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(57) ABSTRACT 

An improved system and method for facilitating a transac 
tion between a buyer and one of a number of sellers is 

provided. The transaction is related to a project specified by 
the buyer. A set of sellers are identified from a database. A 
flow control process operates over a number of processing 
cycles. In each processing cycle, the flow control process 
selects sellers from the set for classification as sellers of a 
particular type (“Invited Sellers'). The system automatically 
enables at least one action carried out by the sellers of the 
particular type. The duration of the processing cycles pref 
erably varies over the processing cycles and is derived from 
a time period specified by the buyer as well as a predeter 
mined constant that results in exponential reduction of the 
process cycle durations. The number of sellers selected for 
classification as sellers of a particular type preferably varies 
over processing cycles and depends upon a number of offers 
that are submitted by sellers of the particular type and 
received by the buyer. In the initial processing cycle, the 
number of sellers selected for classification as sellers of a 
particular type depends on a number of offers the buyer 
wishes to receive as dictated by input from the buyer. In the 
preferred embodiment, the at least one action enabled by the 
process includes: i) the sellers of the particular type sub 
mitting offers and information related to the offers and 
storing the offers and related information (Such as multime 
dia files) in a database for access by the buyer; ii) the sellers 
of the particular type accessing detailed information related 
to the offer; iii) communication between the sellers of the 
particular type and the buyer; iv) automatic notification to 
the sellers of the particular type of their classification to the 
particular type; and/or V) automatic notification to the buyer 
of the sellers of the particular type. 
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FIG. 4A 
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METHOD, SYSTEM AND APPARATUS FOR 
MATCHING SELLERS TO A BUYER OVERA 
NETWORK AND FOR MANAGING RELATED 

INFORMATION 

CROSS-REFERENCE TO RELATED 
APPLICATIONS 

0001. This application claims benefits from U.S. Provi 
sional Patent Application No. 60/832,042, filed Jul. 20. 
2006, the contents of which are hereby incorporated herein 
by reference. 

BACKGROUND OF THE INVENTION 

0002) 1. Field of the Invention 
0003. This invention relates broadly to methods, systems 
and apparatus for facilitating electronic commerce. More 
particularly, this invention relates to methods, systems and 
apparatus for matching buyers and sellers of goods and 
services. 

0004 2. State of the Art 
0005 Electronic commerce systems (such as online mar 
ketplaces, online auction houses, online reverse auction 
houses) provide a mechanism for matching sellers with 
buyers for facilitating transactions related to goods and 
services. For reverse auctions, there can be a significant 
number of potential sellers that can meet the demands of a 
respective buyer. This unbalance can have negative effects 
Such as: 

0006) 
0007 an overflow of offers submitted from sellers to a 
respective buyer and a low conversion ratio of acceptance of 
such offers by buyers: 
0008 a reduced quality of offers submitted from sellers to 
a respective buyer, and 
0009 a perception by the sellers who submit offers that 
the lowest priced offer will be accepted by the buyer. 

too much competition among sellers; 

00.10 Electronic commerce systems proposed in the prior 
art (for example, the system described in U.S. Pat. No. 
6,647.373 to Carlton-Foss) facilitate reverse auctions for 
goods and/or services, yet fail to address the problems that 
arise from the unbalance as set forth above, where there are 
a significant number of potential sellers that can meet the 
demands of a respective buyer, and where there are other 
factors apart from price (such as quality of the service or 
product offered by the seller, reputation of the seller, etc.) 
that may affect the decision of the buyer. In such situations, 
the buyer can receive an overwhelming number of offers, 
which makes it difficult and time-consuming to identify the 
most appropriate seller. It also makes it unpractical for 
sellers as they have to compete with a large number of other 
sellers, which significantly reduces the conversion ratio of 
accepted offers by sellers. Such reduced conversion ratios 
can negatively impact the reverse auction process as sellers 
spend time and effort preparing and Submitting offers that 
are rejected by buyers, which can deflate the moral of the 
sellers and lower the quality of the offers submitted by 
sellers to buyers as part of the process. 
0011. Several commercially-available online systems 
(such as elance.com and guru.com) have attempted to 
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address these issues by limiting the number of offers sellers 
can make based on a tier system and/or by terminating the 
offer submission process when a certain number of offers 
have been submitted to the buyer. These systems are limited 
in their benefit to a buyer because the matching process 
favors sellers that submit offers quickly and does not attempt 
to aid the buyer in receiving better suited offers for the 
desired goods and/or services. 
0012. Thus, there remains a need in the art for improved 
methods, systems and apparatus for facilitating electronic 
commerce involving matching buyers and sellers of good 
and services, and particularly where such matching is part of 
a reverse auction process. 

SUMMARY OF THE INVENTION 

0013. It is therefore an object of the invention to provide 
improved methods, systems and apparatus for facilitating 
electronic commerce involving matching buyers and sellers 
of good and services. 
0014. It is another object of the invention to provide such 
methods, systems and apparatus where matching of buyers 
and sellers is part of a reverse auction process. 
0015. It is a further object of the invention to provide 
Such matching process that is effective when there are a 
significant number of potential sellers that can meet the 
demands of a respective buyer. 
0016. It is also an object of the invention to provide such 
matching process that is effective when there are other 
factors apart from price (such as quality of the service or 
product offered by the seller, reputation of the seller, etc.) 
that may affect the decision of the buyer. 
0017. In accord with these objects, which will be dis 
cussed in detail below, an improved system and method for 
facilitating a transaction between a buyer and one of a 
number of sellers is provided. The transaction is related to a 
project specified by the buyer. A set of sellers are identified 
from a database. A flow control process operates over a 
number of processing cycles. In each processing cycle, the 
flow control process selects sellers from the set for classi 
fication as sellers of a particular type (“Invited Sellers'). The 
system automatically enables at least one action carried out 
by the sellers of the particular type. 

