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AND. METHOD The invention relates to the facilitation of conmerci al !
transactions, and relates particularly to the facilitation of comerci al
transactions using electronic 5 comuni cati ons networ ks, otherw se known as
e-comrerce transactions. The invention relates to the facilitation of
activities that occur within a real ecopom c trading systemby providing a
mechani sm by which the structure, dynanm s and busi ness process

requi renents of "real' econom c processes and enul ated and t hereby

- contributi nE'@Ql\@VlER@EMﬁAEBﬁMFA@MTMIQMSUSE‘WMDMEWWi onal
outcones. 10 G obalisation of the world econony and the increasing ubiquity
of Internet usage has resulted in product markets becom ng increasingly

mor e conpetiti vdhamoventiom dilaeeto tha faditation ef osremefdid pianeadiiogs, iandesaes

interest in facil.itatign o usi nesst o- busi ness (B2B), transactions using
e-commrce?a%lc%gyfé?f glaet i {?@R‘éﬁ@nea i I?Wﬁchireﬁigﬁﬁﬁc 1 SBYNE | BisCiropie

provi des coopifRAGHME retvRRRD)! 6iBRYisE QoW ‘ﬁ%teéémﬁfé?éechrangac@?ﬁsc.ur nt and
e-sales functigns that integrate with/to enterprises’ back office software

systems i s'HERURARRES 1) the, Tapdlitation @b cstivities thajorrsht avithim er et iecomoimic t he
formof a ¢gpRut ' m%}% ' I ghikh i de .

conpr ehensi ve So St';c?gﬁﬁt Ig’t e Idlggabaﬁ%hle sarélr?beﬁ%ri&é%@nf’o ?j%a%m%shgn d
comuni cat busigess piocass requirementdf trhal” bodremie prdoesses and atitlasd irdethwiebii N an

20 econom kO [fr wor k .t hat ssesses the structural
¢har act er i §9§t§§h%qg%g§ W Bt?ﬁn&n%%{!% qpﬂ.gqa.tl HP@%@%‘@EPW&P‘“?%
producilg opti milobalismiacti titawoddteoi@ey OB Ifireastid Gbigitly QﬂQ%fer&”te

particularly inadequagte to address the conplexity associated wt

‘i nternati oﬁ‘g?getnl?aérfgﬂﬁﬁeﬁdﬁsﬁ”%ﬂ@f &arks E’P%I‘&ﬂﬁ%@%ﬂﬁﬁéﬁoﬁf tasmpesifiypiand cant .
25 T0_dal © imbidtifatdhn RASASLISHS TEDe MeubiiPsk ke PlrClachfel AU dukiblg
commerci al transactions between business enterprises (iﬁ 3 ave been

devel oped U@PhRYEISEoIBX tansaptinns kusing st-cemmerer | uxisireffeciived andluessilpus -
di fferent fl f] f.;50-call “diagital, narketpl aces" have
energed i n@g%g%? %E}e%?g é%@e'ﬁ%ﬁ% Ylﬁ%s ﬁ%‘%ﬁeg'gi\l/\%ﬁ? g'ez%%léa “ﬁ"%éﬂf‘g‘ﬁed on
an i npréci seardndepstaredionyamh disales Wsectivhs te ihegiaro kadyto3htdrhasest Bask-ts in

a distorti of tundanent al. econom rinci ples. For exanple, the existing
e- comer ce%?%cc?eﬁo gf:?pﬁ”}rﬁgein?és F‘Pltegeﬁﬁ'iaﬁ%ﬁ“'&?e' creating digital narketplaces.

Two predoni nant AvpddtiFopednbiie: inbiSdtIASE tROfoka!of atdafipuRr WAL sRm does
centralised nufti-product "retail or end-user” style nodel; or the

"i ndust r y- SFbEFFY haronidep e oeprehrasive salutRg (bt axebles busipesstenterpiresdpe |
digital manketil 86RshuntddBsR infhlrAidae2Q0the ﬁJtéfB&e{osFr?ugs%gg% Hhe Hhnfl Gftronic

environment in which business contacts may be estab at may lead to
t he evé@Rt u&ronqnip savirerenedfrapeyione ut prisesseethe strettured chabcketistios afeel’s ar e

capabl e of cant Mk b | exi f the dynam cs _under|ving

wel | - funct ieo_nl ng%%g%?tg%gtﬁﬁ %%gls%%ﬁglw;% @%ﬁ“ﬁ?%é’ﬁﬁw{g‘aﬂ%gﬁﬂ%@&g?éeém have
negl ect ed tMomewdr, wixisting heosubtd gartitukilynitadenmtd hat addeest thetcopplesite
concepts of markets,..industries, firns _and products. The failure t

oroper |y cOREHe b TBROtAoas TRIEIPROVIVRIg it diadht SRIETS: PEn<HIc

bet ween t hegmifiaacepts has had the effect of creating artificial business
enviro nts rather t%n ext endi ng exi sting product markets. 10 | nstead,

efficient and weld SHen@TRAN DR P ERNCAS SYRipIRE that pelst 1o Excldating ceameydialhin an
econoni ¢ f aREELHKs Ba%keﬁmgéncg@%rsgﬁx%%vé %Eéhegexiei@%d%&g% }?Gmfche

conpetitive dynam cs and structur nshi ps of exrsting-patterns of
econoni ¢ adfdRaworksaihet etseriously 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 existiﬁg e-commerce models emphasise the notion of creating
digital marketp]acés. Two predominant models are the "business portal” that frovides
a centralised multi-product "retail or end-user" style model; or the "industry-specific
marketplace” model. Although both purport to create digital marketplaces, these




The econom ¢ di nensions of commercial processes are conpl ex and7cﬁo€3liﬁl e
15 many different levels. In a conventional context, the economc
inter-relationships that conbine to produce well functioning markets and
resource-efficient business transactions arise fromsignals and feedbacks
bet ween buyers and sellers that are channelled through nultiple forns of

i nformati on networks. The Internet has chall enged the conventional forns of
i nformation signals and feedbacks as t he 20 information network is capabl e
of consolidation within a single medium A consequence of the unification

-~ of i nf or matriodalsdesiprasenty ami ¢lbétronic sinvibemeyin dovi whicke diusimesss cofigctsrinsayafoen

bel i ef that chapae.in_i,nf tion . network structure h the potential to
ohange t natsiRRBER R oyl e Ot Ao o Bty e R of”

rel ati onshilese thbiesbgti &pablRoVEVEpturhip M sabgeIcdbplexity of dey dyaaman
econom cal | y 25 based busjness systemto function consistent with first
best pri ncPplealying wellfnstioning matketsens nust be desi gned to be consi stent
with, and enhan?ﬁlﬂ‘gx@%@%ce-ﬁﬁlﬂiﬂférw BiRifRd sﬁ&%ﬁ@ﬁﬁ%ﬁze@ﬁc@ﬁ%ﬁeﬂ%ﬂ?mﬁer
efficient nmarket and transactional outconmes. In orderto construct an

ef ficient eehtiesdistimctions thaeexispbewess thv conosptshel pankeiseindnsiried, femscandoni ¢
busi ness n rks, . Licant _has determned that it would ,..30 be

Goci rani o PIFESS: ThE BuilohP 1l Sertl PorRiehry e ioskilal el AR indom 0 1B (e
struct ur al rélad@ishipebetiveon sittisp Sobedpte Bk ik uri ffety of efating artificial business
concepts/conditions that nust be present wi thin an econom c systemin order

to gener at EVEFINReTES e than axtending eHIMERTeIUH MRS nml  t r ansact i onal

out comgg. Secondnstbdd, WEikidnd andomil- AR @ichRis aD USRS Snust o ABRRN -3
iprocess related transactional flows w thin and between informtion channels

wi't hi n t he va{jir @m econpaic framewiods thatayhancesi andaextenss.cragier fthay distorise thee| p
| ai th I- 1,1 nat i t eF 1A i I t
erbed wi t heSrPRts ARkl uph VBB Etlondite 4 Al heklte 8 ERRUEE Forn

An opti m sedtieleand behiagioB2B nodel shoul d be capabl e of enulating the nost
critical of the . subtle economc intﬁracti ons that spont aniﬁousl occur under
amf' ¥

conventional ci rolinEPRRREImEpigng, gcommerrial RTacENSe 419 GOmRp{pR,atd FReLsp 2t

el ect r abi ¢ dRdfy dIBRAINS IdeBALS & convation idcondae ha leBdnondE Eﬁt@ﬂie&ﬁi@ﬂslﬁﬁ@that
conposition of a unifyi econonmi ¢ framework that_ could provjde the system

- yln
infrastr gct%?@@llfﬁ'o_rtoa@r%l%a BEl r Syncsiopign JRRtEetSy SR esores-eloigieh PUsEst ¢ he
el ectron| ¢ RERAE <245 R MURLOBAA fBYIUalRs HBRICkS Hdyers SarldP AR RRAD £

inter-related set of three pafanetric conditions. paranmetric condition

provi des arFhpmmplledi droughe qouitiple iforms defr itformetien “nstyearissi hprbitesset hag
function prc?lgﬁ&{g\éd ﬁ%ecéﬂveﬁﬁoﬁéf Sfogﬂ}? P&f ﬁ}?ﬁ%&ﬁaﬁorﬁrs? Taﬂeél%du}eedb ! %é l%fn!i um
op 1Tl OoNn 0 m nartir o

condition/force I'msSati on con fce m satl on co n/ force
| n an &O0cormirmatiap petiwoelt isarapalsie of exdsolidaidn withintasingls medipar anet er s

corresponds to ap inportant system.c functi.an.that transpires,.within.the
framovork. 1n 2080fABRaIeR0s i ohyber Yifinercly g BFraiem dohyay VEHRoH, SHEs o 1
identifies dyhamkeinedithmais tAe slibtARed belief Wdtla dengl MGHHSRdHHdREk fRlcae

‘Tabl e 1: ParangtricDi nensj onal Functi onal

At tri but es ApSIthe BeteBiEsn ahingsibn aragiplesivadedypg fysisasnigl pequpmichehav i ur al T
he macr Oec%ﬁ%&ﬁb?ﬁé% TRE %@ﬁeﬂ'ﬁﬁ??@éﬁﬁ(ﬂ@%&&&e? B drfifP foP an economically-

firnmm croeconomc connecti vi .
andi nt é5- r hased bnsineysdystgoo tmiictian iconsisznhwithGinst hést principies i eafficienesConver

gence of de (st { 1.CS S | wbehavi our -.
si gnal sf or cés ens?%k%%%ﬁ%%ﬁg%g%%n?ﬁ&g% #ﬁ@ r o%%%s? q‘g I gisgﬁ%%ersitaggnal
r esour ceTasprobessel inngdarto delivareffidient ramitetpdiidacakeionziagomst ' 16 AUG 2004

-4 In broad terng, anp econom c systen] is the sumof a series of.,
"Ry P RFERS] AB RISt CPREIREE] SREYERPTARS (Hithin the

0

i nt er-connect ed

generat or s girafiyRaTbleléctionRShushiRks AW BreS N BHIRIM DN ietchinB@H $hdt M Weuidnd
extracts from the systemin order to execute a 5 "core business process'.

Each sulf syls desirable fogthere figstcionin ar idpngificafiaoprsbpnderitinsingef 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 iransactional outcomes. Second, it would be desirable for the business




task-oriented business processes that influence (feed into) the 17§ AUG 2804
‘characteristics of the sub-systemn evel process. The inter-relationship
anong the three above-referenced system paranetric forces to be captured

wi thin an e-comerce nodel can be succinctly contextualised as 10 fol |l ows.
At the systemlevel the predom nant force is the well-functioning systenms
tendency towards equilibrium(i.e., the_balancing of opposing dynam c
(supply and denand) forces. At the sub-systemlevel, the predom nant
function is to reach optimal demand-side or supply-side oriented

t r ansact i oREICeEeliREEansasional B owm yithn andrhesveen infeamatinn ¢hiarnels withiprtbe esss,

i n general s&ﬁéﬂﬁobéélagﬁ@:&.ncu on of the enterprise's business 15 process
driven tendency towards maxim sing resource (demand-side expenditure or
suppl y-si de revéiable bas asible of fadtem to helphexplean et coneliticnk ithet ithemA pplicemih nar k.

In a busin [oces ransactional context,.Tahle 2 is a table,of factors
that have 2‘35&%:"19@%“%1@??? s esdl;ag 243 q’ﬂ}egr Wﬁtmnaa?eoﬁtﬁﬁt‘ﬂe Eﬁ{]én Featht has
devel opfd dumsiohingWcahiomR¥ys@!. ahh ptififiscdtfecttohic B2RRBEINAbEIE Ve REMOM C

rel ationshi ?s bet ween these 20 structural factors, that is inplenmented in a
manner t hat?! SHUWaHNE thedneshriitical ofrthe sebtieeronpmiceiniqragtions Hpt spratanepasly

i nf or mat i oRcElOoNRiet @oBPEAHD ] ISy ' “%é\e% t:hat espond
to those relcati o_nghi 0s. ??“%E?@%Q%Qk?“%’%?iﬁ ung?Llﬁ%r%s r%‘%g%n?:ti on
Focus and Iﬂmpmér%ﬂmdge IbeeauBe marvuShpp dddgnatelytardrilated Brecdmptsition of a

mar ket Pr od . Er | roce erspectjve, .the co cial process
can be vi e&gﬁﬁq G ég\&/l?’ﬁgy? %I%%E?%grtggteé@%lgg}g@gﬁ estgyslt%mdn&ﬁﬁlﬁ Qg?ﬁ gﬂt ed"
di nensilOn. cBetonkt ecoidmic sy#tbmAUG 2004 -5 orientation subsequently shifts at
ta critical point.in the co cial process to a specific "transactional
focus". A feat u?%‘e{}f?&? OEQF Fgﬁg 1€ REPTOREC Systeny developsddy tg‘FAfPQ £k s

whi ch .1 epr s eatedt fgord aiinentel4ed 686 of Babe pRhineBRCEoddifond] SRt P aHiripTeS
occurring at the evolving stages of a conirercial process. 5 The origin of a

transact i orf°BEgPRPIRVIdRs Anbingeadiengipaised jm oedes fomitess ‘easgomice pigicess’ do
"demand" org i tre | ﬂ%ﬂg ' d. In order to satisfy this
need, the gﬁ%ﬂgng’g delrf fs'ﬂlaﬁ\;ﬁlteéret%&cgl?‘ I’I‘{t I?hlargqg%vm or information

gat heritig process eduilibtegicoadiibndogener al | evel and noves to increasing

degrees of specificity,in idenfifying: the product it wants nore precisely
(for exanple, a %oSPLigisalion pondiieNinEeq e; -that is, what general industry);

- where, or the squrgg..fromwhi H;ﬁc}nﬁ%m%r oduct can be obtained (for exanple,
whi ch firm supplies tf“le produélt . conparative product characteristics; ie,
price, quality dvaiahalidontyeret capplidbtidrsi sosttegesachhef i the ortmet iparaxgeeier i ng

process is driven.by _and conforns 15 npst closely w t.h.neo-classic
demand t hedt .“*W‘Pﬁ?’%a‘% HEPEERE &ﬁe%?%%%?ﬁ&tﬁﬁt%?aﬁ{?ﬁaﬂ%%%,ﬁmtf%% s
expl ai 28 hawdauyersinglifylam@nseaindatst tae ewilRTeldWE TRPRIQMidafities Mhd UgRCe

af fecting thf ,Br%%]rgtgs of the search froma general to specific refinenent
process. AtretaEniRshaswil Radipcussedfusther BHIW: conduct a search within nore

igener al
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




20 parameters - at the industry level. An industry, however, is no§dt§ sl | 04
defined as a categorisation, typology, or grouping of firnms that consists

of those firns that operate processes of a sufficiently simlar kind and

coul d produce products that are close substitutes. Sonme firns within an
industry will produce certain products, while other firms belonging to the
sane industry may produce an entirely d4fferent range of 25 products.
Al t hough there will be a "market" for all products produced by the
industry, [Crearty, there TS5 o SuCh LGRS rmgtetrndustry market .
The foru or instjtutli gnal envi ronrrgﬁ%lbi?ﬁﬁmﬁﬁc% t he buyer exercises_iits
demand-side influence takes the formof what .is described as a "product

mar ket". Howeve a precise definition of.what constitutes.a "produc

mar ket i 5 amonit Bl iFRscm REorelrs sGeS; e SHEAhASSorR® BLBIBGEESHE 1 act
there exi sksb-£iRtesh RAEONEIIPS.C Mhe @fib-83Ashs Yreha loehsradrd B gﬁ{amiQF&céi@{Ha'ﬂ' tion
(the Lancastrian definition) asserts that marKets shoul d be thought of as

bei ng nade®ifH WP-SYPEBRAE Suems intey. andiexirpets Tromn the systeme i exder torex@SWR Aat i on
of the a iRt 1.00% Il . et -

mar ket :ﬁar i& ggg%?{léosﬁgfdc? %r'u%glayngﬁ —%s%n%r% uct‘% cf?té%lﬁ.}r?ad gl%% % 174n of

char act er i task-osienied taginbssnprodessest that prflushez (faed prabhthe chariteriztige of she

deci si on- i s, a fundanental event in the spatial orientation of
t he derrang?@"g’%wg#g%gi%@%es%ccur. At the nonent the 5 buyer decides upon the
speci fic type offhpriaguedlatidnship anekd Be trbe Hew-Rf@BndFakERERD PARLSATIEEASES
to be vertical, and shifts to a hogl zontally oriented conparative anal ysis
bet ween | i KECGIBRE, caPrd Vit ghierrammersside s o YRERFIBHCOHPITUERERAS T hi s
'stage of t hﬁldﬁs@nﬁﬁﬁfé @Qteinsleﬂl&et_hlé At GoRBaS ViR @eﬁ@&?ﬁ#ﬁ?ﬁ% fetafipgn

products having the sarme or simlar 10 characteristics. Lancastrian

def i ni ti onteKeNfyatonssdisequilibrann 4i.e.pthsdbrdancing ke oppisingdpumit w(supplutantdhi s
poi nt the r St . ket o AS.. n e f the
Compr ot SR SR s ) o e ISR,
Wi event dainhyd-sigk ec supplp-aide iotie: otaltdnadome (thecdse m to
its demand tequi.renents relative to the price it is.pre aredggto Ea f or
that 15 godde PHPEHECN REGFEst i SeRurleebhons dduneieho! he Grimrisc US| onal
confi guf at ipesvesy divéieaterkeeisivatsi MbOrIBRhE QBsoaitd @EAEHEkIdER}pEAdIfirkYorl S @
one (buyer)sqég%yg%gﬁgée%{%#ggig;)rﬁ;%%% ‘i&e' at};qgnshi_ p. . Th)er%gf ore, buyer-1led

mar ket acti r f ek §qauibriven ¢himarko i dent | fy
sel l ers, compar ISk LS Proguchsist o) lati ve to
the price indi c%?ﬁsg?gilgﬁg%ﬁ%%%ﬁ%pée@%; E)’desi g%gcsi ar%#& %f;?ict&rg thke
 dermand- or i d8ved swbEhabusness lprocess inderpetationdhap. (Xhei Appkcast hehdevglopetl and

efficiency_w | . . rch, .identification a

conpari son p‘éﬂg{cﬁl{#{&#@& oS Polﬁﬁeﬁgé;dlis:e%g %%glﬁ%ﬁi%ﬁgqqn@ﬁ§§%®S@$F§Y?nggﬁeci ent
" mar ke@0 actstructtitad Sactelzp tadl ib émgietrenteddint o wadntier emhawithingtHeheonsear sihthe
identification and.co ri.son functions. 25 A sear.ch chani sm that |inks
one buyer TSRy COERLY ARG GRIGTEHM AV & OPHERTame PBFRTSLPRERSN | o
appropri at @uitofiés @ed chbh@hohd'® HERABIAndRR, Search is sufficiently
conprehensive to identify and | ocate a wide enough nunber of suppliers and,
ultimately, products to give the buyer a good approxi mati on of the

conpar ati vergphas.acteri stics of the products offered. 30 However, existing

e-commerce_model s utilise economc franeworks that create distorted and
~dysfunct i qAdkrketFdess sndburtiossul t of  t wo Teansactiondfocas andFamcabns ogi . Hirst,

cent r al i sgeg-portat"—sty-e—rodets—tnetuge ﬁi—!—h—n——!—he—nﬂa-r-lee{-—em—y—%-lqeee
products tEBaT{ Yell ers choose to of fer fcl\SB @ e within the system This
- confi gur at{ifngmaRisenbl es nore an agency, @upply! DUt Ton or Tetarl sale
arrangenent—rather-than an 16 AUG 2004__exfension of existing market
Goods are |JPd¥EY in an artificial envirgd¥m in a retail sale style
arr ngenent ' pom-Teftecttngcross: matattveattributes—
characteri slirlggﬁ%@a%‘?ﬁe nmar ket s. Anot her ;Etﬂ?%ﬁﬁsural | y unsound attri bute] of
the exi2Sting nodels is that the '

