up modem
connection. This configuration is more secure than public

networks, even with encryption, and, due to the relatively 3

small amcunt of data transmitted, has sufficient transmission
capacity (blocks 15180-15190).

Once the Central Controller and Presentation Processor
1000 receives the presentation message from the Third Party

Professional Tnterface 7000 (block 15200), the 3rd P.P. 3

Generation Program 1795 determines if the presentation
message is information from a new Third Party Prolessional/
client or modification to an existing current presentation
from an existing Third Party Professional/client (block
15210). If it is a presentation message from a new Third
Party Professional/client, the presentation message is passed
to the General Management Program 1730. The General
Management Program 1730 sets up the necessary Third
Party Professional/client control accounts, payment infor-
mation, contact information. database records, and any other
administrative functions necessary to establish the Third
Party Professional/client within the instance of the present
invention and atlows the creation of presentations by the
3PP, Generation Program 1795 (blocks 15212, 15214). I

the presentation message is from an existing Third Party 3

Professional/client, the presentation message does not leave
the control of the 3rd P.P. Generation Program 1795, which
confirms the authenticity of the Third Party Professional/
clicnt presentation message prior to processing the message
(block 15220, 15222).

Once the 3“P. P. Generation Program 1795 has either
confirmed the authenticity and origin of the presentation
message or the message has passed through the General
Management Program 1730, the 3rd PP. Generation Pro-
gram 1795 then analyses the intormation using the format
and style guidelines contained within the Presentation Rules
Databasc 1650 (blocks 15230, 15232). This process parallels
the functions performed by the 3™PP. Configuration Pro-
gram 7717 and the Presentation Rules Database 7650. This
duplication of function ensures both quality control of
content and prevents tampering of the process by either the
Third Party Professional or any non-authorized entity. This

0

o
>

[
Y

w

o

40

'S
o

3

Y

B

72

duplication of function also ensures that the latest version of
the Presentation Rules Database 1650 has been applied to
every presentation. This embodiment of the present inven-
lHon updates any changes in the Presentation Rules Database
1650 to the Presentation Rules Database 7650 using update
messages to the Third Party Professional Interface 7000.
Although this methed should result in the 3P. P. Configu-
ration Program 7717 always using the best and most corrent
information that has been updated to the Presentation Rules
Database 7650, the integrity of the presentations is critical
enough to require the duplication of this function.

During the analysis of the presentation performed by the
3rd P.P. Generation Program 1795, the program reviews the
information and assigns the presentaticns to one of three
processing categories: pass, fail, and needs review (blocks
15240-15272). A presentation in the “fail” category causes
a rollback of data in the Presentation Database 1640, and a
message is sent to the Third Party Professional notifying
them that the presentation failed and the reason why (blocks
15242-15246). Messages are also sent to the management of
the instance of the present invention because the synchro-
nization of the Presentation Rules Database 1650 and Pre-
sentation Rules Database 7650 should prevent this failure.
The management would investigate the reason for the failure
and take appropriate action. Those presentations in the
“needs review” category are ones which have content that is
not recognized as being either allowed or not allowed by the
3rd PP. Generation Program 1795. These presentations are
referred to a human operator for review (blocks 15250-
15262). The operator will pass, fail, or edit the presentations
at this point. Those that fail return to block 15242. Those that
are edited are sent back to block 15230. This forces the
analysis done by the 3rd P.P. Generation Program 1795 to
pass every presentation. It is through this process of forcing
corrections o be made, examined, and reviewed by man-
agement that the information contained within the Presen-
tation Rules Dalabase 1650 and Lhe algorithms which apply
that information within the 3rd P.P. Generation Program
1795 are refined (block 15272).

Once the presentation has worked through the analysis
and review process, the 3rd P.P. Generation Program 1795
passes information to the General Management Program
1730 confirming the acceptability of the presentations. The
General Management Program 1730 then confirms payment

s method and amounts, processes credit card payments,

updates databases, and performs any other administrative
procedures necessary (blocks 15280-15284).

Having passed the presentation information for content
and style, the 3rd P.P. Generation Program 1795 next deter-
mines the categories and presentation indexes within the
present invention in which this information should be pre-
sented to the Sellers (blocks 15290-15296). In the preferred
embodiment ol the present invention, each Central Control-
ler and Presentation Processor 1000 may support any num-
ber of Third Party Professionals.

The 3rd P.P. Generation Program 1795, using the infor-
mation contained within the Presentation Rules Database
1650, then formats the presentation information for each
Third Party Professionals (blocks 15300, 15294). New pre-
sentations are created in their entirety, while only the por-
tions of existing presentations aflected by any modifications
are republished. After creating or modifying the presenta-
tions, messages confirming any edits or modifications of
submissions are created and sent to the Third Party Profes-
sionals (blocks 15310-15336).

Presentations that the Central Controller and Presentation
Processor 1000 will directly publish on media such as the
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Central Presentation and Selection Servers 2000 may be
published either on an “urgent” or “course of business”
hasis. 'Ihis designation is set by the Third Party Prolession-
als at the time that the “original presentation” or “updalte o
a publication”. Information is sent to the Central Controller
and Presentation Processor 1000 thereby allowing the Third
Party Professionals a measure of contro! if the nature of the
presentation or correction warrants it. The “urgent” desig-
nation means that the Central Controller and Presentation
Processor 1000 will process that presentation as soon as it
receives the message. The “course of business™ designation
allows the Central Controller and Presentation Processor
1000 1o place the presentation and any associate (iles into a
queue for processing and publishing at a time when the
resources of the network are at their lowest utilization
(blocks 15370-15374).

