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System and Method for Automating Business Development

" Technical Field
The invention disclosed herein relates generally to a method and system for automating
the business process of new product development, and more particularly automating the
evaluation of a potential business development transaction represented by combining two or
more ideas, products, or services from two or more different business enterprises in the

technology market.

Background Art

Each and every day business organizations, patent holders, inventors, and people with an
“idea” look for ways to increase or accelerate revenue for their organizations by finding the

“right” market for their product. Sometimes the “right” market may be found in creating a new

market or new channel for such product or by integrating complementary technologies with

existing technologies. This business process is sometimes referred to as “market creation.”
Several systems have been created to apply computer technology and algorithms to
limited segments of business growth enterprises. For example, U.S. Patent No. 5,765,138 to
Aycock et al. discloses an automated supplier evaluation system which provides a potential
supplier with a database of project requirements, solicits information from the supplier relating to
the supplier’s ability to meet ;[he project requirements, and determines a measure of the
supplier’s sophistication and capabilities in establishing and maintaining quality standards in the
design, production, distribution, serviceability, and reliability of the supplier’s product or service.
Approval of a particular supplier is based on scored supplier responses to questions provided by

the firm performing the evaluation.
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U.S. Patent No. 6,295,513 to Thackston discloses an automated method and system for
product design and engineering, and for selecting a fabricator to manufacture such product. A
network-based computer program enables various persons involved at the engineering stage to
develop a product in a computer network environment, and limits access to design data
depending on particular users’ identification, job function, etc. Once the design is completed, a
database of manufacturers may be searched to identify those qualified to manufacture the
product based on specified criteria. After a pool of candidate manufacturers has been assembled,
an electronic bidding system is used to allow virtual discussions and negotiations to take place
over the networked system.

U.S. Patent No. 6,249,768 to Tulskie, Jr. et al. discloses a framework for analyzing a firm
in terms of its resources, capabilities, and strategic positions. The system enables the
formulation of computational algorithms to perform analyses and provides a number of “nodes” -
representing the firm’s various resources, capabilities, .;md strategic positions, while identifying
the relationships between such nodes.

U.S. Patent No. 6,230,066 to Sferro et al. discloses an automated method for carrying out
manufacturing and product engineering with knowledge networking to converge on acceptable
or improved engineering design functions.

U.S. Patent No. 6,175,831 to Weinreich et al. discloses a database in which individuals
are linked to one another by defined relationships, which the individuals confirm or deny using
email messaging and interactive communication between individuals.

U.S. Patent No. 6,233,493 to Cherneff et al. discloses a computer-implemented product
development planning system and method for providing data representing an “optimal” product

portfolio. The system has an optimizing engine that operates on an enterprise model having a
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product model representing products proposed to be manufactured, a component model
representing components from which products are made, task models representing tasks to be
performed in the development of a component, and resource models representing resources
available for use in performing tasks. A constraint engine builds a schedule for the sequence of
each product, subject to constraints of the model. The result of this process is a “best” portfolio,
that is, one that best satisfies constraints, as well as data representing a pipeline for developing
the portfolio.

While these systems disclose various methods of evaluating products and resources of
business enterprises, none include a process or system for self-evaluation and to automatically
match attributes identified for a searching company with complementary attributes for a potential
partner company to evaluate a potential business development transaction between the two.
Accordingly, there has been found to remain a need for an automatic business development -
system that receives input from a business enterprise that is descriptive of such enterprise’s
products or services, and that is in a standardized format so as to enable automated searching for
a match in a complementary business enterprise. Such system should enable the parties to
update and modify their inputs in order to predict likely outcomes. Such system should also
generate human-readable output describing the structure and financial condition of a business
development transaction involving the products and/or services of multiple business enterprises.

Disclosure of Invention

The present invention comprises a method and system for automating the business
process of new product development, and more particularly automating the evaluation of a
potential opportunity represented by combining two or more ideas, products, or services. A core

“engine” automates the business development process by quantifying and monetizing a business
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idea, alliance, or joint venture without having detailed market information available. The
technology takes conceptual ideas and thoughts, and applies market heuristics and rules of
reciprocal product deployment to model a prospective business concept. It uses a pre-built
knowledge base of market space definitions and business relationships to model the
interdependence of various personalities in typical organizations, such as sales, marketing,
engineering, legal, and finance executives. The system evaluates the existence of a potential
relationship between users warranting investigation of a potential business development
transaction, creates a model of an anticipated business development transaction, and provides
various levels of adjustment of the financial construct of the transaction. The method is based on
the traits of such selected executives (a financial thinker, a revenue thinker, a sales
representative, an engineer, etc.) and applies to deals that do not yet have defined return on
investment (ROI), legal protections, trained sales people, or much-market understanding.-

In accordance with the above and other objects, a software enabled business development
tool is disclosed to enable subscriber business enterprises to create business development files
for individual products and services. A search feature identifies potential partner companies by
searching such business development files for products and services existing in compatible or
complementary market spaces. If a potential partner is identified, a mating engine enables
exploration of a variety of business development transactions involving the user’s business
development file and those of other parties, and solicits specific input from varying specialized
knowledge holders to refine the construction of the deal. The system and method also models
the business development transaction, and creates reports in human-readable form describing the

transaction.
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The various features of novelty that characterize the invention will be pointed out with
particularity in the claims of this application.

Brief Description of the Drawings

The above and other features, aspects, and advantages of the present invention are
considered in more detail, in relation to the following description of embodiments thereof shown
in the accompanying drawings, in which:

Fig. 1 is a block diagram depicting a first preferred embodiment of an exemplary
computer network system according to the instant invention.

Fig. 2 is a flow chart depicting a first preferred embodiment of a method according to the
invention.

Fig. 3 is an illustration of a computer display showing an exemplary login screen for
accessing the business development server system of Fig. 1.

Fig. 4 is an illustration of a computer display showing an exemplary start page for
initiating the functions of the business development server system of Fig. 1.

Fig. 5 is an illustration of a computer display showing an exemplary product description
screen generated by the business development server system of Fig. 1.

Fig. 6 is an illustration of a computer display showing an exemplary market description
screen generated by the business development server system of Fig. 1.

Fig. 7 is an illustration of a computer display showing an exemplary first sales
description screen generated by the business development server system of Fig. 1.

Fig. 8 is an illustration of a computer display showing an exemplary second sales

description screen generated by the business development server system of Fig. 1.
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Fig. 9 is an illustration of a computer display showing an exemplary business
development file list generated by the business development server system of Fig. 1.

Fig. 10 is an illustration of a computer display showing an exemplary business
development file record according to a preferred embodiment of the invention.

Fig. 11 is an illustration of a computer display showing an exemplary search screen
generated by the business development server system of Fig. 1.

Fig. 11a is a spreadsheet showing an exemplary correlation between job functions and
transaction types.

Fig. 12 is an illustration of the search screen of Fig. 11 after a user has selected “target
search.”

Fig. 13 is an illustration of a computer display showing an exemplary search status screen
generated by the business development server system of Fig. 1.

Fig. 14 is an illﬁstration of a computer display showing an exemplary graphical
representation of a market ecosystem generated by the business development server system of
Fig. 1. ‘

Fig. 15 is a schematic representation of a portion of the market relationships library
database of Fig. 1.

Fig. 16 is an illustration of a computer display showing an exemplary listing of business
development files existing within a designated market space.

Fig. 17 is an illustration of a computer display showing an exemplary press article results
display screen generated by the business development server system of Fig. 1.

Fig. 18 is an illustration of a computer display showing an exemplary press article

selected from the press article results display screen of Fig. 17.
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Fig. 19 is an illustration of a computer display showing an exemplary modified market
ecosystem of Fig. 14.

