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DESCRIPTION

MERCHANDISE PLANNING AND DEVELOPMENT SYSTEM AND METHOD FOR THE

SAME, AND A COMPUTER PXRODUCT

FIELD OF THE INVENTION

The inresenrt invention relatés to a merchandise planning
and development system for planning and/or developing new
merchandise by exchanging opiqions over the Internet, magazines
and other media, a method for the same, and a cofnputer product.
More particularly, th-is invention relates to a merchandise
planning and development system capable of executing all steps

from planning of merchandi.?e to setting of price by exphapging

~opinions among the consumers, the media providing enterprises,

and manufacturers, amethod for the same, and a computer product.

' BACKGROUND OF THE INVENTION

Recehtly, as needs of customers are diversified, and
consumers tend to purchase merchandise by choosing only those
truly necessary for the own self, it is becoming more and more
difficult for the enterprises engage_d in development of new
merchandise to satisfy the needs of the individual customers
sufficiently.

To differentiate the merchandise, it is very important.
for the enterprises to operate activiti-es for distributing the
merchandise and service from the manufacturers to the consumes

rationally and efficieni:ly', that is, to investigate-the latent
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needs of customers by market research or other unit, and feed
back the results to the merchandise development.

On the other hand, to investigate the latent needs of
customers, the enterprises are attempt‘iﬁg toutilize theexiting
Internet, and feed back the results to development of new
merchandise.

However, hitherto, no method is known to cover all steps
ofdevelopment of newmerchandise f rbmplanning and/ordeveloping
to sales of 'products by exchanging opinions over the Internet,
magazines or tl;e other media,' that is", by exchanging opinions
among the consumers, 'lf.l:le media providing enterprises, - and

manufacturers.

SUMMARY OF THE INVENTION

In the light of the above background, it is hence an object

of the invention to present a merchandise planning and

development system capable of executing all steps from planning

and development till sales of merchandise by exchanging opinions
among the consumers, the media providing enterprises, and
manufacturers, over tl?e Inte-rngt, magazines or other media,
thereby differentiating the merchandise, and feeding back the
versatile needs of'individual customers to development of new
merchandise, its merchandise planning and deveiopment method,
and a computer-readable r'eco rdingmedium recordingamerchandise

planning and development program..
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~_To achieve the:object, the merchandise planning and
development system according to one aspect comprises a
merchandise planning information notice unit for informing many
and unspecified customers of merchandise | planning and
development information relating to.plannipg é.nd/ or development
of new merchandise througﬁ a network; an §pinion ihformation
collecting unit for collecting the opinion ipfométion from the
customers looking up the merchandise :-p],.lanning information
through the network; and a-merchanglise infomation notice unit
fo;: informing the many and unspecified ..customers of the
merchandise information suited to the nee_:_ds_ of the customers
according to the opinion infomation thropgh the network. :
In the‘ above invention,- the merchandise planning and
development information relating to planningand/or development
of new merchandise is 'noticed to mar'1y and un#pec_ified customers
thro'ugh. the network. As a result., the customers: c;'m look up
the .merchandise planning and developmént information, and come
to have opinions about the new merchandise. The opinions are

collected as opinion information by the opinion information

"collecting unit, and the enterprise planning and developing the

new merchandise will understand the needspf customers on the
basis of the opinion information. Further, the enterprise can
announce the merchandise information suited to the needs through
the network.

Thus, the  opinion information - of ' customers is

s
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intg ractively coi]:ected through the netwoi‘-i ,'I: and themerchandise
information suited to the needs of customers on the' basis of
the opinion - information is noticed, and therefore
differen’tiatic;'n of merchandise can be expressed, and versatile
needs of individual customers can be fed back to deve:'!.opment
of new merchandise.

Further, there is provided a trial product information
notice unit for informing the many and unspecified customers
of the trial product information suii_:ed to the needs of the
customers according to the opinion information through the
networic, in which the opinion information collecting. unit
collects the opinion information of the customefs looking up
the trial product information in addition to the merchandis;a
planning ' information. Thus, since the trial product
information suited to the needs of customers on the basis of
opinion information is noticed through the network, the trial
products can be manufactured the. plurality of times, and the
needs of customers can be'apprbpriately fed back to development
of new merchandise.

Further, there is provided a trial product popularity

"investigationunit for investigatingthepopularityofeachtrial

product corresponding to the information of .the plurality of
trial products, in the event of presence of a plurality of the
trial product information, by an electronic technique. Thus,

since the popularity of the plurality of trial products is
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investigated in-the stage of planning and/or development by an

electronic technique, the needs of customers can be understood

promptly and easily on the basis of the iﬁvestigation result.
Further, there is provided a trial product popularity

investigation result notice unit for informing the many and

. unspecified customers of investigation results of the trial

product popularity investigation unit through the network.
Thus, since the investigation result of the popularity of the

pluralityof trial products canbenoticed tomany andunspecified

'customers in the stage of planning and/or'_ development, the

directivity of planning and/or development can be established
in an early stage.

Further, the opinion information collecting unit is an

electronic bulletin board system. Thus, 'since the opinion

information of customers can be collected by the highly
interactive electn':onic bullef-in board system, and the
merchandise information suited to fhe needs of customers on the
basis of the opinion information is noticé_d, differentiation
of merchandise can. be expressed, and versatile needs of
5'.ndividual cu_s?:omers can be fed back 'to developmént of new
merchandise.

Further, the opinion information collecting unit 'is an
e}ectronic mail system. Thus, 'since the opinion information

of customers can be collected by . the- highly interactive

electronic mail system, and the merchandise information suited
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to the needs of cué’E mers on the basis of thé. 'é;pinion information

is noticed, differentiation of merchandise can be expressed,

-and versatile needs of individual customers can be fed back to

development of new merchandise.

Further, theopinion information collécti‘ng unitcollects
the opinion infoﬁnation from the many and unspecified customers;
on the basis of- the results of electronic inquiry in order to
analyze the needs. Thus, since the opinion information of
customers can be collected on the basis of the results of the
highly interactive electronic inquiry, and the merchandise
information suited to the needs of customers on the basis of
the opinion information is noticed, differentiation of
merchandise can be expressed, and versatile needs of individual
customers can be fed back to development of new Ir_nerchandis'e'.

Further, there are provided a sales bool'cing for accepting
sales reserva_ztion of newr'nerchandise tobereleasedcorresponding
to the merchandise information 'from the many and unspecified
customers through the network; and a selling price dej:ermining
unit for determining the selling price of the new merchandise
so that the price may bé lower in proportion to the increase
in the sales reserved quantity depending on the sales reserved
quantity of the newmerchandise. Thus, when aéceptj.ng the sales
reservations, since the selling price of the new merchandise-
is determined so that the price may be lower in proportion to

the increase in the number of reserved pieces, excessive stock
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isnotneeded, andthe service quality to the customers is enhanced
at low cost.

Further, the:f:e are proviaed a salg'g booking unit for
accepting sales resé_rv’ation of new merchandise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network; and a selling price
determining unit for dete;:minirig the sell_i_ng price of the new
merchandise in gradual steps so that the price may be lower on
the first-come—-first-served basis of the sales reservation.

Thus, when accepting the sales reservations, since the selling

" price of the new merchandise is determined so that the price

may be lower on the first-come—:f:‘i'rst-.‘serve_d_. basis of the sales

reservation, it stimulates the desire of customers to buy the

‘new merchandise at lower price, and many reservations will be

obtained earlier, so that manufacture of new merchandise can
be -started- earlie;:.

Further, the selling price determining unit once sets the
discount rate so that the discount rate of the fixed price may
be higher in gradual steps on the first-come-first-served basis
of the sales reservation, and determines the selling price
aqcording to the _discbunt rate. Thus, when accepting the sales
reservations, since the sélling price of the new mercr;andise
is determined so that the discouﬁt‘_rate may be higher on the

first-come—-first-served basis of the sales reservation, it

stimulates the desire of customers to buy the new merchandise:
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at lower price, andmany reservations will.%:é.obtained earlier,
so that .manufacture of new merchandise can be started earlier.

Further, there are provided a sales booking unit for
accepting sales reservation of new merchandise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network; and a selling price
determining unit for determining the -selling price of the new
merchandise so that thepricemaybe lower as the sales reservation
is accepted earlier. Thus; ‘when accepting the sales
reservations, since the selling price of the new merchandise
is determined so that the price may be lower as ‘the sales
reservation is ‘accepted earlier, it stimulates the desire of
customers to buy the new merchandisé at lower price, and many

reservations will be obtained earlier, so that manufacture of

. new merchandise can be started earlier.

Further, the selling price determining unit once sets the
discount rate so that the’ 'discount rate of the fixed price may
be higher in g:radual steps as the sales reservation is accepted
earlier, and determines the selling price according to the
discount rate. Thus, when accepting the sales reservations,
since the selling price of the new merchandise is determined
so that the discount rate may be higher as the sales reservation
is accepted earlier, it stimulates the desire of customers to
buy thg new merchandise at lower price, and many reservations

will be obtained earlier, so that manufacture of new merchandise
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can be started earlier.

Further, there .are provided a salgs-ldooking unit for
accepting s.al-es reservation of new merchandise to be released
corresponding to the merchandise information from the many and
unspecified cuétome:_:s through the network; and a selling price
determining unit for determining the selling price of the new
merchandise so that the price may be lower as the reservation
sold-out time fromstart of acceptance of sales reservationuntil
reaching a specified reservation quantity is shorter. Thus,
when accepting the sales reservations, since the selling price
of the new merchandise is determined so that the price may be
lowe;: as the reservation sold-out time from start of acceptance
of sales reservation until reaching a speéified reservation
quantity is shorter, it stimulates the desire of customers to
buy the merchandise Iimited in the number of réservati‘on copies,
and to buy the new merchandis'e at lower price, and many
reservations will be obtained earlier, so that manufacture of

new merchandise can be started earlier, and moreover the new

- merchandise may be provided with a premium.

Further, the selling price determining unit o.nce sets the
discount rate so that the discount rate of the fixed price may
be higher as the reservation sold-out time is shorter, and
determines the selling price according to the discount rate.

Thus, since the sellingpriceof the newmerchandise is determined

'so that thediscount ratemaybehigherasthe reservationsold-out
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time fromstart cf acceptance of sales res'e'xj'i:;;;:ion until reaching
a specified reservation quantity is shorter, it stimulates the
desire-of customers to buy the merchandise limited in the number
of reservation copies, and to buy the new merchandise at lower
price, and many rcservat:i;ons will be obtained earlier, so that
manufacture of new merchandise can be started earlier, and
moreover the new merchandise may be provided with a premium.

Further, there are provided a bidding price collecting

unit for collecting the bidding prices of new merchandise to

‘be released corresponding to the merchandise information from

- the many and unspecified customers; and a selling price

determining unit is provided for investigating the distribution
of bidding -prices on the basis of the result of collection of
the bidding price collecting unit, and determining the selling
price of the new merchandise on the basis of the bidding price
zone of the greatest number of bic}s. Thus, since the bidding
system is intended to determine the selling price of the Inew
merchandiseon thebasis of thebiddingprice zone of the greatest
number of bids, the customer-oriented selling price can be set,
and the new merchandise is presented to the customers at an
appropriate selling price.

- Further, there are provided a auction unit for auctioning
new merchand:i:se to be released coﬁsresponding to the merchandise
information through the network among the many and unspecified

customers; and a selling price détermining unit for determining
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the selling price of the new merchandise on the basis of the
auction result of the auction unit. Thus, since the selling
price of the new merchandise is determined by the auction unit,
the customers have the right to determine i:_h,e- selling price of
the new merchandise, and the customers' consciousness of
participation in planning and/or development of merchandise can
be enhanced, while the éf fects of current topic and advertisement
can be enhanced by the auction.

Further, the salesbookingunit, being installedat a sales
representative and accommodating sales representative clients
connected Eo thé network, transmits information - about

reservai:,ion to the sales representative clients through the

network, whilethe salesrepresentativesellsthe newmerchandise

according to the reservation information. | Thus, having sales
representative clients accommodated in_ a sales representative,
since the information about reservation is transmitted to the
sales representative clients through the network, choices of
method purchase for customers are increased, and the convenience
for customers is enhanced. -
Further, thereareprovideda customized componentdisplay
unit for displaying the plurality of types of customized
componentsdifferent indesignabout the components for composing
the newmerchandise to themany and unspecif ied customers through
the' network; and a customized component selecting unit. for

allowing t:.he cust'omers to select desired customized components
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from the pluralitj:(;éf types of customized é:o::n;ponents at the time
of booking, in which the sales booking unit accepts the
merchandise adopting the selected customized component as new
customized merchandise. Thus, since the customer is allowed
to select a desired customized component among the plurality
of customized components when reserving the sale, and the
customized new merchandise is sold, the customer's preference
is carefully satisfied, and the customer comes to have the
affection of one's own original merchandise.

Further, there are provided a naming wvoting unit for
allowing the many and unspecified customers to vote for naming
of the new merchandise through the network; and a naming notice
unit for informing the many and unspecified cﬁstomers of the
naming determined on basis of thé voting result of the naming
votingunit throughthenetwork. Thus, receivingvotesofnaming -
of newmerchandisebythenamingvotingunit, since the determined .
name is noticed to many and unspecified customers, and the
"godfather" of the merchandise is also the customer, the
customers' consciousness of participation in planning and/or

development of merchandise is enhanced, and the psychological

.distance between the new merchandise and customers can be

shortened.
Themerchandise planning and development system according
to another aspect comprises a merchandise planning information

notice unit for informing many and unspecified customers of
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merchandise planning and development information relating to
planning and/or development of a plurality of new merchandise
on the basis of one concept through a qgtwork; an opinion
information collecting unit for collecting the opinion
information from the customers looking up the merchandise
planning information through the network; and a merchandise
information notice unit for informing the many and unspecified
customers of the merchandise information relating to the
plurality of new merlchandise suited to the needs of the customers
according to the opinion information-througb the network.
Accordingtotheaboveinvention,themérchandiseplanning
and development information about planning and/or development
of a plurality of new producf:s (for example, é_hoes, bags’, belts).
on the basis of one concept is noticed to maﬁy and unspecified
customers through the network. As a result, the customers can
look up the merchandise planning and development inforn;ation,
and come to have opinions about the plurality of new merchandise
according to.the key of this one concept. The opinions are
collected as opinion information by the opinion information
collecting |un:i.t,. and the enterprise planninq and developing the
plurality of new merchandise will understand the needs of
customers on the basis of the opinion information. Further,
the enterprise can announce the merchandise information suited

to the needs through the network. .

Thus, the opinion information of customers about the-
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plurality of new Métchandise on the bas';"J;:.ﬁs;;E of one concept is
interactivel.y collected through the network » and themerchandise
information suited to the needs of customers on the basis of
the opinion information is noticed , and therefore needs of
customers about the plurality of new merchandise being totally
coordinated can be' fed back to development of new merchandise.

'.l;he merchandiseplanningand development method according
to still another aspect comprises a merchandise planning
informatioﬁ notice step of informing many and unspecified
customers of merchandise planning and development information

relating to planning and/or development of new merchandise

'through a network, an opinion information collecting step of

collecting the opinion information from the customers looking -

up the merchandise planning information ‘through the network,

‘and a merchandise information notice step of informing the many

and unspecified customers of the merchandise information suited
t(; theneeds of the customers according to the opinion information
through the network.

According to the above invention, themerchandise planning
and development info,rngation relatihg to planning and/or
development of newmerchandise isnoticedto many and unspecified
customers through the network. As a result, the customers can
lock up the merchandise planning. and development information,
and come tohaveopinions about thenewmerchandise. Thedpinions:

are collected as opinibn information at the opinion information
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collecting step, and the enterprise planning and developing the
new merchandise will understand the needs:of customers on the
basis of the opinion information. Further, the enterprise can
announce the merchandise information suited to the needs through
the network.

Thus, -the opinion information of customers is
interactively collected through the network, an& themerchandise
information suited to the needs of customers on the basis of
the -opinion information is noficed,- and . therefore
differentiation of merchandise can be expressed, and versatile
needs of .individual customers can be fed back to development
of néw merchandise.

Further, there is provided a trial'product information
notice step of informing the many and unspe_c':-i_fied-' customers of
thetrial product information suited totheneeds of the customers
according to the opinion information through the network, in
which the opinion information collecting étep collects the
opinion information of the customers lookingup the trial product
ipfoxmationinadditiontothemerchandiseplanninginformation.
Thus, since the trial product information suited to the needs
of customers on the basis of opinion information is noticed
through the network, the trial products can be manufactured the
plurality of times, and the needs of customers can be
appropriately fed. baqk to development of new merchandise.

Further,. the_re is provided a trial product popularity
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investigation stepof investigating the pdf;i;iarity of each trial
product corresponding to the information of the plurality of
trial products, in the e';rent-of presence of a plurality of the
trial product information, by an electronic technique. Thus,
since the popularity of the plurality of trial products is
investigated in the stage of planning and/or development by an
electronic technique, the needs of customers can be understood
promptly and easily on the basis of the investigation result.

Further, there is provided a trial product popularity
investiéation result notice step of informing the many and
unépecified customers of investigation results of the trial

product popularity invéstigation step through the network.

'T.hus, since the investigation result of the popularity of the

pluralityof trial products canbenoticed tomany andunspecified

customers in the stage of planning and/or development, the

dii:ectivity of planning and/or devélopment can be established

‘in’ an early stage.

Further, there are p'rovid_éd a sales booking step of
accepting sales reservation of _.new merchandise to be released
corresponding to the merch.andis:e;. information from the many and
unspecified customers through the network, and a selling price
determining step of determinin.g.the selling price of the new
mercharidise so that the price may be lower in proportion to the
increase in the sales reserved quantity depending on the sales

reserved quantity of the new merchandise. Thus, since the
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selling price of the new merchandise.i-s-de.'l_-__ermined_so that the
price may be lower in proportion to the increase in the sales
reservedquantity, excessive stock isnot negcied, and the service
quality t6 the customers is enhanced at léw cost.

. Further, theré are provided a sales booking step of
accepting sales reservation of new merchandise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network, and a selling price
determining step of determining the -selling price of the new
merchandise in gradual steps so that the price may be lower on
the first-come-first-served basis of the sales reservation.
Thus, since thesellingprice of thenew merchandise is determined
so that the price may be lower on the first—come—first’—-servc.ad
basis of the sales reservation, it stimulates the desire of
custome:::s to buy the new merchandise aié lower price, and many
reservations will be obtained earlier, so Ithat manufacture of
new merchandise can be started earlier.

Further, the selling price determining step once sets the
discount rate so that the discount rate of the fixed price may
be higher in gradual steps on the £ irst-come-first-served basis
of the sales reservation, and determines the selling price
according to the discount rate. Thus, since the selling-price
of the new merchandise is determined so that the discount .rate
may'be higher on the first-come-first-served basis of the sales. _

reservation, it stimulates the desire of customers to buy the
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new merchandise at lower price, andlmmnjz;éseIVations will be
obtained earlier, so that manufacture of new merchandise can
be started earlier. |

Further, there are prévided a sales booking step of
accepting sales reservation of new merchandise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network, and a selling price
determining step of determining the selling price of the new
merchandisesothatthepricemaybelowerasthesalesreservatibn
is accepted earlier. Thus, since the selling price of the new
merchandise is determined so that the price may be lower as the
sales reservation is accepted earlier, it stimulates the desire
of customers to buy the new merchandise at lower price, and many
resérvations will be obtained earlier, so that manufacture of
new merchan&ise can be started earlier.

