WO 01/ 69460 PCT/ AU01/ 00299 -1 E- COWERCE TRANSACTI ON FACI LI TATI ON SYSTEM
AND METHOD The invention relates to the facilitation of conmmerci al

transact ivomst/cane relates particularly to the facilitatiparatopanyerci al
transactions using electronic 5 comuni cati ons networks, otherw se known as
e-comerce transactions. The invention yelates to the facilitation of
activities that occur within a real econbimc trading systemby providing a
mechani sm by which the structure, dynam cs and busi ness process

r equi r ement SEAFOMMERCIE JRANSS CTIGAREA SILERATEON SYSEERRANINMIEEHOD
contributing to efficiently functioning markets and optimal transactional
outcones. 10 G obalisation of the world econony and the increasing ubiquity
of Internet usadke hmenties:dlatedtoi the facilideiitn ofbedoanerchnd cransactjonsnendediteg| y

nore conpetiti.v nd, i di ate .t han ever before, Despite the i nse
interest i np?r&@i%FﬁY at? o%gf%aﬁ{]fg?tlr?é‘ss?f tOTBUgH s ransaoEgns, r'EHEact PO Usi ng
e- comerse, c@nfRfica®dise abiveekanetheddsd KknowiPhe nesdftheBéBuamdabliban thgd
provi des conprehensive e-enahl enent for nmarket 15 search, e-procurenent and

bl emen Tar. .
e-sal es funHlVEBHD tates oyt fagilitation Bf wetivHese st josedr WithBK 2 164lf $QOBOBIKT t war e
systens is ; eb?,gtlé L Avi ] f : L Cotdd L, ORI he
formof a cgrgr%lage - bgis% Issre\sll'ltdg% géggaﬁﬁﬂg? gglf@e{?ﬁg{: CSEP%?%Z@HQ&%S hd
conpr ehensi Yesigash pracess tehairersendbpl geddistomenyc processey imbemuloted usd thareby

conmuni cat i Jd.nfrastrd f.the in line within an
50" econom ¢ RubRbIR Rl o R EE 188 obflmb] ARERG on B et
charact#8di stics Globatiestion ofethenwaild eporates and thd aicrasimgessquity af Iternet

produci ng optimal transacti onal outcones. _Moreover, .existing tools are
bar t1 cul ar | J5426 s e e 1 PRoilies QRarkers DRGsming inarssiisl € grars clbogiiye and

| nt er nat i onghmediaRSBen eRFHede! Odspie theafRncAlD HdSstah Fadfita@bn of badhdsscant .
25 To date, Internet-based business systens that cater to facilitating

conmerci al ta-PuResEt (BAR HepsisEanD usinge SSCOEHNRED ias €estcalieiivéaand 1sasily

devel oped U%@Qm@ﬁ@&%l&s&?ﬁ%ﬁ?ﬂﬁf lﬁ?\h}i@t céthprel six%ué-!e}fa 168 for NURRELQUS

di fferent nodels or con ons ‘o so-calle i gital marketplaces"
have enk¥ geskarch, cepreatremenir and Fhase foxctiond gt micghte wilb/tod dniappisey’ taockbe
based on an H@rsgﬁi seesu&dersss'g ar di n% nlql/é)sr use of the technology 30 that
results in S 0rStortion or fundae etononi ¢ principles. For exanple,
the existing e-canmedd €onmadrbmictfRiasion én thadommobi vomputer-based Bgsterdidged al
mar ket pl aces. Tv redom nant nodel s are the "busi gquglgﬁ?rtal " that

Two
provi des an‘&te‘?'?‘tl?téﬁ?t_sléra"‘ﬁﬁ? #ico pyive selpten thif ep nesg LHICEPTIRBHE ; or
the "indust g 8ReEdthmGnichBodseinPladigRiurBsehe iNekAt@UBNHRAN IR OKFthihOarCT €at e

di gital marketpl aces, these

20  economic environment/framework that possesses the structural characteristics of ‘real’
economic processes that are essential to producing optimal transactional outcomes.
Moreover, existing tools are particularly inadequate to address the complexity
associated with international transactions where the trade amounts are often
significant.

25 To date, Internet-based business systems that cater to facilitating commercial
transactions between business enterprises (B2B) have been developed using economic
frameworks that are seriously flawed. Numerous different models or configurations of
so-called "digital marketplaces" have emerged in recent years. These existing models
would appear to be based on an imprecise understanding and/or use of the technology

30  that results in a distortion of fundamental economic principles.

For example, the existing e-commerce models emphasise the notion of creating
digital marketplaces. Two predominant models are the "business portal" that provides
a centralised multi-product "retail or end-user" style model; or the "industry-specific

marketplace” model. Although both purport to create digital marketplaces, these
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20  information network is capable of consolidation within a single medium.

A consequence of the unification of information delivery within a single
dynamic medium is the mistaken belief that a change in information network structure
has the potential to change the principles underlying fundamental economic behaviour
and relationships. This belief, however, is not accurate. In order for an economically-

25 based business system to function consistent with first best principles of efficiency,
systems must be designed to be consistent with, and enhance, economic structures and
processes in order to deliver efficient market and transactional outcomes. '

In order to construct an efficient commercial delivery process within the
parameters of electronic business networks, the Applicant has determined that it would

30  be desirable for there first to be an identification and understanding of the structural
inter-relationships between prevailing economic concepts/conditions that must be
present within an economic system in order to generate efficiently functioning markets

and optimal transactional outcomes. Second, it would be desirable for the business
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User (strategic) dynam cs and supply behaviour- signals forces/tensions
and f eedbackgendition provides an ingredient required in order for the ‘economic process’ to
function properly. The three system parameters are the:
15 e equilibrium condition/force
e optimisation condition/force
e maximisation condition/force
In an e-commerce applications context, each of the three parameters
corresponds to an important systemic function that transpires within the framework. In

20 order to simplify the arguments that will follow, Table 1 identifies the key

relationships that will be discussed further below:

Table 1:
Parametric Dimensional Functional Attributes Application
Condition Characteristics Purposes
Equilibrium Structural The macroeconomic Firm to market,
mechanics (market) to firm to firm
microeconomic (firm) connectivity and
inter-relationship data
communication
channels
Optimisation Competitive Convergence of demand | User (strategic)
dynamics and supply behaviour- signals
forces/tensions and feedbacks
Maximisation Process efficiency | Internal resource Task handling and
utilisation and allocation | management




Maxi m sation Process efficiency Internal resource Task handling and
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15 process driven tendency towards maximising resource (demand-side expenditure or

supply-side revenue gains) relative to the market (equilibrium) benchmark.
In a business process/transactional context, Table 2 is a table of factors that
have a subtle, business process inter-relationship. The Applicant has developed a
particular configuration of the direct and indirect economic relationships between these
20  structural factors, that is implemented in a manner that, within the context of the
medium, efficiently channels information flows to optimise the business process

outcomes that correspond to those relationships.

Table 2:

Market Focus and Functions Transaction Focus and Functions
Buyer Seller

Demand Supply

Industry Firms

Product market Products

25
From a business process perspective, the commercial process can be viewed as

having two discrete stages. First is a "market-oriented” dimension. Second, this
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critical point in the commercial process to a specific "transactional
focus". AVOeH6MsE that distinguishes the two are the subse€T/AaUo1/6agq or s

whi ch represent the dom nant forces that influence the discrete outcones
occurring at the evolving stages of a copmercial process. 5 The origin of a
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firns within an #nduste,orwhd $ouprep fomewhieh tle proguas dem bs pbtatriet éfopteemplef i r ns
bel onging to the ndus duce an entirely different range of
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A conbi nati pnfa)cen‘s t hese above definitions results in a concept that
At the broadest level, a buyer will conduct a search within more general
20  parameters - at the industry level. An industry, however, is most easily defined as a
categorisation, typology, or grouping of firms that consists of those firms that operate
processes of a sufficiently similar kind and could produce products that are close
substitutes. Some firms within an industry will produce certain products, while other
firms belonging to the same industry may produce an entirely different range of
25  products. Although there will be a "market" for all products produced by the industry,
clearly, there is no such thing as a single "industry market".
The forum, or institutional environment in which the buyer exercises its
demand-side influence takes the form of what is described as a "product market".
However, a precise definition of what constitutes a "product market" is among one of
30 the more elusive concepts in economics. In fact, there exists no single concept of
exactly what is a market. One definition (the Lancastrian definition) asserts that
markets should be thought of as being made up of "products having similar

characteristics”. A combination of these above definitions results in a concept that
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products having simlar characteristics are exchanged. At a particular

poi nt i nw@el/tndyer' s deci si on- maki ng process, a fundanent BCT/AB0B6299 n t he
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the characteristics of the products they offer relative to the price indicated (signalled).

20  Properly designed Internet demand-oriented mechanisms have the potential to increase
the speed and efficiency with which the buyer conducts search, identification and
comparison activities. Business system applications that emulate efficient "market
activities" should be directed towards enhancing the search, identification and
comparison functions.

25 A search mechanism that links one buyer to many sellers through a centralised
"portal” configuration is appropriate provided that the scope of the search is
sufficiently comprehensive to identify and locate a wide enough number of suppliers
and, ultimately, products to give the buyer a good approximation of the comparative
characteristics of the products offered.

30 However, existing e-commerce models utilise economic frameworks that create
distorted and dysfunctional markets as a result of two errors of structural logic.

First, centralised "portal” style models include within the market only those
products that sellers choose to offer for sale within the system. This configuration

resembles more an agency, distribution or retail sale arrangement rather than an
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be seen as fochbpoiniib theteyet: @aibn@ﬁhn@aﬁnoﬂsh@. producti on and exchange
functions that efrll g;[d%r tt)oe %ia gea slaa e, the %Q)(/aer %&s%%e%{ (tahebseeflgr’s terms and enter the
transaction process. A question now arises as to how to optimally configure the most
20  efficient transaction process by building on, or extending from the vertical market
functions described above. .
Transactional outcomes can be well-explained using classical and modern
theories of the firm and neo-classical price theory. In addition, a horizontal supply-
side transactional orientation is also consistent with concepts of supply-chain
25 efficiency and efficient internal management structures.
A organisational concept that is central to both theoretical principles is the
concept of control of key supply-side functions.
One view is that firms or business enterprises exist because they are an
institutional structure that constitute an optimal mechanism for organising production,
30 on the one hand, and exchange on the other. Both functions involve the generation of
"transaction costs". In this regard, the firm can be seen as a form of interface between
the production and exchange functions that exists because it is the structure best

capable of most efficiently internalising transaction costs.



capable of nost efficiently internalising transaction costs. W 01/ 69460
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influencing.factgrs such as those descrihed above. _In su ry, the | nternet
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e payment risks
e payment time
20 ‘ e country risk
e transport arrangements
In brief, price negotiations are conducted in a manner that balances the relative
influence of the price-related factors in determining a final sale price.
Present e-commerce systems do not emulate real markets. Most can be
25  classified as either being buyer (price-maker auction sites) or seller driven (fixed price-
taker sites) that generate artificial or distorted market outcomes. In order to provide
efficient and relevant e-commerce tool, transaction hubs cannot be restricted to a fixed-
time, lot by lot sales process. Similarly, fixed priced sales mechanisms do not allow
for rapid and dynamic adjustment of price relative to short-run seller strategies or price
30 influencing factors such as those described above.
In summary, the Internet is a communications network that possesses media

and computational attributes that allow for the unification of information distribution
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The Applicant has determned that the inplications for e-comrerce of these
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20  market-related and production-related activities.

In order to manage the inter-relationship between market-side and production-
side functions, firms must control the signal/feedback process. Feedbacks are used to
make internal adjustments. This, in turn, allows long-run adjustment of signals. In the
short-run, the seller must control the pricing and negotiation processes in order to

25 maximise flexibility in the pricing decision arising from strategic competitive
decisions or the negotiated adjustment to factors affecting a final price outcome.

Finally, horizontal control of the transaction process allows for supply chain
fluidity and consistency. A horizontal distribution of transactional information flows
allows for efficient integration of transaction outcomes across the supply-chain.

30 . The Applicant has determined that the implications for e-commerce of these
considerations are that ‘market-related’ functions are best suited to take place within
centralised search and consolidation configurations. By contrast, real product markets
exist as extensions to firms in that they are institutional structures that produce and

place goods in product markets. The nature of the supply-side transactional aspects of
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20  transaction parameters.

In particular, the Applicant has developed an economic system that enables an
exchange/transaction process to occur within a framework that emulates real economic
processes. The invention provides the basis for a system structure that is capable of
achieving dynamic equilibrium. The equilibrium state is derived from a structural

25  configuration that facilitates a balance through the interaction and alignment of ‘near’
equivalent dynamic supply (emanating from supply module) and demand forces
(emanating the procurement module). The matching of supply and demand forces is
further facilitated by business process activities that support the execution and
management of exchange transactions by providing mechanisms that expedite the

30  matching process.

The structure of the system enables the matching of a firm’s procurement
requirements with suppliers of product items having information about those products

located within markets, or supplied directly by other firms within the system or by



| ocated within markets, or supplied directly by other firms within the
system or by WO 01/69460 PCT/ AU01/00299 -11 firns that are not part of the
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upon "inward" responses, or feedbacks, from external organisations.

20 It is emphasised that the Internet is a tool that can directly enhance firms'
"exchange" related functions (ie, interaction with markets and buyers) but indirectly
enhances "internal production and supply"” functions. In a direct sense, the Internet is
capable of enhancing the "price and product" signals it sends to the market (in general)
and buyers (in particular). The feedbacks from these signals can be used and

25  interpreted to alter or adjust:

° further external signals in the form of price relative to quality to assist
in increasing and optimising market efficiency consistent with neo-classical
price theory

. operations of the firm to further improve process efficiency to further

30 reduce unnecessary transaction costs.

It is important that a firm is in an organisational position to receive and be
sensitive to feedbacks. Here, there is a long-run and short-run adjustment dimension

that must be considered. Over the longer run, firms use feedbacks to make internal



that must be considered. Over the longer run, firms use feedbacks to nake
internal WD 01/ 69460 PCT/ AU01/ 00299 -12 decisions and organi sati ona
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consolidation) and supply-chain responses (back-end internal integration into ERP

20  systems).