0018. In the illustrative embodiment, the duration of the 
processing cycles varies over the processing cycles and is 
derived from a time period specified by the buyer as well as 
a predetermined constant that results in exponential reduc 
tion of the process cycle durations. The number of sellers 
selected for classification as sellers of a particular type also 
varies over processing cycles and depends upon a number of 
offers that are submitted by sellers of the particular type and 
received by the buyer. In the initial processing cycle, the 
number of sellers selected for classification as sellers of a 
particular type depends on a number of offers the buyer 
wishes to receive as dictated by input from the buyer. 
0019. In a preferred embodiment, the at least one action 
enabled by the process includes: i) the sellers of the par 
ticular type submitting offers and information related to the 
offers and storing the offers and related information (Such as 
multimedia files) in a database for access by the buyer; ii) 
the sellers of the particular type accessing detailed informa 
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tion related to the offer; iii) communication between the 
sellers of the particular type and the buyer; iv) automatic 
notification to the sellers of the particular type of their 
classification to the particular type; and/or V) automatic 
notification to the buyer of the sellers of the particular type. 
0020. In the preferred embodiment, the selection of the 
sellers of the set is carried out by calculating likelihood 
indices for the sellers of the set, and ranking the sellers of the 
set according to the corresponding likelihood indices. This 
allows the selection process to select higher ranked sellers 
before lower ranked sellers. The likelihood index for a seller 
are preferably derived from a number of index calculations, 
most preferably including a group of relevancy Subindices 
and a group of priority subindices. The sellers of the set are 
preferably identified by an automated process that matches 
requirements of the project as specified by the buyer to 
profile data of sellers. 
0021 Additional objects and advantages of the invention 
will become apparent to those skilled in the art upon 
reference to the detailed description taken in conjunction 
with the provided figures. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0022 FIG. 1 is a block diagram of an electronic com 
merce system that includes functionality for matching buy 
ers and sellers of good and services in accordance with the 
present invention. 
0023 FIG. 2 is a flow chart illustrating the operations of 
the matching functionality of the electronic commerce sys 
tem of FIG. 1 in accordance with the present invention. 
0024 FIG. 3 is a schematic illustration of an index 
schema that can be used in the operations of FIG. 2 for 
determining a likelihood (or probability) that an offer from 
a Seller will best match a Buyer's project in accordance with 
the present invention. 
0025 FIGS. 4A and 4B, collectively, is a flow chart 
illustrating the flow control process of FIG. 2 for classifying 
Invited Sellers over a number of processing cycles for a 
project in accordance with the present invention. 
0026 FIG. 4C is a graph depicting the number of Invited 
Sellers classified over each one of a number of processing 
cycles as part of the flow control process of FIGS. 4A and 
4B for an exemplary project. 
0027 FIGS.5A1,5A2,5B,5C,5D1 and 5D2 illustrate an 
exemplary user interface generated by the system of FIG. 1 
for creating and managing projects and perform related tasks 
where voice over talent or producers provide voiceovers to 
buyers for commercial needs. 
0028 FIGS. 6A, 6B1, 6B2, 6C1 and 6C2 illustrate an 
exemplary user interface generated by the system of FIG. 1 
that allows voice over talent and produces (a Seller) to 
Submit and manage offer(s) and perform related tasks for 
Buyers’ project(s) that are matched to the Seller by the 
system. 

DETAILED DESCRIPTION OF THE 
PREFERRED EMBODIMENTS 

0029. For purposes of description herein, a “reverse auc 
tion' is a process whereby a number of sellers compete for 
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the right to provide goods or services to a buyer. The reverse 
auction is different from an “ordinary auction,” which is 
process whereby a number of buyers compete for the right 
to obtain goods or services from a seller. 
0030 Turning now to FIG. 1, there is shown the archi 
tecture of an electronic commerce system that facilitates 
reverse auctions. There are two classes (denoted "Buyers' 
and “Sellers') of users of the system. One or more Buyers 
access the system over a network (such as the Internet) to 
create and manage projects. A project is a solicitation for 
goods and/or services that are desired by the Buyer. Sellers 
of the system compete for the right to provide goods or 
services to a Buyer as dictated by a corresponding project. 
In the illustrative embodiment, a project involves a number 
of requirements, such as one or more dates related to the 
project (e.g., a start date and/or an end date) and specific 
needs or functions to be provided by the Seller to the Buyer. 
Sellers access the system over the network to create and 
maintain a profile stored on the system. The system includes 
Software logic that automatically matches a number of 
Sellers to a given Buyer's project that is posted or otherwise 
designated by the given Buyer. The system also provides for 
creation, Submission and management of offers related to a 
given Buyer's project by Sellers that are matched to the 
given Buyer's project. A Seller is matched to a given 
Buyer's project by classifying the Seller as an Invited Seller 
for this project as described below in more detail. The 
system also provides for communication and management of 
such offers between Buyers and Sellers in order to facilitate 
transactions therebetween. 

0031. As shown in FIG. 1, a Buyer utilizes a web browser 
executing on a computing device 3 to connect to a web 
server 5 over the network 7 (e.g., Internet). Similarly, a 
number of Sellers each utilize a web browser executing on 
a computing device 9 to connect to the web server 5 over the 
network 7. Preferably, the browser-based interaction 
between the computing devices 3, 5 and the web server 5 
occur over TCP/IP sessions established therebetween over 
which are communicated HTML-based (and possibly XML 
based) documents and commands as well as other messages, 
commands and data. The web server 5 enables login and 
authentication of the Buyer via interaction with the Buyer 
system 3 as well as login and authentication of a respective 
Seller via interaction with the Seller system 9. Such login 
and authentication can utilize password-based authentica 
tion, operating system-based authentication (e.g., NTLM or 
Kerberos); services-based authentication (e.g., Microsoft 
Passport authentication), certificate-based authentication, or 
any other authentication scheme. Once a user session has 
been authorized (whether it be a Buyer session or Seller 
session), the web server 5 communicates with an Applica 
tion Server 11 to build dynamic web page(s) based on data 
supplied by the Application Server 11 and serve the dynamic 
web page(s) to the Buyer web browser (or the Seller web 
browser) as requested, and forward (and/or transform) data 
supplied by the Buyer web browser (or the Seller web 
browser) to the Application Server 11 as needed. Preferably, 
the web server 5 is located in a “demilitarized Zone' (DMZ) 
provided with a firewall router 13. In this configuration, the 
firewall/router 13 enables authorized communication 
between the web server 5 and the Application Server 11 
(typically utilizing a secure socket layer (SSL) interface or 
an IPSec interface), while blocking unauthorized commu 
nication requests to the Application Server 11. In addition, 



US 2008/0040141 A1 

the web server 5 preferably utilizes style sheets to build the 
HTML documents (and XML documents) for presentment to 
the Buyer web browser (or to the Seller web browse). The 
web server 5 may be realized by commercially available 
HTTP servers, such as the Apache Web Server, Microsoft 
Internet Information Server, and Sun ONE Web Server. 
0032. The Application Server 11 includes a Buyer Appli 
cation Component 15, a Seller Application Component 17, 
Buyer Seller Matching Logic 16, Administration/Configu 
ration Logic 19, a Database 21 storing buyer data and seller 
data, Presentation Services 23, Network Security Services 
25, and Messaging Logic/Services 27. The Administration/ 
Configuration Logic 19 provides for system management 
and configuration of the Application Server 11. The Presen 
tation Services 23 are facilities that enable delivering 
dynamic content to client browsers. Preferably, the Presen 
tation Services 23 support Active Server Pages, JavaServer 
pages, server-side scripting such as Perl, CGI, PL/SQL 
scripting, etc. The Network Security Services 25 provides 
facilities that enable maintaining network security (Such as 
SSL-based or IPSec-based encryption and authentication 
facilities). Preferably, the Application Server 11 is realized 
by a commercially-available Software framework, Such as 
the WebLogic Platform commercially available from BEA 
Systems of San Jose, Calif., the Websphere Application 
Server commercially available from IBM, Windows Server 
Systems commercially available from Microsoft Corpora 
tion of Redmond, Wash., or the SUN ONE Application 
Server commercially available from Sun Microsystems of 
Santa Clara, Calif. 
0033. The Database 21 maintains buyer data that pertains 
to a respective Buyer and to the projects of the respective 
Buyer as well as seller data that pertains to a respective 
Seller and to the offers of the respective Seller. In the 
illustrative embodiment shown, the buyer data pertaining to 
a respective Buyer can include data defining open projects, 
project history, profile of the respective Buyer, a preferred 
seller list, contact information for the respective Buyer, etc. 
The seller data pertaining to a respective Seller can include 
defining offers to which the respective seller has been 
matched (i.e., offers for which the Seller is classified as an 
Invited Seller), information related to such offers, offer/ 
project history, profile of the respective Seller, contact 
information for the respective Seller, etc. 
0034. The Buyer Application component 15, works in 
conjunction with the Presentation Services 23 and other 
components of the Application Server 11, to provide 
dynamic content to the web server 5 for delivery to the 
browser-based Buyer system 3. The Buyer Application 
component 15 also encodes logic that allows for the respec 
tive Buyer to create and manage projects and store infor 
mation pertaining thereto in the Database 21, which prefer 
ably includes access to and/or presentation of offers 
submitted by Invited Sellers for the projects of the respective 
Buyer as well as information provided by the Seller related 
thereto. 