Fig. 20 is an illustration of a computer display showing an exemplary deal definition
screen generated by the business development server system of Fig. 1.

Fig. 21 is an illustration of a computer display showing an exemplary second deal
definition screen generated by the business development server system of Fig. 1.

Fig. 22 is an illustration of a computer display showing an exemplary product description
screen generated by the business development server system of Fig. 1.

Fig. 23 is an illustration of a computer display showing an exemplary market definition
screen generated by the business development server system of Fig. 1.

Fig. 24 is an illustration of a computer display showing an exemplary sales information
screen generated by the business development server system of Fig. 1.

Fig. 25 is an illustration of a computer display showing an exemplary second sales
information screen generated by the business development server system of Fig. 1.

Fig. 26 is an illustration of a computer display showing an exemplary model summary
and run screen generated by the business development server system of Fig. 1.

Fig. 27 is an illustration of a computer display showing an exemplary model status bar
generated by the business development server system of Fig. 1.

Fig. 28 is an illustration of a computer display showing an exemplary executive summary
page generated by the business development server system of Fig. 1.

Fig. 29 is an illustration of a computer display showing an exemplary business report
summary screen generated by the business development server system of Fig. 1.

Best Mode(s) for Carrying Out the Invention
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An automated business development process is enabled herein to automate each stage of
thc\e process and provide a common framework for the intelligent interchange of ideas and
markets between and among potential business partners. One purpose of automating such
process is to significantly reduce typical business development time by providing quantified
business models at an early stage of a relationship. Such process can be utilized to create new
markets, accelerate acquisition, and generate increased revenues.

According to a first aspect of the invention, a computer network system enabling the
generation of a standardized data file describing a first user’s product or service, providing a
search mechanism for searching a collection of such standardized data files of other parties to
find compatible standardized data files, an automated mating mechanism for mating the user’s
own standardized data file with the standardized data files of other parties in related markets, and
a modeling mechanism for generating a full financial model, business plan, product development
rollout schedule, and contract documents pertaining to a business development transaction
involving the mated standardized data files is disclosed. The present invention thus provides an
apparatus that “normalizes” the business development process, creating a standardized platform
that replaces the multiple stages of back-and-forth exploratory discussions traditionally necessary
in prior known methods and systems for enabling business development. Users from diverse
commercial enterprises may use the system to explore hypothetical business development
opportunities with other commercial enterprises without having to actually contact such other
commercial enterprises, simply by creating their own standardized data file (i.e., a “business
development file”) and storing it on the system, then searching a collection of similarly
configured standardized data files of other commercial enterprises on the system to locate those

that exist in complementary markets. A library of predetermined relationships between and
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among particular markets is in communication with or a component of the system, and is
accessed during such search, which library may be continuously updated by expert knowledge or

by automated search mechanisms. After locating such complementary enterprises, the user may

| operate the system to mate its standardized data file with one or more standardized data files of

other commercial enterprises by inputting to the system the parameters of the anticipated
business development transaction between the parties. Once the user has input such data, the
user may engage the system to create a full financial model, business plan, product development
schedule, and contract documents relating to the business development transaction. In this
regard, the system also comprises a knowledge base of business development-related formulas
and equations that vary depending upon the data in the user’s standardized data file and the data
input by the user in describing the business development transaction so as to create a complete
business model that accurately reflects the forecasted success.of a particular business
development transaction.

As shown in the schematic view of Figure 1, a first preferred embodiment of a computer
network system (shown generally at 20) of the instant invention provides for virtual
collaboration among independent business enterprise users 25 using a business development
server system 35 to create descriptions of their own products and services and seek business
development transactions relating to some combination of their own products and services with
those of other commercial enterprises. The system provides an electronic knowledge base, and
mating and modeling functionality that avoids the multi-stage back-and-forth preliminary
discussions normally required to accomplish a business development transaction.

The embodiment of computer network system 20 shown in Figure 1 comprises business

development server system 35 which may receive data from and transmit data to a plurality of
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business enterprise users 25, expert knowledge holders 50, and administrators 55 via a network
45, and which is in communication with one or more data repositories, such as a business
development file database 60, a market relationship library database 65, and a business—reiated
formulas/equations for modeling database 70.

Business development server system 35 may comprise a server system supporting the
collaborative, interactive business development environment. Business development server
system 35 pfeferably communicates with business enterprise users 25, expert knowledge holders
50, administrators 55, and databases 60, 65, and 70 through network 45. Business development
server system 35 preferably is publicly accessible over a network, such as the Internet as a web
site, but may provide multiple levels of security to ensure that data associated with a particular
commercial enterprise cannot be accessed by other commercial enterprises, and to ensure that
unauthorized users cannot access the administrative functions and data. Preferably, business
development server system 35 is provided one or more operating systems capable of
communicating with databases 60, 65, and 70, enabling operation of the functions of the various
software modules of business development server system 35 (described in more detail below),
and communicating with business enterprise users 25, expert knowledge holders 50, and
administrators 55. The selection of appropriate operating systems for business development
server system 35 to accomplish such functionalities is within the knowledge of those of skill in
the art.

As shown in Figure 1, the architecture of business development server system 35 may be
distributed, such that hardware and software for the various business development system
functions is not necessarily resident on one server system at one physical location. Thus, in the

embodiment of Figure 1, business development server system 35 comprises several

-10-
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interconnected systems for hosting software for various functions, such as business development
file server system 80 for creating, editing, and storing business development files;
complementary business development file (“BDF”) search engine 82 for searching the stored
collection of business development files for ones that are complementary to the user’s own
business development file; business development file mating engine 84 for providing input
describing an anticipated business development transacﬁon involving the user’s own business
development file and one or more business development files of other commercial enterprise
users; business development transaction modeling engine 86 for generating a full financial
model, business plan, product development rollout schedule, and contract documents pertaining
to a business development transaction involving the mated business development files; and
business development transaction report engine 88 for generating a human-readable report of the
complete business model of the mated business development files. Each of these components
may interface with one another through network 47. Of course, such architecture is exemplary
only, and those of ordinary skill in the art will readily recognize that all of these features may be
provided simply as separate software modules on a single server computer.

Networks 45 and 47 may each comprise any network that will allow communication
among the various elements of business development server system 35, and among business
development server system 35 and the business enterprise users 25, expert knowledge holders
50, administrators 55, and databases 60, 65, and 70. Such networks may include the Internet, a
Wide Area Network (WAN), a Local Area Network (LAN), “Internet Protocol — Next
Generation,” and any variation of packet switched networks or other supporting technologies for

permitting communication among servers and user systems.

-11-
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Likewise, business enterprise users 25, expert knowledge holders 50, and administrators
55 may each be equipped with any system capable of interfacing with network 45 to
communicate and interact with business development server system 35. Such systems may
comprise personal computers, microcomputers, minicomputers, portable electronic devices, a
computer network, or any other system operable to interface with network 45 to send and receive
data. Likewise, such systems may be provided with operating systems and Internet web
browsers for accessing and displaying data over a common network, as are well known in the art.
Preferably, such systems cio not require specialized hardware or software to access business
development server 35.

Further, databases 60, 65, and 70 may comprise storage media employed to store data
maintained by business development server system 35, and may include one or more physically
distinct media, including, but not‘ limited to, hard drives, floppy drives, CD-ROM, and any other
existing or future existing storage technologies supporting ready access.

