METHOD FOR CROSS- PROMOTI NG COVMUNI CATI ONS SERVI CES BACKGROUND The growt h
and adoption of w de-area data networks such as the Internet have enabl ed
merchants to offer a nunber of new services to consunmers. These services
often center around data manipul ati on and storage, and can be provided to a
| ar ge nunber of consuners w thout significant setup or operational expense.
As a result, nmerchants often provide these services to consuners gratis,
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aggregation (that is, collection and sale of data about consuners’

preferences and habits) in hopes of c¢reatin vi abl e busi ness.
Unfortunately, operating a service &f@k@&ﬁwm S manner engenders a

feeling of entitlenment to future free service anbng consumers.

Consequent |y, ner chwn&gréwmﬂaﬂd ad@&bﬁéﬂ@mwet&eaaawﬁ&mms §&dihVisa®e whi ch do
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service is conpesferncedindBghitd) in Aopensfui@itirighs eidbl MsmésbeUﬁfwnﬁﬁtélp, pay
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BRI EF DESCRI PTh hhtfFe AEEERMNY HShg consumers. Consequently, merchants find it

difficult to provide new services which do require significant investment or
operating capital, because consumers are reluctant to try a new service that is
not free, yet many services cannot economically be provided for the amount of

money that can be earned by advertising or data aggregation.

Merchants have commonly addressed this problem by simply offering
the new, expensive-to-provide service gratis (and at a financial loss) during an
introductory period, in the hope that consumers will find the service valuable
or indispensable and continue to use it when the introductory period
terminates and the service must be paid for. However, this all-or-nothing
approach does not work well given consumers’ feelings of entitlement to free
services; even if the new service is convenient or useful, a consumer faced with
the choice to “pay up” or get out will often grumble and stop using the service,
and may become annoyed enough to abandon the merchant’s other services

as well.
BRIEF DESCRIPTION OF THE DRAWINGS

Embodiments of the invention are illustrated by way of example and

not by way of limitation in the figures of the accompanying drawings in which
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Enbodi ments of the invention are illustrated by way of exanple and not by
way of limtation in the figures of the acconpanying drawi ngs in which 1

| i ke references indicate simlar elenments. It should be noted that
references to "an" or "one" enbodinment in this disclosure are not
necessarily to the sane enbodi ment, and such references nean "at | east

one. " Fi gur e 4i6a0tdltedinditee RitaOliehbfisc ARRAEAYLE ol irFRYerbRonbavel ved
in one or nore enbodinments of the iInvention. Figure 2 depicts an enbodi ment
of the inventi‘@n”wné&pae’hembodimentsn thigidisdessse arpenotaraspssarilistostiesamet o

receive Y facsjy i 0} rchant's systemto
transmt X facégﬁgnécﬁg{%%gga}g&@?ﬁ?eggg&g%%t §?zlieat5g§rslélTﬁl e interaction between

a custonmer and an autonated server, in a service provided through another
embodi nent of the Figurert depictsRETOVdrEROWDHSBRICPTIpONents thagmay be involved

i nformation-services real and rtigul.arly.in the realmof comunication
services, a silﬂgﬂng 05&}1?1&?%?%8%1 é)n%ﬁogg}%vllggeéé(tf%rnoften of very small val ue,
yet the ability to obtain that service at any tine is inportant and

val uabl e. This di sigute)2 depicifdremhboldinrent bétheringemijors whecéinrascustomémt er net
services, for _exanple. Currentl nost busi ses .charge a fee f.

general i zed | n‘?’ﬁ? Hats t%gég%rgéax%%%/yﬁ%?%pc%py %SW FAESHSAt ??é]ﬁﬁ U¥o not
i npose any exttha m&BRdrgs @@fem@uaﬁsm)@ﬁtgnﬁremgﬂed, nunber of websites
visited, or nunber of eléctronic nail nessages sent or received, although

it would be technqlogically feasible to do.so. A further econom c pressure
that favors pay-foﬁ{lﬁ&fi Q#Fﬁst%ﬁ’%é?‘lfe ‘[S'g‘if“tbcﬁ}ob‘ffg@eﬁrai %sﬁﬁn?rsan[cﬂ%n hi gh
(relative) traftgeshicdsce0s irds 366/ Hidvidddnthss@gt ansibee bbyditabnteof the

transactions. As previously noted, the value of receiving a
mvention.

DETAILED DESCRIPTION

In the information-services realm, and particularly in the realm of
communication services, a single performance of a service is often of very
small value, yet the ability to obtain that service at any time is important and
valuable. This disparity is reflected in the pricing structure for Internet services,
for example. Currently, most businesses charge a fee for generalized Internet
access (hourly, or more commonly, monthly) but do not impose any extra
charge for amount of data transferred, number of websites visited, or number
of electronic mail messages sent or received, although it would be

technologically feasible to do so.

A further economic pressure that favors pay-for-availability over pay-
per-use pricing is the high (relative) transaction cost associated with small
monetary value transactions. As previously noted, the value of receiving a
single performance of a service is often very small. However, there are no
viable, widely-accepted micropayment systems that would support a pay-per-

use pricing scheme for very small transaction amounts. There is simply no
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single performance of a service is often very small. However, there are no
vi abl e, w del y-accepted m cropaynent systens that would support a pay-per-
use pricing schene for very small transaction anounts. There is sinply no 2
efficient way to sell a service for a fraction of a cent, or even for a few
cents - all commonly-used paynent nethods have a transaction cost in excess
of that a”“”géfﬁcileﬂt &Qg & TRPL LR e foMql"fﬁ%ti MYER LM or E4U B aGER Henftf fErS @
custonmer credit toward one service when the customer uses another service.
(Note that t el comnmonlyssseshpaymert metbhadsbavt a tiansadiipascogbinsexesssoof thait i t i es
wi th which th%a chant has an existing comercial relationship, as well as
persons or enti7es" with which the nerchant is attenpting to establish a
new rel ati onship.) The nerchant can maintain an account of these credits,
whi ch obvi at es t he Ipookleerhodifmedeaf thegniventiomlithe mendieat pifenpanustorfrien

