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Joe's Dealership, Inc. 05/12/2003 [Alert Sheet
John Smith Demo Sales Associate
Client Information Existing Vehicle
Alert # 177037 Class Description  Q-Class
Client John Smith Series Description Q155 Wagon 4D
Address 1111 First Street Year 2000
Address 2 VIN ABC345
City Big City Deal Recap
glt;te g{)\aoa gong:alqt S;aét Dtate ggaoézsoaoo
apitalized Cos
Phone Work  (555) 555-5959 Residual Amount $34 160
Phone Mobile Contract Term
Phone Home  (555) 555-7878 Base Payment $856
Total Payment $920
e,
: rade-in Amoun ,
New Vehicle Trade Equity $7,086-
Class Description Q-Class Security Deposit __$0____
Series Description Q155 Wagon 4D Balance To Maturity
Payments Made 35
Average Selling Price $52,175 Payments Remaining 4
Subsidy Amount $0 Payment History 30 -0, 60-0, 90-0
Balance To Maturity $4.039-
New Cap Cast $56,214 Preferred Equity
Equity $4.039-
Dealer Credit
Contract Term 36 43 60
Residual Amount $27,131 $23,479 $19,305
Money Factor 0.00275 0.00275 0.00275
Capitalized Cost 566,214 $56,214 566,214
Rental 5229 $219 208
Depreciation 5808 35682 815
Payment 51,037 $901 823
Difference $181 $45 33-
Big Bank, Inc.
Contract Term 36 48 0
Residual Amount $20,740 $26,209 $23,479
Money Factor 0.002 0.002 0.002
Capitalized Cost $56,214 $56,214 56,214
Rental 5172 $166 159
Depreciation 3735 $617 546
Payment 5907 $783 5705
Difference b51 $73- $151-

FIG. 1A
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Alert # 177037

Client John Smith
Address 1111 Firet Street
Addrese 2

City Big City

State A

fip S0e03

Phone Work  [555) 555-5355
Phone Mohile

Phone Home (555) 555-7570

Awverage Selling Price §52 175
Subsidy Amount il

$56,214

FI1G. 7C
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Dealer Credit

Contract Term 36 48 60
Residual Amount $27,131 $23.479 $19,305
Money Factor 0.00275 0.00275 0.00275
Capitalized Cost b56,214 556,214 $56,214
Rental $229 b219 208
Depreciation 808 $682 $615
‘Pa ment 1,037 $901 5823
Difference 5181 $45 b3 3-

[ Big Bank, Inc.

Contract Term 36 48 60
Residual Amount $29,740 $26,209 $23,479
Money Factor 0.002 0.002 0.002
Capitalized Cost $56,214 $56,214 $56,214
Rental $172 $166 159
Depreciation $735 $617 546
Payment 3907 $783 705
Difference $51 - §73- $151-

FIG. 1D
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Payment History
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720

\

Joe's Dealership, Inc.

724
_MARYDG =
122
Alent # 180082
Client MARY DOE
Address 1254 MAIN 5T
Address ?
City BIG CITY
State A,
Fip 0248
Phone Work (RE5Y 555-5800
Phone Mobhile

Phone Home  (555) 555-4521

Average Selling Price $28 965

Trade Equity (34,396)
Subsidy Amount $3 ,EII:II;IV

S ales Tax 7.75%

FI16G. 7F
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Deferred Payment
A=((PR1+)" - B*)/((1+1)" )

A=Payment

P=Principle

i=Interest rate

B=Differed Amount or Balloon

FI1G. 77

Purchase Payment
A=p+i/n

A=Payment
P=Principle
i=Interest amount

n=number

FI1G. 7/



US 8,396,791 B2

Sheet 10 of 48

Mar. 12, 2013

U.S. Patent

X/ 97

PkARA

y




U.S. Patent Mar. 12, 2013 Sheet 11 of 48 US 8,396,791 B2

Fle Edt View Favoiee Took  Help

ttp: /f autoalertlogin, azp M serM ame=house

A ’.&xut_uf,liert :@m Bepnrtg A D’ata :Entry; - - :

Link@.:

User Mame |
Password l 201

207

FI16. 2



US 8,396,791 B2

Sheet 12 of 48

Mar. 12,2013

U.S. Patent

gos

#OE 172

TEpas HOUS 657 10 6661 #48r MU= 112D wanay Ha|y  WdODiZT . E00Z/ 22460
ToREN, 550 D00 ASolET) 30 ; Y aBessap] e : R W dDDE e 02 eEsE0
BEROS T1 10 100z AEIER ' pald aDessal Wan Haly WY0g0T- £002/ 2090

adno D oz 1A D00z Sy gugor s . ST DA BT SN A KREISE IR
3 1A 00 S T SN ! o ——oof
UBpay 250 BRG] YL Uyar PEHELS 30 AN HEY )
-~ WODEA S 51D 2007 D0SUH0n el = CREHEIS N el Haly
UERas L LD D007 81D UBLYlEh PEHELS pop = He

umen

S|Eg AN ] PIeS ]  wsuguoddy ) B0 AL MIN A CaBeys
buipug asea Cpowey padidxg Cl MR A BIRE  hasBagen
LIEREY ) UOO||EG A ASRAT el adh]gles

| amuia

{sje1dpsey sojeg J uopoD Yer

|

123 zIf

g OIS



US 8,396,791 B2

Sheet 13 of 48

Mar. 12,2013

U.S. Patent

v 97

UBRSS YOS BEF 10 666 | A T UEE |20 Wangay e HaAlg WdO0iZT L CE00Z/Z2/60
: cuosiagumeaiessa ) 1a SR Halg Wdioie EO0DEZ/az/en:
abessag 142 Ee] WA WeOEIDT CED0Z/FZ490
[ b e b Aepal
PEHELE JON M LT
PaMHELS JON Map Hay
PELEIS 0N CUnTMER iHEg
UBRES L1 10 000z =10 UBUIER] PEHEIS 10N many Ay

co¥

Ypimsg

3[BS O} PIOS | 3deunuioddy (A R0 A 03N A Dabegs
Bulpuz asea | a3y pandx3 oy MAg A SRS kdoBaies
[1=32 A MORIEE A FSEETAL A aRs

_ L,u,u:n_,,w

{sjeIoossy s9jeg j UONO T Heor

=191 4,022 BANaEse | Aqpiaedly diy

e

| seo) cepmees wen PR A




US 8,396,791 B2

Sheet 14 of 48

Mar. 12,2013

U.S. Patent

| Pemngen Rag esnoy WYOG! T E002/52/80

_ PEE|naRD B30 AsnOy WeODiT L 002/ T0/ED
peEE|naje D |e8d asnoy WEETiE E00Z/0T/A0
PRIEINDIRD 220 25NaY WYOLIZT E002/5T/00
" pee|noje s Rag asnoy WwgieT m_uamxwmuma

PR N e D B2 Asna Y WY0L 2T E00Z 62460

| PEIR|neED R asnoy WYNLisT f00Z/90/0T

i

oot E

EO0Z/90/80|

I[eJ) dn-mayjo4 - 8] |

aM|

Map |

E uopa2 4ar|
N0 £7 1A 966 L IR0 W AU

LHNAT N AN

Ramasiy

AdERy

[t N Lo 6

MELs
Ecaw_n_ ,
abeis
Jalmo -

wopdiansan

—505




US 8,396,791 B2

Sheet 15 of 48

Mar. 12,2013

U.S. Patent

paiedy

RENly

pagery
page )

s55a4boag UL, 03 pafueyo pauels )

WE00E/6 /20, 23 pabusys s00z/nE/en, ;Eal

LER

paye

e

palEr
paEr)
payen
JB0Essap ya 03 pabueya  ssaubodq |

uoBe s, (2RO wag dog gem hew pus ne o Bul
: paye|r|

o3 pabueys

/09

Q|09 Oy 0200l 4 - JUaiLguioddy
Jeq g ue ybnog - uaguindoy
panpayds ey - U gunddy
RaEssIA - pdauwguodchy

ey - uaguinddy

Bunaay 4o} buas, - uawguindchy
BI2 1A A, LUNYE O) SIURAL WA - 20
PIOS O pajowold - 120
wawuodcy o) pajowold - 120
franaday leLg - red

uas ey - e

13RO UIng - [[e0

alE= 100 - 'O

120 epg ueubnog - e

Ne0da(] paTn|dp|0F Apoal)y - |20
usHE] Wsoda - e
pauaagIpaL] - 120

[y wueg aoy Bupess, - 120
e ayoads oy Bumza, - (20
pElsauEU 10N - (180

22 L=y - {20

120 dn=r0j| 04 - [0

S MUY FRY - 1=D

A HRieny JON - [[20

JamsUy Op - [20

HOan 12 abessay Ya - =0
a0 e abessap ya - 120
uosia4 Yim abessapw ga - 20
aUpEp UD aBiossa iy 4a - e

afossap tmﬂ._u__ﬁ_o

o0s 7

o pwioy

o auoddy

S BjRI00sSY sa[ES owa]

A0 7 LA 966 | AUAID liy Uep

LNID W INYT

Kaoysiy

HAEIEY

a1l g EE

mﬂﬂm
AyLaLy
abeys
LWDEO

T[] ulc[Fral =1 BN

g YIS



US 8,396,791 B2

Sheet 16 of 48

Mar. 12,2013

U.S. Patent

P ELE

spEE

pa1E |

L5594B0dd Ug, Of pebugyd., paliEls )
LENNZAATAED, 23 pRrbUsYd 00z 02400, 21RO
' SRR JIED O

pEE Ty

BRI

paEie|n

P ,,

paEE|T
LSBEssap ga, oy paburya ssa:bolg

HNAR L 2RO A1 AN ] Je M AR _J_E,,:o m A

paer

e 0% pebUED E00T/AT/E0,

BEET

hE

174

QO FUBW IHdZ0i  E00Z/ED/ED
Spi| FURW WACPIZ | CODEAT/CO
0C | pusw WY IDH  EO0Z/BT/E0
UL PWSp WYEC!S  CODZ/ET/E0
WS WYECI6 CDOZ/ET/TO
WaD WYARA RONPAAT/EN
O-2leuew wazzia | coozspz/oo
Sbéltuew wyszis conzse0
U alevews pyetiat 200241000
WUEW WIS T E00ZAL TAF0
UEW WYESIT ED0Z/TZ/P0
WISP WYO5I0T CO0Z/92/P0
1A WY BEHOE CO0E/02/H0
D | FURH WYTTIZ  E0DZ/82/bD
B LFEP WYSLie EAOZAETAED s
OO LEYEH WYET!T . EO0Z/2T/50 - hiogsiy

Brag |

ac :

,x‘_,,mr,:u m

SR R

abgssap e -2 smeas

o [PWION g

e Walodoy | aBeys

BEIDDESY 3185 CIUS aaumo

adnoD £7 1A 866 L WaND g Buer dodiussaq.

LMD W ANV

DT T=0Ee Ledse wapayese LR e idiay

v 977



US 8,396,791 B2

Sheet 17 of 48

Mar. 12,2013

U.S. Patent

Wssadboag up, oy pafueye papeys 3

WEODE/6T/20, 01 peburya

«E002,/02/80,

L patEn

PELE M
paen
pa1e|n

a3E ]
j|ea o]
paye|n
paLe|n

paen

pase
Jabessap yaq, 03 pebueya ssaubold |

U0ED A [2poLd wael o) y1em Aol pua e o3 Gun
) s E page

w % PRBURY E0RZAETAE0.

[*E=3

=

P
P
M
P
id
Hid
Hd
Hd
Fid
i
ks
Ak
s
Ak
Kk
e

o
-
DECL
ET
0t
Skal
negt
SL81
noet
SF 1L
DELL
SELL
ooLt
SF0L
nEBL
Grat

e g7 E00Z/60/E0
huE U WaCeiE . COBZALT/CO
hUBW W T0 b E0DZAET/E0
PSP WYRE G S00ZAETIE0
SR YRS G SO0Z/6T/E0
WUAP WYREIG  E00ZF6T/E0
R W4ZZi0 EI0ZAFI/ED
B L G2 iC e
LIE L Eq.__'._”_m

PUE L HEEE T
PUR UL BPEE T
USD WS T
NUBD 5L
PR YT T E
LUSP YED e
FUELL WYPET!T

afiessapy ya- 120

5 [ouunp |

o aEunuoddy

. SRE00S Sy Sa

= owag

- 8EnoD £F 1A BEEE Y80 (W auep

AN W 3NYT

2nyegs

t17/4

Al waleg

Jydong
abeys
i

uopdiiasag

OF 22T =0l Ledsm uoiggns e L e eaney | idagy ;

/4

k4



US 8,396,791 B2

Sheet 18 of 48

Mar. 12,2013

U.S. Patent

£08

208

108

[VE=RT=T] Y] =t W]==Ta
pale|r|es |Ba0
paye|naeD 220

CPEIR(ND|ED |BE
,_um_um_:u_m.u,_mm_u
CPRARIMIED B2
pajE|na|eD |Bad

ﬁmum_:u_mwu ey

page|najeD Ualy

panEInDED Ly

QEN0OY WY0o0:i T

asnoy W00 T

SEnoY W00 T

Ban0Y WwiniT

sInoy WyD0sT
=EOLIEENTTS

LONZ/F0/20

£00Z/TT/20
EO0Z/8T/E0
E00Z/5Z/80
CO0ZST0 80

£00Z/0T/60

S=noY WY0LIZT ,maﬁ_mmm.n..tm._u

asnoy WYDE 2T E002/22/60

SSNOY WYOSIZT C00Z/6Z/60

asnoy WEOSiZT LO0Z/904/0T

paMmIS ap - Ml |

S

uoyey yar|

acnod STLADERL AN (W auer

NI W N

iauw_r

HiBliay

awil g =ieg
snams

Chatong

sbeys

FBUMD

unndErsan

g YIS



U.S. Patent Mar. 12, 2013 Sheet 19 of 48 US 8,396,791 B2

g0z

Difference
Payment
Difference

F1G.