With regard to another aspect of the invention, a method is provided to standardize the
business development process between independent parties so as to avoid the disadvantages
associated with prior known methods of business development. As shown in Figure 2, and as
will be described below with regard to the technical implementation of such method, the first
step of the generalized business development method of the instant invention concerns
generating a standardized, computer-readable file at step 100 describing a single product or
service that is offered by the user or by his or her company. Each such “business development
file” is preferably generated by presenting the user with a series of questions that are designed at
a level of detail to enable a typical business development professional to provide answers

without requiring input from persons having specialized knowledge of the company.

-12-
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After the business development file is generated by the user and added to a collection of
business development files generated by other users at step 102, the user initiates or the system
automatically initiates a search of the collection of business development files at step 104 to
locate other business development files that exist in a particular market segment that is
sufficiently complementary to the user’s own market segment indicated in its own business
development file to warrant investigation of a possible business development transaction
between the user and other business development file owners. The user’s “market segment” may
include, for example, specific classes of products or services, business development transaction
types, the user’s own primary job function, and other information useful in describing the
commercial environment for the user’s product or service, as set forth in the knowledge base
stored, for example, in market relationships library 65 (Figure 1). As a result of performing the
search, one or more target business development files are identified for evaluation at step 106,
preferably with an indication of why the user may wish to pursue such evaluation (e.g., potential
suitability for a new buy/sell arrangement, a new distribution agreement, a new technology
transfer agreement, a new merger or acquisition, etc.).

After the user has identified one or more business development files for evaluation, the
user initiates a mating function with the selected business development file at step 108. Such
mating function solicits input from the user describing a hypothetical new product or service
resulting from the combination of the user’s business development file and the newly identified
business development file. The information solicited from the user preferably includes: (i) an
indication of the type of transaction to be carried out (e.g., new product development, technology
license, reseller agreement, etc.); (ii) the responsibilities of each of the parties to the anticipated

business development transaction; (iii) a description of the new product or service; (iv) a

-13-
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description of the anticipated market for the new product or service; and (v) a description of
anticipated sales-related information for the new product or service (e.g., price, charge methods,
number of sales, etc.).

After the mating function has been completed, at step 110 the user engages a model
function that models the business development transaction by applying rules and mathematical
formulas to the mated business development files to generate a human-readable, full financial
model, business plan, product development rollout schedule, and contract documents relating to
the business development transaction at step 112.

An example of one embodiment for carrying out the method of the present invention is
illustrated in the next several figures. Such illustrations are by way of example only for
describing the features of the present invention and are not intended to limit the disclosure in any
way. - : : . -

As shown in Figure 3, the above-described method is initiated by first presenting a user
with a login screen 10 that prompts the user'to input a login identifier in data entry field 11 and a
password in data entry field 12. Once the user has input a login identifier and password that are
recognized by the system, the user is presented a start page 200 (Figure 4).

As shown in Figure 4, start page 200 preferably provides the user with access to five
functionalities of the automated business development system, namely: (i) identity function 201,
which enables the user to create a standardized, formatted description of its goods and services,
and identify its goods and services to a specific market space; (ii) search function 202, which
enables a user to search for products or services (and preferably for other providers of products
and services) that may be sufficiently compatible to its own products or services to warrant an

investigation of a business development transaction; (iii) mating function 203, which enables the

-14-
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user to define the parameters of a proposed business development transaction; (iv) modeling
function 204, which applies business development and forecasting rules and formulas to the .
parameters input at mating function 203 in order to generate a financial model of the business
development transaction, and which enables secondary users having specialized knowledge to
customize the financial model; and (v) deal function 205, which formats information describing
the financial model into human-readable reports detailing the complete business model of the
business development transaction, including a full financial model, business plan, product
development rollout schedule, and contract documents relating to the business development
transaction.

As shown in Figure 5, when a user engages identity function 201, they are presented with
a series of questions that are used to create a unique business development file that is descriptive
of the user’s goods or services. -The business development file generated by identity function
201 is preferably a software object file, and more preferably a database record in a database
accessible by a plurality of users over a computer network, such as business development file
storage database 60 (Figure 1), such database preferably containing a number of business
development files created by multiple users. Preferably, a user, such as a company providing
goods or services, will create a unique business development file for every product or service it
offers, and for which such user wishes to explore business development opportunities.

In order to create a business development file, identity function 201 presents the user
with a series of core business development questions, and prompts the user to provide responsive
input to those questions, either by selecting an answer from a pull-down menu or by inputting
text or numbers for open-ended questions. The questions presented to the user by identity

function 201 can be categorized into two types, namely, general product information including a

-15-
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description of the product, its core competencies, and its market space, and revenue-specific
information including market potential, charge methods, and general sales information. Each of
the questions presented to the user by identity function 201 is of a sufficiently general nature that
a business development professional will have the knowledge and background required to
answer the questions without requiring assistance from others having specialized knowledge.
For instance, as shown in Figures 5 and 6, the questions relating to general product
information preferably include a product description screen 210 and a market description screen
220. Product description screen 210 preferably prompts the user to input a product name in data
entry field 211, select a general product type in data entry field 212 (e.g., software, hardware,
silicon chip, consulting, services), and list the “core competencies” of the product or service in

data entry field 213. As discussed in greater detail below, designation of a general product type

- in data entry field 212 assigns a number of default values to variables that will be used in. -

modeling a business development transaction involving the product or service described by the
business development file. For instance, by selecting “hardware” as product type, a first set of
default values is assigned to variables used in calculations relating to sales projections, marketing
expenses, costs of goods sold, and engineering schedules and workflows, while selecting
“software” as a product type assigns a second set of default values to such variables, selecting
“consulting” as a product type assigns a third set of default values to such variables, etc., such
that the system may more specifically model a prospective business development transaction
based upon the specific products or services at issue. Optionally, different levels of refinement
of such default values are provided to enable precise customization for specific product types,
while maintaining average values for broader product type categories. The selection of the exact

values of such variables for any product type are established by experience in such market spaces

-16-
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and by general market analysis, and can thus readily be established and modified as needed by
those of ordinary skill in the art.

In similar fashion, the core competencies input in data entry field 213 may optionally be
used as yet another level of refinement of the default values of the variables used in modeling the
business development transaction. - Again, the selection of the exact values of such variables for
any core competency are established by experience in the specific market spaces and by general
market analysis, and can thus readily be established and modified as needed by those of ordinary
skill in the art.

Iikewise, market description screen 220 preferably prompts the user to select the market
space for the particular product or service in data entry fields 221, 222, and 223, the time that the
product or service has been on the market in data entry field 224, the geographical division of the
market in data entry fields-225, and the market demography in data entry field 226.

The market space for the particular product or service is preferably defined in terms of a
multi-level taxonomy, for example, a three-tiered taxonomy, namely, “market space,” which is
selected in data entry field 221, “market sub-space,” which is selected in data entry field 222,
and “market tertiary space,” which is selected in data entry field 223. A taxonomic library is
stored in the system, such as in market relationships library 65 (Figure 1), listing each market
space, a number of market sub-spaces under each market space, and a number of market tertiary
spaces under each market sub-space. By way of example only, a user might initially select
“project management” from the list of possible market spaces, such list including a wide variety

of market spaces, such as (by way of example only and not by way of limitation) “accounting
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and finance software,” “application server software,” “customer service software,” “engineering

and design,” “human resources software,” “project management,” etc. Once the user has
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selected the particular market space, data entry field 222 provides a pull-down list of market sub-
spaces associated with the designated market space in data entry field 221. For instance, the
market space “project management” may provide market sub-spaces of “general project
management,” “project accounting,” “project scheduling,” etc. Likewise, once the user has
selected the particular market sub-space, data entry field 223 provides a pull-down list of market
tertiary spaces associated with the designated market sub-space in data entry field 222. For
instance, the market sub-space “project scheduling” may provide market tertiary spaces
including “engineering scheduling.” As described in greater detail below, the product’s or
service’s placement within this taxonomy enables the system to identify related market spaces,
sub-spaces, and tertiary spaces, based on the association rules defined in a look-up table
maintained by the system, in order to enable matching of the particular business development file
with potential business development transaction partners.