0035 FIGS. 5A1,5A2, 5B, 5C, 5D1 and 5D2 depict an 
exemplary user interface generated by the Buyer Application 
component 15 for creating and managing projects where 
voice over talent or producers provide voiceovers to buyers 
for commercial needs. The user interface is communicated 
to and rendered by the buyer system 3 by operation of a web 
browser executing on the buyer system 3. 
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0.036 FIGS. 5A1 and 5A2, collectively, illustrate a user 
interface generated by the Buyer Application component 15 
for creating a project, including a text box 501 for assigning 
a name to the project, buttons 503, 505 for selectively 
activating and deactivating the Buyer Seller Matching logic 
16 described below for the project, a widget 507 for speci 
fying the number of offers that the Buyer would like to 
receive for the project, a pull down box 509 to enable the 
Buyer to specify the purpose of the project, buttons 511A, 
511 B that allows the Buyer to specify a preference for a 
female or male voice, a pull down menu 513 that allows the 
Buyer to specify the language fluency requirements for the 
project, a set of buttons 515 that allows the Buyer to specify 
the voice age for the project, a set of buttons 517 that allows 
the Buyer to specify the audio recording format and delivery 
mechanism for the project, a set of buttons 519 that allows 
the Buyer to specify any union requirements for the project, 
buttons 521 that allow the Buyer to selectively hide the name 
of the Buyer's company to sellers for the project, buttons 
523 that allow the Buyer to selectively attach files for the 
project, a text input box 525 that allows the Buyer to provide 
a description of the project, a text input box 527 that allows 
the Buyer to provide a script for an audition for the project, 
a set of buttons 529 and an input box. 531 that allows the 
Buyer to describe the budget for the project, a date/time 
input widget 533 that allows the Buyer to define a date and 
time deadline for the project, and a button 535 that is 
selected by the Buyer to commit storage of the project data 
as defined by the user input in the Database 21 of the system. 
0037 FIG. 5B illustrates a user interface generated by the 
Buyer Application component 15 for managing a project, 
including a selector box 541 that enables the Buyer to 
navigate to a user interface (not shown) for increasing the 
number of offers that the Buyer wishes to receive for a 
project, a display field 543 that provides the Buyer with 
instructions on how to invite sellers that are not part of the 
system to access the project on the system (preferably, Such 
sellers access the project by a URL and access code that is 
specified in the display field 543), a selector box 545 that 
enables the Buyer to navigate to a user interface (not shown) 
for searching for sellers of the system as maintained in the 
Database 21 and for inviting selected sellers to submit an 
offer for the project, and a selector box 547 that enables the 
Buyer to navigate to a user interface (not shown) for inviting 
sellers that are on the Buyer's Preferred Seller List (as 
maintained in the Database 21) to submit an offer for the 
project. 
0038 FIGS. 5D1 and 5D2, collectively, illustrate a user 
interface generated by the Buyer Application component 15 
for managing a project, including selector box. 551 that 
enables the Buyer to navigate to a user interface (not shown) 
for increasing the number of offers that the Buyer wishes to 
receive for a project, a selector box 553 that enables the 
Buyer to navigate to a user interface (not shown) for 
updating the deadline of (or reopening) the project, a selec 
tor box 555 that enables the Buyer to navigate to a user 
interface (not shown) for extending audio storage time for 
the project, a tabbed folder including a project detail tab 557. 
an inbox tab 559 that provides the Buyer with access to the 
offers submitted by Invited Sellers (including the display of 
status information related to the offers and performing 
various actions related thereto as shown), and a deleted tab 
561 that provides the Buyer with access to offers deleted by 
the Buyer. 
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0039. The Buyer Seller Matching Logic 16 works in 
conjunction with the other components of the Application 
Server 11 to match a number of Sellers to a given Buyer's 
project that is posted or otherwise designated by the given 
Buyer. A Seller is matched to a given Buyer's project by 
classifying the Seller as an Invited Seller for this project as 
described below in more detail. 

0040. The Seller Application component 17, works in 
conjunction with the Presentation Services 23 and other 
components of the Application Server 11, to provide 
dynamic content to the web server 5 for delivery to the 
browser-based Seller system 9. The Seller Application com 
ponent 17 also encodes logic that allows Sellers to create and 
maintain profiles (short description of goods or services, 
training, additional skills, experience, description of goods 
or services, historical price data for projects, desired buyer 
preferences, project matching filter data, etc.), which are 
stored in the Database 21. The Seller Application component 
17 also enables the Seller to perform various actions with 
regard to project(s) that are matched to the Seller (Such as 
creation, Submission and management of offers related to a 
given Buyer's project). 

0041 FIGS. 6A, 6B1, 6B2, 6C1, and 6C2 depict an 
exemplary user interface generated by the Seller Application 
component 17 that allows voice over talent or producers 
(Voice Over Seller) to perform various actions with regard 
to project(s) that are matched to the Voice Over Seller by the 
Matching Logic 16. The user interface is communicated to 
and rendered by the seller system 9 by operation of a web 
browser executing on the seller system 9. The Database 21 
maintains a profile for each Voice Over Seller, which speci 
fies one or more of the following: i) one or more languages 
that the Voice Over Seller is fluent in, ii) types of projects 
that the Voice Over Seller is interested in pursing, iii) one or 
more voice ages that can be provided by the Voice Over 
Seller, iv) audio format and delivery options provided by the 
Voice Over Seller, V) one or more union affiliations of the 
Voice Over Seller, v) a description of the Voice Over Seller's 
voice, vi) a description of the experience of the Voice Over 
Seller, vii) training of the Voice Over Seller, viii) additional 
skills of the Voice Over Seller, ix) contact information for 
the Voice Over Seller, x) means for initiating payment to the 
Voice Over Seller. xi) one or more audio files for demon 
strating the voice over skills of the Voice Over Seller, xii) 
historical price data for projects, xiii) desired buyer prefer 
ences, and xiv) project matching filter data. 

