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COVPUTER AND SOFTWARE FOR REALI ZI NG THE SAME Technical Field The B;ggﬁﬁg 2005
Jinvention relates to a method, a conputer and a software prograni ry 200
‘managi ng business activities such as route sal es. Background Art For the
_purpose of managi ng business activities, it is the general practice to use
a daily report in which a sales representative records daily . result of
activities. As a result of the recent progress in conputer and network
technol ogy, it is now possible to adc&nﬁlish daily report nanagenent by
use of a conputer. However, in the conventional method using daily reports,
the sales representative prepares a daily report by retracing the nenory
after the end of sales activitgpadprcianeiay. This requires nuch tine,
and has a problem in reliability. Past records including results, fruits
and other information are reported to the superior on the basis of the thus
prepared daily reports, and the sales representative searches his or her
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“inevitably negative, and this often inhibits inprovenent of notivation.
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descri bed above and has an object to provi.de a technical idea which

contributes to achievenent of a higher efficiency of reporting operation of
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Technical Field

The present invention relates to a method, a computer and a software
program for managing business activities such as route sales.
Background Art

For the purpose of managing business activities, it is the general
practice to use a daily report in which a sales representative records daily
result of activities. As a result of the recent progress in computer and
network technology; it is now possible to accomplish daily report
management by use of a computer.

However, in the conventional method using daily reports, the sales
representative prepares a daily report by retracing the memory after the end
of sales activities for the day. This requires much time, and has a problem
in reliability. Past records including results, fruits and other information
are reported to the superior on the basis ‘of the thus prepared daily reports,
and the sales representative searches his or her conscience on the past
behavior. The way of thinking becomes therefore inevitably negative, and
this often inhibits improvement of motivation.

The present invention was developed in view of the circumstances as

described above and has an object to provide a technical idea which

contributes to achievement of a higher efficiency of reporting operation of



.results of business activities, betternent of the sense of purpose of sales
representatives, and i nprovenent of reliability of data regarding tivit%
‘results. Disclosure of Invention To achieve the aforenentioned obféﬁ?n%ﬁn’ 005
‘the invention, claiml provides-a business nanagenent nethod for nanagi ng
the situation of business activities, which enables each sales
representative to previously prepare his or her own activity schedule for
the next working day; and, after actual business activities, to prepare an
activity result report with reference to the activity schedul e al ready
prepared. The nethod.recited in claim1 is not a nethod of only reporting
past results as in the conventional art, but a nmethod of preparing a
schedul erdsuits oD bosim@as (4dtevitiext batiekinept dafyJhe andsé wit perposeeof salgrti ng
the activity result on the basis of the prepared schedule. As a result, it
i's not mepessrtatives, metlraopravemerds bf mehmbilitwheh date paeandinen aatvityi t y
result report, thus permtting reduction of time required for reporting
oper at i otesgltst he activity result (preparing operation of a daily report).
Because this -is a method of reporting- the activity report on the basis of
the prepared 'schedule, it is possible to inprove reliability of data
regardigg,a tivity result. Since the sales representative nust deci de what
shoul d “@@ﬁﬁnﬁdﬁﬂpﬁéﬂﬁ¥¥he'next wor ki ng day), it is possible to inprove
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business activities, which enables each sales representative to previously
prepare his or her own activity schedule for the next working day; and, after
actual business activities, to prepare an activity result report with reference
to the activity schedule already prepared.

The method recited in claim 1 is not a method of only reporting past
results as in the conventional 'airt, but a method of preparing a schedule for
tomorrow (the next working day), and furthermore, reporting the activity
result on the basis of the prepared schedule. As a result, it is not necessary
to retrace the past memory when preparing an activity result report, thus
pérmitting reduction of time required for reporting operation of the activity
result (preparing operation of a daily report). Because thisis a method of
reporting” the activity report on the basis of the prepared schedule, it is
possible to improve reliability of data regarding activity result. Since the
sales representative must decide what should be done tomorrow (the next
working day), it is possible to improve the sense of purpose of the sales

- representative, and improve details (quality) of business activities.
A method according to claim 2 enébles each sales representative to

prepare, in addition, a long-term activity schedule for a certain period of time,



.and to prepare the activity schedule for the next working day on the basis
of the long-téermschedule. As is nentioned in claim3, the peri Ogsﬁf@ t he
“long-. termschedule data may be for four weeks. According to th Py 2005
‘inclaim 2 and claim3, it is possible to set a proposed nunber of visits
~to custoners during a certain period of tine (four weeks), and correlate

it with the activity schedule (activity plan) for the next working day. _
This ensures efficient visits to custqnmers, and easy and tinely change in
activity in response to the result. met hod according to claim4
automatically perfornms evaluation of each custoner on the basis of
prescribed data, and nmakes data about the custonmer eval uati on perusabl e by
any of tdml smpesparepihessrtivity yelsedulddon thié mext evdriténd duytdh dspbasisaff t he
invention, a sales representative can .nake a schedule for the next

wor ki ng tdhaylongttermeschreginde t As datmentfioseds inrbrim 8y she akirivd, oAshaloesul t, it

is possible to work out an effective business visit plan free from
unevenndssmoschgdsiefata afayobe forofpudetasksi nidwgoalipk anribd methodean dhini sits

to custoners (distribution of business resources) through business :
anal ysi & agiaglaim bHribvs dwssible sopat er prppeded rumbemnbyntnto systosmenst t he
situation of business actjvities, conpri sLng a personal data file capable

of recdwj']‘ﬂilﬁ@ agertansperdeg Pl tizes (fopr yvaekshiand eprreladn 16wy the eyt at i ve:

an activit chedul.e inpui formwhich is . an input faormfor recqgrding a
schedul ¢ Sﬁuf?uZ?%é‘ng SlRRY for by Bext morkow dagy ki’ﬂ%ﬁso%v%ﬁa ETor
entering.acti vit results; an authentication .file,storing data fo