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

having two discrete stages. First is 2 "market-oriented” dimension. Second, this




5 centralised market place which purport to facilitate sales create?&;gﬂﬁij |

fromvertical to horizontal- s i i <Ul4
patial functions at the wong structural

di rensi on. The nmechanical inplications of this occurrence is that if

becomes inpossible to optimally integrate subsequent functions which occur

in the business process and which are di scussed bel ow. 10 The sel ection

deci si on descri bed above ceases the vertical novenent of narket-oriented

activities fromgeneral to specific. I1T~also ceases the |: M buyer to

supplier relationship. The inportance of this change is that another

f undanent aPTEHAHQD SRlessaensly ${Ss jat & rovical meintein theasoivagicied motesartes "

focus, theg i ik e 't ' : ". focus, 15 The_.focal
bornt for PRI AEFLRERIS! A i bl BUAUYAT A 0l Fne SiosHhot ot
rel ati ons hf%tOI‘Nqubg Tepnobent dhé alomifiartt erces ghai sdihberathes tistietel b8SoRks
production ! int is the buyer:selling firmrelationship. In
order to n%?(égﬁgné%ccgéefcﬁgmg& ng?ﬁas‘fO‘%ﬁ%‘Fm?H@C {|ler's terms and enter the
transaction proTassrigh efletinsabtichONe giis Wil a dEydrO BBl t ERhbARLY, ¥ :gﬁ@fi gur e
t he nost ZO.Eff,'rchi ent tr ngﬁc_ti on process by %ui | di'ng_on, or extending from
the verti cEFPfadeBrnd |t thedisinioswiisyeimatssleneedy dm order topatisfothicneads can
be wel | - expeabhiied cdfd | \R$$dat @i i &dggqjer ; Les of the firm an

neo- cl assi cal, ﬂg%i ceﬁéti%%ocr&y. Irzlﬂa |ﬂ1t on, a%o%%%*@f“%&%% 8rap&s ﬁmag

t ransact i oR@#inGRY sgrnaral lnvel andanevesdoitsissiagdegietsofapedfipitsindfiemifpiley - chai n
25 efficiency apd efticien %n er n%I rrana%errenlt s&uctur es. A

organi sati onal concept® PhATC St B RO, PERSISRLN: KB B1anaRle. r PAet pred is.
the coltept of amoinobile;thatkeywiek paleyalshdiRednctions. One view is that firms
tor: busi ness enterprjses exist because they are an institutional structure
that constitut e*anpei ¢rdhe patem dlosmwhish the preaducticay bp pbdireti(for exafipley t he
one hand, and eygha : ~+Both functions involve the generation
of "transaction cosiiﬁfg{bﬁi@ﬁwgt})&g&ggﬁ, the firmcan be seen as a form of

interface between domspapatb@yebduenclanstteisbaig oribslREbIIQNSADAbiryRXd St S because
it is the -structurtﬁi best capahl e of nost efficiently internalising

transaction costy this %eAt @‘anaéloarg%*ﬁm&wm‘éﬂsa%rlémn bitarnd conforms e
mi ni ni 5 tiogt tlosdlyawidh (ﬁ@o%!h%ﬁiﬁaloﬁen%ﬂ%gécx?onmﬂl MECORRGE -of'ec{&;ﬁﬂéhﬁv%' es a

very strong argunment that business transactions can be nost i'crently
conduct ed ct.Hee BOREBEPlins hognbiner-ledfdentand sidafomet awerthe petdomingnh t he

seller. 5 {hmecABRChHaN ' td rel ate back to the close :

rel ati onship between tfsﬁl‘%gtﬁglﬂsrgﬁs a?i@ébslg%ﬁ'gf?ﬁran%m AU IPBRS %ir%ﬁ}ftnéenfn

response tB*kewdbacks. However, signals can only be seen by the narket to

be adj usted at xt.ernal | evel ere the firmhas nmade sone internal

adj ust nent as aﬁgotﬁgeb 8%%3%11& Fﬁfaegﬁggcwgi] C?’i‘l‘iélcbraoﬁﬁﬁﬁ"th PithEy mpraeensten i s

- anong ¥he pératkterioat thelndastsibadl. docinsuans whfer i Mbiekedy dBih&ead 5 a key
e quickly adjusted in the short-run, and can be

mar ket si gna%l t haf. cagﬂ@ I _
used to i nBTcETEHh)YRRICER SELTOURIRG plgimmsohatopsiststof durspifinpstthat opsrate
ref fi ci encypmicedsBe ofid Bufficrall -sifiiAokaR! ngnj:d:lj.l}c%a idtnbe zﬁe‘(}cﬁxltc& st weemdhe

signal, or asking price, of a product. _ mat e ng price o “a
product i sS¢RsEiHeedSype Srme ttin of inslussevll peidacectrbh padnas swhilabtter e

det er m nedfibys Gef B i Al Eor . exanpl t he..negotiation of a
cont r act ual p?i Ce FgIt té“‘fﬁ%r}a‘gé)g &lsg'?qg%ﬁgédgf%eaﬁl ?rﬁi:?}é's&ﬂgff%?lfﬁﬂgedio count s
paynent3 r i presiucigayithongh theee 211l beatimbrkyt"rfos kil ptodasts priduced bRMBSINEALLS),

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 "produéts having similar

characteristics”. A combination of these above definitions results in a concept that




In brief, price negotiations are conducted in a nmanner that bal anj:%sé\ﬁjjp\ep _
relative influence of the price-related factors in determning a fi Us gl
price. Present e-comerce systens do not enulate real markets. Mst can be
25 classified as either being buyer (price-nmaker auction sites) or seller
driven (fixed pricetaker sites) that generate artificial or distorted

mar ket outcones. -In order to provide efficient and rel evant e-commerce
tool, transaction hubs cannot be restricted to a fixedtinme, |lot by |ot

sal es process, Simlarl q,%Li xed priced sales nechani sns do not allow for
rapid and dyHEeHF @I%ajﬁ%'i/ forym B"rlngécq‘r BIoderts chavang pigpifar hiragtaristies are
strat egi es jehfgeke 30 influencing factors such as those described above.

In sumary, the Internet is a conmunications network that possesses nedia
and conput at i ondt apefticlar @einttintthe buper's decisine-roaking peacessy acfunimhentaht i on

di stributi : % 9. roc ing functions that,conventionally
occur usi n;&ﬁllljtr%%‘ra%u |%‘19031%r%at%|0§%9g% s@erﬁi?%ltﬁ]fsllo rgﬁﬁss%sr%%:ggﬂr{.ae er?éltl%e The
mar ket - fel divyer feodesi upom e dpbeifibugpe of prafuoc g Q&eﬁjn%?mﬁﬁldecﬁéidﬁ-nﬁﬁﬂagmd

i nvolve a one to many rel at iq%gshi ph%ere t he bﬁer'_s emands are net

t hrough an B°F5} %qaﬁea__%/tp(pﬁv THL 2nd ghitts do g hargantally phenied comparativs aalysis a
vertical drietdengikd@wpdd.rom a general to specific level. The Internet is
capabl e of handling such functions through a centralised information

gat hering, cat ejdieisedrmingmy dsgienisislefungiioniinflveringthis stagetdf shextrensaaiion of

informatio i & I : t inf I t_directlw from
the seller .rls {%é %@%ﬁ?ﬁ%@%ﬁﬁg 8?%%?1@%4%‘5@% @%@@% ?@w%%gggéf&?y‘%em@%nt S,
it stog® gatharmcierigtidsnfld theak.aneastian defirdtion ofivhyt Edmtituaesch Ppreduat indckahidt to

la horizont r; -] evel . C ari son .t akes, pl ace. The, sel ecti on deci sion
i's the cri 3458‘%‘%%%?%‘88%‘E‘n‘iﬂ‘)ﬁFgﬁ}’)ﬁI@%Wﬁ ebﬁ?&‘lﬂ%' Ston, enters a I:|
relationship w tAs aconseqeiBeysl the @dmpe@ARE dnsilyeie ARiseiodds viligs apCtlovd ti es
15 cease and Sﬁﬁtpl y-si de for_ﬁes begin to drive the business process. The
 process t akPLSfes thePyeE WillnavenBrlly releet anparewar prosust thif keest closely

Or i ent at i oNoonddifsitd i idkizh @ Rtz bt f |y~ i Vidi @S, s
the firm The Gosm A kb RRTEAGE TG o E @Fgﬂéﬁﬁ%’%ﬁgﬁaﬁﬁ iy
exi sts Iecalrod- 1 thiswaydhe tsslectionderisipn'sismageur e that is nost efficiently

o, LR RSP LB 85 5 RS2 S BB Bl bR,

production-related activities. ip
bet ween nardpetifisitylis anok (buyer)ad nony (selkid) ¢l M elitivnshipf iThefonds bugpéd ol

t he signal/feedback. process.. Feedbacks are used to e i nternal _
ad ust pont SR AV HRGS A T G DR G S eSO IS URTA SO ¢ he
short-run, thBeh@edtbridticd s theGRbluce] hbPOrBr icldtive 13Tk MEIOhiRREQ IsRhARRAFSES (N
or der t% 2 max'k | se .flgét}ebility in the pricing decision arising from
strat egic 2%5?5‘33{ gsigned dutpmieh Aanaid-erratesogeshanisats e t prEential 60 ingaae? s
affecting ambispadd Rid CHi@SOWRR WihiBR! ' ! U e £
transaction prgc.ess aI_I_ngHC?or_ su@lﬁl%tﬂﬁg}lﬂ&ﬁw |§ysean ’g%hgﬁé?%%c?dA
thori zont al  ¢NreRaFEGUACHVteT Businestcsystema lappliations tthas rerfibiewseffitieans midet

efficient i ti ftransacti tconmes_across the s -chain, 30 .
The Appl i ca%tﬁﬁi;eg gp lél(rambgr:le%?%%%{ t‘?‘ﬁaer(a?n%ﬁ%ﬁ%%?go ?W&é-]é%ﬁﬁéél@é’noﬁn@hese
consi der at i comspaaisen fumationsmar ket -rel ated' functions are best suited to take
pl ace 5t hi n ce%ral iﬁed ﬁearch and, conspl i dati on COﬁe' urations. B

f
contrast, real prSHRIEE NRGPRETR thatilinks gue Dgyeg HQ MRy se 1'IFi Hﬁghﬁ‘;?‘l‘fﬁath}g%ey

are instit utjopmtl caifigigddoness tdpptoppbRdpesidid tRAaaR GO of Nher e is
mar kets. The pature of the supply-side transactional aspects of 16 AUG
2004 -10 thEiEceRhecmprehenste tqridentify anddratet Pride enpughamimbes wif supplings t

closely to %@ﬂgﬁ@l&e@?%‘gﬁggg{@ B PubEYa éb@??ﬁ%ﬁ%ﬁ%&%ﬂ%%@ @?ﬁl%él?«igg? to

controlled in a decen ormat by.. el ves.
provi de t hechamcteaistieniefthe produetseffefedi ent narket and transacti onal

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




5 functions to take place, tools such as dynam c negoti ati ng devifﬁs @Qdﬁﬁ;
fluid and _conprehensi ve supply-chain integration processes are req i& LUty
from e-comerce business software. To date, no such tools are known to
exist. Accordingly, there currently exists a need to address one or nore of
the various shortcom ngs of the existing systens and net hods avail able for
facilitating el O cormerce transactions.~The Applicant has recognised that
commerci al transactions can be advantageously facilitated within a system c

framework t | el el at e_econoi c_progesses, t hereby provi di ng
a method by lﬂ%lﬁcﬁ Og ggflsgneé%m%(%gc eregosoadééﬁ ?Slia?‘?%glg aﬁ‘a?ﬁuﬁ"c‘ VHCIREM 18 aggiailem
structure tshiatstyle andhgeatensratio ibtrefadig @bd-doatiaritive ekl bhdRltyrigad
appropriate xchanige of specific information to appropriate recipients, at

various. st 89e9CHA¥HY transaction process, results in efficiently

functi oni ng mar keicshdrh@fuchi: AP WisOid Tiibt i QRS bRl 1S
configured to accommodate i n?%r nat | ongﬁll,1 'itl%]?é}z urm aﬁ%‘g g%%’r‘%egﬁ% thd"he
t r ansac®i orf8nigHisedh markes plase vdneh purportem fapdlitate rseles preatet a shiftafedn wartichirough t o

post -t ransagtii [ st.ages,conf or m to.the 20 tr action .

par anet er s%ﬁ%&g%l? cu a@&@hggaiptg%i YEE ﬁ%@@bﬁ@ﬁw naﬂ ﬁa?ﬁ%eme%t em
t hat -enabl émphications dribis/ decamaretis ahatpit Geesses Bnfssible ¥ btiRaldy it rk
that enul ates_ real econom ¢ .processes, The. invention provides the basis for
a system sts}lﬁs@%‘?rﬁ ﬁgﬁ%tfonis s“%Eglbé’B?‘E 15t thg dHSBGFH gragyiaricc WhEH ae blisqussedThe
equi l i briumekivate is derived froma structural 25 configuration that
facilitates a bal ance through the interaction and alignnent of " near'

equi vallgnt dynami® SHpiop fessiomtdeseritiedo abesiep peagesrobiu | verticah dnalesmesmtl dfor ces

{(emanating 4 Yot e i ng gf I d, denand
forces is fué}tﬁﬁgrg?lg{:die{ﬁ%geeg gy%%ﬁesrﬁgos @ﬁﬁ&éegsﬁsaoc? iya\%lg% }ﬁggﬂgﬂg’flyirutﬁport
t he execut isopplindelnonshipreTite infpoaxndeanfhist changaist tharmsokher Fomidhintil shift

mechani sns i the .30 matching process. Th tructure of the
system enab#cg%g P ﬁ)eﬁ?lﬁfé%gcq%nhg affpr g‘aﬁthﬂﬁ“s%prn@& e?f%ﬂﬁ‘?* tﬁ"eéﬁ?ﬂ@ﬁ@?ﬂ@sﬁ/ﬂ%

suppl i er s ain phodseetiohdl® feuflavi ng | nf or mati on about those products | ocated
W t hi Ny rkets) ’Jﬁ{rfsuzﬁpl le(% d%u[ectly_ by other firns within the systemor by
16 AUG'2004 - 11 “fiSrRELROHE 19h Wisaplysisrdltesy nthet mpwoadly Buwane buggrearkeiccess
to the systemibmhig. "NoRUHP P8Scadbn RIfaEE 'HR,PA,S' Nof epabl y,
the mechani sm by \A%i oI Py A caon 8 of t%‘%&;ﬁggg’t%?ﬁ% e ot roddiBhol

r equi r ementi€CakPPINt isfBe prysagelling fignirelationshép. sale by a second firmis 5
performed by a - A enai wi.t hin the control of the
respective fir m%f&!}%%@%@%%ﬁ%@% ﬂr?%{% 8&%‘#@@%&%& rsrgﬁeirésptregg%mc?pﬁtgr_ the

pr ocur enenttraam$tionpescesn ditigaestvamuonaiides aoto howito Ppen@ilyicoriges gy Aong

separ atsg, . i tar b nd/lor sell related functions. The
procur tezgen'tZe tﬂ%cﬁ%ﬁsn%%ﬂé;g&@)&r%%’ﬁ%sﬁ;%’ ﬁ’éﬁg‘élp%toé‘r X ELTPR 19 Seligal inarketect or y
conponent tihmttiope déserited avaeket -rel ated’” functions. 10 In particular, the

Appl i cant has rgﬁo}gﬁni sed that commercial transactions are advantageously
facilitated by OUFERARPRA | WGSBS resh-srrdaised sing elassierd and miodem
parties i NuBbRY df thé fiEA A ebRashi ANG %! th8fvt OrmdgiSsdH :
possi bl e sets of trading par anetaé'rls t'hat mgybgmacceéﬁé%qé&pgnﬁgﬁ%gfti es.
Mor eover, tSie [tyspeackenal; grigntytion is oaleirdanaisicon switiet eunckptehbl: bupplyathgm
nunber 950f sk I ¢ conduct busi ness
transactions. In"t Fgéﬂrigélgel%tg %gg?%?%eﬁle R power ful tool of

comruni cat i on t Hatorganstiond atoasept vihathisncematral fgbetbedbietcalt Péncipled id yheof an

or gani satiq nsnit .. Qut d" ssages or signals to attract potenti al
part ner orgc%ﬁ{:e gtgl%g%%qlgﬂéeybﬁfﬁg@é%@enﬁp%@?cti on while sinultaneously
per m tting -or garDsaticnds tiatr BERI b8 HRRHeHC bnidBR Res ieﬁmrb&aﬁiﬁ%ﬁg?sﬁ—ﬁ,a@r

thal the

f eedbacks, .from external (;5? ani sations. 20 It 'is enphasised _
CInternet i <hSppRsal pirugiire dhAt SPpetEe yn ki enechaniam forpqughnisige prodictivad
functi @s (dnethe ioRk BEAG 408 RxMizhbe BRY gD jangli ¢ ephances
“internal production and sﬁp_pl ?ﬁ H?l?ﬁf%‘?%ﬁs%%ﬂfn a g%li{e}@ioh!segtﬁ%gg&%%%% (ﬁ{]ernet
i s capabl e GRNERHAMEPTY - tIAdhis pgank thefirp canlbe seensisgriaims dof intsdmeshatrwednhe

mar ket (in o b (4 articul ar).. The feedbacks from.these
si gnal s car%gﬁgf %@Jgﬁo@%dﬁ%ﬁ%@e@r%@g@% {h&HSHS%r b%qI} edjlecuﬁgt &w FrHcyig best

ext ernal sicgpaltle of mostesfitientty nferpalishe tralsadtioneotte. qual ity to assist in

i ncreasing and optim sing market efficiency consistent with neo-cl assical
price theory operations of the firmto further inprove process efficiency
to further 30 reduce unnecessary transaction costs. It is inportant that a
firmis in an organi sational position to receive and be sensitive to
f eedbacks. Here, there is.a long-run and short-run adjustnent di nension

t hat must be considered. Over the longer run, firms use feedbacks to nake

e a




16 AUG 2004 -12 decisions and organisational adjustnents that can?tgfpgn_;f.,bem;
efficiently signalled back to the market. In the short-run, firnms can E
internalise feedbacks that nmay alter nost powerful market signal - the
pricing decision. It is at this point price theory plays an appropriate
rol e in understandi ng business process. 5 1n order to enulate efficient,

wel | -functioning markets, the pricing agd negotiati on deci sions are
preferably placed within the control of the seller. Since the price
decision is a shgrt de&insi it et e that..c 0 i

transferred to a th%gimarsfga?g%nﬁ% rso tc?ﬁl?gbe a %Seg%tgtﬁ%ﬁ%gréso&s of

Accor di ngl PFOdéﬁt}'Ola@ﬂ%WS@@Eep rIh dlis diesie eerytstrohg argudest thabbusinass thimadtivas

seller's digf t : ' justioent respanse .10 oses, .and is

both dynam ¢ g%éﬁ%f"‘ffﬁ%lﬁlg"?’éﬁe‘?‘ﬁ“g‘?dﬂ%%tgggﬁ’b%‘ﬁy@@i %P@dﬂ%tr%gﬁ%%ﬂl%d at

t he productestsewitiethd selled. of transactional specificity, the supply-chain _

noves h rizontangiy}l_f_r ma fi.rmds externally oriented market activities into
[

its internal or 5,0f 41y aspeEien: Telae bask &nthecrlater telatignsbep Setwveen
functi ons. sifhalk Bn@rfEedbaties. OPimRif6AnShfi ' = WEyEl N9
price and qﬂ [ t{/l Si ?naal s to the mar ketsq’%%lﬁlc%l fs??%%g%g\g%eg%#{f&see [ n%‘l’t o]

mi ni mi se t PSR RN oMl ba seen by thesmarkst & boladiustedtat an fexternad hovel swherentheol key

functions gfbnphk %ég% éélln 'i'&lafha% %cguédﬁ%mpagsoa%e%% eq?‘g%%lto(%?%%}?é negoti ation

(transaction hub transac n nmanage tion

consol i dati on) psodpek pricihgidecisien pomaese ¢lacithe Rdsi fbaakalidetie@naki on
into E 2 y. . Accordingly, in a first as t, . .the_invention

provi d_?g - a%%tlﬁ%}%gg%’pnfc 88 ?%?%p%%talg@mqﬁndqe ‘l'ﬁ‘gﬁ%é é‘?:l??t_%‘fﬁ?n DA ShorETHLd _
‘i ncl udi ng: apd @uh dbengsell &etindbaté rashy eheBladBhss ﬁ%ﬁf%du@gqhﬂ%tg%pﬁgt of a

first entity. a desired tradi.ng profile including desired 25"val bes or
ranges of qengy of the Gam §3¢lf.adi ng paranmeters: and accepting in respect of

said first enti PFERG R i i i i.n . ues or
ranges of nulti 1;f}%/Ielgﬂ(’)%‘glegdgali d t?%g#ﬁfé par%#lrea@%;g%nméggg@ﬁﬁ%hﬂ%l&oﬁe&8¥& re
functi onal Tihél‘-ﬁgméﬁs pitling poicoved e peoduat isodistaiol By kepuhbadifingosdy aseedr and

one or gor Lo ' arameters:. .30 wherein each of said

further trgai ﬁg%ﬁ? %‘%‘q%mé‘?ggﬁg%‘g tﬁ‘?&&ﬁ ﬁcra%’g?l}tsa\é%]qriep@mglp, S PERRIEHD Al ue

to sai d desf aedniracadt! pgcewil bbeubjaﬂdo;%icﬁigfdﬂmttﬁjﬁ%ﬁl rel ationship can be
ile

used to determine a set of equivalent trading pro S having substantially
desirability eqdal V@?B’&?ﬂ%’&“%l ues equivalent to said desired trading

profile and saiq f :Bﬂ&;& di ng profiles. 16 AUG 2004 -13 Preferabl y-,
said first entity if% a sets{(%r and said trading profile relates to the

tradi ng paranet er spaiesdnt éisheby a seller. Preferably, a submitted trading
profi Iﬁ accepted froma second entity can be conpared agai nst said
equi va @nt tradi®ng°PPEwinsks of said first entity to deternine 5 whether the

submitted trading i gig or Less favourable to the first entity
that said desired ?%%&H?g pr%"lflig{'n. Preferably, trading profiles are

'gener ated by or Inhribdipaict negotimiots fiercdhd@nell HACOBEnE Mt hhRGcdithd relilive
i ntention Ej@} %onde%a conggr i,al transactjon, &ge enerated at |least with
a view to JELEPHT At NG ARGFE e SRS T Acterrpiging & el sl PEERict or service to
| Present e-commerce systems do not emulate real markets. Most can be
25  classified as either being buyer (price-maker anction 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 sumemary, the Internet is a communications network that possesses media
and computational attributes that allow for the unification of information distribution




10 which said trading paranmeters of said trading profiles relate.qp" 4:n .
Preferably, the first and second entities are respectively a sell e|B Q‘HH 2004
buyer, though in other enbodi nents these roles may be reversed. Preferably,
said tradi ng paraneters include one or nore of: price, volune, paynent
terns, credit terns, credit rates of interest. Preferably, said key trading
15 paraneter is price. Preferably, when9said submtted trading profile is
nore favourable than said desired trading profile, a transaction between
said first sa0dooaeni @Rictibhe ShitScdfVehtidtoad. oRuf R meldie $R5MRgh Sal d
transaction_are based on a transaction trading profiie IC as traﬁlng
 par anet er \VSERioRANSPregessiag ehapselss r om sai d subnmitted trading 20 profile,

and/ or one or Ssai i i i.l es._ Preferabl sai ne _of
sai d equi val ent q{t}{réagl ng%%lrlag?‘li F@é&i%‘sn%a@é%ggrsl?srsé’&ofe%ﬁ’ien‘%%‘?‘gfﬁegﬁg3F‘dan
equi val ent invahei agnertof inkey wlaticnship wisdrosks bityed’s @nidnds R BEUF6eeh dh St ance

measur ez or . ival ent. measure fromsaid submtted tradi ng profile. In other
enbodi nnt é&g’ﬁﬁ?‘b"ﬁ Fahehg ?W"Piya?aimaceﬁ } jnyolves 'ab’émﬁé]e&mlﬁa&ﬂawaémm ed
tradi ng prafgeheraPh spadificagwklsubmtted trading profile, in the sense that
the transaction i rofile may represent a conprom se between terns of

radi ng pr _ |
the desired t raih?ghﬁ?@fv‘ e capablp 18 randbing tshieh Subetions atirqughdi regnipalistd | e.

