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The present invention relates to a method, a computer and a software
. program for managing business activities such as route sales.
Background Art )
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For the purpose of managing business activities, it is the general
practice to use a daily report in which a sales representafi.\re records daily
result of activities. As a result of the recent progress in computer and
network technology, it is now possible to accomplish daily report
management by use of a computer.

However, in the conventional method using daily reports, the sales
representative prepares a daily report by retracing the memory after the end

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

The present invention was developed in view of the circumstances as
described above and has an object to provide a technical idea which

contributes to achievement of a higher efficiency of reporting operation of



behavi or. The way of thinking becones therefore inevitably negative, and
this. often inhibits inprovenent of notivation. The present invention was
devel oped in view of the circunstances as described above and has an
object to provide a technical idea which contributes to achievenent of a
hi gher efficiency of reporting operation of 2 results of business
activities, betternment of the sense of purpose of sales representatives,
and i nprovenent of reliability of data regarding activity results.
Di scl osure of Invention To achi eve the aforenenti oned object of the
invention, claim1 provides a business nanagenent nethod for managi ng the
si tuat i onresfultsbofibneasesacactivitiess bestirefergnablts «ach @ﬁ?@ipé@b@%ﬂ@s&ti ve
to previously prepare his or her own activity schedule for the next
wor ki ng degpresentiatafesemndactpabvdmshnefsrezbhiliy iof sJathor@gaine fnivapt i vity
result report with reference to the activity schedul e al ready prepared.
The met hotesWts ted in claim1 is not a nethod of =only reporting past
results as in the conventional art, but a nethod of preparing a schedul e
for tonorrow (the next working day), and furthernore, reporting the
activity .result on,1he basis of the prepared schedule. As a result, it is
not necespéﬁ‘?jos‘ﬁ?? VL84 he past nenory when preparing an activity result
report, thus rmtt.ing reduction oég%i&e required for reporting . operation
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prepare his or her own activity schedule for the next working day; and, after
actual business activities, to prepare an activity result report with reference
to the activity schedule already prepared.

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

A method according to claim 2 enables each sales representative to

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



wor king day), it is possible to inprove the sense of purpose of the sales
srepresentative, and inprove details (quality) of business activities. A

met hod according to claim2 enables each sales representative to prepare,
in addition, a long-termactivity schedule for a certain period of tine, 3
and to prepare the activity schedule for the next working day on the basis
of the long-termschedule. As is nentiponed in claim3, the period of the
| ong- term schedul e data may be for four weeks. According to the nmethod in
claim 2 and claim3, it is possible to set a proposed nunber of visits to
custoners during a certain period of time (four weeks), and correlate it
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b recorgifgiat least daily activity result for each sales representative;
activity schedule input formwhich is an input formfor recording a
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each customer on the basis of prescribed data, and makes data about the
customer evaluation perusable by any of the sales representatives.
According to the fourth aspect of the inventioﬁ, a sales representative can
make a schedule for the next working day with reference to data of customer
evaluation. As a result, it is possible to work out an effective business visit
plan free from unevenness or wasteful efforts by determining a planned
number of visits to customers (distribution of business resources) through
business analysis.

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

makes a login to the computer by entering his or her authentication data,



results; an authentication file storing data for authenticating each sal es
representative; and a processing unit which, when a sales representative
makes .a login to the conputer by entering his or her authentication data, 4
10 O confirns that the sales representative is the person in question on
the basis of the data stored in the authentication file, and permts |ogin
only in the case of the person in quesfion. The conputer according to
claim5 has a configuration in which not only past results are entered as
in the conventional art, but also a schedule for tonorrow (the next
working day) is entered into a prescribed input form and furthernore, an
activity e@Hiims itbat hesakes rapresentadive isrphet pdreominAsuastioesoh ttheitasis not
necessary to retrace the past nmenory when preparing an activity result
report, t®ushestasnisigradén sheeautheptisesionatiley eartch peedhitseldgie ortlynm tlequi r ed
for preparing report of the activity result (preparing operation of a
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activity result report, thus enabling the sales representative to reduce the

time required for preparing a report of the activity result (preparing
operation of a daily report). Because this is based on a method of reporting
an activity result on the basis of the prepared schedule, it is possible to
improve reliability of data regarding activity results. In addition, the sales
representative has to determine what should be done tomorrow (the next
working day), it is possible to improve the purpose consciousness of the sales
representative, and thus to improve contents (quality) of business activities.

