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SYSTEM AND METHOD FOR PROFILING 
CUSTOMERS FOR TARGETED MARKETING 

CROSS REFERENCE TO RELATED 
APPLICATIONS 

[0001] This application is a divisional of US. application 
Ser. No. 09/966,845 ?led Sep. 28, 2001. 

TECHNICAL FIELD OF THE INVENTION 

[0002] This invention relates generally to the ?eld of data 
processing and more particularly to a system and method for 
pro?ling customers for targeted marketing. 

BACKGROUND OF THE INVENTION 

[0003] Businesses have a need to market their products and 
services to potential customers. Currently, some of them rely 
on non-targeted advertising systems such as mass mailings to 
a general geographic area. HoWever, this approach lacks the 
ability to target speci?c potential customers for speci?c prod 
ucts or services. 

[0004] Alternatively, some businesses purchase previously 
compiled statistical data. HoWever, the data obtained by this 
method is limited in that the research is typically based on 
small samples of the population and is typically historical 
data. Thus, the data is generaliZed and does not give the 
businesses any information regarding the desires or needs of 
speci?c potential customers. 
[0005] Still other businesses conduct surveys through 
telemarketing or other types of research companies. Although 
telemarketing may be used to sell products and services to 
Willing customers, this approach requires businesses to con 
tact all potential customers Without any knoWledge as to the 
likelihood that any particular one Will purchase a speci?c 
product or service. 
[0006] Therefore, a need has arisen for a neW system and 
method for pro?ling customers for targeted marketing that 
overcomes the disadvantages and de?ciencies of prior art 
systems and methods. 

SUMMARY OF THE INVENTION 

[0007] In accordance With the present invention, a system 
and method for pro?ling customers for targeted marketing is 
provided Which substantially eliminates or reduces disadvan 
tages and problems associated With prior systems and meth 
ods for marketing. 
[0008] In accordance With one embodiment of the present 
invention, a method of compiling customer data using an 
on-line interactionbetWeen a customer and a survey system is 
provided that supplies the customer With questions, receives 
responses, and stores data associated With the responses. A 
relative situation display is then provided to the customer that 
graphically illustrates data associated With the customer’s 
standing in a selected peer group. Later, the customer is 
provided With the opportunity to adjust his or her actual 
situation to a hypothetical situation. After receiving and pro 
cessing the data associated With these adjustments, hypotheti 
cal situation information is displayed that graphically illus 
trates the standing of the customer Within the selected 
hypothetical peer group such that the customer can see the 
effect of the adjustments. 
[0009] An important technical advantage of the present 
invention is that a business may obtain information from 
customers that alloWs the business to target its marketing 
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efforts for speci?c products and services to speci?c customers 
Who are more likely than the general population to purchase 
those products and services. One important aspect of the 
present invention is that the customer is encouraged to pro 
vide data to the customer survey system because the customer 
is provided With interesting and useful information in 
exchange for that data, such as relative and hypothetical situ 
ation information and information relating to setting and 
achieving goals. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0010] For a more complete understanding of the present 
invention, the objects and advantages thereof, reference is 
noW made to the folloWing descriptions taken in connection 
With the accompanying draWings in Which like reference 
numbers indicate like features and Wherein: 
[0011] FIG. 1 is a block diagram of one embodiment ofa 
targeted marketing system constructed according to the 
teachings of the present invention. 
[0012] FIG. 2 is a block diagram that illustrates the routing 
and exchange of various types of data Within one embodiment 
of a survey system constructed according to the teachings of 
the present invention. 
[0013] FIG. 3 is a ?owchart shoWing one embodiment of a 
process through Which a potential or existing customer may 
access one embodiment of a survey system constructed 
according to the teachings of the present invention. 
[0014] FIG. 4a is a diagram shoWing an embodiment of a 
survey system constructed according to the teachings of the 
present invention from the perspective of a potential or exist 
ing customer. 
[0015] FIG. 4b is a screen shot depicting one embodiment 
of a main menu of a survey system constructed according to 
the teachings of the present invention. 
[0016] FIG. 40 is a screen shot depicting an exemplary 
planner constructed according to the teachings of the present 
invention. 
[0017] FIG. 4d is a screen shot depicting an exemplary 
survey question and possible ansWers constructed according 
to the teachings of the present invention. 
[0018] FIG. 4e is a screen shot depicting an exemplary 
feedback page constructed according to the teachings of the 
present invention. 
[0019] FIG. 4f is a screen shot depicting an exemplary 
hypothetical “What-if” page constructed according to the 
teachings of the present invention. 
[0020] FIGS. 5a-d are ?oWcharts shoWing the progress of a 
session using an embodiment of the present invention. 
[0021] FIG. 6a is a diagram shoWing the progress of a 
session using an embodiment of the present invention from 
the perspective of a business. 
[0022] FIG. 6b is a screen shot shoWing an exemplary Inter 
estMatch report constructed according to the teachings of the 
present invention. 
[0023] FIG. 60 is a screen shot shoWing an exemplary Tar 
getMatch report constructed according to the teachings of the 
present invention. 
[0024] FIG. 6d is a screen shot depicting one embodiment 
of a business menu of a survey system constructed according 
to the teachings of the present invention. 

