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DESCRIPTION 

MERCHANDISE PLANNING AND DEVELOPMENT SYSTEM AND METHOD E'OR THE . . 

SAME, AND A COMPUTER PRODUCT 

5 FIELD OF THE INVENTION 

The present invention relates to a merchandise planning 

and development system for planning and/ or developing new 

merchandise by exchanging opinions ov~r the Internet, magazines 

and other media, a method for the same, and a computer product. 

· 10 More particularly, this invention relates to a merchandise 

planning and development system capable of executing all steps 

from planning of merchandise to setting of price by exchanging 
1. . '· • 

opinions among the consumers, ·the media providing enterprises, 
. . 
and manufacturers, a method for the same, and a coi;nputer product. 

15 

BACKGROUND OF THE INVENTION 

Recently, as needs of c~stomers are diversified, and 

consumers tend to purchase merchandise by choosing only those 

truly necessary for the own self, it is becoming more and more 

20 difficult for the enterprises engaged 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 activities for distributing the 

25 merchandise and service from the manufacturers to the consumes 

rationally and efficiently, 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 attempting to utilize the exiting 

5 Internet, and.feed back the results to development of new 

merchandise. 

However, hitherto, no method is known to cover all steps 

of developmentofnewmerchandisefromplanningand/ordeveloping 

to sal~s of products by exchanging opinions over the Internet, 

10 magazines or the other media, that is, by exchanging opinions 

among the consumers, the media providing enterprises, · and 

manufacturers. 

SUMMARY OF THE INVENTION 

15 In th_e 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 developmen1;. till sales of merchandise by exchanging opinions 

among the consumers, the media providing enterprises, and 

20· manufacturers, over the Internet, magazines or other media, 

thereby differentiating the merchandise, and feeding back the 
I 

versatile needs of individual customers to development of new 

merchandise, its merchandise planning and development method, 

and a computer-readable recording medium recording a merchandise 

25 plann~ng 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 

5 development information relating to planning and/or development 

of new merchandise through a network; an opinion information 

collecting unit for collecting the opinion information from the 

customers looking u,p the merchandise planning information 

through the network; and a Jnerchandise information notice unit 

10 for inf orm·ing the many and unspecified customers of the 

merchandise information .suited to the needs of the customers 

according to the opinion information through the network. 

In the above invention, the merchandise planning and 

development i~f ormation relating to planning and/ or d~velopment 

15 of new merchandise is noticed to many and unspecified customers 
) 

through the netwoFk· ~s a result, the customers can look up 

the merchandise planning and development information, and come 

to hav~ opinions about the new merchandise. The opinions are 

collected as opinion information by the opinion information 

20 ·collecting unit, and the enterprise planning and developing the 

new merchandise will understand the needs of customers on the 

basis of.the opinion info:cmation. Further, the enterprise can 

announce the merchandise information suited to the needs through 

the network. 

25 Thus, the opinion information of customers . is 

1· .• • 

-. ~ - ' 
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interactively colf~2ted 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 versatile 

5 needs of individual customers can be fed back to development 

of newmerchandise. 

Further, there is provided a trial product information 

notice unit for informing the many and unspecified customers 

of the trial product information suited to the needs of the 

1.0 customers according to the opinion information through .the 

network, in which the opinion information collecting.unit 

collects the opinion information of the customers looking up 

the trial product information in addition to the merchandise 

planning ·information. Thus, since the trial product 

15 info~tion suiteg to the needs of customers on the basis of 

opinion information is noticed through the network, the triai 

20 

products can be manufactured the plurality of times, and the 

needs of customers can be appropriately fed back to development 

of new merchandis~. 

Further, there is provided a trial product popularity 

"investigationunitforinvestigatin~thepopularityofeachtrial 

product corresponding to the information of .the plurality of 

trial products, in the event of presence o.f a plurality of the . 
tria~ product information·, by an electronic technique. Thus,· 

25 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 r the needs of customers can be understood 

promptly and easily on the basis of the i~vestigation result. 

Further, there is provided a trial product popularity 

5 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 

plurality of trial products can be noticed to many and unspecified 

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

directivity of planning and/or d~velopment can be established 

in an early stage. 

Further, the opinion information collecting un~t is an 

electronic bulletin board system. Thus, ·since the opini~n 

15 ~nformation of customers can be 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, differentiation 

of merchandise can be expressed, and versatile needs of 

20· individual customers can be fed back to development of new 

merchandise. 

Further, the opinion information collecting unit is an 

electronic mail system. Thus, ·~ince the opinion information 

of customers can be collected by the highly interactive 

25 electronic mail system, and the mer~handise information suited 
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to the needs of cus~&biers on the basis of th~ :bpinion information 

is noticed, differentiation of merchandise can be expressed, 
~ 

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

development of new merchandise. 

5 Further, the opinion information collecting unit collects 

the opinion information 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 

10 highly interactive electronic inquiry, and the merchandise 

15 

information ~uited 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 merchandise'. 

Further, there are provided a sales booking for accepting 

sales reservation of newmerchandise to be released corresponding 

to the merchandise information from the many and unspecified 

customers through the network; and a selling price determining 

unit for d~termining the selling price of the new merchandise 

20 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, when acfoept~ng the sales 

reservations, since the selling price of the new merchandise· 

is determined so that the price may be lower in proportion to 

25 the increase in the number of reserved pieces, excessive stock 
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is not needed, and the service quality to the customers is enhanced 

at low cost. 

Further, there are provided a salce.~ booking unit for 

accepting sales reservation of new merchandise to be released 

5 corresponding to the merchandise information from the many and 

unspecified customers through the network; and a selling price 

determining unit for dete~ining 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 Thus, when accepting the sales reservations, since the selling 

price of the new mercpandise is determined so that the price 

may be lower on the first-come-fi'rst-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 

15 obtained earlier, so that manufacture of new merchandise can 

be·started·earlier. 

Further, the selling price determining µnit 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 

20 of the sales reservation~ 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 dete:tmin.ed so that the discount rate may be higher on the 

first-come-first-served basis of the sales rese:rVation, it 

25 stimulates the desire of customers to buy the new merchandise 
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at lower price, anJ:irla:ny reservations willb:~ 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 

5 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 the price maybe lower as the sales reservation 

is accepted earlier. Thus, when accepting the sales 

10 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 merchandise at lower price, and many 

reservations will be obtained earlier, so that manufacture of 

15 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 gradual steps as the sales reservation is accepted 

earlier, and determines the selling ·price according to the 

20 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 the new merchandise at lower price, and many reservations 

25 will be obtained earlier, so that manufacture of new merchandise 
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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 inf orrnation from the many and 

5 unspecified customers 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 f rorn start of acceptance of sales reservation until 

reaching a specified reservation quantity is shorter. Thus, 

10 when accepting the 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 acc·eptance 

of sales reservation until reaching a specified reservation 

quantity is shorter, it stimulates the desire of customers to 

15 buy the merchandise iimi ted in the number of reservati·on copies, 

20 

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 the fixed price may 

be higher as the reservation sold-out time is shorter, and 
I 

determines the selling price according to the discount rate. 

Thus, since the selling price of the new merchandise is determined 

25 ·so that the-discount rate maybe higher as the reservation sold-out 

.,· . 
. ·-·~ 
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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 

5 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 

unit for collecting t~e bidding prices of new merchandise to 

10 . be released corresponding to the merchandise information from · 

the many and unspecified customers; and a selling p~ice 

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 

15 price of the new merchandise on the basis of the bic;Iding price 

zone of the greatest number of bids. Thus, since 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 selling price can be set, 

20 and the new merchandise is presented to the customers at an 

appropriate selling price. 

Ft;irther, there are provided a auction unit for auctioning 

new merchandise to be released corresponding to the merchandise . 
information through the network among the many and unspecif ±ed 

25 customers; ~nd a selling price determining 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 the selling price of 

5 the new merchandise, and the customers' consciousness of 

participation in planning and/ or development of merchandise can 

be enh~nced, while the effects of current topic and advertisement 

can be enhanced by the auction. 

Further, the sales booking unit, being installed at a sales 

10 representative and accommodating sales representative clients 

connected to the network, transmits information · about 

reservation to the sales representative clients throug~ th~ 

network,whilethesalesrepresentativesellsthenewmerchandise 

according to the reservation information. Thus, having sales 

15 r~presentative 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. 

20 Further, there are provided a customized component display 

unit for displaying the plurality of types of customized 

components different in design about the components for composing 

the new merchandise to the many and unspecified customers through 

the network; and a customized component selecting unit.for 

25 allowing the customers to sel°ect desired customized components , 
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from the plurality'~£ types of customized contponents 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 

5 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. 

10 Further, there are provided a naming voting 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 customers of the 

naming determined on basis of the voting result of the naming 

15 voting unit t:hrough the network. Thus, receiving votes of naming 

of new merchandise by the naming voting unit, since the determined . 

name i~ 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 

20 development of merchandise is enhanced, and the psychological 

.distance between the new merchandise and customers can be 

shortened. 

The merchandise planning and development system according 

to another aspect comprises a merchandise planning information 

25 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 ~etwork; an opinion 

information collecting unit for collecting the opinion 

5 information from the customers looking up the merchandise 

planning information through the network; and a merchandise 

information notice unit for informing the JilB.ny and unspecified 

customers of the merchandise information relating to the 

plurality of new merchandise suited to the needs of the customers 

10 according to the opinion information through the network. 

Accordingtotheaboveinvention,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 is noticed to many and unspecified 

15 customers through the network. As a result, the c;ustomers can 

look up the merchandise planning and development information, 

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 

20 collecting unit, and the enterprise planning 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 .. 

25 Thus, the opinion information of customers about the 

-~. 
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.: ~.>::,;· ":· . ·-~····: ... plurality of new merchandise on the basi.s of one concept is 

interactively 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 needs of 

s customers about the plurality of new merchandise being totally 

coordinated can be fed back to development of new merchandise. 

The merchandise planning and development method according 

to still another aspect comprises a merchandise planning 

information notice step of informing many and unspecified 

10 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; 

15 and a merchandise information notice step of informing the many 

and unspecified customers of the merchandise information suited 

to the needs of the customers according to the opinion information 

through the network. 

According to the above invention, the merchandise planning 

. 20 and development info.~ation relating to planning and/ or 

dev.elopment of new merchandise is noticed to many and unspecified 

customers through the network. As a result, the customers can 

look up the merchandise planning and development informatiori, 

and co~e to have opinions about the new merchandise .. The opinions· 

· 25 are colleeted as opinion 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 

5 the network. 

Thus, the opinion information of customers is 

interactively 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 

10 differentiation of merchandise can be expressed, and versatile 

needs of individual customers can be fed back to development 

of new merchandise. 

F-urther, there is provided a trial product information 

notice step of informing the many and unspecified customers of 

l,l) the trial product informatj..on suited to the needs of the customers 

according to the opinion information through th~ network, in 

which the opinion information collecting step collects the 

opinion information of the customers looking up the trial product 

i.nformation in addition to the merchandise planning information. 

20 Thus, since the trial pr9duct 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 

plural! ty of times, and the needs of customers can be 

appropriately fed back to development of new merchandise. 
I 

25 Further, there is provided a trial product popularity 
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investigation step df investigating the popularity of each trial 

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, 

5 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 

10 investigation result notice step of informing the many and 

unspecified customers of investigation results of the trial 

product popularity investigation step through the network. 

·Thus, since·the investigation result of the popularity of the 

plurality of trial products can be noticed to many and-unspecified 

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

directivity of planning and/or development can be established 

·in' an ·early stage. 

Further, there are provid:ed a sales booking step of 

accepting sales reservation of new merchandise to be released 

20 corresponding to the merchandise. i"nformation 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 in proportion to the 

increase in the sales reserved quantity depending on the sales 

25 reserved quantity of the new merchandise. Thus, since the 
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selling price of the new merchandise is determined so that the 

p_rice may be lower in proportion to the increase in the sales 

reserved quantity, excessive stock is not ne~ded, and the service. 

quality to the customers is enhanced at low cost . 
. 

5 Further, there are provided a sales booking step ·of 

accepting sales reservation of new merchandise to be released 

corresponding to the merchandise info:cmation from the many and 

unspecified customers through .the network, a.nd a selling price 

determining step of determining the selling price of the new 

10 merchandise in gradual steps so that the price may be lower on 

the first-come-first-served basis of the sales reservation.· 

Thus, since the selling price of the new merchandise is determined 

S() that. the price may be lower on the. first-come-first;...served 

basis of° the sales reserv:ation, it stimulates the desire of 

15 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 step once sets the 

discount r'ate so that the discount rate of the fixed price may 

20 be higher in gradual steps on the first--come-first-served basis 

of the sales reservation, and dete:cmines 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 

25 reservation, it stimulates the desire of customers to buy the 

..... · ;··.: 
~---.. , ....... ,,. .... -.... ~ 
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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 

5 accepting sales reservation of new merchandise to be released 

corresponding to the merchandise information fz:om 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 sales reservation 

10 is accepted earlier. i"hus, 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 

reservations will be obtained earlier, so that manufacture of 

15 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 as the sales reservation is accepted 

earlier, and determines the ·selling price according to the 

20 discount rate. Thus, 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 Cl:lstomers to buy the .new merchandise at lower price, 

and many reservations will be obtained earlier, so that 

25 manufacture of new.merchandise can be started earlier. 
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Further, . there 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 

5 determining step of determining the selli11g 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 is shorter. Thus, 

since the selling price of the new merchandise is determined 

10 so that the.price may be lower as the reservation sold-ov.t 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 

15 price, and many reservations will be obtaiI1ed earlier, so that 

manufacture of new merchandise can be started earlier, and 

moreover 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 rate of the fixed price ~y 

20 be higher as the reservation sold-out ti~e is shorter, and 

determines the selling price according to the-discount rate. 

