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(57) ABSTRACT 

A system and method for managing real estate transactions 
is provided. The method includes the steps of receiving and 
storing data relating to a plurality of contacts including 
buyers and sellers of real estate, receiving and storing data 
relating to a plurality of vendors each associated With at least 
one phase of a real estate transaction, accessing vendor data 
based upon occurrence of a particular phase of the real estate 
transaction and communicating data relating to the vendors 
to a contact upon occurrence of the particular phase of the 
real estate transaction. The system includes means for con 
ducting each of these steps. 
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SYSTEM AND METHOD FOR MANAGING 
TRANSACTIONS RELATING TO REAL ESTATE 

BACKGROUND OF THE INVENTION 

[0001] 1. Field of the Invention 

[0002] The subject invention relates to managing real 
estate transactions, and more particularly, to a system and 
method for gathering, processing, disseminating and con 
trolling information relating to real estate transactions. 

[0003] 2. Background of the Related Art 

[0004] The traditional business model for real estate com 
panies has been to list and sell properties With a sales force 
of independent contractors. Real estate companies have 
exclusively provided real estate agents, tours of properties 
on the market, submission of bids and information about 
schools and neighborhoods. Real estate agents have been the 
main interface for customers, Who are the most vital assets 
of a real estate company. 

[0005] Organizations such as a Multiple Listing Service 
(hereinafter “MLS”) developed to aid the How of informa 
tion to customers. A MLS normally prepares books, Which 
serve as references for real estate agents. The MLS books 
contain photos and descriptions of property for sale (here 
inafter “listings”). Unfortunately, the MLS publications 
become outdated and are often difficult and costly to dis 
tribute. The present invention provides an improved system 
and method for disseminating information to customers, 
sales agents and real estate companies. 

[0006] Real estate companies and sales agents have tradi 
tionally relied solely on commissions generated from listing 
sales. HoWever, typical customers seek goods and services 
as a result of transactions in Which they are involved. 
Providers of real estate related goods and services Would 
desire the opportunity to have direct access to these cus 
tomers in a timely manner. Consequently, a need exists for 
real estate companies to implement a method Which links 
providers of such goods and services With customers to fully 
realiZe the potential revenue associated With their customer 
base as Well as add value for their customers. 

[0007] Despite their success, current business models for 
real estate companies have several additional shortcomings. 
For example, the sales agent controls the customer infor 
mation. When sales agents try to extract value from the 
customer data, the time and effort they spend selling homes 
is diminished. Furthermore, the task of acquiring neW cus 
tomers, keeping existing customers satis?ed and controlling 
customer information becomes a burden for sales agents. 
Often times, referrals are lost and appointments missed, 
because information has not been properly recorded. 

[0008] Another problem arises When sales agents freely 
release customer data to electronic commerce businesses 
Who pro?t therefrom. Alternatively, if the sales agent dis 
tributes customer data at a price, several additional problems 
may arise. First, customers have an expectation of privacy 
With respect to their personal information. Therefore, the 
customer data should not be distributed Without permission. 
Second, the customers receive a multitude of cold calls from 
vendors. As a result, the customer develops an aversion to 
the process. Thus, there is a need for a system in Which a 
sales agent can delegate tasks, such as information manage 
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ment and still maintain control over customer data in order 
to provide a monetary return to the real estate company. 

[0009] Large investments in training and technology are 
necessary to enable sales agents to control the How of 
information. Despite such large investments, no guarantee 
exists that the information Will be managed better, value Will 
be added for the customer or neW revenue streams Will be 
generated for the real estate company. Further, such efforts 
can fail due to a lack of support from sales agents and 
vendors of real estate related goods and services. Thus, the 
need exists for a method of managing real estate transactions 
Which is highly endorsed and supported by sales agents as 
Well as national and local vendors of real estate related 
goods and services. Furthermore, such investments are cost 
prohibitive for smaller organiZations. Under these circum 
stances, a further need exists for a proven business model, 
Which is accompanied by turnkey softWare that is easy to 
implement and yet affordably priced so that small siZe 
organiZations can take advantage thereof. Moreover, the 
softWare Would advantageously feature interoperability 
Which alloWs the softWare to be enhanced by additional 
modules and integrated With current systems. 