Claim 6 provides a computer which enables the sales representative to
log in via internet. By adopting this configuration, it is possible for a sales
representative to access the computer (inhouse server) at any plé-ce including
at customers, his or her own home, or within the company, and thus to
improve the operating efficiency.

A computer according to claim 7 comprises a common information file
storing general data regarding business, in addition to the activity schedule
and activity results, wherein data in the common information file are

perusable by any sales representative other than the sales represenfative



A conputer according to claim7 conprises a comon information file
.storing general data regarding business, in addition to the activity
schedule and activity results, wherein data in the common information file
are perusable by any sales representative other than the sales
representative 5 0 having entered the data. This configuration provides
advantages in that the conputer is applicable as a database storing usefu
information, in addition to managenent of activity schedule and activity
results, thus permtting effective use of pieces of information so far
having lived in obscurity. In a conputer according to claim8, long-term

schedul e baviagfertered ther taten pEhiscsbnifgurhtengaovidesreikandeged o tleacthesal es
representative in the personal data file. As described in claim9, the

peri od fotompetdroisgapmicable akser diacaladeas twainghassfel iafriroitionvaaksddidegor di ng
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time (four weeks), and correlate it with the activity schedule (activity plan)

for the next working day. It is therefore possible to make effective visits to
customers, and timely change conducts in response to the achievements.

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

A software program of claim 11 comprises a step of requesting an
accessing party to enter authentication data in the software used in a
management system of the situation of business activities; a step of
authenticating login to the personal page of the person in question, on the

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



accessing party to enter authentication data in the software used in a
‘managenent system of the situation of business activities; a step of
authenticating login to the personal page of the person in question, on the
basis of the authentication data entered in accordance with the request; a
6 0 step of displaying an input formentering an activity schedule for the
next working day for the sales representative hinself or herself having
performed login; a step of storing the“activity schedule entered in
conpliance with the input form a step of displaying an activity result
input formfor entering an actual activity result by use of the activity
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reporting ogeration of actjvity result (daily report preparin operation).
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entered in accordance with a prescribed input form are stored, and in
addition, activity results entered in the same input form are stored. As a
result, it is not necessary for a sales representative to retrace the past
memory when preparing an activity result report, thus enabling to reduce the
time for reporting operation of activity result (daily report preparing
operation). Because this is based on a method of reporting activity results
on the basis of a prepared schedule, it is possible to improve reliability of
data regarding activity results. The sales representative must consider
what should be done tomorrow (the next working day). The sales
representative can therefore improve the purpose consciousness, thus making
it possible to improve contents (quality) of business activities.
In the invention of claim 12, a sales representative can perform login
via internet. In this configuration, the sales representative can access the
computer at any place such as at customers, in his or her own home, or in the
company (inhouse server), thus permitting improvement of operating

efficiency.



In the invention of claim12, a sales representative can performlogin via
internet. In this configuration, the sales representative can access the
conputer at any place such as at custoners, in his or her own honme, or in
the conpany (inhouse server), thus permtting inprovenent of operating
efficiency. 7 In the invention of claim 13, a step of preparing a comon
information file which stores general hysiness data, in addition to the
activity schedule and activity result, is executed; and data in the conmon
information file are perusable by any sales representative other than the
one having entered the data. This configuration provides advantages in
that, apart fdomthenageeetionobf aclaimi th8, sahedey esf apywdpacinevid Yed@eidd S,
the conputer can be used as a database storing useful information, and
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term schedule data for a certain period of time for each sales representative.
As mentioned in claim 15, the period of the long-term schedule data may be
set to four weeks. According to claim 14 and claim 15, it is possible to set a
number of visits to customers during a certain period of time (four weeks),
and to correlate it with the activity schedule (activity plan) for the next
working day. As a result, it is possible to make efficient visits to customers,
and timely change conducts in response to the result.

