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DOWNLOAD MANUAL INPUT
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(MEDIA FORMATS SCANNING TRANSFER METHODS
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DISKETTE, ETC.) TECHNOLOGY
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A
l~ RUNS JOBS IN ORDER OF PRIORITY SET

BY PRODUCTION AND SCHEDULING MODULE

!
B,- RETRIEVES INSTRUCTIONS ON WHAT TO DO AND

HOW FOR EACH USER, PROGRAM, AND CLIENT.

C,,- RETRIEVES NEXT CLIENT
FROM DATABASE.

D IDENTIFIES INSURANCE NEED. I

E,- ANALYZES AND EVALUATES CLIENT DATA,
INCLUDING DEMOGRAPHIC INFORMATION.

I~ ANALYZES PASTDECIDES ON NUMBER AND TYPESF~ OF PLAN(S) TO OFFER CLIENT. OR CURRENT
PERFORMANCE OFBASED ON D AND E ABOVE. SALES PROGRAM(S).

G~
SELECTS PRODUCT(S) TO FIT EACH PLAN OFFERED.

BASED ON D, E, AND F ABOVE (UNUMITED ~
NUMBER OF POYCIES OR CARRIERS CANBE USED)

OPTION A OPTION B
PRODUCT AND/OR MULTIPLE PRODUCT
CARRIER SPECIFIC. AND/OR CARRIER

ANALYSIS AND
EVALUATIONBASED
ON POUCIES NET
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SELECTION eRITERa.

H'-... DECIDES ON EXACT AMOUNT(S) OF
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C,,- RETRIEVES NEXT PROSPECTIVE
CLIENT RECORD.

y~ . .9
D IDENTIFIES INSURANCE NEED.

E~ ANALYZES AND EVALUATES ALL PERTINENT KNOWN CLIENT
DEMOGRAPHICS AND IF NEEDED, RETRIEVES FURTHER

DEMOGRAPHIC DATA FROM GEO-CODING MODULE.

F"-.. <.A f2NO INCOME YESJ
NUMBER >=1100,000 NUMBER

AND TYPES ? AND TYPES
OF PLANS OF PLANS

G"\..
OFFER TWO TERM G2\.... OFFER TWO TERM INSURANCE PLANS

GtJ INSURANCE PLANS. AND ONE CASH VALUE INSURANCE PLAN.

AGE AGE
OF CLIENT OF CLIENT

? ?

>=20, >=50, >60, >=20, >=50, >60,
<50 <=60 <=69 <50 <=60 <=69
PRODUCT DECISION PRODUCT DECISION

CHOICE t: t5 CHOICE t: to CHOICE t: 5 CHOICE t: t5 CHOICE t: to CHOICE t: 5
YEAR TERM YEAR TERM YEAR TERM YEAR TERM YEAR TERM YEAR TERM

CHOICE2: 20 CHOICE2: t5 CHOICE2: to CHOICE2: 20 CHOICE2: t5 CHOICE2: to
YEAR TERM YEAR TERM YEAR TERM YEAR TERM YEAR TERM YEAR TERM

CHOICE3: CHOICE3: CHOICE3:
UNIYERSAL UNIYERSAL UNIYERSAL
LIFE LIFE LIFE

AMOUNT DECISION AMOUNT DECISION
CHOICEA: t.O X INCOME CHOICEA: t.O X INCOME
CHOICEB: 2.5 X INCOME CHOICEB: 2.5 X INCOME
CHOICEC: 5.0 X INCOME CHOICEC: 5.0 X INCOME

CHOICED: t.O X INCOME (UNIVERSAL LIFE)
CHOICEE: 2.5 X INCOME (UNIVERSAL LIFE)
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A ______ RETRIEVES WORK TO PERFORMED
FROM OTHER PARTS OF THE SYSTEM.

B _____
GROUP CLIENT FILES BY USER,

SALES PROGRAM TO BE USED, ETC.

C
RETRIEVES NEXT CLIENT RECORD. :

D~
ANALYZES AND EVALUATES ALL DATA FROM
OTHER PARTS OF THE SYSTEM THAT IS

PARTICULAR TO THE CURRENT CLIENT RECORD
TO FORMULATE CLIENT COMMUNICATION.

E CREATES THE CLIENT COMMUNICATION.

F MORE YESCLIENT
RECORDS

?
NO

G~ SORTS ALL OUTPUT BY USER, LIFE
COMPANY, APPLICATION(S) NEEDED, ETC.

PRESENTATION OUTPUT

\... PRINTED MODEM OR INTERNET VOICE ETC.
MATERIALS ELECTRONIC RESPONSE

TRANSFER
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Al~ ACCEPTS, STORES, AND ALLOWS FOR FUTURE
MODIFICATION INSTRUCTIONS FOR USER AND ALL SALES

PROGRAM(S) FOR WHICH USER WILL UTILIZE SYSTEM.

!
.""L ON A DAILY BASIS, ANALYZES AND EVALUATES

WHAT JOB(S) ARE TO BE PERFORMED BY THE SYSTEM.

!
INSTRUCTS THE SYSTEM ON WHAT IS TO BE PERFORMED.

!
D'-.. ANALYZE AND EVALUATE THE ORDER

AND PRIORITY TO PERFORM JOB(S).

!
E,- RECORDS THAT THE JOB(S) HAS BEEN

COMPLETED IN EACH CLIENT RECORDS.

GENERATE PRODUCTION REPORTS
PRODUCTION REPORTS FOR:

F,,- -SUPPLIES
-APPLICATIONS
-PAPER
-TONER
-ETC.

MANAGEMENT REPORTS FOR:
-ACTIVITY PLANNING
-RESOURCE ALLOCATION
-BUDGETING
-ETC.

B

c
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A RESPONSE RECEIVED (SALE MADE, RETURNED MAIL, ETC.)

! !
B~ SCAN IN RESULTS MANUALLYINPUT RESULTS

(FROMLETTERS, ETC.) (FROM TELEPHONE,ETC.)

C ! 1
STORES RESULTS AND ORGANIZES DATA IN DATABASE.

D
ANALYZES AND EVALUATES DATA.

E",,--
PRODUCES REPORTS.

- CUMULATIVE AND NON-CUMULATIVE
- INTERACTIVE AND NON-INTERACTIVE

REPORTS REPORTS REPORTS TO INTERACT
FOR FOR AUTOMATICALLY WITH

USERS I.C.A. VIRTUAL AGENT TM
MODULE

TYPES OF REPORTS

SALES REPORTS FINANCIAL REPORTS
(ON A SUBMITTED, PLACED, (ON A SUBMITTED, PLACED,
AND/OR FALLOFF BASIS) AND/OR FALLOFF BASIS)

-SALES DEMOGRAPHICS REPORTS -ACTUAL AND/OR PROJECTED
-BASIC SALES REPORTS EARNINGS REPORTS
-PENETRATIONS REPORTS -SALES VOLUMES AND
-ETC. COMMISSIONS REPORTS

-ETC.
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I OPERATOR LOGS ON TO SYSTEM I
1

- OPERATOR MAKES OUTBOUND CALL
- OPERATOR MAKES INBOUND CALL

.~YES RECORDS EXIST NO
IN DATABASE

?

ASKS CLIENT FORCUSTOMERSEARCH AND RETRIEVE INFORMATION FOR INFORMATION
CUENT RECORD. SCREENS. AND ENTERS DATA

AS NEW CLIENT RECORD

-ALTERS CLIENT
RECORD DATA QUOTE l -ANSWER QUESTIONS

-ANSWERS QUESTIONS -- SCREENS. I -GIVE PRICES, ETC.
-GIVES PRICES, ETC.

!
I DISCONNECT CALL. I

!
OPERATOR 1 INSTRUCT SYSTEM ON ACTION TO
PROMPTS r TAKE (E.G., SEND NEW LETTER).

!
l

NOTEPAD \ OPERATOR FILLS IN
SCREEN. I COllfLIANCE NOTEfAD.
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I SALES RECEIVED BY USER. I
I RESULTS SCANNED (SEE FIC. f2.)

RECORD CREATED IN NEW
BUSINESS PROCESSING SUBSYSTEM

"THANK YOU" NOTIFICATION SENT TO CLIENT:
-CONFIRMS COVERAGE BOUGHT
-LISTS ANY OUTSTANDING REQUIREMENTS

~
I

ALL
YES SUBMISSION NO WAIT FOR RECEIPT

1 REQUIREMENTS OF SUBMISSION
RECEIVED REQUIREMENTS.

SEND SUBMISSION ?

MATERIALS TO INSURER.
-1 COMMUNICATIONS

PROCESS NEW BUSINESS. : AND INTERFACE

! MODULE.

POLICY ISSUE FUNCTIONS.

! ~
ORDER MEDICAL
EXAMINATION

POLICYPLACEMENTFUNCTIONS.

1 ~
ORDER ATTENDING

STORE PERMANENT POLICY PHYSICIAN STATEMENTS
INFORMATION IN CLIENT
RECORD IN DATABASE. ~ ALL OTHER INFORMATION

1 PERTAINIHe TO CLIENT
NEW BUSINESS SYSTEM MANUALLY

RECORD REMOVED. INPUT DATA.
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APPARATUS AND METHOD FOR

TRANSACTING MARKETING AND SALES
OF FINANCIAL PRODUCTS

BACKGROUND OF THE INVENTION

1. Field of the Invention
The present invention relates to apparatus and methods

for marketing financial products such as individual insur-
ance policies. More specifically, it relates to apparatus and
methods for marketing such products in a fully automated or
significantly automated manner to achieve high volumes of
transactions and sales in a short period of time.

2. Description of the Related Art
Financial products such as life insurance products, health

insurance products, and the like traditionally have been
marketed largely through the use of agents. The product
providers, such as the insurance companies actually provid-
ing the insurance, rely upon the agents to perform a host of
essential tasks to sell their products. The agents, for
example, typically identify prospective clients ("prospects")
and communicate with these prospects to determine which
of the various financial products are appropriate for that
individual. A "prospective client" or "client" as used in this
document refers to a person, company, or other entity to
whom a financial product has never before been sold by the
system user of marketer, and an existing client of that user
or marketer which has purchased financial products in the
past and for which a client record has been created in the
client database as described more fully below. In a repre-
sentative case, for example, the agent obtains a limited
amount of basic or "lead" information about the prospective
client from which to initiate the marketing contact. In the
case of a mortgage insurance policy, for example, the agent
may obtain the type of information included in a recorded
deed instrument, including the potential client's name,
address, age, and mortgage amount. From this lead
information, the agent typically would prepare introductory
materials, and contact the prospective client by telephone to
solicit a meeting in the client's home or business. The agent
then would meet with the client and attempt to propose
financial products most suitable for the particular circum-
stances.

There have been several attempts in recent years to mass
market term life insurance products. A typical format would
be as follows. The marketer generally places ads directed to
the general public which provide either an (800) telephone
number or a return postcard. Through either a return call
from the prospective client or the return postcard from the
prospective client, lead information is obtained, including
the name, age, and smoker versus nonsmoker status of the
client, and the amount of term insurance desired. From this
lead information, the marketer selects from the term life
insurance products available to it. In some instances, the
marketer may select several products offering low premiums
and provide them to the client, for example, in table format,
for selections by the client. The marketer then includes these
product selections in a presentation letter which is sent to the
prospective client. The presentation letter typically will list
as the addressee the client, and it will provide the lead
information at the introduction of the letter.

Regardless of the marketing techniques, gaining the con-
sideration of the prospective client may require global
follow-up in the form of multiple letters or other contacts,
perhaps staged over a period of time selected by the agent as
appropriate for the circumstances. Over this time period, the
circumstances and needs of the prospective client may have
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changed, perhaps in ways that are somewhat predictable
based on the initial lead information. For example, shortly
after purchase of a new home and recording of the mortgage,
the new homeowner may have a cash flow shortage which

5 limits the attractiveness of mortgage insurance. Perhaps one
year later, however, after the family is settled in and the
various expenses of new home ownership have been
accommodated, the homeowner may have a better cash flow
situation and be far more inclined to purchase this type of

10 insurance. Therefore, a followup presentation letter a year or
so after the initial home purchase would be very timely and
beneficial.

For those prospective clients who have responded to the
presentation materials, the agent might seek additional client

15 information, for example, such as their marital status,
whether they smoke, their general health, etc. This would
enable the agent to further refine or revisit the financial
products selected for consideration by that prospective cli-
ent. It hopefully results in the final selection of the particular

20 product best suited for that client.
Upon approval by the prospective client, the agent or

marketer then prepares an application to the provider for the
selected financial product. Depending upon the financial
product involved, the agent may be required to follow up, for

25 example, by ordering medial reports, medical exams, etc.,
for the provider or underwriter.

Marketing processes such as the ones described above
have been substantially limited in that they require signifi-
cant amounts of the agent's or an agent telemarketer's time

30 and attention. Moreover, the market for these products in
terms of potential clients numbers in the millions per year.
Each client has particularized circumstances and needs, and
these circumstances and needs typically vary over time. The
variety of financial products, even for a given need, is

35 substantial. Considering all of these factors, the volume of
transactions that can be undertaken by a given agent or agent
telemarketer is relatively limited.

Attempts have been made in the past to automate limited
40 portions of the various marketing tasks. It is not uncommon,

for example, for insurance marketing organizations to main-
tain a database of potential clients and related client and
prospective client information. Most insurance marketing
companies also maintain databases of insurance products

45 and related pricing information.
There are some insurance marketing companies, for

example, which use computer software to select a set of
candidate financial products from a larger set of possible
products based upon premium prices. Some of the mass

50 marketing organizations referred to above are examples.
In systems used by several mass marketers selling term

life insurance, usually in conjunction with a telemarketer on
the telephone, for example, the agent or an assistant enters
lead client information into a computer, whereupon the

55 software selects and displays the four or five term insurance
policies offering the desired level of coverage for the lowest
premium cost. The client information, together with the
selected financial product information, then can be used to
prepare introductory materials such as a presentation letter

60 to the potential client, as previously described. The product
selection and presentation letter preparation are done auto-
matically.

Such known automated systems, however, have been
subject to a number of important limitations and drawbacks.

65 For example, they have been limited largely if not entirely
to one of two major types (term of permanent) or product,
i.e., term life insurance. The ability of these software sys-
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tems to select from among alternative financial products has
been extremely primitive. In most instances, the ability of
the system is limited to selections based solely or predomi-
nantly on the insurance premium. They also typically require
the attention of and interaction with the agent or telemar-
keter to gather and input the lead client information, and to
aid in the selection of the most advantageous products for
presentation to the client.

Another important drawback of such known systems is
the limited extent to which they personalize the presentation
letter or other communications. The presentation letter
resulting from such systems usually is a form letter which
merely lists the client information at the top of the letter, lists
the product or products selected, and provides a brief
non-individualized description or explanation of the prod-
uct. The extent to which the communications take into
account the particular circumstances and needs of the indi-
vidual prospective client including individualized explana-
tions necessary to make an informed decision about the
highlighted products, has been extremely limited.

These known systems also are limited in their ability to
process large volumes of prospective client communica-
tions. This is attributable in large part to their requirement
for human input and decision making as a necessary part of
their operation, and because of the relatively unsophisticated
nature of the known systems.

All of these methods and systems have been limited in
that they require a substantial amount of human involve-
ment. This necessitates substantial cost for wages, salaries,
benefits, etc., and it can increase the likelihood of errors.

3. Objects of the Invention
Accordingly, an object of the present invention is to

provide an apparatus and method for transacting financial
product marketing and sales which is capable of being
highly automated.

Another object of the invention is to provide an apparatus
and method for transacting financial product marketing and
sales which is capable of processing relatively large volumes
of client communications efficiently.

Another object of the invention is to provide an apparatus
and method for transacting financial product marketing and
sales which are relatively cost effective compared to prior
approaches.

Another object of the invention is to provide an apparatus
and method for transacting financial product marketing and
sales which are more personalized and individualized to
individual prospective clients relative to prior approaches.