Pref er abl y infAR8RH S ! . i i is l.ess favypurable ta said
first enti tfy thﬁat%n&ﬁ%i .déigg_éibét%%gﬁﬁg%gﬁg&%+ég,%m§%é3§’ e ee?"ecPH‘SP’f?
per f or med \WﬂBﬁn@lﬁn,Mﬂwﬁbleastémlmshfmmaﬁoﬁsmgmﬁﬁebtlyrf&dhm selied i | e and a

desi regnprofile onpat,ible (ie.said subnitted trading profile

bei ng ?r%r e favo%%%etﬁ% ﬁg errsrlgf’r TFa S %Pgﬁlﬁf:,}?a%#l}ffbt)g}edf Viess, It'FFﬂPg SHFTIRGy ol ve
‘a modi fi catimformaton e a abuieallpilomangesa Shathbistift 1% AGiRMARbLELG-18fe1Sai d
subm tted tradi n%él;r)r file and/or said desired trading profile. In such
cases, it iCSHERR F3Pla%ygested to either or both of said first and
second entiti es TMaallefiand@sision is e a2 00t i SrdeichS] "
respective trading entities ts_lgnést abli s?ﬁ %%p%tﬁ%%h%r%e%?ﬁ@%c%@’ In a
further asS8EES adperglatinashiporitpe SmdByyer-lodtdeotndfideanirket miatadgactivities
commer gsal LiansaGhh@ s j IL.Ag.. o Providi a set of trading
par anet er s accept(:\S ?ir?gsh Sh&é;%g%gtggggft S gﬁ #’?ﬁlsetb%%lﬁﬁstgo%?s%egger%racetsﬁéagﬁeﬁﬁn
profil e i n&ltiadpangiodalsirienthtivalrather than markgesraftativee or nore of said trading

paranmeters; and j:n tric.representative, of the_desjred trading
profile; wherei ﬁ%&ﬁ%?ﬁ@?ﬁﬁoﬁ f?fsﬁ‘@@'s“‘i%%‘f“ﬁ&@és #Erﬁ%n%h?iﬁﬁ@ 1§3j d
desired tradiimgrfa€e betwlceh enatkdrh 20d PIOAROSROMES BEiE Bedsf it/i6 theﬁh@ifit%ﬁ@@%y’ the
met hod further ingludes enl%'rcatl ng.a metric representing the expected val ue
of the desi*FBg FFFgmﬁgfo gntipableciosipiamalise drangaction cpsfs rhreriatadcwities
accept 209 fiQRetSSiatPind R8&IctiBASIRRR LYWL | Pl e desired trading profiles

havi ng equal or substantially equal expected values. 15 Preferably; in each
of the equal or I@%@@f&ﬁ_tm@agyﬂ@qmr-rdemnshi@ hetweimngapeeilt es] patduttiast t he

- tradi ng parggEetftq I i rent | ac rofile. Preferably, in
‘each of the -equ{z?fl&:lcglrS ’ Qﬁgg%élhf?og?r%ﬁlgﬂé’aﬂgegg{ﬁpgdpr?ciﬁ%i ﬁ%edg?‘%F iaF%ES;QécIﬂanges
in price ameakerittexted adiysinmests. €Biid) i furh hellovtsheng-turpatiBemeal FRRhelsSIP@si des
price. Pr efsggﬁ@_%ﬁ/, ineﬁach of the.equal. or substantially equacl_ desired
tradi ng profiTesd D5 RS TG PSR e SricingAnd, RegoHalomPRIsE ey IHPrdsEitee | s
quant i 25 ed napainisst fleaibilitof i Rbe Qrltgtg tde_éi@ioﬁgaﬁﬁﬁ%nﬁéﬁf StratEgief c%rﬂ@étﬁﬁvet hi's
rel ati OnShldgcJ S quaaitl fie an approxi mate_mat hemati cal expression. This

d by a
rel at i onshi%* &S B f"il}%aﬁlaf%a/ aBTmpRidadagters affecting afined paee otteorpe.adi ng
t . P ; Int WYl 1 i t th
e ey ot aret oL horkitab easl Y Bl Rl 5208 0Bl S5 Pt A2 o'

trading paraneters i's i ndependently quanti efera
t he transadiidify and persistencye Aubtuizantsl distritaricon f sednbationdl infometiemflodis ment s,

the partie ' [ e.a seller and | tip]e. prospective
buyer o, 1 n A pits R ERARAR Ry oP G 4Fafh §onits ire e b PlynBias o

t echni gdes. -Advafteadpplicany hac détermtiatd drs ey Bnplaficia®e danatades HeRgsene or
nore sets of . i.ng terns which ree.w th the desired values / ranges of
the at | _eag n%1%9%3[% %Igstgg%ﬁﬂaﬁ}feé?%grﬁgl 9‘“0?% B (‘5’§§fe?t‘:‘{ti3‘$é° kg dlacgrivithife
prospect i veesedlised sedreh afd pafblidion doffRikddRd B cargaaral RAsednaRR -
product and/or service classification code. In & another aSpect, the

i nvention SFEVPHESCRSIOBE fRJATBF 1 gt theyy i gnysiteriqnet sirucsungs that graducn zad
commer oi al. pliceneass ixPprodbbianaRbRO¢ht Ak s Rk BnRLAS e A O

service classification ¢ :




16 AUG 2004 15 providing a database of records relating to respeiéi ve
busi ness entities, said records including information, indexed atEordpngilio
said classification code, recording at |east one product or service
provided by or required by said entity and at | east one desired trading
profile in relation to said .at |east one 5 product or service; performng,
in response to supplied search information including at |east one _

cl assification code, and at | east one Qb'm'tted trading profile, a search
of said datahase for entities _havin .desired trading profile at |east
conpat i bl e\ TUFTES RFOSES Ay fade W%&gﬁgleﬁﬁ’o?ﬁqdi eonfarm post elpgaly Yo eeamomic
classi | Caticary, 42 the Loy S aaide fihcBinhe BREMGAL JRANRalisSL IRt by Al N
i nformati on of variable specCificity or granularity can be provi ed. 4
Pr ef er abl yf@&ﬂ&%ﬁh@%i fication code is, or is based on or derived from an

internationally ' . nd/or service classification code.
Pref erably, the%ﬁg@g%ﬁ@g}; fﬂéﬁﬂ%gﬁfé%l&gc % oregfgf%qn m ﬁ%t %fhﬁﬁﬁag%?fl&?ari ff
Code, 15 ofundfiGhs Rr edker platey, tobls esuwh adsC Byriantio rsabtintheo péviosakdd/ fluid e udes
suppl enment ar igf ormation specific to busi ness organisations, such as
geogr aphi c“YEEiCOIS e SYRRLYCRAIR JiRgrationBrocessesiqe Jpaifade fiom: e-qomapercap| v,

the resul t usthiess BEFr%aRI IO RRNnS SudhABER Ul RNELoiisAOr € 20 pr edet er mi ned
criteria. Preferably, a nunber of search fields can be optionally specified

in the search i ACeMARELAhare commntlyssists hueaside eddiess one afmekef thsvddoysof t he
search. Pr : eargch i Hti.cular r._and
search i nf %ﬁﬁ{act%?%ﬁ/ Spﬁ)g]&lé“? e‘%‘g@"s %%S(Q:%lgl %Bpﬁg}eﬁétdgp%%ﬁl%%%l g‘ﬁ E%@:ﬁa%l}% S aken

i nt o at&ousem@Brasiiemsastivdsict i ng the search. In particular, the search and
inegoti ation sta f t.he transaction rovide a configuyation of
trading paramet gﬁg ?‘Ppi’ﬁm?gt htaﬁen?cé)lgﬁ’éecg? EXTEFrAY) éf?’ég‘%’é’n&pﬁ?? aE’F. The
confi gur at advencipenestp fasikiiatct ywithis ! £ Bysimit SraadwaRSHAT isl Mosfene th @nidhte
permmut ati ons and comnbi natjons of business process tasks that nmust be .16

AUG 2004 18E°TO0HHPEIERH deasly RiRuidingh Suehadoby wbiqh Risncss progessoadtinics
execut ed. THE obME WEES PLPGEASHHRAKS M TooRBnR%E YohEHGORECLN RekifiQidshe

transaction outcome requifenents. Preferably, the contract execution
procesdd i niigelie and ppprepriate feachange obfspenific Hiformation tovapprapriate moipents, and

| ogi stic fypeti : i - fi ' nctd-.ons,;. i.nsurance and
i nspect i on%?lg&r’\l%:st ohe ,%?g{r%dﬂ% ﬁ%ﬁgéjpg‘%%gréég%m{g#]mp‘?ﬁg I&BFYS‘%RC%SPEﬁrﬁlﬂg‘ﬁﬁﬁ%at
i nvent ory pumotteonptimal Hiranstdtienale | duteognek) rtfimt 1iB aoffigurd®r toa sieechmiodge

resent invention provides an,e-comerce . , .
P 1rﬁema80naﬁ), 1n%agf?rm and domestic transactions which transactions are managed

from pre-transaction through to post-transaction execution stages conforming to the

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 equilibriom. The equilibrium state is derived from a structural

25  configuration that facilitates a balance throﬁgh 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 pi‘oducts |
located within markets, or supplied directly by other firms within the system or by




transaction facilitation systemincluding: 10 at |least a first %ﬁ%d@&glse
resource planning system operatively connected to a first sales 08hd
at | east a second enterprise resource planning systemoperatively connected
to.a first procurenent nodel; wherein one or both of the nodul es are each

I npl emented by a 15 processing unit and a associ ated nenory unit

mai ntai ni ng conputer program cover for jgausing a nethod according to any
one of clains 1 to 25 to be carried out. 16 AUG 2004 -16 The coordi nation

cach stop hot A e sbh BRTel WP S BR SulT, i QRN Bl o BB AR IRl

satisfied Dﬁp]aciag@mﬂusswrﬂﬂmﬂr in order to mnimse use of resources and

ri sk associ at ed W|t ractual . no erformance or, failure on the part of
ei ther party tor nt QCPEH?“%M%WPQ VRATHRE ofs s tigsbfinpha

invention gf&uﬁ%@ﬂtr Hieh wm'&a%%cﬁfét 5 ORI Wl %gt X‘@%}@g@“ﬁﬁﬁ &¢

deV|ces and systens. ther, it is highly desirable th I ment's of
vari ous’ as B@@‘?@eélf b}’h"é qqmtﬁrTb@wdardevncnpahemmms wivithint the aestralt afidhe of a

conmuni cat Q _assi st

o et arABe e O ThE e heBRelohll HDEhyhl A h sfbGhenind 1 |
i |lustrat edalesmdelazaﬁ:dmpﬁmdtsahfa\mnms devosearfsrming seplaruid, hub ondpligeshend t hat
thefollovmbp Cﬁscrl eﬁt SJIIu,ﬁ_‘ratlve onl%/l@\ézg shoul d not be taken in
e oy oo bPRaf PRt fuBerons o the Blaaitent fnd iles rApoPRRS SR ER G g
Fig. 1is m&@hﬁﬁﬂtsbai’c}dﬂﬁ@t&mcbﬁ\gbﬁéﬁmﬁdt@Qrf@mﬁﬁi%e@kéﬂrél‘é/teﬁf filnBBosy/ St em 15
archltg‘gture sh?nvm ng. the main ul es of 'the systemas well as access to

~the sysfem Fig! ular,s g etpitlicantghasgreansniess: et sommgreipletransantionscarei on
flow from ha\eans@es@mmtae@ oy oG 8 b il o e G b L BY YonlTREAY! 1

Fig. 3 is a schematitc dlagra resenting t cormunlcalon omthe
search di r @eitiss inviebied|ie atcgnmmc:t mmmrm dmtmhm on2Qr Engre péssableaeisdﬁenat ic

e procur SaanE atdhelsd Sl AL SOLPARIC b BEASE Rtedt e TnfERins i o
gener al {elvaxtlcomsﬂmnnnalanmmpt meﬂ:rwﬂilc]@aﬂ?gethe:{hberslﬁf%usggesls%n&rﬁrfsh@ﬁiﬁiiflsfe tdj[ agram
represept i eral i sation i rect sfoc procur ement functions;
Fig. 7T$ g’é‘@ﬁgﬁﬁf‘@%ssd?ﬂﬁﬁ%ﬂﬂ“?epﬁ’egﬂ%tff*sr?ﬁﬂa AeEHISE dhtd Btk fool j94di r ect
stock ( nOﬂtSﬁlﬂﬁiﬁicaﬂbﬁﬁﬁE E5mBL A WithiASsingle medium, the ability of an organisation

to transmit "outward" messages or signals to attract potential partner organisations to a

business transaction while simultaneously permitting organisations to receive and act
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



Fig. 8 is a schematic diagramrepresenting the relationship anong the
different aspects of the sales nodule and the procurement nodul e;i 80OAEG 92008
is a schematic diagramrepresenting the rel ationship between the
procurenent nodul e and the sales nodule in respect of the purchase/sal es
order processing functions; and, Fig. 10 is a schematic di agram
representing a post-negotiation functi-of2 of an enbodi nent of the invention.
16 AUG 2004 -17 Referring nowto Fig |, there is shown generally an
enbodi ment d&disiéhsSangt 1 f A6t i 5 i . e
sdifonal AGhdtdeals Rg Gn (RAE ﬂ?{;fe{agg ?%tﬁ%ﬂel(a%gk 18

system has three conplementary Conponents 2 to 4 t pendent |y
but co- opetst MpEey Inothet shegunadimols cdre intsmalidel &edbacks thatgumhy alteomasnd -

execution SAMELELAL o4 2 L.ons; Figs.. 1- re 5. schematic_draw ngs
representi ﬁ%wan ovéerfgéﬂégéﬁof Qﬁ%éé%ﬁgrﬁeggmgo%}sl %etﬁltswt@&?ﬁ%é’mg,ayﬁ A
contents o&ppabpridte mit in inelersteriins busineds piceds. t he descri ption expl anation of
the respective go gnent selnﬁgl ow. ..The desqikr" bed enbodinment is particularly
“well suited to f‘“rrﬁ i iy atgs pREGiGHe W CHPNRE TRykpsethy iSingagndnal |

i nfra-fir mapdageneedisisnca8TREREMy bickd MMBACLHUFEAR RS sORRIEH R, The
three conpl enentary conponent's nentioned above and each I n turn described

i n great er P& SASIOR Hd sherfraum decigion, itlie ope kiat ghnus beesasidy trensferfrat ed t o

as: Macro r / di ; at e_15 .
M cr o/ Pr ocﬁ#@nﬁﬁ t(?r'ggltrl}?&e] %Eaﬁfé ? n&%ﬁ%%fr?léergt 1@%:0@%’1&,/ ALY ppmated price-
sear ch/ di r sdatet spohisoddsialdly within itliteseliar sdibetriontrobfr vdpid hdjaitgrat fesponse
origingtin sepatafe, enterprjses. are aggregated. The second conponent,
a sal egd nog‘l]JIIPéQng ?@ﬁﬁ%f’é‘@i%@%%ﬂﬁf%ﬁ?@%’ﬁ nmodul €) is a mechani sm by
whi ch each ent eFjuth 8 Supifisidel rsplgivd, ind gfhe bRodil Hadbele VB oF RafBllal 20

e

nodul e 2 and/ﬁ.r .ot her ent erﬁr_i ses' procurenent nodul e. third conponent,
the procur SFEHICo A EupPly-¢hginamauet, AaTizently etk fime's seutergallib @deeiedi gnal s

can be_caphiiedafi AChidR idRarBEL ARl RS S RELE Wl afgPar at e

m cro/ sal es nodul es 3. The three conponents provi hes rﬁ%?ure in which
a busi nessfypclemsss 25 activities can occur that includes: product

sear chisel ectio iat.l st -ne iation_.The.first business process
acti vi éj; pr odug;t oi;%gﬁ% hoﬁéjéﬁ%c?ﬁ% fncydggtfigz’grnéﬁf%aﬁ%@mg pp%ea@qlcgﬂu%]fty

]E)r oslr)_etct |t va‘gpﬁs tmﬁles:;mtrkte’_awhﬂemm' ' btdtaabqﬁs_lﬁmmtglb t't@ﬁniniﬂﬁi: _&ﬁml Eli@i it:(_fslﬂs, &ti@pt
acilitate negatiatio r, bar ni etween nmultiple parties as to
the terms BETACHT A AR ORRGRAORIO] ke ShefibBhor PHGNS ol dgotepdi

~ function assthiekse)] fledofiatiOx @eaik@idnHub} %&&ﬁ@&ﬁﬁﬁm%§€ﬁeﬂq?8§manm n

| ogi sti cal funqélpns that are necessary to 16 AUG 2004 -18 be perlpor med

‘to execut Pl FO8 ppBhehain aespaBiassthack-ped viiemah integredomdnta ERBuUI t of
a successf ysgudycome of the negotiation function. :

Accordingly, in a first aspect, the invention provides a method of facilitating a
comrnercial 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 pai‘ameters; _
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.