current-dol lar_ter t he range etween zero and a few fens o ts, for
exanpl e). Fur t%‘é‘?lﬁg(?‘g?mﬂ € sr?ﬁ%ﬁ? qu}]ein\rg%‘es?%tﬁn}fﬁ uggsc%rllé]tﬁ ?r %Eﬁﬁ Cﬁé{l\é?itgﬁl?gtcan
fine-tune the the egii “afst@ned asmasel hebdir indledésspdryorisharentities avitly wihichl the

mer chant of pt(}%/lsi al goods who operateai alﬁhﬁgih%al custoner | oyal t@gﬁrogram
Di fferent credPFrCAABLTRSAN EXIS{INE RATVGEFG CERBRAT IR, 51 E'S 25 PEISORR OLFHHShas ed
on the behavi Gifth WiaciBiahafthant@Rt RniirRte@ufaBlsh 8hedl REMIRED.) TiY
example, if the merchant offered services A (which was inexpensive or free,
and wi del y usdB$rchapt @nmpinstnsagiccoantafitheseyrredife waiiciobyagssdhe peoblem not
wi dely used), A 1552‘% - L | dit toward
B each tine a (%:fudseff‘;l gir{ré?n %ggg%&%ﬁ% ve??ngsglﬁccglﬁgﬁpg%l@% zgr}é)glljegrtagl%gr had
begun to use Batwgen aelojand & éewntershefrmentso forcexamgde)e Eurthermprdby ear ned by

using A or tr I 1 - onl | e .0 ul d earn
credit for fut%?%t%gﬁ%osﬁﬁmbgggggg tB e%%%b%%@%n%o%gﬁer@%?%%%ﬁ r%e{\,ionvention
are wel | - sui t edutlonmre pretisely thanamanet typidal merchant of physical goods who

operates a typical customer loyalty program. Different credit amounts,
including fractional credits, can be given based on the behaviors the merchant
wants to encourage or discourage. For example, if the merchant offered
services A (which was inexpensive or free, and widely used) and B (which was
relatively expensive to provide and not widely used), it could encourage users
to try B by offering a credit toward B each time a customer used A. However,
once a particular customer had begun to use B regularly, the merchant could
reduce the credit earned by using A, or transition to a B-only credit plan, where

a customer would earn credit for future performances of B by using B.

Embodiments of the invention are well-suited to providing a variety of
somewhat specialized communication services. For general communication
services such as telephone, pager or electronic mail service, the mere
availability of the service may be so valuable that consumers are willing to
enter into long- or indefinite-term, monthly service contracts even if they do
not always use the full amount of service to which they are entitled. However,
for more specialized services such as facsimile transmission and reception,
voicemail, conference call management, or oral recitation of textual data by a

machine, a customer might be unwilling to enter a monthly contract when it is



somewhat speci al i zed communi cation services. For general comrunication

servi ces such as tel ephone, pager or electronic mail service, the nere

avai lability of the service may be so valuable that consunmers are willing to
enter into long- or indefinite-term nonthly service contracts even if they
do not always use the full anpbunt of service to which they are entitled.

However,  for REGaisReRétALE BEWiS Q5 HHRRErEHCA AMSnASE iBilag nidr@RBUCRST on and
reception, voicenmail, conference call managenent,” or oral recitation of

textual data Bgrvacesiauld heexcellentswndidates ighpaywetmise salengirategieniart fer mont hi y
contract when soh%aﬁﬁ&'&f Gistcﬁéééd)"{@%%cggb% eﬁ)’(&geﬁ*bllé%eseimﬁeﬁﬁh‘fh ghadl! 1na

particul ar nont C Services cou _ ent candi dates ftor
pay- per - use salegewry by epplying thetfrdadionak eredié ascarintiogdnddinsentéeesystem  may not
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feasible to offer these services on a pay-per-use basis. In an enbodi nent of
the invention, a mimehambelimentsf the ietimn, a Guerhartcachas? Giobebl | ywood,

California, could offer. facsiym.le racepti on and  transn SSion services to
TS cuStomers. GHgns SEHRI Moot FRltoRbiar inld otRE Pt b tseepton fd
comuni cat e wittdhstrtigsion s@vides t@its cusdtbress) Botin®dtices maysreqRire @guipghent

' wever, for sending

expendi ture may ,be necessary to provjde those .services, .

facsimiles, o@hBAGIBNGRF Frrfocharpeacaieavith Eaditanal FReamilesRIBBERHP servico
may be nore expgRSdayfal SqRnd¥udemalbéSnecdsatyetd ;%rd%&éﬂﬂmo@@semgl ble to
provide facsimle reception servicés for free, the nerchant could not

provi de transiie¥ews fasondieg fagsimbey, outhaugidrgllingchaigevarsalsoBpcappilyi ng an
Eransm ssi on' e g B B B Rt ory
period (by gipossiblesdoqeoviderfacnimie receptibnservicesfeniree,tba marehintspyuldanet
ransition SOl ARsd bilBerk e AR ShandBiy MRR4USecler?8) Upblyhde bR

embodiment of the invention, the merchant could introduce a customer to the

transmission service on a basis that is equivalent to a free introductory period

(by giving a certain number of free transmission credits), and transition

smoothly over time to a pay-per-use model by adjusting the credits given for

the customer’s use of sending and receiving services, ultimately arriving at the

point where the customer would have confidence in the commercial

relationship and would be willing to leave funds on account with the merchant

to pay for future facsimile transmissions. In one specific application of an

embodiment of the invention, a customer could earn credits to send a first

number of outbound facsimile pages each time he receives a second number of

inbound pages (both the first number and the second number being selectable

by the merchant).