Additional objects and advantages of the invention will be
set forth in the description which follows, and in part will be
apparent from the description, or may be learned by practice
of the invention. The objects and advantages of the invention
may be realized and obtained by means of the instrumen-
talities and combinations pointed out in the appended 55
claims.

SUMMARY OF THE INVENTION

To achieve the foregoing objects, and in accordance with
the purposes of the invention as embodied and broadly
described in this document, an apparatus and method for
transacting financial product marketing and sales is pro-
vided. The apparatus and methods according to the invention
provide a marked departure from known financial product
marketing and sales systems, for example, in that they allow
for the virtually complete automation of the tasks tradition-
ally performed by agents and telemarketers in transacting
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such marketing and sales. Automatically, with little or no
human intervention and with essentially no time delays, they
can analyze and evaluate client information, incorporate
additional information, determine and/or compare client

5 needs with various available financial products to solve
needs, select and/or recommend products most appropriate
for the individual needs of each prospective client, and
prepare personalized and individualized correspondence
specifically tailored for each individual prospect to effec-

10 tively communicate the information to the prospective client
that he or she needs to make an informed buying decision.

The apparatus according to one aspect of the invention
uses client information from a client to automatically select
and present financial products appropriate for the client. The

15 apparatus comprises means for inputting client information
relevant to a need by the client for the financial products, for
inputting information about the financial products, for input-
ting ancillary data which excludes the client information and
the financial products information, and for inputting deci-

20 sion criteria pertaining to selection from among the financial
products. The apparatus further includes means for storing
the client information, the financial products information,
the ancillary information, and the decision criteria. The
apparatus still further includes means for using the client

25 information, the financial products information, the ancillary
information, and the decision criteria to select a subset of the
financial products. It further includes means for preparing a
client communication which identifies the subset of the
financial products. The client communication preparing

30 means incorporates a portion of the client information and a
portion of the financial products information into the client
communication.

The method according to one aspect of the invention also
uses client information from a client to automatically select

35 and present financial products appropriate for the client. The
method comprises inputting client information relevant to a
need by the client for the financial products, inputting
information about the financial products, inputting ancillary
data which excludes the client information and the financial

40 products information, and inputting decision criteria pertain-
ing to selection from among the financial products. The
method also includes storing the client information, the
financial products information, the ancillary information,
and the decision criteria. This method further includes using

45 the client information, the financial products information,
the ancillary information, and the decision criteria to select
a subset of the financial products. It further includes pre-
paring a client communication which identifies the subset of
the financial products. This client communication preparing

50 step includes incorporating a portion of the client inform a-
tion and a portion of the financial products information into
the client communication.

BRIEF DESCRIPTION OF THE DRAWINGS
The accompanying drawings, which are incorporated in

and constitute a part of the specification, illustrate a pres-
ently preferred embodiment and a presently preferred
method of the invention. These drawings, together with the
general description given above and the detailed description

60 of the preferred embodiment and method given below, serve
to explain the principles of the invention.

FIG. 1 is a hardware block diagram of the preferred
embodiment of the invention;

FIG. 2 is a flow chart diagram illustrating the preferred
65 embodiment and method of the invention;

FIG. 3 provides an illustrative main menu for the system
depicted in FIG. 2;
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FIG. 4 is a flow chart diagram illustrating the data input

module of the preferred embodiment and method of the
invention;

FIG. 5 is a flow chart diagram illustrating the Virtual
Agent" module of the preferred embodiment and method
of the invention;

FIG. 6 is a flow chart diagram illustrating a specific
example of the organization and flow of the Virtual Agent"
module specifically pertaining to a individual mortgage life
insurance program;

FIG. 7 is a flow chart diagram illustrating another specific
example of the organization and flow of the Virtual Agent"
module specifically pertaining to a individual mortgage life
insurance program;

FIG. 8 is a flow chart diagram illustrating a specific
example of the organization and flow of the Virtual Agent"
module specifically pertaining to an individual mortgage life
insurance program;

FIG. 9 is a flow chart diagram illustrating a specific
example of the organization and flow of the Virtual Agent"
module specifically pertaining to a basic individual life
insurance program;

FIG. 10 a flow chart diagram illustrating the organization
and flow of the sales presentation and output module of the
preferred embodiment and method as depicted in FIG. 2;

FIG. 11 is a flow chart diagram illustrating the organiza-
tion and flow of the production and scheduling module of the
preferred embodiment and method as depicted in FIG. 2;

FIG. 12 is a flow chart diagram illustrating the organiza-
tion and flow of the sales and financial report and analysis
module of the preferred embodiment and method as depicted
in FIG. 2;

FIG. 13 is a flow chart diagram illustrating the organiza-
tion and flow of the telemarketing module of the preferred
embodiment and method as depicted in FIG. 2; and

FIG. 14 is a flow chart diagram illustrating the organiza-
tion and flow of the automated agency and new business
processing module of the preferred embodiment and method
as depicted in FIG. 2.

DETAILED DESCRIPTION OF IRE
PREFERRED EMBODIMENT AND METHOD

Reference will now be made in detail to the presently
preferred embodiment and method of the invention as illus-
trated in the accompanying drawings, in which like refer-
ence characters designate like or corresponding parts
throughout the drawings.

The presently preferred embodiment of the invention
comprises an apparatus and method for transacting the
marketing and sales of financial products. Financial products
as the term is used in this document refers to insurance
products such as individual life insurance of all types, tax
deferred annuities of all types, health insurance of all types, 55
and the like. Financial products, however, also may include
other forms of financial instruments.

For purposes of illustration and not by way of limitation,
the financial products discussed in this document in con-
nection with the preferred embodiment and preferred
method comprise individual insurance products, such as
individual life insurance and health insurance. Examples of
life insurance would include individual term and permanent
life insurance instruments such as whole life, universal life,
level and decreasing term life insurance, and the like. It is to 65

be understood, however, that the invention is not necessarily
limited to these products.
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A presently preferred embodiment of the apparatus
according to the invention is illustrated in FIG. 1. This
embodiment comprises a computer system using a net-
worked client-server database system architecture with a

5 number of computer nodes or computer workstations. A
network server 10 is shown in FIG. 1. Computer workstation
nodes would be very similarly configured. In addition to the
server and workstation nodes, system nodes also may
include output devices, such as laser printers (not shown).

10 Each of the individual computer workstations or nodes
within the system includes a processor 12, a display 14, a
keyboard 16, a mouse 22, light pen, or similar pointing
device 18, a modem 20, a tape drive 22, and a bar code
reader 24.

The processor of each computer node (server or
workstation) includes a central processing unit (CPU) 26,
random access memory (RAM) 28, and at least one mass
storage device 30. The design and configuration of CPU 26
is not limiting, and may include any of the CPU designs sold

20 as standard components with high-end IBM-compatible
personal computers or business machines. Such processors
include Pentium" processors from Intel Corp., Santa Clara,
Calif., Power PC processors from IBM Corp., and their
substantial equivalents, preferably with at least 16 mega-

25 bytes of RAM and a hard drive with at least about 500
megabytes of storage capacity. The capability and speed of
CPU 26 will depend upon the specific application to which
the apparatus is to be put, the volume of data to be handled,
etc. In the preferred embodiment of FIG. 1, the CPU of the

30 principal server comprises a 100 MHz Pentium-based pro-
cessor with 32 megabytes of RAM and a 2 gigabyte hard
drive. The CPUs of the network workstations comprise 90 to
100 MHz Pentium-based processors with at least about 16
MHz of RAM and at least about 500 megabytes of hard disk

35 storage capacity.
Display 14 should be compatible with the processor, and

preferably should have a resolution of at least about 800x
600 pixels. Other than these requirements, many
commercially-available Super VGA monitors would suffice.

40
Keyboard 16 is a standard IBM PC-compatible keyboard

which is compatible with the processors. Keyboard 16
comprises a means for the system user to selectively input
information, decisional criteria, module instructions, and the

45 like into the system where manual input is called for.
The mouse, light pen, track ball or similar pointing device

18 is used to navigate the graphical user interface of the
system, which is designed to increase the ease of use of the
system, as will be described more fully below. It also

50 comprises means for inputting information into the system,
particularly where graphical interface environments are used
in implementation. These devices may be obtained from
commercially-available sources as off-the-shelf compo-
nents.

Modem 20 is used for communicating with computer
systems remotely from processor. The design of modem 20
also is not limiting, and its specific design will depend upon
the design of processor, the design and configuration of the
computer or computers to be communicated with, and

60 similar generally known factors in a given application. In the
preferred embodiment of FIG. 1, modem 20 comprises a
28.8 baud modem which is compatible with processor 12,
such as the Model Sportster 28.8, commercially available
from U.S. Robotics Inc.

Tape drive 22 is optional, but may be used for inputting
bulk files and lists, as described in greater detail below. The
specific design and configuration of tape drive 22 also will

15
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depend to a large extent on the design and configuration of
other system components, and on the particulars of the
application. In the preferred embodiment of FIG. 1, tape
drive 22 comprises a high-capacity digital tape device which
may be obtained as an off-the-shelf component from com- 5

mercial suppliers.
Bar code readers may be used to speed manual input of

data and also to record responses and other correspondence
from prospective clients. They should be industry-standard
readers capable of reading the major bar code formats, such 10

as Code-39 bar codes, and inputting the scanned information
to processor 12. An optical scanner also may be provided as
an optional input device, as described in greater detail below.

In accordance with the preferred embodiment and the
preferred method of the invention, processor 12 has resident 15

within its memory system computer software, a flow dia-
gram of which is shown in FIG. 2. The software has a "core"
system for transacting financial product marketing, and an
"administrative and support" system for supporting the core
system, facilitating the marketing program, providing 20

administrative and management reports and functions, and
preferring other tasks. The core system includes a plurality
of modules, including a data input module, a database
module, a Virtual Agenr.P' module, and a sales presentation
and output module. The administrative and support system 25

includes a production and scheduling module, a sales and
financial report and analysis module, a telemarketing
module, a communications interface module, and an auto-
mated agency and new business processing module. Each of
these systems and modules will be described in greater detail 30

below.

The Data Input Module

The data input module performs tasks related to inputting
prospective client information into the system. The types of
prospective client information to be inputted will vary,
depending, for example, on the types of plans and products
involved, the types of prospective client information
available, etc. Typical examples for individual life insurance
might include the prospective clients name, address includ-
ing zip code, age, and whether he or she smokes. Where
individual mortgage life insurance is involved, the available,
prospective client information may include only name or
names on the mortgage loan, address, mortgage date, and
mortgage amount.

Product-related information also would be entered into
the system. Examples of this type of data or information
would include product-related descriptions, issue
constraints, product prices, etc. Ancillary data also may be
entered into the system using the input module. Such ancil-
lary data would include virtually any type of data or infor-
mation useful for the system in performing its intended
function, but by definition excluding client information
about specific clients and product-related information about
products potentially presentable by the system. Examples of
such ancillary data or information would include statistical
information, geo-code data, and the like.

The means of inputting may vary depending on the format
in which the information is available. With reference to FIG.
1, for example, information may be directly entered using
keyboard 16. Diskette drives (not shown), for example, as
would come as standard equipment with the types of pro-
cessors noted above also may be used. In some instances,
bulk lists of client records may be available by tape, in which 65

case in which case tape drive 22 may be used. Some records
are available on non-resident databases. This is increasingly

8
the case as online networks such as the Internet gain
widespread use and acceptance. In such instances, prospec-
tive client information may be received via modem 20.

In accordance with the preferred embodiment and
method, an example of a main menu for the system is shown
in FIG. 3. This menu includes a plurality of buttons corre-
sponding to the modules of the system as depicted in FIG.
2.

An example of the organization and task flow of the data
input module shown in FIG. 4. As noted above, data may be
entered manually or automatically. For example, informa-
tion may be entered using scanning technologies. For
example, bar codes may be used on advertisements, infor-
mation cards and other documentation. Scanners such as
those commercially available for use with processor 12 may
be used to read the bar-coded information. Similarly, an
optical scanner may be used to scan an entire page or
document, and standard image processing software may be
used to read information from the scanned client information
from the scanned input.

The invention is not, however, limited to these input
modes, and others may be used. For example, as voice
recognition technology develops, there very well may be the
ability to input client information merely by voicing that
information into a voice recognition device, which would
translate the voice information into digital client data.

The task of automatically or semi-automatically perform-
ing the functions of an agent in marketing and selling
financial products generally will require that the system
receive or gather on its own essentially the same client
information that would be made available to an agent. For a
given potential client, the system is adapted to retrieve client
information and, depending upon the circumstances, other
information as well. Inherent advantages of using an auto-

35 mated environment to undertake these tasks is the tremen-
dous speed with which computers can retrieve, process and
store large volumes of information.

The data input module of this embodiment and method
inputs data into the system from one or more of the input

40 devices for the system, such as modem 20, tape drive 22, or
bar code reader 24. The details of the data input module will
depend to a certain extent upon the type of data to be
inputted. For example, input data for a set of potential
mortgage insurance clients might include the mortgagee's

45 name, the address of the mortgaged property, and the amount
of the mortgage. Input data for potential life insurance
clients might include the name, address, age, and marital
status of each potential client.

With further reference to FIG. 4, as data is imputted, the
50 data input module stores it in a temporary storage area

within processor 12. If necessary or appropriate, the data is
converted to a format compatible with the system. For
example, as is known in the database arts, it is sometimes
necessary to import or export files to convert one database

55 format to a pre-defined database structure. In this
embodiment, the data input module also may tag and iden-
tify client records as they are inputted, and perform general
and routine "house keeping" tasks on the data. Once these
tasks have been performed by the data input module, the

60 properly-formatted client information is transferred to the
database module. In the preferred embodiment, the database
module comprises a relational database essentially equiva-
lent to commercially-available database packages.

The Database Module
The database module stores client information for general

use by the system, as explained more fully below. The
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database stores client information so that each client is
represented by a record in the database, and the various
items of information pertaining to a given client are con-
tained within fields under the record for that client.
Examples of the structure and contents of a client database
for life insurance, for example, may include the following
fields:

Name
Address (including zip code)
Age
Tobacco user v. non-tobacco user
Marital Status
General Health

The contents of a representative client database record for
marketing of individual mortgage life insurance may include
the following:

Borrower Co-Borrower

Name
Address
(including zip code)
Age
Tobacco user v. non-tobacco user
Marital Status
General Health

Name
Address
(including zip code)
Age
Tobacco user v. non-tobacco user
Marital Status
General Health

The database module also includes information other than
client information. For example, this module typically
would include a listing of the financial products. This
information typically would include not only the identifica-
tion of the product, but information about pricing and "issue
constraints" for the product. Issue constraints as used here
refers to limitations on the availability of the product, e.g.,
age range constraints, amount constraints, and so forth. The
product-related database also may include descriptions and
explanations of the products. This will be explained in
greater detail in connection with the sales presentation and
output module.

The Virtual AgentTM Module

The Virtual Agent P' module uses client information and
its own decision logic as described more fully below to
select the plan or plans and the financial product or products
which best meet a specified set of decision criteria. The
Virtual Agent'?' module embodiment and method also are
designed to perform many of the analytical and decision
making tasks that would normally be performed by an agent.
This would include, for example, but is not limited to
analyzing the particular financial product needs,
circumstances, and demographics of each client, analyzing a
variety of plans and financial products which are calculated
to meet the needs of the client, and applying decision
making criteria to select from among those plans and 55
products the ones most suitable for the client based on the
decision making criteria. Within these general guidelines,
however, the Virtual Agent'?' module provides tremendous
flexibility. It may be adapted, for example, to handle a wide
variety of classes of financial products, such as term life
insurance, permanent life insurance, combinations of term
and permanent life insurance, health insurances, disability
insurances, long term care insurances, and the like. The
Virtual Agent'?' module can accommodate any type of client
information that can be incorporated into the client database.
In addition, the Virtual Agent'?' module has great flexibility
in the specific analytical and decision making methods and
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procedures used. Specific yet merely illustrative examples
are provided below.