Sut hent RASHE i culiam S 2o ¢a, Sub Aiely Fhangh dn At Haheus Ferpamse toech
when a sal representative nakes a login to the conputer by entering his
or her ﬁtsﬁgnti cation data, 25 January 2005

A method according to claim 4 automatically performs evaluation of

each customer on the basis of prescribed data, and makes data about the
cﬁstomer evaluation perusable by any of the sales representatives.
According to the fourth aspect of the invention, a sales representative can
make a schedule for the next wérking day with reference to data of customer
evaluation. As a result, it is possible to work out an effectivé business visit
plan free from unevenness or wasteful efforts by determining a planned
number of visits to customers (distribution of business resources) through
business analysis.

Claim 5 provides a computer used for a management system of the
situation of business activities, comprising a personal data file capable of
recording at least daily activity result for each sales representative; an
activity schedule input form which is an input form for recording a schedule
of business activities for the next working day and used for entering activity
results; an authentication file storing data for authenticating each sales
representative; and a processing unit which, when a sales representative

makes a login to the computer by entering his or her authentication data,
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.4 confirms that the sales representative is the person in question on the
basis of the data stored in the authentication file, and permts 5%gin
only in the case of the person in question. The conputer accordia guary 2008
‘claim5 has a configuration in which not only past results are entered as
in the conventional art, but also a schedule for tonorrow (the next
wor king day) is entered into a prescribed input form and furthernore, an
activity result is reported in the sane input form As a result, it is not,
necessary to retrace the past nmenory when preparing an activity result
report, thus enabling the sales representative to reduce the tinme required
for preparing a report of the activity result (preparing operation of a
dai |y r epafirins Bedatlzestles yepsedeatetdvens ahogtehash of queptiohigigth@basitivity
result on the basis of the prepared schedule, it is possible to inprove
rel i abi |aft theoflatmistonedghr thegudbentication dilel and permodi lbgom ondshén sthlees
representative has to determ ne what should be done tonorrow (the next
wor ki ng &g )of the pegsqrousibeefien i nprove the purpose consci ousness of the
sales representative, and thus to inprove contents (quality) of business
activities. dldienc@mphrtrn aesrdingnipetaim dhhas acpenfiguration snlvdsich not
representative to hgg invia |nternet. By adopting this configuration, it
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activity result report, thus enabling the sales representative to reduce the
time required for preparing a report of the activity result (preparing
operation of a daily report). Because this is based on a method of reporting
an activity result on the basis of the prepared schedule, it is possible to
improve reliability of data regal-"ding activity resulfs. In addition, the sales
representative has to determine what should be done tomorrow (the next
working day), it is possible to improve the purpose consciousness of the sales
representative, and thus to improve contents (quality) of business activities.

Claim 6 provides a computer which enables the sales representative to
log in via internet. By adopting this configuration, it is possible for a salés
representative to access the computer (inhouse server) at any place including
at customers, his or her own home, or within the company, and thus to
improve the operating efficiency.
A computer according to claim 7 comprises a common information file

storing general data regarding business, in addition to the activity schedule
and activity resuli:s, wherein data in the common information file are

perusable by any sales representative other than the sales representative



.25 January 2005 5 having entered the data. This configuration provides
advantages in that the conputer is applicable as a database stori usef%
“information, in addition to managenent of activity schedul e and 35%?0??? 008
Tesults, thus pernmitting effective use of pieces of information so far
~having lived in obscurity. In a conputer according to claim@8, |long-term
schedul e data for a certai.n period of tinme can be recorded for each sales
representative in the personal data file. As described in claim9, the
period for the long-term schedul e data nay be set as four weeks. According
toclaim8 and claim9, it is possible to set a nunber of visits to
custoners during a certain period of tine (four weeks), and correlate it

wi th t hehawingwirtgreat tiesldhea. ( aChisvdohfigiiratipn grovideddadvaxtayey ki fihtdihe 1t is
t herefore possible to nake effective visits to customers, and tinely

change condpetes isnpdipbbs asto dabebaehiteviepenssful infoaneeimytiar additemhai m 10,
the processing unit prepares custoner evaluation data by automatically
eval uat i g namii gandierat of Lattonieyr schedwdlet hed activivyrereseltal whtis opextattaingr e
perusable by any of the sales representatives. According to claim 10, the
sal es r eplfestisier utd ofepieass obimfommatian sofed biasinmlived breohsottritgor ki ng day with
reference to the evaluation data of the customer. As a result, it is

possi bl e to déPed omDules Preopdined to\phdiar Sf lopigsterm schiedulei data dor of

busi ness resources nd work out an effective visit schedule free from

unevenneS¥tan REEpdioll tigys spide reesnfeddpr agcBgralas sepraseniative danthie ses a
step of requestin accessin rty .to epnter authenticatiaon data in the
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is possible to set a number of visits to customers during a certain period of
time (four weeks), and correlate it with the activity schedule (activity plan)
for the next working day. It is therefore possible to make effective visits to
customers, and timely change cquucts in response to the achievements.

In a computef of claim. 10, the processing unit prepares customer
evaluation data by automatically evaluating individual customers; and the
customer evaluation data are perusable by any of the sales representatives.
According to claim 10, the sales representative can work out a schedule for
the next working day with reference to the evaluation data of the customer.
As a result, it is possible to determine the proposed number of visits
(distribﬁtion of business resources), and work out an effective visit schedule
free from unevenness or wasteful efforts.

