.25 January 2005 - 1 - SPECI FI CATI ON BUSI NESS MANAGEMENT METHCD, AND ,
COVPUTER AND SOFTWARE FOR REALI ZI NG THE SAME Technical Field The B;ggﬁﬁg 2005
Jinvention relates to a method, a conputer and a software prograni ry 200
‘managi ng business activities such as route sal es. Background Art For the
_purpose of managi ng business activities, it is the general practice to use
a daily report in which a sales representative records daily . result of
activities. As a result of the recent progress in conputer and network
technol ogy, it is now possible to adc&nﬁlish daily report nanagenent by
use of a conputer. However, in the conventional method using daily reports,
the sales representative prepares a daily report by retracing the nenory
after the end of sales activitgpadprcianeiay. This requires nuch tine,
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

_consci ence orBUSENESS MANMYEMENT MBS OU, ANDWKROMP UawEResybher ef or e

“inevitably negative, and this often inhibits inprovenent of notivation.

The present inventi onSOESIWARE @R RBAVIZINGITHRESAMICuUnst ances as
descri bed above and has an object to provi.de a technical idea which
contributes to achievenent of a higher efficiency of reporting operation of

Technical Field .

The present invention relates to a method, a computer and a software
program for managing business activities such as route sales.
Background Art

For the purpose of managing business activities, it is the general
practice to use a daily report in which a sales representative 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



.25 January 2005 results of business activities, betternent of the sense of
purpose of sales representatives, and inprovenent of reliability 5 dat a
‘regarding activity results. Disclosure of Invention To achieve t?lg anuary 2005
“af orementi oned object of the invention, claiml provides a business
_managenent nethod for nmanaging the situation of business activities, which
enabl es 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 with reference to the
activity schedul e al ready prepared. The method recited in claiml1l is not a
nmet hod of only reporting past results as in the conventional art, but a
met hod ofespitepaf bagiress chtilitiesf bettetrment rafmli¢ ensexdf poargdsagofiayjes and
furthernore, reporting the activity result on the basis of the prepared
schedul erepassentrtivas,t anit irnproveimerdc ef satipbility oftdade eraphed pastctieityr y when
preparing an activity result report, thus permtting reduction of tine
requi r edrésgttsr eporting operation of the activity result (preparing
operation of a daily report). Because this -is a nmethod of reporting- the
activity report on the basis of the prepared 'schedule, it is possible to

i rrproveri)ggltc'habi lity of data regarding activity result. Since the sales
represe 'Q/%lrﬁlﬁtinﬂéépﬁé‘ what shoul d be done tonorrow (the next working
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business 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 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 'airt, 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
pérmitting reduction of time required for reporting operation of the activity
result (preparing operation of a daily report). Because thisis 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 purpose of the sales

- representative, and improve details (quality) of business activities.
A method according to claim 2 enébles each sales representative to

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



.25 January 2005 3 and to prepare the activity schedule for the next working
day on the basis of the long-termschedule. As is nmentioned in céghn13é
“the period of the long-. termschedule data may be for four weeks: anuary 2005
"According to the nethod in claim 2 and claim3, it is possible to set a -
_proposed nunber of visits to custoners during a certain period of tine
(four weeks), and correlate it with the acti.vity schedule (activity plan)
for the next working day. This ensures efficient visits to custoners, and
easy and tinmely change in activity inresponse to the result. A nethod
according to claim4 automatically perfornms evaluation of each custoner on
the basis of prescribed data, and nmakes data about the custoner eval uation
per usablandyo ampark theeactilies sclophde doi shé vest wodkoer dep®r thd Bgsikafrt h
aspect of the invention, a sales representative can .nake a schedule for
t he nexttheolokigrigroiagcheiduile.r eferiementionathim chdinc 8s thewericedvef thed iy As a
result, it is possible to work out an effective business visit plan free
f r om uné¢emnzdedale data efay befdrdous visekdet drenvrding ta the anedod imuethan of
visits to custoners (distribution of business resources) through business.
anal ysi & agialaim bhrivvs dwssible sopat er prppeded srumabemnbysntnto systosmenst t he
situati3£ of business actjvities conprisLng a personal data file capable
of recdPHIRG atertaasrerded pY tizes (fopr yeekshiand enrreladn ik Wit the pedyist at i ve:

