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TRANSACTION AND COMMUNICATION 
SYSTEMAND METHOD FOR VIENDORS 

AND PROMOTERS 

INCORPORATION BY REFERENCE TO ANY 
PRIORITY APPLICATIONS 

0001. Any and all applications for which a foreign or 
domestic priority claim is identified in the Application Data 
Sheet as filed with the present application are incorporated 
by reference under 37 CFR 1.57 and made a part of this 
specification. 

BACKGROUND 

0002 The present disclosure relates to the field of for 
hire vehicles such as taxis, limousines, shuttles, buses or any 
other vehicle that provides shared transportation or trans 
ports one or more passengers between locations of the 
passengers' choice. The present disclosure also relates to the 
field of advertising, sales and promotion. 
0003. A for-hire vehicle (FHV) generally charges fares 
for transporting a passenger from one location to another. 
Some FHVs, such as taxicabs, operate with a meter, while 
others such as limos and shuttles transport passengers for a 
pre-trip negotiated rate. FHVs are common in tourist desti 
nations, business traveler destinations (for example, where 
convention centers are prevalent) or in densely populated 
urban areas where vehicle ownership is relatively less com 
mon or impractical. Areas of high FHV use often offer 
numerous entertainment options. The entertainment options 
may include, among other things, shows, plays, concerts, 
dining, sporting events, or other special events. Travelers, 
business people and urban dwellers may frequent these 
entertainment options through the use of a FHV. For 
example, a business person in town for a convention may 
wish to dine at a restaurant and may hail a taxi to transport 
him to the restaurant. Individual service providers, such as 
taxi drivers, may be consulted for their recommendations 
regarding entertainment or dining options. Therefore, dining 
and entertainment venues may desire access to, or contact 
with, taxi drivers or other service providers in order to 
increase the likelihood that their goods or services will be 
recommended. 
0004. Many entertainment options are time, location and 
quantity sensitive; the entertainment options offer a service 
that is available for a fixed time, at a specific location and 
only for a fixed number of people. For example, a play may 
start at 8 PM (fixed time), be performed at the Downtown 
Theater (specific location) and have 200 seats available 
(fixed number of people). In some cases, the number of 
tickets sold for the event is less than the seats available. For 
example, only 150 tickets may have been sold for the play 
in the 200 seat venue. As the 8 PM start time approaches, it 
may become clear to the vendor operating the play at the 
venue that the remaining 50 seats will not be sold. Once the 
play starts, any empty seat in the venue is a lost revenue 
opportunity. Restaurant owners face a similar lost revenue 
opportunity, even though the restaurant option may not have 
strictly fixed time. Empty tables at a restaurant, when there 
is adequate staff to serve the tables, is also a lost revenue 
opportunity. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0005 FIG. 1 shows one illustrative embodiment of a deal 
presenter computing system in operation within for-hire 
vehicle. 
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0006 FIG. 2 shows an embodiment of a deal presenter 
computing system affixed to the roof of for-hire vehicle and 
in communication with a consumer computing device. 
0007 FIG. 3A is a block diagram illustrative of one 
embodiment of a deal manager computing system in com 
munication over a network with a deal presenter computing 
system, a vendor computing system, a payment processor 
computing system, a reservation and dispatch computing 
system and a for-hire vehicle which may comprise one or 
more computing systems controlling its operation. 
0008 FIG. 3B is a block diagram illustrative of one 
embodiment of a deal manager computing system in com 
munication over a network with a deal presenter computing 
system, a vendor computing system, a payment processor 
computing system, and a for-hire vehicle which may com 
prise one or more computing systems controlling its opera 
tion. The deal manager computing system of FIG. 3B 
comprises a reservation and dispatch module. 
0009 FIG. 4 is a flowchart illustrating a high level view 
of the lifecycle of a deal. 
0010 FIG. 5 is a block diagram illustrating the temporal 
flow of data for the lifecycle of a deal through deal definition 
through deal confirmation between a deal presenter com 
puting system, a vendor computing system, a payment 
processor computing system, a reservation and dispatch 
computing system and a for-hire vehicle which may com 
prise one or more computing systems controlling its opera 
tion. 
0011 FIG. 6 is an illustrative screenshot showing one 
embodiment of a vendor registration user interface. 
0012 FIG. 7 is an illustrative screenshot showing one 
embodiment of an offer detail user interface. 
0013 FIG. 8 is an illustrative screenshot showing one 
embodiment of a media upload user interface. 
0014 FIG. 9 is an illustrative screenshot showing one 
embodiment of a geographic restriction user interface. 
0015 FIG. 10 is an illustrative screenshot showing one 
embodiment of a user interface for updating a predefined 
deal using a mobile application. 
0016 FIG. 11 is an illustrative screenshot showing one 
embodiment of a deal being displayed on a deal presenter 
computing system. 
0017 FIG. 12 is an illustrative screenshot showing one 
embodiment of a user interface for selecting a category of 
deals thereby allowing a consumer or passenger to filter 
deals based on category. 
0018 FIG. 13 is an illustrative screenshot showing avail 
able deals in a selectable list view. 
0019 FIG. 14 is an illustrative screenshot showing one 
embodiment of an age verification user interface. 
0020 FIG. 15 is an illustrative screenshot showing one 
embodiment of a payment information user interface. 
0021 FIG. 16 is an illustrative screenshot showing one 
embodiment of a deal confirmation user interface. 
0022 FIG. 17 is an illustrative screenshot showing one 
embodiment of a deal being displayed on a deal presenter 
computing system that is a mobile device. 
0023 FIG. 18 is an illustrative screenshot showing one 
embodiment of a deal validation user interface. 
0024 FIG. 19 is a flow chart depicting the process flow 
of one embodiment of a deal manager computing system. 
0025 FIG. 20 is a flow chart depicting the process flow 
for one embodiment of a deal presenter computing system. 
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0026 FIG. 21 is a flow chart depicting one illustrative 
example of decision process for displaying a deal. 
0027 FIG. 22 illustrates an embodiment of a deal man 
ager computing system. 
0028 FIG. 23 is a block diagram illustrative of one 
embodiment of a deal manager computer system. 
0029 FIG. 24 illustrates a flow chart for a method for 
promoting a deal using information related to a promoter 
and calculating compensatory benefit for promotional 
efforts. 
0030 FIG. 25 is a flow chart depicting an embodiment of 
a method of processing a deal and compensating a promoter 
therefore. 
0031 FIG. 26 is a screenshot showing an embodiment of 
a promoter-registration user interface. 
0032 FIG. 27 illustrates an embodiment of a portable 
promoter registration system in accordance with one or more 
embodiments of the present disclosure. 
0033 FIG. 28 illustrates an embodiment of a promoter 
identifier communication tool. 
0034 FIG. 29 illustrates an embodiment of an electronic 
device utilizing a deal service downloadable application. 
0035 FIG. 30 is an illustrative screenshot showing an 
embodiment of a deal purchase user interface including a 
promoter identifier input field. 
0036 FIG. 31 illustrates an embodiment of a promoter 
contacting system in accordance with one or more embodi 
ments of the present disclosure. 
0037 FIG. 32 is a flow chart depicting an embodiment of 
a method of registering and compensating a promoter in a 
deal service system. 

DESCRIPTION OF EMBODIMENTS 

0038 Embodiments of the disclosure will now be 
described with reference to the accompanying figures, 
wherein like numerals refer to like elements throughout. The 
terminology used in the description presented herein is not 
intended to be interpreted in any limited or restrictive 
manner, simply because it is being utilized in conjunction 
with a detailed description of certain specific embodiments 
of the disclosure. Furthermore, embodiments of the disclo 
Sure may include several novel features, no single one of 
which is solely responsible for its desirable attributes or 
which is essential to practicing the embodiments of the 
disclosure herein described. 
0039. In order for vendors offering entertainment options 
to maximize their revenue opportunity when dealing with a 
time, location and quantity sensitive asset, an opportunity 
arises to advertise, for a short period of time, the entertain 
ment option at a discount. Furthermore, passengers of FHVs 
are a good target demographic for vendors; passengers are 
often travelers from out of town and may be looking for 
interesting and inexpensive entertainment options. The pres 
ent disclosure recognizes this opportunity and that it is 
advantageous for vendors to offer discounted rates for their 
entertainment options to passengers of FHVs as they may be 
likely to purchase the offer at the discounted rate. Further, 
additional value may advantageously be added by including 
the fare to the venue in the discounted rate. It may also be 
advantageous for drivers of FHVs, or other individuals or 
entities, to be incentivized to promote offers to their pas 
sengers, customers, or whomever is within their sphere of 
contact. Furthermore, vendors may have an interest in 
receiving information related to the promotional activities of 
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Such individuals or entities. For example, a vendor may wish 
to provide some sort of benefit or promotional material to a 
subset of FHV drivers based on transactional or purchase 
data associated with the drivers promotional activities. 
0040. Accordingly, embodiments of the present disclo 
Sure describe systems and methods for integrating product 
and service discounting with requests for the reservation and 
dispatch of for-hire vehicles. In one embodiment, a deal 
manager computer system (or "deal manager) manages 
deals offered by vendors and receives promotional offer (or 
“deal) data from a vendor computer system. The vendor 
computer system may advantageously permit the entry of 
the promotional offer data though the use of a web page or 
other user interface. Based on the received promotional offer 
information, the deal manager computer system generates a 
deal, or offer, which is then communicated to a deal pre 
senter computer system that displays the deal. Once a 
consumer purchases the deal, the deal manager computer 
system receives a notification of acceptance of the deal, or 
promotional offer. The acceptance may include location data 
and payment data. The deal manager uses the location data 
to reserve and dispatch an FHV to pick up the person who 
accepted the deal, or to modify the trip information for a 
current passenger of an FHV. The deal manager computer 
system uses the payment information to process payment for 
the deal. In addition, the deal manager computer system may 
also communicate a confirmation message to the deal pre 
senter computer system and may communicate a confirma 
tion message to the vendor computer system. The confir 
mation message to the deal presentation computer system 
may include a Voucher number, code, or scanable image that 
may be used to validate the deal with the vendor and the 
driver of the dispatched for-hire vehicle, if necessary. The 
confirmation message may also include pick-up location 
information informing the consumer as to where a for-hire 
vehicle may pick them up. Once the consumer arrives at the 
venue of the vendor who offered the deal, the vendor may 
validate the purchased deal 
0041. In another embodiment, a deal presenter computer 
system is installed in a for-hire vehicle. The deal presenter 
computer system comprises a display that is affixed to the 
for-hire vehicle and a point-of-sale terminal for accepting 
payment instruments such as credit cards. The deal presenter 
computer system receives promotional offers (or “deals’) 
from a deal manager computer system that manages deals 
for one or more vendors. The received deals are shown on 
the display. A consumer (or “user') may select one or more 
of the received deals and the deal presenter computer system 
may accept input indicating an acceptance of the deal. The 
deal presenter computer system may also accept payment 
information through the point-of-sale terminal. The promo 
tional offer computer system may then transmit the accep 
tance and payment information to the deal manager com 
puter system. The deal manager computer system may then 
process the received payment information and process a 
notification for the for-hire vehicle. The notification may 
contain location information associated with the vendor So 
that the for-hire vehicle computer system (or “trip com 
puter) may update the trip information associated with the 
passenger's current trip and route the for-hire-vehicle to the 
vendor location. 

0042. In another embodiment, transactional data relating 
to the promotional activities of one or more drivers of FHVs 
(meaning, promoters) is maintained for various purposes. 
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For example, such information may provide a mechanism 
for determining when and how to compensate promoters for 
promotional activities. Furthermore, in an embodiment, a 
system provides a means for vendors to receive transactional 
data and convey benefits and or promotional information to 
one or more promoters in response to receiving Such data. 
0.043 FIGS. 1 and 2 show two illustrative embodiments 
of deal presenter computer systems ("deal presenter). The 
discussion of FIGS. 1 and 2 is meant to provide the reader 
with an overview of the systems and methods described 
herein and should not be construed as limiting in any way. 
The functionality described with respect to FIGS. 1 and 2. 
and throughout this application, may be embodied in various 
ways and still achieve the same desired result. 
0044 FIG. 1 illustrates one embodiment of a deal pre 
senter 100 in operation within for-hire vehicle 120. In the 
illustrative embodiment of FIG. 1, deal presenter 100 may 
be connected to the back of the front seat of FHV 120. Deal 
presenter 100 may receive a plurality of advertisements, or 
deals, for special rates that may be offered by a vendor. For 
example, deal presenter 100 may receive a deal for provid 
ing a special rate, such as S20 off, for a variety show, or it 
may provide a 30% discount at an upscale restaurant at a 
particular time. Once the deal is received, deal presenter 100 
advantageously displays the deal on display 103 So that 
passenger 115 may view it. The deal may include informa 
tion related to the offer that may entice passenger 100 to 
accept the deal. For example, if the deal is for a variety show, 
favorable reviews of the show may be included in the deal 
information. For events with fixed seating, the deal may 
include seating location information, or may include the 
option to select from the seats available at the deal price. The 
deal may also include information related to the regular 
price of an event so that passenger 115 may know the quality 
of the current deal being offered to him. For example, if the 
deal is for one ticket to a show for $50, display 103 may 
provide information to passenger 115 that the usual price for 
the show is S100. Various other types of information may be 
shown on display 103 that may entice or persuade passenger 
115 to accept the deal. 
0045 Display 103 may be, in some embodiments, a 
touchscreen that allows for passenger 115 to make input 
choices by touching display 103. For example, display 103 
may generate graphical buttons for viewing another deal, 
accepting a deal, or inputting personal information upon 
accepting a deal. In some embodiments, instead of a touch 
screen, display 103 may have a separate input device. Such 
as a keyboard, attached to it so that deal presenter 100 may 
accept user input choices from passenger 115. Examples of 
the various user interfaces that may be shown on display 103 
will be discussed below in greater detail with respect to 
FIGS. 13-17. 

0046 When passenger 115 wishes to accept a deal, the 
passenger may provide input to deal presenter 100 indicating 
acceptance of the deal. For example, display 103 may be a 
touchscreen, that generates an "accept button that passen 
ger 115 touches to accept the deal. By way of further 
example, deal presenter 100 may comprise an input button 
housed on the external surface of the deal presenter unit 100 
thereby allowing passenger 115 to accept a deal by depress 
ing the button. Once the deal has been accepted, deal 
presenter 100 will process the deal acceptance and request 
payment from passenger 115. Payment may be made, for 
example, with a credit card. The embodiment of FIG. 1 
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illustratively shows one method of accepting payment, that 
is point-of-sale (“POS) terminal 106. POS terminal 106 
may be connected to deal presenter 100 and may accept a 
swipe from a credit card, debit card, gift card, or other form 
of payment as input. Deal presenter 100 may then process 
the payment information as described further with respect to 
FIG. 5 below. 

0047. In some embodiments, transportation to the venue 
providing the deal is included in the purchase price. That is, 
once passenger 115 accepts the deal and pays the purchase 
price, FHV 120 will change the passenger's 115 destination 
from her original destination to the venue offering the deal. 
In one embodiment, passenger 115 may be en route to a 
different location and once she accepts the deal, deal pre 
senter 100 may communicate with trip computer system 125 
to change the trip information to indicate that passenger 115 
will now be traveling to the venue offering the deal. For 
example, passenger 115 may be traveling in FHV 120 en 
route to her hotel. Deal presenter 100 may then display a 
deal to go to a show. Passenger 115 accepts the deal, which 
includes transportation to the show. Once passenger 115 
accepts and pays for the deal, deal presenter 100 may then 
communicate with trip computer system 125 to update the 
destination information and change it from the passenger's 
hotel, to the location of the show. The FHV would then 
change the passenger's desired destination the passenger 
from the hotel to the show. In one embodiment, deal 
presenter 100 is directly connected to trip computer 125 and 
updates to the passengers trip occur through communica 
tions between deal presenter 100 and trip computer 125. In 
other embodiments, deal presenter 100 may send notifica 
tion of the deal acceptance to deal manager 300 (discussed 
in FIG. 3A) which may then send a message to FHV 120 to 
update the passenger's trip information in trip computer 
system 125. Deal presenter 100 may, as discussed in greater 
detail below, adjust the offer price of the deal so that the 
current fare accumulated by passenger 115 is included 
within the deal. 