A software program of claim 11 comprises a step of requesting an
accessing pari:y to enter authentication data in the software used in a
management system of the situation of business activities; a step of

authenticating login to the personal page of the person in question, on the

basis of the authentication data entered in accordance with the request; a



.basis of the authentication data entered in accordance with the request; a
25 January 2005 6 step of displaying an input formentering an ac%héity
schedul e for the next working day for the sales representative héfsarfay2005

‘hersel f having performed login; a step of storing the activity schedul e
entered in conpliance with the input form a step of displaying an

‘activity result input formfor entering an actual activity result by use
of the activity schedule; and a step %f storing the activity result
entered in accordance with the activity result input form Wen using the
software programof claim1l, there is available a configuration in which,
not only past results are sinply accunmulated as in the conventional art,

but al sostap sEh@idplRrih@rart HPEY Wnt tehﬂeﬂﬁétamrckiivgg §neduleberRE Adkt

accordance with a prescribed input formare stor and in addition,

activi t ywossngtduyeforeshecsdlés tdiaresaitivePhim$f b dleesclf Bb@ﬁa%]ﬁérﬁrmreﬁsm t,
it is not necessary for a sales representative to retrace the past nenory

when pr dpgir;re) step af storingy the sigtivityequdiciduld buseredaidl chgplianceduek thke tine
for reporting operation of activity result (daily report preparing
oper at i omputBerausestehiof displogieranmchivitet heohloinpwepforid figr entdring ynr esul t's
on the basis of a prepared schedule, it is possible to inprove reliability
of dat aastughaclingy aesuliihyyuseesithesactitity schabileepné sesteatdf\atormgttheonsi der
what shoul d be done tonorrow (the next working day). The sal es
r epr esenitvizeresadt enteredl an @actondanee Wikl theapbyycessliiopshésay. t hus maki ng
it possible to jnprove contents (quality) of business activities, In the
i'nvention of oFB¢Pnusing theaselswpeg prasranat ofvelagan L petheneniy agnHable a
internet. In this configuration, the sales representative can access the
conput ercoRIEaNFtignate wdieh Bet gplicpashresults pxe Hmp ARERTBUACDAS, Por | n
the the conventional art, but also a schedule for tomorrow (the next working day)

entered in accordance with a prescribed input form are stored, and in

addition, activity results entered in the same input form are stored. As a

result, it is not necessary for a sales representative to retrace the past

memory when preparing an activity reSul_t report, thus enabling to reduce the

time for reporting operation of activity result (daily report preparing

operation). Because this is based on a method of reporting activity results

on the basis of a prepared schedule, it is possible to improve reliability of

data regarding activity results. The sales representative must consider

what should be done tomorrow {(the next working day). The sales

representative can therefore improve the purpose consciousness, thus making

it possible to improve contents (quality) of business activities.

In the invention of claim 12, a sales representative can perform login
via internet. In this configuration, the sales representative can access the
computer at any place such as at customers, in his or her own home, or in the

company (inhouse server), thus permitting improvement of operating

efficiency.



.conpany (inhouse server), thus permtting inprovenent of operating
efficiency. 25 January 2005 7 In the invention of claiml13, a steg af
“preparing a conmmon information file which stores general busines 5 ARUErY 205
‘addition to the activity schedule and-activity result, is executed; and
~data in the common information file are perusable by any sales
representative other than the one having entered the data. This
configuration provides advantages in %hqt, apart from managenent of
activity schedules and activity results, the conputer can be used as a
dat abase storing useful information, and information so far buried under
the ground can be effectively utilized. In the invention of claim114, the

personal datalhi kRe Céivergest dof @gimt @8m schagul f (i@bﬁafiﬁF & @R period
of time for each sales representative. As nentioned in claim15, the

period ahftheationdié evhick cbeds|gendaslbbusyefedatetin tdditdon tyeBk actifagor di ng
to claim14 and claim15, it is possible to set a nunber of visits to

cust onerhddningnd activityi nesph inexadfutednend fate invilek s)mmanthfoemationel at e

it wwth the activity schedule (activity plan) for the next working day. As
a resul tfilej ar¢ pegysahlel by tanymwhieserépresentatives iotlert chansthenens, havmg ti nel y
change conducts in _response to the result. Caim16 further conprises a
step of enteserttheaflata. evBhisacomgeeration quevisiesr advaniagparia thst, ompart

eval uati on data by operating.the_processing .unit, wherein each sales

r epr eserfE el PEnggameat ol actixity schgdniasand Retivigyisesss, thehomputen can

Accor di to glaim16, it is possible for, each sales . representatiye to
nmake a &6 ea“‘f@r%iﬁﬁ%b%?@xﬁtwg(i%&?‘&awfﬁ}mﬁmp@f ish dpformatiqne seuroner

eval uatl on 88 3der Thé drE3l ban'e dfectRn) RLE,LE determ ne a

In the invention of claim 14, the personal data file can record long-
term schedule data for a certain period of time for each sales representative.
As mentioned in claim 15, the period of the long-term schedule data may be
set to four weeks. According to claim 14 and claim 15, it is possible to set a
number of visits to customers during a certain period of time (four weeks),
and to correlate it with the activity schedule (activity plan) for the next
working day. As a result, it is possible to make efficient visits to customers,
and timely change conducts in response to the result.