The inter-rel ationship between the configuration of the three conponents
and the business process activities that occur within the systemiifs AUG 2004
i mportant. The structural 5 nechanics of the conponents provide the
foundati on of the nodel, and is designed in a manner to achieve a
systemw de equilibriumby providing a balancing of dynam c forces (the
second di mension condition), while sinukit4aneously seeking to maxi m se the

ef ficiency of the user and data inter-relationships in relation to "user to

systeni and " us er..eontexts, (the,third, , business process di nension
condition). 10 ﬁ%e%faggﬁ i ﬁfsérertﬂg, thd Sé&fﬁi %dbﬁcgﬁ‘?@ﬁﬁd?r? g feletgs Prdenpst
basi ¢ | eveltjading mmedrhatbiseidsibad teamgdleef constructing the structure having the
fol |l ow ng nechag%%:%{:@fhar acteristics: open and decentralised entry and exit

~for all system  fetitigd itedtnedpretile angepted fiom lkespeandoensiys cambdat a

processi Ng c8fdared g%ﬂ@ NL s i [ u ti;0n_an
process datcaﬂlgi st ribut ?%ﬁﬁn% %ﬁ%ﬂ%ﬁﬁﬁgﬁﬁgtgg%@%@ %hﬁ%ng%‘r&ng
mechani §ms Whethenéhe submittedpding préfilgus mote bt lessfavatreblelowhe fisst bthadhdter s,
t he syst e_msgi?t%%é@é%gggﬁgﬁ% access requirenent. The search/directory

nodul e 2 includés a directory conponent 5 together with a

adni ni stration duefechénttdlien@refileeats ghicr@BS bOFPONWRhat of B8R first and
functionali té gf at. Ieatgt part .of the search/directory nodule 2 1s provided

by an Appl StECSTUEES Vite &0 prightieR fo ¢ondpst aceompaeicisb fransagtion, areggnerstadotul e 3
and procur ¢gmntvithiRovie® 18 dYertimas LM i . er net.
25 The sal es ,m)élul e 3 incl ucﬁggﬁgbca'g gﬁ%&ﬁ%ﬁgggr%% g%:ua?gkﬁta?%ﬁ’r%%ﬁbcgﬁént 10,
a regi 9Pr atVlieh safpeding: parametgrscefrraidacading prodilésonlaten nPrefeeaily, Ithe fissttandnspor t

il ogi stics SELHIGESit t n | ation component 14.. a quote
manager co rrpodrfllcg1 %%ﬁ%gyafaeﬁrg%gﬁ gésjﬁ % rsﬁé% arIrlarP élggﬁ?r@h‘%%gﬁ N Oﬁﬂﬁg%?[;ﬁﬁm%%‘?‘?g nt 16.
An order copwsnmaydeirevssaionponent 17 and ERP conmuni cations conponent 18
enabl e 30 communjcatiLon between the sal es, ule 3 and an _enterprise
resource pl anni :?gre %ﬁﬁ% ?ﬁ@@ﬁﬁ%vﬂwﬁeﬁexﬁ@a PP PaE é’f‘sB‘Eﬁee:é’F’l“m‘?’
Sinlarly, pajmenr cowmseoRalt BRAY Gedit iTasd 8 Sftefst, CAREBRDIENGRYN (&M abaton
corrponﬁgt 30, a mcro-chain external itemdata matching conponent 31, "a
non- st dck PAEEAAS PHE. -1 9 conponent 32, a stock conponent 33 and a

bur chase or der - IBREBAP i@l (hid AGKINA CRARD 4 an sai
conmuni cati ons conponent 35 and SERP conmuni gﬁﬁé%gs %ﬂgﬁé]pga(r?{é%t%lgéhg%fgmflo

i nt er connediesiakiraing Diofie it transaction between said finst et seERA syiitein idfiated. The

" sal es nodul - e . .4 are realised by conyentional
conputi ng gg%%?a%tﬁ]ﬂstﬂéﬁ C%%%f‘%ﬁ%ﬁlo&e%ﬂ%é Ce 38 &ﬁ]&%ﬁ?ﬁ“nga DB PE¥EEsi ng
uni t and as#uch anedradimgoparame®r aghies wiichaiented ved fgors QAT ubini BED SrhafgC 0de
for ca%i n%ﬁ%ﬁe é:ngg%uti ng aaparat S . to.execyte the required functionality.
In thig exanpt &, P61 oHe HAVBEhBtireP®atd the procurenent nodul e 4,
and 10 associ at etiefehiBly waidoRe ofEAdleqeRtRe: RMihS BrdtlI&sSERI @siré@ﬁ%ﬂf%ge
selling and b#]%/il ng entltl?s. | n ot her enbodi r_reg‘fs, one or nore of th
entities nmiOHRcPldE 3 Yrlent Seading pandile evidenind "dogsst con ermimimumdsguered
dependi ng WRREhdNBe LR Gudl VA o : nﬁ{é [T I 2 to 4
of the system1 i n?er act %ut ﬁ}%ﬁcﬁé%éﬂﬁgﬁng%mgggés emt&%lmg%%%dr?‘e)n c)[%gersystem
conponent |eEbodiments, sajsliyansactingl tradisg profifloisbbytwese!| $aid tesired tiading prefileet t o

sel |, t s . el s ln that..reqard, each. of. the dul es 2
Co s i o | RS b AR i Brobl in 1l B RERR s R R e BB oy 2
to facilitatpesmtancompatiine bearesnearmshef o dedieg tAding grofileDabight enthewher e

a buyer or & I%ue'_JE)I r_does 1@1% possess software to permt nodule to nodul e
communi cat iS8R° &G sel l er can access each of the nodules 2 to 4

via a standard IRy, WEOWSRE sBymiteq 1Rl QUER is36ESaPotadIE Y Said first

respectivelre‘)i:’/l referenced 60 to 62. A _browser ‘access client can perform

mar ket / sear@HY 1y saidlesised tradinginrefils. sypscompreferebly prifaned withya viewhtoa
particupar & s qubyBri : 1] ,.C t.. Fi gures
24 11 et 1o o subfie PR ORI 1 AU Mo thaBERORERYY (el

rel at i onshisgist subatittedirading profide heingenay Saventable than kaitl desitedttendingypsfilRys s
process actqvi td cal fi tg mar ket busi ness rel ati onshi ps) and
the syst em'I;h\{% %ﬂra?\%{]g&lpig Fl\r%g(%é?%’é’ SofrptE]%(g@g%s %rcliafl%ffstq%esgl%(s? W?“?Stﬁ’fsa&sfi rm
to firm busiaiks®nptted eading)prefile abdéor] sditlt @&RRSd tlading Profilae Th\WacPERY: des t he

basis for the ial rel.ati onshi: hat occur between: 30 narkets
i ndustri es Pf?ﬁefa% / sugoested 10 fther 'of EOTB] 0% said %rst ang second entities what changes’




products 16 AUG 2004 -20 at the three stages (search, negotiatigm%
post -transacti on managenent) in a commercial/transactional proces 0 5 2004
configuration of these paraneters encapsul ate the fundanmental business
process -rel ationships that make-up a “virtual “supply-chain'; i.e., the
structure is 5 capable of overcom ng informati on asymretries in order to
seek and nmanage supplier custoner relatj,onshi ps anong browser to system as
wel | as systemto system purchase and "s]a ‘e interactions. The practical

I nplications (af this are that a correct identification and control of these
rel at i onshPRYdnY: Made tonthel JRRsRactive {tHHings eTities tto orsiablisly ommetibleatrading

capabl e of pgsmes ating predictable events resulting in expected and rational
10 outcones that are in dynam c equilibrium (optiml outcones). Figure 2

i | lustrates thel®iaa afurtheny aspesin ke dsvention verosidepl 3/ /methed ab dudilimting wo 72

to a mar ke%ﬁﬁ%ﬁqgt{ﬁgﬁtﬁni%gg}e&%ﬁggg&try in this figure also includes a

procurenent Nno respec 78, and an ERP system respectively -
77 to 79). Thi spreidinglaget ofefdigqaigndesi cro (1) to macro (many) data

rel ationship. The data,15 ori gi n%gres fromeach firms ent_er{)ri_se resource

pl anni ng (ERP) &SRSPERE 7 7especy §f 8 lueh iy & desised) eadingprodily nsludingdesiredur ce.
Each suppl y&mies &safi®eitfdn : L data and converts
that data into a cont_ent/%%%ﬁ%ﬁﬁ@aﬂ%%ﬁ%{%ﬁi mar ket / sear ch nodul e
73. This functi GPRGFRERE Ywetnichiepiergntaiye of thewdesirédiradiieprfididet / sear ch nmodul e

73 to 20 receiv W ' URRhld-grl prduct. infornation incl udi dat a
updat es/refres h%él%fezqim?%gu eglrgg%%m S'S'ﬂﬁé&gggglsff?rowwnggﬁﬁe#ﬁwggu@ﬁgr m ned
by a sil espmfdevithgweposddtaduicpesfileon/ control function, as will be

texpl ai ned bel ow. }he r itﬁ%i{jﬁl e device.that controls product/itendata fl ow
to the search/ df FaeEB %y fpdoturider nclpdes generating a JRPIES KBHHEING, thehe
control i ssxptedelahid 80the AeditdddRAtith BRfRAt Brefdra]§ he $héthod Bﬁ\% | ving
for the broad ggé] neters: . What dat ag(i e., v?hirch§product i?gﬂn%‘; cge(rae t hat

data is to2Be¢PERHIOMBAIF afleash ons gt Blipkdesireil tadieg naeflen baving kiwatiar

product / sak@Sstintiey bptD eRBci fusbat ) is 30 sent to two cl asses of
receiver. Figure 3 shows data flow ng to conponents having a one to many

(1:M &ata rel aPradershlyp in pash, ofsheequd] di selstantinby equed desirdcbtrading esofilei,gur e 4
oHoLS ot bRt EARAR AL AG b SR alerdh B bach! e Brdtdhafny i each 1"
the equal or substantially equal desired trading profiles, changes in price are indexed -
against each of the other trading parameters besides price. ‘ |
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. _

Ina another‘asyject, the invention provides a method of identifying prospectfve
-partners in a commercial transaction, the method including:

providing a product and/or service classification code;




-21 The data transmission functions of each sales nodule 70 to 72 incl ude
controlling mechanisns that allow sellers to restrict the data corft@nhils 2004
transmtted to different receivers. For exanple, sellers will wish to send

a |large nunber of their sales product itenms to marketplaces. By contrast,
only selected itens may wish to be 5 trla5nsm'tted to discrete buyers.

Control issues include the frequency of “catal ogue updates and will vary
according to destination type. Search/ marketpl ace data updates may be

requi red on a r @Pvidingea stdabaspadapserdgatciating 10 BEPOFEvR QUSInetfuBRELSS, by

| ar.ge nunbers, of vi.ewers...On.the ot.her.hand, product item ates sent to
~buyers (1ot Fu ARG A 1%&&(5%5’%;@5@9% *%igard” E%Sﬁ%@ﬁﬁ%rf
restricte S - Fi : : .pat es
' the movenesPUgr eaPRnE ABR) tup DrhUrSBRER pRCLd o re e B D or

nodul es 74 ehéity @Gnd TdieleRétr O9S esited BadifguBedfilenini ldtod @ shidleaplehat angavi ng
mechani sm whereby a prospective buyer cah build a custom sed cat al ogue of
numer ous i peaductelr setveck;f rom a sear ch/ mar ket pl ace 15 nodule 2. Figure 4

also illustrates the transm ssion flow of an electronic transportation
function. The t P& B P GRSHARSE (19 SRPPHRFsAESh Wft@“ﬁ%‘i}%@?ﬁu ga@taa%%r from

" a search/ mgrke d to.a.discrete fir . . anpl e,
upon sel egﬁr{rlégélgéﬁ?ﬁ?aé%%l ?éfeeﬁdnatﬁ%g&n%{ﬁg{bﬁ@g ? %@ggt%‘r&ﬁ%ﬁgad%%gaﬁaa _

buyer that swishagabhe 28 @ﬁﬁﬁé&aﬁﬁvihﬁed bR txﬁﬁﬁlgebﬂﬁiletét Rastt éanpRabed

(wth data content) to a sales nodule. The data content that is transported

with the bowieh said sdbmised thdom motidkict s it has | ocated in the

Amar ket pl ace/ directory and appropriated to electronic requisitions. As the
buyer Wy be | odkphesaliy. uessifieainnmsiode t HarPTasised| We@an dugrarchigal
require the creatjon of mult.iple sinultanequs reguisitions. Ih ore,
Sl t aneodgiih 1 el e nffratigRol SREBIS shfbcRy o inu kiR SBEL, | s
possi bl e. BeblidedCPRIFGGUIEL SR cREEEAIEE BHARIK L B BaSdTBA O RrivRl Gratge of -
the search nodule 2 to provide a buyer with functionality that assists it

i n nmaki ng ansehtechiatomailgcirstaemisetheprpdilomrandémarsehvice c bhnsificatdn t bedesear ch
nodule 2 is the search/directory conponent 5, which_is designed tq select,

~ group and [Hreterailyy 81¢ ¢lassifieaficgocedecisr tirryample, thediameonisedadBnEodur at i on
of i ndﬁt ry g&;flix product classification, conmpany/firm and geographi cal

| ocat or® cod8s A1l of the generic (non-product or firmspecific variables)
i ndi ces and codi e & Lived (el :
recogni sed and a %fe%h%@ é?@%t%;%rﬁéﬁ%gﬁaggﬁ@t?%gsﬁyiﬁgﬁ gg 1%a%tﬁgta[§|yvi si on
and pri vat égnforchapohnl specifiat ios biuslesagrpeniestions, 1dichUas 28&dratc Thegion,
search/directory conmponent 5 functions by searching mandatory and opti onal
par anet er s dﬁlﬁﬂé‘iﬁlﬁﬁﬁlﬁﬁﬁmmﬁﬂmﬁﬁqﬁ%sel ect in defining the search

criteria. The seargh/.director onponent 5 .configures. t user's sel ection
mmndat ory and ogiPiRAlYs bt GRouR PERE Seepeth 23 BB oSBT ol S5 §omivim  hat
f a_r mat 5ot he, Bi&edhtheQlcriltga 5 S€arch to conformto the governing algorithm

THe search process functions by having the cross-relational algorithmlink

cl asses of i nforbrefarasly, SarEniedr éhecttiasietd car besprivtally speciiedsin 1he
i ndexi ng system_other data classes do not. The data cl asses and
cor r espondisggrahrafgantandodscieess Bsperidicity aifdbe reradis|afdbe searcliBr oad) 1 SI C

2 digit | )R t, - ds -servi HS,(4,6,10 digit | 1), CPC (3,5
gt Ol evel ) Br adenohy REmearn ie REr s B AR RES wB et ol on
Lol ephone. Aremol e AR EIGHE 0 AR Parifpla? (B Xl s Aot

25  when conducting the search.

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



10 Each specific product or service entered into the directory will have a
separate and unique identifier tag that is derived fromthe conf iTQEJr,@ﬁ@%DJ}
al gorithm The search configuration algorithmdistinguishes between
conpani es, products and brands having the same or simlar attributes by
arranging the rel ati onshi ps bet ween at& i butes of the governing classes. 15 -
For exanpl e; nunmerous simlar products %Good or service) may fall wthin

the same CPC or HS classification categories. Each particular product item

listed in the ir&g}t@&;y will inherit _a uni‘g;e identifier tag that it
derives fr# & reithe dranspelion wildiquabisy iasbeitg exenwted Thetlaginesst he
t abl e abov n. if.a product is tagged.to.a particular manufacturing or
service prbt |§gtaé1% PP gDee oeﬁ(gf:ﬁrteﬁngoﬁfﬂrgggg sH ghhg| rangactionG GeRme 23

di stributi gihiiinMgs. t he sane product offered across nultiple outlets wll

take on an unique i1dentifier tag for each sale unit. Accordingly, in order.
to identify thePpferibdy the cohadicxeciti Ot PicesORRMIARNhEALHIMRERA 8Pany
identifjers can be attached to the product. These can be further crossb

r ef er ertedOR® ObiNMEE Of figanrpem and dogjsap fincalons demtkifg er Sinancihl Amctieas est
ports, ai rﬁ%rts or_di.stribution hubs all identified by their respective

i nt er nat i oRaly JUrELHESRACHOR TRRetiens, And threadiusinagnt ©f grodugiion; plaa@ingw t he
search mcmﬁ%%f?’tfnﬁfﬁ‘?@&%ﬂm%%ﬁ{ﬁ% ule S dulls down across, four
or Y,

| evel s of organisationa m nafel ry 80, Product 81, 10 Conpany
82, and Brand 8h aTlmhéi‘r&@éctrtﬁb%&é%ﬁﬁin@hﬁbh?ﬂéﬁﬁe@ﬁntehc%l:hﬁx%fﬂei dentifier
criteria neans that itens can be gathered together at various |evels of
:-aggregati o apsaetion Sacilitasipax $ystem Wselndingan t herefore enter the system and
‘sear c i ther by broad.product descriptors 84, industry classification,
brand 83, firm %‘5166%‘331 LERGRPRY SEOWE) RyHENA sYTem epcraively coangstelds. It

i's therefofg L .t he;search nechanismto generate directories and
lists by anyaggﬁfsﬁtegssgn{’j(g@g?%g%ors and cl assifications. Mreover these |ists

or directories sgBadia e0Bpd LRfbrHHid RS 0B LM Rystbid BpeafigflY and or
industry. In addition cr oss-corrr%gri son of Fgr oc}ugt %’Stltes g%? aﬁgﬂ -forward.
Havi ng geneeznested toen fiiss profurpmedtimtoglel;n t he appropriate catal ogue, all the

‘information 20 agout t he prog_;)c%:s can _be readily conpared, including
reserve price, VOPiFR OngO58QH: ot Higrinedeles are eachdmplepwaiad wmei ons. | nt er net

searc ngj ; their. nat ure.perfor.m searches which are able
to m)g1 tseag%fl}%%sg@ Hgfr%c?g éxap%gbéﬁrq%e@@m R BYYE QRMPYRHETAETE t r adi ng
par tner's - c@idrifsr casies mcied Bystig Bl arfy E25f cHIRBL 196 93NbARILA0S W ||
conduct 25 searches having a particultar type or class of product T n mnd.
G ven the ourber of different types of information and products that may
fall within the scope of a general search term an organi sati on conducti ng
a search for prospective business partners typically ends up wasting a
great deal of tinme sifting and sorting anong rel evant and irrel evant ‘search
results. 30 The search/directory nodule 2 provides the ability to narrow

t he scope of the search considerably using a nmechanismthat is capabl e of
reducing the search criteria to a level of specificity that accurately
reflects the product being searched, and subsequently ranking these result
criteria. 16 AUG 2004 24 To inprove this level of specificity a nore
preci se means of conducting a product search is required for having a high
degree of precision is by nmeans of a search nmechani smthat conducts a

dat abase search for business enterprises that sell products 5




- With search it

falling into a product's appropriate Harnonised Tariff Cassification (HTC)
Code. The HTC systemis a classification index that is internatiohdl IAUS 7104
recogni sed and used by custons authorities around the world for the
classification of outgoing and incom ng goods crossing international or

nati onal borders. The HTC System operates as follows: 10 15 20 25 30 4
~digits .represent the specific industg&gg digits. represent 6 broad product
class+2 digits. represent 8 specific product class+2 digits. represent 10

speci fic producs The.search/director. dul e rovi des prospective buyers
with the abilit _%"“-FG‘BR“%"?%& %u@%%g?meéb&ﬁﬁﬁ%ﬁ%gﬁ ugteddicd t ype
(general omagfReihbiehy caéh #BPihe Sisdutioh Prodtiss Boﬁtfacﬁls‘x%&ﬁ:ibn @a&e@s ?{9@

evel . For e

se
search by HIC Code iS cross-referenced to industry or exanple, the
St andar d | $fgigdHin aoTEWISy maweCim oxder fminiorsesise 08 sOSTRONdiN ssnsiated s

enterpris i W] . cher further nagrrow the search
criteria. %Cgﬁ\%tg%%ﬁﬁgrfp&g%%a@ %Es)p%l/lﬁgeusl} {r%lg?gh g)rf]tc g?eﬁrpﬁfs%“ﬁ OgtFacg‘ener al
products. . descrEmbodiments| lofbeakows saspedter efncthe t inviehorHTae Cadlentapbeusty or e,

t he conmmon, sciarch riteria% of  al | Er%s.cont ined in_th prnglct' search
dat abase aF& %t&%ﬁe%%%‘!m“?%ﬁﬁf‘%"é?% @ TARS, DY SeRE. e thith 18R fir st
product seddsirhble figitRenHoaERchtd BPVatiR ddpbetiatithe hREnRAM:E MlcfRAledWigodul e
2 uses. the HTC system as well as other overlaying paranmeters built into the

sear ch meciisAtsisiance iy & copaamisRionnastwasie gustoasthe lgemetinct i onal i ty and

dynam sm The rg oai{s?] ﬁg@{' AT ¥ t upon
~preferential_ out (S:%Hr(rl_%l:_t se gﬁ:?le%%bvﬁ e uglzcge?ﬂ%delg%gg?}lghlﬂg?@%@t %:Bry&@n%%l e 2
i s prefler apinhodiment is dhesirateddn dmdattashed desviags. | Hawevensie stioudd e tndarsioddi n

Compl ot e TANE CARRIER JERRRHE BTNEHTR o SR JPORE oF e iy S Sl o

par anet er sresretitethethenenality sfubenivestant avail able with current search
mechani sms. A cél:?gtﬁs ref.erenci ng mechani sm mat ches procurenment requirenments
_ _g?é’ﬂn%s_n product type, price, volume, payment terns,
geogr aphi cal | ogigt i DA AdgiHenpRe! dibbex Qgélbéaaﬁ Ya %c?yldiéw'&t@xetﬁfenﬁear ch
mechanj sm whereby no fields require mandatory Tnputs. Additional fsl el ds can
be nonthat ¥ahisslics derwiag theysain medyiexmitboaystemms wellme acess todhs systanty t o
create a increapgdsoSpec ' ' I.S..LNCkea v of
dynamismw th th& ggg%cﬁhﬁg@% g%?#%%eﬁ%gﬁég?h? ge 08“1&%‘?% gg\g'c%gr%.ethﬁ'hi S
may resul t sales roedile eCthe dyssando thessebab&lirerpon mexiplect ed val ues. The greater
t he specificitygof ,t.ne search criteria ulti.nmtel rovi des expanded. 5
search results Eléhgrlgtaestfg?}?%iﬁ‘f P SABIPPPE tﬁ? n’fCPB‘Pﬁ'a;Pg’t#?F‘tth%
sear ch mecbandhsiiteciore nedaleab thamotiemeatmobglesuppl ement ed by expert system
functiﬁgal ity aphle to categorise and rank search outcones according to the

user' s“pr ef er entids # HeSHeBRls dragramFsEgsating; the sopmimicesion dlove baER m t hat
handl es t henedgRBAMURT MBURIpRECHANRRLykeqUi T ements of a single firm It
mat ches the firms 10 demand requirements w th product and service itens
ithat it nust ob¥Fig P iy 8rachemntic siagxarargptesensinghthef ganeral Ehlatiswshife hiwhgect or y
functions h/directory nodul e 2, operating in conjunction wth
procurenentgéaﬁ%lg%f%ﬁ%%éti ons of the procurenent nodule 4, provides the
speci fi c sour ceBigo iprodhenstiadidgser véprassntifat deheralisation of thepdipaw kick 15

| SP;g;:g:n%ren mlc'[tu%mn%nglfu%c gﬁs{?l ned fromthree sources of supply within the

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

Tig. 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 2 schematic diagram representing a post-negoiiaﬁon function of an
embodiment of the invention. |




Itenms saved fromthe marketplace/directory searches Itens saved from sal es
nodul es searches or transmission Itens entered directly into the 18 Alg 2004
-procurenent nodul e by non-system browser access clients 20 These three
external sources of itens provide the pool "(supply) of potential itens for
- purchase by the fine that may be used to satisfy the demand requirenents of
the firm However, a firms procurenent. requirenents are derived from
factors internal to the firmarising f"r]o‘zn‘its operating and production
activities. The_procurenent 25 nodul e 4 distingui shes between two broad
types of procur BRERENE BOWite & At Sereds shovyn seernlly e pmbegitnenion astysiern 1 t ens,
respectiveky hameth@sy Dy cdheRde0 tnSRARRN S Fhe 3 s%%j ﬁa?eﬂﬁ]%n'cﬁ flocppiponent
32. Stock itemrequisitions are nade as a result of thée depletion o _
- product it epEpeneniteh tohythatt dperate independendy halit coaperatisell tto istraanitireudfatht ur i ng

or producti Lvities:. ie. Q. are it t hat . are transfqrned and/ or
undergo a \%%bulgsﬁ%algé#i’ nljbegé?%%ogsgnqgﬁx?ﬁol?oﬁ‘z T M&?ﬁq@n%%g%e]r’grﬁiﬁduct.
Non- st ok belenmtiar drawiagdi Cieprdsb@tingd 4u I dNeeHBGUIGES tiase aﬂgéd'lcuoﬁﬁgjﬁndhﬁﬁ-w t of
its daily activities, Non-stock itens include maintenance, repair_ and

over head ( RPEPOIEEsthe (cORtGYs Fiaphishaiill Berfleater is uppwr of iheedgscsipsion 16

