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(57) ABSTRACT 
A data processing System for facilitating merchant transac 
tions includes a computer for processing data, and a Storage 
device for Storing data processed by the computer. Data 
regarding the purchase by a purchaser of merchandise from 
a merchant for a specified amount of money is entered into 
the computer. Monetary points are then calculated which are 
proportionate to a purchase made. The monetary points are 
then allocated between a first account which may be used by 
a first person for the purchase of additional merchandise 
from the merchant, and a Second account which may be used 
by a Second person for education at an educational institu 
tion. The monetary points allocated to the first account and 
the Second are recorded in the Storage device. 
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DATA PROCESSING SYSTEM FOR FACILITATING 
MERCHANDISE TRANSACTIONS 

CLAIM OF PRIORITY 

0001. This application claims priority from U.S. Provi 
sional Patent Application No. 60/117,500 to Kyle Richmond 
Brizendine, entitled “DATA PROCESSING SYSTEM FOR 
TRACKING RETAIL TRANSACTIONS' filed Jan. 27, 
1999 (Attorney Docket No. BRIZ 1181000). 

TECHNICAL FIELD 

0002 The invention relates generally to a data processing 
System and, more particularly, to a data processing System 
configured for facilitating purchases of merchandise. 

BACKGROUND 

0003. The present economy is being driven by many 
dynamics. Among them, consumer Sales of retail products 
and Services are increasingly being transacted electronically, 
e.g., through e-commerce, rather than through traditional 
“brick-and-mortar' retail stores. But because many billions 
of dollars have been invested in “brick-and-mortar' retail 
Stores, there is great interest in Sustaining Sales at Such retail 
Stores. Attempts by retail Stores to Stem the tide of Sales to 
e-commerce have been ineffective thus far. 

0004 Another dynamic driving the present economy is a 
trend toward a Substantial percentage of consumers conduct 
ing retail transactions with credit cards. However, perSons 
under the age of eighteen (minors) are not generally per 
mitted to engage in credit card transactions. As a result, 
minors are disadvantaged in the marketplace for consumer 
goods and Services. 
0005. In yet another dynamic driving the economy, the 
Workforce is becoming more highly educated, and as the 
work environment is becoming more "hi-tech” and infor 
mation-oriented, education is becoming increasingly valued 
and necessary for employees to compete for and obtain jobs. 
AS education is becoming more valued, the price for higher 
education is also increasing, at a much faster rate than the 
inflation rate. This concerns many parents who Struggle to 
make ends meet, and also desire to Set funds aside to provide 
the best education possible for their children. 
0006 Therefore, what is needed is a system and method 
which restores and Sustains consumer Sales of retail goods 
and Services at traditional “brick-and-mortar retail Stores, 
enables minors to overcome the disadvantages of not being 
permitted to use credit cards, and which would also enable 
adults to Set aside funds for the education of themselves, 
their children, and/or other family members or friends. 

SUMMARY 

0007. The present invention, accordingly, provides a sys 
tem and method which utilizes a data processing System for 
facilitating merchant transactions. The System includes a 
computer for processing data, and a storage device for 
Storing data processed by the computer. Data regarding the 
purchase by a purchaser of merchandise from a merchant for 
a specified amount of money is entered into the computer. 
Monetary points are then calculated which are proportionate 
to a purchase made. The monetary points are then allocated 
between a first account which may be used by a first perSon 
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for the purchase of additional merchandise from the mer 
chant, and a Second account which may be used by a Second 
person for education at an educational institution. The 
monetary points allocated to the first account and the Second 
are recorded in the Storage device. 

0008. By the use of the present invention, “brick-and 
mortar' retail Stores may take advantage of the benefits of 
the Internet to better compete with e-commerce conducted 
over the Internet. Furthermore, minors may obtain many of 
the advantages of credits cards with club cards. Parents of 
minors also attain Some peace of mind knowing that the club 
will provide funds for the minors to attend an educational 
institution Such as college or a university. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0009 For a more complete understanding of the present 
invention, and the advantages thereof, reference is now 
made to the following descriptions taken in conjunction with 
the accompanying drawings, in which: 

0010 FIG. 1 is a schematic diagram showing a network 
embodying features of the present invention; 

0011 FIG. 2 is a schematic diagram which exemplifies a 
club computer which may be used in the network of FIG. 1; 

0012 FIG. 3 is a schematic diagram of a member record 
which may be processed and Stored in a database of the 
computer of FIG. 2; 

0013 FIG. 4 is a schematic diagram of a club card which 
may be used by a member participating in the System of 
FIG. 1; 

0014 FIG. 5 is a high-level state diagram which depicts 
the operation of the system of FIG. 1; 

0.015 FIGS. 6A and 6B are a flow chart which depicts 
control logic utilized by a Software program in the computer 
of FIG. 2 to implement the state diagram of FIG. 5; 

0016 FIG. 7 is an event sequence diagram which depicts 
events which transpire when a perSon applies to become a 
member of a club defined by the system of FIG. 1; 

0017 FIG. 8 is an event sequence diagram which depicts 
events which transpire when a member purchases a product 
without points in accordance with the present invention; 

0018 FIG. 9 is an event sequence diagram which depicts 
events which transpire when a member purchases points to 
apply to a member account in accordance with the present 
invention; 

0019 FIG. 10 is an event sequence diagram which 
depicts events which transpire when a member purchases a 
product with points in accordance with the present inven 
tion; 

0020 FIG. 11 is an event sequence diagram which 
depicts events which transpire when a member performs 
activities by which he earns points in accordance the present 
invention; 

0021 FIG. 12 is an event sequence diagram which 
depicts events which transpire when a member views a club 
Web page, 
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0022 FIG. 13 is a flow chart which depicts control logic 
utilized when merchandise purchased in accordance with the 
present invention is returned to a merchant; 
0023 FIG. 14 is an event sequence diagram which 
depicts events which transpire when a member redeems 
educational points, and 
0024 FIG. 15 is an event sequence diagram which 
depicts events which transpire when a member terminates 
membership in the club. 

DESCRIPTION 

0.025 In the following discussion, numerous specific 
details are Set forth to provide a thorough understanding of 
the present invention. However, it will be obvious to those 
skilled in the art that the present invention may be practiced 
without Such specific details. In other instances, well-known 
elements have been Summarily illustrated in block or Sche 
matic diagram form in order not to obscure the present 
invention in unnecessary detail. Additionally, for the most 
part, details concerning computers and networks and the 
interconnection and operation thereof, including interrupt 
requests (IRQS), and the like, have been omitted inasmuch 
as Such details are not considered necessary to obtain a 
complete understanding of the present invention and are 
within the skills of persons of ordinary skill in the relevant 
art. 

0.026 Referring to FIG. 1 of the drawings, the reference 
numeral 100 generally designates a System embodying fea 
tures of the present invention. The system 100 includes a 
network 102, such as a local area network (LAN), a met 
ropolitan area network (MAN), a wide area network (WAN), 
a public Switched telephone network (PSTN), a world-wide 
network of computers (the Internet), or the like, either 
Singularly or in any combination thereof, well-known in the 
art, configured for facilitating conventional communications 
of data, Voice, multimedia, and/or the like, between an 
organization referred to herein as a “club’110, via at least 
one club computer 112, and a plurality of members 116, as 
well as a number of Selected entities. The at least one club 
computer 112 preferably comprises a plurality of intercon 
nected computers 112 having terminals (not shown) widely 
distributed throughout a number of locations Such as, for 
example, participating retail Stores, banks, and kiosks 
located in Shopping malls. AS described in further detail 
below, the plurality of members 116 preferably includes at 
least one first member 120 and at least one second member 
130, and the selected entities preferably include at least one 
of each of a merchant 140, a merchant bank 150, a credit 
card issuing (CCI) bank 160, a holding bank 170, and an 
educational institution 180, interconnected to and through 
the network 102 for data communication therebetween. A 
non-member 190 is shown in FIG. 1, which non-member is 
not recognized by the club 110 as being a member thereof. 
While only one or two of each of the aforementioned entities 
is shown in FIG. 1, a preferred embodiment of the present 
invention would comprise a plurality of each of Such enti 
ties, each of which entities would operate and interact 
Substantially as described herein. 
0027. A member 116, such as the first member 120 and 
second member 130, of the club 112 may be a minor or an 
adult, and members 116 may furthermore be related to, 
and/or be friends of, one another. AS generally used herein, 
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the term “minor is defined with reference to a perSons age, 
wherein Such age is less than the minimum age required 
under law for Such person to use a credit card to purchase 
merchandise, Such age in most jurisdictions being eighteen 
years of age. Thus, a minor is generally considered herein to 
be a perSon under eighteen years of age, it being understood 
that Such age may vary. The term “adult' is generally defined 
herein in contrast to a minor, i.e., as a perSon of Such age as 
to be able under the law to use a credit card to purchase 
merchandise. Thus, in accordance with the foregoing, an 
adult may generally be considered herein to be a perSon of 
at least eighteen years of age, it being understood that Such 
age may Vary. 