Figure 1 depicts a number of elements that may be involved in one or
more embodiments of the invention that involve providing fax and voicemail
services. A merchant such as j2 Global Communications of Hollywood,
California, may maintain one or more co-located data centers 120a, 120b,

which may be located in diverse physical locations. Such diverse locations may



the custoner's use of sending and receiving services, ultimately arriving at
the point where the custoner woul d have confidence in the comerci al

rel ationship and would be willing to | eave funds on account with the
merchant to pay for future facsimle transm ssions. In one specific
application of an enbodi nent of the invention, a custoner could earn

credits to sepd cﬁoiénrtétfaaﬁtm@@dm&fcn&sgmunﬁﬂ:aee%ém tepRARSWARGHInG | Me he

recei ves a second nunber of inbound pages (both the first nunber” and the
second nunber stagions (nadisbowan ithat ase partof garubdigswitched delephangjpgiwars a nunber
of elements t g ?}' ObEOhﬂt\!ccH Gol fl&a‘f’ﬂa‘?e one 1Fc Qe OB q’)fﬁ delfe

i nvention that I'nvolve providing fax and vol cema servi ces: mer chant

such as j2 lGI bbaiusetmeyualiova theesnnectedahaghinesdo be@téﬁsédrﬂh@ughﬁhe RaThit SI n one
phystcal T ocabd oo Hdneilsahe 45 BBesta8  jotiBificlaity pRind fGAbEH, 1o 5t 0o o

connecti ons 1laiaamplblﬂfka ctoelolcmuedldaltaatemémas plated:in My@ﬂmamﬁser(ﬂhet shown)
that are part of a

svmt phone PST 110
Connect tone  sori Rarpfepuld Hrceaagects PerESiye BeRianesals Because
they all ow th@tmrpmte@dmme)m aAd 16%- é&@eﬁﬁﬁ@éﬂﬁdotahﬁmﬂ@lﬁ dther 1BSdthdbnshiyt a
| ocal phone nynber (as oppagsed to | qng- di st ance phone nber). For
exanple, if a]%nlré%%‘{‘éﬁa"@ taseslhf:% RAB%edptPé’EZH’mﬁ Be ofafesin t hen t he
connect ed naclidagsa, GoHtArhace and receive inexpensive |ocal phone calls to
ot her phones in Tokyo, and |ess-expensive calls to and from other |ocations
In Japan, as conpared to such calls placed to or froma machi ne | ocated in
Geneva, Swit zer| andhe ferdogard éétatC@atea%lmy&@ﬁtaémé Wb AHISSTYEr UnGHeBEr of

server functi gpg, aSieh S@ﬁre}‘"ﬁ’l %?éc‘ﬁ%hclx%%ﬂ (@-h‘é‘f%%@ﬂz‘e? 5 datd s 8edvhr 89, Ver
122, dat abase server voice mail server fax server 125. Each
f unct i on may Weicgirsail $etmelel;24 and fax server 125. Each function may be distributed
among a number of physical machines, or a number of functions may be
consolidated in one machine. The machines may be connected to a data
communication network 126, which allows them to communicate with each

other and with a network routing and/or security device such as firewall 127.

Each co-located data center may be able to communicate with other
centers and/or with a central data center 150 through a variety of data
networks, such as private data network 130, virtual private network (VPN)
135, and/or public data network 140. The Internet is a well-known example of
a public data network. Data transmitted over a private network are relatively
secure against eavesdropping, but data transmitted over a public network such
as the Internet may be exposed to third parties at many points. A VPN uses
encryption to transmit data securely between two locations over either public
or private data networks. Data are much less vulnerable to eavesdropping and
modification while in transit across a VPN, so the computers using the VPN to
communicate may not need to encrypt their data separately to protect it,

although such encryption may provide additional security.

The merchant may operate a central data center 150, containing server

functions such as file server 151, database server 152, web server 153, and

5



anong a nunber of physical machines, or a nunmber of functions may be
consol idated in one nmachi ne. The machi nes may be connected to a data
commruni cation network 126, which allows themto communicate with each other
and with a network routing and/or security device such as firewall 127. Each
co-located data center nmay be able to communicate with other centers and/or

with a centraknfatarfenbel EdchGet i dusittich Magibetdisteibudal acrofed Waklbsr opuUch as
private data network 130, virtual prlvate network (VPN) 135, and/or pubI iC

data networ k Phpsicalireaqhines, qeseviesalsersr funciinns resnhprenselidaiedpme siagleat a
net wor k. Dat aghgaea%l%&&ﬁﬁe BLH rﬁadﬂiﬂé’ﬁfa? beebWREMHediFa h@llv@&fm%bywmc ure

agai nst eaves ppin but data transm

over l[ic network such as
the Internet WM@V&@@E@@ tp@rtvhtqdlatﬂaletwwsdﬁorﬁéﬂﬁ sg8b.ansl/onpublicuses
t t '
oubi 1o o pr CoERIPAr S IR SEEN & plnbSHCHREHnL MR BF SlduPHES dBKRE B A1

eavesdr oppi ngfisewdall d%fdi fi cati on while in transit across a VPN, so the
conputers using the VPN to commni cate nmay not need to encrypt their data

separatel y to pr ot gaL ) fenarlolaRe-2UEH ARGHUALLONN I AT OHbARRATLE | Onal

security. The merchant tay oper a centr center L Phi ng
server funct itloniswventon aslhdd faxs&acl‘émesn"o)m andacmatmnass'dto/m@ﬁﬂto theb server