[0010] The proliferation of the Internet has presented an 
additional challenge to the traditional business model for 
selling real estate. The loW overhead distribution of infor 
mation via the Internet has created alternatives to the tradi 
tional real estate company. Customers are increasingly 
acquiring traditional real estate company services via the 
Internet Without engaging a real estate company. As a result, 
the Internet has caused a doWnWard pressure on broker 
commissions and increased competition for customers. 
Therefore, real estate companies require an improved 
method Which adds value for their customers, generates neW 
revenue streams and alloWs customers full access to infor 
mation. 

[0011] In vieW of the above de?ciencies in the prior 
systems and methods for managing real estate transactions, 
there is a need in the art for an improved system and method 
for managing real estate transactions Which gathers, pro 
cesses and controls information in a more ef?cient and 
pro?table manner. 

SUMMARY OF THE INVENTION 

[0012] The subject invention is directed to a system and 
method for managing real estate transactions. The method 
includes the steps of receiving and storing data relating to a 
plurality of contacts including buyers and sellers of real 
estate, receiving and storing data relating to a plurality of 
vendors of real estate related goods and services, Wherein 
each vendor is associated With at least one phase of a real 
estate transaction, accessing vendor data based upon an 
occurrence of a particular phase of the real estate transaction 
and communicating data relating to the vendors to a contact 
upon the occurrence of a particular phase of the real estate 
transaction. 

[0013] In addition, the method further includes the steps of 
receiving and storing data relating to a plurality of sales 
agents, generating reports relating to the plurality of sales 
agents as Well as receiving and storing data relating to 
listings. Preferably, the step of accessing vendor data can 
occur upon the signing of a listing agreement, the signing of 
a buyer agreement, the signing of a binder agreement and 
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closing of a contract for real estate. Alternatively, the step of 
accessing vendor data can occur Within predetermined time 
periods preceding and following a closing date. The method 
further includes the step of determining a commission based 
upon the communication of data relating to the vendors to a 
contact or upon a sale of a vendor service to the contact. 

[0014] The method further includes the steps of assigning 
a move consultant to a contact upon the occurrence of a 

particular phase of the real estate transaction, accessing and 
communicating data relating to vendors by the move con 
sultant, notifying the move consultant of the occurrence of 
a particular phase of the real estate transaction and trans 
mitting data relating to listings to contacts When a contact 
requests such data. 

[0015] In another preferred embodiment, the method 
includes the steps of receiving and storing data relating to a 
plurality of contacts including buyers and sellers of real 
estate, receiving and storing data relating to a plurality of 
vendors, Wherein each vendor is associated With at least one 
phase of a real estate transaction, and assigning a move 
consultant to each contact to facilitate communication 
betWeen the contact and at least one of the plurality of 
vendors upon occurrence of a particular phase of the real 
estate transaction. 

[0016] The method also includes the steps of providing the 
move consultant With access to a database containing infor 
mation relating to a plurality of contacts, providing the move 
consultant With access to a database containing information 
relating to a plurality of vendors and notifying the move 
consultant of the occurrence of a particular event in the real 
estate transaction cycle. Additionally, the method includes 
the steps of storing for each contact, data relating to goods 
and services provided to the contact, communicating 
reminders to the contact based upon the data relating to 
goods and services and issuing an access card With a code to 
each contact to permit each contact to obtain discounts on 
goods and services provided by the vendors. 

[0017] The system for managing real estate transactions 
includes means for receiving and storing data relating to a 
plurality of contacts including buyers and sellers of real 
estate, means for receiving and storing data relating to a 
plurality of vendors each associated With at least one phase 
of a real estate transaction, means for accessing vendor data 
based upon occurrence of a particular phase of the real estate 
transaction and means for communicating data relating to 
the vendors to a contact upon occurrence of the particular 
phase of the real estate transaction. 

[0018] Preferably, the system also includes means for 
determining a commission based upon a sale of a vendor 
service to a contact and means for generating reports based 
upon the determination of such commissions. The system 
also has means for receiving, storing and presenting text and 
graphics relating to real estate listings, means for transmit 
ting the text and graphics to a contact When a contact 
requests the text and graphics via Internet communications. 
Additionally, the system has means for analyZing surveys 
received from contacts relating to performance of a real 
estate company and employees thereof during a real estate 
transaction. The system also has means for storing, for each 
contact, data relating to the goods and services provided to 
them, communicating reminders to the contact based upon 
the data relating to the goods and services, and issuing an 
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access code to each contact to permit them to obtain dis 
counts on goods and services provided by the vendors. 