The time that the product or service has been on the market as entered in data entry field
224 is used by the system to calculate the product maturity value, which value in turn calculates
how many systems are sold per month or per year. The geographical division of the market as
entered in data entry field 225 is used by mating function 203 to provide sales cycle values and
channel collision information, i.e., to apportion sales staff of the parties to the business
development transaction in order to provide sales coverage over specific geographic regions
without overlapping the efforts of the sales staff. Likewise, the market demography as entered in
data entry field 226 is used by mating function 203 to determine the number of sellable units that
may be provided to each market segment, thus giving an indication of the overall compatibility

of the product or service to each user population.
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Likewise, as shown in Figure 7, the questions relating to revenue-specific information
preferably include a sales description screen 230 which prompts the user to input the total market
potential (in units sold) for the product or service being described in data entry field 231, which
market potential is then used by mating function 203 to determine the amount of time that it will
take the company to successfully commercialize the product or service. Sales description screen
230 also prompts the user to select the method by which the price of the goods or services will be
charged in pull-down data field 232 (e.g., annual license, perpetual license, term lease, flat fee,
etc.), input the average sales cycle in data entry field 233, input the channels through which the
product or service has been sold in the past in data entry fields 234, input the size of the sales
staff for the product or service in data entry field 235, and input the number of direct competitors
for the product or service in data entry field 236.

Notably, the charge type selected in pull-down data field 232 is particularly dependent.
upon the selected product type. Thus, selection of a first product type in data entry field 212 on
product description screen 210 will cause a first listing of available charge types to be displayed
in pull-down data field 232, while selection of a different product type in data entry field 212
will cause a distinct listing of available charge types to be displayed in pull-down data field 232.
As described in greater detail below, each of these data items are used by mating function 203 to
determine the amount and timing of costs and revenue from product and/or service sales.

As the information solicited throughout the identity function 201 is at a level of detail
that is typically within the knowledge of business development professionals, such persons may
readily create and modify business development files as they see fit, without depending upon

expert knowledge from engineering staff, marketing staff, legal staff, or any other personnel.
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Moreover, while not particularly shown in Figures 5-8, identity function 201 may also
solicit the user’s job function, for example, by instructing the user to select their particular job
function (e.g., Design and Development Engineering Management, Systems Engineering,
Financial Management, Product Marketing, etc.). As described in greater detail below, this
information may be used to further refine search function 202.

As shown in Figure 8, after the user has answered the questions presented by the system
through identity function 201, the user is preferably presented a completion screen 240 that
enables the user to navigate through the previous screens to review the answers previously
provided, enables the user to name the business development file in data entry field 241, and
enables the user to save such newly created business development file to the system, such as by
storing the business development file in Business Development File Storage Database 60 (Figure
1) with a record identifier associating such business development file with the user. Further, as
mentioned above, each saved business development file is preferably a database record in a
database containing multiple business development files generated by multiple users. More
particularly, the data used to build the business development file is preferably stored in multiple
data tables maintained in a central database, such as Business Development File Storage
Database 60.

After the user has created and saved at least one business development file, they may
likewise retrieve such previously created business development files for updating or editing. As
shown in Figure 9, after a user has created and saved at least one business development file,
upon initiating identity function 201 or at any other suitable time in the process, that user may be
presented a business development file list 250 listing previously created and saved business

development files. A user may simply select one of the previously created and saved business
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development files from list 250, such as by clicking on the business development file name in list
250 using a computer mouse or other similarly configured pointing device as is known in the art,
at which time the data associated with the selected business development file is extracted from
the appropriate data tables and presented to the user. As shown more particularly in Figure 10,
the completed business development file is presented to the user in a format that quickly and
succinctly presents a summary of the particular product or service it is intended to describe, and
key background information relating to such product or service, such that a potential partner may
quickly review the business development file and ascertain whether it reflects a technology
which warrants further exploration of a business development transaction. More particularly, the
formatted business development file preferably displays the product or service name, the
company name, contact information for the business development contact at the company, the
product or service market space, and the product or service “ecosystem,” i.e., the listing of
market spaces that sufficiently relate to the product or service market space to warrant
examination of a business development transaction. As discussed in greater detail below, such
relations are preferably established by a set of rules that are maintained by the system in a look-
up table, such that when the user identifies one or more market spaces to which its product or
service belongs, the look-up table may be consulted by the system to determine the collection of
other market spaces that correspond to the one or more user-identified market spaces.

Thus, the business development file generated by the user and saved to the system
provides a data collection that is descriptive of the user’s own product or service. By providing a
standardized form for such data collection, a user’s business development file is capable of
comparison to business development files of other parties, such that computer-implemented,

business-related rules and formulas may be applied to evaluate potential third parties with whom
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a user may wish to pursue a business development transaction, and generate a full financial
model, business plan, product development rollout schedule, and contract documents relating to
a business development transaction involving multiple business development files. Moreover,
while the display of information stored in the business development file may be limited to the
items noted above, the business development file comprises significantly greater detailed
information relating to the user’s product or service, which information is solicited throughout
identity function 201, as described above. Thus, a user wishing to share his business
development file with a potential business partner may do so, providing such potential partner
with only general knowledge of the user’s product and business, without disclosing the more
sensitive and conﬁdentia{ business information that is necessary to accomplish mating function
203.

Following the creation of one or more business development files, a user may wish to
search for business development files of other parties that might be suitable for evaluating a
business development transaction. Search function 202 preferably enables a user to search for
such products or services in three ways: (i) by conducting a manual search, in which a specific
business development file of a third party is selected for evaluation; (ii) by conducting a targeted
search, in which the user wishes to locate potentially compatible business development files
within a particularly selected market space, sub-space or tertiary space; or (iii) by engaging the
system to conduct an automated search, in which the system consults the relationship rules to
locate the user’s tertiary space in the look-up file and identifies all business development files in
market tertiary spaces that are related to the user’s tertiary space as possible candidates for a

business development transaction.
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As a preliminary step to searching for complementary business development files of third
parties, the system may optionally enable a user to obtain an initial indication of third party
entities that are most likely to have a product or service suitable for a business development
transaction with user’s own business, technology, product, or service. After a user’s{ attributes
that will comprise their business development file have been collected from the user and input
into the system, the system may compare that user’s attributes with those of other users
registered 'with the system. Thereafter, the system may refer to a look-up table of potential
connections that exist between, for example, the user’s job function and those of other users
registered with the system. Based upon the existence of such a connection between the user’s

job function description and the job function description of other users of the system, the system

may generate output for the user in the form of a listing of the number of other system users

~having job function descriptions with a connection to the user’s own job function description.

The system may also provide the identities or business development file identifications for such
users having complementary job function descriptions to expedite the user’s search for
complementary business development files.

As used herein, “connection” is intended to refer to a relationship between the job
function descriptions of users of the system and potential business development transaction
types. For example, a connection may refer to the existence of a relationship between the job
function of “Research and Development Engineering Management” and transaction types of (i)
new product or service sale or purchase, (ii) technology transfer alliance, (iii) new product
development alliance, etc. Market relationship library 65 (Figure 1) may include a relational
taxonomy of such job functions with particular transaction types. Thus, in such preliminary

search, the system may provide the user with an indication of not only which third parties may be
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suitable for further investigation of a business development transaction, but also of why the user
may wish to pursue such further investigation (e.g., for exploration of a new product purchase or
sale, a technology transfer alliance, a cooperative new product development alliance, etc.), in
turn streamlining the search function 202 as set forth below. An exemplary taxonomy is shown
in Figure 11a, although it is submitted that additional or varying relationships may exist and that
the specific existence or non-existence of such a relationship between a specific job function and
transaction type may be determined as necessary or desired by those skilled in the art.