an activit chedul.e inpui formwhich is . an input faormfor recqgrding a
schedul € Sﬁuf?uz'%%@@gy LRRY oy dBer Bex poTking dagy ki’ﬂ%aso%v%ﬁa ¥or
enteringv.a%tivit results; an au h.entiction.fil%.s orin datafoni1

aut hent i By Fltl% cgé%q{ngrgl, Abd’easy an timely change in activity in résponse to the

result,

A method according to claim 4 automatically performs evaluation of
each customer on the basis of prescribed data, and makes data about the
cﬁstomer evaluation perusable by any of the sales representatives.
According to the fourth aspect of the invention, a sales representative can
make a schedule for the next wérking day with reference to data of customer
evaluation. As a result, it is possible to work out an effectivé 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
situation of business activities, comprising a personal data file capable of
recording 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,



.representative; and a processing unit which, when a sales representative
makes a login to the conputer by entering his or her aut henticatigg dat a
:25 January 2005 4 confirms that the sales representative is the p SJ
‘guestion on the basis of the data stored in the authentication file, and
permts login only in the case of the person in question. 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 result is reported in the sane input form As a
result, it is not necessary to retrace the past nenory when preparing an
activi t ycondeuld thaiptre salebuspessbitatige tiiehe gleeson epropeetivatdny ehd basrduce
the time required for preparing a report of the activity result (preparing
oper at i oof @fe dathmistyredepothy .awBbentisatiohifile] sinldapexinis lagirebidy infthe
reporting an activity result on the basis of the prepared schedule, it is
possi bl ecase ofithppeveon &1 nupstion.y of data regardi ng activity results. In
addition, the sales representative has to determ ne what should be done

t onor r ow ('t he Thexeompeay ﬁ@}?%émg; te claim Fobas w eonfigunasionyin mrikichungiose
consci ousness of the sales resentative, and thus to inprove contents

(qual i t YyrlgrPasisiesy HCLTVREPL4S 10 thensarvprdiangd sth berplacer sahednleenabl es
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effici eNult, it is not necessary to retrace the past memory when preparing an
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 regal-"ding activity resulfs. 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 salés
representative to access the computer (inhouse server) at any place 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 resuli:s, wherein data in the common information file are

perusable by any sales representative other than the sales representative

8Hu1"";¥ 2005



-~ A computer according to claim?7 conprises a common information file

* storing general data regarding business, in addition to the activiF%
".schedul e and activity results, wherein data in the comon i nf or m&P I"BAYFY 2008
‘are perusable by any sales representative other than the sales
_representative 25 January 2005 5 having entered the data. This

configuration provides advantages in that the conputer is applicable as a

dat abase storing useful information, in addition to managenent of activity

schedul e and activity results, thus permtting effective use of pieces of

information so far having lived in obscurity. In a conputer according to

claim8, long-termschedule data for a certain period of tinme can be

r ecor dedhiwingeanbreahties daenr €BeRt@bhifig@rh fioh iR oviiRs A tdadRird th& thRs
described in claim9, the period for the long-term schedule data may be

set as foumpwieekis. apidombis ng 4 dacdlaise Goaimg abefuniforitatidg iposddibloa to set
a nunber of visits to custoners during a certain period of tinme (four
weeks), tnanamageshente of tackivity tshhedwelei untlyastiviey wteaultactthvist yeyphithing f or
the next working day. It is therefore possible to make effective visits to
cust oner &ffeciig gsenef piectmefiafonnation soifar hespwnkeed in phecwaity. everrents. In a
computer of claim 10, the processing unit prepares customer evaluation
data by aut onaf & AP eeE| eeorRige ﬁ@io‘l/mrmaﬁﬁ louertenay schedulet fata dostoner
eval uati on data are per.usabl e by any of the sales representatives. -
Accor di n@erﬁ%mcpalflﬂﬁ 19, time cam hes reedsded dar Aachesalas rapraseptative dandwul e f or

e next uerkc g devald {2 sherence Lol SvBLuaLion o a.of Lhe custorer
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is possible to set a number of visits to customers during a certain period of
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 cquucts in response to the achievements.

In a computef 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
(distribﬁtion of business resources), and work out an effective visit schedule
free from unevenness or wasteful efforts.