[0019] These and other unique features of the system and 
method disclosed herein Will become more readily apparent 
from the folloWing description and the accompanying draW 
ings. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0020] So that those having ordinary skill in the art to 
Which the disclosed system and method appertains Will more 
readily understand hoW to make and use the same, reference 
may be had to the draWings Wherein: 

[0021] FIG. 1 is an overvieW of an environment in Which 
an embodiment of the present invention may be used; 

[0022] FIG. 2 is a diagrammatic representation of 
embodiments of servers Within the subject invention; 

[0023] FIG. 3 illustrates Table 1, Which depicts a contact 
database Within the servers of FIG. 2; 

[0024] FIG. 4 is an example of a World Wide Web page 
depicting a contact search video display in accordance With 
an embodiment of the present invention; 

[0025] FIG. 5 is an example of a World Wide Web page 
depicting a contact information video display in accordance 
With an embodiment of the present invention; 

[0026] FIG. 6 illustrates Table 2, Which depicts a vendor 
database Within the servers of FIG. 2; 

[0027] FIG. 7 is an example of a World Wide Web page 
depicting a vendor information video display in accordance 
With an embodiment of the present invention; 

[0028] FIG. 8a and FIG. 8b illustrate Table 3 Which 
depicts a listing database Within the servers of FIG. 2; 

[0029] FIG. 9 is an example of a World Wide Web page 
depicting a listing information video display in accordance 
With an embodiment of the present invention; and 

[0030] FIG. 10 is a flowchart depicting a process for 
managing real estate transactions in accordance With an 
embodiment of the present invention. 

DETAILED DESCRIPTION OF THE 
PREFERRED EMBODIMENT 

[0031] The present invention provides a novel system and 
method for managing real estate transactions. The system 
and method alloWs sales, management and administrative 
personnel of a real estate company to gather, process and 
control data relating to real estate transactions in an efficient 
cost effective manner. Additionally, the system and method 
provides buyers and sellers of real estate With convenient 
access to information relating to the real estate transactions 
in Which they are involved. 

[0032] In particular, the system coordinates purchases and 
sales of residential real estate. In accordance With a preferred 
embodiment of the system, each of a plurality of different 
users perform different functions Within the system. For 
example, the sales agent, buyer and seller access information 
relating to real estate transactions stored in a database. Based 
upon the same information, administrative personnel of the 
real estate company maintain schedules and cross-sell prod 
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ucts and services, While management personnel generate 
reports and evaluate the performance of agents. 

[0033] Referring to FIG. 1, there is illustrated a schematic 
representation of an environment 10 in Which the system and 
method of the present invention may be implemented. The 
environment 10 includes servers 12 and 14 Which commu 
nicate With a distributed computer netWork 22 via commu 
nication channels 30a and 30b, respectively. Servers 12 and 
14 host multiple Web sites and house multiple databases 
necessary for the proper operation of the system of the 
subject invention. 

[0034] It is envisioned that the subject invention 10 may 
incorporate one server or multiple servers. Multiple servers 
can cooperate to facilitate greater performance and stability 
of the subject invention by distributing memory and pro 
cessing as is Well knoWn. US. Pat. No. 5,953,012 to Venghte 
et al. describes a method and system for connecting to, 
broWsing and accessing computer netWork resources and is 
herein incorporated by reference in its entirety. Similarly, 
US. Pat. No. 5,708,780 to Levergood et al. describes an 
Internet server Which controls and monitors access to net 
Work servers and is also herein incorporated by reference in 
its entirety. 

[0035] Distributed computer netWork 22 may include any 
number of netWork systems Well knoWn to those skilled in 
the art. For eXample, distributed computer netWork 22 may 
be a combination of local area netWorks (LAN), Wide area 
netWorks (WAN), intranets or the Internet, as is Well knoWn. 
In the preferred embodiment, the computer network 22 is the 
Internet. The preferred method of accessing information on 
the Internet is the World Wide Web, because navigation is 
intuitive and does not require technical knowledge. 