Thus, since the selling price C?f the new merchandise is determined 

so that the discount rate may be higher as the r~servation sold-out 

time from start of acceptance of sales reservation until reaching 

25 a specified reservation quantity is shorter·, it stimulates the 

·.! 
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desire of custome~,t~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 merchandise can be started earlier, and 

5 moreover the new merchandise may be provided with a premium. 

Further, there are provided a bid~ing 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 

10 step of investigating the distribution of bidding prices on the 

basis of the result of collection of the bidding price collecting 

step, and determining the selling price of the new merchandise 

on the basis of the bidding price zone of the greatest number 

of bids. Thus, since ·the bidding system is intended to determine 

15 the selling price of the new merchandise on the basis of the 
•, 

bidding price zone of the greatest numb'er of bids, the 

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

'merchandise is presented to the customers"at an appropriate 

selling price. 

20 Further, there are provided an auction step of auctioning 

new merchandise to be released corresponding to the merchandise 

information through the network among the many and unspecified 

customers, and a selling price determining step of determining 

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

25 auction result of the auction step. Thus, since the selling 
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price of the new merchandise is determined by the auction unit, 

the customers have· the right ~o determine the selling price of 

the new merchandise, and the customers 1 consciousness of 

participation in planning and/ or development of merchandise can 

5 be enhanced, while the effects of current topic and advertisement 

can be enhanced by the auction. 

Further, the sales booking step transmits information 

about reservation to sales representative clients provided at 

a sales representative through the network, while the sales 

10 representative sells the new merchandise 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 

15 purchase for customers are increased, and the convenience for 

customers is enhanced. 

Further, there are provided a customized component display 

step of displaying the plurality of types of customized 

components different in design about the components for composing 

20 the new merchandise to the many and unspecified customers through 

the network, and a customized component 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 

25 merchandise adopting the selected customized component as new 



WOOl/64012 PCT/JPOl/01649 

22 
.... . : .. ,. 

.. :._::· ·. ..': ,·: 

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 

5 is carefully satisfied, and the 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 

10 · step of informing the many and unspecified customers of the naming 

determined on basis of the voting· 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 the 

15 "godfather" of the merchandise is also the customer, ·the 

20 

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. 

The merchandise planning and development method according 

to still another aspect comprises 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 

25 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 information through the network, and a merchandise 

information notice step of informing the many and unspecified 

5 customers of the merchandise information relating to the 

plurality of new merchandise suited to the needs of the customers 

according to the opinion information through the network. 

According to the above invention, .the merchandise planning 

and development information about planning and/ or development · 

10 of a plurality of new products (for example, shoes, bags, belts) 

on the basis of one concept is·noticed to many and unspecified 

customers through the network. As a result, the customers can 

look up the merchandise planning and development information,. 

and come to have opinions about the plurality of new merchandise 

15 according to the key of this one concept. The opinions are 

collected·as opinion information at the opinion information 

collecting step, and the enterprise planning and developing the 

plurality _of new merchandise will understand the needs of 

customers on the basis of the opinion information. Further, 

20 the enterprise can announce the merchandise information suited 

to the needs through the network. 

Thus, the opinion information of customers about the 

pluralit¥ of new merchandise on the basis of one concept is 

interactively collected through the network, and the merchandise 

25 information suited to the needs of customers on·the basis of 
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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. 

The merchandise planning and development system according 

5 to still another aspect comprises trial product and/or 

merchandise information 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 

10 information of the plurality of. trial products or merchandise 

by an electronic 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 

15 needs of customers can be understood promptly and easily on the 

basis of the investigation result. 

The m~rchandise planning and development system according 

to still another aspect comprises trial product and/or 

merchandise information notice unit for informing many and 

20 unspecified customers of information of a plurality of trial 

products or -merchandise through a network, popularity 

inves~igation unit for i~vestigating the popularity of 

information of the plurality of trial products or merchandise 

by an electronic technique, and popularity investigation result 

25 notice unit for informing the many and unspecified customers 
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of investigation results .of the popularity investigation unit 

th.rough the network. 

According to tpe above invention, sin.ce the investigation 

result of the popularity of a plurality of. trial products or 

5 merchandise can be noticed to many and unspecified customers, 

the directivity of planning and/ or development can be established 

in an early stage. 

Further, there are provided comprising sales booking unit 

for accepting sales reservation of new merchandise to be released 

10 corresponding to the merchandise information from the many and 

unspecified customers through the network, and selling price 

determining unit for determining the selli;rig 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. 
I 

15 Thus., since the selling price of the new merchandise is determined 

so that the price may be lower on the f irst~corite-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 

20 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 

l;>e higher in gradual steps on the first-come-first-served basis 

of the sales reservation, and determines the selling price 

25 a_ccording to the discount rate. Thus, since the selling price 
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of the new mercharid:l~e is determined so thkt 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 

s obtained earlier, so that manufacture of new merchandise can 

be started earlier. 

Further, there are provided comprising sales booking unit 

for accepting sales reservation of new merchandise to be released 

corresponding to the merchandise information from the many and 

10 unspecified customers through the network, and selling price 

determining unit for determining the selling price of the· new 

merchandise so that the price maybe lower as the sales reservation 

is accepted earlier. Thus, since the selling price of the new 

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

15 -sales reservation is accepted earlier, it stimulates the desire 

of custemers 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 

20 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 rate may be higher 

25 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 started earlier. 

Further, there are provided sales booking unit for 

5 acceptirig sales reservation of new merchandise 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 

merchandi.se so that the price may be lower as the reservation 

10 sold-out time from start of. acceptance of sales reservation until 

reaching a specified reservation quantity is shorter. Thus, 

since the selling price of the new merchandise is determin.ed 

so that the price may be lower as the reservation sold-out time 

from start.of acceptance of.sales reservation until reaching 

15 a specified reservation quantity is shorter, it stimulates the 

desire of customers to buy the merchandise lilni ted in the number 

of reservation copies, and to buy the new m~rchandise at lower 

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

manufacture of new merchandise can be started earlier, and 

20 moreover the new merchandise may be provided with a premium. 

25 

Further, the selling price determining unit once sets the 

disc~unt 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. 

Th:us, since the sellingprice of.thenewmerchandise is determined 
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so that the discount rate maybe higher 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 

5 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 informs the many and 

10 unspecified customers of profile information about the already 

booked subscribers. Thus, since the profile information about 

the subscribers is noticed, the tendency of the subscribers· 

having already reserved. the new mercJ::landise can be recognized 

by the customers, and the material for judging whether or not 

15 to buy can be presented to the customers. 

Further, there is provided manufacture decision unit for 

deciding manufacture of at least the new merchandise of the 

greatest number of reservations, after closing of the· 

reservations, if reservations of a plurality of new merchandise 

20 are accepted by the sales booking. unit. Thus, manufacture of 

the newmercl:iandise recording the greatest number of reservations 

only can be decided, and manufacture of othez: new merchandise 

can be stopped, so that the thrilling sensation and interest 

of planning can be presented to the subscribers. 

25 The merchandise planning and development method according 
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to still another aspect comprises a· trial product and/ or 

merchandise information notice step of informing many · and 

unspecified customers of informat~on of a plurality of trial 

products or merchandise through a network, and a popularity 

5 investigation step of investigating tne popularity of 

information of the plurality of trial products or merchandise 

by an electronic technique. 

According to the above invention, after noticing the 

merchandise information of a plurality of trial products, since 

10 the popularity is investigated by an electron!~ technique, the 

needs of customers can be understood promptly and easily on the 

basis of the investigation result. 

The merchandise planning and development method according 

to · still another aspect comprises a t:i;-ial product and/ or 

is merchandise information notice 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 popular~ty of 

information of the plurality of trial products or merchandise 

20 by an electronic technique, and a popularity investigation result 

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 

25 result of the popularity of a plurality of trial products or 
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merchandise can b~: noticed to many and unspecified customers, 

the directivity o"f planning and/ or development can be established 

in an early stage. 

Further, there are provided comprising a sales booking 

5 step of accepting sales reservation of new merchandise to be 

released corresponding to the merchandise inf orrnation 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 

10 on the first-come-~irst-served basis of the sales reservation. 

Thus, since the selling price of the new merchandise 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 

15 res~rvations will be obtained earlier, so that manufacture of 

new merchandise can be started ~arlier. 

F"Q.rther, 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 ~asis 

20 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 

25 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 sal~s booking step of 

accepting sales rese:rVation of new merchandise to be released 

. 5 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 maybe lower as the sales reservation 

is accepted earlier. Thus, since the selling price of the new 

10 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 obtained earlier, so that manufacture of 

new merchandise can be started earlier. 

15 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 

20 merchandise is determined so that the discount rate may b~ 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. 

25 Further, there are provided a sales booking step of 
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accepting sales r~~~rvation of new merch~dise 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 

5 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 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 

10 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 
., 

15 · manufacture of new merchandise 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 

20 determines the selling price according to the discount rat~. 

Thus, 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 until reaching 

a specified reservation quantity is shorter, it stimulates the 

25 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 .reservati·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, 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 subscribers is noticed, the tendency of the subscribers 

having .already reserved the new merchandise can be recognized 

10 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, after closing of the 

15 reservations, if reservations of a plurality of new merchandise 

are accepted at the s_ales booking step. Thus, manufacture of 

thenewmerchandiserecordingthegreatestnumberof reservati~ns 

only can be decided, and manufacture of other new merchandise 

can be stopped, ~o that the thrilling sensation and interest 

20 of planning can be presented to the subscribers. 

The computer-readable recording medium according to still 

another aspect stores thereon instructions which when executed 

realize the steps of the merchandise planning and development 

method mentioned above. Thus, t~e merchandise planning and 

25 · 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· 

10 and/or development to sales of merchandise in the first 

embodiment. 

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

embod.iment. 

Fig. 4 is a flowchart explaining the opera'tion of the first 

15 embodiment. 

20 

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 a flowchart explaining the mail process shown 

in Fig. 4 and Fig. 5. 

Fig. 9 is a flowchart explaining the popularity 

25 investigation process shown in Fig. 4. 
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Fig. 10 is a flowchart explaining the reservation receiving 

process shown in Fig. 5. 

Fig. 11 is a flowchart explaining the·catalog request 

process shown in Fig. 5. 

5 Fig. 12 is a flowchart explaining the selling price final 

decision process shown in Fig. 5. 

Fig. 13A to Fig. 13C show examples ofversionXtrial product 

notice screen GX, version Y trial product notice screen GY, and 

version Z trial product notice screen GZ respectively in the 

10 first embodiment. 

15 

Fig.· 14 is a diagram showing an example Of electronic 

bulletin board screen G1 in the first embodiment. 

Fig. 15 is a diagram show~ng an example of inqui17y input 

screen G2 in the first embodimerit. 

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

screen Gg in the first embodiment. 

Fig. 17 is a diagram sho~ing an example of popularity 

investigation result notice screen G3 in the first embodiment. . . . 

Fig. 18 is a diagram showing an example of merchandise 

20 (mass production model) notice screen G4 in the first embodiment. 

Fig. 19 is a diagram showing an example of merchandise 

(mass production model) notice screen Gs in the first embodiment. 

Fig. 20 is a diagram showing an example of reservation 

status. confirm screen G6 in the first embodiment. 

25 Fig. 21 is a diagram showing an.example of reservation 
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'.:. <~ . ' · .. ·-: 
acceptance screen·c;.7 in the first embodiment. 

Fig. 22 is a diagram showing an example of catalog request 

screen Ge in the first embodiment. 

Fig. 23 is a diagram explaining an outline of a second 

5 embodiment of the invention. 

Fig. 24 is a diagram showing the configurati~nofthe second 

embodiment. 

Fig. 25 is a diagram showing the schedule from planning 

and/ or development of merchandise to end of planning in the second 

10 embodiment. 

Fig. 26 is a flowchart explaining the operation of the 

second embodiment. 

Fig. 27 is a flowchart explaining the operation of the 

second embodiment. 

15 Fig. 2 8 is a flowchart exp_laining the naming voting process 

shown in Fig. 27. 

Fig. 29 is a flowchart explaining the reservation receiving 

process shown in Fig. 27. 

Fig. 30 is a diagram showing an example of merchandise 

20 (mass productionmodel) notice screenG9 in the second embodiment. 

Fig. 31 is a diagram showing an example of merchandise 

A customized component selection screen G10 in the ·second 

embodiment. 

Fig. 32 is a diagram showing an example of merchandise 

25 A customizing screen G11 in the second embodiment. 
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Fig. 33 is a c:liagram showing an example of ·reservation 

acceptance screen a12 in the second embo(iiment. 

Fig. 34 is a diagram showing an excµrtple of merchandise 

(mass production model) notice screen Gi3 in the second 

5 embodiment. 

Fig. 35 is a diagram showing an example of merchandise 

B customized component selecting screen Gu in the second 

embodiment. 

Fig. 36 :ls a diagram showing an example of merchandise 

10 B customizing screen Gis in the second embodiment. 

15 

Fig. 37 is a diagram showing an example of naming voting 

form screen G16 in the second embodiment. 

Fig. 38 is a diagram showing an example of naming notice 

screen G11 in the .J:Jecond embodiment. 

Fig .. 39 is a diagram showing an example of reservation 

status confirm screen G18 in the second embodiment. 

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 

20 logic H1 and H2 respectively in the modified examples 1 and 2 

of the second embodiment. 

Fig. 42 is a flowchart explaining the selling price final 

decision process in modified example 1 of the second embodiment. 

Fig. 43 is a flowchart explaining the selling price final 

25 decision process in modified example 2 of the second embodiment. 
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Fig. 44A aria·::~ig. 44B show selling ·pl: ice final decision 

logic H3 and H4 respectively in the modified examples 3 and 4 

of the second embodiment. 

Fig. 45 is a flowchart explaining the selling price final 

5 decision process in modified example 3 of the second embodiment. 

Fig. 46 is a flowchart explaining the selling price final 

decision process in modified example 4 of the second embodiment. 

Fig. 4 7 is a diagram showing an example of auction bidding 

form screen G19 in modified.example 5 of the second embod,µnent. 