Claim 16 further comprises a step of automaticaily evaluating each
customer to prepare customer evaluation data by operating the processing
unit, wherein each sales representative can peruse data regarding the
customer evaluation. According to claim 16, it is possible for each sales
representative to make a schedule for the next working day with reference to
the customer evaluation data. As a result, it is possible to determine a
number of visits to be made to customers (distribution of business resources)
through business analysis, and to make an efficient visit plan free from

unevenness or wasteful efforts.



.nunber of visits to be nmade to custoners (distribution of business

- resources) through business analysis, and to make an efficient v%git pl an
-free from unevenness or wasteful efforts. 25 January 2005 - 8 Brgefanuary 2005
‘Description of the Drawings Fig. 1 is a descriptive view (network di agram
illustrating a configuration of the business managenent system of an

" enbodi mrent of the present invention; Fig. 2 is a flowhart illustrating
the procedure to be foll owed when entering an activity schedule for the
next working day in this enbodi ment; 8Fi'g. 3is a flowhart illustrating
the procedure to be foll owed when entering an activity result for the
current day in this enbodinent; Fig. 4 illustrates a typical screen

di spl ayed by a server used in this enbodinment; and Fig. 5 is a descriptive
view used for explaining the nethod of custonmer evaluation in this

enbodi meBiief BRstrivlide s0thePrawimgs Qut the Invention Enbodi ments of the
present invention will now be described by neans of a busi ness nanagenent

met hod of roufég.sal e for ddedriptive stiewng(retplovkaldisdyraref QUSkeAEAS. aFig. 1
is a descriptive view (network diagram illustrating a configuration of
t he busicedguratiagesfesite bysiness afi anmgenbodispErim of drhembpdésent ofrthent i on.
The system of this enbodi ment conprises a server 10 installed in the
pri nci patreséiit peveaftionhe conpany; another server 12 installed in a branch
office; a conputer 14 connected to the network for carrying out
' ig. 2 is a flowchart illustrating the procedure to be followed when
entering an activity schedule for the next working day in this embodiment;
Fig. 3 is a flowchart illustrating the procedure to be followed when
entering an activity result for the current day in this embodiment;
Fig. 4 illustrates a typical screen displayed by a server used in this
embodiment; and
Fig. 5 is a descriptive view used for explaining the method of customer

evaluation in this embodiment.

Best Mode for Carrying Out the Invention

Embodiments of the present invention will now be described by means
of a business management method of route sales for daily visiting a plurality
of customers. ‘

Fig. 1 is a descriptive view (network diagram) illustrating a
configuration of the business management system of an embodiment of the
present invention. The system of this embodiment comprises a server 10
installed in the principal office of the company; another server 12 installed in
a branch office; a computer 14 connected to the network for carrying out
maintenance of the system; personal computers 16a, 16b, 16¢c and 16d for

sales representatives connected to the server 10 of the principal office;



.mai ntenance of the system personal conputers 16a, 16b, 16c and 16d for
- sales representatives connected to the server 10 of the principal office;

-.25 January 2005 9 personal conputers 18a and 18b for sal es repr esént/@fy¥2005
‘connected to the server 12 of the branch office; and a nobile term nal 20.
In the server 10, an operating system an SQ data server software

~ program an internet perusing browser, a retrieving software program and a
web site are installed or stored as data. In the server 12, at |east an
operating system and a web site are i’nstal l ed or stored as data. In the

mai nt enance conputer 14, an operating system an internet perusing

browser, a retrieving software program a web site and the |like are

i nstal | egbrsohaStOpdtaS P84 2andl18b GBRRMIEY Sei¥e@ehRNNRG! &hRt&REY tﬂgher by
means of internet, LAN and intranet. The server 10 has a personal data

file forsgresongiofghadianth yefcehaddlemobaBden@ihalidy, results for each sales
representative; an activity schedule input formwhich is an input formfor

recordi ng busineade eateyilly 5cbpekdttng eystentlayn S@Qhdddta &bl Galiwerkor
entering. activity results; an authentication file storing data for
conduct i ppgaai emt intatnairpatisiad beowant asentisvinesoftwark pr@raeesedig unit
for carrying out a login. The server 10 has furthernore a common

i nf or matweln ditd erehindtaledras symedr ab diattha rlegdhdi seyvbrisiZ)esis led¥st anst or ed
in the common information file are perusable by sales representatives other
t han t heonsertion seateng amd e eceh kdedaneainsthlegens strleddas alatal elstthees

| ong-term schedul e data for four weeks. VWhile the period for |ong-term
schedul emgéttgnagce oeomprietedl4 o aflo APCKRRERE, spsiem,s oyl tpmete PEBRYiNge set

in units of week such as 12 weeks. It is ca%se,d to , i
browser, a retrieving software program, a web site and the like are installed

or stored as data. The computers are connected to each other by means of
internet, LAN and intranet.

The server 10 has a personal data file for recording activity schedules
‘and activity results for each sa_les representative; an activity schedule input
form which is an inpﬁt form for fecording business activity schedule for a day,
and is applicable for entering.activity results; an authentication file storing
data for conducting authentication of sales representatives; and a processing
unit for carrying out a login. The server 10 has furthermore a common
information file which stores general data regarding business. Data stored
in the common information file are perusable by sales representatives other
than the person having entered the data. )

The personal data file stores long-term schedule data for four weeks.
While the period for long-term schedule data is not limited to four weeks, but
should preferably be set in units of week such as 12 weeks. It is caused to
automatically calculate and display results for customers visited during a

prescribed period in the form of a management table, as well as dates of last

visits, scheduled dates of visits to be made - before the next visit, and a



autonatlcally cal cul ate and dlsplay results for customers visited durlng a
prescribed period in the formof a managenent table, as well as d %3

-last visits, schedul ed dates of visits to be nmade -before the ne @W%@y?005
and a 25 January 2005 - 10 warning display of custoners not as-yet visited
after expiration of the scheduled dates of visits. The server 10 stores
‘various custoner data so as to permt autonmatic evaluation of the

i ndi vi dual custoners. Each sal es representative can thus nake a schedul e

for the next working day with referent® tfo the custoner evaluation data.