At this point the 3rd PP. Generation Program 1795
contains all the presentations and presentation components
that have been created or edited. The 3rd PP. Generation
Program 1795 will proceed to publish or place the presen-
tations and any supporting components in their proper
locations on the Central Presentation and Selection Servers

(block 15390-15414).
EXAMPLE USE OF INVENTION
The following is a hypothetical example for the use of the

present Invention in one possible embodiment. Only the
major steps are included in this example to give an overview

of one possible application or embodiment of the present A

invention. This example demonstrates some of the possible
interface and interactions between operators of the inven-
tion, sellers or providers of goods or services, third party
professionals that supply content, products and services to
the sellers, and customers or buyers of those goods or
services. It is also meant to give an overview ol the
transaction tlow ot information, purchase decisions, and
possible consummation of those purchase decisions.

For the purpose of this hypothetical example, we will
presume that this instance of the Tnvention has been estab-
lished for scme time and is managed by the ABC Company
that promotes it to Professional Sports Franchises and Ven-
ues.

Example Clieats Are:

Setler:

XY7 is a corporation that owns the XYZ professional
basketball tcam and wishes to promotc that tecam and
sell its tickets as efliciently as possible.

Media:

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

o
>

w

40

wr
P

GHI is an all sports oriented web site owned by the GHI

Corporation with content and discussion groups cov-
ering all sports. Its demographics are largely young
male.

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

MNO is a sports newsletter, published by the MNO
Corporation with a circulation that is primarily within
the geographic area of the home stadium of the XYZ
basketball tcam.
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PQR is a broad-based chain of newspapers published
across the country by the PQR Holding Corporation.
Their cireulation is a general one with a sporls section
daily and a special sports insert on weekends.

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

Third Party Professionals:

AAA Corporation is a stock photo supply house that
specializes in sports related photographs of all sports.
They supply action photos as well as stylized photos
and graphics for sports teams and sports venues.

BBB is an independent contractor who is a free lance ad
copywriter that has sports related experience.

CCC Partnership is an advertising agency that handles
sports teams and sports venues. Their experience is
well known within the industry and their account
representatives are considered first rate.

Buyer:

John Q. Public is a basketball enthusiast.

Media Participation:

‘The DEF Corporation was approached by the ABC Com-
pany and agrees (W be represented on the ABC instance of
the invention.

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

2) ABC sends DEF the necessary software (o be installed on
their computer.

3) A computer operator at DEL installs the sottware on their
computer that then is configured as Media Interface 6000
F1G. 2e.

4) After installation and setup the DEF operator does basic
information input as prompted by the Media Interface
6000 FIG. 2¢ 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 presentations that
Seller Clients of ABC will use (by way of the invention
to publish presentations) on the DEF Web Site. The inputs
set the upper and lower limits of quantities such as
amounts of text and size of images, restrictions of lan-
guage and reference, standards of stvle 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 clectronically
concurrent with the submission of presentations.

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

7) At any point during the input of information the operator
may test the presentations that will be created using the
standards set within the Media Interface 6000 FIG. 2e.
This allows the operator and DEF s management to insure

Page 37 of 46



Case 2:07-cv-00279-TJW  Document 12

Filed 07/24/2007

US 7,249,059 B2

78
that those presentations received for publication from the
ARC Seller Clients will indeed meet the standards for
DEF publication.

8) The other Media GHI, JKL, MNQ, 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 Participation
below at step number 18. That Seller’s action effects the
following media.

10) The DEF Sports Web receives electronically the Seller
information, agreemenls, payment information, web
pages to be displayed and banner advertising 1o be placed
on their web site. DEF also receives the web interface for
the sale of the XYZ tickets.

11) The KLM Newspaper Chain receives electronically the
Seller information, agreements, payment information, a
requested schedule of ad placement and publishing, and
the formatted ads. Because KLM also maintains the
associated web site it also receives the web interface for
the sale of the XYZ tickets.

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

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

14) Once the Ads and Presentations are received by the

Media, any changes or updating are either allowed or 3

denied by the Seller Interface 4000 FIG. 2¢ based on the
restrictions entered by the Media during their setup.

Third Party Professional Participation:

The AAA and CCC Corporations and BBB (an indepen- 5

dent contractor) were approached by the ABC Company and

agreed to be represented on the ABC instance of the inven-

tion.

1) The AAA Corporation decides that it will offer its full line
of sports related photographs on the ABC instance of the
invention. AAA made that decision because of the close
fit between the Sellers that utitize the ABC instance of the
invention are a good match to AAA’s target clients for its
sports related photographs.

2) ABC sends AAA the necessary software to be installed on
their computer.

3) A computer operator at AAA installs the software on their
computer that then is configured as Third Party Profes-
sional Interface 7000 FIG. 2f

4) Alter installation and setup the AAA operator does basic s

information input as prompted by the Third Party Profes-

sional Interface 7000 FIG. 2f of the present Invention.
5) After the input of basic information by the operator, the

Third Party Profcssional Interfacc 7000 prompts the

aperator for input that will describe and set the standards s

for the presentations that Selter Clients of ABC will use
(by way of the invention that publishes presentations via
Seller Interface 4000 FIG. 2¢) to select the photos otfered
by AAA. This input set the terms and conditions of the
selection and use of the stock photos, as well as the cost
of and conditions of payments, any restrictions for the use
of cach photo, method of delivery, and any other terms or
conditions of AAA’s offerings. Disclaimers and contracts
or agreements are added to be electronically delivered and
acknowledge concurrent with the selection of photos or
the selection of other services that may be offered by AAA
such as custom photos or graphics.
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6) AAA has also chosen to offer interactive sales of appro-
priate products and services through its web site as
managed by the ABC Central Presentation and Selection
Server.

7) The other Third Party Professionals, BBB, and CCC have
gone through a similar process to establish their Third
Party Professional offerings on the ABC instance of the
invention.

8) The following steps pick up from the Sellers Participation
below at step number 9. The Seller’s action effects the
[bllowing Third Party Professionals.

