
l|||||||||||||ll||l||||||||l|||||||||||||||||||||l||||||||||l||||||||||||l|||||||||||||||| 
US 20050171859A1 

(19) United States 
(12) Patent Application Publication (10) Pub. No.: US 2005/0171859 A1 

Harrington et al. (43) Pub. Date: Aug. 4, 2005 

(54) AUGMENTATION OF LEAD WITH (22) Filed: Nov. 2, 2004 
ATTRACTIVENESS INFORMATION FROM 
EXTERNAL SOURCE Related US. Application Data 

(75) Inventors; Gerard Harrington, Huntington Beach, (63) Continuation-in-part of application No. 10/872,648, 
CA (US); Greg Daniels, Algonquin, IL ?led On Jun- 21, 2004. 
(US); Eugene Wada, Irvine, CA (US); 
Steve Center, Rolling H1115 Estate, CA (60) Provisional application No. 60/497,378, ?led on Aug. 
(Us); Michae] Keranen, Signal Hill, 22, 2003. Provisional application No. 60/547,356, 
CA (US); Suresh Nair, Torrance, CA ?led on Feb- 23, 2004 
(US); Jim Dudley, Irvine, CA (US); _ _ _ _ 
John Fulcher, Newport Beach, CA Publication Classi?cation 
(US); Melveen Fredeluces, Long 7 
Beach, CA (Us); Dave Mateer, ................................................... .. G06F (1)7/22 
Torrance, Roy Nakahira, ( - - - .............................................................. .. 7 Torrance, CA (US) 

(57) ABSTRACT 
Correspondence Address: 
MCDERMOTT WILL & EMERY & LLP A method of developing a sales lead includes receiving a 
Suite 3400 sales lead from a sales lead source and supplementing it With 
2049 Century Park East additional information. The supplemental information may 
L05 Angdes, CA 90067 ([15) be useful in determining the attractiveness of the sales lead. 

Attractiveness information may be quanti?ed or otherWise 
(73) Assignee; Honda Motor C0,, Ltd, expressed, added to the sales lead, and provided to a sales 

lead recipient. The sales lead recipient may then quickly and 
(21) Appl. No.: 10/979,631 ef?ciently assess the value of the sales lead. 

/— 200 f- 202 f- 204 . 

Request Receive 
Receive Lead 7 Supplemental : Supplemental 

Information Information 

Add . 
' . Deliver Lead VWth 

Detefmme - ‘ Attractiveness _ - 

Attractlveness ' Information to V Attractlveness 

Information Lead Information 

\-206 ¥20s \- 21o 



Patent Application Publication Aug. 4, 2005 Sheet 1 0f 2 US 2005/0171859 A1 

/— 100 

Sales Lead 
Source 

_ _ 1:112 _ _ 

108 

102 

f- 104 

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _| 

Recipient 

Flg. 1 

/— 200 f- 202 f- 204 

Request Receive 
Receive Lead 7 Supplemental 7 Supplemental 

Information Information 

‘7 

Determine Add Deliver Lead Vl?th 
. - Attractlveness . 

Attractlveness . V Attractlveness 
. Information to . 

Information lnforma’uon 
Lead 

\- 206 \- 208 \- 210 

Fig. 2 



Patent Application Publication Aug. 4, 2005 Sheet 2 0f 2 US 2005/0171859 A1 

I- 302 f- 304 

Receive 
7—> Supplemental ' Calculate Value 

300 Information 

‘ Deliver Lead VVlth 
7 Add Value to Lead 7 value 

\ 306 k 308 

Flg. 3 

f- 106 

, 

400 E i 
a C, [:3 , 

[:3 i 
Q Q 

D g)‘ 
@ 
E 
‘w 
Q 
g 
g 
g 

I—J 



US 2005/0171859 A1 

AUGMENTATION OF LEAD WITH 
ATTRACTIVENESS INFORMATION FROM 

EXTERNAL SOURCE 

CROSS REFERENCE TO RELATED 
APPLICATION 

[0001] This application is a continuation-in-part of US. 
patent application Ser. No. 10/872,648, ?led Jun. 21, 2004, 
entitled “Systems and Methods of Distributing Centrally 
Received Leads” (Which claims priority to provisional Ser. 
No. 60/497,378, ?led Aug. 22, 2003, entitled “Lead Distri 
bution and Routing Application (LDRA)”), the contents of 
both of Which are incorporated herein by reference. This 
application is also related to and claims the bene?t of the 
?ling date of US. provisional application Ser. No. 60/547, 
356, ?led Feb. 23, 2004, entitled “Lead Distribution and 
Routing System Lead Augmentation: Electronic Customer 
Relations Management (ECRM),” the contents of Which are 
incorporated herein by reference. 