0.042 FIG. 6A illustrates a user interface generated by the 
Seller Application component 17 for notifying a Voice Over 
Seller that the Voice Over Seller has been matched to a 
Buyer's project by the Buyer Seller Matching Logic 16 as 
described herein. The notification is automatically generated 
by the system and triggered by the classification of the Voice 
Over Seller as an Invited Seller as described herein. 

0043 FIGS. 6B1 and 6B2, collectively, illustrate a user 
interface generated by the Seller Application component 17 
that allows the Voice Over Seller to view the details of a 
project that the Voice Over Seller has been matched to. The 
project details include a description of the project, the date 
the project was posted, the deadline for the project, project 
status (opened and receiving offers or closed), how many 
offers received, geographical requirements for the project, 
budget information, language requirements for the project, 
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Voice gender for the project, Voice age for the project, audio 
recording and delivery requirements for the project, union 
requirements for the project, Script information for the 
project, Voice seeker (Buyer) details for the project, etc. 

0044 FIGS. 6C1 and 6C2, collectively, illustrate a user 
interface generated by the Seller Application component 17 
that allows the Voice Over Seller to create and submit an 
offer for a project that the Voice Over Seller has been 
matched to. The interface enables the Voice Over Seller to 
upload an audio file as part of the offer (e.g., for an audition 
or other demonstration purposes), specify the price of the 
project, and provide other relevant information as shown. 
The interface also includes a button that allows the Voice 
Over Seller to request notification if and when the Buyer of 
the project opens the offer and/or information related thereto 
as shown. The interface also provides detailed information 
regarding the project as shown. This interface is presented to 
the Voice Over Seller for a given Project only in the case 
where the Voice Over Seller is classified as an Invited Seller 
for the given project as described herein. 
0045. The Buyer and Seller Application components 15, 
17 also include functionality (e.g., a messaging interface) 
that provides for communication between Buyers and Sell 
ers in order to facilitate transactions therebetween. Messag 
ing logic/services 27 provided by the Application Server 11 
can be used to carry out Such communication. The Messag 
ing logic/services 27 can Support voicemail for voice mes 
Sages, email messaging, IM messaging, SMS messaging or 
other suitable communication services between Buyers and 
Sellers. FIG. 5C illustrates a user interface generated by the 
Buyer Application component 15 that allows a Buyer to 
communicate an invitation to Submit an offer for a project. 
Similar interfaces can be used for other communication from 
the Buyer to a Seller and from a Seller to a Buyer in order 
to facilitate matching a Seller to a Buyer, for collaboration 
therebetween on projects, for arranging payment between 
the Buyer and Seller, etc. 

0046 Turning now to FIG. 2, there is shown a high-level 
schematic representation of the functions provided by the 
Buyer Seller Matching Logic 16. Such functions begin in 
block 200 upon a Buyer creating and posting a project (P) on 
the system. At block 202, a selection process is carried out 
in which a number of sellers are selected from the Database 
21 (block 204) based on the Sellers profiles stored therein as 
matched against the requirements of the project (P) as stored 
therein. These Sellers are classified as “Identified Sellers.” 
The selection process of block 204 can be rigid in nature 
(e.g., requiring that the Seller's profiles match all of the 
requirements of the project) or can be more flexible in nature 
based on similarity between the Sellers profiles and the 
requirements of the project (P). A weighted-tree similarity 
algorithm or other Suitable matching algorithm can be used 
for the similarity-based matching. 

0047. At block 206, a likelihood index table (LIT) is built 
for the Identified Sellers selected in block 202. The LIT 
includes a likelihood index (LI) for each Identified Seller. 
The LI represents the likelihood (or probability) that an offer 
from the Identified Seller will best match the Buyer's project 
(P). It can also account for the level of activity of Sellers in 
the marketplace (in order to first invite more or less active 
Sellers) and/or account for other factors that the marketplace 
may consider (in order to increase or decrease the level of 



US 2008/0040141 A1 

participation of individual Sellers). The LI for an Identified 
Seller can be calculated using numerous factors, each of 
which is accorded a different weight based on an individual 
buyer's needs. Different markets will likely require different 
factors to use in the calculation, and a Buyer can assign 
relative weights to the factors if desired. In an illustrative 
embodiment, the LI for an Identified Seller is derived from 
relevancy and priority indices as described below in more 
detail (FIG. 3). The Identified Seller with the highest LI is 
predicted to have the greatest chance of being matched to the 
Buyer for the project (P). The LIT ranks the Identified 
Sellers by their LIs from highest LI to lowest LI. In other 
words, the Identified Seller(s) having the highest LI are 
ranked first in the LIT and the Identified Seller(s) with the 
lowest LI are ranked last in the LIT. 

0048. At block 208, a flow control process (FCP) is 
carried out to regulate the process and flow by which the 
Buyer receives offers from Identified Sellers for the project 
(P). The FCP is intended to increase the Buyer's chances of 
finding the best matching Identified Seller for the project (P) 
at the beginning of the process. The FCP classifies Identified 
Sellers in the LIT as “Invited Sellers’ over a number of 
processing cycles. In each processing cycle, the FCP calcu 
lates a new number of Identified Sellers to classify as 
“invited.” The number of Invited Sellers classified and the 
time period calculated for each processing cycle is strategi 
cally determined in order to make the most efficient use of 
the Buyer's time in finding a Seller for the project. The 
process by which these parameters are calculated during 
each processing cycle is further discussed below, and illus 
trated by FIGS. 4A and 4B. 
0049. At block 210, the system automatically performs 
various system tasks related to the project, and enables 
actions and/or tasks to be performed by the Invited Sellers 
and/or the Buyer of the project (P). These tasks/actions 
include, but are not limited to, notifying the Invited Seller 
that he or she has been selected to submit one or more offers 
to the Buyer; notifying the Buyer of the Invited Seller; 
allowing communication between the Invited Seller and 
Buyer; allowing the Invited Seller to submit an offer to the 
Buyer; and additional information exchanges. 
0050. At block 211, the process determines if the project 
should be closed. Projects can be closed for several reasons. 
For example, the project can close automatically upon 
expiration of the last processing cycle of the flow control 
process of block 208. In another example, the Buyer can 
designate a number of offers that the Buyer wants to receive 
during the process. The system can track the number of 
offers that the Buyer receives during the process and close 
the process when the tracked number of received offers 
matches the number of wanted offers designated by the 
Buyer. In other examples, the project can be closed when the 
deadline for receiving offers has passed; the Buyer has 
already selected a Seller; the Buyer opted to stop receiving 
offers before the original deadline; etc. If closed, the project 
could be reopened at any time upon the Buyer's request, thus 
restarting or reactivating the process. 
0051. At block 212, the system determines whether the 
project (P) has been closed. If the project (P) has not yet 
closed, the system returns to block 208 to continue the FCP 
process. If the project has closed, the system can automati 
cally perform various system tasks related to the project 
before it ends. Such system tasks can include: 
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0052 (1) notification to Invited Seller(s) that the project 
has closed (which can be accomplished by the mechanisms 
discussed above); 
0053 (2) notification to the Buyer that the project has 
closed (which can be accomplished by the mechanisms 
discussed above); 
0054 (3) disabling communication between the Invited 
Seller(s) and Buyer (which can be accomplished by the 
mechanisms discussed above); 
0055 (4) disabling submission of offers and/or informa 
tion related thereto from the Invited Seller(s) to the Buyer 
(which can be accomplished by the mechanisms discussed 
above): 
0056 5) disabling access to detailed information regard 
ing the project by the Invited Seller(s) (which can be 
accomplished by the mechanisms discussed above); and 

0057 (6) disabling exchange of information between the 
Buyer and the Invited Seller(s) as desired (which can be 
accomplished by the mechanisms discussed above). 

