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Field of the Invention

The present invention relates generally to a system for processing the
sale of goods and services and, more patrticularly, to a system and method for the
20 allocation of business among multiple sellers within a buyer-driven commerce

system.

Background of the Invention

25 Most systems for processing the sale of products are seller-driven,
whereby the seller prices, packages, configures and offers the product for sale, and
the buyer decides whether or not to accept the seller’s offer. In & buyer-driven
system, however, the buyer dictates the terms of the offer and one or more sellers

30 decide whether or not to accept the offer. A “help wanted” advertisement, for
example, is a buyer-driven inquiry since the employer is looking to locate and buy
the services of a qualified employee. The inquiry is advertised to a large number of
potential employees, who may respond by submitting their resumes to the

prospective employer.
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Priceline.com Incorporated of Stanford, CT is a nerchant that S
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services at the agreed-upon price, use onto
ascertai n t hdhsePDananggamerbsysiginrtg s¢llsvs kithof dipectlg or fdispdcher-dupyliedwhies,h, i f
1 for individual sellers to either accept or reject. If a seller accepts a Binding CPQ,
5
the CPO management system binds the buyer on behalf of the accepting seller, to

form a legally binding contract.

Thus, the CPO management system empowers individual consumers
to obtain goods and services at a price set by the consumer. The CPO management
20 system provides numerous commercial advantages to sellers as well. For example,
the CPO management system permits individual sellers to effectively sell excess
capacity when actual demand fails to meet forecasted demand. In particular, the
CPO management system provides an effective mechanism for sellers to be
25 confident that if they accept a consumer’s offer, the consumer will purchase the
requested goods or services at the agreed-upon price, and not just use the
information to ascertain the seller's underlying level of price flexibility, which, if
known to a seller's competitors or customers, could impact the seller's overall

revenue structure.
30

For some sellers, and the airline industry in particular, response to an
individual CPO is difficult without significant re-engineering of the existing
transaction processing system. As a result, these seliers empower an agent to

15 manage buyer-driven commerce transactions. These sellers become agency-based
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15 CPO to particular sellers based on region of business, market area, service history or

other factors.

SUMMARY OF THE INVENTION

20 The invention provides a system and method for allocating
conditional purchase offers (CPOs) in a buyer-~driven system. First look and second
look sellers are identified based on their market share in a relevant market. In
identifying first and second look sellers, the system and method also considers the

25 numbers of first look opportunities given as compared to numbers of first look
opportunities due. The first look seller is given the first opportunity to satisfy the
CPO. If the first look seller is unable to satisfy the CPO, the second look seller is
given an opportunity to satisfy the CPO. If neither the first nor second look sellers

are able to satisfy the CPO, the system performs a price-oriented search across the

30 remaining sellers.

When a seller is able to satisfy the CPO with more than one rule or

price, the system and method preferably identify the highest value rule or highest
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This is particularly hel pful where allocation based on the order of seller
response is not possible or appropriate. For exanple if two 18 AUG 2003
br oadcast - based sellers respond at the sane tine, there nmust be sone

met hod f onw@bdQEat i ng the CPO among them  Simlarly, faqy @'Sgoa}aﬁ&ast based
sellers it may be appropriate to allocate or imt the &3 to particular
sel l ers based on region of business, market area. service history or other
factors. 35 1 8 AUG 2003 WD 00/ 49546 PCT/ USOQO' 04064 O -4 price that wll
satisfy the CPO In this manner, the sefler maxinmizes its revenue froma
CPO. DESCRIPTION OF THE FIGURES 5 FIG | is a block diagramillustrating

maj or el ementRsice that wHl sagisfy dim GFO.t lngthis maoneri b selltOmBXi@ize2 its sevandel ock di agr am
il lustrating glepepphs of the central controller of the invention;, FIGS. 3A

and 3B are flow charts illustrating a CPO Evaluation Process in the nethod
of the invention; 15 20 25 30 FIG 4 is a flowchart illustrating a Rules
Eval uation Subroutine in the pEdRPTQON OF THY PiGURRs FIG S is a table
froma database illustrating rules in a CPO nmnagenent system FIGS. 6A

and 6B are flow charts l’#l ustL t] n,g a preferred enbodi nrent of the method
of the invention: FIG Fildsablopkdiagmmjiustatingmaigs $lemgenindhe wewetdfve
enbodi nent ofthd iieentiget hod of the invention;, and FIG 8 is a flow chart
illustrating an alternative enbodi ment of the

FIG. 2 is a block diagram iilustrating elements of the central

10 controller of the invention;

FIGS. 3A and 3B are flow charts illustrating a CPO Evaluation

Process in the method of the invention:

FIG. 4 is a flow chart illustrating & Rules Evaluation Subroutine in

15 the method of the invention;

FIG. 5 is a table from a database illustrating rules in a CPO

management system;

FIGS. 6A and 6B are flow charts illustrating a preferred embodiment
20 of the method of the invention;

FIG. 7 is a flow chart illustrating an alternative embodiment of the

method of the invention; and

FIG. 8 is a flow chart illustrating an alternative embodiment of the
25 method of the invention.

The Figures are understood to provide representative illustration of

the invention and are not limiting in their content.

30 DETAILED DESCRIPTION

FIG. 1 shows a first embodiment of a conditional purchase offer
(CPO) management system 100 for receiving and processing CPO’s for one or more

goods or services, from one or more buyers 110 or agents 120 (on behalf of buyers
35




met hod of the invention, The Figures are understood to provide
representative illustration of the invention and are not limt |BngUGn2[mge| r
content. DETAILED DESCRIPTION FIG | shows a first enbodi nent of

condi ti onatvoposssagse of fer (CPO nmanagenent system 100 I’Bffuétﬁfé?' VI ng and
processing CPO s for one or nore goods or services, fromone

buyers 110 or agents 120 (on behalf of buyers 35 1 8 AUG 2003 a 5 10 15 20
25 30 WD 00/ 49546 -5 PCT/USQU/ 04064 110). The CPO managenent system 100
determi nes whether one or nore sellers, “S-such as sellers 130, 140, 150, 160
are W|II|ng tg r’i\c (1;: a given CPO As d| scussed further below, if a seller
accepts a gi vel? (% PHeanpgsmeahwygiemelf0 deiganinen \&hﬁﬂlerbnmmmrbeelt&twer on
behal f of thesuakaeplien lshe bi n cantrac As used
herein and in_the clai %6@4[} 0, f@ %\né)ﬁg]"'?geogg& g‘(’je”f Atg 1S

Agency- Based ghsrdelow, i asSéllw@rccam@ mw@@e@a@%@lmmﬁmnwst&m lobe CPO

Managenent SYIﬁB@srfhé&; | ng, .S | | er -defined CPO
Rul es Brpadcast - Base IF eh?f?- gagﬁ%f) g \f"glam n@:?@“ia?‘omthe
CPO Managenent System Q@ & & ccess eI ectronic
posting) for evaluation. uConoflkt?%{r?aIPX}Eu lﬁ%‘aggg@?‘”?’g? fer

containing ofB*®t nore conditions submtted by a buyer for the pur chase of
goods and/or services at a buyer-defined price. Binding Conditional
Purchase O fer (Bindi nggereyBased\SejiendiAnggller who has delegated authority to the

CPO Management System to accept or reject a given CPO using seller-defined CPO

10 Rules

Broadcast-Based Seller - A seller who has received a CPO from the
CPQO Management System (directly or by, for example, access to an electronic

posting) for evaluation.

15
Conditional Purchase Offer (CPO) - An offer containing one or

more conditions submitted by a buyer for the purchase of goods and/or services at a

buyer-defined price.

2 Binding Conditional Purchase Offer (Binding CPO) - A binding
offer containing one or more conditions submitted by a buyer for the purchase of

goods and/or services at a buyer-defined price. As compared to a CPQ, a Binding
CPO includes a payment guarantee, for example with a General Purpose Account,

and authorization to debit the Account upon acceptance of the Binding CPO.

Conditional Purchase Offer (CPO) Rule - A restriction defined by
a Broadcast-Based or Agency-Based Seller under which the operator of the CPO

Management System may act as an agent to determine whether to fill a CPO for that
Seller.

30
CPO Management System - A controller that receives and

processes CPO’s for one or more goods or services, from one or more buyers, to
determine if one or more sellers (Agency-Based or Broadcast-Based Sellers) are
willing to accept a CPO.
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of fer containing one or nore conditions submtted by a buyer for the

pur chase of gogds and/ or services at a buyer-defined price. As1 &pgﬁgrmato

a CPO, a Binding CPO includes a an_ment_gua{ anéegztf?[]eeigggtﬁt upona
neral Puwxaom count, and authorization to debi

Sgcept ance of ??lsgsBi ndi ng CPO. Conditional Purchase Of f efC{EMY ke - A

restriction defined by a Broadcast-Based or Agency-Based Seller under

whi ch the operator of the CPO Managenent System may act as an agent to

determ ne whether to fill a CPO for that6- Seller. CPO Managenent System- A

control | & that receives and processes CPO s for one or nmore goods or

services, fromone or rfetrertRpepese Acgourdetiaynicoant froro MbidhpapMeR cael | er s

S 5
Agency- Based t- are wlling to accept a CPO 3
(1 g Aué 2003 89%&{)8/&%5 gﬁgﬁgg?%%g;@om General Purpose Account - Any

f whi ch pa Thxeluding a.credit or debit
Secount . 510 15 50" o5 35+ EAR0pRrIRAF: UG Eh b hiS gtienn Aeifr o
oppor t un% ty ofalsh aPQ vhen therCROmasageinshinsyserCRD cawh e CPCan&RGLERRgemENt

system al |l oc a CPO anong nultiple sellers. Second Look Opportunity -
Tﬁe followug;eggrps)brtunity given to a seller to satisfy a CPO, when the CPO

management systemallo multiple sellers. If the CPOis

unsa?i sfied iyn the fi rs(\s?léﬁo[ﬁuogg@(ffﬂt uni ?y%ﬁhoelﬂévelm POV eHR At of | ow up

oppor tuni ty t¥ledesatisfy 2 GROCPI@NthrGPO emnbfemeneysen dlloakes OPRO bt t Y.
multiple sellers. If the CPO is unsatisfied in the first look opportunity, the seller

10 given the follow-up opportunity to satisfy the CPO receives the second look

opportunity.

Rule - A restriction or restrictions defined by a selier which must be

satisfied before the seller will honor a particular price or sale. In the airline
13 industry, rules include among other requirements black-out dates, day of week for
origination, minimum and maximum stay length, advanced purchase requirements

and cancellation/change terms.

Metric - A ranking parameter used to prioritize sellers. A metric can |

20 include seller factors such as market share, buyer factors such as preference, and

random factors.

As shown in FIG. 1, the CPO management system 100 preferably
includes a central controller 200, discussed further below in conjunction with FIG.
25 2. The CPO management system 100 may provide a given CPO 10 selected sellers
130, 140, 150, 160 based on predefined screening criteria, so that sellers only obtain
CPO’s that they may be interested in or are authorized to screen or have the
potential to fulfill. Alternatively, the CPO management system 100 may provide all
30 CPO’s to all sellers for screening.