9) The AAA Corporation receives electronically, via the
ABC instance of the invention, the XYZ information,
agreements, payment information, and specific stock
photo request. The request is processed by AAA’s
accounting system and the request stock photo is deliv-
cred to XYZ via the ABC instance of the invention.

10) BBB, who is an independent contractor performing ad
copy writing services, received his necessary question-
naire allowing him to create a “Proposal of Services To Be
Performed” to be delivered to the XYZ corporation for
their approval. This system, of XYZ filling out a ques-
tionnaire first, allows BBB to fully understand the assis-
tance that a client may want and better customize his
“Proposal of Services To Be Performed” so as to meet the
needs of the client. This system also saves meeting time
for both BBB and his clients and avoids the retention of
BBB’s services where they are not warranted or appro-
priate. For clarification BBB personally calls the manage-
ment of XYZ of some points within the questionnaire.
This clarification could have been done within the present
invention but in order to expedite the completion of the
“Proposal of Services To Be Performed™ a personal call
was made. Once the “Proposal of Services To Be Per-
formed” is completed it 1s sent 10 XY7 via the ABC
instance of the invention. XYZ approves the proposal and
sents (he required information and advance payment there
by allowing BBDB to start working on the XYZ promotion
project. Within a few days BBB completes an initial draft
and sends it via the ABC instance of the invention to the
management of XYZ. Drafts and remark responses arc
exchanged several times resulting in the completion of the
ad copy writing as contracted to BBB. Final payments arc
made and the project is completed by BBB with ad copy
delivered o XYZ for inclusion in the media presentations.

11) The CCC Advertising Agency has been retained by XY7Z
to recommend newspaper media venues that XYZ should
use to promote their basketball team and its schedule.
XYZ contacted an account representative of CCC through
the ABC instance of the invention and received a quote for
the desired services. CCC is retained because of its
extensive experience in the promotion of sports teams and
its working relationship with many newspaper media
venues. Although CCC recommended scveral newspaper
media venues it was finally decided after several propos-
als and response between CCC and XYZ that the KLM
Newspaper Chain would be the exclusive newspaper
media venue used by XYZ. This was finally negotiated by
CCC and additional price concessions were made by the
KLM Newspaper Chain to make this an excellent arrange-
ment for XYZ.

12) It should be noted that the working relationships devel-
oped by XYZ with the Third Party Professionals, as well
as the Media, within the frame work of the ABC instance
of the invention, can be and are intended to be an ongoing
collaboration. XYZ obviously has the right and the ability
within the ABC instance of the invention to review new
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offerings of Third Party Professionals and Media Venues
to enhance their presentations and promotions developed
and maintzined within the ABC instance ol the invention.

Seller Participation:

1.

2

3.

w

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

. ABC sends XY the necessary software to be installed on

their compulter.

A computer operator at XYZ installs the software on their

computer that then is configured as Seller Interface 4000
FI1G. 2e.

. Afller installation and setup the XY7. operator does basic

information input as prompted by the Seller Interface
4000 FIG. 2¢ of the present Invention.

. After the input of basic information by the cperator, the

Seller Interface 4000 presents available media venues and
associated information for review by the XYZ Corpora-
tion managenent.

It should be noted that at any point after the completion ,

of the initial installation of the software and the completion
of any steps required by the operators of the invention to join
the network, the Seller may review and purchase or retain
any of the goods or services of the Third Party Professionals

currently represented by the instance of the invention. In ,

order to simplify this example the decisions regarding Third
Party Professionals are deferred until step 9.

6.

oo}

N=l

ABC currently represents 15 different Media venues
within its instance of the present invention. Information

such as distribution, vsers or viewers, price, content

restrictions, ete. about cach Media venue is available for
review by the XY7 management.

. XYZ management reviews available media and choaoses

The DEF Sports Weh, The HIJ Basket Ball Magazine. and
The KL.M Newspaper Chain to advertise their schedule of
games. With the KIM Newspaper there is also the asso-
ciated KLM Web Site on which KLM otfers information
as well as sales of products and services as advertised
within the KEM Chain of newspapers. STU music stores
are also chosen strictly for the distribution and sales of
tickets.

. The Seller Interface 4000 then presents the publication

dates, any specific disclaimers, and the charges for review
and approval by the XYZ management.

. Upon approval of those items, the Seller Interface 4000

prompts the operator for the necessary text, graphics, and
any other information as required by the three chosen
media to create and format the individual ads for the
chosen media. As the operator is reviewing the prompts
and options from the Scller Interface 4000 with the XYZ
management the decision is reached to take advantage of
the Third Party Professionals available through the ABC
instance of the invention.

a) Stock photos were reviewed and selected from the
presentation of the available sports photos from the
AAA Corp’s presentation on the ABC instance of the
invention. AAA’s presentation gave the necessary
information about the photos as well as the restrictions
and conditions of usc and the necessary contracts for
use and delivery of the stock photos. Pavment was
made via the ABC instance of the invention and deliv-
ery of the digital stock photos tor immediate use was
made over the ABC instance of the invention.

b) In order to have a more polished and professional
content within the presentations being created XYZ’s
management decided to retain the services of the BBB
as an independent contractor to write the ad copy for
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these presentations. The necessary project question-
naire as required by BBB (BBB won’t quote a job
without this information) is presented by the Seller
Interface 4900 to be completed by XYZ7’s management
so that BBB can form a “Proposal of Services To Be
Performed” which serves as BBB’s contract. This pro-
cess lakes a day or two and also a personal telephone
call {rom BBB 1w clarily some details. Once the pro-
posal is created by BB and sent via the ABC instance
of the invention for review and approval by XYZ’s
management then XYZ can make the agreed upon
advance payment as well as progress payments within
the structure of the ABC instance of' the invention. With
the “Proposal of Services To Be Performed™ agreed to
and advance payment having been made, BBB starts
work on the ad copy. This process is a coordinated
performance and review svstem where ad copy is
created by BBB and reviewed with comments by the
management of XYZ. This creale and review process
continues until XY7 is satisfied with the results and
signs off on the presentations.