A flow chart depicting the general organization and logic
flow of the Virtual Agenr.P' module for the preferred

5 embodiment and method is presented in FIG. 5. Note,
however, that steps D through I of FIG. 5 need not neces-
sarily be carried out in the order shown. The Virtual Agent'?'
module flow process retrieves or otherwise receives client
information from the database module and from other areas

10 of the system. The Virtual Agent'?' module is described
herein as processing data files sequentially, one record at a
time. This is not necessarily limiting. For example, the
Virtual Agent P' module may be configured so that it pro-
cesses more than one record at a time through such generally

15 known approaches as multi-tasking or parallel processing.
The type of information retrieved by the Virtual Agent'?'

module will depend upon the type of analysis under
consideration, and for which the system has been adapted.
Illustrative examples of such input data is described above

20 with reference to the data input module.
In Step B of Virtual Agent'?' module processing accord-

ing to this embodiment and method, the Virtual Agent'?'
module retrieves the set of analysis instructions and decision
making criteria to be used in processing the retrieved set of

25 client records. Examples of these analytical instructions and
decision making criteria will be presented below.

In Step C of Virtual Agent'?' module processing accord-
ing to this embodiment and method, the Virtual Agent'?'

30 module retrieves or otherwise receives a set of client records
from the client database. Depending on the particular
application, the Virtual Agent P' module may undertake
some pre-sorting or other manipulation of the client infor-
mation prior to the principal analysis of it. For example,

35 there may be categories or items of information within a
given a client record that are not utilized in the analysis and
decision making procedures to be undertaken by the Virtual
Agent'?' module in that application. Therefore, it may be
appropriate to modify the retrieved client records to elimi-

40 nate such categories or items before further processing in
undertaken in the Virtual Agent'?' module.

In Step D of Virtual Agent P' module processing accord-
ing to this embodiment and method, the module identifies,
evaluates and analyzes the needs of the client among other

45 reasons for planes) and product(s) selection of a given type.
For example, in the context of individual mortgage life
insurance, the client would want to payoff the loan in the
event of the mortgagee's death.

In Step E of Virtual Agent'?' module, the module analyzes
50 the client information for that record, including demo-

graphic information.
In Step F of Virtual Agent'?' module processing, the

module uses the analyzed client information and applies it
against the decision making criteria.

To illustrate the types of decision making procedures and
criteria which may be embodied in the Virtual Agent'?'
module, we will continue to use the example of individual
mortgage life insurance. Pursuant to the example, assume
that each client record includes the address of the property

60 subject to the mortgage, the amount of the mortgage, the
monthly mortgage payments and the following information
for each borrower and co-borrower: Name, age, and gender.
As part of the analytical and decision making criteria
information retrieved by the Virtual Agent P' module, a set

65 of scenarios are provided for characterizing the client and
the surrounding circumstances. Illustrative examples of the
scenarios would include the following:
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Scenario 1: Single individual borrower.
Scenario 2: Two borrowers of different gender, which may

include a husband and wife, business partners, etc.
Scenario 3: Two borrowers of the same gender, which

may include a parent and child, siblings, business
partners, gay partners, etc.

As part of the retrieved decision making criteria, the Virtual
Agent" module would retrieve the information depicted
graphically in FIGS. 6-8. If the client record under consid-
eration reflected a single borrower, the Virtual Agent"
module would employ the decision making criteria reflected
in FIG. 6. According to those criteria, the Virtual Agent"
module would determine which of three mutually exclusive
categories the mortgage falls based on the loan amount. In
this example, loan amounts of at least $10,000 but less than
$50,000 would fall into category A. Loan amounts of at least
fifty thousand dollars but less than one hundred thousand
dollars would fall into category B, whereas loan amounts of
at least one hundred thousand dollars would fall into cat-
egory C. At a second level of decision making, the age of the 20

borrower would be considered. For borrowers in category A
between the ages of twenty (20) and sixty-five (65), the
Virtual Agent" module would select product package num-
ber I (PI), which includes three alternative plans, i.e., plan
A, plan B, or plan C, as described in the box for package PI
in FIG. 6. Note that for any age or mortgage loan amounts
outside the ranges indicated in FIG. 6. No proposal would be
made because of issue constraints.

To the extent the client record falls into category B based
on loan amount, the agent borrower similarly would be used
to further categorize the record. In this illustrative example,
category is segregated into two age categories, i.e., BI and
B2. Category BI includes borrower of at least twenty (20)
but less and fifty (50). Category B2 includes ages greater
than fifty (50) but less than sixty-five (69). Those records
qualifying under category BI would result in the proposal of
a package P2. This package P2 would include three optional
proposals, as described in the box for package P2 in FIG. 6.

For category B2, a package P3 would be proposed.
Package P3 similarly includes three optional plans, as
described in the box for package P3 in FIG. 6.

For those records falling within category C, i.e., involving
loan amounts of at least $100,000, package P3 would be
proposed.

Also under Step F of FIG. 5, the Virtual Agent" module
would analyze each client record to recognize scenario #2,
i.e., two borrowers of different gender. The decision making
criteria and processing undertaken for records qualifying
under scenario #2 is depicted in FIG. 7. Processing under
this scenario would be very similar to that described above
with regard to FIG. 6. At the initial level, each record would
be categorized based on loan amount. Segregation at a
second level would occur based on age of the first or
principal borrowers.

Similarly to FIG. 6, those clients qualifying under sce-
nario #2 and falling within category Al would be proposed
a package PI which includes three optional plans, i.e., A, B
and C. A package P2 would be proposed to those clients
qualifying under category BI in FIG. 7. For those clients
qualifying under category B2, a package P3 would be
proposed. For those clients qualifying under category B3 of
FIG. 7, a package P4 would be proposed. For clients
qualifying under category CI, package P5 would be pro-
posed. For those clients qualifying under category C2, a
package P6 would be proposed.

Where the client record indicates there are two borrowers
of the same gender, scenario #3 would be implicated. The
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decision making criteria and processing for this illustrative
example is shown in FIG. 8, which follows the same logic
and processing of FIGS. 6 and 7. In Step F of the Virtual
Agent" module flow depicted in FIG. 5, the module decides

5 on the number and types of plans to be proposed to the
client. This decision is based upon the insurance needs of the
clients as identified in Step D above, on the client inform a-
tion in the client record, and possibly on other information
such as demographic information, geo-coding information,

10 etc. This step involves making an informed intelligent
decision regarding the possible solution or solutions to the
product needs of the client. Factors which may be consid-
ered by the module in this selection process may include the
client demographic information (e.g. age, gender, tobacco

15 usage, and occupation), mortgage information, financial
information such as income, marital information, existing
policy information, family-related information, and other
factors selected by the system user and incorporated into the
Virtual Agent" module decision making criteria.

In Step G of the Virtual Agent" module flow of FIG. 5,
the module selects the product or products which satisfy the
decision making criteria being employed in the module.
Under this Step G, the Virtual Agent" module draws from
the available product pool the most appropriate product to fit

25 each plan selected as a candidate in Step F. Preferably the
Virtual Agent" module has the ability to select from a large
number of products and product providers. In performing
this Step G the Virtual Agent" module may take into
consideration factors such as the premium for the product,

30 the compensation paid to the system user or other provider
including primary and secondary compensation, legal
issues, underwriting requirements, demographic informa-
tion pertaining to the client, and the net cost of premiums
over a specified period of time. As to legal issues, all local,

35 state, and federal laws regarding insurance sales, for
example, and additional constraints imposed by product
providers may be considered.

In this illustrative example, two methodologies may be
employed for selecting the product, i.e., a product and/or

40 product provider-specific methodology and a "best policy"
analysis methodology. Both of these methodologies taken to
account the information from Steps D, E, and F. The first
methodology considers each of the various factors which
may be used to evaluate the attractiveness of that product for

45 the particular client. Such factors considered by the Virtual
Agent" module may include the premiums, issue
constraints, compensation paid to the system user, product
provider, etc., and underwriting requirement.

The "best policy" methodology evaluates and analyzes a
50 potentially large number of product providers and products

which best meet a specified set of criteria, for example, by
picking the product having the lowest premium for the
client.

In Step I of Virtual Agent" module processing according
55 to this embodiment and method, the module analyzes the

past or current performance on a real-time basis of various
sale programs. It identifies on a real-time basis who is
buying on any geographic or any demographic basis. This
step involves determining what the individual client is most

60 likely to buy, making the end users aware of that fact,
recommending changes, and if given permission, or if
appropriately coded, automatically implementing the
changes, which may occur even during the running of the
module.

To better illustrate the organization, operation and flow of
the Virtual Agent" module, another example, i.e., one
involving the logic associated with the marketing of life

65
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insurance, will now be explained with reference to FIG. 9.
Step C, D, E, ... of FIG. 9 correspond to Steps C, D,
E, ... respectively, of FIG. 5. In Step C, the Virtual Agent"
module retrieves a client record for analysis.

In Step D, the module identifies the insurance need for the
client, e.g., to replace lost income.

In Step E, the module analyzes and evaluates client
information for this client, including all pertinent client
demographics available to the system. The system also may
retrieve and use additional demographic data, for example 10

from a geo-coding module.
The database module of this preferred embodiment

includes a geo-coding module which includes geo-coding
data. This geo-coding data can be organized by zip code and
includes statistical information regarding location, average 15

income, average education, average property values and the
like within that zip code area. It can obtain in real-time any
field of demographic information for use contained within
the United States census.

In this illustrative example shown in FIG. 9, Step F 20
involves segregating client records by annual income. For
client records reflecting an annual income of less than one
hundred thousand dollars, processing continues along a path
FI. For client records reflecting an annual income of at least
one hundred thousand dollars, processing proceeds along a 25
path F2.

In Step G of FIG. 9, clients falling under category FI are
offered two optional term insurance plans, depending on the
age of the client. For those clients having an income of less
than $100,000 (path FI), two term insurance plans would be 30

proposed, but specifically which two would depend upon the
age of the client. For clients at least twenty (20) years old but
younger than fifty (50) years, their choices would include a
15 year term policy and a 20 year term policy. For clients
aged at least fifty (50) but less than sixty, the choices would 35
include a 10 year term policy and a 15 year term policy. For
clients older than sixty (60) but not over sixty-nine (69), the
two choices would include a 5 year term policy and a 10 year
term policy. In each of these instances, three separate
coverage amounts for each of the two policies proposed 40

would be presented.
In this illustrative example, the system user may select

between an Option A and an Option B. Under Option A, only
specified products and/or specific product providers may be
considered. Under Option B, a variety of products and 45

product providers may be considered in selecting the appro-
priate plans and products for selection.

In Step H of the Virtual Agent" module flow of FIG. 5,
the module selects a specific amount or amounts of coverage
to propose under each plan. This decision is based on the 50

information as compile in Step D, E, F and G as described
above.

These three coverage amounts are determined by multi-
plying the annual income by a multiplier and rounding (e.g.,
to the nearest $5,000 or $10,000). The multiplier for path FI 55
would be 1.0, 2.5 and 5.0 for plan A, Band C, respectively.

For those clients have annual incomes in excess of at least
one hundred thousand dollars (path F2), the Virtual Agent"
module optionally proposes two term insurance plans and
one cash value insurance plan. The specific plan again 60
depend on the age of the client among other things. For
clients at least twenty (20) but less than fifty (50) years old,
the choices include a twenty year term policy, a 15 year term
policy, and a universal life policy. For clients at least fifty
(50) but no more than sixty (60), the choices include a 10 65
year term policy, a fifteen year term policy, and a universal
life policy. For clients older than sixty (60) but less than
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sixty-nine (69), the choices proposed are a 5 year term
policy, a 10 year term policy, and a universal life policy. In
this example the Virtual Agent" module also selects an
amount of coverage based on income. Specifically, five

5 alternative levels of coverage are proposed corresponding to
annual income multipliers of 1.0, 2.5 and 5.0 respectively.

Sales Presentation and Output Module

The sales presentation and output module ("output
module") uses the information obtained from the Virtual
Agent" module and optionally from other sources to
generate, design, individualize and particularize all of the
client communications. Presentation letters, followup
letters, and reminders would be examples of such client
communications. The output module automatically prepares
and outputs a client communication, for example, in a form
of a presentation letter, which provides information suffi-
cient to enable the client to make informed, intelligent
decision regarding the purchase of the plans or products
selected by the Virtual Agent" module. The Virtual
Agent" module creates these client communications in a
manner using a format which personalizes and individual-
izes the information presented to the client.

This output module does not merely insert client infor-
mation in the header of the client communication, nor does
it merely import product information from the generic
product information directly from the product-related data-
base into the communication. The output module instead
selectively uses substantial portions of client information,
product information, and in many instances other informa-
tion as well to generate a particularized communication
tailored to the particular client for whom the communication
is to be sent.

Client communications generation involves organizing,
formatting and outputting client communications using
information received generally from the Virtual Agent"
module. As explained, the Virtual Agent" module uses
client information, information about available financial
products, and perhaps other available information to recom-
mend products, plans, and the like specifically tailored to
each client. The output module allows the system user to
define a particularized communication format for classes of
customers, such as for potential individual mortgage insur-
ance clients. It then generates highly individualized com-
munications specifically tailored to present that client with
individualized plan and product presentations, reminders,
followup, etc.

The output module is adapted to present its output in a
variety of forms. For example, the output can be displayed
on display 14 for visual inspection by the system user, client,
etc. The output also may be in the form of a printed letter or
document using a printer such as a laser printer. It may be
in the form of an automated document or data file or both,
and it also may be in a form suitable for transmission, for
example, over modem 20 or to a network with or without
simultaneous video conferencing.

The particular format of client communication outputs
will depend upon the specific circumstances, such as client
demographics, plans and products offered, and marketing
objectives of the particular application. An Example of a
presentation letter prepared using the preferred system and
method and employing the individual mortgage life insur-
ance program outlined using a procedure essentially as
described above with respect to FIGS. 6-8 is attached as
Appendix 1. An example of a presentation letter prepared
using the preferred system and method and employing the
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individual life insurance program outlined using the proce-
dure essentially as discussed above with respect to FIG. 9 is
attached as Appendix 2.

FIG. 10 presents an illustrative flow chart diagram of the
logic flow of the output module for the preferred embodi- 5

ment and the preferred method. In Step A of FIG. 10, the
output module retrieves work to be performed from other
parts of the system. For example, after a set of records has
been processed with the Virtual Agent"?' module as
described above, the output module would retrieve those 10

files and store them in temporary memory locations so that
a presentation letter, for example, can be prepared for each
client record.

As part of Step A, the output module retrieves instructions
which would be used in preparing the presentation letter or 15

other communications output. The specific nature and con-
tent of these instructions will depend upon the specific type
of presentation to be made and the specific format for the
presentation. The specific examples to be presented below
also provide a description and explanation of the types of the 20

instructions used by the output module in preparing com-
munications.

In Step B of FIG. 10, client files are grouped by user, or
by the sales program to be used, or by other criteria specified
by the system user. Grouping criteria preferably would be
selected by the system user during a setup phase, and would
remain unchanged indefinitely until a different set of group-
ing criteria is desired.

The processing of a set of client records to generate and
output a corresponding set of presentation letters or other
communications primarily takes place between Step C and
F of FIG. 10. More specifically in Step C the output module
receives a client record for processing. In Step D, the output
module analyzes and evaluates the client information from
the client record, the corresponding output from the Virtual
Agent P' module for that client record, and other data or
information needed to construct the communication. Other
forms of data or information which might be retrieved at this
point could include geo-coding data, demographic data, and
the like.

In Step E, the output module uses the instructions for
preparation of the communication, together with the data
and information from Step D, to prepare the presentation or
other communication. The specific manner in which the
instructions and the information are used to construct the
presentation will vary depending upon the application, the
specification of the system user and other factors. To better
understand and appreciate this aspect of the invention,
however, we will refer to the presentation letter attached
hereto as Appendix 1, which is a sample presentation letter
presenting individual mortgage life insurance.