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

unevenness or wasteful efforts.



the custoner evaluation data. As a result, it is possible to determne a
‘nunber of visits to be made to custoners (distribution of business
resources) through business analysis, and to make an efficient visit plan
free. from unevenness or wasteful efforts. 8 O Brief Description of the

Drawings Fig. 1 is a descriptive view (network diagran) illustrating a
configuration of the business managenerngy system of an enbodi ment of the
present invention; Fig. 2 is a flowhart illustrating the procedure to be
foll owned when entering an activity schedule for the next working day in
this enbodinent; Fig. 3is a flowhart illustrating the procedure to be
fol | owed when entering an activity result for the current day in this
enbodiment; Fig. 4 illustrates a typical screen displayed by a server used

in this Brieédesenipticandf flieqgDrawiags descriptive view used for expl ai ni ng

t he met hod of custoner evaluation in this enbodinment. Best Mode for
Carrying Qut tH@gl nvert i ondEsdripliivenyvievef (bémsvorkesHagramy eiitusspasthl! anow be
descri bed by neans of a business managenent nethod of route sales for .
dai |y vi sfanfigpratignuefathe pusingss gnenagement pygten of sir eddwmcliimenit v thieev
(network di agr am) illustrating a configuration of the business managenent
syst em of PEESCBRHORNRMY of the present invention. The systemof this
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connect edeﬁt%rlr{ke aH%tc%{tE(r sfc:ﬁcradﬁl%rtro¥itﬂg n%%: working day in this embodiment; |
" Fig. 3 is a flowchart illustrating the procedure to be followed when
entering an activity result for the chrrent day in this embodiment;
Fig. 4 illustrates a typical screen displayed by a server used in this

embodiment; and

Fig. 5 is a descriptive view used for explaining the method of customer

evaluation in this embodiment.

Best Mode for Carrying Out the Invention

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

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

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



mai nt enance of the system personal conputers 16a, 16b, 16c and 16d for

.sal es representatives connected to the server 10 of the principal office; 9
9 personal conputers 18a and 18b_ for sal es representatives connected to
the server 12 of the branch office; and a nobile termnal 20. In the
server 10, an operating system an SQL data server software program an

i nternet perusing browser, a retrievi nggs_oftware program and a web site
are installed or stored as data. In the server 12, at |east an operating
system and a web site are installed or stored as data. In the maintenance
conputer 14, an operating system an internet perusing browser, a

retrievi ngersohthaompmtery d6n andvdi8bsforeszas represehnketivse comsdaabd ad tHer
stored as data. The conputers are connected to each other by neans of

i nt er net , sdrARr ABdfithe haasth offiee; sevdve matilehtasnanpke2@onal data file for
recording activity schedules and activity results for each sales

repr esent at i ve Inatheagerveirt 10,semeperatingmysterhoam SRLcHatas serverngpdtwier m f or
recordi ng business activity schedule for a day, and is applicable for

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

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

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



prescribed period in the formof a managenent table, as well as dates of
last: visits, scheduled dates of "visits to be nade before the next visit,
and a.- 10 war ni ng di splay of custoners not as yet visited after
expiration of the scheduled dates of visits. The server 10 stores various
custoner data so as to permt automatic evaluation of the individual
custoners. Each sales representative cang thus make a schedule for the next
wor king day with reference to the custoner evaluation data. That is, it is
possi ble to determ ne the nunber of visits to be nmade to custoners
(distribution of business resources) through business analysis, and work

out an ef#wacharyg disslay pf austormess factmasngaeriissd aifteraskeinations Her fie
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personal information tools (PDA) and cellul ar phones. Operations in this
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illustrates a procedure to be followed for_entering an activity schedul e
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Applicable personal computers and portable terminals connec'ted to
the servers 10 and 12 include notebook-sized personal computers, as well as
personal information tools (PDA) apd cellular phones.

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

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

activity schedule input form for entering an activity schedule for the next



hone page) for the sales representative is displayed. On the main page, at
-least an activity result input formfor entering an activity result and an
activity schedule input formfor entering an activity schedule for the next
- 11 0 working day are. displayed (see Fig. 4). As shown in Fig. 4, the
activity schedule input formand the activity result input formare
substantially the sane. That is, the activity schedul e input formentered
yesterday is used today as the activify result input form The sales
representative enters an activity result for the current day in the
activity result colum (1). Then, the sales representative enters the date
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browser. As required, the prepared activ S are trans ted

to the supfldyods €He Adtevit et imgud fzal.i ons. Mre specifically, all the
details are automatically transmtted as an electronic mail to the

superior and tHphe sgltyaepraentacioniaierd addidtivnake AR N B ASJeVday
clicking a transm ssion button |ocated at the I'ower end. The superior