Further, the selling price determining step on;:e sets the
discount rate so that the discount rate of the fixed price may
be higher in gradual steps as thé sales reservation is accepted
earlier, and determines the*Selling price accordiné to the
discount rate. Thﬁs, since the selling price of the new
merchandiseisdeterminedsothatfhediscountratemaybehigher
as the sales reservation is acéepted earlier, it stimulates the
desire of customers to buy the new merchandise at lower price,
and many reservations will be obtained earlier, so that

manufacture of new merchandise can be started earlier.
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Further, there are provided a sales booking step of
accepting sales rese_rvation c_Sf new merchandise to be released
corresponding to the merchandise information £rom the many and
unspecified customers through the network, and a selling price
determining step of determining the sel-lj._ng price of the new
merchandise so that the price may be lower as the reservation
sold-out time fromstartof acéeptance of sales reservationuntil

reaching a specified reservation quantity is shorter. Thus,

since the selling price of the new merchandise is determinéd

so that the price may be lower as the reservation sold-out time
from start of acc’ep_i:ance of sales reservation until reaching
a specified reservation quantity is shorter, it stimulates the
desire of é:ustomers 'i:o buy the merchandise limited in the number
of reservation copies, and to buy the new merchandise at lower
price, and many reservations will be obtained earlier, so that
manufacture of new me.rchandi.se 'ca.n be started earlier, and
m.oreov"er the new merchandise may be p::_'ovided with a premium.

Further, the selling price determining step once sets the
discount rate so that the discount. ra£e of the fixed price may
be higher as the reservation sold-out time is shorter, and
determines the selling price  according to the discount rate.
Thus, since the sellingpriceof thenewmerchandise isdetermined
so that thediscount ratemaybe higher as thereservationsold-out
time from start of acceptance of s'a_les reservationuntil reaching

a specified reservation quantity is shorter, it stimulates the -
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desire of custome;s to buy the merchal.'xdise.:;i;..inited in the number
of reservation copies, and to buy the new merchandise at lower
price, and many reservations will be obtained earlier, so that
manufacture of new merchandise can be started earlier, and
moreover the new merchandise may be provided with a premium.

Further, there are provided a bidding price collecting
step of collecting the bidding prices of new merchandise to be
released corresponding to the merchandise information from the
many and unspecified customers, and a selling price determining
step of investigating the distribution of bidding prices on the
basis of the result of collection of the biddingprice collecting
step, z;lnd deterxﬁining the selling price of the new merchandise
on the basis of the bidding price zone of the greatest number
ofbids. Thus, sincethebidding system is intended to determine
the selling price of the new me:_:chandise on the basis of the
bidding price zone of the greatest number of bids, the

customer-oriented selling price can be set, and the new

‘merchandise is presented to the customers 'at an appropriate

selling price.

Further, there are providgd an auction step of auctioning
new m;archandise to be released éorx;esponding to the merchandise
information through the network :é;mong the many and unspecified
customers, and a selling price -d_efi:_ermining step of determining

the selling price of the new merchandise on the basis of the

-auction result of the auction step. Thus, since the selling



10

15

20

25

WO 01/64012 PCT/IP01/01649

21

price of the new merchandise is determined by the auction unit,
the customers have the right to determine the selling price of
the new merchandise, and the customers' consciousness of
participation in planning and/or development of merchandise can
be enhanced, while the effects of current topicandadvertisement
can be enhanced by the auction.

Further, the sales booking step transmits information

about reservation to sales representative clients provided at

a sales represen_tativ_e through the network, while the sales

representative sells the new meérchandise according to the
reservation information. Thué, having sales representative
clients accommodated in a sales representative, since the
information about reservation is transmitted to the sales
representative' clients througﬁ- the network, choices of method
purchase for customers are increased, and t_he convenience for
customers is enhanced.

Further, thereare pr;)vided a customized componentdisplay
step of displaying the plurality of types of customized
componentsdiff erentlin designabout the components for composing
the newmerchandise to themany and unspecified customers through
the network, and a customized cc;mponent selecting step of
allowing the customers to select desired customized components
from the plurality of types of customized components at the time
of booking, in which the sales booking step accepts the

merchandi_se adopting the selected customized component as new
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customized merché;dise. Thus, since-.th:'e;customer is allowed
to select a desired customized component amorig‘ the plurality
of customized components when reserving the sale, and the
custoﬁizcd new merchandi_se :Ls sold,_ the customer's preference
is carefully satisfied, and tﬁe customer comes to have the
affection of one's own original merchandise.

| Further, there are provided a naming voting step of
allowing the many and unspecified customers to vote for naming

of the new merchandise through the network, and a naming notice

- stepof informing themany and unspecified customers of the naming

determined on basis of the votincij-result' of the naming voting
step through the network. Thus, receiving votes of naming of
new merchandise by the naming voting unit, since the determined
name is noticed to many and unspecified customers, and thc
"godfather" of the merchandise is also the customer, the
customers' consciousness of participation in planning and/or
development of merchandise is enhanced, and the psychological
distance between the new merc_handise and customers.can be
shortened.

The merchandise planning iahdl development method according
to still another aspect com'p'r.::i.'ées a merchandise planning
information notice step of informing many and unspecified
customers of merchandise planning and development information
relating to planning and/or development of a plurality of new

merchandise on the basis of one concept through a network, an
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opinion information collecting step of collecting the opinion
information from the customers looking up the merchandise
planning inférmatign through the network, and a merchandise
information notice step of informing the many and unspecified
customers of the merchandise information relating to the
plurality of newmerchandise suited to the needs of the customers
according to the opinion information through the network.

According totheabove invention, themerchandiseplanning
and development information about planning and/or development -
of a plurality of new products (for example, shoes, bags, belts)
on the basis of one concept _ié-noticed to many and unspecified
customers through the network. As a result, the customers can
J_.éo_k up the merchandise planning and development information,
and come to have opinions about the plurality of new mex:chandise-
according to the key of this one concept. The opinions are
collected as obinion information at the opinion information
collecting step, and th_e enterprise planning and developing the
plurality of new merchandise will understand the needs of
custoﬁers on the basis of the opinion information. Further,
the enterprise can announce the merchandise informafion suited
to the needs through the network.

Thus, the opinion information of customers. about the
plurality of new merchandise on the basis ;f one concept is
interactively collected through the network, and themerchandise

information suited to the needs of customers on the basis of
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the opinion informstion is noticed, and therefore needs of
customers about the piurality of ﬁew merchandise being totally
coordinated can be fed back to development of new merchandise.

Themerchandise planning and development systemaccording
to still another aspect comprises trial product and/or
merchandi.se infox'{nation notice unit for informing many and
unspecified customers of information of a plurality of trial
products or merchandise through a network, and popularity
investigation unit for investigating the popularity of
information of the plurality of trial products or merchandise
by an eleétronic technique. . |

According to the above invention, after noticing the
merchandise information of a plurality of trial products, since
the popularity is investigated by an electronic technique, the
needs of customers can be underétood promptly and easily on the
basis of the investigation result:.'

Themerchandise planningand develdpment systemaccording
to still another aspect comprises trial product and/or
merchandise information noticé unit for informing many and
unspecified customers of infomation of a plurality of trial
products or -merchandise through a network, popularity
investigation‘ unit for ipvé"st‘igating the popularity of
information of the plurality of trial products or merchandise
by an electronic technique, and popularity investigation result

notice unit for informing the many and unspecified customers
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of investigation results of the -popularity investigation unit
through the network.

According to the above invention, since the investigation
result of the popularity of a plurality of jl:rial products or
merchandise can be noticed to many and unspecified customers,
thedirectivityofplanningand/ordevelopment canbeestablished
in an early stage.

Further, there are provided comprising sales booking unit
foraccepting sales reservationof new merché.ndis_e tobereleased
corr_esponding to the merchandise infomation from the many and
unspecified customers through the network, and selling price
determining unit for determining the selling price of the new
merchandise in gradual steps so that the p._'r:ice may be lower on
the first-come—first—servgd basi;s. of the '_sales reservation.
Thus.,, since the sellingpriceof thenewmerchandise is determined
so that the price may .be lower on the first-come-first-served
basis of the sales reservation, it stimulates the desire of -
customers to buy the new merchandise at lower price, and many
reservations will be obtained earlier, so that manufacture of
new merchandise can be started earlier.

Further, the selling price determining unit once sets the
discbunt. rate so that the discount rate of the fixed price may
be higher in gradual steps on the first-come-first-served basis
of the sales reservation, and determines the sell'ing- price

a_ccording to the discount rate. Thus, since the selling price
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of the new merchaﬁ:ii‘:ifse is determined so that the discount rate
may be higher on the first—come-—filrst—-served basis of the sales
reservation, it stimulates the desire of customers to buy the
néw merchandise at lower price, and many reservations will be
obtained earlier, so that manufacture of new merchandise can -
be started earlier.

Further, there are provided comprising sales booking unit
foraccepting sales reservation of newmerchandise tobe released
corresponding to the merchandise informa't;_ion from the many and
unspecified customers through the network, and selling price
determining un.it for determining the selling price of the new
merchandise sothat thepricemaybe lowerasthesales reservation
is accepted earlier. Tﬁus, since the .?elling price of the new

merchandise is determined so that the price may be lower as the

‘sales reservation is accepted earlier, it stimulates the desire

of customers £o buy the new merchandise at lower price, ar;d many
reservations will be obtained earlier, so that manufacture of
new merchandise can be started Ie'arlier.

Further, the selling price determining unit once sets the
dJ.scount rate so that the d:Lscount rate of the fixed price may
be higher in gradual steps as the sales reservation is accepted
eérlier, ‘and determines the se.'_nging price according to the
discount rate. Thus, since. th:é selling price of the new
merchandise is determined so that fhe discount ratemay be higher

as the sales reservation is accepted earlier, it stimulates the
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desire of customers to buy the.new merchandise at lower price,
and many reservations will be obtained earlier, so that
manufacture of new merchandise can be stgrted earlier.
Further, there are provided sales booking unit for
accepting sales reservation of new 'merchaﬁ_dise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network, and selling price
determining unit for determining the selling price of the new
merchandise so that the price may be lower as the reservation
sold-out time fromstart of'acceptance of sales reservationuntil
reaching a specified reservation quantity is shorter. Thus,
since the selling price of the new_.'-mercha'ndise is determined
so that the price may be lower as the reservatidn sold-out time
from start of acceptance of. sales reservation until reaching
é specified reservation quantity is shorter, it stimulates the
desire of customers .to buy the merchandise limited in the number
of reservation copiés, and to buy the new merchandise at lower
price, and many reservations will be obtained earlier, so that
manufacture of new merchandise can be started earlier, and
moreover the new merchandise may be provided with a premium.
.Further, the selling price determining unit once sets the
discount rate so that the discount rate of tl;e fixed price may
be higher as the reservation sold-out time is shorter, and
determines the selling price according to the discount rate.

Thus, sincethe sellingprice of thenewmerchandise is determined
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sothatthediscount ratemaybehigheras the reservationsocld-out
time fromstart of acceptance of sales reservationuntil reaching
a specified reservation guantity is shorter, it stimulates the
desire of customers to buy the merchandise limited in the number
of reservation copies, and to buy- the new merchandise at lower
price, and many reservations will be obtained earlier, so that
manufacture of new merchandise can be started earlier, and
moreover the new merchandise may be provided with a premium.

Further, the sales booking unit in:.‘.orms the many and
unspecified customers of profile information about the already'
booked subscribers. Thus, since the profile information about
‘Fhe subscribers is noticed, the tendency of the subscribers-
having already reserved the new merchandise can be recognized
by the customers, and the material fpr judging whether or not -
to buy can be presented to the customers.

Further, there is provided manufacture decision unit for
deciding manufacture of at least the new merc_:handise of the
greatest number of reservaif_ions, after closing of the
reservations, if -reservations;c;f a plurality of new merchandise
are accepted by the sales bookihfj. unit. Thus, manufacture of
thenewmerchandise recording tl.'x'e.:greatest number of reservations
only can be decided, and manufaé:i_"::i.lre of other new merchanaise
can be stopped, so that the‘tﬂrilling sensation and interest
of planning can be pfesent_ed to the subscribers.

' Themerchandise planning and development method according
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to still another aspect comprises a’ -trial product and/or
merchandise informatioén notice step of informihg many and
unspecified customers of infoﬁnation of a plurality of trial
products or merchandise through a network, and a popularity
investigation step of investigating the pop’ulari-t'Y of
information of the plurality of trial products or merchandise
by an electronic technique.

Ac_cordingl to the above invention, after noticing the
merchandise infc?rmation of a plurality of trial products, since
the popularity is investigated by an electronic technique, the
needs of customers can be understood promptly and easily on the
basis of the investigation result.

Themerchandise planning and development method according
to -still another aspect comprises a trial pr'oduct and/or
merchandise information notice step of informing many and
unspecified customers of information of a plﬁralify of triai
products or merchandise through a network, a popularity -
investigation step of investigating the popularity of
information of the plurality of trial products or merchandise
byanelectronictechnique, andapopularityinvestigationresult
notice step of informing the many and unspecified customers of
investigation results of the popularity investigation step
through the network.

According to the above invention, since the investigation

result of the popularity of a plurality of trial products or
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merchandise can b:‘é?%ioticed to many and unﬁ)e’,cified customers,
thedirectivityofplanningand/oxr developmel.'rl: canbeestablished
in an early stage.

Further, there are provided comprising a sales booking
step of accepting sales reservation of new merchandise to be
released corresponding to the merchandise information from the
many and unspecified customers through the network, anda selling
price determining step of determining the selling price of the
new merchandise in gradual steps so that the price may be lower
on the first—corr;e—ﬁirst—sewed basis of the sales reservation.
Thus, éince the selling price of thenewmerchandise isdetermined
so that the price may be lower on the first-come-~first-served
basis of the sales resérvation, it stimulates the desire of
customers to buy the new merchandise at lower price, and many
reservations will be obtained earlier, so that manufacture of
new merchandisé can be started earlier.

Further, the selling price determining step once sets the
discount rate so- that the discount rate of the fixed price may
be higher in gradual steps on the first-come-first-served basis
of the sales reservation, and determines the selling price
according to the discount rate.. fi'hus, since the selling price
of the new merchandise is dete.i:z_nined so that the discount rate
may be higher on the first—come'—'f:.l..rst-served basis of 1-:he sales
reservation, it stimulates the desire of customers to buy the '

new merchandise at lower price, and many reservations will be
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obtained earlier, so that manufacture of new merchandise can
be started earlier. .

Further, there are provided a sales booking step of
accepting sales reservation of new merchand_ise to be released
corresponding to the merchandise informatj.on from the many and
unspecified customers through the network, and a selling price
determining step of determining the selling price of the new
merchandise so that thepricemaybe loweras t_he salesreservation
is accepted earlier. Thus, since the selling price of the new
merchandise is determined so that the price may be lower as the
sales reservation is accepted earlier, it stimulates the desire
of customers to buy the new mexrchandise at lower price, and many
reservations will be obtained earlier, so that mamif_acture of
new merchandise c‘arll- be started earlier.

Further, the selling price determining step once sets the

discount rate so that the discount rate of the fixed price may

be higher in gradual steps as the sales reservation is accepted

earlier, and determines the selling price according to the

" discount rate. Thus, since the selling price of the new

merchandise is determined so that the discount ratemay be higher

as the sales reservation is accepted earlier, it stimulates the

.desire of customers to buy the new merchandise at lower price,

and many reservations will be obtained earlier, so that
manufacture of new merchandise can be started earlier.

Further, there are provided a sales booking step of
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accepting sales reservat:.on of new merché.;i&ise to be released
corresponding to the merchandise information from the many and
unspecified customers through the network, and a selling price
determining step of determining the selling price of the new
merchandise so that the price may be lower as the reservation
sold-out time fromstart of acceptance of sales reservationuntil
reaching a specified reservation quantity is shorter. Thus,
since the selling price of the new merchandise is determined
so that the price may be lower as the reservation sold-out time
from start of acceptance of sales reservation until reaching
a specified reservation quantity is shorter, it stimulates the
desire of customers to buy the merchandise limited in the number
of reservation copies, and to buy the new merchandise at lower
price, and many reservations will be obtained earlier, so that
manufacture of new merchéndise can be started earlier, and
moreover the new merchandise may be provided with a premium.

- Further, the selling price determining step once sets the
discount rate so that the discount rate of the fixed price may
be higher as the reservation sold-out time is shorter, and
determines the selling price according to the discount rate.
Thus, since the sellingpriceof the newmerchandise isdetermined
sothatthediscount ratemaybehigherasthe reservationsold-out
time fromstart of acceptance of sales reservationuntil reaching
a specified reservation quantity is shorter, it stimulates the

desire of customers to buy the merchandise limited in the number
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of reservation copies, and to. buy the new merchandise at lower

price, and many reservations will be obtained earlier, so that

manufacture of new merchandise can be started earlier, and

moreover the new merchandise may be provided with a premium.

Further, the sales booking step informs the many and
unspecified customers of profile information about the already
booked subscribers. Thus, since the profile information about
the subsc;ribers is noticed, the tendency of the subscribers
having .alreédy reserved the new merchandise can be recognized
by’ the ,customers, the material for judging whether or not to
buy can be presented to the customers.

- Further, there is provided a manufacture decision step
of deciding manufacture of at least the new merchandise of the
greatest number of reservations,. aiftei' closing of  the
resewatioqs, if reservations of a plurality of new merchandise
are accepted at the sales booking step. Thus,-manufacture of
thenewmerchandiserecordingthegreatest nﬁ_mber of reservations
only can be decided, and manufacture of other new merchandise
can be stopped, so that the thrilling se_nsation and interest
of planning can be presented to the subscribers.

The computer-readable recordingmediumaccordingtostill
another aspect stores thereon instructions which when executed
realize the steps of the merchandise planning and development
metho_d mention_ed above. Thus, the merchandise planning and

development method of this invention can be realized on ‘a
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computer. -
Other objects and features of this invention will become
apparent from the following description with reference to the

accompanying drawings.

BRIEF DESCRIPTION OF THE DRAWINGS

Fig. 1 is a diagram explaining an outline of a first
embodiment of the invention.
Fig. 2 is a diagram showing the schedule from planning

and/or development to sales of merchandise in the first

embodiment.

Fig. 3 is a diagram showing the configuration of the first
embodiment.

Fig. 4isa flowchart explaining the operation of the first
embodiment.

Fig. 5 is a flowchart explaining the operation of -the' first
embodiment.

Fig. 6 is a flowchart explaining the inquiry process shown
in Fig. 4.

Fig. 7 is a flowchart explaining the electronic bulletin
board process shown in Fig. 4 and Fig. 5.