The sample presentation format used for this letter
includes eight sections. Each section mayor may not use
information variables and insertion logic to construct the
text or presentation of the section, and decisional logic may
or may not be employed to determine what if any states the
variable is to assume. In other words, the instructions and/or
decision logic may be employed in various places through-
out a section and throughout the entire communication to
adapt the communication to the particular circumstances of
the client. The following discussion will provide more
concrete examples of these features.

The output module may include anyone or any combi-
nation of at least four types of logic or variables, including
(1) customer information logic, (2) words/paragraphs/
sentence logic, (3) product/plan/amount of coverage/

5,987,434
16

payment mode/underwriting logic, and (4) pncmg logic.
Logic or variable, as referred to herein, may involve the
placement of a particular word, number, phase, or item of
information in a particular place within the communication.
Insertion of such items within a blank space in a sentence
would be an example. Customer information logic refers to
the place of the selective placement of client information in
a particular location, blank space, or gap in a communica-
tion. Words/Paragraphs/Sentence Logic ("Word Logic")
refers to the insertion of Words, Paragraphs, Sentence etc.
other than client information, product type and related
information and pricing information, which is selectively
placed in a specific location, blank space or gap in the
communication. Products/Plans/Amount of Coverage/
Payment Mode/Underwriting Logic ("Product Logic")
refers to information pertaining to any of these topics, which
is to be placed in particular location, blank space or gap in
the communication. Pricing Logic refers to pricing infor-
mation that refers to the product, which is to be positioned
in a particular location, blank space or gap in the document.

The purpose and function of each of the illustrative
sections as created by the output module will now be
outlined and discussed.

Section 1 describes the "need" for the proposed product
25 and why the proposal or offer is being made to the client. In

the individual mortgage life insurance application, the need
is straightforward, i.e., to provide funds to pay the mortgage
or liquidate it upon the death of the mortgagee so the family
may retain ownership of the home without the burden of a

30 mortgage. In the individual life insurance application, the
need may be less apparent because there are so many
individual uses of the product, a prime example of which is
replacement of lost income.

35 In terms of variables, in this section, for example, the
client name, address, the loan number and the loan amount
constitute customer information logic gleamed from the
client record. The entry at the top of the letter at "Co-
Mortgager" as well as the name of the company of the third

40 paragraph of the letter constitute word logic. The mortgage
loan amount in the fourth paragraph of the letter again
constitutes customer information logic.

Section 2 of the sample form presentation output presents
proposed solutions to the need. This usually involves iden-

45 tifying and presenting alternative planes) or financial product
(s) to meet the need, and factors such as the provider,
coverage and price particular to each plan and product.
Referring again to Appendix 1, most of section 2 comprises
product logic and pricing logic. The boxed portion in which

50 the client may select the desired plan also includes product
logic, for example, in that not all product proposals will
include the same plans as has been demonstrated in the
examples shown above. Much of the information presented
in the footnote supplementing the product presentation

55 involves word logic, but customer logic (e.g., personal
information about the client), product logic, and pricing
logic also appear in this footnote material. The footnotes
both front and back are highly individualized throughout.

In the case of individual life insurance, the proposed plans
60 may include various plans which include term insurance

products, and permanent insurance plans such as whole life,
universal life, and the like.

Section 3 of the sample presentation format of Appendix
1 explains the various products selected by the Virtual

65 Agent'?' module for presentation to the client in this pre-
sentation. This section may include word logic and product
logic, for example, in that is may provide alternative
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descriptions, explanations, even different tone of writing
depending on such things as the age of the client.

Section 4 of the sample presentation format of Appendix
1 explains each plan utilized and selected by the Virtual
Agent" module. This section typically would include word
logic and product logic in that the description would change
for the various products and classes of the various plans and
products. The description of plans will vary with the plans
selected. In addition, for a given plan the explanation may
change to more particularly addressed a given client or class 10

of clients. For example, the explanation provided to a client
in the twenty (20) to forty (40) year old category may differ
from the explanation from for the same product provided to
a client in the sixty-five (65) to sixty-nine (69) year old
range. Similarly, the explanation for a single male may differ
for a given product from the explanation provided for the
same products to a married couple.

Incidentally, the location of the various sections as
described herein would not necessarily appear sequentially,
e.g., section 1, 2, 3, .... The order may be changed or mixed, 20

and information from one section may be intermingled or
interposed with information from another section or sec-
tions. Sections and what is contained therein also may be
subject to change frequently.

Section 5 of the sample presentation format explains to 25

the client if there are requirements to qualify for a particular
plan presented, if any. These requirements will be listed in
this section 5 (if the plan requires such based on among other
things, amount of insurance, age, etc.) if it is necessary to
qualify with more than just the standard application pre- 30

sen ted to the client. Much of the logic here centers around
Plan/Product/Amount of Coverage/Underwriting Logic,
etc., and word and client information logic.

Section 6 of the sample presentation format explains in 35
clear, concise and individualized terms how to obtain the
coverage. This section typically will include customer logic
in personalizing the presentation, e.g., by inserting the
client's name in various places in the text, and product logic
in explaining the requirements specific to a particular 40
product( s).

Section 7 of the sample presentation format presents, in
question and answer format, for example, important infor-
mation and commonly asked questions regarding the plans
and products shown in the presentation. This section typi- 45
cally would include word logic, e.g., to refer to the system
user or product marketer. It also may include customer
information logic, e.g., to refer to specific circumstances
which the customer may encounter.

Section 8 of the sample presentation format is variable in 50
nature, and may be customized for a given application,
product set, system user, etc. It may, for example, provide
information on how to obtain additional information, help
with application forms, additional price quotes, etc. Given
its customized format it may include any of the logic forms 55
as variables.

Through designation by the system user in interaction
with the system, the output module creates the format to be
used, the specific information to be included within the
format, and the specific locations in the output format where 60
the specific items of information will be used. It also formats
all sections to be easy to read and highly organized, no
matter what amount of information is contained in the
output.

In accordance with the preferred method, all sales pre- 65
sentation output sent to the client is accompanied by an
application for the financial product, together with an enve-
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lope or other means to facilitate return. For example, pre-
sentation letters would be accompanied by a application for
the products presented therein with a return envelope. This
also could include electronic communication forms, such as

5 by return e-mail, etc. This effectively results in a one-step
sales process for any or all sales programs and products
marketed by the system.

The Administrative and Support System

Turning now to the administrative and support system as
illustrated in FIG. 2, the various modules of this system are
intended to provide support functions for the Core System
modules. In addition, they include management and admin-
istrative support modules to aid management in the system,

15 including operation of the core system, scheduling of
follow-ups, future communications, etc., with little or no
need for human involvement.

The Production and Scheduling Module

The production and scheduling module automates sched-
uling of marketing sales, preparing budgets, and the like. A
flow diagram outlining the logical organization and flow of
the production and scheduling module as shown in FIG. 11.

In Step A of FIG. 11, the production and scheduling
module accepts, stores and allows for future modification
instructions for system user(s), and for all sales programs for
which the system user will utilize the system. Future add-on
sales programs can be easily accepted.

As shown in Step B of FIG. 11, the production and
scheduling module analyzes and evaluates the jobs which
are to be performed by the system. This is done on a daily
basis. With this information as an input, the production and
scheduling module schedules operation of the core system
and instructs the system to operate accordingly, as indicated
in Step C. In the course of this scheduling and the
instruction, the production and scheduling module operates
according to a set of predetermined criteria to determine the
ordering and scheduling of the system operation and job
performance.

As jobs are completed, the scheduling module causes that
fact to be recorded in each of the client records for which
processing has been successfully completed. This is indi-
cated in Step E of FIG. 11.

As an administrative support role, the production and
scheduling module is capable of generating hard copy,
readable, production reports, e.g., on a daily basis, as
indicated in Step F. of FIG. 11. Production reports may be
useful for system users and operators, for example, for
allocating and providing sufficient supplies, paper, toner, etc.
The system also is capable of generating management
reports which can aid management in activity planning,
resource allocation, budgeting, etc.

The production and scheduling module also is useful for
automatically following up on pre-defined activities. A key
attribute of the production and scheduling module is it's
ability to remember a virtually unlimited number of users
and user sales program(s) and implement a virtually unlim-
ited number of instructions for the system to begin work at
any point in the future.

The Sales and Financial Report And Analysis
Module

The sales & financial report and analysis module ("sides
module") assembles, calculates and outputs sales, test,
financial and projected earnings reports. This can be done on
a real-time basis with the preferred embodiment and
method.
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A flow chart which illustrates the organization and flow of

the sales and financial report and analysis module is shown
in FIG. 12. As shown in that illustrative diagram, Step A
involves receiving sales information based on sales of
financial products actually made. In Step B, these sales
results are inputted into the system, manually, by scanning,
or by other methods described above which regard to the
data input module. In Step C of FIG. 12, these results are
stored and organized in a sales database resident in the
database module.

The sales report module analyzes and evaluates this sales
data, e.g., by segregating and compiling it in formats and
statistical summaries useful in management. Once
calculated, compiled, etc., the data may be incorporated into
and reported as sales reports, as reflected in Step E of FIG.
12. These reports may be cumulative in nature or they may
be non-cumulative, essentially reflecting snapshots in time.
The reports also may be interactive or non-interactive,
depending on the format selected, the output mode, etc. The
reports may be provided to system users, management, etc.
These reports also may be used in digital or automated form
to interact automatically with other modules of the system,
for example, the Virtual Agent" module.

The sales reports may compile such information as sales
demographics, penetration, etc. They may reflect such sta-
tistics on several basics, such as sales submitted, the number
of sales actually placed, as policies and the number of sales
which resulted in falloff (for which no policy was issued or
taken).

The sales module also is adapted to generate financial
reports. These financial reports also may reflect sales on a
submitted, placed, and or falloff basis. They may be incor-
porated with other data to reflect actual and/or projected
earnings reports, commission reports, and the like.

The Telemarketing Module

The system also supports a telemarketing function using
the telemarketing module. An illustrative flow chart which
outlines the organization and flow of the telemarketing
module is shown in FIG. 13. In accordance with that flow
chart, the operator would log on to the system and thereby
gain access to it. Communications between the operator and
clients would take place, for example, through inbound or
outbound calls. For existing clients for whom a client record 45
exists in the client database, that record would be retrieved
and edited appropriately. Where no client record exists, a
new one would be created as reflected in FIG. 13. In both
instances, information would be entered into the system so
that the client record reflects the appropriate client informa - 50
tion. When this task is complete, the call is disconnected. At
this stage, the operator may instruct the system, e.g., to
schedule an input the client record for processing in the core
system to generate a presentation letter. To create a record of
the communication the operator would complete the com- 55

pliance note pad to reflect the conversation and the events
which occurred during it.

The Automated Agency And New Business Module

This "new business" module supports the processing for
new business. The automated agency portion of this module
supports the future policy holder service and insurance
needs of the client automatically. A flow chart reflecting the
organization and logic of this module is shown in FIG. 14.

Referring to FIG. 14, as sales are made the sales infor- 65
mation is received by the system user. The sale results are
inputted, for example, by scanning, or by other input means,
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e.g., as disclosed in the discussion of the data input module.
As new sales are made a corresponding client record is
created in this module. The module automatically creates a
"thank you" notification, which is particularized for that

5 particular client. It confirms the products that have been
purchased and the corresponding coverage. The
automatically-generated communications also lists any out-
standing requirements the client needs to execute to obtain
product.

In addition to generating a confirming notice to the client,
the system also manages the tasks, if any which correspond
with sales and new business. As reflected in FIG. 14, such
followup tasks may include sending submission materials to
the product provider, processing the new business, e.g., from

15 an accounting perspective, attending to function relating to
issuance of the policy, placement functions, etc. Client
records and other system files are updated as appropriate to
reflect the sales, the correspondence of the client, etc.

In performing these tasks, it may be necessary in some
20 instances to undertake additional communications, which

may implicate the communications and interface module.
These communications may be required, for example, to
order medical examinations, to order attending physician
statements, and to obtain all other information pertaining to

25 the client as required under the circumstances. This module
will follow-up on these requirements automatically with no
human intervention.

Additional advantages and modifications will readily
occur to those skilled in the art. Therefore, the invention in

30 its broader aspects is not limited to the specific details,
representative devices, and illustrative examples shown and
described. Accordingly, departures may be made from such
details without departing from the spirit or scope of the
general inventive concept as defined by the appended claims

35 and their equivalents.
What is claimed is:
1. An apparatus for using client information about clients

in the form of a plurality of client records to automatically
select and present financial products appropriate for each of

40 the clients, the apparatus comprising:
means for inputting the client information, information

about the financial products, and decision criteria per-
taining to selection from among the financial products,
the inputting means automatically inputting the plural-
ity of client records without human intervention
between input of the respective client records;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

2. A method for using client information about clients
60 comprising a plurality of client records to automatically

select and present financial products appropriate for the
clients, the method comprising:

automatically inputting into a computer-accessible stor-
age medium the client information including the plu-
rality of client records without human intervention
between input of the respective client records, inputting
information about the financial products, and inputting

10
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decision criteria pertaining to selection from among the
financial products;

using a central processing unit in communication with the
storage medium to select a subset of the financial
products for each of the clients appropriate for that 5

client using the client information, the financial prod-
ucts information, and the decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the

10financial products appropriate for that client.
3. An apparatus as recited in claim 1, wherein the input-

ting means comprises a disk drive.
4. An apparatus as recited in claim 1, wherein the input-

ting means comprises a tape drive.
5. An apparatus as recited in claim 1, wherein the input-

ting means comprises an optical scanner.
6. An apparatus as recited in claim 1, wherein the input-

ting means comprises a bar code reader.
7. An apparatus as recited in claim 1, wherein the input-

20ting means comprises a modem.
8. An apparatus for using client information about clients

to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information 25

about the financial products, and decision criteria per-
taining to selection from among the financial products,
the client information comprising information other
than a client name, address, age, marital status, tobacco
habits, and amount of life insurance coverage for a 30
given client;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using 35
(a) the client information including the information
other than a client name, address, age, marital status,
tobacco habits, and amount of life insurance coverage
for a given client, (b) the financial products
information, and (c) the decision criteria to select a 40
subset of the financial products for each of the clients
appropriate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

9. An apparatus as recited in claim 8, wherein:
the financial products comprise life insurance products

and the inputting means comprise means for inputting
the financial products information to include informa-

50tion regarding individual life insurance products other
than term life insurance products.

10. An apparatus as recited in claim 8, wherein:
the inputting means includes means for inputting the

financial product information as term life insurance 55

product information and permanent life insurance prod-
uct information; and

the selecting means includes means for selecting the term
life insurance product information and the permanent
life insurance product information as part of the subset
of financial products.

11. An apparatus as recited in claim 8, wherein:
the inputting means inputs the financial product informa-

tion as product price data and non-price product infor-
mation; and

the selecting means selects the subset of financial prod-
ucts based upon the non-price product information.
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12. An apparatus as recited in claim 8, wherein:
the inputting means includes means for inputting the

client information to include a financial income; and
the selecting means includes means for selecting the

subset of financial products based upon the financial
income.

13. An apparatus as recited in claim 8, wherein:
the inputting means includes means for inputting the

client information to include a mortgage amount; and
the selecting means includes means for selecting the

subset of financial products based upon the mortgage
amount.

14. An apparatus for using client information about clients
to automatically select and present financial products appro-15
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products including financial prod-
ucts having the differing face value amounts, and
decision criteria pertaining to selection from among the
financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client, the selecting means including
means for selecting the subset of financial products to
include the financial products having the differing face
value amounts; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

15. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products,
the financial product information including a plurality
of plans wherein at least one of the plans includes a
plurality of the financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products in the form of a plurality of the
plans for each of the clients appropriate for that client;
and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

16. An apparatus for using client information about clients
to automatically select and present financial products appro-

60 priate for each of the clients, the apparatus comprising:
means for inputting the client information, information

about the financial products, ancillary data, and deci-
sion criteria pertaining to selection from among the
financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, the ancillary data and the decision criteria;

45
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means operatively coupled to the storing means for using
the client information, the financial products
information, the ancillary data and the decision criteria
to select a subset of the financial products for each of
the clients appropriate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

17. An apparatus as recited in claim 16, wherein:
the inputting means comprises means for inputting the 10

ancillary data to include statistical data; and
the selecting means includes means for using the statis-

tical data to select the subset of financial products.
18. An apparatus as recited in claim 16, wherein:
the inputting means comprises means for inputting the 15

ancillary data to include geo-code data; and
the selecting means includes means for using the geo-

code data to select the subset of financial products for
that client.

19. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting (a) the client information, (b) infor-
mation about the financial products including at least
one term life insurance product and at least one insur- 25

ance product other than a term life insurance product,
and (c) decision criteria pertaining to selection from
among the financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products 30

information, and the decision criteria;
means operatively coupled to the storing means for using

the client information, the financial products
information, and the decision criteria to select a subset 35
of the financial products for each of the clients appro-
priate for that client, the subset of the financial products
including the at least one term life insurance product
and the at least one insurance product other than a term
life insurance product; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

20. An apparatus for using client information about clients
to automatically select and present financial products appro- 45
priate for each of the clients, the apparatus comprising:

means for inputting (a) the client information, (b) infor-
mation about the financial products wherein the finan-
cial products have differing face values, and (c) deci-
sion criteria pertaining to selection from among the 50
financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using 55
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client, wherein the subset of financial
products includes the financial products having differ- 60
ing face values; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

21. An apparatus for using client information about clients 65

to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

24
means for inputting (a) the client information, (b) infor-

mation about the financial products including product
price data and non-price product information, and (c)
decision criteria pertaining to selection from among the
financial products;

means operatively coupled to the input means for storing
the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products inform a-
tion including the non-price product information, and
the decision criteria to select a subset of the financial
products for each of the clients appropriate for that
client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

22. An apparatus for using client information about clients
to automatically select and present financial products appro-

20 priate for each of the clients, the apparatus comprising:
means for inputting the client information, information

about the financial products, a plurality of plans each of
which includes at least one of the financial products,
and decision criteria pertaining to selection from
among the plans;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, the plans, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, the plans and the decision criteria to select
a subset of the plans for each of the clients appropriate
for that client, the subset of the plans including at least
one plan comprising a plurality of the financial prod-
ucts; and

means for preparing a client communication for each of
the clients which identifies the subset of the plans for
that client.

40 23. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication pre-
paring means incorporating a portion of the client
information other than a client name, address, age,
marital status, tobacco habits, and amount of life insur-
ance coverage for a given client.

24. An apparatus as recited in claim 23, further including
means operatively coupled to the client communication
preparing means for outputting the client communications to
a remote location.

25. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

5
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means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products 5

information, and the decision criteria;
means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro- 10

priate for that client; and
means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication
means further using words/paragraphs/sentence logic 15

to incorporate at least one of variable words, variable
paragraphs, and variable sentences into each of the
client communications.

26. An apparatus as recited in claim 25, wherein the client
con:munication preparing means comprises means for pre- 20

panng each of the client communications to include:
a first section including header information comprising
the client information for that client, and

a second section including product presentation informa-
tion comprising the financial product information for 25
the subset of the financial products for that client and a
portion of the client information for that client.

27. An apparatus as recited in claim 25, further including
means operatively coupled to the client communication
preparing means for outputting the client communications to 30

a remote location.
28. An apparatus for using client information about clients

to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

35
means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products;

means operatively coupled to the inputting means for
storing the client information, the financial products 40
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients; and 45

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication pre-
paring means incorporating into each of the client
communications a portion of the client information for 50

that client and a portion of the financial products
information for the subset of products selected for that
client, the client communication preparing means fur-
ther using at least one of (a) customer information
logic, (b) words/paragraphs/sentence logic, (c) product! 55
plan/amount of coverage/payment mode/underwriting
logic, and (d) pricing logic to incorporate at least one
of the client information and the financial product
information into a footnote within each of the client
communications.

29. An apparatus as recited in claim 28, further including
means operatively coupled to the client communication
preparing means for outputting the client communications to
a remote location.
30. A method as recited in claim 2, wherein the inputting 65

step comprises inputting the client records using a disk
drive.

26
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31. A me~hod ~s rec~ted in claim 2, wherein the inputting
st~p compnses mputtmg the client records using a tape
dnve.
32. A method as recited in claim 2, wherein the inputting

step comprises inputting the client records using an optical
scanner.
33. A method as recited in claim 2, wherein the inputting

step comprises inputting the client records using a bar code
reader.
34. A method as recited in claim 2, wherein the inputting

step comprises inputting the client records using a modem.
35. A method for using client information about clients to

au~omatically select and present financial products appro-
pnate for each of the clients, the method comprising the
steps of:
inputting into a computer-accessible storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products, the client informa-
tion comprising information other than a client name
address, age, marital status, tobacco habits, and amount
of life insurance coverage for a given client;

using a central processing unit in communication with the
storage medium to select for each of the clients a subset
of the financial products appropriate for that client
using (a) the client information including the informa-
tion other than a client name, address, age, marital
status, tobacco habits, and amount of life insurance
coverage for a given client, (b) the financial products
information, and (c) the decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

36. A method as recited in claim 35, wherein the financial
prod~cts com~rise l.ife ~nsurance products and the inputting
step includes mputtmg information regarding individual life
insurance products other than term life insurance products.
37. A method as recited in claim 35, wherein:
the inputting step includes inputting term life insurance
product information and permanent life insurance prod-
uct information as part of the financial product infor-
mation; and

the selecting step includes selecting as part of the subset
of financial products for the clients the term life insur-
ance product information and the permanent life insur-
ance product information.

38. A method as recited in claim 35, wherein:
the inputting step includes inputting product price data

and non-price product information as part of the finan-
cial product information; and

the selecting step includes selecting the subset of financial
products based upon the non-price product information.

39. A method as recited in claim 35, wherein:
the inputting step includes inputting a financial income for
each of the clients as part of the client information; and

the selecting step includes selecting the subset of financial
products for each of the clients based upon the financial
income for that client.

40. A method as recited in claim 35, wherein:
the inputting step includes inputting a mortgage amount

as part of the client information; and
the selecting step includes selecting the subset of financial
products based upon the mortgage amount.

41. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:
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inputting into a computer-accessible storage medium the
client information, information about the financial
products including financial products having differing
face value amounts, and decision criteria pertaining to
selection from among the financial products;

using a central processing unit in communication with the
storage medium to select a subset of the financial
products using the client information, the financial
products information, and the decision criteria to select
a subset of the financial products for each of the clients 10

appropriate for that client, the selecting step including
selecting the subset of financial products to include the
financial products having the differing face value
amounts; and

using an output device to prepare a client communication 15

for each of the clients which identifies the subset of the
financial products for that client.

42. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a computer-accessible storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products, the financial prod- 25
uct information including a plurality of plans wherein
at least one of the plans includes a plurality of the
financial products;

using a central processing unit in communication with the
storage medium to select a subset of the financial 30

products in the form of a plurality of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication 35

for each of the clients which identifies the subset of the
financial products for that client.

43. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a computer-accessible storage medium the
client information, information about the financial
products, ancillary data, and decision criteria pertaining
to selection from among the financial products;

using a central processing unit in communication with the 45

storage medium to select for each of the clients a subset
of the financial products appropriate for that client
using the client information, the financial products
information, the ancillary data and the decision criteria;
and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

44. A method as recited in claim 43, wherein:
55

the inputting step includes inputting statistical data as part
of the ancillary data; and

the selecting step includes using the statistical data to
select the subsets of financial products for the clients.

45. A method as recited in claim 43, wherein:
the inputting step includes inputting geo-code data as part

of the ancillary data; and
the selecting step includes using the geo-code data to

select the subsets of financial products for the clients.
46. A method for using client information about clients to 65

automatically select and present financial products appro-
priate for each of the clients, the method comprising:

28
inputting into a machine-readable storage medium (a) the

client information, (b) information about the financial
products including at least one term life insurance
product and at least one insurance product other than a
term life insurance product, and (c) decision criteria
pertaining to selection from among the financial prod-
ucts;

using a central processing unit in communication with the
storage medium to select for each of the clients a subset
of the financial products appropriate for that client
using the client information, the financial products
information, and the decision criteria, the subset of the
financial products including the at least one term life
insurance product and the at least one insurance prod-
uct other than a term life insurance product; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

47. A method for using client information about clients to
20 automatically select and present financial products appro-

priate for each of the clients, the method comprising:
inputting into a machine-readable storage medium (a) the

client information, (b) information about the financial
products wherein the financial products have differing
face values, and (c) decision criteria pertaining to
selection from among the financial products;

using a central processing unit in communication with the
storage medium to select a subset of the financial
products for each of the clients appropriate for that
client using the client information, the financial prod-
ucts information, and the decision criteria, wherein the
subset of financial products includes the financial prod-
ucts having differing face values; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

48. A method for using client information about clients to
automatically select and present financial products appro-

40 priate for each of the clients, the method comprising:
inputting into a machine-readable storage medium (a) the

client information, (b) information about the financial
products including product price data and non-price
product information, and (c) decision criteria pertaining
to selection from among the financial products;

using a central processing unit in communication with the
storage medium to select a subset of the financial
products for each of the clients appropriate for that
client using the client information, the financial prod-
ucts information including the non-price product
information, and the decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

49. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium the
client information, information about the financial
products, a plurality of plans each of which includes at
least one of the financial products, and decision criteria
pertaining to selection from among the plans;

using a central processing unit in communication with the
storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, the

5
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plans and the decision criteria, the subset of the plans
including at least one plan comprising a plurality of the
financial products; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
plans for that client.

50. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium the 10
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products;

using a central processing unit in communication with the 15

storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication 20
for each of the clients which identifies the subset of the
financial products for that client, the client communi-
cation incorporating a portion of the client information
other than a client name, address, age, marital status,
tobacco habits, and amount of life insurance coverage 25
for a given client.

51. A method as recited in claim 50, wherein the output
step includes outputting the client communications to a
remote location.

52. A method for using client information about clients to 30

automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection 35

from among the financial products;
using a central processing unit in communication with the

storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the 40

decision criteria; and
using an output device to prepare a client communication

for each of the clients which identifies the subset of the
financial products for that client, the client communi-
cation preparing step further including using words/ 45

paragraphs/ sentence logic to incorporate at least one of

30
variable words, variable paragraphs, and variable sen-
tences into each of the client communications.

53. A method as recited in claim 52, wherein the client
communication preparing step comprises preparing each of

5 the client communications to include:
a first section including header information comprising

the client information for that client, and
a second section including product presentation informa-

tion comprising the financial product information for
the subset of the financial products for that client and a
portion of the client information for that client.

54. A method as recited in claim 52, wherein the output-
ting step further includes outputting the client communica-
tions to a remote location.

55. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium the
client information, information about the financial
products including plans pertaining to the financial
products, and decision criteria pertaining to selection
from among the financial products;

using a central processing unit in communication with the
storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client, wherein each of the
client communications includes a portion of the client
information for that client and a portion of the financial
products information for the subset of products selected
for that client, the client communication preparing step
including using at least one of (a) customer information
logic, (b) words/paragraphs/sentence logic, (c) product!
plan/amount of coverage/payment mode/underwriting
logic, and (d) pricing logic to incorporate at least one
of the client information and the financial product
information into a footnote within each of the client
communications.

56. A method as recited in claim 55, wherein the output-
ting step further includes outputting the client communica-
tions to a remote location.

* * * * *
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Sec. 1

Sec. 2

Dear IKfZSIl1JIid
Congratulations I Wehave been informed that your mortgage loan has been approved. Nowwe
have lore good news for you.
As you can see below, you can choose one of three different IlOrtgage protection plans utilizing
We insurance, each one specifically designed for your loan. Wegive you the choice of selecting
the particular type of coverage that best suits your individual needs.
At USASavings & Loan Insurance Services, we take particular pride in providing our custeaers with
superior products and services. Our lortgage protection plans, which we make available to you, are
clear examples of this conlitient.
Please review your three choices below. Based on your~lIortgage loan, we feel certain
that one is sure to meet your own specific needs and preferences.

/ / / /PLAN B' / / /
/ /

Full Protection //
/

/~cost: $~~
/

/ Death Benefl t : I}!O.r.QeO.

/ "..ddn..., lor tilt 1_1.1t /

/ pIJCIH:~r':'1~~:' ••• /

1/ V
///////

v / / /PLAN C·/ / /
1/ V

1/ Joint Protection 1/

V V
V

Cost: $~I/

1/ Death Benefit:
V
1/ 1/

"",ldII .,., lor t1w1_1.1.
V pIJCIff.fJlOll' ••••I•••••••• 1/

••• 111of I1JIII' .laM111111or "'"
/ SIlIII 1/

/ ////"/

PleBse indicate your choice here. then. see Instructions on
reverse side.

Yes, I choose Plan ... 0 A 13,....10 A fl,....lO B 0 C
101. 1111lm.: OA""IUy O",nlhly lMI•• llc Chlcllllllloccaunl OoducU.rl

"Iot.1Iw .fcltI. I 1.11_iplll •• f bll pi••. .!ll.!:!"1•• _ ••Ill<! .to•••.••. ", •.t_ roln. If,..,__ . ,... iiil!!iIilCIIII will .lDDII
Ir PI•• A111I'.llftl(IIJ2Ilr PI•• Afl ,...1. IOIIlmUlJf •. rlllll. ForPI•• C.UIlIII..-Un WI I•••••. lht!iiij8\ljJceol wllnl~ [f __
_ .1II1l1rydDa ,.t Iht COlt ,Ill lit •• Iflllry _ t••••• I0IlJahlI dDa ,.1 1111COIlwill IlII1Kiil Moftiii'lCtt Itt IIMIdII .fll n " ilIlt 0'
I••• """,.1, JaIl. 11.11 IflIIO IlIlIIlIry 11'_II • 37.

OI.C.A. I_.nca 1lri11l1ll.1J9li All Alfjlt. 1ItotnId.
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Number of Different
possibilities

tc~it(~m;~(I~i~fmit!~~)L(~9}~j 22

Word/Paragraph/Sentence 4
Logic

Product/Plan/ Amount of 24
Coverage/Payment
Mode/Underwriting Logic

Total 76

FRONT OF LETTER

Page 3 of 7
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APPENDIX 1C
SEC. 3 I Ilf'lflT ANT INFORHA TION AllOUT THIS OFF£R I I HOW TO OBTAIN THIS COVERAGe I

Plent do 1111III IRe Ihll offer far I liraup1lor18lOelife 1o•••.lnee <D 1:I::lilllSE: SlIKI Pllft A 13or 4 ,uri. B. or C by ched<1" lheoffer Ihil ,au II, hm rKel.ed frOi 11M10 IIIl! In lhe un. TlIe
IftlUrineebtl" offered hire I. Indhldull co.er. for our newloan boxon tlII boll. of flIOII.
CUlI_n. Our llIlhldull pallelea hive Iheoe IdYlnl.gu aw.,.

<DllI.t groupIOrlgagl life pollcl": E.IIJ..jlUJ :
0 Lallr COIl Far Plln A or B: RlI!fllll out one of the enclosed

Ippllcallolll a_ ng I qUl,1I0111lrau II, dllClI'd the
"'~ ,au •• 1 quallf, for Ihl. cower. Indhlull" the IICDndIfIllllcllIonl.
co.1 of lnaurlnee II lDOIr Ihln If no ••allficillon •••.e Far Plan C:~tICh flllaul 0•• of lilt enelORd
needId. If rou In In goodhllith. "'" par ••.• 1 IfIlllleatiOftlI....,. " I que.llolll.