¢) XY7’s management has determined that the services of
the CCC Partnership (an advertising agency) would be
helpful in the selection ot the which Newspaper Media
Venues would be best for XYZ o promote its Basket-
ball Team. CCC is well known for its management of
sports promotion. XYZ contacts a representative of
CCC within the ABC instance of the invention by
answering a series of questions presented by the CCC
presentation and receives a answer with quote and
contract for services as well as some of their initial
insights into their theory of promoting Basketball
Teams in regicnal markets. XYZ uses the ABC instance
of the invention to appoint CCC as its agent for
selecting and contracting with Newspaper Media Ven-
ues within the ABC instance of the invention. This
allows CCC to use its expertise and contacts to better
represent XY7Z within a more timely and efficient
manner. As CCC performs its agreed upon duties
copies of its actions and reports are forwarded to XYZ
automatically by the ABC instance of the invention.

It should be noted that the above examples of products
and services ollered by ABC to its Seller clients as
well as the examples of how those products and
services are delivered and performed are intended
only to be a basic sample of the potential of the
present invention. These examples are not to be
construed as standards or limitations of the potential
of the present invention, which may handle much
more complex products and services. These are only
basic examples intended to demonstrale the general
basic uscs of the present invention.

It should also be noted that the above interactions of the
AAA, BBB, and CCC Third Party Professionals with
the XY7Z Corporation are also referred to within the
previous Third Party Professional Participation sec-
tion starting at step 9.

10. XYZ management has also elected to offer tickets to

their basketball games held within the XYZ stadium.
They have installed the necessary sofiware that synchro-
nizes the XY7Z ticket sales and accounting software with
the sales and inventory control provided by the ABC
instance of the invention within the Central Presentation
and Selection Server 2000. XYZ chooses to offer ticket
sales on the DEF Sports Web, the KM Newspaper
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associated site that offers interactive electronic sales, and
the STU music and video stores in store electronic ticket
sales displays.

11) Due to the large number of seats within the stadium and
similarity of pricing and desirability among ecach class of
seat, XYZ management has also elected to use the
Resource Saver Protocol to allow for better customer
service between the various sales outlets.

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

13) Tn order (0 1ake full advantage of the services oflered hy
the ABC Central Presentation and Selection Server XYZ
elects to install new automatic ticket vendors using the
existing 1) cards and biometric methods supported by the
ABC Central Presentation and Selection Server.

14) At any peint during the content input phase, the operator
may view the (inal formatled preseatation praducts based

on each Media venue’s restructuring of the information to 2

create specific Media presentations.

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

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

17) The ABC Central Controller and Presentation Processor
1000 then transmits the appropriate [ormatted presenta-
tions to each media that was selected by XYZ.

18) The tlow of information transters to the Media Partici-
pation section above at step 9.

Buyer Use:

For this example we will follow John Q. Public {our
example buyer) as he uses the invention.

John is an avid basketball fan and subscribes to the JKI.
sports magazine, receives the local PQR newspaper. and
frequents the DEF web site to participate in the free discus-
sion groups centering on hasketball that are hosted there.

John has seen the ads within the PQR newspaper promoting

the teams winning record and giving dates of upcoming

games. Within the ads it was stated that tickets could be

obtained from the PQR web site.

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

(2) John uses his computer and navigates to the PQR web
site. Once there he finds the XYZ ticket purchase section,
chooses the seats he wants, and asks for availability.
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(3) With availability confirmed John enters his payment
information and is then asked how he wants the tickets
delivered to him. This presents a dilemma for John
because he must work tomorrow and will not have time to
go to the stadium to pickup the tickets. He could pick
them up at a “will call” station when he and his friend go
to the game, but there is always a long line and John does
not want to wait.

(4) Another option that is presented to John is that of using
one of several forms of ID (cither credit cards, ID cards,
or biometric) as the identification method in len of
advanced ticket delivery to him. John recognizes that he
has one of the accepted brands of Credit Card and chooses
to use the system using that Credit Card as his personal
ID. He enters the card number as his ID, the system
accepts the 1D and gives John instructions as to the
systems use when they arrive at the stadium.

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

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

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

(8) During the game John notices within the free program a
notice that he can have his thumbprint taken at the “Will
Call” both and then that will beccme his identification
method when he next attends an event at the XYZ
stadivm. As John is leaving the game. he stops and has his
thumb print scanned to serve as his furure identification.

SUMMARY

In the simplest scenario when the chosen section or ticket
category was not near a sell out (reaching notification level),
the sales location that John was purchasing from simply
assigned a set of tickets for that section and confirms the
sale. The sales location then transmits all data to the Central
Presentation and Selection Server 1000 that transmits the
mformation to the XYZ Seller Interface 4000 that then
passes the information to the XYZ in-house Accounting and
Ticket Sales software.

Whenever sales in any given section reaches the notifi-
cation level then all sales sites are notified that the quantity
of available tickets 1s 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 (thumbprint) 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 I for
access (o the event or facility instead of or in addition to his
existing Credit Card.

Presentation Generation Program: This component of the
present invenlion relates to the creation and placement of
presentations of commercial information with the purposc of
informing buyers as to available products, goods, and ser-
vices. The invention’s purpose is to allow the seller the
ability to influence the buyer and induce said buyer to
purchase those products, goods, and services while specifi-
cally allowing for the advanced purchase or reservation of
those products, good, and services when appropriate.