[0036] Computers 16(1)-16(n) are associated With users 
18(1)-18(n), respectively. Users of the subject invention 
include vendors, contacts, sales agents and administrative 
personnel. Vendors provide goods and services related to 
real estate, such as, house painting, plumbing, electrical 
Work, roo?ng and the like. Contacts, i.e. home sellers and/or 
buyers, generally hire vendors in the months leading up to 
and folloWing the closing of a real estate transaction. The 
real estate company engages sales agents to manage the 
contacts. Administrative personnel may be any combination 
of a technical system analyst, a move consultant, a sales 
manager, accounting personnel and the like, Who Work 
directly or indirectly for a real estate company. 

[0037] A plurality of users may share the same computer 
although for simplicity only one user per computer is 
illustrated. The plurality of users can utiliZe the system 10 
simultaneously. The computers 16(1)-16(n) alloW users to 
access information on the servers 12 and 14. The computers 
16(1)-16(n) communicate With the distributed computing 
netWork 22 via communication channels 30c-30e, respec 
tively. The communication channels 30a-30e, Whether Wired 
or Wireless, are Well knoWn and therefore not further 
described herein. 

[0038] In a preferred embodiment, the computers 16(1) 
16(n) are desktop personal computers that support 
MICROSOFT INTERNET EXPLORER® 4.0 (available 
from Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) and have a 56 k modem, ISP or WAN 
connection. For example, the computers 16(1)-16(n) pref 
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erably consist of a PENTIUM® processor (available from 
Intel Corporation, 2200 Mission College Boulevard, Santa 
Clara, Calif. 95052), 64 MB RAM, a 56 k modem, a 
WINDOWS® 95 operating system (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) and a video monitor With 16 bit color 
and 800x600 piXels, as is Well knoWn and therefore not 
depicted in detail. 

[0039] Referring noW to FIG. 2, there is illustrated a 
diagrammatic representation of embodiments of servers 12 
and 14 in connection With the present invention. In a 
preferred embodiment, multiple servers 12 and 14 share 
similar architecture. Exemplary servers 12 and 14 include 
memory 60 and 62, respectively, for storing resources Which 
are accessed by users over the Internet. Resources include 

any softWare, data, ?les, documents, Web pages and other 
data necessary to practice the subject invention. At least one 
processor 40 and 42 are in communication With memory 60 
and 62, respectively. Modems 50 and 52 are also in com 
munication With processors 40 and 42 , respectively, in order 
to facilitate interaction With users via the Internet, as is Well 
knoWn to those skilled in the art. In a preferred embodiment, 
the architecture of servers 12 and 14 consists of a PEN 
TIUM® PRO 2000 processor (available from Intel Corpo 
ration, 2200 Mission College Boulevard, Santa Clara, Calif. 
95052), 128 MB RAM and hard disk non-volatile memory 
large enough to support Web ?les, an operating system, 
several applications and several databases. 

[0040] With continuing reference to FIG. 2, operating 
systems 70 and 80, as Well as utility programs 72 and 82, are 
stored on servers 12 and 14, respectively. The operating 
systems 70 and 80 and utility programs 72 and 82 are used 
by the system developers to develop and implement the 
subject invention. In the preferred embodiment, WINDOWS 
NT® softWare (available from Microsoft Corporation, One 
Microsoft Way, Redmond, Wash. 98052-6399) is the server 
operating system. It is envisioned that the Websites are 
created in HTML language utiliZing VISUAL STUDIO® 
softWare version 6.0 (available from Microsoft Corporation, 
One Microsoft Way, Redmond, Wash. 98052-6399) and 
remote access is facilitated by Mabry’s FTP/X Control. 
TRANSACTION SERVER® softWare (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) alloWs developers to deploy server 
applications to facilitate the necessary transactions. 
MICROSOFT SQL SERVER® softWare version 6.5 (avail 
able from Microsoft Corporation, One Microsoft Way, Red 
mond, Wash. 98052-6399) is the database engine used by the 
Listing System. MICROSOFT INTERNET INFORMA 
TION SERVER® IIS softWare (available from Microsoft 
Corporation, One Microsoft Way, Redmond, Wash. 98052 
6399) alloWs developers to customiZe the Websites. 
ERWIN® softWare version 3.5 (available from Logic 
Works, Inc. at 214 Carnegie Center, suite 112, Princeton, 
N]. 08540) maintains current entity relationship diagrams 
for the Listing System database. It is envisioned that 
SEAGATE’s CRYSTAL REPORTS® softWare version 7.0 
(available from Seagate SoftWare, Inc. at 920 Disc Drive, 
Scotts Valley, Calif. 95066) is used to develop report tem 
plates. MICROSOFT WORD® 97 softWare (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) is used for developing some form con 
tracts and OMNIFORM® softWare version 3.0 (available 
from Caere Corporation at 100 Cooper Court, Los Gatos, 
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Calif. 95030) is used to develop line art intensive forms 
templates Within the application. 