Accordingly, in a first aspect, the invention provides a method of facilitating a
commercial transaction, the method including:

providing a set of trading parameters;

accepting in respect of a first entity a desired trading profile including desired

25  values or ranges of multiple of said trading parameters; and

accepting in respect of said first entity one or more further trading profiles
including values or ranges of multiple of said trading parameters;

establishing one or more functional relationships between variations in a key
trading parameter and one or more other of said trading parameters;

30 wherein each of said further trading profiles are equivalent in desirability or
expected value to said desired trading profile, and said functional relationship can be
used to determine a set of equivalent trading profiles having substantially desirability
equal expected values equivalent to said desired trading profile and said further trading

profiles.



equal expected val ues equivalent to said desired trading profile and said
further trading profiles. WO 01/69460 PCT/ AU0O1/ 00299 - 13 Preferably,
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profile is nore favourable t an sai d sired tradi ng profil

t ransact i onSesenderiHiasayigh i ’r@%ﬂtl@ﬁdo serdigtia epmmerdal transagiion; @rpeanerated at
Preferably,
ref erabl y 1&9%1%%»9&0 g@t%eggglr%ﬂﬁ%%r @é}nﬁrdeogeggg f\%ﬁ %6&&98@?&!/1‘85' ©riom

tradi ng profi whi ch ha g paraneter va are derive
sai d subbi twéd:htaascbtrm@ng perapretsiis besaid wdding molleprelaai Prefguablyitenfirst eadli ng

rofi e, PLELEBBies REIpONSR s S RONL ! B0t £AdlOG RIOLLLSS s ST d

desired tra ran equrv
"cl osest” omlesmyrbmemesqmar ed distance neasure or equi vaI ent neasure from

sai d subn‘ittedtijril praofile, In other rIbdlrrents salfdtransactlon
trading profile ¥ @H"tr%dé’i‘%l PaEciers) iRGludR RBS 9F JRPiee OB Prigh ValmS.

subm tted tpaghdg t@frﬁ@"dr@cht kdinds NBrediRNGRst dFofntdrB®. t PRASANY] 9Ad e tiritin
profil e may represent a conproni se between terns of the desi red trad%ng

prof i | eld anBare@eteEisgiriahe  submitted trading profile. Pref erabl y, when said

subnmitted tradi ng.pLob yogﬂhreﬁ shlﬁss%birﬁe@&lrra&lég érrrgfgggg gré% (B0 i Lhgn

said desired trading p steps are pr aviewto
30 est abl i sHésgd dradingmirofileda tramﬂtbthgl petoten mi@ﬁcbtandie&iondc&npm:mﬁs igtisthdit are

ggingafjieg : ?egre?era :yg 8?6“?%11?1%} g)sm grlls% it g}cel i)aseg & % Hl‘r)lrsz?ctlogvt? %Enagblpr%ﬁ Q an
which has trading parameter values which are derived from said submitted trading
20  profile, and/or one or said equivalent trading profiles.

Preferably, said one of said equivalent trading profiles is said desired trading
profile, or an equivalent trading profile which is "closest" on a minimum squared
distance measure or equivalent measure from said submitted trading profile. In other
embodiments, said transaction trading profile is "between" said desired trading profile

25  and said submitted trading profile, in the sense that the transaction trading profile may
represent a compromise between terms of the desired trading profile, and terms of the
submitted trading profile.

Preferably, when said submitted trading profile is less favourable to said first
entity than said desired trading profile, steps are preferably performed with a view to

30 establishing a submitted trading profile and a desired profile that are compatible (ie
said submitted trading profile being more favourable than said desired trading profile).
This may involve a modification of the values or ranges of said trading parameters of
said submitted trading profile and/or said desired trading profile. In such cases, it is

preferably suggested to either or both of said first and second entities what changes



This may involve a nodification of the values or ranges of said trading
paraneters of said submtted trading profile and/or said desired trading
profile. wWaorvemah cases, it is preferably suggested to ei piRAUOL/OM h oOf
said first and second entities what changes WO 01/ 69460 PCT/ AU01/ 00299 -14
could be made to their respective tradi nltglhenti ties to establish conpatible
trading profiles. In a further aspect,” the invention provides a nmet hod of
facilitating a comercial transaction, the nmethod including: provi ding a
set of tradPegdpr mde desthelcieapactifg tradingeeities t6f e%aliflishs@nmﬂtlbbytradldgm red
tradi ng pr og}dﬁ od Ncluding desired values or ranges of one or nore of said
tradi ng paraneters; and generating a netric representative of the desired
trading profile; Ilw\hzerferthelsaspbcnettha dneeatiobeproselds as mbehoasf Sadibitatingnpari ng

sai d deswedtrad e wth a proposed trading profile.

Pref er abl y, “PRECHEE ﬁlé?ﬂ Cﬁ‘BPht ?“feﬁ'quda%lgdlﬁéner ating a metric representing

t he expgct ed Vabttﬁqdihgh@@t &Q@u{@%a&g@@&@g profile. Preferably, the nethod
further includes accepting fromsaid at | east one party mul tiple desired

trading profil es2¢&EPHing “bEFLﬁB‘FCt 6f a fushrntisne dgsiregd taging pokilebchdingdasied 15
Preferably, vhlﬂe@@ﬁlﬂn%} s dfldfie GPHREe Wsaﬂk?a?ﬁﬁé‘#dr%&t\érsegﬁ@ desired trading

profiles, | east e tradi ng paraneter rice 1s different in each
profile. Preferalgeserating %@Jcmcdﬁpresdneate’qwéthecdesmﬁbmchng praifils, equal desired

trading profil €Sy %%%g?agé rﬁetngééncl? éﬂ% grsi foraeglé%na%télfgea 1(5% {%acgﬁé her

tradi ng paraneters pri ce. eraly, in
subst ant0 al pyofae with aq&epcrsedtxmmglpmﬁlerofl les, 20 the sensitivity of the

tradi ng paranete e i s fied ai nst each of the other radi ng
paranmeters. Pref é’rﬁgﬁfﬁgfy’ Enef ’?“i‘%ﬁ"s mcf:}‘a@% EGUATRS P JHeHG r&?lre%ep%‘i“%)ﬁ‘?mt e
mat hemat i cabxgpeRiemRicOdE thd eSirddehk /ALl PRYerSly] 1haeasthed fut@R} infeRes i N
one or nore of the trading paraneters. Preferably, the sensitivity of

price agai ndgcepiRmitom sarbatdesss pne parsamuliinkadesivet diadingprpiilgs baving aqua) or

quantified. s&%ta%ﬁglflf&ﬂﬁﬂfx eg&rdt‘)a ¢to the transaction at least include a
buyer and a sel sonpe |rrents the parties to the transaction

i ncl udela sel | er Peafierabiyl i pich qfrtb@ peuwal |oveubsmmyleﬂs equal debiresl waleg ptofidespet hod

may further on- based techni.gue Adyant age cal cu i ons
are perfor msdl Qgt “% tf%irill?g %%a%ﬁ%r SPPI?FDC s Hg%tr%n &4 cacp Profilsy, Iy %P%Elywm ec?‘ﬁL Qt)r ee
with the degiereplahvad sigstahtislsngeml désitedarading @ofiles] vimpey inl Misce a3 indexed

Pr ef er abl t he prags e bu and t he ospective seller are
respect i VZ‘| gaQnst %ac% (Pf tﬁe ot\ﬁer traXmg parameters beeurdes 19)1(‘3106

Preferably, in each of the equal or substantially equal desired trading profiles,

20  the sensitivity of the trading parameter of price is quantified against each of the other
trading parameters. Preferably, this relationship is quantified by an approximate
mathematical expression. This relationship may be linear or nonlinear in one or more
of the trading parameters. Preferably, the sensitivity of price against each of the other
trading parameters is independently quantified.

25  Preferably, parties to the transaction at least include a buyer and a seller. In some
embodiments, the parties to the transaction include a seller and multiple prospective
buyers. In this case, the method may further include auction-based techniques.

Advantageously, calculations are performed to determine one or more sets of
trading terms which agree with the desired values / ranges of the at least two parties.

30 Preferably, the prospective buyer and the prospective seller are respectively
identified by a search based on a product and/or service classification code.

In a another aspect, the invention provides a method of identifying prospective
partners in a commercial transaction, the method including:

providing a product and/or service classification code;



identified by a search based on a product and/or service classification
code. In a another aspect, the invention provides a nethod of identifying
prospect iw@ol/gesi ners in a comercial transaction, the nepéDdUDnel2edi ng:
provi ding a product and/or service classification code; W 01/69460

PCT/ AU01/ 00299 -15 providing a database of records relating to respective
busi ness entities, said records incl udilég‘ i nformation, indexed according
to said classification code, recording at |east one product or service
provi ded by or r @tyidieg abgatabasel of me¢args saiating to eeapectiyadusigessi ensitiesr said ng
profile in | at.i: . j I . cl. . [.ce; erformng,
inres ponseE 8@&%@??‘86@8&?@#’% ﬁ@%ﬁ%ﬁgﬁif fégl sLalcflp ﬁaggic\étlélgg?&o%ézmﬁng

cl assi fi cat aoleagtane pradidt at sdreias tpravidedshsboi tetjerded badaid@nfityoind 4, lesst aar ch
of said databas for entities having a desired tradin rofile at |east
Corpat | bl o APELaiRegioerD BTy BaRAgE RO E OO BREPERaRrG.  sai q
classifigation c@gfornfin®! @i Rt tds@plibi REALE MiEAhatRANAEdingCat 148t bhat
search information of variable specificity or granularity can be provided.

Pref er abl y, clagsificagion sede.jand af leastmg supmitteg trajiggiueidlg. »peaseh efeseiddataliasom an
i nternationgld .. I Ea?‘% i asS| i )
Pref erably, ﬂ%rhéehtlglgggg?i? F(?d:tg?%aq%ghl s,l?éf' 8?Feé%a&ﬁ.g?%aftlgtﬁhgthlgsra}rgoﬁﬁggggiari ff
Code, or HT@adirgefailabl y, the search information optionally includes

suppl enment ary 1§reif ani s such

f i : i fi busi i
geogr aphi ¢ regi on, %@@&gg%h%?arsglﬁlg%%m{ ‘gordtﬁgl,s Oggaégﬁ% SIBI%éf l?rércg{g@fpr%fmé?reﬁ%b?;,

the residt stint stehﬁthﬁﬁbﬁﬁatmnobe\%alﬁablleeﬁtileb?ficﬁhlygoﬁrgrﬁiﬁllt‘)l@‘itypbﬁﬂﬁﬁef PO Vil o
criteria. Prefer N nupber of _search fields can optional [y specifie
‘n the sear EFFISBY; RGP I%IOPGOii%Er%ralé@aiqﬁ*eonsge%ﬂf’F@frpgp Brinerpationally t s of
the search. 1d2oghisé@bloduct bei/sLaES el @a@ﬁ'fcﬁ@c’iﬂ“@%@ﬁ@fe@ﬁﬂ%ﬂ ! @hssHR@fion aNd

search information preferences specific to that particular user are taken

i nto accountodgtisrfor errmle. theHermeonispdakagif Code, paFlieul ar, the search and
negotiation stagggGhp betﬁer a%ﬁ?c‘ﬁt 181 o' Bﬁﬁ&ﬁtﬂg ifAu§ nfgugglre tehei?y of
bl ntract. The

trading paraneters that set the terns of an execu e sales

conf i gutat i odomietionespenididetobpusiyests enpanstions; asuch emsupdographic seyiong sdesfred
pernmut at i ongr .ang corr(t:)i ngti gns tof busi ness process tasks that nust be
conpl et ed bEFSPR SIS CPHLROMG S En wi 11 qualify as being executed. The

busi ness processPlefgisblyMuht ReulteXHEC teedegolnf @inMbag rinked NBy t 611 HRC hiodd
outcome 1 qu}erdgtgggitngd criteria.

Preferably, a number of search fields can be optionally specified in the search

20  information to increase the specificity of the results of the search.

Preferably, the search is performed by a particular user, and search information
preferences specific to that particular user are taken into account when conducting the
search.

In particular, the search and negotiation stages of the transaction may provide a

25  configuration of trading parameters that set the terms of an executable sales contract.
The configuration choices made by system users can result in a series of permutations
and combinations of business process tasks that must be completed before the
transaction will qualify as being executed. The business process tasks must be
executed conforming to the transaction outcome requirements.

30 Preferably, the contract execution process involves the satisfaction of any one
or more of transport and logistic functions, banking or financial functions, insurance
and inspection functions, and the adjustment of production, planning and inventory

functions within the selling firm.



30 Preferably, the contract execution process involves the satisfaction of
any one or nore of transport and | ogistic functions, banking or financial
functi onsyooneds@ance and inspection functions, and the aB¢TDAUNBNRIDS
production, planning and inventory functions within the selling firm W)
01/ 69460 PCT/ AU0O1/ 00299 -16 The coordi nati on of the execution of these
functions may be conducted in a nmanner ‘whereby each step in the execution
process contract _execution process nust be satjisfied in a stepw se manner
in order to nini A &opiinagpn of $heesecitian @f thesr fHaatinns megbe wprdncteshinr aict ual

non- per f or ”ﬁﬂgﬁeﬁi}hefréﬂj &R @B it Efe &%&Itioﬂf 16desDE5ntRRF Ebchod cé‘s?ﬁﬁdsﬁﬁé- >
Enbodi ments of various aspects of the Invention are advantageously

i npl ement edsatisfied mpastepwise fitanaeran onde ke thinignisecwss ofinabosnrss anbriskFassddiged it
is highly desirable that enbodi nents.of variou shects of the invention
bre i ol oS odiud ARb-pEBBHR B PPt S i o 3R G e SRR e
the Intefnet. |nEabdaimdnes aslSivationd @pedtyi 6 tht aivenfisier ataadvangagebudlyie
invention, a preferred 10 enbadi nent is iII,ustr%t ed in the attached

drawi ngs. HIWRGEEnted in compygr spitwate spahiesbdevigasandispetermsy Fyihergitde Sighilpt i on

is illustrapiy@pRithy: SRcbdiems ¢f YetioleashakeBr i%wntmyar@%greﬁﬁhfeh%mg the
generality of the invention. In the dramngs: Fig. 1 is a schematic diagram

repr esent i nfieassislenes ofiagsnupnuniepsiony setaiork, B8chascthe fefegt.e showi ng the main
nodul es of the s : . . FlLg. 2 i

schemati c di agr a?%félgig% g%n |lt?\%gﬁh@%?ﬁ%’uﬁﬁ%%{@bﬁxgng@eflpgéﬁg{oﬁéagg?fgge%dul e
of the #¥stembbdinteheissHastabdddinrtbe hitachiedrdchmings. Flgwedr, is slioudd he naddrstood agr am

representin e comuni cation flow fromthe ar g.é)?'r tory nmodule to
e or ocur ofheh e EAETEE B8naRgn s M R bl and ERh el b seR i alh NG ¢ me
comruni cat i eRuidiawiietsnelity dibe gdkfSorodul e and the procurenent nodul e;

Fig. 5 1is a schematic diagramrepresenting the general relationship anong

sear ch par anet er 8 theidawiggs:'s a schematic di agram representing a

general i sation ofd he idiJ §GlenthieCHiagdm RERELHENENY 4R WP fReYsysfert S @
schematic di ag_r am r;gr esenting a genheralisation” of the indirect stoc
( non- st bTk) ajshiveatwre sowinguhe maimnmodiiesgof tBe pystean et welas aesest taghasyistem;

representing t hep{ - |2altsi ao%%g}%ggﬁga%% @gprggeil{iﬁé iy coﬁ%ﬁﬁﬁst%onoﬁo&/ r}?orﬁ %g S

nodul e and t he prd&carene
sales module of the system to the search/directory module;

Fig. 3 is a schematic diagram representing the communication flow from the
search directory module to the procurement module;

20 Fig. 4 is a schematic diagram representing the communication flow between
the sales module and the procurement module;

Fig. 5 is a schematic diagram representing the general relationship among
search parameters;
Fig. 6 is a schematic diagram representing a generalisation of the direct stock

25  procurement functions;

Fig. 7 is a schematic diagram representing a generalisation of the indirect stock
(non-stock) procurement functions;

Fig. 8 is a schematic diagram representing the relationship among the different
aspects of the sales module and the procurement module;

30 Fig. 9 is a schematic diagram representing the relationship between the
procurement module and the sales module in respect of the purchase/sales order
processing functions; and,

Fig. 10 is a schematic diagram representing a post-negotiation function of an

embodiment of the invention.