10 Fig. 48 is a diagram showing ari 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 in modified example 5 of the second embodiment. 
' 

E'ig. 50 is a block diagram showing: the configuration of 

15 modified .. examples of the first and second embodiments. 

DETAILED DESCRIPTION 

Referringnowtothedrawings,firstandsecondembodiments 

of merchandise planning and development system, merchandise 

20 planning and development method, and computer-readable 

recording medium recording merchandise planning and development 

program of the invention are described in detail below. 

Fig. 1 is a diagram which shows the outline of the first 

embodiment of the invention. Fig. 2 is a diagram showing the 

25 schedule fromplanningand/ordevelopment 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 

31 to 3n are interactively applied in planning arid development 

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

5 the merchandise sui 1:ed to the needs of the customers 31 to 3n 

is presented. Herein, tying-up.in the business unit the business 

partnership in planning, development, sales and marketing of 

the merchandise. A watch is taken up as an example of the 

merchandise. 

10 Thus, the merchandise maker 1 shown in the figures is a 

watch manufacturing enterprise, which presents merchandise 

information, manufacturing technology and others to the 

publisher 2, its business partner. The publisher 2 is an 

enterprise publishing fashion magazines, daily life information 

15 journals and other publications 4, which transmits the 

information of trend, fashion, communication, sensibility, etc. 

to the customers 31 to 3n. The publisher 2 also presents the 

market information to its business partner, ·that is, the 

merchandise maker 1. The customers 31 to 3n are readers of the 

20 publication 4,or ;rnte;i:net users, and play the role of 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 

25 order to promote merchandise planning, and merchandise design 
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plans are discusseci') The home page 5 is th~:Web on the Internet, 

which is the electronic media for transmitting the information 

about planning, development and sales of merchandise to the 

customers 31 to 3n, or collecting opinions about planning and 

5 development from the customers 31 to 3n. That is, the home page 

5 is to connect the three parties, that is, the merchandise maker 

1, the publisher 2, and the customers 31 to 3n, by making use 

of the interactive benefits of the Internet. This home page 

5 is controlled and managed by the publisher 2. 

10 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. 

According to the shown·schedule, the planning period, development 

period (customer needs survey period, merchandise (mass 

15 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 

20 are determined, the concept is set up, the system is built up 

for opening the home page 5, and the publication 4 is created. 

After this planning period,· the detail of the planning is noticed 

to the customers 31 to 3n through the medium of the publication 

4 ~n4 the home page 5. 

25 The development period mainly consists of the customer 
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31 to3nneeds survey period, and themerchandise (mass production 

model)establishingperiodfordeterminingthemerchandise (mass 

production model) conforming to the needs through the home page 

5.. In the customer needs survey period·, the information of trial 
. 

5 products is uploaded on the home page 5, and the opinions of 

the customers 31 to 3n are collected by way of the electronic 

bulletin board or th.e like, and the needs are investigated. 

Receiving the results of investigation, between the publisher . . 

2 and the m~rchandise maker 1, opinions are exchanged and the 

10 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 31 ta 3n through the publication 4 and the home page 

. 5. 

15 In the reservation receiving period, . reservati9ns. for 

purchasing the merchandise (mass production model) are received 

from the customers 31 to 3n. After this reservation receiving 

period, in the merchandise information notice period, the final 

selling price and the number of reservations are noticed to the 
. . 

20 subscribers (customers 31 to 3n) by way of the medium of the 

publication 4 and the home page 5. Parallel to this merchandise 

information notice period, in the manufacturing period, the 

merchandise is sequentially manufactured for · the reserved 

quantity. After the merchandise information notice period, in 

25 the sales period, the merchandise is sold in the sequence of 

1.>-"~'1~~~~-:;n. .. 
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reservations, and.~£he sales period ends ~hen the merchandise 

is sold to the final subscriber. 

To realize the process from planning, development and sales 

of the merchandise, a specific configuration is explained by 

5 referring to Fig. 3. In Fig·. 3, the parts corresponding to those 

in Fig. 1 are identified with same legends. Customer clients 

101 to lOn are provided at the side of the customers 3 1 to 3n 

(see Fig. 1) respectively, and are connected to the Internet 

20. These customer clients 101 to lOn are computer terminals 

10 for accessing the Internet through the TCP/IP (Transmission 

Control Protocol/Internet Protocol}. 

The customer client 101 is composed of computer main body, 

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

customer 31 • This customer client 101 receives presentation of 

15 various services on the Internet 20 by the WWW (World Wide Web) 

browser 1'11 and mailer 121. The WWW browser 111 is a computer 

program for looking up the home page 5 by accessing a WWW server 

33 described below. 

The mailer 121 is a computer program for creating electronic 

20 mails or transmitting and receiving electronic mails according 

to POP3 (Post Office Protocol version 3) . The customer client 

101 1s connected to the Internet 20 through a modem 131 • 

· The customer client 102 is composed, same as the customer 

client 101, of computer main body, display, keyboard, mouse and 

25 others, and is manipulated by the customer 32 • This customer 
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client 102 , same as the cus-tomer client 101 ,·creceives presentation 

of various services on the Internet 20 by the WWW browser 112 

and mailer 122. The customer client 102 is connected to the 

Internet 20 through a modem 132 • 

5 The customer client lOn is composed, same as the customer 

client 101 , of computer main body, display, keyboard, mouse and 

others, and is manipulated by the customer 3n. This customer 

client lOn, same as the customer client 101 , receives presentation 

of va~ious services on the Internet 20 by the WWW browser lln 

10 and mailer 12n. The customer client lOn is connected ·to the 

Internet 20 through a modem 13n. 

· At the publisher 2, a router 30 is a routing (relay route 

setting) device for repeating a packet transferred on the 

Internet 2 0 ·according to the IP address, and is interposed between 

15 the Internet 20 and a LAN (Local Area Network) 32:. The LAN 32· 

is an in...,house network 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 

20 methods. That is, 1) passing only a specific packet .by 

identifying the IP address of tne packet, 2) using a proxy serv~r, · 

or 3) using a very complicated validation mechanism. The WWW 

server 33 is connected to the LAN 32, and it is a server for 

pr~senting the information (in this case, the home page 5) written 

25 in. the HTML (HyperText Markup Language) composed of multimedia 
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information (o~dirl~;ry text, still image, ~6~.ing image and sound) 

according to the WWW server program. 

A memory device 34 storing HTML file or external database 

is connected to this WWW server 33. Herein, the Wi'{W server 33 

5 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. 

10 This news server 35 performs at least the following 

functions. That is, 1) storing the transmitted articles in a 

news spool 3 7 , 2) reading out articles from the news spool 3 7 , 

3) deleting the articles, 4) relaying the articles. The 

electronic bulletin board is utilized .for sharing information 

15 among the merchandise maker 1, publisher 2 and customers 31 to 

3n, 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 

20· 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 i$ 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 

25 20 from the WWW browser 41 and mailer 42. The publisher client 
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40 is composed of. computer main body, displ~y, keyboard, mouse, 

and others. A control terminal 43 is connected to the LAN 32, 

and it is a terminal for maintenance of th~ WWW server 33 and 

updating of the home page 5. 

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 according to the IP address. The LAN 52 is 

an in-house network of the merchandise maker 1. A firewall 51 

10 .is placed between the router 50 and· the LAN 52. The firewall 

51 protects the LAN 52 from illegal invasion from outside. This 

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, 

15 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 

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

. design and others by making use of the computer graphics 

technology. A j ol;> server 5 7 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 

25 fro;m execution of jobs is connected to this job server 57. 

1 
t .... , ...... , .• ,,.,"":I' ............ -------· 
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A mail serv~f: 61 is connected to the Internet 20 through 

a routing router 60. The mail 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 

s 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 te~porarily in a 

mail spool 63. 

10 · Operation of the first embodiment will be described here 

while referring to the flowcharts shown in Fig. 4 to Fig. 12. 

Tb,e planing period to the sales period shown in Fig. 4 and Fig. 

5 correspond to the corresponding periods shown in Fig. 2. At 

step SAl shown in Fig. 4, the merchandise maker 1 and the publisher 

15 2 mutually negotiate and determine the merchandise to be planned 

and developed (in the case, the watch). At step SA2, the 

merchandise maker 1 and the publisher 2 determine the target 

of selling the. merchandise in consideration of the 

characteristics of the merchandise and marketing results. In 

20 this case, it is supposed that the selected targets are young 

office working men in the age group of 25 to 35 years, with full 

of individuality and sensibility. 

At step SA3, the merchandise maker 1 and the publisher 

2 set up the concept of the merchandise. Among the key words 

25 characterizing the young office workingmen, such as creativity, 
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. positiveness, recklessness, and, freedom, suppose the concept 

of high spirit is .selected. At step SA4; the mer.chandise maker 

1 and the publisher 2 determine, on the basis of the merchandise, 

targets, concept, etc., the notice method to the customers 3 1 

5 to 3n, and the preview, including the merchandise design, 

specification, price setting,. sales method, and other details 

of planning. 

At step SAS, the publisher 2 builds up a system for executing 

the plan determined at step SA4. Precisely, the publisher 2 

10 sets up the WWW ser~er 33, news server 35, and others, and develops 

a program for realizing the home page 5. on· the other hand, 

the mercnandise maker 1 prepares the design as the preview by- · 

the CAD device 56. The design data is transferred through th~ 

Internet 2 0, and is incorporated into the HTML file operating 

15 on the WWW server 33. 

Parallel to system build-up at step SAS, at step SA6, the 

publication 4 including an article announcing the plan is 

manufactured by the publisher 2. This article includes the 
I 

merchandise concept, planning method, schedule, preview, URL 

20 (Uniform Resource Locator) of the home page 5 and other 

information. At step SA7, the plan is noticed to the customers 

That is, the plan is noti·ced by selling the publication 

4 and 0pening the home page 5. The home page 5 shows the 

25 merchandise concept, planningmethod, 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 SAS, th:e WWW server 33 (merchandise maker 1 and 

5 publisher 2) judges if the preset customer 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. 

Herein, the inquiry process at step SA9 is the process 

10 of inquiring the customers accessing the home page 5 about the 

information of merchandise development. The electronic 

bulletin board process at step SAlO is the process for writing 

or looking up the electronic bulletin board opened .by the news 

server 35. The mail process at step SAll is the process of sending 

15 and receiving electronic mails among the customers 31 to 3n, 

the merchandise maker l, and the publisher 2, by utilizing the 

function of the mail server 61. 

SUPJ?OSe that the client 31 has browsed the home page 5. 

That is, when the WWW browser 111 is started, the customer client 

20 101 accesses the WWW server 33 through the modern 131 , the Internet 

20, router 30, firewall 31, and LAN 32 according to the URL entered 

by the customer 31 • As a result, the home page 5 appears on 

the display (not shown) of the customer client 101 • 

The home page 5 shows the version X trial product notice 

25 screenGXasthepreviewshow, forexample, inFig. i3A, inaddition 
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to the merchandise concept, planning method and schedule. This 

version X trial product notice screen GX displays version X trial 

product image WX1 and version X trial product image WX2 about 

two kinds of trial products X1 and X2 (designs of the watch). 

5 The version X trial product image WX1 and vers~on X trial product 

image WX2 are drafted by the CAD device 56 as the preview. By 

looking up the home page 5, the customer 3i recognizes the 

merchandise concept and watch design, and evaluates the design. 

In the inquiry process, at step SBl shown in Fig. 6, the 

10 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 1 the WWW server 33 judges if the inquiry 

in.put button (not shown) on the home page 5 is pressed or not. 

If this re.Sult of judgement is NO, the WWW server 33 returns 

15 to the process in the main routine shown in Fig. 4. 

In this case, supposing the inquiry request button on the 

browser is pressed by the custom~r 31 , at step SB2, the WWW server 

33 displays the inquiry input form, tliat is, the inquiry input 

screen G2 shown in Fig. 15 and E'ig. 16 on th~ display of the 

20 customer client 101 • This inquiry input screen G2 shows, aside 

from the customer personal information (name, ... , e-mail), the 

inquiry i terns about the image of the trial product shown on the 

home page 5 (in this case, version X trial product image WX1 

and version X trial product image WX2 shown in Fig. 13A) in choice 

25 format. 



WOOl/64012 
~ ... <· 

PCT/JPOl/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), 

5 3. You don't like which point? (plurality of answers accepted), 

4. You feel what image abo:ut the product? (plurality of answers 

accepted) , and 

5. You like to wear on which occasion? (plurality of answers 

accepted) . 

10 The product here :is the trial product X1 and trial product X2 

shown in Fig. 13A. The customer 31 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 76 shown in Fig. 16 is pressed or not~ This 

15 clear button 76 is pressed when clearing the input items of the 

inquiry input screen G2 • If the result of judgement is YES, 

at ~tep SB6, the WWW server 33 clears the input items of the 

inquiry input screen G2, and returns to the process in the main 

routine shown in Fig. 4. 

20 If the result of judgement at step SB3 is NO, at step SB4, 

the WWW server 33 judges if a send button 75 shown in Fig. 16 

is pressed or not. Let us assume that the result of this judgement · 

is NO. When all inputs of answers to the inquiry i terns on the 

inquiry input screen G2 are over, the customer 31 pressed the 

25 send button 75 by manipulating the mouse or the like. 



WOOl/64012 PCT/JPOl/01649 

51 

As a result, the· WWW server 33 judges 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 the memory device 

34by corresponding to the individual informi;ltion. Hereinafter, 

5 the process of step SBl to step SB5 is repeated, and the customer 

needs, evaluation and other information about the merchandise 

are sequentially accumulated in the inquiry result database. 

In the electronic bulletin board processing, at step SCl 

shown in Fig. 7, the news server 35 judges if there is any access 

10 request to the electronic bulletin board from the customer 

browsing the home page 5, the merchandise maker 1 or the publisher 

2. . The new server 35 operates together with the WWW server 33 . 