- Fig. 8 is al flowchart explaining the mail proce.ss shown

in Fig. 4 and Fig. 5.

Fig. 9 1is a .flowchart explaining the popularity

investigation process shown in Fig. 4.
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Fig. l0isa flowchartexplainingthe reservationreceiving
process shown in Fig. 5.

Fig. 11 is a flowchart explaining the catalog request
process shown in Fig-. 5.

Fig. 12 is a flowchart explaining the selling price final
decision process shown in Fig. 5.

Fig. 13AtoFig. 13Cshowexamples <.>f versionX+trial product
notice screen GX', version Y trial product notice screen GY, and
version Z trial .product notice screen GZ respectively in the
first embodimeni:. |

Fig. 14 is a diagram showing an example of electronic
bulletin board screen G; in the first embodiment.

Fig. 15 is a diagram showing én example of inquiry input
screen G; in the first embodiment.:

Fig. 16 is a diagram showing an example of inquiry input

| screen G; in the first embodiment.

Fig. 17 is a diagram showing an example of popularity
investigation result notice screen Gs 'in the first embodiment...
Fig. 18 is a diagram showing an example of merchandise
(mass production model) notice screen Gs in the first embodiment.
Fig. 19 is a diagram showing an example of merchandise
(mass productionmodel) notice screen Gs in the first embodiment.
Fig. 20 is a diagram showing an example of reservation

status. confirm screen Gs in the first embodiment.

Fig. 21 is a diagram showing an example of reservation
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acceptance screei:i':fé-, in the first emioodiihé}lt.

Fig. 22 is a diagram showing an example of catalog request
screen Gy in the first embodiment.

Fig. 23 is a diagram éxplaining an outline of a second
embodiment of the invention. ’

Fig. 24 isadiagramshowing the configurationof the second
embodiment.

Fig. 25 is a diagram showing the schedule from planning
and/oxr develoimient ofmerchandise toendofplanning inthe second
embodiment.

Fig. 26 is a flowchart explaining thé operation of the
second embodiment.

Fig. 27 is a flowchart explaining the operation of the
second embodiment.

Fig. 28 j.s a flowchart explaining the naming votingprocess
shown in Fig. 27.

-- Fig. 29isaflowchartexplainingthereservationreceiving
process shown in Fig. .27.

Fig. 30 is a diagram showing an example of merchandise
(mass productionmodel) notice screenGy in the second embodiment.

Fig. 31 is a diagram showirig an example of merchandise
A customized component seleci:ion screen Gjp in the 'second
embodiment.

Fig. 32 is a diagram showing an example of merchandise

A customizing screen G;; in the second embodiment.
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Fig. 33 is a diagram showing an example of reservation
acceptance screen G;__é in the second embodiment.

Fig. 34 is a diagram showing an example of merchandise
(mass production model) notice screen’ Gla in the second
embodiment. .

Fig. 35 is a diagram showing an example of merchandise
B customized_component selecting screen Gis in the second
embodiment.

Fig. 36 is a diagram showing an example of merchandise
B customizing screen G;s in the second embodiment.

Fig. 37 is a diagram showing an example of naming voting
form screen Gi¢ in the second embodiment.

Fig. 38 is a diagram showing an example of naming notice
screen G;7 in the second embodiment. |

Fig. .39 is a diagram shbwing an example of reservation
status confirm screen Gig in the second ei_nbodiment.

Fig. 40 is a diagram showing an example of reservation
information table J in the second embodiment..

Fig. 41A and Fig. 41B show selling price final decision
logic H; and H; respectively in the modified examples 1 and 2
of the second embodiment. '

Fig. 42 is a flowchart explaining the selling price final
decision process inmodified example 1 of the second embodiment.

Fig. 43 is a flowchart explaining the selling price final

decision process in modified example 2 of the second embodiment ..
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Fig. 44A andFlg 44B sh.ow selling pr:l.ce final decision
logic H; and Hs; respectively in the modified examples 3 and 4
of the second embodiment.

Fig. 45 is a flowchart explaining the selling price firial
decision process inmodified example 3 of the second embodiment.

Fig. 46 is a flowchart explaining the selling price final
decis:i.on process inmodified example 4 of the second embodiment.

Fig. 47 is a diagram showing an example of auction bidding{
form screen Gys in modified. example 5 of the second embodiment.

Fig. _48 is a diagram showing an example of bidding table
AC in modified example 5 of the second embodiment.

Fig. 49 is a flowchart explaining the selling price final

. decision process inmodified example 5 of the second embodiment.

Fig. 50 is a block diagram showing the configuration of

modified examples of the first and second embodiments.

DETAILED DESCRIPTION

Referringnow to thedrawings, £irst and second embodiments
of merchandise planning an;i development system, merchandise
plar;ning and development method, and computer-readable
recordingmedium recording merchandise planning and development
program of the invention are des’cribgd in detail below.

Fig. 1 is a diagram which shows the outline of the first
embodiment of the invention. Fig. 2 is a diagx:am showing the

schedule fromplanningand/or development to sales of merchandise
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in the first embodiment. - A merchandise maker 1 and a publisher
2 shown in Fig. 1 tie up in the business, opinions of customers

3, to 3; are interactively applied in planning- and development

of merchandise through the publication 4 and home page 5, and

the merchandise sui'l_;ed to the needs of the customers 3; to 3n
ispresented. Herein, tying-up.inthebusinessunitthebusiness
partnership in planﬁing, development, sales and marketing of
the merchandise. A watch is taken up as an example of the
merchandisé .

Thus,_ the merchandise maker 1 shown'j.n the figures is a
watch manufacturing enterprise, which presents merchandise
information, _manufacturing technology . anql others to the
publisher 2, its 'b-usiness partner. - The publisher 2 ‘is an

enterprise publishing fashionmagazines, daily l1ife information

journals and other publicatiqns 4, which transmits the

information of trend, fashion, communication, sensibility., etc.
to the customers 3; to 3,. The publisher 2 also presents the
market information to its business partnér, -that 1is, the
merchandise maker 1. The customers 3; to 3; are readers of the
publication4or Internetusers, andplay the roleof transmitting
the news about the | merchandise or telling the merchandise
information directly to friends. '

Opinions are exchanged between the merchandise maker 1

and the publisher 2, according to the business partnership, in

order to promote merchandise planning, and merchandise design
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plans are discusséd:’ The home page 5 is thé Web on the Internet,
which is the electronic media for transmitting the information
about planning, development and sales of meréhandise to the
customers 3; to 3,, or collecting opinions about planning and
development from the customers 3; to 3,. That is, the home page
5 is to connect the three parties, that is, the merchandise maker
1, the publisher 2, and the customers 3; to 3,, by making use
of the interactive benefits of the Internet. This home page
5 is controlled and managed by the publisher 2.

In the business partnership between the merchandise maker
1 and the publisher 2, planning, development and sales of
merchandise. are executed in the ~schedule shown in Fig. 2.
Ac;:ording to the shown'schedule, the pianningperiod, development
period (customer needs survey period, merchandise (mass
production model) establishing period), reservation receiving
period, and manufacturing period (merchandise information
notice period, sales period) are determined. In the planning
period, the merchandise to be planned and developed (in this
case, the wash) is determined, the merchandise settling targets
are determined, the concept is sét up, the system is built up
for opening the home page 5, and the publication 4 is created.
After thisplanningperiod, thedetail of the planning is noticed
to the customers 3; to 3, through the medium of the publication

4 and the home page 5.

The development period mainly consists of the customer
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33 to 3pneeds survey period, and the mexchandise (mass production
model) establishingperiod for determiningthemerchandise (mass
production model) conforming to the needs thi'ough the home page
5. Inthe customer needs surveyperiod, the 'ﬁ.nforma,tion of trial
products is uploaded on the home page 5, aﬁd the 6pinions of
the customers 3, to 3, are collected by way of the electronic
bulletin board or the like, and the needs are investigated.
Receiving thé results of investigation, be.tween the publishexr
2 and the me_rchandise maker 1, opinions are exchanged and the
design plans are discussed closely. After the development
period, the information (design, specification, price, etc.)
about the merchandise (mass production model) is noticed to the

customers 3:1 to 3, through the publication 4 and the home page

- 5.

In the reservation receiving perioc_:ll,'.reservatipns. for
purchasing the merchandise (mass pfoduction model) are received
from the customers 3; to 3,. After this rése'rvation receiving
period, in the merchandise information not'iée period, the final
selling pricé and the number of reservations are notice_d to the
subscribers (customers 3; to 3,) by way of the medium of the
publication 4 and the home page 5. Parallel to this merchandise
information notice period, in the manufa’¢turing period, the
merchandise is sequentially manufactured for the reserved
quantity. After the merchandise information notice period, in

the sales period, the merchandise is sold in the sequence of
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reservations, andthe sales period ends when the merchandise
is sold to the final subscriber.

Torealizetheprocess fromplanning, developmentandsales
of the merchandise, a specific configuration is explafi.ned by -
referringto Fig. 3. InFig. 3, the parts corresponding to those
in Fig. 1 are identified with same legends.. Customer clients
10, to 10, are provided at the side of the customers 3; to 3n
(see Fig. 1) respectively, and are connected to the Internet
20. These customer clients 10; to 10, are computer terminals
for accessing the Internet through the TCP/IP (Transmission
Control Protocol/Internet Protocol).

The customer client 10; is composed of computer main body,
display, -keyboardl, mouse and others, and is manipulated by the
customer 3;. This customer client 10; receives presentation of
various services on the Internet 20 by the WAW (World Wide Web)
browser 11, -and mailer 12;. The WWW browser 11; is a computer
program for looking up the home page 5 by accessing a WWW server
33 described below.

. Themailerl2;isa computer.p:c:ogram for creatingelectronic
mails or transmitting and receiving electronic mails according
‘to POP3 (Post Office Protocol version 3). The customer client
10; is connected to the Internet 20 through a modem 13,.

: i;‘he customer client 10, is composed, same as the customer
client 10;, of computer main body, display, keyboard, mouse and

others, and is manipulated by the customer 3,. This customer
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client 102, same as the customer client 10;,-receives presentation
of various services on the Internet 20 by the WWW browser 11,
and maller 12;. The customer client 10; is connected to the
Internet 20 through a modem 13,. ,

The customer client 10, is composed, same as the customer
client 10;, of computer main body, display, keyboard, mouse and
others, and is manipulated by the customer 3,. This customer
client 10,, sameas thecustomer client10:, receivespresentation
of va,;:ious services on the Internet 20 by the WWW browser 11,
and mailer 12,. The customer client 10; is conn‘écted'to the
Internet 20 through a modem 13,. |

+ At the publisher 2, a router 30 is a routing (relay route
settiné). device for repeating a packet transferred on the
Inte:::net 20 according to the IP address, and is interposedbetween
the Internet 20 and a LAN (Local Area Network) 32. The LAN 32
is an in-house ﬁetwork of the publisher 2 A firewall 31 is
provided between the router 30 and the LAN 32. The firewall
protects the LAN 32 from illegal invasion from outside.

This firewall 31 may be realized by any of the following
methods. That is, 1) passing only a specifi'c packet by
identifying the IP address of the packet, 2) uéing a proxy server,’
or 3) using a very complicated validation mechanism. The WWW
server 3_3 is connected to the LAN 32, and it is a server for.
presentingthe information (inthis case, thehomepage 5) written

in the HTML (HyperText Markup Language) composed of multimedia
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information (ord:r.nary text, still image, mbv:.ng image and sound)
according to the WWW server program.

A memory device 34 storing HTML file or external database
is connected to t@'xis WWW server 33. Herein, the WWW server 33
communicates with the external database according to the
application program called the CGI (Common Gateway Interface).
A news server 35 is a server connected to the LAN 32 for realizing
anelectronicbulletinboardaccordingtotheapplicationprogram
called INN (InterNet News) 36.

This news server 35 performs at least the followiné
functions. That is, 1) storing the transmitted articles in a
news spool 37, 2) reading out articles from the news spool 37,
3) deleting the articles, 4) relaying the articles. The
electronic bulletin board is utilized for sharing information
among the merchandise maker 1, publj.sher 2 and customers 3; to
3,, from planning and/or development to sales of merchandise.
Modes of using the electronic bulletin board are explained later
in specific examples.

A job server 38 is connected to the LAN 32, and it is a
server used in various jobs in the publisher 2. A memory device
39 for storing various data occurring in the process of execution
of jobs is connected to the job' server 38. A publisher client
40 is connected to the LAN 32. The publisher client 40 receives
presentation of various services on the LAN 32 and the Internet

20 from the WWW browser 41 and mailer 42. The publisher client
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40.is composed of computer main body, display, keyboard, mouse,
and others. A control terminal 43 is connggted to the LAN 32,
and it is a terminal for maintenance of the WWW server 33 and
updating of the home page 5. | |

At the merchandise maker 1, a router 50 is interposed
between the Internet 20 and a LAN 52. The router 50 is a routing
(relay route setting) device for repeating a packet transferred
on the Internet 20 acéording to the IP address. The LAN 52 is
an in-house network of the merchandise maker 1. A firewall 51
is placed between the router 50 and the LAN 52. The firewall
51 protects the LAN 52 from illegal invasion -ffom_ outside. Thiss
firewall 51 may be realized by the methods by which the firewall
31 is realized.

A merchandise maker client 53 is connected to the LAN 52,
and receives presentation of various services on the LAN 52 and
the | Internet 20 by a WWW browser 54 and a mailer 55. 'This
merchandise maker client 53 is composed of computer main body,
display,. keyboard, mouse, etc.

A CAD (Computer Aided Design) device 56 is connected to

the LAN 52. = The CAD device 56 is used for drafting merchandise

. design and others by making use of the computer graphics

technology. A job server 57 is connected to the LAN 52. The
job server 57 is a server used in various jobs of the merchandise
maker 1. A memory device 58 for storing various data occurring

from execution of jobs is connected to this job server 57.°
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A mail servg%izél is connected to th'e&::"f.[:riternet 20 through
arouting router 60. Themail server 61 is a server for realizing
an electronic mail system. This mail server 61 transmits and
receives electronic mails with the client according to the
application program called MTA (Mail Transfer Agent) 62. The
mail server 61 also transfers the electronic mails to other mail
servers which are not shown in the figures. The mail server
61 also stores the received electronic mails témporarily in a
mail spool 63.

- Operation of the first embodiment will be desdribed'here
while reéferring to the flowcharts .shown in E;ig. 4 to Fig. 12.
The planing period to the sales period shown in Fig. 4 and Fig.
5 corre;spond to the corresponding periods'shbv'm in Fig. 2. At
step SAl shown in Fig.' 4, themerchandisemaker 1 and the publisher
2mutually negotiate and determine the merchandise to be p}ar_med
and developed (in the case, the wat'cl.:.t) . At s'te'p- SAZ,. the
merchandise maker 1 and the publisher 2 determine the target
of selling the merchandise in consideration of thé
dharacteristics of the mercharidise and marketing results. In
this case, it is supposed that ‘!:he selected targets are young
offi;::e working men in the age'gi:-.oﬁp of 25 to 35 years, with full
of individuality and seqsibii-ity. |

At step SA3, the merchandiée maker 1 and the publisher
2 set up the concept bf the merchandise. Among the key words

characterizingthe youngoffice workingmen, suchas creativity,
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.positiveness, recklessness, and freedom, suppose: the concept

of high spirit J'_.s selected. At step SA4, the merchandise maker
1 and the publisher 2 determine, on the basi__s_ of the merchandise,
targets, concept, etc., the notice methoc_l to the customers 3;
to 3,, and the preview, including the merchandise design,

specification, p_rice setting, sales method, and other details

of planning.

10

At step SAS5, the publisher 2buildsupa systemfor executing
the plan detérminéd at step SA4. Precisely, the publisher 2
sets up the WWW server 33_ . NeWS server 35, andothers, and develops
a program for real_izing the home page 5. On the other hand,

the merchandise maker 1 prepares the design as the preview by’

the CAD de:vice 56. The design data is transferred through the

15

20

Internet 20, and is incprpora_ted into the HTML file operating
on the WWW server 33. | _ _

Parallel to system build-up at step SA5, at step SA6, the_
publ.ication 4 including an arti'clé announcing the p;a_n :'!.s

.

manufactured by the publisher 2. This article include’s the

merchandise concept, planning method, schedule, p:eview, URL

{Uniform Resource Locator) of the home page 5 and other

.info'rmation. At step SA7, the plan is noticed to the customers

25

1

31 tO 3no
That is, the plan is noticed by selling the publication
4 and opening the home page 5. The home page 5 shows the

merchandise concept, planning method, schedule, preview design,
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etc. The reader reading the article in the publication 4
recognizes the URL of the home page 5, and can access the home
page 5.

At step SA8, the WWW server 33 (merchandise maker 1 and
publisher 2) judges if the preset cuétome'r needs survey period
(see Fig. 2) is terminated or not, and in this case the result
of judgement is NO. As a result, the process from step SA9 to
step SAll is executed parallel.

Here.in, the inquiry process at step SA9 is the process
of inquiring the customers accessing the home page 5 about the
information of merchandise development. The electronic
bulletin board process at step SAl0 is the process for writing
or looking up the electronic bulletin board opened by the news
server 35. Themail process at step SAll is theprocess of sending
and receivir_xg electronic mails among the customers 3; to 3,
the merchandise maker 1, and the publisher 2, by utilizing the
function of the mail server 61.

Suppose that the client 3; has browsed the home page 5..
That is, when the WWW browser 11, is started, the customer client
10; accesses the WWW server 33 through the modem 13;, the Internet
20, router 30, firewall 31, and LAN 32 according to the URL entered
by the customer 3;. As a result, the home page 5 appears on
the display (not shown) of the customer client 10;.

The home page 5 shows thé version X trial product notice

screenGXas thepreviewshow, forexample, inFig. i3A, inaddition
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to the merchandise concept, planning method and schedule. This
version X trial product notice screen GXdisplays version X trial
product image WX; and version X trial product image WXz about

two kinds of trial products X; and 5(; (designs of the watch).

. The version X trial product image WX; and version X trial product

image WX, are drafted by the CAD device 56 as the preview. By
looking up the home page 5, the customer 3; recognizes the
merchandise concept and watch design, and evaluates the design.

In the inquiry process, at step SBl shown in Fig. 6, the
WWW server 33 judges if there is an inquiry input request for
entering the inquiry to the customer looking up the home page
5 or not. Precisely, the WWW server 33 judges if the inquiry
input button (not shown) on the home page 5 is pressed or not.
If this result of judgement is NO, the WWW server 33 returns
to the process in the main routine shown in Fig. 4.

In this case, supposing the inquiry request bﬁtton oﬁ the
browser is pressed by the customer 3, at step SB2, the WAW server
33 displays the inquiry input form, that is, the inquiry input
screen Gz shown in Fig. 15 &nd Fig. 16 on the display of the
customer client 10;. This inquiry input screen G; shows, aside
from the customer personal information (name, ..., e-mail), the
inquiry items about the image of the trial product shown on the
home page 5 (in this case, version X trial product image WX,
and version X trial product image WX; shown in Fig. 13A) in choice

format.