A software program of claim 11 comprises a step of requesting an
accessing pari:y 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



.free fromunevenness or wasteful efforts. A software programof claim 11
conprises a step of requesting an accessing party to enter autheﬁgication
‘data in the software used in a managenent system of the situati of®dfnuary 2005

- ‘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 25 January 2005 6 step of displaying an
input formentering an activity sched%le for the next working day for the
sal es representative hinself or hersel’f "having perforned 1login; 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
activi t ystegsdfl displayini@ £f ihher ankh \@nftariﬁgwl&ceik;i@ns’qtﬁedsﬂ@qopfthét@éﬁng t he
activity result entered in accordance with the acfivity result input form

When usiwgrking dof forahe Pegr@iteséntiltdicnhiblself Behersdf auidapb&odmed _
configuration in which, not only past results are sinply accunulated as in

t he conviegtr;anateraof stdvirig she activiiyhadigldeld entdredon enwnplinacaaxthwhieki ng
day) entered in accordance with a prescribed input formare stored, and in
addi t i orinpadtfoxnt w step wiftdsEayargedniactiviey sendt impukt forer foraertesing @fl. As a
result, it is not necessary for a sales representative to retrace the past
menory whdnapaefpwity wgsalh hacusesof ther actinity selpahile; ahds seabifistgring theduce
the time for reporting operation of activity result (daily report

pr epar i mftraperegilbantersd dawseondainge ivaith dbe dctimity reeuliddpot foxepor ti ng
activity results on the basis of a prepared schedule, it is possible to
i'nprove rel i ab¥Yherusing thet soffware pragramet ol claymy diuthere Thavednble a

representatjve nust. consi der : ,
configuration in which, not only past results are simply accumulated as in

the conventional art, but also a schedule for tomorrow (the next working day)
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 reSul_t 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 therefbfe 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.



.what shoul d be done tonorrow (the next working day). The sal es

representative can therefore i nprove the purpose consci ousness, tE#ﬁ nakin%
it possible to inprove contents (quality) of business activities.<tH2RYRY 2005
‘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 home, or in
the conpany (inhouse server), thus_pgrnitting i mprovenent of operating
efficiency. 25 January 2005 7 In the i'nvention of claim 13, a step of
preparing a common information file which stores general business data, in
addition to the activity schedule and activity result, is executed; and

data in the c@amehei it o6f dlaie aBe pektsgabife P¥paveSa €S mmon
representative other than the one having entered the data. This

conf i gurimféeromation fildeshiah santeageneral hlihesapatal, ih ndditicn g eheactiofty
activity schedules and activity results, the conputer can be used as a
dat abaseschiedningnd setivityi rebalted exevutedidandflatariat tlocaanfar informbeidnunder
the ground can be effectively utilized. In the invention of claim 14, the
per sonal filgaare fieresalle becurd satesgrepresentatired otleerdaban f dre aneehawing peri od
of time for each sales regresenpative. As nentioned in claim15, the
period ofnteped |thagdata. m Thisedonbgerationmpyropislessadvatages rinvtleits . apador di ng
to claim14 and claim15, it is possible to set a nunmber of visits to
cust oneriZopymang gmeatofjagtiyty; ssiednlas and pelavity weswdss, theaompwtes sanel at e
it with %he aﬁtivity schedul e (activity.plan) for the next mnrking day. As

a resul tP€ Useflsas)ds Spprhaseostpaikng arsefl BHprpations ansd dplrgaiion so far

buried under the ground can be effectively utilized.

In the invention of claim 14, the personal data file can record long-

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 automaticaily evaluating each

customer to prepare customer evaluation data by operating the processing

unit, wherein each sales representative can peruse data regarding the

customer evaluation. According 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.