[0041] In the preferred embodiment, server 12 houses a 
MICROSOFT SQL SERVER® softWare version 6.5 (avail 
able from Microsoft Corporation, One Microsoft Way, Red 
mond, Wash. 98052-6399) and GREAT PLAINS 
ACCOUNTING® installations (available from Great Plains 
SoftWare, Inc. at 1701 SW 38th Street, Fargo, N.Dak. 
58103), as denoted generally by reference numerals 74 and 
76, respectively. Server 14 houses MICROSOFT TRANS 
ACTION SERVER® softWare version 2.0 and 
MICROSOFT SQL SERVER® IIS softWare version 4.0, as 
denoted generally by reference numerals 84 and 86, respec 
tively. Servers 12 and 14 also store the execution code Which 
is the instruction set necessary to implement the subject 
invention as denoted generally by reference numerals 78 and 
88, respectively. It is noted that While the exemplary descrip 
tion herein refers to speci?c softWare, those skilled in the art 
Will readily appreciate that substitutions may be made 
thereto Without departing from the spirit and scope of the 
present invention. 

[0042] In a preferred embodiment, memory 60 and 62 
store a multiplicity of databases as denoted generally by 
reference numerals 79 and 89, respectively. It is envisioned 
that the databases are created utiliZing MICROSOFT SQL 
SERVER®, as is Well knoWn in the art. Databases 79 and 89 
contain data relating to advertising, sales agents, contacts, 
listings, vendors, and the real estate company. In another 
embodiment, a third server can be provided for storing 
databases in order to provide enhanced performance and 
stability. 

[0043] It is envisioned that advertising databases relate to 
advertising copy, advertising companies, advertising place 
ments and advertising requests by contacts and sales agents 
databases relate to sales agents, agent ?nancial information, 
appointments, agent goals, goal Weighting, agent MLS 
codes and agent phone numbers. Databases for contacts 
preferably consist of tables relating to contacts, contact 
mailings, contact referrals and contact types. Listing data 
bases preferably relate to listings, listing agent, listing MLS, 
lock boxes, MLS, MLS data, open house requests, picture 
references, garages, neW home referral fees and shoWing 
information. Vendor databases preferably relate to relocation 
companies, relocation fee percentages, relocation company 
phone numbers, signs, sign vendors, mailings to vendors and 
the like. Real estate company databases preferably consist of 
attorneys, commission splits, company commissions, forms, 
types of mass activities, report tables, sale transactions, sales 
agents, sale commissions, sale contact, security, sellers 
attorney, offices, of?ce commission fees, office MLS, office 
phone, regions, region commissions, surveys, survey 
choices, survey questions, survey response, system identi 
?ers, system tables, trustee tracking, user messages, user 
roles and user sessions. 

[0044] The databases are used in a relational arrangement, 
as is knoWn in the art, so that they relate to one another by 
Way of ?elds that store common data. It is noted that While 
the exemplary description herein refers to speci?c individual 
databases, formats, records and ?elds, those skilled in the art 
Will readily appreciate that various modi?cations and sub 
stitutions may be made thereto Without departing from the 
spirit and scope of the present invention. 
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[0045] Referring to FIG. 3, Table 1 depicts an exemplary 
contact database 100 stored Within one of servers 12 and 14. 
In particular, Table 1 depicts a preferred embodiment of a 
record schema for a contact database in detail. The contact 
database includes a record for each contact, Wherein each 
record contains a plurality of ?elds for receiving information 
associated With each contact. 