BACKGROUND OF THE INVENTION 

[0002] 1. Field of the Invention 

[0003] The present invention relates generally to the man 
agement and development of sales leads. More speci?cally, 
the disclosure relates to methods of augmenting leads With 
supplemental information useful for developing the leads. 

[0004] 2. Description of Related Art 

[0005] Many businesses involved in sales attempt to gen 
erate and utiliZe leads in order to create neW business and 
increase sales. Leads can be generated in many different 
Ways. For eXample, a customer of the business might refer 
a neW customer, resulting in a lead for that neW customer. 
Or, potential customer might request information from the 
company, resulting in a lead for that potential customer. 
Often, lists of people and associated demographic data are 
purchased from business that assemble and sell such lists, 
and the information is used to develop potential leads for 
Would-be customers. As is Well-understood in the business 
World, leads can manifest in a variety of different forms, and 
can be valuable tools for neW business generation if used 
effectively. 
[0006] Unfortunately, very large companies With multiple 
points of distribution and sales are faced With dif?culties in 
harnessing and utiliZing their leads. Although large eXpen 
ditures of time and money are often incurred to generate and 
develop leads, effective use and implementation of the leads 
has proven to be a formidable task. For eXample, the need 
for a large company to distribute leads to many different 
sales points each having their oWn lead management 
requirements often results in universally formatted leads that 
are limited in the amount and type of content that they can 
include. Thus, sales leads generally include only very basic 
information, such as identi?cation of a potential customer 
and identi?cation of a product or service that the customer 
may be likely to purchase. The limitation of lead information 
due to the common constraint of having to create universally 
formatted sales leads makes it dif?cult for the ultimate 
recipients of the sales leads to fully develop the leads and 
make a sale. Also, it causes recipients to spend equal 
amounts of time on all sales leads, irrespective of Whether 
some of those leads are more likely than others to lead to 
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actual sales. Thus, sales lead recipients may Waste valuable 
time folloWing-up on unlikely sales leads, When the time 
Would be better spent on sales leads With greater potential, 
unbeknoWnst to the recipient of those sales leads. 

SUMMARY OF THE INVENTION 

[0007] In vieW of the various problems discussed above, 
there is a need for a method of and system for developing 
sales leads that includes the inclusion of additional useful 
information Within the sales leads themselves. 

[0008] In one aspect of the present invention, a method of 
developing a sales lead includes receiving a sales lead from 
a sales lead source, including an identi?cation of a potential 
customer, requesting supplemental information from an 
information database relevant to the likelihood that the 
potential customer Will make a purchase, receiving the 
supplemental information from the information database, 
and delivering the sales lead to a recipient for folloW-up 
together With attractiveness information relevant to the 
likelihood that the potential customer Will make a purchase 
based on the supplemental information received from the 
information database. 

[0009] In another aspect of the present invention, com 
puter-readable media embodying a program of instructions 
is executable by a computer to perform a method of devel 
oping a sales lead. The method includes receiving a sales 
lead from a sales lead source, including an identi?cation of 
a potential customer, requesting supplemental information 
from an information database relevant to the likelihood that 
the potential customer Will make a purchase, receiving the 
supplemental information from the information database, 
and delivering the sales lead to a recipient for folloW-up 
together With attractiveness information relevant to the 
likelihood that the potential customer Will make a purchase 
based on the supplemental information received from the 
information database. 

[0010] In yet another aspect of the present invention, a 
lead development system includes an input port con?gured 
to receive a sales lead from a sales lead source, including an 
identi?cation of a potential customer, a processor con?gured 
to request supplemental information from an information 
database relevant to the likelihood that the potential cus 
tomer Will make a purchase, the processor further con?gured 
to receive the supplemental information from the informa 
tion database, and an output port con?gured to send the sales 
lead to a recipient for folloW-up together With attractiveness 
information relevant to the likelihood that the potential 
customer Will make a purchase based on the supplemental 
information received from the information database. 