.and tinely change conducts in response to the result. Cdaim16 further

- conprises a step of automatically evaluating each custoner to prggﬂre
-.custonmer eval uation data by operating the processing unit, wheref gaidqyy 2008
‘sal es representative can peruse data regarding the customer eval uation.
According to claim16, it is possible for each sales representative to

" make a schedule for the next working day with reference to the custoner
eval uation data. As a result, it is p%ssible to determine a nunber of
visits to be made to custoners (distritbution of business resources)

t hrough busi ness analysis, and to nake an efficient visit plan free from
unevenness or wasteful efforts. 25 January 2005 - 8 Brief Description of
the Drawings Fig. 1 is a descriptive view (network diagram illustrating a
configuration of the busi ness managenent system of an enbodi nent of the

present BieeMdsefiptiondef thd Brawihgychart illustrating the procedure to be
foll owed when entering an activity schedule for the next working day in

this enmbodi nebfig. Fip &8 desaigtivwwchiamt (dtuskkatdifigradde Nhetestine ko be
foll owed when entering an activity result for the current day in this
enbodi menunfighirgtiond ofl thesbusinmess anaypicanbniscysiem df sl aydddiyeat s€riher used
in this enbodinent; and Fig. 5 is a descriptive view used for explaining
t he et howsefit puendoes eval uation in this enbodi nent. Best Mde for
Carrying Qut the Invention
' Fig. 2 is a flowchart illustrating the procedure to be followed when
entering an activity schedule for the next working day in this embodiment;
Fig. 3 is a flowchart illustrating the procedure to be followed when
entering an activity result for the current 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;



. Enbodi nents of the present invention will now be described by neans of a

- busi ness nmanagenent nethod of route sales for daily visiting a plurality

~.of customers. Fig. 1 is a descriptive view (network diagram illug§3§TWﬂ§2805
‘configuration of the business managenent system of an enbodi nment of the
present invention. The systemof this enbodi nent conprises a server 10
“installed in the principal office of the conpany; another server 12

installed in a branch office; a conputer 14 connected to the network for
carrying out naintenance of the sy§t@nr personal conputers 16a, 16b, 16c

and 16d for sales representatives connected to the server 10 of the
principal office; 25 January 2005 9 personal conputers 18a and 18b for

sal es r epsaseAlL @éﬁggﬁe@pp@@%ﬂi 188 HPealser¥SlosdrtlvdshediRpsd t9fihlece; and

a nobile term na n the server 10, an operating system an SQL data

server sgiv¥eng of BhOBrafith affideNh8A RehoBEEYSRMEndlrZoNSer, a retrieving
software program and a web site are installed or stored as data. In the

server 12, at Thethsts@fer d0graat opgratysd ensteandan YBD &dthesaker isafiwaldeed or
stored as data. In the nmaintenance conputer 14, an operating system an

i nt er netprperam, ag intenvegierudingbravesdmyg wofievwiigesqiwaraprograngbasd e and
the like are installed or stored as data. The conputers are connected to
each ot heeb itereamsimdtalledt @r sédredl AN datd. i i ahet ser¥he Krrakidedd has a
personal data file for recording activity schedules and activity results
f or eachoreahbingr eyptensmnd iasevebanitacarevinstalleeaustoredpas datar nimttheh is an
i nput form for recording business activity schedule for a day, )

maintenance computer 14, an operating system, an Internet perusing

browser, a retrieving software program, a web site and the like are installed

or stored as data. The computers are connected to each other by means of

internet, LAN and intranet.

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 inpﬁt 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



.and is applicable for entering. activity results; an authentication file
stori'ng data for conducting authentication of sales representatiﬁgﬁ' and a
-processing wunit for carrying out a login. The server 10 has furt gy 2008
‘common information file which stores general data regardi ng busi ness. 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 schedul e data for four weeks. Wile the period
for long-termschedule data is not ritPted to four weeks, but shoul d
preferably be set in units of week such as 12 weeks. It is caused to
automatically calculate and display results for custoners visited during a

prescri bedy Rl ﬂ@sﬂl&ytgﬁ chi@fdth&fs %1_0'@?5@%%{9%si‘@eﬂbla?tera?xﬁ\ﬁhtiﬁﬁs offaes of

|ast visits, schedul ed dates of visits to be nmade -before the next visit,

and a 25salpdudd/ d 268 fvidi@s war ni ng di splay of customers not as yet visited
after expiration of the scheduled dates of visits. The server 10 stores

various custofife satver 90 @BréOvRALHIS tusltnMBlht s@usltuaidraiit Afutbhtic
i ndi vi dual custoners. Each sal es representative can thus nake a schedul e

for the eeMtationkofnihedmdividual cettomacse (Racdhheales seprasentetiod eahi drusdat a.
That is, it is possible to determ ne the nunber of visits to be nade to
cust onmer mafei stschbduleoforothd usixhessrking alayc esjh treferaghe Hosiheeswstoamsd ysi s,
and work out an efficient visit plan free fromunevenness or wasteful

ef fort s. evgdphtioablataperlmtal, towppassitde dndlepermins he avmbey of vishiselt ed to

the servers 10 and 12 incIEQe not ebook-si zed personal conputers, as well as
be made to customers {(distribution of business resources) through business

analysis, and work out an efficient visit plan free from unevenness or
wasteful efforts.