That is, it is possible to determ ne the nunber of visits to be nmade to
custoners (distribution of business resources) t hrough busi ness anal ysi s,

and wor kwﬁﬁtlm%n d?éﬂlh?' 8N cudtcthbrs 2R éé%ﬁ‘e AYRANES irQfionVBp L el
efforts. Applicabl'e personal conputers an porta e termnals connected to

the servedhedhlRagtebZfivisitside not ebook-si zed personal conputers, as well as
personal information tools (PDA) and cellul ar phones. Operations in this

embodi ment Wi IThengeyvee ldesterédedrivit Rus@ieseas: §@ asRbgserndt akdothatfd 9. 2
illustrates a procedure to be followed for entering an activity schedul e

for the eedtatonkifnidhedmdiviandl Eugtordets. | EBchasdss aepracadatiee chn thas

foll owed when entering an activity result for the day. Wen a sales

r epr esentuakieve schedaleefort thaceas sworkingelagemith réferenoentdhithepenstonzdr
conputer 16a or the like via internet, the server 10 requests input of an
ID and aevylustinordntas Alates: itcistpassiblatta determbies the qluer ofheisitsl s
representative enters his,or her I D and password pre |ously assi gned. Wen
the sal eBe mage éecmstamers (distribwtipnjafdbusinesseresonyess) thirowzh dyisiness

execut ed.
analysis, and work out an efficient visit plan free from unevenness or

wasteful efforts.

Applicable personal computers and portable terminals connected to
the servers 10 and 12 include notebook-sized personal computers, as well as
personal information tools (PDA) and cellular phones.

Operations in this embodiment will now be described with reference to
Figs. 2 and 4. Fig. 2 illustrates a procedure to be followed for entering an
activity schedule for the next working day; and Fig. 3 illustrates a procedure
to be followed when entering an activity result for the day. When a sales
representative operates to access to the server 10 from the personal computer
16a or the like via internet, the server 10 requests input of an ID and a
password as authentication data. At this request, the sales representative
enters his or her ID and password previously assigned. When the sales
representative is identified in the server 10, a login is executed.

When a login is made to the server 10, a main page (main screen or
home page) for the sales representative is displayed. On the main page, at.
least an activity result input form for entering an activity result and an

activity schedule input form for entering an activity schedule for the next
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~Wien a login is nade to the server 10, a main page (main screen or hone

- page) for the sales representative is displayed. On the main page at.

“least an activity result input formfor entering an activity resuf? JaRar 2005

activity schedule input formfor entering an activity schedule for the next

25 January 2005 - 11 working day are displayed (see Fig. 4). As shown in
Fig. 4, the activity schedule input formand the activity result input form

are substantially the sane. That is, the activity schedule input form

entered yesterday is used today as thé activity result input form The

sal es representative enters an activity result for the current day in the

activity result colum (1). Then, the sales representative enters the date

of the nextkiner K t@atispisbE ey Fi%‘.i %).OrAE'eého%iiﬁeﬁ‘fg_a@ttl?@ ta%eRGRedul

in the activity schedule input form(tonorrow s visit schédule colu (4)).

The obj esdlfedule ingliriMandatie 9éticis resER 1heulFoMhSiteedhi 2R ;! d
detail s of negotl?pai%i on (when, \/\herel,§vx,ith V\I/ngr?] 3lnat, how aﬁgﬁtangﬁaét

extent) sarmeenThmeds; tho attieitgcédhedile SEPeE fhen i difteted 9eHcrdaFURBREEY ON the
browser. As required, the prepared activity schedule data are transmtted

to the stglewyiay theradthaty espudsinmg foemat i ons. More specifically, all the
details are automatically transmtted as an electronic mail to the
superior and tlHe salegweptdsegtiteakenoens {addtivitynedsudiedr tiad cansht blay
clicking a transm ssion button |ocated at the | ower end. The superior
recei vi ni the aghivigy cegsuloeeluper (Be (THen, dbei sedels depaisentativeehtersothet he
screen. The superior having received activity schedule data from a

subor di nédte iRt Working dayv endsmterruhis o businegureBdity schedules t he
activity, schedul e thr oﬁjg consultation wth the sale representative. By
correl at }Ih&ﬂ% REEIiYH 8¢ %Q.ﬂgilgipw fopmptomorrow's visit schedule column (4)).

The objects including the name of customer to be visited tomorrow and
details of negotiation (when, where, with whom, what, how and to what
extent) are entered into the activity schedule input form (document) on the
browser. As required, the prepared activity schedule data are transmitted
to the superior or thé requesting locations. More spec_ificaliy, all the details
are automatically transmitted as an electronic mail to the superior and the
requesting locations (additional destinations) by clicking a transmission
button located at the lower end. The superior receiving the data can now
peruse the received details direcﬂy on the screen. The superior having
received activity schedule data from a subordinate confirms the received
schedulé, ‘and as required, corrects the activity schedule through consultation
with the s_ale representative. By correlating the number of visits to be
customer and the profit in terms of causality, it is possible to discuss
activities for improving quality and quantity of conducts to the customer
previously with the superior.