As shown more particularly in Figure 11, when a user initiates search function 202, the
system presents the user with a search screen 260 which allows the user to select which method
of search they will engage, i.e., manual, target, or automated. Particularly shown in Figure 11 is
a manual search configuration, in which the system displays to the user a listing 261 of every
available business development file stored in the system database, enabling a user to select a-
particularly desired business development file by clicking on the appropriate file name. After the
user has selected a particular business development file, they may display the particular business
development file (in the format described above) by selecting the “View BDF Properties”
function 262, which preferably displays the selected business development file in a separate
window.

Figure 12 illustrates search screen 260 after the user selects “target” as the desired search
method. In this case, search screen 260 presents to the user a pull-down selection for a market
space, market subspace, and market tertiary space in selection fields 263, 264, and 265,
respectively. Notably, when the user selects a particular market space in selection field 263,
market subspace selection field 264 presents the user only with market subspace selections that

fall under the selected market space in selection field 263. Likewise, when the user selects a
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particular market subspace in selection field 264, market tertiary space selection field 265
presents the user only with market tertiary space selections that fall under the selected market
subspace in selection field 264. As the user proceeds in making choices through selection fields
263, 264, and 265, listing 261 becomes progressively shortened, reflecting only those business
development files that are present in the respective market space, subspace, and tertiary space.
Thus, the user has the option of selecting business development files with which to mate at
varying levels of specificity, namely, by market space, market sub-space, or market tertiary '
space. Once the desired level of specification is displayed (i.e., space, sub-space, or tertiary
space), and the list of business development files present in such market space are revealed, the
user may select and display a particular business development file from list 261 as explained
above with regard to the manual search function.

Figure 13 illustrates an optional search status screen 270 that may be presented to the
user after the user selects “auto” as the desired search method. In this case, search status screen
270 simply displays a status bar 271 as the system determines the market ecosystem for the
user’s business development file, i.e., those market spaces which, as stated in the association
rules defined in the lOOk-{lp table maintained by the system, bear a relation to the market space of
the user’s own business development file. Once the ecosystem has been determined, a graphical
display 280 in the general form shown in Figure 14 is presented to the user, which schematically
presents the market ecosystem for the user’s business development file. In the example depicted
in Figure 14, the user’s market space of “engineering scheduling” 281 is noted as having a
relationship with a number of other market spaces which may have sufficiently compatible

business development files to warrant exploration of a business development transaction. In this

example, the user’s own market space 281 of “engineering scheduling” is noted as being related
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to such additional market spaces as “product lifecycle management “ 282, “enterprise resource
planning (ERP)” 283, “job costing” 284, and so on. Each related market space (282, 283, 284,
etc.) contains one or more business development files corresponding to products or services
existing within such related market space.

Notably, the market spaces depicted in the schematic display of the user’s ecosystem
need not all be tertiary spaces. Thus, the market relationship library may indicate relationships
between and among market spaces, sub-spaces, and tertiary spaces. Figure 15isa schematic
representation of an exemplary portion of the market relationship library reflecting this
taxonomy. The schematic representation of Figure 15 depicts the top-level market spaces
“Accounting and Finance Software,” “Manufacturing and Process Engineering,” “Network
Security,” and “Project Management.” As noted in Figure 15, these top-level market spaces may
have both sub-spaces and tertiary spaces associated with them, and at varying levels of -
specificity. In other words, some market spaces may be defined only at the top-level market
space, while other spaces may be more specifically defined by sub-spaces, and still other spaces
may be even more specifically defined by tertiary spaces. Thus, as depicted in Figure 15, the
top-level market space “Accounting and Finance Software” is further defined by market sub-

spaces “Billing and Invoicing,” “Purchasing,” and “Time and Billing.” Likewise, the market

space “Manufacturing and Process Engineering” is further defined by market sub-spaces

“Enterprise Resource Planning” and “Plant Maintenance and Service.” Similarly, market space
“Project Management” is further defined by market sub-spaces “Project Accounting” and
“Project Scheduling,” with sub-space “Project Scheduling” being even further defined by market
tertiary space “Engineering Scheduling.” Still further, market space “Network Security” is

further defined by market sub-spaces “Authentication” and “VPN.” In turn, sub-space
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“Authentication” is further defined by market tertiary spaces “2 Factor,” “Biometrics,” “Device
Authentication,” and “Password Management,” while market sub-space “VPN” is further defined
by market tertiary spaces “VPN Remote Access Client for PCs,” “VPN Development Toolkits,”
and “VPN PDA Remote Access Client Software.” Of course, the taxonomy shown in Figure 15
is exemplary only and representative of only a portion of the market relationship library. Other
market spaces, sub-spaces, and tertiary spaces may be provided, as desired. |

In addition to the above-described market space, sub-space, and tertiary space hierarchy,
the taxonomy of the market relationship library also includes relationships between and among
the various spaces. If a relationship with a user’s identified market space exists in the market
relationship library, the automated search may reveal those spaces bearing a relationship with the
user’s market space when the user’s market ecosystem is generated. As shown in Figure 15, and
by way of example only, the noted market spaces, sub-spaces, and tertiary-spaces may have
varying relationships among themselves. For instance, market space “Accounting Finance and
Software” maintains a relationship with market sub-space “Enterprise Resource Planning”;
market sub-space “Time and Billing” maintains a relationship with market tertiary space
“Engineering Scheduling,” which also maintains a relationship with market sub-space “Plant
Maintenance and Service.” Likewise, market tertiary space “VPN Remote Access Client for
PCs” maintains a relationship with market tertiary spaces “2 Factor” and “Biometrics,” while
market tertiary space “Biometrics” also maintains a relationship with market sub-space “Project
Scheduling.” Thus, the market relationship library provides a web of relations between and
among the various market spaces, sub-spaces, and tertiary spaces existing in the market
relationship library. Such relationships may be modified, removed, or added as desired to reflect

the various market space relationships that the user observes in practice.
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Referring again to the schematic market ecosystem shown in Figure 14, preferably, by
clicking on any related market space, the system presents the user with a market space display
290 li;ting those business development files that exist within such selected market space, as
schematically shown in Figure 16. In turn, when a usér clicks on a single business development
file icon on the market space display 287, the system preferably displays to the user the
particularly selected business development file (in the format discussed above), and enables the
user to select such business development file as the deal “passenger,” i.e., the business
development transaction party that is to be simulated in the mating and modeling functions, by
initiating passenger selection function 289 (Figure 10).

Optionally, the system may further refine the results produced from search step 202 by
creating a score quantifying the extent to which a particular business development file is
compleﬁentary to another business development file. The weighted score is preferably
automatically created by the system based on weights determined by a correspondence between
the (i) market spaces, (ii) product types (e.g., software, hardware, services, silicon chip,
consulting), (iii) market groups (e.g., OEM, corporate, consumer, mid-market, government,
small/home office), and (iv) geographic markets (e.g., North America, South America, Europe,
Asia, Australia, Middle East, Africa) of two separate products or services as set forth in their
respective business development files. Market relationships library 65 (Figure 1) may include a
knowledge base providing a numeric quantification of a correlation (e.g., the numberic
probability of a match) between any two market spaces, product types, market groups, or
geographic markets. This numeric quantification may, in turn, comprise a portion of the overall
score associated with a proposed combination of two products or services. By way of example

only, the numeric quantification of correlation between market spaces may be 50% of the total
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score; the numeric quantification of correlation between product types may be 25%; the numeric
quantification of correlation between market groups may be 12.5%; and the numeric
quantification of correlation between geographic regions may be 12.5%. The correlations among
particular market spaces, product types, market groups, and geographic regions are determined
by experience and with reference to statistical data from analysis of such factors in practice, and
may thus be set or modified as desired by those of ordinary skill in the art.