As discussed further below, each buyer 110 contacts the CPO
management system 100, for example, by means of telephone, facsimile, online
access (i.e. the Internet), electronic mail, in-person contact or through an agent, and

provides the CPO management system 100 with the terms of the buyer’s CPO, Itis
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purchase requirenents and cancell ation/change ternms. M F 206t anki ng
paraneter used to prioritize sellers. A netric can include sel | er factors
such as market share, buyer factors such as preference, and random
factors. As shovvn in FIG 1, the CPO managenent system 100 preferably

i ncl udes ‘a centr control |l er 200, discussed further below in conjunction
with FIG 2. I@P@Bc Hugdheand slier 16 1901 360 y6(may erdpopa geneea- CPO t 0

sel ect ed sel | gt ose]c%g'x uiketfor cdmbh edef i ned scr eni ng
criteria, so g?t sel lers onl y gn%gl é%%%BO%?na%%en | nterested in
or are aut hor il 22¢ghiet dupteated, dic chrard-rumese pﬂzmamrus;breitembf\woinphlsed of a

Al ternativelyproc@8ingRM TBRARGIES 00 rovide all ~CPOs to all
sellers for sereeni % As di scusi‘l(gga’ {&Ié ﬁ"\}él,'ggﬁ?:rﬁ RFPedety cont act s
the CPO ~ manadfiriat cgwsqdémcqmmunmmcu@hahrqﬂ:m riayagemamissyaémtigb.ephone,
facsimle, online access .e. the Internet), electronic mail, in-person
contact or through an ag® @n@agerpmwmwmes@aoam R4TEIRP) un&ggtem 100

with the terng d&rh 8 Q0/ 49546 -7
PCT/ US00/ 04064 nﬂ%ltt erd&t”%g%mgg%h C{]% o E‘T”e’io‘%ghh‘%’ungZgog(fv@"“iﬂb the 50 160 may
enpl oy a gener®fes herefsembly ‘C@mutd@ﬂaﬂancomdrﬂam and fotheginférinatidrhige e

managengmt sygsde he ge raI pur pose
computer is pre?'glr)tggl? The-EBBHﬂngt?Jgflln%LH&%;OCGS%P% o1 %Wﬁ?ﬁﬁl cation

device (e.g. @b ﬁ%‘-’r’ff’f W#éhﬁﬁrlwkmaﬂsc}mktnanm sinalobanpeogagaeqUi red to

communi cate wth the CPO managenent system 100. The CPO nanagenent system
100, as well as any general -purpose conputers utilized by buyers 110 or
sellers 130, 140, 150, 166“?’5‘3 ?M@@&%Dfﬁfh@" -BASGHSENLERSf erabl y transmit

digitally encoded dat asadamkSend ek BRI QReaBiRbERRL e 86, anOL her . The

comuni ¢ation | inks between the nodes pref y conpflse a cable, fiber

or wirel ess |'THREIRCHATIET L90RreferhlyPrevidesan opdenal apengyaigatiue that perits

the CPO management system 100 to accept or reject a given CPO on behalf of

certain agency-based sellers 130, 160 who have delegated such authority to the CPO
management system 100. Thus, the CPO management system 100 preferably (i)
20 evaluates CPO’s on behalf of certain agency-based sellers 130, 160 who have
delegated authority to the CPO management system 100 to accept or reject a given |
CPO, and (ii) permits broadcast-based sellers, such as sellers 140, 150 to evaiuate

CPO’s independently.

25 Thus, the CPO management system 100 can preferably provide one
or more CPO’s to each broadcast-based seller 140, 150, for the seller 140, 150 to
independently determine whether or not to accept a given CPO. It is noted that the
CPO management system 100 can provide a CPO to each appropriate broadcast-

30 based seller 140, 150, for example, by means of a broadcast transmission, or by
means of posting the CPO, for example, on an electronic bulletin board accessible
by each broadcast-based seller 140, 150. Alternatively, the CPO management
system 100 can evaluate one or more CPO’s against a number of CPO rules defined

by one or more agency-based sellers 130, 160 to decide on behalf of an agency-
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25 30 35 AGENCY AND BROADCAST- BASED SELLERS According to one feature of
the present invention, the CPO nanagenent system 100 pref er ablj\g IZF!BS
an optional agency feature that permts the CPO managenent system 100 to

' ' [ - | ers
accept or teadss@ gi ven CPO on behal f of certain agencycpl d sel
130, Io160 \Mvw\? have del egated such authority to the CPO rranagg'ﬁ@?‘ﬂ“ system

100. Thus, the CPO managenent system 100 preferably (i) evaluates CPO s on
behal f of certain agency-based sellers 130, 160 who have del egated
authority to the CPO managenent system 190 to accept or reject a given

CPO, and (ii), pernits broadcast-based sellers, such as §e||ers 140, 150 to
eval uate CPOP&ef ARlishHhd AP Ioaccepr arreiechegiBRCT PN Ag dlistratiwyset FIAPLO0 can

f er abl I @M¢é Q b st-based seller 140,
2r58 for %/hg gleulz‘d‘ligrr@l?%a,n ?Lg %%b&?ﬁaéélsésg%%ﬁt?ﬁ}négf(ﬁg?% ne whet her or not to

accept a given CPO It THusngé edotiahednit L Sysiem 100 can
prov!ode agCPO to each apprsopri ate br%adca?&gg_bfa@gglgg‘g%né?e' 4%, °O"18%7 for
exanpl e, by mishises 14P, bo0eerpipcaivemGRM Ebrosdeastingahe GRO toremhsellef 141st i ng t he

CPO, for exa AR ' i oar.d.accessi.bl each
br oadcast - bagglm?sngﬁl&gﬁqnlgéelo_, _ :ELégo._ %?Iﬁjgjrelr:\tg% greﬁya:%p%"& t&éﬁmﬁﬁﬁéﬁ%t system
100 can eval uBYS 'pFradera degision GPeither angeptirsiectorrumbara RO GRP&:Halflogsn def i ned

by one or nor ers 130, 160 to decide on behal f of an
aéency 18 Aﬁeg%g%%ggigf%gg%d PCT/ USO0/ 04064 -8 5 10 15 20 25 30 based

. . . : f @)
Ul s fag |11ustrative. Souney parblr RICh SRR iy p Yo it Srdefnal s,
t he CPO manag®hsiversjasaanbaseDsclemt 3det 6 for which fheaaléer 080,60 & willing to

accept a CPO. For a more detailed discussion of CPO rules, the manner in which

they are generated, and related security issues, see U.S. Patent Application Serial

No. 08/889,319, entitled Conditional Purchase Offer Management System, filed

15 July 8, 1997, and U.S. Patent No. 5,794,207.

FIG. 2 is a block diagram showing the architecture of an illustrative
central controller 200. The central controller 200 preferably includes certain
standard hardware components, such as a central processing unit (CPU) 205, a

20 random access memory (RAM) 210, a read only memory (ROM) 220, a clock 225,
a data storage device 230, and a communications port 240. The CPU 205 is
preferably linked to each of the other listed elements, either by means of a shared
data bus, or dedicated connections, as shown in FIG. 2. The communications port
240 connects the central controller 200 to each buyer 110 and seller 130, 140, 150,
= 160. The communications port 240 preferably includes multiple communication

channels for simultaneously establishing a plurality of connections.

The ROM 220 and/or data storage device 230 are operable to store
one or more instructions, discussed further below in conjunction with FIGS. 3
30 through 8, which the CPU 205 is operable to retrieve, interpret and execute. For
example, the ROM 220 and/or data storage device 230 preferably store processes to
accomplish the transfer of required payments, charges and debits, between the

selters 130, 140, 150, 160 and buyers 110. The processing of such accounting
35




sellers 140, 150 accepts a given CPO by broadcasting the CPO to each seller
140, 150 and receiving an acceptance or rejection, or by appl |8nguﬁhﬁwgpo
to the CPO rules to render a decision to either accept, rej ec

a CPO on bebabdesed an agency-based seller 130, 160. As g @g further
below, a CPOrule is a set of restrictions defined by a gl ven ency- based
seller 130, 160 for which the seller 130, 160 is willing to accept a CPO
For a nore detail ed discussion of CPO rules, the manner in which they are
generated, and related security issues,” 9see U. S. Patent Application Serial
No. 08/ 8?39 319, entitled Conditional Purchase Off er Managenent System
filed July girangemypns apgreferably mgpese in aponventional momer. FirGxardple usmpbl ock

di agr am show Rei-kh&viéShto UleBhffyuedn 1l lustrative central controller
200. The central cont rrg Iéefr%ﬁgog pr‘i‘%eerably i ncl udes certain standard

har dwar e conponents, sughdag st%ra%@ﬂ&xﬁ@é 230G @E{%\%&%%&legg@as random

access nenory (RAM 210, a read only rrermr 2?5 a data

stor age devi cRYorRtabase 33, angrifen ditebase disandarselle 40es dplvba@I420%e | S
preferably |igkadiat8.£380 pRfferd t means of
a shared data busfl or depl c°£ Wﬂg%gﬁg%ﬁag%ggn&ﬁm@r?m ﬁ“«g]g) ‘%}S The
communi cat i on¥ '%ﬁt’eglgﬂ!@d vith ieecERO masagemnntrsasters d O rocﬂell&boc&(w séroiceach buyer
1 10 and sel lgicpB3flyers? ni ca rt 240 preferably
i ncl udes mul tiple cé’?n%uﬁf'é‘i’??°°“‘§°§&‘§%%g %‘Q?@%sﬁ”ﬂ ngff%éﬁébl i shing a
plurality of SUenatrmaien onfach ROk &2k GAG nmnagtateat @stemalg)e, lda\w.ﬁg 230 are
operabl ® to S di scusse t her bel ow in

L Ezlit%Qn@ﬁnﬂﬁ)B?md ﬁiﬁg{gq%} rLop,n suc ltﬁjwé ? m

conj unction with ble to
retrieve, i nt"éhemf%t dfmhasee?)aéquaablﬁmontamxarqabﬁ of tih G?@b&ﬁ@p@@@},é@r dat a

; . acco he transfer
o1 °requi red parert o reersato R QuDhPERRERP sl e Bl it ien, “Ta0

150, 160 and ardsthd aQociaibdsigno CEeskiy rués mhseazza@wﬁmmP nintdifs AUG 2003
WO 00/ 49546 Qﬁ;l’éf,@%/%%pgncoormq%ggr anSﬁ%td 65@[31 G}Qﬁ referably secured in a

conventldnal nanner or exanpl e * cryptographic

techni ques. The data s 230 | ncl t le a se|l er database
231, a buyer databas eh‘%@gg’%’éﬂﬁ% Sto@%‘f dPKs éc’jgg‘\?ﬁ‘gﬁsda gﬁ ééi"‘i‘ lggtion | es

dat abase 234 .Propiags 235 and a rules evaluation subroutine 236, discussed further below in

conjunction with FIGS. 3A, 3B and 4, respectively. Generally, the CPO evaluation

process 235 (i) receives each CPO from a buyer 110, (ii) provides each CPO to the

2 appropriate broadcast-based sellers 140, 150 and evaluates each CPO against the
appropriate rules of each agency-based selier 130, 160 and (iii) determines whether
any sellers 130, 140, 150, 160 accept the CPO. The rules evaluation subroutine 236
is a subroutine executed by the CPO evaluation process 235, which receives a CPO
25

and compares the CPQO against the rules of one or more agency-based sellers 130,

160 to generate a response on behalf of the sellers to the given CPO.