Applicable personal computers and portable terminals connected to
the servers 10 and 12 include notebook-sized personal computers, as well as
personal information tools (PDA) and 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
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~personal information tools (PDA) and cellular phones. Operations in this

- enbodi nent will now be described with reference to Figs. 2 and 4, _Fig. 2
“.dllustrates a procedure to be followed for entering an activity ggﬁgﬂﬂ?@%%
Tor the next working day; and Fig. 3 illustrates a procedure to be

foll omed when entering an activity result for the day. Wen a sales
" representative operates to access to the server 10 fromthe personal _
conputer 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. Wen -
the sales representative is identified in the server 10, a login is

execut edwoVkiely day OfleNdisplapde (& Fhe 2T VRS rﬁif{gi;{%gd%gﬁlé TRLRGET een

or honme page) for the sales representative is disp . 'On"the mai'n page,

at. | easthedml@cipwi fobni apudl thd AREit] %@ﬂﬂftCihpﬁ!ﬂtﬁfrh“&eaéh&%Ehﬁiaﬂér tgFeSU' t
and an activity schedule input formfor entering an activity schedul e for

the nexts&heJaffhat Yis 2005 actitity sebielol iflgyt &6n HriBlaY 6esfc3a8y Abdused) - AS
shown in Fig. 4, the activity schedule input formand the activity result

i nput f otathagras Bhebsttanity eddutt idpeut fomme. That is, the activity schedul e
input form entered yesterday is used today as the activity result input
form The sal 8he speegentaentaties tatarsamn activityt sesuds it tHeotuideat alayr ent
day in the activity result columm (1). Then, the sales representative
enters tHethelacdviy nesultneodtmm (i n%ﬁday,tharmilemmep&shhmtme eatemsudieness .
activity schedule in the activity schedule input form (tonorrow s visit
schedul edel@ frihenpxt workpag slayeand anterylismy hercbwnsimesoactivity sebedls be

visited %no%é ra%\tl:\{v?ti}dschedule input form (tomorrow's visit schedule column (4)).
The objects including the name of 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 thé 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 direcﬂy on the screen. The superior having
received activity schedule data from a subordinate confirms the received
schedulé, ‘and as required, corrects the activity schedule through consultation
with the s_ale 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 quantity 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



~details of negotiation (when, where, with whom what, how and to what
extent) are entered into the activity schedul e i nput forn1(docunegé) on the
-browser. As required, the prepared activity schedule data are tra HERY 2y 2005
‘to the superior or the requesting |locations. Mre specifically, all the
details are automatically transmtted as an electronic mail to the

‘superior and the requesting |locations (additional destinations) by

clicking a transm ssion button |ocated at the | ower end. The superi or
receiving the data can now peruse thé2received details directly on the
screen. The superior having received activity schedule data froma

subordi nate confirns the received schedule, and as required, corrects the

ool arsaTReelm Gy oHaD AaRAM! heLeRTivdd hBatdf SRLS AEPLARER SLVE. B

correlating the nunber of visits custoner an

causal i t ¥heidbove-ReREHRLE stReFMBCYSBhe aeﬁwghé;p%dgﬁ %ﬂ}?ﬁé e r?ﬁ%té-cf y and

quantity of conducts to the custonmer previ super Af ter

actual bgsiingSthealdlst \AckdiGARA LS au%oxhati@_ﬁﬁﬁrx%ﬂe%fi\/\i& E'%é *}Ssuﬁgédginjgnuar y

schedul e prepared as descri bed above, login is perfornmed to t

2005 - 12r twlayer HOthé) schedERMegiBaayitRStIeS@ERedhabose ! GIRAL ©fhd he
activity result. The above-nentioned schedul e of the activity scChedul e

i nput f ocalupmepattedeswltiis ngmiphetetidst paaising h)prdaéebéd bavtoanabb R Bok).
reflected in the result colum for today. If the schedule agrees wth the
resul t, Whenesh@hangeiddcing preparaiobnmf avrddult espdts fbs therqureswiddhte f essi ng
a prescribed button (result box)  Wen a change occurs, preparation of a
resul t repepletedpyoverwmtitgnt date is conpl eted by overwriting.
When entering an activity result, information not dire_ctiy related to
sales result such as customer information 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
h; a state in vvhich it 1s 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