AUG 2004 - 20p1hintidd G s écﬂ%e@éxﬁgbﬁe% JHodul e 4 handles two broad types
of purchase orders: Bl an%et or stan |ngg purchase orders One-off (or

st andard) purchd$e éesedbed Srdimpentc i gagrouladyd well 4uidabiiali impredng hidef i rm s
i nt | d 3 i t i . i which th
| nternal deichcitth | HER Cnfiiek BARYANGTAT {FFRRRLER. Sl RABERE e

pool of0r etpansaetionst ears be iogpdnete. | The thilea gecamploheithsy ganginehts phaaesedf | ow
rof the dir%ét sgr(%gk ﬁg{oc_d%g nt .process. Th degeind for stock itens is
derived at “8Y&p“¥06%t O rT‘%’FS‘E Ws ETogier dstatl pelgm pnd ase for hpssake of
back- of f i ceopynicad rdfesatbdol a¢: an ERP system |1 01). The ERP contains a |list of
di rect-stock product itenms and indicates when stock nust be repl eni shed.
The procur ement *noMare/markghiearchfdireptoryat ching the firm s directstock

product item requi with: itenms supplied by current suppliers 15
itenms supplied by Igﬁ;%gﬁafeglm%ﬁ%l iers The nmethod and source of the nmatching

pr ocesgsdepends sUupREcroiFebdiREmedmERilsSt | Ng bl anket purchase order is to be
extended a_new bl anket purchase order is to be created , a one-off

purchase ordér s cempencateft epaczo/marketdisedreidiredtonyc mhasheld 2, yprowidest 8 t he
procur enmenty feiibg b £, 0 0 I NesSsS _Dr.OGess
requirenents cas t%%%@?ﬁliggﬁﬁat’%%? é’ﬁf‘? gfrcl)h’psre‘?g%t? éan%rélgﬁlg%%aa ggretggﬁ 'efﬁﬁr ocess
nmust be f ols¢asnddeoraprhenh e ebles i mbduled3 osutpbe-sidn dedoanaticions encthiler is aed on

the basis 2 nam ¢, reverse.negotiati.n rocess. .The su f stock
items is d%ﬁﬁcg?a%??%m%ﬂ?g %aﬁﬁeeglfeég&sgr%)g}trogoﬁg—g% S?‘Héﬁtﬁﬁoﬁ} %ﬁ%&é‘x e

met hod 26f  mmddnbd B gmidsordehe risHR0 Hrédugerbeti i oG He. P ITHe hRd fuRpbh&RSthahi ch
are required to be net Lgn er e particul ar _circunstances of the specific

pr ocur ement™ FEHIRTFE apide “arides opehpmiraas #hinhdde sles raekilasigaalesan b, sent
‘and 30 confchgtiRd BY¥nS eiRdrl ﬁlresmﬁ%lxﬁﬁieégéarcﬁlﬁg?&&&f Qrtﬂagclfp%&té ?ni@fo?%?e%sed

back into the ERP system 100. Figure 7 is a diagram of e general process
flow of th&qdRsBect or non-stock procurenent process. The demand for

non-stock itens s geLd Y:Sﬁilpz)ﬁéﬁﬂ R:6h8S Sk df@hure in which a business process

25 - activities can occur that includes:

» product search/selection
* negotiation
s post-negotiation
The first business process activity, product search/selection, involves an
30  identification of prospective partners to 2 commercial transaction. The negotiétion
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




16 AUG 2004 -27 occur as a result of consunption as a result of

organi zational and operational factors within a firm It is freduemi!y dhe
case that inventory nanagenent of consunption of non-stock itens are not as
sensitive and accurate as is the case with stock-itens. The denmand for
non-stock itens is derived fromspecific operating units 110 to 112 within
5the firm The list of non-stock product itenms wthin the ERP 10l is
generalized to product type and cat egorl/grat her than at a highly specific
level as it is with stock itenms. Demand for non-stock itenms is derived from
menber s of belperibimed whexeceteoyyicpetract piidch Eheveblished betwiednr paticsRenarahlti on of

non- st ock i is usuall initiated. he .menber rather than the ERP or

back- of f i cé’%? %%cteiss_gﬁuioﬁ%w ?flsth?rﬁ%og]@g%{%émfg% 10 that the ERP initiates

sone purchase r Gl ineRElhSonship R QL the QERAbLARSY b tafe%dégp%r@nﬁ%ham sm
y

by which a non-stock requisition can be created at step 113 t he
i nitiating thfchHsBICss PRRsessaGHYites thatogeyr wishinghe aystesm i importent: Hidierssmatural of a

mat chi ng o ; IS L el Ny ithe 15, |
cuppl | 65 by CHEEINEE LAl tie Wt iith o TR Thauct s debigdei T
Addi ti onal mfanmet tooachieteya pestemivede equilibdom Byrprdvidieg ai ildrcig D diggamic

fulfilled r.m. t usi ness _pr.acess .r.equirenents as t.o whether; a
quot ati an g(?ﬁcgée) %g sg&e% ?bxgﬁ:nﬁlan cgﬁ'ihgﬁ er k’;5]:’3""0 arﬁaﬁgﬁy [FECIEBE 10 RIS

wher eby i nhisuefficiznoy o8 thender Middatasinter cel edrRhips Be thlAidnth CuRB i §s@m’and
dynam c, reverse negoti ati@gqf&r]gces_s. The supply of non-stock itens is
derived froffief FRRUAEH ARGt SHHISESPIPERSR dimensipnaendiEion)fhe net hod of

mat chi ng i s depgRdgRbiitip lbﬂ,']ﬂm r ' [ e
‘required to be ms?ﬁﬂ&ndéeﬁIP ?ﬁﬁe@gg?ti cul ar nigicrggﬁrﬁrértla c&%mo%?ds?@sgnoéeg’?p?%

pr ocur enents2iiEiedi be reeans. of prmstruciingp thec srushre riwing thenfollowing moechauical
confirnmed Ql’lg}fa@\%ﬁmpl ier, its confirmation is processed back into the ERP
(back-office) systenms. Figure 8 is a diagramillustrating the operation of
the sal es nodul e 3opéom detedliktDedts shd ekhifosal §aicibstidg 3 is a device

t hat performs supply-side functions that either “stand-alone' to configure
and execute a sdl edcesnifakiagdt jdbvieibwionf \ofctheyn sub-sgwemerdatan plocessingocandenent
modul e ;50 provi qﬁaﬂg,eﬁ reASRis | evel of automated transaction processing. A
buyer can be transpodrted to the sales nodule 3 via the transportation 16-
“AUG 2004 - 28 nechamssamidneom iafe@atiohartt precdse dytaittihiRiod rdchBhiegdr ement
nodul e 4; alternatiyvely, a buyer can enter the sales nodule via direct
browser access. % n9¥pamicsIghanse/pdjusimpat meghagismssel ects a |ist of itens

according to a S!ﬂrth@ﬁrs‘?frespect, Figm:é 1 iltustrates 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/directofy
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.

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

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




busi ness case rul es or navigational choices and creates a product
requisition form The 5 item selection process will, by inplicatif§, AUS 004
generate a list of itens that the buyer-client configures according to |%L
requirenents. If transported froma procurenent nodule 4 or _
search/directoiy nodule 2, the buyer mﬁll have a partially configured a
requi sition. The requisition contains ta to be used for the purposes of
obtai ning a quotation, denonstration Gr er or outright purchase
(negotiation). 10 The itemselection |list, by inplication, is the sane data
that will KSeTpeRmEBRed stook gompbrent 33 dod a.pw@aaeordfnmaaagwmm:mmng he

configurati a ssed as sales.terns and
condi ti ons 8 Bﬁ%lg%%hegga&%éry éac;n s%%ué)?g C%WB%%W?E aélrddggbicgﬂﬁ?% BEessed
in the ERP campanfdlt S6raet ® ihiepsraasdt enabogeheaBoduld ¢ apé atAkd AR OEysidnem dat a
within the ;sales nodule is derived directly from 15 data obt ai nleromthe
ERP (thus avoiding data duplication). Upon conpleting a requisition, a

regi stration pr%@%l@kﬁéd@@@%nd%&h@m%ﬁﬁn@&ﬂ@% GRMeREQAORA M veidie

transaction. If the buyer has been transported froma procurenent or
sear ch/ di r SOEPEDGERRAEUS askgosmrpunicasion; deviges eavhitindudiipe precgissing atit end dat a

is mat ched I e seller-fi,xrms ERP

consi st ent EQ} ,_ 2]8@%{10? ?lg& ;%g l{ﬁlgtelg&s %}tﬂﬁ%ggﬁgu{e Pmér&F Cgrq'% f%ﬁ%‘&@%etﬂ? (CRM
fu_ng_t |.onsérmmggmapp%atu#_rrrﬁﬁ$xs¢m@mﬁreqrﬂreriénrwuenﬂitgm |\7’hrrr;1ﬁef accgr ding to an
unadj ust ed order, ice is e base .pri.ce upon i C urt her

price-rel ated a&f @E‘f SRqfrRe ’vﬁaFi1 OB@ ﬁﬁ@ B{eegc‘l‘n‘ftge?%“’r’w modeledegidi bed

bel ow. 18 praastciitNBR PS@is@isObdelbcAeiTBR thd rodlitedCott RParateOsdiitgy HfFbhihET ON
(now becomengg pr ovi si onaI sal es order). 25 The provisional sates order is

provi si onal &1 ephodimRg's, o BN the eptiags ey incfide;hetth péﬂﬁ%se is

derjved erﬁbddI@B 2h@ % pidddbmieherBHYiE’s 8L tation
onIy The seller's quo{)atl on pr}nce must ﬂeg&%gr%%tﬁ??e% GP(‘?él t e | ast
pri ce-r el attbef cghty: further price adjustments rray be rrade at a | at er

step in the proc : n i 30, At. equ on_s e

syst'em gener at ed’ﬂggﬂc’d ?rq’e%tté L?ofn[ﬁg%g tgﬁl dﬁﬁgﬁa}%s"‘é‘g’ (C"EﬁD f&i a i?@mer
st at us 18i swmpoaentlte systefn tdrepanisat tavel: ic. $bkyIQMeH,nﬁbﬂgtaDHuy,ascﬂItacmbtmet may
apply 16 A é 29 The ste co Utﬁi t he quota d)gn prrce by taking

the unadj ust&t ﬁuéfﬁ‘afn arketdap thatregandneas Hesp i dpri at e

rebates. Ndngltdsea @8 tniRibnd %at@ﬁﬁfj %@ﬁe%uvaylrﬁfe?aﬁed $0i {o ¥ 3@,' e Bicfishe
customer cl ass rebates apply. stem conput es the quotation price. A

quot ati on rfeREE$GaEion W#edansr?eteﬁstlemddﬁwnt MdeTer @ buirorrad selldres
order 1S SI@8ol foddies SURIELNY BERE WIRLRYRS BITHARSI AR GMALALLONS MADeT -

The buyer is provid w th the quotation nunber and the quota _
and t heOquaoeher en aaﬂ@amach athise stvnoluled 2bie dabibea sttmdlaefahmeraﬂcbrawmsiar ushefsyst em

calling up rder at Iat i.me by in

passwor d anég‘%S 3§é{é§r§ B%L 3 ee?&ve? e%fgn??ﬂjs n%/ AB’@?‘BF‘% 38?4% ilﬁrrr]‘q‘\?f’ew ng
t he quot e, mrmnganamtfsemhndmgnﬁlmah flretibes ©9nédgmusichiied direstBefwith a

Functi onal i Lﬂ_ow ng_t he bué@ﬂg@@ gg/ del et items in the sales order
list is pr&ﬁ?%%l “PRIP, nm’y‘& gar 8&185%? FBPPEER: at i on, a second,
paral l el , quot atFigiet e HivgRatk hofethe | OBk Gsh Bﬁﬂﬁ%ﬁteﬁp?teﬁ% ask& the

anci | | gsy sefvr ce contracts such as 15 tfansport/logistics, insurance,

fi nanceand®i?H ORbinsi ARt THY befuere oo aystomiet Tqubeelal Businessl puressed
using syst efidied (1H€VeMiel AiFRW 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
° .firms, and

* products




the core sales contract plus: shipnent details, including price, etc.

cargo type 20 cargo weight and volune data, etc, The sates m)dulfﬁ AUG o
automatical ly determ nes whether the sales contract is donestic 4
i nternational 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 Place of |oading (donestic)

Pl ace of discharge (donestic) Port of 20gadi ng (international) Port of

di scharge (international) Inland freight required fromport to plant (if
‘sea or airgt 316 thBemn tskigae r (staygie - nepatiatiot ard pefirrageiaioad mahigesem)) iEst i nmat ed
time of decp ure %ERP I%%jj tinme + one week) - 16 AUG 2004 -30 The buyer
will check¥H vrcﬂ/ PRAAETOI B98Sel ect the send quote to shipping agent or

forwarder. The ‘Bl pRifprABANGT Hesd Fbﬁm%%i% ea@ap@ﬁﬁté theOfirhfathdfal ¥idebat a
new RFQ has been Posted to his URL/access site. The vast mgjority of

i nt er nat i oMaFess Falagiopskips thag Jpekeren A “tirthels swpplyrehaim’ | hle rthalsamciie ween

busi ne medi at e
goods ?fadebhl?lkrzl?gg)%&gﬂg goi&%&ﬁ(?rﬁge re t#igéisht E‘E@Efggﬁggie) é%sl"l % or
secondary mtvniar melahthhqm @a®Ng dootsarng sysern e welr ascystsinrtg syﬂemr;&mlma

mar ket abl e |n she rod nat J. onal .do I c Inter e goods
{rhde i Feagbiofhe T praftichl AGPHAEPEs B isHE A PRHES JUETLIBHOt o t ho
core deci saminconirol BE tHek@ RElREdrsBips PeOBRS the ¢dnstriMPnV€Seldctinic Sysi@hd tHag

deci sion on the art of the seller, and a price-bidding decision on the

part of th¥CptApable ofgeneating Redgipble Grets eling e exnesteparust it@onghd
conmpetid i v&t%ﬁa%@idmg%@?%ﬁqg@m ymtéﬁ%ﬁ) a consci ous and

ical cul ated pricing decision e ot hand, will set an
i ndi cative pr i cElgHWhE dipstigiss dhe daatfiqw Eroim dliustratiet ampésdsal@s momld:% §¥O to

cal cul at ed+9 p Si |ce spr

seller's preferre eﬁel nglgll %(ralmclzltg aﬁd -Eb &‘?eﬁt’g ﬂlgﬁ‘t‘%g

negot i abl eprangiment ﬂﬂodﬂa,erespecmaijddntto 06, 4nd aanR;B systtﬁh%mu%l? 790008).
transactions.are fyequent conpl ex._and addi i ctors are part of any
transactio S]‘f‘ég %Fﬁ%‘?ﬁg‘){t?ﬁcgfﬂ (1?69 THE% FF@ Hemshipy hﬁh‘%é? Rod of
paynments | Qmpmaiﬁﬁ EroR@ YA firm’ sNﬁﬁér@hs@fres@ﬁﬁ@'ﬂlm%ﬁng @prgyd%rﬁwz &Phd @et i ons

- open accoynt; credit tenps; ie,
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 medule 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/iterndata flow to the search/directory
module 2 is situated in the sales module 3. The control issues relating to outbound
25  datatransmission turn upon solving for the broad parameters:
e What data (ie., which product items)
e Where that data is to be sent
« 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.




- 30, 60, 90) 120, 180 or nore days credit rates of interest 30 tr@n @ﬁrt
and | ogistics charges insurance charges inspection charges banlji g‘f"d?{?ﬂ’t
fi nance rel ated charges 16 AUG 2004 -31 country and credit risk
adjustnments In an international trade negotiation buyers and sellers
effectively negotiate a transaction involving nultiple factors, which
generally include the foll ow ng variablegs, though may incl-ude several

others: 5 Price Volunme Paynent Method "Tinme terms Credit terns 10

Addi tional negotiating terns can be either added or excluded fromthe

negoti ati on depdhfli ¢aje drangmissivar funstions afiswch | wiesi modnlei 0 eonF2i mchide

donesti c Of.j PRl i hor. donest i.C egotiation. Th
transacti oﬁogt?}%%% %ﬁee%%érrg%/ﬁc?‘gzaﬁlp %&é%{sl o V SWSE ﬁéggg?qﬁg‘tog{egggpn%ﬁ&g of
vari abl es. differoypeeceivess. i Forregainple, seleanwlill wishap adilden Rfcehinfter S8Rt iMles

mul tiple usm si mul taneo&l(gl . Al'l_functions are_ conducted in a 15

syst emat i c PREMAR/CPRAP PEkepiaces By carirast sy selaciegniseis imavemish o hal

st andar §ls hﬁﬁﬁﬁiﬁéﬂ%&@&&e%@gﬁhe CP 500 requirenents. The system 1 provides
a nmechani sm by whi.ch buyers and sellers can negotiate an agreed set of -

contractual out &oRES! dwves iingduds ithee fizauensl| o chtelogne| uidatbsampestil véryt he
contract. 32 ; - of S | hat, 1 t n.operate at_ three

| evel s: ASQ%O%HI;}E'?(? b %%?géo%%)e b&m#ﬂisc%ﬁaggﬁan%ﬁﬁﬁﬁﬁ 4 rgq%%c{ PRf As a
si ngl e buyeealtimeshasisl ecausie| data will bé yievaxdefrequentie 59 largk iNOMbEANE. viewsrsa

si mul t aneo i nation of the nultiparanetric auction, and the .

nul ti par ane r‘%g %%3’?1"&3‘8%“‘6&‘&?&% ulfgﬁ%?&ma@ct?‘}y%“ gﬁgéqShdRﬂf REPRYShgimh 1 may
use any0oneamfoghtsy, wilkiedanch Rued deSificRash SbpeUl s, which will be chosen by
.the seller in adyance., For instance the seller may choose to sell the
product using t KPS 2Brexmsion e Igue e and-Hljsirates thaumovementtdfedismatech”
auction, 1 lgara Bia hiRdsehicl/mAREDIRE 798%0 Hilhuy e Iﬁc%ﬁesafé%'%r}"[hg JRErOT
auction will be chosen by the seller and communicated to the Yers in
advance. 3¢hipdiRsiien is torproisiecy dasa isaying menkerivl vherakly o prospestiael bhiancans

of fer s and By s S G B e iREERs KB TR Pl o

i ncl udé®d i madute 2iucti on process. (a) Setting the Seller's Reserve Ofer
16 "AUG 2004

Figure 4 also illustrates the transmission flow of an electronic transpertation
function. The transportation function involves the movement of a buyer from a
‘search/marketplace module to a discrete firm’s sales module. For example, upon
selecting an item listed in the marketplace directory module 2, a buyer that wishes to
20 purchase the item(s) can elect to be transporied (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 approprlatéd 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
~maedule 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. |



-32 In order for the system1l to begin to performits operations, the
seller specifies values for the relevant tradi ng paraneters over v@nﬁoﬁiﬁ@tzm}%
has influence in an international trade negotiation. In an international
trade transaction the seller is not only interested in price, but also the
foll ow ng additional variables: volunme; paynent nethod; time 5 terns; and
credit ternms (as well as, perhaps, several others). For exanple, a seller
may be prepared to accept a | ower pri ce23f the seller can sell a greater
vol une or get nore favourable paynent terns. Therefore, it is usual for a
sel ler, during The scewchbreoforn cvegponestt Sofunctionshyeseaxghing edindatbne and
cal cul ations.over_a wde ra of different ,c L hati ons_of these .
vari abl es. o%@aggasxﬁ.ga\r'eﬁeis gﬁg&qﬁ%gseﬁn&% SBW%@?%E‘%S mB@%&é?’é‘iﬁgﬁce
cal cul at i offhbsealch@ivetgrs eohbierdt 05 tdoafigRE &Rk | dser e Rkt mdds®e) wag t he
val ues placed on the various conponents _of_ any offer and then to verify