Having described the system of the present invention, a first method
of the invention will be described. At step 301 of FIG. 3A, the systemn 100 receives
30 a CPO from one of the plurality of buyers 110.

At step 303, the system determines whether the CPO is a valid offer.

At step 305, if the system determines that the CPO is not valid, the

system requests the buyer retransmit the offer.
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sel |l er database 231 preferably stores information on each seller 130, 140,

150, 160 which is registered with the CPO nanagenent system 10@ TANIGS 2003
goods or services to CPO buyers, including contact information. The buyer
dat abase 233 opidigerably stores information on each buyel;C]g{Jsow“% 4CPO
managenment system 100, including 10 identification infornmation S50 billi ng
information, such as a credit card nunber. The offer database 233
preferably contains a record of each CPO being processed by the CPO
managenent system 100, including the codliti ons associated with the CPO
and the &ssociated status. The seller rules database 234 preferably

mai ntains 15 the CPO riy ep X0gr wighe valid offer.shegystamyredzased psghdrer s 130, 160.
In addition, {fgigata storage device 230 includes a CPO evaluation process
235 and a rul es eval uation subroutine 236, discussed further below in
conjunction with FIGS. AW neral v, the CPO

eval uati on 20 process 2&3:?& i%;agftg%giét\?g{s&zég@ﬁ{e%&&%%%gBﬁ?éelr%érﬂgf IS(i i)
provi des_ eachv&HO to the appropriate broadcast-based sellers 140, 150 and
eval uat es each CPO against the appropriate rules of each agency-based

sel ler 130, 160 and (i iftsteget! brifihaaystanh detbrorinesalmy treghyeers idedOfierid0, 150,
160 accept 't Nfor GBI, G sttt Y e W dr A b URE A'alBert 3R, @ SUP Out i e

execut ed by the CPO eval uation proce ecelves a CPO 25 and

compares the CPO agal nsi i385 Uhessiahn AGRY HBfiE: tggg)g&{aﬁg@%&dseﬁ%ggfs 130,

160 to generate a response on behal f of e sellers iven
Havi ng ggscr i BEExenicsayryles pyafatiomsubmutioe fir apgeneehased elices. fhestlesret hod  of

the inventi onewiatiodGibARSBGE s ?Sﬁéé%ﬁ%@ cl%g n&ion':\l'i% Frety, Lhe system 100

receives 30 a CPO fromone o ura of buyers 110. At step 303,

the system determ nes vglh8ls tien Toller 3 c.@'%tgﬂ'lciéi’&ftﬁeesr stefiireiiy 30,302, 11 the
t valid, the ’'sys

system deternjines that the CPOis no emrequests the buyer
retransnit t hi§asppesccentmcy signghUG 2003 WO 00/ 49546 PCT/ USOQ) 04064 O 5 10 15
- 10 At step 307, with a valid offer, the systemreceives a paynent
identifi®r. At step 30%tsttpdlEydee thegystem sgca'ss mprstthaaront hecepayerent

identifier iSsignal, the system selects one acceptance signal.

At step 319, the system identifies the seller corresponding to the

acceptance signal.

20 At step 321, of FIG. 3B, the system provides the selected seller with

personal information of the buyer.

At step 323, if the CPO is not a binding CPO, the system determines
whether the buyer defaulted or reneged.

25 At step 327, if the buyer does not default or renege. the system ends
the CPO evaluation process.
At step 325, if the buyer defaults or reneges, the system collects a
penalty from the buyer and then ends the CPO evaluation process at step 327.
30

As discussed above, the CPO evaluation process 235 executes a rules
evaluation subroutine 236 during step 313 of FIG. 3A to determine if one or more

agency-based sellers 130, 160 are willing to accept a CPO.
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.
valid. At step 311, if the systemdeterm nes that the paynent identifier is
not valid, the systemrequests the buyer retransmt the paynent 1@% Qﬂ@r
At step 313, the systemtransmits the offer to broadcast-based sellers nd
execut es awigh@sssgval uati on subroutine for agency-based sellers. The rul es
eval uation subroutine is discussed bel ow in conjunction GFTHS0€64 4 At
step 315, when a seller accepts the CPO, the systemreceives at |east one
acceptance signal. At step 317, when the systemreceives nore than one
acceptance signal, the system sel ects -dne acceptance signal. At step 319,
the systémidentifies the seller corresponding to the acceptance signal.
20 At step 321, of FI G ABB;p 4teofISt €mhayemdtRmphlaesetesify seller with
personal info L QD . buyer. .25 .30 tep 323, if the CPOis not a
bi ndi ng CPOQ, % ﬂ?sé‘%@{'gﬁe%g?g’%xwggfowﬁﬁ%mﬁ&@ﬁgesdby@fe Ened by aggner- r eneged.
At step 327, basedbadleupriddoes not default or renege, the systemends the
CPO eval uation process. At step 325, if the buyer defaults or reneges, the

systemcpll ects a penahtsyepf40dnthe Hatehigetdmaias whiger ﬁ?@dm’esgaeo eval uation
process at stgp B2, tﬁgq;bscussed above, the CPO evaluation process 235
executes a rules evaluatron subroutine 236 duri ng step 313 of FIG 3A to

determne if one or nor agepncy-based sellers 130, 160 are willing to
accept a CPO. 35 1 8 A S%gggﬂéhﬁ6¥slf'é%§%“ﬁ@%ﬁ@§®eﬁé’@dek ingatighiesiothe01, of

FIG 4. the systendevifioathesotréspofdi ssiléh corresponding restrictions as set
forth in any CPO rules that are defined by agency- based sellers 130, 160.

5 At step 403, the systdmtegd0@rthd syssmwheinsed tha AyleSRAA B ESbREne

with an indication of whether a rule was or was not satisfied at step 403.

The steps thus described and illustrated in FIGS. 3A, 3B and 4 allow
the system to accept and validate a CPO; transmit the CPO to broadcast-based
i5 sellers; execute a rules evaluation routine for agency-based sellers; determine
whether any seller accepts, and bind the CPO when a seller accepts (assuming the
CPO is a Binding CPO). The method in FIGS. 3A, 3B and 4 does not provide a
method to allocate a CPO among multiple agency-based sellers 130, 160. Sucha
method to allocate a CPO to multiple agency-based sellers in accordance with a

20 predetermined strategy is described in greater detail with reference to FIGS. 5

through 8.

With multiple agency-based sellers, the system 100 uses information
in the seller database (231 in FIG. 2), and the seller rules database (234 in FIG. 2)to
25 determine whether any of the agency-based sellers can satisfy a CPO. Asan
example, in FIG. 5, the seller rules database (234 in FIG. 2) includes information on
flight schedules 505 for multiple agency-based sellers of airtravel. Depending on
the restrictions in a CPO, more than one of those agency-based sellers may be able
10 to satisfy the CPO. Thus, if the CPO merely requires departure from New York and
a destination in California during the first quarter of 1997, two agency-based sellers
can satisfy the CPO. One agency-based seller 510 has a flight originating in New
York on January 1, 1997 and terminating in Los Angeles, with a stop in Chicago.

35 Another agency-based seller 520 has a non-stop flight originating in New York on




satisfied by the CPO. At step 405, if the systemdeterm nes that a CPO rule
is satisfied, the systemidentifies the corresponding seller. 1§ A9G220035
30 35 At step 407 the systemreturns to the rul es eval uati on subroutine

with an |g'q*1 on of whether a rule was or was not Satlﬁi} 9 at step 403.
i ZE Sl

The steps 't scribed and illustrated in FIGS. 3A, 3 |l ow the
systemto accept and validate a CPO transmt the CPO to broadcast-based
sellers; execute a rules evaluation routine for agency-based sellers;
determ ne whether any seller accepts,-tnd bind the CPO when a seller
accepts (assumng the CPOis a Binding CPO. The nethod in FIGS. 3A, 3B
and 4 does nd’tflaqohéyl‘i?é aad temminatek ihGan Flanciatoe HoweRE), aganogbased tdliet §30

agency- based sel ch nmet hod to.al |l gcat CPO to nmultiple
agency- based 2874 tg S ﬁ%@&%@a@f&%"s&ﬁ\ ﬁc%a"uber%odfé‘t‘%’f‘%?{?é”ﬁ%r T éﬁfy is

descri bed i n dareciahetrin detfakt quatdrrr1@f7erence to FIGS. 5 through 8. Wth

mul ti pl e agency-based sellers, the system 100 uses information in the

sel l er dat abase (231 i Iﬂuslﬂht@.deébhbecﬁﬂdthttﬂitﬁe thah bﬁafagehldyelsasdaieﬂa%ﬁ: 6234 in FIG

2) 0 et RO Pl A0FRY RS bR 3] @ O

i ncl udes i nf argemiyitapedasllert.| Agditiomtih edibn@auIBES adcty-Batkd bdMes a?egﬁﬂ'&t\b‘ based
i nore than

sellers of airtravel . endln n he restrictions in a o]

one of those® 5‘@%8?])96153&1’%’@“? rﬁ?i? ‘Béa"é?ﬂ‘é EP 5} "ég‘fﬁe?ﬂﬁ/l”ﬂ%é PO, Thus, if

t he CPO rrerelsystérﬁﬁhtUsf %uéiﬂ@ﬁlldchté%ef(ﬁfi(md\&n\é/pXMEKlala{g@ncyabagﬁﬁkl]&aﬁdd)n in |
Callfor a duri nﬁ’@i‘ I rst gﬁ&eter o{h 1997, two ag?ncy based sellers can

sat i sfy he CBE ERer alloesie the ¢ wg Py F Pessiblanicen FISSGHEPSE gi nati ng i n

New York on diafisad Yeldw in @3 ercdiehil it eAncd i FIGSLOTMrARYGl €S, With a stop in

Chi cago. Anot her agency-based seller 520 has a non-stop flight originating

in New York on 1 0 AUGAZH&ARodE al6¢at9bdr0 Bedhdatith R84y baseliZellers is
illustrated in FIGS. 6A and 6B. At step 601, systern 100 receives data from a buyer

15 and forms a CPO. This step is functionally the same as described at steps 301
through 311 in FIG. 3A.