153, and 5 emmj ver Each serve ti on e distrihu ed (acr oss
2 muber of | DR SEIeRat Al alind e Enilagefanerlof utPieS ayditetic

consol i dat ed Witl'ﬂse&trft@!; prownbafd;byahe mﬂta’ﬂQov&aﬁﬂamk banscsfnnected to
a network 155, (g OVIwglgl acce to prlg%e&gata gw&)ﬁorks 130, VPNs
135, and/or pG%‘F‘P@teraéﬁéla’h i le‘EFY ctg Yiog &a?nd/or
security devi genssikasor tbithewetworkIfirod %@ar@ﬂﬁi‘ﬁﬂt s custoners and ot her
participants in an enbodi nent of the invention include fax machi nes 100 and

custonmers who connect tg the
A specific example of the way in which facsimile reception could be

provided may be explained with reference to Figure 1. A person who wished
to transmit a facsimile to a customer could send it through PSTN 110 from his
fax machine 100 to a fax server 125 located in one of the merchant’s co-located
data centers 120a, 120b. The fax server could convert the facsimile signal into
one or more tag image file format (TIFF) files. These files could be assembled
into an e-mail message and sent directly to an e-mail address of the customer
by e-mail server 122, where the customer’s e-mail address could be obtained
from database server 123. For added security, the message could be encrypted
prior to transmission by formatting the message as an S/MIME message. The
customer could view the facsimile by retrieving the e-mail message, decrypting
it if necessary, and displaying the TIFF file attachments.

Alternatively, to provide increased security without the difficulty of
maintaining encryption key information for each customer, the merchant
could arrange a VPN connection from a co-located data center to a data center
serving a number of customers (not shown). The e-mail containing the TIFF
attachments could be transmitted to the data center serving a number of
customers securely over the VPN, and could later be retrieved from the second

data center by the customer.
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PSTN by nmeans of a land Iine 101 or a cell phone 102. Customers nay interact
wWith services provided by the nerchant over a data network by neans of
conputers 165 and 170, which may be connected directly to a public data
network 140 or to the network through an ISP 160. A specific exanple of the
way in which facsimle reception could be provided may be explained with

reference to Figur erson who r ac5|mletoa
custoner coul d sen E‘YettWﬁbﬁféﬁe%ﬂ%e%q’s&gﬁéﬁéuw%&% Tﬁ’é to a fax
server 125 | oawbsagpeifromrits @iloth&dmiata:&mﬂéfﬁ%m&mebﬂe;dmedakafaém\érs 120a,

120b. The f d. f I m '
Lag | mage 11 EE AR T0Ei SFiasbiraldate BoRer 1aF ChiPactssv AL EuhBIeEn™ nto - an

e-mai | messaggaan@ntethedITFB GitayhienBrogldibe ferﬁddéce&&nofhetdamaﬂuﬁéss by
e-mai |l server 122, ere the custoner's e- ddr ess uI d be abt ai ned
fr om dat abasecR@YPiec, 304 stqrgd o slptabase servey énfr?e’é‘% tog - @ae encrypt ed

prior to tr anﬁ{&%\'ﬁﬁ&ugi/ FE Qér‘lﬁ"rém"rﬂe Eﬂﬁam?e?%éﬁﬁ@ﬁ) AR oM’ mﬁ@r The

custoner coul d vi acsimle by retrieving the e-mail ne
decrypting i 163 ¢r Hdeiferming thegustonsr shatricfacsisnile s available foa¥ievings.

A ternat | Vel Vayt @uRb0id d6uld\eh SR8A0 e R U AP LSS b O

mai nt ai ni ng encry tioh Tof each custoner,
could arr angedata\z‘msvvodnhﬁb wisiong o seguregprotedobsiathens AT BS carthenticate ingalfa

CoMLEr Y U5 TRl BUEA bRl A0SRl JUE-GpTRL EBN
of custoner Samﬂaduweﬂl()'ad)aﬁdlsplm? teFcsinnite ol the ldatabasbsenvet 132 Tatk from t he
Y AT ML RE AT T
120a secur el ydiw areahsa@ dp@tééﬁ’é\a b enagptibA WHikShdifg itfanisAiled 8BLL 8he dat a
center 150. Once recei in the central

place to another.

To provide facsimile transmission services, the merchant could accept

electronic mail sent from a customer’s computer (165 or 170) to the merchant’s

mail server 154. This mail could contain a destination facsimile number and an

attached document or image file to be transmitted. A server in the central data

center could determine which co-located data center would provide the best

connection to the destination facsimile machine, where the best connection

may be selected on the basis of geographical proximity, low outbound calling

cost, quality of connection, or other criteria. Once a “best” data center was

selected, the email could be forwarded to the email server there, and then to a

facsimile server. The facsimile server could convert the document or image file

into a format suitable for transmission via‘facsimile, and then connect to the

destination facsimile machine and send the converted document or image.

After transmitting the document (or after attempting but failing to transmit the

document), the facsimile server could transmit an email message notifying the

customer of the result of the transmission.

In another embodiment of the invention, voice message communication

services may be promoted. A customer could be provided with a telephone



data center, the TIFF attachnments could be renoved fromthe e-nmail nessage,
encrypted, and stored on database server 152. Then, a notification e-nmail
nmessage could be sent fromthe e-nmail server 154 to the custoner's conputer
165 or 170, informng the custoner that a facsim|le was avail able for

viewi ng. The custoner could connect to the nerchant's web server 153

t hrough publi mqjae%_ \é\?ﬁxll% usi ]plgg, ; IPS,

aut henti cate (kflll nse ?hé}f.i%) he vaeéh{tgt’osﬂe{?d\)/l!ie}%H t@ahr USFF%&% g‘ﬁa‘gﬁg{ﬁ‘?‘%eﬁﬁ CEﬂIE