Optionally, an update feature may be provided énabling a user to update the market
ecosystem for their identified market space by engaging a Scan Press function 285 provided on
market ecosystem display 280 (Figure 14). When a user initiates Scan Press function 285, the
system initiates a search engine and generates a search query comprising the definition of the
user’s market space and terms relating to a business development transaction. While the
generation of an appropriate query including terms relating to a business development
transaction is known to those skilled in the art, by way of example such terms may include “joint
venture,” “OEM,” “MOU,” “alliance,” “co-develop” and the like. Such search engines are
widely commercially available, such as YAHOO, as well as other automated data mining tools,
any of which may be used to locate press articles relating to the user’s identified market space
and other business development transactions. Once such articles are located, a list is generated
and displayed to the user on a press article results display screen 291 as shown in Figure 17. A
user may select an article from the list displayed, at which time the full article will be displayed
to the user on a full article display screen 292 (as shown in Figure 18), thus enabling the user to
read each article generated by the search. Each article display screen 292 preferably provides an
update market ecosystem function 293 which, when initiated by the user identifies the related

market space described by the article (by way of, for example, commercially available text
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recognition software), and adds an icon reflecting such market space to the user’s market
ecosystem display. As shown in Figure 19, the new market space “Authentication” was
identified and authentication icon 294 was added to the graphical depiction of the user’s market
ecosystem with a dashed line 295 indicating a potential relation to the user’s “Engineering
Scheduling” market space. If the user then selects the newly designated market space
“Authentication,” a listing of business development files present in that market space are
displayed, enabling the user to select one or more of such business development files as the
passenger for mating function 203.

Thus, search function 202 provides the user with an automated engine for finding
products and/or services of other business enterprises that are present in market spaces that are
sufficiently comparable to the user’s own identified market space to warrant investigation of a
business development transaction. While the user may manually select a specific business
development file of another party or search by a particular market space, sub-space, or tertiary
space, the system also provides an automated search tool that receives the user’s business
development file, reads the user’s market space from the business development file, consults the
market relationship library to define the user’s market ecosystem (i.e., identify business
development files in market spaces that the relationship library indicates are related to the user’s
own market space), displays the related market spaces, allows the user to select one or more of
the related market spaces, displays the individual business development files present in the
selected market space, and allows the user to select a specific business development file in the
selected market space for mating.

After the user selects a particular business development file as a passenger, the system

automatically engages mating function 203, which enables the user to define the parameters of
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the business development transaction. As shown in Figure 20, when mating function 203 is
initiated, the system displays a deal definition screen 300 that presents the user with a series of
questions, the answers to which will further customize the business development-related
formulas, equations, and value assumptions to be applied to generate the business model. More
particularly, deal definition screen 300 prompts a user to select a deal type in selection field 301,
such as “new product,” “reseller agreement,” “technology license,” etc. Each deal type
preferably provides a set of mathematical calculations that are used to generate a financial model
of the business development transaction, such calculations being particularly adapted for the
selected deal type. The precise equations used in such calculations, e.g., calculation of three year
revenue stream for a new product launch versus a technology license, are considered within the

level of ordinary skill in the financial arts, and are determined based on historical sales data for

- various products in various markets. Thus, such formulas may be modified, adapted, or -

supplemented as particular market conditions may indicate. However, it should be noted that
such calculations should extend to the determination of those items reflected by model function
204, as discussed in greater detail below.

Moreover, it should be noted that the particular equations used in the calculations, and
more particularly the default values for variables in those equations (such as typical employee
salaries, typical ﬁarketing costs, typical royalty rates, etc.) that are present in Business-Related
Formulas/Equations For Modeling Database 70 (Figure 1) are adapted to particular product
types, and thus are themselves subject to a specific hierarchy. More particularly, for each market
space that exists as a bottom level market space in the system hierarchy, there exists a library of
assumptions providing default values. Such default values are preferably organized by business

personalities, namely, sales default values, engineering default values, finance default values,
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marketing default values, and legal default values. Thus, the system hierarchy (stored in
database 70) enabling customized default values for specific product types is, for example,
configured as follows:

Particular Market Space

Sales Default Values

* Hardware (Product Type I)
Software (Product Type II)
Services (Product Type III)
Silicon Chip (Product Type IV)
Consulting (Product Type V)

ngineering Default Values
Hardware (Product Type I)
Software (Product Type II)

L Services (Product Type III)

®* % K R ¥ % ¥

% % % % ¥ %

% oS ¥ K K KK ¥ X K X
# %

ES
*
&

Tn addition to being subject to the product type hierarchy noted above, the queétions
relating to the deal that are presented to the user by mating function 203 are also dependent upon
the designated deal type input in data entry field 301. In other words, selection of “new product”
deal type will apply a first set of equations for modeling the business development transaction,
while selection of “technology liceﬁse” as the deal type will apply a second set of equations, and
so on. Again, the particular equations applied for varying deal types are the subject of ordinary
financial skill, and may be modified or supplemented as necessary for particular deal types and
product types.

In order to maintain, modify, and supplement the default values noted above, the system
preferably enables expert knowledge holders 50 and system administrators 55 (Figure 1) to
access the business development server system through a secured interface prohibiting access to

unauthorized persons. Such expert knowledge holders 50 and administrators 55 may modify or
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add to the default values stored in Business-Related Formulas/Equations Database 70 as market
conditions change or as otherwise becomes necessary. Preferably, in addition to maintaining,
modifying, and supplementing the formulas and equations in database 70, such expert knowledge
holders 50 and administrators 55 may also provide generic business development files to
Business Development File Storage Database 60. Thus, where no users have yet generated a
business development file in a particular market space, the expert knowledge holders 50 and
administrators 55 may create a generic business development file in such market space, thus
enabling users to evaluate hypothetical business development transactions even in such
unpopulated market spaces. Of course, users may likewise create hypothetical business
development files in market spaces in which they wish to investigate a possible business
development transaction.

In addition to soliciting an indication of the particular deal type from the user, deal
definition screen 300 prompts a user to provide a brief description of the deal in text field 302, to
provide a date on which the deal is expected to be signed in data entry field 303 with the term of
the deal in data entry field 304 (which dates/durations in turn are used by modeling function 204
to determine the timeline for sales cycles, revenues, product engineering, etc.), and to indicate
whether the deal requires exclusivity in selection field 305. The exclusivity indication in turn is
used by modeling function 204 to effect sales cycle, market size, sales price, etc. In the event
that the user indicates that the deal will require exclusivity, deal definition screen 300 preferably
displays additional questions relating to the exclusivity, including: (i) prompting the user to
select whether the exclusivity is based on market group or geographical market, and an
indication of such market group or geographical market; (ii) prompting the user to provide the

term of the exclusivity; (iii) prompting the user to select whether there is an annual minimum
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order associated with deal exclusivity, and if so, the annual minimum order amount associated
with the deal exclusivity; and (iv) prompting the user to input a textual explanation of the
exclusivity agreement, which textual explanation will be incorporated in a Term Sheet Report as
explained in greater detail below.