0058 As described above, a likelihood index (LI) is 
calculated to derive the likelihood (or probability) that an 
offer from an Identified Seller will best match the Buyer's 
project (P). In the preferred embodiment of the invention as 
depicted in FIG.3, LI is derived from a weighted calculation 
of a relevancy index and a priority index. For example, LI 
can be calculated by multiplying respective factors or 
weights (e.g., 0.5,0.5) to the relevancy index and the priority 
index, and then Summing the resultant values. 
0059) The relevancy index preferably is derived from a 
number of Sub-indices, including a preferred-seller index, a 
geographical-proximity index, a keyword-matching index, 
and a relevant-samples-of-work index. The priority index 
preferably is derived from a number of sub-indices, includ 
ing a quality-assurance index, a preferred-seller popularity 
index, a proposal-history index, a seller-Seniority index, a 
Subscription-expiration index, and a pay-per-proposal Sub 
mission index. 

0060. The Preferred-Seller Index assigns a score to the 
Identified Seller based on whether or not that Identified 
Seller is on the Buyer's preferred talent list. This list may be 
created by the Buyer over time for Sellers with whom it has 
worked and whose work product and/or service has been 
satisfactory. This list is stored and accessed as part of the 
buyer data in the Database 21. This index might comprise 
30% of the relevancy index. 

0061 The Geographic-Proximity index assigns a score to 
the Identified Seller based on the geographic proximity of 
the Identified Seller to the Buyer. The geographical location 
for the Identified Seller and the Buyer can be stored and 
accessed as part of the data in the Database 21. This index 
might comprise 10% of the relevancy index. 

0062) The Keyword-Matching index assigns a score to 
the Identified Seller based on matching key words in the 
profile of the Identified Seller to key words pertaining to the 
project (P). The profile of the Identified Seller is maintained 
as seller data in the Database 21. The keywords pertaining 
to the project can be input (or selected) by the Buyer and/or 
automatically extracted from the requirements of the project 
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(P) as maintained in the Database 21. This index might 
comprise 30% of the relevancy index. 
0063. The Relevant-Samples-of Work index assigns a 
score to the Identified Seller based on samples of offers, 
services, products, etc. that the Identified Seller has added to 
his or her profile as maintained by the Database 21 and that 
is deemed relevant to the project (P). This index might 
comprise 30% of the relevancy index. 
0064. The Quality-Assurance index assigns a score to the 
Identified Seller based on a quality control process estab 
lished by the marketplace to rate Sellers. For example, if an 
Identified Seller (or the profile of an Identified Seller) has 
not been approved by a quality control team in a specific 
market, then the Identified Seller might be assigned a lower 
score for this index. This index might comprise 10% of the 
priority index. 
0065. The Preferred-Seller-Popularity index assigns a 
score to the Identified Seller based on the number of Buyers 
in a given market that have selected a specific Seller and 
placed that Seller on their respective “preferred seller list.” 
For example, the Preferred-Seller-Popularity index might 
range from 1%-100%, with one percentage point being 
awarded for each preferred seller list on which the Identified 
Seller has been placed. The preferred seller lists that con 
tribute to this index can be constrained to particular Buyers, 
such as Buyers in the relevant industry or field that pertains 
to the project (P). This index might comprise 10% of the 
priority index. 
0.066 The Proposal-History index assigns a score to the 
Identified Seller based on a grading, rating, or feedback 
system for the offers and proposals historically submitted, if 
any, by the Identified Seller. This information is maintained 
in the Database 21. This index might comprise 40% of the 
priority index. 
0067. The Seller-Seniority Index assigns a score to the 
Identified Seller based on the Identified Seller's seniority in 
the system and/or marketplace. This information is main 
tained in the Database 21. This index might comprise 20% 
of the priority index. 
0068 The Pay-Per-Proposal-Submission index assigns a 
score to the Identified Seller based on the amount of money 
the Identified Seller is willing to pay for submission of an 
offer. This information is maintained in the Database 21. 
This index might comprise 20% of the priority index. 

0069. In the above described embodiment of the inven 
tion, the relevancy and priority indices each comprise 50% 
of the LI. But numerous other indices and sub indices with 
different values and weighted characteristics can be devel 
oped and used with the present invention to accomplish the 
desired results depending on a Buyer's particular business 
and goals, and the particular talents and characteristics of the 
sellers in a given market. Other possible sub-indices include 
the similarity of a particular Identified Seller to other Iden 
tified Sellers that have been identified for a project and/or for 
prior similar projects; the number of requirements of the 
project that are met by the Identified Seller's particular 
profile; the number of offers that a seller has submitted 
during a period of time compared to the average number of 
offers submitted by other sellers; an Identified Seller's 
quoted price compared to the average of the quoted prices 
submitted by other sellers; the amount of money that a seller 
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is willing to pay to the marketplace in order to earn the right 
to submit offers; the tier level of a seller in the marketplace; 
the historical expensiveness of a seller compared to the 
project’s budget; and the seller's experience level. 

0070. As discussed above, a likelihood index table (LIT) 
stores LIs for a number of Identified Sellers. Each LI 
represents the likelihood that the corresponding seller will 
best match a Buyer's need for desired goods and/or services 
as dictated by the project (P). The likelihood index of a given 
seller is based on relevancy and priority indices generated 
for the given Identified Seller as described above in more 
detail. The LIT is preferably sorted according to the rank of 
the likelihood indices contained therein in order to effi 
ciently identify the highest ranked Identified Sellers. The 
rank of an Identified Seller in the LIT reflects the Identified 
Seller's probability of satisfying the Buyer's need for goods 
and/or services relative to the other sellers in the LIT. Note 
that the likelihood indices of the LIT can also account for the 
level of activity of Sellers in the marketplace (in order to first 
invite more or less active Sellers) and/or account for other 
factors that the marketplace may consider (in order to 
increase or decrease the level of participation of individual 
Sellers). 

0071. After building the LIT, the system initiates a flow 
control process (FCP) to regulate the process and flow by 
which the Buyer receives offers from Identified Sellers. The 
FCP is intended to increase the Buyer's chances of finding 
the best Identified Seller for the project (P) at the beginning 
of the process. This is accomplished by allowing only a 
small number of the highest ranked Identified Sellers in the 
LIT to compete for the project early in the process. During 
this period of time, the Buyer can evaluate the offers 
presented by these highest ranked sellers without being 
bombarded with offers from other sellers. In short, the 
Identified Sellers most likely to get the project are allowed 
to compete for the project over a larger period of time 
without interference from numerous other sellers. If the 
Buyer does not select a Seller early in the process, then a 
larger number of lower ranked Identified Sellers are subse 
quently allowed to compete for the project (P). 