~When entering an activity result, information not directly related to
"sales result such as custoner information can be entered into a "report
- note colum" (2) and a "bulletin board transmtting col um" (3).20dMan@005
-superi or can peruse the contents of the "report note colum”, and

information entered into the "bulletin board transmtting colum" is
stored in the server in a state in which it is perusable by all the sales
representatives. Al nunerical data entered into the server 10 are
automatically stored in the databaselBor prescribed years as attributes of

t he. personal ID. The stored nunerical data are automatically reflected in
conduct results for a certain period of time. On the other hand al
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Fig. 5. The profit ratio ree of co tion pro d sal es
scal e (d@&'{eﬁﬁuﬁﬁuﬁﬂnbf | RidkdABrd Cafgl %ﬁs %o & %ﬁt‘é}éﬂp“ ly2két priorities  of

f our - quadr ant - anal yzed to autonati cal dete r|t for custoners as
25 JanuagysteRes- 13 shown in Fig. 5 Takl ng into account t he nunber of
days of actual operation of business, a nunber of visits for a custoner is

automatical ly Eﬁr\abaw&lambnaietfouﬁqmafawIahalystls | popshbPie diflqgaeR! Y a
uni que portfolio for priority determnation of custoners, and thus to
appr opr i atlehlptedtwith tlod fdlloesingfpreeeipiiortes:s.
a) The ordinate represents the profit ratio (degree of contribution to
profit) of the customer;
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-mentionea 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 eqﬁation, to use as a judgment
criterion; and )
1) 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



. The above-nentioned four-quadrant analysis (portfolio) is uniquely

- calculated with the followi ng prerequisites: a) The ordinate reprsgﬁnts tEF
‘profit ratio (degree of contribution to profit) of the custoner; 2Ry 2005

‘absci ssa represents the sales scale (degree of contribution to sales) of

the custoner; c) Distribution graphs are prepared for the individual

custoners from the above-nentioned nunerical values and a correlation
formula is calculated at the sane tine; d) A reference equation is

generated by neans of the correl ati ontfornul a (R square function); e) Four
quadrants are generated around the point of intersection of the mddle

point of sales scale and the reference equation, to use as a judgnent

criteri ofutomakidiey rﬂiéﬁ%ge@.f W Sub$hdroob idTBdgo Y g tSGJhtea%:ﬁseh%gﬁéxpd i s

calculated fromthe nunber of operating days of business on asi s of

the abovéurinfcaosedtaih fperiode(f3heweestaNt 0861 oRUBKO PakiL Vel Al LhGoR,od, it
Is possible to correct excess/shortage of activities by causing an 1 nmage

di spl ay efaluatiohgduklesffrivhtr eisttktts @istasleryichhase &ua_rdengy aoPFR8fhibak number
of days. Wen the activity does not reach a prescribed |evel, an alarm can

be 25 Jathisr ye@@berldf vinitomith ¢hb | setitiigplsaly@thile AavtivdsT phin) viosifhe t 0 be
made to the custonmer during a certain period (four weeks) is set on the
basi s of nexteworkingrdny. dVandimts oan bartimely ¢lvirerd i mispsnsotatisd eemils can be
made by correlating the
he business activity management method of the present invention

provides various derivative advantages by incorporating into business

support software. For example, it is possible to automatically calculate an

optimum visit sequence 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 wﬁat 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 Haison 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 previou—sly 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