10

15

20

25

WO 01/64012 SR a8 PCT/IP01/01649

50

As shown in Fig. 15 and Fig. 16, the inquiry items are
as follows. That is,

1. Interested in any product? (plurality of answers accepted),
2. You like which point ? (plurality of answers accepted),
3. Youdon't like which point? (plurality of answers accepted),
4. You feel what image about the product? (plurality of answers
accepted), and '

5. You like to wear on which occasioné.(plurality of answers
accepted) . |

The product here is the trial product X; and trial product X,
shown in Fig. 13A. The customer 3; selects or enters the answers
sequentially in every inquiry item.

Returning to Fig. 6, at step SB3, the WWW server 33 judges
if a clear button 56 shown in Fig. 16 is pressed or not. This
clear button 76 is pressed when clearing the input items of the
iﬁquiry inpuf screen Gz. If the result of judgement is YES,
at step SB6, the WWW server 33 clears the input items of the
inquiry input screen G;, and returns to the process in the main
routine shown in Fig. 4.

If the ;:esult of judgement at ste;; SB3 is NO, at step SB4,
the WAW server 33 judges if a send button 75 shown in Fig. 16
ispressedornot. Letﬁsassumethattheresultofthisjudgement-
is NO. When all inputs of answers to the inquiry items on the
inquiry input screen G; are over, the customer 3, pressed the -

send button 75 by manipulating the mouse or the like.
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As a result, the. WWW server 33 jud_ges the result at step
SB4 to be YES. At step SB5, the WWW server 33 stores the inquiry
answers in the inquiry answer result database in thememorydevice
34 by corresponding to the individual information. Hereinafter,
the process of step SB1 to step SB5 1s repeated, and the dustomer
needs, evaluation and other information about the merchandise
are sequentially accumulated in the inquiry result database.

' In the electronic bulletin boafd processing, at step scl
shown in Fig. 7, the news server 35 judges if there is any accéss
request to the electronic bulletin board from the customer
browsing the home page 5, the merchandise-mal;e_r 1l or the publisher
2. .The new server 35 operates together with the WWW server 33.
Precisely, the news server 35 judges if an _électronic bulletin
board button (not sh_dwn) on the home page 5 has been pressed
or not. If the resuZLt of judgement is NO, the news server 35
returns to the main routil_ie shown in Fig. 4.

Herein, when uploadj.ng' the impression about the
merchandise or questions on the electronic bulletin board, the
customer 3; manipulates to press the electronic bulletin board
button (not shown). As a result, the news sérver 35 judges the

result at step SCl to be YES. At step SC2, the news server 35

reads out the electronic bulletin board data £rom the news spool

37. At step SC3, the news server 35 displays the electronic
bulletin board screen G; shown in Fig. 14 on the display of the

customer client 10,. This electronic bulletin board screen G,
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shows an uploadir:i;é:"f';information' input seétion 70, electronic
bulletin board data 73 uploaded in the past, and electronic
bulletin board data 74.

The uploading information input section 70 is for input
of the title of the electronicbulletinboarddata tobe uploaded,
category, personal information of the uploading customer
(name, ..., e-mail), and opinions. Herein, the category is
intended to classify the objects of questions andopinions, which
may be selected fromthe following. Thatis, 1) generaldesign,
2) dial plate, 3) material, 4) hands, 5) wristband, 6) functions,
7) color, 8) price, 9) product name, 10‘) watch to like, watch
to dislike, 11) celebrity supposed to look well with this watch,
and 12) others.

‘The customer 3; selects or enters the items in the uploading
informa'tion input section 70 sequentially. Herein, the
electronic bulletin board screen G; is used not only for writing
of queries from the customer 3, (questions, opinions), but also
for writing of answers from the merchandise markef 1 or the
publisher. 2 tothequeries. The'éleétronic bulletinboardscreen
G1 also shows the electronic bulletin board d.ata 73 uploaded
in the past, aside from the new opinions, and the electronic
bulletin board data 74, anci therefore the electronic bulletin
board screen G; is monitored not only by the customers but also
by the merchandise maker 1 and the publisher 2.

"Returning to Fig. 7, at step SC4, the news server 35 judges
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if an upload but-i:on- 71 shown in Fig. 14 has beeh pressed or not.
In this case, when all inputs about the uploading information
input section 70 shown in Fig. 14 are ové:c, the -customer 3
manipulates to press the upload button 71. As a result, the
news server 35 judges the result at step SC4 to be YES.

At step SC6, the news server 35 stores the entered
electronic bulletin board data in the news spool 37, and returns
to- thé process in the main routine. The stored electronic
bulletinboarddata is displayed inthe electronicbulletinboard
screen G; as new data for review. The process at step SCl to
step SC4 a.nd SC6:is repeated, and the electronic bulletin board
data is sequentially accumulated in the news spool 37.-

. On the other hand, if the judgment at step SC4 is NO, then
at step SC5, the news server 35 judges if a delete button 72
shown in Fig. 14 l'fas been pressed or not. The delete button
72 is to delete the electronic bulletin board ciata entered in
the uploading information input section 70. If the judgment
is YES, at stép-SC?, the news server 35 deletes the electronic
bulletin board data, and returns to the processing in the main
routine shown in Fig. 4.

.In the mail processing, at step SD1 shown in Fig. 8, the
méil server 61 judges 1f an electronic mail has been received
or not. If judgment is NO, the mail server 61 returns to the
processing in the main routine shown in Fig. 4. . Herein, if the

customer 3; browsing the home page 5 queries about themerchandise
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plannir'xg and/or development, the customer 3; starts up a mailer
12; shown in Fig. 3, and prepares an electronic query mail OM
including ques.tions ., and sends it to a merchandise maker client
53 (or a publisher client 40). The electronic query mail QM
is received in the mail server 61 by way of the modem 13,, the
Internal 20, and the router 60.

Returning to Fig. 8, the mail server 61 judges YES at step
SD1. At step 8SD2, the mail server 61 stores the received
eleétronic m;ail {(in this case, the query mail QM) .in the mail
spool 63. At step SD3, the mail server 61 judge if there is
mail .transfer.request form the client. If the judgment is NO,
mail server 61 returns to the process in the main routine shown
in Pig. 4. Herein, if ti'ler.e is a mail transfer request from
the merchandise make:l;' client 53, the mail server 61 judges YﬁS
at Qfep SD3.

| At st'eﬁ 5D4, the mail seﬁrer 61 reads' out the elebtronic

query mail QM to the merchandise maker cli'ent 53 from the mail
spool 63, and transfers it to the merchandise maker client 53
by way of the router 60, the In_te_rnet 20, router 50, firewall
51, and LAN 52 shown in E.'ig. 3. Asaresult, thequeryisdisplayed
on the display of the merchandise maker client 53.

Returning to Fig. 8, at step SD5, the person in charge
at the merchandise maker 1 judges if necessary to reply the query
or not. If the judgment is NO, the process returns.to the main

routine shown inFig. 4. Inthis case, if the replyis neéessary,
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the person in charge judges at step SD5 to be YES. At step SD6,
the person in charge starts up the mailer 55, and prepares an
electronic answer mail AM including the reply (see Fig. 3).

At step SD7, the merchandise maker client 53 sends the
answer mail AM to the customer client 10; to the mail server
61 by way of the LAN 52, the firewall 51, router 50, the Internet

20, and router 60 and returns to the process in the main routine.

_ The customer client 10; receives the electronic answer mail AM,

- anddisplays the answer fromthe merchandisemaker lonthedisplay.

As a result, the customer 3; can recognize the answer. The other
customers 3; to 3,, same as the customer 3;, queries about the .
merchandise to the merchandise maker 1 (or the publisher 2)

through the electronic mail, and receives the answers.

. Returning to Fig. 4, at step SAl2, needs of customers are

analyzed on the basis of the contents qf '!:he- inquiry result
databasé, ‘electronic bulletin board data, a-nd electronic query
mail QM. Precisely, the merchandise maker client 53 and
publisher client 40 ,collect the inquiry; result database,
electronic bulletin board data, and electronic query mail QM.
The merchandise maker 1 and the publisher 2 anaJ:yze the needs
(reactions) of the customers about the trial products X; and
X, shown in Fig. 13A.

At step SAl3, the merchandise maker 1 and the publisher
é, receivingtheanalys :fs resultof theneedsatstepSAl2, discuss

to improve the design and specification of the trial products
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X; and X; shown in Fig. 13A. At step SAl4, the mérch’andise maker
1l and the publisher 2 determine the improved désign and
specification of the trial products. A.éter the decision, at
step SAl5, the person in charge of design at the merchandise
maker 1 drafts an improved trial product (design) by using the
CAD device 56. The data of this design is transferred through
the Internet 20, and is incorporated into the HTML file operating
on the WWW server 33. | |

- At step SAl16, consequently, version Y trial product notice
screen GY (improved trial product) shown in Fig. 13B is noticed
to the customers 3; to 3; through the home page 5. The version
Y trial product notice screen GY shows version Y trial product
image WY; and version ¥ trial product image WY, about two improved
trial products ¥; and ¥, (the watcl'.x designs). The customers 3;

to 3, browsing the home page 5 recognize the improved designs,

and evaluate the designs by the inquiry process, electronic

bulletin board process, and mail process.

At step SAl7, the WWW server 33 judges whether or not to
execute the popuiarity investigation process for investigating
the popularity about the trial products. Assume that the
judgment made by the WAWW server 33 is NO:. Hereinafter, the same
operation is repeated until the customer needs survey period
is over. At step SAl6, suppose version Z trial product notice
screen GZ (improved trial product) shown in Fig. 13C is noticed

to the customers 3; to 3, through the home page 5. The version
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Z.trial product notice screen GZ shows version Z trial prbduct
images W2; to version Z trial product image Wz, about four improved
trial products 2; and Z; (the watch designs)..

At step SAl7, the WWW server 33 judggs whether or not to
execute the popularity investigation-proce:s.s for investigating
the popularity about the trial producté. Assume that the
judgment made by the WWW server 33 is YES. Th,is popularity
investigation process is executed when thé_ directivity of the
design is no determined or the needs of customers are not
understood.. At step SAl8, the popularity investigation process
is executed.

That is, at step SEl shown in Fig. 9, the WWW server 33
prepares a pop_ularity investigation iz_lquiry form, 3 This

popularity investigation inquiry form is same as shown in Fig.

15 and Fig. 16, and the trial products Z; to Z; shown in Fig.

13C are entered in the choice items correspopding to the inquiry
item "1. Interested in any product?" shown in Fig. 15.

At step SE2, the WWW server 33 not-ic;es the execution of
popular_ity investigation of trial products %; to Zs shown in
Fig. 13C to the customers 3; to 3, through the home page 5, by
showing the period of popularity investigation and method of
execution. The method of execution is, herein, to select the
best product by the customers by using the popularity
investigationinquiry form. AtstepSE3, theWWWserver 33judges

if the popularity investigation period is over or not. In this
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case, the WWW sei;vé;'r 33 makes the judgment as NO, and repeats
the same judgement. Within the popularity investigationperiod,
in the same procedure as in the inquiry process (see Fig. 6},
the process using the popularity investigation inquiry form is
executed.

When the popularity investigation period is over, the WWW

"server 33 makes a judgment as YES at step SE3. At step Se4,

the WWW server 33 sums up the results of the popularity

. investigation. At step SE5, the WAW server 33 uploads the

. popularity investigation result notice screen Gz shown in Fig.

17 on the home page 5 as the resulf of popularity investigation.

The customersrefer tothepopularityinvestigationresultnotice

. screen Ga, and recognize the pbpularity ranking of trial products

Z1 to Z, shown in Fig. 13C.

This popularity investigation result notice screen Gs

. éhows the popularity investigati'on result graph 77 _gréphically

showing the number of votes for the objects of investigation

(in_this case, trial pro_duct_s. Z; to Z4), and version 2 trial

‘product images WZ; to WZ, (see Fig. 13C) corresponding to the

ranking. In this case, the popularity number 1 is the trial
product Z3 (gaining 667 votes), and number 4 is theitrial product

Z; (gaining 491 votes). He_:r:e_in,' the merchandise maker 1 and

the publisher 2 can understand the needs of customers adequately

from the result of the popularity investigation.

When the customer needs survey period is over, the WWW
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-server 33 makes the judgment as YES at step SA8. At step SA1l9,

" needs of customers. are comprehensively analyzed on the basis

of the contents of the inquiry result database corresponding
to the customer needs survey period, electronic bulletin board
déta, electronic query mail OM, and popularity investigation
result. Precise.ly, the merchandise maker client 53 and
publisher client 40 collect the inquiry result database
correspon_ding to the customer needs survey period, ele_ctronic__
bulletin board data, electronic query mail oM, and po;pularity |
investigation result. Accordingly, themerchandise maker 1 and
the publisher 2 lcomprehensively analyze general needs about the
merchandise. |

At step SA20, the merchandise maker 1 and the publisher
2, receiving the needs comprehensive analysis result at step
SAl9, determine finally tlile design and si:ecificatibn of the
merchandige '(rﬁass production -médel) . Recéiving this &eéision,
the person in charge of design ét the merchandise maker 1 drafts
the design of the merchandise (mass production model) by using
the CAD device 56. This design data is tr’ansferred through the
Internet 20, and is incorporated into the HTMI file operating
on the WWW server 33. | |

At step SA21, the merchandise maker 1 and the f)ublishe'r
2, onthebasisof the néeds analysisresult, determine theselling
price zone in the light of the merchandise sales prediction,

manufacturing cost, sales cost and others. The selling price
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zone is determine'&?:::ii::rn the plurality of stééés depending on the
merchandise reserved quantity, and is set in the WWW server 33.
Precisely, as shown in Fig. 18 and Fig. 19, the selling price
is set to be lower in gradual stéps depending on the increase
in the number of resexrvations.

At step SA22 shown in Fig. 5, the WWW server 33 notices
the merchandise (mass production model) to the customers 3; to
3n, by displaying themerchandise (mass productionmddel) notice
screen Gy showﬁ in Fig. 18 and the merchandise (massproduction
model) notice screen Gs shown in Fig. 19 on the home page 5.
The merchandise (mass production model) notice screen G; shown
inFig. 18 shows themerchandiseA (green) image WA; tomerchandise
A {blue) image WAz, specification, price and others showing _
designs of different cc?I'ors' relating to one merchandise A.

" In Ithe similar manner, the merchandise (mass production
model) notice screen Gs shown in Fig. 19 shows the merchandise
B (bléck) image WB; to merchandise B (white) image WBs;,
specification, price and others showing designs of different
colors relating to other merchandise B. Thus, it is ready to
receive sales reservations about merchandise A or me'rchandise
B. At step SA23, the WWW sever 33 judges if the reservation
receiving period is over or not. In this case, the WWW sever
33 makes a judgment of NO. As a result, the process of step
SA24 to step SA27 is executed parallel.

At step SA26, same as in the mail process at step SAll,
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mails about the merchandise A and B (see Fig. 18 and Fig. 19)
are processed. At step SA25, same as in the electronicbulletin
boardprocess at step SA10, theelectronicbulletinboardprocess
about the merchandise A and B is executed.

The reservation receiving process at step SA24 is the
process for receiving sales reservations about merchandise A
or B from the customers 3; to 3,. That is, in the reservation
recelving process, at step SF1 shown in Fig. 10, the WWW server
33 judges if a reservation status confirm reservation status
button 78 (see Fig. 18) or a confirm reservation status button
79 (see Fié. 19) is pressed or not by the manipulation of the
customer looking up the merchandise (mass production model)
notice screen G; or mexrchandise. (maés production model) notice
screen Gs. The reservation status confirm button 78 and
reservation status confirmbutton 79 are buttons for confirming
the rese'rvation status of the merchandise A and B at the present..

For example, if the reservation status confirm button 78
shown in Fig. 18 is pressed by the manipulation of the customer
31, the WWW server 33 makes a judgment of YES at step SF1. 1If
judged NO at step SFl, the WWW server 33 returns to the main
routine shown in Fig. 5. In this case, at step SF2, the WWW
server 33 displays a reservation status confirm screen G¢ shown
in Fig. 20 on the display of the customer client 10,. At step
SF3, the WAW server 33 judges if a reserve button 81 shown in

Fig. 20 is pressed by the customer or not, and if judged NO,
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it returns to the main routine in Fig. 5.

A reservation status display 80 of the reservation status
confirm -screen Gs¢ shown in Fig. 20 displays the number of
reservations (98 pieces) of merchandise A and the number of
reservations (264 pieces) of merchandise B at the present time
of 23:00 on February 29. Herein, when the reserve button 81
is pressed lby -th.e customer 3;, the WWW sexrver 33 makes a judgment
of YES at st'ep._SF3. At étep SF4, the WWW server 33 displays
the reservati;:n acceptance screen G; which_is the reservation
acceptance form shown in Fig. 21 on the display of the customer
client 10;.

This reservation acceptance screen G; shows, aside from
thepersonal informationof the customer (subscriber) (name, ...,
e-mail), a product name display 82 for input of the merchandise
reserved for purchase (mercl'iandise A (green), merchandise A
(vellow) , merchandise A (blue); see Fig. 18), and a reserved
quantitydisplay 83 for input of number of reservations. Further ’

the reservation acceptance screen G; shows a product name display

84 for input of the merchandise reserved for purchase

(merchandise B (black), merchandise B (silver), merchandise B
(white); see Fig. 19), and a reserved quantity display 85 for
input of number of 'reservaticlms. The customer 3; enters
necessary reservation information in the product name display
82, reserved quantity display 83, product name display 84, and

reserved quantity display 85.
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Returning to Fig. 10, ait step SF5, the WWW server 33 judges
if a clear button 87 shown in Fig. 21 is pressed or not. 'The
clear button 87 is pressed when-'clearing the input data in the
reservation acceptance screen G;. If the judgment made at step
SF5 is YES, then at step SF8 the WWW server 33 clears the input
data in the reservation acceptance screen Gy, and returns to
the process in the main routine shown in }:"ig7 5.

If 1ﬁ_he judgment made at step SFS-i.s NO, then at step -SE"G
the WWW s_érver 33 judges if a send button.as -shown in Fig. 21
is p:j:ess_ed ornot. Inthiscase, theWWWserver 33makesajudgment
as NO. If the customer 3; press.es the end button 86, the WWwW
server 33 makes a judgment as YES. At step SF7, the WWW server
33 increments the reserved quantity data R by one, and returns
to the main routine. This reserved quantity data R is the data
showing the number of reserved pieées ‘of merchandise A and B.

The reserved quantity data R is stored in the memory device 34.

- The catalog request process at step SA27 shown in Fig.

5 is'a process for accepting the catalog request :of paper medium
relating to merchandise Aor B. That is, in the catalog request
process, at step SGl shown in Fig. 11, the WAW server_33 judges
if a catalog request button (not shown) displayed on the home
page 5 is pressed by the customer or not. If the WWW server
33 makes a judgment as NO, then the process returns to the main
routine shown in Fig. 5.