The invention allows sellers to create presentations on
their computers that are automatically transmitted to be
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published and viewed on a variety of traditional and elec-
tronic media networks. The present invention partially
resides on the sellers” computers, controls and edits the
presentation, and (hen avtomatically transmits that informa-
tion and data for publication on traditional media and
clectronic networks. The present invention also allows the
seller to review and then purchase the offering of goods and
services by Creative and Management Third Party Profes-
sionals. These Creative and Management Third Party Pro-
fessionals may then perform or assist the sellers in perform-
ing the functions necessary to create and promote successlul
presentations within the present invention. The present
invention allows the sellers 10 have Third Party Profession-
als act as their agents for the performance of any functions
within the present invention. The seller may then monitor
the progress and actions of those Third Party Professionals
that they have contracted with or purchased content, prod-
ucts, or services from.

The invention allows for the automatic publishing or
updating of presentations within a simple environment that
does not require lower-level coding or formarting of the
presentation material. The present invention employs a
text-only entry of information and data, thereby not requir-
ing the seller to have knowledge of presentation computer
codes or low-level 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 everv media outlet he 3

chooses, submit the presentation, and prepare a report of the
cost for such publication choices. The present invention
allows sellers access to Creative and Management Third
Party Professionals in an cfficient structured environment
that would otherwise not be available to the sellers thereby
allowing more effective and professional presentations to be
created and submitted to the media venues. These Creative
and Management Third Party Professionals may provide
goods or services that can be purchased by the sellers either
to angment the sellers efforts or to wholly take over the
duties of the creation and management of the presentations
for the seller thereby acting as the agent of the seller. The
present invention provides the controlling, monitoring, and
reporting structure of Third Party Professionals to better
allow the seller to purchase their services or goods and
manage their participation in the presentation and promotion
process.

The present invention atlows sellers to offer their inven-
tory, products, goods, and services tor sale in a choice of one
or a variety of supported media outlets: in print, such as
newspapers, magazines, periodicals, guidebooks, catalogs,
brochures, fliers and directories; in electronic form, such as
online directories, web sites, bulletin boards, news groups,
CD-ROMS, and intcractive media and nctworks; and in

other media, such as billboards, skywriters, bus benches, 3

radio, interactive kiosk, and any other form of customer
outreach or intormation distribution.

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

The present invention's Presentation Generation Program
1710, along with the Presentation Rules Database 1650 and
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4650, not only creates a 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 traditional scarch methods of the buyer and
dynamic presentations which respond to the buyer. This
function creates two very distinctively different presenta-
tions in a labor-saving database method so the seller can
save lime and resources while creating presentations that
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.
Dyvnamic presentations are database-driven and respond (o
the queries of the viewer (buyer) with current and real-time
inventory changes, updates, and control}. An Internet or
Intranet presentation that utilizes both methods for deliver-
ing information is far superior to any other presentation
online today.

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

Once the present invention generates the presentation, it
either automatically publishes the presentation to the appro-
priate electronic destination or holds the presentation for a
scheduled publicaticn date to be submitted for a particular
deadline or predetermined promotional market. These pre-
sentations can be updated for either presentation content or
inventory control in near real time by either manual or
automatic means via electronic message units from third-
party management or inventory control 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 (hose interactive sifes that
support electronic sales. Inventory adjustments for produc-
ticn, sales, and other reasons are made in near real time,
allowing for an accurate presentation 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 tc beth the scller and the
media management 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 transactions 1o oceur instantly at “point of sale” or, 1o use
an appropriately faster term, “point of decision™.

The present invention also creates presentations for the
Creative and Management Third Party Professionals to
allow for the presentation and sale of the products, goods, or
services that they represent for the consumption and support
of the scllers in their quest to create and manage their
presentations. Inventory and presentation adjustments for
production, sales, and other reasons are made in near real
time, allowing tor an accurate presentation ot availability of
the inventory of the Third Party Professionals 1o sellers. The
present invention creates a self-serve interactive environ-
ment for the sellers to access and take advantage of the
products, goods, or services of the Third Party Professionals.
The cfficient clectronic environment and the efficiencies of
scale also allows for lower cost to both the seller and the
Third Party Professionals. This is accomplished by creating
a self-serve, automated billing environment for the seller’s
creation and publishing of the presentations in collaboration
with or with the support of the Third Party Professionals.
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The present invention provides substantial savings in the
area of commerce {or the Third Party Professionals because
it allows {or better exposure and review by the sellers as well
as allowing the transactions 1o occur instantly at the “point
of decision™ of the over all presentation creation process.

Interactive Sale and Reservations: On the buyer’s side of
the process, the present invention provides consistent, ven-
dor-appropriate information in all forms of media for prod-
ucts, goods, and services offered for sale. Prior art, in regards
to online presentations, often does not give the buyer current
information because that inventory must be manually
updated, so real-time or near real-time transaction becomes
an inaccurate phrase. The information the buyer gets from
one media outlet, electronic mall, or directory may be in
conflict from another media outlet, electronic mall, or direc-
tory. This conflicting information may contribute to a Buy-
cr’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, goods,
and services that are easily accessible and that dynamically
produce the latest, current information, pricing, and avail-
ability. Because the seller can automatically update all media
outlets from his in-house management or accounting sofi-
ware or an instance of the present invention, the buyer can
feel confident in getting current information and inventory.
The Buyer has the choice to either conduct a search for the
desired products, goods, or services using the on-site search
capabilities or browse the presentations much the same way
one would browse the aisles of books at a library.