Precisely, the news server 35 judges if an elect.ronic bulletin 

board button (not shown) on the home page 5 has been pressed 

15 or not. If the result of judgement is NO, the .news server 35 

returns to the main routine shown in Fig. 4. 

Herein, when uploading the impression about the 

merchandise or questions on the electronic bulletin board, the 

customer 31 manipulates to press the electronic bulletin board 

20 button (not shown). As a result, the news server 35 judges the 

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

reads out the electronic bulletin board data from the news spool 

37. At step SC3, the news server 35 displays the electronic 

bulletin board screen G1 shown in Fig. 14 on the display of the 

25 customer client 101. This electrcmic bulletin board screen G1 
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shows an uploadirt~~i;information input sect.ion 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 

5 of the title of the electronic bulletin board data to be uploaded, 

category, personal information of the uploading customer 

(name, ... , e-mail}, and opinions. Herein, the category is 

intended to classify the objects of questions and opinions, which 

may be selected from the following. That is, 1) general design, 

10 2) dial plate, 3) material, 4) hands, 5) wristband, 6) functions, 

7) color, 8) price, 9) product name, lO)watch to like, ·watch 

to dislike, 11) celebrity supposed to look well with this watch, 

and 12) others. 

The customer 31 selects or enters the i terns in the uploading 

15 information input section 70 sequentially. Herein, the 
I 

electronic bulletin board screen G1 is used not only for writing 

of queries from the customer 31 {questio.ns, opinions), but also 

for writing of answers from the merchandise marker 1 or the 

publisher 2 to the queries. The electronic bulletin board screen 

20 G1 also shows the electronic bulletin board data 73 uploaded 

in the past, aside from the new opinions, and the electronic 

bul~etin board data 7 4, and the ref ore the electronic bulletin 

board screen G1 is monitored not only by the customers but also 

by the merchandise maker 1 and the publisher 2. 

25 Returning to Fig. 7, at step SC4, the news server 35'judges 
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if an upload button 71 shown in Fig. 14 has :Oeen pressed or not. 

In this case, when all inputs about the uploading information 

input section 70 shown in Fig. 14 are over, the customer 31 

manipulates to press the upload button 71. As a result, the 

5 news server 35 judges the result at step SC4 to be YES. 

At step SC6, the news serv7r 35 stores the entered 

electronic bulletin board data in the news spool 37, and returns 

to the process in the main routine. The stored electronic 

bulletin board data is displayed in the electronic bulletin board 

10 screen G1 as new data for review. The process at step SCl to 

step SC4 and 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 

15 shown in Fig. 14 has been pressed or not. The delete button· 

72 is to delete the electronic bulletin board data entered in 

the uploading information input section 70. If the judgment 

is YES, at step SC7, the news server 35 deletes the electronic 

bulletin board data, and returns to the processing in the main 

20 routine shown in Fig. 4. 

In the mail processing, at step SDl shown in Fig. 8, the 

mail server 61 ,judges if 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 

25 customer 31 browsing the home page 5 queries about the merchandise 

t ................. ~-~,, .. ,')'Y•··~ ..... ,,.&•~--
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planning and/or development, the customer 31 starts up a mailer 

121 shown in Fig. 3, and prepares an electronic query mail QM 

including questions, and sends it to a merchandise maker client 

53 (or a publisher client 40) . The electronic query mail QM 

5 is received in the mail server 61 by way of the modem 131 , the 

Internal 20, and the router 60. 

Returning to Fig. 8, the mail server 61 judges YES at step 

SDl. At step SD2, the mail server 61 stores the received 

electronic mail (in this case, the query mail QM).in the mail 

10 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 Fig. 4. Herein, if there is a mail transfer request from 

the merchandise maker client 53, the mail server 61 judges YES 

15 at step SD3. 

At step SD4, the mail server 61 reads out the electronic 

query mail QM t<;> the merchandise maker client 53 from the mail 

spool 63, and transfers it to the merchandise maker client 53 

by way of the router 60, the Internet 20, router 50, firewall 

20 51, and LAN 52 shown in Fig. 3. As a result, the query is displayed 

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 pr9cess returns.to the main 

25 routine shown in Fig. 4. In this case, if the reply is necessary, 
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the person in charge·j udges at step SDS 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 

5 answer mail AM to the customer client 101 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 101 receives the electronic answer mail AM, 

and displays the answer from the merchand.ise maker 1 on the display. 

10 As a result, the customer 31 can recognize the answer. The other 

customers 32 to 3n, same as the customer 31, 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 SA12, needs of customers are 

·15 analyzed on the basis of the contents of the inquiry result 

database, electronic bulletin board data~ and 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. 

20 The merchandise maker 1 and the publisher 2 analyze the needs 

(reactions) of the customers about the trial products X1 ·and 

X2 shown in Fig. 13A. 

25 

At .step SA13, the merchandise maker 1 and the publisher 

2, receiving the analysis result of the needs at step SA12, discuss 

to improve the design and specification of the trial products 
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X1 and X2 shown in Fig. 13A. At step SA14, the merchandise maker 

1 and the publisher 2 determine the improved design and 

specification of the trial products. After the decision, at 

step SA15, the person in charge of design at the merchandise 

5 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 SA16, consequently, version Y trial product notice 

10 screen GY (improved trial product) shown in Fig. 13B is noticed 

to the customers 31 to 3n through the home page 5. The version 

Y trial product notice screen GY shows version Y trial .product 

image WY1 and version Y trial product image WY2 about two improved 

trial products Y1 and Y2 (the watch designs) . The customers 31 

15 to 3n 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 SAl 7, the WWW server 33 judges whether or not to 

execute the popularity investigation process for investigating 

20 the popularity about the trial products. Assume that the 

judgment made by the mm server 33 is NO~ ·Hereinafter, the same 
. . 

operation is repeated until the customer needs survey period 

is over. At step SA16, suppose version Z trial product notice 

screen GZ (improved trial product) shown in Fig. 13C is noticed 

25 to the customers 31 to 3n through the home page 5. The version 
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Z trial product notice screen GZ shows version Z trial product 

images WZ1 to version Z trial product image WZ4 about four improved 

trial products Z1 and Z4 (the watch designs).· 

At step SAl 7, the WWW server 33 judges whether or not to 

5 execute the popularity investigation process for investigating 

the popularity about the trial products. Assume that the 

judgment made by the WWW server 33 is YES. This popularity 

investigation process is executed when. the!! directivity of the 

design is no determined or the needs of customers are not 

10 understood. At step SAl 8, the popularity investigation process 

is executed. 

That is, at step SEl shown in Fig. 9, ·the WWW server 33 

prepares ~ popµlarity investigation inquiry form~ This 

popularity investigation inquiry form is same as shown in Fig. 

15 15 and Fig. 16, and the trial products Z1 to Z4 shown in Fig. 

13C are entered in the choice items corresponding to the inquiry 

item 11 1. Interested in any product?" shown in Fig. 15. 

At step SE2, the WWW server 33 notices the execution of 

popularity investigation of trial products Z1 to Z4 shown in 

20 Fig. 13C to the customers 31 to 3n 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 

investigation inquiry form. At step SE3, the WWW server 33 judges 

25 if the popularity investigation period is over or not. In this 
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case, the WWW sef~~r 33 makes the judgm~ni as NO, and repeats 

the same judgement. Within the pop~lari ty investigation period, 

in the· same procedure as in the inquiry process (see Fig. 6) , 

the process using the popular! ty investigation inquiry form is 

5 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 SES, the WWW server 33 uploads the 

10 popularity investigation result notice screen G3 shown in Fig. 

l 7 on the home page 5 as the result of popularity investigation. 

Thecustomersrefertothepopularityinvestigationresultnotice 

_ screen G3 , and recognize the popularity ranking of trial products 

Z1 to Z4 shown in Fig. l3C. 

15 This popularity investigation result notice screen·G3 

shows the popularity investigation result graph 77 graphically 

showing the number of votes for the objects of investigation 

(in this case, trial products Z1 to Z4), and version Z trial 

product images WZ1 to WZ4 (se~ Fig. 13C) corresponding to the 

20 ranking. In this cas~, the popularity number l is the tria~ 

25 

product Z3 (gaining 667 votes), and number 4 is the.trial product 

Z4 (gaining 491 votes) . Herein, the merchandise maker 1 and 

_the publisher 2 can understand the needs of customers adequately 

from the result of the popularity investigation. 

When ~he customer needs survey period is over, the WWW 
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server 33 makes .the judgment as YES at step SAS. ·At step SA19, 

needs of customers are comprehensively arialyzed on the basis 

of the contents of the inquiry result database corresponding 

to the cu~tomer needs survey period, electronic bulletin board 

s data, electronic query mail QM, and popularity investigation 

result. Precisely, the merchandise maker client 53 and 

publisher client 40 collect the inquiry result database 

corresponding to the customer needs survey period, electronic 

bulletin board data, electronic query mail QM, and popularity 

10 investigation result. Accordingly, the merchandise maker 1 and 

the publisher 2 comprehensively analyze general needs about the 

merchandise. 

At step SA20, the merchandise maker 1 and the publisher 

2, receiving the needs c9mprehensive analysis result at step 

15 SA19, determine finally the design and specification of the 

merchandise (mass productionmodel). Receiving this decision, 

the person in charge of de~ign at the merchandise maker 1 drafts 

the design of the merchandise (mass production model) by using 

the CAD device 56·. This design data is transferred through the 

20 Int~rnet 20, and is incorporated into the HTML file operating 

on the WWW server 33. 

At step SA21, the merchandise maker 1 and the publisher 

2, on the basis of t:tie needs analysis result, determine the selling 

price zone in the light of the merchandise sales prediction, 

25 manufacturing cost, sales cost and others. The selling price 
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zone is determined:·tn. the plurality of stages 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 steps depending on the increase 

5 in the number of reservations. 

At step SA22 shown in Fig. 5, the WWW server 33 notices 

the merchand~se (mass production model) to the customers 31 to 

3n, by displaying the merchandise (mass production model) notice 

screen G4 shown in Fig. 18 and the merchandise (mass production 

10 model) notice screen Gs shown in Fig. 19 on the home page 5. 

'l'he merchandise (mass production model) notice s'creen G4 shown 

in Fig. 18 shows themerchandiseA (green) imageWA1 to merchandise 

A (blue) image WA3 , specification, price and others.showing 

designs of different colors relating ~o one merchandise A. 

15 · In :the similar manner, the merchandise (mass production 

model) notice screen Gs shown in Fig. 19 shows the merchandise 

B (black) image WB1 to merchandise B (white) image WB3 , 

specification, price and others showing designs of different 

colors relating to other merchandise B. Thus, it is ready to 

20 receive -sales reservations about merchandise A or merchandise 

B. At step SA23, the WWW sever 33 judges if the reservation 

receiving period is over or not. In this case,· the wyqw sever 

33 makes a judgment of NO. As a result, the process of step 

SA24 to step SA27 is executed parallel. 

25 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 electronic bulletin 

board process at step SAlO, the electronic bulletin board process 

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 31 to 3n. That is, in the reservation 

receiving process, at step SFl shown in Fig. 10, the WWW server 

33 judges if.a reservation status confirm reservation status 

10 button 78 (see Fig. 18) or a confirm reservation status button 

79 (see Fig. 19) is pressed or not by the manipulation of the 

qustomer looking up the merchandise (mass production model) 

notice screen G4 or merchandise (mass production model) notice 

screen Gs. The reservation· status confirm button 78 and 

15 reservation status confirm button 79 are buttons for .conf ~rming 

the reservation status of the merchandise A and Bat 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 SFl. If 

20 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 ;eservation status confirm screen G6 shown 

in Fig. 20 on the display of the customer client 101. At step 

SF3, the WWW server 33 judges if a reserve button 81 shown in 

25 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 G6 shown in Fig. 20 displays the number of 

reservations (98 pieces) of merchandise A and ~he number of 

5 reservations (264 pieces) of merchandise Bat the present time 

of 23: 00 on February 29. Herein, when the reserve button 81 

is pressed by th~ customer 31 , the WWW server 33 makes a judgment 

of YES at step SF3. At step SF4, the WWW server 33 displays 

the reservation acceptance screen G7 which is the reservation 

10 acceptance form shown in Fig. 21 on the display of the customer · 

client 101. 

This reservation acceptance screen G1 shows, aside from 

the personal information of the customer (subscriber) (name, ... , 

e-mail), a product Bame display 82 for input of the merchandise 

' 15 reserved for purchase (merchandise A (green), merchandise· A 

(yellow), merchandise A (blue); see Fig. 18), and a reserved 

quantity display 83 for input of number of reservations. Further'· 

the reservation acceptance screen G7 shows a product name display 

84 for input of the merchandise reserved for purchase 

20 (merchandise B (black), merchandise B (si~ver), merchandise B 

(white); see Fig. 19), and a reserved quantity display 85 for 

input of number of reservations. The customer 31 enters 

necessary reservation information in the product name display 

82, reserved quantity display 83, product name display_ 84, and 

25 reserved quantity display 85. 
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Returning to Fig. 10, at step SF5, the 1fflW 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 G1. If the judgment made at step 

5 SFS is YES, then at step SF8 the mm server 33 clears the input 

data in the reservation acceptance screen G1, and returns to 

the process in the main routine shown in Fig. 5. 

If the judgment made at step SF5 is NO, then at step SF6 

the www· server 33 judges if a send button 86 shown in Fig. 21 

10 is pressed or not. In this case, the mm server 33 makes a judgment 

as NO. If the customer 31 presses the end button 86., the WWW 

server 33 makes a judgment as YES. At step SF7, the WWW server 

33 increments the reserved quaiiti ty data R by one, and returns 

to the main routine. This reserved quantity data R is the data 

15 showing the number of reserved pieces 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 A or B. That is; in the catalog request 

20 process,. at step .SGl shown in Fig. 11, the WWW 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. 