U.S. Patent Mar. 12, 2013 Sheet 20 of 48 US 8,396,791 B2

Joe's Dealership, Inc. 05/ 2620013 | Associate Shest |
JOHN CLIENT L : . JeffCotton
Blert# 177443

Client JOHM CLIENT

Paldpess 1234 55TH 5T

PAddress 2

City BIG CITY

State CA

Zip 92832

PhoneWork (555 555-0097

PhoneMehile

PhoneHome {655) £55-435¢

EmailAddress

Class F-Class

Series QL4353 Sport Sedan
Year 2000

Wil JK 15955995

oniract Term
Payments Remaining 16

Payment Hstory s0-0,80-0,90-0
Total Payment $E07

Balance To Maturit,

Assigned tor
Ver| [ho ) [ iormens |
Call; C 11
Bppointment: [
Sold: | | |

76, 70



U.S. Patent

Descriftian
COMTIER

So=tage

Fricrity

CoStabus

Ligte & Time

Remark

o Histary

Mar. 12, 2013

JAME M. CLIENT

Jane M. Client, 1998 1 23 Coupe

CESZS 2003
ngs18/ 2003

: IZIE.-"'D-iL-'"ED’DS

;’I.Jeﬁ Cotton _'_l

‘Nurmal -

Sheet 21 of 48

;| Mew - Mot Started

10/06/2003 12:304M house
09,/29/2003 12:304M house

095222003 12: 304 M hause

C08/15/200% 127304M house

nesinfzons
09/04,/2003 1004 holse
: 1:0048M house
1:004M house
8/11/200%  1:00AM house

1:008M hadse

3119aM house 4

- [Deal Caln:uiated .

Alert Calculated ||
Alert Calcolated
Alert Caleulated

Cieal Caloulabed

Ceal Caleulated:
Deal Calculated .

Deal Calcdlated .

Deal Calculated

Deal Caln:ulated

FI1G. 77

US 8,396,791 B2



U.S. Patent Mar. 12, 2013 Sheet 22 of 48 US 8,396,791 B2

1207

kp: 4o autoslert.net?

- Autoblen |

Address
Lirks

| Peputs A DalaEnty

F1G. 72

File Edi Miew Favorlss Took Hep

hitp: A/ autoalertdogin. azp?Userame=house

f.&d'dfresgi
| Butotet A Fepos A Databrby

Links

TTser Mame |

Password |

FI1G. 75



US 8,396,791 B2

Sheet 23 of 48

Mar. 12,2013

U.S. Patent

L1/ 44

SIHERA OUOT
(NI EITIIET
UoRoD BEr

SIIRIPDOSSY 59|25 IAIDY

Buipusosa] ;  DUIPUSISY o Japug o5 —
: o 0%/

Sauas y  &ed LUmE | padsoig 3 ®EQ dn-ro|nd & qng

POP/ el - .
P SES AN | PIOS [} jusunuinddy A IBD 4 MEN 4 afeys D
|\.\\|_m__.___u_._m_ S5ES7 4 HAY pa4idxg L Hag A m__m.m,l._ ,_f,n_m_m_umu,

JIE38H A uonjeg T gagad - adig aes

§27/ 44

Zor/ _ 81

. (1abeuep) asnoH

e ___._Em_m_um._uwwﬂ_o

-y .\. .. ... -

a =R = R T =T =gt

7/

74



U.S. Patent Mar. 12, 2013 Sheet 24 of 48 US 8,396,791 B2

House (Manager)

Filter | WARNER ,
Sale Type I Leass Balloon W Retail
o 'CétEQﬂﬁ': [ zale ™ Alert [ Expired Alert W Lease Ending
Stage Wonew M ocall W appaintrrent ] Sold T Mo sale”
Sork i Fnlylc.w-up'Date LS Prospect 1 Maturity Dats 0 Series

S'i'f't Order’ # pscending T Descending

FI1G. 754

Uoealinkanee:

FI1G. 755



US 8,396,791 B2

Sheet 25 of 48

Mar. 12, 2013

U.S. Patent

gL 97

9491
Z19/
019/
09! AT
[l
909/ i L A
, i e HIRNES
#09/
209/

Sagleney

W] sequonRd Ml JRF




US 8,396,791 B2

Sheet 26 of 48

Mar. 12,2013

U.S. Patent

goc/

WIEG D[RGS A UOISSIISUEIL JRELIOINY & S0EXIRd J02UNS A 204

=

oL/

D AdBAIS0 A T E0Ud 5B A

1 saldas uawaaeday

aunog £714
ushies 5510

uepag Hodg 5560

uepas 550
sdnog 1550
sdnog Lo
uepas LLLOD

1 4741

| QISBMES A SUIABTMONS

sALa% ANy

sauag Ay eonug huljes abeloay

salas

n_m_m.mu_.im_.____mmmmm._m.}qmm;._.;_;m_w_r_.;.ﬁ_ =t Eaﬁbﬂmﬁ:m....:n

£L OIS



US 8,396,791 B2

Sheet 27 of 48

Mar. 12,2013

U.S. Patent

gogg S - comsogzgde s anEtnad gt ab o uspes ol Boy e 2g
5579 ErAsiis: SLPES neid o noF Tt SRR =FA=g=1ag Lo depag o glg
5593 choesEetTd o onefEd o noed : noF'aeE coongdfesd o v ednen ggsn o an

559% 5ZE"1% : oo9' 1S 0z:% nee /2 06z'zed adnan LLLE T

5593 L SO Nz S ASEYREE o ERRIaEE e e s e BRI e
Jueg (upissiusuedl | 9beyaeg abieys Lajg 244 buajga uepdiadsag | al
e W | 2pewoiny Jooduns Adanl|aq |-2seq abedazny 1 s31dag | =saldeg

Wd PCZE2 E00Z "DE Alnp “Aepsaupapy
sauag Ag sanly GBuias afiviany
ua|yoiny
Hlysiseag s e op

u

o8/

&L OIS



US 8,396,791 B2

Sheet 28 of 48

Mar. 12,2013

U.S. Patent

i

adnog £7 |
uokesn 5510
uepag wodg AEpD
UEPES LS50
adnos LGS
8cnod L 1o
UEPBS L 1D

Sal1ag anpy sallag

- au) ueg Big

salay ..As_ eH Huey

dse salas 8)eyHUeg 4@ [yoda  seo ne) | 1dyiy w HH u_m,a_ ,

epaulT smuoredl peecky D [ e

OeF S0l soWOARd M wp3 Al

/w.&.\

1ied /N\m\

6/ 97



US 8,396,791 B2

Sheet 29 of 48

Mar. 12,2013

U.S. Patent

006259
006" 254
ons’iss
onE"TEs
onE' TR
ans"THd
005'zrd
005 2es
o05'TEE
ooa'ors
ons'ord
ooa nEs
005’ e
onsacd
anslact

WHH

yueg g :jueg

b

05
05
LE

£F

15
82

St
£5

Ot
LB
a5

e

o

e

cooz

OFz00'0
DFZ 000

0bZ00'0
052000
. opzoOO

O0k200'0

opz00'n

ar200'0

okzO0n

or200°0

OFZ00:0:

aF200'0
EZ00:0
oRZ00°0

ChkE0nt

o |enpisay Aojae g uray
Aauon

cowo g8

ar

i

09
ar
el

98
09

ag

2

at

e ER Ty B oy Ty SR SRR e o8 [V G BT [ T B e

BTE

LT

Uepas Yoo gope 25 8Tk
S : 5TF

, S S e
uepas LS50 L4 LIk

T e e
S ITF
CoAdmenlesm o9z 0TH
60F

S o onr
adnos LLLB T Lok
o S ang

, 50t
uepas L 4R BB

541195 ar al
SAIAT8 21 H Hueq

Wd £L:GF L €002 ‘0 Ainr ‘Aepsaupapy
salag Ag a1ey juey

Mayouny

| fdiysisjesgg s eor

oc 977



US 8,396,791 B2

Sheet 30 of 48

Mar. 12,2013

U.S. Patent

4

AW g RN I g MR PR | dIZ ey RIS e AUD g T STRIRRD U SSIPRY g WORREINZEAC vl BURN AR a0 FWIRN FURRIE p FWEN 3 v SULINOD MDY S

3|BS OM 4 | PIOS s JEUUIOO0Y

s I

Dulpug B5eaT ap © Ja|g padidia | § Ll A Adnbayey
L
B
; UOSUYaP 12y LLEn
s SLE|IAN, WO
Wﬂv uanad yar
2l B[00SSY 5A|BS ATy R[I0SSY SOjES

aje0ssy sajes Ag 151 buipey pewoy

2012 -

56 SR II0SSYEREC AT

-

=

i OIS



US 8,396,791 B2

Sheet 31 of 48

Mar. 12,2013

U.S. Patent

cc 977

JalEl Ean 5

Cwo o . fyohig
EDO s e

¥l ol Ao Eig
7o o | RS

I 'plos ualjunddy fjes fuay abeys
J asea’ "Way Aaobaje]

T UISS TR
= U Wt
1S Yk EEEE
SonlS PMEE LELE

sajes

ydasap

Coouakngo : Sl iy

Uanilg
J8WNYEN

lajuusp

#r

Wd 06067 £00Z 0E Anr “Aepsaupap
aje|a0s8y sajes Aq 181 Buipiepy wejuon
vapgony

S RGTITESEIEET) T

eoce




US 8,396,791 B2

Sheet 32 of 48

Mar. 12, 2013

U.S. Patent

ss2.Ippy |23

pUPAOMESRY . SUIRN JBEM) e O] 23RI00SSY

uo suyop Jaguuap
SLEI|A, uyor
LoHo 4ar

a)e|30s88y SAjeg anlly

A CSULINDD MOYS

e I30S8Y S8|ES

SR 0SSy SAjES

g5 aAf3R PRIRIns Sy S ARG AR o dal) Jeoing ) {1y w mmm__uw.a, ‘_V

ST

. opEgen

9157
\

& OIS



US 8,396,791 B2

Sheet 33 of 48

Mar. 12,2013

U.S. Patent

apage N oAl smEgpAUYOR o gaT
LEEES SuoEuyolf UCSULOR A uuar GFT
SRRl , o opeal 0 uowoDuEr . 9ze

S3e0ssy| a1
sajeg [‘ojeidossy

SsaJppyY |iPW] piomssed LU
aasn

Wd 97:252 £00Z ‘0€ Ainp ‘Aepsaupapg,
3)EII0SSY SA|BS

uajyoiny

sup diysiagesg s a0

core

re 977



US 8,396,791 B2

Sheet 34 of 48

Mar. 12, 2013

U.S. Patent

sc I

F05¢

y

TET——
G

adnogn £ LA
uoliejs GG L0
LEpas Hods FEHT0
UEAAS | 550
8dn0g | 550
adnod |10
UERAS || L0

205 .\

saka s anay saas

sauas Ay Apisyns

OsE sEliaeAgARISONS [Adjusfyi0daa Jaepeane) fidyy

, m,,mzru@m,,u_ nﬂm,,m.m | g




US 8,396,791 B2

Sheet 35 of 48

Mar. 12, 2013

U.S. Patent

oon'cs
000'Ef
goo'cd
non‘es

Apisqns |

UEPAE HOS 65670

SHEpen LG

Cadnnd 1850

Cadnnoy L

L

Salag

o

S
9
vy
g

Wd 0162 £00Z ‘0 Ainp “Aepsaupap

sapag Ag Apisgqng

Hapyoiny

ouj fdiysia|pa] saop

RE!

A

pisgng/

a I NP
podzulyme

T

s

e

I 977



US 8,396,791 B2

Sheet 36 of 48

Mar. 12,2013

U.S. Patent

318S O & PIDS af UEULUIOHdY ) BD A M3N A OLJSUMO | sumneD moys

BUIpUZ 35037 4 WY PAAdXT WA A 35RI] zauskajen
EODZ/OE/ | usig

_En2fzal] wms

uoEuYar Jepuuar
SB[, Uyor
uopan par

/44
13UMQ YSE] AANDY laumg §se|

1aunag yse ) Ag abeys yse

dse dammciAse | Agabegsyse | Jaquafodayfpeeagne | iy - mmw,h,_u,l_.__.q N :

e

9iL8

Zc 9IS



US 8,396,791 B2

Sheet 37 of 48

Mar. 12,2013

U.S. Patent

S0 0 Sl u]
el 0 el o

Yl 0 el u)

Guipug aseaT ‘Uapy rAlabhaleg
£00Z/08/L 03 EO0Z/L2/L (poMad

0 0
Y01 T

T
Y0 0

u.._m:..._u:_on_ne__

sc G/

%0 0 w0007 o 9
oo g e e AT
0L ‘ w00z Z o1
g SRR SRR 1o SO EN0Z/ZT/9

00T 2T a&om D u] g1

AT ENDE e T

e TR iﬁﬁl P01

=TI TRRA TR

o sUYopr Jaguuarn

S unfng tm%

Wd BESFSS EROZ “0E Anr ‘Aepsaupagy
JaumQ) yse| Ay albieys jse )

yapyony
U dsIa|Ra] § a0




US 8,396,791 B2

Sheet 38 of 48

Mar. 12,2013

U.S. Patent

Juaunsnipy J8(E2] ap - BILG UDBANY

o

adnog £7 LA
uofies, 5518
uepas Hods G50
uepas | G50
adnog G50
adnog 11D
uepss | |10

saliag anay

EOOFLLE
£002/8 12

ajeq Ui-apel| aAndy

sapag

E002/k/L
E00&/e5
£002/6/5
£002/91/5
E002/EL/s
£002/0E/5
£002/9/9
E00Z/E L3
£002/02/9
£002/¢2/9

ajeq urapel|

lepoy Aq Aiojsiy urapes)

s 7

NOLY U-SRRA] A NI A SULIRD S MOy S

oc YIS



US 8,396,791 B2

Sheet 39 of 48

Mar. 12,2013

U.S. Patent

%0 00T
%a0'00T
%0007
%0°00T

Fa000T

%0'00T

%0 00T

Ye0'00T
L000T:

e 024764
- arn’ 8

St L 00T 0TS

- 0o v

S TEetiTd

g ret 24

S ogratadn

{nog' Hﬁv sze'eTd
ocn'#F

KOG
Y00
#0000

%00

Rl 1]

Y0'0

D

Y00
00

ﬂauaqﬂﬁv

¢ OI7

0:’ed
2ra ed

anTiaTd:

026" pS

STERYETY

FEFT LS

igratnd

5zeveTd
acnird

HeShE
a0 8-

ST

%96
1T
%Lt 2

hTeE

Yol T2
ey

.ﬁaaaqﬂwu

io0iod
T=2'2%
P 1) 403

A e
neeiiTEs

A
S9e'1Td
mmmqaﬁa
oEzp

ceel
FEaT

aBeT

E66T

LR6T:

CEAT
FEET
566TF
CERT

bepas pods g5pTE 0 2R HY
UBpas | 550 LGN TR
adhosi oo OBEE AT
20Rn L LLE T ANGRHLS
HERSS L VLD A 024 rada s
UEpan |oeh FEIHOAED
NOSEGED L CREE AT
gonen L LD Fa=l=lelerl=vd

USRAS LLID . pEa0m

% Jisnipv [wopeis o | isnipy |uropest s | nipy | uropess E!!

