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(57) ABSTRACT 
A system and method for actively marketing products and 
services to a user of a client computer such as over a network 
are disclosed. A product information database comprising 
product summary ?les that facilitate determination of pres 
ence or absence of products associated with the client 
computer, a marketing rule knowledge base comprising 
opportunity rule ?les governing marketing opportunities, 
and an opportunity detection object for determination of 
marketing opportunities are utilized to determine active 
marketing opportunities and may be downloaded to the 
client computer from a service provider computer system. 
The opportunity detection object may comprise a scan 
engine, an opportunity analysis engine, and a presentation 
engine which collectively determine and present marketing 
information to the client computer user. The scan engine 
compares the client computer against the product informa 
tion database to determine the con?gurations of the client 
computer and to generate a client computer inventory data 
base. The opportunity analysis engine analyzes the client 
computer inventory database against the marketing rule 
knowledge base and generates a list of marketing opportu 
nities for the client computer. The presentation engine 
analyzes the list of marketing opportunities and provides 
marketing and/or other information regarding marketed 
products to the user. 
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ACTIVE MARKETING BASED ON CLIENT 
COMPUTER CONFIGURATIONS 

BACKGROUND OF THE INVENTION 

[0001] 1. Field of the Invention 

[0002] The present invention relates generally to computer 
systems and computer netWorks. More speci?cally, the 
present invention relates to a method and system for mar 
keting products based upon the detection and analysis of 
softWare and hardWare components or peripherals present on 
a client computer. 

[0003] 2. Description of Related Art 

[0004] With the proliferation of Internet-based technology 
and sales, it has become increasingly important that com 
panies carefully target their sales and marketing efforts 
toWard appropriate and receptive audiences. Although 
broadcast print, television, radio, and online banner adver 
tisements retain some effectiveness in Winning neW custom 
ers through eXposure to sheer numbers, marketing evolution 
is leading toWard the provision of product information based 
upon the user’s behavior and preferences. 

[0005] Online pro?ling coupled With advances in database 
technology and knoWledge base techniques enables increas 
ingly targeted communications With consumers based both 
upon the stated preferences of those consumers and their 
prior purchasing behavior. 

[0006] Certain methods eXist today for marketing products 
to consumers based upon the stated preferences of the 
consumer. By Way of eXample, a softWare manufacturer may 
elect to collect preferences of consumers and potential 
consumers through a survey. Such a survey can be con 

ducted through the mail, by phone intervieW, and/or through 
a Web site. For purposes of clarity in this eXample, this 
disclosure Will use the eXample of a survey posted on a Web 
site. The softWare manufacturer places a survey on the Web 
site Which is accessed and completed by the consumer. The 
softWare manufacturer generally provides some sort of 
incentive for the consumer to complete the survey. Results 
of the survey may be collected, stored, aggregated, and 
analyZed for the purpose of determining the behavior of the 
consumer. Based on this information, the softWare manu 
facturer may choose to send a print advertisement, email 
communication, or other marketing communication to the 
consumer based upon the ansWers to the questions provided 
on the survey. The marketing communication may be gen 
eral, based upon grouping the responses into demographic 
groups, or may be individualiZed utiliZing a knoWledge 
based determination of the consumer’s preferences based 
upon that consumer’s responses. 

[0007] In another example, a consumer may purchase a 
neW hardWare item for a computer system for Which the 
manufacturer includes a registration information packet. 
This registration information packet could be in the form of 
a registration card, requesting from the user of the computer 
system such information as name, address, and phone num 
ber and containing a number of questions designed to give 
the manufacturer insight into the consumer’s purchasing 
behavior, profession, income, and so on. HardWare manu 
facturers may include an electronic version of the registra 
tion packet or may link to the registration packet to the 
Internet, Where the information can be collected immedi 
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ately into some sort of database storage. When the user 
returns the registration information to the manufacturer, the 
manufacturer Will then have a record of the manufacturer’s 
product purchased by the user in addition to any of the 
supplementary information requested and/or supplied by the 
consumer. Based upon the knoWledge of What product the 
user purchased, When the user purchased the item, and any 
combination of the supplementary information, the manu 
facturer can choose to target marketing communications to 
this user. This technique of collecting registration informa 
tion is not restricted to hardWare manufacturers. Indeed, this 
collection and use of registration data for marketing pur 
poses is common in all types of business, including products 
such as softWare, consumer electronics, appliances, and 
many other products not related to computer systems. 