[0011] In a further aspect of the present invention, a lead 
development system includes means for receiving a sales 
lead from a sales lead source, including an identi?cation of 
a potential customer, means for requesting supplemental 
information from an information database relevant to the 
likelihood that the potential customer Will make a purchase, 
means for receiving the supplemental information from the 
information database, and means for delivering the sales 
lead to a recipient for folloW-up together With attractiveness 
information relevant to the likelihood that the potential 
customer Will make a purchase based on the supplemental 
information received from the information database. 
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[0012] It is understood that other embodiments of the 
present invention Will become readily apparent to those 
skilled in the art from the following detailed description, 
Wherein it is shoWn and described only exemplary embodi 
ments of the invention by Way of illustration. As Will be 
realiZed, the invention is capable of other and different 
embodiments and its several details are capable of modi? 
cation in various other respects, all Without departing from 
the spirit and scope of the present invention. Accordingly, 
the draWings and detailed description are to be regarded as 
illustrative in nature and not as restrictive. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0013] Aspects of the present invention are illustrated by 
Way of example, and not by Way of limitation, in the 
accompanying draWings, Wherein: 

[0014] FIG. 1 illustrates components of a system for 
developing a sales lead; 

[0015] FIG. 2 is a How diagram illustrating a method of 
developing a sales lead; 

[0016] FIG. 3 is a How diagram illustrating an additional 
method of developing a sales lead; and 

[0017] FIG. 4 illustrates computer readable media 
embodying a program of instructions executable by a com 
puter to perform a method of developing a sales lead. 

DETAILED DESCRIPTION OF ILLUSTRATIVE 
EMBODIMENTS 

[0018] The detailed description set forth beloW in connec 
tion With the appended draWings is intended as a description 
of exemplary embodiments of the present invention and is 
not intended to represent the only embodiments in Which the 
present invention can be practiced. The term “exemplary” 
used throughout this description means “serving as an 
example, instance, or illustration,” and should not necessar 
ily be construed as preferred or advantageous over other 
embodiments. The detailed description includes speci?c 
details for the purpose of providing a thorough understand 
ing of the present invention. HoWever, it Will be apparent to 
those skilled in the art that the present invention may be 
practiced Without these speci?c details. In some instances, 
Well-knoWn structures and devices are shoWn in block 
diagram form in order to avoid obscuring the concepts of the 
present invention. 

[0019] FIG. 1 illustrates components of a system for 
developing a sales lead. A sales lead source 100 may interact 
With people, collect information from them, and generate 
sales leads relating to those people. The sales leads may be 
collected for the purpose of generating sales by eventual 
recipients of the leads. For example, a sales lead based on 
information collected from a person 102 may indicate to an 
eventual recipient 104 of the sales lead, Which products or 
services the person 102 may be likely to purchase from the 
recipient. The sales lead may include identi?cation infor 
mation to assist the recipient 104 in locating the person 102 
to Whom the sales lead relates. In one embodiment, the sales 
lead may comprise softWare code describing the identi?ca 
tion information. The softWare code may be organiZed into 
various ?elds that contain data representing the identi?ca 
tion information. It Will be recogniZed by those skilled in the 
art that the softWare code may be Written in numerous 
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different programming languages, and that the teachings 
herein are not limited to any particular softWare type. The 
identi?cation information may include, for example, loca 
tion information, basic demographic information, contact 
information and the like. The sales lead may also include 
product identi?cation information related to the product or 
service that the person 104 may be likely to purchase. The 
sales lead source 100 may be, for example, data collection 
agency, a product manufacturer or a retailer. The recipient 
104 may be, for example, a retailer or direct seller of 
products or services to people such as the person 102. 

[0020] A sales lead development system including a com 
puting system 106 may be used to perform a method of 
developing the sales lead that Was obtained by the sales lead 
source 100. The computing system 106 may be in commu 
nication With an information database 108. The information 
database 108 may comprise, for example, an SQL server, 
though it Will be recogniZed by those skilled in the art that 
other databases may also be implemented in accordance 
With the teachings herein. The information database 108 and 
computing system 106 may be a single entity or tWo or more 
individual entities communicatively operated to each other. 
The information database 108 may be at the same location 
as the computing system 106, as indicated by box 110. 
Alternatively, the information database 108 may be at a 
location that is remote to the computing system 106, as 
indicated by dividing line 112. 