"'1IcMt of lilt probmlll If thne .,. IlIaI lOll peGpl. 'Ill Far lNtllian &.I:PI_ Inllcalt tither Plan A 13or 4 rarl, 8,
nol .1., In the ._ "- tor I full 30 ,.ar IOrlg., our or C. Pi•••• dlaregardlIuntiOftm.
pollcle, hIVe ••••.I.r durallolll Ihln 30 ,ell'l. The,lI't

<Dltlnfor. Ina IIpelllh,. SIW:
"'1te1Ul. thnt pollcln ean bt tepl aclt.. fr. lOin 10 lOin, Far PIIRAor 1:~1I1ft1 •••1 10 tho I••• IZI red ,', II tht
no IIller hal often rau chi. ,our lOin, ,au do nol hm boll. of tho ifill CI on.
to n-liur I newIIII'IQIlIl!11ft paller. II I COIIlIerolder lilt, Far PIIn C:~'lgIII. blo red 121,'.11 the
•...., till! I cha". 10_. boll. of hll ifill CI OftInd .10111•••1 10 lilt boored

0 l.ftl Oulh Be••flla
121,'I II lhlllell. II her lPP ea Oft.

TlIedellh benefll of Ihen pollcln do opt redu", II lhe (!) BEIllJlli: Reluro thll I.ller InI appllcltloolll 10UI 10 lhe
_IVIOI 10lIldecI't..... YourIlI••Uclar, 'llI hive olrl pnl.lIIld •••• Iopeprodded.
Ill•• , Inllllli. line., Ifter I fll ,.aro. tht 1••• 1 dulh Pi•••• Not.· If rau .Iact PlIOI or C: II help rauquallf, far tho I_I••• 111,m III I•.••. thin tht M,IIIIII" lOlA'. SEC 5 COIlpAlllbl•• II II't artl"l" I oharl par_leal 1I.l •• tlon II
Th, b.neflclar, II, choo•• 10 ule Ihe IOney tor Iny • no co.1 10 ,au. !hI, can be done II your "- or offiCI. The
purpne. dependl" lfOncirculllane •• 111I1l! of elall. Or, 11M II I Ileph oneand 'Ill ani, I•• 18 10 1511I1I1a.
If ,OUdalrl, lho dollh bonefll II, bt ulld for IlIt1GIQ1

I IlIlQRBl..IlIlr.. If IlIItI'll, r.qunltd. QUESTIONS C ANSWERS

I EXPLANATION OF EACH PLAN I Q: \jho I, USAS.vlngs , loan Insurlnc. Servlclll
A: lie 11'1an lnaurane. Igtne, ••••ll' ownedb, USAS•• I. , loan.

Crute.! period Prot.ellon - plan A Ill!Win crlll.d 10 our cUllootrl would hu. lhe PIiCt of .1 III
tllllfl\llhil Ih. r.llled _101gI IIIIUl'.neeprocU:I. tho, bu, wert

Prtolda cower. 10 In _I fUfllel.nl lor ,our lOin, to PI, lilt cnhll , RIlCled. ocrullnlDtlfar ,..Iet IlIIl•••111,._ ,111lit aer,lctd .,
IlInthl, _IVIOI p'r-nll lor ,our cholet of 3 "aro or 4 "aro'. ...
!hI. parllll!I. llner.ll, colllldrtd to III tha •• I crllical parlod fll'
iIlI fnn, after the deatll If 10 II~ WlRr. TlIt I.,..hnee of Q: 1Ill, Ihould I bu, Ihll ,",oducl1
Crillcal Perllll!ProlIClioAetntn on lhl 1111111,of tho I.U, to ,..In A: IlorIDt ,",ollClian Cln bt .itll 10 Ihi 0""1,, IIll-btl" of ,our
In their "- until I decl.lon Cln bt _ •• 10 future pll ••. !hll f.U,. .1 peGpl. IHI ttar. tnovlre llIIl In tlIImnl If lhe 1_
choIce II I 1_ COIlIlterllllin 10 purcha.l" full lOin blilne, .arlRr·. dealh, lhe f.n, 'Ill • rtl "ed .f I de.nlltl" Unanelll
1__ •• In PI•• lor C, lIrdtn.

fyI! Protection - pl.n B I I£EIl ADDITIONAL INSlNHCE? I
D,"IrIiar Ihi full _10. lOin_nl 00 lilt 1I1,1iiI lIouldJO!IIIIlI••.• lof_lIon •. I ::ruon 0.1IId1~.1=If IIf''Ill • paid I. full II lilt li •• f hll lItllh. If 1_.,...11. par ••• r par. lilt all.. ·Ina I. r lUll, III

J ont person', 1_ II prlllf'll, rnpa •• lbl. for lOinpar-nll. allowl,,:
ifill M, bt the bul cholet lor rou. Nu. Mounl Itc" Ilrthdll. Sex Ir.:t~f.
Jplot Protection - Plan C
I'rftldo, IIIIUl'Rlhi full _lgagI lOin _nl on •• ell co- E. g~ g~ O~lIInl
..,..... TlIe IlIll1!fllwill bt paid 10 full no litter IlIIlch --- -1-1_ on

Mdla f MI . .....lvl" co-~ II, keep hi. or hIr g~ g~ O~llI!nlIlI••UI ICli... Joint Proleclion II tlplCllll, loporllnt In -- --- -1--1- On
UII whonIt alt.n I." lilt COIbIIlld1_ of Iva ptl'••••

II _I _IVIOI payaonll. If bolh tlII borrow Ind lhe co-~ Cill 11800157&-8273
wn lan, thll II. perhopt, tha •• 1 "IIII~I. cholet far rou.

o If ,au hive ." quallo,.. o MeedIllf'l! InfarllUon.
o Mad helfl 'Ilk iIlIlnelORd 1_.

'Il11:1111•• uapt I•. PIIIII. •••••• I@IIIthoI••• 1.1",,1rot. IIII•• UII,••.~ 1I',."t at III II. ,I I•••.
'111",lei •• n onInrlll •• b! III life I••••.••••CoIMnl,ilIIl•••. Callfrilla. 11111rllll ••• Fn Cllt lilt ,... IMI ,""In n IMI dNtIIlnfll " •••••I! In
1_"':.l1U~I, Pllftl utili, •• Fn CIIt lalt,. •. hRII':!II ••n IfRI dNtIolIt••1l1" •••• I~ P1!Ucyl.PI•• CUIW tI2Illlt "..1 •••1
,.. 1M *'th HIIl""'I! lnl •••._ poIlcyl.lie dNth••• 111•••. 'Ill AII ,...1 II iii. '11.1 14,...1 I.
NMllOOI 30020•••

SEC. 4

SEC. 4

SEC. 6

SEC. 7

SEC. B
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Word/Paragraph/Sentence 15
Logic

Product/Plan/Amount of 14
Coverage/Payment
Mode/Underwriting Logic

Total '" .., 44

ITotal Front & Back Variables 120 I

BACK OF LETTER

Page 5 of 7
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USA Savings & Loan
123 Oak Lane, Anytown, CA 99999

SEC. 1 John Smith
1234 Hain St.
Anytown, CA 99999

Dear Hr. Smith,

APPENDIX 2A

04112/96
Here are the insurance
quotes you requested I

Thank you for allowing USASaving & Loan Insurance Services the opportuni ty to be of service to you.
The quotation for $50,000 of terll and cash value life insurance you requested appears as Policy A below.
So that you lay have an even wider choice of coverage frol which to select, we are also illustrating prices for two
different terll insurance pcltcles. one with premiulls guaranteed for 10 years, and one with prelliums guaranteed
for 15 years.
For your review, we are also including optional allount choices that lay, perhaps, lIeet your long range financial
objectives even better.
Please, also take a 10lent to look om the additional benefits that are llsted on the back of this letter. You lay
wish to include one, or all, to further enhance the coverage you select.
For your convenience, we have enclosed all the necessary lIaterials so you can apply for the coverage right now.
Silply Ilark the selection box with your choices, then see the silple instructions on the back of this page. Or, if
you prefer, call 118001 576-8273 extension 26 and let us do the rest.

SEC. 2

Term Li fe Insurance

Death
Benefi t
~

$50,000 ¢

10 YearGUARANTEEDTERM!

$75,000 ¢

15 Year
GU~~ED

Cash Value life Insurance

$50,000
Death 8enefi tt

$75,000
Death 8enefi tt

Month Iy Cost

$36.90

Monthly Cost

$52.72

TolIl Cish Value
~tt
$1,43B
$11,8B7

UJ,OB5

TolIl cash Value
~tt
$ 4.95B
$7.924

$11,389

In IS Yell's
In 20 Yearl
At Age 65

In IS Years
In 20 Year.
At Age 65

I Yes, I Select: I
Amount: 0 $50,000 0 $ 75,000 0 $100,000
Type: 010 Year Terl 015 Year Terl 0 Cash Value
8111ing Hethod-: 0 HonthlYlAutCIIIllcClleclcl~AccoufttOeducllolll0 Quarterly 0 Annual

t Sol!other side for dnctlpU.n 'f lilts chalet ••• "'" I, 1PP1,. -Amlil till qurlerl, 1lId111l'1cn will ,r, sll~ll, I,... an pr!IllIIS.
A11l1'lets re blsed Oftllle, • 40. Iltndrti •••. labIccI rlln.

II 10111cid/! •• tile bulld-" II be'art If'/(••.•.•••. dltr1n NIl I. bIsed on 1lI."hl, w!lllt, detlucllonItII Inleresl mtllled I. " •• "I ••• aa..111I •• 1CCDtI.'.

OIlr1.C.l. ••••••••• u,.. AU ''Pt • ..--
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SEC.
3

I DESCRIPTION OF PLAN I I HOW TO OBTAIN THIS COVERAGE I
Pl •••• do 1'111.i.t'" tM" palh:1 •• far ath.,. lnM1"'.ra of,.,.. ,au 1 CI:IOllSE: Select coverage desired and Billing "ethod by01, "' •• pr•• lou." bOln .01l.lIed to bu, IlIro'" tho 0111. flalt at
tho•• offen In for group lnl"'lnct. TheH polLel •• Ir. Uti ••• checlclng the bOl on the other side 01 this page.
"IUt,.. 1111hlciJ1Ur awllfd paUcl1i _Uti ,n thl! f •• tures .fIt be.Utl

2.11 OIlor III. I••••••••• CIIp•• 11I HII llIrOUVlltheir IQInl•. EllL.llllI : John SlIlth fills out the enclosed appllcatlon

0 Thl 10 year It,.. Ute I(lyclOe. Policy answering all the qIlestions. For f)JesUon GA. please ltdlcate
either Plln A. B. or C. and for Quesllon 60. Indicate Iny

Thtl poUe, 11 It'll ,.nr gu•.• "ttlCl p".IUIguar.ntnd cl"",ab1, additional co•• rages desired.ten 1111 Irwur.nc. paUer. Prah •••••• gult'.ntlld rat to c••••
for 10 ,.••••. 011£:. rCMI ••..• .,prow" far thil t:ow.r.gt ,OU 11", 3 SIGH: John Sllth signs ned to the t~o 121 red x's at th_ •• Ind Il1orlllllt I. kotp II IIrqII '" 90. Thl. pall., ••• III
co•••••.ln 10 • 1,,11 ,",I ••• "" •• I•• 1111I,....",. pall., t; bottOl of the app\lcatlon.

0 fb. 15 Yilt II,.. Ll fl IrlUr'f!C' Policy 4 BEI1lBII.: Return this letter and appllcillon to U5 In t
Thh polle), t. I fUteen rllr- C1ulrlftteed pcltllu. lIulrlntlld postage-paid erwelope prollded.
rt".,blt ter. 1ift t,....r.:::t polle,. Prnt ••••. , pr.nhtd lilt
t. chi. for 15 ,...... onel ,au •. I appnwld for thh CC1¥.,..,OU pl •••• ,.,t.· If you choose 8 $100.000 Plan you will need to take
•• 1IOIf••lnd IlII rl-.I 10kill' II 1hrooql1lll1O. Thl. lillie, ••• ill I short parn.dlcd •••• Inatlon. which we will arrange for
ct"'trtH fa I It¥lt prtIt~ cnfl ••1Ul Uft t,.,.1ta puUl:pt. ,au It ,our hOle or office. It ,., eest. You ~III be contacted

0 The tllh Value UnhtCll1 Life {MurIOC« Policy
b,8 par.led soon after ~e receive your appllcatlon.

T1'IeCath Value Ufe InlUClrw:1 palle, afftrtld hire t. I fJlXtbll I ADDITIONAL BENEFITS I,...1 •• llf. I•••••••• paller "pIClll, ,..ferred 10 • U"h ••.•• 1 LIf•.
Slruclurft 10procIucohigh co.h '.1 •••. til. poll., olf ••.• n.llble IlII Jeri InsuclrKie
.lfonlllli. proloclloot. Accidental Death Bene Ii t: 10 .,.. rro, \3.54 ..om,

1S.,..rro,lul_I,

I atJESTIONS AND ANSWERS I ~::~~"r.I::=~:tIl ~I~~':'I !:1=::o:.::I:~.:,th _fit .f ,....

Child Rider: lUll ••• lIIly
D, Howdotl T•••• life ItWurlt'ICl dUfa- tCOI CMfI 'II •• IfIIlICinctl 'ou ••• ~ldI , •••. dill •.••• ltIlllUllt 'f II,.. 1_ ••••••••• If I.., •.•
A, Thlre ••• ""Icil slgnificlnt dUta-,ncll. T•.• IftIUI'aflCl 11 IU'I t!:'.:.::.:::: ~Itr.:: ~."•.•.•,;,;~~oll~::' ~I~'f.' old.111l1F,nce. tcOnDIIicll and I1IPII. In the IVlnt af ,OIF d.lth. ,our

•••• 11.1•. 1•••.• _.nIOld 10 roellv. 1111full boMIlt of JOUrpoll.,. lIaher of Pre.IUll:1_ la-frH. Thl pr•• l •••.•• 1•• lile _ f••.• 111 •• 111. period
~':I:; ~1I:1:''l':.~:~~~~~''::~:I~;,:'I!::I:,:'~.f tiM llho 1••••1. Ih.n I"',.. •••• bIC •••• of .g. olI." lho palle,

rlntWI for ttl. l'I!Jlt tlr..
:1:" ~ =:~III ~ ::::rtC:.:: .:.••.!."':II\lll:~I~ ••••••.,!:.!~~

50_.11,. CI'~ YoI" I••••ronc. II IIIIlgllld 10 pro, I•• Iml ••• th
~"'.!:I:~~~l~I::: :N~~ rcl~ ~II~ I"I~,.~~~~~·b••• m .l1li •• , .I.a b. IlIligned with pr•••••• tlllt •••• flrttl or

1ll1•• 11b1.. In ","IUo •.• call •• I•• lIf. I,... •••• pall., •••••.• In • I'Illel IllS ,..!.iLl for 1'111.,III ,..1. jl.1 f•. l'Iller 1115"..1.11.14 fa'
••••• ,Ilu. ~1ld-1l4I••••. tho II f. af lile palle, .mIdi lho l...rod ,." Polle, C 11I.,..l •• 01 11.14 f. Poll., C lIS .,..1 .
_. II _. _Id tho poll., b•• lIIT •••• Id. Il1ol...rod .Ill~~~~~':'\:~r.kb••• d o. 1111•• Ill•.•...•_ ••I••• In 1111poll" I .fI!t~,1ItIt'..l!IGmllllllll!,!ml Itl!ll!n~n. '!"! tI

c Chlld Rider c VII"" of I'reIltII c Accldent.1 0l!11lIBelll!fll

D, lIlo. _Id I buy Ion 1•••••.•_ .l1li ""'. _Id I bu, C.oII Cash Yalue IQSUCIlIe
W,lul Insurance? •••• 1•.• 11llOUtll•••• fII, ili-

A, 1IIc_ T•••• I •••••• "'. I••••.••• 1",,1. ,...Ioello •• II II _ ~ ~':;;: ::t.-::'~I~ =~:.J;::O:~u::I~IJI~Ie.::! ~-=:~:'.;O:!thin Clth value lnM'an;:I. YIKlun QllW'lllr bur ..,.1 1,..••• fer
th •• aunt of mAl,. JUU chaa •• to IpI!r.:f. Thl_ 11 p•• Uculerty Too .Ill 11Mtill ""* II "."ldI for ,.... •••••••• ,.. ron II •• I.
1aportlllt 'DC I ,au,.., .IIU, with 1111t.d lnee. and I •• Iel for • _1 •. ,l1li OUth •••• fit,
8Udt i.lF.net II pOll1bll. 1101.,I'" pml ••• lSI." dHth••• Ut I. IIIIIIU•• 111Il10dHlh••• fIt 'f ,...
Cloll YIIIII Llf. I,. ••.••.•••• 1.,,·1 ••• I ••••.••.••• nd If .tterdobl. :!:~f~I:- .:m.::" ••*.:~t':I~.';rf;C~~IA ~~ll51~"7.,;. :'I;rll
_Id be lho •• Ie foundlUo. of ,our II f. I ••••.•••• prol.eUo.
PC.". Sine••• " poopl. kl.p Ih.lr ellh •• 1111IIf. 1•••••••••• Child Rider: $UIIOIIIIII,
"lIeln f••. II f•• till ••t ••• 1 I. ofl." ""_ ."r.ll tho. burl" •••.• '" ••• t:,ldI ,... dlll •..•n V1t1lIIUGG'f In 1___ If tIlIf •.•
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EX PARTE
REEXAMINATION CERTIFICATE

ISSUED UNDER 35 U.S.C. 307
THE PATENT IS HEREBY AMENDED AS

INDICATED BELOW.