At step 603, the system determines which of the agency-based sellers
can possibly satisfy the CPO. As an example, if the CPO is for air travel with
20 specified departure and destination points, only agency-based sellers servicing those
departure and destination points can possibly satisfy the CPO. The other agency-
based sellers are unable to satisfy the CPQ and are excluded from further
consideration. Similarly, if an agency-based seller has no qualifying prices that
could satisfy the CPO, they are unable to satisfy the CPO and are excluded from

25
further consideration. The system thus uses multiple factors to determine whether a
seller can possibly satisfy the CPO.
At step 605, the system determines a first look opportunity seller
20 from those agency-based sellers that can possibly satisfy the CPO. This

determination is based on a metric, which in the preferred embodiment considers a
relative market share of all the agency-based sellers that could satisfy the CPO. The
system assigns the first look opportunity to the seller with the largest relative market

share in the market offered in the CPQO, with consideration for the number of first
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March 3, 1997 and termnating in San Franci sco. However, agency-based
seller 530 is unable to satisfy the CPO because the departure 1p@im5izgg%ot

New York, and the date is not in the first quarter of 1997. 5 10 15 20
30 As thug&ggﬁ&r'sbed, wi th nore than one agency-based seller able to
satisfy a , System 100 must have a nethod to al | ocat F4HE¥M4nong t he
agency- based sellers. Additionally, when nultiple agency-based sellers are
able to satisfy a CPO and they are further able to satisfy the CPO at
different prices, the systemnust desiftable allocate the CPO to one
particul ar agency-based seller, and nust further allocate the CPO to one
of the possi bloek ppparesitied @siedioapa agéy-bded GElldd oeksahOurhse: gF gat er det ai |
with referencEmEo FIGS.. 6 throl?uagh 8. %Fnaat hod to allocate a CPO anong

mul tiple agency~ SRELYILIST fusg thakagenty- $lEl in FIGS. 6A and 6B. At step
601, system 100 recei ve@ daia fro? a bg%;er algd forms g CPO This step is
functional |y the same asciel®y [e5eys Qymisrapiiirsideok enppguRHespravided te G 3A. At

step 603, thesd;lyrstfmﬂiﬂae.aMﬁmeshwﬂia&iahf&mai@q&mgah%% ORdidfiton can
possi bl yd sat i if the CPOis for air travel with

fy the CPQ As an exanpl e <
speci fi ed deptz?rr glﬁ?cét'%{h‘&ﬁﬁgé?qu%‘wq%ﬁi fYhen thesystem geasiips pagk EPOetheer
servi ci ng t hohistoridRifeiratiborpdiborl@sitiés 1R6VigH B0k SelRAR PRSSER|Mmsat i sfy the ‘
CPO. The ot her eaé%-pobased sellers are unable to satisfy the CPO and are |

excl uded fronf THugsIhat ate R forspsh sellen \As g resultpf span daetasadhed sel | er
has no qual i fMinft@gr Bf dppeRudificidue 6R4HhE nSRbirst Mpﬁohﬁni@?s_q;ro%ggy ar@ rs&ci_(#ﬁ'ﬁpl eto
e

satisfy.the CPO and are excluded from further consideration. system
t hus usd¥ mul 3gFgsment andiths ystew ademBts it brinathern de clgser ggietraent bun possi bl y
satisfy the CRuhiég o bBin Qﬁocaﬁmosyesgeﬁsmmseﬁlﬁt BESorAglebhst. TROK
opportunity seller  fromthose agency-based sellers {Rat "can possi bly
satisfy the CHEErePAcat cagbe asimplranumssicaldliffeiense befveen epportimitiesvieand i n t he
preferred emigdiingNb é’ﬁé?r?é b QifftrentEhdl B ke : t he
agency- basegb]gelll erjsrt at n%gul lol gegt i sfyk‘%ﬁﬁo @%%Eﬁfﬁggg@yé%g%dassi gns the
first | ok opportuni tyWiﬁlﬁlh‘lﬁpﬁQ’%}déﬁ‘ECIgﬂoﬂswvamreP%?thleﬂ{e_ BdEt@lrﬁiB# Wficar ket

share in the market offered in t ) consideration for the nunber
of first agency-based seller gets the first look opportunity, some weighting or priority of

5

factors is required. If the relative market share is normalized among agency-based
sellers who can possibly satisfy the CPQ, that relative market share can have a value
between zero percent (0%) and one hundred percent (100%). With two agency-

based sellers, A & B, that can each satisfy the CPO, and seller A having three times

20

the relative market share of seller B in the relevant market, then seller A with the
larger share would have a relative market share of 75%, while seller B with the

smaller share would have a relative market share of 25%.

25
With these relative market shares in the relevant market, seller A will

receive seventy five percent (75%) of the first look opportunities (e.g., three out of
four first look opportunities), while seller B will receive twenty five percent (25%)

of the first look opportunities (e.g., one out of four first look opportunities).

30
At step 603, the system also determines the seller receiving the

second look opportunity in the same manner that the first look opportunity is

determined.

35




35 1 8 AUG 2003 WO 00/ 49546 PCT/ USOO' 04064 0 5 10 15 20 25 30 -13 | ook
opportunities provided to that agency-based seller versus the n¢db¢MGonB
first 1ook opportunities due to that agency-based seller. The system
records nu first | ook opportunities provided to sellers for

di fferent gﬁggﬁwgﬁis historic information forns part of FREUSHder ati on
for allocation of first |ook opportunities. Wen the systemreceives a new
CPO the historic information on opportunities provided for each seller is
conpared to the nunber of opportunities4that are due for each seller. As a
result of many factors, the nunber of opportunities due and the nunber of

opportunities provi ded Atrsepseldhanyistm GHrBHEE Mhet@&dnd &‘Heﬁ%é%ifiﬂ%ﬂ{et enpts to
bring themi nh%tﬁ)lo ser agr eerr.ergt E% wei ghting or biasing allotation to the
sel ler that is nost °BR™ 'fty%'F £POThe  di sagreenent can be a sinple

nunerical difference bg%w;egi gn I’tLi[}i ties due and provided, or a
percentage difference BECWEEN ’dB‘gSFT AIECFiReE disdirstierknportamity. dideth nul ti pl e
factors consisisfydhd QPONRe SRtek detdrRirde vaEMEMBe WECBcei @ T&EX&J&?&% xSel ler

ty o

gets thedfirst | ook o t.uni some wei ghting or priori actors is
required. |f ?ﬁ?@gPrgfya{;ﬁé}Igdﬁﬁr@@ share is nornalized anong agency- based
sell ers who can possib that relative market share can

ly satisfy.the CPO I
have a val ue between Z%Fﬁpﬁzf’d%‘ﬂ er(?f%i scHers &rvei ving il ferat lpel erportuinn09) .

Wth two agenmyhe faaridosicbiperitnitydadstiBs tHeltaio, GRN ﬁ@xﬁ@irﬁ@h*e%}*? tpe CPO and
seller A havicn?até hhgﬁ.tiec&lecz it}&?rel ative mar keg share of sel'ler Bin the
rel evanf, mar KETC 3 RES AnAIngGrg bpthahe buyerand sgliir e woul d have a rel ative
mar ket s%are of 75% il e gﬁ WrHE wiith the smaller share would have a
relative market share Of 558853 ineitharpbths sellsrasersiuingtheiisst letkar es in t he

rel evant mar kapportwstyloe 6echndobk opﬂoﬂﬁ@iit})/ﬁti%ﬁQﬁg(YPéth@sﬁﬁH:@é (% of the
first |ook op\%(l)rturhities e.qg., three out of four first ook

opportunities 1CthER fere areremajning sgllers. 1 ecei ve twenty five percent (25%

5 At step 613, if there are no remaining sellers, the system notifies the
buyer that no seller was able to satisfy the CPO.

At step 617 of Fig. 6B, if there are remaining sellers, the system

performs a low price lookup from all sellers, and selects the lowest price satisfying

the CPO.
20

At step 619, the system determines whether any seller satisfied the
CPO. 1f a seller was able to satisfy the CPO, the system binds the CPO and informs
the buyer and seller at step 611 of FIG. 6A.

25 If no seller was able to satisfy the CPO during the low price lookup,
the system so notifies the buyer at step 615 of FIG. 6A.

As illustrated in FIGS. 6A and 6B, the system gives the highest
priority agency-based seller an opportunity to satisfy the CPO. 1t is possible that an
30 agency-based seller will be able to satisfy a CPO with more than one rule. For
example, if a CPO includes a price term of $300.00, and the priority agency-based
seller can satisfy the CPO with two rules having prices of $250.00 and $270.00, the

system must decide which rule to fulfil the CPO with. In the example, the CPO
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of the first |ook opportunities (e.g., one out of four first |ook

opportunities). At step 605, the system also determ nes the sel 8eAUG 2003

receiving the second | ook opportunity in the sanme manner that the first

| ook oppor | s determned. 35 1 8 AUG 2003 0 5 10 15 20 25 30 WD

00/ 49546 -‘ﬁ%ﬁ?dusom 04064 At step 607, the system det efTh YRt her the

seller receiving the first |ook opportunity satisfied the CPO At step

609, if the seller receiving the first |ook opportunity did not satisfy

the CPO the system determ nes whet her-1She seller receiving the second | ook

opportufity satisfied the CPO. At step 611, if either of the sellers

recei vi ng t heéirfds as$30080kbio gpospeaifié questicoris vhethaahogygtemofali | ORP OPOURI t Y

satisfies th t stem binds the CPO, to create a Binding CPO and

i nforms bot h%ﬁg&o%&%?“?ﬁd seller. At step 613, if neither of the sellers
satisfied

receiving the first lo unity. or. second | ook opportunit
. the CPO, the system de ep%gér%glgt;etdv?ﬁ'gﬁ'énrcmf hwglF%mg?eetgzi'"e()r?ﬁirﬁF ﬁ?jmg%ﬁ %‘érs. At
step 615, if GPetle systemnelecte timihighag vslek beliighest frizes yigé dim widtsafidfethet he  buyer

that noJsell able to satisf e, CPO At st 617 of Fig. 6B, if
there are re%’idgﬁﬁéhlssreqap%ef’stﬁe?yﬁtseem)s/t}/'@se%e ngraf‘g}eﬁ’éﬁg“lp&%? B Y2 | ookup from
all sellers, saistyimethe PO, tHoagh heegtenpbindeths AP0 YHepgice tfreinelPey it step 619,
the system d%tern}r es_whet er, any S |l er ﬁatisfieg&he CPQ _If a seller
uns abi e to DuErorhR EnPaR tepty S i ae B bR ant ChR o * he
buyer and sekbwd onlly betfelfilledlat tif lotwbiGpric®Alt also assures agency-based sellers that

10 they will receive the maximum possible revenue for each CPO they fulfil. Without

these assurances, certain agency-based sellers might decline to participate.

It is also possible that factors other than price are used instead of or
in addition to price in selecting a particular seller. In the airline industry examples
15 of these other factors include: level of service; date / time of flight; seat class or

booking options; and day of week of travel.

Using the CPO management system illustrated in FIGS 1 and 2, the
preferred embodiment of the method illustrated in FIGS. 6A and 6B allows agency-
20 based sellers a first look and second look opportunity to fulfil or satisfy a CPO,
based on a predetermined metric. The metric described is relative market share in a
relevant market. When a seller can satisfy a CPO with more than one rule, the
system allows the seller to maximize revenue with the highest price or highest value

CPO. Various alternative embodiments are also available.