0028. Each member 116 of the plurality of members of 
the club 112 preferably has access to at least one computer. 
As exemplified in FIG. 1, each member 120 and 130 has 
access to a computer 122 and 132, respectively, though two 
or more members may optionally access a common com 
puter. Such computers are connected to the network 102 for 
providing an interface between the respective members 116, 
and the selected entities, including the club 110 via the club 
computer 112, connected to the network 102. 
0029. Each member 116 of the plurality of members of 
the club 112 is preferably also provided with a club card 
and/or a credit card (e.g., Visa, MasterCard, and the like) 
identified with the club 110. As exemplified in FIG. 1, the 
member 120 is provided with a club card 124, and the 
member 130 is provided with a credit card 134. The club 
card 124 provides identification of the respective member 
120 to the club 110, and to entities which have joined the 
club 110, and may be used to generate, as well as redeem, 
monetary points, described further below. The club card is 
described in further detail with respect to FIG. 4. 
0030) The credit card 134 may be either a credit card 
issued by the credit card issuing (CCI) bank member 160, or 
a pre-existing credit card in which the account number on 
the card is identified, using conventional technology, as 
being that of the club member 130. The credit card 134 may 
preferably be used to generate monetary points, but not to 
redeem monetary points, described further below. 
0031. The merchant 140 may be a retailer, manufacturer, 
provider, or the like, of merchandise. The term “merchan 
dise” is generally used herein to include consumer goods 
and Services and the like, although it is not necessarily 
limited to consumer goods and services. The merchant 140 
has at least one merchant computer 142 connected to the 
network 102 for providing an interface between the mer 
chant 140 and selected entities, including the club 110 via 
the computer 112, connected to the network 102. The 
merchant 140 has a conventional card reader 144, Such as a 
magnetic code reader, bar code Scanner, or the like, effective 
for reading data imprinted on the cards 124 and 134, 
presented to the merchant 140 during a merchandise trans 
action. The card reader 144 is connected to the computer 142 
for transferring data read from the cards 124 and 134 to the 
computer 142, as described further below. 
0032) The merchant bank 150 is a bank employed by the 
merchant 140 for maintaining the merchant's accounts. The 
merchant bank 150 includes at least one merchant bank 
computer 152 connected to the network 102 for providing an 
interface between the merchant bank 150 and selected 
entities, including the club 110 via the computer 112, 
connected to the network 102. 
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0033) The credit card issuing (CCI) bank 160 is a bank 
selected by a member 116 for providing the member with a 
conventional credit card and associated Services, Such as 
tracking transactions made with the credit card, and main 
taining the respective member's credit card account. The 
CCI bank 160 includes at least one CCI bank computer 162 
connected to the network 102 for providing an interface 
between the CCI bank 160 and selected entities, including 
the club 110 via the computer 112, connected to the network 
102. The CCI bank 160 is also operable as a processing 
agency, as described further below. 
0034) The holding bank 170 is a bank employed by the 
club 110 for maintaining education accounts (or, alterna 
tively, trust accounts). The holding bank 170 includes at 
least one holding bank computer 172 connected to the 
network 102 for providing an interface between the holding 
bank 170 and selected entities, including the club 110 via the 
computer 112, connected to the network 102. 

0035) The educational institution 180 may be any of a 
number of educational fund recipients qualified by the club 
110 for providing educational Services, Such as a college, 
university, trade School, Seminary, or the like. The educa 
tional institution 180 includes at least one educational insti 
tution computer 182 connected to the network 102 for 
providing an interface between the educational institution 
180 and selected entities, Such as the club 110 via the club 
computer 112, connected to the network 102. 
0.036 FIG. 2 is a schematic diagram depicting aspects of 
the club computer 112. As shown therein, the computer 112 
includes at least one conventional processor 200 (also 
referred to as a central processing unit (CPU) or arithmetic 
logic unit) adapted for processing data received from the 
network 102, for Storing Such data in records of a database 
(discussed below with respect to FIG. 3), executing pro 
ceSSes comprising application programs effective for man 
aging database operations and computers on the network 
102, and the like. A memory 202, such as random access 
memory (RAM) and/or a hard disk memory, is operably 
connected to the processor 200. As discussed in further 
detail below, the memory 202 is apportioned between at 
least an executable program 204, a database 206, a State 
register 208, and an event register 210. A conventional 
interface 212 is connected to the processor 200 for providing 
an interface between the processor 200 and the network 102. 
The computer 112 may constitute a network Server com 
puter, and may be used to maintain a web page (not shown) 
through the network 102, in a manner well-known in the art. 
The web page provides Selected information, described 
below, which may be accessed by any entity connected to 
the network 102 in a manner well-known in the art. 

0037 FIG. 3 exemplifies a main record 300, a plurality 
of merchandise point records 330 and 340, and a plurality of 
educational point records 350 and 360, related to the main 
record 300 as indicated by the dashed line 301, all of which 
records are created and maintained in the database 206 of the 
computer 112 for each member 116. Each of the records 300, 
330, 340, 350, and 360 include a number of different fields 
302,332, 343, 352, and 362, respectively, for recording data 
regarding a respective member 116. Notably, each record 
300, 330, 340, 350, and 360 includes an account number 
field 304,334,344,354, and 364, respectively, by which the 
records 330, 340, 350, and 360 are related. The account 
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number fields 304, 334, 344, 354, and 364 store the same 
account number of a member 116 who generates points 
through purchases of merchandise. 
0038. The main record 300 preferably further includes a 
personal identification number (PIN) field 306 for storing a 
PIN for each member 116 whose account number is stored 
in the field 304. The fields 302 further include a member 
name field 308, a postal mail address field 310, an e-mail 
address field 312, a date of birth field 314, a gender field 316, 
a telephone number field 318, and a social security number 
field 320. A parent or guardian name field 322 is provided 
which Stores the name of a parent or guardian of a minor 
120, for reasons discussed below, if the respective record 
300 is created for a minor 120. If the record 300 is being 
created for an adult 130, then the parent/guardian field 322 
will be empty. A field 326 is provided for the optional entry 
of hobbies and other interests of the member 116 for whom 
the record 300 is respectively being established. 
0039. The merchandise point records 330-331 are con 
figured for tracking merchandise points generated by the 
member identified in the record 300. The records 330-331 
are shown in FIG. 3 separated by an ellipsis to indicate that 
there may be any number “m” of such merchandise point 
records associated with each member. Because the records 
330-331 are structurally identical, they will be described 
representatively herein with reference to the record 330. The 
merchandise points record 330 comprises a number of fields 
332, including an account number field 334 for storing the 
account number of the member identified in the field 304 of 
the record 300 as the point generating member; the contents 
of the field 334 are thus identical to contents of the field 304. 
The merchandise points record 330 further includes an 
account number field 336 for storing the account number of 
a member 1-m who is selected by the member identified in 
the respective field 334 for being entitled to redeem the 
merchandise points recorded in the corresponding record 
330. The field 338 stores a number representing the percent 
age of total points generated by the member identified in the 
respective field 334 which the member identified in the 
respective field 336 is entitled to, and is used only in the 
calculation of points, discussed below. The field 340 is used 
for Storing the name of a merchant 1-m by whom the 
merchandise points recorded in the record may be redeemed. 
The field 342 is used to record merchandise points as they 
accumulate by the member identified in the respective field 
334 for the member identified in the respective field 336. 
0040. The educational point records 350-351 are config 
ured for tracking merchandise points generated by the 
member identified in the record 300. The records 350-351 
are shown in FIG. 3 separated by an ellipsis to indicate that 
there may be any number “n” of Such educational point 
records associated with each member. Because the records 
350-351 are structurally identical, they will be described 
representatively herein with reference to the record 350. The 
merchandise points record 350 comprises a number of fields 
352, including an account number field 354 for storing the 
account number of the member identified in the respective 
field 304 of the respective record 300 as the point generating 
member; the contents of the field 354 are identical to 
contents of the corresponding field 304. The educational 
points record 350 further includes an account number field 
356 for storing the account number of a member 1-n who is 
selected by the member identified in the respective field 354 
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for being entitled to redeem the merchandise points recorded 
in the respective record 350. The field 358 stores a number 
representing the percentage of total points generated by the 
member identified in the respective field 354 which the 
member identified in the respective field 356 is entitled to, 
and is used only in the calculation of points, discussed 
below. The field 360 is used to record educational points as 
they are generated and accumulated by the member identi 
fied in the respective field 354 for the member identified in 
the respective field 356. 
0041) The records 300, 330-331, and 350-351 and the 
corresponding fields 302, 332, and 352 stored in the data 
base 206 in the computer 112 may be organized differently, 
and may include more or fewer records and/or fields for each 
member. The Structure and development of databases is 
considered to be well-known in the art and, therefore, will 
not be discussed in further detail herein. 

0.042 Referring to FIG. 4, the club card 124 is exempli 
fied as preferably containing a machine-readable code 402 
representing the account number 304 of the card holder, 
imprinted on the card in a conventional format, Such as bar 
code, magnetic code, or the like, which is readable by the 
card reader 144. The card 124 preferably also includes, 
imprinted in human-readable format at two fields 404 and 
406 on the card, the name and account number respectively, 
as contained in the fields 304 and 308 of the member's 
record 300. Optionally, the card 124 may also include an 
expiration date (not shown), beyond which date the club 
card 124 is invalid. 

0.043 FIG. 5 shows a representative high-level state 
diagram 500 which depicts states through which an indi 
vidual perSon may pass during and Subsequent to becoming 
a member of the club 110, in accordance with a preferred 
embodiment of the present invention. While described 
herein with respect to an individual member 116, the states 
depicted in FIG. 5 may be experienced by each of any 
number of members 116, Such as the members 120 and 130. 
0044 As shown in FIG. 5 and described in further detail 
below, a non-member 190 may pass through a MEMBER 
REGISTRATION state 502, wherein the non-member 
acquires membership in the club 110, an ACTIVITY state 
504 in which a member 116 may engage in a number of 
different transactional activities, and a MEMBERSHIP 
TERMINATION State 506 in which the member terminates 
membership in the club 110. As will be described in greater 
detail below, during the ACTIVITIES state 504, each of at 
least Seven activities may be performed any number of 
times, in any Sequence, and are tabulated as follows, in no 
particular Sequence: 

Ref. FIG. State 

508 8 PURCHASE-MERCHANDISE 
510 9 LOAD-POINTS 
512 1O REDEEM-MERCHANT POINTS 
514 11 BONUS-EARNING-ACTIVITY 
516 12 VIEW-WEB-PAGE 
518 13 RETURN-PRODUCT 
52O 14 REDEEM-EDUCATIONAL-POINTS 

004.5 FIGS. 6A and 6B illustrate a representative high 
level flowchart 600 of control logic utilized by the execut 
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able program 204 (FIG. 2) for implementing the state 
diagram 500 shown in FIG. 5, with respect to one member 
116, in accordance with a preferred embodiment of the 
present invention. The control logic is initiated by interrupt 
requests (IRQS) and conventional Internet web page tech 
nology, well-known in the art and, therefore, will not be 
discussed in further detail herein. 