25 In this case, if the customer 31 presses the catalog request 
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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 Ga shown in Fig. 22 on the display of the customer 

client 101. This catalog request screen G8 shows the personal 

5 information of the customer 31 (the catalog requesting person) 

(name, • • • r e-mail). The customer 31 enters the personal 

information. 

:Returning 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 

10 clear button 89 is pressed when cI:earing the input content of 

the catalog request screen G8 • If the judgment at step SG3 is 

YES i then at step SG6 the WWW server 33 cle~rs the. input data 

of the catalog request screen G8 , and the process.returns to 

the main routine shown in Fig. 5. 

15 If the judgment at step SG3 is NO, then at step SG4 the 

WWW 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 31 presses the send button 8 8, 

the WWW server 33 makes a judgment at step SG4 as YES. As a 

20 result, at step SGS, the catalog is dispatched to the customer 

31. Hereinafter, this operation is repeated until the 

reservation receiving period is terminated. 

When the reservation receiving period is terminated, the 

WWW server 33 makes a judgment of YES at step SA2~ shown in Fig. 5. 

25 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. That is, at step SHl 

shown in Fig:. 12, the WWW server 33 reads out the reserved quantity 

data R at the tend of reservation acceptance. At step SH2, the 

5 WWW server 33 judges if the ref;!erved quantity data R is blow 

the threshold T1 (for example, 3000; see Fig. 18 and Fig. 19) 

or not. 

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

the WWW server 33 sets the selling price at V1. For example, 

10 when the number of reservations about the merchandise A shown 

in Fig. 18 is less than 3000 pieces, the selling price V1 of 

the merchandise A is 30, 000 yen. Similarly, if the number. of 

reservations about the merchandise B shown.in Fig. 19 is less 

than 3000 pieces, the selling price V1 of the merchandise B is 

15 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 T1 (for example, 3000 pieces) and 

less than the threshold T2 (for example, 6QOO pieces). If the 

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

33 sets the selling price at V2 • 

For example, if the number of reservations for the 
. . 

merchandise A shown in Fig. 18 is 5000 pieces, the selling price 

V2 of the. merchandise A is 25, 000 yen, a discount of 5, 000 yen 

25 from the case of less than 3000 pi~ces. Similarly, if the number 
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of reservations fbt the merchandise B shown in Fig. 19 is 5500 

pieces, the selling price V2 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 

5 33 judges that the reserved quantity data R is over the threshold 

T2 (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 the merchandise A shown in Fig. 18 is 7000 pieces, 

the selling price V3 of the merchandise A is 20, 000 yen, a further 

10 discount of 5, 000 yen. Similarly, if the number of reservations 

for the merchandise B shown in Fig. 19 is 7 500 pieces, the selling 

price V3 of the merc;::handise Bis 40, 000 yen, a further discount 

of 5,000 yen. 

' Returning to Fig. 5, at step SA29, the WWW server 33 notices 

15 the merchandise information (the finally determined price, 

specification, design, etc.) to the subscribers through the home 

page 5. At step SA3~, the merchandise 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 

20 or not. At step SA31 the merchandise maker 1 makes a judgment 

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

merchandise maker 1 makes a judgment of YES at step SA31. 

At step SA32, the merchandise maker 1 distributes the 

merchandise A and ·B to the subscribers in the sequence of 

25 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 

5 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 maker 1 judges that the 

number of manufactured pieces has coincided with the number of 

10 reservations, and stops manufacture of merchandise A and B. 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 comprehensively, and feed back the 

15 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 

20 through the Internet 20, and the merchandise information suited 

to the needs of customers 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. 

25 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 fed back tQ the development of new merchandise. 

5 Further, since the popularity of the plurality of trial 

products is investigated in the planning or development stage, 

at step SA18, on the basis of the results of investigation, needs 

of custom~rs can be under~tood quick~y and easily. 

Further, since the sales reservations are collected at 

10 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. 

15 Fig. 23 is a ~iagram explaining the outline of the second 

·embodiment of the invention. Those components thatperformsame 

or similar functions as the components shown in Fig. 1 have been 

provided with the same legends. Sales represet).tatives 901 to 

90n have been newly provided in this second embodiment. These 

20 sales representatives 901 to 90n are, for example, convenience 

stores , and t,hey sell the merchandise supplied from the 

merchandise maker 1 to the customers 31 to 3n (subscribers of 

the merchandise) in place of the merchandise maker 1. 

The sales representatives 901 to 90n remit the amount of 

25 money received from. the customers 31 to 3n to the bank account 
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. of the merchandise.maker). by on-line banking or the like. The 

merchandise maker .1 ships the developed merchandise (mass 

production model) before sales day to the sa].es representatives 

901 to 90n, and collects the money of the sold merchandise from 

5 the sales representatives 901 to90naftersalesbyon-linebanking 

or the like. In the second embodiment, in addition to the 

merchandise sale through the sales representatives 901 to 90n 

mentioned above, the merchandise is a1so soled by the cash on 

delivery system. 

10 

15 

Fig. 25showsthe schedule fromplanningand/ordevelopment 

of ~erchandise to end of planning in the second embo~iment. 

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 voting period, through the home page on the 

Internet, naming of the merchandise (mass production mod~l) is 

widely voted. and determined. After termination of the naming 

voting period, the decided naming is announced on the home page. 

The reaction. investigation period is the period from notice of 

20 the merchandise (mass production model) till end of planning. 

In this reaction investigation period, the reaction of customers 

about the merchandise (mass production model) is investigated 

by way of the home page. 

A specific structure from planni~g and/or development of 

25 merchandise till end of planning is shown in Fig. 24. Components 

··.--·-·,-----·-~·-·::'":·.-:' ... ·- ·.- .. •:.:.-:·:,.,.- . ..... -. 
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or portions that :@drrespond to those sho'Wn in Fig. 3 and Fig. 

23 are provided with the same legends. In Fig. 24, sales 

. representative clients 1001 to lOOn, WWW brow.sers 1011 to lOln, 

mailers .1021 to 102n,. and modems 1031 to 103n are newly provided. 

5 Although not shown in the diagram, same as in the case of the 

first embodiment, customer clients 101 to lOn, WWW browsers 111 

to lln, mailers 121 to 12n-r and modems 131 to 13n shown in Fig. 

3 are also provided at the side of the customers 31 to 3n. 

The sales representative clients 1001 to lOOn are provided 

10 at the side of the sales representatives 901 to 90n (see Fig. 

23) , and are connected to the Internet 2 0 . These sales 

representatives clients 1001 to lOOn are computer terminals for 

accessing the Internet according to the TCP/IP. 

The sales representative client 1001 is composed of 

15 computer main body, display, keyboard, mouse and others, and 

is manipulated by the clerk at the sales representative 901 • 

The sales representative client 1001 receives presentation of 

various services on the Internet 20 through the WWW browser 1011 

and mailer 1021 , and also obtains the reservation information 

20 for selling, for example, merchandise 921 to the customer 31 

from the job server 57. The merchandise 921 is developed by 

the technique explained in the first embodiment, and the customer 

31 is a subscriber who has reserved to buy the merchandise 921 • 

The sales representative client 1001 is connected to the Internet 

25 20 through the modem 1031. 
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The sales representative client 1002 is, same as the sales 

representative client 1001 , composed of computer main body, 

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

clerk at the sales representative 902 • The sales representative 

5 client 1002 receives, same as the sales representative client 

1001 , presentation of various services on the Internet 20 through 

the WWW browser 1012 and mailer 1U22, and also obtains the 

reservation information for selling merchandise to the customer. 

(subscriber) from the job server 57. The sales representative 

10 client 1002 is connected to the Internet 20 through the modem 

The sales representative client lOOn is, same as the sales 

representative client 1001, composed of computer main body, 

display, keyboard, mouse and others, and is manipulated by tlie 

15 clerk at the sales representative 90n. The sales representative 

client lOOn receives, same as the sales representative client . . 

1001 , presentation of various services on the Internet 20 through 

the WWW browser lOln and mailer 102n, and als? obtains the 

reservation information for selling merchandise to the customer 

20 (subscriber) from the job server 57. The sales representative 

client lOOn is connected to. the Internet 20 through the modem 

103n• 

Operation of the second embodiment will be explained here 

while referring to the flowcharts in Fig. 26 to Fig. 29. Herein, 

25 the planning period to reaction investigation period shown in 
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Fig. 26 and Fig. 27:''.:borrespond to each period shown in Fig. 25. 

Step Sil to step SI21 shown in Fig. 26 are same as step SAl to 

step SA21 shown in Fig. 4, and the detailed description is omitted. 

The operation on and after step SI22 shown in Fig. 27 is explained 

5 below. 

At step.SI22 shown in the diagram, the WWW server 33 notices 

the merchandise (mass production model) to the customers 31 to 

3n, by showing the merchandise (mass production model) notice 

screen Gg shown in Fig. 30 and the merchandise {mass production 

10 model) notice screen G13 shown in Fig. 34 on the home page 5. 

The merchandise (mass production model) notice screen G9 shown 

in Fig. 30 shows, same as the merchandise (mass production model) 

notice screen G4 , merchandise A (green) image WA1 to merchandise 

A (blue) image W.As, specification, pric~ and others, relating 

15 to designs of different colors of one merchandise A, and also 
'. ,; 

shows customize button 110 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 

20 merchandise A. That is, when the customize button 110 is pressed, 

the WWW server 33 displays a merchandise A customizing parts 

selection screen G10 shown in Fig. 31 on the home page 5. 

The merchandise A customizing parts selection screen G10 

displays customizing watch crystal images GAF1 to GAF3 , 

25 customizing winding crown images GAR1 , GAR2 , a customizing parts 
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selector 111, and a customhdng image button ·112. The 

merchandise A customizing parts selection screen G1o is a screen 

for allowing the customers wishing to customize merchandise A 

to select from the plurality of customizing parts differing in 

5 design. 

The customizing watch crystal images G~1 to GAF3 are images 

relating to three types of watch crystal AFi to AF3 for customizing 

the merchandise A (see Fig. 30) . These watch crystals AF1 to 

AF3 are different in design (including color· and function) , and 

10 are all prepared for merchandise A. The customizing winding 

crown images GAR1 and GAR2 are images of two types of winding 

crowns AR1 and AR2 for customizing the merchandise A._ These 

winding crowns ARi and AR2 differ in the head design, but are 

both prepared for merchandise A. Herein, the designs of the 

15 watch crystals AF1 to AF3 and winding crowns ARi and AR2 are 

manufactured on the basis of the needs comprehensive 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 (AF1 to AF3 ) , 

20 one from two types of winding crown (AR1 and~), 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 mm server 33 displays a 

merchandise A customizing screen G11 shown: in Fig. 32 on the 

25 home page 5. 
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The merchandise A customizing screen Gu displays the 

merchandise A customized image CA1 relating to the customized 

merchandise A1
1 customized by using the customizing p~~ts (in 

this case, the watch crystal AF1, winding crown AR1, and dial 

5 plate color green) selected on the merchandise A customizing 

parts selection screen G10 (see Fig. 31). As a result, the 

customer ·can visually check the image of the customized 

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

not. The merchandise A customizing screen Gi1 also shows a 

10 reserve button 113 for reserving to buy the customized 

merchandise A1 '. 

Similarly, the merchandise (mass production model) notice 

screen G13 shown in Fig. 34 shows, same as the merchandise (mass 

production model) notice screen Gs (see Fig. 19), merchandise 

15 B (black) image WB1 to merchandise B (white) image WB3, 

specification,priceandothers,relatingtodesignsofdifferent 

colors of other merchandise B, and also shows customize button 

117 newly. 

The customize button 117 is, same as the customize button 

20 110 (see Fig. 30), a button for displaying the screen for 

customizing the design and function of the components (for 

example, watch cryst;;tl or winding crown) for composing 

merchandise B. That is, when the customize button 11 7 is pressed, 

the WWW server 33 displays a merchandise B customizing parts 

25 selection screen G14 shown in Fig. 35 on the home page 5. 
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The merchandise B ·customizing parts selection screen G14 

displays customizing watch crystal images GBF1 to GBF3, 

customizing winding crown images GBR1, GBR2, ·a customizing parts 

selector 118, and a customizing· image button 119. The 

5 merchandise B customizing parts selection screen G14 is a screen 

for allowing the customers wishing to customize merchandise B 

to select from the plurality o·f customizin~ parts differing in 

design. 

The customizing watch crystal images GBF1 to GBF3 are images 

10 relating to three types of watch crystal BF1 to BF3 for customizing 

the merchandise B (see Fig. 34). These watch crystals BF1 to 

BF3 are different in design (including color and function), and 

are all prepared for merchandise B. 

On the other hand, the customizing winding crown images 

15 GBR1 and GBR2 are images of two types of winding c::rowns BR1 and 

BR2 for customizing the merchandise B. These winding crowns 

BR1 and BR2 differ in the head design, but are both prepared 

for merchandise B. Herein, the designs of the watch crystals 

BF1 to BF3 and winding crowns BR1 and BR2 are manufactured on 

20 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 (BF1 to. BF3), 

one from two types of winding crown (BR1 arid BR2), ·and one from 

25 three types of dial plate color (black, silver, white). After 
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each check button i~ ~elected by the custome"r, when the customize 

image button 119 is pressed, the WWW server 33 displays a 

merchandise B customizing screen G15 shown in Fig. 36 on the 

home page 5 . · 

The merchandise B customizing screen Gis displays the 

merchandise B customized image CBi relating to the customized 

merchandise Bi' customized by using the customizing parts (in 

this case, the watch crystal BF2 , winding crbwn BR2 , and dial 

plate color black) selected on the merchandise B customizing 

10 parts selection screen G14 (see Fig. 35). As a result, the 

customer can visually check the image of the customized 

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

not. The merchandise B customizing screen Gis also shows a 

reserve button 120 for reserving to buy the customized 

15 merchandise Bi' . Thus, in the second embodiment, the 

merchandise A and B can be customized, instead of being sold 

in the standard specification. 