After the above-described data is entered into deal definition screen 300, a second deal
definition screen 310 is presented to the user, as shown in Figure 21. Deal definition screen 310
enables the l.llSCI‘ to input the areas of responsibilities of each of the parties to the business
development transaction, preferably including the areas of sales, marketing, development,
product fulfillment, and custom support. When initially presented to the user, each of the data
entry fields in deal definition screen 310 are preferably pre-populated with default answers
stored in database 70, as described above. As mentioned above, a set of such default values
exists for each product type 212 selected by the user in product description screen 210.(Figure
5). However, the user is able to override these default values simply by entering an alternate
value in the appropriate data entry field. The values that are input by the user (or accepted by the
user in the case of default values) are in turn used by modeling function 204 to determine the
costs that will be incurred by the driver, and thus the revenue and other financial parameters that
the user will realize.

After the user has input the separate responsibilities of the parties to the business
development transaction, the system presents the user with a product description screen 320 as
shown in Figure 22. Product description screen 320 prompts the user to input a name for the
new product or service in data entry field 321, select a product type (e.g., hardware, software,
silicon chip, wireless server, consulting, services) in selection field 322, select a sub-product type

associated with the selected product type in selection field 323, input the expected release date of

-34-



10

15

20

WO 2004/068295 PCT/US2004/001874

the product or service in data entry field 324, and indicated whether the new pfoduct or service
will be private branded in selection field 325. As mentioned above, selection of the particular
product type determines the formulas and equations that are to be applied by modeling function
204 to generate a financial model of the business development transaction.

After the user has described the new product or service, the mating function 203 presents
the user with a market definition screen 330 as shown in Figure 23. Market definition screen 330
preferably prompts a user to define the market space, market sub-space, market tertiary space,
etc. in data fields 331, 332, and 333, respectively, as they did when creating their own business
development file. After designating such market space, market definition screen 330 prompts
the user to input the total market potential for the new product or service in the designated
market space in data entry field 334, and the number of competitors in the designated market
spacein data entry field 335. Preferably, market description screen 330 enables the user to
designate up to three target markets for the new product or service.

Following the description of the market for the new product or service, mating function
203 presents the user with a sales information screen 340 as shown in Figure 24. Sales
information screen 340 preferably prompts a user to provide an indication of whether or not the
new product or service will be offered to existing customers in data selection field 341, and if so,
the number of units sold in the first year of the business development transaction to existing
customers, input as a percentage of total number of units that will be sold in that first year in data
entry field 342. Sales information screen 340 also preferably prompts a user to input the average
sales cycle, in months, for the new product or service in data entry field 343, which value
overrides the existing sales cycle. Likewise, sales information screen 340 preferably prompts a

user to select whether or not the business development transaction driver’s company is on the

-35.



10

15

20

WO 2004/068295 PCT/US2004/001874

GSA (U.S. General Services Administration) schedule in data selection field 344. If the user
indicates that they are on the GSA schedule, modeling step 204 adjusts the timing of revenue
based on the number of sales to government entities, and particularly accounting for timing of
payment based on government procurement cycles, and amount of payment based upon the
standard discount applied to purchases made by the government for products and services listed
on the GSA schedule.

Following completion of sales information screen 340, mating function 203 preferably
presents the user with a second sales information screen 350 (as shown in Figure 25) which
solicits additional information from the user concerning quantity and pricing matters. More
particularly, sales information screen 350 preferably prompts a user to indicate the method by
which the new product or service will be billed in data entry field 351. Likewise, mating
function 203 prompts the user to indicate the number of units that the user expects to sell in the
next year in data entry field 352, and the average lump sum price in the first year for the new
product or service in data entry field 353. As explained in greater detail below, each of these
values is used by modeling function 204 to enable cost and revenue forecasting.

After the user ha\ts completed data entry in mating function 203, the user is prompted to
save the mating data as a business development mating file. The user may assign a name to the
business development mating file, and elect to save the file to a database containing a plurality of
mating files generated by a plurality of users. Preferably, the business development mating file
is stored with an identifier associated with the user who generated that file, such that the user
may later quickly retrieve any previously generated business development mating file by
selecting the same from a list of all business development mating files associated with that

particular user. After the user has thus completed mating function 203 for at least one new
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product or service, the user may f.;lect to engage modeling function 204 to generate a complete
financial model, business plan, product development rollout schedule, and contract documents
for a business development transaction relating to a previously generated business development
mating file. When the user initiates modeling function 204, they are initially prompted to select
a business development mating file that they have previously generated and saved to the system.
Preferably, a list of all previously generated business development mating files is presented to
the user for review, which list enables a user to select a particular mating to model using
modeling function 204. Once the user selects which business development mating file they wish
to model, modeling function 204 initiates a personality input function which enables persons
having specialized knowledge of particular facets of the business development transaction, such
as engineering, sales, marketing, and legal personnel, to review the business development mating
file and provide more customized and detailed information relating only to their own specialized
area of knowledge. Such knowledge-specific customization enables the user to create a refined
model of the business development transaction. The refinement provided by the specialized
input of various personalities associated with the user’s company provides a more precise model,
enabling such specialized knowledge holders to override default values associated with each
product type, market space, and the like, to indicate the costs, schedules, pricing, advertising, and
the like, associated with the user company’s own unique sales, marketing, engineering, etc.
practices. To enable such individualized customization, during mating step 203, a user
preferably inputs an email address for each personality that is to provide input to the financial
model. After model step 204 has been completed, the user may initiate a “personality play”
function that automatically directs an email link to the personalities identified by the user, with a

request that such person analyze the key values relating to their particular personality.
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Preferably, only those values that relate to the receiving person’s personality are displayed to that
person in their email message. Once each personality has input there own data to further
customize the model, model function 204 may be rerun to further refine the details of the model.

After the various personalities have provided their specialized input to refine the details
of the model, as shown in Figure 26, modeling function 204 presents the user with a model
summary and run screen 360 that preferably displays the business development mating file that
has been selected for modeling, and the two business development files that were used to
generate the business development mating file to be modeled, and prompts the user to initiate
construction of the full financial model, business plan, product development rollout schedule,
and contract documents by engaging a “run” function that may be engaged by clicking on the
“run” button 361 on model summary and run screen 360. After the user initiates construction of
that model, modeling function 204 preferably presents the user-with a status screen 370 (shown
in Figure 27) which provides a status bar 371 preferably indicating the status of completion of
generating the complete model of the business development transaction.

After the system has completéd generating the complete model of the business
development transaction in modeling step 204, the system automatically engages deal function
205. As shown in Figure 28, when deal function 205 is engaged, it initially displays an executive
summary of the business development transaction in an executive summary page 380, providing
summary information preferably including: (i) deal responsibilities 381, which displays an
indication of which of the parties to the business development transaction will have
responsibility in the areas of sales, engineering, marketing, customer support, and product
fulfillment; (ii) contract summary 382, which displays a summary of the business development

transaction including the deal type, description, term, and whether or not the deal is exclusive;
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(iii) product summary 383, which displays a summary of the new product or service including
the new product or service name, product or service type, release date, charge method, and price;
(iv) market analysis 384, which displays a brief summary of the market opportunity for the new
product or service including definition of the market space (including top level market space,
sub-space, and tertiary space), the market opportunity per market space, the total market cap, the
number of competitors in each space, the total number of competitors, and the estimated market
share represented by the deal; (v) financials 385, which displays a summary of key financial
figures pertaining to the business development transaction, including six month return on
investment (stated as a percentage), bookings, revenue, gross margin (stated as a percentage),
sales expenses and revenue (stated as a percentage), marketing expenses and revenue (stated as a
percentage), engineering expenses and revenue (stated as a percentage), and net income; and (vi)
personality input 386, which displays a Hst of.all parties having specialized knowledge that are
intended to contribute to the model during modeling function 204, and an indication for each of
those parties of whether they have yet provided input to the model, and if so, the last date on
which they provided such input.