0048 Turning now to FIG. 2, another embodiment of 
deal presenter 100 is shown wherein deal presenter 100 is 
affixed to the roof of FHV 120 (“FHV-top display”). The 
FHV-top-display may be, for example, a programmable 
LCD Screen that may advantageously display one or more 
deals on a rotating basis. For example, if deal presenter 100 
receives two deals, a first offering 50% off at a steakhouse, 
and a second offering show tickets for $20, deal presenter 
may display the steakhouse offer for sixty seconds, display 
the show offer for sixty seconds and then display the 
steakhouse offer again. Through the use of the FHV-top 
display, deal presenter may advantageously attract consumer 
215 who may be walking on the street. Advantageously, deal 
presenter 100 may provide network connection point 230, 
which may be a wireless access point, or mobile hot-spot, so 
that consumer 215 may accept a deal using a Wi-Fi enabled 
mobile device 210, for example. In one embodiment, deal 
presenter 100 may display a deal along with connection 
information that consumer 215 may use to connect mobile 
device 210 to deal presenter 100 so that consumer 215 may 
accept the deal. For example, in the illustrative embodiment 
of FIG. 2, consumer 215 may connect to deal presenter 100 
through the “Wifi-Beta' wifi network, Once connected, 
mobile device 210 may include a graphical display that may 
show user interfaces comprising deals and input means that 
allows consumer 215 to accept deals. The types of user 
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interfaces shown on consumer computing device 215 may 
be similar to the user interfaces described with respect to 
FIGS. 11-17. 

0049. Once consumer 215 accepts the deal displayed by 
deal presenter 100, consumer 215 may pay for the deal with 
mobile device 210. For example, consumer 215 may enter 
their credit card information using the input devices and 
displays that are part of mobile device 210. In some embodi 
ments, an acceptance message may then be sent from mobile 
device 210 to network connection point 230 of deal pre 
senter 100. Upon receipt, deal presenter 100 may, as 
described in greater detail below, send an acceptance mes 
sage to deal manager 300 (see FIG. 5). Deal manager 300 
may manage payment processing associated with the deal 
and may interface with reservation and dispatch computing 
system 350 so that transportation for consumer may be 
arranged, for example through making a for-hire vehicle 
request on behalf of the consumer. (In one embodiment, deal 
manager 300 may comprise modules that handle the reser 
vation and dispatch of FHVs as shown in FIG. 3B). In some 
embodiments, deal presenter 100 may be connected to trip 
computer 125, and once deal presenter 100 receives notifi 
cation that a deal has been accepted, it may send a dispatch 
message to trip computer 125 so that the FHV may be 
directly dispatched to pick up consumer 215 and transport 
him to the venue offering the deal. 
0050. In one embodiment, consumer 215 may install a 
dedicated deal application on mobile device 210. The deal 
application may be configured to receive deal offers and 
display them on screen so that consumer 215 may accept 
them, thereby making consumer computing system 210 an 
embodiment of deal presenter 100. The deal application may 
advantageously allow for consumer 215 to browse currently 
available deals, and may permit consumer 215 to accept a 
deal without being in the presence of FHV 120. Once 
consumer 215 accepts the deal through the application, 
mobile device 210 (acting as a deal presenter 100) may then 
communicate the acceptance to deal manager 300. Deal 
manager 300 may then reserve an FHV to transport the 
consumer 215 to venue offering the deal. In some embodi 
ments, deal manager 300 may be in communication with 
reservation and dispatch computing system 350. In other 
embodiments, deal manager 300 may comprise modules that 
handle the reservation and dispatch of for-hire vehicles (as 
shown with respect to FIG. 3B). In one embodiment, deal 
presenter 100 may leverage the location features of con 
Sumer computing device to communicate the location of 
consumer 215 when reserving the FHV. For example, if 
consumer computing system 210 is a mobile phone, deal 
presenter 100 may use the GPS chip of the mobile phone to 
communicate geospatial location information to the FHV 
reservation computing system. 
0051 FIG. 3A is a block diagram illustrative of one 
embodiment of a deal manager computer system ("deal 
manager) 300 in communication over network 380 with a 
deal presenter computer system (“deal presenter) 100, a 
vendor computer system ("vendor system’’) 310, a payment 
processor 320, a reservation and dispatch computer system 
(“reservation and dispatch') 350 and for-hire vehicle 120 
(“FHV), which may comprise one or more computing 
systems controlling its operation. While FIG. 3A may illus 
trate deal manager 300, deal presenter 100, vendor system 
310, payment processor 320, reservation and dispatch 350 
and FHV 120 as separate computing systems or modules, the 
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functionality provided for in the systems and modules of 
FIG. 3A may be combined into fewer components and 
modules or further separated into additional components and 
modules. For example, while deal manager 300 and reser 
Vation and dispatch 350 are shown as separate computing 
systems, their respective functionality may be embodied as 
modules within the same computing system, as shown in 
FIG. 3B. By way of further example, the functionality of 
deal presenter 100 may be split among more than one 
computing system as is shown in the illustrative embodi 
ment of FIG. 3A. In addition, while the blocks of FIG. 3A 
are described in the singular for ease of reference, embodi 
ments may include more than one of each block. For 
example, in one embodiment, there may be a plurality of 
deal presenters 100 (as shown in FIG. 5) or there may be a 
plurality of FHVs 120. 
0052. In one embodiment, deal manager 300 is a com 
puting system responsible for managing deals. Deal man 
ager 300 advantageously provides interfaces for vendors to 
define deals and may accept deal definitions created by 
vendors. Deal manager 300 also handles the publication of 
deals to deal presenter 100 and may monitor the currently 
defined deals for publication. For example, deals may be 
time restricted, that is, they may only be offered during a 
fixed period of time defined by a start time and an end time. 
For example, a deal may run on Oct. 1, 2011 from 5 PM 
(start time) to 8 PM (end time). Deal manager 300 may 
execute a process that checks the currently defined deals in 
the system and publishes them to deal presenter 100 at the 
start time of the deal. The deal manager advantageously is in 
periodic communication with the vendor System to confirm 
that the deals listed are still current, and when a deal is sold 
the vendor system is updated. The frequency of this periodic 
communication will depend on the type of deal. For example 
if seats to a show are being offered then the communication 
with the vendor system needs to be sufficient to prevent the 
sale of two identical seats. It is contemplated that this 
communication can be accomplished automatically without 
the need for human intervention. The Deal manager 300 may 
also handle the acceptance of the deal. Once deal manager 
300 receives notification from deal presenter 100 that a deal 
has been accepted, deal manager 300 may interface with 
reservation and dispatch 350 to request a FHV, and it may 
also interface with payment processor 320 to process pay 
ment. Deal manager 300 may also maintain historical data of 
past deal campaigns for reporting purposes to vendor system 
31 O. 

0053. In one embodiment, deal manager 300, is a com 
puting system that is IBM, Macintosh or Linux/Unix com 
patible. Deal manager 300 may, in some embodiments, 
include one or more central processing units (“CPU”) 301, 
which may include one or more conventional or proprietary 
microprocessors. Deal manager 300 may further include 
memory 302, such as random access memory (“RAM) for 
temporary storage of information and read only memory 
(“ROM) for permanent storage of information, and data 
store 303, such as a hard drive, diskette, or optical media 
storage device. In certain embodiments, data store 303 stores 
data needed for managing and maintaining deals. In other 
embodiments, data store 303 might store historical deal 
information. Embodiments of data store 303 may store data 
in databases, flat files, spreadsheets, or any other data 
structure known in the art. Typically, the modules of deal 
manager 300 are in communication with one another via a 
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standards based bus system. In different embodiments, the 
standards based bus system could be Peripheral Component 
Interconnect (PCI), Microchannel, SCSI, Industrial Stan 
dard Architecture (ISA) and Extended ISA (EISA) architec 
tures, for example. In another embodiment, deal manager 
300 leverages computing and storage services available over 
the Internet (cloud computing). 
0054 Deal manager 300 is generally controlled and coor 
dinated by operating system software, such as the Windows 
95, 98, NT, 2000, XP, Vista, Linux, SunOS, Solaris, Pal 
mOS, Blackberry OS, or other compatible operating sys 
tems. In Macintosh systems, the operating system may be 
any available operating system, such as MAC OS X. In 
another embodiment, deal manager may be controlled by a 
proprietary operating system, that is one that had been 
custom made for the purposes of embodying the systems and 
methods described herein. Conventional operating systems 
control and schedule computer processes for execution, 
perform memory management, provide file system, net 
working, and I/O services, and may provide a user interface, 
such as a graphical user interface (“GUI) for display, 
among other things. 
0055 Deal manager 300 may also include one or more 
commonly available I/O devices and interfaces 304, such as 
for example, a printer, buttons, a keyboard, a LED display, 
a monitor, a touchpad, a USB port, a RS232 port and the 
like. In one embodiment, I/O devices and interfaces 304 
include one or more display devices, such as a monitor, that 
allows the visual presentation of data, such as fare and 
operation data, to a user. In the embodiment of FIG. 3A, I/O 
devices and interfaces 304 provide a communication inter 
face to various external devices. For example, in the illus 
trative embodiment of FIG. 3A deal manager 300 is in 
communication with network 380, such as any combination 
of one or more LANs, WANs, or the Internet, for example, 
via a wired, wireless, or combination of wired and wireless, 
connections via a network interface of I/O devices and 
interfaces 304. The communications interface may also 
include, for example, ports for sending and receiving data 
such as a USB port or an RS232 port. 
0056 Deal manager 300 may also include several appli 
cation modules that may be executed by CPU 301. The 
software code of the modules may be stored on a tangible 
computer-readable medium such as for example, RAM or 
ROM. More particularly, the application modules may 
include deal definition module 305 and deal publishing 
module 306. 

0057. In general, the word module, as used herein, refers 
to logic embodied in hardware or firmware, or to a collection 
of software instructions stored on a non-transitory and/or 
tangible computer-readable storage, possibly having entry 
and exit points, Written in a programming language. Such as, 
for example, C, C++, C#, or Java. A Software module may 
be compiled and linked into an executable program, 
installed in a dynamic link library, or may be written in an 
interpreted programming language such as, for example, 
BASIC, Perl, or Python. It will be appreciated that software 
modules may be callable from other modules or from 
themselves, and/or may be invoked in response to detected 
events or interrupts. Software modules may be stored in any 
type of computer-readable storage, such as a memory device 
(for example, random access, flash memory, and the like), an 
optical medium (for example, a CD, DVD, BluRay, and the 
like), firmware (for example, an EPROM), or any other 
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storage medium. The Software modules may be configured 
for execution by one or more CPUs in order to cause 
computing systems described herein, such as deal presenter 
100 and deal manager 300, to perform particular operations. 
0058. It will be further appreciated that hardware mod 
ules may be comprised of connected logic units, such as 
gates and flip-flops, and/or may be comprised of program 
mable units, such as programmable gate arrays or proces 
sors. The modules described herein are preferably imple 
mented as Software modules, but may be represented in 
hardware or firmware. Generally, the modules described 
herein refer to logical modules that may be combined with 
other modules or divided into sub-modules despite their 
physical organization or storage. 
0059 Deal manager 300 may include, in some embodi 
ments, deal definition module 305. Deal definition module 
305 may comprise code executed by CPU 301 that is 
responsible for the definition of deals. For example, deal 
definition module 305 may generate user interfaces, such as 
the illustrative user interfaces of FIGS. 6-10, that may be 
used by a vendor to define a deal. Deal definition module 
305 may also handle the processing of deals received by 
vendor systems 310 and store data associated with the deals 
in data store 303. Deal definition module 305 may also 
retrieve deal related data and populate it in the user interface 
so that vendor may modify deal information. In some 
embodiments, deal definition module 305 may be pro 
grammed with standard options or standard deal parameters 
that may be used by vendors to facilitate deal definition or 
provide a template for vendors to define a deal. For example, 
deal definition module 305 may maintain a list of presen 
tation device types, such as, in-vehicle display, for-hire 
vehicle display or mobile application so that a vendor may 
select the presentation devices on which the vendor's 
defined deal will be published. 
0060. In some embodiments, deals may be defined as part 
of an advertising campaign, that is, a vendor may define a 
series of deals it may offer, or standard deals it may offer on 
a regular basis, that are related to the same set of condition 
parameters triggering the deal offer. For example, if a vendor 
offers a show in a venue that seats 200 people, the vendor 
may define a standard deal offering tickets at 50% off if less 
than 150 seats have been sold by thirty minutes before the 
show's Scheduled start time. Alternatively, a steakhouse may 
define an all you can eat campaign, that offers a deal for an 
all you can eat buffet at a special price on Tuesdays. Deal 
definition module 305 may provide user interfaces or other 
means for allowing vendors to define a deal campaign. Deal 
definition module 305 may also comprise code for execution 
that stores and retrieves data related to Vendor campaign. 
0061. In one embodiment, vendor system 310 may 
launch a predefined deal by sending a message to deal 
manager 300, or more specifically to deal definition module 
305, to launch the particular deal. For example, if a vendor 
predefines a standard deal offering an all you can eat buffet 
for S10, the vendor system 310 may launch the predefined 
deal by sending a command to deal manager 300 that the 
deal should be executed immediately. Vendor system 310 
may command the deal manager 300 through a web inter 
face provided by deal manager 300. In other embodiments, 
vendor system 310 may have installed on it a deal queue 
application that lists the vendor's predefined deals and may 
contain options for launching the deal. The application may 
be a mobile application as shown in FIG. 10 for example, or 
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in other embodiments, may be an application executed on a 
desktop, laptop, tablet, or other general purpose computing 
device. In some embodiments, the vendor may define its 
deal to run for a specific time interval. For example, an all 
you can eat buffet for S10 may be offered for 45 minutes 
once it launches. In another embodiment, the deal queue 
application may provide commands for starting and stopping 
a deal thereby allowing the vendor flexibility to control deal 
presentation based on the vendor's needs. For example, a 
vendor offering an all you can eat buffet may be not be 
servicing customers at maximum capacity and may therefore 
wish to offer a 40% discount on the buffet. The vendor may 
launch the deal queue application and select the predefined 
deal offering the 40% discount. Using the deal queue appli 
cation, the vendor system 310 may send a command to deal 
manager 300 to begin publishing the deal. The deal may 
result in an increase in business that exceeds the capacity of 
the vendor. The vendor system may then re-launch the deal 
queue application, select the currently running deal, and 
issue a command to deal manager 300 to stop offering the 
deal. 

0062. In another embodiments, deal definition module 
305 advantageously allows vendor systems to define deal 
triggers. A deal trigger is a predefined deal with deal offer 
conditions that must be satisfied before the deal is to be 
published. The deal offer conditions may relate to the time 
the deal is offered, the location of where the deal is offered, 
the current inventory of the vendor, a combination of con 
ditions, or other deal conditions that may be defined by the 
vendor. For example, a vendor may wish to fill most of its 
seats for a show prior to show time. The vendor may create 
a predefined deal that offers the show tickets at 50% off. The 
vendor may create deal offer conditions associated with 
predefined deal that will trigger the deal once the conditions 
are satisfied. The deal conditions may be, for example, "(1) 
if there are less than 100 seats sold, (2) at 30 minutes before 
show time, (3) offer the deal for the next 40 minutes.” Once 
interest is shown in particular seats for example by making 
the appropriate selection through the deal presenter 100 then 
the seats are held for a limited time (maybe 5 to 10 minutes) 
to give the customer the opportunity to complete the pay 
ment process. The deal conditions may also be location 
based. For example, hotels may only wish to present deals 
to passengers being picked up at the airport, train station, or 
bus station. In Such instances, the vendor may associate a 
deal condition with their predefined deal indicating the deal 
should only be presented on deal presenters that are at the 
airport, train station or bus station. The vendor may create 
location based deal offer conditions using, for example, a 
map interface such as the map interface shown in FIG. 9. 
0063. In some embodiments, deal manager 300 may 
comprise deal publishing module 306. Deal publishing 
module 306 advantageously comprises code that when 
executed handles the publication of deals and processing of 
deals once published. For example, deal publishing module 
306 may execute a looped process that checks the contents 
of data store 303 to determine if any defined deals based on 
time should be published, or if any deal conditions related to 
deal triggers have been satisfied. Deal publishing module 
306 may check the current time and then compare that to the 
publishing time of a particular deal. If deal publishing 
module 306 determines a deal should be published, it may 
then send a message containing the deal, or a "deal packet' 
out over network 380 that may be consumed by deal 
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presenter 100. Deal packets may contain data related to the 
deal, such as price of the deal, details of the deal (time, 
location and/or event information about the deal), and dis 
play and formatting information about the deal (Such as, for 
example, HTML code defining how the deal should be 
displayed on deal presenter 100). The deal packet may also 
contain code for execution upon passenger 115 or consumer 
215 accepting the deal. The code may contain, for example, 
network information defining where the data should be sent. 
0064. In some embodiments, deal publishing module 306 
may take a 'snapshot of the current passengers riding in 
FHVs. The snapshot may include information and data 
describing the passengers at a particular instant in time. For 
example, the Snapshot may include information about where 
passengers where picked up or where they may be dropped 
off and identification information identifying the deal pre 
senter 100 that is affixed to the FHV in which the passengers 
are traveling. The deal publishing module 306 may then 
compare the information and data from the Snapshot to 
potential customer attributes defined by a vendor which may 
define to whom the vendor would like to present deals. If the 
information and data from the Snapshot indicates that some 
passengers may be interested in the deal, deal publishing 
module 306 may publish a deal to those passengers. For 
example, Suppose a vendor wants to attract passengers who 
are staying at luxury hotel. The vendor may set up a 
customer attribute that indicates they would like to present 
deals to those passengers who were picked up at the luxury 
hotel. When there is a need to offer deals, deal publishing 
module 306 may take a Snapshot of the current passengers 
of FHVs in a location close to the venue of the vendor. If any 
of those passengers were picked up from the luxury hotel, 
deal publishing module 306 may publish a deal to those 
passengers. 