25
The metric that system 100 uses at step 605 of FIG. 6A to determine
the first and second look sellers can be something other than an adjusted market
share. For example, the metric can be based on total market share, without
20 adjustment for the relevant market (e.g. origin/destination pair). Altematively, the

metric can be based on a random number. It is also possible that a buyer preference
metric is used. A buyer preference metric can be a buyer requirement regarding a

particular agency-based seller as a condition of the CPO. For example, the buyer
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If no seller was able to satisfy the CPO during the |ow price |ookup, the
system so notifies the buyer at step 615 of FIG 6A, As illust{§t apGi 2003

FI GS. 6A and 6B, the system gives the highest priority agency-based seller
an opport wih govsoksg satisfy the CPO It is possible that g@r,R6606y" based
seller will be able to satisfy a CPOw th nore than one rule. For exanple,
if a CPOincludes a price termof $300.00, and the priority agency-based
seller can satisfy the CPOwith two rul es having prices of $250.00 and
$270.00, the system nust decide whichlfule to fulfil the CPOwith. In the
exanpl e; the CPO 35 1 8 AUG 2003 WD 00/ 49546 PCT/ USOQ' 04064 0 5 10 15 20 25
30 -15 bi nds™May inslaatr Dyefepanee fon e payed pifagenaychasad sgHerjos aphewiliggnesseo syst em
fulfils the 0. In the described enbodi nent, when

GEREb AL partRap? ?g@g@ﬁgz Z%B%

nore than one rule satis t he system sel ects the hi ghest val ue
or highest priced rul egiiRat ;M & HliuSitkd Ste¥nati lgﬁgr Dok eSodiiangr . the
systemfulfils the CPO at t?]e hi glglhesét Sﬁa%gg%nr] va ?Jdéb fs‘%tn‘!i‘? i ngq)?t he CPO,

t hough ghe s{hstieventiomds thenfarstaiemativet ameboginiens abpercTqli sxdteby ) Qtreceiveayer . Thi s
ensur es”t hat 44he gﬁfq(g r Ul fi 1. anat her, CPO . whi ch
could only be t?ul‘)?ll ér%tﬁ %?%essdle%%rﬂg?%}ggssfﬁ&gﬁg ﬁéegssaﬁ're éig d%é%neéiy- based
sel | ers t hat at stdpe g0lnthirdughdd bingGt Ad. nmaxi num possi bl e revenue for each CPO
they fulfil. Wthout these assurances, certain agency-based sellers m ght
decline to partici pat éhtstap 703, sybtew 100 oslets|agenchidiaseidaeliars & miokigrortidran price
are used ins . i Lt | in cth particul ar

sel ler jgln th'gglg}'ﬁefﬁéhldﬁ u@?&?%@(%ﬁiﬁﬁg@g&%ﬁy t%sgglsg%'o ehéefrtg‘f %&t ors include:

| evel of ser picgwuslyldeseribed; sysemof00fusesghrnetris exh as agst share, bdjokédrg opti ons;
and day of r , ing_the CPO managenent systemillustrated in
FIGS 1 and gﬁ%eggha%f%@(ﬁg g‘ﬁ%’é ?lﬁ)éeﬁ?pegﬁt%egrlc:@t%%cﬂ%?elSICE]%‘f'r ated in FIGS.

6A and 6B al | ows agenclyt-step 705, system 100 gives the highest priority seller a first look
opportunity to satisfy the CPQO.

15

At step 707, system 100 determines whether the seller was able to
satisfy the CPO.

At step 709, if the seller was able to satisfy the CPO, the system

” binds the CPO and informs the buyer and seller.

At step 711, if the system determined that the seller was not able to
satisfy the CPO, the system identifies that highest priority seller as unable to satisfy
the CPO.

25 At step 713, the system determines whether there are any remaining
sellers.

At step 7135, if there are remaining sellers, the system shifts the
priority of all remaining sellers up by one.

30 The system then gives the new highest priority seller a second Jook

opportunity to satisfy the CPO at step 705. The process repeats with other look
opportunities (third, fourth etc.) until a seller satisfies the CPO at step 707, or the

system determines that no sellers remain at step 713.
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I
based sellers a first | ook and second | ook opportunity to fulfil or satisfy
a CPO based on a predetermned netric. The netric described qsgdrég[;am%e
mar ket share in a relevant nmarket. Wien a seller can satisfy a W
nore than Qiokssse, the systemallows the seller to nax't,éq'.légo {?gov nue wth
t he highest price or highest value CPO Various alternativVv R8I nent s
are also available. The netric that system 100 uses at step 605 of FIG 6A
to determine the first and second | ook sellers can be sonething other than
an adj usted market share. For exanple,lthe netric can be based on total
mar ket share, without adjustnent for the relevant market (e.g.
ori gi n/ destination pai Afsteil e ifithe $ysemydetaninines thet nd ellearenen. bkssed on a
random nunbergyglh nb§ﬁ&|tﬁ9b|§@§ﬁg@0§e l@r%as%bl@?é’?aﬁisﬁéﬁféﬁ&nce metric is used.

A buyer preference netric can uyer require regardi ng a

particul ar agency-baseg, s8lH.£& ; 1 For e le, the
buyer 35 1 8 AUG 2003 WO 00/649'%%‘@“6@6%%‘8%& %QES‘%%ESSYE&"Q 0 - 16
may i ndicat e Tcepieefatp Enme Huyer and fentsiadtRQyr Ty sewis fomsionhllyahd meas an

unwi | |i Ngnes get@ibe/GGRAL 3 ' eiadency- based seller. FIGS. 7 and 8
illustrate al teer]ngt i vgéaen@o[gl T #\?? ?'oFrIét ﬁg nmet hod of the invention. In the

first alternative embod} qangos &sieif AP ig%ﬁgszté?P@g%%gg%rgteggle\r/?%&rg%t a froma

buyer and fornms a CPO_ Thi's step Is functi ane™as i bed at
steps 301 t hiepkfppertunityro mtisfy therCP@; DsteppinitgPriostysif ectet Ol actodplished

agency- based va@ld QlSic ] OeiPs tRY beb; Arnom highest to | owest for the
first lgok opport unti tc’yS %o Ssta{éré?ﬁggsg)ﬂggseb%d%%ge%?qg%fmosttﬁ‘gfcym\éﬁ(gtcﬁhﬂﬁed, system
100 uses a néEddpe mnbar, and hyekwecifhaewic. adj ust ed market share, random

nunber or a buyer specific nmetric to order the sellers. At step 705, system
100 gives the highest ff§en305ysysiem 0 gives thediighes prioriypplbertafinittiyokt 0 sat i sfy

t he CPO. opportunity to satisfy the CPO.

At step 807, the system determines if the highest priority seller
satisfied the CPO.

15

At step 809, if the seller satisfied the CPO, the system binds the CPO
and informs the buyer and seller,

20 At step 811, if the seller did not satisfy the CPO, the system
tdentifies that highest priority seller as unable to satisfy the CPO and removes that
highest priority seller from the eligible list of sellers for the CPO.

At step 813, the system determines whether there are remaining

25 sellers.

If there are remaining sellers, at step 803, the system identifies the
highest priority seller for a second look opportunity to satisfy the CPO. In this
mannet, the method continues with other look opportunities (third, fourth, etc.) until

30 the system determines that a seller satisfies the CPO at step 807, or the system
determines that no sellers remain at step 813.
In this manner, sellers may be reprioritized according to the selected

metric with any influence of a higher priority but non-filling seller removed.
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At step 707, system 100 determ nes whether the seller was able to satisfy
the CPO At step 709, if the seller was able to satisfy the CP m ﬁ%em
bi nds the CPO and infornms the buyer and seller. At step 711, |f %

det er m nedwighlsedshre seller was not able to satisfy the gg}o t he system
identifies that highest priority seller as unable to sati S00{¢0e4 PO,
sellers. At step 713, the system determ nes whether there are any renaining
At step 715, if there are remaining sellers, the systemshifts the

pri orlty of all remaining sellers up byl®bne. The systemthen gives the new
hi ghest priority seller a second | ook opportunity to satisfy the CPO at
step 705. The process rdpEatds.iithereatdrerremaiokng selpgpo theumitbmesfofdyhe d, fourth

etc.) until amgel hemoSehidrsids §fi tep 707, or the system
determmines t hat araig e aﬁgﬁéﬁgr}&é‘gstep 13. 35 1 8 AUG 2003 WO 00/ 49546

PCT/ US00104064 a 5 10 :ﬁGg(}] angl% 11‘1\9 {B%HCI%%%VE CmbO&IHF:HFS 0? rpgfg_ﬁ?éde l@&?gsatﬂhgt

no sellers remain, the systemnotl les t buyer
to sati 25 y t HEvenben using tha sy stem illustvoct imdGS.i 1 audézt Aathesk alrenﬁh(?eq &ue@t step
t

801, em t.a f and forns IS step is
funct i onal I yleQ%mIsrg%ga é{{%ﬁ tga e?rm %td%g%(eés yegym ?’h?‘ﬂ’tﬁ?&ﬂm@’fﬁ? Si’ﬁ‘FﬂFI G 3A At

step 803, systb%ﬁf’@@gcqrdiegltqthelesnctrhgofdleghest priority seller for a first
| ook opportunity to satisfy the CPO Determining priority of sellers is
acconplished wth a netric, such as the &rew ously descri bed adjusted

market share, market shareSTRUGAHBALMRYANTAGREMBODIMENEi fic netric. At

step 80fp system 100 gldlﬁﬁal&ﬂﬁte'lhﬁ)t}@iﬂenp Gh AidchorSGlibG s Gelitd grtowldg ok
opportunity to satisfy t

an advantage or dlsadvantage to one or more participating agency-based sellers. In
this embodiment, the objective of the system is to create imbalance in an attempt to

favor a specific seller without providing that favored seller with all of the first look

5 opportunities,

In one example of this embodiment, the CPO management system
allocates first look opportunities to the plurality of agency-based sellers on the basis
of market share between two points. When a first look opportunity is allocated to a
20 “favored seller”, it does not count as being allocated unless the favored seller binds
or fulfills the offer. This creates a structural advantage in that if the favored seller
does not fulfill the offer, the favored seller automatically receives a first look at the

next unit of demand between those two points.

It is understood that there are many methods by which a CPO
management system can provide a structural advantage or disadvantage to one or

more agency-based sellers.