DETAILED DESCRIPTION OF THE INVENTION 

[0025] FIG. 1 is a block diagram of a targeted marketing 
system 10 Which comprises a survey system 12, a business 
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system 14 and a customer system 16. Survey system 12, 
business system 14 and customer system 16 are coupled to 
one another and communicate through a netWork 18. Net 
Work 18 may comprise a plurality of communication lines 20. 
[0026] In general, the system of the present invention 
alloWs a business to survey speci?c customers and to identify 
ones of such customers that might Want to purchase particular 
products or services. This is accomplished by encouraging 
the customer to complete a series of demographic questions. 
The customer Wants to do this because at the end of the 
process the customer receives feedback shoWing Where he 
stands relative to his peers. The customer is also alloWed to 
explore various “What-if” scenarios to see hoW his relative 
position changes When various elements of his demographic 
are altered. Accordingly, the customer receives valuable 
evaluative information as a result of the process and the 
business receives information that alloWs for highly-de?ned 
targeted marketing efforts. All of this may be accomplished in 
the convenient, non-intrusive environment of an on-line inter 
action. 
[0027] Business system 14 may be used by a business to 
communicate to survey system 12 the business’ preferences 
regarding a survey for its existing or potential customers. 
These preferences may include survey questions and 
ansWers, as Well as color schemes, logos, advertisements, and 
the like. Survey system 12 may then prepare a customiZed 
survey for that business’ existing or potential customers. 
[0028] When a customer accesses the survey, survey sys 
tem may request demographic information to characterize 
that customer. This information may include income level, 
number of children, education level, gender, age, or any other 
information. After the customer has been characterized using 
the information supplied by the customer, survey system 12 
may present survey questions to the customer. Once the sur 
vey, or a speci?ed portion of it, is completed by the customer, 
survey system 12 may then transmit graphical feedback 
reports to customer system 16 to shoW the customer hoW his 
or her responses compare to responses of other customers 
With the same or similar demographics. 