recei vi ngin hbe datizityaresnbcolmennge).t HEhewctlievesled abpid e ndatios tdntentlidie
screen. The superior having received activity schedule data froma
subor di natlateceinthe next: werkinged age dindsemteds has omhdr hssinegaiactititycsshedals t he
ii vity ,sck%keldul e t,hrOlCJ hdc_on_sul ttat iron (tWi tk; thevsal eS re rese_nlt at v(e. By
rel ati Hy thReadtifie schedulesinmtt forpe (tametromty vimtl schedpleotolunim (dr ns of
causall ty'I‘hiet o{)jséc soslgcizlgldiengt C%:hgl tslgyr;sesi)f customer to be visited tomorrow and
details of negotiation (when, where, with whom, what, how and to what
extent) are entered into the activity schedule input form (document) on the
browser. As required, the prepared activity schedule data are transmitted
to the superior or the requesting locations. More specifically, all the details
are automatically transmitted as an electronic mail to the superior and the
requesting locations (additional destinations) by clicking a transmission
button located at the lower end. The superior receiving the data can now
’ peruse the received details directly on the screen. The superior having
received activity schedule data from a subordinate confirms the received
schedule, and as required, corrects the activity schedule through consultation
with the sale representative. By correlating the number of visits to be
customer and the profit in terms of causality, it is possible to discuss
activities for improving quality and qdantity of conducts to the customer
previously with the superior. |

After actual business activity carried out in accordance with the

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



activities for inproving quality and quantity of conducts to the custoner
-previously with the superior. After actual business activity carried out in
accordance with the activity schedul e prepared as descri bed above, |ogin
is perforned to the - 12 server 10 in the sanme manner as_ descri bed above
to enter the activity result. The above-nentioned schedule of the activity
schedul e i nput formprepared during the last activity date is
automatically reflected in the result- dé8 um for today. If. the schedule
agrees with the result, therefore, filling the colum with result is

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

oceurs.  PLeRataly ol sameenthhek S0ULLBEd WIS CU LEOL, ol ol conplet od

by overwitin n entering an activi resu ectly

rel at ed tThesé’dd?v%-ﬁ%ﬁw(cﬁzmie&%'ﬁeéﬁle%ﬂtﬂé@%t%%?%ﬁh?@i fu PEEULEEEG N0 @

"report note colum" and a "bul I'etin ransmtting col'GRA™Y 3).
iy the dapR@l iy 14RNaRBAHE Aakd§s G AR 0L lte*n%c't'ercﬁﬂprtha '}%ﬁ{‘.ﬁﬁéﬁf}lﬂﬂngf’ and

information entered into the "bulletin board transmittin

stored i nfdtheoday.yelf the &istale ddreubi #lthi thé Sraltisphlerd, Hlinkhtmed! oo
representatives. Al nunerical data entered into the server’ afe

aut omat i cedluyns twitk desulttib @ontide tddabe pregsing aserdsbEed Rt fordbredliit byt es of
the personal ID. The stored nunerical data are automatically reflected in

conduct r¥&en @ ¢hamge ceulrsi pregeentiod of a treswlt Epotthfdr thldedur?ane dadd ks
character data are autonmatically stored i.n the database for prescribed
years as semplataddy QrervFip@r sonal | D.  The stored data, after retrieval

detail s, arew%ggbi ned, with necessary information, and the result is
omatically o neralerinelpepieyaly sasSulie infonmagionnnpbdingctly related to

sales result such as customer infofmation can be entered into a "report note
column" (2) and a "bulletin board transmitting column" (3). Only the
superior can peruse the contents of the "report note column", and information
entered into the "bulletin board transmitting column" is stored in the server
in a state in which it is perusable by all the sales representatives. All
numerical data entered into the server 10 are automatically stored in the
database for prescribed years as attributes of the personal ID. The stored
numerical data are automatically reflected in conduct results for a certain
‘ period of time. On the other hand, all character data are automatically
stored in the database for prescribed years as attributes of the personal ID.
The stored data, after retrieval of details, are combined with necessary
information, and the result is automatically or manually displayed on the
bulletin board. |
The customer evaluating method in the server 10 will now be
described with reference to Fig. 5. The profit ratio (degree of contribution to
profit) and the sales scale (degree of contribution to sales) of a customer are

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



The custoner evaluating nethod in the server 10 will now be described with
-reference to Fig. 5. The profit ratio (degree of contribution to profit)
and the sales scale (degree of contribution to sales) of a custoner are
four - quadr ant - anal yzed to automatically determne priority for custoners as
- 13 0 shown in Fig. 5. Taking into account the nunmber of days of actual
operation of business, a nunber of visits for a custoner is automatically
generated and set. As a result, it i'slpossible to apply a unique portfolio
for priority determ nation of customers, and thus to appropriately set
priorities of custoners. The above-nentioned four-quadrant analysis