OTHER EMBODIMENTS
30 The airline industry is used as an example, however, any industry in
which the buyer-driven commerce model can be applied is appropriate for the

system and method of the invention.
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At step 807, the systemdetermines if the highest priority seller
satisfied the CPO At step 809, if the seller satisfied the crbf Aue 2003t em
binds the CPO and infornms the buyer and seller. At step 811, if the seller
di d not sa}j e CPO, the system identifies that highest priority

sel | er asaﬁﬁgwgeswt]o satisfy the CPO and renpves that hi'(fﬂégﬁ"g’ﬁ‘f“%ri ty
seller fromthe eligible ist of sellers for the CPO. At step 813, the
system det erm nes whether there are remaining 25 30 sellers. If there are
remai ning sellers, at step 803, the syst®emidentifies the highest priority
seller for a second | ook opportunity to satisfy the CPO. In this manner,
the nmethod continues wilhéiembditimentotks desprited disclosesllocithinrghonf @gesdy. etc.)

til th t i t hat || tisfi, he CPO at step 807,
or the Syet ordLYCFI LS AERST P W dhieBfin FouEe aheBpiamemonen 1 b s

or the system deterni
manner, sel | eroadvay-Baeed SubleisoSirilzBithaoneftinrgvisiont MRcefnapidag Metric with

any influence qof. a hjigher priority but non-filling seller renpved. 35 1 8
AUG 2003 WO db‘ﬂﬁ@%ﬁ%ie%dw‘%&ﬁf6‘21'5%'&“5?"5“*%%@1%3%a%BB@edC-aitstd step 815, if

there are no SeHeri ni ng sellers, the systeminforms the buyer that no
seller was able to satisfy the CPO FIGS. 7 and 8 illustrate alternative
enbodi ments of the netThdemboditiénts hatv @ecHRA thSinRghtioR® B SbRBobhustrated in
FIGS. 1 and .4.n &ESS alternatives, sellers are prioritized according to
a netric and EPTRFECaFOvgYTethe yeRinRds plsmarmyoprigtedon Sitspmstangse wher® accor di ng
to their priakd CHO® kh@binding.

10
In another embodiment, a CPO may contain a seller-defined variable

or flexible condition, typically specified using a range, For example, the variable
condition may be a date range within which the product may be dclivered by the
seller. Other variable conditions might include: a price range, a performance range,
15 a quality range, etc... The seller may then choose a product to fill the buyer’s
flexible condition within the specified range. Such a variable condition may
provide substantial assistance to the seller in filling the buyer’s CPO. For example,
with respect to an airline ticket, the seller may be able to meet a buyer’s specified

20 price if the CPO permits him to select a flight within a range of times or days.

It is desirable that in one embodiment the present invention include
features that prevent buyers from repetitively querying, or ‘pinging,’ the system, to
determine the underlying price flexibility of the sellers. Such pinging might result

55 in potential damage to the seller’s price margins and profitability. As mentioned
above, requiring a buyer to enter into a Binding CPO at least discourages pinging by
insuring that if an offer is accepted, the product is actually purchased. Another
method of discouraging pinging includes preventing buyers from submitting
repetitive, similar offers. For example, repetitive CPOs changing only the offer

30 price in an effort to determine price flexibility may be blocked by the system. In
ore embodiment, subsequent CPOs by the same buyer are accepted by the CPO
Management System only if there is some substantial change to the buyer

specifications that would result in the purchase of an essentially different product.
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STRUCTURAL ADVANTAGE EMBCDI MENT In an alternate enbodi ment, an allocation
systemis used to provide an advantage or di sadvantage to one b AUGe2003
partici pating agency-based sellers. In this enbodi nent, the objective of

t he syst emvb9odssacr eate i nbal ance in an attenpt to fav cific seller
wi t hout providing that favored seller with all of the fiolfcsﬁuﬁ%g’gw“
opportunities. In one exanple of this enbodi nent, the CPO nanagenent system
al l ocates first | ook opportunities to the plurality of agency-based sellers
on the hasis of market share between 1o points. Wien a first | ook
opportunity is allocated to a "favored seller”, it does not count as being
al | ocat ed unF@E&xample. pathaespect sethi ezle bf aidine ticket, sutisequest CI@s méyf & . Thi s
creates a st pGhish , ' k£ avaored seller _does not
fulfill the offie)r,q%rhﬁewéfégsr\%re g@fe}'ggtaéi “bﬁﬁgrt(‘:iicc%qgffy“ﬁ‘éd‘&‘*{ﬂé%- X% irst | ook
at the next 2pether reftheslpndiscobeseingaingingis & teqwirepapagtnsnt fb cack under st ood t hat
there are magyhLHBLAPHS, Byowhi ch a CPO managenent system can provide a
structugal advantage or di sadvantage to one or nore agency-based sellers.

OTHER EWMBODI MENTS The gihliA& bS: d as.an. exanpl e, however, any
i ndustry in which the buyer-_&@ggﬁhg%fn‘hé?“génq‘%’&§1“"’EHﬁ"‘b‘géﬁpl ied is
appropri at e figntaipgs angpynamvathin tre CROMarfagerhent Spar@nnhdin CB5isl 0 AUG 2003 WD

00/ 49546 PCTL,&gggggpgf 8438+ 5.30 -~ 19 The. emhod| nents thus
described di scl ose a'% oc%‘%‘?’o%lg’ﬁn“gﬁégl\ééﬂ%"ﬂ ipEmbination wahdhe | s ) 5o
envi si oned t Aiseourdgsmicnhof pticcopinging discssed Herira bhables 360 pBrRAARAST - Based

Sel | Sim ' | | S| I ti ] _mul tipl
el 1 or 2% nel e Mol Rk W Ry Ml ool i ek poobes  ©

price structures and losing their regular customer base. For example, most retailers

have published product prices, and loyal customers who willingly pay those prices.
Participating in the CPO Management System enables a seller to discount those

15 products, potentially below its published prices, to fill offers from buyers who might
not otherwise pay published prices. With anonymity, these sellers can more freely
participate in the CPO Management System process with less fear of losing their

regular customers and undercutting their published price structure.

Although illustrative embodiments of the present invention, and

20 various modifications thereof, have been described in detail herein with reference to
the accompanying drawings, it is to be understood that the invention is not limited
to these precise embodiments and the described modifications, and that various
changes and further modifications may be effected therein by one skilled in the art

% without departing from the scope or spirit of the invention as defined in the
appended claims.

30
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Sel l ers. The enbodi ments have described the invention in the context of a
Bi ndi ng CPO. However, the invention is also appropriate for cirlcBiniiGurpes
where the CPO is not binding. In another enbodi nent, a CPO may contain a
seller-defined variable or flexible ggndition, typically specified using a
range. For exanple, the variable condition may be a date range within
whi ch the product nmay be delivered by the seller. O her variable
conditio mi ght include: a price range, a performance range, a quality

range, ett... The seller may then choose a product to fill the buyer's
flexible condition within the specified range. Such a variable condition
may provide substantial assistance to the seller in filling the buyer's

CPO. For exanmpAg.allo@ddd ke o - THAN e . FodBVasPe
able to neet a buaygr' S spggll% ilrgdg1 %B%&c&é}"‘ﬁr"%‘ hteeh%‘%%hel?ﬁmla %‘ﬁﬁ%"&ﬁqt% sealSée)ct a
f1ight wiaffirnarg recengrel @fd donsered bydaym. behtlf of a phshalitglolf aelldratthé nomtitonal

enbodi nent t.he present. Lnyention include . features that prevent byyers from
epet i {1 HTSAGEERER Fch prludize, (1) ﬁg?uwf-ﬁ%ecgtj RiFe f?b_a eged g ﬁirﬁ@e@ﬁg @ _
under | yi nghyRiehCideiti fotisBédifying Pfindrttal 36ddufit &: beUeH tPpIHoP gaimglgm of &FULL 11N

potential damage to the seller's price margins and profitability. As
ment i onedipogisessstance gis conditienabpyrshase@ffgnbe p sellargompBsingi ng CPO at | east

di scour ages pi ngi - L ASW 1N at _if an fer.is cepted, the product
is actually pu%r@gggg W,&rll%i (#redrt lgarere{%ooscfHS’f-s C&ug&;sc?ﬁf’%’gq Hgéipcioﬁé'i%ﬁaali R’flé‘flﬁa%s
preventi ndfdpuyers from submtting repetitive, simlar offers. For exanple,
repetitive CPQa changi ng g ly the offer price in an effort to determ ne
price flexibi |'f'¢Rp o8& obthsak kastiyrorsglers ps & eriprityfellerpand nbodi nent
subsequent CP : 4 e : . :

Systom ol y 1 P harE e TESROPRIRE vAlE TRARLE Cpithuinls Gk iR
speci fi cgmirdnse offiert woul d result in the purchase of an essentially

di fferent product. 35 18 AUG 2003 WD 00/ 49546 PCT/ USOQO 04064 0 5 10 15 20
25 30

2. A method according to claim 1, further comprising providing another of the at least

two sellers with a second look opportunity to satisfy the conditional purchase offer.

3. A method according to claim 1, further comprising binding the buyer to the

conditional purchase offer.

4. A method according to claim 1, further comprising notifying the buyer that the

conditional purchase offer will not be satisfied.

5. A method according to claim 1, wherein one of the at least two sellers is an

agency-based seller.

6. A method according to claim 1, wherein one of the at least two sellers is a

broadcast-based seller.

7. A method according to claim 1, wherein the conditional purchase offer is a binding

conditional purchase offer.




-20 For exanple, with respect to the sale of airline tickets, subsequent
CPCs may be accepted for processing only if there is a S|gn|f1 aﬂp c%mge
in the itinerary. Yet another nethod for discouraging pinging is g
require a paynent for each submission of a CPO In another embodi ment of
the invention, sellers identities are ~maintained anonynous within the CPO
Management Systemuntil a CPOis accepted. Such identity anonymty, by
itself angd in gonbination with the discouragenment of price pinging

di scussed®her ef'R, alqratirndnatbed @& @ bwyepdriven |S¥)$itle lnnwhmhecmﬁmmhagwhmt

Syst t
Syt o Pr MBS a0 Snlr PGB SAISH rUPLY BB 1 hfma

ret ai | er spuichase offebd eacheoclpding {t) a buyexéspec:ﬁétdph@eyﬁir acg&uwmemw&mmh i ngl'y
pay those %‘Tg g t art|C| at i n t he CPO I\/anaegerrent System enabl es a
sel l er toPHMTSHFPUTFLPsciiypg g C'alp?&F%‘H’ctlt‘ép‘F yseBde oy farsaidugsiod omeervisei ces,

Lo fill Obbe fookliiboyreciondiioalutitase Sifdr S \RNIM, Somp¥npUD! | shed pri ces.