Inthiscase, if the custémer 31 presses the catalog request

A e n e s e WP b e Srmdmen -
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button (not shown), the WWW server 33 makes a judgment as YES
at step SGl. At step SG2, the WWW server 33 displays a catalog
request screen Gg shown in Fig. 22 on the display of the customer
client 10,. This catalog request screen Gs shows the personal
inf;armation of the customer 3; (the catalog requesting person)
(name, ..., e-mail). The customer 3; enters the personal
information.

_Ret.u_rning to Fig. 11, at step SG3, the WWW server 33 judges

if a clear button 89 shown in Fig. 22 is pressed or not. ' This

clear button 89 is pressed when clearing the input content of

the catalog request screen Gg. If the judgment ét step SG3 is
YES, then at step 5G6 the WWW server 33 clears the input data
of the éatalog request screen Gs, and the process returns to
the main routine shown in ' Fig. 5.

‘If the judgment at step SG3 is NO, then at step SG4 the
ﬁWW server 33 judges if a send button 88 shown in Fig. 22 is
pressed or not. In this case, the WWW server 33 makes a judgment
as NO. However, if the customer 3, presses the send button 88,
the WWW server 33 makes a judgment at step SG4 as YES. As a
result, at step SG5, the catalog is dispatched to the customer
31. Hereinafter, this operation is repeated until <the
reservation receiving period is termir;lated.

When the reservation receiving period is terminated, the
WWW server 33 makes a judgment of YES at step SA23 shown in Fig.5.

At step SA28, the WWW server 33 executes the 'selling price final
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decision process for determining. finally the selling price
depending on the number of reservations. ’I_'hat is, at step SH1
shown inFig. 12, the WAW sexver 33 reads out the reserved quantity
data R at the tend of reservation acceptance. At stép SH2, the
WWW server 33 judges if the reserved quantity data R is blow
the threshold T, (for example, 3000; see Fig. 18 and Fig. 19)

or not.

If the judgment made at step SA23 is YES, at step SH5,

the WAW server 33 sets the selling price dt V3. For example,
when the number- of reservations about the merchandise A shown
in Fig. 18 is less t_han 3000 pieces, the se-lling price Vi of
the merchandise A is 30,600 yen. Similarly, if the number of
reservations about the merchandise B shown in Fig, 19 is less
than 3000 pieces, the selling price V; of the merchandise B is

50,000 yen.

. On the other hand, if the judgment at step SH2 is NO, going

to step SH3, the WWW server 33 judges if the reserved quantity
data R is’ over the threshold T, (for example, 3000 pieces) and

less than the threshold T, (for example, 6000 pieces). If the

judgment made at step SH2 is YES, then at step SH6 the WWW server:

33 sets the selling price at Va.

For example, if the number of reservations for the
mércha_ndise A shown in Fig. 18 is 5000 pieces, the selling bricé
Vz of the merchandise A is 25,000 yen, a discount of 5,000 ven

from the case of less than 3000 pieces. Similarly, if the number
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of reservations forthe merchandise B shdﬁﬁ.in Fig. 19 is 5500

pleces, the sellirig price V, of the merchandise B is '45 ,000 yen,

a discount of 5,000 yen from the case of less than 3000 pieces.

If the judgment.made at step SH3 is NO, the WWW server
33 judges that the reserved quantity data R is over the threshold
T, (for example, 6000 pieces). At step SH4, the WWW server 33
sets the selling price at V3. For example, if the number of
reservations for themerchandiseAshowninFig. 18 is 7000 pieces,
the selling price V3 of the merchandise A is 20,000 yen, a f_ui‘thér
disc_:ount o__f 5,000 yen. Similarly, if the number of reservations !
for the mérchandise B shown in Fig. 19 is 7_500 pieces, the se‘lfl?.in'g
price V3 of the merchandise B is 40,000 yen, a further discount
of 5,000 yen.

Returning'to Fig. 5, at step SA29, the WWW server 33 notices
the merchandise information (;he finallyﬂ determined price,
specification, design, etc.) to the.subscribers through the home
page 5. At stepSA30, the me;:'chandise maker 1 starts manufacture
of merchandise A and B. At step 'SA31, the merchandise maker
1 judges if reaching the sales day of the merchandise A and B
or not. At step SA31l the mercﬁéﬁdise maker 1 makes a judgment

of NO and répeats the judgement. On the sales day, the

- merchandise maker 1 makes a judgment of YES at step SA31l.

At step SA32, the merchandise maker 1 distributes the
merchandise A and B to the subscribers in the sequence of

reservations. At step SA33, the merchandise maker 1 judges if
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‘the number of manufactured pieces of merchandise A and B is equal

to the number of reservations (reserved quantity data R), and
it is judged NO herein. At step SA35, the merchandise maker
1 judges if the sales period is over or not, and it is judged
NO. Hereinafter, the merchandise A and B will be sequentially
distributed to the subscribers.

If the merchandise maker 1 makes a judgment of YES at step
SA33, then at step SA34 the merchandise makexr 1 Judges that the .
number of manufactured pieces has coincided with the number of
reservations, and stops manufacture of merchandise A andB. If
the merchandise maker 1 'makes a judgment of YES at step SA35,
hen at step SA36 the merchandise maker 1 and the publisher 2
evaluate the series of process from planning and development
to sales of the merchandise compre'hensively, and feed back the

result of the overall evaluation to planning and development

of next merchandise.

As explained herein » according to the first embodiment,
the opinion information of customers is collected interactively
by the electronic bulletin board, electronic mail or inquiry
through the Internet 20, and the merchandise information suited
to the needs of custemers on the basis of the opinion information
is noticed, and therefore differentiation of the merchandise
can be expressed, and versatile needs of individual customers
can be fed back to development of new merchandise.

Further, -since the trial product information. is noticed
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through the Internet 20 according to the needs of customers on
the basis of the opinion information, trial products can be
manufactured the plurality of times, and the needs of customers
can be adequately fedback to the development of new mérchandise .
Further, since the popt_llarity of the plﬁrality of trial
products is investigated in the planning or development stage,
at step SA18, on the basis of the results of investigation, needs
of customérs can be unders_t__ood quickly and easily.. '
) Furﬁhér, since the sales reservations are collected at
step SA24, and the selling price of the new merchandise is

determined so as to be lower in proportion to increase:in the

"number of sales reservations (step SA28), it is not necessary

to keep an excessive stock, and the service of higher quality
is presented to the customers at lower price.

Fig. 23 is a diagram explaining the outline of the s'econd

‘embodiment of the invention. Those components thatperformsame

or similar functions as the components shown in Fig. 1 have been
pJ;'ovided with the same legends. Sales représentatives 90, to
90, have been newly provided in this second embodiment. These
sales representatives 90; to 90, fa'r:ea, for example, convenience
stores, and they sell the 'rﬁercharidise supplied from the
merchahdise'maker 1 to the customers 3; to 3, (subscribers of
the merchandise) in place of the merchandise maker 1. .
The sales rep:.:esentatives' 90; to 90, remit the amount of

money received from, the customers 3; to 3; to the bank account
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. of the merchandise maker 1 by on-line banking or the like. The

~mexchandise maker 1 ships the developed merchandise (mass
production model) before sales day tq the sales representatives
90, to 90,, and collects the money of the sgld merchandise from
the salesrepresentatives 90, to90,aftersalesbyon-1line banking

~or the like. In the second embodiment, in addition to the
merchandise sale through the sales representatives 90; to 90,
mentioned above, the merchandise is also soled by the cash on
_deliverj system. | |

- Fig. 25shows the schedule fromplanningand/or development

~ of merchandise to end of planning in the second embodiment.

_ Portions that correspond to those in Fig. 2 have been provided

with the same legends. In Fig. 25, the naming voting period
and reaction investigation period are newly provided.

In the naming vqtin_g period, through the home page on the
Internet, naming of the merchandise (mass prb&ﬁétion méd:el) is
widély voted and determined. After termination of tl;e naming
voting period, the decided naming is announced on the home page.
The reaction investigation period is the period from notice of
the merchandise (mass production model) till end of planning.
| In this reaction i_nﬁestigation period, the reaction of customers
about the merchandise (mass production model) is investigated
by way of the home page.

A specific structure. from plannir;g.and/ or development of

merchandise till end of planning is shown in Fig. 24. Components
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or portions that%ggrrespond to those sh&%ﬁ in Fig. 3 and Fig.
23 are provided with the same legends. In Fig. 24, sales
. representative clients 100, t‘o 100,, WWW browsers 101; to 101,,
mailers 102; to 102,, and modems. 103; to 103, are newly provided.
-Although not shown in the diagram, same as in the casé of the
first embodiment, customer clients 10; to 10,, WWW browsers 11,
to 11,, mailers 12; to 12,, and modems 13; to 13, shown in Fig.
3 are also provided at the si&e of the customer$ 3 to 3,.

The sales representative clients 100; to 100, are provided
~at the side of the sales representatives 90: to 90, (see Fig.
-23), and are connected to the Internet 20. These sales
representatives clients 100; to 100, are computer terminals for
accessing the Internet according to the TCP/IP.

The sales representative client 100; is composed 6f
computer main body, display, keyboard, mouse and others, and
is manipulatedlby the clerk at the sales representative 90,.
The sales representative client 100, receives presentation of
various services on the Internet 20 through the WWW browser 101,
and mailer 102;, and also obtains the reservation information
for selling, for example, merchandise 92; to the customer 3;
from the job sexrver 57. The mérchandise 92; is developed by
the technique explained in the first embodiment, and the customer
3; is a subscriber who has re;e:ved to buy the-mer_chandise 92;.
Thesalesrepreséntativeclientioolisconnectedtothelnternet

20 through the modem 103;.

»
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The sales representative client 100; is, same as the sales
representative client 100, composed of computer main body,
display, keyboard, mouse and others, and is manipulated by the
clerk at the sales representative 90,. The salés representative
client 100, receive._s, same as the sales repres’ent’ative client
1004, p'reséntation of various services on tﬁé Internet 20 through
the WWW browser 10l; and mailer 102;, and also obtains the
reservation information for sellingmerchandise ‘to the customer
(subscriber) from the job server 57. The sales répreséntativ_e
client 100; is connected to the Internet 20 through the modem
103,. |

‘The sales representative client 100, is, same as the sales
representative clienf 1004, -composed of computer main body,

display, keyboard, mouse and others , and is manipulated by' the

clerk at the sales representative 90,,. The sales representative

client 100, receivés, 'slame as the sales representative client
1004, presentétic_m of various services on the Internet 20 throuéh
the WWW browser :IlOln and n'lailer 102,, and alsg obtains the
reservation information for selling merchandise to the customer
(subscriber) from the job'server 57. The sales représentative
client 100, is connected £o ‘the Internet 20 through the modem
103,.

Operation of the second embodiment will be explained here
while referring to thé-flowcharté inFig. 26 to Fig. 29. Herein,

the planning period to reaction investigation period shown in
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Fig. 26 and Fig. 2';'5.?5%orrespond to each pefiéd shown in Fig. 25.
Step SI1 to step SI21 shown in Fig. 26 are same as step SAl to
stepSA21 showninFig. 4, andthedetaileddescriptionisomitted.
The operation on and aftexr step SI22 shown in Fig. 27 is explained
below.

At step'SI22 shown in the diagram, the WWW server 33 notices
the merchandise (mass production model) to the customers 3; to
3., by showing the merchandise (mass pi'oduction m_odel) notice '
screen Gy shown in Fig. 30 and the merchandise {mass production
model) notice screen G;3 shown in Fig. 34 on the home page 5.
The merchandise (mass production model) notice screen Gy shown
inFig. 30 shows, same as themerchandise (mass productionmodel)
notice screen G, merchandise A {green) image WA; to merchandise
A (blue) image Wz'ks, specification, price and others, relating
to designs of different colors of one me.rchandise_A,'and_ _also _
shows customize: button‘llo newly. . |

The customize button 110 is a button for displaying the
screen for customizing the design and function of the components
(for example, watch crystal or winding crown) for composing
merchandiseA. Thatis, whenthecustomizebuttonll0ispressed,
the WWW server 33 displays a merchandise A customizing parts
selection screen G;p shown in Fig. 31 on the home page 5.

The merchandise A customizing parts selection screen Gjp

displays customizing watch crystal images GAF: to GAFs;,

c{:tstomizing winding crown images GAR;, GAR;, a customizing parts
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selector 111, and a customizing image button -‘112. The
merchandise A cﬁstomizing parts selection screen Gip is a screen
for allowing the customers wishing to customize merchandise A
to select from the plurality of customiz:i.ng.‘%j parts differing in
design. |

ThecustomizingwatchcrystalimagesGAFltoGAFgareimages
relatingtothreetypesofwatchcrystalAF1t§AF3forcustomizing
the merchandisg A (see Fig. 30). These watch crystals AF; to
AF, a.re differ.jent in design (including color and function), and
are all prepared fo;-merchandise A. The customizing winding
crown images GAR; and GAR; are images of two types of winding
crowns AR; and AR; for customizing the mexchandise A. These
winding crowns AR; and AR, differ in the héa‘d design, but are .
both prepared for merchandise A. Herein,3the designs of the
watch crystals AF; to AF; and winding croﬁns ARl and AR; are
manufacturéd on the basis-of the needs éomp#ehensive analysis
result at step SI19 (see Fig. 26). |

The customizing parts selector 111 has a check button for
selecting one from three types of watch crystal (AF; to AFs),
one from two types of winding crown (AR, anci. ARy), and one from
three types of dial plate color (green, yellow, blue). After
each check button is selected by the customer » when the customize
image button 112 is pressed, the WWW sexrver 33 displays a
merchandise A customizing screen Gn_shown:in Fig. 32 on the

home page 5. .
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The merchanéfi'ée A customizing scrééh G121 displays the
merchandise A customized image CA; relating to the customized
merchandise A;' customized by using the customizing patl:rts (in
this case, the watch crystal AF,, winding crown AR;, and dial
plate color green) selected on the merchandise A customizing
parts selection screen Gip (see Fig. 31). As a result, the

customer ‘can visually check the image of the customized

merchandi_sé, and can have an advice on decision of buying or

hot. Tﬁe merchandise A cus*i:omizing screen Giz also- shows a
reserve -button 113 for reserving to buy the customized
merchandise A;'.

Similarly, themerchandise (mass productionmodel) notice
screen Gis shown in Fig. 34 shows, same as the merchandise (mass
production model) notice screen Gs (see Fig. 19), merchandise
B .(b_lack) image WB; to merchandise B (white) image WBj,
specif icafion , Priceandothers, relatiné todesignsofdifferent
colors of other merchandise B, and also shows customize button
117 newly.

The customize button 117 is, same as the customize button
110 (see Fig. 30), a button for displaying the screen for
customizing the design and function of the components (for
example, watch crystal or winding crown) for composing
merchandiseB. Thatis, whenthecustomizebuttonll7 ispressed,
the WWW server 33 displays a merchandise B customizing parts

selection screen G;4 shown in Fig. 35 on the home page 5.
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The merchandise B customizing parts selection screen G;s

displays customizing  watch crystal images GBF,; to GBFs;,

customizing winding crown images GBR;, GBRz, a customizing parts
selector 118, and a customizing image button 119. The
merchandise B customj.zing parts selection screen Gi14 1s a screen
for allowing the customers wishing to customize merchandise B
fo select from the plurality of customizing parts differing in
design. |

The customizingwatch crystal images GBFi ;l:o GBFs are images
relating to three types of watch crystal BF; to BF; for customizing
the merchandise B (see Fig. 34). These watch 'crystals- BF, to
BF; are different in design (including color and function), and
are all prepared for merchandise B.

- On the other hand, the customizing winding crown images
GBR; and GBR; are images of two types of winding crowns BR; and
BR; for customizing the mer‘chandi;?.e B. These winding crowns
BR; and BR; differ in the head design, but are both prepared
for merchandise B. Herein, the designs of the watch crystals
BF; to BF3; and winding crowns BR; and BRj are manufactured on
the basis of the needs comprehensive analysis result at step
SI19 (see Fig. 26). |

The customizing parts selector 118 has a check button for
selecting one from three types of watch crystal (BF; to BFs),
one from two types of winding crown (BR; and BRz) , ‘and one from

three types of dial plate color (black, silver, white). After
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each check button ."if"é;fgé'elected by the customéf.n;," when the customize
image button 119 is pressed, the WWW server 33 displays a
merchandise B customizing screen G;s shown in Fig. 36 on the
home page 5.°

The merchandise B customizing screen G;s5 displays the
merchandise B customized image CB; relating to the customized
merchandise B;' customized by using the customizing parts (in
this case; the watch crystal BF;, winding crown BR,, and dial
plate color black) selected on the merchandise B customizing
parts selection screen G;y4 (see Fig. 35). As a result, the
customer can visual).y check the image of the customized
merchandise, and can have an advice on decision of buying or
not. The merchandise B customizing screen G;s also shc‘>ws a
reserve button 120 for reserving to buy the customized
merchandise B;'. Thus, in the second embodiment,. the
merchandise A and B can be cus.tomized, instead of being sold
in the standard specifica:tion.

At step SI23, the WWW server 33 judges whether the naming
voting period (see Fig. 25) is over or not. In this case, the
WWW server 33 makes a judgment of NO. At step SI24, the WHWW
server 33 executes thenaming voﬁing process for receivingnaming
votes for themerchandiseAandmerchandise B through the Internet
20.

That is, at step SJ1 shown in Fig. 28, the WWW server 33

judges if there is a naming input request for entry of naming
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server 33 judges whether the naming entry button (not shown)

" on the home page 5 has been pressed or not. If the WWW server

33 makes a judgment of NO at step SJ1, the process is returned
to the main routine  shown in Fig. 27.

In this case, suppose the naming entry button (not shown)
is pressed by the manipulation of the customer 3;. At step 5J2,
the WWW server 33 displays the naming voting form, that is ,--_a'
naming voting form screen Gl-s showh in Fig. 37 on the screen
of the customer client 10;. The naming voting form screen Gls
shows, aside from the personal information of the customer
(name, ..., e-mail), entry naming input items 121 and 122 for
input of naming to be entered for the merchandise A (see Fig.
30) and merchandise B (Fig. 34). Therefore, the customer 3;
enters the naming of mefch_andise AandmerchandiseB in the naming
entry input items 121 and 122. | |

- At step S5J3, the WWW server 33 judges if a clear button
124 shown in Fig. 37 has been pressed or not. This clear button
124 is pressed when clearing the input data of the naming voting
form screen G;s. If the WWW server 33 makes a judgment of YES
at step 8J3, then at step SJ4 the WWW server 33 clears ‘the input
data of the naming voting form screen Gig, .and the proéess is
returned to the.main routine shown in Fig. 27.
If the WWW server 33 makes a judgment of NO at step SJ3,

then at step SJ5 the WWW server 33 judges if a send button 123
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shown in Fig. 37 has beén pressed or not. In this case, the
WWW server 33 makes a judgment of NO. When the input of the
namingvoting formscreenG;s is completely £inished, the customer
3, presses the send button 123 by manipulating the mouse or the
like.

As a result, the WWW server 33 makes a judgment of YES
at step SJ5. At step SJ6, the WWW server 33 stores the namihg
of merchand,_i.se A and merchandise B in ';he naming voting result
database in the mefnory d'evice 34, corresponding to the personal
informatioﬁ. Hereinafter, the process of step SJl to st;ep S35
and step SJ6 is repeated, and the names of merchandise A and
merchandise B are entered in the naming voting result database.