£002/ 114

EODZ/B1/L

co0f

EODZ/SZL

Wd Z0°56:Z €002 “0E Ainr ‘Aepsaupap
13poyy Aq Lioysiy ur-spes)

HIBjFony

wu| fdigsis|eag s a0



US 8,396,791 B2

Sheet 40 of 48

Mar. 12,2013

U.S. Patent

L8 97

s00z/T0/T B | Sgzoon | o

m,n_u_mﬁ,&_u_.ﬁ g | Ge2000 |  sp

E00Z/T0/0T mm _ ,ﬂm,mm_”_,m_._”_ _ ,mm : . uEpas |gsm 9.6
£002/T0/0T L |  Seeoon | 03

£00Z/T0/0T 2k | §gz000 | e

| £002/T0/0T 95 | seeoon | e o =diodosso oz
£00Z/T0/0T Eb | sceoon | 09 ,
£002/T0/0T 05 | gsezoon | e

£00Z/T0/0T 65 | oGeooo | oo ee CE0na L T
eoz/TonT SE | €000 | os

co0z/To0T Lk | Sgeoon | oee

sonz/To/T b | sER00D | s UESS LD up

1 anijoad | v [enp1say Aojoey [LEHEN
A0

FO0Z e3 s |2poK
asea] adi] 2pes
EpLOd/EIudolEeD uocibay jueyq

Jjueg big jueg

Wd EE'BE'E EDDZ ‘£) Jaquianoy ‘Aepuoy
a)ey jueg

w2 yony

sul diyssgesg s sop



US 8,396,791 B2

Sheet 41 of 48

Mar. 12,2013

U.S. Patent

c& GI7

L taam,mmﬁ@,

Ushan Le55

| Bonog joon

20n0) LLLE

umpEs D
Apisqng . : sl
£O0Z e [RPOM

Wd 8H8HE E007 °/1L 1aqwaso ‘Aepuop
Apisqng

uajgonyg

uf “diysiajes(g se o

dze-sala o gdnIsgn g /Ry pajeane 2y




U.S. Patent

Mar. 12, 2013

Sheet 42 of 48

US 8,396,791 B2

Joe's Dealership, Inc.
Autoblert

Associate Performance (Stage)

Monday, Howember 17, 2003 3:55:07 PM

AssociatefMonth
doe's Dealership;inc.

January

«Febru_&r? o

March

Spril

May

] -

duly

Cohigsks

September
Oc:tnb&rf
Moy ermbet

December

House
) L IEnary

FEhruar}r :
Cmarch -

il

May

e

Jdly

= August’

September
: Cotober
Nowembei
Decamibar

JettCoton

J=nuary

Febriary

March

april
May

Jupre e

July

st

Septemhér’_
Coctaber

Mew Mo Sale
4090 852 267 103 67 0 stdy
0 0 o 0. 0. 0
- ot 0 0 o
3804 3 20 10 0 3732
1A e 18 =
197 42 B 10 55 350
# A5 A 7 o0
g 58 5 3 5 54
18 gE e B 13 1E3
&0 113017 -7 3 )
a5 247 3D 18 1300 ame
15 g3 9 4 4 115
B oo o i o “a
2371 36 HE 5 Faene
0 0 0 0 0 ‘i
0 i o o 0o 0
2107 n L 1 0 vl
S i g o el 24
136 2 a7 -3 1 109
2z z 2z 0 0 - dg
12 g 1 0 1 14
1z 0 0o 0 12
51 b o B 0 51
‘20 1z o 1 5 S
10 0 o D 0 10
o o o i e
7 0 o Can 0
0 o o 0 0
‘g a o o 0
BN ] ] 0 0
0 o o 1 0.
0 - i i o
g o g o 0
0 o B 0 0
i 1] o S 0
1 o o 0 0
C i b g b

16, 35



U.S. Patent Mar. 12, 2013 Sheet 43 of 48 US 8,396,791 B2

Rebates and —
Adjustments rade—in
Ayerage [nternal External
Selling Payoff
Price Data Data
Esﬁtlei Money Factor
> & Residual
Results Data esidua
Historical
Sales
Data
Sales
M 1 Associate
GE?S:?:H Alerts Desktop
Interface
Alert Lists
Deal Sheets |
Sales/Management
Desktop
Interface

F1G. 34



U.S. Patent

Mar. 12, 2013

Sheet 44 of 48

US 8,396,791 B2

sJoe 5 Dealershlp Inc

L JOSEPH. JOHNSON

81742

Adertd
et JOSEPH JOHNSON
Arddress - 9989 15T AVE
Addiess 2
Gy - “BIG CITY
Siate CA
Tip 99899
Phene Work -~ [665) 566.0009

Plione Mobile  (666) 866-2321
Phone Wome

Byerage Sefling Price ‘.‘3%,875
Trade Equity CABI0ERE)
Bubsidy Swmiount HKI 000

Sales Tax 7.75%

Gcmfraat Tetm

-
eErpus
00025

Bifterance
Balloon
Dieferrad Baymert
Banniie: Bioanoeg
Inferast Fate

.&muun Fingne m
res] Rate

‘62

Amsunt Fiiented
litsrest Rate

o O2003

Srs a5 Dmmmmn -

‘:’aar

Contiact End
szigaumr! Lost

Residyal Amount

Caolttract

Papolf Lot

Byl Sood Throngh |
Hiadedn ﬂsmwm i

SR
Ar5N




U.S. Patent Mar. 12, 2013 Sheet 45 of 48 US 8,396,791 B2

3600
N

Refrieve Financing, Customer
55/0/ and Product Information

Compare Current Financial
jg‘zg/ Terms to Potential Terms

Generate Alerts
s650-" |

s Transmit Alerts

J640

716, 36

‘)700W

3770\ Receive Modified
Financial Variable

Compare Current
F720

| Financial Terms to
Potential Terms

GEAN Generate Alerts

F740~]

Transmit Alerts

FI1G. 37



U.S. Patent Mar. 12, 2013 Sheet 46 of 48 US 8,396,791 B2

IE00 W

-775/0\ Receive Potential

Customer Information

|

jgza\ Re’rrigve Pp’renﬂal .
Customers Financial Information

in Real=Time

|

Compare Current Financial
F850~_| “°MP

Terms to Potential
Terms

FEL0
" Generate Alerts

|

S50~ Transmit Alerts

|

jﬁgﬂ\ Present Deal to Customer

FI1G. 38



US 8,396,791 B2

Sheet 47 of 48

Mar. 12,2013

U.S. Patent

0965

5668

0565

UORWIIOLU|
tonpoud

UO|}DWIo JU|
Jswiosny

uolDWIoU|
Buroupul 4

[oUILIB]
Js|peq

NAoMiaN

~

68 97

ores

565

3|NPON
UO|SS|WISUD|

puD {3y

3|INPoN
uosLpdwon
SWws |
_O_QCDC_M_

o568 — |

265

SINPAAN
|DABLI4RY
UOIDWIOU|

\I

9|NpanN
Aapu3 oipg

UO}oWLIO}U|
Jonpold

UOJ{OWIO}U|
Jaulojsna

UOC|{DLUIOJU|
Bulounuiy

waysAS U0|jDJaUsY [B|Y SWJS] |PIoUDUl

| — 0165

068

V/ o065



U.S. Patent Mar. 12, 2013 Sheet 48 of 48 US 8,396,791 B2

FIG. 40



US 8,396,791 B2

1

SYSTEM AND METHOD FOR ASSESSING
AND MANAGING FINANCIAL
TRANSACTIONS

REFERENCE TO RELATED APPLICATION

This application is a continuation of U.S. patent applica-
tion Ser. No. 13/076,203, filed Mar. 30, 2011 which is a
continuation of U.S. patent application Ser. No. 12/911,552
filed Oct. 25, 2010, now U.S. Pat. No. 8,005,752, which is
continuation of U.S. patent application Ser. No. 10/996,122,
filed Nov. 23, 2004, now U.S. Pat. No. 7,827,009, which
claims priority to U.S. Provisional Patent Application No.
60/525,233, which was (iled Nov. 25, 2003 and is entitled
“SYSTEM AND METHOD FOR ASSESSING AND MAN-
AGING FINANCIAL TRANSACTIONS.” The foregoing
applications are hereby incorporated by reference in their
entirety into this application.

BACKGROUND OF THE INVENTION

1. Ficld of the Invention

Embodiments of the system and method described herein
relate to alerting dealers when favorable financial terms are
available to customers.

2. Description of the Related Art

Rather than paying cash [or a product, a person may enter
a financial agreement (e.g., a purchase agreement, a lease
agreement, deferred or halloon payment agreement, or the
like) in which the person makes a series of payments for a
specified term. Often, these payments are periodic, such as
weekly, monthly, quarterly, yearly, or the like. For example, if
a person purchases an automobile, the person may expect to
pay aseries of substantially similar monthly payments for one
or more years.

During the term of the financial agreement (the “current
agreement”) covering the first product (“the current prod-
uct”), apersonmay desire to use a second product (a“replace-
ment product”) in lieu of the current product. In such an
instance, to obtain the replacement product, a person may be
willing to return the current product and enter a second [inan-
cial agreement (a “replacement agreement”) that satisfies the
first financial agreement. For example, a person having two
vears of payments remaining on his automobile lease may be
willing to return the automobile to a dealership and enter a
new lease for a latest model. The replacement agreement may
be any suitable type of financial agreement (c.g., a purchasc
contract, a lease, deferred payment, or the like), including the
same type as the current agreement or a different type. In
some instances, a person will agree to enter a replacement
agreement if the replacement product and payments are
acceptable. For example, a person may find the replacement
product and the payments under the terms of the replacement
agreement acceptable if they are sufficiently similar to the
current product and payments under the current agreement.

If a seller of products, such as an automobile dealership,
knows when a customer is able to enter into a new financial
arrangement under terms favorable to the customer, the seller
can take advantage of this knowledge by offering a deal to the
customer thatincludes the favorable terms. Accordingly, such
knowledge, if possessed by the dealer, can drive increased
sales. Nevertheless, no system or method has existed for
alerting a seller when a customer is able to enter a new
financial arrangement under terms favorable to the customer.

SUMMARY OF THE INVENTION

Fmbodiments of the system and method described herein
systcmatically gencrate and send alerts to dealers when cus-
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tomers are able to enter new financial arrangements under
terms favorable to the customer. Advantageously, the knowl-
edge that embodiments of the system and method make avail-
able to dealers can significantly increase the dealers’ sales.

In one embodiment, a financial terms alert generation sys-
tem comprises an information retrieval module, a financial
terms comparison module, and an alert transmission module.
The information retrieval module is configured to retrieve
financing information, customer information, and product
information from one or more sources accessible on a net-
work. Such information can be retrieved, for example, from
websites located on the World Wide Web. 1he financial terms
comparison module is configured to compare a customer’s
current financial arrangement to a potential new financial
arrangement to determine whether the customer is able to
enter into a new financial arrangement on terms favorable to
the customer. In one embodiment, the financial terms com-
parison module performed at least one calculation based on
the retrieved information in order to make this comparison.
The alert transmission module is configured to transmit an
alert to a dealer in cases in which the financial terms com-
parison module determines that a customer is able to enter
into a new financial arrangement on terms favorable to the
customer. Such alerts identify to the dealer the customer that
is able to enter into a new financial arrangement on terms
favorable to the customer and identify to the dealer the terms
of the new financial arrangement.

Embodiments of the system disclosed herein perform a
number of processes for alerting a dealer when a customer can
enter into a new financial arrangement with terms favorable to
the customer. For example, one such process includes (1)
retrieving financing, customer, and product information, (2)
comparing, for each of a plurality of customers, the custom-
er’s current financial terms for a financial arrangement related
to a first product currently owned or leased by the customer
with potential financial terms related to a second product
comparable to the first product that would be available to the
customer under a new financial arrangement in order to deter-
mine whether the new financial arrangement has terms favor-
able to the customer, (3) generating, for each customer for
which the comparing shows that the new financial arrange-
ment has terms favorable to the customer, an alert comprising
information identifying the customer and indicating the terms
favorable to the customer under the new arrangement, and (4)
transmitting the alerts to at least one dealer.