[0008] Disadvantageously, in typical eXisting mechanisms 
for collecting, storing, and analyZing consumer preferences, 
the process of generating noti?cations of neW and related 
products can be time-consuming and imprecise. These meth 
ods of collecting consumer stated preferences and past 
purchasing behavior rely upon many factors, for example: 
the consumer responding at all to marketing surveys and/or 
registration information requests; the consumer accurately 
ansWering questions about previously purchased products 
and ansWering other system con?guration-based questions; 
properly interpreting the consumer’s stated preferences or 
observed behavior into relevant marketing tactics. To deliver 
hard-copy product noti?cations such as brochures, consum 
ers are generally grouped into segments to minimiZe the 
number of different targeted product advertisements gener 
ated. If a preferred communication is email, the manufac 
turer and/or distributor must customiZe the email commu 
nication and send it after the fact. It Would be more desirable 
for communications regarding the neW or related product to 
be based on ?rm, timely knoWledge of a consumer’s com 
puting environment and delivered in a timely manner. 

[0009] A method for scanning the user’s computer for the 
presence of certain softWare programs for the purpose of 
providing updates to those softWare programs is disclosed in 
the application, “Automatic Updating of Diverse SoftWare 
Products on Multiple Client Computer Systems”, US. Ser. 
No. 08/660,488, ?led on Jun. 7, 1996 Which is incorporated 
herein by reference in its entirety. A similar method is 
currently in use at the Web site http://WWW.mcafee.com, the 
contents of Which are incorporated by reference as of the 
?ling date of the present patent application. 

[0010] FIG. 1 shoWs a system 100 for updating diverse 
softWare products on a user computer system similar to the 
method of Ser. No. 08/660,488. System 100 comprises a 
plurality of vendor computer systems 102 communicatively 
coupled via the Internet 106 to a service provider computer 
system 106 containing an update information database 108, 
to Which a user computer 110 containing an update appli 
cation is also coupled. 

[0011] Service provider computer system 106 comprises, 
among other elements described in Ser. No. 08/660,488, an 
update information database 108. Update information data 
base 108 contains information, such as update name, ver 
sion, location, installation instructions and the like, about 
products for Which updates are available. Client computer 
110 comprises an update application 112 for periodically 
communicating With the service provider computer system 
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106 for checking against the contents of the client computer 
110 products speci?ed in the update information database 
108. If a product speci?ed in the product information 
database 108 is identi?ed on the client computer 110, the 
client computer is placed in communication With the rel 
evant vendor computer system 102 to doWnload or install 
the softWare update. 

[0012] HoWever, it Would be desirable to provide a system 
for marketing softWare, hardWare, and related products to 
users of computer systems based upon the user’s current 
computing environment con?guration. 

[0013] It Would be further desirable to provide a system 
for the marketing of products that are not yet detected on the 
user’s computer, based upon a combination of the absence 
and/or presence of hardWare peripherals and/or softWare on 
or connected to the client computer. 

[0014] It Would be further desirable to provide a system 
that is relevant and compelling to the individual user by 
ensuring that the related product information provided is 
based upon the individual user’s computing environment 
con?guration. 

SUMMARY OF THE INVENTION 

[0015] A method and system for actively marketing prod 
ucts to a user of a client computer that is coupled over a 
netWork to a service provider computer system are dis 
closed. It should be appreciated that the present invention 
can be implemented in numerous Ways, including as a 
process, an apparatus, a system, a device, a method, or a 
computer readable medium such as a computer readable 
storage medium or a computer netWork Wherein program 
instructions are sent over optical or electronic communica 
tion lines. Several inventive embodiments of the present 
invention are described beloW. 