0072 The FCP operates over a number of processing 
cycles. In each processing cycle, the FCP calculates a 
number of Identified Sellers to classify as “invited.” An 
Invited Seller is an Identified Seller that has been selected to 
submit one or more offers to the Buyer for the project (P). 

0.073 Classification of an Identified Seller as “invited' 
can trigger the system to automatically perform various 
system tasks related to the project (P), such as: 

0074 (1) notification to the Invited Seller that the 
Invited Seller has been selected to submit one or more 
offers to the Buyer (such notification can be carried out 
over the messaging interface of Seller Application 
component 17 or by other external messaging means 
such as telephone, fax, e-mail, SMS, IM, etc); and 

0075 (2) notification to the Buyer of the Invited Seller 
(such notification can be carried out over the messaging 
interface of Buyer Application component 15 or by 
other external messaging means such as telephone, fax, 
e-mail, SMS, IM, etc). 
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Classification of an Identified Seller as “invited' can also 
trigger the system to enable actions and/or tasks to be 
performed by the Invited Seller and/or the Buyer with regard 
to the project (P), such as: 

0076 (1) communication between the Invited Seller 
and Buyer (Such communication can occur over a 
messaging interfaces of the Seller and Buyer Applica 
tion components 15, 17 or via external messaging Such 
as telephone, fax, e-mail, SMS, IM, etc); 

0.077 (2) submission of an offer from the Invited Seller 
to the Buyer (the offer can be stored in the Database 21 
of the system and accessed by and/or presented to the 
Buyer by the Buyer Application component 15, or 
possibly communicated to the Buyer via external mes 
Saging such as telephone, fax, e-mail, SMS, IM, etc.); 

0078 (3) communication of information related to an 
offer from the Invited Seller to the Buyer (the related 
information can be uploaded to and stored on the 
Database 21 by the Seller Application component 17 
and accessed by and/or presented to the Buyer by the 
Buyer Application component 15, or possibly commu 
nicated to the Buyer via external messaging Such as 
telephone, fax, e-mail, SMS, IM, etc.); 

0079 (4) access to detailed information regarding the 
project (P) by the Invited Seller (the detailed informa 
tion can be uploaded to and stored on the Database 21 
by the Buyer Application component 15 and accessed 
by and/or presented to the Seller by the Seller Appli 
cation component 17, or possibly communicated to the 
Invited Seller via external messaging such as tele 
phone, fax, e-mail, SMS, IM, etc.); and 

0080 (5) exchange of information between the Buyer 
and the Invited Seller as required (such information 
exchange can be carried out over the messaging inter 
faces of the Buyer Application component 15 and the 
Seller Application component 17, or possibly involve 
external messaging such as telephone, fax, e-mail, 
SMS, IM, etc.). 

0081. The number of new Invited Sellers for each process 
cycle can vary, and is preferably calculated based on a 
number of factors, including, but not limited to, the deadline 
of the project, the total number of Identified Sellers, the 
number of offers (A) that the Buyer wants for the project, the 
ratio of the total number of Invited Sellers overall versus the 
number of Invited Sellers that have actually submitted an 
offer, etc. For each processing cycle, the new Invited Sellers 
have the highest rank in the LIT for those Identified Sellers 
that have not already been classified as Invited Sellers. In 
other words, during each Subsequent processing cycle, the 
FCP identifies new lower-ranked Identified Sellers as Invited 
Sellers. 

0082. At the end of each processing cycle, the FCP 
calculates the time period for the next processing cycle (if 
there is one) and continues to perform the processing for the 
next processing cycle. The calculation of the processing 
cycle times for the project is preferably based on a number 
of factors, including, but not limited to, the deadline of the 
project, the time left on the project to receive offers, the 
number of Identified Sellers, the ratio of Invited Sellers 
versus Invited Sellers that have submitted an offer, etc. 
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0083. The FCP can be implemented in various ways 
depending on the needs of a business. An exemplary 
embodiment of the FCP is illustrated in FIGS. 4A and 4B, 
which begins in block 400 by defining a set of parameters 
utilized by the process as shown. In block 402, the process 
calculates the amount of time available to get offers (M). In 
the preferred embodiment, the calculation of M depends 
upon the needs of each individual business. For example, a 
business might want to receive 100% of all offers within the 
first 75% of the time period between the date that the project 
posts and the deadline, which would give the business 25% 
of the time before the deadline to do other things once it has 
selected a seller. Block 402 also initializes KT and XT, 
which are variables used to derive the processing cycle time 
over the cycles of the process. In the preferred embodiment, 
KT is a constant and XT is variable that is initialized to KT 
and updated each processing cycle (block 442). Block 402 
also preferably initializes the following constants: the maxi 
mum processing cycle time (MWT), the minimum process 
ing cycle time (IWT), the maximum number of Identified 
Sellers that can be classified as Invited Sellers in each 
processing cycle (MTT), and the minimum number of 
Identified Sellers that can be classified as Invited Sellers in 
each processing cycle (ITT). 

0084. In block 404, the process calculates the initial 
number of Invited Sellers (INS), which is preferably based 
on the number of offers (A) that the Buyer wants for the 
project, and a predetermined constant KA (e.g., INS= 
A*KA). The constant KA is typically higher than 1.0, and is 
set based on an anticipated response rate, as well as the 
number of cycles desired over the flow control process. 
Block 404 also initializes the number of Identified Sellers to 
classify as Invited Sellers in the current processing cycle 
(LNS) to INS (LNS=INS) and initializes the number of 
Identified Sellers in the LIT that have yet to be classified as 
Invited Sellers (TTN) as the number of Identified Sellers in 
the LIT. 

0085. The process then operates over a number of pro 
cessing cycles (which are defined by blocks 406, 410, 412, 
418, 420). During each processing cycle, the process clas 
sifies a number of Identified Sellers as Invited Sellers 
(blocks 406 and 408) and waits for a processing cycle time 
period. Classification of an Identified Seller as “invited' can 
trigger the system to automatically perform various system 
tasks related to the project as described above. Classification 
of an Identified Seller as “invited' can also trigger the 
system to enable actions and/or tasks to be performed by the 
Invited Seller and/or the Buyer with regard to the project as 
described above. The system can also monitor the number of 
offers the Buyer has received from Invited Sellers with 
respect to the project. After each processing cycle, the 
process updates the variable TTN, calculates the number of 
Identified Sellers to classify as Invited Sellers in the next 
processing cycle, and calculates the wait time for the next 
processing cycle (blocks 422 through 442) and then contin 
ues to the next processing cycle or performs the last pro 
cessing cycle (blocks 444 to 447). 

0086. In block 406, the process selects the LNS highest 
ranked Identified Sellers from the LIT that are not already 
classified as “Invited Sellers.” During the first cycle, that 
group would simply consist of the LNS highest ranked 
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Identified Sellers on the LIT. During the second cycle, that 
group would consist of the next LNS highest ranked Iden 
tified Sellers, etc. 