Matter enclosed in heavy brackets [ ] appeared in the
patent, but has been deleted and is no longer a part ofthe
patent; matter printed in italics indicates additions made 10

to the patent.

AS A RESULT OF REEXAMINATION, IT HAS BEEN
DETERMINED THAT:

The patentability of claims 1-7, 19, 30-34 and 46 IS

confirmed.

Claims 8,14,15,16,20,21,22,23,25,28,35,41,42,43,
47-50, 52 and 55 are determined to be patentable as 20

amended.

Claims 9-13, 17, 18, 24, 26, 27, 29, 36-40, 44, 45, 51, 53,
54 and 56, dependent on an amended claim, are determined
to be patentable. 25

New claims 57-160 are added and determined to be
patentable.

8. An apparatus for using client information about clients 30

to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, and decision criteria per- 35
taining to selection from among the financial products,
the client information comprising information other
than a client name, address, age, marital status, tobacco
habits, and amount of life insurance coverage for a
given client; wherein said means for inputting the client 40
information is adapted to automatically input the client
information without human intervention between input
of respective client records;

means operatively coupled to the inputting means for
storing the client information, the financial products 45
information, and the decision criteria;

means operatively coupled to the storing means for using
(a) the client information including the information
other than a client name, address, age, marital status,
tobacco habits, and amount of life insurance coverage 50
for a given client, (b) the financial products
information, and (c) the decision criteria to select a
subset of the financial products for each of the clients
appropriate for that client; and

means for preparing a client communication for each of 55
the clients which identifies the subset of the financial
products for that client.

14.An apparatus for using client information about clients
to automatically select and present [financial] life insurance
products appropriate for each of the clients, the apparatus 60
comprising:

means for inputting the client information, information
about the [financial] life insurance products including
[financial] life insurance products having [the] differ-
ing face value amounts, and decision criteria pertaining 65

to selection from among the [financial] life insurance
products;

2

15

means operatively coupled to the inputting means for
storing the client information, the [financial] life insur-
ance products information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the [financial] life insurance
products information, and the decision criteria to select
a subset of the [financial] life insurance products for
each of the clients appropriate for that client, the
selecting means including means for selecting the sub-
set of [financial] life insurance products to include the
[financial] life insurance products having the differing
face value amounts; and

means for preparing a client communication for each of
the clients which identifies the subset of the [financial]
life insurance products for that client.

15. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products,
the financial product information including a plurality
of plans wherein at least one of the plans includes a
plurality of the financial products; wherein said means
for inputting the client information is adapted to auto-
matically input the client information without human
intervention between input of respective client records
to a relational database;

further wherein said means for inputting includes means
for automatically gathering the client information
required for the respective client records from one or
more non-resident databases and also includes means
for formatting said client information to be compatible
with the relational database;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products in the form of a plurality of the
plans for each of the clients appropriate for that client;
and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

16. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, ancillary data, and deci-
sion criteria pertaining to selection from among the
financial products; wherein said means for inputting is
adapted to automatically input the client information
without human intervention between input of respective
client records; and

further wherein said means for inputting also includes
means for automatically recognizing speech data from
a client, such that said client information also includes
client speech related data;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, the ancillary data and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products



3
US 5,987,434 CI

4
information, the ancillary data and the decision criteria
to select a subset of the financial products for each of
the clients appropriate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

20. An apparatus for using client information about clients
to automatically select and present [financial] life insurance
products appropriate for each of the clients, the apparatus
comprising:

means for inputting (a) the client information, (b) infor-
mation about the [financial] life insurance products
wherein the [financial] life insurance products have
differing face values, and (c) decision criteria pertain-
ing to selection from among the [financial] life insur- 15

ance products;
means operatively coupled to the inputting means for

storing the client information, the [financial] life insur-
ance products information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the [financial] life insurance
products information, and the decision criteria to select
a subset of the [financial] life insurance products for
each of the clients appropriate for that client, wherein 25

the subset of [financial] life insurance products
includes the [financial] life insurance products having
differing face values; and

means for preparing a client communication for each of
the clients which identifies the subset of the [financial] 30

life insurance products for that client.
21. An apparatus for using client information about clients

to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting (a) the client information, (b) infor- 35
mation about the financial products including product
price data and non-price product information, and (c)
decision criteria pertaining to selection from among the
financial products; wherein said means for inputting is
adapted to automatically input the client information 40
without human intervention between input of respective
client records; and

further wherein said means for inputting includes means
for automatically determining and gathering the client
information required for the respective client records 45

based on analyzing the information about the financial
products;

means operatively coupled to the input means for storing
the client information, the financial products 50

information, and the decision criteria;
means operatively coupled to the storing means for using

the client information, the financial products infonna-
tion including the non-price product information, and
the decision criteria to select a subset of the financial 55
products for each of the clients appropriate for that
client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client.

22. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, a plurality of plans each of 65
which includes at least one of the financial products,
and decision criteria pertaining to selection from

among the plans; wherein said means for inputting the
client information is adapted to automatically input the
client information without human intervention between
input of respective client records;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, the plans, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, the plans and the decision criteria to select
a subset of the plans for each of the clients appropriate
for that client, the subset of the plans including at least
one plan comprising a plurality of the financial prod-
ucts; and

means for preparing a client communication for each of
the clients which identifies the subset of the plans for
that client.

23. An apparatus for using client information about clients
20 to automatically select and present financial products appro-

priate for each of the clients, the apparatus comprising:
means for inputting the client information, information

about the financial products, and decision criteria per-
taining to selection from among the financial products;
wherein said means for inputting the client information
is adapted to automatically retrieve at least some of the
client information from a database over an online
network and to input the client information without
human intervention between input of respective client
records;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication pre-
paring means incorporating a portion of the client
information other than a client name, address, age,
marital status, tobacco habits, and amount oflife insur-
ance coverage for a given client.

25. An apparatus for using client information about clients
to automatically select and present financial products appro-
priate for each of the clients, the apparatus comprising:

means for inputting the client information, information
about the financial products, and decision criteria per-
taining to selection from among the financial products;

wherein said means for inputting is configured to auto-
matically retrieve any and all client information items
required as content of a client record in a client
database coupled to said means for inputting, and to
input the client information into the client database
without human intervention between input of respective
client records;

means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products
information, and the decision criteria to select a subset
of the financial products for each of the clients appro-
priate for that client; and

10

60
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means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication
means further using words/paragraphs/sentence logic
to incorporate at least one of variable words, variable
paragraphs, and variable sentences into each of the
client communications.

28. An apparatus for using client information to automati-
cally select and present financial products appropriate for
each of the clients, the apparatus comprising:

10
means for inputting the client information, information

about the financial products, and decision criteria per-
taining to selection from among the financial products;

wherein said means for inputting is configured to auto-
matically retrieve any and all client information items
required as content of a client record in a client 15
database coupled to said means for inputting, and to
input the client information into the client database
without human intervention between input of respective
client records;

20means operatively coupled to the inputting means for
storing the client information, the financial products
information, and the decision criteria;

means operatively coupled to the storing means for using
the client information, the financial products 25

information, and the decision criteria to select a subset
of the financial products for each of the clients; and

means for preparing a client communication for each of
the clients which identifies the subset of the financial
products for that client, the client communication pre- 30
paring means incorporating into each of the client
communications a portion of the client information for
that client and a portion of the financial products
information for the subset of products selected for that
client, the client communication preparing means fur- 35
ther using at least one of (a) customer information
logic, (b) words/paragraphs/sentence logic, (c) product!
plan/amount of coverage/payment mode/underwriting
logic, and (d) pricing logic to incorporate at least one
of the client information and the financial product 40
information into a footnote within each of the client
communications.

35. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising the 45
steps of:

inputting into a computer-accessible storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products, the client infonna- 50
tion comprising information other than a client name,
address, age, marital status, tobacco habits, and amount
of life insurance coverage for a given client; wherein
said inputting of the client information is done auto-
matically and without human intervention between 55
input of respective client records;

using a central processing unit in communication with the
storage medium to select for each of the clients a subset
of the financial products appropriate for that client
using (a) the client information including the infonna- 60
tion other than a client name, address, age, marital
status, tobacco habits, and amount of life insurance
coverage for a given client, (b) the financial products
information, and (c) the decision criteria; and

using an output device to prepare a client communication 65
for each of the clients which identifies the subset of the
financial products for that client.

6
41. A method for using client information about clients to

automatically select and present [financial] life insurance
products appropriate for each of the clients, the method
comprising:

inputting into a computer-accessible storage medium the
client information, information about the [financial] life
insurance products including [financial] life insurance
products having differing face value amounts, and
decision criteria pertaining to selection from among the
[financial] life insurance products;

using a central processing unit in communication with the
storage medium to select a subset of the [financial] life
insurance products using the client information, the
[financial] life insurance products information, and the
decision criteria to select a subset of the [financial] life
insurance products for each of the clients appropriate
for that client, the selecting step including selecting the
subset of [financial] life insurance products to include
the [financial] life insurance products having the dif-
fering face value amounts; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
[financial] life insurance products for that client.

42. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a computer-accessible storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products, the financial prod-
uct information including a plurality of plans wherein
at least one of the plans includes a plurality of the
financial products; wherein said inputting of the client
information is done automatically and without human
intervention between input of respective client records
to a relational database;

further wherein said for inputting includes automatically
gathering the client information required for the
respective client records from one or more non-resident
databases and formatting said client information to be
compatible with the relational database;

using a central processing unit in communication with the
storage medium to select a subset of the financial
products in the form of a plurality of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

43. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

automatically recognizing speech data from a client, such
that said client information also includes client speech
related data;

inputting into a computer-accessible storage medium the
client information, information about the financial
products, ancillary data, and decision criteria pertaining
to selection from among the financial products; wherein
the client information is automatically input to a data-
base located on the computer-accessible storage
medium without human intervention between input of
respective client records;

using a central processing unit in communication with the
storage medium to select for each of the clients a subset
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of the financial products appropriate for that client
using the client information, the financial products
information, the ancillary data and the decision criteria;
and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

47. A method for using client information about clients to
automatically select and present [financial] life insurance
products appropriate for each of the clients, the method
comprising:

inputting into a machine-readable storage medium (a) the
client information, (b) information about the [financial]
life insurance products wherein the [financial] life
insurance products have differing face values, and (c) 15

decision criteria pertaining to selection from among the
[financial] life insurance products;

using a central processing unit in communication with the
storage medium to select a subset of the [financial] life 20
insurance products for each of the clients appropriate
for that client using the client information, the [finan-
cial] life insurance products information, and the deci-
sion criteria, wherein the subset of [financial] life
insurance products includes the [financial] life insur- 25

ance products having differing face values; and
using an output device to prepare a client communication

for each of the clients which identifies the subset of the
[financial] life insurance products for that client.

48. A method for using client information about clients to 30

automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium (a) the
client information, (b) information about the financial
products including product price data and non-price 35

product information, and (c) decision criteria pertaining
to selection from among the financial products; wherein
inputting automatically inputs the client information
without human intervention between input of respective
client records; and

further wherein said inputting includes automatically
determining and gathering the client information
required for the respective client records based on
analyzing the information about the financial products;

using a central processing unit in communication with the 45

storage medium to select a subset of the financial
products for each of the clients appropriate for that
client using the client information, the financial prod-
ucts information including the non-price product
information, and the decision criteria; and 50

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client.

49. A method for using client information about clients to 55

automatically select and present financial products appro-
priate for each of the clients, the method comprising:

inputting into a machine-readable storage medium the
client information, information about the financial
products, a plurality of plans each of which includes at
least one of the financial products, and decision criteria
pertaining to selection from among the plans;

wherein said inputting of the client information is done
automatically and without human intervention between
input of respective client records;

using a central processing unit in communication with the
storage medium to select a subset of the plans for each

of the clients appropriate for that client using the client
information, the financial products information, the
plans and the decision criteria, the subset of the plans
including at least one plan comprising a plurality of the
financial products; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
plans for that client.

50. A method for using client information about clients to
10 automatically select and present financial products and plans

appropriate for each of the clients, the method comprising:
inputting into a machine-readable storage medium the

client information, information about the financial
products, the plans and decision criteria pertaining to
selection from among the financial products; wherein
the client information is automatically retrieved from a
database over an online network and input to the
machine-readable storage medium without human
intervention between respective client records;

using a central processing unit in communication with the
storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client
information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
[financial products] plans for that client, the client
communication incorporating a portion of the client
information other than a client name, address, age,
marital status, tobacco habits, and amount oflife insur-
ance coverage for a given client.

52. A method for using client information about clients to
automatically select and present financial products appro-
priate for each of the clients, the method comprising:

controlling a machine executable program to automati-
cally retrieve any and all client information items
required as content of a client record in a client
database for the client information;

inputting into a machine-readable storage medium the
client information, information about the financial
products, and decision criteria pertaining to selection
from among the financial products; wherein said input-
ting of the client information into the client database on
the machine-readable storage medium occurs without
human intervention between input of respective client
records;

using a central processing unit in communication with the
storage medium to select a subset of the [plans] finan-
cial products for each of the clients appropriate for that
client using the client information, the financial prod-
ucts information, and the decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client, the client communi-
cation preparing step further including using words/
paragrahs/ sentence logic to incorporate at least one of
variable words, variable paragraphs, and variable sen-
tences into each of the client communications.

55. A method for using client information about clients to
60 automatically select and present financial products appro-

priate for each of the clients, the method comprising:
controlling a machine executable program to automati-

cally retrieve any and all client information items
required as content of a client record in a client
database for the client information;

inputting into a machine-readable storage medium the
client information, information about the financial

40

65
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products including plans pertammg to the financial
products, and decision criteria pertaining to selection
from among the financial products; wherein said input-
ting of the client information into the client database on
the machine-readable storage medium occurs without
human intervention between input of respective client
records;

using a central processing unit in communication with the
storage medium to select a subset of the plans for each
of the clients appropriate for that client using the client 10

information, the financial products information, and the
decision criteria; and

using an output device to prepare a client communication
for each of the clients which identifies the subset of the
financial products for that client, wherein each of the 15
client communications includes a portion of the client
information for that client and a portion of the financial
products information for the subset of products selected
for that client, the client communication preparing step
including using at least one of (a) customer information 20

logic, (b) words/paragraphs/sentence logic, (c) product!
plan/amount of coverage/payment mode/underwriting
logic, and (d) pricing logic to incorporate at least one
of the client information and the financial product
information into a footnote within each of the client 25

communications.
57. The method of claim 2, wherein the plurality of client

records are retrieved automatically from a resident elec-
tronic database which is coupled to said central processing
unit and/or from a non-resident electronic database acces- 30

sible over an online network connection.
58. The method of claim 2 wherein said financial products

comprise one or more financial products or financial plans
relating thereto.