Another process that can be performed by an embodiment
of the system includes (1) receiving a modified financial
variable, (2) comparing, for each of a plurality of customers,
the customer’s current financial terms for a financial arrange-
ment related to a first product currently owned or leased by
the customer with potential (inancial terms related o a second
product comparable to the first product that would be avail-
able to the customer under a new financial arrangement, tak-
ing into account the modified financial variable, in order to
determine whether the new financial arrangement has terms
favorable to the customer, (3) generating, [or each customer
for which the comparing shows that the new financial
arrangement has terms favorable to the customer, an alert
comprising information identifying the customer and indicat-
ing the terms favorable to the customer under the new
arrangement, and (4) transmitting the alerts to at least one
dealer.

Advantageously, by performing the foregoing process,
embodiments of the system are able to determine how
changed financial variables affect whether customers can
enter new [inancial arrangements with [avorable terms. For
cxample, this process can be used to gencrate alerts when a
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new financial incentive, such as a manufacturer rebate or a
dcalership incentive, allows customers to enter new financial
arrangements with favorable terms.

Advantageously, embodiments ol the system are able to
generate alerts related to a particular customer in real-time.
This advantageous capability can be used to generate an alert
when a customer enters a dealership, such as when a customer
has taken his car to a dealership for service. Advantageously,
in this embodiment, the alerts are generated in real-time, such
that it favorable financial terms are available to the customer,
the dealer can attempt to sell a new product to the customer
while the customer is still at the dealership. Accordingly, this
embodiment can be used to drive increased sales. In accor-
dance with the foregoing embodiment, the system performs a
process including (1) receiving an identification of a cus-
tomer, (2) retrieving, in real-time, financial information
regarding a current financial arrangement of the customer
identified by the identification, wherein the current financial
arrangement relates to a first product currently owned or
leased by the identified customer, (3) comparing current
financial terms of the current financial arrangement with
potential financial terms related to a second product compa-
rable to the first product that would be available to the iden-
tified customer under a new financial arrangement in order to
determine whether the new financial arrangement has terms
favorable to the identified customer, (4) generating an alert
comprising information identifying terms favorable to the
identified customer under the new financial arrangement if
the comparing shows that the new (inancial arrangement has
terms favorable to the identified customer, and (5) transmit-
ting the alert in real-time to at least one dealer.

Accordingly, the foregoing embodiments timely alert deal-
ers regarding opportunities to sell new products to customers
by identilying circumstances under which a customer can
cnter a new financial arrangement with terms favorable to the
customer. This and other advantages of the foregoing embodi-
ments will be apparent to a skilled artisan in light of this
disclosure.

BRIEF DESCRIPTION OF THE DRAWINGS

FIGS.1A-1G illustrate an example deal sheet generated by
one embodiment of a financial terms alert generation system.

FIGS. 1H-17 illustrate formulae for calculating certain
terms of financial arrangements, as used by one embodiment
ol a inancial terms alert generation system.

FIGS. 1K-8 are example screen shots illustrating function-
ality of various embodiments of a financial terms alert gen-
eration system.

FIGS. 9 and 10 illustrate an example deal sheet generated
by one embodiment of a (inancial terms alert generation sys-
tem.

FIGS. 11-33 are example screen shots illustrating function-
ality of various embodiments of a financial terms alert gen-
eration system.

FIG. 34 is a block diagram illustrating how, in one embodi-
ment of a financial alert gencration system, internal data,
external data, and historical data are used to generate one or
more alerts.

FIG. 35 illustrates an example deal sheet generated by one
embodiment of a [inancial terms alert generation system.

FIG. 36 is a flowchart that illustrates a process of alerting a
dealership when a customer can be offered a new lease or
other financial arrangement, as performed by one embodi-
ment of a financial terms alert generation system.

FIG. 37 is a flowchart that illustrates another embodiment
of'a process of alerting a dealership when a customer can be
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offered a new lease or other financial arrangement, as per-
formed by onc embodiment of'a financial terms alert gencra-
tion system.

FIG. 38 is a flowchart that illustrates process [or detecting
and presenting a deal to a customer in real-time, as performed
by one embodiment of a financial terms alert generation sys-
tem.

FIG. 39 is a block diagram that illustrates one embodiment
ol a financial terms alert generation system altached to a
computer network.

FIG. 40 is an example screen shot that illustrates a class
selection feature of one embodiment of a financial terms alert
generation system.

DETAILED DESCRIPTION OF PREFERRED
EMBODIMENTS

Embodiments of the system described herein may be used
to assess the desirability of a new financial arrangement such
as a replacement agreement. For example, in response to a
customer’s inquiry, a salesperson may use certain embodi-
ments of the system to generate a deal sheet to determine
whether replacement product and payments are acceptable to
the client. In another example, certain embodiments of the
system may generate notifications or alerts, which may
advantageously indicate a potential replacement agreement
satisfies certain parameters that indicate that the potential
replacement agreement has terms favorable to the customer.
Using these alerts, a person (such as a salesperson) may
proactively contact a customer to offer the potential replace-
ment agreement. To help manage client-contact-related tasks,
certain embodiments may advantageously include contact
management features.

Details regarding several illustrative preferred embodi-
ments for implementing the system and method described
herein are described below with reference to the figures. At
times, features of certain embodiments are described below in
accordance with that which will be understood or appreciated
by a person of ordinary skill in the art to which the system and
method described herein pertain. For conciseness and read-
ability, such a “person of ordinary skill in the art” is often
referred to as a “skilled artisan.”

It will be apparent to a skilled artisan, in light of this
disclosure, that the system and method described herein can
advantageously be implemented using computer software,
hardware, (irmware, or any combination of soltware, hard-
ware, and firmware. In one embodiment, the system is imple-
mented as a number of software modules that comprise com-
puter executable code for performing the functions described
herein. In one embodiment, the computer-executable code is
execuled on one or more general purpose computers. How-
cver, a skilled artisan will appreciate, in light of this disclo-
sure, that any module that can be implemented using software
to be executed on a general purpose computer can also be
implemented using a different combination of hardware, soft-
ware, or [irmware. For example, such a module can be imple-
mented completely in hardware using a combination of inte-
grated circuits. Alternatively or additionally, such a module
can be implemented completely or partially using specialized
computers designed to perform the particular functions
described herein rather than by general purpose computers.

It will also be apparent to a skilled artisan, in light of this
disclosure, that the modules described herein can be com-
bined or divided. For example, a skilled artisan will appreci-
ate, in light of this disclosure, that any two or more modules
can be combined into one module. Thus, referring to FI1G. 39,
the information retrieval module 3930 and the financial terms
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comparison module 3935 can be combined into a single mod-
ule that performs the functions of both modules. Conversely,
any one module can be divided into multiple modules. For
example, the information retrieval module 3930 can be
divided into multiple modules such that each individual mod-
ule performs part of the functions of the information retrieval
module 3930 and all of the modules collectively perform all
such functions.

Similarly, a number of databases are described herein. A
skilled artisan will appreciate, in light of this disclosure, that
any two or more databases can be combined into one database
and that any one database can be divided into multiple data-
bases.

A skilled artisan will also appreciate, in light of this dis-
closure, that multiple distributed computing devices can be
substituted for any one computing device illustrated herein.
In such distributed embodiments, the functions of the one
computing device are distributed such that some functions are
performed on each of the distributed computing devices.

The foregoing and other variations understood by a skilled 2

artisan can be made to the embodiments described herein
without departing from the invention. With the understanding
therefore, that the described embodiments are illustrative and
that the invention is not limited to the described embodi-
ments, certain embodiments are described below with refer-
ence to the drawings.

FIG. 1A illustrates an embodiment ot a deal sheet 102,
which may advantageously include a description of a client’s
current agreement (I'IG. 1B), the client’s contact information
and a description of the replacement product (FIG. 1C), and a
comparison between the client’s current agreement and one
or more replacement agreements (FIG. 1D). Any suitable
number of replacement agreement’s may be displayed,
including but not limited to one, two, three, four, five, six, or
more replacement agreements. Any suitable number of lend-
ers for replacement agreements may be displayed, including
but not limited to one, two, or more lenders. The replacement
agreements may be for any suitable term, including but not
limited to 36 months, 48 months, 60 months, or any other
period. As illustrated, a replacement agreement’s payment is
advantageously shown along with the difference between the
client’s current financial agreement’s payment and the
replacement agreement’s payment. Thus, using the deal
sheet, a salesperson may advantageously review a plurality of
replacement agreements from a plurality of lenders.

FIGS. 1E, 1F, and 1G illustrate portions ol an embodiment
of'adeal sheet. Asillustrated in FIG. 1E, the text 104 indicates
that the deal sheet is associated with an alert. Text 106 advan-
tageously identifies information about the deal sheet. As illus-
trated, text 106 illustrates that it is a manager-level view of a
lease. In one embodiment, varying levels of detail from the
detail shect are shown to different persons aceessing the sys-
tem. Accordingly, the system may be advantageously used to
customize varying views for the persons accessing the system
to an appropriate level of detail. For example, a salesperson
may need less detail than a manager. Tn one embodiment, the
system determines the identity, the employment position, or
both to ascertain the level of detail to display to a user of the
system. Although a lease is illustrated, the information dis-
played may be use for other agreements, such as a purchase
agreement. Text 108 may indicate that the alert is associated
with a particular person (c.g., a salesperson) or a group of
persons (e.g., a “house account” for some or all salespersons).

As illustrated in FIG. 1E, section 110 of the deal sheet
includes information about the current product. The informa-
tion about the current product may include any suitable infor-
mation, including but not limited to a product identifier that
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preferably uniquely identifies the product (e.g., a vehicle
identification number or VIN or the like), a class identifier
identifying a group of models, a series identifier identifying a
particular model, a model year, a make, a model, or the like.
The information about the current product may be obtained
from any suitable resource, including but not limited to a
governmental agency (e.g., a department of motor vehicles),
the current product’s manufacturer, a local distributor of the
current product (e.g., the local car dealership that sold the
current product or the like), an online database of transac-
tions, or the like. The information about the current product
may be added to the system in any suitable manner (e.g.,
including but not limited to manual entry, automated entry,
manual importation, automatic importation, static addition,
dynamic addition, or the like) and using any suitable form of
data (e.g., database, flat file, or the like). In some instances,
the local car dealership that sold the current product may have
some or all of the information about the current product in a
software system from which the information may be
obtained. In some instances, the current product’s manufac-
turer may have some or all of the information about the
current agreement in a website from which the information
may be obtained.

As illustrated in FIG. 1E, section 112 includes information
about the current agreement, which may include any suitable
information, including but not limited to the date the agree-
ment started, the date the agreement ends, the original capi-
talized cost (or amount financed), the end of term residual (or
deferred) payment, the term of the agreement, a base periodic
payment (which may be pre tax in certain states), an actual
periodic payment (which may be post-tax in certain states),
the payott amount (e.g., the amount owed to the lender to
satisty the agreement), a date until which the lender will
accept the payoff amount in satisfaction of the agreement
(e.g., a date representing the end of a ten-day period or other
suitable period), a trade-in value associated with the product
under the agreement, a trade equity (e.g., the trade-in value
less the payoff amount), and a security deposit (if any) held by
the lender. In one embodiment, the trade-in value is an aver-
age of trade-in values over a suitable period, which values
may be obtained from one or more suitable sources. In one
embodiment, values over a ten-year period are obtained from
an online auction website and grouped by a suitable geo-
graphic region. In one embodiment, the trade-in value is
manually adjustable. Trade-in values may be selected from
any suitable location, including but not limited to one or more
car dealerships. In one embodiment, trade-in values may have
associated assumptions (e.g., mileage, condition, or the like).
Of course, any suitable method for calculating a trade-in
value may be used. The term “trade-in value” is a broad term
and is vused herein in its ordinary sense and [urther includes
without limitation aspects of some embodiments disclosed
herein. As illustrated in FIG. 1E, section 114 includes addi-
tional information concerning the current agreement, includ-
ing the number of payments the client has made under the
agreement, the number of payments remaining under the
agreement, the number of times (if any) the client has made
late payments (including payments 30 days late, 60 days late,
90 days late, or the like), and the total of remaining payments
and any additional fees to conclude the agreement as sched-
uled under the agreement.

The information about the current agreement (c.g., FIG.
1E) may be obtained from any suitable resource, including
but not limited to the lender that financed the current agree-
ment, a governmental agency (e.g., a department of motor
vehicles), the current product’s manulacturer, a local dis-
tributor of the current product (c.g., the local car dealership
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that sold the current product or the like), an online database of
transactions, or the like. The information about the current
agreement may be added to the system in any suitable manner
(e.g.. including but not limited to manual entry, automated
entry, manual importation, automatic importation, static
addition, dynamic addition, or the like) and using any suitable
form ot data (e.g., database, flat file, or the like). In some
instances, the local car dealership that sold the current prod-
uct may have some or all of the information about the current
agreement in a software system from which the information
may be obtained. In some instances, the current product’s
manufacturer may have some or all of the information about
the current product in a website from which the information
may be obtained.

As illustrated in FIG. 1F, the text 120 indicates that the deal
sheet is provided by a particular car dealership. Text 122
indicates the client for whom the deal sheet was created.
Section 124 includes information contact information for the
client. such as the client’s name, address, and telephone num-
bers. The information about the client may be obtained from
any suitable resource, including but not limited to a govern-
mental agency (e.g., a department of motor vehicles), the
current product’s manufacturer, a local distributor of the cur-
rent product (e.g., the local car dealership that sold the current
product or the like), an online database of transactions, or the
like. The information about the client may be added to the
system in any suitable manner (e.g., including but not limited
to manual entry, automated entry, manual importation, auto-
matic importation, static addition, dynamic addition, or the
like) and using any suitable form of data (e.g., database, flat
file, or the like). In some instances, the local car dealership
that sold the current product may have some or all of the
information about the client in a software system from which
the information may be obtained. In some instances, the cur-
rent product’s manufacturer may have some or all of the
information about the client in a website from which the
information may be obtained.