0065. In addition, deal publishing module 306 advanta 
geously processes accepted deals. As described in greater 
detail below, deal publishing module 306 generally pro 
cesses payment, generates FHV fulfillments (which may 
include reserving a FHV or communicated updated trip 
information to a FHV), generates voucher information, 
sends confirmations, and then waits for a message indicating 
a voucher has been redeemed. The processing involved upon 
deal acceptance is discussed in greater detail with respect to 
FIG. 19. 

0066 Returning to FIG. 3A, deal presenter 100 may be 
computing system that in responsible for receiving deals, 
displaying deals and managing the consumer/passenger end 
of a deal transaction. For example, deal presenter 100 may 
receive a deal published by deal manager 300. Once 
received, deal presenter 100 may display the deal so that 
passenger 115 or consumer 215 may view it. If consumer 
215 (or passenger 115) decides to purchase the deal, deal 
presenter 100 may accept an input criteria indicating deal 
acceptance and may also collect data Such as consumer 
215's name, address, current location and payment instru 
ment (such as a credit card) information. Deal presenter 100 
may then transmit that information to deal manager 300. 
Deal presenter 100 may also receive a confirmation message 
and display the message along with voucher information for 
consumer 215. 

0067. In one embodiment, deal presenter 100, is a com 
puting system that is IBM, Macintosh or Linux/Unix com 
patible. Deal manager 300 may, in some embodiments, 
include one or more central processing units (“CPU”) 101, 
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which may include one or more conventional or proprietary 
microprocessors. deal presenter 100 may further include 
memory 102, such as random access memory (“RAM) 
temporary storage of information and read only memory 
(“ROM) for permanent storage of information. Typically, 
the modules of deal manager 300 are in communication with 
one another via a standards based bus system. In different 
embodiments, the standards based bus system could be 
Peripheral Component Interconnect (PCI), Microchannel, 
SCSI, Industrial Standard Architecture (ISA) and Extended 
ISA (EISA) architectures, for example. In another embodi 
ment, deal manager 300 leverages computing and storage 
services available over the Internet (cloud computing). 
0068. As described above, deal presenter 100 may be a 
dedicated computing system specifically designed to display 
deals. For example, deal presenter 100 may be a custom 
in-vehicle display, or it may be computing system that is part 
of a FHV-top display. In other embodiments, deal presenter 
100 may be an application module that executes on a 
general-purpose computer such as a mobile phone, tablet 
computing device, laptop computer or desktop computer. In 
other embodiments, deal presenter 100 may be a module that 
executes with another application Such as a web browser. 
0069 Deal presenter 100 is generally controlled and 
coordinated by operating system software. Such as the 
Windows 95, 98, NT, 2000, XP, Vista, Linux, SunOS, 
Solaris, PalmOS, Blackberry OS, iOS, or other compatible 
operating systems. In Macintosh systems, the operating 
system may be any available operating system, such as 
MAC OS X. In another embodiment, deal manager may be 
controlled by a proprietary operating system, that is one that 
had been custom made for the purposes of embodying the 
systems and methods described herein. Conventional oper 
ating systems control and schedule computer processes for 
execution, perform memory management, provide file sys 
tem, networking, and I/O services, and may provide a user 
interface, such as a graphical user interface (“GUI) for 
display, among other things. 
0070 Deal presenter 100 may also include one or more 
commonly available I/O devices and interfaces 104, such as 
for example, a printer, buttons, a keyboard, a monitor, a 
touchpad, a USB port, a RS232 port and the like. In the 
embodiment of FIG. 3A, I/O devices and interfaces 104 
provide a communication interface to various external 
devices. For example, in the illustrative embodiment of FIG. 
3A deal presenter 100 is in communication with network 
380, such as any combination of one or more LANs, WANs, 
or the Internet, for example, via a wired, wireless, or 
combination of wired and wireless, connections via a net 
work interface of I/O devices and interfaces 104. The 
communications interface may also include, for example, 
ports for sending and receiving data Such as a USB port or 
an RS232 port. 
0071. Deal presenter 100 may also include several appli 
cation modules that may be executed by CPU 301. The 
software code of the modules may be stored on a tangible 
computer-readable medium such as for example, RAM or 
ROM. More particularly, the application modules may 
include presentation module 105 and POS terminal 106. 
0072. In one embodiment, presentation module 105 may 
include code that determines whether deals should be dis 
played and may also contain code for generating user 
interfaces that will be shown on display 103. In some 
embodiments, the decision logic that determines whether a 
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deal should be displayed may take into account the current 
time, the current location of deal presenter 100, the current 
fare accumulated by passenger 115, and demographic infor 
mation about passenger 115 or consumer 215. Presentation 
module 105 may maintain in memory 102 a data structure 
(the “monitor queue') that stores all published deals it 
receives and may periodically review the deals in the 
monitor queue to determine if it should display the deal. The 
manner in which the monitor queue and the presentation 
module 105 operate to determine if a deal should be pre 
sented is explained in connection with FIG. 21. 
0073. In some embodiments, deal presenter 100 may be 
connected to or include a GPS receiver. The GPS receiver 
may, for example, be an external GPS receiver that provides 
GPS coordinates to deal presenter 100 via I/O devices and 
interfaces 104. In another embodiment, deal presenter may 
comprise an on board GPS receiver that communicates with 
the modules and other components of deal presenter 100. In 
some embodiments, presentation module 105 may correlate 
received GPS coordinates with known points of interest for 
the purpose of determining whether to display a deal. For 
example, presentation module 105 may contain logic for 
correlating a GPS coordinate with the airport or a particular 
high-end hotel. 
0074. In one embodiment, deal presenter 100 may 
include POS terminal 106. POS terminal 106 may include 
hardware and Software capable of accepting a payment 
instrument, Such as credit card, debit card or gift card. In 
some embodiments POS terminal 106 may be a “card 
Swipe device, for example, a device that reads the payment 
instrument when a user runs the magnetic stripe of the 
payment instrument through a grove of POS terminal 106. In 
another embodiment, POS terminal may include a keypad 
where a user may input a payment instrument account 
number. Many commercially available POS terminals exist 
and such POS terminals may be connected to deal presenter 
100 by any means known in the art for connecting POS 
terminals to computing systems, such as for example, USB. 
0075 Turning back to FIG. 3A, reservation and dispatch 
350 may be a computing system that is responsible for the 
reservation and dispatch of FHVs. In one embodiment, 
reservation and dispatch 350 receives messages from deal 
manager 300 to request a FHV. The reservation message 
may contain, for example, the time a FHV should be 
dispatched, the location where the consumer is to be picked 
up, and a fixed fare amount for travel. In some embodiments, 
the FHV should be dispatched immediately, while in other 
embodiments, the request may be for some time in the 
future. Once a request message is received, and the time to 
dispatch a FHV has occurred, reservation and dispatch 350 
may send a dispatch message to FHV 120 so that consumer 
215 may be picked up at their current location, or a their 
reserved location, which ever is appropriate for the accepted 
deal. 

0076. In some embodiments, FHV 120 may include dis 
patch module 125 which has been configured to handle 
receiving dispatch messages. Dispatch module 125 may be, 
in some embodiments, a dedicated dispatch computing 
system. In other embodiments, it may be an application 
module running on a general purpose computer Such as, for 
example, a mobile phone, tablet, laptop, or other general 
purpose computing device suitable for in-vehicle use. FHV 
120 may also contain a meter, that is, a device used for 
calculating and reporting fares. In some embodiments, the 
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meter of FHV 120 is advantageously connected to deal 
presenter 100 to facilitate the accurate calculation of deals 
based on the current fare accumulated by passenger 115. 
FHV 120 may also contain a POS terminal for accepting 
credit card payments for trip fares. The POS terminal may 
also be connected to deal presenter 100 so that passenger 115 
may use the POS terminal to pay for deals in addition to 
paying for trip fares. 
0077 Vendor system 310 may be a computing system 
that is owned and operated by a vendor that is offering a 
deal. Vendor system 310 advantageously includes a web 
browser allowing vendors to register their business (for 
example, using the illustrative user interface of FIG. 6), or 
to define deals (for example, using the illustrative user 
interfaces of FIGS. 7-9). Vendor system 310 may, in some 
embodiments, be a mobile device, tablet, laptop of desktop. 
In addition to a web browser facilitating deal definition, 
vendor system 310 may also contain a dedicated application 
that is configured to execute on vendor 310 and allow for 
deal definition using user interface similar to show in FIGS. 
6-10. 

0078. In some embodiments, vendor system 310 may 
also include a validation module. The validation module 
advantageously handled Voucher redemption. The validation 
module may interface with a peripheral device such as UPC 
code or QR code scanner. In some embodiments, vendor 
system 310 may be a mobile device, such as a cell phone, 
that may be equipped with a QR code reader. In Such 
embodiments, the validation module may interface with the 
QR code reader to receive voucher data from the QR code. 
In other embodiments, the validation module may interface 
with a keyboard. A user of vendor system 310 may enter in 
a voucher number, or serial number, for the voucher using 
the keyboard in order to redeem the voucher. The keyboard 
may, in some embodiments, be a virtual keyboard displayed 
on a touchscreen device such as a tablet computing device. 
Vendor system 310 may also interface with an interactive 
voice response (IVR) application in order to validate vouch 
ers. A user may, for example, call the IVR application and 
read the voucher or serialized identifier over the phone in 
order to validate the voucher. 
0079 Payment processor 320 may, in some embodi 
ments, be a computing system operated by a party appointed 
by a merchant to handle credit card transactions. For 
example, payment processor 320 may be a third party entity 
that handles the credit card transactions entered into POS 
terminal 106. Generally, payment processor 320 may expose 
an application program interface (API) that permits outside 
computer systems, such as deal manager 300, to process 
credit transactions. 

0080 FIG. 3B is a block diagram illustrative of one 
embodiment of deal manager 300 in communication over 
network 380 with a deal presenter 100, vendor system 310, 
payment processor computing system 320, and for-hire 
vehicle 120 which may comprise one or more computing 
systems controlling its operation. In the embodiment of FIG. 
3B, deal manager 300 comprises reservation and dispatch 
module 350 which performs the functions of the reservation 
and dispatch computing system 350 of FIG. 3A. For 
example, reservation and dispatch module 350 may receive 
reservations for FHVs and dispatch the FHVs according to 
received reservations. In addition, reservation and dispatch 
module 350 may update the trip computers of FHV 120 if 
passenger 115 accepts a deal while traveling in FHV 120. As 
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references herein, “reservation and dispatch may refer to 
either the embodiment illustrated with respect to FIG. 3A or 
the embodiment illustrated with respect to FIG. 3B. 
0081 FIGS. 4 and 5 illustrate embodiments of the life 
cycle and data flow for a deal from its definition to its 
redemption. FIG. 4 is a flowchart illustrating a high level 
view of the lifecycle of a deal. FIG. 5 is a block diagram 
illustrating the temporal flow of data for the lifecycle of deal 
from deal definition through deal confirmation. 
I0082 In FIG. 4, a high level view of the lifecycle of one 
embodiment of a deal is illustratively described. The high 
level view of FIG. 4 is meant to provide an overview of the 
states of a deal. The operations associated with each stage of 
the deal is described in greater detail below. The lifecycle of 
a deal begins in block 410 with the definition of the deal. 
Generally, deals may be defined by those offering the deal 
such as vendor. Once defined, the deal is presented at block 
420. Deal presentation typically involves deal manager 300 
communicating deal information to deal presenter 100. Deal 
presenter 100 may then display the deal. Once displayed, 
consumer 215 may accept the deal at block 430. Deal 
acceptance typically comprises the steps of receiving a user 
input to accept the deal and deal presenter 100 communi 
cating the acceptance to deal manager 300. Once accepted, 
the deal is confirmed at block 440. Generally, a deal is 
confirmed by processing payment for the deal, generating a 
voucher that may be redeemed at venue of the vendor and 
transmitting the voucher to deal presenter 100, and deal 
manager 300 reserving a FHV for transporting consumer 
215 to the venue of the vendor by communicating with 
reservation and dispatch 350. Finally, at block 450, the deal 
is redeemed at the venue. Redemption may also include 
vendor system 310 communicating validation or redemption 
data to deal manager 300. 
I0083. The high level view of the deal lifecycle described 
in FIG. 4 may now be explained in greater detail using the 
temporal flow diagram of FIG. 5. FIG. 5 depicts the tem 
poral flow of data between one embodiment of deal pre 
senter 100, deal manager 300, vendor system 310, a payment 
processor 320, reservation and dispatch 350 and for-hire 
vehicle 120 (which may comprise one or more computing 
systems controlling its operation). In particular, the circled 
numerals of FIG. 5 illustrate the order in which data flows 
between the various components of FIG. 5 according to one 
embodiment. In another embodiment, the steps outlined by 
the circled numerals may be performed in a different order, 
and the method may include fewer or additional steps. 
I0084 Generally, the temporal flow of data starts with step 
1 where vendor system 310 transmits deal definition data to 
deal manager 300. Next, at step 2, deal manager 300 
publishes deals to deal presenter 100. At step 3, deal 
presenter transmits a deal acceptance back to deal manager 
300. In response, deal manager 300 processes the payment 
associated with the deal acceptance at Step 4 by transmitting 
payment information to payment processor 320. At step 5. 
payment processor 320 transmits a confirmation back to deal 
manager 300 that the payment transaction was successful. 
Upon receipt of Successful payment processing, deal man 
ager 300, at step 6, verifies that the transportation request 
associated with the deal may be fulfilled by sending a 
message to reservation and dispatch 350 to insure that a 
FHV is available to transport the consumer 215 to the venue 
of the vendor. Once the transportation request has been 
fulfilled, deal manager 300 transmits a confirmation mes 
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sage containing a voucher for the deal to deal presenter 100 
at Step 7, and at step 8 transmits a message reserving a FHV 
to reservation and dispatch 350. Reservation and dispatch 
350 then automatically transmits a dispatch notice to FHV 
120 thereby dispatching FHV 120 for picking up the con 
Sumer who purchased the deal, at step 9. Finally, at step 10. 
the voucher generated and sent to deal presenter 100 at step 
7 is validated and redeemed by vendor system 310 by 
transmitting a redemption message to deal manager 300. 
I0085. In step 1 of FIG. 5, vendor system 310 sends 
information defining a deal to deal manager 300. In one 
embodiment, vendor system 310 may execute a custom 
client-based computer application allowing for the user of 
vendor system 310 to input data defining a deal. Once the 
data has been entered, the client-based computer application 
may connect to deal manager 300 and communicate the 
entered data to deal manager 300, thereby defining the deal. 
In another embodiment, vendor system 310 may have a web 
browser application installed and deal manager 300 may 
comprise a web server that offers web pages to vendor 
system 310 to input data defining a deal, thereby allowing 
vendor system 310 to communicate deal definition data to 
deal manager 300. 
0086 FIGS. 6-10 illustrate various user interfaces that 
may be used to define deals. The user interfaces of FIG. 6-10 
may be web pages or user interfaces of a computer appli 
cation that executes on vendor system 310 that may be in 
communication with deal manager 300. The user interfaces 
of FIG. 6-10 are meant as examples and may include more 
or less user interface elements as desired. 