[0021] Information for populating the information data 
base 108 may be obtained, for example, from third party 
service providers or other sources of public information that 
may be relevant to targeted product sales. Information may 
also be obtained, for example, from proprietary sources such 
as from product retailers themselves. Proprietary informa 
tion may include information regarding contact made 
betWeen a retailer or sales lead source and potential con 
sumers, such as telephone inquiries by a potential consumer, 
brochure requests, marketing campaign mailing lists, and the 
like. Proprietary information may also include data regard 
ing sales history of previous customers, for example. Such 
proprietary information may be collected from customers or 
potential customers at the time of a sale or sales pitch, or via 
post-sales surveys, then retained for use in the information 
database 108 for developing future leads, as Will be 
described in further detail beloW. The information database 
108 may also include information regarding the location of 
particular lead recipients, Which can be matched to location 
information of a person identi?ed in a sales lead in order to 
direct a lead to the most appropriately or conveniently 
located recipient. Moreover, the information database 108 
may include relationship information regarding particular 
lead recipients and their knoWn customers, Which can also 
be matched to location information of a person identi?ed in 
a sales lead in order to direct a lead to recipients With Whom 
a customer has had previous contact. Additionally, the 
information database may include data indicative of a pre 
vious customer’s perceived experience With a particular lead 
recipients, so that sales leads can be directed to recipients 
With Whom an identi?ed person had a positive experience, 
and diverted from recipients With Whom an identi?ed person 
had a negative experience. 

[0022] The information database 108 may include supple 
mental information such as information about the products 
or services offered by the recipient 104, information about 
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the person 102, or information about other details relevant to 
developing the sales lead. For example, the information 
database 108 may include statistical information indicative 
of hoW demographic information relates to the probability of 
a particular person consummating a sale. The information 
database 108 may also include information regarding pur 
chase histories of past customers of the recipient 104, such 
as Which products or services a past customer has purchased, 
the frequency With Which such purchases have been made, 
the most recent date of such a purchase, and other related 
statistical information. The information database 108 may 
also include current oWnership information, such as Which 
products the person 102 currently oWns. Such information 
may indicate Whether the person 102 oWns products sold by 
the recipient 104, or similar products sold by competitors of 
the recipient 104. The information database 108 may also 
include information such as decision factors important to the 
person 102 When making purchase decisions, ?nancial 
attributes of the person 102, and other purchase potential 
indicia. The information database 108 may also include 
information indicative of the person’s ongoing contact With 
a lead recipient 104, such as post-purchase service calls and 
the like. It Will be recogniZed by those skilled in the art that 
many other types of supplemental information may be useful 
for evaluating the sales lead, and that the examples discussed 
above are illustrative but not exhaustive. 

[0023] FIG. 2 is a How diagram illustrating an exemplary 
method of developing a sales lead. The method may be 
performed by a computing system, such as one having the 
components illustrated in FIG. 1. In the exemplary method, 
at block 200 a computing system receives a sales lead from 
a sales lead source. At block 202, the computing system may 
request supplemental information from the information 
database 202. The request may be formatted as a query to the 
information database. Multiple requests may be submitted 
by the computing system, and programming logic to manage 
a queue of requests may be implemented in accordance With 
the teachings herein. Requests may be initialiZed in real 
time, such as by a computing system con?gured to enhance 
sales leads as they are received. Alternatively, requests may 
be submitted in batch processes, such as at certain pre 
programmed times of the day. As discussed above, the 
supplemental information may be relevant to the person, 
product, service or other subject of the sales lead. A database 
management system may identify information in the infor 
mation database that is relevant to the sales lead, and return 
the identi?ed supplemental information to the computing 
system. At block 204, the computing system receives the 
supplemental information, Which it may then use to evaluate 
and develop the sales lead. 

[0024] At block 206, the computing system may deter 
mine “attractiveness information” for the sales lead, based 
upon the received supplemental information. As used herein, 
the term “attractiveness information” refers to information 
indicative of the likelihood or probability that a sales lead 
can be developed into an actual sale. For example, attrac 
tiveness information may include a rating of the sales lead 
as compared to other sales leads, a calculated probability 
that a given sales lead can be developed into an actual sale, 
or other indicia of the value of the sales lead. Because the 
supplemental information is relevant to the person, products 
or other aspects of the sales lead, and because it may be 
indicative of the probability that the sales lead Will result in 
an eventual sale, the supplemental information can be uti 
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liZed to determine hoW likely it is that the person identi?ed 
in the sales lead Will make a purchase. This determination 
may constitute attractiveness information for the sales lead. 