The or i s anagon ¢ RS EHB, ot int AR SR BBl bRt 6

The ordinate represSents t ( egree of BRcY 1%y 012i t)
of the custei@hesd I ﬁu%f&rafﬁﬁﬁhﬁ§%xr QQU%?(??E%EI Qﬁtogﬁ%ﬁéalffgggﬁéaqgg;a%ed of

contribution to sales) of the custoner; stri 10N g

prepared §ar tRe A nebisultduial isC WwokSimes Stof th 5 0280 NYREJ cal
val ues and a correlation forrrulpl%a is Stga:élggllyataegmg?@%(ﬁ%a%gbtrlr% ?‘?lnéﬁ%HA

r ef er encedeguatinatiohs ofenataneds by ndeahas ofo tdyprepfiatdlpt s8N 56 AMHeg of R
square function); e) Four quadrants are generated around the point o?

i nt er sect ¢wstoofershe m ddl e point of sales scale and the reference
equation, to use as a judgnent criterion; and

he above-mentioned four-quadrant analysis (portfolio) is uniquely

calculated with the following prerequisites:

. a) The ordinate represents the profit ratio (degree of contribution to
profit) of the customer; N
b) The abscissa represents the sales scale (degree of contribution to

sales) of the customer;

c) Distribution graphs are prepared for the individual customers from
the above-mentioned numerical values and a correlation formula is
calculated at the same time;

d) A reference equation is generated by means of the correlation formula
(R square function);

. e) Four quadrants are generated around the point of intersection of the
middle point of sales scale and the reference equation, to use as a judgment
criterion; and
f) The number of visits to be made during a certain period is calculated
from the number of operating days of business on the basis of the above.

According to the above-mentioned customer evaluating method, it is
possible to correct excess/shortage of activities by causing an image display
for schedules and results of activities during a prescribed number of days.

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



r

f) The nunber of visits to be nade during a certain period is calcul ated
.fromthe nunber of operating days of business on the basis of the above.
According to the above-nenti oned custoner evaluating nethod, it is possible
to correct excess/shortage of activities by causing an inmage display for
schedul es and results of activities during a prescribed nunber of days.
When the activity does not reach a prescribed |level, an alarmcan be - 14

0 automatically displayed. A nunber of Misits to be nade to the customer
during a certain period (four weeks) is set on the basis of the custoner
eval uation, and efficient visits to custoners can be nmade by correl ating

the thus;ggimi cﬁgpléiy%ii? S MMl inhdle oE@ﬁ%L}f&n&?ﬁyﬁé: rfﬁggé 30'( ard ic%%o\fmgxl an)

for the next worki'hg day. Conducts can changed i h' T esponseé to
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invention provides various derivative advantage y I ncorporating 1nto

busi ness  esalRR@IdN, S0 WElicgen Fofsi X &TBhSondrsi BnPBS $hRUE bR ARl ol | Y
calculate an optimumvisit sequence and tine, and optim ze the sequence of

visits bythhé Rkt nohsbet offefsientweith dhenattivityisthbdarhedul vty Pladhernend
working day with nmap information. In the present invention, as descri bed

above, it nest morking dashnm Conductacanvid fintedpohbinged whaésgonse L6 RRAE tresulgad
done yesterday or today, but what should be done tonorrow (the next
wor ki ng day) (vhes business, activity whenpgemiat méethedanfl the preaéntextwnition s
reported to the superior for Iiaison and consultation before the preceding
day. MbrePEpWERS | ¥aripys dpevasiveemdyaptagese bydancorporpting dnto chrasigess f r om
ie conventional conce tolg‘{’ recorgeihn,% the reflection for today to working

a pl afUBBOFSOHR%RS h e hamadmett istrassitlee . autematinalyscalsuliesaml e to
previ ousl\t/) gli scuss.the matter with. . .

ptimum visit Ssequence and time, and optimize the sequence of visits by

linking customer entered in the visit schedule for the next working day with
map information.