30 Fig. 9 is a schematic diagramrepresenting the relationship between the
procurenent nodul e and the sales nodule in respect of the purchase/sal es
order pmeerseddny functions; and, Fig. 10 is a schematic BCEHaUAN0299
representing a post-negotiation function of an enbodi nent of the
invention. WO 01/69460 PCT/ AU01/00299 -17 Referring nowto Fig 1, there is
shown generally an enbodi nent of a syst’(-:1 1 for facilitating e-conmmerce
transactions. The system has three conplenentary conponents 2 to 4 that
oper at e i ndependBafergndHuew ¢o Fipbrthete veshpwogenerayran enebasiimenief a system 1

establ i shmept,, (DAGGELA'L00 A0 CXERULEAN. o QUTELCHAl LEANSASHIANR T 0
1-5 are 5 schemati ¢ dtraw ngs representi nhg an overvi ew of these‘three

conpl i ment acogmpamapdhent shattdperatoitdepdmsiently bhi cdropdrhtivebe toc btemandineidf thé ew of
the descriptiqn..,explanation of the respective conmponents bel ow. The
descr | bed. CRGHISHERE: PEERARR L Pre Gl PT SOV SRR VTG End > ar
efficiemy whehanbi ahvaRSP! @rekdti@ENahi @R8dvievk Nbf athbid NhARd cdpplsichfary
comercial 10 transactions can be conducted. The three conpl enentary
conponent s FYRPPISAY the ospatentd cdavhichnwillirhe glegeer| Bediqvwn ofr Bt desception |
bel ow, and Sr?ééﬁ § g@ﬂ] | referred to as: Macro/ mar ket
sear ch/ di re%@?@aﬁ%m% glreo afg\éecr%) u\ﬁgmig%ﬁ/l"cro/ Procurenment nodul e The
first conponent, The ndesembpatn ckbodiseeat cils/ gatiedady ywalbdsilied 2{o pmpxdvites the

mechani sm by..whi ¢ch signal.s originating froms ate_enterprises are.
R0or egat od. SARETEY SRR A ol I Oan BT BEAME, S eipdlc iRl
comuni tat | aAssacishisl &n bs cdndwieed armirnihbye wbin Ien@wtmé ;ii@hgfoaéﬂw én@iohéd| s

i t t i '
ot ocur ement HRIGAE. St 1 QOG0 BrifcatPh e S oA e e G 81 t ho
mechani sm byoiRhehcd Rerfedlt8as-nodul e signals can be captured fromeither
the macro/ market search/directory 2 or separate mcro/sales nodules 3. The
t hree conponent s®priMetrdmarkes ssarch/diresteryi n whi ch a busi ness process 25
activities can ogcyr. th t1 i ncldu es: product search/sel ection negoti ation
post - negoti ati on 1cT0/>ales modulie

15 e  Micro/Procurement module

The first component, a macro/market search/directory module 2, provides a
mechanism by which signals originating from separate enterprises are aggregated. The
second component, a sales module 3 (supply-side communications module) is a
mechanism by which each enterprise controls signals sent to both the macro/market
20  module 2 and/or other enterprises’ procurement module. The third component, the
procurement module 4 is the mechanism by which the sales module signals can be
captured from either the macro/market search/directory 2 or separate micro/sales
modules 3.
The three components provide the structure in which a business process
25  activities can occur that includes:
e product search/selection
e negotiation
e post-negotiation
The first business process activity, product search/selection, involves an
30  identification of prospective partners to a commercial transaction. The negotiation
step facilitates the negotiation or bargaining between multiple parties as to the terms of
a proposed commercial transaction. The post-negotiation function assists in the

execution of the transaction management and logistical functions that are necessary to



The first business process activity, product search/selection, involves an
30 identification of prospective partners to a commercial transaction. The
negot i at ivomol/eep facilitates the negotiation or bargai ni RGT/AED U299
multiple parties as to the terns of a proposed commercial transaction. The
post-negotiation function assists in the  execution of the transaction
managenent and | ogi stical functions thatl&r e necessary to WD 01/ 69460

PCT/ AU01/ 00299 -18 be perfornmed to execute any contract which is

est abl i shed bp@erip@redoier exeeute a8y gonteany Mthichofs establisheddietwgenoparidesms ofestlhe

negoti ati on fHOGLLAR, o‘ﬁg‘%n%ﬁfg ch Oﬁh{i&pﬁ%@m{)et ween the configuration of

the three conponents an usifhess process activities that occur within
t he system is i nfibe tiniet-reldivmskiprhetwesnathe confimah@en of thefthtdeeconpopenenhd

provi de the_fqundation of the.rmotgel, and. ljE’is gesi ned .in a manper to aclzhi eve
a system wi J¥ BEECR BPPGRARYVIHTSHORtACRY withiat %%XS%& BrioioHam: dhesppetael (¢ he

second df meRgCRihi&sTdhé t@iponeRiprévisd thelfb@RAS bY the efddeNGink G RNl $£a t he

efficiency of the user and data inter-relationships in relation to "user to
systenm and™anp&eto HIqYSer systawtade sayitidumpby provisling ackpdansingcelsdyminiiensi on
condition). I I e sequiqli br LA . Qost
basic | evel )f(;rigeéS méegt% ?@?‘Fgg}pﬁ{l/&?mﬂrg?\%&g@l)é g}r@% r%%?#%&ggﬂg Sé%@‘k%%%ng&ﬂg‘sggg
the fol | ow thy afficiheey efzhe usdrand datarintst-fedaionslipein mintiod ég &rser @l systenh’ end r y
and exit for t toers,. decentralijsed.distributi.on . of key
2Ub- oyst em diPhlosREE SBeRE @Gt SR TAET PiRbEh SIRAEPHEL ant aneous
i nfornmal®on and pr qeasicaladrasditlsd eibilibiion oexlider S5 the dhodaadc level) is

exchange/ adj yst.nment nechani.sns In the first respect, Figure 1 illustrates
how, in br olé%l lg& #@' mepRs Of SOBSHUCLPE Sthe slrucure hapas f&ecfgﬁewr@qme?@%ﬂ. The

search/ di r eghfaoteridddy] € 2 includes a 20 search/directory conponent 5
together with a adm nistration conponent 6 and a requisitions conponent 7.
The functional ity ofpeatanil degentrpliged eofry ahe exié forall/systemcticomy  nodule 2 i s

provi ded by an plication Servjce Provider (ASP) connectable tq the  sales
nodul e 3 and pr égur%eﬁ@maq%‘gufilé{rﬁmﬂ?nao o%ﬁ%n?@ﬁ%ﬁm g dreeesgpghaad ¢ he
| nternets 25 Themﬁh@sndﬁpﬂuicﬁo& i ncl udes a cat al ogue/ search requisition

conponent 10, a registration conponent 11, a contract quotation conponent
12, a transport Poginsteptaseous #HoimaONFRE PEoceshgsndistribigon mepkapitmsat i on

conponent 14, a guote nmanager mponent 15, .and sal es order managenent and
tracking conponent @@%%e’%ﬁa‘é%e%%%?mnq mecRaniSHS

In the first respect, Figure 1 illustrates how, in broad terms, the system satisfies
the open access requirement.  The search/directory module 2 includes a

20  search/directory component 5 together with a administration component 6 and a
requisitions component 7. The functionality of at least part of the search/directory
module 2 is provided by an Application Service Provider (ASP) connectable to the
sales module 3 and procurement module 4 by a communications network, such as the
Internet.

25 The sales module 3 includes a catalogue/search requisition component 10, a
registration component 11, a contract quotation component 12, a transport logistics
services quote component 13, a negotiation component 14, a quote manager
component 15, and sales order management and tracking component 16. An order
communications component 17 and ERP communications component 18 enable

30  communication between the sales module 3 and an enterprise resource planning (ERP)
system 19 or like electronic data source.

Similarly, the procurement module 4 includes a reverse tender/quotation

component 30, a micro-chain external item data matching component 31, a non-stock



comuni cati ons conponent 17 and ERP communi cati ons conponent 18 enable 30
communi cati on between the sales nodule 3 and an enterprise resource

pl anni ng WE&RP§466yst em 19 or |ike el ectronic data source. PSI/AUDHIN2YY, t he
procurenent nodule 4 includes a reverse tender/quotation conponent 30, a
m cro-chain external item data matchi ng conponent 31, a non-stock WD

01/ 69460 PCT/ AU01/ 00299 -19- conponent 31? a stock conponent 33 and a

pur chase order managenent and tracking conponent 34. An order

conmuni cat i comperemp 3Aen 5todl6 camporeRP3 8 enthamuceaso nxler cunpgemesmt aBd tracking o

i nterconnect,_t he qur gen nodul e .4 and a furt E em 37..5 T

sal o5 modul SPGB &P SRerr e Car g, cBmplihon? o5 A, ERE R Bffidiions
conputi ng app@apaidns 36ack 10ARBLOhERL tiRproeuthes Bédille 4nad udufgerERY 6BeSS1 Ng
unit and a%§00| ated nenory storage unit naintaining conputer program code
for causing conputing apparatus to execute the required functionality.
In this exanpl e, T8aGHIR mddiEe 33nASHBRHEMENSmBAMe 14 GrePieAESUSSEBInvERGUHE 4
and 10 associ ated ERP systens, are |located on the prem ses "of separate
sel | i ng andcoupiing appatatys anel, conpmusti¢Rsion eletises whtlscludmg agrogestieg ufit ahé

entities ma I r

dependi ng u%%éﬁ%#gqggﬁr%}h%t?% gu%ﬁlregpl es %?01%9% ?ppd’r%?ﬁ# C%Hgﬁ’ &ng]‘ﬂ 31%62 to
4 of the sysbmputinga";tperamsttom&dmteameIneqmﬂedrfumitloaalﬂystem 15 conponent to
system conponent _l evel ; ie., bu o sel to bu se r ket
market to sel 1 BiS camaiesac g oS piogh 2 andpm e ERentiOBiEL. 51 ¢ ne
nmodul es1@ t @ss@mateﬂCEKIJ%?stém@ OXFUBE £ bR MMife PRUBYRYof sfe@&ﬁ%cédlﬁé@ ¥nd Bﬂiﬁﬁgnced
50 to 52, to facilitate conmunication between the nodules 2 to 4.

addi tion, weBltEEsy 1B afkgr espbodinggts,gne qad@%rerﬂftth?)@%ts%@@bwme@oﬂbaﬁélﬁm t
modul e 0 MaghlR. $ QI EakL A RUNGE % Endfs SEbh He CAMmRAEASRIAREN 0! the
nmoduiles 2 to 4 via a standard Internet b y use of browser access
clients, re#péentityely referenced 60 to 62. A browser access client can
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(the horizontal firmto firm business process axis). The guxt aposition of

the two profPRERNGIEORREvseR she modulep 2t foaf- B ladditioRshpie a huyer g auseller

does not possess software to permit module to module communication, buyers and

20  seller can access each of the modules 2 to 4 via a standard Internet browser by use of
browser access clients, respectively referenced 60 to 62. A browser access client can
perform market/search, buy and sell functions by communicating directly with a
particular component; ie., a market/search, buy or sell component.

Figures 2-4 illustrate how the configuration of the system 1 encompasses the

25  relationships that exist between the system’s ‘market-related’ business process
activities (the vertical firm to market business relationships) and the system’s firm to
firm business process activities (the horizontal firm to firm business process axis). The
juxtaposition of the two provides the basis for the spatial relationships that occur
between:

30 e markets

e industries

e firms, and

products
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often 15 ongmates from each firm’s enterprise resource plannmg (ERP) system 77 to 79 or

other equivalent electronic data source. Each supply/sales module 70 to 72 selects
appropriate data and converts that data into a content/form that can be used by the
market/search module 73.
This function provides the infrastructure for the market/search module 73 to
20  receive firm derived supplier/product information including data updates/refresh on a
regular basis. The data flow and content is determined by a sales module based data
direction/control function, as will be explained below.
The principle device that controls product/itemdata flow to the search/directory
module 2 is situated in the sales module 3. The control issues relating to outbound
25  data transmission turn upon solving for the broad parameters:
e What data (ie., which product items)
e Where that data is to be sent
e How often
Figures 3 and 4 illustrate how a firm’s product/sales item information (what) is
30 sent to two classes of receiver. Figure 3 shows data flowing to components having a
one to many (1:M) data relationship, ie., search/directories and marketplaces. Figure 4
shows data being transmitted directly to other firms being a one to one (1:1) data

relationship.
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the search nodule 2 to provide a buyer with functionality that assists it
i n neki ng asepsghépeikeiplacgampdulorfo ariiscrstd fiamys sdes otwdutec h&ai skamplet hposear ch

modul e 2 i Ssetlgb?ing an item listed in the marketplace directory module 2, a buyer that wishes to

20  purchase the item(s) can elect to be transported (with data content) to a sales module.
The data content that is transported with the buyer is derived from products it has
located in the marketplace/directory and appropriated to electronic requisitions.