Wth anonymty, these sellers can nore 'y  parti |pa ‘e in the CPO
Management Systdentifyingeneofiat tﬂastltwgselﬂ@aas @ pributyi setlert vhibrein idemtidlyatg eriesiformer s

and under Ujhien bl i she C ruct Al t hou h ill rati ve
enbodi menft'&s cast ?ﬁ} Q?lréér%éﬁ t PH\?’é‘ﬁ't E%k” laﬁﬂdes\/é{#e&ﬂém%& pimber, Bﬁé‘t thiopkof |
have beeno;mtmsmmtieeddum telahai dt frastetwo Wellbrs! feRanffg (L nuhhb%r acH af&ﬁkng
drawings, it is 1o be understood that the inventionis not linte

these pr e?FROEUBINGS 81%eR 0 theahlpastiiwosellers; andddentidying one pHthe at loast tWIoasBllerar i ous
changes apdnfis ihSEst t erein b e skilled in
the art WIthOUtEI% Spgzrl)ﬁcﬁ%ﬁ rﬂg(rer‘???? glc(gﬁgﬁor é%el%r ia{Ll %Pp?ﬂ‘émrﬁilgﬁ?uaén 8s
defi ned ipriarhig sellgppandded cl ai ms. 35 18 AUG 2003 21 Cains 1. An allocation
method in a bu er-dr| stemin i ch conditional purchase offers are
recei ved and c é’(‘iﬁm}?/‘m’ g‘)? B’ié‘ﬁgﬁfé}étf logk IS’PH?@I“}‘EWWO?&"@@I#é?%dltl@ﬂﬁé
condltlor@hchdgybg‘sﬁse of fers each including (1) a buyer-specified price for

a good or service and (2) a paynent identifier specifying a financial
account to be used to pay for said good or service upon acceptance of a

Condh Lt PRARE Y Bl B S R T ke
offers are received and consndered by or on behalf of a plurality of sellers, the conditional
purchase offers each including (1) a buyer-specified price for a good or service and (2) a
payment identifier specifying a financial account to be used to pay for said good or service
upon acceptance of a conditional purchase offer by a seller, comprising:

identifying one of at least two sellers as a priority seller, wherein identifying one of
at least two sellers as a priority seller includes: determining a percentage of first look
opportunities due to the at least two sellers based on an adjusted market share; determining
a percentage of first look opportunities given to the at least two sellers; and identifying one
of the at least two sellers with the largest deficiency between percentage of first look
opportunities given and percentage of first look opportunities due as the priority seller; and

providing the priority seller with a first look opportunity to satisfy a conditional

purchase offer,

10. A method according to claim 1, wherein identifying one of at least two sellers as a
priority seller includes:
assigning a random number to each of the at least two sellers; and

using the random numbers to identify the priority seller.
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|

identifying one of the at |least two sellers as a priority seller; and
providing the priority seller with a first | ook opportunity to 4a8iAJ§ 2803
conditional purchase offer. 2. A nethod according to claim1, further
conprising providing another of the aty;l east two sellers wth a second
| ook opportunity to satisfy the conditional purchase offer. 3. A nethod
according to claim1, further conprising binding the buyer to the
condi tional purchase offer. 4. A method according to claim11, further
conprising notifying the buyer that the conditional purchase offer wll
not be sati.sfigf alfocatforBielRd MCE Vudbidrived @s?én{nlﬂ-’wﬁ’iﬁ?rc@h&ltleﬁ‘zﬁ dﬁf rcfidie at

In

| east tmn sellers is an agency-baséd seller. 6. A nethod accor gto
claim 1, <ffs aterveemieedoand ¢pnsigered deysar Otmhthslélmferp@ralstyaof sbitera,dbe sonditored

|1 d I h
of ter | AEREPTER AERHA 16 ThBl il iite Fop W3of 0 B3 670

al |l ocati qmymnmddnmﬁerapbmwg ﬂﬁna(:&:lihl aycduamo e wBd edpHofae sdill @Bad oPssreibase
offers are received and CO(B red by or on behalf of a plurality of

sel I ers, HQB 2CeRHNCP 8ha ronditionah pucheieradies by aspllsreamptising: (1) a o
buyer - speci fi edemify g dnllofat 1@&@%9%&1&% ¥ dacitﬁ-lc?rﬂg sélfe)r, \@hergiglyﬁgﬂgyfng%% bfier
e use 0 pay for said good o

specifying a financial account to service
upon acc @éﬂ%&ﬂt@va)ﬁellarscﬂ@ radirtarion a¢llep modlt[h:s edepérfrémingy raarket| shere, foe eabrofaheg:
i dentifyi r|or|t
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det er ni nldwltﬁalﬁwmﬁefy taE conditénal ?ﬁléhas@reﬂféf hilihelpri@fitytiéBles; @nd he at | east two
sellers; determ ning a nunber of first | ook opportunities given to the at

least two sel IREPYdingriheingionty ssllengvitne fisst lople opportusityttotsabisiyed penditionsd t h
the larg cﬁﬁ%b ]gncy bet ween opportunities given and opportunities due as
the priority se and providing the priority seller with a first | ook
opport uni ty to satl sfy a conditional purchase offer. 9. An allocation

met hod i ch c ndit.ional purchase qffers are

a buyer-drjven ste i
recei vedn% A ited acgopiisto ﬂ%krw@rerelsfl epuifyipg ane platdeast e sellers s
condi t i onoritpsuIeh AfthePchldes:each i ncluding (1) a buyer-specified price for
a good or service and (2) a paynent identifier specifying a financial

account to be deterining pAyydrqrefsende mobit for e@bmfltlt@t leasbiwoasstlerst amke of a
condi ti onal qusﬁ%aﬁlg b%%re;;repe}{en%c ?neeltll‘lg tg Id% one oq’gthe at least two sellers as the

priority seller.

13. A method according to claim 1, wherein identifying one of at least two sellers as a

priority seller further includes providing an advantage to one of the at least two sellers.

14, A method according to claim 1, further comprising:
determining whether more than one seller price will satisfy the conditional
purchase offer; and

selecting the highest seller price.

15. A method according to claim 1, further comprising:
determining whether there are other sellers that could satisfy the conditional
purchase offer; and

performing a low price search of the other sellers.
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identifying one of at least two sellers as a priority seller, wh¢rigNG 2003
identifying one of at least two sellers as a priority seller includes:
determ ning a percentage of first | ook opportunities due to the at |east
two sellers based on an adjusted markely share; determining a percentage of
first ook opportunities given to the at |east tw sellers; and identifying
one of the at least two sellers with the |argest deficiency between

per cent agg, of fir t | .ook ortunities given and percentage of first |ook
oppor t uni FI 3%at]f)ﬂénep5}(|’)(§)‘£wlatl§)‘y§%1hfl\é§nsy§tl’?ﬂ’ Sfigng the priority seller

with a first |m&nﬁﬂlﬂgﬁ.¢ﬁi6ﬂ &/ plrabiy diSdelerd car Balishy 9@ﬁ{dltlcﬁiﬂ lm%ﬁ&e%fflfeiar 10.

A nethod according to claim1, wherein identifying one of |'east two
sellers as a lﬂﬁmtefmgyowﬁ@p seHers L]hféscanégtsﬁgrthmgOl@dlhma&qmrqhasﬂ)effertns gach

of the atg e u5| the rand m nunber the
priority sllé I er. Bﬁﬁ)oéﬁ&bg %38]'3%%6 ?Ln r aﬁ REkE iSBAre ity ﬂd'ﬁl%v?fﬁ B%ﬁé riven
syst em | musiiiet hofC dinsti tdoknappdatunitiedSprovidell €4S campare@CR viamban hFCHRSI g6k ed by

or on behal f of a Elurallty of sellers, the conditional purchase offers
each |nclﬂﬂpﬁﬁnlfﬁ sbuyer-specified price for a good or service and (2) a

paynent identi 1&&&{%2@%5{%{-‘ 86me sEi Gt ?dnasq{éigtﬁgﬁe% c&nﬂltFo%apél?rﬁhésg aJ g

sai d good or servi upon acceptance o rona ase by a
sel l er, cwsognd lodkhgppartimityistjérng one of at |east two sel I ers as a prl or| ty
seller, wherein i ast vvosell(gs as a priority

tl
sel l er incl udd®® gﬁ‘c%etthﬁflﬁﬁt%]ﬁo e"ﬁg?rli‘g’t“ys"r? PeWitgra Eist foqks oppestunity te éﬁb“tfy t wo

sel l ers; tapeondiestial biicRsediRrOf the sellers having the | argest market share
that could also satisfy the conditional purchase offer as the priority
seller; and providing the priority seller with a first Iook oppor t uni ty to

oner oi h 1 dent i yRARE acHBRETS Tl 16, fhter FuPENIRE pRNTREHRY ol "

further ioppbtideisy selet withiaseamddobkiyporfahity &F SAeE tHetrdetidr p@RBibeQfffet.he at
| east two sellers; and using the buyer preference nmetric to identify one of

the at | east two sellers as the priority seller. 13. A method according to

claim1, mereA%&mhgmq%PS%qu’ ﬁIrch?@éﬁl% Mo..sellers as a priority

seller further 1ncludes pr ing an vant one of the at |east two
sel | ers. 14 Aietmmhmdg awbaheti ngpre dhadl ainm sellef Lprtcbewilbmn@sf'ysihlegcordléticﬂfam ni ng
whet her % one,seller price will satisfy the conditional purchase
offer: arPdlrc ase offer; and

selecting the highest seller price.

19, A method according to claim 16, further comprising:
determining whether there are other sellers that could satisfy the conditional
purchase offer; and

performing a low price search of the other sellers.

20. A method according to claim 16, wherein the relevant market is an

origin/destination pair.

21. A method according to claim 16, further comprising providing an advantage to one

of the plurality of sellers.

22. A method according to claim 16, wherein at least one of the plurality of sellers is

an agency-based seller.




sel ecting the highest seller price. 15. A nethod according to cl difmAlG 2003
further conprising: determ ning whether there are other sellers that could
satisfy the conditional purchase offer; and performng a | ow price search

of the other sellers. 18 AUG 2003 24 k. An allocation nethod in a

buyer-driven system conprising: determning which of a plurality of sellers

can satisfy a conditional purchase offer; identifying one of the sellers |
that can satisfy the conditional purchase offer as a first |ook

opportunity seller based on relative market share in a rel evant market and

nunber of27.i r sA hardd %M%%ﬁ"t d1higs 16 WhekaR gt I%%st%ﬂ%ﬂl{%qalﬁﬁh feRfis §1 7St

| ook opportunities due; i fying anot her of the sellers’that can
satisfy thyeadsgsichasedsedler.pur chase offer as a second | ook opportunity
seller; providing the first |ook opportunity seller with a first | ook
opportunity to satisfy the conditional purchase offer. 17. A nethod

accordi ngR4.0 cAaneihd@, adcordi}e o QMY i16] RgthHer Qonihridthg! BRJERC eed cdikonal
opportuni ty seller with a second | ook opportunity to satisfy the

condltlodﬁFfﬁﬁPgﬁ%se offer. 18. A method according to claim 16, further

conprising: determ ning whether nore than one seller price will satisfy the
condi tional purchase offer; and selecting the highest seller price. 19. A
met hod actbor dimg;yswmcfoaiaﬂﬂndﬁionfinra beyerabivpnisys’:teng incehieh mbnciiitignadhmrdstmset her e

th | | t. | d h f d
per T or m rR41EE" MOIERA T CEERnEASaR O9ifk oaybira s Bbp LIRSy 26 5eictnabn 6NiGudt di ng
to clai mpife ha%@@ff@ﬂs%a&lhﬁw‘ltﬁil@g/@l')ta Wekgﬁecifﬁedaﬁhce%f SigBbA8s sdrOREAA (PPA T -

21. A nmethod according to claim16, further conpri si ng providing an
advant agePaymenhidentifierspecifying afipangiabaceount @r@ usg@to peynfier baid gaed or shirvige t o

S oy~ bunb EEnBt of £ 5HifAIG BlychilE obtelbib'sbifer dordfitsiny > 1S A"
means for determining which of at least two sellers could satisfy conditional
purchase offer;
means for identifying one of the at least two sellers as a priority seller; and
means for providing the priority seller with a first look opportunity to satisfy a

conditional purchase offer.
26. A system according to claim 25, further comprising means for providing another of
the at least two sellers with a second look opportunity to satisfy the conditional purchase

offer.