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

If his selection is not available, the present invention may
give him the opportunity (o choose something else, change
his purchase request, or provide him with optional choices
from the Referral Database 2670. The Referral Database is
an option that Sellers can use to recommend other Sellers of
similar products, goods, and services. In the case of lodging
facilities, often Sellers will refer their overflow to other
lodging facilities in their immediate arca. In the preferred
embodiment of the present invention, Sellers will input
referral to other Sellers inte 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 prod-
ucts, goods, and services offered by the Seller over the
Central Presentation and Selection Server 2000 or Indepen-
dent Prescntations 30090. Data ficlds may contain Buyer’s
name, network or delivery 1D, 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, most or all the information needed may
already be in the Buyer Database 2610, In this case, the
information required by the Seller 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 to a purchase and has
completed all the transaction data required, the commitment
is transmitted to the scller and the inventory is updated. With
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the present invention, inventory control of the suppliers,
vendors, service providers, purveyors, and other types of
sellers s 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, vendors, service pro-
viders and purveyors.

The present invention will then ask the Buyer to choese
a confirmation method. Choices of confirmation may be by
phone, fax, email, confirmation number, or any requircments
the Seller may select for proof of purchase. Once the Buyer
chooses a method of confirmation, he can get a print-out of
the Seller’s commitment (or delivery, a confirmation num-
ber, or whatever means of confirmation determined by the
Seller. As an example, he can even get a complete print-out
of directions to the facility if the purchase involves him
arriving at a place of lodging, restaurant, arena, store, or any
other facility.

Network ID Card: This component of the present inven-
tion relates to the verification and substantiation of the
purchase of access or admission to those services or events
that traditionally have controlled access by means of tickets,
passes, admission documents, reservations, reservation con-
firmations, or other substantiation at the facitity, site, husi-
ness, or venue.

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

The present invention atlows the buyer to confirm or
prove his purchase at the facility, site, business, or venue by
means of his existing magnelic, smart, or optical ID card; by
entry code; or by electronic biometric authentication. These
means of proof can be approved by the operators cf an
instance either for exclusive use for that instance of the
present invention, for multi-use in conjunction with other
entities and the operatcrs 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 Credir Cards, Membership [D
Cards, or other TD Cards.

Tor those services or events that require printed tickets,
passes, admission documents, reservation confirmations, or
other physical substantiation, those means ol confirmation
can be printed on demand from either automatic or manual
vendors upon electronic reading or scanning of the buyer’s
ID card, entry of a code, or biometric authentication. Net-
work or Delivery ID cards may be approved by either one
operalor of an instance of the present invention or a group
of operators of diffcrent 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 Delivery I1).

Resource Saver Protocol: This component of the present
invention provides a method and apparatus to control, coor-
dinate, and synchronize the sales and availability of either
common, unigue, or Ume-sensitive products, goods, and
services. The present invention docs 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 cf inventory to prevent
overselling or overbooking. The preferred embodiment of
the present inventien utilizes the Resource Saver Protocel to
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reduce the number of messages sent and received by all
components of the present invention while maintaining the
control and synchronization ol any qualilied inventory that
is interactively offered for sale. With the reductions in the
quantity of messages needed to maintain inventory synchro-
nization, 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 multiple sites or media channels in
a time-sensitive and time-appropriale basis. The automatic
two-way network communications method of the present
invention provides the necessary coordination of inventory
and sales. With the added dimension of the Resource Saver
Protocol, the Seller can divide his inventory into logical
groups for marketing, presentation, and sales to the Buyer.
Using a 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 accomplished
within the Presentation and Configuration Program 4715 or
the Seller Interface 4000. The Seller divides the inventory
into its logical groups for marketing, presentarion, and sales
to the Buyer. In this case, the groups are standard rooms,
upgrade rooms, and suites. Each item in each group of items
must be substitutable with all the other items within that
group.

If the inventory were not absolutely substitutable to any

given Buyer, then the Seller would not use the Resource 3

Saver Protocol in this inventory. That does not mean that all
the Inventory items or groups of a Seller must either be or
not be controlled by the Resource Saver Protocol. The Seller
may have any combination of Inventory items or groups
controtled or not controlled by the Resource Saver Protocol.

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

The Seller must then set the maximum units of inventory
that any given Buyer will be allowed to purchase in any
given single transaction. In the hotel example, the Seller
might set a limit of 5 rooms for any given Buyer (o purchase
from any Central Presentation 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
inventory that a Buyer may purchase, the Seller prevents that
rare but possible case of a self-serve Buyer purchasing or
reserving more inventories than is available. The Buyer is
still allowed to purchase or reserve as much inventory as he
likes, but the purchase must be transacted in sequential
“maximum unit” transactions as opposcd to onc large trans-
action.

Next, the Seller sets a buffer number for each of the
groups of items to be offered to the Buyer. The purpose of
this butfer is to allow for a margin of error, based on
processing time and commuaication delays, to prevent the
overselling of inventory (overbooking in the hotel example).
This number is an estinate intended o 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 purchase) as a starting point, to be
adjusted later based on the Sellers experience.

Then the Seller must determine the Notification Level.
This level cquals the maximum purchase units a Buyer can
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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 ol room, the maximum purchase units are 5 rooms, and
the bufler 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 outlets (via one transmission message to the Central
Processor and Control Server 1000) until his remaining units
reached or breached the available inventory level of 15 units.
If the level were reached or breached, transmissions {or units
within the unit group would be communicated back and
forth for each purchase [rom the available inventory level of
15 until all units are sold for that period of time.

A demonstration of the transmission savings for the
example hotel would be as follows. There are 100 rooms
available at the example hotel and 5 sale outlets or channels
are used. Without the use of the Resource Protocol, 320 (80
messages cach to 4 ocutlets) inventory update messages
would have to be sent in order to accomplish the total
individual booking of 80 rooms. Each outlet or channcl
would maintain the availability count for the rooms, and one
update message for the booking of each room would be sent
to ezxch of the sale ontlets 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) to reach the 80 rooms booked. The actual
number could be much more because the 240 number
assumes that each query results in a booking, whereas in
actual practice, the experience would be that many queries
did not result in booking. In addition, the buyer would be
required to wait for the amount of time that it took for the
transaction verification process to take place. That amount of
time may or may not be significant, depending on several
factors such as the current network use, network connection
speeds, etc.