After actual business activity carried out in accordance with the

activity schedule prepared as described above, login is performed to the



~custoner and the profit in terns of causality, it is possible to discuss
activities for inproving quality and quantity of conducts to the ggstoner
-previously with the superior. After actual business activity carrf JarKARY 4905
-accordance with the activity schedule prepared as described above, |ogin

is perforned to the 25 January 2005 - 12 server 10 in the same manner as
“descri bed above to enter the activity result. The above-nentioned schedul e
of the activity schedule input formprepared during the last activity date
is automatically reflected in the resélt -colum for today. If the schedul e
agrees with the result, therefore, filling the colum with result is

conpl eted by pressing a prescribed button (result box)  Wen a change

occurs, neRANALINOLO A Re RS HhL: %@ %%Erﬂf)&i afa e &'k ﬁ?%;iih:jeg%&hﬁy %gé@%et ed by

overwiting. Wien entering an activity resu I ntor tly

Teport no o Re neanun i SRR, G R P R I Al ERRERER (5)° °

"report note colum" ( etin trans I'ng (3).

Only t hedufiupeheolast aktRefM a8t e 2 6BNhERESIIPTretBEted P PRL r@Qﬁ]IGE &L, and

information entered into the "bulletin board transmtting colum”™ i's

stored ifort telayer VEY the lscheGUR @grBes\Wiigh the esBR! UsABLBrOY fiflihe t R Sal es
representatives. Al nunerical data entered into the server 10 are

aut omat | cdhinn stith eekilt is bemplietedins préing naaesitbsd Yastonh Gesalttiddut es of
t he. personal ID. The stored nunerical data are automatically reflected in
conduct Yeémm ashhogeaocers, gimepapetiondfof résule re@ritibe tht herrd@ndatatd
character data are automatically stored in the database for prescribed
years ascuepletedibgovetrwritingersonal ID. The stored data, after retrieval
of details, are conbined with necessary

hen entering an activity result, information not dire_ctiy related to
sales result such as customer information can be entered into a "report note
column" (2) and a "bulletin board transmitting column" (3). Only the
superior can peruse the contents of the "report note column", and information
entered into the "bulletin board__ transmitting column" is stored in the server
ir; a state in which-it 1s perusable by all the sales representatives. All
numerical data entered into the server 10 are automatically stored in the
database for prescribed years as attributes of the personal ID. The stored
numerical data are automatically reflected in conduct results for a certain
period of time. On the other hand, all character data are automatically
stored in the database for prescribed years as attributes of the personal ID.
The stored data, after retrieval of details, are combined with necessary
information, and the result is automatically or manually displayed on the
bulletin board.
The customer evaluating method in the server 10 will now be
described with reference to Fig. 5. The profit ratio (degree of contribution to
profit) and the sales scale {(degree of contribution to sales) of a customer are

four-quadrant-analyzed to automatically determine priority for customers as



~information, and the result is automatically or manually displayed on the
"bulletin board The custoner evaluating nethod in the server 10 will now be
- described with reference to Fig. 5. The profit ratio (degree of 25January 2005
-contribution to profit) and the sales scale (degree of contribution to

sal es) of a custoner are four-quadrant-analyzed to automatically determ ne
“priority for custonmers as 25 January 2005 - 13 shown in_Fig. 5. Taking

into account the nunber of days of actual operation of business, a nunber

of visits for a customer is automaticaBly generated and set. As a result,

it is possible to apply a unique portfolio for priority determnation of
custoners, and thus to appropriately set priorities of custoners The

oy Ok RS BS: IR AR OB D3 S iy o o
d

SR Al G ATl

rom e Ehovb it ) thed uReryen tontiRE &y it teekBfor b B PO ©

cal cul at g&tedinihfos 26E éds@@mef@ ﬁ‘n&eiﬁu§n&)e gﬁ'@ﬁh?fb&gs s&° @ﬁﬁgs by means

of the correlation fornula (R’square functi rants are
gener at eghsabeng, t he point of intersection of the m ddl e p0| nt of sales
scale and the reference equation, to use as a judgnent

The above-mentioned four-quadrant analysis (portfolio) is uniquely
calculated with the following prerequisites:
a) The ordinate represents the profit ratio (degree of contribution to
profit) of the customer;
b) The abscissa represents the sales scale (degree of contribution to
sales) of the customer;
c) Distribution graphs are prepared for the individual customers from
the above-mentioriea numerical values and a éorrelation formula is
calculated at the same time;
d) A reference equation is generated by means of the correlation formula
(R square function);
e) Four quadrants are generated around the point of intersection of the
middle point of sales scale and the reference eqﬁation, to use as a judgment
criterion; and )
1) The number of visits to be made during a certain period is calculated
from the number of operating days of business on the basis of the above.
According to the above-mentioned customer evaluating method, it is
possible to correct excess/shortage of activities by causing an image display

for schedules and results of activities during a prescribed number of days.