0046. In FIG. 6A, execution of the program 204 is 
initiated in step 601 and proceeds to step 602 wherein a 
determination is made whether the state register 208 or event 
register 210 is set to the MEMBER-REGISTRATION state 
or to an event therein. If it is determined that the register 208 
or 210 is Set to the MEMBER-REGISTRATION State or 
event, then execution enters an event of the MEMBER 
REGISTRATION state 502, described in further detail 
below with respect to FIG. 7. Upon completion of events 
constituting the MEMBER-REFISTRATION state 502, 
execution proceeds to step 608. If, in step 602, it is not 
determined that the register 208 or 210 is set to the MEM 
BER-REGISTRATION state or event, then execution pro 
ceeds directly to step 608. 
0047. In step 608, a determination is made whether the 
state register 208 or event register 210 is set to the PUR 
CHASE-MERCHANDISE State or to an event therein. If it 
is determined that the register 208 or 210 is set to the 
PURCHASE-MERCHANDISE state or to an event therein, 
then execution enters the PURCHASE-MERCHANDISE 
state 508, described in further detail below with respect to 
FIG. 8. Upon completion of events constituting the PUR 
CHASE-MERCHANDISE state 510, execution proceeds to 
step 610. If, in step 608, it is not determined that the register 
208 or 210 is Set to the PURCHASE-MERCHANDISE State 
or to an event therein, then execution proceeds directly to 
step 610. 
0048. In step 610, a determination is made whether the 
state register 208 or event register 210 is set to the LOAD 
POINTS state or to an event therein. If it is determined that 
the register 208 is set to the LOAD-POINTS state or an 
event therein, then execution enters the LOAD-POINTS 
state 510, described in further detail below with respect to 
FIG. 9. Upon completion of events constituting the LOAD 
POINTS state 510, execution proceeds to step 612. If, in step 
610, it is not determined that the register 208 or 210 is set 
to the LOAD-POINTS state, then execution proceeds 
directly to step 612. 

0049. In step 612, a determination is made whether the 
state register 208 or event register 210 is set to the 
REDEEM-MERCHANDISE-POINTS State or to an event 
therein. If it is determined that the register 208 or 210 is set 
to the REDEEM-MERCHANDISE-POINTS State or to an 
event therein, then execution enters the REDEEM-MER 
CHANDISE-POINTS state 512, described in further detail 
below with respect to FIG. 10. Upon completion of events 
constituting the REDEEM-MERCHANDISE-POINTS state 
512, execution proceeds to step 614. If, in step 612, it is not 
determined that the register 208 or 210 is set to the 
REDEEM-MERCHANDISE-POINTS State or to an event 
therein, then execution proceeds directly to Step 614. 
0050. With reference to FIG. 6B, in step 614, a deter 
mination is made whether the state register 208 or event 
register 210 is set to the BONUS-EARNING-ACTIVITY 
state or to an event therein. If it is determined that the 
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register 208 is set to the BONUS-EARNING-ACTIVITY 
state or an event therein, then execution enters the BONUS 
EARNING-ACTIVITY state 514, described in further detail 
below with respect to FIG. 11. Upon completion of events 
constituting the BONUS-EARNING-ACTIVITY state 514, 
execution proceeds to step 616 (FIG. 6B). If, in step 614, it 
is not determined that the register 208 or 210 is set to the 
BONUS-EARNING-ACTIVITY State or to an event 
therein, then execution proceeds directly to Step 616. 
0051. In step 616, a determination is made whether the 
state register 208 or event register 210 is set to the VIEW 
WEB-PAGE state. If it is determined that the register 208 or 
210 is set to the VIEW-WEB-PAGE state, then execution 
enters the VIEW-WEB-PAGE state 516, described in further 
detail below with respect to FIG. 12. Upon completion of 
events constituting the VIEW-WEB-PAGE state 516, execu 
tion proceeds to step 618. If, in step 616, it is not determined 
that the register 208 or 210 is set to the VIEW-WEB-PAGE 
State or to an event therein, then execution proceeds directly 
to step 618. 
0.052 In step 618, a determination is made whether the 
state register 208 or event register 210 is set to the 
RETURN-PRODUCT State or to an event therein. If it is 
determined that the register 208 or 210 is set to the 
RETURN-PRODUCT state, then execution enters the 
RETURN-PRODUCT state 518, described in further detail 
below with respect to FIG. 13. Upon completion of events 
constituting the RETURN-PRODUCT state 518, execution 
proceeds to step 620. If, in step 618, it is not determined that 
the register 208 or 210 is set to the RETURN-PRODUCT 
State or to an event therein, then execution proceeds directly 
to step 620. 
0053. In step 620, a determination is made whether the 
state register 208 or event register 210 is set to the 
REDEEM-EDUCATIONAL-POINTS State. If it is deter 
mined that the register 208 or 210 is set to the REDEEM 
EDUCATIONAL-POINTS state, then execution enters the 
REDEEM-EDUCATIONAL-POINTS state 520, described 
in further detail below with respect to FIG. 14. Upon 
completion of events constituting the REDEEM-EDUCA 
TIONAL-POINTS state 520, execution proceeds to step 
622. If, in step 620, it is not determined that the register 208 
or 210 is Set to the REDEEM-EDUCATIONAL-POINTS 
State, then execution proceeds directly to Step 622. 
0054. In step 622, a determination is made whether the 
state register 208 or event register 210 is set to the MEM 
BERSHIP-TERMINATION State or to an event therein. If it 
is determined that the register 208 or 210 is set to the 
MEMBERSHIP-TERMINATION state, then execution 
enters the MEMBERSHIP-TERMINATION state 520, 
described in further detail below with respect to FIG. 14. 
Upon completion of events constituting the MEMBER 
SHIP-TERMINATION state 520, execution of the flow 
chart 600 for a respective member 116 terminates. If, in step 
622, it is not determined that the register 208 is set to the 
MEMBERSHIP-TERMINATION state, then execution 
returns to step 602. 
0.055 FIGS. 7-12 and 14 depict preferred messaging and 
event Sequences between entities according to principles of 
the present invention. It should be noted, however, that in 
alternative embodiments, the Sequencing of events may 
differ. It should also be noted that in FIGS. 7-12 and 14, 
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events occur chronologically from the top of the diagram to 
the bottom of the diagram. It should still further be noted that 
references in FIGS. 7-12 and 14 to the entities 110, 120, 130, 
140, 150, 160, 170, and 180 include the respective comput 
ers 112, 122, 132, 142, 152, 162, 172, and 182, and that 
events which transpire between Such computers occur 
through the network 102. 
0056 FIG. 7 is an event sequence diagram depicting 
preferred events that transpire during the MEMBER-REG 
ISTRATION state 502 (FIG. 5), in which a non-member 
190 joins and becomes a member 116 of the club 110. For 
the sake of illustration, the non-member 190 will be repre 
Sented by the perSon 120 as a non-member prior to becoming 
the member 120. In the event 702, the person 120 as a 
non-member may join the club 110 preferably by locating, 
via the non-member's computer 122, the network 102, and 
the club computer 112, the web page of the club 110 and 
requesting an electronic application form, including Self 
explanatory instructions and prompts. Web pages and their 
operation on the Internet are considered to be well-known 
and will, therefore, not be described in detail herein. During 
the event 704, the state register 208 (FIG.2) of the computer 
112 is set to the MEMBER-REGISTRATION state 502, and 
the application form is Sent to the perSon 120, as a non 
member, via the web page through the network 102 and the 
computer 122. The application form preferably requires, as 
a minimum, that the perSon 120, as a non-member, provide 
data to be stored in each of the fields 304-322, as described 
above with respect to FIG. 3. In the event 706, the person 
120, as a non-member, completes the application form by 
following the Self-explanatory instructions and prompts on 
the web page, and returns the application form, via the 
computer 122 and the network 102, to the computer 112 of 
the club 110. As indicated by event 708 in dashed line, if the 
person 120 is a minor, the club 110 sends notification to the 
parent(s)/guardian listed in the field 322 of the record 300 of 
the perSon 120, notifying the parent/guardian that their 
son/daughter has requested membership in the club 110. As 
indicated by event 710, the club 110 then establishes an 
education account (or, alternatively, a trust account) at the 
holding bank 170 in the name of the member, in step 712 
sends a club card 124 to the person 120, as a member, and 
the state register 208 (FIG. 2) of the computer 112 exits 
from the MEMBER-REGISTRATION State 502. In an alter 
native embodiment of the present invention, the person 120 
may obtain, complete, and return an application to join the 
club 110 and obtain a club card 124 via a kiosk located, for 
example, at a shopping mall, by physically appearing at the 
club 110, by conventional postal mail, by telephone, or the 
like, or a combination of any of the foregoing. 
0057. During the PURCHASE-MERCHANDISE state 
508 (FIG. 5), the member 116 purchases merchandise (not 
shown) from the merchant 140, without using points (dis 
cussed below), in accordance with a preferred embodiment 
of the present invention. As shown in FIG. 8, during an 
event 802, a member 116 appears either in person at the 
merchant 140 place of business or on-line at the merchant 
140 web page, Selects merchandise, and pays for the mer 
chandise with cash, check, or credit card, and the amount of 
the purchase is entered into the merchant computer 142. 
During an event 804, the member 116 gives his/her club 
member account number stored in the fields 304, 402, and 
406 to the merchant 140. If the member is present at the 
merchant's place of business, then the event 804 may be 
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performed, for example, by either the member 116 or the 
merchant 140 swiping the member's club card 124 through 
the card reader 144 in a conventional manner So that the card 
reader 144 reads the account number 402 (FIG. 4) embed 
ded onto the card 124. Alternatively, the account number on 
the card 124 may be manually entered by the member 116 
or merchant 140 into the computer 142. In still a further 
alternative, if the member 130 is on-line at the merchant's 
web page, then the event 804 may be performed, for 
example, by the member entering his/her account number 
406, printed on the card 124, via the web page to the 
merchant 140. Upon receipt of the member's account num 
ber, the card reader 144 enters the account number into the 
computer 142. 