[0029] Survey system 12 may also process the data associ 
ated With numerous demographics and survey responses in 
order to prepare customiZed reports for the business. Business 
system 14 may then retrieve from survey system 12 these 
customiZed reports, alloWing the business to target its mar 
keting efforts to speci?c potential customers Who may be 
more likely to purchase speci?c products or services than 
other potential customers. 
[0030] Communication lines 20 may be any type of com 
munication link capable of supporting data transfer. In one 
embodiment, the communication lines 20 may comprise, 
alone or in combination, Integrated Services Digital NetWork 
(ISDN), Asymmetric Digital Subscriber Line (ADSL),T1 or 
T3 communication lines, hardWire lines, or telephone links. It 
Will be understood that the communication lines 20 may 
comprise other suitable types of data communication links. 
Communication lines may also connect to a plurality of inter 
mediate servers betWeen netWork 18 and survey system 12, 
business system 14 and customer system 16. 
[0031] In one embodiment, the netWork 18 may comprise 
dial access via a telephone link. In this embodiment, survey 
system 12, business system 14 and customer system 16 may 
be remote from each other and located anyWhere in the World. 
In one embodiment, systems 12, 14 and 16 may connect and 
communicate With each other via modems and analog or 
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digital communication lines. Moreover, the netWork 18 may 
be any interconnection found on any computer netWork such 
as a local area netWork (LAN), a Wide area netWork (WAN), 
the Internet, or any other communications and data exchange 
systems created by connecting tWo or more computers. 

[0032] As shoWn in FIG. 1, survey system 12 comprises 
matching server 22 and matching database 24. Matching 
server 22 may comprise a dedicated computer, With one or 

more processors, one or more input devices, one or more 

output devices, and one or more communication devices. 

[0033] Business system 14 comprises business server 26 
and business database 28. Business server 26 comprises map 
ping table 30. Mapping table 30 may be a relational data 
structure that provides a correlation betWeen an input and an 
output. Business system 14 may further comprise one or more 
?reWalls 32. In one embodiment, ?reWall 32 may be located 
betWeen netWork 18 and business server 26. Firewall 32 pro 
tects business system from both intentional and unintentional 
damage Which could pass through netWork 18. Firewall 32 
may comprise hardWare such as a computer With security 
measures, e.g., a dial-back feature, or may comprise defen 
sive coding softWare. In general, ?reWall 32 receives data 
from netWork 18, determines Whether the data could be harm 
ful and, if not, transmits the data to business system 14. In an 
alternative embodiment, one or more ?reWalls 32 may be 
placed betWeen business server 26 and business database 28, 
betWeen netWork 18 and matching server 22, betWeen match 
ing server 22 and matching database 24, or in any other 
suitable location. 

[0034] Customer system 16 may be a personal computer 
that comprises a processor 34; one or more input devices, 
such as a keyboard 36 or a mouse 38; one or more output 

devices, such as a printer or display 40; and a communication 
device, such as a modem 42. 

[0035] As Will be described in more detail beloW, business 
system 14 communicates With survey system 12 through 
netWork 18. Business system 14 provides to survey system 12 
a variety of information to customiZe the survey to be com 
pleted by a business’ existing or potential customers, such as 
questions and ansWers, color choices, logos, advertisements, 
banners, services and products, product information, appli 
cation information, or the like. 