59. The method of claim 2 wherein said client information 35

includes one or more of client name, address, age, account
number and/or demographic information.

60: The method of claim 2 wherein said plurality of client
records are automatically organized as one or more groups
of clients in a client database, and further including steps: 40

selecting one or more different financial products for each of
said one or more groups of clients, such that different groups
can be offered one or more different financial products.

61. The method of claim 2, wherein said financial product
information includes one or more of product benefits, issue 45

constraints, price and/or compliance information.
62. The method of claim 2, wherein at least said client

information is updated automatically without human inter-
vention.

63. The method of claim 2, wherein said client informa- 50

tion also includes potential client information.
64. The method of claim 2 wherein each of the financial

products is considered for inclusion in said subset of the
financial products for each client.

65. The method of claim 2, further including a step: 55

performing calculations based on data pertinent to a finan-
cial product and a client to at least one of design and price
a financial product.

66. The method of claim 2, further including a step:
calculating one or more amounts and/or costs of one or 60
more particular financial products to offer to each client.

67. The method of claim 2, wherein said subset of finan-
cial products are selected for each of the clients by predict-
ing with the central processing unit which financial products
a particular client is likely to buy based on an analysis of 65
sales programs involving said financial products or particu-
lar client.

10
68. The method of claim 2 further including steps: pro-

viding second financial product information concerning one
or more second financial products to be offered to a group
of clients associated with the plurality of client records; and
causing the central processing unit to select a second subset
of said second financial products appropriate for each of
such group of clients.

69. The method of claim 2 wherein said client communi-
cation has a format that comprises at least one portion that
accommodates variable information, wherein said variable
information at least partially identifies, specifies and/or
promotes said financial product or a plan relating thereto
being offered to said client, and such that said variable
information may vary among clients being offered a par-
ticular financial product or plan relating thereto.

70. The method of claim 2 wherein said financial products
are embodied as one more financial plans presented within
said client communication, each of said financial plans
including one or more financial products with a correspond-
ing benefit customized for each of the clients.

71. The method of claim 2, wherein said client commu-
nication is in printed form and/or in electronic form.

72. The method of claim 2 wherein said client communi-
cation includes one or more variable content footnotes
which are associated with a particular financial product,
such that first footnotes in a first client communication to a
first client differ from second footnotes in a second client
communication to a second client for such particular finan-
cial product.

73. The method of claim 2 wherein a layout and format of
said client communication can be automatically varied
between clients for a particular financial product or plan
relating thereto.

74. The method of claim 2, wherein said client commu-
nications are prepared in groups corresponding to group-
ings by different client types and/or groupings by different
financial product types or different plan types.

75. The method of claim 74, wherein one or more financial
products or plans related thereto prepared for a particular
client group is/are designed and customized for each client
in such client group based on said client information for
such client.

76. The method of claim 2, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the
central processing unit to select said subset of financial
products.

77. The method of claim 2, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the
central processing unit to prepare and output said client
communications.

78. The method of claim 2 wherein a single automated
process is used to select said subset offinancial products and
prepare said client communication.

79. The method of claim 47, wherein the differing face
values are determined by using one or more of demograph-
ics information, client information, and/or cost associated
with obtaining said life insurance products.

80. The method of claim 47, wherein the differing face
values are presented in the client communication which
further includes multiple prices offered for one or more life
insurance products offered to each client.

81. The method of claim 47, wherein the differing face
values presented in the client communication to a particular
client are designed and customized based on financial
information associated with said particular client.
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82. The method of claim 47, wherein the differing face

values presented in the client communication to clients is
designed and customized based on financial information
associated with said particular client such that different face
value amounts can be presented for a particular life insur-
ance product to different clients.

83. The method of claim 47, wherein the inputting of client
information is done automatically without human interven-
tion between input of respective client records.

84. The method of claim 47, wherein the client informa-
tion is retrieved automatically from a resident electronic
database which is coupled to said central processing unit
and/or from a non-resident electronic database accessible
over an online network connection.

85. The method of claim 47 wherein said life insurance
products comprise one or more life insurance products or
financial plans relating thereto.

86. The method of claim 47 wherein said client informa-
tion includes one or more of client name, address, age,
account number and/or demographic information.

87. The method of claim 47 wherein said client informa- 20

tion is automatically organized as one or more groups of
clients in a client database, and further including steps:
selecting one or more different life insurance products for
each of said one or more groups of clients, such that different
groups can be offered one or more different life insurance
products.

88. The method of claim 47, wherein said life insurance
product information includes one or more of product
benefits, issue constraints, price and/or compliance infor-
mation.

89. The method of claim 47, wherein at least said client
information is updated automatically without human inter-
vention.

90. The method of claim 47, wherein said client informa-
tion also includes potential client information.

91. The method of claim 47 wherein each of the life
insurance products is considered for inclusion in said subset
of the life insurance products for each client.

92. The method of claim 47, further including a step:
performing calculations based on data pertinent to a life
insurance product and a client to at least one of design and
price a life insurance product.

93. The method of claim 47, further including a step:
calculating one or more amounts and/or costs of one or
more particular life insurance products to offer to each
client.

94. The method of claim 47, wherein said subset of life
insurance products are selected for each of the clients by
predicting with the central processing unit which life insur-
ance products aparticular client is likely to buy based on an
analysis of sales programs involving said life insurance
products or particular client.

95. The method of claim 47 further including steps:
providing second life insurance product information con-
cerning one or more second life insurance products to be 55
offered to a group of clients associated with the plurality of
client records; and causing the central processing unit to
select a second subset of said second life insurance products
appropriate for each of such group of clients.

96. The method of claim 47 wherein said client commu-
nication has a format that comprises at least one portion
that accommodates variable information, wherein said vari-
able information at least partially identifies, specifies and/or
promotes said life insurance product or a plan relating
thereto being offered to said client, and such that said 65

variable information may vary among clients being offered
a particular life insurance product or plan relating thereto.

97. The method of claim 47 wherein said life insurance
products are embodied as one more life insurance plans
presented within said client communication, each of said life
insurance plans including one or more life insurance prod-
ucts with a corresponding benefit customized for each of the
clients.

98. The method of claim 47, wherein said client commu-
nication is in printed form and/or in electronic form.

99. The method of claim 47 wherein said client commu-
10 nication includes one or more variable content footnotes

which are associated with a particular life insurance
product, such that first footnotes in a first client communi-
cation to a first client differ from second footnotes in a
second client communication to a second client for such

15 particular life insurance product.
100. The method of claim 47 wherein a layout and format

of said client communication can be automatically varied
between clients for a particular life insurance product or
plan relating thereto.

101. The method of claim 47, wherein said client com-
munications areprepared in groups corresponding to group-
ings by different client types and/or groupings by different
life insurance product types or different plan types.

102. The method of claim 101, wherein one or more life
25 insurance products or plans relating thereto prepared for a

particular client group is/are designed and customized for
each client in such client group based on said client infor-
mation for such client.

103. The method of claim 47, further including a step:
30 executing a production and scheduling routine to control

timing and prioritization of operations performed by the
central processing unit to select said subset of life insurance
products.

104. The method of claim 47, further including a step:
35 executing a production and scheduling routine to control

timing and prioritization of operations performed by the
central processing unit to prepare and output said client
communications.

105. The method of claim 47 wherein a single automated
40 process is used to select said subset of life insurance

products and prepare said client communication.
106. The method of claim 48, wherein the price data is

determined by using one or more of financial products
information, demographics information, client information,

45 and/or cost associated with obtaining said financial prod-
ucts.

107. The method of claim 48, wherein the price data is
included in said client communication and inclues multiple
prices offered for one or more financial products offered to

50 each client.
108. The method of claim 48, wherein the price data

presented in the client communication to a particular client
is designed and customized based on financial information
associated with said particular client.

109. The method of claim 48, wherein the price data
presented in the client communication to clients is designed
and customized based on financial information associated
with said particular cient, such that a price for a particular
financial product can vary between clients.

60 11O. The method of claim 48, wherein the client informa-
tion is retrieved automatically from a resident of electronic
database which is coupled to said central processing unit
and/or from a non-resident electronic database accessible
over an online network connection.

111. The method of claim 48 wherein said financial
products comprise one or more financial products or finan-
cial plans relating thereto.
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112. The method of claim 48 wherein said client infor-

mation includes one or more of client name, address, age,
account number and/or demographic information.

113. The method of claim 48 wherein said client infor-
mation is automatically organized as one or more groups of
clients in a client database, and further including steps:
selecting one or more different financial products for each of
said one or more groups of clients, such that different groups
can be offered one or more different financial products.

114. The method of claim 48, wherein said financial 10

product information includes one or more of product
benefits, issue constraints, price and/or compliance infor-
mation.

115. The method of claim 48, wherein at least said client
information is updated automatically without human inter- 15
vention.

116. The method of claim 48, wherein said client infor-
mation also includes potential client information.

117. The method of claim 48 wherein each of thefinancial
products is considered for inclusion in said subset of the 20
financial products for each client.

118. The method of claim 48, further including a step:
performing calculations based on data pertinent to afinan-
cial product and a client to at least one of design and price
a financial product.

119. The method of claim 48, further including a step:
calculating one or more amounts and/or costs of one or
more particular financial products to offer to each client.

120. The method of claim 48, wherein said subset of
financial products are selected for each of the clients by 30

predicting with the central processing unit which financial
products a particular client is likely to buy based on an
analysis of sales programs involving said financial products
or particular client.

121. The method of claim 48 further including steps:
providing second financial product information concerning
one or more second financial products to be offered to a
group of clients associated with the plurality of client
records; and causing the central processing unit to select a
second subset of said second financial products appropriate 40
for each of such group of clients.

122. The method of claim 48 wherein said client commu-
nication has a format that comprises at least one portion
that accommodates variable information, wherein said vari-
able information at least partially identifies, specifies and/or
promotes said financial product or a plan relating thereto
being offered to said client, and such that said variable
information may vary among clients being offered a par-
ticular financial product and/or plan relating thereto.

123. The method of claim 48 wherein said financial
products are embodied as one more financial plans pre-
sented within said client communication, each of said finan-
cial plans including one or more financial products with a
corresponding benefit customized for each of the clients.

124. The method of claim 48, wherein said client com- 55

munication is in printed form and/or in electronic form.
125. The method of claim 48 wherein said client commu-

nication includes one or more variable content footnotes
which are associated with a particular financial product,
such that first footnotes in afirst client communication to a 60
first client differ from second footnotes in a second client
communication to a second client for such particular finan-
cial product.

126. The method of claim 48 wherein a layout and format
of said client communication can be automatically varied 65
between clients for a particular financial product or plan
relating thereto.

127. The method of claim 48, wherein said client com-
munications areprepared in groups corresponding to group-
ings by different client types and/or groupings by different
financial product types or different plan types.

128. The method of claim 127, wherein one or more
financial products or plans related thereto prepared for a
particular client group is/are designed and customized for
each client in such client group based on said client infor-
mation for such client.

129. The method of claim 48, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the
central processing unit to select said subset of financial
products.

130. The method of claim 48, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the
central processing unit to prepare and output said client
communications.

131. The method of claim 48 wherein a single automated
process is used to select said subset offinancial products and
prepare said client communication.

132. The method of claim 55, wherein said word/
paragraphs/sentence logic generates variable words, vari-

25 able paragraphs, and variable sentences that are customized
so that a particular financial product can be presented
differently to different clients in said client communications.

133. The method of claim 55, wherein said words/
paragraphs/sentence logic generates variable words, vari-
able paragraphs, and variable sentences are customized so
that content situated in a first portion of a first client
communication can be presented in a second portion of a
second client communication, so that said content is pre-
sented differently to different clients in said client commu-

35 nications.
134. The method of claim 55 wherein said financial

product information, underwriting data and/or issue limit
data is presented differently in footnotes to different clients
in said client communications.

135. The method of claim 55 wherein the pricing logic
presents price data in the client communication to a par-
ticular client that is designed and customized based on
financial information associated with said particular client.

136. The method of claim 55 wherein a compliance
45 footnote may vary from client to client based on financial

product information, client information, and underwriting/
issue guidelines.

137. The method of claim 55 wherein pricing, cost and/or
explanations of how pricing or cost for the offer was derived

50 are presented differently in footnotes to different clients in
said client communications.

138. The method of claim 55, wherein said plans include
financial products having differing face value amounts and/
or different client qualification requirements.

139. The method of claim 55, wherein said plans are
designed and presented in the client communication based
on one or more of a marital status, gender, age, or income
for each client, so that different plans are presented to
different clients for a financial product.

140. The method of claim 55, wherein the client informa-
tion is retrieved automatically from a resident electronic
database which is coupled to said central processing unit
and/or from a non-resident electronic database accessible
over an online network connection.

141. The method of claim 55 wherein said financial
products comprise one or more financial products or finan-
cial plans relating thereto.
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142. The method of claim 55 wherein said client infor-

mation includes one or more of client name, address, age,
account number and/or demographic information.

143. The method of claim 55 wherein said client infor-
mation is automatically organized as one or more groups of
clients in a client database, and further including steps:
selecting one or more different financial products for each of
said one or more groups of clients, such that different groups
can be offered one or more different financial products.

144. The method of claim 55, wherein said financial
product information includes one or more of product
benefits, issue constraints, price and/or compliance infor-
mation.

145. The method of claim 55, wherein at least said client
information is updated automatically without human inter-
vention.

146. The method of claim 55, wherein said client infor-
mation also includes potential client information.

147. The method of claim 55 wherein each ofthefinancial
products is considered for inclusion in said subset of the
financial products for each client.

148. The method of claim 55, further including a step:
performing calculations based on data pertinent to afinan-
cial product and a client to at least one of design and price
a financial product.

149. The method of claim 55, further including a step:
calculating one or more amounts and/or costs of one or
more particular financial products to offer to each client.

150. The method of claim 55, wherein said subset of
financial products are selected for each of the clients by 30

predicting with the central processing unit which financial
products a particular client is likely to buy based on an
analysis of sales programs involving said financial products
or particular client.

151. The method of claim 55 further including steps:
providing second financial product information concerning
one or more second financial products to be offered to a
group of clients associated with the plurality of client
records; and causing the central processing unit to select a
second subset of said second financial products appropriate 40
for each of such group of clients.

152. The method of claim 55 wherein said financial
products are embodied as one more financial plans pre-
sented within said client communication, each of said finan-
cial plans including one or more financial products with a
corresponding benefit customized for each of the clients.

153. The method of claim 55, wherein said client com-
munication is in printed form and/or electronic form.

154. The method of claim 55 wherein said client commu-
nication includes one or more variable content footnotes

10 which are associated with a particular financial product,
such that first footnotes in a first client communication to a
first client differ from second footnotes in a second client
communication to a second client for such particular finan-
cial product.

155. The method of claim 55 wherein a layout and format
15 of said client communication can be automatically varied

between clients for a particular financial product or plan
relating thereto.

156. The method of claim 55, wherein said client com-
munications areprepared in groups corresponding to group-

20 ings by different client types and/or groupings by different
financial product types or different plan types.

157. The method of claim 156, wherein one or more
financial products or plans related thereto prepared for a
particular client group is/are designed and customized for

25 each client in such client group based on said client infor-
mation for such client.

158. The method of claim 55, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the
central processing unit to select said subset of financial
products.

159. The method of claim 55, further including a step:
executing a production and scheduling routine to control
timing and prioritization of operations performed by the

35 central processing unit to prepare and output said client
communications.

160. The method of claim 55 wherein a single automated
process is used to select said subset offinancial products and
prepare said client communication.

* * * * *
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