At step SI23, the WWW server 33 judges whether the naming 

voting period (see Fig. 25) is over or not. In· this case, the 

20 WWW server 33 makes a judgment of NO. At step SI24, the WWW 

server 33 executes the naming voting process for receiving naming 

votes forthemerchandiseAandmerchandiseBthrough the Internet 

20. 

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

25 judges if there is a naming input request for entry of naming 
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about the merchandise A and merchandise B. Precisely, the WWW 

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 SJl, the process. is returned 

5 to the main routine· shown in Fig. 27. 

In this case, suppose the naming entry button (not shown) 

is pres~ed by the manipulation of the customer 31 • At step SJ2, 
' 

the WWW server 33 displays the naming voting form, that is, a: . . . 

naming voting form screen G16 showh in Fig. 37 on the screen 

10 of the customer client 101 • The naming voting form screen G16 

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 1 

15 enters the namingofmerchandiseAandmerchandise Bin the naming 

entry input items 121 and 122. 

At step SJ3, 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 

20 form screen Gl6. If the WWW server 33 makes a judgment of YES 

at step SJ3, then at step SJ4 the WWW server 33 clears ·the input 

data of the naming voting form screeri G16 , and the process is 

returned to the main routine shown in Fig. 27. 

If the .WWW server 33 makes a judgment of NO at step SJ3, 

25 then at step SJS the WWW server 33 j·udges if a send button 123 · 

· .... 
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shown in Fig. 37 :hits been pressed or not.' In this case, the 

WWW server 33 makes a judgment of NO. When the input of the 

naming voting form screen G16 is completely finished, the customer 

31 presses the send button 123 by manipulating the mouse or the 

5 like. 

As a result, the WWW server 33 makes a judgment of YES 

at step SJS. At step SJ6, the WWW server 33 stores the naming 

of merchandise A and merchandise B in the naming voting result 
' . 

datab~se in the memory device 34, corresponding to the personal 

10 information. Hereinafter, the process of step SJl to step SJS 

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 illt step SI23 .. At step SI25, the naming voting 

15 result database in the memory device 34 is ref erred 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 

20 merchandise B may be.determine~ by receiving the result of 

·popularity voting by the customers 31 to 3n. 

At step SI26, the WWW server 33 displays a naming notice 

screen G17 shown in Fig. 38 on the home page 5, and the decided 

names of merchandise A and merchandise Bare noticed. As a result, 

25 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 server 

33 makes a judgment of NO. As a result, the process of step 

SI28 to step SI31 is executed parallel. Each process at step 

SI29 to step SI31 corresponds to each process at step SA25 to 

10 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 customized 

products, in addition to merchandise A and merchandise B, from 

15 the customers 31 to 3n. That is, in the reservation acceptance 

pr'oces s, at step SKl shown in Fig. 2 9 , the WWW server 33 judges 

if reservation 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 

20 the merchandise (mass production model) notice screen G9 or 

merchandise (mass production model) notice screen Gi3. The 

reservation status confirm button 78 and reservation status 

confirm button 79 are buttons for confirming the reservation 

status of merchandise A (including customized merchandise A) 

25 and merchandise B (including customized merchandise·B) at the 
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:present. 

Herein, suppose the customer 31 has pressed the reservation 

status confirm button 78 shown in Fig. 30, then the mm server 

33 makes a judgment of YES at step SKl. If the WWW server 33 

5 makes a judgment of NO at step SKl, then the WWW server 33 returns 

to the process in the main routine shown in Fig. 27. In this 

case, at step SK2, the WWW server 33 shows the reservation status 

confirm screen G18 shown in Fig. 39 on the display of the customer 

client 101 • At step SK3, the WWW server 33 judges if either 

10 reserve button 126 (see Fig. 39), reserve button 120 (see_ Fig. 

36) or reserve button 113 (see Fig. 32) is pressed by manipulation 

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. 

15 A reservation status display 80 in the reservation status 

confirm screen Gia 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 

20 of February 29 . 

The reservation status confirm screen Gia shows a pie chart 

of composition ratio of profiles about the subscribers of 

merchandise A (including customized merchandise) and 

merchandiseB(includingcustomizedmerchandise). Thecustomer 

25 refers to these profiles, understands the trend of sales target 
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o.f 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 

manipulation of the customer 3i, the WWW server 33 makes a judgment 

of YES at step SK3. At step SK4, the WWW· server 33 displays 

the reservation acceptance screen Gi2 whic~ is the reservation 

acceptance form shown ;in Fig. 33, on the display of the customer 

10 client lOi. In the reservation acceptance screen G12 shown. in 

Fig. 33, the parts corresponding to those inFig. 21 are identified 

with the same legends. 

The reservation acceptance screen G12 newly shows a profile 

selector 125 for selecting and entering the subscriber's profile 

15 (see Fig. 39) , a customized merchan~ise name display 114 for 

displaying the name {in the diagram, customized merchandise Ai' 

(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 

20 method selector 116 for selecting the deli very method of reserved· 

merchandise (sales representative or cash on delivery). The 

customer 3i 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 

25 clear button 87 is pressed when clearing the input data of the 
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reservation accepb~hce screen G12. If a :fudgment made at this 

step is YES, then at step SKB the WWW server 33 clears the input 

data of the reservation acceptance screen G12, and returns to 

the process in the main routine shown in Fig. 27. 

5 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 judgment of NO. However, if the send button 8 6 is pressed 

by manipulation of the customer 31 , the WWW server 33 makes a 
. 

10 judgment of YES at step SK6. · At step SK7, the WWW server 33 

stores the information entered in the reservation acceptanc~ 

screen G12 in the memory device 34 as the reservation information 

table J ~hown in Fig. 40. 

The reservation information table Jhas fields for reserved 

15 quantity data, reserved date, name of subscriber, profile, 

address,flagshowingcustomizedmerchandiseornot,customizing 

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 

20 the merchandise delivery method selector 116 shown in Fig. 33, 

the sales representative nearest to the address of the subscriber 

is automatically set by the WWW server 33 among the preset sales . . 

representatives 901 to 90n. If the cash on delivery is selected 

in the merchandise delivery method selector 116, no information 

25 is stored in the field of the sales representative. Hereinafter, 
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the same operation is repeated until.the-expiration of the 

reservation· acceptance period. 

When the reservation acceptance period expires, the WWW 

server 33 makes a judgment of YES at step :SI27 shown in Fig. 

5 27. As a result, at step SI32, the WWW server 33, same as the 

processatstepSA28 (seeFig. 5) explainedinthefirstembodiment, 

executes the selling price final decision process for finally 

determining the selling price depending on the number of 

reservations. In this case, the WWW server 33 stores the 

10 determined selling price in the reservation information table 

J (see Fig .. 40). In this case, the selling price of the 

merchandise A is 25000 yen, and the selling price. of the 

merchandise B is 45000 yen . 

. At step SI33, the WWW server 33 informs the subscribers 

15 of.the. merchandise information {finally determined price, 

specification, design, etc. ) :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 l through the Internet 20. As 

20 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 customized merchandise is manufactured 

by ref erring to the field of the· customizing parts in the 

25 reservation information table J. 



W001/64012 PCT/JP01/01649 

84 

At step sI35,>the job server 57 s~rids the reservation 

information table J (see Fig. 40) to the sales representative 

clients 1001 to lOOn through the Internet 20. As a result, the 

sales representatives 901 to 90n, referring to the field of the 

5 sales representative in the reservation information table J, 

10 

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 901 to 9.0n 

according to the reservation information table J. 

At step SI37, the merchandise maker 1 and the sales 

representatives 901 to 90n judge if reaching the sales day of 

the merchandise~ and merchandise B (both including customized 

merchandise) . In this case, the judgment made will be. NO and 

the same step will be repeated till the day is the sales day. 

15 When the day is the sales day, the merchandise maker 1 and the 

sales representatives 901 to 90n make a judgment of YES at step 

SI37 • As a result, the process at step SI38 and step SI39 is 

executed parallel. 

That is, at step SI38, the merchandise maker 1, referring 

20 to the reservation information table J shown in Fig. 40, ships 

the merchandise A and merchandise B (both including customized 

merchandise) by cash on delivery to the subscribers not listed 

in the field of the sales representatives in the sequence of 

reservations. On the other hand, the sales representatives 901 

25 to 90n, referring to the reservation information table J, sell 
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the merchandise .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 technique as in step SA9 (see Fig. 4) , 

5 the reaction of the customers after sales of merchandise is 

investigated. 

At step SI40, the merchandise maker 1 jµdges if the number 

of productions of the merchandise A and merchandise B (both 

including customized merchandise) is equal to the number,of 

10 reservations, or not. In this case, the merchandise maker 1 

makes a judgment of NO. At step SI42, the 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 

15 merchandise) are being sold. 

When the judgment made at step SI40 is YES, then at step 

SI41 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 

20 including customized merchandise). When ·the judgment made at 

step SI42 is YES, then at step SI43, it is judged if the reaction 

investigation period is terminated or not. If the judgment made 

at step SI42 is NO, then at step SI44 the reaction investigation 

period continues in the same manner as at step SI39. 

25 When the judgment made at step SI43 is YES, then at step 
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SI45 the merchandi~~'ina:ker 1 and the publisJ:i~r 2 smn up and analyze 

the results of reaction investigation, and evaluate 

comprehensively about the series of operation from planning 

and/or development of merchandise to sales. At step SI46, the 

5 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 embodiment, at step SI32 shown in Fig. 

27 (selling price final decision process) , the selling price 

10 is de~ermined 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. 

15 In the modified example 1, the selling price of the 

merchandise is decided based on the selling price final decision 

logic H1 shown in Fig. 41A. In this selling price final decision 

logic H1, during the ·reservation acceptance period at step SI27 

shown in Fig. 27, the selling price is determined in gradual 

20 steps on the first-come-first-served basis of reservations. 

Precisely, the price is 20000 yen for first to 3000th customers, 

25000 yen for 3001st to 6000th customers, and 30000 yen for 600lst 

and later customers. In this modified example 1, at step SI32 

(see Fig. 27), the selling price final decision process shown 

25 in ~ig. 42 is executed. 
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That is, at step SMl shown in the diagram, the WWW 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 reservation 

5 incoming order of the merchandise. At step SM2, the WWW server 

33 judges if the reserved quantity data r is in a range of 1 

to 3000 customers (see Fig. 41A). 

If the judgment made is YES, then at step ~M7 the WWW server 

33 sets the selling price at 20000· yen (see Fig. 41A) . At step 

10 SMS, the WWW server 33 stores the selling price (20000 yen) in 

the corresponding record of the reservation information table 

J. At step SM6, the WWW server 33 judges if the price is determined 

for all reserved merchandise. Assume that the judgment made 

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

15 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 SMB the WWW server 33 sets the selling 

20 price at 25000 yen (see Fig. 41A). _If the judgment made at step 

SM3 is NO, that is, if the reserved quantity data r is 6001 or 

more, at step SM4, the WwW server 33 sets the selling price at 

30000 yen.-

In the modified example 2, the selling price of the 

25 merchandise is decided based on to the selling price final 

. -::' 
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decision logic H2 shbwn in Fig. 41B. In this selling price final 

decision logic H2 , 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. 

5 . 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 30.000 yen if reserved on May 

1 and after. In this modified example 2, at step SI32 (see Fig. 

27) , the selling price final decision process shown in Fig. 43 

10 is executed. 

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

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

cind reads out the reserved date data t of the first record. This 

reserved date data t is the data showing tne reservation date 

·15 of the merchandise. At step SL2, the WWW server 33 judges if 

the reserved date data t is in a range 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 SLS, the WWW server 33 stores. the .selling price 

20 (20000 yen) in the corresponding record of the reservation 

information table J. At step SL6, the WWW server 33 judges if 

the price is determined for all reserved merchandise. Assume 

that the judgment made at step SL6 is NO. Accordingly, the entire 

operation shown in this flowchart is repeated until the price 

25 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 

5 at 25000 yen (see Fig .. 41B). If the judgment made at step SL3 

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. modified example 3, the selling price of the 

10 merchandise is decided based on the selling price final decision 

logic H3 shown in Fig. 44A. In this selling price final decision 

logic H3 , during the reservation acceptance period at step SI27 

shown in Fig. 27, the discount rate o'f the fixed price of the 

merchandise is determined in gradual steps on the 

15 first..-come-first-served basis of reservations. Specifically;. 

the discount rate is 30% ·for first to 3000th customers, 20% for 

3001st to 6000th customers, and 0% (fixed price) for 6001st and 

later customers. In this modified example 3, at step SI32 (see 

Fig. 27} , the selling price final decision process shown in Fig. 

20 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 quantity data r of the first record. 

At step 802, the WWW server 33 judges if the reserved quantity 

25 data r is in a range of 1 to 3000 customers (see Fig. 44A). If 
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the judgment made at step 802 is YES~ then at step SOS the WWW 

server 33 sets the discount rate at 30% (see· Fig. 44A). At step 

SOS, the WWW server 33 calculates the selling price (fixed price 

x (1-0. 3)) by applying the discount rate (30%) to the fixed price. 

At step S06, the WWW 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 507, the WWW 

server 33 judge~ if the price is determined for all reserved 

merchandise. Assume that the judgment made at step S07 is NO. 

10 Accordingly, the entire operation shown in this flowchart is 

repeated until the price is decided. 

If the judgment made at step 502 is NO, then at step S03 

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 

15 503 is YES, then at step S09 the WWW server 33 sets the discount 

rate of the merchandise at 20%. At step SOS, 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 

806, the WWW server 33 stores the data of the selling price (at 

20 the discount rate of 20%) in the corresponding record of the 

reservation information table J. 

If the judgment made at step 803 is NO, that is, if the 

reserved quantity data r is 6001 or more, at step 804, the WWW 

server 33 sets the discount rate at 0%. At step SOS, the WWW 

25 server 33 calculates the selling price by applying the di,scount . . 
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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;1 shown in Fig. 44B. In this selling price final decision 

logic H4 , if the reservation acceptance quantity is limited, 
. . 

for example,. to 1000 pieces, during the reservation acceptance 

10 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 reserva~ion of the 

limited 1000 pieces is completed (reservation sold-out time) . 