As illustrated in FIG. 1F, section 126 may include any
suitable information about the replacement product, includ-
ing but not limited to a class identifier identifying a group of
models, a series identifier identifying a particular model, a
model year, a make, a model, a selling price associated with
the product (e.g., an average selling price), the trade equity
value illustrated in section 112 (FIG. 1E), a subsidy amount
(if any) the seller of the replacement product would be willing
1o accept below the selling price associated with the product,
the total selling price (or capitalized cost) on the replacement
product including any equity and including sales tax (if any),
sales tax (if any), and the total amount financed including
trade equity and sales tax. The information about the replace-
ment product may be obtained [rom any suitable resource,
including but not limited to a governmental agency (c.g., a
department of motor vehicles), to the replacement product’s
manufacturer, a local distributor of the replacement product
(e.g., a local dealership), an online database of transactions,
or the like. The information about the replacement product
may be added to the system in any suitable manner (c.g.,
including but not limited to manual entry, automated entry,
manual importation, automatic importation, static addition,
dynamic addition, or the like) and using any suitable form of
data (e.g., database, flat (ile, or the like). Tn some instances, a
local car dealership may have some or all of the information
about the replacement product in a software system from
which the information may be obtained. In some instances,
the replacement product’s manufacturer may have some or all
ol the information about the replacement product in a websile
from which the information may be obtained.
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As illustrated in FIG. 1G, the section headings 130 indicate
the names of the lenders associated with the replacement
agreements shown under the section headings 130. Any suit-
able information about the replacement agreements may be
displayed, including but not limited to a contract term (e.g.,
36 months, 48 months, 60 months, or the like), the type of
agreement (e.g., lease, purchase, deferred payment), a
residual or deferred payment amount, a capitalized cost or
amount financed, a money factor or interest rate charged on
the replacement agreement, a periodic payment associated
with the replacement agreement, and difference (e.g., text
134) between the client’s periodic payment under the current
agreement (e.g., text 116 in FIG. 1E) and the payment under
the replacement agreement (e.g., text 132). For one of the
illustrated replacements agreements, text 134 indicates that
the replacement agreement’s payment is twelve dollars less
than the current agreement’s payment. In one embodiment,
the actual replacement agreement that the client enters may
differ from those displayed in the F1G. 1G; for example, upon
review of the current product, particular values (e.g., a trade-
in value or selling price) may be adjusted higher or lower for
any suitable reason. Accordingly, a deal sheet may advanta-
geously display an indication that the values on the deal sheet
are estimates.

The information about the replacement agreements (FIG.
1G) may be obtained from any suitable resource, including
but not limited to the lenders offering financing for the
replacement agreement, the replacement product’s manufac-
turer, a local distributor of the replacement product (e.g., a
local dealership), an online database of transactions, or the
like. The information about the replacement agreement may
be added to the system in any suitable manner (e.g.. including
but not limited to manual entry, automated entry, manual
importation, automatic importation, static addition, dynamic
addition, or the like) and using any suitable form of data (e.g.,
database, flat file, or the like). In some instances, a local car
dealership may have some or all of the information about the
replacement agreement in a software system from which the
information may be obtained. In some instances, the replace-
ment product’s manufacturer may have some or all of the
information about the replacement agreement in a website
from which the information may be obtained.

In the example illustrated in FIG. 1G, the replacement
agreements are leases; however, replacement agreements
may be any suitable type of agreement, including but not
limited to a lease agreement, a delerred or balloon agreement,
a purchase agreement, or the like. The term “agreement” is a
broad term and is used herein in its ordinary sense and further
includes without limitation aspects of some embodiments
disclosed herein. FIG. 1H illustrates one embodiment of a
lease paymenl [ormula; however, any suitable lease payment
formula may be used. The term “lease” is a broad term and is
used herein in its ordinary sense and further includes without
limitation aspects of some embodiments disclosed herein.
FIG. 11 illustrates one embodiment of a deferred or balloon
payment [ormula; however, any suitable delerred or balloon
payment formula may be used. The term “deferred” is a broad
term and is used herein in its ordinary sense and further
includes without limitation aspects of some embodiments
disclosed herein. The term “balloon” is a broad term and is
used herein in its ordinary sense and further includes without
limitation aspects of some embodiments disclosed herein.
FIG. 17 illustrates one embodiment of a purchase payment
formula; however, any suitable purchase payment formula
may be used. The term “purchase” is a broad term and is used
herein in its ordinary sense and [urther includes without limi-
tation aspects of some embodiments disclosed herein.
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A general architecture that implements the various features
of embodiments of the invention will now be described with
reference to drawings. The drawings and the associated
descriptions are provided to illustrate embodiments of the
invention and not to limit the scope of the invention.

Certain figures illustrate various views of a system, which
may be displayed to a user of the system and which the user
may access, review, use, or any suitable combination thereof.
Some or all of these views may be used with any other suitable
views. In one embodiment, the system uses a hypertext inter-
face, such as HTML, MICROSOFT™ Active Server Pages,
or the like. In one embodiment, the system is accessed via a
secure system, such as a local area network or the like. For
example, the system may be hosted using an in-house server
with one or more local computers. However, any network
may be used, including wide area networks, the Internet, or
the like. Further, the system may be implemented using one or
more computers.

As described with respect to some embodiments herein,
persons employed at an automobile dealership use the sys-
tem; however, other suitable uses are contemplated outside of
the automobile context. Further, although in some embodi-
ments particular features are described with reference to a
salesperson and a management person, any persons may use
some or all aspects of the embodiments of the system.

FIG. 1K illustrates an internet browser that has buttons 101
advantageously used to access functions of various embodi-
ments.

[IG. 2 illustrates an initial log in screen in which a user
enters a username and password into fields 201 to gain autho-
rized access to the system.

When the user accesses the system, an initial view screen is
advantageously displayed as illustrated in FIG. 3. The screen
advantageously displays the name 302 of the person associ-
ated with the username and password. In the instance illus-
trated in FIG. 3, the person is a salesperson. The system may
advantageously associate the salesperson with clients. Any
suitable association with clients may be used. For example,
the clients may include but are not limited to persons to whom
the salesperson may have sold an automobile, persons to
whom the salesperson has been assigned by a supervisor,
other persons, or any suitable combination thereot. Thus, by
managing the salesperson-client associations, the system
may advantageously be used to limit the client data that a
salesperson may view to the associated clients.

FIG. 3 illustrates contact management entries 300, which
advantageously may include client information, transaction
information, or any other suitable information associated
with clients. A client may have an entry associated with the
client’s current automobile transaction, as illustrated by
hyperlinks 304 that display the client name and one or more
associated automobile identificrs (c.g., make, modcl, year, or
the like). In response to selecting one of the hyperlinks 304, a
contact management view associated with the client is dis-
played, as described below. In one embodiment, contact man-
agement entries may advantageously be associated with a
particular datc. Contract management cntrics may advanta-
geously be displayed and grouped according to one or more
dates. In another embodiment, new contact management
entries are displayed. The displayed entries may display any
suitable parameter in the system, including but not limited to
a stage in the contact management process, items associated
with a particular date, tasks associated with a particular date,
actions taken during the contact management process, or the
like. In one embodiment, the contact management entries
may be used o schedule and track tasks associated with
contact management. The user may advantageously scroll
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down through this area and view tasks that have scheduled for
future follow up. In one embodiment, a contact management
entry is associated with a deal sheet. In one embodiment,
when a new deal sheet is generated, an associated contact
management entry is also created. The system may generate
deal sheets or contact management entries at any suitable
time. In one embodiment, the system generates a deal sheet
and an associated contact management entry when the system
receives an update of information used to calculate replace-
ment agreements that are advantageously displayed in deal
sheets. In one embodiment, deal sheets are generated periodi-
cally (e.g., weekly). In one embodiment, deal sheets are gen-
erated dynamically. In one embodiment, deal sheets are gen-
erated substantially continuously. In one embodiment, when
a new deal sheet is calculated, the prior deal sheet is retained
and accessible through the client’s history accessible through
a contact management entry or the like. [n one embodiment,
deal sheets are generated in response to a user request. In an
embodiment wherein one or more deal sheet parameters are
customizable (e.g., a rebate amount or the like), a person may
alter the one or more parameters and review the number and
types of deal sheets generated (e.g., how many alerts). Cat-
egories of deal sheets include, but are not limited to, an
“alert,” a “sale,” an “expired alert,” and a “lease ending.”’
Asillustrated in FIG. 3, a user may choose to customize the
display of the contact management entries by filtering entries,
sorting entries, ordering entries, ranking entries, or any suit-
able combination thereof. Although particular parameters are
illustrated in I'IG. 3, any suitable parameter in the system may
be used as a reference for customization. Selecting one or
more of checkboxes 306 may be used to limit the displayed
contact management entries to a particular combination of’
sale or transaction types associated with a client, such as a
lease, a retail sale, a balloon, or the like. ['or example, a client
may have an existing lease of an automobile or may have
purchased an automobile and is currently making payments.
Selecting one or more of checkboxes 308 may be used to limit
the displayed contact management entries to a category of
deal sheets associated with a client, such as a sale, an alert, an
expired alert, a lease ending, or the like. In one embodiment,
an alert comprises a deal sheet that fits into one or more
parameters. For example, in one embodiment, an alert com-
prises a deal sheet in which a replacement agreement for an
associated replacement product has an associated payment
within 10% of a payment associated with the client’s current
agreement. Any suitable range may be used. For example, the
range could be set from at any value from 1% to 200% or more
than 200%. In one embodiment, a lease ending deal sheet
comprises a deal sheet for a client whose current agreement is
a lease and that lease will end within a specified time (e.g.,
near the end of the lease). In one embodimen, 4 lease ending
deal sheet comprises a deal sheet for a client whose lease will
end in 6 months, 180 days, or the like. Any suitable time prior
to the end of the client’s lease may be used to identify a lease
ending deal sheet. Accordingly, the contact management
entries may be queried [or leases ending within a specilic
period. In onc cmbodiment, the display of cntrics may be
ordered to view contact management entries associated with
lease ending deal sheets beginning with those furthest from
maturity or beginning with the leases which will end soonest.
In one embodiment, an “expired alert” deal sheet comprises a
deal sheet that was previously within one or more paramcters
associated with an alert, but no longer is because one or more
parameter values changed. The expired alert deal sheet
advantageously provides a reference point as sales associates
continue o communicate with their clients. In one embodi-
ment, a “sale” deal sheet compriscs a deal sheet that is a
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default category that is not an alert, a lease ending, or an
expired alert. Selecting one or more of checkboxes 310 may
be used to limit the displayed contact management entries to
those at one or more particular stages in the contact manage-
ment process, such as where the entry is new, where a tele-
phone call has been made, where an appointment has been
made, where a sale occurred, where no sale occurred, or any
other stage suitable for managing contacts with persons.
Entering one or more words into field 312 may be used to
limit the displayed contact management entries to those
including those words. For example, if the user wanted to see
only entries associated with a particular model of car, the user
could enter the particular model of car into field 312. Simi-
larly, to view entries associated with a client having a particu-
lar name, the user could enter the name into field 312. In one
embodiment, to view the customized display of contact man-
agement entries, button 314 is selected. In one embodiment,
radio buttons or other suitable graphical user interface ele-
ments (not shown) associated with data fields in the system
may be used to sort the contact management entries.

FIG. 4 illustrates an embodiment of the display shown in
F1G. 3 in which the hyperlink 402 is selected. In response to
the selection of hyperlink 402, a contact management view
500is displayed as illustrated in FIG. 5. Text 501 identifies the
name of client associated with hyperlink 402. The client name
and vehicle descriptor is also shown in text 502. Listbox 503
displays the owner of the entry (e.g., a salesperson assigned to
the client). Listbox 504 indicates the current stage in the
contact management process. In one embodiment, a user may
select a stage and save the newly selected stage in the system.
Listbox 505 indicates a priority associated with the contact
management process. In one embodiment, a user may select a
priority and save the newly selected priority in the system.
Priorities may advantageously indicate whether specific con-
tact must take place, should take place, or is not needed. In
one embodiment, an icon, text, or the like (not shown) is
advantageously displayed adjacent entries 304 (FIG. 3) to
indicate an associated priority. Any suitable icon, color, or
text may be used to indicate different priorities. In one
embodiment, a different colored icon is associated with each
priority. Listbox 506 indicates a status associated with the
contact management process. For example, the user may
record contact management-related actions taken for the cli-
ent by selecting a particular status from the list box 506,
which displays a list of selectable statuses 601 (FIG. 6). Inone
embodiment, a user may select a status and save the newly
selected status in the system. A status may indicate, for
example, that the salesperson called the client and left a
message, called the client and set an appointment, or the like.
Field 507 allows text to be entered and subsequently stored
for display in history list 508. Selection of listbox 510 allows
a uscr to sclect a time from list 702 (FIG. 7A). Sclection
button 512 allows a user to select a date displayed in a calen-
dar view 708 (FIG. 7B), where selection of a date from the
calendar view 708 causes the date to appear in field 514. The
user may also enter a date directly into field 514. The dates
and times may be advantagcously used to schedule future
activities such as a future call, or an appointment set. The
history log may advantageously record a user’s use of the
contact management screen, list what deal sheet calculations
and generations the system has performed, and show any
saved remarks. In one embodiment, newly gencrated contact
management entries are associated with a “new” stage indi-
cation. A salesperson may advantageously use view 500 to
track contact with the client through various contact stages, to
document appointments made, and schedule [uture contacts.
In one cmbodiment, a status change will advantageously be
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recorded in history section 508. In one embodiment, when the
save button is selected, the information from view 500 is
logged into the history section as a separate line showing the
date the entries were made along with the information
entered.