With the present invention, each sales outlet, channel, or
other source of unique or time-sensitive products queries
availability only after receiving notice of a predetermined
inventory level or count. This means that with our example
hotel, only 80 booking messages would be sent if the
management sets the notification level (predetermined avail-
able inventory count) at 15 units remaining. This would

s cause a 66% 1o 80% savings ol communications and com-

puter resources. P'or our example hotel to reach 100%
occupancy, the total message load would be 160 messages
(100 booking plus 60 update to (our 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
booking, plus 400 invenlory update message, plus 200
qucrics and responses for verification), showing savings of
68% 1o 73%, depending on the method used after the
notification level is reached or breached.

It should 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 inventory in any given
period does not reach the level that triggers the notification
ol the Central Presentation and Selection Servers 2000 or
other outlets and channels.

For more common or commodity-like products, goods, or
services, there is little concern of overselling. In order to
conserve on commumication and other resources, the
Resource Saver Protocol allows the electronic networks and
traditional salcs outlets, channcls, or other sources of sales
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to batch or hold the sales transaction messages. These
messages are then transmitled once a certain quantity has
heen sold, once a specilied time period has passed, or a
combination of both bases. The operator of a given instance
of the present invention has the option of seftings for
transinissicn fevels or transmission periods and specific
transmission times, or general transmission times plus spe-
cific outlet offsets.

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

Operators of the present invention may provide additional
transaction certainty and verification in the form of “con-

firmation of the transaction™ messages or “inventory count™ 3

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 “confirmation of the transaction” method, a 3

confirmation message is sent back to the originating outlet,
repeating 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 errors 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 mcssages where a total inventory has been
established and each outlet is comparing and subtracting
cach 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
method of monitoring and controlling inventory. If the Seller
is not using that method, then the total inventory is known

by the outlets and is used as the “inventory count” to be >

passed. If the Seller is using the Notification Level method,
then the “inventory count” field is only included after the
Notification Level has been reached or breached at the
Scller’s location and the Notification Level messages have
been sent to the outlets. This “inventory count” is used by
the present invention to verify that cach component (Seller’s
location and all sales outlets) is synchronized as to the
inventory level that all are working off of.

Hardware or Software Updating
It should be noted that the criginal application was filed
Jan. 10, 2000. Computer hardwarc and softwarc arc very
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fluid and dynamic industries with improvements of existing
products continually being released. The original application
cites certain hardware such as the “Intel Pentium I Proces-
sor with a speed of 300 MH or any comparable capacity
processor” which has now been replaced with newer pro-
cessors such as the Intel Pentium 11T Processor with speeds
exceeding 2000 MH. Although the criginal specificaticns
would stll perform their functions the obvious improve-
ments of both speed and reliability would bring worthwhile
benefits to the present invention and should be substituted.

The same is true of the software cited within the original
application. The original application cited Windows NT as
the preferred operating system. Currently as of the filling of
this application the present invention would benefit from the
replacement of that operating sysiem with its successor
product, Windows 2000 as the preferred operating system.

In order to provide consistency within the current appli-
cation the hardware and software cited in the original
application were ciled in the improvements added to the
specifications within this application. This was done purely
to prevent mixing hardware and software specifications even
though it is acknowledged that the newer hardware and
softwarc would improve performance and reliability.

Through out the original and current application specific
hardware and software are cited. These hardware and soft-
ware specifications should always be reviewed and wherever
possible newer, improved, or successor generations of hard-
ware and software should be substituted in order to develop
the best reliability and performance.

Although the embodiments 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 varicty of ways and equivalents
in order to suite a particular purpose while still employing
the unique concepts set forth.

‘What is claimed is:

1. A computer system allowing a third party professional
to manage, create and publish customized electronic adver-
tisements, for a seller, to internet media venues owned or
controlled by other than the seller and other than the third
party protessional, comprising:

a first interface to the computer system through which
cach of the internet media venues is prompled to input
presentation rules for the internct media venue for
displaying electronic advertisements on the internet
media venue;

a first database storing the presentation rules input by the
internet media venues through the first interface;

a second interface to the computer system through which
a seller is prompted to input information identifying the
seller; and

a second datzhase storing the identifying information
input by the seller through the second interface;

a third interface to the computer system through which the
third party professional is prompted to input informa-
tion to select one or more of the internet media venues
and prompted to input information to create an elec-
tronic advertisement for the seller for publication (o the
selected internet media venues;

a third database staring the information input by the third
party professional through the third interface; and

a computer controller of the computer system processing
and publishing the electronic advertisement to one or
mare of the selected internet media venues whereby the
clectronic advertisement is displayed on the one or
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more of the selected internet media venues in compli-
ance with the presentation rules of the internet media
venue.

2. The computer system of ¢claim 1, further comprising an
advertisement generation program for displaying the adver-
tisement published by the computer controller on the one or
more of the selected internet media venues in compliance
with the internet media venue presentation rules.

3. The computer system of claim 1, wherein the interface
for the third party professicnal prompts the third party
professional for information to create and manage custom-
ized clectronic advertisements for one or more scllers.

4. The computer system of claim 1, wherein the second
interface prompts the seller © input information (o select a
third party professional.

5. The computer system cf claim 4, wherein the second
interface presents a list of available third party professionals.

6. The computer system of claim 1, wherein the interface
for the third party professicnal prompts the third party
professional for information identifying the third party pro-
fessional.

7. The computer system of claim 6, further comprising a
fourth database storing the information identifying the third
party profcssional.

8. The computer system of claim 4, wherein the second
interface prompts the seller for information to review the
actions of the selected third party professional.