After the naming voting period, the WWW. server 33 makes
a judgment of YES at step SI23. .At step SI25, the naming voting
result database in the memory device 34 is referred to, and the
names of merchandise A and merchandise B are determined from
the plurality of names by the merchandise maker 1 and publisher
2. In the second embodiment, by making the result of the naming
voting open on the home page 5, the names of merchandise A and

merchandise B may be  determined by receiving the result of

'pdpularity voting by the customers 3; to 3;.

At step SI26, the WWW server 33 displays a naming notice
screen Gi7 shown in Fig. 38 on the home page 5, and the decided
names of merchandiseAandmerchandiseBarenoticed. Asaresult,

in addition to merchandise A and merchandise B, acceptance of
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sales reservation of their customized products is started.

After step SI22, the reaction of customers after merchandise

notice is investigated by the technique explained at step SA9

(see Fig. 4).

At step SI27, the WWW server 33 judges if the reservation
acceptance period is over or not. In this case, the WWW sexver
33 makes a judgment of NO. As a result, the. process of step

SI28 to step SI3l1l is executed pé.rallel. Each pfocess at step

© 8129 to step SI31l corresponds to each process at step SA25 to

stepSA27 in the first embodiment (see Fig. 5), and the detailed
description is omitted. .

The reservation acceptance process at step SI28 is a
process of receiving sales reservations about .the cusi‘;omized
products, in addition to merchandise A and merchandise B, from
the customers 3; to 3,. That is, in the reservation acceptance
process, at step SK1 shown in Fig. 29,. th; WAW sérver 33 .judges
if. reserva_ti_on status .confirm button 78 (see Fig. 30) or
reservation status confirm button 79 (see Fig. 34) has been

Pressed or not by the manipulation of the customer looking up

the merchandise (mass production model) notice screen Gy or

merchandise (mass production model) notice screen G;3. The
reservation status confirm button 78 and reservation status
confirm button 79 are buttons for confirming the reservation
status of merchandise A (J:.ncluding customized merchandise A)

and merchandise B (including customized merchandise B) at the
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present.

Herein, suppose the customer 3; has pressed the reservation
status confirm button 78 shown in Fig. 30, then the WAW server
33 makes a judgment of YES at step SK1. If the WWW server 33
makes a judgment of NO at step SK1, then the WWW server 33 returns
to the process in the main routine shown in Fig. 27. In this
6ase, at step SK2, the WWW sexrver 33 shows the reservation status
confirm screeﬁ Gig shown in Fig. 39 on the display of the customer
client 10;. At step SK3, the WWW server 33 judges if either
reserve button 126 (see Fig. 39), reserve button 120 (see Fig.
36) or xreservebutton 113 (see Fig. 32) ispressedbymanipulation
of the customer. If the WWW server 33 makes a judgment of NO
at this step, it returns to the process in the main routine shown
in Fig. 27.

A reservation status display 80 in the reservation status
confirm screeri' Gi1s shown in Fig. 39 shows the number of
reservations (98 pieces) of merchandise A (including customized
merchandise) and the number of reservations (264 pieces) of
merchandise B (including customized merchandise) as of '23:00
of February 29.

The reservation status cb'nfirm screen G;3 shows a pie chart
of composition ratio of profiles about the subscribers of
merchandise A {(including | customized merchandise) and
merchandiseB (including customized'merchandise) . Thecustomer

refers to these profiles, understands the trend of sales target
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of merchandise A and merchandise B, and judges‘ ‘whether or not
to 'buy. The pie chart of profiles is displayed on the basis
of profiles of reservation information table J (see Fig. 40)
described later.

Herein, when the reserve button 126 is pressed by
manipulationof the customer 3;, the WAW server 33 makes a judgment
of YES at step SK3. At step SK4, the WWW server 33 displays
the reservation acéeptance screen Gy wh_ich is the r'eservat_ion
acceptance form shown in Fig. 33, on the dispiay of the customer
client 10;. In the reservation acceptance screen G; shown in
Fig. 33, theparts correspondingtothoseinFig. 21 areidentified
with the same legends.

The reservation acceptance screen G;; newly shows aprofile
selector 125 for selecting and entering the subscriber'sprofile
(see Fig. 39), a customized merchanqli_se‘r_xa,me‘ display 114 for
ﬁispléying the name {in the. diagram, cus;:on;iz.ed merchandise ;'
{green)) of customized merchandise (see Fig. 32, Fig. 36), a
reserved quantity display 115 for displaying the number of
reservations of the merchandise, and a merchandise delivery
method selector 116 for selectingthe deliverymethod of reserved
merchandise (sales representative or cash on delivery). The
customer 3; enters the information necessary for reservation..

Returning to Fig. 29, at step SK5, the WWW server 33 judges
if a clear button 87 shown in Fig. 33 is pressed or not. This

clear button 87 is pressed when clearing the input data of the
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reservation acceﬁ%éﬁce screen Gy;. If a Judgment made at this
step is YES, then at step SK8 the WWW server 33 clears the input
data of the reservation acceptance screen G;z, and returns to
the process in the main routine shown in Fig. 27.

If a judgment made at step SK5 is NO, then at step SK6
the WWW server 33 judges if the send button 86 shown in Fig.
33 is pressed or not. In this case, the WWW server 33 makes
a judgﬁ__ent of NO. However, if the send button 86 is presséd
by m_anipulation of the customer 3;, the WWW server 33 makés a
;‘judgment of YES at step SK6. At step SK7, the WWW server 33
stores the information entered in the reservation acceptance
screen Gi; in the memory device 34 as the reservation information
table J shown in Fig. 40.

The reservationinformationtableJdhas fields for reserved
quantity data, reserved date, name of subscriber, profile,
addreéé , flag showing customi z.ed merchandiseornot, customiz ing
parts, merchandise name, quantity, delivery method, sales
representative, and selling price. In the field of the sales
representative, when the sales representative is selected in
the merchandise delivery method sélector 116 shown in Fig. 33,
the sales representative nearest to the address of the subscriber
is automatically set by the WAW se;ver-33 among the preset sales
representatives 90, to 90,. If the cash on delivery is selected
in the merchandise delivery method selector 116, no information

is storedinthe field of the sales representative. - Hereinafter,
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the same operation is repeated until .the  expiration of the
reservation- accéptance period.

When the reservation acceptance period expires, the WWW
server 33 makes a judgment of YES at steé _:ESI27 shown in Fig.
27. As a result, at step SI32, the WWW server 33, 'same as the
proc;ess at step SA28 (seeFig. 5) explainedin ﬁhe firstembodiment,

executes the selling price final decision process for finally

'determini_ng the selling price depending on the number of

reservations. In this case, the WWW server 33 stores the
determined selling price in the reservation information table
J (see Fig. 40). In this case, the se_l.ling price of the
merchandise A is 25000 yen, and the sélling price. of the
merchandise B is 45000 yen.

. At step SI33, the WWW server 33 informs the subscribeis
of . the merchandise information (finally determined price,
specification, design, efc.) through the home page 5. At step
SI34, the WWW server 33 sends the reservation information table
J stored in the memory device 34 to the job server 57 at the
side of the merchandise maker 1 througﬁ the Internet 20. As
a result, the merchandise maker 1 starts manufacture of the
merchandise A and merchandise B (both including customized
merchandise) on the basis of the reservation information table
J (see Fig. 40). The cuétomized merchandise is manufactured
by referring to the field of the customizing parts in the

reservation information table J.
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At step SI35, the job server 57 sends the reservation
information table J (see Fig. 40) to the sales representative
clients 100; to 100, through the Internet 20. As a result, the
sales representatives 90; to 90,, referring to the f£ield of the
sales representafive in the reservation information table J,
can obtain the information of merchandise to be handled and the

information of customers. At step SI36, the merchandise maker

1 ships the merchandise to the sales representatives 90; to 90,

according to the reservation information table J.

At step SI37, the merchandise maker 1 and the sales
representatives 90; to 90, judge if reaching the sales day of
the merchandise A and merchandise B (both including customized
merchandise). 1In this case, the judgment made will be NO and
the same step will be repeated till the day is the sales day.
When the day is the sales day, the merchandise maker 1' and the
sales.representatives 90, to 90, mak.ewé judgment of YES.at stép
SI37. As a result, the process at step SI38 and step SI39 is
executed parallel. .

That is, at step SI38, tﬂe merchandise maker 1, referring
to the reservation informatiop table J shown in Fig.40, ships
the merchandise A and merchand;i.s_e B (both including customized
merchandise) by cash on delivery to the subscribers not listed
in the field of the sales rep'resentatives 'in the sequence of

reservations. On the other hand, the sales representatives 90,

to 90,, referring to the reservation information table J, sell
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the-merc‘handise to the subscribers listed in the field of the
own sales representative, and remit the corresponding amount
of money to the bank account of the merchandise maker 1. At
step SI39, by the same t_echnique as in stép SA9 (see Fig. 4),
the reaction of the. customers after sales of merchandise is
investigated.

At step ST40, the merchandise maker 1. judges if the number
of productio;ls of the merchéndise A and ;ﬂérchandise B (both
including customized merchandise) is eqdal_ to the number:of
reservations, or not. In this case, the merchandise maker 1
makes a judgment of NO. At step SI42, thé merchandise make 1
judges if the sales period is terminated or not. In this case,
the merchandise maker 1 makes a judgment of NO. Thereafter,
the merchandise A and merchandise B (both including customized
merchandise) are beir_lg-_ sold. _

Wilen the judginent made at steé éI40-..li:s. YES, fheﬁ at stei;
SI4l the merchandise maker 1 understands that the .number of
productions has reached the number of reservations, and stops
manufacture of the merchandise A and merchandise B (both
including customized merchandise). When ‘the judgment made at
step SI42 is YES, then at step SI43, it is judged if the reaction
investigationperiod is terminated ornot. If the judgmentmade
at step SI42 is NO, then at step SI44 the reaction investigation
period continues in the same manner as at step SI39.

When the judgment made at step SI43 is YES, then at step
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SI45 the merchandigginaker 1 énd the publa.sher 2 sum up and analyze
the results of reaction investigation, and evaluate
comprehensively about the series of operation from planning
and/or developme:it of merchandise to sales. At step SI46, the .
merchandise maker 1 and the publisher 2 feed back the result
of overall evaluation to planning and development of next
merchandise.

| In this the second e;nbodiment, at step SI32 shown in Fig.
27 (seliing price final decision process), the selling price
is determined in gradual steps depending on the number of
reservations, but not limited to this, for example, the selling
price may be determined based on four cases of selling price
final decision logic. These four cases will be explained below

as modified examples 1 to 4 of the second embodiment.

In _‘_che modified example 1, the selling price of the . -

merchandise is decided based on the selling price final decision
logic H; shown in Fig. 41A. In this sellingprice final decision
logic H;, during the reservation acceptance period at step SI27
shown in Fig. 27, the selling price is determined in gradual
steps on the first-come-first-served basis of reservations.
Precisely, the price is 20000 Yer.l:for first to 3000th customers,
25000 yen for 3001st to 6000th cusi:oiners , and 30000 yen for 60618‘\:
apd later customers. In this modified example 1, at step SI32
(see Fig. 27), the selling price final decision process shown

in Fig. 42 is executed..
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That is, at step SM1 shown in the diagram, the WAW server
33 refers to the reservation information table J (see Fig. 40),
and reads out the reserved quantity data r of the first record.
This reserved quantity data r is the data showing the resérvation
incoming order of the merchandisé. At step SM2, the WWW server
33 judges if the reserved quant;'Lty data r is in a range of 1
to 3000 customers (see Fig. 41a).
- If the judgment made is YES, then at step SM7 the WWW server
33 sets the selling price at ZOOOO'yen (see Fig. 41A). At step
SM5, the WWW server 33 stores the selling price (20000 yen) in
the corresponding record of the reservation information table
J. AtstepSM6, theWWWserver 33 judges if thepriceisdetermined
for all reserved merchandise. Assume that the judgment made

at step SM6 is NO. Accordingly, the entire operation shown in

this flowchart- is repeated until the price is decided.

If the judgment made at step SM2 is NO, then at step SM3
the WWW server 33 judges if the reserved quantity data r is in
a range of 3001 to 6000 customers. If the judgment made at this
.step is YES, then at step SM8 the WWW server 33 sets the selling
price at 25600 yven (see Fig. 41A)'. _If the jﬁdgment made at step
SM3 is NO, that is, if the reserved quantity data r is 6001 or
more, at step SM4, the WAW server 33 sets the selling price at
30000 yen.

' ~ In the modified exampie 2, the selling price of the

merchandise is decided based on to the selling price final
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decision logic H; shown in Fig. 41B. 1In this selling price final
decision logic Hz, during the reservation acceptance period at
step SI27 shown in Fig. 27, the selling price is determined in

gradual steps according to the reservation timing.

- Specifically, it is 20000 yen if reserved from March 1

(reservation start day) till March 31, 25000 yen if reserved
from April 1 till April 30, and 30000 yen if reserved on May
1l and after. 1In this modified example 2, at s;tep 8132 (see Fig.
27).; the seliing price final decision process shown in Fig. 43
is executed. |
That is, at step SL1 shown in the diagram, the WAW server
33 refers to the reservation information table J (see Fig. 40),
and reads out the reserved date data t of the first record. This
reserved date data t is the data showing the reservation date
of_ the merchapdise. At step SL2, the WWW server 33 judges if
fhe reserved déte data t is iﬁ a fange of March 1 to March 31.
- If the judgment made at step SL2 is YES, then at step SL7
the WWW server 33 sets the selling price at 20000 yen (see Fig.
41B) . At step SL5, the WHW server 33 stores the selling price
(20000 yen) in the corresponding record of the reservation
information table J. At step'S:LG, the WWW server 33 judges if
the price is determined for all reserved merchandise. Assume
that the judgmentmade at step SL6 isNO. Accordingly, theentire
operation shown in this flowcharf is repeated 1J:ntil the price

is decided.
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If the judgment made at step SL2 is NO, then at step SL3
the WWW server 33 judges if the reserved date data t is in a
range of April 1 to April 30.. If the judgment made at step SL2
is YES_, then at step SL8 the WWW server 33 sets the selling price
at 25000 yen (see Fig. 41B). If the judgment made at step SIL3
is NO, that is, if the reserved date data t is May 1 or later,
then at step SL4 the WWW server 33 sets the selling price at
30000 yen. | |
| In the modifj.ed éxample 3, the selling price of fhe
merchandise is decidéd based on the selling price final decision
logic H3 shown in Fig. 44A. 1In this selling price final decision
logic H3, during the reservation acceptance period at step SI27
shown in Fig. 27,-the'discount rate of the fixed price of the
merchandise is determined in gradual steps on the
first-come-first-served basis of réservatio_ns . Specifically,
thé discount rate is 30% for fiist to .'.300{-31;h éﬁstomers, 20% for
3001st to 6000th customers, and 0% (fixed price) for 6001lst and
later customers. In this modified example 3, at step SI32 (see
Fig. 27), the selling price final decision process shown in Fig.
45 is executed.

That is, at step SOl shown in the diagram, the WWW server

. 33 refers to the reservation information table J (see Fig. 40),

and reads out the reserved quanfity data r of the first record.

At step S02, the WWW server 33 judges if the reserved quantity

data r is in a range of 1 to 30'0_0:' customers (see Fig. 44A). If
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the judgment made':fc. step SO2 is YES, thenat step SO8 the WWW
server 33 sets the discount rate at 30% (see Fig. 44A). At step
S05, the WHW sexrver 33 ca‘lcuiates the selling price (fixed price
x (1-0.3)) by applying the discount rate (30%) to the fixedprice.

At step S06, the WAW server 33 stores the data of the selling
price (at the discount rate of 30%) in the corresponding record
of the reservation information table J. At step S07, the WWW
server 33 judges if the price J.S determined fo_r all reserved
merchandise. | Assume that .the judgment made at step SO7 is NO.
Accordingly, the entire operation shown in this flowchart is
repeated until the price is de;:ided.

If the judgment made at step SO2 is NO, thezi at step SO3
the WWW server 33 judges if the reserved quantity data r is in
a range of 3001 to 6000 customers. If the judgment made at step
SO3 is YES, then at step SO9 the WHW server 33 sets the discount
rate of the me:c;chandise at 20%. At step 'éOS, the WWW server
33: calculates the selling price (fixed price x (1-0.2)) by
applying the discount rate (20.%) to the fixed price. At step
S06, the WWW server 33 stores‘the data of the selling price (at
the discount rate of 20%) in the corresponding record of the
reservation information table- J .

If the judgment made at step SO3 is NO, that is, if the
reserved quantity data r is 6001 or more, at step S04, the WWW
server 33 sets thé disco{mt rate at 0%. At step S0O5, the WWW

server 33 calculates the selling price by applying the discount
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rate (0%) to the-fixed:price_. In this case, the selling price
is the fixed price. At step S06, the WWW server 33 stores the
data of the selling price (= fixed price) in the corresponding
record of the reservation information table J.

.In the modified example 4, the selling price of the
merchandise is decided based on the selling price final decision
logic H, shown in Fig, ’44B. - Inthis sellingprice final decision

logic Hs, if the reservation acceptance quantity is limited,

" for example, to 1000 pieces, dufing the rése_rvation -acceptancel

period at step SI27 shown in Fig. 27, the selling price is
determined in gradual steps according to the time required from
start of acceptance of reservation until the reservation of the
limited 1000 pieces is completed (reservation sold-out time).

Precisely, the selling price is 20000 yen if the
reservatiqn sold-out time is less than 5 _minﬁ't_es, 25000 yen if .
sold out in 5 minutes to less than 10 miriutes; and 30000 yén
if sold out in 10 minutes or more. In this modified example
4, at step SI32 (see Fig. 27), the selling.price final decision
process shown in Fig. 46 is executed.

That is, in this modified example 4, the WWW server 33
starts up a not shown timer when acceptance of re_servation is
started, and stops the timer when the'_reservaj:ion quantity (for
example, 1000 pieces) is sold out. In. this case, at step SP1
shown in Fig. 46, the WWW server 33 reads out the timer counting

result as the reservation sold-out time TR. At step SP2, the
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than 5 minutes or not. If the judgment made at step SP2 is YES,
at step SP5, the WWW sexrver 33 sets the selling price uniformly
at 20000 yen (see Fig. 44B).

On the other hand, If the judgment made at step SP2 is
NO, then at step SP3 the WWW server 33 judges if the reservation
sold-out time TR is in a range of S5minutes to less than 10 minutes.
If the judgment made at step SP3 is YES, then at step SP6, the
WWW server' 33 sets the selling price uhiformly at 25000 yen (see
Fig. 44B). If the judgment made at step SP3 is NO, that is,
when the reservation sold-out time TR is 10 minutes or more,
the WWW server 33 sets the selling price uniformly at 30000 yen.
The WWW server 33 stores the data of the determined selling price
in each record of the reservation information table J (see Fig.
40) . - Incidentally, the discount rate explainéd in the modifi_éd
example 3 may be also applied to the mcﬂ>dified examples 1, 2 and
4.