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

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

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



t he superior to ensure effective business activity. By discussing how to
-change tonorrow before di scussing past results with the superior, it is
possi ble for the sales representative to change the manner of conducts and
customso as to take an effective counter-nmeasure agai nst problens or risk
in advance. In contrast to the conventional practice of handwiting the
report on a docunent, the nethod of the invention conprises entering
online details - 15 of daily report %¥Pa a browser, the transnitting the
contents tinmely to the superior and requesting |ocations, thus enabling to
reduce the tinme for decision nmaking. According to the present invention,

as descridfedaidP 8okt vEetAblowldie t}ﬁeiﬁ%nﬁfttih etﬂenx&memg tgﬁe;}%!éh%‘ ted
I t'he ut” conpr

to a report of past results as in t conventfonal "art, i S€s
prepar i ngsupegiiedutie ré Piest RDNbOWIdACLHEX lenabBhki BY BaAVke ARA tErﬂBOE&r
activity result on the basis of the prepared schedule. It 1s not therefore

necessar Wdetsiortmakmgpast nmenory when preparing an activity result report,
thus permitting reduction of the time required for reporting operation of

activity resul Actaalihg toetinr pregespanivagtiopeaatdestlibed Ase ihistdis fpased on

a nethod of reporting activity result on the basis of a prepared schedule,

it is posmethed b thepnuentionl isabot limyited tdat aepayasfdpaey tds@iltsags iimi fhe

result. In addition, the sales representative nmust consider today what
shoul d beconyrationabarb byt ¢rmprires poekdimyg dasdhediule ifsr tmmsitoie (the néxpr ove

t he purpose Qonsci?usn ss of the sales representative and inprove the

content s Vetkingiday) cind fepontaAciivdty srsultyprithe basis ofgherepared schedule.

‘ It is not therefore necessary to retrace past memory when preparing an
activity result report, thus permitting reduction of the time required for
reporting operation of activity result (daily report preparing operation).
Since this is based on a method of reporting activity result on the basis of a
prepared schedule, it is possible to improve reliability of data regarding the
activity result. In addition, the sales representative must consider today
what should be done tomorrow (the next working day), it is possible to

improve the purpose consciousness of the sales representative and improve

the contents (quality) of the business activities.



CLAIMS 1. A business managenent nethod for managi ng the situation of
-busi ness activities, which: enables each sales representative. to
previously prepare his or her own activity schedule for the next working
day; and after actual business activities, to prepare an activity result
report wth reference to said activity schedule already prepared. 4 2. A
nmet hod according to claim 1, which enabl es each sales representative to
prepare, in addition, a |long-term acti vty schedule for a certain period
of time, and to prepare said activity schedule for the next working day on
the basis of said long-termschedule. 3. A nethod according to claim 2,
wherein t g gngod of said long- termschedule data is for four weeks. 4. A
nmet hod according to ckaim1l, 2 or 3, which automatically perforns
eval uati on of each custoner on the basis of prescribed data, and nakes
data about said custoner eval uation perusable by each of said sales
representativesl. 5A BusiaemitrRinaigadehOmatHiANAGe MRt NSt thu%m ®n of
situation of business activities, conprising: a personal data file capable
of recor dbnginets hetsitiedamhiclacti vity result - 17 an activity schedul e
input formwhich is an input formfor recording a schedule of business
activities for enebleseachisales rgprsensative segrévousiyt @repage hasbi Wk Ywn
results; '

activity schedule for the next working day; and

after actua} business activities, to prepare an activity result report

' with reference to said activity schedule already prepared.

-
-

2. A method according to claim 1, which enables each sales
representative to prepare, in addition, a long-term activity schedule for a
certain period of time, and to prepare said activity schedule for the next

working day on the basis of said long-term schedule.

3. A method according to claim 2, wherein the period of said long-

term schedule data is for four weeks.

4. A method according to claim 1, 2 or 3, which automatically
performs evaluation of each customer on the basis of prescribed data, and
makes data about said customer evaluation perusable by each of said sales

representatives.