When the activity does not reach a prescribed level, an alarm can be



.criterion; and The nunber of visits to be made during a certain period is

- calculated fromthe nunber of operating days of business on the Egsis of

‘the above. According to the above-nentioned custonmer eval uating frRtRYERYZ005
is possible to correct excess/shortage of activities by causing an i nmage

di splay for schedules and results of activities during a prescribed nunber
of days. Wien the activity does not reach a prescribed |evel, an alarm can
be 25 January 2005 - 14 autonaticallx di spl ayed. A nunber of visits to be
made to the customer during a certai 4périod (four weeks) is set on the
basis of the custoner evaluation, and efficient visits to custoners can be
made by correlating the thus set nunber of visits with the activity

schedul eaf@shadiédlyy Qiié’;ﬁl)a%ré&r Bhgunfisert ofRAiditd 9o 4 mARNIH IR Eattolfed | MBI Y

changed in response to the result. The business activity managenent net hod

of the pdesestaituresin Pariodr MudeFediad)i RUSeBL VI IH48iAdY ANeaB8StoRYer
i ncorporating into business support software. For exanple, it Is possible

t 0 aut onetdlaatiby, eakceffriehtavisiteftbi CastbMess oot S5 GIHRR Bf'd:oﬁ'eﬂ&tin?nﬂle _

optim ze the sequence of visits by |I|inking custonmer entered in the visit

schedul ethwr s¢theunebdr wbwriditegwdely the tdvtiviap sthédulgataceiRity! plan)efopr @gent

i nvention, as described above, it is not to submt an activity report on
what t henextpwerkinghiey. ddbenduess eandye timelyoclmngddlin ssabnses twthalrdmltdone
tomorrow (the next working day) (when, where, with whom what, how and to

. what extent) ilhe bpsinesa achivitie nsarprgenoent oxethodi afotheapresennisivieniionon

before the preceding day. Mre specifically, the contents of the daily

report aP¥OValRmge$1enleEaidvey aAYARRRES c BHic éptorpprateer titeg huséness
support software. For example, it is possible to automatically calculate an
optimum visit sequence and time, and optimize the sequence of visits by
linking customer entered in the visit schedule for the next working day with
map information.

In the present invention‘, as described above, it is not to submit an
activity report on wﬁat the reportér had done yesterday or today, but what
should be done tomorrow (the next working day) (when, where, with whom,
what, how and to what extent) is reported to the superior for Haison and
consultation before the preceding day. More specifically, the contents of the
daily report are changed from the conventional concept of recording the
reflection . for today to working out a plan as to what should be done
"tomorrow". This makes is possible to previou—sly discuss the matter with
the superior to ensure effective business activity. By discussing how to
change tomorrow before discussing past results with the superior, it is
possible for the sales representative to change the manner of conducts and
custom so as to take an effective counter-measure against problems or risk in

advance. In contrast to the conventional practice of handwriting the report

on a document, the method of the invention comprises entering online details



.reflection, for today to working out a plan as to what shoul d be done

- "tonmorrow'. This makes is possible to previously discuss the natta W th :
“the superior to ensure effective business activity. By discussing %3@??%ﬂ’2005
‘change tonorrow before discussing past results with the superior, it is
_possible for the sales representative to change the manner of conducts and
customso as to take an effective counter-neasure agai nst problens or risk

in advance. In contrast to the conventional practice of handwiting the
report on a document, the nethod of tRe "i nventi on conprises entering

online details 25 January 2006 - 15 of daily report via a browser, the
transmtting the contents tinely to the superior and requesting |ocations,

t hus enabf dadyt fegc@dubs 4 heolvs® {1y trﬂ%i:ﬁfﬂ;iﬂ%l ﬂ?é(icﬁﬂtenr@gﬁégg@gfq?hglet he

present invention, as described above in detail, the

i nvent i osup&ritotard Tegadstivg Aot£RORS, GhuPasiableeulth SrafuckNthdeime fo
conventional art, but conprises preparing a schedule for tonorrow {tlhe next

wor ki ng degipionamdkiegport activity result on the basis of the prepared
schedule. It is not therefore necessary to retrace past nenory when

preparing an fempidingytor gealiptreseapoinventions apedasctibiedgab@@unt detaidf tiche ti me
required for reporting operation of activity result (daily report

pr epar i ngeshed affi the) investiooeist hots linsitbh ek eapartnet bast sdsulgpastinnthe
activity result on the basis of a prepared schedule, it is possible to

i mprove f@veamsionad \arbf bwlacemprigas direpating a achddrile yor ésmbtrow ftheddétd on,
the sales repre er}t ative nmust consider today what should be done tonorrow
(t he nextVo @@’dapsi,repf@rti%stp@&ssrw@t o0 the hesisvaf theeprepaped echedule.

consci ousness of .the,sales representative and i nprove the contents

(qual i tyft I qo%etwgqqgsge%gaw tp geetrace past memory when preparing an

activity result report, thus permitting reduction of the time required for
reporting operation of activity result (daily report preparing operation).
Since this is based on a method of reporting activity result on the basis of a
prepared schedule, it is possible; to improve reliability of data regarding the
activity result. In a-ddition, the sales representative must consider today .
what should be done tomorrow (the next working day), it is possible to
improve the purpose consciousness of the sales representative and improve

the contents (quality) of the business activities.



- F4 25 JJanuary 20705 2 7 APR 2004 -16 CLAIMS 1. A conputer used for a
managenent system of the situation of business activities, conprbgijRg:
personal data file capable of recording at |least daily activity rggﬁj??’l?rgrzow
each sales representative; an activity schedul e input formwiEkoNT HHEET
input formfor recording a schedul e of business for the' fiéext working day
and ‘used for entering activity results; an authentication fi Iﬁ siPRi RElidat a
for authenticating each sal-es represenjative; and a processi J uni t whi ch,
when a sal es representative nakes a login to said conputer by entering his
of her authentication data, confirns that the sales representative is the
person i Pe}h@stion on the basis of the data stored in said authentication
file, and permts login only in the case of the person in question. 2. A
conput er according to claim1, which enables said sales representative to
log in via internet. 3. A conputer according to any one of clains 1 and 2,
further conprilsi ng® SCTBHEDHSGN IS #rapaneacment sySiewy Phheaifeation efbusiness
regar di ngctpqﬁésflg&ﬁpﬂghqg:addi tion to said activity schedule and activity
results, wherein: data in said common information file are perusable by any
sal es representpatsond datchBle caplitsde of hecosdihg at teagirdadie nictivity eesiii bneach Rk ed
the data. 4. re*laﬁorrputer according to claiml, 2 or 3, wherein: long-term

schedul e "HAYS ®a certain period of time can be recorded for each sal es

represent ati ven abtivigi $he@Ns 8t fiat Fhich!i€ an pud 3WREY RO00ing a schedule of
business for the next Iwor'king day and used for ent_ering activity results;
an authentication file storing data for authenticating each sales representative; and
@ a processing unit which, when a sales representative makes a login to said computer
by entering his or her authentication data, confirms that the sales representative is the person
in question on the basis of the data stored in said authentication file, and permits login only

in the case of the person in question.