0.058 During or Subsequent to an event 806, the merchant 
computer 142 sends the read account number, as well as the 
amount of the purchase made in the event 802, through the 
computer 142 and the network 102 to the club computer 112 
of the club 110. Upon receipt of the account number and the 
amount of the purchase made in the event 802, the state 
register 208 (FIG. 2) of the computer 112 is set to the 
PURCHASE-MERCHANDISE State 508. The club com 
puter 112 is configured to then calculate, during an event 
808, a number of educational and merchant (“E/M”) 
“points' to be credited to the member 116, preferably as a 
percentage, Such as 4% and 3%, respectively, of the amount 
paid to purchase the merchandise from the merchant 140. 
The club computer 112 stores in the respective fields 326 and 
328 of a record 300 in the database 206 the calculated 
educational and merchandise points credited to the respec 
tive member 116. 

0059. In an alternate embodiment, the CCI bank 160 may 
operate as a processing agency to calculate and track the 
merchandise points, and the club 110 may calculate and 
track only educational points. Still further, the step 806 may 
be performed in either real time or in batch mode wherein 
data is purchase data is accumulated and transferred by the 
merchant to the club 110 and/or CCI bank 160 only at 
predetermined times, Such as once a day, or once a week. 

0060. During an event 810, the club computer 112 deter 
mines the amount of money that corresponds to the number 
of educational credits calculated during the event 808. The 
value of each point is determined by agreement between the 
club 110 and the respective merchant 140; each point may, 
for example, represent one dollar. The club computer 112 
then generates an invoice for the determined amount of 
money, and sends the invoice via the network 102 to the 
merchant computer 142. In response to receipt of the 
invoice, the merchant computer 142 directs the merchant 
bank computer 152, during an event 812, to transfer the 
invoiced amount of money to the holding bank 170. During 
an event 814, the merchant bank 150 transfers the deter 
mined amount of money to the holding bank 170, which then 
retains the money in a trust account Set up for the member 
120 that made the purchase during the event 802. The 
transfer of money may be implemented in a manner well 
known in the art, Such as, for example, via wire, courier, 
registered mail, or the like. The state register 208 (FIG. 2) 
of the club computer 112 then exits from the PURCHASE 
MERCHANDISE State 508. 

0061 FIG. 9 is an event sequence diagram which depicts 
events which transpire during the LOAD-POINTS state 510 
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when a member purchases points to apply to a member 
account in accordance with a preferred embodiment of the 
present invention. In event 902, the second member 130 
enters a request to the club 110 to permit him to load points 
to a selected account 336, namely the first member 120 for 
the sake of illustration herein. In event 904, the second 
member 130 gives the account number of his credit card 134 
to the club 110, along with authorization to charge to the 
credit card 134 the amount of money required to load the 
desired number of points to an account for the Second 
member 120. In event 906, the club 110 passes the charge for 
the points to the CCI bank 160. In event 908, the bank 160 
preferably transfers the money to the club 110 and, in event 
910, the club transfers the credits the points to the account 
of the first member 120. In event 912, the club 110 transfers 
the money received in event 908 to the merchant bank 150 
and to the holding bank 170 as specified by the second 
member 130. Alternatively, events 908,912, and 914 may be 
performed by the CCI bank transferring money directly to 
the merchant 140, the merchant bank 150, and/or the holding 
bank 170, thereby bypassing the club 110. 
0062 FIG. 10 is an event sequence diagram which 
depicts events which transpire during the REDEEM-MER 
CHANDISE-POINTS State 512 when a member redeems 
merchandise points, i.e., purchases a product with points, in 
accordance with a preferred embodiment of the present 
invention. In event 1002, a member 116, Such as the first 
member 120, provides his/her club membership account 
number to a merchant 140. Event 1002 may be performed 
either on-line or in person. In event 1004, a record of the 
points redeemed are forwarded to the club 110, and in event 
1006, the club 110 debits the first member's account with the 
number of points redeemed. 
0063 FIG. 11 is an event sequence diagram which 
depicts events which transpire during the BONUS-EARN 
ING-ACTIVITY state 514 when a member performs activi 
ties by which he earns merchandise points in accordance 
with a preferred embodiment of the present invention. In 
event 1102, in exchange for a predetermined amount of 
points, a member 116 performs activities Such as, for 
example, acquiring a predetermined number of points within 
a predetermined period of time, or by telling another perSon 
about the club 110, which person as a result then joins the 
club. A non-member 190 may also earn points by completing 
registration to be a member. An event 1104, the member 116 
identifies a merchant 140 to whom the member would desire 
the points be applied. In event 1106, the club credits the 
account of the member 116 with the predetermined amount 
of points. optionally, the club 110 may also credit the 
member 116 with educational points. In event 1108, the club 
transferS money corresponding to the the credited merchan 
dise points preferably to the merchant 140, or alternatively 
to the merchant bank 150. In event 1110, the club optionally 
transferS money corresponding to the credited educational 
points to the holding bank 170. 
0064 FIG. 12 is an event sequence diagram which 
depicts events which may transpire during the VIEW-WEB 
PAGE state 516 when a member 116 views a club web page. 
In event 1202, the member 116 goes to the club web page, 
which includes non-proprietary information Such as infor 
mation about the club and membership registration, club 
rules and regulations, and a list of participating merchants in 
a particular area based on, for example, Zip codes, area 
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codes, or the like. In event 1202, the member 116 goes to the 
club web page, and in event 1204, the member 116 enters 
his/her club member account number and PIN to access 
confidential information relating to his/her own account, and 
to transfer points between accounts. In event 1206, the 
member 116 requests information, Such as discussed above 
with respect to FIG. 3, including points accumulated and 
redeemed at participating merchants 140, that is made 
available on the web page, in any of a number of different 
well-known manners. In event 1208, the information 
requested in event 1206 is provided. In event 1210, the 
member may load points to accounts, as discussed above 
with respect to FIG. 9. In event 1212, the member may 
transfer points between accounts, as depicted in FIG. 3. 
0065 Optionally, the merchants 140 may also advertise 
at the web site, and may tailor ads to a specific market or 
Sub-market Segments, and to specific customer bases. The 
club 110 may also include on the web page “events of life” 
relevant to a member, Such as a member's birthday, or 
graduation from high School, and the like. 
0.066 FIG. 13 is a flow chart which depicts control logic 
utilized during the RETURN-MERCHANDISE state 518 
when a merchandise (not shown) purchased in accordance 
with the present invention is returned by a member to a 
merchant. In step 1302, the merchandise to be returned is 
presented by a member 116 to the merchant 140. In step 
1304, the merchant 140 determines whether a receipt has 
been provided with the merchandise. If no receipt is pro 
vided, then execution proceeds to step 1306 wherein the 
merchant gives the member 116 store credit. Execution then 
terminates at step 1320. 
0067) If, in step 1304, the merchant 140 determines that 
there is a valid receipt provided with the returned merchan 
dise, then execution proceeds to step 1308 wherein the 
merchant 140 determines whether educational and/or mer 
chandise points were credited to the member 116 for making 
the purchase. If the merchant 140 determines that educa 
tional and/or merchandise points were credited to the mem 
ber 116 for making the purchase, then in step 1310, the 
merchandise points and educational points given for the 
purchase are reduced by the amount they had previously 
been increased by the purchase. In step 1312, the refund 
money used to make the purchase is refunded. Execution 
then terminates at step 1320. 
0068). If in step 1308, the merchant 140 determines that 
educational and/or merchandise points were not credited to 
the member 116 for making the purchase, then execution 
proceeds to step 1314 wherein the merchant 140 determines 
whether the purchase was made by redeeming merchandise 
points, discussed above with respect to FIG. 10. If the 
merchant determines that purchase was made by redeeming 
merchandise points, then the merchandise points used to 
make the purchase are returned Such that the members 
account of points is increased. Execution then terminates at 
step 1320. 
0069. If in step 1314 the merchant 140 determines that 
the purchase was not made by redeeming merchandise 
points, then the merchant 140 proceeds according to normal 
store policy to provide the member 116 with a refund or 
store credit. Execution then terminates at step 1320. 
0070 FIG. 14 is an event sequence diagram which 
depicts events which transpire during the REDEEM-EDU 
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CATIONAL-POINTS State 520 when a member redeems 
educational points. In event 1402, a member 116, preferably 
a minor member (e.g., under the age of eighteen), requests, 
preferably on-line via the club web page, that the club 110 
initiate the transfer of money equivalent to either all or a 
portion of the educational points credited to the members 
account. Included in the request is the name of the educa 
tional institution to which the member 116 desires that the 
money be transferred. The club 110 may optionally make a 
determination whether the desired educational institution 
qualifies for the educational credits. ASSuming that the 
educational institution qualifies for the educational credits, 
in event 1404, the club 110 delivers a request to the holding 
bank 170 requesting that the holding bank transfer appro 
priate monetary funds from the members trust account to 
the indicated educational institution. In event 1406, the 
holding bank transferS the requested funds from the mem 
ber's trust account to the educational institution. The transfer 
in event 1406 may be performed by any conventional 
methods, such as by wire via the network 102, postal mail 
service, or the like. In event 1408 the educational points of 
the member are debited by the amount transferred to the 
educational institution. If the member 116 is a minor, then in 
event 1410, the club 110 sends notification to the parent(s) 
and/or guardian(s) of the member 116. 
0071 FIG. 15 is an event sequence diagram which 
depicts events which transpire during the MEMBERSHIP 
TERMINATION State 506 when a member 116 terminates 
his/her membership in the club 110. In event 1402, a 
member 116 enters the club web page and, in event 1404, the 
member enters his/her account number and PIN. In event 
1406, the member 116 requests termination of his/her mem 
bership in the club. In response, the club, in event 1408, 
issues to the member 116 a notification of outstanding points 
which have not been redeemed and informs the member of 
options available to him/her to redeem the points after 
membership termination, including the option of transfer 
ring unredeemed points to other members. In event 1410, the 
club sends confirmation to the member that his/her mem 
bership has been terminated. The club may optionally also 
Send via postal mail Service notice that membership has been 
terminated. 