0087. In some embodiments, vendors may register with 
deal manager 300. Registration may facilitate deal definition 
so that data related to the vendor is shared among the deals 
its offers thereby allowing for a more streamlined deal 
definition process. For example, the address of venue of the 
vendor may be communicated to deal manager 300 at the 
time of registration. When the vendor submits deals in the 
future, the address of the venue need not be entered. FIG. 6 
shows one illustrative embodiment of vendor registration 
user interface 600. Vendor registration user interface 600 
advantageously includes vendor information fields 610. 
Vendor information fields 610 may include, for example, a 
text field for business name entry, a text field for the first and 
last name of the contact of the vendor, the address of the 
venue of the vendor and the website of the vendor. Vendor 
registration user interface 600 may also include category 
drop down list 615 which allows for the input of the 
vendor's category. For example, category drop down list 615 
may include categories for selection Such as Adult Enter 
tainment, Hotel/Resort, Clubs, Shows, Restaurants, or other 
categories of Vendors. The category may be used to filter 
deals displayed on deal presenter 100 to passenger 115 or 
consumer 215. Vendor registration user interface 600 may 
also include presentation type drop down 620. Presentation 
type drop down 620 may include the types of deal presenters 
on which the deal will be displayed. For example, a deal may 
be presented on a mobile device Such as a cell phone, on a 
FHV-top display or a in-vehicle display. Presentation type 
drop down 620 may include these deal presentation types, 
among others. Vendor registration user interface 600 may 
also include vendor information block 630. Vendor infor 
mation block 630 allows for vendor 310 to provide addi 
tional information about the vendor's business. Deal man 
ager 300 may use the text entered into vendor information 
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block 630 to provide additional services to the vendor or to 
target advertisements to the vendor, for example. 
0088. In some embodiments, the data entered into vendor 
information block 630 by the vendor may be used by deal 
manager 300 to generate targeted deals. Targeted deals are 
deals that may be targeted to certain passengers or consum 
ers based on demographic information or behavior that may 
be gleaned from their use of FHVs or other information. 
Data entered into the vendor information block 630 may be 
used to generate targeted deals by including some of the data 
in deals that are generated and communicated to deal 
presenter 100. In another embodiment, the data entered into 
vendor information block 630 may be used to associate a 
consumer category with the Vendor and the deals the vendor 
offers. A consumer category may be an indicator of a 
consumer type. For example, a consumer category may be 
“affluent traveler”, “businessman”, “family”, “adult enter 
tainment”, “frequent dinner.” Deal manager 300 may use 
keywords entered into vendor information block 630 to 
create an association with a consumer category. For 
example, if the vendor enters “We are an upscale dinning 
establishment serving fine French cuisine prepared by a 
world-class chef deal manager may detect the keywords 
“upscale”, “French cuisine” and “world-class chef to asso 
ciate the vendor with the “affluent traveler consumer cat 
egory. As the vendor defines deals, the deals may be tagged, 
or associated with the “affluent traveler' category. When the 
deals are published and communicated to deal presenter 100, 
the “affluent traveler consumer category may be included in 
the deal information. Deal presenter 100 may then use the 
consumer category as part of its decision to display the deal. 
For example, as explained with respect to FIG. 21, deal 
presenter 100 may determine that the current passenger is an 
“affluent traveler and as a result, display the deal. In 
addition or alternatively the vendor input screens may 
permit the vendor to identify the consumer categories that 
the vendor has decided that it wants to target. 
I0089. In some embodiments, the vendor may define 
deals. The definition of a deal may comprise a title, a 
description, a price, and a retail price. For example, if the 
deal is for a show called “Great Show”, the title may be 
“Deal on Great Show, the description may be “The Great 
Show is an exciting mix of circus arts set to dramatic 
classical music', the price may be S25 and the retail price 
may be S60. A deal definition may also include custom 
graphics, images, or videos that allow vendor 310 to create 
an attractive and persuasive deal advertisement for display 
on deal presenter 100. In some embodiments, deals may be 
time restricted, that is, they may only run between a first 
time and a second time. In such embodiments, the deal 
definition includes the start time and end time of the deal. 
The vendor may also restrict the areas where deals may run. 
For example, if the vendor wishes to run their deals on a 
FHV-top display or on in-vehicle displays, they may limit 
the display of the deal to a particular predefined area. In such 
embodiments, the deal definition may also include geospa 
tial parameters that define the area where the deal will run. 
0090. Deals may be defined by the vendor using user 
interfaces provided by deal manager 300, or in other 
embodiments, by a custom client application executing on 
vendor 310 that is communication with deal manager 300. 
FIG. 7 shows one illustrative embodiment of offer detail user 
interface 700 that may be used by the vendor to define a deal. 
Offer detail user interface 700 may include, for example, text 
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fields 705, 710 for inputting the name and header text of the 
deal. The offer detail user interface 700 may also include 
body text area 715. Body text area 700 may provide a tool 
bar for formatting and aligning text in the deal. In some 
embodiments, body text area 700 may accept HTML code as 
text thereby allowing vendor 310 to format the text that will 
be displayed in their deal. Body text area may include 
features that allow bulleted and numbered lists, hyperlink 
and image dialogs, support across web browsers, or other 
features known in the art for formatting text. Offer detail 
user interface 700 may also include presentation type drop 
down 720. Presentation type drop down 720 may permit the 
vendor to selection on what type of deal presenter display 
the deal will be shown. For example, the presentation type 
drop down may include options such as “In-vehicle Dis 
play”, “Vehicle Top”, “Mobile Device'. Or “all of the 
above.” Offer detail user interface 700 may also include a 
product name text field 725 for inputting a product name. 
Offer detail user interface 700 may also include a retail price 
text field 730 which may be used to highlight to passenger 
115 or consumer 215 the size of the deal. For example, 
consumer 215 may recognize that a deal is good if the retail 
price is S100 and the deal is being offered for $50. In some 
embodiments, the deal may include an indication that there 
is a limited Supply of deals. For example, for a show, a 
vendor may only offer 10 seats to the show as a deal. Text 
field 735 advantageously allows the vendor to input the 
number of available deals, or inventory, for the deal. 
0091. In some embodiments, vendor system 310 may 
upload media Such as images and/or video so that the deal 
may be more attractive to those that view it. FIG. 8 illus 
trates one embodiment of media upload interface 800 which 
advantageously provides user interface elements for upload 
ing media content to deal manager 300 so that the media 
may be included in the defined deals of the vendor. Media 
upload interface 800 may include a deal duration slider 810 
allowing for the vendor to set the duration for displaying the 
deal. For example, in the illustrative embodiment of FIG. 8, 
the slider may be set so that the deal appears for a duration 
between 0 and 30 seconds. In another embodiment, media 
upload interface 800 may not include a slider, but rather, 
may include a text field for entering the duration for dis 
playing the deal. Media upload interface 8 may also include 
upload element 820. Upload element 820 may be any user 
interface known in the art permitting upload of files to a 
server. Upload element 820 may provide a “Select” button. 
When the user clicks on the “Select” button, a file system 
dialog block may appear allowing the user to navigate to a 
directory that may contain a media file for uploading. Once 
the user selects the appropriate media, the name of the file 
may appear in text area of upload element 820. In some 
embodiments, deal manager 300 may only permit files up to 
a maximum file size. Upload element 820 advantageously 
informs the user of the max file size. Media upload interface 
800 may also include transition drop down block 830. 
Transition drop down block 830 may contain a list of 
standard transitions from one image of a deal to the next 
image of the deal. For example, transition drop down block 
830 may include transitions such as accordion (simulating 
the look and feel of an accordion), blinds (simulating the 
look and feel of horizontal or vertical blinds) or sweep 
(simulating the look and feel of the deal Sweeping in from 
the top, bottom, left or right). Media upload interface 800 
may also include media duration slider 840 that allows a user 

Feb. 2, 2017 

to enter the display duration for which the media (as opposed 
to the entire deal) may be displayed. 
0092. In some embodiments, more than one media may 
be uploaded and included as part of deal. For example, a deal 
may include several still images, several videos, or a mixture 
of images and videos. Media upload interface 800 may 
include buttons for adding additional media. As media is 
added, the vendor may set the transition and the display 
duration for each piece of media. In one embodiment, the 
order the media will be displayed to passenger 115 or 
consumer 215 is based upon the order the uploaded media 
appears in media upload interface 800. For example, if 
image 1 appears at the top of media upload interface 800, 
and image 2 appears at the bottom of media upload interface 
800, consumer 215 will first see image 1 for the length of 
time set in the media duration slider associated with image 
1, and then consumer 215 may see image 2 for the length of 
time set in the media duration slider associated with image 
2. Media upload user interface 800 may also include a 
preview offer button that allows the vendor to preview the 
deal thereby allowing the vendor to adjust the media, display 
duration of media, or transitions between media as needed. 
0093. In some embodiments, the vendor may wish to 
geographically restrict where deals may be presented. FIG. 
9 shows one embodiment of geographic restriction user 
interface 900. Geographic restriction user interface 900 
advantageously allows a user to select regions where deals 
may run, or exclude regions where deals may not run. 
Geographic restriction interface 900 may permit more than 
one region of inclusion of exclusion. Geographic restriction 
user interface 900 may include map element 905. Map 
element 905 may, in some embodiments, be implemented 
using a well known mapping tool or API. Such as, for 
example, Google Maps, Falcon View, or any other readily 
available mapping tool that allows for overlay of graphics. 
Map element 905 may provide for Zoom tools and naviga 
tion tools that allows a user to manipulate the map so that 
they may view the location for where they would like to 
place a geographic restriction. A user may, for example, 
select a region of the map with a selection tool and draw 
border 910 around a region of the map. Once the border has 
been drawn on the map, the user may select whether the 
region is to be inclusive or exclusive using radio buttons 
920. For example, if the user would like the deal to run only 
within inside the selected region, then the user would select 
the “Inclusive' radio button. Geographic restriction inter 
face 900, in some embodiments, may allow for the user to 
create multiple regions for where deals should be displayed. 
For example, the user may define a large “inclusive region, 
and then define a smaller “exclusive region inside the large 
“inclusive' region where the deal would not be offered, if 
the user (vendor) desired not to present the deal in a 
particular neighborhood or business area. 
0094. In one embodiment, once the vendor has completed 
entering the deal information using the user interfaces of 
FIGS. 6-9, the deal information may be communicated by 
vendor system 310 to deal manager 300 where deal defini 
tion module 305 may process the deal definition and store it 
in data store 303. In some embodiments, deals may be 
updated. The vendor may access a saved deal through user 
interface similar to the ones illustrated in FIGS. 6-9. The 
user interface used for creating a new deal definition may 
also be used for modifying a deal definition by pre-popu 
lating the user interfaces with a saved deal definition infor 
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mation. Deal manager 300 may provide a list in the user 
interface for the vendor that allows the vendor to select from 
predefined deals, and may allow the vendor to modify those 
predefined deals. In some embodiments, vendor system 310 
may execute an application for updating a deal definition. 
Vendor system 310 may be, for example, a mobile comput 
ing device with a mobile application. The mobile application 
may provide the ability to alter details of the deal, such as 
the price, the time the deal should launch, or deal text. In 
Some embodiments, a predefined deal may be launched on 
demand. For example, the user of vendor system 310 may 
wish to launch a deal to stimulate business. FIG. 10 shows 
one embodiment of user interface 1000 for launching a deal 
on-demand. User interface 1000 allows for the input of the 
number of deals available in text field 1010 and the price of 
the deal in text field 1020. The user interface 1000 also 
provides launch button 103 which will launch the deal 
“on-demand.” In another embodiment the functions of the 
vendor system 310 may advantageously be made a part of 
the deal manager 300 and the input from the vendor as well 
as communication with the vendors in-house inventory 
management system may be provided through the internet 
and a browser interface. 

0095 Returning to FIG. 5, at step 2, deal manager 300 
publishes the deal. Deal manager 300 may publish the deal 
in response to a real-time immediate publication request 
(such as the one issued by the illustrative embodiment of 
FIG. 10, or it may publish a deal that was defined at an 
earlier time and stored in data store 303. Deal manager 300 
may publish deals by communicating deal information 
across network 380. In one embodiment, deal manager 300 
may publish deals in a broadcast paradigm, that is, deal 
manager 300 may publish deals without directing the deals 
to a particular target deal presenter 100, and it is up to deal 
presenter 100 to determine whether to display the deal. In 
another embodiment, deal manager 300 may maintain a list 
of registered deal presenters and may direct deal publication 
to those deal presenters that satisfy the deal definition. The 
processes for publishing and displaying deals is discussed 
further with respect to FIGS. 19 and 20. 
0096. Once deal presenter 100 receives the deal, it may 
display the deal on display 103. FIG. 11 illustrates one 
embodiment of deal display 1100 that may be displayed 
showing a promotional offer, or deal, that may be offered to 
passenger 115 or consumer 215. Deal display 1100 may 
include deal information 1101. Deal information 1101 may 
be information related to the deal including the deal name, 
the deal description, the deal cost, media for the deal (such 
as images and video), or any other information that was part 
of the deal definition created by vendor system 310. For 
example, in the illustrative embodiment of FIG. 11, deal 
information 1101 includes an indication of how many other 
passengers have purchased the deal, an image displaying the 
deal, the number of tickets (deals) available, and the price of 
the deal. Deal display 1100 may also include a series of 
graphical buttons 1102, 1103, and 1104 that are configured 
to receive user input selections. For example, if passenger 
115 wishes to purchase the deal, they may select button 
1102. If passenger 115 is not interested in the current deal, 
but rather would like to view other deals, passenger 115 may 
select button 1103, to see all deals in a list form, or may 
select button 1104 to show the categories of available deals. 
0097. In one embodiment, deal presenter 100 may pro 
vide a user interface that allows passenger 115 to browse 
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available deals. FIG. 12 shows one embodiment of category 
interface 1200 that may be displayed on deal presenter 100. 
Category interface 1200 may include category buttons 1201. 
Once selected, category buttons 1201 may show the deals 
available in a category in a list form (as shown in FIG. 13). 
Category buttons 1201 advantageously act as a filter, that is, 
once selected, the deals displayed may be limited to the 
selected category. For example, if passenger 115 selects the 
restaurants button, only those deals of the restaurants cat 
egory (as defined in vendor registration user interface 600, 
for example) may be displayed. Category interface 1200 
may also include a show all deals button 1202. Show all 
deals button 1202 may show all deals in a list form without 
filtering the list by category. Category interface 1200 may 
also provide show deals button 1203 that will return user to 
deal display 1100, which advantageously displays one deal 
at a time. 

0098 FIG. 13 illustrates one embodiment of deal list 
interface 1300. Deal list interface 1300 advantageously lists 
the available deals in list format, thereby allowing passenger 
115 to quickly browse the available deals that are currently 
available for purchase. In one embodiment, the deals in the 
list are selectable, that is, a user may touch or select the deals 
in the list and the deal information may then be displayed in 
a user interface similar to the illustrative user interface 
illustrated in FIG. 11. The deals displayed in the list may be 
filtered by category or, in other embodiments, may be 
filtered based upon whether adult deals have been enabled. 
Filtering may be canceled through the selection of cancel 
button 1303. Deal list interface 1300 may also include adult 
entertainment enablement button 1303 that when selected 
may display the illustrative user interface of FIG. 14. FIG. 
14 illustrates one embodiment of a user interface for 
enabling display of adult entertainment related deals. The 
illustrative user interface of FIG. 14 advantageously pro 
vides buttons for verifying that passenger 115 is older than 
18. Deal list interface 1300 may also comprise Show Cat 
egories button 1304 that may return the user to category user 
interface 1200 when pressed. 
0099. In one embodiment, once passenger 115, or con 
Sumer 215, selects purchase button 1102, deal presenter 100 
may display payment information user interface 1500. Pay 
ment information screen 1500 may contain, for example, 
quantity selection buttons 1501, advantageously allowing 
Passenger 115 may select the number of tickets he would 
like to purchase in the deal. The quantity selection may 
affect payment Summary 1502, that is, as the quantity is 
changed, the total in payment Summary 1502 may update. 
Payment information screen 1500 may also include payment 
instrument selector 1503, advantageously allowing for the 
selection of a payment instrument, such as, for example, a 
Visa card, a Master Card, an American Express card or a 
Discover card. Payment information screen may also com 
prise credit card information entry user interface elements 
1504 for entry of credit card numbers and CVN codes. Once 
passenger 115 has entered the appropriate data, passenger 
115 may purchase the deal by selecting purchase button 
1505. In some embodiments, purchase button 1505 may be 
disabled, or grayed out, until the passenger 115 has entered 
the required data for payment processing. If, however, 
passenger 115 does not wish to purchase the deal, they may 
exit payment information screen 1500 by pressing cancel 
button 1506. 
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0100 Returning to FIG. 5, once passenger 115 indicates 
they would like to purchase a deal and enters the appropriate 
payment information, deal presenter 100 communicates the 
deal acceptance and the payment information to deal man 
ager at step 3. The deal acceptance may also include location 
information indicating the location of passenger 115 or 
consumer 215 when accepting the deal. In embodiments 
where passenger 115 accepts the deal as a result of in-vehicle 
deal presentation, the location information may not be the 
absolute physical location of passenger 115, but rather, may 
be an identifier associated with the FHV in which passenger 
115 is traveling. In embodiments where consumer 215 has 
accepted the deal as a result of a FHV-top display presen 
tation, or personal computing device presentation, the cur 
rent location of consumer 215 may be communicated to deal 
manager 300. The current location may be in the form of 
GPS coordinates obtained from the on-board GPS processor 
of the mobile device, for example 
0101. Once deal manager 300 receives the acceptance 
from deal presenter 100, deal manager 300 may attempt to 
process payment in step 4. Deal manager 300 may extract 
from the acceptance data, payment information that was part 
of the acceptance. For example, deal manager 300 may 
extract the payment instrument type selected with payment 
instrument selector 1503 and may also extract the credit card 
number and CVN code from the acceptance data. In some 
embodiments, this data may be encrypted using an encryp 
tion algorithm known in the art. In such embodiments, deal 
manager 300 may decrypt the payment information before 
packaging it to send to payment processor 320. Payment 
processor 320 may expose an API allowing payment infor 
mation to be sent to it. Deal manager 300 and payment 
processor 320 may communicate using commonly under 
stood methods of communication between computing sys 
temS. 