.thus set nunber of visits with the activity schedule (activity plan) for

- the 'next working day. Conducts can be tinmely changed in response éﬁ t he ;
"result. The business activity managenent nethod of the present ing phYgy 2005
‘provi des various derivative advantages by incorporating into business
_support software. For exanple, it is possible to automatically cal culate an
opti mumvisit sequence and tine, and optim ze the sequence of visits by

| i nki ng custoner entered in the visit _schedule for the next working day

with map information. In the preseﬁtlﬁnVention, as descri bed above, it is
not to submt an activity report on what the reporter had done yesterday

or today, but. what should be done tonorrow (the next working day) (when,

where, Wof aawPofaporwm,a hewwass {1 WalseutisRt ihd SohfRQst &t ﬁg tbpg}ee

superior for liaison and consultation before™the preceding da

speci fi cahperior Red goyasdtsn@flobMBonslathys rapMlinga k6 FhaReeHd rgmet I
conventional concept of recording the reflection, for today to working out
a pl an adedisionhvatnk&ihnul d be done "tonorrow'. This nmakes is possible to
previously discuss the matter with the superior to ensure effective

busi ness act i AdcprdiBg i sloa psésenthiowehoione hangssctiber iovebaf deaitli grussi ng
past results with the superior, it is possible for the sales

r epr esentgthed of dhehiarvgaticheisnaon &miséd cormuepsrtasiipasiusdsaitsasda the t ake
an effective counter-neasure against problens or risk in advance. In

cont r ast Canyemtipnad mybnbwoerinppisas prepanng aschadule fgr térmorepofthe naxia
docunent , g]gie n&t r}od of the invention conprises entering online details 25
January YOusINg day), apd gqpest gediyabs ragudt en theheeis, ofithe puepazed sehadplehe

contents_ti el Lho tPe
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 a-ddition, 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.



. superior and requesting |ocations, thus enabling to reduce the time for

deci si on meki ng. According to the present invention, as described i
detail, the nethod of the invention is not limted to a report O?@Bﬁ:‘g(far&@oos
results as in the conventional art, but conprises prepaE'q:mg L BTN S T
tonorrow (the next working day), and report activity restl't on the basis
of t'he prepared schedule. It is not therefore necessary to r? r APR RBGK
nmenory when preparing an activity resykt report, thus permtting reduction
of the time required for reporting operation of activity result (daily
report preparing operation). Since this is based on a nethod of reporting
activity ¥ on the basis of a prepared schedule, it is possible to
inprove reliability of data regarding the activity result. In addition,
the sal es representative must consider today what should be done tonorrow
(the next working ayél_,8 it is possible to inprove the purpose )
consci ousness fof t e *WBPYer pgadr for o maanagenepi Sypiepr of dhe sifeatiosnet husiness
(qual i ty)actgfiﬁégggorgfﬁg- 2ss activities. F4 25 JJanuary 20705 2 7 APR 2004 -16
CLAIMS 1. A conputer used for a managenent system of the situation of
busi ness act ipetsond, datofiferdapibig of acqoedisg neleasiatatly factieity anahlfer edchrsaker di ng
at | east rdail A ctivity result for each sales representative; an activity
schedul e ?pﬁ?fﬁ Y% m which is an input formfor recording a schedul e of

- business for thaci! schBdilé Bpuf BnPRHicHIE In §ifut SHE Qo bined bohel @8 Wt S
business for the next Iwor'king day and used for ent_ering 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 said 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.

2. A computer according to claim I, which enables said sales representative to

log in via internet.

3. A computer according to any one of claims 1 and 2, further comprising:

£
Ay

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.

4, A computer according to claim 1, 2 or 3, wherein:

long-term schedule data for a certain period of time can be recorded for each sales

representative in said personal data file.



.an authentication file storing data for authenticating each sal es
representative; and a processing unit which, when a sales represej gl MR, >
makes a login to said conputer by entering his or her authentication datf} 005
confirms that the sales representative is the person in question on the

basis of the data stored in said authentication file, an@QpRyACEMERT SHEET
gto

only in the case of the person in question. 2. A conputer accordi.n

claim 1, which enables said sales representative to log in. @ % APR 06t .