0072. In addition to the foregoing discussion and descrip 
tion, additional aspects of a preferred embodiment of the 
present invention are further described and disclosed in 
Appendices A-H, which are hereby incorporated in their 
entirety by reference. 

0073. By the use of the present invention, “brick-and 
mortar' retail Stores may take advantage of the benefits of 
the Internet to better compete with e-commerce conducted 
over the Internet. By participating as a member of the club 
110, merchants 140 gain an advertising medium through the 
club web page, are listed on the web page, and also gain 
loyalty of members 116 since incentives are provided via 
merchandise points to return to a store for further purchases. 
Minors may obtain the advantages of credits cards with club 
cards. Parents of minors also attain Some peace of mind 
knowing that the club will provide funds for the minors to 
attend an educational institution Such as college or a uni 
versity. 

0074. It is understood that the present invention can take 
many forms and embodiments. Accordingly, Several varia 
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tions may be made in the foregoing without departing from 
the Spirit or the Scope of the invention. For example, 
merchants may be excluded from participation in the club if 
they directly compete with merchants who are already 
participating in the club. Merchandise points may be trans 
ferred from one merchant to another merchant. Marketing 
data, Such as purchasing patterns of members 116, particu 
larly minors, may be generated based on data received from 
purchases made through the club. 

0075 Having thus described the present invention by 
reference to certain of its preferred embodiments, it is noted 
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that the embodiments disclosed are illustrative rather than 
limiting in nature and that a wide range of variations, 
modifications, changes, and Substitutions are contemplated 
in the foregoing disclosure and, in Some instances, Some 
features of the present invention may be employed without 
a corresponding use of the other features. Many Such varia 
tions and modifications may be considered obvious and 
desirable by those skilled in the art based upon a review of 
the foregoing description of preferred embodiments. 
Accordingly, it is appropriate that the appended claims be 
construed broadly and in a manner consistent with the Scope 
of the invention. 

A TECHNICAL OVERVIEW OF BUSINESS PROCESSES 

Introduction 

The purpose of this narrative is to supplement the business process diagrams attached 
herein and to provide a more detailed description of the business as defined by the 
business requirements. The business process flows highlight the major business 
processes based on the fundamental assumption that a Credit Card Issuer (CCI) will 
participate in the processing of points. The processes detailed below include: 

1. Registration/Enrollment 

2. Point Accumulation 

3. Point Redemption 

4. Reverse Point Accumulation 

5. Specialty Program - Kids Wallet 

6. Specialty Program – ReportCard 

7. Point Transfers and Management 

Registration / Enrollment 

The initial launch of the Club program targets several audiences as outlined in the Section 6 
"Market Analysis”. The “Marketing Strategy” section of the business plan (Section 4) describes 
two main vehicles for attracting new members. The first vehicle is the direct mail campaign, 
which markets the program through the use of statement stuffers to the existing CCI cardholder 
base. For the estinated cardholder base of 29 million households, the program is easy and 
convenient to join. Cardholders will simply sign up via the Club web site or call the CCI 
customer Service number. Potential members will be asked to supply the information outlined in 
the Source Analysis document (such as name, address, date of birth, social security number, etc). 
Upon providing their CCI credit card number and all other required information, membership 
dues of $20 will be charged to their card. For members that sign-up via the Club web site, a file 
of new members will be batched nightly to the CCI so that the CCI card can be activated to 
participate in the Club program the next day. From that point forward, purchases made on the 
CCI card will automatically receive merchandise and education credits from participating 
retailers, with no additional steps required from the member or retailer. 
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A nightly file will also be sent to Club from the CCI, listing all new members regardless of the 
method of enrollment (web site or customer service number) along with their unique Club 
membership ID number. This file will be uploaded on a nightly basis in order to activate the 
member's requested PIN number and enable members to log on to the web site the next day. 

Upon enrollment, a primary cardholder will be specified (the individual who holds the account 
for the CCI credit card). Additional members in the household can be registered as "secondary” 
Club members. The Company intends that the children within each household will be listed as 
secondary members. Secondary members will be linked to the parent's primary account for the 
purposes of control and safeguarding the secondary cardholders accounts. The primary member 
will retain complete control over all accounts, including the transfer of point into and out of both 
the primary and the secondary cardholders accounts, restricting web site access, and retain the 
ability to view all account information. Sccondary members will not be able to transfer points 
without the authorization of the primary member (PIN). 

The annual membership dues of $20 will cover one primary cardholder and up to 4 secondary 
cardholders. For each secondary cardholder over the first four, an additional $5 per secondary 
cardholder will be charged. The system will be set up to accommodate up to 14 secondary 
cardholders. Each cardholder will receive a redemption card with a unique Club membership ID 
and PIN. 

A stealth envelop (with no reference to Club on the exterior) will be sent to the primary 
cardholder via mail, confirming that the parent is aware that they have joined the Club program 
and that membership dues have been charged to their CCI credit card. The primary cardholder 
will have up to six months to cancel the membership and receive a full refund. At that time, all 
points carned to date would be forfeited - the retailers would be notified of the amount of 
merchandise points forfeited and the education points would be transferred to the general pool to 
be distributed in the form of annual scholarships. Approximately three days after the stealth 
envelop is received, members will receive a welcome kit containing the Club redemption cards 
for each primary and secondary cardholder within the household along with a comprehensive 
listing of program information. 

The secondary vehicle to attract Club members will include both a national radio campaign and 
online advertising campaign, marketing the benefits of membership to CCI and non-CCI 
cardholders alike. For a non-CCI cardholder to join the Club program, they will be requircd to 
apply for a CCI credit or debit card as required for point accumulation. The individual that 
receives the CCI credit/debit card will become the primary cardholder. Secondary cardholders 
are not required to own a credit/debit card. The radio campaign will point prospective members 
to the web site for enrollment information. Once the member applies and is approved for a CCI 
credit/debit card, the process as defined for an existing CCI member will remain in place. 

Membership will be renewed annually and will be charged to the credit card on file. Should a 
member elect not to renew, they will be given a 30-day grace period while the card remains active 
with both point accumulation and redemption capabilities. An e-mail reminder will be sent to the 
participant, notifying them of the pending expiration. After the 30-day grace period, the account 
will be placed in an “inactive' status. No point accumulation or redemption activities will be 
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permitted, as the account will be frozen. Should the member elect to renew during the three 
month period, the program features will become immediately available to the member and points 
will be reinstated. Once the three month window has past, members can re-join the Club program 
but they will have to join at the current membership dues and prior points will have been 
forfeited. 

Phase II will offer Club members the opportunity to accumulate points for all purchases, 
regardless of the form of payment tendered. Members will no longer be required to use a 
credit/debit card issued by the participating CCI. One card will be issued to all members, primary 
and secondary, which will be tendered at the time of purchase for point accumulation and 
tendered at the time of purchase in order to redeen points, acting as a stored value card. 

Point Accumulation 

Purchases made at participating retailers will result in the accumulation of merchandise and 
education points. When a Club member makes a purchase at a participating retailer with the CCI 
credit card, the total purchase amount will be sent to the CCI for authorization. As part of the 
backend processing, the CCI will verify whether the card participates in the Club program. If the 
account has been flagged as participating in the program, the transaction amount will be written 
to a separate CCI database along with the earned merchandise and education credits. The 
merchandise and education credits will be calculated based on the retailer specific percentage 
contributions. Nightly, the CCI will send a batch file of the day’s activity to Club, including the 
member ID, total purchase amount, merchandise credits earned, retailer, etc (for a complete 
listing, please refer to an Exhibit C entitled "High Level DataSource Analysis document”). Each 
purchase transaction will be recorded as a unique record in the file. Club will load the file nightly 
and make the information available for members to view the next day via the web. 

The file will be received and loaded every day of the week, including Saturday and Sunday. Club 
will audit each file to confirm that the calculated merchandise and education credits agree with 
the expected amounts. Daily exception reports will be generated to ensure the accuracy of the 
information received from the CCI. Merchandise credits will not involve any monetary 
exchange. The credits will be available as "stored value” on the Club redemption cards and will 
be current through the previous day's purchases. 