S _

that thei r OBEEREpeaEeCH e it BEPdusSescd pisyrie elporizhm thas fopmsty thg byeadth f the

det er m £i nge fol ITIZPEHt : pagotiation, it is possible that the
conput er optai&‘?nﬁgi r?g%a gor@?%@i%%%ﬁ e system1l wll generate a

conbi nation of TBepeanch, proessyefunctiatshiyl havingethiet cross-refatiopaledgorithat &skof

interest e hat . ot antd ci pat ed or thought of. by .t he.human bei ng
who sets thesastintBnAf, Mokl fs RBMES oPlompBl ™ tn. Bt ikt Hofrany
t houisandls othepdats chikses Gormiok.NThe @its cRsicd ap@ CoMEPOhGINS indicddAbd dsffolbws: o
conpl et el y -6 e—plrelerence oraerl ng Quve prererences e e
gener at ed. Wl er (with the aid of t/HBA8®nputer) identifies all tHose
possi bl e 2 nsof~tThe paranmetgr ' it are of —equal—exgect ed
‘val ue, md%cglgir}?%agflv t hose covering txﬁleieg%s t\}é@%)ffer. That is, orce
the sel |l erl Predicthosen one conbi nati on of; paranmeter val ues that represgnt
the preferired reserve offer (A ), the s oul.d. then be able to
i dentify readi"éci? t her paraneter val ues %gﬁ’aéﬂéﬁ%{g]@vgl i denti cal expected
val ue cal qul atdepvicsuch that a second resarPE (95fdesit @)), third reserve 25
offer (03 i nt value? Step 1: _
Sel l er entj¢tf’®%al ues for all variables df its nost preferred reserve dffer
(A). Thi §ESndae NoEr that the—setter utdbehappy to actept—i—t] were
of fered by any 30 buyer. The. seller is |Jrequired to enter a value for |each
of the fol|l ow-pagsntwhere they apply: . price 16 AUG 2004 -33 volunme and
vol une prijce r_&%?%ta})pns, where they applly the nethod of paynent, ie,
t - Tetrer

rs

pr e- payneh of credit 5 - docunentary collections - open accolunt;
credit ter{iegidre, - 30, 60, 90, 120;180 |o13 CReLorgREFioNCER t rates of
i nterest 1 st i 1 tion
char ges Country 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 jtem 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




banki ng and finance related charges country and credit risk adjustnments 15
As part of this initial value setting, the seller indicates the p 1S& o
fractional relationship between the change in price and change inrggic&ﬁ’%of‘:am
the variables that directly (in either a linear or non-linear relationship)
affect the deternmination of price: volune; The seller indicates the
per cent age vol une di scount on price for_a range 20 of different vol unes,
all other variables held constant (t hi3wi | 1 generate a sinple linear or
non-1inear function of price change as a function of volunme) method of
paynent ; THebENPR poiniyithe sase phedyst offeredaapeoss rineltiplenutistsswill fakeront &re base
price, co Iﬁg{geeﬂehtﬁﬁ&']ta ﬁ?%%ﬂ&?ggm\é\ﬁth each paynent nethod beyond

such as fe 0

pr e- paynent ter credit, docunentary coll ections open

account, all ot Aecordimpiygbh esddoed ddenify tianpretibd b gini dfla gedest agedgtaphicagar or
e, as function_of paynent nethod)

non-Ilinear,  function.af price chan

credit t oriRgaoR ideStifiers, can, e igeRed 3 PERRChgel heft CaARs fusthsF jceess-
associ & edreférbicele odRr iRp62as hiPR iBSMER 90,
120, 180 or rmree daf/)s, 1‘aIP ot h%ﬁlg%raafr)?lg%lgs he%d&ggﬁgtﬁ%a%%g ?ﬁ?s’s?i%gft$gr

_gener at e adisiripytien hitheall ideptified byitheinrespentive inametionalidomestisaniapsifization
function of,4kme terns) credit rates of interest; 16 AUG 2004 -34 The
sel'ler indlicates the percentage increase in price associated with interest
penal ti es over Figus 5 adldstrotehbowthe seindtemediantincofithe asutrch/dibdceorwiniddueher at e

a sinple lipgar_or _non-linear. function _.of price change, as fungti of

i nt er est p?%nﬁi ﬁ%’)‘ ACTESSRQRT gvglls %gWHO%&%W?Yag“%%gpe% Ugt R f or
this s#| Qbiphny 8A¥ndIBrasd 83.he concl usion of step 1 the seller has
.specified inf orgﬁti on on the preferred reserve offer and the way i nportant

price-related vaff &m%ge%a%mﬁl F4ibpien it thih dereidrpiifies feriaimmnmsi hpbiemepon
price changg b¥bhfieiehl 15ediRCR! VlliohS SORICHC At AL AbnsliBEuAS ERA 15

able to generate all poSsible conbinations e paramne at "W 10
gener at e of#fefhereiprecguiar thex piesters candasasechusitey by btoad darediotralesariptork i 8del i hood

o gor ! Lhm S0y s THER A OO B LS8 L SRR 07 g

reveal ed p erences by afl'ow ng’the se r g
rel evab} véeldabliess thordfons pdysiblesfarght lsyarkh glvetiamidrh ae gandatk Mirticgieednd al ues,

where rel eyan for.other terms, s f exanpl e | ess favourabl e paynent
terns, rep@éi’?{ta?’}ﬁafﬁ’ﬁs fSSSHRLRT V@a%%%sﬁ,aﬂ%zy which is identical in
expect ed val ue Morudved kk&3. 1idinoe diriori¥s thh DeOkhbited SitHep by BeLiesh, tfinbe Of

equal val UE in the sense that the seller is no worse off than in the case
of O . Usi &I‘Br?é‘dri%épﬂ%ﬂ i Joerddilden crasyeempHiRoD S mrednst isrstightfinward check
the new 20 aliesnaGRid b i) A LBE R o £ 8ma

consi stency. The gystem 1 Wﬁﬁ{ong?%gl?g%tsﬁp? e Ee:%téég"l{%f ?L{?ﬁ%erﬁg?%r%ngﬁg%y

i nconsk@t eAudhe prpdurts ean baacsiityl eompaed, divdinding reserve prieet valumesbduaent

val ues. Af E@%’?ﬁgﬁﬁﬁ%{éoﬁgﬁ%ﬁ%ﬁﬁ .ci se a small nunber of tines, the conputer

maxi mum | i a generate a conplete set of non-reflexive

ipreference ordefntaget se2ichStrgned cabedt! B theie WervaR@at HebbeP schrehasl weidhears
val ues for ﬁ%‘l rel evant Vagf abl. es, gj%t wi .t h slightly higher price and
al tered vaPti€s™ IOShHEN Ay ABC  Rediently i ifientiy ResRertity jco@mercial trading

partuers - 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 resuits.

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.




offer, (03) which is identical in expected value to vl=0Q =0-=03. , Once this
process is conpleted, the seller has effectively established a s&ﬁtéﬁiﬁ@ﬁ@f
functional relationshi ps between variations in a key trading peranmeter and
one or nore other trading paraneters which nay be represented as a system -
of simultaneous equations whereby price is a function of a range of

vari abl es and changes in price are functions of a range of other, but

rel ated vari ables. Using any one of a Hurmber of standard maxi num |i kel i hood
t echni ques such as Newt on- Raphson or the Genetic 16 AUG 2004 -35

al gori t hm par arizt anpayprthckyelaofrgiecificitpfa mpud pedomet measuel cadngtiag ions can

be generated,for ever Qssi.bl.e pernutation of conbination of the variables
el ded (oD Seait e Bt fPUET 4 Hih dede AL BRAD ALY Bt of At
equi val engRedhbniéal #Mat %ﬂdﬁc’@% dRMAM SshrdhOfor QUAHYssRAGTpiNee tharssil pasduets of

price and the various other tenps identjfied 5 above as part of this

reser ve offtlingdeip@pradyesis. approprine asgosised ﬂ%ffﬁ@éﬁétl%&ﬁg\% 89% onpl et e
set of cseller , = 0 J Aoy pablb-eest ffg t he
trade \;ari abl egﬁ{eﬁgﬁcg ntee%naggd % &e@éﬁ g?E%F%PgS?& vaﬁg)r)fm? n vg{ﬂye, vl. This
means t hatused biyscustirad awthbyiticst aratmgh thef wonléh fat thy dassification bf obigoingpadat i ng

between 0~,...On in.a nmul.ti:-dinmensional .s e, .to conpare any bid from 10
any buyer DRePREEIPHF FostiRetl %Pat}ctnafgf% 552 Pif¥™%el 1 er' s reserve offer, vz
> vl, or belowT s¥edn 6hdretes ayfbliewyd , 1 rrespective of the conposition

of the offer. Exanple Consider a sinple hypothetjcal exanple. Assunme that a
seller enters initiaff&&ues for t hEDFEEIERG BECHCIBIEEYof fer which incl ude
a pric of $10 per URblyeifs0 be paid. 15 bynlatief bBhd pfRdidcipR 60 days at an
.effective credit rate of- interest of 10% As part of the initial value

setting the seller at2digitsdi cates the perepeaserigespseificdrpdnct elds® required if

t he paynent nethod i .. letter of  cred Hgnt ary

col | ecti ons or open %%crh?o%‘%t or if fthe pg ﬁ%ﬁ]ﬁt{@&’géﬁl‘;g’%er of credit but
on | ess favour afthe s¢drolwdirectosy modile 2spréddetayospadfivd bujers witvihel abdity to
informatio he ,, using a maxi num likelihood 20.estingt.or.. s able
to identi f&%t%&‘gmg\éq’d@rﬁmﬁem 18 . & PR YRe %@Ffaé)?éﬁ%‘?céﬁ%rﬁfgthg be a
price pf Shlodaeythéyivishih sk@th CEachf dabibash deadh bYATTR Y Hd8ls Edseicfeetidedao
interest rate of 12% 1In other words the_conputer is a%haesﬁitéo determ ne

di fferent ewhsinieiebndoslexpmplee thepaipndand Inferatignalirage et f¥imar e of
equi val ent (aicen BuliiEssiidriiischabdd) dltdla dnABIRE U Bhlcfibr @TRer n@AARBAL T O
of the variablés that are superior and inferior to the 25 reserve offer.
Once the setdrer ciitasa.cOmplessely alf benrehee by ibssinest cutsrpsisemamg drigenerabprpdect .
offers, th

sel l.er now cheose t.0 . ndi t ' t of fer
for auctio ?Sc&Pug%I“gﬁa dcrﬁ%s}-/reﬁeé@c% tﬁéﬂbeoﬁrgta(}:‘ﬁ%e' gﬁ%}f’:{oﬁ)}q@&e ?{)1 a postegél(r%%l i al
buyer, 20r ddtdviat 6f. alR prddirtsSeangdigedSRI therprédiet isonchbaadaseoaBOcadh vprnduct’s

specified that it _is_has product . sell .and it wishes to proceed w.th. an
auction, t KECELe iigp 98&?-p'g§'{ssw? WFIi 8?%@? ﬁ—’gitiPS UeH S %%%eﬁl&se@gp%%ue_
Step 1: Selgrpr dopgi cates the type of auction and auction rules '16 AUG

2004 -36 The seller may choose to sell the_product using any of the.
"Engl i sh" auct i oFhe serrsh/dbgeiony madele 2awes the BTG wsteaahvell 250067 81 6¢ Nghe
"Vi ckrey" ' r .ot - orddl 19 ﬁ@ée &4 aldGd1k O
remai ns opghéﬁ oér%&g gllf)@iﬁ%tg ?H%rrémérgii ﬁﬁ?@?ﬂ?ﬁé:ﬁé%?% |d§%¥%\g/al ue vn 5 >_
vl . | n26he fsactomally drddytandseel Ther respltscirt ite be\catagossgdoby @hrenkizgi sypEes :

vol ure: Paygent Method:  Tore | SLI5R0d yificidrt o7 ™s. ete.. the buyer must

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, volumne, payrhent 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




t hat indicates values for each of the relevant terns to an international
transaction. Depending upon the rules of the auction, certain infid faid o004

“wll be revealed to all market participants. However, as each unsuccessf ul

bid comes in, the owner of that 10 bid will receive feedback about their
bid and what they m ght change, or increase in order to make the bid cl oser
to the reserve offer of the seller. For _exanple a buyer m ght receive
advice to either reduce tinme terns fror%55'ay 90 days to 60 days or slightly
increase price or sone conbination of the two. Note, the reserve offer of
the sel | er time gighe seavadetoatkateon inheeatrdopectarm Af reshle cateao Thisindrbasedéwat ess,

t he produc i ] to the highest bidder, neasured by the_gextent to
whi ch the R.f Wﬁg@% ‘?fﬁégl&ee%e&?ht%‘“gﬁ% i‘N@’" G e oy ?‘Ffé%e-a St ReY
i dentical wésoftiimgndxipdsted betchings baee @k dpetsd vilubd. be the successful bid.

or the narket di(,)[gl not clnq%ar. Wien the market does not clear then the seller
has the choice ORCHEEGHFNAFPIHECTY ofclBe seascie eritggai witimptelyaproridanexpandgd t o
begi n negolskath RAu F@Etk Hbh bheOMSR; : { rs. The
Single Seller-Singl eg Buyer Negoti at I%ﬁ@%ﬁﬁfﬁgﬁ%}ﬁﬁﬁﬁﬁ%&éﬁ%%}z%ﬁ f ade
si.tuations the Hipeearaihiinstpn ean terasppletented bwrexpert eystdm fudveonaditg ablketten have

a | ong-stangdi.ng.tr.adi tionship. ln these cases they may wish to begin

to negoti a’? gﬂeg‘%}%ca?ﬁﬁg%{e%cg&u Co&eﬁg?qoréi}‘ﬂ%pos & HIaTHS PT Exﬁné?‘f‘ed to deal with

25- just such si fihat penosrenent trddules @nse at PRceysiice Methiomi €as Hah@lege®Bani sm

to undertalfée a_bil.ateral bargainin ane. The_ bilateral bargaini n)gm%arre may
© do&ei

t ake one o sPHPNLES BrRcuzeiient deq B off & gy, Brmn gt waic 8n
woul d e agkeseid iauadianEavief plobfct 08 FBNiGAIRMESIR @ﬁus%b{ahﬁﬁgﬁ{)%ir&s

Inmportantly, in_the bargaining %Smes/ negoti ation scenario, t uyer may
reveal bi d§&ernad torhenam siThe pearclydiractsy Wianetigos ohthesetich/idireetonamedule 2,

pref erence }\ﬁ‘m i < LNl oLj atian ne y
t ake one of%p ?ﬁﬁgnégﬁ I %)6 ng %r‘ﬁ@? %gcﬁﬁ é(}i @%gﬁlﬁgﬁgé%gg %%%eagﬁ?‘%ge%?g
i nsti gat ed thyduiehd, proyides (the gpdcific gouress| oft products -dnid nerdosethst thy Hah kahuyer
and seller )pgocugﬁ AUG 2004 -37 an alternating-offer bargaining gane
i nsti gat ed “by %e seller (requiring real time on-line access by both buyer
and sell§ er Proarsmegliensfatesbhiasdion th@e §aited STupgigtwthil Yhd fsehty er
(requiring real tipge on-line access by the seller only) 5 a single-offer
bar gai ni ng gane % nEengsaved iy the aaskqtplage/direstory sarghaseal time on-line
access by the byyet. LKve _ga instigated by either part

y Wy ftelﬁglk ed f&n?%a?e%grﬁ?ﬁdles segrgﬂe Ty srg.}s y P y

and with an agreed ar rator ransac 2%Phe comput er
itself). -In these hangentisddligaiPito &t produREmait RGN by REE-sIHARATRGH RN
operates by neans 10 of a nultiparanetric negotiation,  as expl ai ned above.
The bar gai ni ng i2C5idFiehst rai ned to a single variable, price, but rather
enbraceg all th i : i i I e tion.
In this case, t%%%ﬁ%gﬁtggrﬁgggﬁﬁsfﬁtgﬁn% E%‘E&‘%]g{%/eoﬁ ves,(sggpgﬁo%fteg’gt??@% gane
i nsti gat ed isyusdpr peehgsabrthefitm what mayrbeaged éulsatishy the slemand wyaireasntshe
itransactio is both the vehicle through which the negotiation occurs 15
and the arbitrator to the negotiation. In the bargaining/ negotiation ganes
buyers and sel | dieweoan sfgosipateranar réduirendratseart dogeedofromthebivintenal

trade ter identified ahove., The process pegin with either the seller,
who has sgﬁottﬁ%l S 8Yvee %f%ﬁté c@fr%gdn%vﬁ’rgﬁx‘&% YRS v *‘%@}'DW‘?IE%‘F with

the bugsr, médnleiddetibghieesdetidth b HRSRAAPSS df Prédi@erdSl: r&fuirehRn! Hﬁﬁe\lﬁp
specify 20 maxi.num bids, Bl to B" with equivalent val ue,” vk beyond i ch

the buyer iSoGdtems agAoBstock iffams. respecsivglydmndled by the stock amaotent Gdiandcan
occur and thenén-kdck e8P RNt FEJOL i ati on. '

Stock item requisitions are made as a result of the depletion of product items

e

(inventory) that a firm uses direct result its manufacturing or production activities; ie.,
30 are tems 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 iterps etc,




Where vk >_ vl then a bargai n/negotiation may take place and the conputer
will feed back to both sides the need to change val ues. For exanpllef AUG 200k
hypot hetical ly, the 25 conputer may indicate to the seller to slightly

| ower -price and the buyer to slightly inprove paynent tinme terns from say
90 days to 60 days. That .is, the The buyer and seller may bargain

t hensel ves, with advice fromthe corrputﬁ, or let the transaction hub
assist themto come up with a satisfactoty solution that is at |east no

wor se than the ut&gr_re t hey woul d have achj eved bargai ning on their own, 30
and nost | i kel yt 8¢6HEMe Tragusemen Bodye sohandies te broad) typest ofepurchasags

hel d equal grdefy: Order to assist in the arbitration process, the seller and

t he buyer each reveal sone additional information relating to the terns
over whi ch they® arlBamey b srdridivg) purchGseAddGe2004 - 38 Both the seller and
buyer wll each haye tg allocate sinple arithnetic weights to each of the
terns over which ﬁ%ijogﬂ%r%@w{q%ﬂ%e@@ﬁ@i der the follow ng sinple

exanpl es PriCGP@M@EBI-ocNFérEE%ﬁQn%H e Th MR kP sntﬁee%mTfr{ﬁ%g cDL Pndhe

weights a + b + ¢ +'d =1. This information, pl'us the Tnfornation reveal ed
by the sel FguIgmentdaneprovidss sspediatisimlyy whaihrthesesinertdl \demand edgagrefnanist i ons

w il be us _ usiyng_ a.geneti ¢ al gord.t hm paraneter
framewor k, g%o@?%%ﬁ%iéﬁng%&%t%% g%q"é‘gggf’%lo e%@é‘?dl e and all related
‘tenps to the neBghratl 49.a Idiagrampos shd| @nkBl proesse flowbef MR glideBanRtRRe
out cone. Were theé\n_e are seyeral outcones of 10 equival ent expected val ue

then the cEHFHEEFRLEFPCeEhootRe Jrmang fpn Strsk itemre ds (deaiveq At i6PL 1ABSTeBen i n
use f OR0 SORRCEisBPhANEodhaSyithi b Firis BacRIdHikd s}ysPJmsO(]ﬁM&lgPaﬁu Ektﬁﬁgégﬁﬂbrl?. .
SS I acifittating

‘transactions this information can be interrcgated to I st

further suctiesBRE) containgalisticdirect-gheek pragust, itemen and indisates rvhen ok monstl i t y
is used to $ER h I L C . iJ.L _al se _be possible
for the selblégr toéhfﬁdgﬁtfg%ﬁﬁhgﬁmg{}%tfg?lncgﬁé§g§rLf'éXg}Mgk{uP%t oA S 2

si mul t aneod &kl prodnet itemn tagdeemante with:t i pl e negoti ati ons si nul t aneousl y.