[0016] The system generally comprises a product infor 
mation database, a marketing rule knoWledge base, and a 
opportunity detection object. The product information data 
base comprising product summary ?les that facilitate deter 
mination of presence or absence of products associated With 
the client computer, the marketing rule knoWledge base 
comprising opportunity rule ?les governing marketing 
opportunities, and the opportunity detection object for deter 
mination of marketing opportunities are utiliZed to deter 
mine active marketing opportunities and may be doWn 
loaded to the client computer from a service provider 
computer system. The opportunity detection object may 
comprise a scan engine, an opportunity analysis engine, and 
a presentation engine Which collectively determine and 
present marketing information to the client computer user. 
The scan engine compares the client computer against the 
product information database to determine the con?gura 
tions of the client computer and to generate a client com 
puter inventory database. The opportunity analysis engine 
analyZes the client computer inventory database against the 
marketing rule knoWledge base and generates a list of 
marketing opportunities for the client computer. The pre 
sentation engine analyZes the list of marketing opportunities 
and provides marketing and/or other information regarding 
marketed products to the user. 

[0017] In a preferred embodiment, a product information 
database, a marketing rule knoWledge base and an oppor 
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tunity detection object are doWnloaded to a client computer 
from a service provider computer system. The opportunity 
detection object is executed to analyZe the con?guration of 
the client computer and generate a list of marketing oppor 
tunities. 

[0018] According to a preferred embodiment, the oppor 
tunity detection object comprises a scan engine, an oppor 
tunity analysis engine and a presentation engine. These 
engines collectively serve to scan a current con?guration of 
a client computer, analyZe the current con?guration for 
marketing opportunities, and present marketing information 
to a user of the client computer. 

[0019] The scan engine compares the signatures resident 
on the client computer for the client hardWare and client 
applications against the product information database that 
may be doWnloaded to the client computer. The product 
information database comprises one or a plurality of product 
summary ?les enabling the opportunity analysis engine to 
detect the presence of a product on the client computer. If the 
scan engine detects the parameters speci?ed in the product 
summary ?le for a product on or connected to the client 
computer, the scan engine records information for the 
matched product in an inventory database, Which generally 
comprised of a list of eXisting products associated With the 
client computer. 

[0020] The opportunity analysis engine generates a list of 
marketing opportunities for the client computer by analyZing 
the inventory database against the marketing rule knoWledge 
base. The marketing rule knoWledge base preferably com 
prises one or a plurality of opportunity rule ?les indicating 
the opportunity key for a related product that may be 
marketed to the user of the client computer and information 
about hoW to present the marketing opportunity to the end 
user. The opportunity analysis engine processes the inven 
tory database on the client computer to determine Whether 
the appropriate conditions eXist for marketing a related 
product to the user of the client computer. When an oppor 
tunity is detected, the opportunity analysis engine records 
information for the match in a list of marketing opportuni 
ties. 

[0021] The presentation engine analyZes the list of mar 
keting opportunities generated by the opportunity analysis 
engine and provides information regarding related products 
to the user of the client computer. Related products may be, 
by Way of eXample, softWare applications, hardWare items 
such as additional memory, as Well as services such as 

support, training, connectivity service, and the like. The 
eXamples presented herein should in no Way be construed as 
limiting the types of products that may be marketed to the 
user of the client computer. The marketing information 
presented to the user may be a commerce opportunity, an 
advertisement displayed to the user, additional information 
about a related product, and the like based upon the conteXt 
of the con?guration of the user’s client computer. Examples 
of further information about the related product include, but 
are not limited to, a doWnload location, a purchase location, 
a search at a vendor’s search engine, and the like. Informa 
tion regarding related products may also be presented to the 
user of the client computer via any number of methods, from 
displaying the information on the user’s screen, to a com 
munication sent separately to the user. It is emphasiZed that 
these are eXamples of related marketing information and 
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presentation methods and should in no Way be construed as 
limiting the scope or context of a preferred embodiment. 