chal | enge- and-pagyphals ¢he agudrerdie wankil baskieddd leavedi wpikamessageffactieri | e from
t he dat abase seryver . Thi al | oVl I rity
characteristi ggsth}:eg.a‘g@ep r?em??i‘lsg F?ﬁs% ggéﬂd%egg@\raé% é\ﬁ‘/ﬁsg‘gm%% eg'?) gﬁu%@x%ﬁ
encrypti on whith®ughiebgrttordnamltdredthér mearenend pha cetrieve dnotritessage Bohisr ovi de

facsimle transm ssion servic t he merchant coul d .accept . el ectroni ¢ mail
sent froma cﬁ?f‘brﬁeéﬁgn‘@%%ﬁlﬁ' zﬁé fnfé%agSFO’i%e fAvEREd R c%hﬁlegomﬁwg?r erver
154. This mai landadrdntiasd directly §68 hefadriQiidrassifithe eustofiee/ withouithe attached
docunent or imagi file to be transmtted. A server in the central data

center coul d d&ediofteee Warcdnet iheaneshaniz sYSEAs er woul d provi de the best
connection to the destination facsimle machi ne, where the best connection

may be sel ected onyd b ddasd:é of facsRRl ARTYIe FbideRXil Fckitioh and datshaiend cal i ng
cost, quality of connection, or other criteria. Once a "best" data_center

was  sel ect ed ranR@isSH fereises dhp empedineniod thoinvretiensepickst g@phialy & and
then to a fagslifel@wsldSirmil Bt ARRHlaflt oo R ¥ eFarkRtl | EARKAE bablicrogourent

or image file Tnto a _ l'e for transmssion via tacsimle, and
then connect tcustomer eads timeathiesnstomesiredeieesnfieoice saihuhessages onéacsiotileer t ed

docunent or i f L ek transmiting. . Iy Aft i ng but
failing to tr?ralggﬁs’tw lﬁﬁé S(dgcg:@rrém%r% q%ﬂeﬁ%ggg?%ﬂ@%%%\g}gr%éolﬁ%’egqi&rtg)%%?ﬁt an
enai | message imeger Thagnérkkant2ddtvoord prbvidea tebephione ofunlier 202do¢he ssi on. I n

another - embod! {1RRt, 2505 \intftRE I8P hone G RbIrR 8 dSmtRATH T £3Vi8 206
maintained by the merchant that can record voice mail messages and/or
receive facsimiles. The customer could give the telephone number to third
parties 204 as the customer’s own voice mail or facsimile number. When a
voice mail message or facsimile is sent to that telephone number 205, the
merchant’s device 206 receives it and may retransmit it to the customer, store it
locally, or forward it to a central repository for later retrieval by the customer.
In addition, the device 206 may notify the customer that the message or
facsimile has been received. When Y messages and/or pages have been
received, the customer’s account 207 is credited so that the customer can send
X facsimile pages by using the merchant’s equipment, according to the method
described above. After transmission, the merchant could deduct the number of

pages sent from the customer’s credit balance.

Another communication service that is suitable for promotion though
this invention is conference call management. A merchant could provide a
telephone number to a customer, where the telephone number is connected to
equipment that can receive multiple callers and connect them in a conference-

call fashion. The telephone number could be dedicated to conferences hosted



services may be pronoted. A customer could be provided with a tel ephone 7
nunber that is connected to inbound call processing equi pnent. Wen a
calling party dials the nunber, he would be asked to | eave a voi ce nessage
for the customer. Wen a nessage has been recorded, the custonmer could be
notified through electronic mail or other means, and can retrieve the

message at hi gy thelfstofher bt #1cBald VeANbcatddCorTP $SRAPEraaAY 16 tREGRMEF t2d | nto

an electronic format and transmtted directly to a network address of the
cust omer, wi t Hisoited time. need to store it on any of the merchant's systens. In
the context of facsimle and/or voice mail reception and facsimle

transm ssi on servi nﬁﬁ%ﬂi’d 3 . i 1 et ically
in Figure 2 woul d%gtz)rt}rlr%{'&t e mar&1 gﬁgtr?telq{l%etﬂgg ? ig%ﬁ?x%%{e?gﬁgﬁl&?&%sgg}%??%ﬂl e
pages for a dhistiovetionds loralireeitdtivn efdettuakedate ddenhy esnsumeisaeceivd | messages

or facsimle . . Where X" . "X - | nd " X"
need not be aﬁgﬂﬁﬁﬁgagﬁﬁeﬁeﬁg)ér&gf@ﬁrghﬁﬁraﬁéﬁs\%uﬁq grq%%“/lli égogh%?gﬁé%}%%e nunber
202 to the cudowewdsr, 2ben ahstenthiacketheptecessanueduapnvens te petriece endfar a

devi ce 206 naintained t he nerchant that, can record voi.ce il ssages
ondl ot acel VBV RCBE AR e P Ro8 PrOTGiErc B Ra oSt He PSR bor ¢ o
third parti esoR@dunizafelietcthel@ERIME rAANbY Qbdfal. Mhilid sepvick @bfip¥iske nunber .

When a voice muail, nessage or facsimle iis sent to,that tel epho nunber
205, the rmer dREAYING el SleRh T Al rpEa tha CUsRINGFid B Y RBLAR 1A] §atp dhathe

customer, St OfRe khistohfef Wibhes tBrre%‘échtih% tHPdBa GBI realingSP RS tHeQu¥ton@r | at er
retrieval by the custoner. In addition, tThe device 206 y notify the

customer t hat aveethessdegytelephonegesnetion. Rhgidsatificatiemiloedionywrdredding sages
and/ or pages Qg}{eéu%ﬁ%rf&w}?gn ah%&uata&@ﬁai@ s&g&gﬁ.nt 207 is credited so

that the custoner can sen acsi e pages Ing the nerchant's
equi pnent, according to the nethod described above. After transm ssion, the
mer chant coul d deddgtothérecommpyeicatibn service that is suitable for promotion through

this invention is “find-me/follow-me.” In this service, a customer can obtain a
special telephone number that is connected to a find-me/follow-me server,
which is capable of locating the customer and connecting calls to him based on
a set of rules and other information. Thus, calls from certain originating phone
numbers might be forwarded to the customer’s home phone, cell phone, or a
phone near the customer’s present physical location (if that location was
known). Alternatively, unwanted calls might be directed to voicemail or simply

dropped after a notification that the customer was “presently unavailable.”