Post - Negoti ati on Transactj.on Processing Direct Purchase and Sates O der
Processi ng Thi s'séEetq‘SoWPBt%%‘ngB‘EEe‘Fﬁ'ép Bcess flow and data specifications

for thes20 COMLng@ﬁéﬁ@PﬁMWf)g@ﬁml%ﬁ Bé)f purchase order and
d

correspondi ng sal es or data” between 'a buyer's procurenent and seller's
sal es nodul es. Theswethadmnd songeaf ity maicking pomesedépenisnporcelndtirned wi t hin

e Priocur ement » gl o 301 0Bb SIS 1550 (850 g PUT Shase order (PO

¢ anew blanket purchase order is to be created
* 2 one-off purchase order is to be created
20 Additional functionality permits the procurement requisition to be fulfilled to
iconform to business process requirements as to whether:
¢ aquotation price is required |
e atender process must be followed
* 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 béck 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



bl anket purchase order (BPO) has occurred within the ERP 37 (or i$§ ﬂUF
manual |y 25 interfaced), the PO details appear in the procurenent ‘nodul
ready for processing. This outbound POis to be delivered fromthe
originating procurenent to the appropriate sales nodul e.. The procurenent
modul e 4 recogni zes and di stingui shes between outbound POs to be delivered -

ﬁbg!!'

to suppliers that do not have a sales ule as well as outbound 30 POs to
~be delivered to a sal es nodul e. 16 AUG 2004 -39 The buy-side
adm nistrator wil|l ce ve the PO (in the normal course of events, which

will appeaP®ih atﬁefe O% CORSUBIRER® 38 ¢ 1oewf pf ergaa@éyonatn@d aperevionsl factays Wi | |
check the qamef a fic, It 8 Sty BREChsk LRIyt SRl Eimélf Rlcbun fiof
at has %een m tte romt ﬁ

appear to be correct and n critica e order,
t he adni ni B¢-8ioek itemisdee 8ot dscseBsitipy anbaccunate es is tha m&er wih stbtleitems.0TRS S

order' fungti, vat e Locess wher.eby en be
transmtted .%mt]&#elﬂg%%?%%{rlfgségggﬁjwcg&% S&F‘Q‘ﬁf ﬁﬁ/&olltlzﬁ’é‘ Rcei ved
and pr ot esgedfifmn 'Iﬂieehsseiflno&l-sd& relharidmd witin e ERp cm G§ bbiReahel ey The
sal es nodul egf‘ cont s functional ity that enables the receipt of inbound

10 pur chasBSPEdYRe ?%%F%W%f W&Jﬁah]é’é%%ﬁ‘okd@rasé%“ﬁﬂw%ﬂe@ﬁ
functions. | nboBeeha® for (héh-siof itchR &e'dkn%é’@on?f:ﬁ oREES S B Hn' Dfig SYSt em

adm nistrator via the inbound sal es order screen. e system adm ni s rat or
per f or s~ aFFCOSRIE? Tepinithpegnt by wavised. Reguisisiph of ndrest@dhltnms fiy wsnoll imtimeds t he

order det ay, f be c rrect. and no
critical #zh‘ﬁg‘g“@gﬁkﬁ%%d‘?%‘w e]?}ri %%1 ﬁieac%?d%ggaﬁ%%éo }SSIP?%{P% S¥8cts 15
the ° pl%ceﬂtﬂtﬁrﬂtfdiPlrﬁMessanmpdr&hﬁsbeeqmﬂmanampears to be correct, it can be

‘processed to the, ERP. A sales er cont rmation will_ then pe transmtted
back to the buygpe.pr?h‘ge%ﬁtf ﬂoﬁﬁfel 3nPWVi' Sb% TRRSRARATC Y sk A« neRrsioRk buyer

as an or derequisiioscaobe crdadd exasplies tgﬁﬂﬁpﬁaﬁﬁtzﬁ& Gfiriber S BN Jis 2
e

anended orgers— statys code 2  reject ders= Status code 3 If the order
i s not acc&PEd, 2¢RERg Hot Flti’nﬁqsptt% ek omaighing BE the qeawisition | prodenteitem

ci rcunst an irefnBftsS@Atd.er may not be able to fulfill the order as

present ed. e seller/adm nistrator has two options: 25 s anmend the order

rej ect 1¥he ordem ﬁtﬁmsstxpphbdbycmmemeuppﬁem he seller/adm nistrator to
change/ anend the unme r sted t he buyer in the original POis
provi ded. The sél I‘g‘?r? ﬁF‘ESYB‘E’tSP“%irSPPPI?éFeCt the “anmend order' button.
Sel ecti on WddtticRBRRnE: iy PR th tdéu%éﬁléh% &fg& thB lrieli A6 c8ﬁt9ﬁ;§ 4
change nus cate

volume is changed, the anended order vol une e conmuni
back to thé& ‘m%qss BrogedagErRsRantasda vdether:

& 2 quotation price is required

20 ¢ atender process must be followed
* 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 extemal 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 tramsaction
processing. A buyer can be transported to the sales module 3 via the transportation



16 AUG 2004 -40 The data, therefore to be conmmuni cated back to the buyer's
procurement nodul e is the changed volune and status code 2 data. @ reAll o004
recei ved by the buyer, existing functionality already contained in the
buy-side systemis activated. If the order is to be rejected, the
seller/adm nistrator will select the "reject 5 order' button. Selection
will termnate the transaction. This is_conmunicated back to the buyer. The
data flows inherent in the order rejectzgﬁITUnction are straight-forward It
requires that the appropriate status code; ie., 3, be transmtted back to

t he buyer' Biephanésm drame saudlvidiectory mbduageer pracikrementt ihedie ¢paltesngivetyr enent
nodule 4 a ' | A ' unctions. An order that has
been accep?@g%y@eégggg%epu ééd?ﬁ'igsh%:)&%m%:ﬁq@%%?%&c Btk to a pr ocur enent

modul e as an or @erllheases)gha bayataient edlests b, liediigerds atdordifhtro aceeieb asice.
The buy-side.adm ni strator can.vi t.he order details and then proceed wth

the ° pr oceSUSIBFsyEpse FHASF MaW saffueh clfices anf SEeates anyadyst gauisgiadormy dhes ¢ he -

buyer' s5 ERReRkelefioR pRiteQAvTN, 8¢ Emﬁﬁéaﬁoﬁ%&hlgfﬁ@ﬂﬁ&%f%nﬁ%ﬁ thePodyRf client

procurenent nodule aS: a status code 2 I ncl udi ng the anmerided vol une

data The aReH#REesORMWEFdng icidhieguirenenssl Hgrangpontad, faorh acproerrementtioedule 4t he
buyer - si de " _ g i i ' a . pur c. order'
" the i nspre AR oA 2 HiSer SALAER {ertl AFIRER SHBGRRE. The

buy- si de adie ne@tisisiborcontainsvdaavtd fve weddor det pudpssesfostegdingi 4 Quéthgon,
“process order' function (which wil rocess..the order back into the
buyer's ERSyRC ﬁ,ﬂ:a%gg or&ge%oH%i@t ?‘!‘F@L%E(ﬁ‘é?go hep begi n conventi onal
non-onlfig ne di scThsiiMns sehéckion 360 PY !h%FﬁcétiBhﬁ_s R salmtVdbta @ aDW BB coptaisdi i act
at this stage_and yequire manual intervention. A rejected order will be

comuni cat @dSacRIAes KRIchuy RS galepiomder ok nibascaaligtmion Woduia dhatepalk theon,
The rej ect o) REa as! ﬁeCfﬁmfkﬁlés%%gg ah@ chiBHEMY HEWRMHY SilyeR L sé%r.V'ﬂé he

buyer-side™ | n'boungj notificatio screen as a a reject’ed purchase order'.
This will @&dgseideniscalsp proeesstd infthe BRPraa etdismeie trevgaciienalranivare.i nt er vent i on.

Post -negoti at i oy, ﬂn%dfé%nzoqon m &hta within the sales module is derived directly from
15  data obtained from the ERP (thus avoiding data duplication).

Upon completing a requisition, a registration process must occur before the
buyer can proceed with the transaction. If the buyer has been transported from-a
procurement or search/directory module, registration is automatic. The registration
data is matched to customer/sales related data in the seller-firm’s ERP consistent with,

20 and to be 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 reasonm 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



In the post negotiation phase of the transaction, as illustrated in Figure
10 various ancillary transaction pre-conditions and requirenents m@tﬁ@g SO0k
satisfied before the core contract is executed. Negotiated contract -
requi renents nmust be co-ordi nated and perforned before the novenent of

goods can occur. 5 The core contract has terns and conditions negoti ated
between the parties to a sales contract. These may include: parties to the
~contract, description of the goods, v& ume 10 o price paynment terns The
ternms upon which paynent is to be nmade fromthe buyer to the seller is the

| i nk between t helteosyetepnenmmues thadustatien atice by tdking the nhadjasisd pravidiokatl y to

be made wi th ird rties. Although these rel ated sub-contracts facilitate

the ulti natsgleégggzeﬁPﬁg%aﬁ%i%d?é?ggﬂg?@r‘a%?ﬂ%? %?g?t,es't his core contract is of

cour se execut ed Nis pace atfigsta@nt Hempalar@nt ohl§TotBuS BE GolhiRdaridcusiiendt V1 &s
ssence, proper execution of the sub-contracts effectively act

contract: In e

as "condit iIE)n'?f'geS BRPlY he o Fusterd rompEtes th @uRigEen mEce atd squokdiopynymier is
appr opr kat &eRatatad bl j : ' : | j din
VAt ots  podoiet by e SRRy ARSI 485 B0 [TRREH 1R el that

shi ppi ng i ribup¥se assignedquotation nonbketi t and banking 25 In a mechanistic

sense, if the safy ion of, th re conditiagns i,ch corres tQ each
of the sub-cont ?%%etsés‘g’l%lé iS’| ﬂr%gwgfi%%}zvgtp ﬂﬁl‘%ﬁt?cﬁ‘ I&Pﬁfﬁ %%eecamgﬁ?inﬁ%%gg ﬁf‘gc ess
in a | ogi cahe gactaten ahiwents Tqel shiviuldibe sidt iclkadt indricdss Heaysiehr @UMg @ehs can
be viewed as a | o%n%—ﬁ%e)é ”El?Fga'ni m ., This sequence can_be formatted in a
manner to &NSVFEDRIFCS OFST atd tt'é‘i‘f @E‘é@%é@é@wﬁﬁi%ﬁf’lﬁswﬁﬁmbeﬁhe.
proper 1phecks anthe3buyRp kAR ChSFoleat A@r VRkSRY: kS, El%g& Iﬁlféér AR KRwisggi ¢

;under | yi ng the automation of the post-transaction conSolidation process is

al so criti darewceniagirshaiserery Humetionadity sliowing fe tayewioi add/delpte itemi inothel oss,

owner shi p td.td:€,-@R4; pﬁcy?%qae bligations pass fromthe seller to the buyer.
16 AUG 2004 -EZY%kesn ne st&é)p further this is also the precise point in

t he aut omati on p¥adeyer sdleoha miquest dor @etationt 2sdcand, pardlle], epdoerioalfutidiogi t al "
banki ng syste n stablished and, in accordance with contractual
terns, i nstltﬁugg'l gﬁsn}%gogh#’?l?gf%nﬁ%m?at}o&'mf?ﬁemﬁﬁ FH1Eh CWERPIE, 8 Beeur.
5 Finallsy, tdispadoiosgstick Sasuramt] Rsantdabd inkpdciod.hi s point in the business
process at which _financial data can be aI]IJocat ed within the business '
process back i nt %% FREVIGER/EPtEstAuoktions as Galcplafsdrsing sysieEr date danviciemt and
accounti ng Y sheHiles Rhatedct bRgt he negotiation, the buyer inputs infornmation
relating to its identity. In addition, by selecting a product, key product
information is itemshipinestiddigils; nelwljrg mine, 40 rel ating to the precise
identification and descri%)ti on of the goods the buyer w shes to purchase.
At the concl usioh SFHEE ransaction negotiation, offers subnitted by the

buyer wig | be ei} hegrdoshasihetld ¥bnAreeR) 8 by the program An offer that is
accepted by the rogrgram V\Ilg|{| contain E%’I the core terns of the sales

contract being: Theienles thedilofutomatipaityt idetsrmipes véhettontthactlet Scontract is
bayment ¢ or eiedle o BT by bR s GG TRk PO aR B FEPn T B en of
a proforna salleds deatibi)cdndtchentsyedfl destimtiods to the buyer to confirmreceipt
Stored or  gener aRBGORE RPTFRe DOTLIShER g FISI LRI e pr ocess, the
core comfract isecoplgleitashanddbhgsdcyf | uence of

» Place of discharge (domestic)

» Port of loading (international)

¢ Port of discharge (international)

¢ Inland freight required from port to plant (if sea or air)
30 ¢ Container type- general or refrigerated (if sea)

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




t he several sub-contracts (nentioned above) cone into play. As mentioned
above, each of the sub-contracts perforns an inportant role and qufqﬁgp%mﬁ
as "conditions" which nust be satisfied in the course of executing 1he
terns 25 of the core contract. In order to automate and coordi nate the
sequenci ng of pre-shipment contractual requirenments, enbodi nents of the

i nvention involve a post-transaction processi ng nmechanism The descri bed
enbodi ment coordi nates, integrates and-sequences the consolidation,
generation and respective subm ssion of a purchase order by the buyer 30 to
the seller, andTh%E’ubl@?sWél elteckrihe informatidn ord stlectsbie| send tauoteHie thinpeng Under

the rules i . . 1990 d 200 nd t he UCP
500) | 't hos e SETERNEREE. TSl Ry SRR R Aot Rl ma i R e

t hese condRFdns baerepastadiodisiRI dcbéss sae.pr ocess the proceeds in a stepw se
fashion, the entjre 16 .AUG 2004 -43 st-fransacti on executi on process
can be | ogi cal |§7Fi1%n\&sgmmtp %ﬁewaﬁﬁﬁégé'b‘{ dﬁ’é‘?esfl? r@mxggﬂqa.térqnﬁ@nons .
transacs i ound?ERed dbiviRn HRIneSABNOGGU (BIBSEARIAREOUSY int th fE%ﬁe%gﬁﬂ?Ete 55

introduced_into the post-transacti on managenent functions. Each

condi't i ons HgeHigte serds Jndedntyandiateagoods frade sefervio BB sreté ohprimhey, oroper
satisfacti QO.oR4 . It | ov.er.: 'nﬁﬁ hat, t of o act
condi tions arog arrgggglnflﬁge ag&{whesm ﬁgn—'%llgen segtﬂé%fsélgglt?yé}g% iasﬁll%ﬁe@#}et he
system A poished pradseict i on nanagenent system assists the user to nonitor

the progress of . the functignsg as they are.entered or, activated wthin the
system 10 The %%?%‘E’ﬁgtainata. eshco g@%r%%ﬁ%tt@gecﬁogmﬁd%f ficti ons
that al@ govenmpedcibion. The peRingi@dcatod isMe bred@RAIdHEEthe HRINRFEBA phicelde
.product fr?mthe contracted port. or point of |oading/shipnent) "|ogistical

aspects of Ut HEORS fs REEG-Sttng, decision cofbibn pattedf et seliencandy 8 carigedndding of
agreed fi n@B&Ling oh B PardsF I A Qéﬁnrar

rel ati onship ble'; _geg% t he ﬁg?@fcgﬁgkﬁﬁ?ggﬁgﬂ?%%ny rae(f%e ana;m%oagg of

t ransport) camgetithye marice anplysis yand, tsubsduuentiy nmmake af cotsatous hindpcealgplatedct i on
is the "tr - 1 trade Lri I f crigtical inportance,.to both
the seller %g‘ﬁl&%ghgg‘ﬁh z‘ﬁ‘ss I ? r,gg,?@e% ﬁ‘lﬁ’ﬁregg}%g 1%8%@] IPﬂlC?tilYﬁep %t WF"H" Wéder

cont r at} ed typicuh Sérctinstanges ds dasadly cattubdied bhlecdn s phditgantts Tandgrichus

ri sk exposure sses fromone rty to another. endi ng_on the terns of
the core céaﬁe%%@?fwsa ¢ Sellea® putiomed S?‘ﬁ@gwﬁ@é,tﬁ?%@wm bR is the
condi ti ons nekdtiablerAyreiiequi re to be satisfied may include: credit and

finance transport 2§{s_ i nsurance _inspection Figure 9 is a schematic
di agr am r epr esemO%FYeE He additign ito psise pinkemediale gerdspransaqtionsare frognendy4 and |

the sal es AUl Bdl RIABIACELIRS ord ' upgctions.
This figure i Ieustrat es th?%ntgﬁnmgﬁag%r%lﬁgzﬁlgg&ggﬁd%F%}%%v&ﬁs%’%ﬂg%’ ﬁ)gy
requi r Ysateikamplet i on before execution of the core contract can be seen as
proceedi ng within t(ﬂe scope of the agreenment. Each of the oval figures in

t he di agram repr'es% €3 sub-contract condition which nust be satisfied in
it he post t-ransaQti&gnﬁmeoﬂgayﬁ@&;&ocess managed by the

- pre-payment
- letter of credit

25 ‘ - documentary collections
- open account;
¢ credit terms; ie,
- 30, 60, 90, 120, 180 or more days
¢ credit rates of interest
30 ¢ transport and Jogistics charges
¢ insurance charges
¢ inspection charges

* banking and finance related charges




16 AUG 2004 44 search .nmodule 2, sales nodule 3 and processing nodule 4

of the system 1. Each of these conditions, in turn, can be viemedgfé F” -
"trigger". When appropriate data is interfaced into the process, & °© AUG 204
condition is satisfied which, in turn triggers the process to proceed to

the next condition. 5 The final step in the transacti on execution process

| i nks the sub-contract execution functggﬂs to a banking function. An
inportant step in the process-is the i'ssuance of the official shipping
“docunent, the bill of lading or air weigh-bill. These docunents are viewed
in law as bei ng*dcwuneyasd ofditirtsk edwkinednts equl ate the time at which risk of

| oss and passag 1itle to the property occur relati .0.the terns of
the 10 core conﬁ gé:tl&te 5@%‘}?33*’@? n?g% OFJHYFE AR St?hﬁﬁﬁ%%c{‘}‘PéYQHg‘ﬁ%?

sel | er andrhnggetior mkolviry inhRipRafiethrd, wWissH SheflilyShanad ineTelléwing efBhlad Whi ch
the right qf th sell.er to receive paynent fromthe buyer occurs. The nost
i mpor t ant mayapeludegenersf othetiance of the rel evant shi pping docunent.
15 The point in,thg;Ausiness process at which the actual issuance tine is
entered into the system al so represents that point at which the buyer

beconmes | egal | yeobVolgaieed t 0 make paynment to the seller (either now or at a
future tine). This_inportance of this event is that automated banking

functions can néw tMethadd.  Each of the oval fi gures in the diagram
represents a suf- oﬁ?&er condition 20 which nust be satisfied in the post
transacti on phase of thé process. Each of these conditions, in turn, can be

viewed as a trisgg@fedit tdien appropriate data is interfaced into the
procesi0 a condition is satisfied which, in turn triqgaers the process to
=

proceed’to ﬁqqﬁloﬁlél( Pegbatng itrms 3 be iefiher pdderiryy enedndedtfogmdbe osgotiation
central fuggbdn@theObnt WEeRAS Hieh ﬁgﬂédgﬁ&ﬁ qg %15 gﬁ&%ﬁ{maﬂf dgﬁﬁsﬁeéf ri#%lgf-g{%

enbodi nent. The system 1 has been designe o reflect ogiCc t
i nf | uenced (@¥ermatipnei ge desiestis) pragotiatpdre s ‘Thes traqsketido ginbodinrent provédesi theor der

| i 5 i ' d.techni cal i ng; ,\whi | h
oot e, S0ty RAABOlRR oBlh EhurBl of Ve " Rl B Al PG esgoBan,
functions bying owdr Hy natitiple anetscdmbinhagsgatal f fiasidndt efenadndased et ar nal

source processing dat a conbi natjons and generating new data_ ::
consol iat PR G FETSH 25 6 (FGEHERROBE JBR CHeSRoN e onsb siandasls

Incotérms 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 operéte at three levels:

* As amuiti-buyer and/or multi seller multiparametric aucti?n

* Asa single 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 séller in advance. For instance the seller
may choose to sell the product using the rules of any one of the “English” anction, the
“Dutch” auction, the “sealed-bid” auction or the “Vickrey” auction. The type of
anction will be chosen by the seller and communicated to the buyers in advance.

30 However, the major original method by which the aunction 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.

(2)  Setting the Seller’s Reserve Offer




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 data1 App
interfacing and integration functions descri bed above by neans of Q @@ﬁtﬁgﬁ
coordi nating device that controls data interface and data 5 distribution
timng and sequencing. This device, in effect, controls the | ogic that
drives the systenis internal functions as well as external systens and
users. Although the overall system 1 p&i¥ornms a nunber of discrete
operations, these operations are pronpted or controlled by the central

coor di nat i rgordecoathes 5ysedth dtolbegin 10 fedfofin ifsi opdrationy] Medsdilet spebifies Ralued O I n
order for the overall system 1l to function gégperly, it should ideally

per f or m sy dbsReicvaphlr lipg PRIAEIPETS QYR vehieh Bdas MileRGedRSn intrgkional fade ons
are made NRE&yGRER! & M KRR dPBa0tbAS il o g@es%uaf isChtt only! ﬂgelg%g iflfged

I
includes: sinple data which I's not manipu or transforne
necessary poce Hmt talsm shec folbowing adsitimelnverabdesatvolinkzt payommt giatladd; rigmér om

si npl e dat hat i Jansforned) This data is tered fromseveral. system

i nt erfa%esﬁféﬁ’%ggﬁi%‘%é%mﬁ'ﬁaé %%%%?’ipr? S’VSF‘éerﬁllcﬁE?rﬁt erface sources is either

stored in dat abBseetonpte (@ 8eller snaySiROpraparsd tRadceptl Rvler MEke Tthe Sellég@eni n an
unction. . The squrces of data_are: 20 . real-tine

i medi at e prfcessi ngﬁi ). .
data ori gi AEt P SEFAFT JRUTRRPT e5fiete dewanrably BUERRR) dsraie o flbarederedt b ysyrhieri ng
froma pr Oﬁ%éﬁér!‘&{rﬁ%ﬁ%tc@ﬁise'&ffa‘ﬁg Stidtidn, BahakeOdpaki0 ARG chERAddRiREf &C

e
with intranet systens external data originating frominterfacing wth
ot her | nt efiés range of eliffeyent gomhimations olithesou of Thtasysteaand privwidds fheri ng

time reguir [ ; : ' es
umer ofd qFEHRIeE prBtest of plEErentd Vi ator B ARIRE LORKTE, BRLAGRNIBNCE
‘a foundati on tieaselvee thovaneo plabak on nhe gariine @onfponatts of anywbifeharad thedascri bed
bel ow. \Werea ta sourcing and.distrihution.s o .ntegration-rel ated
function, tvﬁgfystg%ttgwQ@f?%flﬁ%oﬁﬁﬁ’?%?sﬁopﬂ T RGO TA% proceed at a

hi gher |evel of Ifaepmihiby . théMfind® duliotnd 6N Ble, nSIOHHRGIET ik s PBssTBIS 1RAFSthEOTi C
is used to conbine technical sinplicity in the data configuration processes
(descri bed SaBEVEY oRtimisipg ghgosishmruspd e they sysiems il qulagqnsre ajcombinagiontaf s

level g% t%c&,n%%aﬁiﬁ@meagcaé&%@sgicgé@é &Te;ég\tgﬂ%g%@g@aﬂ Q8L Got Be

conbined with the invention's data o 4 Enterprise
resour ce plaatieipeied PERPRERYaliohbe Anman bripg twho ssisdhelparainete vaoesiye therell

systens. E y | j.ness organi zations. hy. I nproving. i.nt ernal
Y ocess ef (0T LBRGHIRG AR e ) AETSn Bl S Gl BT kTR PAC ™™
S:Jppl y Cha}partbeblataenh}ﬂe!blyéhéﬂ-ﬁ'lewh&t pﬁ:fbferﬁé addrivgt oven'all pfaﬂetthe%st hey g .
anni ng, financ 5 m njstration_functions. ERP, syst o nqi. all ow
Por int ggra?tef’%rﬁt faﬁﬂ‘?cﬁ’ (BHR thy 4 HB@%C%?PWﬁéEvesé%nﬂggf%?é%‘?éﬁ I ons.
The degori hembambes: M thed fpatdifersy SRR 1thkt) Gt/ AFS @il | XpBEEACAINE CRBR SM

that allows for the coordination of information between*back-end’ conputing
systens 10 ReFiruarlygihoseprireringrthe tesagyeaeitert ik e ohemide sglen hap chesen onge

interface f&g@%@% tlRAMStF %1%52?@; %}ggsg%{@l@ﬂrgﬁn cg‘g%seﬁ%safﬁezm(gl Bpm&duct

item mast er dat abase ‘custoner ase ‘manu uring and pl anni ng
mast er dat aigershoBldrthies hepihda te iedtifardadily otheo padaeted vahs dias teendrateeh t o

t he appropr. I r.net dul es:. that Is, product invgnt / di spl a
rodul oy 1 et SpLRE ol e chRnioh M bl o RESHLE e LUABABY AR he
system25 cosfelDdntaad oned reesie dfftt g ddaya@vasst vanfedr mat i on generated from
I nternet functions including other support services. 20 In a business
transactional sense, concluding a business transaction can be viewed as a
sequenti al pepgess of satisfying a series of inter-related, but necessary
conditions. I'n a nmechani cal sense, the process of achieving or satisfying
t he condi ti onal i ¥S}er egiery ¥akps éorr@huani@geswfsi@%mwemdsﬁemq affenn(f3n-