0102 Once payment processor 320 receives the payment 
information it may process it and return the result of 
processing to deal manager 300 at step 5. If the result of 
payment processing was successful, deal manager 300 may 
generate a voucher, Voucher number or serialized number 
(“voucher') that may be used to redeem the deal at the 
vendor system 310. The voucher advantageously represents 
a unique code or key that may be used by passenger 115 or 
consumer 215 to redeem the deal at the venue of the vendor. 
The voucher may be a string of alpha-numeric characters, or 
in other embodiments, may be a UPC code or QR code that 
will be scanned at the venue. Deal manager 300 may store 
a record of the voucher creation in data store 303. In 
embodiments where deals are limited by a fixed inventory, 
deal manager 300 may also conduct inventory management 
processing through the use of deal publishing module 306. 
Deal manager 300 may, for example, decrement an inven 
tory value associated with the deal. For example, if a deal 
was defined as only having 10 tickets available, the number 
of tickets available may be adjusted to 9, to indicate that one 
ticket has been purchased. Deal manager 300 may also 
broadcast a message to deal presenters indicating that for 
that deal the number of available tickets has decreased by 
one thereby allowing deal presenters to update their deal 
displays. 
0103) Once payment has been verified, deal manager 300 
may then determine, at step 6, if there is a for-hire vehicle 
available for transporting consumer 215 to the venue where 
the deal may be redeemed. Some deals, such as deals for 
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shows or events, are time sensitive. As a result, deal manager 
300 may, in some embodiments, make a request of reserva 
tion and dispatch 350 to determine if the consumer's trans 
portation request can be fulfilled the estimated pick up time 
consumer 215. Once the estimated pick-up time is received, 
deal manager 300 may then use the location information of 
consumer 215 to estimate the time needed to travel to the 
venue offering the deal. Using the estimated pick-up time, 
and the estimated travel time, deal manager 300 may then 
estimate the length of time it would take for consumer 215 
to get to the venue. Once the travel time is determined, it is 
added to the current time to ensure that consumer 215 will 
arrive on time for her deal. In the event that a FHV cannot 
pick up consumer 215 in time for the show or event, deal 
manager 300 may cancel the deal and refund the consumer's 
purchase of the deal. In some embodiments, the request to 
determine if consumer's transportation request can be full 
filled is completed prior to payment processing. 
0104. The flow of data then proceeds to step 7 where deal 
manager 300 then sends the voucher and purchase confir 
mation to deal presenter 100. FIG. 16 shows one embodi 
ment of deal confirmation user interface 1600. Deal confir 
mation user interface 1600 advantageously includes voucher 
1601. As shown in FIG. 16, voucher 1602 may be an 
alpha-numeric code, for example “225-678. In addition to 
providing the voucher on the display of deal presenter 100, 
deal confirmation user interface 1600 may also include user 
interface elements that provide a means for passenger 115 to 
input contact information so that the voucher may be sent 
directly to the computing device of passenger 115. For 
example, deal confirmation user interface 1600 may provide 
phone number text field 1602 for entry of a phone number 
corresponding to a mobile phone capable of receiving a text 
message. In addition, deal confirmation user interface 1600 
may also provide email text field 1603 for entry of an email 
address. Passenger 115 may then a copy of the voucher, 
along with receipt information, to their personal computing 
device by selecting send button 1604. In some embodiments, 
the deal confirmation may include an indication of where 
consumer 215 is to expect FHV 120 to pick them up to take 
them to the venue. For example, the deal confirmation may 
indicate a particular intersection, taxi stand or address where 
consumer 215 should wait for the FHV to pick her up. 
0105. In some embodiments, deal manager 300 may 
generate a Voucher coupon and send it to deal presenter 100. 
The Voucher coupon may be, for example, an image file 
containing the voucher number and a UPC or QR code. The 
Voucher coupon may also contain information related to the 
event for which the deal is was purchased. For example, the 
event name may be on the Voucher coupon, and the deal 
amount may be on the voucher coupon. In some embodi 
ments, deal presenter 100 may have a printer connected to 
it. For example, if deal presenter 100 is an in-vehicle display, 
a thermal printer may be connected to deal presenter 100 for 
printing the received Voucher image. In embodiments where 
deal presenter 100 may be a mobile device, an image may 
be displayed on the mobile device so that vendor system 310 
may scan the UPC code or QR code for redemption. In some 
embodiments, deal manager 300 may send the generated 
coupon image in an email to passenger 115 or consumer 215 
to the email address entered in email text field 1603. 

0106 Also in step 7, deal manager 300 may send to 
vendor system 310 a confirmation message indication that 
deal has been purchased. The confirmation message may 
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include identification information of passenger 115 or con 
Sumer 215, if available. The vendor may then use the 
information of the confirmation message as a further check 
with the validation of the voucher as a means of further 
preventing fraud. In addition, the confirmation message may 
indicate, if appropriate, a seat number, position number, or 
other customer unique identifier to prevent the vendor from 
double selling a unique item. For example, Suppose the 
vendor is providing a show with fixed seating. The vendor 
offers several seats for sale, including seat 5A. Seat 5A is 
then sold in a deal presented on deal presenter 100. The 
vendor receives confirmation that Seat 5A was sold and as 
a result, will not then resell Seat 5A to another customer who 
may walk up to the venue and wish to purchase a seat 
without a pre-purchased deal. To make Sure that two seats 
are not sold to different customers at the same time the seats 
are held for short time period (for example 5 to 10 minutes) 
when the customer has taken the first step to accept the deal. 
Then if the seat is not purchased within this time period the 
seat is released. 
0107 Moving to step 8, deal manager 300 advanta 
geously sends a FHV request to reservation and dispatch 350 
following the communication of the voucher to deal pre 
senter 100 and the confirmation message to vendor system 
310. The request may contain the location of consumer 215 
and request an FHV to be dispatched to pick up consumer 
215. For example, if consumer 215 received a deal on their 
mobile device at Las Vegas Blvd and Fremont for an event 
at Las Vegas Blvd and Flamingo, the request may indicate 
that the passenger is to be picked up at Las Vegas and 
Fremont and then transported to Las Vegas and Flamingo. 
The request may also indicate that the fare for the trip has 
already be paid and will be credited to the driver accepting 
the fare. 

0108. In some embodiments, deal presenter 100 may be 
an in-vehicle display and passenger 115 may be traveling to 
a first destination when the deal is displayed and accepted. 
In this embodiment, the request message may indicate that 
the request is not for a new dispatch, but rather to edit a 
current trip sheet. The request may contain the location of 
passenger 115 and request that the trip destination of pas 
senger 115 be updated to reflect the location of the venue as 
the new destination. For example, if passenger 115 is 
traveling in a FHV to Las Vegas and Fremont when he 
accepts a deal for an event at Las Vegas and Flamingo, deal 
manager 300 may send a request to reservation and dispatch 
350 that the trip taken by passenger 115 be altered so that the 
destination of Las Vegas and Fremont be changed to Las 
Vegas and Flamingo. 
0109. Once reservation and dispatch 350 receives the 
request, it may then send a dispatch message to FHV 120 at 
step 9. The dispatch message may, in some embodiments, be 
a dispatch to initiate a new passenger fare. In other embodi 
ments, the dispatch message may be a message to update the 
trip sheet for passenger 115. Once dispatched, the driver of 
FHV 120 may pick up the passenger and take them to the 
venue of the vendor. 
0110 Finally, at step 10, the voucher sent to passenger 
115 or consumer 215 may be validated. In some embodi 
ments, vendor system 310 and FHV 120 may have a 
specialized reader device that may scan UPC or QR codes 
from voucher coupons. In other embodiments, the voucher 
code may be submitted by vendor system 310 or the driver 
of FHV 120 to deal manager 300 through the use of web 
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portal, mobile or IVR application. For example, FIG. 18 
illustrates one embodiment voucher redemption interface 
1800. In one embodiment, a user may enter an alpha 
numeric code into voucher code text field 1801. Once 
entered, the user may submit the voucher code to deal 
manager 300 by pressing validate button 1802. In another 
embodiment, the voucher code may be validated through the 
use of an IVR application that interfaces with deal manager 
300. A user may call a phone number associated with deal 
manager 300 and read the alpha-numeric voucher code. The 
IVR application advantageously interprets the Voucher code 
and sends the Voucher code information to deal manager 
3OO. 

0111. Once deal manager 300 receives the voucher code, 
deal manager 300 may validate and redeem the deal. In one 
embodiment, deal publishing module 306 may mark a row 
in data store 303 corresponding to the voucher indicating 
that is was redeemed and can no longer be redeemed if the 
Voucher code is valid. In some embodiments, Vouchers may 
be redeemed by drivers (as part of transportation fulfillment) 
and may also be redeemed by vendors. As a result, deal 
manager 300 may maintain separate data structures for a 
Voucher code indicating that it has been redeemed once by 
the driver of FHV 120, and once by the vendor system 310. 
If the voucher code is not valid, deal manager 300 may send 
a validation failed message back to vendor system 310 or the 
driver of FHV 120 indicating that the voucher is invalid. 
0112 FIG. 19 is a flow chart depicting the process flow 
of one embodiment of a deal manager 300. At block 1901, 
deal manager 300 may receive promotional offer data for a 
deal from a vendor system 310. The promotional offer data 
may include deal data as described above with respect to 
FIGS. 6-10. For example, the promotional offer data may 
include deal information describing the deal, time restric 
tions, location restrictions, the number available at that price 
(checked in real time), a retail price, images, or other data 
that may define a deal. The deal information may, for 
example, contain a description of the deal being offered to 
the consumer. Time restrictions may indicate the time a deal 
is to run. A time restriction may include a start time. Such as 
6 PM on Jul. 1, 2011 and an end time, such as 10 PM Jul. 
1, 2011. Location restrictions may comprise a plurality of 
GPS coordinated defining a region where the deal should be 
presented (inclusive restrictions'), or defining a region 
where the deal should not be presented (“exclusive restric 
tions'). The retail price may be an indication of the regular 
price of the item offered in the deal. 
0113. In response to the received promotional offer data, 
deal manager 300 may generate a promotion offer, or deal, 
at block 1902. The deal or promotional offer may include 
Some of the promotional offer data. In addition, the promo 
tional offer may include a consumer category. The consumer 
category may describe the type of customer that may be 
interested in purchasing the deal. For example, a consumer 
category may be “affluent traveler”, “businessman”, “fam 
ily”, “adult entertainment”, “frequent dinner.” Once the 
promotional offer is generated, deal manager 300 may 
publish the deal according to methods described in the 
present disclosure. For example, deal manager 300 may 
publish the deal in a broadcast paradigm. Once the promo 
tional offer publishes, deal manager 300 may wait for one or 
more acceptances of the promotional offer. 
0114. At block 1904, deal manager 300 receives the 
acceptance of a deal. Once the acceptance is received, deal 
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manager 300 extracts location information and payment 
information from the acceptance. The location information 
indicates the location of deal presenter 100 at the time of 
acceptance. The payment information includes data related 
to the amount paid and the account number of the payment 
instrument. Deal manager 300 then, at block 1905, sends the 
payment information to payment processor 320 for process 
ing. Once the payment Successfully processes, deal manager 
300 may generate a voucher and send it to deal presenter 100 
at block 1906. Finally, at block 1907, deal manager 300 may 
generate and send a transportation request to reservation and 
dispatch 350 based on the extracted location information. 
0115 FIG. 20 is a flow chart depicting the process flow 
for one embodiment of a deal presenter 100. At block 2001, 
deal presenter 100 receives a promotional offer. Once 
received deal presenter 100 may add the promotional offer, 
or deal, to a monitor queue. The monitor queue may be a list 
of received deals that are analyzed on a periodic basis to 
determine if all the restrictions, such as time and location 
based restrictions for example, associated with the deal are 
satisfied. In some embodiments, the received deal may be 
added immediately to the monitor queue before being ana 
lyzed, while in other embodiments, the deal is analyzed to 
determine if it should displayed immediately or added to the 
monitor queue. Once the deal is added to the monitor queue, 
deal presenter 100 may periodically analyze the deals in the 
monitor queue to determine if they should be displayed. At 
block 2002, the deal presenter 100 determines if it should 
display the offer. 
0116 FIG. 21 is a flow chart depicting the process flow 
for one embodiment of a deal presenter 100 showing one 
illustrative example of a display offer decision process. The 
process shown in FIG. 21 describes just one process for 
determining whether to display a deal on deal presenter 100 
and it should be understood that other processes and meth 
ods may be used to determine when deals should be dis 
played. For example, another method of determining 
whether deals should be displayed may be for deal presenter 
100 to display all deals it receives. It should also be 
understood that in Some embodiments, some steps of the 
process depicted in FIG. 21 may not be performed. For 
example, in some embodiments, deals may not be matched 
to passengers or consumers based on target attributes as 
described with respect to block 2107. In one embodiment, 
the process shown in FIG. 21 is advantageously performed 
by presentation module 105. 
0117. At block 2101, presentation module 105 deter 
mines if the time restrictions match the current time. If the 
time restrictions match the current time, then processing 
moves to block 2104. For example, a deal may have a time 
based restriction that it is to run from 1 PM on April 4 to 10 
PM on April 5. Presentation module 105 may determine that 
the current time is 1:01 PM on April 4. As a result, 
processing may move to block 2104. If, however, the time 
restrictions do not match the current time, processing moves 
to block 2102, where the presentation module 105 deter 
mines if the deal has expired and should be removed from 
the monitor queue. Using the above example, if the current 
time is 10:03 PM on April 5, the deal has expired. As a 
result, presentation module 105 will remove the deal from 
the queue at block 2103. If, however, the current time is 
earlier than the start time, for example, 12:30 PM on April 
4, the deal is returned to the monitor queue at block 2105 and 
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is not displayed. Another example is that the deal would be 
removed from the monitor queue if all the inventory (of seats 
for example) have been sold. 
0118 When the time restrictions are satisfied, processing 
moves to block 2104 where presentation module 105 deter 
mines if the current location matches the deal location 
parameters. The determination may depend on the current 
location of deal presenter 100. For example, suppose deal 
presenter 100 receives a deal that is geographically restricted 
to areas north of Interstate 215. The deal would enter the 
monitor queue along with other received deals. When pre 
sentation module 105 examines the deal from the queue, it 
will determine the current location of deal presenter 100. 
Presentation module 105 may, for example, determine its 
location through the use of a GPS unit connected to deal 
presenter 100 (in the case, for example, of an in-vehicle deal 
presenter) or it may use a GPS that is part of deal presenter 
100 (in the case of a mobile phone application deal presenter 
or an in-vehicle deal presenter, for example). If deal pre 
sentation module determines that deal presenter 100 is in a 
FHV that is south of Interstate 215, presentation module 105 
may not display the deal, but instead leave the deal in the 
monitor queue to be re examined later at block 2105. In 
some embodiments, presentation module 105 may store the 
deal in memory and then display the deal when deal pre 
senter 100 travels north of Interstate 215, and processing 
may continue to block 2107. 
0119) At block 2107, the presentation module 105 deter 
mines if the deal target attributes match the attributes of the 
passenger or consumer viewing the deal presenter 100. The 
deal target attributes may, in Some embodiments, be a 
consumer category. The deal may contain a consumer cat 
egory that described a target consumer to which the deal 
should be displayed. The presentation module 105 may also 
decide whether the current consumer or passenger is of the 
same consumer category. In embodiments where deal pre 
senter 100 is installed in a FHV, presentation module 105 
may determine the passenger's consumer category based on 
information related to the passenger's trip. For example, if 
the FHV is a limo, as opposed to a shuttle or taxi, presen 
tation module 105 may determine that the passenger is of the 
consumer class “affluent traveler” or if the FHV is a mini 
van, as opposed to sedan, the presentation module 105 may 
determine the passenger is of the consumer class “family.” 
Presentation module 105 may also use the pick-up location, 
or current destination location, to glean information about 
the passenger that may be used to determine the consumer 
class for the passenger. For example, if the passenger is 
picked up at a high end hotel and is planning on traveling to 
a sushi restaurant, presentation module 105 may determine 
that the passenger is of the “affluent traveler and “frequent 
diner” consumer categories. In embodiments where deal 
presenter 100 is a mobile device or other general purpose 
computing system, a consumer category may be determined 
from the consumer's prior deal purchase history, or con 
Sumer entered attributes. In some embodiments, instead of 
or in addition to consumer categories, destination informa 
tion may be used to match deals with a passenger. For 
example, if the passenger is traveling to an adult entertain 
ment venue, presentation module 105 may match the pas 
senger with deals for other adult entertainment venues in the 
hope of the passenger changing his or her desired destina 
tion. 
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0120. Once presentation module 105 determines that the 
deal target attributes match the passenger or consumer 
attributes, processing continues to block 2108. At block 
2108, the total cost of the deal is determined. In some 
embodiments, deal presenter 100 may not present a deal if 
the deal does not provide a discount once the current 
accumulated fare is included in the deal. Accordingly, pre 
sentation module 105 sums the current accumulated fare and 
the deal rate at block 2108 after which processing moves to 
block 2109 to determine if the Summed value is less than the 
retail price of the deal. For example, deal presenter 100 may 
receive a deal for S20 tickets for S10. If, however, passenger 
115 has accumulated a fare of S12, the accumulated fare, 
plus the cost of the deal of S10 may result in a cost of $22 
to accept the deal. Thus, presentation module 105 may not 
display the deal because the cost of accepting the deal for the 
ticket exceeds what the ticket would normally cost and the 
deal is returned to the monitor queue at block 2105. If, 
however, presentation module 105 determines that the accu 
mulated fare plus the deal rate results in a deal price that is 
lower than the retail price, processing may move to block 
2010, and the deal may be displayed. In another embodiment 
the functions of the presentation module 105 of the deal 
presenter may advantageously be handled as part of the deal 
manager 300. In this embodiment the deal manager would 
keep track of all the current information about the for-hire 
vehicles in the overall system including for example location 
and fare status as well as what ever information is known 
about the passenger(s). This information would then be used 
to make the decision about where and when to present the 
offers available. 