A sample interaction with such an automated attendant is depicted in
Figure 3. The customer 301 places a voice call to the automated attendant 302,
and issues a request to “read e-mail,” 303. The attendant responds with the
number of messages found 304. The customer instructs the attendant to find a
particular message 305, and the attendant responds with information 306 about
any messages located. Finally, the customer can instruct the attendant to read
the message 307, and the attendant complies 308.



A

pages sent fromthe custoner's credit bal ance. Another communi cation service
that is suitable for pronotion though this invention is conference cal
managenent. A nmerchant could provide a tel ephone nunber to a custoner,
where the tel ephone nunber is connected to equipnent that can receive

mul tiple callers and connect themin a conference- call fashion. The

t el ephone nunber Cﬁ%ﬂlgg%ﬁf%eﬁﬂoe&let&qgaﬂiagxy?ﬁﬁqﬁtﬂ §{tecﬂa€o@1%rthe cust oner,

or it could be alloca enporari e custonmer for a limted
ti me. Anot her connmumicatidn smvia:es \beyend Haiseidiscaissedapleridusty, waoatsoiben t hr ough

this invention_is gr(f%}l]rec Ita R0 q/f .extual data. Many consumers receive
i nformation i APTRING Fr&ea'ngro ‘ﬂﬂ’gﬁ Bl ectronic mail or other channels.

However, when a customer |acks the necessary equipnment to retrieve and/ or
review the infor nai[’bss‘ibleq;rprmﬁmnqmttehusanth@b o&krﬂrgctoewsnﬁeXifmdsimﬂat ion and

comruni cate it to sef ul S v ce co

otei i ma o v eess tos g By Polce gl REStgee Shircs BRI RS RIS IS data
that the custaRRictablénesithQnt 6Veber 6iqiged Or hftsahRt an alitler @izedtivg, bt to the
custonmer over the voice tel ephone connection. The |dent|f|cat|onrﬂéocation,

and reading dEnfoR NAEFRTER fiRAgss OnmesTAzEs BERINE of dtpe Sy 3¥hot her

commnl cation v@&'kaP&otanﬁth s SMink A& r0dxcBssBhb (Pféetﬂy’g@b'%‘meﬁﬁhfgh*t g¥ention
is "find-ne/follownme." In IS service, a _customer can obtain a “special

t el ephone nurrt’%llled&faﬁtn a}@r@mﬁ@ﬁa@@d@t@r@ﬂeam the mrenchant, m«éu@femayr which is
capabl e of | og drg&a%{gu&uéﬁeiﬁ‘e&arﬁél}g a%‘}@{fﬁ&&iffa&s%{ béridifl cfé'sﬁﬁ%ﬁ%rqgr a set

of rules and ot ormat1 on. romcertaln originating phone
nunbers mi ght vioburhe exeeedéng & certaia mlmbelrtérpagema’dterphterferorrwidn pdttams  or a

Rnown) | A t er a3 PBHnE AR BERRle R BH Gl R Rt A R " or
sinply interaction with an automated attendant to review electronic 1nformat10n in

exchange for receiving or transmitting a number of facsimile pages.

An embodiment of the invention may be a machine-readable medium
having stored thereon instructions which cause a processor to perform a
process according to an embodiment of the invention. In other embodiments,
operations might be performed by specific hardware components that contain
hardwired logic. Those operations might alternatively be performed by any
combination of programmed computer components and custom hardware

components.

A machine-readable medium may include any mechanism for storing or
transmitting information in a form readable by a machine (e.g., a computer),
not limited to Compact Disc Read-Only Memory (CD-ROMs), Read-Only
Memory (ROMs), Random Access Memory (RAM), Erasable Programmable
Read-Only Memory (EPROM), and a transmission over a data network such as
the Internet.

The applications of the present invention have been described largely by
reference to specific examples and in terms of particular allocations of

functionality to certain hardware components. However, those of skill in the

10



dropped after a notification that the custoner was "presently unavail able.”
A sanple interaction with such an autonated attendant is depicted in Figure
3. The custoner 301 places a voice call to the automated attendant 302, and
i ssues a request to "read e-nmail," 303. The attendant responds with the
nunber of nessages found 304. The customer instructs the attendant to find a

particul ar negsa@l] RRegni2b thdthetedhdte et QARANMSvioes thaly Q) B@hiRRot346
about any nessages | ocCat ed. Flnalﬁég t he custoper can jnstruct” the

attendant to s mapeergisdaspd, 3pd thathird wareandspinaredynshirralitgomy e | ¢

wi |l be appar eidibrdtinBhe 1AIpRM I dflcobPerifg A cHiAgd or0kP e

conmuni cati on services, e%ond hose di scussed pgeV|oust, can al so be
pronot ed by mparformedbe singlertevige. Sudswirintionp ppddmpdempatationpnard ncl ude

of fering 10 { taR8Mlod(d BE S chEnd RRERSIARE tf HEtofiBlyifALHis VOI ce mal
nmessages or facsimle pages ‘received, up a sel ectabl e maxi mum of nunber
of pages or nessages in either direction, or up to a maxi mrum nunber of
pages or nessages per unit of time such as a day, week, or nonth. Pages
transmtted in excess of the free pages earned mght be billed at an
appropriate rate determ ned by the nerchant, which may incorporate such
considerations as reduced rates for certain destinations or for vol une
exceeding a certain nunber of pages. Alternate pronotion patterns include
offering a sel ectabl e nunber of m nutes of conference call activity or
interaction with an automated attendant to review electronic information in
exchange for receiving or transmtting a nunber of facsimle pages. An
enbodi ment of the invention may be a machi ne-readabl e nedi um having stored
t hereon instructions which cause a processor to performa process according
to an enbodi nent of the invention. In other enbodi nents, operations m ght
be performed by specific hardware conponents that contain