FIG. 8 illustrates an embodiment of the contact manage-
ment view from FI1G. 5 in which remarks are entered the field
507 and then stored in the history view. When a view button
802 is selected, a deal sheet view 902 (FIG. 9) is displayed.
‘When a print button 803 is selected, a deal sheet formatted for
printing is displayed.

F1G. 9 illustrates the deal sheet 902. A deal sheet may
include some or all of the data displayed in deal sheet or any
other suitable data. Thus, a deal sheet showing a different set
of data is shown in FIG. 9. For example, FIG. 10 illustrates a
view of a deal sheet highlighting the client’s current transac-
tion. Although a particular presentation is illustrated in FIG.
9, a deal sheet may use any suitable presentation and, thus,
may be configured to show the data in a variety of ways,
whether similar to or not similar to that shown in FIG. 9. A
user may browse from a displayed deal sheet to the contact
management view (FIG. 11). For example, after calling a
client and discussing the displayed deal sheet, a salesperson
may wish to access the contract management view to update
the current status of the contact management process.

FIG. 12 illustrates an internet browser that has buttons
1201 advantageously used to access functions in various
embodiments. FIG. 13 illustrates an initial log in screen in
which a user enters a username and password into fields 1201
to gain authorized access to the system. When the user
accesses the system, an initial view 1400 is advantageously
displayed as illustrated in FIG. 14. The view 1400 advanta-
geously displays the name of the person associated with the
username and password. In the instance illustrated in ['1G. 14,
the person is a manager.

Using the view 1400, the manager may customize the data
displayed in view by filtering data, sorting data, ordering data,
ranking data, or any suitable combination thereof. Although
particular parameters are illustrated in I'IG. 14, any suitable
parameter in the system may be used as a reference for cus-
tomization. Entering one or more words into field 1401 may
be used to limit the displayed data to those including those
words. For example, if the user wanted to see only entries
associated with a particular car name, model, make, or year,
the user could enter some or all of those into field 1401.
Similarly, to view entries associated with a client having a
particular name, the user could enter the name into field 1401.
Selecting one or more of checkboxes 1402 may be used to
limit the displayed data to a particular combination of sale or
transaction types associated with a client, such as a lease, a
retail sale, a balloon, or the like. Selecting one or more of
checkboxes 1403 may be used to limit the displayed contact
management entries to a category of deal sheets associated
with a client, such as a sale, an alert, an expired alert, a lease
ending, or the like. Selecting one or more of checkboxes 1404
may be used to limit the displayed contact management
cntrics to thosc at one or more particular stages in the contact
management process, such as where the entry is new, where a
telephone call has been made, where an appointment has been
made, where a sale occurred, where no sale occurred, or any
other stage suilable [or managing contacts with persons. For
cxample, the user can sce all of the new deal sheets calculated,
those that are scheduled to receive a call, appointments set,
and so on. Selecting the sort radio buttons 1405 may be used
to sort the data in a variety of ways such as follow up date, by
prospect or client, by maturity date as in when the term of the
purchasc or lcasc will expire, and by serics of vehicle. Sclect-
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ing radio buttons 1406 may be used to view the data in
ascending or descending order. After configuring the filtering,
sorting, and ordering functions, the search button 1407 may
be selected to see data associated with the selected the param-
eters. For example, FIG. 15A illustrates an example of search
criteria, including a particular client name, and FIG. 15B
illustrates the results of that search. In one embodiment, to
view data associated with a particular salesperson, a hyper-
link (e.g., hyperlink 1408) is selected. The hyperlink may
advantageously display the name of the salesperson.

Any screens suitable for performing administrative func-
tions may be used in connection with the system. These
screens may be used to maintain and manage information
used to perform the calculations within the system. For
example, FIG. 16 illustrates a reports generator screen.
Selecting hyperlink 1602 opens an average selling price
screen 1701.

Using screen 1702, the user may view a display of costs
associated with some or all of a set of car models. In one
embodiment, the set comprises a set of available car models
offered by a particular car dealership (e.g., list 1706). The
“active series” designation indicates the series which may be
displayed in the display of costs. To move one or more series
from one series box to the other, the series may be selected
and the appropriate single-arrow button pressed. The double-
arrows buttons are for selecting and moving all items from
one series box to the other. Checkboxes 1710 may be used to
select the data to be displayed, including but not limited to a
series or model identifier, a replacement series identifier, a
base price, a delivery charge, a sunroof package, automatic
transmission, metallic paint, other costs associated with the
financing or price of automotive-related teatures, or any other
suitable costs. A submit button 1714 is selected to display the
data in a report 1802 (I'IG. 18), which may advantageously be
used to evaluate the average selling price information the
system uses to calculate the deal sheets. In one embodiment,
the average selling price information the system uses to cal-
culate the deal sheets may be edited or entered manually.
Accordingly, the report 1802 advantageously allows a person
to review the average selling price information used by the
system determine whether to edit that information.

Referring to FIG. 16, selecting hyperlink 1604 opens a
bank rate screen 1902 (FIG. 19). Using screen 1902, the user
may view a display of financing rates associated with some or
all of a set of car models. The “active series” designation
indicate the series which may be displayed in the display of
financing rates. To move one or more series from one series
box to the other, the series may be selected and the appropri-
ate single-arrow button pressed. The double-arrows buttons
are for selecting and moving all items from one series box to
the other. In one embodiment, the set comprises a set of
available car modcls offered by a particular car dealcrship
(e.g., list 1908). In one embodiment, the user may limit the
financing rates displayed to those rates offered by one or more
financial institutions. For example, listbox 1912 may be used
{0 select a [inancial institution. Tn response to selecting button
1916 A submit button 1912 is sclected to display the datain a
report 2002 (FIG. 20), which may advantageously evaluate
the financing rates used in the system. The report 2002 advan-
tageously may include financing rate information, including a
model identifier, the duration ol the term, a money [actor, a
residual percentage, and MRM. A model identifier may be
advantageously used to associate a rate residual with a par-
ticular model because rates and residuals may vary by model.
The duration of the term is the length of the agreement. The
money factor comprises 4 leasing interest rate or APR of the
Icasc. The residual percentage comprises the portion of the
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original selling price that the financing company expects the
product to be worth at the end of the lease or purchase. MRM
is a maximum residual amount used that may be used for
calculating payoffs.

Referring to FIG. 16, selecting hyperlink 1606 opens a
mailing list screen 2102 (FIG. 21). Using screen 2102, the
user may view a display of client-related, contact information
associated with some or all of a set of clients. In an embodi-
ment where sets of clients are associated with one or more
salespersons, the display of the client-related, contact infor-
mation may be displayed for one or more selected salesper-
sons. The “active sales associate” designation indicate the
sales associates which may be displayed in the display of the
client-related, contact information. To move one or more
sales associates from one sales associates box to the other, the
sales associates may be selected and the appropriate single-
arrow button pressed. 'The double-arrows buttons are for
selecting and moving all items from one sales associates box
to the other. Selecting one or more checkboxes may limit the
column-displayed, client-related, contact information to par-
ticular parameters, including but not limited to names, orga-
nization name, addresses, city, state, zip, home telephone,
waork telephone, mobile telephone, or the like. Selecting one
or more checkboxes may limit the displayed client-related
contact information to a category of deal sheets associated
with a client, such as a sale, an alert, an expired alert, a lease
ending, or the like. Selecting one or more checkboxes may
limit the displayed client-related contact information to those
at one or more particular stages in the contact management
process, such as where the entry is new, where a telephone call
has been made, where an appointment has been made, where
a sale occurred, where no sale occurred, or any other stage
suitable for managing contacts with persons. A submit button
2116 is selected to display the data in a report 2202 (I'1G. 22),
which may advantageously to view list of the client-related,
contact information.

Referring to FIG. 16, selecting hyperlink 1608 opens a
salesperson screen 2302 (FIG. 23). Using screen 2302, the
user may view a display of information associated with some
or all of a set of salespersons. Selecting one or more check-
boxes may limit the column-displayed salesperson informa-
tion, which may include but is not limited to a salesperson
identifier, a username, a password, an email address, or the
like. A submit button 2316 is selected to display the data in a
report 2402 (FIG. 24), which may advantageously to review a
display of the salesperson information.

Referring to FIG. 16, selecting hyperlink 1610 opens a
subsidy screen 2502 (FIG. 25). Using screen 2502, the user
may view a display of information associated with subsidies
(e.g., rebates, discounts, promotions, or the like) associated
with some or all of a set of car models. The “active series”
designation indicate the series which may be displayed in the
display of financing rates. To move one or more series from
one series box to the other, the series may be selected and the
appropriate single-arrow button pressed. The double-arrows
buttons are [or selecting and moving all items [rom one series
box to the other. In onc embodiment, the sct compriscs a sct of
available car models offered by a particular car dealership
(e.g., list 2508). A submit button 2516 is selected to display
the data in a report 2602 (FIG. 26), which may advanta-
geously (0 assess one or more models and any associated
subsidics. In onc embodiment, the system uscs the subsidics
to create deal sheets.

Referring to F1IG. 16, selecting hyperlink 1612 opens a task
stage by task owner screen 2702 (FIG. 27). Using screen
2702, the user may view a display of contact management
task information associated with some or all of a set of task
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owners (e.g., a salesperson). In an embodiment where set
tasks are associated with one or more salespersons, the dis-
play of the task information may be displayed for one or more
selected salespersons. The “active sales associate” designa-
tion indicate the sales associates which may be displayed in
the display of the client-related, contact information. To move
one or more sales associates from one sales associates box to
the other, the sales associates may be selected and the appro-
priate single-arrow button pressed. The double-arrows but-
tons are for selecting and moving all items from one sales
associates box to the other. Selecting one or more checkboxes
may limit the task information to a category ot deal sheets,
such as a sale, an alert, an expired alert, a lease ending, or the
like. Selecting one or more checkboxes may limit the task
information columns displayed to those at one or more par-
ticular stages in the contact management process, such as
where the entry is new, where a telephone call has been made,
where an appointment has been made, where a sale occurred,
where no sale occurred, or any other stage suitable for man-
aging contacts with persons. In an embodiment where the task
information is associated with a particular date, a range of one
or more dates may be entered into one or more ofthe start field
and finish field using any suitable method, including but not
limited to manual entry or using calendar buttons in a manner
substantially similar to that described above with respect to
calendar view 708 (FIG. 7B) and field 514 (FIG. 5). A submit
button 2716 is selected to display the task information in a
report 2802 (FIG. 28). As illustrated in FIG. 28, report 2802
advantageously displays each selected salesperson with a
total number of tasks for the sales person, a subtotal of tasks
at each particular stage for the sales person, and an associated
percentage relative to the total number of tasks tor the par-
ticular stage and sales person. In one embodiment, report
2802 may include totals by any suitable group. including by
division, type of sales, organization, or the like.

Referring to FIG. 16, selecting hyperlink 1616 opens a
trade-in history screen 2902 (FIG. 29). Using screen 2902, the
user may view a history of trade-in values associated with
some or all of a set of car models. The “active series” desig-
nation indicate the series which may be displayed in the
display of financing rates. To move one or more series from
one series box to the other, the series may be selected and the
appropriate single-arrow button pressed. The double-arrows
buttons are for selecting and moving all items from one series
box to the other. In one embodiment, the set of car models
comprises a set of car models accepled as a trade-in by a
particular car dealership (e.g., list 2908). The user may view
a history of trade-in values associated with some or all of a set
of dates. The “active trade-in date” designation indicate the
trade-in dates which may be displayed in the display of
[inancing rates. To move one or more trade-in dates [rom one
trade-in dates box to the other, the trade-in dates may be
selected and the appropriate single-arrow button pressed. The
double-arrows buttons are for selecting and moving all items
from one trade-in dates box to the other. In one embodiment,
the set of dates comprises a set of dates on which a particular
car dealership accepted particular models accepted as a trade-
in (e.g., list 2916). Selecting one or more checkboxes may
limit the column-displayed trade-in information, which may
include but is not limited to a vehicle identification number,
the trade-in amount, an auction price, and a dealer adjust-
ment. The dealer adjustments arc those figurcs where the
dealer can actually make changes to the average trade in
value. These values are subsequently put into and become
part of the calculations. A submit button 2924 is selected to
display the + information in a report 3002 (FIG. 30), which
may be used to cvaluate the trade-in values used by the sys-
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tem. In one embodiment, a trade-in value, adjustment, or
other paramcter value associated with a particular current
product may be manually altered (e.g., receive user input) to
customize that parameter value. In one embodiment, any
parameter value associated with a particular replacement
product may be manually altered (e.g., receive user input) to
customize that parameter value.

FIG. 31 illustrates an embodiment wherein money [actor,
residual percentage, or both may be altered for one or more
replacement products and for one or more suitable replace-
ment agreement terms (e.g., 36 months, 48 months, 60
months, or the like). Accordingly, a person may enter suitable
values to update such values in the system. In one embodi-
ment, these changes are advantageously reflected in view
2002 (FIG. 20).

FIG. 32 illustrates an embodiment wherein money factor,
residual percentage, both may be altered for one or more
replacement products. Accordingly, a person may enter suit-
able values to update such values in the system. In one
embodiment, these changes are advantageously reflected in
view 2602 (FIG. 26).

FIG. 33 illustrates a display of contact management related
activities for one or more accounts (e.g., a house account, a
salesperson account, or the like), a group of one or more
accounts, or both.

FIG. 34 illustrates one embodiment in which internal data,
external data, and historical data are used to generate one or
more alerts. The external data compriscs trade-in data, payoff
amount data, money factor data, and residual data. The inter-
nal data comprises rebates and adjustments, average selling
price data, and sales effort results data. Management reports,
alert lists, and deal sheets are advantageously provided. Fur-
ther, a sales associate may access the system via a sales
associate interface and a manager may access the system [rom
an interface.