9. The computer system of claim 1, wherein the second
interface prompts the seller with a choice of appointing a

third party professional to act as the agent of the scller to

create or manage customized electronic advertisements.

10. The computer system of claim 1, wherein the com-
puter system and the computer controller each comprise a
network of computers.

11. The computer system of claim 1, wherein the elec-
tronic advertiscment comprises the advertisement or com-
ponents of the advertisement.

12. The computer system of claim 1, wherein the internet
media venue is a wehsite comprising one or more web
pages.

13. The computer system of claim 1, wherein the internet
media venue comprises onc or more virtual locations.

14. The computer system of claim 1, wherein the interface
for the (hird party professional prompts the third party
professional with a choice of advertisement types.

15. The computer system of claim 14, wherein the choice
ol adveriisement types includes a text advertisement.

16. The computer svstem of claim 14, wherein the choice
of advertisement types includes an image advertisement.

17. The computer system of claim 14, wherein the choice
of advertisement types includes an interactive advertise-
ment.

18. The computer system of claim 1, wherein the third

interface for the third party professional prompts the third 5

party protfessional for advertising content or other compo-
nents of the advertisement.

19. The computer system of claim 1, wherein the selection
information input by the third party professional targets one
or more internet media venues.

20. The computer system of claim 1, further comprising
a general management program of the computer controller
for generating online reports.

21. The computer system of claim 20, wherein the online
reports include accounting reports.

22. The computer system of claim 20, whetrein the online
reports include trend analysis reports.
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23. The computer system of claim 20, wherein the online
reports include billing and collection reports.
24. The computer system of claim 20, wherein the online
reports include transaction reports.
25. The computer system of claim 1, wherein the first,
second and third interfaces are self-serve interfaces that
prompt the internet media venue, seller and third party
protessional to input information using a menu-driven for-
mat.
26. The compulter system of claim 25, wherein the menu-
driven format includes one or more forms with text entry
areas and menu-driven choices.
27. A method of using a computer system allowing a third
party professional to manage, create and publish customized
electronic advertisements, for a seller, to internet media
venues owned or controlled by other than the seller and other
than the third party professional. comprising:
prompting each cof the internet media venues through a
first interface to the computer system {o input presen-
tation rules for the internet media venue for displaying
electronic advertisements on the internet media venue,

storing the presentation rules for the internet media ven-
ues in a first database;

prompting the seller through a second interface to the

computer system to input information identifying the
scller:
storing the identifying information input by the seller
through the second interface in a second databasc;

prompting the third party protessional through a third
interface to the computer system (o input information to
select one or more of the internet media venues and to
create an electronic advertisement for the seller for
publication to the selected internet media venues;

storing the information input by the third party profes-
sional through the third interface in a third database;
and

processing and publishing the electronic advertisement to

one or more of the selected internet media venues,
whereby the electronic advertisement is displayed on
the one or more of the selected internet media venues
in compliance with the presentation rules of the internet
media venue.

28. The method of claim 27, further comprising the step
of displaying the advertisement published by the computer
controller on the one or more of the selected internet media
venues in compliance with the internet media venue pre-
sentation rules.

29. The method of claim 27, further comprising the step
of prompting the third party professional through the inter-
face for the third party professional for information to create
and manage customized electronic advertisements for one or
more sellers.

30. The method of claim 27, further comprising the step
of prompting the seller through the second interface for
information to select a third party professional.

31. The method of claim 30, further comprising the step
of presenting a list of available third party professionals
through the second interface.

32. The method of claim 27, further comprising the step
of prompting the third party professional through the inter-
face for the third party professional for information identi-
fving the third party professional.

33. The method of claim 32, turther comprising the step
of storing the information identifving the third party pro-
fessional in a fourth databasc.
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34. The method of claim 30, further comprising the step
of prompting the seller through the second interface for
inlormation to review he actions ol the selected third party
professional.

35. The method of claim 27, further comprising the step
of prompting the seller through the second interface with a
choice of appointing a third party professional to act as the
agent of the seller to create or manage customized electronic
advertisements.

36. The method of claim 27, wherein the computer system
and the compuler controller each comprise a network of
computers.

37. The method of claim 27, wherein the electronic
advertisement comprises the advertisement or components
of the advertisement.

38. The method of claim 27, wherein the internet media
venue is a website comprising one or more web pages.

39. The method of claim 27, wherein the internet media
venue comprises one or more virtual locations.

40. The method of claim 27, further comprising the step
of prompting the third party professional through the inter-
face for the third party professional with a choice of adver-
tisement types.

41. The method of claim 40, wherein the choice of
advertisement types includes a text advertisement.

42. The method of claim 40, wherein the choice of
advertisement types includes an image advertisement.

43. The method of claim 40, wherein the choice of
advertisement types includes an interactive advertisement.

44. The method of claim 27, further comprising the step 3

of prompting the third party professional through the inter-
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face for the third party professional for advertising content
or other components of the advertisement.

45. The method of claim 27, wherein the selection infor-

mation input by the third party professional targets one or
more internet media venues.

46. The method of claim 27, further comprising the step
ol generating onfine reports.

47. The method of claim 46, wherein the online reports
include accounting repotts.

48. The method of claim 46, wherein the online reports
include trend analysis reports.

49. The method of claim 46, wherein the online reports
include billing and collection reports.

50. The method of claim 46, wherein the online reports
include transaction reports.

51. The method of claim 27, wherein the steps of prompt-
ing an internet media venue, a seller and a third party
professional through the first, second and third interfaces to
input information includes prompting the internet media
venue, seller and third party professional to input informa-
tion through a self-serve interface using a menu-driven
format.

52. The method of claim 51, wherein the step of prompt-
ing the internet media venue, seller and third party profes-
sional to input information through self-serve interfaces
using a menu-driven format includes providing one or more
forms including text entry arcas and menu-driven choices.
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