As the buyer may be looking at products from more than one seller, this may
require the creation of multiple simultaneous requisitions. Therefore, simultaneous

25  transport to multiple sales modules of different seller is possible.

Both the procurement and search/marketplace modules make use of the search
module 2 to provide a buyer with functionality that assists it in making a selection
decision. The primary search mechanism of the search module 2 is the
search/directory component 5, which is designed to select, group and list search results

30  according to a user-selected configuration of industry index, product classification,
company/firm and geographical locator codes. All of the generic (non-product or firm
specific variables) indices and coding systems used are derived from standard indices
recognised and administered by the United Nations Statistical Data Division and

private and public statistical agencies.
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-subsidary
Region 13 Category Region Code
Country UN 2 alpha code
State/Province UN intra-country code
ISDN-telephone area code Internat. ISDN code
Port- Air/Sea/Inland UN Port Codes

10 Each specific product or service entered into the directory will have a separate

and unique identifier tag that is derived from the configuration algorithm. The search
configuration algorithm distinguishes between companies, products and brands having
the same or similar attributes by arranging the relationships between attributes of the
governing classes.

15 For example; numerous similar products (good or service) may fall within the
same CPC or HS classification categories. Each particular product item listed in the
directory will inherit a unique identifier tag that it derives from the totality of the
classification attributes listed in the table above. Even if a product is tagged to a

particular manufacturing or service providing enterprise operating across several
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20  about the products can be readily compared, including reserve price, volume, product
characteristics and specifications.

Internet search engines cannot by their very nature perform searches which are
able to most accurately and expediently identify prospective commercial trading
partners - either sellers and buyers. At present most organizations will conduct

25  searches having a particular type or class of product in mind. Given the number of
different types of information and products that may fall within the scope of a general
search term, an organisation conducting a search for prospective business partners
typically ends up wasting a great deal of time sifting and sorting among relevant and
irrelevant search results.

30 The search/directory module 2 provides the ability to narrow the scope of the
search considerably using a mechanism that is capable of reducing the search criteria
to a level of specificity that accurately reflects the product being searched, and

subsequently ranking these result criteria.
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activated. @IFe)ahe&bagadss Rnefprisemiame criteria enables the searcher to further narrow the
search criteria. Conversely, all searches by business enterprise name or general product .
description will be cross-reference to the HTC Code. Therefore, the common search
20  criteria of all products contained in the product search database are each product’s
discrete HTC Code. Thus we will build the first product search engine based upon the
HTC Code.

The search/directory module 2 uses the HTC system as well as other overlaying

parameters built into the search mechanism, thus creating increased levels of
25  functionality and dynamism. The results are to be categorised by a ranking system
based upon preferential outcomes selected by the user.

The search/directory module 2 is preferably case sensitive and requires at least
one field to contain data before the search can be activated. Once the search criteria
are completed the user ranks the search numerically. This ranking of search

30 parameters creates dynamic outcomes not available with current search mechanisms.
A cross referencing mechanism matches procurement requirements with search items
based on product type, price, volume, payment terms, geographical location

Additional flexibility may be built into this search mechanism whereby no

fields require mandatory inputs. Additional fields can be nominated/included at the
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20 These three external sources of items provide the pool (supply) of potential
items for purchase by the firm that may be used to satisfy the demand requirements of
the firm.
However, a firm’s procurement requirements are derived from factors internal
to the firm arising from its oiaerating and production activities. The procurement
25  module 4 distinguishes between two broad types of procurement requirements, namely
stock items and non-stock items, respectively handled by the stock component 33 and
the non-stock component 32.
Stock item requisitions are made as a result of the depletion of product items
(inventory) that a firm uses direct result its manufacturing or production activities; ie.,
30  are items that are transformed and/or undergo a value-adding process in the course of
producing another product. Non-stock items are products that a firm consumes as an
indirect result of its daily activities. Non-stock items include maintenance, repair and

overhead (MRO) items such as stationary, computer support items etc.
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Non-stock itens are products that a fir onsunes as an indirect result of
its daily activities. Non-stock itens inciude mai ntenance, repair and
overhead (MRO itens such as stationary, conputer support itens etc. WO
01/ 69460 PCT/ AU0In @ddition, theeprppurgaent: gdule t‘ﬂgafpﬂ@cm‘%gmﬁﬁl thipagdfepwchnsadl es
two broad typgss.of purchase orders: Blanket (or standing) purchase orders
One-of f (or standard) purchase orders 5 The procurenent nodule 4

coordi nat es the fi rBlankétribvestaading)enmerhdse erdetsi r enents and provi des a

mechani sm by whi ch these interpal demand requirenents can be matched with
the external |y alquPPeaiffepstapgard)anichaseiondess. Figure 6 is a di agram of

the genegal proc f h {4 ec r r 4 S
demand for stockqi%tée r&?ﬁé%eé%ti \%‘gﬁdgf Iét 2‘5&%@(@% gir:lnél Wﬁg olcﬁ}{eeglgagsﬁeﬂ)gpgoccur
within a firequireingnts-anfl fpreddesysmecimnisus b Whjchahe €RResnad demadd iy nirdinentERP
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of the mat cﬁf%ﬁreﬁ%éggg‘%%eﬂ]a% dﬁg’@ﬂg \%ﬁ%tsFPéf‘ lt‘g’% l%iliegf?qw@t SteRn k@ TR chase
order i30topRResst ﬁﬁd@@qur&viﬂﬁﬂva%ﬁ%&ickmfﬁw%é&ngr@%an;ysantm§ys€e5n%%?ﬂ' .a
one-of f purchase order is to be created 20 Additional functionality permts

t he procur entlif ERBgantainsi olisttad diectsipgk producttitsmscandfindignted whes isipek anyst ocess

requirenent s, et ; | ' i L - ,
O e PR L U T G
det er mi ned 6tock produatsitesn ofquarem2dis ojithani ¢, reverse negoti ating process. The

supply of stock itens is derived fromthe three external sources identified
above. The met hod o‘ferﬂsai"‘é’ﬁﬁﬁ%b}'gur&eélﬁé ¥ upon the business process

functions e items supplied by potential suppliers

The method and source of the matching process depends upon whether

e an existing blanket purchase order is to be extended

e anew blanket purchase order is to be created

e aone-off purchase order is to be created

20 Additional functionality permits the procurement requisition to be fulfilled to
conform to business process requirements as to whether:

® a quotation price is required

e atender process must be followed

e and whereby inbound quotes and tenders are determined on the basis of a

25 dynamic, reverse negotiating process.

The supply of stock items is derived from the three external sources identified
above. The method of matching is dependant upon the business process functions
which are required to be met under the particular circumstances of the specific
procurement requirements. Once the purchase order is made at step 102, sent and

30  confirmed by suppliers 103 and 104, its confirmation is processed back into the ERP
system 100.
Figure 7 is a diagram of the general process flow of the indirect or non-stock

procurement process. The demand for non-stock items is derived from processes that



which are required to be nmet under the particular circunstances of the
specific procurenent requirenents. Once the purchase order is nade at step
102, sentwande®& confirmed by suppliers 103 and 104, its BPODAUPTEIZIDN i S
processed back into the ERP system 100. Figure 7 is a diagram of the
general process flow of the indirect or pon-stock procurenent process. The
demand for non-stock itens is derived from processes that WO 01/ 69460
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than the ERP or Bgnmaf for Chorl 4OAL iRAS {sbgéﬂdea B Denitld®s GRS fntORS the
ERP initiates sonme purchase requirenents). The procurenment nodule 4

provi des a msopain¢ sapldnyshueng s raquited: Resksitioneofinai-stodniteranishsudl satiaed at

step 113 by fnLtiati lepd NE L beSLtd 0n. | faorned acgording to
t he resul tsb%?ﬁ % r?g)ttbgﬁ%aﬁg&c}gg l}nﬁ% bF%%t?? é) fl‘fellggﬁlcﬁrflggcrt}&ngi@grﬁs I?aé'q%? ﬁ’gn"@ﬁ? S
with: 150 i tlenthediRIpinigstedyoneupureinke sgpizbmeits). i tens supplied by potenti al
suppliers Additigpal functionalit ermts the procurenent requisition to
be ful 111l ed to ABRBPHTENLIGANESL HPYEELS FEGUIHEROM SYhiEh fonahseRer:  a
quot ati on prdeeisitich E80YE cRAtedlat stef EIBIBY thE @Iﬁ_ﬁﬁt%]cg‘f}h%}nbéﬁ ﬁqahlleq\ﬁgiﬁoﬁrisi
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wher eby i nbound quotes and tenders are determ ne n the basis

dynami c, refapsd peegelingttpniicpreselis of apatchipp| of gt memusition produshiten
derived.frophembhs&giext ernal sources identified above. The method of
matching is é%pendant upon the business process 25 functions which are
requiretibto be net iwmkesupplied pacurrentibupplieisr cunst ances of the specific
procurenent requirements. Once the purchase order is nade, sent and
confirmed by the®sufes gippligd by potential suppliers

Additional functionality permits the procurement requisition to be fulfilled to conform
to business process requirements as to whether:
e aquotation price is required
20 e atender process must be followed
e and whereby inbound quotes and tenders are determined on the basis of a
dynamic, reverse negotiating process.
The supply of non-stock items is derived from the three external sources
identified above. The method of matching is dependant upon the business process
25  functions which are required to be met under the particular circumstances of the
specific procurement requirements.
Once the purchase order is made, sent and confirmed by the supplier, its
confirmation is processed back into the ERP (back-office) systems.
Figure 8 is a diagram illustrating the operation of the sales module 3 shown in
30 Figure 1. The sales module 3 is a device that performs supply-side functions that
either ‘stand-alone’ to configure and execute a sales transaction; or function in concert
with a procurement module to provide an increased level of automated transaction

processing. A buyer can be transported to the sales module 3 via the transportation



confirmation is processed back into the ERP (back-office) systens. Figure 8
is a diagramillustrating the operation of the sales nodule 3 shown in 30
Figure 1.waheesal es nodule 3 is a device that perfornms sup@rmusi/ee99
functions that either “stand-alone' to configure and execute a sales
transaction; or function in concert wth a procurenent nodule to provide
an increased | evel of automated transact4®n processing. A buyer can be
transported to the sales nodule 3 via the transportati on WO 01/ 69460

PCT/ AU01/ 00 2@ghanisrg frose haedrsiidirecionyamedde eryrdiroguement modiu¢ é; dtagnatively,
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that w || bé@heoequsitienl containa duéd &5 beonded fomthei peposth of bkasing radguotatsort, he

configurati gn of d ta essed[loglz the final sales terns and
|

condi tions BEPRRLRY f’ﬂé%ﬁ%&tgﬁl&tpélé‘flﬁé? negRa es order is also processed

in the ERP as a dhsw;mt@lebﬁanﬁapby icatioi, GO R sarhB @afapatl vallitekopfainedem dat a
within the salagq nmodul.e iis d ve irectly from 15 data talnedfromthe
ERP (thus afotdfSnFdandayaitfl i Ofdebd% %ﬁﬁn EHAEOTY ofecgﬁm

registrati oprREQE8 %S the! ShaloGfed rteﬁaesf ﬁ{cﬁcaﬁaﬁlmﬁ Lﬁéﬁ{zeé}laﬂﬂe HuQsest é’é!ll%f‘ trﬁ@
transaction. If the buyer has been transported froma 1procurement or

sear ch/ di r esdles §rderpid @lse precsgiedtin thei IIRP psa discisteoiransactipnel euwieiad.r ati on  dat a

| s matched to C“%gg&%&ﬁ%ﬁ%ﬁﬁgﬁt%a& R4 R aﬁé&%ﬁ&dl{a % aldivdl dird %‘Bgfronil

consistent with e use for, cUstoner Te |ons mana
(CRM f et ﬂata:abt:aqucfscanthﬁRPI(ﬂms a:\tcn@ag dataeluphcption).t i on is made accordi ng
to an unadj usted.d)rderﬁti)rl ce. is the. t% e price fur her

o rane a5t ec ot onBie £ oo 2 558l n Do TR obels Reforaghe  bed

bel ow. A prbuysi @faproseddewithItAetransicion. 18 thd hagat BE bde@ trAi8pdrRAUSHt A ON.
(now becomi ng a provisional sales order). 25 The provisional sales order is

provi si onal PRASPregsing o5 sergh/duscorycme Pléaﬁ‘?ﬂ*ﬁtiaélon tih aptomagici nThe mgisyatphse is

derived fr Oﬁhtta h@fna{c‘ﬁg@l t6 aﬁkorﬁé}%aﬁgl‘ﬁﬁteﬁ ldh&nh tﬁgaééll\% fhn sORPP E&sikterR with,
quot ation onl 3/1:0 be he seller's quot ation prl ce nust be Corrpetl tive, bUt not

be t he RGst an used for, customer relations management (CRM) functions/purposes.
At this stage, the requisition is made according to an unadjusted order price.
This is the base price upon which further price-related adjustments will be made
subject to the functions described below. A provisional sales order number is allocated
to the requisition (now becoming a provisional sales order).
25 The provisional sales order is provisional for several reasons. One reason is
that its initial purpose is derived from that fact that the buyer-client may wish to obtain
a quotation only. The seller’s quotation price must be competitive, but not be the last
price-related say; ie., further price adjustments may be made at a later step in the
process; ie., final negotiation.
30 At the quotation stage system generated adjustments for:
e volume purchases (ERP data)
® customer status discounts- ie., if the customer is known and good- a

discount may apply



price-related say; ie., further price adjustnments nmay be nmade at a | ater
step in the process; ie., final negotiation. 30 At the quotation stage
syst em gavepue®sd adj ust nents for: vol une purchases ( ERPPABA&D1/002955t oner
status discounts- ie., if the custonmer is known and good- a discount may
apply WO 01/69460 PCT/ AU0O1/ 00299 -29- The system conputes the quotation
price by taking the unadjusted provisiomd- sales order price and then
deducting appropriate rebates. No price adjustnment is nandatory- only
occurs if vol uneThadynemtaamuteslthesquota@dﬁapﬂea by pdking theemsadjsttedpavigiviiags t he
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sal es comtract plrys buyeﬁ*}hWForg%If ﬂftérswe%vﬁfgl tHQhﬁ&ePéHaﬁge tHeliCmind #nB"WiSh L YP€
20 cargo weight and vol une data, etc, The saleés | € automati call

det er ni nes therenafigoreetheisjoeder.c Bnnqt@@ahﬁY@lowm&@@|b@y@’rto|add/élc1¢@t1itmﬁaﬂnt §
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| ocati on) an country des nation. The buyer (or ERP) will fill in the
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15  transport/logistics, insurance, finance and inspection.