[0036] After a business has provided the necessary infor 
mation to survey system 12, an existing or potential customer 
using customer system 16 communicates With survey system 
12 through netWork 18 and provides information that may be 
used by survey system 12 to create a demographic character 
iZation of that customer. This information may include 
income level, number of children, education level, gender, 
age, or the like. The customer then provides to survey system 
12 responses to the series of survey questions previously 
chosen by the business. Survey system 12 may then process 
the data associated With numerous customers’ demographics 
and survey responses in order to present product and service 
information to the customer While he or she is on-line and to 
prepare customiZed reports for the business. Business system 
14 may then retrieve from survey system 12 through netWork 
18 these customiZed reports, alloWing the business to target 
its marketing efforts to speci?c potential customers Who may 
be more likely to purchase speci?c products or services than 
other potential customers. Business system 14 may also 
retrieve from survey system 12 any applications received 
from customers requesting speci?c products or services. 
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[0037] FIG. 2 is a block diagram that illustrates the routing 
and exchange of various types of data Within survey system 
12. In general, survey system 12 prepares customized surveys 
based on data received from business system 14, character 
iZes customers based on demographic information, submits 
surveys to customers, stores responses to surveys, presents 
feedback to customers, presents product and service informa 
tion to customers, receives applications from customers, and 
prepares reports for business system 14 to use for targeted 
marketing. 
[0038] Survey system 12 may comprise a number of fea 
tures designed to bene?t customers in order to encourage 
them to complete the survey. For example, survey system 12 
may provide to customer system 16 graphical reports that 
compare the customer’s responses to the responses of other 
customers With the same demographics. Survey system 12 
may also comprise a feature that alloWs a user of customer 
system 16 to retrieve information regarding a business’ prod 
ucts or services and to apply for those products or services. 
The applications for the products or services may be stored by 
survey system 12 in matching database 24 for later retrieval 
by business system 14. Survey system 12 may also comprise 
a feature that alloWs a customer to partially complete the 
survey by storing data in matching database 24 regarding 
Which survey question Was last ansWered by the customer and 
on What date. When that customer later returns to complete 
more of the survey, survey system 12 may then present the 
subsequent question Without requiring the customer to start 
again from the ?rst question. In these situations in Which the 
customer only partially completes the survey, survey system 
12 may display a customiZed menu to shoW the user of cus 
tomer system 16 What percentage of the survey he or she has 
completed and the date of the most recent visit. Survey system 
12 may also comprise a feature that alloWs a customer to 
provide information regarding certain ?nancial goals, such as 
retirement or education, and to graphically ascertain in real 
time What adjustments need to be made to meet those goals. 
[0039] As shoWn in FIG. 2, survey system 12 comprises 
communication interface 44 and control unit 46. Communi 
cation interface 44 alloWs survey system 12 to communicate 
through netWork 18 With business system 14 and customer 
system 16. Control unit 46 comprises page generator 48, 
graphical report generator 49, survey creation/maintenance 
controller 50, and business report generator 51. 
[0040] Page generator 48, graphical report generator 49, 
survey creation/maintenance controller 50, and business 
report generator 51 may all access matching database 24. 
Matching database 24 may comprise a plurality of tables 
containing useful data. These tables may include, among 
others, business identi?cation table 52, customer identi?ca 
tion table 54, customer navigation history table 56, customer 
response table 58, question and ansWer tables 60, survey ?oW 
table 61, banners/logos/advertisements/colors table 62, 
images table 64, product/ service information table 65, appli 
cation table 66, authoriZed entry identi?cation table 68 and 
stored reports table 70. Customer response table 58 may 
comprise customer demographics 72 created by survey sys 
tem 12 from information provided by customers, and appli 
cation table 66 may comprise completed application table 74 
With application information received from customers. 
[0041] Page generator 48 may retrieve data from tables 52, 
54, 56, 58, 60, 61, 62, 64, 65 and 66 in order to generate data 
sets Which may be sent through communication interface 44 
and netWork 18 to business system 14 or customer system 16. 
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For example, page generator 48 may receive an identi?cation 
number from customer system 16, as described in more detail 
beloW in connection With FIG. 3. Page generator 48 may 
match this identi?cation number With data in business iden 
ti?cation table 52 and customer identi?cation table 54 in 
order to alloW page generator 48 to retrieve the corresponding 
data from tables 56, 58, 60, 61, 62, 64, 65, and 66 that is 
associated With that particular business and that particular 
customer. Using the retrieved data, page generator 48 may 
generate the data sets and display them at customer system 
16. Page generator 48 may also generate data sets in a similar 
manner for communication With business system 14. The data 
sets generated by page generator 48 may be used either to 
communicate information produced by survey system 12 to 
customers or businesses or to prompt customers or businesses 
to communicate information to survey system 12. 