Education credits, on the other hand, will be a monetary transaction. The CCI will withhold the 
appropriate amount of funds for each retailer based on the education contributions for the day. 
Thus, the reimbursement from the CCI to each the retailer will not be 100% of the total purchase 
amounts authorized but a fraction based on the retailer’s contribution to the Club program. For 
example, a drug store processes 100 purchase transactions where the form of payment tendered 
was a CCI credit card and the total amount authorized for the 100 purchases is $2,000. Assuming 
the drug store's standard education contribution is 5%, the CCI would withhold S100 and 
remit $1,900 to the drug store as the amount due. The CCI will then wire the withheld funds to 
Club nightly, along with a reconciliation report. 
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Club will review the reconciliation report from the CCI and pending approval, will forward the 
funds to the Investment Management Firm on a daily basis. Reconciliation reports will be 
provided to each of the retailers on a daily basis as well. 

At this point in time, Club does not anticipate collecting information at the SKU level. Purchase 
information will be collected in aggregate form as the total purchase price per transaction that is 
transmitted to the CCI for approval. 

In Phase II, members will be able to accumulate education and merchandise points for all their 
purchase transactions at participating retailers, regardless of the form of payment (cash, check, 
credit card). To accomplish this, each retailer will be required to house a Club database (retailer 
specific member information) at their corporate office. When a member presents a Club loyalty 
card (accumulation and redemption), the card is swiped at the POS terminal and the transaction is 
sent to the Club database to confirm that the account is valid and to record the purchase amount. 
At this point, Club may elect to change their business requirements and collect SKU level 
information from the POS terminal. Each night, the retailer would transmit a batch file of the 
day's activity to Club. Club will review the file and update the master database (all retailers) with 
point accumulation transactions. Club will then send an updated file back outlining the 
merchandise balance by member for that particular retailer (due to any point transfers or 
KidsWallet transactions). 

Point Redemption 

Merchandise Points 

Merchandise points are tied to specific merchants in amounts proportional to the member's 
spending at that particular merchant. Points earned will be posted overnight and available for 
redemption the next day. No additional functionality or enhancements will be required at the 
merchant's point of sale system at this time. Merchandise credits will be redeemed using the Club 
redemption card. The redemption card will be presented by the member at the time of purchase 
as the form of payment tendered for the transaction. The retailer will send the total purchase 
transaction amount to the CCI for authorization. The CCI will confirm if the member has the 
necessary points available. If the balance is sufficient to cover the amount requested, the CCI 
will record the transaction, reduce the merchandise credit balance appropriately and send the 
authorization to the retailer. Should the member not have enough merchandise points in their 
account, the CCI will reject the request and send the available balance to the retailer. The retailer 
would then send a second request for the amount available in the member's account and require 
the member to tender the remaining amount with an alternate form of payment. The CCI will 
record the transaction, reduce the merchandise credit balance appropriately and send an 
authorization to the retailer. If the member elects to pay for the additional amount with their CCI 
credit card, they can earn additional merchandise and education points on the incremental 
amount. 
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The redemption transactions will be sent to Club on the nightly batch file. All merchandise point 
redemptions must be approved by the CCI in order to prevent fraudulent activity - where points 
are redeemed multiple times as the balances are not updated in a real time environment within the 
Club database. This rule (all redemptions must be authorized by the CCI and the merchandise 
balance will be immediately reduced in the CCI database to reflect the remaining balance) 
ensures that no duplicate point redemption transactions will occur. 

Education Points 

In addition to the redemption process established for merchandise points, a second distinct 
redemption process exists for education points. The education points will only be released to 
qualified education institutions upon request of the member. Members can request a check to the 
accredited institution of choice via the web site or customer service number. Upon entry of the 
request, the member's education balance will be reduced by the amount requested. Members will 
have the opportunity to cancel the request on the same day as entered (before the request is 
transmitted to the Investment Management Firm). Once the request has been communicated to 
the investment management firm, the check request can not be cancelled. Members will have to 
work directly with the school for the return of their funds. The member's PIN number will be 
required for the withdrawal of funds. Club will batch the request to the investment management 
firm on a nightly basis. The Investment management firm will cut and mail the check within 3 
business days and write the transaction to a file that is transmitted to Club on a weekly basis. The 
file will contain information regarding the check: check number, date mailed, School code, 
member ID, etc. Club will upload this file when received and update the member's account. A 
letter will be sent to the parent's to inform them of the education contribution earned by 
participating in the Club program. 

Reverse Point Accumulation 

When a member returns an item with a receipt, the retailer will process the return as usual. The 
retailer will enter the original transaction number, items returned, purchase date and enter the 
amount to be credited to the member's CCI card. The CCI will authorize the return and write the 
return transaction to the Club database. The CCI will reverse the merchandise and education 
points based on the standard contribution percentage. The return information will be sent to Club 
in the nightly file from the CCI and Club will update the member's account balances based on the 
information transmitted by the CCI. 

A second step in this process is that the retailcrs will provide thc CCI, on a weekly basis, a file of 
returns by Club members and the return information that was captured. The CCI will use this 
information to determine the original transaction that resulted in the point accumulation. This 
step is required to ensure that members are not taking advantage of special promotions where 
they receive double or triple education or merchandise credits and then return the item and only 
had the standard percentage of points deducted from their account. The CCI will review the 
original transaction and confirm that no special promotions were in place at the time of purchase. 
If no special promotion was in place at the time of purchase, no action is required. If a promotion 
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was in place at the time of the original purchase, the CCI will record the promotion code and 
apply the same formula to the returned amount in order to reverse the appropriate number of 
points. The CCI will only reduce the account by the incremental number of points earned as the 
standard percentage was deducted at the time of the return. If any changes resulted from this 
audit step, the transaction will be included in the nightly batch file transmitted to Club. In the 
event that there is any reduction to the number of education points, Club will transmit the number 
of education points to be deducted to the investment management firm via the nightly file. 
In the event that there are not enough points in the education or merchandise balance to cover the 
appropriate point reversal, the account will go into “deficit” status and have a negative balance. 
An e-mail will be sent to the primary member in order to inform them of their account status. If 
the account still has a negative balance after one week, the account status will be upgraded to a 
“code red” status. This status prevents all cardholders (primary and Secondary) from redeening 
points. Cardholders are able to accumulatc points and transfer points into the account but arc not 
able to move any points out of the account through point redemptions or transfers out of the 
account - until such time as they correct the negative balance. This correction can be 
accomplished by purchasing items at the specific retailer to earn enough additional points to 
move the account back to active status or using the Kids Wallet program to add merchandise 
points to the account. 

If the member returns an item without a receipt, a store credit will be issued. It will be up to the 
retailer to define the policy and procedures surrounding merchandise and education credits in this 
event. Club recommends that merchants do not accept a Club card with the redemption of a store 
credit. Since the merchant does not know that the Club card was presented with the first purchase 
(as no receipt was presented), the Inerchandise and education credits that may have already been 
earned have not been reduced. Thus, by allowing participants to present and receive Club credits, 
they will in effect be receiving duplicate credits. However, this is a procedural issue that will be 
at the discretion of each individual retailer. 

In Phase II, the retailer will track each member's Club merchandise and education balance as it 
relates specifically to their contributions. As such, the retailer will be able to identify the original 
transaction and record the appropriate number of points to remove from the education and 
merchandise balance. The retailer will communicate the point reversal to Club on a nightly basis. 

Specialty Programs - Kids Wallet 

The KidsWallet Program enables both Club members and non-members alike to add points to a 
member's Club redemption card. Using the “stored value” feature of the card, the benefactor 
(individual adding points to an account) will access the KidsWallet Program either over the web 
site or the customer service number. If the benefactor is a member, then he will enter his member 
ID, PIN and whether he elects to use the credit card number on file or a different credit card. The 
next step is for the benefactor to identify the member to receive the points, either by entering the 
member ID (if known) or by querying the member via the recipient's name and telephone 
number. If the query method is used to locate the receiving member, the member ID will not be 
displayed once the correct member is identified for security purposes (it will appear as stars). 
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The final step is for the benefactor to enter the specifics of the debit: point type (education or 
merchandise), specific retailer, number of points, text message. When all of the information has 
been entered the benefactor will submit the transaction and the points will be added to the 
receiving member's account and available for use the next day. The information will be included 
on the nightly batch file to the CCI. 

If the benefactor is not a Club member, the process will be the same as outlined above with the 
exception of the first step. Instead of entering the Club membership D and PIN, the benefactor 
will enter personal information regarding name, address, credit card type, credit card number, 
credit card expiration. For a detailed listing of information required, please reference the source 
analysis. The benefactor will then complete the next two steps of identifying the recipient and 
debit specifics. The Kids Wallet program requires that in the event of giving merchandise points, 
the benefactor must identify a specific retailer at the time the transaction is entered. Generic 
points can not be gifted to the member, allowing the recipient to designate the retailer of choice. 

In Phase II, the transaction information will be batched to the specific retailers affected by the 
Kids Wallet transaction, rather than to the CCI. 

Specialty Programs - ReportCard 

The ReportCard program is a goal setting initiative designed to encourage on-going interaction 
between parents and children. The ReportCard program will be available on the Club web site. 
Access to the ReportCard will require the member's ID and PIN. The primary cardholder will be 
responsible for setting up the ReportCard. He will enter the tasks to be tracked (classes, chores, 
special projects) and associated progress tracking unit (grade, yes/no, percent complete). Along 
with each task, he will assign the expected completion date and the reward linked to the 
successful completion of a task (point type, retailer, number of points). Upon entry of the number 
of points to be rewarded, the system will validate that there are sufficient points in the primary 
cardholder's account should the goal be met. If there are not sufficient points available for 
transfer, the system will not accept the entry of the task and require the primary cardholder to 
revisit the reward promised. 

The secondary member will update the ReportCard periodically to enter the progress on specific 
tasks. If the one of the goals is to achieve a “B” on the next math test, when the secondary 
cardholder has received back the test from the teacher, he will go online and enter the grade 
received. 