The services contract quotations are calculated using system data derived from
the core sales contract plus:

e shipment details, including price, etc.

e cargo type

20 e cargo weight and volume data, etc,

The sales module automatically determines whether the sales contract is
domestic or international by conducting a cross-check between country of origin (ie.,
seller’s location) and country of destination.

The buyer (or ERP) will fill in the additional required information.

25 e Place of loading (domestic)

e Place of discharge (domestic)

e Port of loading (international)

e Port of discharge (international)

¢ Inland freight required from port to plant (if sea or air)

30 e Container type- general or refrigerated (if sea)

e Estimated time of departure (ERP lead-time + one week)



Port of discharge (international) |Inland freight required fromport to
plant (if sea or air) 30 Container type- general or refrigerated (if sea)
Esti mat edvopbrev40d departure (ERP | ead-tine + one week) WPOLAEIU@Q99

PCT/ AU01/ 00299 -30 The buyer will check the informati on and sel ect the

send quote to shipping agent or forwar . The shipping agent will be sent
an emai | notifying himthat a new RFQ “been posted to his URL/access
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credit 25 - ddeisioen tiad parcel theBhye@NThe ultﬁmabayesf%nmnde&mql dondpafdie ah&. 30,
60, 90, 120, 180 or nore days credit rates of interest
competitive market analysis and, subsequently, make a conscious and calculated
pricing decision. A seller, on the other hand, will set an indicative price, which, under
15  typical circumstances is broadly calculated on a cost plus profit basis. The price
spread between the seller's preferred selling price and the buyer's offer price is the
negotiable margin.
However, in addition to price, intermediate goods transactions are frequently
complex and additional factors are part of any transaction. These factors include, for
20  example:
e volume
e the method of payment, ie,
- pre-payment
- letter of credit
25 - documentary collections
- open account;
e credit terms; ie,
- 30, 60, 90, 120, 180 or more days
e credit rates of interest
30 ¢ transport and logistics charges
e insurance charges

® inspection charges

e banking and finance related charges



30 transport and | ogistics charges i nsurance charges inspection charges
banki ng and finance rel ated charges WO 01/ 69460 PCT/ AU01/ 00299 -31 country
and crediwopi/ede@dj ustments In an international trade negp€l/avdwen2PUyer s
and sellers effectively negotiate a transaction involving nmultiple
factors, which generally include the fok%fmﬁng vari abl es, though may

i ncl ude several others: 5 Price Vol ure ~ Paynent Met hod Tinme terns
Credit ternms 10 Additional negotiating terns can be either added or

excl uded fromthe negotyand orditdiebedjdsmpntsn whet her the transaction is an

i nternational mestic o intr t ernati,on or. donestic).
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a 15 syst enHioug Hﬁﬂﬂ%@u higverak olbigissi stent with the wel | -known internationa
standardg | ncot gr ng;2000 and the CP 500 requirenments. The system1

provi des a nechani sm by whi ch buyers and sellers can negotiate an agreed
set of contractual Velumenes covering price and all price-related aspects of
the contract. 20 A feature of the system1l is that it can operate at three
levels: As a muPti %@W@FN@ﬁHﬂor nuiti seller nultiparanetric auction As a
singl e buyer to §| %% mul ti paranetric negotiation ganme. As a

si mul t aneous conbi nation 0 the mul ti paranetric auction and the

mul ti paranetri c megofetatdri} game. 25 The auction aspect of the system 1 may
use any_one of the standard auction design rules, which w be chosen by
the sel i@ Peldiiopal Begotigdng terEsRebs Rithes added or r?é?lué%é@én ﬁle? Begqtiatipp

product usi fgydhBfie Hh SFh@herdihe ﬁQ@saQtfioﬂ: e an ERErh & bnaf UsdrhQfle 6rhﬁltr i ch”

auction, the sealed bid" auction or the "Vickrey" adction. The type of
auct i on wi | (intsgnagieoalepr Bomesiic) swigbidationnd The riransactian eembaeslimbe pugyisies the

advance. ability to negotiate over a range of variables. It operates in real-time and is capable of

being used by multiple users simultaneously. All functions are conducted in a

15  systematic manner that is consistent with the well-known international standards
Incoterms 2000 and the CP 500 requirements.

The system 1 provides a mechanism by which buyers and sellers can negotiate
an agreed set of contractual outcomes covering price and all price-related aspects of
the contract.

20 A feature of the system 1 is that it can operate at three levels:

e As a multi-buyer and/or multi seller multiparametric auction

e As asingle buyer to single seller multiparametric negotiation game.

e As a simultaneous combination of the multiparametric auction and the

multiparametric negotiation game.

25 The auction aspect of the system 1 may use any one of the standard auction
design rules, which will be chosen by the seller in advance. For instance the seller
may choose to sell the product using the rules of any one of the “English” auction, the
“Dutch” auction, the “sealed-bid” auction or the “Vickrey” auction. The type of
auction will be chosen by the seller and communicated to the buyers in advance.

30 However, the major original method by which the auction is instigated in the
transaction hub comes from the method by which sell offers and buy bids are entered
and resolved and the number of variables included in the auction process.

(a) Setting the Seller’s Reserve Offer



30 However, the major original method by which the auction is instigated in
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bi ds areveavss®d and resol ved and the nunber of vari abl eBCT/ATDLER® i n t he
auction process. (a) Setting the Seller's Reserve O fer WO 01/ 69460

PCT/ AU01/ 00299 -32 In order for the systeml to begin to performits
operations, the seller specifies val ues 3%or the relevant tradi ng
paranmeters over which it has influence in an international trade

negot i at i onIn erdenforithe systran |1dné2|egmrtaq>erfprramfs aptiatiang, llee sodlet epecifies vetuesn| y

i nterested f wi,n 0 var.l I une;
payment mnet F}‘%&hg ezleqrr%m @y‘%n%?k%?m%%? c‘?e %P %SBI% asnc\?éplané%teg‘%é%aéﬁ@
several ot heegtiatibior Iexaanipteenat@naletrhder trmyctilm theephéel dod alf apéregted aner

price if the.seller ca ater vol et nore favour abl e
paynment t er RECS T aé?‘bﬂ’é" iﬁ{m’vlgg %éla]éllon%?’an%%elvlo © RAYPHG! {pdheds 18 of a
negot i at§ ontering, MMakeeBRARS B well d4e 6ﬁ1|aﬁél|s@«liérémﬁhéi’ééer a wde range of

di fferent conbinations of these vari abI es. The system 1 provides an 10

aut omat ed pr ocesEobexanmie.cr whleemes beurepareshtopaccept| aolaiviey pse¢ ifdhe seller can

t ranspar ent d r

conponent s (L)%h {1%}@3&# VOfu%é%eﬁg}rﬂo\ffgga‘}o\ggaP |eaé/§§ Ea? {e?ﬁg T‘BE're% grlg?\sc%sﬁglffgerl ng
i's consist easelbﬁmdduﬂmrg thetbwx¢ vea nd:gotﬂebmrtmrmalqa@xpdmed Vaiad caiculamm; ovkr 4 he

1200 21 0 fd b RSP L, SOTBE B T AL O 452 1

credit ter nEutoﬁfa&dl;irod’e@& efpeferéite@aralatioh (bytaﬂla{vm/gaé*elleﬁtto kenggakdntlly Q@‘?@qj or
t hought of by _the hu who sets the paraneter val ues_ for the sel |
of fer. Becal5themselves eva(i%ﬁ%yp 2959 sV asoun, seEpeeatscofnihakisron thaw to

per mut at i ONgerif¥ thAWdit p{refhrrerﬁ@'ﬂi’ch&hl%l iy coRd bh@xb fertkffer ence ordering
over all preferences may b generated. The seller (with the aid of the

conputer) identiin égteammlt&éi%flp@is@iltb@@ezﬁ themseatdationndt &f pessble draarthe er

val ues that aﬁm&f ofiftiRln ngeaagsﬁmd %'1 Sihe rgyag Pg{]fcl) S%Hé&{e' X&Bﬁ%ﬁu&f)‘f“ ng

the reserve o once e Se n one i hation of
par anet & v pncmspatymnt mmﬂnc&lse nredithterrps eéredit edtes efeinteeesofeie thaf Otas) nott be

enerat o an“ I SapouRih el Pyl imar b tha Ve Do A s e

reserve of f effell (echuselthéredird RELY wﬁ)usaaﬁs of hegsitidSombinitshs @B PErnBERsECa
offers are of eqw val ent value? Step 1: Seller enters values for all

vari abl es oPtly OrpseRplsiely é‘PPéﬁﬂ‘F’%‘é‘éP%ef@que‘PrdP@s overtd] preferenges ved B¢ t hat
the seller ygihdede TRPRYIe QwhCHB aill fofl the Wohulf SieRfibY afMose3BoRbIET -

20  combinations of the parameter values that are of equal expected value, most

particularly those covering the reserve offer. That is, once the seller has chosen one
combination of parameter values that represent the preferred reserve offer (O; ), the
seller should then be able to identify readily other parameter values that generate an
identical expected value calculation such that a second reserve offer (O, ), third reserve

25  offer (O3), and other reserve offers are of equivalent value?

Step 1:
Seller enters values for all variables of its most preferred reserve offer (Oy).
This is the offer that the seller would be happy to accept if it were offered by any

30  buyer.
The seller is required to enter a value for each of the following, where they

apply:

® price



The seller is required to enter a value for each of the follow ng, where
they apply: price WO 01/69460 PCT/ AU01/ 00299 -33 volune and vol une
price redn@vi/ems) where they apply t he net hod of paynenPCT/AE01/600299

pre-paynent - letter of credit 5 - docunentary collections - open
account; credit terms; ie, 30, 60, 90, .120, 180 or nore days credit
rates of interest 10 transport and Iogi3 t cs charges i nsurance char ges

i nspection charges banking and finance rel ated charges country and
credit risk adj ust mehimse 4l Adupapticofedittionsj where sheywvapplye setting, the
seller indicates the preci s? fractional relationship between the change in
price and change®i rh&BEHogOr PRENGH iCapl es that directly (in either a

| i near or non-linear rel at'gnl?c,‘{yn%taffect the determ nation of price:

vol une; The seller indicates the percentage volune discount on price for a
range 20 of different vol laesof eredit ot her vari abl es held constant (this
will generate a sinple |i L r function of price change as a
functi orr?of vol ume) et hoggg#ne%%rﬂgﬁg%&#ﬁsg seller indicates the percentage
price increase, fromthe baps gcowe; contained in 01, associated with each
paynment nethod beyond pre-paynent 25 such as-letter of credit, docunentary
col | ections open® acEHHErME$: ot her vari abl es hel d constant (this will
generate a linear or non-Ispesy, ob Ut i §NoShor Qfa'gge change as a function of
paynent nethod) credit terns; The seller indicates the percentage increase
in price associ a¢ecdreditfateslog int@@sti ncr ease of time beyond 0 days such as 30,

60, 90 20, 180 days, . al |
’ "1 ’ Ortrarlgls)pgéart an&/ loglsfaics charges

e insurance charges

inspection charges

banking and finance related charges
e country and credit risk adjustments
15 As part of this initial value setting, the seller indicates the precise fractional
relationship between the change in price and change in each of the variables that
direct}y (in either a linear or non-linear relationship) affect the determination of price:
e volume;
The seller indicates the percentage volume discount on price for a range
20 of different volumes, all other variables held constant (this will generate a
simple linear or non-linear function of price change as a function of volume)
e method of payment;
The seller indicates the percentage price increase, from the base price,
contained in O;, associated with each payment method beyond pre-payment
25 such as letter of credit, documentary collections open account, all other
variables held constant (this will generate a linear or non-linear function of
price change as a function of payment method)
e credit terms;
The seller indicates the percentage increase in price associated with the
30 increase of time beyond 0 days such as 30, 60, 90, 120, 180 or more days, all
-other variables held constant (this will generate a simple linear or non-linear
function of price change as a function of time terms) |

e credit rates of interest;



ot her variables held constant (this will generate a sinple linear or
non-linear function of price change as a function of tine terns) credit
rates of wooves®ssi; WO 01/ 69460 PCT/ AUO1/ 00299 -34 The sebPC®AUIHEI2eAt es t he
percentage increase in price associated with interest penalties over tineg,
all other variables held constant (this will generate a sinple linear or
non-1inear function of price change as 'zi?’\%f'uncti on of interest premuns). 5
The system 1 then determ nes an expected value for this sell offer, say vl.
At the conclusion of Theessllar indécates| the perrgatagp desreaseding priesr pRsosiaied owith he
preferred reserv f 2 - [ r G e- t ' such
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will indi cafge. o the seller if there are any inconsistencies and allow the
seller the & ‘to correct inconsistent values. After repeating this
exercise a gmpld: nunber of times, the conputer maxi numlikelihood
algorithmw |l generate a conplete set of non-reflexive preference

orderings. ZBesysgmd:nosegives theowllerchelipee o disch reygaled prafprencas| hyedloméng al |
rel evant vagy i i j i . es
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value to vi=01=0,. Importantly this offer is considered to be of equal value in the
sense that the seller is no worse off than in the case of O;.

Using the maximum likelihood algorithm the computer is able to check the new

20  values against the preferences revealed in Step 1 for consistency. The system 1 will
indicate to the seller if there are any inconsistencies and allow the seller the chance to
correct inconsistent values. After repeating this exercise a small number of times, the
computer maximum likelihood algorithm will generate a complete set of non-reflexive
preference orderings.

25  Step 3:

Seller now repeats Step 2 and enters values for all relevant variables, but with a
slightly higher price and altered values for other terms representing an alternative
offer, (O3) which is identical in expected value to v;=0,=0,=05.