FIG. 35 illustrates an embodiment of a deal sheet. As
illustrated in FIG. 35, deal sheet may have one, two, three, or
more types of agreements (e.g., lease, balloon, retail pur-
chase, or the like). Further, different types of agreements may
have the same or different sets of parameters displayed in the
deal sheet.

Inone embodiment, a server computer collects information
advantageously used to assess the potential replacement
agreement, including but not limited to automobile trade-in
values. The server computer may reside in any suitable loca-
tion, including but not limited to a location remote from a
dealership.

Inone embodiment, when a client with a current agreement
visits a dealership, information sullicient to identi[y the client
is provided to the system. For cxample, in one ecmbodiment,
the current product’s vehicle identification number is entered
into the system. In response, a deal sheet or an alert sheet
associated with the client’s current agreement may advanta-
geously be created. ITn one embodiment, 4 notification is auto-
matically sent to one or more persons at the dealership. Thus,
persons at a dealership may proactively offer the client with
potential replacement agreements. For example, in one
embodiment, when a client visits a dealership for car main-
tenance, a car maintenance system may automatically com-
municate with the system to generate a notification to a sales-
person.

In some embodiments, a replacement product may com-
prise one or more automobiles among the dealership’s new or
pre owned inventory. 4 new car offered by a manufacturer, or
an automobile from any othcr suitable provider.
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In some instances, the lease or contract-ending customers
may advantageously be directed to a contract-ending special-
ist who can adjust the parameters on the remaining months
left.

In one embodiment, a manager or sales representative may
advantageously adjust the rebates and finance parameters to
change when a deal sheet is considered an alert. ‘Thus, a
person may try various scenarios and view the results. For
example, if an automobile dealership is considering a $1,000
rebate for a certain model of automobile, a manager could
enter the $1,000 rebate into the system and then evaluate the
number ot new alerts generated by this rebate. Similarly, the
manager could view the results from altering the interest rate,
money factor, or any other suitable parameter associated with
an alert.

In one embodiment, the alerts will be integrated into an
enterprise software system that tracks client-customer con-
tact, facilitates outreach, facilitates follow through, or the
like. For example, in one embodiment, the alerts are inte-
grated into a Customer Relationship Manager system that
will function with one or more aspects of the daily working of
an automotive dealership to include sales representatives,
business development centers, call centers, lease termination
departments, managers, finance departments and service
departments. Thus, interaction with various aspects of these
systems may advantageously trigger a notification of a poten-
tial replacement contract. For example, when a call center
receives a call from the client, the call center’s system would
preferably access the alert aspects of the system and, if an
alert was associated with the client, the call center’s system
would be automatically notified. In one embodiment, a per-
son may be notified ot new alerts, lease endings, or the like via
a pop-up screen, an email, or the like. In one embodiment, a
person may be notified of new alerts, lease endings, or the like
via a wireless transmitter (e.g., PDA, cellular phone), a wired
transmission (e.g., telephone), or any suitable method. Any
suitable person may receive such notifications.

In some embodiments, the system uses internal data, exter-
nal data, or both. In one embodiment, the internal data com-
prises rebates, adjustments, average selling prices, historical
sales data. In one embodiment, the external data comprises
trade-in values, payott values, money factors, and residual. In
one embodiment, alerts are provided to any suitable person,
including but not limited to outbound marketers (e.g., tele-
phone or the like), salespersons, managers, or the like.

In some embodiments, additional [ees (e.g., license [ee,
bank acquisition fee, or the like) may be required in addition
to the replacement product payments. In some embodiments,
the payments calculated for a replacement product includes
fees (e.g., delivery charge, fuel-economy tax) related to the
replacement agreement. The replacement product may have
any suitable combination of featurcs financed in its payment.
In one embodiment, the replacement product includes a set of
predetermined features. In one embodiment, a set of prede-
termined features includes automatic transmission, sunroof
package, and metallic paint.

In onc embodiment, a current product is associated in the
system with one or more replacement products. Accordingly,
when the system executes a process to generate a deal sheet,
the system determines the one or more replacement products
associdted with the current product and displays a deal sheet
for thosc onc or morc replacement products. Associations
may be made in any suitable manner, including but not lim-
ited to a database, a data file, or the like. In one embodiment,
a particular make, model, and year of an automobile may be
associated with one or more other combinations ol make,
model, and year. In this embodiment, when the system
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executes a process to generate a deal sheet, the system iden-
tifies the make, model, and year of the current product and
display a deal sheet with associated combinations of make,
model, and year. In one embodiment, these associations are
entered manually into the system for general use (e.g., a
manager determines that customers generally would accept
particular types of replacement products for certain types of
current products). Any suitable way of determining what
replacement products to display may be used. For example,
where a clientrequests a particular make, model, and year, the
system may advantageously receive that particular make,
model, and year and display a corresponding deal sheet.
Although automobiles may be categorized using make,
model, series, class, year, or the like, any suitable category,
classification, or grouping of automobile may be used to
create associations for a client’s current automobile and a
replacement automobile. Further, for current products or
replacement products, any category, classification, or group-
ing may be used to association current products with replace-
ment products.

In one embodiment, when the system executes a process to
generate a deal sheet (e.g., for an alert), the system identifies
one or more replacement products associated with the current
product and determines whether a payment associated with
the replacement agreements is less than or equal to a certain
threshold percentage value relative to a payment associated
with the current agreement. For example, in one embodiment
where the threshold percentage value is 10 percent, if a client
leases a first automobile at $500 a month and a second asso-
ciated automobile is available for lease at $550 a month, the
system would generate an alert because the second automo-
bile’s payment is within 10%. Any suitable threshold percent-
age value may be used. In one embodiment, the threshold
value is 5%. The threshold percentage value may be between
and including 3% and 10%. Of course, the threshold percent-
age value may be at or about any suitable value. Further, this
comparison of payments may be used to generate an alert
alone, in combination with associations among products
within the system, or in combination with any other suitable
parameters. Further, alerts may be generated without refer-
ence to a comparison of payments.

In one embodiment, a local distributor tracks the identity of
a person that sold the client the current product, and the
system uses that information to route one or more alerts
related to that client’s current product to the person. In one
embodiment, any suilable person may receive an alert.

As will be apparent to a skilled artisan in light of the
foregoing disclosure, the system disclosed herein perform a
number of useful processes for alerting a dealership when a
customer can be offered a new and advantageous lease or
other inancial arrangement. Advantageously, providing such
information to a dcalership in a timely fashion can drive a
significant number of sales and leasing arrangements for a
dealership. Accordingly, embodiments as described herein
allow for the automated performance of a number of pro-
cesses that can significantly increase dealership profits.
Embodiments of such processes arc described below with
regard to FIGS. 36 through 38.

FIG. 36 illustrates a process of alerting a dealership when
a customer can be offered a new lease or other financial
arrangement. Such a process 3600 commences with a block
3610. In the block 3610, the process 3600 retricves customer
information, financing information, and product information.
Preferably, such customer information and financing infor-
mation includes information about any leases or other finan-
cial arrangements that each customer is already involved in,
along with information about financial arrangements cur-
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rently available from financial institutions. Accordingly, such
information provides a basis for allowing the process 3600 to
compare current financial arrangements with potential finan-
cial arrangements to determine whether a customer can
switch to an advantageous financial arrangement. In one
embodiment, an automated information retrieval module,
such as the information retrieval module 3930 of FIG. 39,
automatically retrieves the customer and (inancial informa-
tion from various electronic sources, such as, for example,
public and private web pages, databases maintained by a
dealership, external databases, and the like. A number of
techniques for automatically retrieving such information are
known to skilled artisans and can be employed to implement
the information retrieval module 3930.

In a block 3620, the process 3600 compares each custom-
er’s current financial terms with potential financial terms
being ottered by financial institutions. Preferably, the com-
parison block 3620 takes into account all available financial
variables that affect whether a customer can advantageously
switch financial arrangements, including, for example, inter-
est rates, payoft periods, amount due on the current financial
arrangement, any dealer or manufacturer incentives currently
available, and the like. The foregoing list of financial vari-
ables is exemplary and non-exhaustive; a skilled artisan will
appreciate, in light of this disclosure, other financial variables
that are relevant, under some circumstances, for determining
whether a customer can advantageously switch financial
arrangements. In one embodiment, a financial terms compari-
son module, such as the financial terms comparison module
3935 of FIG. 39, performs the processing of the block 3620.

In a block 3630, the process 3600 generates, based on the
comparison of the block 3620, a number of alerts to inform a
dealership that a customer can advantageously switch finan-
cial arrangements. In one embodiment, the process 3600 gen-
erates an alert whenever the difference between the amount
that a customer will pay for a new but comparable financial
arrangement as compared to the customer’s current financial
arrangement is below a threshold value. I'or example, in one
embodiment, the process 3600 generates an alert whenever
the difference in payment amount is less 10%, such that, for
example, an alert is generated when a new payment amount
would be $540 and a current payment amount is $500. Alter-
natively, the process 3600 can be configured to generate an
alert only when the difference between a new payment
amount and a current payment amount is negative; that is,
when the new payment amount is less than the current pay-
ment amount. A skilled artisan will appreciate, in light of this
disclosure, that a wide variety of thresholds can be set
depending on the particular types of sales opportunities that a
dealer wants to know aboult. In one embodiment, the process-
ing of the block 3630 is performed by the financial terms
comparison module 3935. Alternatively, as will be apparent
to a skilled artisan, the processing of the block 3630 can be
performed by a separate module, such as, for example, an
alert generation module.

In a block 3640, the process 3600 transmits the gencrated
alerts to a dealership. Advantageously, the transmission of
alerts informs the dealership of sales opportunities that may
provide to the dealership a significant opportunity to boost
profits. As will be apparent [rom the description of the system
provided above, the alerts can be transmitted by email, pager,
web page, database record, fax, or any other known method of
transmitting electronic data. In one embodiment, the process-
ing of the block 3640 is performed by an alert transmission
module, such as, [or example, the alert transmission module

3940 of F1IG. 39.
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Though additional blocks are not illustrated by FIG. 36, it
will be apparent to a skilled artisan in light of this disclosure
that the dealer can invoke additional processing of the alerts
once the dealer has received the alerts. ['or example, the
dealer can invoke the contact management and task manage-
ment functions as have been described herein. Accordingly, in
addition to alerting the dealer, embodiments ofthe system can
perform a number of processes for managing alerts. Advan-
tageously, such alert management provides dealers an effec-
tive way to follow up with each alert in a way that maximized
the dealer’s chances to convert an alert of a potential sale into
an actual sale.

FIG. 37 illustrates another embodiment of a process of
alerting a dealership when a customer can be offered a new
lease or other financial arrangement. In this embodiment, in a
block 3710, the process 3700 receives at least one modified
financial variable. For example, in one embodiment, the pro-
cess 3700 may receive a financial variable that indicates that
a dealer rebate has increased from $500 to $1,000.

Based on the new information, the process 3700 executes
much of the same processing that was explained with regard
to FI1G. 36 in order to generate alerts that take into account the
newly entered information. Advantageously, therefore, the
process 3700 can be used by a dealer to answer questions such
as “How many customers could be switched to anew financial
arrangement if we increase the dealer incentive to $1,0007” In
one embodiment, the modified financial variables received in
the block 3710 are received by an automated process such as
the information retrieval module 3930. In another embodi-
ment, the modified variables are entered manually using a
data entry module, such as, for example, the data entry, mod-
ule 3925 of FIG. 39. Advantageously, allowing for manual
entry allows for great flexibility in allowing a dealership to
change variables over which the dealership has control in
order to determine whether new sales opportunities can be
generated.

As indicated, the process 3700 performs much ot the same
processing that is performed by the process 3600. In a block
3720, the process 3700 compares current financial terms to
potential financial terms, substantially as explained with
respect to the block 3620. In a block 3730, the process 3700
generates alerts, substantially as explained with respect to the
block 3630. In a block 3740, the process 3700 transmits the
alerts, substantially as explained with respect to the block
3640.

Advantageously, one embodiment of the system can be
used to determine, in real time, whether a deal can be pre-
sented to a customer, while the customer is, for example, ina
dealership showroom. I'IG. 38 illustrates such a process for
detecting and presenting a deal to a customer inreal-time. The
process 3800 commences, ina block 3810, (o receive a polen-
tial customer identification. In onc embodiment, a potential
customer identification, such as, for example, a customer
number, can be entered manually into the system using the
data entry module 3925. In a block 3820, the process 3800
retrieves the potential customer’s f(inancial information in
rcal-time. In a block 3830, the process 3800 comparcs the
current financial terms of the financial arrangements associ-
ated with the identified potential customer with potential
financial terms for comparable financial arrangements, sub-
stantially as explained with regard to the block 3620. Tn a
block 3840, the process 3800 gencerates alerts, substantially as
explained with regard to the block 3630. In a block 3850, the
process 3800 transmits the alerts, substantially as explained
with regard to the block 3640. In a block 3860, the dealership
uses the transmilted alert o present a deal to the potential
customer. Advantagcously, the entirc process 3800 occurs
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while the potential customer is still in the presence of the
dealer, giving the dealer a higher probability to derive
increased sales based on the alerts.

[IG. 39 illustrates a financial terms alert generation system
attached to a computer network, according to one embodi-
ment of the system described herein. A financial terms alert
generation system 3905 comprises financing information
3910, customer information 3915, product information 3920,
a data entry module 3925, an information retrieval module
3930, a financial terms comparison module 3935, and an alert
transmission module 3940. The financial terms alert genera-
tion system 3905 is preferably connected, via a computer
network 3945, to external financing information 3950, exter-
nal customer information 3955, external product information
3960, and at least one dealer terminal 3965. In some embodi-
ments, the financing information 3910, customer information
3915, and product intormation 3920 does not exist perma-
nently within the financial terms alert generation system, but
is retrieved from external sources 3950, 3955, and 3960, as
needed. In other embodiments, at least portions of the financ-
ing information 3910, the customer information 3915, and
product information 3920 is stored permanently within the
financial terms alert generation system 3905 to provide local
storage and caching of data. A skilled artisan will appreciate,
in light of this disclosure, that the illustrated storage and
modules can be distributed across multiple network hosts
rather than being centralized in one location.