[0046] In accordance With an embodiment of the present 
invention, the ?elds of each contact record include, inter 
alia, ?elds 151-154 Which contain identifying information 
relating to entry of the data. For example, the name of the 
real estate employee Who originally entered the data, a date 
upon Which it Was entered, the name of the employee Who 
may have modi?ed the record and When the modi?cation 
occurred. Fields 155-180 contain data relating to the contact, 
such as, for example, data relating to the spouse of the 
contact, the employer of the spouse and contact, the contact 
logon name, address associated With the contact, shoWing 
instructions Which contain the details of hoW to properly 
tour potential buyers through the contact’s listing, the con 
tact name, a ?ag indicating When to indicate Whether or not 
an appropriate mailing has occurred and a sales agent 
associated With the contact. 

[0047] In a preferred embodiment, for security, access to 
modifying the contact database 100 is restricted to the sales 
agent associated With the contact, the area and sales man 
agers and system administrators. The sales agent can deter 
mine hoW to access the listing in order to schedule a 
shoWing, hoW to communicate With the contact and Whether 
or not marketing information needs to be sent to the contact 
by accessing the contact database 100. AuthoriZed users can 
add and delete contacts, search for a contact record, broWse 
contact transactions, monitor contact activity and transfer 
oWnership of that contact to another sales agent. 

[0048] By Way of example, sales agents have a user 
interface consisting of text and graphics, Which alloWs them 
to manage their contacts, listings and sales. A forms man 
agement interface transfers basic information to a number of 
forms associated With a sale or listing, including MLS 
forms. A control mechanism alloWs sales agents to access a 
variety of “actions” associated With each listing and sale, 
such as advertising copy, requests and appointment infor 
mation. An agent can vieW listings and monitor activity 
relating to their listings. For example, an email interface can 
notify a sign company When the listing agreement is signed 
and further noti?es the listing agent When an appointment is 
taken for a listing to be shoWn. It is envisioned that access 
to the Web sites of the subject invention is available Wher 
ever a user has access to the Internet. For example, a sales 

agent can be at home, in the of?ce or at a remote location, 
and access the contact database. 

[0049] Referring to FIG. 4, a World Wide Web page 
depicting a contact search video display is illustrated. It 
should be recogniZed that “video display” and “screen” Will 
be used interchangeably throughout the speci?cation. Serv 
ers 12 and 14 display the contact search screen, designated 
generally by reference numeral 400. Upper menu bar 422 
can be selected to provide the user With several options such 
as disconnecting from the online connection. Area 424 
contains a message of the day, selected by the real estate 
company. As shoWn in FIG. 4, the importance of cross 
selling products and service like insurance and van lines is 
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emphasized by the message of the day. Further, a reminder 
to schedule folloW up calls is also included Within the 
message of the day. 

[0050] A loWer icon bar 428 presents several alternative 
methods for the user to select the same options that are 
available via upper menu bar 422. For example, the session 
can be terminated by the user selecting the stop call icon. 
Further, security is enforced by not alloWing all functionality 
for all users. Functionality is also limited depending upon 
the data entered by the user. For example, the reprint icon, 
Within loWer menu bar 428, could not be selected by the user 
because no information has been entered. The unavailable 
status is conveyed to the user because the reprint icon is 
shaded gray instead of black, as is common and accepted as 
intuitive by those skilled in the art. 

[0051] With continuing reference to FIG. 4, a sales agent 
or move consultant uses the subject invention to locate data 
relating to a contact. In the preferred embodiment, the data 
entered to locate contact data could be selected from any of 
the ?elds in area 410, Which includes address ?eld, phone 
number, ?le number, ?rst name ?eld, consultant ?eld, social 
security number, member number, and area 402, Which 
includes a client ?eld With a pull doWn menu, as is common 
in the art. In accordance With a preferred embodiment, to 
initiate a search, a real estate company employee enters data 
into area 410, such as the last name of the contact in the last 
name ?eld, and selects the binocular icon Within area 420. 
During searching, the name ?elds of the records in the 
contact database are compared for a match. Once an entered 
contact name is matched Within the contact database, the 
servers 12 and 14 display to the user the contact information 
screen 500, as described beloW With reference to FIG. 5. 