The primary member will be responsible for authorizing the point transfer upon successful 
completion of a goal. In the example cited above, the parent will log on and review online the 
grade received, perhaps even review the returned test with the child to confirm the grade entered 
and then authorize the transfer of points as the goal was met. 

If the primary cardholder no longer has the available balance to transfer the points designated 
upon the successful completion of a task, the primary cardholder will have the option to change 
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the reward (point type or retailer) or be transferred to the KidsWallet program to purchase the 
necessary points. 

Point Transfers and Management 

Club members will have the opportunity to transfer both education and merchandise points to 
other members, both primary and secondary. Primary members will be responsible for all point 
transfers into and out of all related accounts, primary and secondary. Secondary cardholders will 
not have the authorization to transfer points from their accounts - this must be done by the 
primary member. Point transfers can be set up to occur automatically, at the time the points are 
accumulated. In order to establish an automatic transfer of points, members will designate the 
point type, retailer, percentage, recipient and effective date. Once these parameters have been 
defined, points will automatically be transferred to the recipient as they are earned and will be 
available for redemption the following day. Thus, if a parent has thrcc children, cducation points 
may be distributed among the children in an equal percentage (33%). The Secondary members 
will be able to see their education account grow as parents spend within the network. 
Grandparents can designate that the education points be distributed among their grandchildren in 
user defined percentages that can be changed at any time. The system will validate that the 
percentages entered do not exceed 100%. 

Members can also designate one time point transfers, defined as a specific amount. Primary 
members may transfer 20 points to an apparel store for their child's birthday. The primary 
member would enter the recipient, the point type, retailer, amount and effective date, along with 
any message. The points will be available for redemption the day after the effective date. The 
system will validate the points requested for transfer are available in the benefactor's account. 
Should the balance be insufficient, the system will not accept the entry. 
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THE CLUB 
Internet-Based Loyalty Program 

Business Requirements Documentation 

0 High-Level Business Requirements 

0 Detailed Business Requirements 

0 Gap Analysis 
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High Level Requirements Documentation 

General Description 

The mission of Club is to facilitate an ethical, nationwide loyalty program for families and children, 
providing financial resources for higher education while simultaneously offering cumulative merchandise 
discounts, thereby encouraging loyalty between consumers and retailers. 

The business requirements for Club originate from two main sources: 
th 

1. Administration of the Club loyalty program 
Enrollment/Registration 
Point Accumulation 
Point Redemption 
Point Transfers 
Account Management 

2. Development of Specialty Programs that enhance the value of Club membership 
X Kids Wallet 
> ReportCard 

The primary purpose of the loyalty program management system ("LPMS”) is to design and build a 
system that can support the functions related to managing and administering the loyalty program as 
defined in the business model and process document. The major components of the system are: 

administration and management of merchandise and education credits 
internal reporting of the loyalty program for the purpose of reconciliation and program audits 
sophisticated trend analysis and reporting capabilities 
external reporting requirements to participants via the web site 
interfaces between the LPMS and (1) the web application; (2) the CCI or retailer; (3) the investment 
management firm (e.g., holding bank) 

The following requirements were gathered through meetings with Club Board of Directors. 

The High Level Business Requirements are listed below: 

High Level Business Requirements Description 
Allow members to access LPMS on demand and obtain account information, 
transfer credit balances, perform modeling and execute transactions that 
increase or decrease the credit on a real time basis (Kids Wallet will credit the 
account. Online purchases with merchandise credits will debit the account). 
Develop a state-of-the-art interactive wch site intended to be a world class 
"destination gateway” for children and parents alike. Develop a web site 
portal that clearly communicates the company's objectives, provides a user 
friendly and intuitive front-end, offers quick response times and captures 
members’ interest to both navigate through the site and return to the site on a 
regular basis. 

APPENDIX D 1 
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Empower kids by providing them the opportunity to purchase items with a 
stored value card rather than the traditional form of payment (cash). 
Allow Club management to easily create new programs, features or 
enhanceInents and to modify existing program offerings, which translates to 
the ease in maintaining such programs in the system. 
Create a system that minimizes the effort required on behalf of participating 
retailers and supports the retailers specific objectives - encouraging loyalty, 
strengthening the brick and mortar channel through the use of creative 
promotions to Club members. 
Provide Club the freedom to design and continually modify the LPMS to best 
meet the demands of a changing industry 
Enable members to earn merchandise and cducation credits when goods 
and/or Services are purchased from participating retailers and redeem 
merchandise points at participating retailers. 
Create a “scalable” system to include a “best practices' vision for future 
loyalty programs. 
Allow Company management to view comparative data regarding member 
activity along user defined dimensions. 
Enable current members and new members to quickly navigate through an 
information-rich environment to access reports which allow them to view 
their own progress or balances on an “as needed” basis. Provide non 
members an alternative for gifts using the Kids Wallet program that is 
intuitive and simple to transact. 

The detailed business requirements are divided in the following categories: (1) Account relationship 
parameters; (2) Account verification and login; (3) Web site requirements; (4) Merchandise and education 
credit reporting; (5) Exception notification; (6) Enrollment and renewal; (7) Reporting Parameters; (8) 
Point accumulation requirements; (9) Point redemption requirements; (10) Product returns – point 
reduction; (11) KidsWallet; (12) ReportCard. 

Product or System Perspective 

LPMS is a client/server application that consists of one or more client modules that interface to a 
central database. Version 1.0 of this application is scheduled for a rollout date in March 2000. 
This system will have a web front end that will be used by members to access account 
information and administer their points. The system will be initially implemented to handle over 
5 million members. 

An administrative front end will be designed for Club management and corporate personnel, as 
well as, customer service representatives. Should a member call with issues or questions, the 
customer Service representative will need the ability to access the members account, review 
history and transact any requests. An Interactive Voice Response System (“IVR) may be 
purchased to accompany the system to provide members the option of automated access to 
account information over the phone, rather than limiting them to the Internet. 

The reporting interface of this application is designed to provide Club management with “pre 
defined reports” regarding membership cnrollment, activity, trends and forecasts. The system 
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will also have a strong reporting tool to enable management to perform ad hoc queries on 
demand. 

User Characteristics 

The implementation of LPMS represents a very flexible, autonomous solution for managing the 
various facets associated with administering a loyalty program. The primary impact will be to the 
future Club members who will be accessing the system via a web front end. They will access the 
system to review account balances (in terms of merchandise and education credits), transfer 
points to other members, or use the Specialty Programs to add credits (either merchandise or 
education) to a members' account. 

The secondary impact will be to the Club management and corporate staff, who are responsible 
for creating and maintaining the program and its features in LPMS. Management will be trained 
on the robust reporting functionality for trend analysis and queries. The uscr training should be 
minimal since the majority of the reports will be “pre-defined” and “canned'. In addition, the use 
of a Graphical Uscr Interface ("GUI”) that is user-friendly with simple “point and click” features 
should allow the user to easily navigate through the reports. 

In addition, Management will design and enhance program offerings, in response to member 
suggestions and retailer requests, on a continual basis. The LPMS is not expected to be static but 
rather dynamic in nature. Modifications will be made on an on-going basis. These modifications 
will be technical in nature and be tasked to a third group of users - the IT organization. The 
majority of training will be focused on this group of users. This group will be trained on how to 
set up and change new and existing program offerings. 

The third impact will be to customer service representatives, who will access the system to 
respond to the questions or issues raised by members. The customer service representatives will 
also have a significant amount of training in order to respond quickly and correctly execute the 
member's request. The customer service representatives will have to know the member's front 
end thoroughly to answer questions and the administrative front end to enter and transact on 
behalf of the member. 

The final impact will be to non-members that access the Club web site for the KidsWallet 
program. These users will be infrequent and have limited information about the program and its 
functionality. Thus, the front end must be user friendly and intuitive. Pop up windows and pull 
down menus will be used to simplify the effort required from the non-member. 
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Constraints 

Some of the items that might limit the system design and functionality, at least during the initial 
rollout stages, are: 

> Some business requirements identify purchase and redemption information from the retailers 
that may not be available due to constraints from their point of sale system. 
> SKU Level Information 
> PIN Required at Redemption 

> Some of the business requirements may be too costly to incorporate in the system today but 
may be feasible in the future. 

> Some of the business requirements may be deemed "Phase 2" which implies that they are not 
a high priority and are not required for the launch of the program in March 2000. 

> The system design and full functionality (based on the gathered business requirements) is 
dependent on the completion of the database (set-up, population of data, testing) and the 
Web-enabled application, interactive voice response system (“IVR”) and customer service 
front end by third party vendors (yet to be determined). 

> The projected launch date for the program may not provide enough time to develop the 
desired functionality and features. 

Assumptions and Dependencies 

The following assumptions and dependencies have been identified for the LPMS applications: 

LPMS is dependent on the finalization of program particulars by the Club management team. 

The implementation of LPMS is dependent on the building and completion of the database by a 
third party to support the system. The database must be selected, purchased, designed and 
implemented for the program launch. 

The reporting access for Club management and Customer Service representatives is dependent on 
the building and completion of the administrative front end by a third party to support the system. 
In addition, a reporting tool must be selected and implemented to successfully offer management, 
system reporting via pre-defined reports or ad-hoc queries. Pre-defined reports must be defined 
and developed. 

The reporting of account information for Club members and Customer Service representatives is 
dependent on the building and completion of the Web-enabled application by a third party to 
support the system. This web-enabled application must allow members to use the functionality 
offered by the specialty programs. 

The KPMG team is responsible for the business requirements, functional requirements, and 
technical architecture and infrastructure design. As the business requirements are documented 
based on interviews with the Board of Directors, this does not guarantee that this is an all 
inclusive list as program particulars may have changed and not been communicated by the 
Board to PMG. 