[0025] As an example, a received sales lead may include 
information about a person and information about a product 
he is interested in purchasing. The personal information may 
include the person’s name, basic demographic information, 
address, and contact telephone number. The product infor 
mation may include a type of consumer product that the 
person is in the market to purchase. After the computing 
system receives this particular sales lead, it may formulate 
a relevant query, With Which it may request supplemental 
information about the person or the, product from an infor 
mation database. The information database may contain, for 
example, data related to Which versions of the product type 
identi?ed in the sales lead are most popular in the demo 
graphics that are identi?ed in the sales lead. This supple 
mental “popularity” information may be sent back to the 
computing system, Which can in turn use the information to 
assess hoW attractive the sales lead is for the given person 
and product. For example, if the identi?ed product type is 
not very popular in the identi?ed demographic, the lead may 
not be likely to result in a sale and may thus be an 
unattractive lead. If, on the other hand, the identi?ed product 
type is prevalent among members of the identi?ed demo 
graphic, the lead may be more likely to result in a sale and 
may thus be considered an attractive lead. This determina 
tion constitutes attractiveness information that can be quan 
ti?ed and added to the sales lead in order to supplement its 
contents and make them more useful to the eventual recipi 
ent, as Will be discussed in further detail beloW. It is to be 
understood that the foregoing example is only one type of 
attractiveness information that can be assessed, and uses 
only one type of supplemental information that may be 
useful in determining attractiveness information. 

[0026] Once the attractiveness information is determined, 
it may be added to the sales lead, as indicated at block 208. 
For example, the sales lead may be formatted as a data object 
having various ?elds for personal identi?cation information, 
product identi?cation, and the like. A separate ?eld may be 
included in the sales lead to contain attractiveness informa 
tion Where available. Thus, When attractiveness information 
may be determined as explained above, the information may 
be inserted into the ?eld, thereby modifying the sales lead by 
including the neW information. The modi?ed sales lead thus 
enhanced, as it includes both the original information and 
the neWly determined attractiveness information. As such, 
the modi?ed sales lead is more useful to an eventual 
recipient, because it includes not just the basic sales lead 
information, but also information that can assist the recipient 
in quickly and ef?ciently determining the value of the sales 
lead as a potential sale generator. By knoWing Whether or not 
a particular lead is attractive, a sales lead recipient may, for 
example, classify numerous received leads in order of pri 
ority, such that greater priority is given to the attractive 
leads, and feWer efforts are spent on the leads that have been 
determined to be unattractive. 

[0027] FIG. 3 is a How diagram illustrating an additional 
method of developing a sales lead. The additional method is 
applicable to the method illustrated in FIG. 2, in Which 
supplemental information may be requested and retrieved 
from an informational database. This is indicated at arroW 
300. After the supplemental information is received at block 
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302, as described above, the computing system may use it to 
calculate a value for the sales lead, as indicated at block 304. 
The value may be a numerical measure of the attractiveness 
of the lead. For example, after the computing system deter 
mines based on the supplemental information Whether the 
sales lead is attractive or unattractive, it may assign a loW 
value to an unattractive lead and a high value to a very 
attractive lead. It Will be recogniZed by those skilled in the 
art that numerous scoring mechanisms are possible and that 
various types of values may be calculated according to the 
various types of supplemental information that are available 
for sales leads. At block 306, the calculated value is added 
to the sales lead. Finally, at block 308 the sales lead is 
delivered along With the value to the lead recipient. The 
recipient may access the value from the sales lead in order 
to quickly evaluate the potential of the lead to generate an 
actual sale. 

[0028] FIG. 4 illustrates computer readable media 
embodying a program of instructions executable by a com 
puter to perform a method of developing a sales lead. A 
computing system 106 may be the same computing system 
described above With reference to FIG. 1. The computing 
system 106 may include input and output ports con?gured to 
receive sales lead and supplemental data and transmit que 
ries and modi?ed sales leads, respectively. The computing 
system 106 may instead include a combined input/output 
port for this purpose. The computing system 106 may 
include a memory system having a hard drive, or may 
include a memory drive such as a CD Rom, disc drive or 
other type of drive, to receive computer readable media 400. 
The computer readable media 400 may embody a program 
of instructions that is executable by the computing system 
106 to perform the methods described above, or any portion 
thereof. 