0121 Returning to FIG. 20, if deal presenter 100 decides 
to display the promotional offer, it may then determine if the 
promotional offer has been accepted at block 2003. If the 
offer is accepted, payment information is collected at block 
2004. The payment information may be collected, in some 
embodiments, through the use of a POS terminal. Once the 
payment information has been received, deal presenter 100 
may send the acceptance to deal manager 300. Finally, at 
block 2006, deal presenter 100 may receive confirmation 
that the promotional offer has been processed and deal 
presenter 100 may receive a voucher that can be redeemed 
at venue 310. 

0122 FIG. 22 illustrates an embodiment of a deal man 
ager computing system 2200 in data communication with a 
promoter entity 2220, over a computer network (for 
example, the Internet). In certain embodiments, the deal 
manager 2210 and/or promoter entity 2220 comprise one or 
more computer processors for processing data. The pro 
moter entity may be an individual. Such as a driver of an 
FHV, a business, company, or other entity. The promoter 
entity 2220 is associated with a promotions communication 
device 2222 that is outfitted with a deal service application 
2223. The deal service application 2223 may be electronic, 
Such as a downloaded software application, or may be 
physical. Such as an advertising poster, leaflet, Sticker, etc. 
Example electronic deal service applications may include 
Software applications, such as for use on a computer or Smart 
phone. In the case of a physical application, the application 
may be a print advertisement, or the like. For example, the 
application may be a poster or billboard that serves to 
promote one or more deals, wherein the poster or billboard 
displays an identifier, or code, uniquely associated with the 
promoter entity 220. A consumer may purchase a deal, or 
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conduct a transaction promoted by the print material, in 
response to viewing the material. In certain embodiments, 
the identifier displayed may be input in connection with Such 
a purchase or transaction, thereby providing information to 
the deal manager 2200 which is used by the promotion 
compensation module 2212 in calculating a benefit to pro 
vide to the promoter entity 2220 as compensation for 
promoting the deal or service. The deal service application 
2223 may promote one or more specific deals provided by 
a deal service, or the deal services generally. 
I0123. In one embodiment, deal manager 2200, is a com 
puting system that is IBM, Macintosh or Linux/Unix com 
patible. Deal manager 2200 may, in Some embodiments, 
include one or more processors, which may include one or 
more conventional or proprietary microprocessors. Deal 
manager 2200 may further include memory. Such as random 
access memory (“RAM) for temporary storage of informa 
tion and/or read only memory (“ROM) for permanent 
storage of information, and/or other data storage. Such as a 
hard drive, diskette, or optical media storage device. In 
certain embodiments, the deal manager includes data storage 
needed for managing and maintaining deals, or for storing 
historical deal information. Such storage may store data in 
databases, flat files, spreadsheets, or any other data structure 
known in the art. 
0.124. The deal manager 2210 may be generally con 
trolled and coordinated by operating system Software. Such 
as the Windows 95, 98, NT, 2000, XP, Vista, Linux, SunOS, 
Solaris, PalmOS, Blackberry OS, iPhone OS, Google 
Android, or other compatible operating systems. In Macin 
tosh systems, the operating system may be any available 
operating system, such as MAC OS X. In another embodi 
ment, deal manager may be controlled by a proprietary 
operating system, that is, one that had been custom made for 
the purposes of embodying certain of the systems and 
methods described herein. Conventional operating systems 
control and schedule computer processes for execution, 
perform memory management, provide file system architec 
ture, networking, and I/O services, and may provide a user 
interface, such as a graphical user interface (“GUI) for 
display, among other things. 
0.125. The deal manager 2210 may also include one or 
more commonly available I/O devices, such as for example, 
a printer, buttons, a keyboard, a display, a touchpad, a USB 
port, and the like. In certain embodiments, the deal manager 
2210 includes I/O devices and/or interfaces that provide a 
communication interface to various external devices. For 
example, the deal manager 2210 may be in communication 
with a computer network, such as any combination of one or 
more LANs, WANs, or the Internet, for example, via a 
wired, wireless, or combination of wired and wireless, 
connections via a network interface of I/O devices and/or 
interfaces. The deal manager 2210 may also include several 
application modules that may be executed by one or more 
processors. Software code associated with one or more 
modules included in the deal manager 2210 may be stored 
on a tangible computer-readable medium Such as for 
example, RAM or ROM. 
0.126 The modules represented as promoter entity 2220, 
promotions communication portal/device 2222, and deal 
service application 2223 may comprise many forms or 
attributes, as suitable or desirable. For example, in an 
embodiment, the promoter entity is an individual or com 
pany associated with an FHV, the FHV including a promo 
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tions computer display, or other promotional tool. In an 
embodiment comprising a computer display (Such as the 
deal presenter described above), the computer display may 
prompt or allow access to a passenger of the FHV to view 
or interact with deal services, such as by using a down 
loaded, installed, or firmware-based deal services applica 
tion. 

0127. In certain embodiments, the promoter entity is an 
individual or business entity that controls or operates a 
billboard that displays deal service content. The display may 
include an identifier, or code, associated with the promoter 
entity, that may be input to the deal manager 2210 in 
connection with a purchase or transaction made by a con 
Sumer. The identifier may be used by the promotion com 
pensation module 2212 in calculating a benefit to provide to 
the promoter entity in compensation for promoting the deal 
service content. In another embodiment, the promoter entity 
is a commercial or residential building. Such as an apartment 
building, hotel, office building, etc., including an elevator, or 
other conveyance device. Such as an escalator, associated 
with a display screen, print media, or the like that displays 
deal service content. For example, the deal service content 
may be in the form of an interactive, or non-interactive, 
application on a display screen, such as a display screen of 
a computer device connected to the display Screen either 
locally, or over a network. In another embodiment, the 
promoter entity 2220 is a retail or wholesale establishment, 
Such as a grocery store or department store, associated with 
an advertisement module (meaning, promotions communi 
cation portal) that displays deal service content (meaning, 
deal service application). For example, the advertisement 
module may be associated with a self-checkout display, or 
other in-store module (such as the displays often seen at cash 
registers with displays, which may advantageously be inter 
active, permitting touch screen entry by the user). In certain 
embodiments, as an individual is engaged in a checkout 
transaction, a device prompts or allows the individual to 
access or view a deal service application contained on or 
within the device, such as by selecting an icon on a screen. 
In some embodiments, the promoter entity is an individual 
or business entity associated with a billboard (meaning, 
promotions communication portal) that displays deal service 
content (meaning, deal service application). The embodi 
ments described above are intended as examples only, and 
the promoter entity 2220, promotions communication portal/ 
device 2222 and deal service application 2223 may take on 
any Suitable or desirable form, or may be used in any 
suitable or desirable context. 

0128. The promotions communication portal/device 
2222 and/or deal service application 2223 may include 
functionality or promote functionality allowing for data 
related to a consumers attention to or Solicitation of deals or 
services promoted by the promotions communication device 
to be transferred to a deal manager system 2210. Such 
transfer may be facilitated, for example, by entering a 
promotional code by a consumer or the promoter entity 
2220, such as a code that identifies a particular promoter 
entity 2220, either locally, or at a remote location. In certain 
embodiments, transfer of transactional data is facilitated by 
connecting the promotions communication portal 22 to the 
deal manager system 2210. Such as over a network. 
0129. In certain embodiments, the deal manager system 
comprises one or more computer servers, processors, I/O 
devices, or other computing functionality. The promotions 
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communication portal and/or deal service application may 
provide the transaction data to the deal manager system 
2210 over a network, such as the Internet, or a telephone 
network, or through some other transmission medium, 
whether electronic or physical. Such as the postal service. 
The deal manager system 2210 may be configured Such that 
transactional data from the promotions communication por 
tal 2222 is stored in a transaction data database 2214. 
Transaction data may include, for example, date and/or time 
information associated with a deal service transaction. 
0.130. The deal manager system 2210 includes a promo 
tion compensation module 2212. The promotion compensa 
tion module 2212 may include one or more processors 
and/or memory devices, and may be in data communication 
with the transaction data database 2214. In certain embodi 
ments, the promotion compensation module 2212 includes 
data associated with payment preferences or methods asso 
ciated with one or more promoter entities. Payment prefer 
ences or methods may include, for example, designation of 
a bank account for direct-deposit, or payment by check or 
cash, or other method of payment. 
I0131. In certain embodiments, the deal manager 2210 
and/or transaction data module 2214 include data that allows 
for distinguishing between different promoter entity types. 
For example, the deal manager 2210 may include function 
ality to distinguish between taxi drivers, limo drivers, and/or 
other FHV drivers. In certain embodiments, the deal man 
ager 2210 includes functionality to distinguish between 
drivers in a certain geographic area, or drivers in service a 
certain time. Such functionality may advantageously allow 
for communication or interaction with selective groups of 
promoters. 
0.132. The promotion compensation module 2212 facili 
tates the transfer of compensation or other benefit to the 
promoter entity 2220, or to an account or entity associated 
with, or designated by, the promoter entity. Example types of 
benefits may include money payments, “in-kind transfers, 
or a voucher, or other type of benefit or combination of 
benefits) For example, the promotion compensation module 
may transfer compensation to the promoter entity automati 
cally or otherwise based on transactional information 
received from the promotions communication portal 2222. 
Compensation may include any combination of money, 
Vouchers, awards, recognition, or any other form of consid 
eration or compensation. In certain embodiments, when a 
consumer conducts a transaction in connection with, or 
based on, the promotions communication portal 2222, the 
promotion compensation module 2212 receives data asso 
ciated with Such transaction from the transaction data data 
base 2214, and, based at least partly on Such transaction, 
transfers, or causes the transfer of compensation to the 
promoter entity 2220. In certain embodiments, compensa 
tion is transferred by mail. Such as in the form of a check. 
0.133 FIG. 23 is a block diagram illustrative of an 
embodiment of a deal manager computer system 2310, 
which may comprise one or more computing systems con 
trolling its operation, in communication over network 2360 
with an employer entity 2340 and/or one or more venues 30, 
among possibly other entities or devices, as illustrated. 
While FIG. 23 may illustrate various components of the 
system 2300 as separate computing systems or modules, the 
functionality provided for in the systems and modules of 
FIG. 23 may be combined into fewer components and 
modules or further separated into additional components and 
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modules. In addition, while the blocks of FIG. 23 are 
described in the singular for ease of reference, embodiments 
may include more than one of any of the various blocks. For 
example, in one embodiment, there will advantageously be 
a plurality of venues/vendors 2330, employer entities 2340, 
consumers 2350, and/or promoters 2320, 2322, and/or a 
plurality of FHV's 2326, 2328. The various components of 
the system 2300 may be related or connected, such as 
through ownership, social or business interaction, employ 
ment, or otherwise. As illustrated in the figure, solid lines 
indicate data communication between two or more compo 
nents, while dashed lines represent Some type of association 
or relationship between components that does not necessar 
ily correspond to a data communication link between them. 
0134. In an embodiment, the deal manager 2310 is a 
computing system responsible for managing deals. The deal 
manager 2310 may advantageously provide interfaces for 
vendors to define deals and may accept deal definitions 
created by vendors. The deal manager 2310 may also assist 
in the publication of deals to one or more promoters 2320, 
2322. The deal manager 2310 may also receive information 
relating to the acceptance of a deal, for example by a 
consumer 2350. In certain embodiments, when deal manager 
10 receives information from a promoter, for example, 
promoter A 2320, that a deal service transaction has taken 
place, the deal manager 2310 may facilitate the transfer of 
compensation to the promoter and/or an employer entity 
associated with the promoter based at least in part on the 
transaction information. For example, a promoter may 
receive compensation a per-transaction basis. 
0135 The system 2300 includes one or more promoters 
(for example, promoter A and promoter B) engaged in 
promotional activities related to deal services provided 
through the deal manager 2310. As described herein, pro 
moters may be individuals, businesses, or any other type of 
entity. Once a promoter has registered with the deal manager 
2310. Such as through an online registration process (see 
FIG. 26), or any other Suitable registration process, certain 
information relating to the promoter is contained within the 
promoter database 2312. Such information may include, for 
example, information relating to method of transfering com 
pensation to the promoter, Such as bank account information, 
physical address, and/or the like. Examples of types of 
promoters may include taxi drivers, venue doormen, con 
cierges, or other service providers. The promoter 2320 may 
also provide feedback information to the deal manager 
system 2310, such as information related to vendors, or 
experiences or comments related to the deal manager's deal 
services. 

0136. In certain embodiments, a promoter can promote 
deal services provided through the deal manager 2310 to one 
or more consumers 2350. For example, a promoter may be 
a driver of an FHV, and a consumer 2350 may be a passenger 
of the FHV 60. In certain embodiments, the promoter 2320 
promotes deal services to the consumer 2350, for example, 
while the consumer 2350 is a passenger in an FHV 26 driven 
by the promoter 2320. When the promoter 2320 is successful 
in promoting deal services, that is, the consumer 2350 
engages in a transaction in connection with promotional 
efforts of the promoter 2320, then the promoter and/or the 
promoter's employer or affiliated company, may receive 
compensation from the deal manager 2310. A transaction 
may be connected to a promoter's promotional efforts if, for 
example, the consumer 2350 inputs a code uniquely iden 
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tifiable with the promoter 2320 when making the transac 
tion. Other information may also demonstrate a connection 
between the promoter's efforts and a transaction, Such as a 
network address of a device used in the transaction, a 
time-stamp of the transaction, a location of the transaction, 
or other information. Certain embodiments provide a system 
2300 that permits access by vendors to people such taxi 
drivers, limo drivers, doormen, and/or others that provide 
recommendations for venues such as shows, clubs and 
restaurantS. 