In one embodiment, the data entry module 3925 is config-
ured to receive input from a user to enter or modify data stored
in the financing information 3910, the customer information
3915, the product information 3920, the external financing
information 3950, the external customer information 3955, or
the external product information 3960. In general, the data
entry module 3925 is not used for a large percentage of data
entry, because the information retrieval module 3930 gener-
ally automatically retrieves information from sources avail-
able on the network 3945. However, advantageously the data
entry module 3925 provides a manual tool for entering data
for cases in which a user desires to fine tune the information
stored in the databases. For example, in certain cases, a deal-
ership may have special incentive programs that are not cap-
tured in sources available on the network 3945, and a dealer
may want to manually enter data that takes such special
incentive programs into account.

In one embodiment. the information retrieval module 3930
is confligured to automatically retrieve information about
products, customers, and financing from sources available on
the network 3945, such as, for example, from the external
financing information 3950, the external customer informa-
tion 3955, and the external product information 3960. Upon
retrieving such information [rom sources available on the
network 3945, the information retricval module 3930 makes
the information available to the financial terms alert genera-
tion system 3905, such that the system 3905 can use the
information in order to perform the calculations necessary to
determine whether a customer can advantageously enter a
new lcasc or purchasc transaction. For cxample, in onc
embodiment, the information retrieval module 3930 stores
the retrieved information in local storage accessible to the
financial terms alert generation system 3905, such as by stor-
ing the information in the [inancing information 3910, the
customer information 3915, and the product information
3920. Alternatively or additionally, the information retrieval
module 3930 can store the information in memory rather than
in local storage. A skilled artisan will appreciate, in light of
this disclosure, a variety of techniques [or retrieving inlorma-
tion from sources available on the network 3945, including,
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for example, by scraping public websites. In light of these
known techniques, a skilled artisan will readily understand, in
light of this disclosure, how to implement the information
retrieval module 3930.

As previously described, embodiments of the system and
method described herein determine when a customer is able
to enter into a new financial arrangement under financial
terms that are favorable to the customer. In many cases, finan-
cial terms that are favorable to a customer are those in which
the customer will pay less under a new arrangement than
under an old arrangement. However, in certain cases, a cus-
tomer may find terms favorable to the customer even when the
customer will pay more under the new arrangement. For
example, in certain cases, a customer may want to “buy up,”
or purchase a product with a higher level of quality of luxury.
Accordingly, embodiments of the system and method
described herein allow a dealer to determine financial
arrangements that are available to a customer in such a “buy
up” situation. In certain embodiments, for example, a dealer
selects, using, for example, a pull-down menu, a class of
products that a customer potentially desires to buy. For
example, with respect to cars, a dealer may select a model of
car, such as a Mercedes-Benz C class, or a Mercedes-Benz E
class. FIG. 40 illustrates an example screen shot in which a
dealer may make such a selection. Upon receiving such a
selection, embodiments of the system determine new finan-
cial arrangements that are available to the customer for that
class of product. Advantageously, the dealer can use such
information to present the customer with an offer to “buy up”
to a higher quality product.

Similarly, embodiments of the system and method allow a
dealer to select a lower class of product to find out about
opportunities for the customer to “buy down,” or purchase a
lower class product in order to save money. In certain embodi-
ments, such “buy up” or “buy down” inquiries are limited to
products from the same manufacturer as a product that the
customer currently owns or is leasing. In other embodiments,
such “buy up” or “buy down” inquiries can include manufac-
turers that are different from the manufacturer of a product
that the customer currently owns or is leasing.

Advantageously, by automatically retrieving a large
amount of information relating to products, customers, and
financing, the information retrieval module 3930 contributes
to the ability of the financial terms alert generation system
3905 to generate a large amount of alerts regarding financing
opportunities in a timely lashion such that dealers can be
informed ot such opportunities in time to convert many such
opportunities into sales. Advantageously, the automation pro-
vided by the information retrieval module 3930 also allows
for periodic alert generation based on up-to-date information.
Accordingly, the (inancial terms alert generation system 3905
can generate alerts whenever new information is retricved by
the information retrieval module 3930 that affects whether
customers are able to advantageously enter a new lease or
purchase transaction.

Tn one embodiment, the financial terms comparison mod-
ule 3935 performs comparisons and calculations necessary to
determine whether a customer is able to advantageously enter
anew lease or purchase transaction. In one mode of operation,
the financial terms comparison module 3935 performs batch
comparisons periodically. Tn another mode of operation, the
financial terms comparison module 3935 performs batch
comparisons whenever new information is added to any one
or more of the financing information 3910, the customer
information 3915, or the product information 3920. In
another mode of operation, the [inancial terms comparison
module 3935 performs a comparison for a particular identi-
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fied customer and returns results of such a comparison in real
time. When operating in this mode, the financial terms com-
parison module 3935 can advantageously lead to the genera-
tion of an alert in real time while, for example, a customer is
in a dealership showroom. Advantageously, the financial
terms comparison module 3935, in one embodiment, is con-
figured to be able to perform comparisons and calculations in
any one or more of the above-described modes of operation,
such that the most advantageous mode of operation under the
circumstances can be chosen.

Preferably, the financial terms comparison module 3935
compares each customer’s current financial arrangements
with potential financial arrangements for similar products in
order to determine whether a replacement arrangement can be
entered into on more favorable or almost as favorable terms.
To perform such calculations and comparisons, the financial
terms comparison module 3935 employs the comparison
method steps and calculation formulas as are described herein
above. Upon performing the calculations and comparisons,
the financial terms comparison module 3935 generates infor-
mation for an alert to a customer whenever a favorable
replacement financial arrangement can be had.

In one embodiment, the alert transmission module 3940
receives alert information generated by the financial terms
comparison module 3935 and transmits the alerts to a dealer.
In one embodiment, the alert transmission module 3940
transmits the alerts to a dealer terminal 3965 via email. Alter-
natively or additionally, the alert transmission module 3940
can be configured to transmit alerts via pager, telephone, fax
transmission, a webpage accessible to the dealer terminal
3965, or any other known mechanism for communicating
information using electronic devices. In one embodiment, the
alert transmission module 3965 is configured to transmit an
alert to the dealer terminal 3965 in real time, such that the
dealer receives the alert, for example, while a customer is still
in a dealership showroom. Such real time alert generation and
transmission can be advantageously employed to generate an
alert for each customer that comes into a dealership’s service
department. That is, whenever, the customer brings a product
to be serviced, the dealership can quickly run a comparison
and generate any alerts, as applicable, to determine whether
the customer can advantageously enter into a new lease or
purchase transaction. If the customer can enter into such a
transaction under favorable terms, the dealer can use the
information from the alert to make an offer to the customer
while the customer is in the service department. Advanta-
geously, this usage of the financial terms alert generation
system 3905 can lead to a substantial increase in sales, as it
has been found that at any given time, approximately eight
percent of customers can enter new loans or leases on favor-
able lerms. Advantageously, the (inancial terms alert genera-
tion system 3905 identifics a large pereentage of those cus-
tomers that can enter new loans or leases on favorable terms.

Although the system is disclosed with reference to pre-
ferred embodiments, the invention is not limited to the pre-
ferred embodiments only. Rather, a skilled artisan will rec-
ognize from the disclosurc hercin a wide number of
alternatives for the system. Unless indicated otherwise, it may
be assumed that the process steps described herein are imple-
mented within one or more modules, including logic embod-
ied in hardware or [irmware, or a collection ol soltware
instructions, possibly having entry and cxit points, written in
a programming language, such as, for example C++. A soft-
ware module may be compiled and linked into an executable
program, installed in adynamic link library, or may be written
in an interpretive language such as BASIC. Tt will be appre-
ciated that softwarc modules may be callable from other
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modules or from themselves, and/or may be invoked in
response to detected events or interrupts. Software instruc-
tions may be embedded in firmware, such as an EPROM or
LEEPROM. It will be further appreciated that hardware mod-
ules may be comprised of connected logic units, such as gates
and flip-flops, and/or may be comprised of programmable
units, such as programmable gate arrays or processors. The
modules described herein are preferably implemented as soft-
ware modules, but may be represented in hardware or firm-
ware. The software modules may be executed by one or more
general purpose computers. The software modules may be
stored on or within any suitable computer-readable medium.
The data described herein may be stored in one or more
suitable mediums, including but not limited to a computer-
readable medium. The data described herein may be stored in
one or more suitable formats, including but not limited to a
data file, a database, an expert system, or the like.

Although the foregoing invention has been described in
terms of certain preferred embodiments, other embodiments
will be apparent to those of ordinary skill in the art from the
disclosure herein. For example, although described in the
context of automobiles, any good or service associated witha
series of one or more payments may be used with embodi-
ments of the invention. Thus, any good or service. whether
related to automobiles or unrelated to automobiles, is con-
templated. Accordingly, the concepts represented herein may
apply to any consumer or commercial good that is financed or
leased over time, such as aircraft, heavy equipment, high tech
equipment, or the like. 'urther, although particular make,
models, and other automobile-specific information is
described, any make, model, or other information may be
used. Also, any use related to vehicles or unrelated to vehicles
may be used. Additionally, other combinations, omissions,
substitutions and modifications will be apparent to the skilled
artisan in view of the disclosure herein. Accordingly, the
presentinvention is not limited to the preferred embodiments.
Rather, the claims that follow define the invention.

What is claimed is:

1. A method comprising:

by a computer system comprising computer hardware:

retrieving at least a portion of customer information, first
financial terms that a customer has for a first vehicle,
and first vehicle information;
retrieving at least a portion of second vehicle informa-
tion for a second vehicle and second financial terms
available (o the customer [or the second vehicle;
receiving a configuration request for replacing the first
vehicle of the customer with a different vehicle;
in response to the configuration request, retrieving cur-
rent information associated with at least one of the
customer information, the first financial terms that the
customer has for the first vechicle, the first vehicle
information, the second vehicle information, or the
second financial terms available to the customer for
the second vehicle;
determining, by the compulter system, whether the cur-
rent retricved information may affect whether it is
favorable for the customer to replace a first vehicle
and first financial terms with a second vehicle and
second financial terms by at least:
caleulating one or more new payments based on an
cstimated equity value of the first vehicle derived
from the first financial terms, and, based on the
second financial terms; and
determining if the one or more new payments satisfy
al least a condition based at least in part on the [irst
financial terms and the sccond financial terms,
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wherein the determination comprises calculating a
difference between the one or more new payments
and an existing periodic payment for the first
vehicle, and determining whether the difference is
less than or equal to a preset acceptable threshold
value;
generating a message if it is determined that the retrieved
information may affect whether it is favorable for the
customer to replace the first vehicle and first financial
terms with the second vehicle and second financial
terms; and
transmitting the message to a dealer.

2. The method of claim 1, wherein the condition comprises
determining if the customer. under the second financial terms,
would pay no more than ten percent per periodic payment
over what the customer pays under the first financial terms.

3. The method of claim 1, wherein the condition comprises
determining if the customer would pay no more per periodic
payment under the second financial terms than under the first
financial terms.

4. The method of claim 1, wherein the message is config-
ured to be read by a dealer terminal configured for managing
the message, wherein managing the message includes at least
one of assigning the message to a user for handling, associ-
ating a task with the message, and assigning a status to the
message.

5. The method of claim 1, wherein the one or more new
payments comprise payments for different respective time
periods.

6. A computing system comprising:

a processor; and

a computer readable medium storing machine-executable

instructions including one or more modules configured

for execution by the processor in order to cause the

computing system to:

retrieve at least a portion of customer information, first
financial terms that a customer has for a first vehicle,
and first vehicle information;

retrieve at least a portion of second vehicle information
for a second vehicle and second financial terms avail-
able to the customer for the second vehicle;

receive a configuration request for replacing the first
vehicle of the customer with a different vehicle;

in response to the configuration request, retrieve current
information associated with at least a portion of the
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customer information, the first financial terms that the
customer has for the first vehicle, the first vehicle
information, the second vehicle information, or the
second financial terms available to the customer for
the second vehicle;
determine whether the current retrieved information
may atfect whether it is favorable for the customer to
replace a first vehicle and first financial terms with a
second vehicle and second financial terms by at least
causing the computing system to:
calculate one or more new payments based on an
estimated equity value ot the first vehicle derived
from the first financial terms, and derived from the
second financial terms; and
determine if the one or more new payments satisfy at
least a condition based at least in part on the first
financial terms and the second financial terms,
wherein the determination comprises calculating a
difference between the one or more new payments
and an existing periodic payment for the first
vehicle, and determining whether the difference is
less than or equal to a preset acceptable threshold
value;
generate a message if it is determined that the current
retrieved information may affect whether it is favor-
able for the customer to replace the first vehicle and
first financial terms with the second vehicle and sec-
ond financial terms; and
transmit the message to a client.

7. The computing system of claim 6, wherein the comput-
ing system is configured to retrieve the changed information
with respect to a plurality of customers.

8. The computing system of claim 6, wherein the configu-
ration request is received when the customer enters a dealer-
ship.

9. The computing system of claim 6, wherein the configu-
ration request is received from a requesting user.

10. The computing system of claim 6, wherein the configu-
ration request is received in response to a customer inquiry.

11. The computing system of claim 6, wherein elements or
functions may be executed out of order from that shown or
discussed, including substantially concurrently or in reverse
order, depending on the functionality involved.
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