3. A conputer according to any one of clains 1 and 2, further conprising: a
- comon information file storing general data regardi ng business, in
addition to said acgtivi t“}{?rsche ule and, activity results, wherein: data in

sai d common i nf'or mafti PRI AP e 1, Slgip &, pyhespip seid period frrctheongtarm

ot her thafediledsaiest heRuESRELAt i ve having entered the data. 4. A conputer
according to claim1l1, 2 or 3, wherein: long-termschedule data for a

certain period-of tine can be recorded for each sales representative in
sai d personal data file. 25 January 2005 REPLACEMENT SHEET e -17 21 APR
2004 5. A conputer according to claim4, wherein said period for the

ong-term schedul eABkpuick a@BldiAStol Qi WELESs ofs hefghPUt er according to
claim1, 2, 2, 4 or 5, wherein: said processing unit prepares customner

eval uati on dat®ibhprosersingaiitcprepareseoustanadri avgluatiom date ibgtumborsat s yrer siataipd
individual customers; and -

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

©

7. A method for managing the situation of business activities using a computer
according to claim 1, comprising:

a sales representative preparing his or her own activity schedule for the next workiﬁg
day; and

preparing an activity result réport with reference to said activity schedule at the end

of a working day.

8. A method according to claim 7, further comprising a sales representative
‘preparing a long-term activity schedule for a certain period of time, and preparing said

£ . .
\‘) activity schedule for the next working day on the basis of said long-term schedule.

9. A method according to claim 8, wherein the period of said long-term

schedule data is for foﬁr weeks.

10. A method according to claim 7, 8 or 9, 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.



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

representatives. 7. A nethod for nanagi ng the situation of busi NeSE January 2005

activities using a conputer according to claim1, conprising: a safJes & _

representative preparing his or her own activity schedul : -

working day; and preparing an activity result report w ﬁ@@?ﬁﬂ%@ﬁ §HEET

said activity schedule at- the end of_ggworking day. 8. A rregt’r_ogpgc%mdi ng

to claim?7, further conprising a sales representative prepafin -

| ong-term activity schedule for a certain period of tinme, and preparing

said activity schedule for the next working day on the basis of said

| ong-term schedul ep Sawirdb |09 to claim8, wherein the period of
PR SRR

- said long-term schedul e r weeks. 10. A nethod according to
claim7, 8 ora@fepwifirequestingamtc@adihy ppey fooents: arealtidaidromt9tn BRCPDOGHASE OMEr

on the basi.s _of prescribed datg, and, makes data about said custoner

eval uat i g%dﬁg?&%ﬁgeén%s %O%T%%W%Fmé‘aql}gémﬂ%ﬁﬁraé%@ﬁﬁ%ti ves. -18 25 January
2005 REPLACENEMNEp 9EEhenttcafin®r5¥i2 9 I r risiqng: a
step of requesti Rg an glécgss?nég%%a(?fﬁlf]ﬁ%s enltslg‘;tgg\ggtﬂﬁeeﬁ{r?cgla :Hélﬁlé&g%t’ gnitﬁeqt he -
sof t war ebasisaidhe authentigatingedatmentend i mcofdahbewih baidtéquestpf busi ness

activities; a p_.0f. aut.henticati | ogin. to the personal page of the
person in qu_e%t% ?eﬁn?fo%ﬁpa@%g 0Pt g%mt%g CRUFRE %Cé’c"il%_rﬁcg‘*éi t Beawxt n
accor danwerkthg daysot thelsaley @pscitafiV ERinRELF S RRSAY hAGnA D eltiiidd 1hghm f or
entering an activity schedule for the next
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



e oo e e

-working day for the sales representative hinself or herself having -
- performed login; a step of storing said activity schedul e entered

"conpliance with said input form - a step of displaying an activigég?g%ﬂVFOO5
input formfor entering an actual activity result by use of said activity
‘schedul e; and a step of storing the activity result entered in accordance
wth said. ABSTRACT For the purpose of providing a technical i-dea which
contributes to achievenent of a higher efficiency in reporting operation

of business activity results, inprovenent of purpose consciousness of

sal es representatives, and inprovenent of reliability of data regarding
activity results, each -sales representative previously prepares his or

her own aggéyRiacpchedul e for the next working day. After actual business
activity, 1t 1s possible to prepare an activity result report with

reference to the activity schedul e al ready prepared.

For the purpose of providing a technical idea which contributes to
achievement of a higher efficiency in reporting operation of business activity
results, improvement of purpose consciousness of sales representatives, and
improvement of reliability of data regarding activity results, each “sales
representative previously prepares his or her own activity schedule for the
next working day. After actual busineés activity, it is possible to prepare an

activity result report with reference to the activity schedule already prepared.