.Meanwhile, in the second enabodiment, the selling price
of the merchandise A and B may be decided based on the bidding
system: by auction. Such case is explained below as modified
example 5 of the second embodiment. In this modified example
5, the WWW server 33 displéys_ an auction bidding form screen
Gig shown in Fig. 47. By relfezl:rlin-g;-.'to this screen, each customer
enters the personal information (name, kana, etc.) by using each

client terminal, and enters the bidding amount for merchandise
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A in a bidding amount input column 127, and further enters the
bidding amount for merchandiseB ina bidding amount input column
128. A clear button 130 is pressed when correct-ing'the input
data. When a tender button 129 is pressed, the bidding amount
data is collected by the WWW server 33, and ‘the WWW server 33
stores the bidding amount data in the bidding table AC shown
in Fig. 48.

The WWNW server 33 updates the data of the number of bids
about the merchandise A and merchand:.se B at every new tender,
and determines the average of bidding amount in every bidding
amount price zone (for example, 1000 yen to 5000 yen). At the
tender closing time,-at step SQ1 shown in Fig. 49, the WWW server
33 reads out the bidding table AC. At step S02, the WWW server
33 searches the record of the greatest number of bids in the
bidding tableAC. Inthiscase, therecordof 317 bJ.ds is searched
for merchandise A, and the record of 462 bldS for merchand:.se
B.

At step SQ3, the WWW server 33 determines the average of
the record as the sellingprice. 1Inthiscase, theselling price
of merchandiseAi1s18000yen, andtheselling priceofmerchandise
B is 17000 yen. In the second embodiment, the highest bidding -
amount may be set as the selling price.

According 1:9 'the second embodiment, the merchandise
planning and development information about -planning and/oxr

development of a plurality of new products (for example, shoes,
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bags, belts) on th.'g'?fﬁjasis of one.c.oncept may be noticed to many
and unspecified customers through the Internet 20 by employing
the technique mentioned above, and the opinion information may
be collected from the customers. In this case, the enterprise
planning and developing a plurality of new merchandise can
understand the needs of customers according to the opinion
information.

Further, manufacture of the new merchandise recording the
greatest number of reservations only can be decided, and
manufacture of other new merchand:i:se can be stopped, so that
thethrilling sensationand interest of planningcanbe presented
to the subscribers.

Thus, since the investigation result of the popularity
of the plurality of trial products can be noticed to many and
unspecifiedcustomers inthe stageofplanningand/ordevelopment,
thedirectivityof planniné and/ordevelopment canbeestablished
in an early stage. -

Further, receiving sales reservations, since the selling
price of the new merchandise is determined so that the selling
price may be lower on the first-come—-first—-served basis of the
sales reservation, it stimulates the desire of customers to buy'
the new merchandise at lower price, and many reservations will
be obtained earlier » SO that manufacture of new merchandise can
be started earlier. |

Further, receiving sales reservations, since the selling
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price of the new merchandise is determined-sd that the discount
rate may be higher on the first-come-first-served basis of the
sales reservation, it stimulates the desire of customers to buy
the new merchandise at lower price, and many reservations will
be obtained earlier, so that manufacture of new merchandise can
be started earlier.

Further, receiving sales reservations, since the selling
price c-:of: the new merchandise is determined so that the price '
may be lower as the sales reservation is accepted earlier,' it
stimulates the desire of. customers to buy the new merchandise
at lower price, and many reservations will be 6btained earlier,
so that manufacture of new merchandise can be started earlier.

Further, receiving sales reservations, since the selling
price of the new merchandise is determined so that the discount
rate may be high_er as the sales reservation is accepted earlie_r,
it stimulates the desire §f customers to buy the new merchandise
at lower price, and many reservations will be. obtained earlier,
so that manufacture of new merchandise can be started earlier.

Further, receiving sales reservations, since the selling
price of the new merchandise is determined so that the price
may be lower as the reservation sold-out time from start of
acceptance of sales reservation until, reaching a specified
reservation quantity is shorter, it stimulates the desire of
customers to buy the merchandise limited in the number of

reservation copies, and tobuy the newmerchandiseat lowerprice,
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and many reservatlons will be obtainéé; earlier, so that
manufacture of new merchandise can be started earlier, .and
moreover the new merchandise may be-provided with a premium.

Further, receiving sales reservations, since the selling
price of the new merchandise is determined so that the discount
rate may be higher as the reservation sold-out time from start
of acceptance of sales reservation i:_lntil reaching a specified
reservation q11aqtity is shorter, it stimulates the degiré of
customers to buy the merchandise limited in the number of

reservationcopies, and to buy the newmerchandiseat lowerprice,

‘and ‘'many reservations will be obtained earlier, soc that

manufacture of new merchandise can be started earlier, and
moreover the new merchandise may be provided with a premium.
Further, since the bidding system is intended to determine

the_ selling price of the new merchandise on the lqasj,s_ of the

bidding price zone of the greatest number of bids, the

customer-oriented selling price can be set, and the new
merchandise is presented to the customers at an apprdpriate
selling price.

Further, since the selling price of the new merchandise
is -determinéd by the auction unit, the customers have the right
to determine the selling price of the new merchandise, and the
customers' consciousness of participation in planning and/or
development of merchandise can be enhanced, while the effects

of current topicandadvertisement canbe enhancedby the auction.
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Further; . :having: sales representative clients
accommodated in a sales representative, since the information
about reservation. is .transmit_ted to the sales representative
clients through the network, choices of method purchase for

customers are increased, and the convenience for customers is

enhanced.

Further, since the customer is allowed to select adesired

customized .com'ponen_t -among +the plurality o_f customized

components when reserving 'I;he sale, and the 'cﬁstomized ‘new
merchandise is sold, the customex's preference is carefully
satisfied, and the customer comes to have the affection of one's
own original merchandise.

Further, receiving votes of naming of new merchandise by
the naming voting unit, since the determined name is noticed
to many and unspecifj.ed customers, end the "godfather" of t_he_
mezr'.'chaltndise is also-the custorﬁer, tlr.xe cﬁstomei;e' eensciousnes:s
of participation in planning and/or development of merchandise
is enhanced, and the psychological distance between the new
merchandise and customers can be shortened.

Further, th.e opfi.nion information of customers about the
plurality of new merchandise on the basis of one concept is
interactively collected through the network, and themerchandise
information suited to the needs of customers on the basie of
the opinion information is noticed, and therefore needs of

customers about the plurality of new merchandise being totally
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coordinated can bé fed back to developmenl’; .o.f new merchandise.

Further, since the investiga'(:ion result of the popularity
of the plurality of trial producfs can be noticed to many and
unspecified customers, the directivity of planning and/or
development can be established in an early stage.

Further, since +the profile information about the
subscribers is noticed, the tendency of the subscribers having
a_l:;ea_cly reser\:}ed the new merchandise can be recognized by the
customeré, and the material for juaging whether or not to buy
can be presénted to the customers.

The invention has been described herein about the first

-and second embodiments while referring to the accompanying

drawings, but it must be noted ti'lat- the specific structural
examples are not limited to the first and second embodiments
alone, but tha_.t changes and modifications within the scope of
ﬁhe invention are éll include-dlin the s.cc.ape of the invention.
For example, inthe first and second embodiments, themerchandise
planning and development program for realizing the merchandise
planning and development may be recorded in a computer—readable
recording medium 300 shown in Fig. 50, and the merchandise
planning and developmentprogramrecorded in the recordingmedium
300 may be read in a computer 200 shown in the diagram, and the
merchandise planning and development may be conducted by
executing it. .

-The computer 200 shown in Fig. 50 comprises a CPU 201 for
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execut:'i.ng the merchandise planning and development program, an

-'input device 202 such as keyboard and mouse, a ROM (Read Only

Memory) 203 for storingvariousdata, a RAM (RandomAccess Memory)
204 for storing operation parameters, a reading device 205 for
reading the merchandise planning and development program from
the recording medium 300, and output device 206 such as display
and printer, and a bus BU for 'con_n_ecting the parts.

The CPU 201 reads in the merchandj.ge' planning and
development program stored in the recording medium 300 through
the reading device 205, and executes this merchandise planning
and deveiopment program, so that the process necessary for the
merchandise planning and development is executed. - The
recording medium 300 includes optical disk, floppy disk, hard
disk, and other portable recording medium, and also a transfer
medium for recording and storing data tempora:_:il_y suqh as the:
nétwork. -. “ .. |

The first and second embodiments refer to an example of
merchandise'planning and development by business partnership
between the merchandise maker 1 and the publisher 2, but the
merchandise may be planned and developed by oﬁe party only.
Further, the functions of the WWW server 33, news server 35,
and mail server 61 shown in Fig. 3 and Fig. 24-1hay be realized
by only one server.. Further, planning-and development of the
watches are narrated, but the applied merchandis_e is not limited

to watches, byt any other merchandise is included in the scope
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of the invention:{é~

As explained above, according to the merchandise planning
and development system and method of this invention, the opinion
information of customers is interectively collected through the
network, and the merchandise information suited to the needs
of customers on the basis of the opinion information is noticed,
and therefore differentiation of merchandise can be expressed,
and ve:::saj:ile needs of individual customere can be fed back to
development-bf new merehandise. |

Further,thetrialproductinformationsuitadtotheneeds
of custoﬁers on the basis of opinion information is noticed
through the network. Accordingly, the trial products. can be
manufactured the plurality of times, and the needs of customers
can be appropriately fed back to development of newmerchandise.

Further, the popularity of the plurality of trial products -
is investigated in the ste.ge‘of planning and/or development by
an electronic technique. Accordingly, the needs of customers
can be understood promptly and easily on the basis of the
investigation result.

Further, the investigatibnfresult of the popularity of
the plurality of trial produets-can be noticed to many and
unspecifiedcustomersinthestageofplahningand}ordevelopment.
Accordingly, the directivity of planning and/or development can
be established in an early stage.

Further, the opinion information of customers can' be
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collected by the highly interactive electronic bulletin board
system, and the merchandise information suited to the needs of
customers on the basis of the opinion information is noticed.
Accordingly, differentiation of merchandise can be expressed,
and versatile needs of individual customers can be fed back to
development of new merchandise.

Further, the opinion information of customers can be
collected by the highly interactive electronic ma:Ll system, and
the merchandise information suited to the needs of customers
onthebasisoftheopinioninformationisnoticed. Accordingly,
differentiation of merchandise can be expressed, and versatile
needs of individual customers can be fed back to development
of new merchandise.

Further, the opinion information of customers can be
collected on the basis of the results of the highly interactive.
electronic ihqﬁiry, and.thelmerchandise.iﬂforhafién sﬁitéd ﬁé
the needs of customers on the basis of the opinion information
is noticed. Accordingly, differentiation of merchandise can
be expressed, and versatile needs of individual customers can
be fed back to development of new merchandise.

Further, the selling price of the new merchandise is
cietermined so that the price may be lower in proportion to the
increase in the sales reserved quantity. Accordingly,
excessive stock is not needed, and the service quality to the

customers is enhanced at low cost.
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Further, wh;%%accepting reservatioi;;,:' the selling brice
of the new merchandise is determined so that the price may be
lower on the first-come-first-served. basis of the sales
reservation. Accordingly, it stimulates the desire of
customers to buy the new merchandise at lower price, and many
reservations will be obtained earlier, so that manufacture of
new merchandise can be started earlier.

-Furf.he_i, when acceptiné r_eservations, the selling price |
of the new me.rchand;ise.is deiermined so that the discount fate
mé.y be highef on the first-come-£first-served basis of thé sales
reservation. Accordingly, it stimulates the desire of
customers to buy the new merchandise at lower price, and many
reservations will be obtained earlier, so that manufacture of
new merchandise can be started eariier.

_Further, when accepting reservations, the selling price
of the new mercha'ndise is -de.termined so that the price may be
lower as the sales resexrvation isacceptedearlier. Accordingly,
it stimulates the desire of customers to buy the new merchandise
at lower price, and many reservations will be ocbtained earlier,
so that manufacture of new merchandise can be started earlier.

- Further, when accepting reservations, the selling price
of the new merchandise is determined so that the discount rate
may be higher as the sales reservation is accepted earlier.
Accordingly, it stimulates the desire of customers *to buy ‘the

new merchandise at lower priée, and many reservations will be
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obtained earlier, so that manufacture of new merchandise can
be started earlier.

Further, when accepting reservations, t}}e selling price
of the new merchandise is determined so that the price may be
lower as the reservation sold-out time from start of acceptance
of sales reservation until reaching a specified reservation
quantity is shorter. Accordingly, it stimulates the desire of
ctgstomers to buy the merchandise. 1imite_d in the nﬁmb_er of
reservation copies, andto buy the ne‘w merchandise a'E Lower price,
and many reservations will be obtained earlier, so that
man-ﬁfaéture -0of new merchandise can be started earlier, and
moreover. the new merchandise may be provided with a premium.

Furfther, when accepting reservations, the selling price
of the new merchandise is determined so that the discount rate
may be higher as the reservation sold-out time'from start of
acceptance of sales reservation unt;Ll lre-achinzé é s.p'ec-ified
reservation quantity is shorter. Accordingly, it stimulates
the desire of customers to buy the merchandise limited in the
number of reservation copies, and to buy the new merchandise
at lower price, and many reservations will be obtained earlier,
so that manufacture of new merchandise can be started earlier,
and moreover the new merchandise may be provided with a premium.

Further, the bidding system is intended to determine the
selling price of the new merchandise on the basis of the bidding

price zone of the greatest number of bids, the customer-oriented
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selling price canbe ‘set, and the new merchandise is presented
to the customers at an appropriate selling price.

Further, the selling price of the new merchandise is
determined by the auction unit. Accordingly, the customers can
decide the selling price of the new merchandise, and the
customers' consciousness of participation in planning and/or
development of merchandise can be enhanced, while the effects
of cur;‘ent topicandadvertisement canbe enhancedby theauction.

Further,  having sales representative clients
accommodated in a sales representative, since the information
about reservation is transmitted to the sales representative
clients through the network, choices of method purchase for
customers are increased, and the convenience for customers is
enhanced.

Further, the customer is allowed to select a desired
customized component among +the plurality of customized
components when reserving the sale, and the customized new
merchandise is sold. Accordingly, the customer's preference
is carefully satisfied, and thé_ customer comes to have the
affection of one's own original merchandise.

Further, receiving votes of naming of new merchandise by
the naming voting unit, the determined name is noticed to many
andunspecifiedcustomers, andthe ';godfather" of themerchandise
is' also the. customer. -Accordingly, the customers®

consciousness of participation in planning and/or development
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of merchandise is enhanced, and the psychological distance
between the new merchandise and customers can be shortened.

According to the merchandise .planning and development
system and method of this iﬁvention, the opinion information
of customers about the plurality of new merchandise on the basis
of one concept is interactively collected ﬁhrough the network,
and the merchandise information suited to the needs of customers
on the ballsis of the opinion information isnoticed, and therefore
needs of customers about the plurality of new merchandise being
totally coordinated can be fed back to development of new
merchandise.

- According to the merchandi'se planning and development

system and method of this invention, after noticing the

" merchandise information of a plurality of trial products, since

the popularity is investigated by' an electronic technique, the
needs of cusfémers can be understood promptly and easily on the
basis of the investigation result. .

Further, the investigation result of the pop.ularity-of-
a plurality of trial products or merchandise can be noticed to
n;any and unspecified customers. Accordingly, the directivity
of planning and/or development can be established in an early
stage.

Further, the profile information about the subscribers
isnoticed. Accordingly, the tendency of the subscribers having

already reserved the new merchandise can be recognized by the
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customers, and thé‘ggi:ﬁaterial for judging whether or not to buy
can be presented to the customers.

Further, manufacture of the new merchandise recording the
greatest number of reservat-ions pnly can Be continued, and
manufacture of other new merchandise can be stopped.
Accordingly, the thrilling sensation and interest of planning
can be presented to the subscribers.

Accdrqing to the computer—réadable recording x_nedium qf
this invention, ‘the merchand..ise.plannj;ng and devélopment.method
of this invention can be 1::ealized on a computer.

Although the invention has been descr:ined with respect
to a specific embodiment for a complete and clear disclosure,
the appended claims are not to be thus limited but are to be
construed as embodying all modifications and alternative

constructions. that may occur to one skilled in the art which

fairly fall within the basic teaching herein set forth.

INDUSTRIAL APPLICABILITY
The present invention can be applied to a business model
for planning and/or developing new merchandise by exchanging

opinions over the Internet, magazines and other media.
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. CLAIMS

1. Amerchandiseplanning and development system comprising:

a merchandise planning information notice unit for
informingmany andunspecified customersof merchandise planning
and development information relating to planning and/or
development of new merchandise through a network; -

an opinion information collectingunit for collecting the
opinion infomation fromthe f:ustomers. lookingup thg merchandisé
planning linfbrma'l':ion through said nej.:work; and |

mefchandise information notice unit for informing said
many and unspecified customers of the merchandise information
suited to the needs of the customers according to the opinion

information through said network.

2, Themerchandise planning and development system agco_rding
toclaiml, further cc;mpri;ssing.a .tr_iai product informationnotice
unit for informing said many and unspecified customers of the
trial product information suited to the needs of the customers
accorciing to the opinion information through said network,
wherein said opinion information collecting unit collects the
opinion informationof the customers loockingup the trial product

information inaddition to themerchandiseplanning information.

3. Themerchandise planning and development systemaccording

to claim 2, further comprising a trial product popularity

—_—
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investigationunit for investigatingthepopularityofeachtrial
product corresponding to the information of the plurality of
trial products, in the event of presence of a plurality of the

trial product information, by an electronic technique.

4, Themerchandise planning and development systemaccording
to claim 3, further comprising a trial product popularity

investigation result notice unit for informing said many and

unspecified customers of investigation results of said trial

product popularity investigation unit through said network.

5. The merchandise planning and development systemaccording
to any one of claim 1l through 4, wherein said opinion information

collecting unit is an electronic bulletin board system.

6. . Themerchandise planning and development systemaccording
to any one of claim 1l through 5, wherein said opinion information

collecting unit is an electronic .mail system.

7. Themerchandise planning and development systemaccording
to any one of claim1 thrbugh 6, wherein said opinion information
collecting unit collects the opinion information from said many
and unspecified ‘customers, on the basis of fhe results of

electronic inquiry in order to analyze the needs.

* [ L m . s *




10

15

20

25

WO 01/64012 PCT/IP01/01649

109

8. The merchandiseplanningand develOpment systemaccording
to any one of claim 1 thirough 7 further comprises,

a sales bookiflg unit for accepting sales reservation of
new merchandise to be released corresponding to the merchandise
information from said many and unspecified customers through
said network; and

a selling price determining unit for determining the
selling_price of the new merxchandise so ‘that the ‘_e:z.'ice-may be

lower inproportiontothe increase inthe sales reservedquantity

depending on the sales reserved quantity of the newmerchandise.