0.137 In certain embodiments, the consumer 2350 may 
download a deal service application from the deal manager 
2310 to an electronic device 2352, which may be a mobile 
device. Such a download may be considered a transaction 
for purposes of prompting compensation of the promoter 
2320. In certain embodiments, downloading of the deal 
service application may be done in connection with entering 
a code or other identifier associated with the promoter, 
thereby linking the consumer 2350 to the promoter 2320. In 
certain embodiments, future transactions using the down 
loaded application may also prompt compensation of the 
promoter 2320 and/or an employer 2340. For example, 
employer 2340 may be a company owning or leasing one or 
more FHVs. Compensation of the promoter 2320 in con 
nection with use of the downloaded application may con 
tinue indefinitely, or for a certain period of time. For 
example, the promoter 2320 may be able to receive com 
pensation in connection with use of the downloaded appli 
cation, or for transactions associated with the promoters 
identifier, while the promoter's registration information is 
current or valid with respect to the promoter database 2312. 
In certain embodiments, when promoter 2320 switches 
company/employer or geographic affiliation, the promoters 
registration information may become invalid, and further 
transactions will not result in any compensation being paid 
to the promoter. 
0.138. The system 2300 may be configured such that the 
promoter 2320 is notified, for example, via text message, 
email, or other mechanism, when the consumer 2350 con 
ducts a transaction using the downloaded application or in 
connection with the promoter's identifier. Such notification 
may provide incentive or encouragement for the promoter to 
engage in continued promotional activities. As described in 
greater detail above in connection with FIG. 4, for example, 
consumer transactions using the downloaded application 
may involve the consumer transmitting a deal request/ 
acceptance to the deal manager 2310 over a network 2360 
and receiving a deal Voucher, either electronically or other 
wise, in response from the deal manager 2310. 
0.139. In addition to, or in alternative to, promoting the 
downloading of deal service applications, the promoter 2320 
may be compensated for various other promotional efforts. 
For example, the promoter 2320 may be the driver of an 
FHV 26 that contains a promotions communication portal/ 
device, as described above in connection with FIG. 22. In 
certain embodiments, FHV 26 contains a computer device 
including a display visible to passengers of the FHV, as 
described above with respect to FIG. 1. The consumer 2350 
may advantageously conduct a deal transaction using the 
computer device in the vehicle. In certain embodiments, 
such a transaction may be linked with the promoter 2320, 
Such that the promotion compensation module 2312 is 
configured to calculate the benefit or amount due to the 
promoter 2320 based on the transaction. For example, the 
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deal manager 2310 may include information related to 
FHV/driver association, such as driving schedules, vehicle 
identifiers, or any suitable means of identifying the promoter 
2320 as the driver of the FHV 2326 at the time of a 
transaction. In an embodiment, the consumer inputs the 
promoter's identifier into the computer device at the time of 
the transaction. This may advantageously be done by taking 
a scan or photo of a bar code or QR code, for example, which 
is in the vehicle, or on a card. In certain embodiments, a 
distribution card provided by the driver includes a magnetic 
strip that may be scanned using a card reading device, the 
magnetic strip containing the driver's identifier. In another 
embodiment, the drivers identification code is automatically 
included based on the driver's identification input by the 
driver when the driver begins his shift. 
0140. The system 2300 may include one or more addi 
tional promoters and/or FHV's (for example, promoter B 22, 
FHV 28), which may or may not be associated with pro 
moter A, FHV 26, and/or promoter A's employer. Promoter 
database 2314 may include registration information related 
to both promoter A and promoter B and may advantageously 
include functionality to compare performance. Such as the 
number of associated transactions, between a large number 
of promoters stored in the promoter database 2312. In 
certain embodiments, the promoter database 2314 may 
include functionality to sort promoter performance by 
venue. For example, promoter database 2312 may include 
functionality to provide a list of top performers with respect 
to deals offered by a specific vendor. Such information may 
be of interest to the venue for promotional reasons. 
0141. As described above, deal manager 2310 includes a 
promoter database 2312 that includes various information 
related to one or more promoters, such as promoters who are 
registered with the deal manager 2310 as participating 
promoters. The system 2300 may provide a means for a 
promoter to register with the deal manager 2310 in order to 
facilitate receiving compensation from deal manager 2310 
for promotional activities, among other things. The promoter 
database may include Such information as registration infor 
mation (described in greater detail below with reference to 
FIG. 26) and transaction data associated with deal transac 
tions facilitated or promoted by one or more promoters. The 
transaction data may include, for example, information 
relating to the number of transactions a given promoter or 
promoters are involved with, or associated with. This infor 
mation may facilitate identification of promoters who are 
relatively successful in their promotional activities (for 
example, a “top performers’ subset of the total set of 
registered promoters), for purposes of for example, perfor 
mance evaluation. Performance evaluation may be based on 
a number of types of information. For example, performance 
evaluation may be based on the quantity or quality of 
transactions, location of transactions, type of deals involved 
in the transactions, time of day during which transactions are 
conducted, or other information. In an embodiment, perfor 
mance is measured by, for example, the number of transac 
tions or purchases a given promoter was responsible for over 
a given period of time, such as a week or month. For 
example, a top performers group may include all promoters 
who were the source of at least ten purchases/downloads in 
a week. In another embodiment, a top performers group may 
include a percentage of registered promoters with the high 
est Volume of purchases/downloads. For example, the top 
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performers group may include the top 10% or 20% of 
promoters, or some other percentage. 
0142. The system 2300 may be configured such that 
transaction data stored by the deal manager 2310 may be 
provided to one or more entities, such as, for example, a 
vendor 2330, or an employer or potential employer 2340. 
For example, the deal manager 2310 may provide transac 
tion data to venue 2330, possibly in response to a data 
request. The venue 2330 may provide promotional materials 
or secondary incentives to the deal manager 2310 based on 
the data, for example, to be conveyed to a subset of the 
promoters (taxi and limo drivers, for example) who have 
been especially helpful in receiving a relatively large num 
ber of purchases by the venue. Secondary incentives may 
include some type of compensation, such as a voucher for 
use in connection with the venue 2330, or some type of 
award or recognition. In an embodiment, the data received 
by the venue 2330 does not contain personal identification 
information relating to promoters. For example, the data 
may merely comprise general notice of promotional activity 
of registered promoters, such as information related to top 
performers among the registered promoters. In certain 
embodiments, the deal manager 2310 stores information 
relating to one or more vendors, the deal manager 2310 
including functionality to separate information relating to 
promoters and information relating to vendors. 
0143. The system 2300 may advantageously allow for 
indirect communication between vendors 2330 and promot 
ers 2320, 2322, while maintaining complete confidentiality 
of the promoters. In certain embodiments, the system 2300 
does not provide a mechanism by which vendors can reach 
out to promoters directly or discover names, addresses, or 
other personal information of promoters. 
0144. Likewise, the employer (such as a taxi fleet opera 
tor) may receive transaction data, for example, through a 
network 2360, either on a periodic basis or in response to a 
request or other event. For example, an employer may wish 
to convey employment materials to one or more promoters 
by transferring such material to the deal manager 2310, and 
the deal manager 2310 transferring the material to one or 
more registered promoters. In certain embodiments, the 
registration information contained in the promoter database 
provides information for use by the deal manager 2310 in 
contacting registered promoters. The vendor may send mate 
rials, via the deal manager 2310, to specific subsets of 
promoters. For example, a vendor may wish to send mate 
rials to promoters (as opposed to sending material only to 
deal presenters in particular FHVs) that fit specific criteria, 
Such as being in a particular place at a particular time, or the 
like. Such information may be available in promoter data 
base 2314. 

0145. In certain embodiments, the deal manager 2310 
transfers information using a mass-communication mecha 
nism, such as a blast email or text message, to all or a 
selected subset of the registered promoters. For example, the 
deal manager 2310 may use a mass-communication mecha 
nism to convey information or material to promoters that 
was provided by a venue 2330 or employer entity 2340. The 
subset could be drivers who will be working on a particular 
night, drivers working in a particular territory, or drivers 
available at a particular time. 
0146 FIG. 24 illustrates a flow chart for a method 2400 
for promoting a deal using information related to a promoter 
and compensating the promoter for promotional efforts. At 
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block 2410, a deal manager system receives promoter reg 
istration information (for example, using the promoter-user 
interface of FIG. 26). In certain embodiments, the registra 
tion information is input using a user interface of a computer 
system by an individual, such as an FHV driver, who is 
interested in promoting deals and being compensated there 
fore. Upon receipt of the promoter registration information, 
the deal manager system generates a promoter identifier 
associated with the promoter. This takes place at block 2430. 
For example, the identifier may be a unique identifier 
associated with the promoter and may include one or more 
alpha-numeric characters. In certain embodiments, the iden 
tifier is a five-digit number. In certain embodiments, regis 
tration information is received in hard-copy form and pro 
cessed by a processor System in the deal manager system. 
0147 Once the promoter identifier has been generated, it 

is provided, electronically or otherwise, to the promoter. 
This step is performed at block 2430. For example, the 
promoter identifier may be provided via email or text 
message, or may be printed on physical business cards 
which are provided to the promoter (see FIG. 28). Such 
cards may be designed to be distributed by the promoter in 
order to promote one or more deals, a deal service, and/or 
the promoter identifier of the promoter to potential consum 
ers. Furthermore, cards may have a barcode, a QR code, 
and/or magnetic strip to permit easy transfer of the code. 
0148. At block 2440, the data manager system receives a 
request from a customer to download a mobile application 
associated with a deal program. In certain embodiments, the 
deal manager system is configured to receive along with the 
request a promoter code input. For example, a customer may 
enter the promoter code in connection with the download 
request. In an embodiment, a promoter code field is auto 
matically populated based on driver Schedule information, 
or other information indicating the identity of the promoter 
driver (such as the driver's login at the start of his shift). For 
example, an electronic device of the driver may communi 
cate wirelessly with a point-of-sale device or application to 
identify the driver. Upon receiving the request, a controller 
of the deal manager system facilitates the download of the 
mobile application from the deal manager system to a 
customer device over a network. 

0149 Based on the promoter code included with the 
download request, the deal manager system determines a fee 
or other compensation (such as free tickets or vouchers) to 
be paid to the promoter associated with the promoter code, 
and provides the fee payment to the promoter through some 
means. In certain embodiments, the promoter registration 
information provides payment preference information upon 
which the payment transfer is based. For example, the deal 
manager system may wire or otherwise transfer a money 
payment to an account identified by the promoter, or pay 
ment may be transferred to the promoter's employer, who 
may further direct the payment, or a portion thereof, to the 
promoter through the employee pay check. The fee payment 
may serve as compensation for promotion by the promoter 
of one or more deals or services to the customer. 

0150 FIG. 25 is a flow chart depicting the process flow 
of an embodiment of a process 2500 of processing a deal and 
compensating a promoter therefore. At block 2510, a deal 
manager may receive promotional offer data for a deal from 
a vendor system. The promotional offer data may include 
deal data as described above with respect to FIGS. 6-8 2510. 
For example, the promotional offer data may include deal 
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information describing the deal, time restrictions, location 
restrictions, the number available at that price (checked in 
real time), a retail price, images, or other data that may 
define a deal. The deal information may, for example, 
contain a description of the deal being offered to the con 
Sumer. Time restrictions may indicate the time a deal is to 
run. A time restriction may include a start time, such as 6 PM 
on Jul. 1, 2012 and an end time, such as 10 PM Jul. 1, 2012. 
Location restrictions may comprise a plurality of GPS 
coordinates defining a region where the deal should be 
presented (inclusive restrictions'), or defining a region 
where the deal should not be presented (“exclusive restric 
tions'). The retail price may be an indication of the regular 
price of the item offered in the deal. 
0151. In response to the received promotional offer data, 
the deal manager may generate a promotion offer, or deal, at 
block 2520. The deal or promotional offer may include some 
of the promotional offer data. In certain embodiments, the 
deal manager may provide access to consumers to exclusive 
deals unavailable with other deal sources. In addition, the 
promotional offer may include a consumer category. The 
consumer category may describe the type of customer that 
may be interested in purchasing the deal. For example, a 
consumer category may be “affluent traveler,” “business 
man,” “family,” “adult entertainment,” “frequent diner.” 
Upon receiving the promotional offer data, the deal manager 
system may be configured to query the vendor, or a local 
database, to determine whether the promotional offer is the 
best currently available offer offered by the vendor. For 
example, the deal manager may provide notification to the 
vendor if it is determined that the deal is not the best current 
offer available to advertise, and may encourage the vendor 
to provide an alternative deal. Once the promotional offer 
publishes, such as on an in-vehicle deal presenter, as 
described above with respect to FIG. 1, among others, the 
deal manager may wait for one or more acceptances of the 
promotional offer. 
0152. At block 2550, the deal manager receives an accep 
tance of a deal in the form of a solicitation from a consumer. 
The Solicitation may include information associating the 
solicitation with a specific promoter identifier. At block 
2560, the deal manager processes payment information of 
the consumer and generates and sends a Voucher to the 
consumer related to the deal at block 2570. Transmission of 
the Voucher may be contingent on Successful processing of 
the payment information. The payment information may 
include data related to the amount paid and the account 
number of the payment instrument. 
0153. At block 2580, the deal manager calculates a 
benefit to be provided to the promoter. In certain embodi 
ments, the compensation is of the form of a money payment, 
Such as, for example, a small percentage (advantageously 
between 0.01% and 2%) or a flat payment in an amount 
between $0.01-0.49, S0.50-0.99, $1.00-5.00, or higher. The 
calculated value may diminish as the time since the con 
Sumer was contacted increases, such that over the course of 
a year, the value may be, for example, reduced to Zero. In 
certain embodiments, recurrent contact with the consumer 
increases the benefit value, or prevents the benefit value 
from decreasing. 
0154 FIG. 26 is a screenshot showing an embodiment of 
a promoter-registration user interface. The user interface of 
FIG. 26 may advantageously be a web page or user interface 
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of a computer application that executes on a system that may 
be in communication with a deal manager system. 
0155. In some embodiments, a promoter may register 
with a deal manager. Registration may facilitate compensa 
tion of a promoter for promotional services provided. Vari 
ous types of information related to the promoter may be 
required, or desired, in association with registration of the 
promoter. Examples, as shown, include name, physical 
address, email address, phone number, gender, date of birth, 
employer, login password. After registering, a promoter may 
be able to login to a server managed by the deal manager to 
perform various tasks, enter or revise or update previously 
submitted information, or view content provided on the 
server. For example, server content may include promotional 
material related to promoter compensation and/or various 
deals and promotions directed to all promoters or to par 
ticular categories of promoters, such as drivers, or to Sub 
categories of drivers, for example, all drivers that are cur 
rently located in a particular geographical area. 
0156. In some embodiments, the data entered into the 
user interface by the promoter may be used by the deal 
manager system to generate one or more identifiers associ 
ated with the promoter. The term “identifier, is used herein 
according to its broad and ordinary meaning and may 
include, for example, a unique code comprising one or more 
alphanumeric characters. 
(O157 FIG. 27 illustrates an embodiment of a portable 
promoter registration system 2700 in accordance with one or 
more embodiments of the present disclosure. The registra 
tion system 2700 includes a deal manager system 2710 
including a promoter database 2714. In certain embodi 
ments, a promoter 2720 can register with the deal manager 
system 2710. Promoter 2720 may be, for example, an 
employee of employer A 2740 at the time of registration with 
the deal manager system 2710. Employer A may be a 
participating company and have a relationship or affiliation 
of some kind with the deal manager system 2710. 
0158. At some point, promoter 2720 may leave the 
employ of employer A. For example, promoter 2720 may 
leave employer A and become employed by employer B 
(illustrated by line 2702). In certain embodiments, the 
promoter's registration is portable in the sense that, in 
certain circumstances, the promoter 2720 can maintain its 
registration and relationship with the deal manager system 
2710 when changing employment positions. That is, it is not 
necessary for the promoter 2720 to re-register with the deal 
manager system 2710. In certain embodiments, in order for 
the promoter's registration to be maintained through a 
change of employment, employer B must also have a 
relationship with the deal manager 2710, for example, as a 
participating company or entity. In certain embodiments, as 
long as employer B is a current/active owner or operator in 
the deal service program and maintains deal presenter 
devices in at least some FHV's owned by the employer. 
0159. The promoter 2720 may leave employer A and 
work independently of an employer (as illustrated by arrow 
2704), or work for an employer that does not have a 
relationship with the deal manager 2710. In certain embodi 
ments, the promoter 2720 may still be able to maintain its 
registration. Furthermore, in certain embodiments, the pro 
moter 2720 may relocate to a geographic region that is 
outside the scope of the promoter's employer's relationship 
with the deal manager 2710. However, the promoter 2720, 
depending on the embodiment, may still maintain its regis 
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tration with the deal manager 2710 and exploit the deal 
managers associated compensation program as a revenue 
stream. In this sense, the portability aspect of certain 
embodiments effectively allows a promoter to maintain a 
side-business comprising its promotional activities and 
income associated with its status as a registered promoter 
and presence in the promoter database 2714. When the 
promoter changes employment from employer A 2740 to 
employer B 2745 (illustrated by arrow 2702), the promoter's 
registration information contained in the promoter database 
may be updated by the deal manager 2710 to remove or 
modify information relating to the association between the 
promoter 2720 and employer A. Furthermore, the promot 
er's registration information may be updated to reflect an 
association between the promoter 2820 and employer B 
2745. In certain embodiments, other registration information 
is unaltered by the change in employment. 
0160 FIG. 28 is an embodiment of a promoter identifier 
communication tool 2800. In certain embodiments, the 
communication tool is a physical or electronic copy of a 
business card that may be distributed in various ways, Such 
as by personally handing to a potential consumer. For 
example, business cards may include a magnetic strip or 
RFID technology for communicating a promoter identifier. 
A deal manager may provide Such materials to a promoter in 
order to facilitate the promotional activities of the promoter. 
In the depicted embodiment, the card 2800 includes the 
promoter's name 2802, title 2803, email address 2804, 
phone number 2805, and promoter identifier 2801. Further 
more, the card 2800 may comprise a web address 2806 for 
a website or webpage associated with the promoter. The 
website may be, for example, accessible only to customer's 
of that promoter and included as a private portion of the 
overall content maintained by the deal manager. Further 
more, the website may provide a mechanism for the pro 
moter to receive benefits in compensation for promoting 
deal services. For example, the webpage may include adver 
tisements for viewing by the promoter's customers. The 
promoter may receive compensation in connection with 
advertisement views on his or her webpage. The webpage 
may include information, such as recommendations, or may 
provide an interface for exchanging information, Such as 
direct communication functionality, or concierge-type ques 
tions. In certain embodiments, the card 2800 includes one or 
more additional pieces of information, or omits one or more 
of the pieces of information depicted in FIG. 28. 
0.161 Distribution of a card or the like may provide a 
mechanism for a promoter to communicate its identifier to a 
consumer. However, any Suitable means for communicating 
the identifier may be implemented. For example, a promoter 
may transmit the identifier via Some wireless connection 
protocol or media, such as BlueTooth, WiFi, RFID, infrared, 
inductive coupling, or the like. Such transmission may be 
from a card, phone, or may be from an intelligent system 
component that is able to identify that the promoter is 
operating the FHV. Text messages and/or emails, which may 
contain a website link, may also provide a means to com 
municate the identifier. 