[0022] Using the method and system provided herein, a 
service provider is able to accurately determine the current 
con?guration of a client computer and distribute relevant 
marketing information about related products directly to a 
user of the client computer Without having to rely solely 
upon a user’s stated preferences or observed behavior. 

[0023] These and other features and advantages of the 
present invention Will be presented in more detail in the 
folloWing detailed description and the accompanying ?gures 
Which illustrate by Way of example the principles of the 
invention. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0024] The present invention Will be readily understood by 
the folloWing detailed description in conjunction With the 
accompanying draWings, Wherein like reference numerals 
designate like structural elements, and in Which: 

[0025] FIG. 1 is an illustration of a system for providing 
diverse softWare product updates to a client computer 
according to the prior art; 

[0026] FIG. 2 shoWs a system for marketing products 
according to a preferred embodiment; 

[0027] FIGS. 3-1 and 3-2 are ?oWcharts of the overall 
method of providing marketing information in accordance 
With a preferred embodiment; 

[0028] FIG. 4 is an illustration of a client computer 
folloWing the execution of the method of a preferred 
embodiment; 
[0029] FIG. 5 is a diagram of a product knoWledge base 
according to a preferred embodiment; 

[0030] FIG. 6 is an example of a user pro?le in accor 
dance With a preferred embodiment; 

[0031] FIG. 7 shoWs the elements of an inventory data 
base on client computer according to a preferred embodi 
ment; 

[0032] FIG. 8 is an illustration of the process of generat 
ing an inventory database according to a preferred embodi 
ment; 

[0033] FIG. 9 is a ?oWchart of the process of executing a 
scan method to create the inventory database according to a 
preferred embodiment; 
[0034] FIG. 10 is a block diagram of a marketing knoWl 
edge base according to a preferred embodiment; 

[0035] FIG. 11 is an illustration of the process of detecting 
marketing opportunities according to a preferred embodi 
ment; 

[0036] FIG. 12 shoWs a list of marketing opportunities 
according to the preferred embodiment; and 

[0037] FIG. 13 shoWs a sample display of marketing 
information to a user based upon the con?guration of a client 
computer. 

DESCRIPTION OF SPECIFIC EMBODIMENTS 

[0038] A system and method for actively marketing prod 
ucts to a user of a client computer that is generally coupled 
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over a netWork to a service provider computer system are 
disclosed. The folloWing description is presented to enable 
any person skilled in the art to make and use the invention. 
Descriptions of speci?c embodiments and applications are 
provided only as examples and various modi?cations Will be 
readily apparent to those skilled in the art. The general 
principles de?ned herein may be applied to other embodi 
ments and applications Without departing from the spirit and 
scope of the invention. Thus, the present invention is to be 
accorded the Widest scope encompassing numerous alterna 
tives, modi?cations and equivalents consistent With the 
principles and features disclosed herein. For purpose of 
clarity, details relating to technical material that is knoWn in 
the technical ?elds related to the invention have not been 
described in detail so as not to unnecessarily obscure the 
present invention. 

OvervieW and General Architecture of a System for 
Active Marketing 

[0039] FIG. 2 shoWs the architecture of a system 200 in 
accordance With a preferred embodiment. In system 200, a 
plurality of vendor computer systems 202 is communica 
tively coupled by a netWork 204, such as the Internet, to a 
service provider computer system 206 and to a client com 
puter 208. 

[0040] In accordance With a preferred embodiment, ser 
vice provider computer system 206 hosts an active market 
ing host program 210, a product information database 212, 
a marketing rule knoWledge base 214, and an opportunity 
detection object 216. Opportunity detection object 216 fur 
ther comprises a scan method or engine 218, an opportunity 
analysis method or engine 220, and a presentation method or 
engine 222. 

[0041] The client computer 208 comprises a plurality of 
hardWare items or peripherals 224 and an addressable 
memory 226. Resident in the addressable memory may be a 
plurality of client applications 228, a plurality of drivers 
230, a registry 232, a plurality of con?guration ?les 234, and 
an operating system 236. It is important to note that hard 
Ware items or peripherals 224 may be any hardWare device, 
for example, one that is generally connected to the client 
computer 208 such as a hard disk or a monitor, or one that 
may be temporarily connected to the client computer 208, 
such as a Palm Computing® connected organiZer or an 
Iomega® JAZ drive. 