[0052] In accordance With a preferred embodiment, FIG. 
5 illustrates a contact information screen, designated gen 
erally by reference numeral 500. The contact information 
screen 500 contains the data relating to a contact. At the 
contact information screen 500, editing capability and other 
options are available to authoriZed users from the upper 
menu bar 502 and loWer menu bar 520, as described With 
reference to FIG. 4. The customer number, program and ?le 
number are displayed in area 524. In area 522, users can 
utiliZe further functionality by selecting icons. For example, 
the “ConvCntr” icon alloWs the user to schedule utility 
hook-ups and the like. The name and address of the contact 
are displayed in areas 508 and 510, respectively. For 
example, the name of the contact in FIG. 5 isAl Tested. The 
data relating to communicating With the contact is shoWn in 
area 512. Personal and progeny data are available in areas 
514 and 516, respectively. The data relating to a referral, 
Who may be entitled to share a commission related to a 
contact, is displayed in area 518. If a survey is relevant to the 
contact, data relating to the survey Will be displayed in area 
520. 

[0053] Referring to FIG. 6, Table 2 depicts an exemplary 
record schema for a sign vendor database 600 in detail. It is 
envisioned that a database Would be created for each type of 
vendor such as relocation companies, mortgage companies, 
painting companies and the like. By Way of example, Table 
2 illustrates a database for a sign vendor Who provides a “for 
sale” sign at the listing for the real estate company. More 
particularly, the sign vendor database 600 includes a record 
for each vendor, Wherein each record contains a plurality of 
?elds for receiving information associated With each vendor. 
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[0054] In accordance With a preferred embodiment of the 
present invention, the ?elds of each record for a sign vendor 
database 200 include, inter alia, ?elds 251-254 containing 
data relating to hoW each record Was populated With data. 
Fields 255-264 contain data relating to a sign vendor, such 
as, data relating to a sign vendor address, a preferred method 
of communication for the sign vendor, a numeric identi?er 
for the sign vendor and a name of a person at the sign vendor. 

[0055] It is envisioned that the vendor databases contain 
all the necessary information for move consultants, contacts 
and sales agents to utiliZe the vendor. For example, if a 
preferred mortgage company conducts itself on the Internet, 
the preferred mode of communication Would indicate email 
and an email address Would be included. 

[0056] Referring noW to FIG. 7, an exemplary van line 
placement screen is illustrated and denoted generally by 
reference numeral 700. The heading 706 indicates that the 
screen displayed to the user is a Van Line Placement screen. 
In the search area 710, a contact box 712 displays the contact 
information for Which the search is being conducted. For 
example, an Available Suppliers ?eld in area 710 receives a 
vendor name from the user. The Referral Coordinator is 
indicated underneath the Available Suppliers ?eld, in this 
example the Referral Coordinator is “Ms. Isabel 
GlogoWski”. Additionally, ?elds related to Service Agent 
and Placement Type offer pull doWn menus as is Well knoWn 
to those skilled in the art. Lastly, in service area 710, a 
“search” button can be selected by the user to initiate 
selecting or editing a vendor. 

[0057] Still referring to FIG. 7, quote area 720 includes 
?elds related to a speci?c move associated With the contact. 
The information includes the loading and moving dates and 
notes Whether or not the move has been completed. Cost 
information is also provided, such as total price, estimated 
and actual marketing fees as Well as estimated and actual 
cost. Another ?eld Within area 720 receives and displays 
Whether or not the vendor has insurance, for example a “y” 
Would indicate the vendor is insured. Calendar area 730 
provides date related information. In a preferred embodi 
ment, the date information provided in the calendar area 730 
is the date an order is received, a place date indicating When 
services are to be provided, a closing date for the listing and 
a dropped date. Additionally, calendar area 730 depicts a 
“Send Info” button to alloW the user to generate a mailing to 
the contact. The upper menu bar 740 and loWer menu bar 
750 function as described above With respect to FIG. 4. 

[0058] Referring to FIG. 8a and FIG. 8b, Table 3 depicts 
another exemplary database stored Within one of the servers 
12 or 14. Namely, a record schema for a listing database, 
designated generally by reference numeral 300. A listing is 
a piece of real estate Which has been offered for sale through 
a sales agent of the real estate company. The listing database 
300 includes a record for each listing, Wherein each record 
contains a plurality of ?elds for receiving information asso 
ciated With each listing. The listing database 300 stores the 
data necessary to identify real estate offered for sale by the 
real estate company. 

[0059] In accordance With an embodiment of the present 
invention, the ?elds of each listing record include, inter alia, 
?elds 351-354 containing data relating to hoW each record 
Was populated With data. Fields 355-359 contain data relat 
ing to commissions associated With the listing, such as, 