5. A computer used for a management system of the situation of

business activities, comprising:

a personal data file capable of recording at least daily activity result



an authentication. file storing data for authenticating each sales for each
-sal es representative; representative; and a processing unit which, when a
sal es. representative nakes a login to said conmputer by entering his or her
aut hentication data, confirns that the sales representative is the person
in question on the basis of the data stored in said authentication file,
and permts login only in the case of the person in question. 6. A
conput er according to claimb5, whi ch-ehablres said sal es representative to
log in via internet. 7. A conmputer according to any one of clains 5 and 6,
further conprising: a common information file storing general data

regar di ngfoBuatReases tdpreddiftativen to said activity schedule and activity
results, wherein: data in said conmon information file are perusable by any

sal es represennaddtyEtpbiesdulBanpubeosalveitichaR LS BBl oYS faUkBs:-BALSr ed
the data. 8. A conputer according to claim5, 6 or 7, wherein: |long-term

schedul e gidiedul®nf BusitkbaiadtipitidOfbrchetria®® vearkibg dagtadased fot e@Rthgsal es
representative in said personal data file. - 18 9. A conputer according

to clai m&tiviberesultsai d period for the long-.termschedule data is set as
four weeks. 10. A conputer aecording to claims5, 6, 7, 8 or 9, wherein:
sai d processi ngnurauthpntipaties €ilstssnringedataafdromuthémtitatinguéanintsates | y
eval uating individual custoners; and said custoner evaluation data are
per usabl erepresentagivesand sal es
a processing unit which, when a sales representative makes a login to

. salid computer by entering his or her authentication data, confirms that the

sales representative is the person in question on the basis of the data stored

in said authentication file, and permits login only in the case of the person in

question.

6. A computer according to claim 5, which enables said sales

representative to log in via internet.

7. A computer according to any one of claims 5 and 6, further
comprising:

a common information file storing general data regarding business, in
addition to said activity schedule and activity results, wherein:

data in said common information file are perusable by any sales

representative other than the sales representative having entered the data.

8. A computer according to claim 5, 6 or 7, wherein:
long-term schedule data for a certain period of time can be recorded

for each sales representative in said personal data file.



representatives. 41 0 11. A software programconprising: a step of
‘requesting an accessing party to enter authentication data in the software
used in a managenent system of the situation of business activities; a
step of authenticating login to the personal page of the person in
guestion, on the basis of the authentication data entered in accordance
with said request; a step of displayi g an input formfor entering an
activity schedule for the next vvorki'ngrj{ day for the sales representative

hi nsel f or herself having perforned login; a step of storing said activity
schedul e entered in conpliance with said input form a step of displaying
an activity result input formfor entering an actual activity result by
use of said activity schedule; and.a step of storing the activity result
entered in accd.daheemputer sacdrding %o claige 8 WHeyeiresaititpdridiforf eMont2. A
sof tware program according to claim11l, wherein each said sales

r epr esent gimecheduleatatarimsevgs fows weeks.ernet. 13. A software program
according to claim11l or 12, wherein a step of preparing a commobn
information.file which stores general business data, in addition to said

activity schedul e and activity result, is executed; and
10. computer according to claim 5, 6, 7, 8 or 9, wherein:

-

said processing unit prepares customer evaluation data by
automatically evaluating individual customers; and

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

representatives. ¢

L]

11. A software program comprising:

a step of requesting an accessing party to enter authentication data in
the software used in a management system of the situation of business
activities,

a step of authenticating login to the personal page of the person in
question, on the basis of the authentication data entered in accordance with
said request;

a step of displaying an input form for entering an activity schedule for
the next working day for the sales representative himself or herself having
performed login; |

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

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

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



data in said comon information file are stored and displayed in a state
‘perusabl e by any sales representative other than the one having entered
the data. 14. A software program according to claim 11, 12 or 13, wherein
said personal data file can record |ong-term schedule data for a certain
period of tinme for each sales representative. 15. A software program
according to claim 14, wherein the perigd of said |ong-termschedule data
is set to four weeks. 16. A software program according to claim111l, 12, 13,
14 or 15, further conprising a step of automatically eval uating each
custonmer on the basis of prescribed information; wherein: each of said

sal es repceseyt psweiman foemuse data regardi ng said custoner eval uation.

12. A software program according to claim 11, wherein each said

sales representative can perform login via internet.

13. A software program according to claim 11 or 12, wherein a step
of preparing a common information file which stores general business data,

‘ in addition to said activity schedule and activity result, is executed; and
data in said common inforthation file are stored and displayed in a

state perusable by any sales representative other than the one having

entered the data.

14. A software program according to claim 11, 12 or 13, wherein said
personal data file can record long-term schedule data for a certain period of

time for each sales representative.

15. A software program according to claim 14, wherein the period of

said long-term schedule data is set to four weeks.

16. A software program according to claim 11, 12, 13, 14 or 15,
further comprising a step of automatically evaluating each customer on the

basis of prescribed information; wherein:

each of said sales representative can peruse data regarding said

customer evaluation.