[0042] The product information database 212 contains 
information regarding one or more products for Which a 
marketing opportunity exists. In a preferred embodiment, 
the product information database 212 is doWnloaded to the 
client computer upon execution of the active marketing host 
program 210. Preferably, the doWnloading is initiated by the 
user at the client computer. The product information data 
base 212 is further described beloW With reference to FIG. 
5. 

[0043] The marketing rule knoWledge base 214 contains 
for each product in the product information database 212 
information about the marketing opportunities for that prod 
uct, including a set of conditions that indicates a match for 
a marketing opportunity. In a preferred embodiment, the 
marketing rule knoWledge base 214 is doWnloaded to the 
client computer upon execution of the active marketing host 
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program 210. The marketing rule knowledge base 214 is 
described in further detail With reference to FIG. 10. 

[0044] In a preferred embodiment, the opportunity detec 
tion object 216 contains the overall operation of a method 
for marketing based upon the detection and analysis of ?les 
and/or other con?gurations, hardWare or softWare, present 
on the client computer. The opportunity detection object 216 
is preferably doWnloaded to the client computer 208 upon 
execution of the active marketing host program 210 and may 
be executed locally thereon in a preferred embodiment. 
Upon doWnload, the opportunity detection object 216 is 
installed into the addressable memory 226 of the client 
computer 208, either in Whole or in parts, preferably With a 
unique identi?er. The opportunity detection object 216 may 
be implemented as Active X controls, Java applets, Perl 
scripts or any other suitable client-side applications. The 
opportunity detection object 216 may be instantiated by 
referring to its unique identi?er or the unique identi?ers of 
its component parts through an Application Programming 
Interface By Way of example but not limitation, a 
Web broWser on the client computer 208 may read a Web 
page and encounter a VBScript directive to run the oppor 
tunity detection object 216 using its unique identi?er. This 
VBScript directive may be interpreted through the Web 
broWser’s API and the opportunity detection object 216 is 
executed on the client computer 208. 

[0045] The methods 218, 220, 222 of the opportunity 
detection object 216 collectively serve to scan the current 
con?guration of the client computer 208, analyZe the current 
con?guration of the client computer 208 for marketing 
opportunities, and present marketing information to a user of 
the client computer 208. The methods 218, 220, 222 of the 
opportunity detection object 216 may be called separately 
during the execution of the opportunity detection object 216. 

[0046] Each method of the opportunity detection object 
216 Will noW be described in more detail. In particular, the 
scan method 218 analyZes the client computer 208 to detect 
the presence of hardWare items 224, client applications 228 
or other properties of the client computer 208, such as the 
operating system 236. If the scan method 218 detects the 
parameters speci?ed in the product information database 
212 indicating the presence of a product on the client 
computer 208, the scan method 218 optionally records the 
match. The scan method 218 is described in further detail 
With reference to FIG. 8. 

[0047] The opportunity analysis method 220 analyZes the 
results of the scan method 218 against data in the marketing 
rule knoWledge base 214. The opportunity analysis method 
220 determines Whether the appropriate conditions exist for 
marketing a particular product or type of product to the user 
of the client computer 208. When an opportunity is detected, 
the opportunity analysis method 220 optionally records 
information for the match. 

[0048] The presentation method 222 analyZes the results 
of the opportunity analysis method 220 and provides infor 
mation regarding related products to the user of the client 
computer 208. It is important to note that the presentation 
method 222 may be executed each time the client computer 
208 connects to the service provider computer system 206 in 
order to provide contextual advertising to the user through, 
for example, the execution of a client-side control that 
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displays advertising campaigns relevant to the con?guration 
of the client computer 208 connected to the service provider 
computer system 206. 