11



hardw red | ogi c. Those operations mght alternatively be performed by any
conbi nati on of programed conputer conponents and custom hardware
conponents. A nachi ne-readabl e medi um nay i ncl ude any nechani sm for storing
or transmtting information in a formreadable by a machine (e.g., a
conputer), not limted to Conpact D sc Read-Only Menory (CD-ROMW),
Read-Only Menory (ROVs), Random Access Menory (RAM, Erasabl e Progranmabl e
Read-Only Menory (EPROM), and a transm ssion over a data network such as
the Internet. The applications of the present invention have been descri bed
| argely by reference to specific ex&@aand in terns of particular

all ocations of functionality to cer rdwar e conponents. However, those
of skill in the 10 art will recognize that alternate comunicati on services

may al sq. be W@ﬁ’fﬁi@dlzed ﬂletmecampngﬁg .di scl osed, and that hardware and
software functionality nmay be distributed anong a | arge nunber of

cooper ati ng REEHMIRE by crpulsesyseant of mbearchyntap Bisheremerigation seiSireio ¢ar i at i ons

Fol 1 ow Goraiar bt AR Py ARG S YRR B RGARE IS AETRIR bl TP

per f or m ng, Hytemlnmgplbbt thé cSM@htem)@fenﬁoﬂfﬁe’ mbahhnt, @hdthérshe aaomenhaaiisedn
service to ét oner, ransm tting el ect I’OQI ¢ data between the customer

and a pé’Fech@frB‘é?ﬁ am[’f‘ﬁr?é}}]e ‘réite“toé}“f‘x‘i”r‘l‘?aﬁﬁn sgyiceBdconmput er system of the
mer chant , V‘h%ﬁk‘?ﬁlttfn?eb)pfﬁx%SQ@HteP%teﬁmh@ggfcﬂ%ﬁt & e 1RMRLBMe PH pteﬁgmfl Irst
an ans y the

comuni cat i on servi tting, mput er system of
mer chanta,seamdodifferent @mrhenicai®nh cemicetapa pma‘ thatris leas Ehemerusual driéd or tmtsecond
ggmgl %%;[nlm%rr}lc%gcgnvsle(r:\%céa ;[Nhgn f?lg Icﬁs%or%@re};[as Iu:‘ssedt g Sregiggrrr]nirel‘e e?r}ljc?ulnt 8% %hg%rsftor the

communication service.

2. The method of claim 1 wherein the first communication service is one of facsimile
transmission, facsimile reception, conference call management, voice mail and machine-

implemented oral recitation of textual data.

3. The method of claim 1 wherein the second communication service is one of facsimile
transmission, facsimile reception, conference call management, find-me/follow-me and machine-

implemented oral recitation of textual data.

4. The method of claim 1 wherein the second communication service is performed to the

customer at no charge to the customer.

5. The method of claim 1 wherein said transmitting the offer for the second communication
service at a price that is less than the usual price comprises notifying the customer that he is

given a credit to receive a predetermined amount of the second communication service for free.

6. The method of claim 5 where the credit is stored in a customer account maintained for the

benefit of the customer.

7. The method of claim 1 wherein the first communication service is forwarding a facsimile
received at an inbound telephone number assigned to the customer, to a data network address of
the customer.
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comuni cati on service when the custoner has used the predeterm ned anount of
the first conmmunication service. 2. The nethod of claim|l wherein the first
comruni cation service is one of facsimle transmssion, facsimle
reception, conference call nanagenent, voice mail and machine- inplenented
oral recitation of textual data. 3. The method of claim|l wherein the second
communi cation service is one of facsimle transm ssion, facsimle
reception, conference call managenent, find-ne/follow nme and machi ne-

i npl enented oral recitatjon of textual data, 4, The nethod of ¢lajm]l
wher ei n 8 he E%Blﬁt!rogaﬁglﬂma\fhew @érdaﬁad@twogk5%4rP%§rlme'?6rqnﬁrema@a€4rsﬁ%er at no

charge to the custoner. 5. The nmethod of claim| wherein said transmtting

the of fer fornd Reihs8ePOHint @ WHARE Beis@bnd 26MMHUARaABEN RrAE BodWiding Sialaess than
the usual price conprises notifying the custoner that he is given a credit

t o receifacsindlegraasroitier aimesstgansaived pmithecustaeido & destnatiaateiasiedderthd ce for
free. gugggq_nethod of claim5 where the credit is stored in a customer
account “HaiAtained for the benefit of the customer. 7. The method of claim
| wherein the first comrunication service is forwarding a facsimle

recei vedgat arconipacuichdaele sphayeendtivi esmpssh@pecestar inhaictdoistthapwhed 0 a data
network address of the custoner. 12 8. The nethod of claim7 wherein the
dat a neCWRSUICIDIArQEWIICE S| ectronic mai|l address. 9. The nethod of claim

7 wherein the,3eqoRd cGRAMMRLER PNcSRIDE feffolnded 3 MBEShPGterdydtef fof ACSim | e

transmtter a nessage received fromthe custoner to a destination selected
by the cousmertyrtrang@issidnobeloctra@ric databictiveen bt ondgreenmmdiaipartaipapt, idstierngine

processor, jnstructions that, wh execut ed, by, a.c uter. system. cause a
1Tt ORI B ERpRETibilae 4 HeRterup gy Trua! G FET EUNPUR STy Srash P8t a
cust onMefhrddynttah AN SSIeOBM D HifRE@E Lo RMURIcARIEc Pt e dRRNGY 8L DPRde tRAG a
partici pant, determ ne

less than a usual price for the second communication service when the customer has used the

predetermined amount of the first communication service.