Precisely, the selling price. is 20000 yen if the 

15 reservation sold-out time is less than 5 minutes, 25000 yen if 

sold out in 5 minutes to less than 10 minutes, and 30000 yen 

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 ;n Fig. 46 i~ executed. 

20 That is, in this modified example 4, the WWW server 33 

starts up a not shown timer when acceptance of reservation is 

started, and stops the timer when the reserva:tion quantity (for 

example, 1000 pieces) is sold out. In this case, at step SPl 

shown in Fig. 46, the WWW server 33 reads out the timer counting 

25 result as the reservation sold-out time TR. At step SP2, the 

·~. 
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WWW server 33 judges if the reservation sold-out time TR is le~s 

than 5 minutes or not. If the judgment made at step SP2 is YES, 

at step SPS, the WWW server 33 sets the selling price uniformly 

at 20000 yen (see Fig. 44B). 

5 On the other hand, If the judgment made at step SP2 is 

NO, then at step SP3 the mm server 33 judges if the reservation 

sold-out time TR is in a range of 5 minutes 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 uniformly at 25000 yen (see 

10 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. 

'!'he WWW server 33 stores the data of the determined· selling price 

in each record of the reservation information t~ble J (see Fig. 

15 40). ·Incidentally~ the discount rate explained in the modified 

example 3 may be also applied to the modified examples 1, 2 and 

4. 

Me.anwhile, in the second embodiment, the selling price 

of the merchandise A and B may be decided based on the bidding 
• 

20 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 displays an auction bidding form screen 

G19 shown in Fig. 47. By referring.·to this screen, each customer 

enters the personal information (name, kana, etc.) by using each 

25 client terminal, and enters the bidding amount for merchandise 
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A in .a bidding amount input column 127, anci further enters the 

bidding amount for merchandise B in a bidding amount input column 

128. A clear. button 130 is pressed when qorrecting the input 

data. When a tender button 129 is pressed, the bidding amount 

5 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 WWW server 33 updates the data. of t1:1e n~er ·of b~ds 

about the merchandise A and merchandise B at every new tender, 

10 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 SQl shown in Fig. 49, the WWW server 

33 reads out the bidding table AC. At step SQ2, the WWW server 

33 searches the record of the greatest number of bids in the 

15 bidding table AC. In this case, the record of 317 bids is searched 
: . .-· . 

for merchandise A, and the record of 462 bids for ~erchandise 

B. 

At step SQ3 , the WWW server 33 determines the average of 

the record as the selling price. In this case, the selling pri~e 

20 ofmerchandiseAis.18000 yen, and the sellingpriceofmerchandise 

B is 17000 yen. In the second embodiment, the highest bidding· 

amount may be set ·as the selling price. 

According to the second embodiment, the merchandise 

planning and development information about planning and/or 

25 Q.evelopment of a plurality of new products (for example, shoes, 
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bags, belts) on thk:basis of one concept 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 

5 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 

10 manufacture of other new merchandise can be stopped, so that 

the thrilling sensation and interest of planning can be presented 

to the subscribers. 

Thus, since the investigation result of the popularity 

of the plurality of trial products can be noticed to many and 

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

thedirectivityofplanningand/ordevelopmentcanbeestablished 

in an early stage. 

Further, receiving sales reservations, since the selling 

price of the new merchandise is determined so that the selling 

20 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. 

25 Further, receiving sales reservations, since the selling 
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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 new merchandise at lower price, and many reservations will 

5 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 

maybe lower as the sales reservation is accepted earlier, it 

10 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 of the new ~erchandise is determined so that the discount 

15 rate may 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 ~ew merchandise can be started earlier. 

Further, receiving sales reservations, since the selling 

20 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 

25 r'eservation copies, and to buy the newmerchandiseat lower price, 

. ~;', 
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and many reservaflons 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, receiving sales reservations, since the selling 

5 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 until reaching a specified 

reservation quantity is shorter, it stimulates the desire of 

customers to buy the merchandise limited in the number of 

10 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, since the bidding system is intended to determine 

15 the selling price of the new merchandise 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. 

20 Further, since the selling 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 

25 of current topic and advertisement can be enhanced.bytlle auction. 
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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 

5 customers are increased, and the convenience for customers is 

enhanced. 

Further, 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 

10 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., receiving votes of naming of new merchandise by 

the naming voting unit, since the determined name is noticed 

15 to many and unspecified customers, and the "godfather" of t:he 

20 

. · .. 
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. 

Further., the opinion information of customers about the 

plurality of new merchandise on the basis of one.concept is 

interactively collected through the ne~work, and the merchandise 

information suited to the needs of customers on the basis of 

the opinion information is noticed, and therefore needs of 

25 customers about the plurality of new merchandise being totally 

.:'~ 
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coordinated can be fed back to development of new merchandise. 

Further; since the investigation result of the popularity 

of the plurality of trial products can be noticed to many and 

unspecified customers, the directivity of planning and/or 

5 development can be established in an early stage. 

Further, since the profile information about the 

subscribers is noticed, the tendency of the subscribers having 

already reserved the new merchandise can be recognized by the . . . . . . . . 

customers, and the material for judging whether or not to buy 

10 can be presented to the customers. 

The invention has been described herein about the first 

and second embodiments while ref erring to the accompanying 

drawings, but it must be noted that the specific structural 

examples are not limited to the first and second embodiments 

15 alone, but th~t changes and modifications within the scope of 

the invention are all included in the scope of the invention. 

For exa~ple, in the first and second embodiments, the merchandise 

planning and development program for realizing the merchandise 

planning and development ~y be recorded in a computer-readable 

20 recording medium 300 shown in Fig. 50, and the merchandise 

planning and development program recorded 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. 

25 ·The computer 200 shown in Fig. 50 comprises a CPU 201 for 
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executing the merchandise planning and development program, an 

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

Memory) 203 for storing various data, a RAM (Random Access Memory) 

204 for storing operation parameters, a reading device 205 for 

5 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.connecting the parts. 

The CPU 201 reads in the merchan.d;i.se· planning and 

development program stored in the recording medium 300 through 

10 the reading device 205, and executes this merchandise planning 

and development 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 

15 medium for recording and storing data tempora~ily such as the 

network. 

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 

20 merchandise may be planned and developed by one party only. 

Further, the functions of the WWW server 33, news server 35, 

and mail server 61 shown in Fig. 3 and Fig. 24 may be realized 

by only one server. Further, planning· and development of the 

watches are narrated, but the applied merchandise is not limited 

25 to watches; b\lt any other merchandise is included in the scope 
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of the invention. · 

As explained above, according to the merchandise planning 

and development system and method of this invention, the opinion 

information of customers is interactiv~ly collected through the 

5 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 versatile needs of individual customers can be fed back to 

development of new merchandise. 

10 Further, the trial product information suited to the needs 

of customers 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 deve~opment of new merchandise. 

15 FU:rther, the popularity of the plurality of trial product~ 

20 

25 

is investigated in the stage 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 investigation result of the popularity of 

the plurality of trial products can be noticed to many and 

unspecifiedcustomersinthestageofplanningand/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 merchandif!Se can be expressed, 

5 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 mail system, and ., 
the merchandise information suited to the needs of customers 

10 on the basis o;e the opinion information is noticed. Accordingly: 

differentiation of merchandise can be expressed, and verse1:tile 

needs of individual customers can be fed back.to development 

of new merchandise. 

Further, the opinion information of customers can be 

15 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. Accordingly, differentiation of merchandise can 

be exP.ressed, and versatile needs of individual customers can 

20 be fed back to development of new merchandise. 

Further, the selling price of the new merchandise is 

determined 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 

25 c~stomers is enhanced at low cost. 

:•.· 
:.l 

'· 
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E'urther, whE!h accepting reservatio~s, the selling price 

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 

5 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. 

Furth~r, when accepting reservations, the selling price 

of the new merchandise is determined so that the discount rate 

10 may be higher on the first-come-first-served basis of th~ 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. 

15 Further, when accepting reservations, the selling' price 

of the new merchandise is determined so that the price may be 

lower as the sales reservation is accepted earlier. Accordingly, 

it stimulates the desire of cu·stomers to buy the new merchandise 

at lower price, and many reservations will be obtained earlier,. 

20 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 

25 ;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, when accepting reservations, the selling price 

of the new merchandise is determined so that the price may be 

5 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 

customers to buy the merchandise limited in the number of. 

reservation copies, and to buy the new merchandise at lower price, 

10 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, when accepting reservations, the selling price 

of the new merchandise is determined so that the discount rate 

15 may be higher 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 customers to buy the merchandise limited in the 

number of reservation copies, and to buy the new merchandise 

20 at lower price, and many reservations will be obtained earlier, 

so that manufacture o:E new merchandise can be started earlier, 

and moreover the new merchandise may be provided with a premitim. 

Further, the bidding system is intended to determine the 

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

25 I?rice zone of the greatest number of bids, the customer-oriented 
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selling price can he 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 

5 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 current topic and advertisement can be enhanced by the auction. 

Further, having sales representative clients 

10 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. 

15 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 the customer comes to have the 

20 affe~tion 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 

and unspecified customers, and the "godfather" ofthemerchandise 

is also the. customer. Accordingly, the customers' 

25 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 invention, the opinion information 

5 of customers about the plurality of new merchandise on the basis 

of onCl=l concept is interactively 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 

needs of customers about the plurality of new merchandise being 

10 totally coordinated can be fed back to development of new 

merchandise . 

. Acco~ding to the merchandise planning and development 

system and method of this invention,. after noticing the 

merchandise information of a plurality of trial products, since 

15 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. 

Further, the investigation result of the popularity of 

a plurality of trial products or merchandise can be noticed to 

20 many and unspecified customers. Accordingly, the directivity 

o~ planning and/or development can be established in an early 

stage. 

Further, the profile information about the subscribers 

is noticed. Accordingly, the tendency of the subscribers having 

25 already reserved the new merchandise can be recognized by the 
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customers, and th~
1

~material for judging ~hether or not to buy 

can be presented to the customers. 

Further, manufacture of the new merchandise recording the 

greatest number of reservations only can be continued, and 

5 manufacture of other new merchandise can be stopped. 

Accordingly, the thrilling sensation and interest of planning 

can be presented to the subscribers. 

According to the computer-readable recording medium of . . 

this invention, ·the merchandise planning and developmentmethod 

10 of this invention can be realized on a computer. 
(" 

Although the invention has been described 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 

15 constructions_ that may occur to one skill.ed in the art which . . 
- :- .. , 

fairly fall within the basic teaching herein set forth. 

lNDUSTRIAL APPLICABILITY 

The present invention can be applied to a business model 

20 for planning and/or developing new merchandise by exchanging 

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

1. A merchandise planning and development system comprising: 

a merchandise planning information notice unit for 

informingmanyandunspecifiedcustomersofmerchandiseplanning 

5 and development information relating to planning and/or 

development of new merchandise through a network; 

an opinion information collecting U:nit for collecting the 

opinion information from the customers lookingup the merchandise 
. ,,. . . : 

planning information through said network; and 

10 merchandise 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. 

15 2. The merchandise planning and d~velopment system according 

to claim 1, further comprising a tJ:'ial product information notice 

unit for informing said many and unspecified customers of the 

trial product information suited to the needs of the customers 

according to the opinion information through said network, 

20 wherein said opinion information collecting unit collects the 

opinion information of the customers looking up the trial product 

information in addition to the merchandise planning information. 

3 . The merchandise planning and development system according 

25 to claim 2, further comprising a trial product popularity 

Hf Im~ 1111~ 11~1111(111 ~E 
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investigationunitforinvestigatingthepopularityofeachtrial 

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. 

5 

4 . The merchandise planning and development system according 

to claim 3, further comprising a trial product popularity 

investigation result notice unit for informing said man~ and 

unspecified customers of investigation results of said trial 

10 product popularity investigation unit through said network. 

5. The merchandise planning and deve],.opment system according 

to any one of claim 1 through 4, wherein said opinion information 

collecting unit is an electronic bulletin board system. 

15 

6. The merchandise planning and development system according 

to any one of claim 1 through 5, wherein said opinion information 

collecting unit is an electronic.mail system. 

20 7. The merchandise planning and development system according 

to any one of claim 1 through 6, wherein said opinion information 

collecting unit collects the opinion information from said many 

and unspecified ·customers, on the basis of the results of 

electronic inquiry in order to analyze the needs. 

25 

I lllllll llllll lllll lllll llllll 
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8. The merchandise·planning and development system according 

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 

5 information from said many and unspecified customers through 
" 

said network; and 

a selling price determining unit for determining the 

selling price of the newmerchandise_so that_t~e p~ice may be 

lower in proportion to the increase in the sales reserved quantity 

10 depending on the sales reserved quantity of the new merchandise. 

9 . The merchandise planning and development system according 

to any one of claim 1 through 7 further comprises, 

a sales booking unit for accepting sales reservation of 

15 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 merchandise in gradual steps so that 

20 the price may be lower on the first-come-first-served basis of 

the sales reservation. 

10. The merchandise planning and development system according 

to claim 9, wherein said selling price determining unit once 

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

\ \11\11111111\ 111\11\11111 \II\ 
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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. 

5 11. The merchandise planning and development system ·according 

to any one of claim 1 through 7 further comprises, 

a sales booking unit for accepting sales reservation of 

new merchandise to be released correspondinQ" to the merchandise. 

information from.said many and unspecified customers through 

10 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. 

15 12. The merchandise planning and development system accordiD:g 

to claim 11, 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 

20 to the discount rate. 

13. The mer·chandise planning and development system according 

to any one of claim 1 through 7 further comprises, 

a sales booking unit for accepting sales reservation of 

25 new merchandise to be released corresponding to the merchandise 

1111111111111111111:11111111111 
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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 

5 lower as the reservati'on sold-out time from start of acceptance 

of sales reservation until reaching a specified reservation 

quantity is shorter. 