[0049] It is important to note that it is not necessary to 
doWnload the product information database 212, the mar 
keting rule knoWledge base 214, and/or the opportunity 
detection object 216 to the client computer 208. These items 
could remain on the service provider computer system 206 
and run across the netWork 204 against the client computer 
208. HoWever doWnloading these items to the client com 
puter 208 reduces the bandWidth requirements of executing 
programs across the netWork over a communications device, 
such as a modem. 

OvervieW and General Method for Active 
Marketing 

[0050] FIGS. 3-1 and 3-2 illustrate an overall operation 
300 of the method for marketing products and/or services to 
the user at the client computer, preferably utiliZing the 
system as shoWn in and described With reference to FIG. 2. 
Although the system and method of the present invention are 
generally described in terms of marketing products, it is to 
be understood that services, tickets, and the like may be 
marketed. At step 302, a service provider compiles related 
product marketing information onto the service provider 
computer system in the form of the product information 
database and the marketing information database. This infor 
mation may be compiled by experts, either manually or 
electronically, preferably While utiliZing product presence 
conditions that indicate the presence of a product on the 
client computer and marketing opportunity conditions on the 
client computer that indicate an opportunity to market a 
product to the user of the client computer. Typically, the 
conditions are predetermined and stored in the service 
provider computer system. 

[0051] At step 304, the client computer connects to a Web 
site located on the service provider computer system. In a 
preferred embodiment, the service provider may request the 
user to initiate the scan of the client computer by providing 
a link to initiate the active marketing host program resident 
on the service provider computer system. In another pre 
ferred embodiment, the act of visiting the service provider 
computer system Would initiate the active marketing host 
program, Which Would be a more intrusive Way of marketing 
products and/or services to the user of the client computer. 

[0052] Optionally, the user of the client computer com 
pletes a user pro?le at step 306. The implementation of the 
user pro?le is ?exible. By Way of example, but not limita 
tion, the user pro?le may include a number of prede?ned 
pro?le options provided by the service provider computer 
system from Which the user may select. Alternately, the user 
pro?le may comprise a series of questions designed to elicit 
further stated preference information from the user of the 
client computer, such as user address, phone number, ZIP 
code, and the like. In another preferred embodiment, the user 
pro?le may be a combination of prede?ned pro?le and stated 
preference elements. The user pro?le or relevant elements 
thereof are optionally doWnloaded to the client computer for 
use by the opportunity detection object, preferably by the 
opportunity analysis method. 

[0053] In a preferred embodiment, at step 308, the active 
marketing host program resident on the service provider 
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computer system analyzes the client computer to determine 
Whether the current version of the opportunity detection 
object is found on the client computer. If the current version 
of the opportunity detection object is not found on the client 
computer, the version of the opportunity detection object 
resident on the service provider computer system may be 
doWnloaded to the client computer, at step 310. Alternately, 
if the current version of the opportunity detection object is 
found on the client computer, the opportunity detection 
object is not doWnloaded. In another aspect of a preferred 
embodiment (not shoWn), the user of the client computer 
may be informed by means of a message transmitted to the 
client computer Whether or not the opportunity detection 
object is current and given the option of executing the 
doWnload step 310 if the opportunity detection object is not 
current. An af?rmative response Would result in doWnload 
ing the opportunity detection object to the client computer. 

[0054] It is also important to note that the opportunity 
detection object may be doWnloaded in a single connection 
betWeen the client computer and the service provider com 
puter system or may be doWnloaded in multiple connections 
across the netWork. 

[0055] Once the opportunity detection object, and prefer 
ably the current version thereof, is resident on the client 
computer, the active marketing host program checks to 
determine Whether the current version of the product infor 
mation database is detected on the client computer at step 
312. If the current version of the product information 
database is not found on the client computer, the version of 
the product information database resident on the service 
provider computer system is optionally doWnloaded to the 
client computer at step 314. If the current version of the 
product information database is found on the client com 
puter, the product information database is not doWnloaded. 