Once this process is completed, the seller has effectively established a system

30  of functional relationships between variations in a key trading perameter and one or
more other trading parameters which may be represented as a system of simultaneous
equations whereby price is a function of a range of variables and changes in price are
functions of a range of other, but related variables. Using any one of a number of

standard maximum likelihood techniques such as Newton-Raphson or the Genetic



nore other trading paraneters which may be represented as a system of

si mul taneous equations whereby price is a function of a range of variabl es
and changeg@oi/ep4pri ce are functions of a range of other, bOT/AUel/éed

vari abl es. Using any one of a nunmber of standard maxi mum |i kel i hood

t echni ques such as Newt on- Raphson or the _Genetic WO 01/ 69460 PCT/ AU01/ 00299
-35- algorithm paraneter approach, a mat*ix of equival ent val ue

cal cul ations can be generated for every possible pernutation or

conbi nat i onalgprithie pazameie epprioadl, Lal@antiin oft peuivdent ghlpercalgulasions . calihbe
means t hat e ' val | b d. for ry
possi bl e co%%%ﬁ%?@dﬁ 0 r%ﬁ&g}éﬁaﬁ%ﬁﬁfo\%@i %&éﬁﬂﬁt e r&ttgér; ﬁs\‘{g@&%n nlcﬁlldg(?{§5
above as patie @il offerspiroessar vEhiefrieans ahdtctht afonpiete Aguivhlenendf ehluthiidl pe ocess

we have a conpl.e set of seller offers 01,...0n, covering all.possible
Conbi nat | onEVBHEd S encRoSEle GnutBnhe Dy ab Ol wroUs Gihphising RaRed

equi val ent  hisbvéak Bast of this kiése BB Gldalonl t 1S relatively straight forward
by essentially interpolating between 01, -On in a nulti-dinensional space,

to conpare any bPdthe end pb this\preneye vealiiye de capmcitesaiinitseber offers Oab&%e t he
|l er’ : for.. . ,
seller s eé@\fe}ﬁ'ﬁg o I%smbl’@c@m%ﬁa%o?ﬁ@ tGE Slllé;}é'?%% t'?ﬁg?gé%etfx%gegeg%fa?er %fgéfflg that Vb

irrespective o he ‘conposition nsi a si rr%l e
hypot het i cabquxaenglie valtesuneThihatcans gt 1tas radativels straaghtifatward aly wesenfially t he
preferred reserve.offer which pnclude . a price of $10 per unit to. be paid
5 by 1 ot t ePgPSEpBPR AN S G I Al Bpriioril aPR o BRpmibdieinyi i Aaf et
of 10% 1As R@y buyet and B&etniiné ndktheait Cabo0E tHo@lIENeres @t BffeAlvS 8 vi NHieRives t he
percentage price increase required if the paynment nethod is not letter of

credit but thetrbservedafCerment ar, yrrespedtivetof drescopmposition of slwoaffert , or if the
paynment is ?% I;Fe{tter of credit but on less favourable tinme ternms such as
90 days. W “PHifs reveal ed i nformation the system 1, using a maxi num

l'i kel i hood 20 esCopsiti@fa sinSpldypothétidalleBtdniple ONBRIme thdt MadeREH erft@S ahitRl
of fers which, for exanpl ' be a price of $11 per unit by letter of

e, mght pri . :
credit on ouAlayor e Rifesreddeservreolivirigls inofugee pice AfRH) Nk uBKHErbeRAds t he
comput egs | ShaRlr bP ARG dafdih bR LHBLHCOIDAR A 8F S ObstRSF 1. APBYITBN!

met hod, time"terns etc that are of equivalent value to the seller"s initial
reserve of f te initigl vdlve sedtig thaseltenglsofindipates the peiskeioge prace ingreassupguiiedrif and
inferior to AV e |1 onp|

exerci se of th%&?l g‘fnr%’l?ftnﬁlﬁgl%fltlg n?‘é%ﬁ%ﬁ/%ﬁgg(ﬁ%%@i raflﬁé dgé%lﬁ%zeﬁrgln%@eﬁ%)\%ggkgﬁg% to

i ndi cat e t hatcoutt, haf the payménttiobpidier of arcdabat bwikss Gavossdbie tme termaysullegi n

negot i ati ng dig ectl okt a potential buver . or qo ot The S g Sr! ! e
20  estimator, is able to identify other equivalent reserve offers which, for example, might
be a price of $11 per unit by letter of credit on 90 days at an effective interest rate of
12%. In other words the computer is able to determine different combinations of price,
payment method, time terms etc that are of equivalent value to the seller’s initial
reserve offer and all combinations of the variables that are superior and inferior to the
25  reserve offer.

Once the seller has completed the exercise of determining its reserve offers, the
seller may now choose to indicate that it has product to offer for auction, or sale and
may begin negotiating directly with a potential buyer, or do both.

The Single Seller Auction Scenario
30 Having specified that it is has product to sell and it wishes to proceed with an

auction, the seller now posts this information to the product catalogue.

Step 1: Seller indicates the type of auction and auction rules



30 Having specified that it is has product to sell and it wi shes to proceed
with an auction, the seller now posts this information to the product

cat al oguavo Bt/eégelL: Sel |l er indicates the type of auction andr/auet/oms rul es
WO 01/ 69460 PCT/ AU01/ 00299 -36- The seller may choose to sell the product
usi ng any of the "English" auction, the "Dutch" auction, the "seal ed-bid"
auction or the "Vickrey" auction ruI es.” 3§Ep 2: Bids cone in from Buyers
The auction remai ns open for a specified tine or until there is a bid of
value vn 5 v1. hetshldersmamechapge tagll theepredidt exsingpanyi dfi the “Hnglish¥ afigtiont, he
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20 the potential buyers.
The Single Seller-Single Buyer Negotiation Scenario
In many real world trade situations the buyer and seller are well known to each
other and often have a long-standing trading relationship. In these cases they may
wish to begin to negotiate directly with each other. The system 1 designed to deal with
25  just such situations. In this sense the system 1 provides the mechanism to undertake a
bilateral bargaining game. The bilateral bargaining game may take one of several
forms and again the rules covering the negotiation would be agreed in advance of the
formal commencement of the bargain. Importantly, in the bargaining
games/negotiation scenario, the buyer may reveal bids in a manner similar to the way
30 the seller reveals preferences. In the transaction hub‘the bargaining/negotiation game
may take one of the following forms:
* an alternating-offer bargaining game instigated by the buyer (requiring real

time on-line access by both buyer and seller)



may take one of the following forns: an alternating-offer bargaining ganme
instigated by the buyer (requiring real tine on-line access by both buyer
and sel | a¥Q 0IMD460L/ 69460 PCT/ AUO1/ 00299 -37 an alternati npeDAlUer/ 09y gai ni ng
gane instigated by the seller (requiring real time on-line access by both
buyer and seller) a single-offer bar gaigt)} ng ganme instigated by the buyer
(requiring real time on-line access by -t'he seller only) 5 a single-offer
bar gai ni ng ganme instigated by the seller (requiring real time on-line
access by the buyeranoalieyhating-afteo pergainiveggaeninstipated b tiedscblyr @equiang peal t y
and with an agre rbitrator t transacti an hub via the conputer
itself). Int hesggfg:’rngfélenzfcﬁeéss&gg?\?gfb%ﬁr %‘f@ﬁﬁfﬁﬁti onal trade transaction
operates by neans al6ingle-cHoNbaidafihi@PRhE ifsiBRBAblyahd Bllyer FeqBiRizabRNagnabove.
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enbraces all theoVAineaptessby tesoderionlyy an i nternational trade transaction.
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15 and the arbitrator to the negotiation. In the bargai ni ng/ negotiation
ganmes buyers and®set PAPSTRNA gﬁ@@é@ﬁ%ﬁ@dé\)’e@ithﬁhﬁaﬂmlé with 4p garegel arbitrator
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either the seller, who has set the reserve offers O; to O, with equivalent value, vy, or
with the buyer, who undertakes a similar process to the seller, in order to specify
20  maximum bids, B; to B, with equivalent value, vx beyond which the buyer is not
prepared to go. As long as vx = v; then a bargain can occur and there is room for

negotiation.
Where vi = v, then a bargain/negotiation may take place and the computer will
feed back to both sides the need to change values. For example, hypothetically, the
25  computer may indicate to the seller to slightly lower price and the buyer to slightly
improve payment time terms from say 90 days to 60 days. That is, the
The buyer and seller may bargain themselves, with advice from the computer,
or let the transaction hub assist them to come up with a satisfactory solution that is at
least no worse than the outcome they would have achieved bargaining on their own,
30  and most likely to be more favourable to both parties, all other things held equal.
In order to assist in the arbitration process, the seller and the buyer each reveal

some additional information relating to the terms over which they are negotiating.
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used to augment the optimisation process.
15 It will also be possible for the seller to undertake both an auction and a
negotiation simultaneously, and to undertake multiple negotiations simultaneously.

Post-Negotiation Transaction Processing

Direct Purchase and Sales Order Processing

This section describes the process flow and data specifications for the
20  configuration and transmission of purchase order and corresponding sales order data
between a buyer’s procurement and seller’s sales modules.

These functions originate from mechanisms contained within the procurement
module 4 and sales module 3. After a purchase order (PO) draw-down (for a one-off or
blanket purchase order (BPO)) has occurred within the ERP 37 (or is manually
25  interfaced), the PO details appear in the procurement module 4 ready for processing.
This outbound PO is to be delivered from the originating procurement to the
appropriate sales module.

The procurement module 4 recognizes and distinguishes between outbound
PO’s to be delivered to suppliers that do not have a sales module as well as outbound

30 PO’sto be delivered to a sales module.
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The buy-side admnistrator will receive the PO (in the normal course of
events, Woobe4e8 | | appear in the buy-side outbound PO i nP€T/A&OE)0299The
adm nistrator will check the order (ie., requisitioned itens) and seller

details. If all appear to be correct a no critical data has been omtted
fromthe order, the administrator select¥ the 5 "process order' function.
The " process order’ function will activate a process whereby the PO data
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The confirmation will be communicated back to the buyer as an order status
code. For example;
e accepted orders= status code 1
20 e amended orders= status code 2
e rejected orders= status code 3
If the order is not accepted, the functionality below will be required. In some
circumstances, the seller may not be able to fulfill the order as presented. The
seller/administrator has two options:
25 e amend the order
e reject the order
Functionality to permit the seller/administrator to change/amend the volume
requested by the buyer in the original PO is provided. The seller/administrator will
select the ‘amend order’ button. Selection will enable the volume field to be changed.
30 If the order volume is changed, the amended order volume change must be

communicated back to the buyer’s procurement module.



-40 The data, therefore to be conmmuni cated back to the buyer's procurenent
nodul e is the changed vol une and status code 2 data. Once received by the
buyer, ax08t/6960 functionality already contained in the bPgFaUdeIRyStem i s
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procur ement thedWyee as: a status code 2 and i ncl udi ng the amended vol une
data The arrended rf. he
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15  the buyer's ERP 37.

An amended order will be communicated back to the procurement module as:

e astatus code 2 and

¢ including the amended volume data
The amended order is communicated to the buyer/administrator in the buyer-side
20  ‘inbound notifications’ screen as an ‘amended purchase order’ in the ‘inbound
notifications’ interface of the procurement module. The buy-side administrator can
view the order details:
e proceed with the ‘process order’ function (which will process the order
back into the buyer's ERP), or;

25 e terminate the order (and begin conventional non-online discussions with
supplier- this may involve breach of contract at this stage and require manual
intervention.

A rejected order will be communicated back to the buy-side platform as a
status code 3 rejection. The rejected order is communicated to the buyer/administrator

30 viathe buyer-side ‘inbound notifications’ screen as a ‘a rejected purchase order’.

e This will constitute a breach of contract and require manual intervention.

Post-negotiation



In the post negotiation phase of the transaction, as illustrated in Figure
10 various ancillary transaction pre-conditions and requirenents nust be
satisfieavdef/meo t he core contract is executed. Negoti at BAT/AONt/eELL

requi renents must be co-ordinated and perfornmed before the novenent of
goods can occur. 5 The core contract has _terns and conditions negoti ated
between the parties to a sales cont ract*l “These may include: parties to
the contract, description of the goods, volune 10 price paynent ternmns
The terns upvbihenpest megeljationt phiase 106 thre trapsdetion, ow illhgirased) oy Figure A8 vaeboher i s

the link b cont & ayer rel . racts are
kel y' to b AEEY dafificth B SMARFS BR%SGfERlRl DR BL SRR LERE Bt act
facilitate tomraot id ert¢cmte e Ndgotisted feohfradt hequissngento miusadle, cd-bidsnat@l end
contract is_of coHrSF execut ed accgr%&Pg to the paynent terns specified in
the core coﬂ?ﬁﬁgp.be(ﬁeg§§§ﬁE%WmﬁP FUISEIRECon of the sub-contracts
effectively act Fge c6RMnirh@Nms tdrfhsti8 coRiBoROMgoRbd LaRFLeURd pREesatd sfi ed
by the appropriate party. These appropriate parties are respectively

i nvol ved i nsajesqopiractodBeseqeayonriadeion 20 functions. These incl ude:
transport and shippj i.nsurance inspection credit and banking 25 In a
mechani sti c sense, Fﬂla?t Sﬁgt%qtongrfa(gttti on of the core conditions which

correspond to eachcﬁﬁmﬁhﬁm&mhkgg%u&acts is incorporated within an automated
busi ness process in a |ogical nanner, the sequential satisfaction of the
sub-contracts cam b@lumeewed as a | ock-and-key nechanism This sequence can
be for ted in a manner to ensure that the automated process does not
occur hout the 6Fgﬁer checks and 30 bal ances having taken place. The
lock and key | ogesc gapdRnt #ihg the automation of the post-transaction

consol idation process is also critical to establishing the precise point at
which the risk &he fesms upemsdichayment isdo bemagafieenihe dyyerdatheosedleniaske f r om

the seller {ig bB%eBNYRS cord QR PLIAOLBGT tAHOILOAZRR are fi%ely to be made with

third parties. Although these related sub-contracts facilitate the ultimate execution of
15  the core contract, this core contract is of course executed according to the payment
terms specified in the core contract. In essence, proper execution of the sub-contracts
effectively act as "conditions" to the core contract, and must be satisfied by the
appropriate party.
These appropriate parties are respectively involved in various post-negotiation
20  functions. These include:
e transport and shipping
® insurance
e inspection
e credit and banking
25 In a mechanistic sense, if the satisfaction of the core conditions which
correspond to each of the sub-contracts is incorporated within an automated business
process in a logical manner, the sequential satisfaction of the sub-contracts can be
viewed as a lock-and-key mechanism. This sequence can be formatted in a manner to
ensure that the automated process does not occur without the proper checks and
30 balances having taken place.
The lock and key logic underlying the automation of the post-transaction
consolidation process is also critical to establishing the precise point at which the risk

of loss, ownership title and payment obligations pass from the seller to the buyer.