11.  The storage medium of claim 10 further comprising instructions that
maintain a customer account for the benefit of the customer and credit the customer account with
an amount by which the second communication service is offered below the second

communication service’s usual price.

12.  The storage medium of claim 10 wherein the first communication service and the second
communication service are one of facsimile transmission, facsimile reception, conference call

management, and machine-implemented oral recitation of textual data.

13.  The storage medium of claim 10 wherein the first communication service is facsimile

reception and the second communication service is facsimile transmission.

14.  The storage medium of claim 13 wherein the offer of the second communication service
being contingent upon use of the first communication service is to transmit a predetermined

number of free facsimile pages for every predetermined number of facsimile pages received.

15.  The storage medium of claim 10 wherein the first communication service is voice

message reception and the second communication service is voice message transmission.
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whet her the custoner has used a predeterm ned anount of the first

communi cation service, and present an offer of a second, different

comuni cation service to the custoner at a price that is |ess than a usual
price for the second conmuni cation service when the custoner has used the
predet erm ned anmount of the first comruni cation service. 11. The storage
medi um of claim 10 further conprising instructions that maintain a custoner
account for the benefit of the customer and credit the custoner account wth
an anount by ich the secodg,connuniqat service is offered bel ow the

; i 0
second 'Bonmiff ¥aEEDMCdRMPlceaia hswidqreipthccalier phthephgond comaya GHbeR H'6k cl ai m
10 wher ghifg Llfingbhisipof BREGIHE At QlinAEAVIRR LCOR RASAND prERREmHaat T on

service are one of facsimle transmssion, facsimle reception, conference
cal |  manaberdiiites vaied meassigener ey eredetcenined mimbe of vaité omssegestreseivedl dat a.
13. The storage nedium of claim10 wherein the first comunication service

is facnglleA receg%&g a}%dthe second communi cation service is facsinmle

transmi séi on’* PAPUFRE S?Sragéowgﬁ?ﬁ%1of claim 13 wherein the offer of the

second comMuBpicaling by ARbMpGRr sY3RINNGT £iABichAHFeNfirstdudim btsiCatidh skiviceftd b st

comuni cation service is to transmt a predetermned nunber of free

facsi m CEsEgfedief Bt capaIUpiGaHY &N EFGF PR the FRsmigsfonsof cdschprig dptgheveer i ved.
;5. Thec§&8£89ﬁd@§QHE’a9E claim 10 wherein the first ponnunication seryice
is voice nessage reception and the second comruni cation service is voice
nmessage trangmvgkagby teTohfutcFhpstsn of thgenamddnymsedond kammubbatidreseevice thite

of fer of t. second conmmuni cat.i on service_ being contingent upon use of the
lret comrreRc o am A Ban e Gn SFAE N the JURPOHGABY m ned namber of fr e
voi ce nmessagefifdby Méabphice St BT the therdhaRe theQlistdRL Qe R REAERg 1A ved.

17. A conputerized nmethod conprising: providing, by a conputer systemof a

mer chantpredatefmingd amowrheh thedirstmemnaimidagen seyvige, vehesgio thercredihie gfvien ¢t the form

comuni i.pn service sUpports transm ssi n.og el ectrani. ta between the
o o s fRg AT AURRAOLS: i 0SR SHhiGliof s fEi:t QD ffth hedP L
nmer chantystémseoofiek.communi cati on service t hat

18.  The method of claim 17 wherein the first communication service comprises

receiving a facsimile transmission and sending a message to the customer to notify him
that the facsimile transmission has been received; and the second communication service
comprises

accepting an electronic message from the customer, converting the message to a format
suitable for transmission via facsimile, and transmitting the converted message to a recipient; and

the credit is in the form of a predetermined number of pages that can be transmitted by

the second communication service.

19. A computerized method comprising:

providing to a customer, by a computer system of a merchant, a telephone number of a
device that can receive facsimile transmissions;

receiving, by the computer system of the merchant, one or more pages transmitted to the
device; and

offering, by the computer system of the merchant, to transmit via facsimile, at no charge

to the customer, a number of pages that is proportional to the one or more pages received by the
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is different fromthe first conmunication service to the custoner; and
giving, by the conputer systemof the nerchant, the custoner credit for
havi ng used a predeterm ned anmount of the first communication service,
wherein the credit is given in the form of nmaking a predeterm ned anount of
t he second conmuni cation service available to the custoner for free. 18.
The nmethod of claim 17 wherein the first communi cation service conprises
receiving a facsimle transm ssion and sending a nessage to the custoner to
notify him that the facsimle transm ssion has geen recei ved; and the

second EBfFRaMNERIN DPsERl GAneWIttipg s Laksaid Bupberaf Pages b i sogtuter sedamgk from
the cusiRMRlrehsARBHBERIING thEE,THRS 28 ehirfedtolifl ARlome i tabl e for transm ssi on
via facsimle, and transmtting the coRverted nessage to a recipient; and
the credit is in the formof a predeterm ned nunber of pages that can be
transmtted by the second conmunication service. 19. A conputerized nethod
conprising: providing to a custoner, by a conputer systemof a nerchant, a

t el ephone nunber of a device that can receive facsimle transm ssions;
receiving, by the conputer system of the nerchant, one or nore pages
transmtted to the device; and offering, by the conmputer system of the
merchant, to transmt via facsimle, at no charge to the custoner, a nunber
of pages that is proportional to the one or nore pages received by the 14
device, wherein a cost of transmtting nore than said nunber of pages by the
conputer systemof the nmerchant, on behalf of the custoner, is charged to
the custoner. 15

15