In addition to providing the overall summary of the business development transaction to
the user, deal function 205 also enables the user to engage a report function by instructing the
system to launch a report center by pressing the “report center” button 387 on executive
summary screen 380. Engaging the report function causes the system to present the user with a
business report detailing various facets of the business development transaction. As shown in
Figure 29, when the report function is engaged, a business report summary screen 390 is
preferably generated which enables the user to view an executive reports section 391, and a

report section devoted to each of the “personalities” from whom input concerning the business
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development transaction was solicited, namely, sales 392, marketing 393, engineering 394,
finance 395, and legal 396.

Preferably, legal report section 396 includes both a draft memorandum of understanding
and a draft term sheet, which have been generated from the data input by the user describing the

particular deal type.
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Claims

What is claimed is:

1. A method for evaluating a business development transaction, comprising the steps of:

prompting a user to create a business dévelopment file describing a product or service;

adding such business development file to a database containing a plurality of business
development files;

searching said database to locate at least one business development file meeting a
predefined compatibility threshold to warrant investigation of a business development
transaction;

identifying at least one target business development file produced from said search for
combinatory evaluation;

initiating a mating function between said created business develqpment ﬁle and said‘
target business development file;

initiating construction of a financial model of said business development transaction
based on said mating function; and

creating human readable forms illustrating said ﬁnanciai model.

2. A system for evaluating a business development transaction, comprising a
micro-processor controlled business development server system, said business development
server system further comprising executable computer instructions to:

prompt a user to create a business development file describing a product or service;

add such business development file to a database containing a plurality of business
development files;

search said database to locate at least one business development file meeting a predefined

compatibility threshold to warrant investigation of a business development transaction;
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identify at least one target business development file produced from said search for
combinatory evaluation;

initiate a mating function between said created business development file and said target
business development file;

initiate construction of a financial model of said business development transaction based
on said mating function; and

create human readable forms illustrating said financial model.
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NetProject, Inc. and AcSys Biometrics
to Co-develop and Implement Secure,
Distributed Project Management
Software

BURLINGTON, O, Nov. 20 JCHW/ - Nexus Group International Inc.'s
(NXS:TSE) AcSys Biometrics Corp. and netProject, Inc., a San Francisco,
ChA-based project management sofiware firm speclalizing in web-hosted
project management technolagies, have entered inio a technical alliance to
co-develop and implement sofiware for secure, distributed project
management applications, primarily for the AEC (Architecture, Engineeting &
Construction) market.

"After a thorough, careful analysis of hiometric technology providers and the
naeds ofthe marketplace, AcSys Biometrics was clearly the partner of
choice based upon their best-of-braed technology and their 'tan-do’ aititude.
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1. ldentlfy the Deal Driver BDF: % IPrimaveraPB-UQB l
2. ldentify the Passenger BDF: 4 lpin Pilot-123 I

3. Selecta deallype: New Product =

4, Provide a hrief desctiption ofthe deal: & Primavera will
integrate a wireless
Biomettic
Authentication device
into Primavera's P3
project management
system.

&, Enterihe date you expectthe deal td be signed: s ngec [} |1 [_Eﬁ lgggglgﬂ'

6. Whatwill the term of the deal? 3 Years

304

7. Does the deal require exclusivity? % No [}

Home | Abaut Us | Contact Us | Privacy Policy | Terms of Use | FAQ
0042002 EDMelrics, Ino, Allighs reserved.

Figure 20
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Al questiohs with a re asterisk are required.

Sales
Marketing

Development

Product Fulfiliment

Driver

100 %

Custom Support % |y

£ 2904-2002 B0Melrics, lno, Al ights reserved.

Figure 21
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Passenger
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1. Enterthe % of reponsibility the deal driver and passenger will take for each of the following:

Totals

100%

100%

100%

100%

100%
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All questions with an asterisk are required.

1. What will be the name of your product? *

2. What will be the product type? *

2a. Which sub-productiype hest describes
Primavera P3 Biometric?

3. What is the expected telease date of Primavera P3
Biometric? *

4. Will Primavera P3 Biometric be private hranded? *

€ 2001-2002 BOMetrics, Inc. All fighs reserved.

Figure 22
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All questions with an asterisk are required.

You may choose up to 3 target markets to evaluate the demand for your product. Please select

from the list below.

Target Market 31
1. What markt space will the new deal offering target? *
1a. What market sub-space will the new deal offering target?

1h. What marlet fertiary space will the new deal offering target?

2. What s the total market potential for this product in this market
gpace {in units)? *

3. What is the humhber of competitors in this market space? *

Target Market #2

1. ¥What markt space will the new deal offering target? *
1a. What market sub-space will the new deal offering target?
1h. What market tertiaty space will the new deal offering target?

2. Whatis the total matket potential for this product in this market
space (in units)? *

3. Whatis the number of campetitors in this market space? *

Target Market #3

1. What markt space will the new deal offering target? *
1a. What matket sub-space will the nev deal offering target?
1h. What market tertiary space will the new deal ofiering target?

2. Whatis the total market potential for this produet in this market
space (nunits)? *

3. What is the humber of competitors in this market space? *

Next==|

Home | About Us | Contact Us | Privacy Policy | Terms of Use | FAQ
©2004-2002 BDMetrics, Inc, All fights reserved,

Figure 23
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Home | Logout| G

All questions with an asterisk are required.
1. Will Primavera P3 Biomelric be offerd to existing customers? *

1a. Ofthe tofal units sold in year 1, what % do you expect existing
customers to purchase? *

2. What do you expect the average sales cycle (in months) to be to sell
Primavera P3 Biometric? *

3. 15 your company on the GBA schedule? *

Hame | Shout Us | Contact Us | Privacy Policy | Terms of Use | FAQ
& 2001-2002 BOMelrics, Ino. Al rights reserved. R

Figure 24
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mate -

o

ack]

[

Sales Information

53]

Charge Method

Units Sold

P3 Biometrlc? *

Al gquestions with an asterisk are required.

1. Enter the % of sales you expect fram each charge method: *

2. What is the total number of Units of Primavera P3 Biometric you
expectto sell in all markets inthe nextyear? *

Pricing - Purchase

3. Whatwill be the average lump sum price nyear 1 for Primavera

‘Home | About Ug | Cantact Us | Privacy Policy | Tetms of Use | FAQ
€ 2001-2002 BDMetrics, Inc. All dghts reserved,

Figure 235

Home | Logout | Custemer Suppoit| Sea

Lease—"

Purchase

foo  Jw Jo__

352

353
e

351




WO 2004/068295

PCT/US2004/001874

28/31

360

cetack

AppliedBiometrics_
PinPrintPilot.bdf

Primavera_P3.hdf

ROOAOOAORR,

Ne;;l”r(;dilchbdm

- 361

Home | About Us | Contact Us | Privacy Policy | Terms of Use | FAQ

Figure 26

| Gustomer Suppo




WO 2004/068295

PCT/US2004/001874

29/31

Model SUI’Y}H’]&?’Y & Run Home | Logout | Gustomer Support | Sear

Progress...

. Building Bu’sinéég Madel... Please :ngt.
"Running BDMetrics Engine ~
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Home | About Us | Contact Us | Privacy Policy | Terms of Use | FAQ
20012002 BDMetries, lnc. All vighls reserved

Figure 27
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Executive Summary
B Frimavera
! .

Horne | About Us | Contact Us | Privacy Policy | Terms of Use | FAQ
20012062 BDMetics, Ino, Allrights reserved.
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| Business Report Summary

New Product Alliance

Primavera, Inc. Applied Biometrics
Primavera P3 Pin Print Pilot
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