Taken one step further this is also the precise point in the autonmation
process at which a direct interface with external "digital" banking
systens owd0be4est abl i shed and, i n accordance w th contrBCT/AED1/0RINS,
instructions to shift funds fromthe buyer to the seller can occur. 5
Finally, the above also inplies that it js this point in the business
process at which financial data can b€ ™1 ocated within the business
process back into the buyer and seller's internal financial nmanagenent and
accounti ng syst efgkerrprieptten Birthpethisdg elsp de pracise peinbimthe aytamatien pietessmat i on
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contract being: _identities of the parties to the contract

15
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pre-shi pment contractual requirenents, enbodi nents of the invention

i nvol ve a pHstRrograimsyidt apfain pl thescorhigrmaptihig selentontraet bR r i bed embodi nent

coordi nates, integr; . t onsol i dati on, generation and
respective subm ssilg%ﬁg%egg?ﬁur %ﬁgegggg}ecfgrgﬂ%@ the buyer 30 to the seller,

and thelfssue of eandemifiatién bf GEstibjectsitleebf the cbhigadduyer . Under the rules
of commercial trade (such as Incoterns 1990 and 2000 and the UCP 500),

these conditi ons®calficsl sjume 2ad payrgend térmsa sequential fashion. If these
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Invoice which the seller sends to the buyer to confirm receipt of the order and
acceptance of the terms offered. All data is already stored or generated within the
20  system.

At this point in the process, the core contract is concluded and the influence of
the several sub-contracts (mentioned above) come into play.

As mentioned above, each of the sub-contracts performs an important role and
functions as "conditions" which must be satisfied in the course of executing the terms

25  of the core contract.

In order to automate and coordinate the sequencing of pre-shipment contractual
requirements, embodiments of the invention involve a post-transaction processing
mechanism. The described embodiment coordinates, integrates and sequerices the
consolidation, generation and respective submission of a purchase order by the buyer

30  to the seller, and the issue of an invoice from the seller to the buyer.

Under the rules of commercial trade (such as Incoterms 1990 and 2000 and the

UCP 500), these conditions can also be arranged in a sequential fashion. If these

conditions are automated within a process the proceeds in a stepwise fashion, the entire



post-transacti on execution process can be logically and systematically
managed over tinme. Unlike the transaction negotiation that can occur

i nst ant ame@usbdss0o a time elenment is introduced into the pPETAUPHORICtI on
managenent functions. Each of the 5 conditions can be configured such
that, in a stepwi se fashion, the proper satisfaction of each condition over
time ensures that the core contract conditions are recogni sed as having
been systematically satisfied by the sgster_n A post-transacti on nanagenent
syst em assi BP-tfangactigr eXeqution Hireeess £4re by legieadlysandofystematitallic managsdaayvet hey
are enteredgg, activated within the system 10 The post-negotiation process
i ncorporates coordination functions that are governed by: the estinmated
ti me of depart ur Unlikditheernsadtionheegntiadorc tthdtr oam tobeur aBtintamedwesty, portimer
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det er m nes thvt-il- %o% rr1l'§~:%‘llL ﬁh‘!{glame y\?\asat ﬁllér?q?tﬂg E}(,)Strﬁét]?act ed transaction process in
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Figure 9 is a schematic diagramrepresenting the relationship between the
procur enent g??ff@ﬁﬁdéjxﬂ and the sales module 3 in respect of purchase/sales

order processing fydcihiaged TN ofi @iafute |(Hﬁ%1?x@ﬁte%ftﬂﬂ‘é‘ ?i%h{?ctcfxfot?rﬁ%é es of

condi tions which 30 may require satisfaction ore execution o e core
contract can be ewdracted pograeemdphlpadingfshipmene) scope of the agreenent. Each
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managedidy the VF &héPAGH il TénMdbhs&EPRhcoteffts 2000 and/or UCP 500.

The relationship between the logistics and shipping (by any relevant mode of
transport) and the connectivity with the payment of that shipping function is the “trade
trigger”. The trade trigger is of critical importance to both the seller and buyer, as it
determines the point in time within the contracted transaction process in which title to

20  the goods (and thus risk exposure) passes from one party to another.

Depending on the terms of the core contract negotiated between the parties, the
fundamental conditions which may require to be satisfied may include:

e credit and finance

e transport

25 e insurance

e inspection

Figure 9 is a schematic diagram representing the relationship between the
procurement module 4 and the sales module 3 in respect of purchase/sales order
processing functions. This figure illustrates the main categories of conditions which

30 may require satisfaction before execution of the core contract can be seen as
proceeding within the scope of the agreement.

Each of the oval figures in the diagram represents a sub-contract condition

which must be satisfied in the post transaction phase of the process managed by the



search nodul e 2, sales nodule 3 and processing nodule 4 of the system 1.
Each of these conditions, in turn, can be viewed as a "trigger". Wen
appropri &Weodede0 i s interfaced into the process, a condi PCDAUNEIRY | sfi ed
which, in turn triggers the process to proceed to the next condition. 5
The final step in the transacti on execu 4]on process |inks the sub-contract
execution functions to a banking functio An inportant step in the process

is the |ssuance of the official shipping docunent, the bill of | ading or
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phase of the process 8se ~ cond I'nturn, e viewed a
a “trigter' cordlrentragdpr opri ate data is interfaced into the process

condition is satisfied |nt rn.trigge t he oce oce

T et condr 1) BRthgE ot el soduhehit kbl BT BishBF SRAGCERT Fopf'}ﬁ%t. o
of the post adittegdtmcaidnmi 51g21511ﬂgm1&9ﬁm6fat WH@hdleéﬁghtbﬂ”dh@mneﬂtorEéHive ﬂa{i@a@yst em
1 has been eS| d to ref I"%}clt a logic that i nfl uenced

under | yi ng uggr oceyys, %n}oab{ngw]ah@% i‘se |dﬁted?fdé3fua’fl%’ ?fetp?rﬁle‘éaé%y
data mani puglﬁbplg d8behedtechni cal progranm ng; while at the sane tinme,
maxi m si ng process efficiency and accuracy. 30 The system functions by:
coordi n&?i ng andTbet?Qmmlm&l@d stnep§ preceystasrhaeh thedackuel essnarice divng iseantered

R e (S FEE R
to make payment to the seller (either now or at a future time). This importance of this- -
event is that automated banking functions can now be activated.

Each of the oval figures in the diagram represents a sub-contract condition
20  which must be satisfied in the post transaction phase of the process. Each of these
conditions, in turn, can be viewed as a ‘trigger’. When appropriate data is interfaced
into the process, a condition is satisfied which, in turn triggers the process to proceed
to the next condition.
Data interfacing and integration is a central function of the post-negotiation
25  aspect of the described embodiment. The system 1 has been designed to reflect a logic
that is influenced by two underlying principles:
e simple logic structures in order to permit easy data manipulation and
technical programming; while at the same time,
e maximising process efficiency and accuracy.
30 The system functions by:
¢ coordinating and combining data from internal and external sources
® processing data combinations and generating new data

¢ consolidating simple data with generated outcomes



sequenci ng the data mani pul ati on and coordi nati on functions according to
time and other conditional factors The system 1l perforns the data

i nterfaciwgoremded nt egrati on functions described above byrPawawsl/@R29%a
central coordinating device that controls data interface and data 5
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this level, an ult&Pf%™hg systens logic is used to conbine technical

sinplicidy in the dgt@mCRRbIaHA@Ld @ﬁrgﬁfaﬁﬁgﬁ@ﬁﬁsiﬁ@m&d e aRRMSIma)t h
process effici enﬁ_ consi derat i ons. t isat this level of the intégration
process where budpifelet is eatesasldtom sevesyisystem integfaeisrentisanrass)- t Hee datyawput on' s

data | ogi c. WO PHLRAEQ0kE! AGEED Q622 in " difibase form (and is used at some future

time) or is used in an immediate processing function.
The sources of data are:
20 e real-time data originating from user interfaces
e gsystem generated data originating from a processing/computation function
e data originating from interface with intranet systems
e external data ori ginating from interfacing with other Internet sources
Given the various sources of data and the differing time requirements for its use, the
25  system performs and coordinates numerous data prompting, retrieval and allocation
functions. This provides a foundation for the more complex integration functions
which are described below.
Whereas data sourcing and distribution is one integration-related function, the
system performs integration functions that proceed at a higher level of complexity. At
30 this level, an underlying systems logic is used to combine technical simplicity in the
data configuration processes (described above) with process efficiency considerations.
It is at this level of the integration process where business transaction logic is

combined with the invention's data logic.



Enterprise resource planning (ERP) systens are conputer and dat abase
managenent systens. ERP systens assi st busi ness organi zations by inproving
i nt ernal woovesso ef fici ency by |inking databases that conpP@l/AUaN00299

organi zations supply chain related activities what the organisation's
manuf acturing planning, finance and 5 ggm nistration functions. ERP
systens do not allow for integration of Iinformation relating to external

busi ness transactjons. The descrj bed e iment of the system 1 includes an
i nterface mechan §Fﬁrpl?sl‘?afesﬁ}llic8\l\glaF‘8Pgt{%@OSY%‘FTH&?%C Iyl}t?’l’ff SPeatiatahpse

bet ween " baegdmesisnent O5VRiehisNI IS ts9§Bms 14ds@h %ugihés@nbr%ﬁﬂﬁﬁtidmr ketiniBowh
transactional activities. The interface conponent upl oads relevant data

from t he ho#ttedpkprogess effigiprpyuby linkiag, detabasas thait copiaie an QugandRtionsraapmy

dat abase i i - e i dat a
is consoli 32{?%%%%1%%%%& gtv ﬁégtﬁeagqﬁéogﬁ?g& g%ﬁ So%?a?lg?g&]ﬁﬁ%@%&ﬁg’ Lirrg{c?ﬁﬁéejggdt hat
is, prodict adminsitatioy fgicsiphay nodul es, transacti on hub-nodul e. Further, the

descri bed enbodi of the system 1 consolidates_and distributes  data and
i nf or mation genemwsgeﬁlﬁn&? H{gte?lﬁoe“f %?%W&?%r?ﬂ%l ?ﬁ’é‘f%aﬂand‘?l{q P2 & 5P
services. 20udifiesatBusiciess transacti onal sense, concludi ng a business
transacti on can %%5 vi ewed as a sequential process of satisfying a series

of inter-rel at ed 'hfesGitbed sahodiment (jthe gktem) I inglydes g AneHpCe; Bigghkanismy e

process of aERhEW Mr He ®REdiRNONE iﬁﬂﬁnatﬁﬁﬂf&&ﬁéé?l”@a@:ﬁ%n&’%ﬂtﬁ%@ @?ﬁems
requires a stepw se and sinultaneous: generation of new data by e

syst em $0i nerd Haentfendc maghesing end traesactienal gefivétéesi on and re-configuration of
exi sting data; i gher e%@ﬁ@oﬁ%&%{)ﬁ)‘adé &E&aﬁp&tg%gﬁlﬁm h@st@?st&ﬁﬁr opriate and
sty the n ua

|l ogical time sequence to sarl necessary cofitrac pre-conditions.
Al t hough stated mn Ebdut itsin haste@rdambadove, this function requires the
integration of data fromnultiple data sources, a transformation of sone
of that data as WMelquskpsneg masigr detabasger i ng of re-configured untransforned

data with newy geqﬁéﬁﬁ?g@&ﬁﬁégﬂ%@nﬁﬁ%ﬂé éat%eilbraglel evel of systens logic is

now descri bed. The above Tnvol ve data inputting and
processifg. The Thsulflsadell dabeseopsstiatdemdedis@ibedao \e iproPd40 Internet

A O ek et G FveSlor NS RIS 2E 2R 1 uenci ng
new equi | i bPIOGHCSIHE; 1§+ BERduCt {iventory/display ’

Further, the described embodiment of the system 1 consolidates and distributes
data and information generated from Internet functions including other support
services.

20 In a business transactional sense, concluding a business transaction can be
viewed as a sequential process of satisfying a series of inter-related, but necessary
conditions. In a mechanical sense, the process of achieving or satisfying the
conditionality requirements requires a stepwise and simultaneous:

e generation of new data by the system's internal functions; or the

25 o selection and re-configuration of existing data;

e which is then entered into the system in an appropriate and logical time

sequence to satisfy the necessary contractual pre-conditions.

Although stated in simplistic terms above, this function requires the integration
of data from multiple data sources, a transformation of some of that data as well as a

30  re-ordering of re-configured untransformed data with newly generated data outcomes.

A third level of systems logic is now described. The two stages described

above involve data inputting and processing. The results of these processes creates a



the post transaction stages of the process. The new equilibriumconditions
are reflected as data outputs which nust be properly allocated: 5

i nt er nal WO of/e4be system externally of the system but i nP€r/Aabi/go2e8thin a
firms intranet systens externally to other Internet systens The tim ng
and sequencing of the data output di str_iﬁ_ti on and all ocation process is,
in turn, influenced by functions described as part of data interfacing, 10
processing and integrati on which sinultanequsly occur, ? have al ready
occurred. IPCWSFWICSb(g S TEPG AR JeTatEs }&PQH%F%HC‘HFQB’I SHE 1Gpsithed in
this speci tﬂegﬁ,g{@ﬁsg@ﬁ@r@a?geggfﬁqglpr@deg@r native conbi nations of two or nore
of the individual features nentioned or evident fromthe text or draw ngs.
Al of these difflaeasyw equsliiuracopdisions At jeflaeted wa datauautpnts eyhiel imust Bgpect s
of the inveptiof  fo-¥g. 01/ 69460 PCT/ AUWO1/ 00299 -48 CLAIMS 1. A nethod of
facilitati ng A %-cormer’ce transaction, the nethod including: providing a
set of t§adi ng paranereills,ofaecgptenrng in respect of a first entity a desired
trading profile includi ng}édesi red 5 values or ranges of nultiple of said

trading paranet efs;exigiaalbiceldpe pyrpm Rutiatopeally withis 4itimys ingened AYStes one or
nore further tradi te%ﬁi)ltloeo?l% rﬁﬂt%ln‘ég%y"égeﬂsal ues or ranges of multiple of
said tradi ng paraneters; “establishing™one or nore functional relationships
bet ween vari at i offkeitimmgkend stquadcing @RaMdl@r odtpak disaibationvane alldvationf
said tradin araneters; 10 _wherein each of sai. urther fradin rofiles
are equi val gﬁ{%eﬁ_snlsdé%it}”a‘bilpﬂ‘t‘%}‘cﬁ b_yeﬁ"&ég?lésdd?/sﬁpg%‘l 3% R 8% §ag; ’r”g‘g’i%lci%’di ng
profilejo angro%@ésﬂagdﬁﬂqhtegfhﬁbn Rl JiRNREADUSIFDCOR, oiRd alrGadiadcBhimédle a set
of equivalent tradin rofi |l es having substanti al | y desirabilit ual

e
expect ed val ues &qiWillabenindegstags dhaje8ier dnventioni ¢isfloseds pack @ﬁi@eiaimdt igir t her
trading prefd : ot (i I I N gaj: irst
entity i s oo Tason Sxends ] ARG atlofls of BBl mARSF g ol

par anet er s tragireseenjioned of |eyidenB from ke Hiexd ercdomaingsg tAdl of tthese difiterant

clainms 1 or nd further includi,ng: .. conpar.i a. submtted trading
profile accgpql%%ag?nos rﬁoggggtgov OgsnftllFe?[}atﬁ’Sﬁ?ﬁeés Or}gla%’ir\\/srﬁéoﬁlt trading profiles
of saidifirst entity to determ ne whether the submtted