0087. In block 408, the process classifies the Identified 
Sellers selected in block 406 as “Invited Sellers. 

0088. In block 410, the process evaluates whether the 
amount of time (M) to get offers divided by variable (XT) is 
less than or greater than the minimum amount of time (IWT) 
for processing cycles. Variable (XT) increases each cycle by 
the preset multiple (KT), which makes the ratio (M/XT) 
approach Zero for each Subsequent processing cycle. If this 
ratio becomes less than the minimum processing cycle time 
(IWT), the FCP continues to the path of blocks 444-447 to 
carry out the last processing cycle as described below. If this 
ratio is greater than the minimum processing cycle time 
(IWT), the FCP proceeds to block 412. 

0089. In block 412, if ((M/XT)>MWT), the FCP waits for 
the time period specified by constant MWT (block 418). If 
((M/XT)<MWT), the FCP waits for the time period (M/XT) 
(block 420). These steps ensure that the processing cycle 
time does not exceed the designated maximum processing 
cycle time MWT. At the end of either block 418 or 420, the 
process proceeds to block 422. 

0090. In block 422, the process decreases the value of 
TTN by the value of LNS (e.g., TTN=TTN-LNS). TTN, 
which is the total number of Identified Sellers in the LIT that 
have yet to be classified as Invited Sellers, decreases each 
cycle as LNS new Identified Sellers are become invited. 

0091. In block 424, the process evaluates whether TTN is 
greater than Zero. If this condition is false (TTN=0), then 
there are no Identified Sellers in the LIT that have not yet 
been classified as Invited Sellers, and the process continues 
to block 447 to terminate the invitation cycle processing. If 
the condition of block 412 is determined to be true (TTNDO), 
the FCP continues to block 426 and 428. In block 626, the 
FCP determines the total number of offers submitted from 
Invited Sellers (SA) and calculates the percentage of Invited 
Sellers that have yet to submit an offer (PAST). In block 428, 
the FCP calculates the number (NTS) of Identified Sellers to 
classify as Invited Sellers in the next processing cycle, 
preferably based on a configurable constant (KN) and the 
percentage of Invited Sellers that have yet to submit an offer 
(PAST) (e.g., NTS=(LNS)*(PAST)*(KN)). 

0092. In block 430, the FCP evaluates whether NTS (as 
calculated in block 428) is greater than the preset maximum 
number of Identified Sellers that can be enabled during each 
processing cycle (MTT). If so, the FCP sets NTS equal to 
MTT (block 432) and proceeds to block 440. In block 434. 
the FCP evaluates whether NTS (as calculated in block 428) 
is less than the preset minimum number of Identified Sellers 
that can be enabled during each processing cycle (ITT). If 
so, the FCP sets NTS equal to ITT (block 436) and proceeds 
to block 440. The operations of blocks 430-436 ensure that 
the number of Identified Sellers classified as Invited Sellers 
in each processing cycle stays between a preset minimum 
and maximum number and thus will not receive too few or 
too many offers during any given processing cycle. 

0093. In block 438, the FCP evaluates whether the num 
ber of calculated Identified Sellers to classify as Invited 
Sellers in the next processing cycle (NTS) is greater than the 
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number of Identified Sellers in the LIT that have yet to be 
classified as Invited Sellers (TTN). 

0094) If in block 438 (TS->TTN) is false, the FCP con 
tinues to blocks 440 and 442. In block 440, the FCP sets 
LNS equal to NTS. In block 442, the FCP updates variable 
XT, preferably based on a predetermined constant used to 
derive processing cycle time (KT) (XT=XT*KT). The 
operations then loop back to block 406 for the next pro 
cessing cycle. Note that the change to (XT) will cause the 
time period for the next cycle to change. Since the initial 
value of (XT) is (KT), the time period for each subsequent 
processing cycle changes by a factor of 1/(KT). The time of 
each processing cycle decreases as a function of M/(XT) in 
where n=the processing cycle number. FIG. 4C depicts the 
number of Invited Sellers classified over each one of a 
number of processing cycles as part of the flow control 
process described above for an exemplary project. The time 
for the project extends along the X axis. The Y axis depicts 
the number of Invited Sellers. The data lines correspond to 
the processing cycles of the process. The relative position of 
a given data line along the X axis with respect to the 
previous data line indicates the duration of the correspond 
ing processing cycle. The height of the data line indicates the 
number of Invited Sellers classified during the correspond 
ing processing cycle. 

0.095). If in block 438 (TS-TTN) is true, the FCP contin 
ues to the path of blocks 444-447 to carry out the last 
processing cycle. In blocks 444, the FCP selects the remain 
ing Identified Sellers in the LIT that have yet to be classified 
as Invited Sellers. In block 445, the Identified Sellers 
selected in block 444 are classified as Invited Sellers. In 
block 446, the FCP process waits for a time M/XT. In block 
447, the invitation cycle processing stops and the FCP ends. 

0096) There have been described and illustrated herein 
several embodiments of a system, methodology, and appa 
ratus for matching sellers to a buyer over a network and for 
managing related information. While particular embodi 
ments of the invention have been described, it is not 
intended that the invention be limited thereto, as it is 
intended that the invention be as broad in scope as the art 
will allow and that the specification be read likewise. Thus, 
while particular application server architectures have been 
disclosed, it will be appreciated that other architectures for 
web-based services can be used as well. In addition, while 
particular schema and data have been disclosed for matching 
voice over talent to buyers, it will be understood that the 
matching logic, systems and apparatus as described herein 
can be used for other applications, including, and not by way 
of limitation, Systems for matching employers to potential 
employees, systems for matching corporate buyers to poten 
tial vendors and other suitable reverse auction processes. 
Moreover, while particular methodologies have been dis 
closed in reference to the generation of the likelihood index 
table and flow control process, it will be appreciated that 
other methodologies could be used as well. For example, the 
number of sellers classified as “Invited Sellers' in a given 
processing cycle of the flow control process can be constant 
over the processing cycles (such as one per cycle) and the 
time duration of the processing cycles can vary depending 
on the percentage of Invited Sellers that have yet to submit 
an offer (PAST). It will therefore be appreciated by those 
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skilled in the art that yet other modifications could be made 
to the provided invention without deviating from its spirit 
and scope as claimed. 

What is claimed is: 
1. A method for facilitating a transaction between a buyer 

and one of a number of sellers, the transaction related to a 
project specified by the buyer, the method comprising: 

identifying a set of sellers stored in a database; 
for each processing cycle over a number of processing 

cycles, selecting sellers from the set for classification as 
sellers of a particular type; and 

automatically enabling at least one action carried out by 
the sellers of the particular type. 

2. A method according to claim 1, wherein: 
the duration of the processing cycles varies over the 

processing cycles. 
3. A method according to claim 2, wherein: 
the duration of the processing cycles are derived from a 

time period specified by the buyer. 
4. A method according to claim 3, wherein: 
the durations of the processing cycles over time are 

derived from a predetermined constant that results in 
exponential reduction of said durations. 