[0029] The previous description of the disclosed embodi 
ments is provided to enable any person skilled in the art to 
make or use the present invention. Various modi?cations to 
these embodiments Will be readily apparent to those skilled 
in the art, and the generic principles de?ned herein may be 
applied to other embodiments Without departing from the 
spirit or scope of the invention. Thus, the present invention 
is not intended to be limited to the embodiments shoWn 
herein but is to be accorded the Widest scope consistent With 
the principles and novel features disclosed herein. 

We claim: 

1. A method of developing a sales lead, comprising: 

receiving a sales lead from a sales lead source, including 
an identi?cation of a potential customer; 

requesting supplemental information from an information 
database relevant to the likelihood that the potential 
customer Will make a purchase; 

receiving the supplemental information from the infor 
mation database; and 

delivering the sales lead to a recipient for folloW-up 
together With attractiveness information relevant to the 
likelihood that the potential customer Will make a 
purchase based on the supplemental information 
received from the information database. 
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2. The method of claim 1 Wherein the information data 
base is located remotely from the sales lead source. 

3. The method of claim 1 Wherein the receiving the sales 
lead, the requesting the supplemental information, the 
receiving the supplemental information, and the delivering 
the sales lead is performed at a location. 

4. The method of claim 3 Wherein the information data 
base is located remotely from the location. 

5. The method of claim 3 Wherein the information data 
base is at the location. 

6. The method of claim 5 further comprising storing the 
sales lead in the information database. 

7. The method of claim 1 Wherein the information data 
base includes information about products that the potential 
customer has oWned and the received supplemental infor 
mation includes the oWnership information. 

8. The method of claim 1 Wherein the information data 
base includes information about a product that the potential 
customer currently oWns and the receiving the supplemental 
information includes this oWnership information. 

9. The method of claim 8 Wherein the product that the 
potential customer currently oWns is of the same type as a 
product that is the subject of the sales lead. 

10. The method of claim 1 further comprising calculating 
a value representing the likelihood that the sales lead Would 
lead to a purchase based at least in part on the supplemental 
information. 

11. The method of claim 10 Wherein the attractiveness 
information that is delivered to the recipient includes the 
value. 

12. The method of claim 1 Wherein the lead source 
comprises an automobile distributor. 

13. The method of claim 1 Wherein the recipient com 
prises an automobile dealer. 

14. Computer-readable media embodying a program of 
instructions executable by a computer to perform a method 
of developing a sales lead, the method comprising: 

receiving a sales lead from a sales lead source, including 
an identi?cation of a potential customer; 

requesting supplemental information from an information 
database relevant to the likelihood that the potential 
customer Will make a purchase; 

receiving the supplemental information from the infor 
mation database; and 

delivering the sales lead to a recipient for folloW-up 
together With attractiveness information relevant to the 
likelihood that the potential customer Will make a 
purchase based on the supplemental information 
received from the information database. 

15. The computer-readable media of claim 14, Wherein 
the method further comprises calculating a value represent 
ing the likelihood that the sales lead Would lead to a 
purchase based at least in part on the supplemental infor 
mation. 

16. The computer-readable media of claim 15, Wherein 
the attractiveness information that is delivered to the recipi 
ent includes the value. 



US 2005/0171859 A1 

17. A lead development system, comprising: 

an input port con?gured to receive a sales lead from a 
sales lead source, including an identi?cation of a poten 
tial customer; 

a processor con?gured to request supplemental informa 
tion from an information database relevant to the 
likelihood that the potential customer Will make a 
purchase; 

the processor further con?gured to receive the supple 
mental information from the information database; and 

an output port con?gured to send the sales lead to a 
recipient for folloW-up together With attractiveness 
information relevant to the likelihood that the potential 
customer Will make a purchase based on the supple 
mental information received from the information data 
base. 

18. The lead development system of claim 17 Wherein the 
processor is further con?gured to calculate a value repre 
senting the likelihood that the sales lead Would lead to a 
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purchase based at least in part on the supplemental infor 
mation. 

19. The lead development system of claim 18 Wherein the 
attractiveness information that is delivered to the recipient 
includes the value. 

20. A lead development system, comprising: 

means for receiving a sales lead from a sales lead source, 
including an identi?cation of a potential customer; 

means for requesting supplemental information from an 
information database relevant to the likelihood that the 
potential customer Will make a purchase; 

means for receiving the supplemental information from 
the information database; and 

means for delivering the sales lead to a recipient for 
folloW-up together With attractiveness information rel 
evant to the likelihood that the potential customer Will 
make a purchase based on the supplemental informa 
tion received from the information database. 

* * * * * 