2. A computer according to claim I, which enables said sales representative to

log in via internet.

3. A computer according to any one of claims 1 and 2, further comprising:

£
Ay

a common information file storing general data regarding business, in addition to
said activity schedule and activity results, wherein:
data in said common information file are perusable by any sales representative other

than the sales representative having entered the data.

4, A computer according to claim 1, 2 or 3, wherein:
long-term schedule data for a certain period of time can be recorded for each sales

representative in said personal data file.



- REPLACEMENT SHEET e -17 21 APR 2004 5. A conputer according to claim4,
wherein said period for the long-term schedule data is set as fouws J’gﬁié

6. A conputer according to claiml, 2, 2, 4 or 5, wherein: said procesgll §'2005
unit prepares custoner eval uation data by automati cal |y eval uati ng,

i ndi vi dual custoners; and said custoner eval uation data;:@E]B[t_R@IE,RQENWESIPyE T

any of said sales represent atives. 7. A nethod for nanaging the situation
of business activities using a conputer;;according-to clai m % 7cAPRraigng:
a sales representative preparing his or her own activity schedule for the
- next working day; and preparing an activity result report with reference

to said activity schedule at the. e a working day. 8. A nethod
according to c#'ai m‘g‘ WW‘F‘T&”@@F&% F%Fh@nélas‘ﬁhleé@nrsé& eg@ﬁ & the lopgtgsar i ng

a | ong-t eschedigé Bnh [ysed R Bedsor a certain period of tinme, and preparing
said activity schedule for the next working day on the basis of said

| ong-term schedule. 9. A nethod according to claim8, wherein the period of
said long-term schedule data is for four weeks. 10. A method according to
claim7, 8 or 9, which automatically perforns evaluation of each custoner

‘on the basis of. pr CAGOIDAL: dbiinSRLUTRKES, 931 8 SRAeifal d - cust omer

eval uation perusabl e by each of said salés representatives. -18 25 January
2005 said processing unit prepares customer evaluation data by automatically evaluating

individual customers; and -

said customer evaluation data are perusable by any of said sales representatives.

©

7. A method for managing the situation of business activities using a computer
according to claim 1, comprising:

a sales representative preparing his or her own activity schedule for the next workiﬁg
day; and

preparing an activity result réport with reference to said activity schedule at the end

of a working day.

8. A method according to claim 7, further comprising a sales representative
‘preparing a long-term activity schedule for a certain period of time, and preparing said

£ . .
\‘) activity schedule for the next working day on the basis of said long-term schedule.

9. A method according to claim 8, wherein the period of said long-term

schedule data is for foﬁr weeks.

10. A method according to claim 7, 8 or 9, which automatically performs
evaluation of each customer on the basis of prescribed data, and makes data about said

customer evaluation perusable by each of said sales representatives.



. REPLACEMENT SHEET 2 7 APR 2004 11. A software program conprising: a step
of requesting an accessing party to enter- authentication data in
software used in a managenent system of the situation of busi nesgggan'u'f"ryZOO5 _

activities; a step of authenticating login to the per senﬁggeg§§$§§T§HEET

person in question, on the basis of the authentication

accordance with said request; a step ofgdisplaying an input gﬂr WEBOZ b
entering an activity schedule for the next working day for e I @U -
representative hinmself or herself  having performed login; a step of storing:
said activity schedule entered in conpliance with said input form - a step
of 'di spl ayi ngjan agtd ity érlé]nt::igiggu_ ormfor entering an actual activity
- result by uselgf sgisg acteilélri8 y ScC u'mg and a step of storing the activity

resul t ent er ed sien dacqrestmg en wedeksisgpatty to ABGTRARNticktn A2 IDHPRTSass
providin .techni cal idea whi.ch contributes to  achievenent of a higher

ef fici engvﬁilﬂapéaﬁlﬁgfﬁl% S%%@?Qfﬁ'@ﬁ“&ﬂ“% HEBESSREHYHIPy  resul ts,

i Nprovement o sRPIFAEHCAIABG) gd ’ i VeSand

i nprovenent of rgl i abi Iei.ty o% %Ez?géralg gﬁ’?ﬁ?ﬁé??ﬁ%@%@s@l@%?uoélagﬂ tl-“?sal es
r epr esenbity afdhpauwhensicelion dateprered ihasoniandewitbwaid acfuesti t y schedul e for the
next wor ki ng Q%Ye' Aff(ﬁ.er actual. business activity, it is possibhle to prepare
an activity T&58IY 8?}85(1?3\&1%%9}1% UMIOL Srfeging i achvity; se &yuthe Rt eady
pr epar edworking day for the sales representative himself or herself having performed login;

a step of storing said activity schedule entered in compliance with said input form;

a step of displaying an activity result input form for entering an actual activity result
@ by use of said activity schedule; and

a step of storing the activity result entered in accordance with said