[0042] Thus, page generator 48 does not generate the same 
data sets for all customers, but instead generates data sets that 
are customiZed both for the business and for the customer. For 
example, When a user of customer system 16 accesses survey 
system 12, page generator 48 may determine Which business 
is associated With that customer. After establishing this, page 
generator 48 may retrieve information regarding that busi 
ness’ preferences for presenting a survey for that customer, 
such as colors, banners, logos, advertisements, questions and 
ansWers, products, services and applications. Thus, page gen 
erator 48 presents different data sets depending on Which 
business is involved. In addition, page generator 48 may also 
retrieve information regarding the customer, such as hoW the 
customer responded to demographic questions and Which 
survey questions the customer has already ansWered. Page 
generator 48 may use this information in addition to the 
business-related information to generate data sets Within the 
survey, such as by customiZing the survey menu to shoW the 
percentage completed by that customer and the previous date 
of entry. 
[0043] Page generator 48 may also determine Which ques 
tion to present next to the customer based on the business 
identi?cation number and the customer’s response to the pre 
vious question. The business identi?cation number is used by 
page generator 48 to access the set of questions associated 
With that business in matching database 24. Thus, each busi 
ness may choose a different set of questions that may be 
customiZed to include questions related to any or all products 
and services the business offers While omitting questions 
related to any products or services that it does not offer. The 
customer’s response to the previous question may be used by 
page generator 48 to omit questions chosen by the business 
for inclusion in the survey but made irrelevant by the custom 
er’s previous response. For example, if a customer responds 
to a question that he or she rents housing, page generator 48 
could skip subsequent questions relating to mortgage pay 
ments because they Would not apply to that customer. 

[0044] Page generator 48 may also present advertisements 
for products and services during the survey. These advertise 
ments may be chosen based on the customer’s demographics, 
as Well as the subject matter of the associated survey ques 
tions. In addition, the advertisements may be chosen based on 
the combination of the customer’s demographics and his or 
her responses to the previous survey questions. Thus, the 
choice of advertisements may be updated as the customer 
responds to survey questions and survey system 12 can better 
determine to Which advertisements that particular customer 
Will respond favorably. 
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[0045] In order to determine Which advertisement to dis 
play initially, survey system 12 may compare the customer’s 
demographics to the attributes of each previously established 
“demographic” pro?le. Survey system 12 may then select the 
“demographic” pro?le With matching attributes. Survey sys 
tem 12 may then select the product or service With the highest 
probability of purchase for that “demographic” pro?le. 
Finally, survey system 12 may select from matching database 
24 advertisements and/or links for those products or services 
to display for the customer. As the customer responds to the 
survey questions, survey system 12 may update the choice of 
advertisement by repeating the above process for pro?les 
based on all data as opposed to pro?les based on demographic 
data only. Thus, With each response from a customer, survey 
system 12 may update the “all data” pro?le for that particular 
customer and choose a neW advertisement from matching 
database 24 With a more reliable probability of purchase each 
time. 

[0046] Graphical report generator 49 may use data pro 
cessed by survey system 12 to generate graphical reports for 
users of customer system 16. These graphical reports shoW 
the customer hoW his or her survey responses compare to the 
survey responses of other customers With the same demo 
graphics. Thus, as With the data sets generated by page gen 
erator 48, these graphical reports are customiZed for each 
customer because the data presented Will vary based on the 
particular customer’s demographics. Graphical report gen 
erator 49 also comprises summary/What-if routine 76 Which 
generates graphical summaries of the comparison data previ 
ously prepared by the graphical report generator 49. Sum 
mary/What-if routine 76 also generates graphical summaries 
of comparison data based on hypothetical adjustments made 
by a customer to his or her demographics, such as number of 
children, income level, or the like. The reports produced by 
graphical report generator 49 may be generated in real time 
and may be stored in matching database 24 in stored reports 
table 70. 

[0047] Survey creation/maintenance controller 50 may 
retrieve data from and store data in matching database 24. 
Thus, the data retrieved by page generator 48 and graphical 
report generator 49 from tables 52, 54, 56, 58, 60, 61, 62, 64, 
65 and 66 may be created and edited by survey creation/ 
maintenance controller 50. According to one embodiment of 
the present invention, survey creation/maintenance controller 
50 may be manipulated by a user of survey system 12 in order 
to establish customiZed surveys for businesses. In an alterna 
tive embodiment, a business may manipulate survey creation/ 
maintenance controller 50 using business system 14 to create 
or edit its oWn survey. 