27. A system according to claim 25, further comprising means for binding the buyer to

the conditional purchase offer.

28. A system according to claim 25, further comprising means for notifying the buyer

that the conditional purchase offer will not be satisfied.

29. A system according to claim 25, wherein one of the at least two sellers is an

agency-based seller.




23. A nethod according to claim 16, wherein at 1east one of the pluralit
of sellers is a broadcast-based seller. 24. A nethod according1t&)AUGanﬁ
16, further conprising binding the conditional urchase offer. 25. A system
for allocation in a buyer-driven systejpin which conditional purchase
offers are received and considered by or on behalf of a plurality of
sellers, the conditional purchase offers each including (1) a

buyer-spegifie rice for .a good or service and (2) a paynent identifier
speci fyi ngé'a fgng‘ﬁ&q“éla‘:%ﬂf%‘ﬁnP glﬁmbezsué’\élﬁr‘?‘% Qg off é\" @aﬁ@tgwsﬂkf%ésr ¢ice
upon acceploadast-Bdsed@s@ppdi tional purchase offer by a seller, conprising:
means for determ ning which of at least two sellers could satisfy
conditional purchase offer; nmeans for identifying one of the at |east two

sellers ag;a pgiQrity seller;. and. s for, providing the i ori sel |l er
with a fi?ls't |%‘o§’%%%oa?%‘lfﬂ1"§y‘°t SQE’ét sf‘%}h%‘*l“c‘é‘ﬁa‘i%‘fiaﬁaﬁl BB’E@PP&s%}%ﬁ‘ fSef. 26.
A syst em biadmgdonditibeal Puishadestrerf urt her conprising nmeans for providing

another of the at least two sellers with a second | ook opportunity to
satisfy the conditional purchase offer. 27. A systemaccording to claim

25, furth co LS| . £.0 hndlng. e .. the.conditiona

pur chase %‘ fer mﬁt%hﬂ\g)sr ;@t%g%mjélc@o? g Pﬂ‘g&?]o‘;eg Iesglalféh%zé' &’Eﬁpﬁﬁ’gflﬁ‘(? 8 lfrgl?ar?a
neans f orofifers afeyriengjvedandoeonsidereditat ortdnebebalf &if biphiralitysfiseés.aho thfitigd] | not
be satisfie‘gi 29.. A %éﬁtqgl ccC {digg to cl aim 25, wherein one of the at
least twd§ “'ISEP_EfeTSse mn ‘b‘gﬂ%g-)baa I5er-seqcifaqd pricegfopggood @8 segicg@nd A2k y st em
accor di ngpdytheht et Bt spphiBfifd # ARARIATacddMit %itbé t%@&tto#: Pro? %‘h"g&ﬁd bPsdbvice

broadcast - based seller. 3I. A systemaccording to c erernt
condi t i orkRoNFgeeNtRnse ob cenditignal putshasti offpr by adelérocahpriminghase of fer. 32. A

system for all tion.dn.a.buyer-driven systemin whi.ch conditianal
pur chase of f e@g%grfgplrdglgtéi \l/n(-,gual noﬁ&j)%gt{}ar rséherﬁ)?s BPHSH?%ﬁilﬁf’wae‘H M ality
of sellerfor itlbmifgimgdone @fiadt lepstr ehnsellat fRr & wasiy i ROLMGHNGS ) méns for

buyer-specified price for am%ood or service and (2) a paynent identifier
speci f yi riFIAM AR AU EE Histtoakpnpertusisigs des pathe pbleagidivg sgios; meanseiovi ce
upon accepk@RGEingfa AufBGdhd #iﬁ'f'%qkp ﬁﬁiegfeﬁfif n YR AL o CHRL! r%:'u? 9:
means for identifying one of at leaSt two S ers as a prirorrty - setler,
wher ei n rmeans for identifying one of the at least two sellers with the largest deficiency between
opportunities given and opportunities due as the priority seller; and
means for providing the priority seller with a first look opportunity to satisfy a

conditional purchase offer.

33. A system for allocation in a buyer-driven system in which conditional purchase
offers are received and considered by or on behalf of a plurality of sellers, the conditional
purchase offers each including (1) a buyer-specified price for a good or service and (2) a
payment identifier specifying a financial account to be used to pay for said good or service
upon acceptance of a conditional purchase offer by a seller, comprising:

means for identifying one of at least two sellers as a priority seller , wherein means
for identifying one of at least two sellers as a priority seller includes: means for
determining a percentage of first loock opportunities due to the at least two sellers based on
an adjusted market share; means for determining a percentage of first look opportunities
given to the at least two sellers; and means for identifying one of the at least two sellers
with the largest deficiency between percentage of first look opportunities given and

percentage of first look opportunities due as the priority seller; and




il
for identifying one of at least two sellers as a priority sellei irmbu?@az
nmeans for determning a nunber of first | ook opportunities due tBo
| east two sellers; means for determ ning a nunber of first |ook
opportunities given to the at |least twg sellers; and neans for identifying
one of the at least two sellers with the |argest deficiency between
opportunities given and opportunities due as the priority seller; and neans
for providing the priority. se th first J ook opportunit to satlsfy
a conditional ﬁﬂ}sc‘f%?éovd%f'grthe §§OHW §"3}§f &vifty & first) logk oppomumnty é’ satisfy
buyer - dr i sgitnst mirthade whech condi tional purchase offers are received and
considered by or on behalf of a plurality of sellers, the conditional
purchase offers each including (1) a buyer- speC|f|ed price for a good or

ieed Lo pay 1 ob urRNERAng BT A WGRTF el By R BARE bR% o iR ° °°

pur chase snlléleraslaymangeédilefmcnﬂamrl sing: neans for identifying one of at
| east two sellers a priority seller, wherein neans for |dent|fy|ng one

of at |east twHea| Pre‘?5§‘88§18§ rapdesn ppberpicash phihe atisast twe sellers, and
deternining a RefReo Ay OF riddoft Mﬁéﬁswagﬁmﬂgm&%&%ﬂa 10 the at |east

two sellers based on an adj uste mar ket shar ans"for determning a
percentage of first | ook opportunities given to the at |least two sellers;
and rreans3for

dentifyin e of the at,least two sel]lers helargest
defi ci enc bet%gﬁeﬁeh@gtpﬁ%’é’"& % FP%etr ~driygi SéSﬁB‘Br’Pu‘Hi“ﬂ‘é n@f‘%‘ﬂ Pisghase
per cent agsfedd arei recdivddosid cORBidEdel 'Tﬂ[zlrtdr%‘ﬁ HRHEIS %?atphﬁallﬂ&'o@ Iskliefs, Stﬁé l:ﬁ{drtnﬂﬁﬁ 18
AUG 2003 27 means_for providi n?]t) e priority seller"with a first | ook

oppor t uniRWchase eHerssreh includingi(iadhmyer-preciftedswicstfpes gogd or scrsycstaedn(Z) a
accor di ng’agfﬂleﬁﬂ Lﬁhmﬁé’sg%@ elpﬁﬂﬁﬁgiz aéc%lim{ YLy |d S[%y AF said §8$ ﬂlgsaStlﬁ%vn\g or

sellers as"a priority neans for assrgning
to each afponraece@tanlceasa cbnmtlmﬂbﬂbhase&lﬁﬁrbﬁeaﬂ&rjwmmﬁim the random
nunbers to |dent|fy t ﬁglorlty seller. 35 A systemfor allocation in a

buyer-driven Jpeans for W8 Esindiat leéﬁé}mﬁﬁlrl?!ﬁé%éP“Bf‘%ﬁeé]e‘éﬁ’\éheffé%@?%ﬂ and
consi der efdr RYerRityiAR &f‘eh%kfat Ofasd bQJd“é@l drf YasOh ppg'gdtfr llerI & digfd.00

purchase offers each i ncluding (1) buyer-s price tor a goo "or
servi ce deteminga Wmlitam foe nadhf ¢fdhe spleastityiorsgllersf ambamearsl foaadeotifiting 0 be

pur chase B g S ARy Yhe BREcH] Gfnkgt SReta T6RBRY ke Frudy Y Eoneiipa

| east t wpuseabeesFeras the pﬁ(bmpls&]yersﬁdl er, wherein neans for identifying one
of at least two sellers as a priority sel | er includes: neans for
det er ni ni ng a MEANRAPr Breyiding dhe premtyotellenwithta fissidook appatinityrte; satisly areans

for i dentdof¥itiBfal purchase offer.

36. A system according to claim 25, wherein means for identifying one of at least two
sellers as a priority seller further includes:

means for determining a buyer preference metric for each of the at least two
sellers; and

means for using the buyer preference metric to identify one of the at least two

sellers as the priority seller.

37. A system according to claim 25, wherein means for identifying one of at least two
sellers as a priority seller further includes means for providing an advantage to one of the

at least two sellers.




one of the sellers having the | argest market share that could als€ sati st
the conditional purchase offer as the priority seller; and mearlstl fALIG 2“03/
providing the priority seller with a first |ook opportunity to satisfy a
condi tional purchase offer. 36. A systggn according to claim 25, wherein
means for identifying one of at least two sellers as a.priority seller
further includes: neans for determ ning a buyer preference netric for each
of the at 3%§east th) sel IderS' cjnd means for using the buyer preference
metric to°Pdent PFeBhFcardinglo claim oy, dyrthefgomgesingr s as the priority seller.
37. A system agf@ndifpe j ' r_identifyin ne of at
| east two sellers as ge%#g?}ll y@%é?%ﬁo?éu%%g?ﬂ?n% Gad glcﬁe‘ghlg ﬁag?@ the
provi di ngcenfitienahneghescioffeoraadof the at |east two sellers. 18 AUG 2003 28

38. A systema Lng .tq.clai 5, further conprising: nmeans for
det er ni ni ng mg}%gés?foag?lgﬂmg&ﬁe %ﬁe%é?lreéﬂmﬁ?'i ce will satisfy the
condi tional purchase offer; and neans for selecting the highest seller

price. 39, A systemaccording to claim?25, further conprising: nmeans for

deter i ni Ay wh&tHElem #Epwling o dRimes, Suthiee cemptising:coul d satisfy the

condi ti onal PURRRAS foro il &Rminfld WIRARP GE BE'SRL™ARE RN SSusES" O
conditional purchase offer; and

means for performing a low price search of the other sellers.