5. A method according to claim 1, wherein: 
the number of sellers selected for classification as sellers 

of a particular type varies over the processing cycles. 
6. A method according to claim 5, wherein: 
the number of sellers selected for classification as sellers 

of a particular type depends upon a number of offers 
that are submitted by sellers of the particular type and 
received by the buyer. 

7. A method according to claim 5, wherein: 
the number of sellers selected for classification as sellers 

of a particular type in an initial processing cycle 
depends on a number of offers the buyer wishes to 
receive as dictated by input from the buyer. 

8. A method according to claim 1, wherein: 
the number of sellers selected for classification as sellers 

of a particular type is constant over the processing 
cycles. 

9. A method according to claim 1, wherein: 
said at least one action includes the sellers of the particu 

lar type submitting offers and information related to the 
offers and storing the offers and related information in 
a database for access by the buyer. 

10. A method according to claim 9, wherein: 
the information related to the offers includes multimedia 

files related to the offers. 
11. A method according to claim 1, wherein: 
said at least one action includes the sellers of the particu 

lar type accessing detailed information related to the 
offer. 

12. A method according to claim 1, wherein: 
said at least one action includes communication between 

the sellers of the particular type and the buyer. 
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13. A method according to claim 1, further comprising: 
automatically notifying the sellers of the particular type of 

their classification to the particular type. 
14. A method according to claim 1, further comprising: 
automatically notifying the buyer of the sellers of the 

particular type. 
15. A method according to claim 1, further comprising: 

calculating likelihood indices for the sellers of the set; and 
ranking the sellers of the set according to the correspond 

ing likelihood indices. 
16. A method according to claim 15, wherein: 
the selection of sellers from the set over said processing 

cycles is adapted to select higher ranked sellers before 
lower ranked sellers. 

17. A method according to claim 16, wherein: 
the likelihood index for a seller is derived from a number 

of index calculations. 
18. A method according to claim 17, wherein: 
said index calculations include a group of relevancy 

Subindices and a group of priority Subindices. 
19. A method according to claim 18, wherein: 
said relevancy Sub indices include at least one of a 

preferred-seller index, a geographical-proximity index, 
a keyword-matching index, and a relevant-samples-of 
work index; and 

said priority Subindices include at least of a quality 
assurance index, a preferred-seller popularity index, a 
proposal-history index, a seller-seniority index, and a 
pay-per-proposal Submission index. 

20. A method according to claim 1, wherein: 
the sellers of the set are identified by an automated 

process that matches requirements of the project as 
specified by the buyer to profile data of sellers. 

21. A method according to claim 20, wherein: 
the automated process performs similarity analysis with 

respect to the requirements of the project and the profile 
data of sellers. 

22. A system for facilitating a transaction between a buyer 
and one of a number of sellers, the transaction related to a 
project, the system comprising: 

means for interacting with a buyer over a communication 
network to specify a project and storing data related to 
the project in a database; 

means for interacting with a number of sellers over the 
communication network and storing data related to the 
sellers in the database; 

logic that performs an automated process for identifying 
a set of sellers stored in a database; 

logic that operates of over a number of processing cycles, 
wherein in each processing cycle, the logic selects 
sellers from the set for classification as sellers of a 
particular type; and 

logic that automatically enables at least one action carried 
out by the sellers of the particular type. 
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23. A system according to claim 22, wherein: 
the duration of the processing cycles varies over the 

processing cycles. 
24. A system according to claim 23, wherein: 
the duration of the processing cycles are derived from a 

time period specified by the buyer. 
25. A system according to claim 24, wherein: 
the durations of the processing cycles over time are 

derived from a predetermined constant that results in 
exponential reduction of said durations. 

26. A system according to claim 22, wherein: 
the number of sellers selected for classification as sellers 

of a particular type varies over the processing cycles. 
27. A system according to claim 26, wherein: 
the number of sellers selected for classification as sellers 

of a particular type depends upon a number of offers 
that are submitted by sellers of the particular type and 
received by the buyer. 

28. A system according to claim 26, further comprising: 
means for interacting with the buyer over the communi 

cation network to specify a number of offers that the 
buyer wished to receive for the project, wherein the 
number of sellers selected for classification as sellers of 
a particular type in an initial processing cycle depends 
on the number of offers the buyer wishes to receive as 
specified by the buyer. 

29. A system according to claim 22, wherein: 
the number of sellers selected for classification as sellers 

of a particular type is constant over the processing 
cycles. 

30. A system according to claim 22, wherein: 
said at least one action is carried out by means for 

interacting with sellers of the particular type over the 
communication network to Submit offers and informa 
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36. A system according to claim 22, further comprising: 
logic for calculating likelihood indices for the sellers of 

the set, and 
logic for ranking the sellers of the set according to the 

corresponding likelihood indices. 
37. A system according to claim 22, wherein: 
the selection of sellers from the set over said processing 

cycles is adapted to select higher ranked sellers before 
lower ranked sellers. 

38. A system according to claim 37, wherein: 
the likelihood index for a seller is derived from a number 

of index calculations. 
39. A system according to claim 38, wherein: 
said index calculations include a group of relevancy 

Subindices and a group of priority Subindices. 
40. A system according to claim 39, wherein: 
said relevancy Sub indices include at least one of a 

preferred-seller index, a geographical-proximity index, 
a keyword-matching index, and a relevant-samples-of 
work index; and 

said priority Subindices include at least of a quality 
assurance index, a preferred-seller popularity index, a 
proposal-history index, a seller-seniority index, and a 
pay-per-proposal Submission index. 

41. A system according to claim 22, wherein: 
wherein the automated process matches requirements of 

the project as specified by the buyer to profile data of 
sellers. 

42. A system according to claim 41, wherein: 
the automated process performs similarity analysis with 

respect to the requirements of the project and the profile 
data of sellers. 

43. An application server, operably coupled to the Inter 
net, for facilitating a transaction between a buyer and one of tion related to the offers and storing the offers and 

related information in the database for access by the 
buyer. 

31. A system according to claim 30, wherein: 
the information related to the offers includes multimedia 

files related to the offers. 
32. A system according to claim 22, wherein: 
said at least one action is carried out by means for 

providing the sellers of the particular type access to 
detailed information related to the offer. 

33. A system according to claim 22, wherein: 
said at least one action is carried out by means for 

providing communication between the sellers of the 
particular type and the buyer. 

34. A system according to claim 22, further comprising: 
means for automatically notifying the sellers of the par 

ticular type of their classification to the particular type. 
35. A system according to claim 22, further comprising: 
means for automatically notifying the buyer of the sellers 

of the particular type. 

a number of sellers, the transaction related to a project, the 
application server comprising: 

a database; 
means for interacting with a buyer computer system over 

a communication network to specify a project and 
storing data related to the project in the database; 

means for interacting with a number of seller computer 
systems over the communication network and storing 
data related to the sellers in the database; 

logic that performs an automated process for identifying 
a set of sellers stored in a database; 

logic that operates of over a number of processing cycles, 
wherein in each processing cycle, the logic selects 
sellers from the set for classification as sellers of a 
particular type; and 

logic that automatically enables at least one action carried 
out by the sellers of the particular type. 
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