[0048] Business report generator 51 may use data pro 
cessed by survey system 12 to generate reports for users of 
business system 14. As described in more detail beloW in 
connection With FIGS. 6a-d, business report generator 51 
may generate a variety of reports based on the data obtained 
through the demographics, survey responses, and planner 
information collected from customer systems 16. 

[0049] Survey system 12 may further comprise an anonym 
ity feature to ensure that the identity of a user of customer 
system 16 Would only be available to the business. For 
example, a customer may be required to access business 
system 14 before being given access to survey system 12. 
While the customer is accessing business system 14, business 
system 14 may request a customer identi?cation number, 
such as an account number or any other specially designated 
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personal identi?cation number(s). Business system 14 may 
then validate and encrypt the customer identi?cation number 
using mapping table 30, With the customer identi?cation 
number as the input and the encrypted number as the output. 
This encrypted number may then be provided to survey sys 
tem 12 to identify that particular customer. 

[0050] Therefore, unless a customer provides information 
While applying for products or services, survey system 12 
may never have access to the original customer identi?cation 
number, making it impossible for survey system 12 to identify 
the actual customer by name, address, or any other means. 
This anonymity feature Will encourage users of customer 
system 16 to provide the personal information to survey sys 
tem 12 that is bene?cial for targeted marketing. If the cus 
tomer does apply for a product or service and provides iden 
tifying information to survey system 12, this information may 
be stored in completed application table 74 of matching data 
base 24 With security features designed to prevent unautho 
riZed access. In addition, this identifying information may be 
immediately deleted from matching database 24 after it is 
retrieved by business system 14. Finally, as another security 
feature, the data entered by the customer may be encrypted 
before being transmitted from customer system 16 to survey 
system 12. In accordance With this feature, the data may be 
encoded using a mathematical formula, for example, that 
makes the data unreadable Without the survey system’s 12 key 
to decode it. 

[0051] Survey system 12 further comprises a set of graphi 
cal planners 80 With Which users of customer system may set 
and see hoW to attain ?nancial goals for various situations, 
such as retirement, education, vacation, or the like. These 
planners 80 are bene?cial because they provide the user of 
customer system 16 the opportunity to easily see What adjust 
ments, if any, the customer needs to make in order to meet his 
or her ?nancial goals. This feature may be used as a reWard for 
customers and may motivate them to access survey system 12 
and provide responses to a survey. In addition, survey system 
12 may store the data entered by a user of customer system 16 
When setting these ?nancial goals. Survey system 12 may 
then provide the data to the business via business system 14 to 
alloW the business to help the customer attain those ?nancial 
goals by marketing related products and services to that cus 
tomer. 

[0052] FIG. 3 is a ?owchart shoWing one embodiment of a 
process through Which a user of customer system 16 may 
access survey system 12. In this embodiment, a user of cus 
tomer system 16 ?rst accesses business system 14 through 
netWork 18, as shoWn in step 100. The method then proceeds 
to step 102 Where business system 14 prompts the customer to 
enter a customer identi?cation number. This customer iden 
ti?cation number may comprise one or more identifying 
numbers or Words, such as an account number, a name, a birth 
date, or the like. After the customer enters the identi?cation 
number in step 104, business system 14 veri?es that the 
identi?cation number is valid, as shoWn in step 106. If the 
identi?cation number is invalid, business system 14 noti?es 
the customer and alloWs the customer to choose Whether to 
enter a neW number or contact the business, as shoWn in step 
108. If the customer chooses to contact the business, business 
system 14 displays an e-mail page that prompts the customer 
to enter the necessary information to notify the business that 
the identi?cation number is not being accepted, as shoWn in 
step 110. Otherwise, the customer is prompted to enter a neW 
identi?cation number in step 104. 
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