9. - Themerchandiseplanning and development systemaccording
f.o any one of claim 1 through 7 further comprises,

a sales booking unit for accepting sales reservation of
new merchandise to be released correspondn.ng to the merchandlse
J.nformatn.on from said many and unspecified customers through
said network; and

a selling price determining unit for determining the
selling price of the new merchandise in gradual steps so that
the price may be lower on the first-come-first-served basis of

the sales reservation.

10. Themerchandise planning and development systemaccording
to claim 9, wherein said selling price determining unit once

sets the discount rate so that the discount rate of the fixed

A
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price may Dbe higher in gradual steps on the
first—-come—~first—served basis of the sales reservation, and

determines the selling price according to the discount rate.

11. Themerchandise planning and development systemaccording
to any one of claim 1 through 7 further comprises,

a sales booking unit for accepting sales reservation of
.new merchandise to be released corresponding to the merchandise
information from said many anci unspecified customers through
said nétwo_rk ; and

.a éelling price determining unit for determining ﬁhe
selling price of the new mez:chandise so that the price may be

lower as the sales reservation is accepted earlier.

12.  Themerchandiseplanning anddevelopment system according

to claifn 11, wherein said sélling price determining unit.once
sets the discount rate so that the discount rate of the fixed
price may be higher in gradual steps as the sales reservation
is accepted earlier, and determines the selling price according

to the discount rate.

13. Themerchandise planning and development systemaccording
to any one of claim 1 through 7 further comprises,
a sales booking unit for accepting sales reservation of

new merchandise to be released corresponding to the merchandise

QLT
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information from said many and unspecified customers through
said network; and

a selling price determining unit for determining the
selling price of the new merchandise so that the price may be
lower as the reservation sold-out time from stari': of acceptance
of sales reservation until reaching a specified reservation

quantity is shorter.

14. The merchandise plaﬁning and develo;.)me-nt system accordihg
to clgiﬁ 13, wherein said selling price determining unit once
sets the discount rate so that the discount rate of the fixed
price mé.y be higher as the reservation sold-out -tin_te is shorter,

and determines the selling price accofding to the discount rate.

15. The merchandise planni_.ng and development system according
to any.one of claim 1 through 7 furi:hér cdmprises,

abiddingprice collectingunit for collecting the bidding
prices of new merchandise to be released corresponding to the
merchandise information from said many and unspecified °
customers; and

a selling price determining unit for investigating the
distribution of bidding prices on the basis of the result of
collectionof saidbiddingprice collectingunit and determining
the selling price of the new merchandise on the basis of the

bidding price zone of the greatest number of bids.

* C L M 0§ %
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16. Themerchandise planning and development systemaccording
to any one of claim 1 through 7 further comprises,
an auction unit for auctioning new merchandise to be
released corresponding to the merchandise information through
said network among said many and unspecified customers; and
a sellﬁ'.ng price determining unit for determining the
selling pricé of the new merchandise on the basis of the auction

result by said auction unit.

17. The merchandise planning and development systemaccording
to any one of claim 8 through 14, wherein said sales booking
unit, beinginstalledatasales representativeandaccommodating
sales represéntati;\re clients connected to said network,
transmits i_nformation about reservation to said sales
representa{five clients through said network, while the sales
representative sells the new mexrchandise according to the

reservation information.

18. The merchandise planning and development systemaccording
to. any one of claim 8 through 14, 17 further comprises,

a customized component c:’nisplay unit for displaying the
plurality of types of customized components different in design
about the components for composing the new merchandise to said

many and unspecified customers through said network; and

[T
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a customized component selecting unit for ailowing the
customers to select desired customized components from the
plurality of types of customized components at the time of
booking,

wherein said sales boo.'king unit accepts the merchandise
adopting thg selected customized componeﬁt_ as new customized

merchandise.

19. Themerchandise planning and development systemaccording
to é.ny one of claim 8 tilrough 18 further comprises,
anamingvotingunit for allowing saidmany and unspecified

customers to vote for naming of the new merchandise through said

: netwo-r}c; and

a naming notice .unit for informing 'said many and
unspecified customers of the naming determined on basis of the

voting result of said naming voting unit through said network.

20. Amerchandise planning and development system comprising:

a merchandise planning information notice wunit ' for
informingmany andunspecified customersof merchandise planning
and development information relating to planning and/or
development of a plurality of new merchandise on the basis of
one concept through a network;

an opinion information collecting unit for collecting the

opinion information from the customers looking up said

P
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merchandise planning information through said network; and

a merchandise information notice unit for informing said
many and unspecified _cﬁst_omers of the merchandise information
relating to said plurality of newmerchandise suited to the needs
of the customers according to the opinion information through
said network.
21. _ Amerchandiseplanningand developmént_ m;ethod comprising:
| a merchandise planning information notice étep of
informingmany and unspecified customers of merchandiseplanning
and development information relating to planning and/or
development of new merchandise through a network;

an opinion information collectinlg step of collecting the
opinioninformation fromthe customers lookingupthemerchandise
planning information through said network; and

a merchandise information notice step of informing said
many and unspecified customers of the merchandise information
suited to the needs of the customers according to the opinion

information through said network.

22. Themerchandise planning and development method according
to claim 21 further comprises,

a trial product information notice step of informing said
many and unspecified customers of the trial product information

suited to the needs of the customers according to the opinion

* [ M S *
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information through said network,

wherein the opinion information collecting step collects
the opinion information of the customers 1o§king up the trial
product information in addition to the merchandise planning

information.

23. Themerchandise planning and development method according
to claim 22 further comprises,

a trial product popularity investigation  step of
investigatingthepopularityof eachtrial product corresponding
to.the information of the plurality of trial products, in the
event of presenceofapluralityof thetrial product information,

by an electronic technique.

24. ~ The mercﬁandise planning and development méthod according
to claim 23 further comprises,

a trial product popularity investigétion result notice
step of informing said many and unspecified customers of
investigation results of the trial product popularity

investigation step through said network.

25. Themerchandise planning and development method according
to any one of claim 21 through 24 further comprises,
a sales booking step of accepting sales reservation of

new merchandise to be released corresponding to the merchandise

) O A
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information from said many and unspecified customers through
said network; and
asellingpricedeterminingstepofdeterminingthe Selling
price of the new merchandise so that the_price may be lower in

proportion to the increase in the sales reserved quantity

depending on the sales resexved quantity of the new merchandise.

26. The merchandise planningand development method according'
to any one of claim 21 through 24 further comprises,

a sales booking step of accepting sales reservation of
new merchandiee to be released correspor;ding to the merchandise
information from said many and unspecified customers through
said network; and

asellingpricedeterminingstepof determining theselling
price of the new merchandise in gradual steps so that the price
may be lower on the flrst—come—flrst—served bas:.s of the sa;ies

reservation.

27. The merchandise planning and de';relopment method according
to claim 26, wherein the selling price determining step once
sets the discount rate so that the discount rate of the fixed
price may be higher in gradual steps on the
first—come—firét—seﬁed basis of the sales reservation, and

determines the selling price according to the discount rate.

R
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.28. The merchandise planning and development method according

to any one of claim 21 through 24 further comprises,

a sales booking step of accepting sales reservation of
new merchandise to be released co'rresponding to the merchandise
information from said many and unspecified customers through
_said network; and

asellingpricedeterminingstepofdeterminingthe selling
price of the new merch.';t_nd_isé so that the price may be lower as

the sales reservation is accepted earlier.

29. . Themerchandise planning and development method according
to claim 28, wherein the selling .price determining step once
sets the discount rate so:that the discount rate of the fixed
price may be higher in gradual steps as the sales reservation
is accepted earlier, and det_.ermihes the seliing p__ri'ce acqording

to the discount rate.

30. Themerchandise planning and development method according
to a.ny one of claim 21 through 24 further comprises,

a sales booking step of accepting sales reservation of
new merchandise to be released corresponding to the fnerchandise
information from said many and unspeéified customers through
said network; and

asellingpricedeterminingstepofdeterminingtheselling

price of the new merchandise so that the price may be lower as

A
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the reservation sold-out time from start of acceptance of sales
reservation until reaching a specified reservation quantity is

shorter.

31. The merchandise plannihg and development method according
to claim 30, wherein the selling price determining step once
sets the discount rate so that the discount rate of the fixed
pr:_i.ce rr;ay be: higher as the reservat;i.on sold-out t-;Lme ;s shorter,

and determin-es the selling price according to the discount rate.

32. The merchandiseplanning and development method according
to any one of claim 21 through 24 further comprises,

a bidding price collecting step of collec‘jcing the bidding
prices of new merchandise to be released corre'spondin'g to the
merchand_ise information from said many and unspecified
éustom'ers ;. and | | |

a selling price determining step of investigating the
distribution of bidding-pricgs on the basis of the result of
collection of thebiddingprice éollecting step, and determining

the selling price of the new merchandise on the basis of the

bidding price zone of the greatest number of bids.

33. Themerchandise planning and development method according
to any one of claim 21 through 24 further comprises,

an auction step of auctioning new merchandise to be

O
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released corresponding to the merchandise information through
said network among said many and unspecified customers; and

asellingpricedeterminingstepofdeterminingtheselling
price of the néw merchandise on the basis of the auction result

of the auction step. -

34, The merchandise planning and development method according |
to any one of claim 25 throﬁgh 31,'whe:éin the sales booking |
step transmits information about reservation to sales
representative clients provided ét a sales representative
through said network, while the sales representative sells the

new merchandise according to the reservation information.

35. Themerchandise planning and development method according
to any one of claim 25 through 31, 34 further comprises,

a customized component dis;;lay stép .o..f "displaying the
plurality of types of customized components different in desigﬁ
about the components. for composing the new merchandise to said
many and unspecified customers through said network; and

a customized component selecting step of allowing the
cusj:omers to select desired customized components from the
plurality of types of customized components at the time of
booking,

wherein the sales booking step accepts the merchandise

adopting the selected customized component as new customized

¥ RO 00 M
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merchandise.

36. Themerchandise planning and development method according
to any one of claim 25 through 35 further comprises,

a naming voting step of allowing said many and unspecified
customers to vote for naming of the new merchandise through said
network; and

a neming notice step of informing saidmany 'and unspecified

customers of the naming determined on basis of the voting result

of the naming voting step through said network.

37. Amerchandiseplanningand developmentmethod comprising:

a merchandise planning information notice step of
informingmany and unspecified customers of merchandiseplanning
and development information _;:elating 1;0 planning "and/or
development :of a plurality of new.merchendise on the basis of
one concept through a network;

an opinion information collecting step of collecting the
opinioninformation fromthe customers lookingup themerchandise _
planning information through said network; and

a merchandise information notice step of informing said
many and unspecified customers of the merchandise information
relating to saidplurality of newmerchandise suited to the needs
of the customers according to the opinion information through

said network.

T
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38. Acomputer readablemediumfor storinginstructions, which
when executed by a computer, causes the computer to perform:
a merchandise planning information notice step of
informingmany and unspecified customers of merchandiseplanning
and development information relating to planning and/or
development of new merchandise through a network;
| an opini;m information collecting step of collecting thé
opinion :i:nf ormatién fromthe customers lookingup themerchandise
planning information through said network; and
a fnerchandise information notice step of informing said
many and unspecified customers of the merchandise information
suited to the needs of thé customers according to the opinion

information through said network.

- B

o

3 9 Acomputer readablemedium for storing instruc;ti:ons ’ whic-:r'l -
when executed by a computer, causes the computer to perform:

a merchandise planning information notice step of
informingmany andunspecified customers of merchandiseplanning
and development information relating tb planning and/or
development of a plurality of new merchandise on the basis of
one concept through a network;

an opinio.n information collecting step of collecting the
opinion inf ormation fromthe customers lookingupthemerchandise

planning information’through said network; and.

* [ L M s *
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a merchandise information notice step of informing said
many and unspecified customers of the merchandise information
relating to said plurality of newmerchandise suited to the needs
of the customefs according to the opinion information through

said network.

-40. Amerchandise planning and development system comprising:

a trial_product and/or merchandise informationnoticeunit
for infé:_:ming many and unspecified customers éf information of
a plurality of trial products or merchandise through a network ;'
and

a popularity investigation ‘unit for investigating the.
popularity of information of said plurality of trial products

or merchandise by an electronic technique.

41.  Amerchandise planniné aﬁd development system comprising:

atrial productand/ormerchandise informationnoticeunit
for informing many and unspecified customers of information of
a plurality of trial products or merchandise through a network;

a popularity investigation unit for investigating the
popularity of information of said plurality of trial products
or m.erchandise by an electronic technique; and

a popularity investigaf_ion result notice unit for
informing said many and unspecified customers of investigation

results of said popularity investigation unit through said
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network.

42. Themerchandise planning and development systemaccording
to claim 40 or 41 further comprises,

a sales booking unit for accepting sales reservation of
new mexrchandise to be released corresponding to the merchandise
information from said many and unspecified customers through
said network; and |

é.selling price determining unit for determining the
sellihg price of the neW'merchandise in graduai steps so that
the price may be lower on the first-come—-first—-served basis of

the sales reservation.

43. Themerchandise planning and development systemaccording
to clalm 42, wherein sald selllng'prlce determlning'unlt once
sets the dlscount rate so that the discount rate of the fixed

price - may . be higher in gradual steps on the

first-come-first-served basis of the sales reservation, and

determines the selling price according to the discount rate.

44, TheﬁerchandisepianninganddevelopmentSysteﬁaccording
to claim 40 or 41 further comprises,-

a sales booking unit for accepting sales reservation of
new merchandise to be released corresponding to the merchandise

information from said many aﬁd unspecified customers through

IR A
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said network; and
a selling price determining unit for determining the
selling price of the new merchandise so that the price may be

lower as the sales reservation is accepted earlier.

45. The merchandise planning and development systemaccording

to claim 44, wherein said selling price determining unit once

sets the discount rate so that the discount rate of the fixed

price may be higher in gradual steps as the sales reservation
is accepted earlier, and determines the selling price according

to the discount rate.

46. The merchandise planning and development systemaccording
to claim 40 or 41 further comprises,

a sales booking unit for accepting sales reservation of
new merchandise to be released corresponding to the merchandise
information- from said many and unspecified customers' through
said network; and .

. a selling price determining unit for determining the
selling pr..-ice of the new meréhandise so that the price may be
lower as the reservation sold-out time from start of acceptance
of sales reservation until reaching a specified reservation

quantity is shorter.

47. Themerchandise planning and development system according

LT
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to claim 46, wherein said selling price determining unit once

sets the discount rate so that the discount raté of the fixed

price may be higher as the reservation sold-out time is shorter,

and determines the selling price according to the discount rate.

48. Themerchandise planning and development systemaccording

to any one of claim 42 through 47, wherein said sales booking

unit informs said many and unspecified customers of profile °

information about the already booked subscribers.

49, Themerchandise planning and development systemaccording
to any one of claim 42 through 48 further comprises,

a manufacture deciéion unit for deciding manufacture of
at least the new merchandise of the greatest number of
reservations, ;fter closingof the resexrvations, if reservat_ions
of a pluralify of new merchandis‘e are acceg'ated by said sales

booking unit.

50. Amerchandise planningand development method comprising:
atrial productand/ormerchandise informationnotice step.

of informing many and unSp_ecified customers of information of

a plurality of trial products or merchandise through a network;-

and
a popularity investigation step of investigating the

popularity of information of said plurality of trial products

I
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or merchandise by an electronic technique.

51. Amerchandise planning and development method comprising:
atrialproductand/ormerchandisein€ Qrmation noticestep
of informing many and unspecified customers of information of
a plurality of trial products or merchandise through a network;
a popularity investigation step of investigating the
popularity of informatioﬁ of said:pluralit_y of '.t:c_'ial_. pfoducts
or merchanciise by an electronic techﬁiciﬁe ; and |
apopularity investigation resultnotice step of informing
said.many and unspecified customers of investigation results

of the popularity investigation step through said network.

52. ' The merchandise planning and development method according
to claim 50 oxr 51 fu:;the:;_ comprises,

a lsales b.ooking sfep 6f' éccc-eiafim_;;.sales “x.'e'se.rv.a:tion of
new merchandise to be released corresponding to the merchandise
information from said many and unspecified customers th:rough
said network; and |

asellingprice determini_ng"step ofdeterminingtheselling
price of the new merchandise 1n .tl;radual steps so that the price
may be lower on the first—come-:-first—served basis of the sales

reservation.

53. The merchandise planning and development method according

I
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to claim 52, wherein the selling price determining step once
sets the discount rate so that the discount rate of the fixed
price may . be higher in gradual = steps on the
first-come-first-served basis of the sales reservation, and

determines the selling price according to the discount rate.

54, The merchandise planning and development method accgrding
to claim 50 c;r 51 further comprisgs, |
é sales booking step on‘;' aécepting salés reservation of
new merchandise-_to be released corresponding to the merchandise
information from said many and unépecified customers through
said network; and
asellingpricedeterminingstepofdeterminingtheselling
price of the new merchandise so that the priqe may bé lower as

the sales reservation is accepted earlier.

55. Themerchandise planning and development meti'lod according
to claim 54, wherein the selling price determining step once
sets the discount rate so that the discount rate of the fixed
price may be higher in gradual steps as the sales reservation
is accepted earlier, and determines the selling price according

to the discount rate.

56. Themerchandise planning and development method according

to claim 50 or 51 further comprises,
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a sales bookn.ng step of accepting -é;les ;eservation of
new merchandise to be released corresponding to the merchandise
information from said many and unspecified customers through
said network; and

asellingprice determininé stepofdetermining theselling
price of the new merchandise so that the price may be lower as

the reservation sold-out time from start of acceptance of sales

reservation until reaching a specified reservation quantity'.ji.s

shorter.

57. The merchandise planning and developmentmethod according
to claim 56, wherein the selling price determining step once
sets the discount rate so that the discount rate of the fixed

price may be higher as the reservation sold—-out time is shorter,

and determines the selling price according to the discount rate.

58. The merchandise planning and development method according
to any one of claim 52 through 57, wherein the sales booking
step informs said many and unspecified customers of profile

information about the already booked subscribers.

59. Themerchandise planning and developmentmethod according
to any one of claim 52 through 58 further comprises,
a manufacture decision step of deciding manufacture of

at least the new merchandise of the greatest number of
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reservations, afterclosingofthereservations, if reservations
ofapluralityofnewmerchandiseareacceptedat the salesbooking

step.

60. Acomputer readable mediem for storinginstructions, which
when executed by a computer, causes the computer to perform:

atrial product and/ormerchandise informé.tion notice step
of infprming many and unspecified customers of i:nformation of
a plurality of trial products or merchandise through a network;
and

a popularity investigation step of investigating the
popularity of information of said plurality of trial products

or merchandise by an electronic technique.

61._ A computer readablemed:l.um for stor:.ng :Lnstructions whlch
when executed by a computer, causes the computer to perform:

atrial product and/ormerchandise informationnotice step
of informing many and unspecified customers of information of
a plurality of trial products or merchandise through a network;

a popularity investigation step of investigating the
popularity of information of said plurality of trial products
or merchandise by an electronic technique; and

a.poplmlarj_.ty investigdtionresultnotice stepof informing
said many and unspecified customers of investigation results

of the popularity investigation step through said network.
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