(0162 FIG. 29 illustrates an embodiment of an electronic 
device utilizing a deal service downloadable application. 
The device 2900 includes a display for providing a visual 
interface for a user. The electronic device 2900 may be a 
handheld mobile device. Such as a Smart phone (for 
example, an iPhone or Android phone), or any other type of 
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electronic device comprising a display and having the ability 
to communicate electronically with the World-Wide-Web. In 
certain embodiments, when a user, such as a consumer, 
downloads the deal service application to his or her elec 
tronic device, an interface is presented to the user. The 
interface may serve as a means to allow a user to input a 
promoter identifier and transmit the same to a deal manager 
system over a network. The promoter identifier, for example, 
may be associated with a promoter who directed or Sug 
gested the customer to download the application. Such 
download may occur at any location, such as in the passen 
ger compartment of an FHV over a wireless network. In 
certain embodiments, the promoter code field 2903 is auto 
matically populated. Furthermore, in certain embodiments, 
the application/smartphone 2900 allows for input of pro 
moter identification through the use of a camera image 
capture of an identification number or symbol 
0163 The application may present the interface shown in 
FIG. 29 when the application is initially launched, and not 
necessarily thereafter. In certain embodiments, it may be 
optional to enter Some or all of the information requested on 
the interface shown. For example, it may be possible for a 
user to enter the application by pressing a button 2904 or 
otherwise without entering certain requested information. In 
certain embodiments, only the email address 2902 is 
required to be input by the user before the user may proceed 
by pressing, or clicking the button 2904, which causes the 
application to proceed past the interface shown in FIG. 29. 
In some embodiments, when the user presses the button 
2904, the application proceeds past the depicted interface 
regardless of what information has been entered. 
0164 FIG. 30 is an illustrative screenshot showing an 
embodiment of a deal purchase user interface including a 
promoter identifier input field. As described above with 
reference to FIGS. 11-15, a deal may be presented on a deal 
presenter, Such as an electronic device located within an 
FHV. However, screenshot 3000 may be part of any type of 
promotions communication portal or device. Such as is 
described above with reference to FIG. 22. In an embodi 
ment, once a consumer selects a deal for purchase, the 
electronic device may display a payment information user 
interface 3000. Interface screen 3000 may include a field for 
entering payment information 3001, 3002. In certain 
embodiments the electronic device includes a field for 
entering a promoter code associated with, for example, the 
driver of an FHV in which the electronic device is disposed. 
0.165. In certain embodiments, it may not be required to 
enter the promoter code in order to complete the transaction. 
However, if the code is not entered, the associated promoter 
may not be compensated as in the case where the code is 
properly entered. In certain embodiments, it is unnecessary 
for the consumer to enter a promoter code in Such an 
electronic device, as information associated with the device 
provides adequate identification of the associated promoter. 
Various other way for inputting promoter identification may 
be used other than that depicted in FIG. 30 or other embodi 
ments disclosed herein, including, for example, Scanning a 
bar code or QR code. As shown, the screen 3000 includes a 
button 3001 for completing the purchase, as well as a button 
3002 for cancelling the purchase. 
0166 FIG. 31 illustrates an embodiment of a promoter 
contacting system 3100 in accordance with one or more 
embodiments of the present disclosure. The contacting sys 
tem 3100 includes a deal manager 3110 including a trans 
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action data database 3114 and a promoter contacting module 
3114. The transaction data database may include informa 
tion relating to quantitative and/or qualitative aspects of 
transactions associated with one or more registered promot 
ers. The promoter contacting module 3116 may comprise 
functionality for communicating via Some Suitable means 
with one or more registered promoters. For example, the 
promoter contacting module 3116 may include email 
addresses, phone numbers, physical addresses, or some 
other data providing information relating to how to provide 
communication to one or more registered promoters. The 
promoter contacting module 3116 may further include a 
transmitter for transmitting material over a network to one or 
more of the promoters 3120. The material may include 
secondary perks or benefits, promotional materials, Survey 
data, among possibly other things. 
0167. The system 3100 includes a business or other entity 
of Some kind that may have interest in transaction data 
associated with deal service promoters. For example, the 
business 3140 may be a hotel, casino, or other company or 
entity. The system 3100 is configured such that the vendor 
3140 receives, possibly in response for a request, transaction 
data associated with one or more of the promoters 3120 that 
are registered with the deal manager 3110. As discussed 
above, transaction data may provide information related to 
the performance of promoters registered with the deal man 
ager 3110. Such data may be transferred to the vendor 3140 
without disclosing personal identities of promoters, and may 
include general information relating to the performance of 
one or more of the promoters. Furthermore, the survey 
questions/data may be transmitted between the deal manager 
and the vendor 3140 related to promoter input vis-a-vis the 
vendor or other vendors or topics. 
0.168. In response to receiving the transaction data, the 
vendor 3140 may wish to provide benefits, or perks, of some 
kind and/or promotional materials to Some or all of the 
promoters 3120. For example, the vendor 3140 may wish to 
provide benefits or materials to a subset of the promoters 
3121, such as a subset of promoters that, by some defined 
standard, have been relatively successful in their promo 
tional activities. In order to facilitate the conveyance of such 
materials, the business 3140 may provide such to the deal 
manager 3110. Particularly, the vendor 3140 may provide 
materials or information to the promoter contacting module 
3116. Upon receipt of such materials, benefits, or informa 
tion, the promoter contacting module 3116 may convey the 
same, or some portion thereof, to one or more of the 
promoters 3120 in accordance with the desires of the vendor. 
Therefore, the deal manager 3110 may serve as an interme 
diary with respect to communication between a business 
3140 and one or more promoters 3120. In such a system, 
anonymity of promoters may be maintained with respect to 
the vendor 3140. Anonymity may be desirable in order to 
maintain equality among vendors with respect to ability to 
communicate with promoters. Through anonymity, hiring, 
compensation of, and evaluation of promoters may be more 
likely to be based on merit/performance. Further, while the 
vendor does not have access to the names of the promoters 
(taxi drivers, for example) the vendor does have access to a 
group of drivers having the characteristics that the vendor 
wants to reach (for example, location near vendor, high 
producer promoters, promoters who have been Successful 
promoting that vendor). 
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0169 FIG. 32 is a flow chart depicting an embodiment of 
a method 3200 of registering and compensating a promoter 
in a deal service system. The method may be performed, for 
example, by one or more processors in a deal manager 
system. At block 3210, registration information is received 
from a promoter, or potential promoter. Such information 
may be received, for example, over a computer network. In 
response to receiving the registration information, an iden 
tifier associated with the promoter, such as a unique iden 
tifier, may be generated at block 3220. The method 3200 
further includes providing the generated identifier in some 
way to the promoter. In certain embodiments, the identifier 
is transmitted electronically. However, it may be desirable 
for the promoter to physically pick up materials including 
the identifier at a particular location. Such a pickup event 
may serve as an opportunity for a representative of the deal 
service promoter program to interface with the promoter, 
provide materials that are difficult or expensive to ship, 
educate and/or encourage the promoter. 
0170 Following registration of the promoter, the method 
includes receiving a request to download a deal service 
application, such as by a consumer, wherein the request 
includes communication of the promoter's identifier. For 
example, the consumer may have input the identifier in 
response to information or prompting received from the 
promoter. In certain embodiments, the identifier is not 
included with the download request, but is included at a later 
point, such as after the application has been opened or 
launched on an electronic device of the consumer. There 
fore, it should be understood that various aspects of the steps 
shown in FIG. 32 can be performed in connection with steps 
other than as particularly illustrated in the figure. 
(0171 Once the identifier has been received by the deal 
manager system, compensation is transferred in Some man 
ner to the promoter in consideration for its promotional 
activity related to the download of the application. After 
downloading the application, the consumer may proceed to 
purchase one or more deals, or conduct one or more trans 
actions using the application, for which it may be desirable 
to compensate the promoter. In connection with Such a 
purchase, blocks 3270, 3280, and 3290 illustrate steps of 
receiving a deal acceptance, processing payment informa 
tion associated with the purchase, and generating and send 
ing a voucher associated with the deal to the consumer. 
0172. In certain embodiments, the promoter may be 
compensated for one or more additional transactions carried 
out by the consumer using the application. Therefore, the 
steps 3260, 3270, 3280, and 3290 provide a loop for 
processing Such future transactions and providing compen 
sation therefore. 

In Operation 

0173. In certain embodiments, one or more of the sys 
tems and/or methods described above may operate as fol 
lows: A taxi driver may provide registration information to 
a deal manager system for the purposes of becoming regis 
tered as a promoter of deal services with the system. In 
certain embodiments, registration of the driver may only be 
permitted if the driver, or his or her employer, has a 
preexisting business relationship with the deal manager 
system. 
0.174. In response to receiving the registration informa 

tion, the driver may be entered in a registered promoters 
database. Furthermore, the deal manager system may gen 
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erate an identifier associated with the driver, and provide the 
identifier to the driver. In certain embodiments, the deal 
manager system provides the identifier together with a 
collection of materials, such as in a start-up kit. The kit may 
include physical distribution cards or leaflets on which the 
driver's identifier is displayed. In certain embodiments, the 
start-up kit is virtual, or electronic, and may be available on 
a webpage of the deal manager system. 
0.175. The driver may promote deal services provided 
through the deal manager to passengers of his or her taxi cab. 
For example, the driver may verbally encourage passengers 
to utilize the deal services, or may provide promotional 
materials to them, such as the card displaying the driver's 
identifier. A passenger consumer may make a purchase or 
download a deal service application in response to the 
driver's promotional efforts. In connection with such pur 
chase or download, the consumer may have the opportunity 
to input the driver's identifier, thereby associating the driver 
with the purchase or download. The driver may encourage 
the consumer to input the identifier in order to create such an 
association. 

0176 When the deal manager system processes the pur 
chase or download, the association between the driver/ 
promoter and the passenger/consumer may prompt the deal 
manager to provide notice and/or compensation/recognition 
to the driver. This notice/compensation may encourage the 
driver in his or her promotional efforts and may incentivize 
the driver to engage in further efforts. 
0177. The deal manager may maintain data associated 
with registered promoters providing information relating to 
the nature of one or more of the registered promoters 
promotional activities. This data may be useful to vendors or 
other entities. For example, a vendor may wish to provide 
Vouchers or promotional material to promoters based on 
such data. It may be desirable for the deal manager to allow 
the vendor to provide materials to promoters without per 
Sonally identifying and/or contacting the promoters. There 
fore, the deal manager system may receive the materials 
from the vendor and provide them to all, or a subset of the 
registered promoters. For example, a “top performers' sub 
set, or a temporally (for example, within two hours of a show 
time) or geographically limited group of the registered 
promoters may receive certain materials from a vendor. 
0.178 The various features and processes described 
above may be used independently of one another, or may be 
combined in various ways. All possible combinations and 
subcombinations are intended to fall within the scope of this 
disclosure. In addition, certain method or process blocks 
may be omitted in Some implementations. The methods and 
processes described herein are also not limited to any 
particular sequence, and the blocks or states relating thereto 
can be performed in other sequences that are appropriate. 
For example, described blocks or states may be performed 
in an order other than that specifically disclosed, or multiple 
blocks or states may be combined in a single block or state. 
The example blocks or states may be performed in serial, in 
parallel, or in Some other manner. Blocks or states may be 
added to or removed from the disclosed example embodi 
ments. The example systems and components described 
herein may be configured differently than described. For 
example, elements may be added to, removed from, or 
rearranged compared to the disclosed example embodi 
mentS. 
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0179 Conditional language used herein, such as, among 
others, “can,” “could,” “might,” “may.” “for example, and 
the like, unless specifically stated otherwise, or otherwise 
understood within the context as used, is generally intended 
to convey that certain embodiments include, while other 
embodiments do not include, certain features, elements 
and/or steps. Thus, such conditional language is not gener 
ally intended to imply that features, elements and/or steps 
are in any way required for one or more embodiments or that 
one or more embodiments necessarily include logic for 
deciding, with or without author input or prompting, 
whether these features, elements and/or steps are included or 
are to be performed in any particular embodiment. The terms 
“comprising.” “including.” “having,” and the like are syn 
onymous and are used inclusively, in an open-ended fashion, 
and do not exclude additional elements, features, acts, 
operations, and so forth. Also, the term 'or' is used in its 
inclusive sense (and not in its exclusive sense) so that when 
used, for example, to connect a list of elements, the term 
“or means one, some, or all of the elements in the list. 
Conjunctive language Such as the phrase “at least one of X, 
Y and Z.” unless specifically stated otherwise, is otherwise 
understood with the context as used in general to convey that 
an item, term, etc. may be either X, Y or Z. Thus, such 
conjunctive language is not generally intended to imply that 
certain embodiments require at least one of X, at least one 
of Y and at least one of Z to each be present. 
0180 While certain example embodiments have been 
described, these embodiments have been presented by way 
of example only, and are not intended to limit the scope of 
the disclosure. Thus, nothing in the foregoing description is 
intended to imply that any particular element, feature, char 
acteristic, step, module, or block is necessary or indispens 
able. Indeed, the novel methods and systems described 
herein may be embodied in a variety of other forms; fur 
thermore, various omissions, Substitutions and changes in 
the form of the methods and systems described herein may 
be made without departing from the spirit of the inventions 
disclosed herein. The accompanying claims and their 
equivalents are intended to cover Such forms or modifica 
tions as would fall within the scope and spirit of certain of 
the inventions disclosed herein. 

1. A computer-implemented method of facilitating com 
munication between a vendor and one or more deal promot 
ers, the method comprising: 

by a deal manager system comprising one or more pro 
CSSOS 

storing contact information related to one or more deal 
promoters in one or more data storage devices; 

receiving transaction data related to promotional activi 
ties of the one or more deal promoters; 

generating promoter analysis databased at least in part 
on the transaction data; 

providing the promoter analysis data to a vendor, 
receiving promotional content from the vendor, and 
providing the promotional content to the one or more 

deal promoters using the contact information, 
thereby permitting communication between the ven 
dor and the one or more deal promoters without 
providing personal identity information of the one or 
more promoters to the Vendor. 

2. The method of claim 1, wherein the one or more deal 
promoters are drivers of for-hire vehicles. 
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3. The method of claim 1, wherein the contact information 
comprises email addresses. 

4. The method of claim 1, wherein the contact information 
comprises telephone numbers. 

5. The method of claim 1, wherein the one or more deal 
promoters are a Subset of a set of deal promoters registered 
with the deal manager system. 

6. The method of claim 5, wherein the subset of deal 
promoters is selected based at least in part on performance 
criteria. 

7. The method of claim 6, wherein the performance 
criteria is related to promotion of deals associated with the 
vendor. 

8. The method of claim 5, wherein the subset of deal 
promoters comprises a group of promoters that were 
involved with promotion of a relatively high number of 
deals. 

9. The method of claim 5, wherein the subset of deal 
promoters was selected by the vendor 

10. The method of claim 5, further comprising classifying 
the set of registered deal promoters based at least in part on 
territorial association. 

11. The method of claim 5, further comprising classifying 
the set of registered deal promoters based at least in part on 
work schedule information. 

12. The method of claim 5, further comprising receiving 
selection information selecting 

13. The method of claim 1, wherein the promotional 
content comprises promotional benefits. 

14. The method of claim 13, wherein the promotional 
content comprises a voucher for redemption at the venue. 

15. The method of claim 1, wherein the promotional 
content comprises advertising material. 

16. The method of claim 15, wherein the promotional 
content comprises material advertising one or more deals 
that the deal manager system enables the promoter to 
promote. 

17. The method of claim 1, further comprising receiving 
a request from the vendor for the promoter analysis data. 

18. A computer-implemented method of providing ben 
efits to deal promoters, the method comprising: 
by a deal manager system comprising one or more pro 
CSSOS 

receiving registration information from a driver of a 
for-hire vehicle, wherein the driver is an employee of 
a first company with which the deal manager system 
has a preexisting business relationship; 

storing the registration information in a data storage 
device, the second driver thereby receiving a status 
as a registered promoter with the deal manager 
system; 

generating an identifier associated with the driver, 
providing the identifier to the driver; 
processing a consumer transaction associated with the 

identifier; and 
providing a benefit to the driver in response to pro 

cessing the consumer transaction. 
19. The method of claim 18, further comprising providing 

Substantially real-time notification to the driver regarding 
the consumer transaction. 

20. The method of claim 18, further comprising receiving 
information from the driver indicating that the driver is 
employed by a second company and no longer employed by 
the first company, wherein: 



US 2017/0032422 A1 Feb. 2, 2017 
24 

when the second company is a company with which the 
deal manager system has a preexisting business rela 
tionship, the driver's registration information is main 
tained and the driver retains its status as a registered 
promoter, and 

when the second company is not a company with which 
the deal manager system has a preexisting business 
relationship, the driver's status as a registered promoter 
is discontinued. 

21.-28. (canceled) 