20 trading profile is nore favourable to the first entity that said desired
trading profile. 4. A nmethod according to claim 3, wherein trading profiles
are genemadededdyo or on behal f of said first and second eR€TAUeB002PY h an
intention to conduct a comercial transaction, and are generated at | east
with a viewto determ ning market derrarlqlgo_r supply for a product or
service to which said trading paraneters of said trading profiles 25
relate. 5. A nethod according to either of claims 4 or 5, wherein the
second entity is a buyer. 6. A net ho &L di ng to any one of the

precedi ng chai ns.A WEM6E bPfRAitalidg AL BSnmPREMIRIRSiSn, SR d9RGudRgmOr € Of :

price, volume, payment ternms, credit terms and 30 credit rates o
interest. 7. A neidvadingeeeraditiagingpasameteriie of the preceding clai ms, wherein

said key tradin . ter | eCe. / PCT/ AL 1 99 -49-.8. A
met hod accordi ngg(fcgsg on%s%éfﬁgf)éiﬁr%r% Yﬁﬁog%l?sql\%ﬁggagfngé\%g% {snglﬁ)‘l ln&@ﬁ{rﬁ ed
t radi ng Pr ovalhes orsanges@f havidple absad trhding patachetkesiandd tradi ng profile, a

transaction between.said first and second entities is ipitiated. 9, A
met hod accor di ngaTCSPE?%FW%SPe%@?%‘qI%ﬁ‘toefrﬁt‘i% Of{fhiok HnWsz“ftB%rdFi’l‘%n%é’F%fhlE% er 5

val ues whi cihcidenghpiihesest ridgREosaiutipls!Mdatd @sliihg pathmetey;of i 1 e, and/or one or
said equivalent trading profiles. 10. A nethod according to claim,

wher ei n said onec%fblishing eng ermpenfunetionsl Fjatignsbips (betwaes waiptionseisi # key
trading pr Ofrdifi plfanfflr G OHELERbd SRE 2R DDA GS;s! S Cl 0sest  on a
m ni mum squar e BI stance neasure or equl val ent asure fromsaid submtted
10 tradlthg profi hberein each ofesand durtter dradinggprofiles| e rgui9alenhar désirabibitpbher

enbodi nent s i saction tradin ofil e represent.s a..conprom se

bet ween ter %}épseg#egt‘i?ie‘{eggéssl%}%%emf ‘? é@lgwégpg%% P%Cfsaéﬁgu C@P%l ISﬁmf’WgP% ﬁiﬁhﬁ? ted

5\;} adi ng pr Oféi;eldeto dbﬂarmﬁlb mgdftaﬂ egasaledi ﬁ?dilhg paome@mn;;g sdH‘sletn’[;iﬁlt}C&éi;iirlﬁgﬂig},L ?i ns,
erein sai 5 submitted trading profjle js | ess favoura 0 saj. i rst

entity than®3H FREEGVEG P F%‘Hi"%ﬁmgtﬁ S8 e%‘,redstiffé!b@ artog?ep%}clfs&yiég&jglbtradmg

est abl i shi ngrofilggubni tted trading profile and a desired profile that are
conpatible. 13. A nethod according to claim12, wherein the steps perforned
i nvol vell  Rodi f Ackethed aseonding ipatlaiay Lowhersimy said dirstsentidy iy adeley analr saibt er s

of said subghiihgfrord0 dik@dio e BaRL baratRElObes3Rl By 45804 Sd trading profile.
3. A method according to either one of claims 1 or 2, and further including:
comparing a submitted trading profile accepted from a second entity against
equivalent trading profiles of said first entity to determine whether the submitted
20  trading profile is more favourable to the first entity that said desired trading profile.
4. A method according to claim 3, wherein trading profiles are generated by or on
behalf of said first and second entities with an intention to conduct a commercial
transaction, and are generated at least with a view to determining market demand or
supply for a product or service to which said trading parameters of said trading profiles
25  relate.
5. A method according to either of claims 4 or 5, wherein the second entity is a
buyer.
6. A method according to any one of the preceding claims, wherein said trading
parameters include one or more of: price, volume, payment terms, credit terms and
30  credit rates of interest.
7. A method according to any one of the preceding claims, wherein said key

trading parameter is price.



14. A nmethod according to claim13, wherein either or both of said first
and second entities are suggested what changes could be made to their
respecti weoont/edbing entities to establish conpatible tradP@yAppuéazdes. 15.
A method of facilitating an e-commerce transaction, the nethod including:
25 providing a set of trading paraneters,, accepting in respect of a first
entity a desired trading profile incl udi4lgg‘ desired values or ranges of one
or nore of said tradi ng paranmeters; and generating a netric representative

of the desiBed tAaarthgd seestiling:to wprensi of odaimg 3niet T.iwhesein Weenissishisubmitied
basi o f o e ' . - oo
rading_pr of Mege HErRA bR i At Osuid QoBERT knfinl B0f, Y BARREROn o

gener ati ng betmetn sad fiegaed estbnd gntities iekopédedcd val ue of the desired trading
profile. WD,01/69460, PCT/ AUQ1l/ 00299 50, 17. A pethpd. accqrding to either

bne. of "ol ai s 1580PoRY AT Pr™ RerlHEd PabEeBBieg S O UTAE el oqst
one party miihédhdidheader @dtivietiaflbidsad QfibhRedh@ading pesfits] afd/or SHOIragid al |y
equal expected values, 18. A nethod according to claim 17, wherein in each

of the equafdwraleniedimginrafiley 5 equal desired trading profiles, at |east
the tradingpar aﬁeh%fhoﬁfacgéﬂdﬁ% {oScidint DERMmBleil Bai MR offafd bﬁlﬁv?lé;%- uﬁﬁ%t hod
claims 17 or 18 0 e

according to either one o ' , Wherein in eac t he ual
or subst ant profilss ie gaidIdesiessl trasing prafileagr pn ofuivaent todingersiilenwhich ¢eclasast

i ndexed agal nst. e e,.qt her in I ter esl des. price 0 20.
A net hod acg}cl)g arlgn r?gﬁﬁlgl %‘119} eg ndéé%?‘:%clp %%Sﬁs (i'ge({{%’a%g& Iﬁﬁ?g'i’rgi t%oqlnsalég%ur?n&ffte he
equal ©y sthdihgptdfde.l y equal desired trading profiles, the sensitivity of

t he trading, paraneter f price is quantified against each, of. the other
tradi ng par éfret e .meillc."i) CRYINE] t%c‘g?)‘Fﬁi Ag ber%‘gaf%cﬁ er GRoPdimenisy; sat

rel ati onshi gahsdctista aliinbeptobile fdpresBMRr OXbAMEEIBR RN ffhs OFPheSkkREd 15
22. A method according to either of clains 20 or_ 21, wherein the

sensi ti vi t ytrading prafie aagaermstof aecwbpritiedizadingrefite: adi ng paraneters is

i ndependent ky quantidih&l.acditdin fHEtaH?do&P%Prtﬂé g&&eééairfg%lzﬁﬂﬁ fnefdift Ffq 15 tO
22, wherein parties to the trdnsaction include a selfer and one or nore
buyer s. 124, subnpitedh bddiag poofile mglesofasioyrablado edid ¢irstiemtityl hab caidesicaudrddimg her

E[ Pgldluﬁ:gn?e r ﬁ%ﬁﬁ)\,&? Irsger%rs rgre[] %er(fgrlrr?eldl t%t és&%ﬁsﬁi&g g%%ﬁﬁu .e%etré)cﬁ'ref‘g 81rr0f1 PhLid %ec{egiré)({
profile that are compatible. :
13. A method according to claim 12, wherein the steps performed involve a
modification of the values or ranges of said trading parameters of said submitted
20  trading profile and/or said desired trading profile.
14. A method according to claim 13, wherein either or both of said first and second
entities are suggested what changes could be made to their respective trading entities
to establish compatible trading profiles.
15. A method of facilitating an e-commerce transaction, the method including:
25 providing a set of trading parameters;
accepting in respect of a first entity a desired trading profile including desired
values or ranges of one or more of said trading parameters; and generating a metric
representative of the desired trading profile;
wherein said metric can be used as the basis for comparing said desired trading
30  profile with a proposed trading profile.
16. A method according to claim 15, and further including:
generating a metric representing the expected value of the desired trading

profile.



agree with the desired values/ranges of the at least tw parties. 25. A
met hod according to any one of clains 15 to 24, wherein the prospective
buyer andvohvepsdspective seller are respectively identifPetAby1/@2%€arch
based on a product and/or service classification code. 25 26. A nethod of
identifying prospective partners in an e-comerce transaction, the nethod
i ncluding: providing a product and/or serVice classification code;
providing a database of records relating to respective business entities,
said recordé i néd mstheyd agspetingto eiher ongesiedlaime dp ditnlp.tandshirtier includes

cl assi 11 cat bonydfont SEPEARNDondBuf) phRRH 08 HBMNGHoRles HEVINL ER APV ded

by or requir salrd entity and ast one I'ng ein
rel ation tosmmhtia]ﬂyb@mi;bxpmedpnahd&ct or servi ce; perform ng, in response

to supplied ear gh fqQrmati.on . in east assi ficati.on code,
and at | east one%s {E‘ioﬁtagﬁorwl&&?ﬁgﬂl%dw?&hgrelﬁl%gﬂc#e@? © ‘éﬁﬁd’r(ﬁ‘é]? 236159

01/ 694605 PCE4uUAddi2a 2 inmgSpkofileat @aki the ﬁ‘édﬂﬂ@éﬂaf&s’ﬂeﬂﬁ%ﬂn&@% diffefhii daa@f ile
at | east conp t|bIe with said submitted trading profile. 27. A nethod

according t 8% m 26, wherein the classification code is organised in an

hi er ar chi caljg manpemensa Jc@é’ﬁin’%e@réimef eﬁ@watahﬁm@for I iyARtetn ﬁPiéﬁhfdfCthéy or

granularity 5 can be provid nmet hod accor |ng to el one of
clai ns 25 ofqued orviwbstantiallyagqhal clesisssd fradaagmmflbs,dehanses on prise s datleand or

derlvpd_fro mﬁﬂeéﬂhgggsg%gﬁg%%%%ﬁggggglqggKFp ? ct and/ or service

classification co accor aim 28, wherein the
cl assi fil@at Ron cadeethed ttbt&)rdiih@ td-arynamei cﬁesdinﬂiarlﬂ fté 12oslRsreidrin kHdB. of3be eqyalret hod

according to_any, o C 6 to erein the search jnfornmation
ot udessufb P EeRRER o Gerie St Bon S o e SBRIGT e OE Mo g B g
such as geogr pfdd i§ qhedifRd, agtiast dackl of the Gt trh@iEparaaidersr edit profile. 31. A
nmet hod accordlng to any one of clainms_ 26 to 30, and further including: 15

ranki ng t he2tesuf @G@Pdtaﬁ%ﬁ@’é‘&rte [$135p D avhsrein thig aelationshinuis qupntifigdedby ap. A

met hod accogﬁgrgguﬁa@egiggleﬁﬂﬁcéﬁ g}eggl 26 to 31, wherein a nunber of search
fields can be specified int earch information to increase the

speci fi E3ty2af t Iﬁemeﬂ@ﬁuaopsrdmg tcheithes af gitaim8 20 pr Bét wherenc thersdisigvity oiny
one of clai ez%ain%F ge?ch &h& t%'ﬂﬁ’\ egi;&a%m&e rsls an cfep%guanh?%da particul ar

user, and séarc BT mat i on
23. A method accordmg to any one of claims 15 to 22, wherein parties to the

transaction include a seller and one or more buyers.
24. A method according to any one of claims 15 to 23, and further including:
20 performing calculations to determine one or more sets of trading terms which
agree with the desired values/ranges of the at least two parties.
25. A method according to any one of claims 15 to 24, wherein the prospective
buyer and the prospective seller are respectively identified by a search based on a
product and/or service classification code.
25 26. A method of identifying prospective partners in an e-commerce transaction, the
method including:
providing a product and/or service classification code;
providing a database of records relating to respective business entities, said
records including information, indexed according to said classification code, recording
30  at least one product or service provided by or required by said entity and at least one
desired trading profile in relation to said at least one product or service;
performing, in response to supplied search information including at least one

classification code, and at least one submitted trading profile, a search of said database



particul ar user are taken into account when conducting the search. 34. An
e-commerce transaction facilitation systemincluding: a sales nodule
operati vaVgovemanected to a first enterprise resource planPCHgUuIB§RI®EM of a
selling entity; 25 a procurenment nodul e operatively connected to a second
enterprise resource planning systemof @ purchasing entity; and a
search/directory nodul e, wherein one or re of said nodul es include a

Code Tor cRISFIHCE HEVEgeh Grvied RIS PILIE b 100C BB U ¥ hPrBes of
the precedi pgdkProrHe.
27. A method according to claim 26, wherein the classification code is organised in
an hierarchical manner, so that search information of variable specificity or granularity
5  can be provided.
28. A method according to either one of claims 25 or 26, wherein said
classification code is, or is based on or derived from, an internationally recognised
product and/or service classification code.
29. A method according to claim 28, wherein the classification code is the
10  Harmonised Tariff Code, or HTC.
30. A method according to any one of claims 26 to 29 wherein the search
information includes supplementary information specific to business organisations,
such as geographic region, desired trading terms, and credit profile.
31. A method according to any one of claims 26 to 30, and further including:
15 ranking the results of the search by one or predetermined criteria.
32. A method according to any one of claims 26 to 31, wherein a number of search
fields can be specified in the search information to increase the specificity of the
results of the search.
33. A method according to any one of claims 26 to 32, wherein the search is
20  performed by a particular user, and search information preferences specific to that
particular user are taken into account when conducting the search.
34.  Ane-commerce transaction facilitation system including:
a sales module operatively connected to a first enterprise resource planning
system of a selling entity;
25 a procurement module operatively connected to a second enterprise resource
planning system of a purchasing entity; and
a search/directory module, wherein one or more of said modules include a
processing unit and associated memory unit maintaining computer program code for

causing the system to perform a method according to any one of the preceding claims.