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: A

® price




genefati on of new data by the systenmis internal functions; or the 25 '
sel ection and re-configuration of existing data, which is then entterfdth 2004
into the systemin an appropriate and |logical tinme sequence to satisfy the
necessary contractual pre-conditions. Although stated in sinplistic terns
above, this function requires the integration of data fromnultiple data
~sources, a transformation of sonme of that data as well as a 30 re-ordering
of re-configured untransfornmed data w88 -newy generated data outcones. A
third |l evel of systens logic is now described. The two stages descri bed
above invol ve dat a;d}mghﬁ&n@uﬁﬁ@ﬂ@égyaga;ﬁjn@,gwhgjfngy%ﬂyts of these processes
Creates a 16 AUG 2004 -47 new series of values representing vari abl es
i nfl uenci ng new*edb¢ Mmegradafhpepment ieons i the post transaction stages of
t he process. The new equi | %égé%);ﬁ?hgondi tions are reflected as data outputs
whi ch nust be properly al Focat’ed: 5 . internally of the system externally
of the system but internalldtgeroféedio a firms intranet systens externally
-to ot hﬁ, I nternet systens ,The tim ng]iland sequenci ng of the data out put
distribution and al i 6cati GRCPPIEEEEORECHOPS, (yrn, i nfluenced by functions
described as ‘part of .datadpai gdchbagmi N9, 10 processing and integration which
si mul t aneously occur, or have already occurred. 1t will be understood that
the i nvention dmsciredietermsidedefined in this specification extends to all
al ternative conbi nati ons Of nl of the individual features
menti oned or evident f romgthhé&?gxpdg?g(g?raﬁ?ﬁ YAl of these different
conbi nati ons cowstdbgit enaadfiigdfesal t ernati ve aspects of the invention. 15
16 AUG 2004 -48 CLAIMS 1. A nethod of facilitating an e-conmmerce
transat@ion, the nsanspertiandlogitingchapgesvi di ng a set of trading paraneters;
accepting in res.peit:tS of a.first entity a desired trading profile including
desired 5 val ues o W&ﬂife S mul ti pl e of said trading paraneters; and
accepting in respegkp@hiofdhstgld rst entity one or nore further trading
profiles including values or ranges of nmultiple of said trading parameters;
est abl i shi ng one obankingardimantordted ahagges onshi ps bet ween variations in a
key tradi ng paraneter and.one,..or re other of said trading paraneters;

* country and credit nisk adjustments : -

15 As part of this initial value seiting, 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 2

simple linear or non-linear function of price change as a function of volume)
» 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 letfer 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)
» 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 hon-linear
function of price change as a function of time terms) .

e credit rates of interest;




10 wherein each of said further trading .profiles are equivalent in
desirability or expected value to said desired trading profile, %ﬁ lﬁ?ﬁ dZQDIt
functional relationship can be used to deternine a set of equival'eht™""
trading profiles having substantially desirability equal expected val ues
equivalent to said desired trading profile and said further trading
profiles. 15 2. A nmethod according to claim1, wherein said first entity is
a seller and said trading profile relal%s to the trading paraneters desired
by a seller. 3. A nethod according to either one of clains 1 or 2; and
further including: cEHEp&llengndicaesbiict pepckntagedinetpapy di ipkiec asaeptiad withom a
second entity against equivalent trading profiles of sajd first entity to
deterni ne whet {Bereshge } -otVPref_am%oﬂf P Yt {eéflﬁefde“ir@taﬁf)&@sf"&g&?ﬁrﬁf% to
the first entitygshhd 158l dr d651ih&4 thidRne pH&Qfdhbfize 4 a AuiBBbAOA idefef di ng
to claim3, whereih trading profiles are generated by or on behalf of said
first and secormemhti®i es with an intention to conduct a commerci al
transacgti on, ang a e t .| eas ' i . 104 rket
demand%or suppl ef%”gte%‘ gr%?)%u%%e% ’mésseaﬁlv%x \eéﬁc{eg ‘%Alecﬁwéﬁalgégﬁo%fpr%& %r‘gﬁet ers
of said triadicoaehmiod bf esp 25the akBdrehas Spedified idformationoo ilrgpreferedtthervo f
clainms 4 or_5, rein the second enti i.s,.a buyer. 6, A netho cordi ng
to any oneligr ?‘\a&?‘ﬁr"é@eﬂ?ﬁ’fﬁm@? Qpﬁ%‘}'eq%ﬁ‘irx’épﬁblg%is F%&P]rllﬁnepﬁ?%ﬁée%éc%gofncl ude

one or Norgayfent Rap&® up¥R pHeE chRRETE Wit BidTBsveale PréfefctdTnfoRdatith, Ghedi t
rates of interest. 7. R met hod according to_any one of the precedin
clai ms, whesistsim 1sigi abla &g senesaeradt passitie combinations @6 the paramctsss 2baawab g, A
met hod,accor di 0 f ' 1 Qs eLed gginﬁﬁﬁ. nSBRb4 t ed
tradi glg@prg%n%}‘aggiif&ﬁ%p%f ?@\%Uﬁ@%‘ﬁ%ﬁ% %3%‘5 %2& reagd\t,\@a ing profile, a
transacti ogghithmeen said first and second entities is initiated. 9. A
nmet hod acc {%gi ng to claim8, wherein profile which has trading 5 paraneter
val ues whi gre derived fromsaid submtted trading profile, and/or one or
| azi d equi V_ala@ Bfstenfi ]gdiomggaipémb |s@1|$er aml_and&dmﬁlla_ o r?a_elﬁleﬁ@:teb‘fgreh@sdﬂdsﬁﬂ Io vﬂgg
erein said one of said equivalent tradjng profiles | i.d desjre
trading pr B¥iPEer 1B ek RS @h’c’ekt"laﬁ'd’f%bfﬁso Y vE R Fiéa‘tfyz}“g#‘%m a8d 4
m ni Mg squpsed ik aRGErdTRASHIE R KB YRR kay 88s WkBmpl Ids@Tabdtirdble
submtted trading "profile. 11. A nmet hod accordi ng_ to claim9, wherein said
transact i opaymenditenpsp repf¢senting pr aiemetiveaofeniPonvbishbs tdendisak @r epesedt he

desi red tragi rofil-e, .0f ' [ ) 12. A
met hod accggl?ig%%Qi"éﬁﬁ“rf?'.o%%é‘%ﬁ?@“%%g?l %%{ggqeg%‘ﬁ% Bém%gr@gﬁw\ﬂg%nin%esai d
submitted temdihagtherseliedieno svoresHT fhan duthaltkse ¢OOsai d first entity than said
desired tradin rofjle, steps.ate performed to estahli a 1 '

t rai:li ng pr of: I gde%ﬁ’@ e%W@:giﬁglg}qoﬂgigwg?%cwgalf;g}%g'to fggcq&h%régﬁod
accordpmg talued addinst The PeFEidas thRall 8PSt foF omdistanc9) VEheasystem 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  Step3:

Seller now repeats Step 2 and enters values for all relevant variables, but with a
shightly higher price and altered values for other terms representing an alternative
offer, (O3) which is identical in expected value to v1#01=02=03.

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
funciions 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




nodi fication of the values or ranges of said trading paraneters of said
submtted 20 trading profile and/or said desired trading profiles @1{%? 00k
met hod according to claim 13, wherein either or both of said first an :
second entities are suggested what changes could be made to their
respective trading entities to establish conpatible trading profiles. 15. A
met hod of facilitating an e-conmerce transaction, the nethod 25 including:
providing a set of trading paraneters:3&ccepting in respect of a first
entity a desired trading profile including desired values or ranges of one
or nore of algenifint rpackinmgerp apmoatheras mearixl gfe aqrisilenty valusetddulatioaprasebt at i ve

f the desired tradi file; 16 AUG 2004 49 i.n said metric can
be used acer LRI Pl BRRS prmytaion P foesbiation oo AU PENGPR 0 o

proposed t thediellJofkéropriob@ss. 1Bhis AndiBl RSt 186 CROLING dyRivaledbinot Satudngitf Wet her
i ncluding: generating a netric representing the eXpected val ue of the

desired t r EJraigd &rsvery passible compgnasion of poige 286 theyvarigupethss terme identifing t o
ei ther pne QfGkal er includes accepting fromsaid at
| east one %arvtcy gu%?%ﬁ%%%%??ﬁ%%#tﬁ%pr of i | es having equal or
substantial |y edtdhe expeftilhd pradesewe HBe Acomplecs setosfosetlengfifés @),ai0g, 17,

ohere 1.1 nssteledh G Raln S SRR e Al oeRld SHAIRELAY,
profile. lequiselemtihodlaceor Thibeheals Biat NGE rélAEvedy s@highiBorddrd ¥y ckSontialigr ei n
e QRN T NEAE VSRR TR G R e
changes i nijiFpelating Betwsgn hg--Ox pace, p y ,
10  any buyer and determine whether it is above the seller’s reserve offer, v, > vy, or below
the reserve offer, v, < vy, irrespective of the composition of the offer.
Example - - _
Consider a simple hypothetical example. Assume that a seller enters initial
values for the preferred reserve offer which include a price of $10 per unit, to be paid
15 by letter of credit on 60 days at an effective credit rate of interest of 10%. As part of
the initial value setting the seller also indicates the percentage price increase required if
the payment method is not letter of credit but rather documentary collections or open
-account, or if the payment is by letter of credit but on less favourable time terms such
as 90 days. With this revealed information the system 1, using a maximum likelihood
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



agai nst each of the other trading paraneters besides price. 10 20. A nethod
according to any one of clainms 17 to 19, wherein in each of the{eguals @ndk
substantial ly equal desired trading profiles, the sensitivity of the

tradi ng, paranmeter of price is quantified against each of the other trading
paranmeters. 21. A nethod according to claim2l, wherein this relationship
is quantified by an approxi mate mat hemati cal expression. 15 22. A nmethod
according to either of clains 20 or 2},3@kerein the sensitivity of price
agai nst each of the other trading paraneters is independently quantified.

23. A net hod acwﬁédﬂm thay idbsene sl tifd piotct! fireOang2of m@eﬁﬁglfshp%&ﬁ&ﬁ to
the transaction include a seller and one or nore buyers. 24. A nmethod

accor di ng TorfIclen, élllemﬁ%lei%n@ cAuggon gn ther \Vielgay” qustirneiiesy: 20

per f or m ngggealocw:at i 0. nEiBh rgn ne one or nore sets of trading terns
whi ch agree 1\?vlthzthe %Slsitﬁb ues/ranges of the at |least two parties. 25.

A net hod accor dilhg aeasicagmains apen dorod speciftedtton®dr, unih dieee is 4 bid qﬁrvaktpe.gt ive
buyer he PrOS ectlve seller are_res ve i de t|f| a, search

based n 10dif& S AP ok (A dhe éF%eé’s‘?F%Fﬁ%F @1“1}&& 58% 168% VRBERGSd of
i denti fyi nEaﬁﬁé&ﬁRﬂéﬂleeI‘ﬁ% {8 Sarld ARG ANTIRL Ghe Bﬁf&%ﬁﬁt 1,08 ,engf% gt hod

|nclud|ng provi ding a product and/or service classification co
provi di ng ﬁxaaam@mg@v@ﬂes &wozagh ofeﬂhatrﬁhgantdempmn iinternptignah axmsastivnt i es,

sai d recor n ord I.N

cl assifi catﬁ?: gb&?é%:eo@ Jg% éJtC{lP]gaset gtw@rb‘:‘sg’ly 9?18%"%&. ded
by or requmaelubttpprtmpmenﬂowvmds ahcH &mtcemm dﬁBd:dr@ﬂ inf €@ ovgneproffthdte in
rel ati uct .or service; perfaormn in response
o supfli BB efeariarnadl ShBFIEHE b and Sheb Sk Bk Siefes e e icode,
and at | easidephe redkBThé Ibﬁplclbgacltbr\ﬂe RéRiVd @ﬁfe:aofsﬁérsﬁlﬂbIOchﬁaéxgnl?E:t abasg 16
AUG 2004 51 for entities having a desired trading profile at [east

conpat i bl eW@thf%ﬁWﬁ agiyissi ot either radnoegtipe Jeimse fropy saya9¢redebiv o £8cdaydiong t o
clai m 26, 16/ ekl frl@%3shinE 2bibhaH0H S b 1@gani sed in an hierarchical

manner, so that search information of variable 5 specificity or granularity
can be provi dedN@sg, th&‘\mmh@dfeaoﬁthledaﬂqlsoomevmdmnhe biddedsaidrghe2dndoof 26,

wher ei pg sa f fn or der i fro

e er nit oty ProRS che PLoulh 68 e b1y Rt BB Hia ribefiBh bl B 0.

ﬁa met hod ngtmld ]lctl}itg “tmmngamm ﬁgseewaﬁfeemefviﬁegﬁ&:am%mcmb:eoarecmﬁ 1&@1’:1]5:516' 10
rnoni sed_Tar.i e, .qr : . A nmethod accor g to any one of clains

26 to 29, WEW&O gﬁ%‘%@ﬁﬁ?ﬂﬁ#%ﬁmﬁlgﬁ ﬁhﬁépa@é%fu%ﬁ&ppéﬁ% tm%%mt. on

speci fic t @leatSIWIRBShE hﬁﬁl&ét%%é ﬁﬂtscleéé‘vtﬁéh & e&ﬁé&%ﬁ&ﬂé EndiEIbOBbgififRe i

trading ternms, and credit profile. 15 . A nethod accordi ng to an one of

claims 26 PECIE O\éﬁmgﬁuir%ékemmmlndltﬁ@egmam@n@ngﬁrmés mlﬂsor@f ot eresefar ch
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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 insti gated by the buyer (requiring real

tirne on-line access by both buyer and seller)




32. A nethod according to any one of clains 26 to 31, wherein a nunber of
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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 Jet 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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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 procuremenf 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 moduls. |
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25 * & 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/adnﬁnis‘trator 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.
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being a straight acceptance. The buy-side administrator can view the order details and
then proceed with the ‘process order’ function which will process the order back into
15  the buyer's ERP 37.
An amended order will be communicated back to the procurement module as:
¢ 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 s 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  via the buyer-side ‘inbound notifications’ screen as a ‘a rejected purchase order’.

s This will constitute a breach of contract and require manual intervention.
Post-negotiation
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' The terms upon which payment is to be made from the buyer fo the seller is the
lmk between the core contract and several related contracts are likely 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 conmtract, and must be satisfied by the
appropriate party.
‘These appropriate parties are respectively involved in various post-negotiation
20  functions. These include:
| s transport and shipping
* insurance
* 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.
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This information will be consolidated and form the content of a proforma

% & ()

Inveice 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 antomate 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 sequericcs 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 506), 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
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e the estimated time of departure (shipment of the product from the
contracted port or point of loading/shipment)

» logistical aspects of the transaction must be coordinated with the execution
15 of agreed financing terms based on Incoterms 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 iransport

25 e insurance

® 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
proéessing 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
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search module 2, sales module 3 and processing module 4 of the sysiem 1. Each of
these conditions, in turn, can be viewed as a "trigger". When appropriate data is
nterfaced into the process, a condition is satisfied which, in turn triggers the process to
proceed to the next condition.

5 The final step in the transaction execution process links the sub-contract
execution functions to a banking function. An important step in the process is the
issuance of the official shipping document, the bill of lading or air weigh-bill. These
documents are viewed in law as being documents of title which regulate the time at
which risk of loss and passage of title to the property occur relative to the terms of the

10 core contract.

Passage of these documents between the shipper, seller and buyer take on the
added function of signalling the time at which the right of the seller to receive payment -
from the buyer occurs. The most important date is the date of issuance of the relevant
shipping document.

15 The point in the business process at which the actual issuance time is entered
into the system also represents that point at which the buyer becomes legally obligated
to make payment to the seller (either now or at a future time). This impertance of this- -
event is that automated banking functions can now be activated.

Each of the oval figures in the diagram represents a sub-coniract 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 appropﬁaﬁe data is interfaced
mto the process, a condition is satisfied which, in turn triggers the process to proceed
to the next condition.

Data interfacing and integration is a ceniral function of the post-negotiation

- 23 aspect of the described embodiment. The system 1 has been designed to reflect a logic

' that is influenced by two underlying principles:

¢ simple logic structures in order to permit easy data manipulation and

technical programming; while at the same time,

* maximising process efficiency and accuracy.

30 The system fonctions by:
* coordinating and combining data from internal and external sources
» processing data combinations and generating new data

@ consolidating simple data with generated outcomes
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* sequencing the data manipulation and coordination functions according to
time and other conditional factors
The system 1 pérforms the data interfacing and integration functions described
above by means of a central coordinating device that controls data interface and data
5  distribution timing and sequencing. This device, in effect, controls the logic that
drives the system's internal functions as well as external systems and users. Although
the overall system 1 performs a number of discrete operations, these operations are
prompted or controlled by the central coordinating mechanism which is, in turn, tied to
data interfacing. - '
10 In order for the overall systexﬁ 1 to function properly, it should ideally perform
systematic data retrieval and storage functions. These functions are made more
complex given the differing sources of data. The data used includes:
* simple data which is not manipulated or transformed, but is necessary to the
transaction
15 * system generated data (originating from simple data that is traﬂsfbrmed)
This data is entered from several system interfaces (or sources). The data mput
via all interface sources is either stored in database form (and is used at some future
time) or is used in an immediate processing function.
The sources of data areﬁ

20 e real-time data originating from user interfaces

- & system generated data originating from a processing/computation function
‘e data originating from interface with intranet systems
¢ external data ori ginatin g 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 prompiing, 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 inventjon's data logic.
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5 administration functions.
| ERP systems do not allow for integration of information relating to external
business transactions.
' The described embodiment of the system 1 includes an interface mechanism
that allows for the coordination of inforrnation between “back-end” computing systems
10 and “front-end” markeﬁﬁg and transactional activities.
' The interface component uploads relevant data from the host systems:

e product item master database

+ customer master database

e manufacturing and planning master database

15 This uploaded data is consolidated and distributed to the appropriate Internet
modules; that is, product inventory/display modules, transaction hub module.

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

20 In a business fransactional 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 simuitaneous:

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

25 » 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 r_c—ordering of re-confignred untransformed data with newly generated data outcomes.
' A third level of systems logic is now described. The two stages described

above involve data inpﬁtting and processing. The results of these processes creates a
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It will be understood that the invention disclosed and defined in this
specification extends to all alternative combinations of two or more of the individual
features mentioned or evident from the text or drawings. All of these different

~ combinations constitute various alternative aspects of the invention.
15
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10 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. _

15 2. A method according to claim 1, wherein said first entity is a seller and said
irading profile relates to the trading parameters des;red by a seller.

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 thé_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, wherem said key

trading parameter is price.
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10. A method according to claim 9, wherein 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
. 10 from said submitted trading profile.
11. A method according to claim 9, wherein said transaction trading profile
represents a comproﬁlise between terms of the desired trading profile, and terms
of the submitted trading profile. '
12. A method according to any one of the preceding claims, wherein when
15  said submitted trading profile is less favourable to said first entity than said
-desired ftrading .proﬁle, steps are performed to establish a submitted trading
profile and a desired 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 paramete'rs 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 10 establish compatible trading profiles.
15. A method of facilitating an e-commerce transaction, the method
25  including:
providing a set of trading parameters;
accepting in respect of a first entify 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;
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of price is quantified against each of the other trading parameters.
21. A method according to claim 21, wherein this relationship is quantified by an
approximate mathematical expression.
15 22. A method according to either of claims 20 or 21, wherein the sensitivity of
price against each of the other trading parameters is independently quantified.
23. A method according to any one of claims 15 fo 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/ran ges 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;
performiné, in response to supplied search information including at least one

classification code, and at least one submitted trading profile, a search of said database
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) 29. A method according to claim 28, Wherein the classification code is the
"7 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. -
15 31. A method according to any one of claims 26 to 30, and further including:
| 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.

) 20, 33, A method aécording to any one of claims 26 to 32, wherein 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.

374. An e-commerce transaction facilitation system, including:
at least a first enterprise resource planning system dperatively connected

25 to afirst sales module; and

at least a second enterprise resource planning system operatively

connected to a first procurement module,
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wherein one or both of the modules are each implemented by a
processing unit and associated memory urﬁt maintaining computer program
code for causing a method according to any one of claims 1 to 25 to be carried
out, |
35. Ane- commerce transaction facilitation system according to claim 34,
and further including a search/directory module connectable to the first sales
module and the first procurement module by a communications network;

wherein the search/directory module is implemented by a processing unit and

-associated memory unit mamtammg computer program code for causing a

method according to any one of claims 26 to 33 to be carried out.

36, An e-commerce transaction facilitation system according to either one of

claims 34 or 35, and further including:

a second sales module operatively connected to the second enterprise

resource planning system.

37. An e-commerce transaction facilitation system according to any one of

a second procurement module operatively connected to the first

enterprise resource planning system