14. The merchandise planning and development system according 

10 to claim 13, wherein said selling price determining unit 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. 

15 15. The merchandise planning and deve.;toprnent system according 

to any one of claim 1 through 7 further comprises, 

a bidding price collecting unit for collecting the bidding 

prices of new merchandise to be released corresponding to the 

merchandise information from said many and unspecified 

20 customers; and 

a selling price determining unit for investigating the 

distribution of bidding prices on the basis of the result of 

collection of said bidding price collecting unit and determining 

the selling price of the new merchandise on the basis O.f the 

25 bidding price zone of the greatest number of bids. 

111111111111111111111111111111 
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16. The merchandise planning and development system according 

to any one of claim 1 through 7 further comprises, 

an auction unit for auctioning new merchandise to be 

5 released corresponding to the merchandise information through 

10 

said network among said many and unspecified customers; and 

a selling price determining unit for determining the 

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

result by said auction unit. 

17. The merchandise planning and development system according 

to any one of claim 8 through 14, wherein said sales booking 

unit,beinginstalledatasalesrepresentativeandaccommodating 

sales representative clients connected to said network, 

15 transmits information about r.eservation to said sales 

representative clients through said network, while the sales 

representative sells the new merchandise according to the 

reservation information. 

20 18. The merchandise planning and development system according 

to. any one of claim 8 through 14,· 17 further comprises, 

a customized component display unit for displaying the 

plurality of types of customized components different in design 

about the components for composing the new merchandise to said 

25 many and unspecified customers through said network; and 

11111111111111 11111 1111111 1111 
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a customized component selecting unit for allowing the 

customers to select desired customized components from the 

plurality of types of customized components at the time of 

booking, 

5 wherein said sales booking unit accepts the me;i:-chandise 

adopting the selected customized component as new customized 

merchandise. 

. . 
19. The merchandise planning and development system according 

10 to any one of claim 8 through 18 further comprises, 

a naming voting unit for allowing said many and unspecified 

customers to vote for naming of the new merchandise through said 

networ.k; and 

a naming notice . unit for informing said many and 

15 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 unit · for 

20 informingmanyandunspecifiedcustomersofmerchandiseplanning 

and development information relating to planning and/or 

development of a plural! ty of new merchandise on the ba'Sis of 

one con~ept through a network; 

an opinion information collecting unit for collecting the 

25 opinion information ·from the customers looking up said 

: \ 111111\ \1\11\ llllllllll IUHI 
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merchandise planning information through said network; and 

a merchandise information notice unit for informing said 

many and unspecified customers of the merchandise information 

relating to said plurality of new merchandise suited to the needs 

s of the customers according to the opinion information through 

said network. 

.· 
21. A merchandise planning and development method comprising: 

a merchandise planning information notice step of 

10 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 

15 planning information through said network; and 

a merchandise information notice step OL informing said 

many and unspecif i!=!d customers of the merchandise information 

suited to the needs of the customers according to the opinion 

information through said network. 

20 

22. The merchandise planning and development method according 

to claim 21 further comprises, 

a trial product information notic.e step of informing said 

many and unspecified customers of the trial product information 

25 suited to the needs of the customers according to the opinion 

I lllllll llllll lllll lllll II llll 
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information through said network, 

wherein the opinion information collecting step collects 

the opinion information of the customers looking up the trial 

product information in addition to the merchandise planning 

5 information. 

23. The merchandise planning and development method according 

to claim 22 further comprises, 

a trial product popularity investigation step pf 

10 investigating the popularity of each trial 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. 

15 24. The merchandise planning and development method according 

to claim 23 ·further comprises, 

a trial product popularity investigation result notice 

step of informing said many· and unspecified customers of 

investigation results of the trial product popularity 

20 investigation step through said network. 

25 . The merchandise planning and development method according 

to any one of claim 21 through 24 further comprises, 

a sales booking step of accepting sales reservat.ion of 

25 new merchandise to be released corresponding to the merchandise 

' lllllll llllll lllll lllll II llll · 
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information from said many and unspecified customers through 

said network; and 

a sellingprice determining step of determining the selling 

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

5 proportion to the increase in the sales reserved quantity 

depending on the sales reserved quantity of the new merchandise. 

2 6. The merchandise planning and development method according 

to any one of claim 21 through 24 further comprises, 

10 a sales booking step of accepting sales reservation of 

new merchandise to be released corresponding to the merchandise 

information from said many and unspecified customers through 

said network; and 

asellingpricedeterminingstepofdeterminingtheselling 

15 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. 

2 7 • The merchandise planning and development method according 

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

determines the selling price according to the discount rate. 

25 
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. 2 8. The merchandise planning and development method accordi~g 

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 

5 information from said many and unspecified customers through 

10 

said network; and 

a sellingprice determining step of determining the selling 

price of the new merch8:ndise so that the price may be lower as 

the sales reservation is accepted earlier. 

29. The merchandise 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 

15 is accepted earlier, and determines the selling price according 
I ." • • 

20 

to the discount Eate. 

30. 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 corresponding to the merchandise 

information from said many and unspecified customers through 

said network; and 

. asellingpricedeterminingstepofdeterminingtheselling 

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

1111111111111111111 llllllllll 
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the reservation sold-out time from start of acceptance of sales 

reservation until reaching a specified reservation quantity is 

shorter·. 

5 31. The merchandise planning 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 

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

and determines the selling price according to the discount rate. 

10 

3 2 . The merchandise planning and development method according 

to any one of claim 21 through 24 further comprises, 

a bidding price collecting step of collecting the bidding 

prices of new merchandise to be released corresponding to the 

15 merchandise information from said 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 bidding price collecting step, and determining 

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

bidding price zone c:>f the greatest number of bids. 

33. The merchandise planning and development method according 

to any one of claim 21 through 24 further comprises, 

25 an auction step of auctioning new merchandise to be 

I 1111111 111111 11111 1111111 1111 
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released corresponding to the merchandise inf orrnation through 

said network among said many and unspecified customers; and 

asellingpricedeterrniningstepofdeterrniningtheselling 

price of the new merchandise on the basis of the auction result 

5 of the auction step. 
~ 

34. The merchandise planning and development method according 

tq any one of claim 25 through 31, wherein the sales ~ooking 

step transmits inf orrnation about reservation to sales 

10 representative clients provided at a sales representative 

through said network, while the sales representative sells the 

new merchandise according to the reservation information. 

35. The merchandise planning and development method according 

15 to any one of claim 25 through 31, 34 further comprises, 

a customized component display step of 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 

20 a customized component selecting step of allowing the 

customers 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 

25 adopting the selected customized component as new customized· 

11111111111111 11111 1111111 1111 
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merchandise. 

3 6. The merchandise planning and development method according 

to any one of claim 25 through 35 further comprises, 

a J:?.aming voting step of allowing said many and unspecified 

customers to vote for naming of the new merchandise through said 

network; and 

a naming notice step of in~ormin~ said many and unspecified 

customers of the naming determined on basis of the voting result 

10 of the naming voting step through said network. 

37. A merchandise planning and development method comprising: 

a merchandise planning information notice step of 

informingmanyandunspecifiedcustomersofmerchandiseplanning 

15 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 step of collecting the 

opinioninformationfromthecustomerslookingupthemerchandise 

20 planning information through said network; and 

a merchandise information notice step of informing said 

many and unspecified customers of the merchandise information 

relating to said plurality of new merchandise suited to the needs 

of the customers according to the opinion information through 

25 said network. 

111111111111111111111111111111 
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38. A computer readable medium for storing instructions, which 

when executed by a computer, causes the computer to perform: 

a merchandise planning information notice step of 

5 informing many and unspecified customer's of merchandise planning 

and development information relating to planning and/or 

development of new merchandise through a network; 

an opinion information collecting step of colleC'.ting the 

opinioninformationfromthecustomerslookingupthemerchandise 

10 planning information through said network; and 

a merchandise information notice step of informing said 

many·anq unspecified customers of the merchandise information 

suited to the needs of the customers according to the opinion 

information through said network.· 

15 
}, 
! .... 

39. Acomputerreadablemediumfor storing instructions, which -

when executed by a computer, causes the computer to perform: 

a merchandise planning information notice step of 

informing many and unspecified customers of merchandise planning 

20 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 step of collecting the 

opinioninformationfromthecustomerslookingupthemerchandise 

25 pianning information'through said network; and 

11111111111111 1111111111111111 
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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 new merchandise suited to the needs 

of the customers according to the opinion information through 

5 said network. 

-40. A merchandise planning and development system comprising: 

a trial product and/ or merchandise information no'tice unit 

for informing many and unspecified customers of information of 

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

15 

20 

and 

a popularity investigation unit for investigating the 

popularity of information of said plurality of trial products 

or merchandise by an electronic technique. 

41. A merchandise planning and development system comprising: 

a trial product and/ or merchandise information notice unit 

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 merchandise by an electronic technique; and 

a popularity investigation result notice unit for 

informing said many and unspecified customers of investigation 

25 results of said popularity investigation unit ~hrough said 

. . \\11\11\ \\\I\\ Ill\\ \\1\1 \\ \II\ 
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network. 

42 . The merchandise planning and development system according 

to claim 40 or 41 further comprises, 

5 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 

10 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. 

43. The merchandise planning and development system according 

15 to claim ·42, wherein ~aid selling p:r;ice dete:i:znining unit once 

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

price may . be higher in gradual steps on the 

f irst~come-first-served basis of the sales reservation, and 

determines the selling price according to the discount rate. 

20 

44 . The merchandise p·lanning and development system according 

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 

25 information from said many and unspecified customers through 

I lllllll llllll lllll lllll II 1111 
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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. 

5 

45. The merchandise planning and development system according 

to ciaim 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 

10 is accepted earlier, and determines the selling price according 

to the discount rate. 

4 6. The merchandise planning and development system acco~ding 

to claim 40 or 41 further comprises, 

15 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 de~ermining unit for determining the 

20 selling 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 is shorter. 

25 47. The merchandise planning and development system according 

\ \111111111111111\l 1111111 \Ill 
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to claim 46, wherein said selling price determining unit 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. 

5 

48. The merchandise planning and development system according 

to any one of claim 42 through 4 7 , wherein said sales booking 

unit informs said many and unspecified customers of profile 

information about the already booked subscribers. 

10 

49 . The merchandise planning and development system according 

to any one of claim 42 through 48 further comprises, 

a manufacture decision unit for deciding manufacture of 

at least the new merchandise of . the greatest number of 

15 reservations, after closing of the reservations, if reservations 

20 

of· a plurality of new merchandise are accepted by said sales 

booking unit. 

50. A merchandise planning and ~evelopmentmethod comprising:. 

atrialproductand/ormerchandiseinformationnoticestep 

of informing many and unspecified customers of information of 

a plurality of trial products or merchandise through a network; 

and 

a popularity investigation step of investigating the 

25 p~pularity of information of said plurality of trial products 

111111111111111111111111111111 
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or merchandise by an electronic technique. 

51. A merchandise planning and development method comprising: 

a tri.alproductand/ormerchandise information notice step 

5 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 t.r;ia~ products 

or merchandise by an electronic technique; and 

10 a popularity investigation resul tnotice 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 

15 to claim 50 or 51 further comprises, 

a sales booking step of accepting sales reservation of 

new merchandise to be released corresponding to the merchandise 

information from said many and unspecified customers through 

said network; and 

20 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. 

25 . 53. The merchandise planning and development method according 
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to claim 52, wherein the selling ~rice 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 

s determines the selling price according to the discount rate. 

54. The merchandise planning and development method according 

to claim 50 or 51 further comprises, 

a sales booking step of accepting sales reservation of 

10 new merchandise to be released corresponding to the merchandise 

information from said many and unspecified customers through 

said network; and 

asellingpricedeterminingstepofdeterminingtheselling 

price of the new merchandise so that the pri7e may be lower as 

15 the sales reservation is accepted earlier. 
·' 

55. The merchandise planning and development method according 

to claim 54, wherein the selling price determining step·once 

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

20 price may be higher in gradual steps as the sales reservation 

is accepted earlier, and d,etermines the selling price according 

to the discount rate. 

56. The merchandise planning and development method according 

25 to claim 50 or 51 further comprises, 

I •1111111· 111111.1111111111 11 .. 1111 
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a sales book{~g step of accepting sales reservation of 

new merchandise to be rel.eased corresponding to the merchandise 

information from said many and unspecified customers through 

said network; and 

5 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 from start of acceptance of sales 

reservatio.n .until reaching a specified reservation quantity is 
- . -

shorter. 

10 

5 7. The merchandise planning and development method 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, 

15 and determines the selling price according to the discount rate. 

5 8 . 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 

20 information about the already booked subscribers. 

59 . The merchandise planning and d~velopment method according: 

to any one of claim 52 through 58 further comprises, 

a manufacture decision step of deciding manufacture of 

25 at least the new merchandise of the greatest number of 
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reservations, after closing of the reservations, if reservations 

of a plurality of new merchandise are accepted at the sales booking 

step. 

5 60. A computer readable medium for storing instructions, which 

when executed by a computer, causes the computer to perform: 

a trial product and/ or merchandise information notice step 

of informing many and unspecified custome~s of i.nformation of 

a plurality of trial products or merchandise through a network; 

10 and 

a popularity investigation step of investigating the 

popularity of information of said plurality of trial products 

or merchandise by an electronic technique. 

15 61. A computer readable medium for storing instructions, which 
. . . ~- ~- . . 

when executed by a computer, causes the computer to perform: 

a trial product and/ or merchandise information notice step 

of informing many and unspecified customers of information of 

a plurality of trial products or merchandise through a network; 

20 a popularity investigation step of investigating the 

popularity of information of said plurality of trial products 

or merchandise by an electronic technique; and 

a popularity investigationresultnotice step of informing 

said many and unspecified customers of investigation results 

25 of the popularity investigation ~tep through said network. 
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