[0056] Once the product information database, and pref 
erably the current version thereof, is found on the client 
computer, the method progresses to step 316, Which begins 
the analysis of the client computer to determine Which 
products in the product information database are present on 
the client computer. According to a preferred embodiment, 
the analysis of the client computer is performed on the client 
computer using the opportunity detection object on the client 
computer. HoWever, an alternate preferred embodiment per 
forms the analysis across the netWork using procedures 
stored and executed on the service provider computer sys 
tem to analyZe the client computer. 

[0057] At step 318 the scan method is executed to analyZe 
the client computer and create an inventory database (ref 
erence numeral 402 as shoWn and to be described With 
reference to FIG. 4). This inventory database is stored on the 
client computer and is described in further detail beloW With 
reference to FIG. 7. In a preferred embodiment, the inven 
tory database remains on the client computer and is not 
transmitted across the netWork to a receiving computer 
system in order to preserve the privacy of the user. HoWever, 
in another preferred embodiment in Which the service pro 
vider desires to provide user client con?guration directly to 
vendors, the inventory database may be transmitted to the 
service provider computer system or to one or more vendor 
computer systems. A preferred embodiment of the scan 
method is detailed in reference to FIGS. 8 and 9. 

[0058] At step 320 of a preferred embodiment, the active 
marketing host program searches for the presence of the 
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current version of the marketing rule knoWledge base on the 
client computer. If the current version of the marketing rule 
knoWledge base is not found on the client computer, the 
marketing rule knoWledge base on the service provider 
computer system is doWnloaded to the client computer in 
step 322. If the current version of the marketing rule 
knoWledge base is found on the client computer, the mar 
keting rule knoWledge base is not doWnloaded. 

[0059] It is also important to note that the marketing rule 
knoWledge base may be doWnloaded as a single ?le con 
taining all marketing opportunities in a single connection 
betWeen the client computer and the service provider com 
puter system or it may be doWnloaded as multiple ?les based 
on the products contained in the inventory database that may 
be doWnloaded separately using multiple connections across 
the netWork. 

[0060] Each of the analyZing the client computer steps 
308, 312, and 318, and the corresponding doWnloading steps 
310, 314, and 322, need not be executed in the order 
described and may be completed in any suitable order. For 
example, each of the analyZing steps 308, 312, and 318 may 
be completed and then any resultant doWnloading steps may 
then be executed, either in separate steps or in a single 
combined doWnloading step. 

[0061] Further, although not shoWn, as noted above, each 
of steps 308, 312, and 318 of analyZing the client computer 
to determine Whether the current version of the opportunity 
detection object, the product information database, and the 
marketing rule knoWledge base, respectively, is found on the 
client computer, as Well as the corresponding step of doWn 
loading such data to the client computer in steps 310, 314, 
and 322, respectively, may be optional. For example, the 
user of the client computer may alternatively be informed by 
means of a message transmitted to the client computer 
Whether or not a particular object or database is current and, 
if it is not current, the user is given the option of executing 
the corresponding doWnload step 310, 314, or 322. An 
af?rmative response Would result in the execution of the 
doWnload step 310, 314, or 322 to the client computer 208. 

[0062] In another alternative embodiment, the scanning, 
opportunity analysis, and presentation method or engine of 
the opportunity detection object may each be optionally 
doWnloaded. In other Words, although it is preferred that the 
opportunity detection object be doWnloaded or not doWn 
loaded to the client computer as a Whole, each of the 
components of the opportunity detection object may be 
individually doWnloaded or not doWnloaded. As an 
example, the scanning engine can be doWnloaded While the 
opportunity analysis engine and the presentation engine are 
not doWnloaded to the client computer. 

[0063] Once the opportunity detection object, the product 
information database, and the marketing rule knoWledge 
base, and preferably the current versions thereof, are found 
on the client computer, the opportunity analysis method is 
executed at step 324. In step 324, the inventory database is 
analyZed against the marketing rule knoWledge base to 
create a list of marketing opportunities (reference numeral 
404 as shoWn and to be described With reference to FIG. 4). 
The opportunity analysis method identi?es a marketing 
opportunity for a related product by analyZing the informa 
tion contained in the marketing knoWledge base pertaining 
to the presence or absence of one or many products in the 




