A vendor, yet to be determined, will perform the development and testing, as well as, refining of 
the LPMS database and front-end applications prior to User Acceptance Testing. 
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The vendor selected to develop and implement the database and front-end applications should 
provide the training materials and documentation to Support LPMS. 

User Interface Standards 

As LPMS is a Microsoft Windows-compatible application, it is expected that all applications 
within LPMS will follow the Windows standards, such as screen look and feel, description of 
error messages, help functions, etc. Other user interface requirements intended to be common 
across LPMS include the following: 

> Standard screen and report formats including headings and titles, display of information, and 
error messages 

> Availability of “business metadata” to support the need for definitions within the system (for 
example, a "window box” that appears as the user clicks on a measure called “membership 
volume” that defines that term as “aggregate membership including new and renewal 
members”) 

> Use of drop-down menu options with corporate defined “pick-lists” whenever possible to 
limit the number of “additional keyed' entries 

> Easy-to-use grouping of pre-defined reports so that the user can easily and quickly access the 
needed information 

> Complete user documentation available online. 

The system will be designed for three target audiences: members, customer service 
representatives, and internal resources. Members will access the system via thc Internet. Thus, 
all screens and application logic must be designed with a web tool. Please refer to the 
Technology Options Document for additional information. Customer Service representatives will 
work off some of the same screens as members, but will also have additional screens available to 
them for account adjustments, account blocks, relationship re-definitions, etc. The internal Club 
personnel will need an additional set of screens for additions, deletions and maintenance to the 
database. The objective of the system is to empower the users and limit the dependence on the IT 
organization, thus, a minimal amount of information will be hard coded. Internal personnel will 
need to have a screen available to them for every table in the database that will require on-going 
maintenance. Some examples are as follows: 

Retailer 
Sales District Name 
Sales Region Name 
Family Status 
Customer Service Representative 
Comment Type 
Inquiry Action Type 
Member Status Type 
Credit Card Type 
Promotion Type 
Sales Type 
Transaction Type 
Point Type 
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Security Requirements 

Security requirements will be addressed in the high-level security strategy document. 

All Club management and employees will have access to the system. The access allowed will be 
defined by a system administrator who will define security rights based on position and 
responsibilities. A control log will be systematically kept to track all entries or transactions 
entered by Club personnel (userid, date, time, member name, change). This log will be reviewed 
weekly to ensure that inappropriate behavior or fraud is not occurring. 

Club members will be entering personal and sensitive information on the Club web site, such as 
credit card numbers, social security number, personal identification number (“PIN”), etc. This 
data must be as secure as possible from hackers and espionage attempts. 

All member specific information will be restricted by requiring a PIN upon entry to the web site 
area for program administration. Once a member enters a request to transfer points, their PIN 
will be requested a second time. This is a preventative measure, designed to protect the member 
that walks away from the computer while logged on to the Club program administration function 
within the web site (phone call, door bell, etc.). Should another individual attempt to transfer 
points, they will be unable to since the PIN is required. 

High-Level Functional Requirements 

At a high-level, LPMS is comprised of the following key sub-processes: 

> Ability to create membership enrollment and activity reports for various time periods and 
user defined parameters in a desktop applications with a GUI interface 

> Ability to record and track account activity for each cardholder within a household regarding 
both merchandise and cducation points. 

> Ability to provide members an account history report that displays all increments and 
decrements to their point balances, including the date and retailer 

3. Ability to create trend analysis and forecasting based on historical performance 
> Ability to create member hierarchies within the database and display them online to members 

regarding "flow of points' and defining the primary/secondary accounts\ 
> Ability for members to take ownership of their account administration and balance reporting 

by providing easy access to their information via the web site or IVR 
> Ability to use “stream of consciousness' thinking when analyzing data to allow for "drill 

down” and "drill-up capabilities” 

Data Requirements 

The data requirements will be included in the logical database model that will be distributed the 
week of October 4". For additional information, please reference the Source Analysis document. 
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Some of the data elements to be captured are: 

Membership Enrollment/Distribution 

1. 

10. 
11. 
12. 
13. 

14. 
5. 

16. 

41 
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Primary cardholders name (The primary cardholder will be the head of the household who 
will be responsible for paying the annual membership dues) 
Primary cardholders address 
Primary cardholders telephone number 
Primary cardholders date of birth 
Primary cardholders email address 
Primary cardholders credit card type 
Primary cardholders credit card number 
Primary cardholders credit card expiration date 
Secondary cardholders to be issued a Club (up to forteen) 
Secondary cardholders ages 
Secondary cardholders' school district 
Top Ten Preferred Retailers to shop at 
Referral information: member, radio advertisement, direct mail, word of mouth, television 
advertisement 
Date of enrollment 
Membership number assigned 
PIN number request by cardholder 

Point Accumulation 

17. 
18. 
9. 

20. 
2. 
22. 
23. 
24. 
25. 
26. 

Cardholder's account number 
Date 
Retailer 
Store number 
Store location 
Type of Sale (online, in store, catalog) 
Time of Day 
Total Purchase Amount 
Number of Merchandise Credits 
Number of Education Credits 

Merchandise Point Redemption 

27. 
28. 
29. 
30. 
3. 
32. 
33. 
34. 
35. 
36. 
37. 

Cardholder's account number 
Date 
Retailer 
Store number 
Store location 
Time of Day 
Total Purchase Amount 
Number of Merchandise Credits Requested 
Number of Merchandise Credits Used 
Remaining Balance covered by another form of payment 
Number of Merchandise Credits Earned 
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38. Number of Education Credits Earned 
39. SKU Level Details of Items Purchased 

Point Transfer 

40. Originating Cardholder's account number 
41. Receiving Cardholder's account number 
42. Automatic Distribution Flag 
43. Percentage to Automatically Distribute for Merchandise Credits 
44. Percentage to Automatically Distribute for Education Credits 
45. Number of Merchandise Points to Transfer 
46. Number of Education Points to Transfer e 
47. Date 

Kids Wallet 

Member originates the transaction: 

48. Originating Cardholder's account number 
49. Receiving Cardholder's account number 
50. Credit Card Type 
51. Credit Card Number 
52. Credit Card Expiration Date 
53. Dollar Amount (by Retailer - up to four entries) 
54. Retailer 
55. Date 
56. Message 

Non-Member originates the transaction: 

57. Name 
58. Address 
59. Telephone number 
60. Credit Card Type 
61. Credit Card Number 
62. Credit Card Expiration Date 
63. Dollar Amount (by Retailer-up to four entries) 
64. Retailer 
65. Date 
66. Message 
67. Top Ten Preferred Retailers to shop at 
68. Referral information: member, radio advertisement, direct mail, word of mouth, television 

advertisement 
69. Cardholder's Club account number 
70. Membership Application Flag 
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Account Relationship Diagram 

Primary Cardholder 
(Grandparent) 

Software Interface Requirements 

The LPMS system will interface with multiple other systems. 

> The LPMS system will interface with the IVR system implemented to offer toll free account 
information. 

X. The LPMS system will integrate with the reporting too purchased for trend analysis and 
modeling, as well as, daily administrative reporting 

> The LPMS system may interface with retailers regarding member transactions resulting in the 
accumulation or redemption of points 

> The LPMS system will interface with the accounting system to generate journal entries 
resulting from transactions entered via the web site (members) and administrative front end 
(management & customer service representatives). Membership revenues, Kids Wallet 
transactions and other transactions resulting with an impact in financial reporting. 

> The LPMS system will interface with the investment management firm to provide a log of the 
day's transactions resulting in education credit accumulation or reduction 
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> The LPMS system may interface with the Credit Card Issuer's system (“CCI”) to receive and 
record the member transactions resulting in the accumulation or redemption of points. 

Interface specifications will be required by the vendor retained to design and develop each of the 
interfaces as deemed appropriate. Club may elect to postpone the development of an interface to 
the accounting system and make the journal entries manual. Manual record keeping and transfer 
of data is possible. 

Retailer A's Transaction File N 

Retailer B's Transaction Fle --> 

Retaller C's Transaction Fle 1. 

Installation and Support 

Installation and Support activities should include the following tasks by the vendor selected: 

Installation of hardware/software 
. Quality assurance testing of the LPMS database 

Quality assurance testing of the Web and Administrative front ends 
End user acceptance testing 
Development of documentation and training materials 
End user training sessions 

Key Findings Based on the Detailed Business Requirements 

The following outlines the key report measures that will be included in the LPMS March 2000 rollout. 
Note that the reporting measures and the actual layout of the reports is subject to change as the technical 
design is still in the development stages. 
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Reporting Measures 

Actual spending by Member within the Club Network as measured in dollars 
“Goal' Targets established by Member as measured in dollars 
Actual spending by retailer (brick & mortar) - aggregate and detail by Member 
Actual spending by retailer (online) - aggregate and detail by Member 
Actual redemption by retailer (brick & mortar) - aggregate and detail by Member 
Actual redemption by retailer (online)-aggregate and detail by Member 
Number of point accumulation transactions by retailcr (brick & mortar) - aggregate and 
detail by Member - . 
Number of point accumulation transactions by retailer (online) - aggregate and detail by 
Member 
Number of point redemption transactions by retailer (brick & mortar) - aggregate and 
detail by Member 
Number of point redemption transactions by retailer (online) - aggregate and detail by 
Member 
Actual number of member referrals by Member 

Time Dimension 

By Week-To-Date (WTD), Month-To-Date (MTD), Quarter-To-Date (QTD), year-to 
date (YTD) for membership information and retailer information 

By specific date ranges allowing the user (member or Club associate) to enter a particular 
date range (i.e. January 1, 2001 through July 1, 2001) 

Geography Dimension 

By country, region, state, city for membership and retailer information. 
By store number, district, department for retailer information 
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