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(57) Abrégé/Abstract:

A method, apparatus and computer program product are provided for mobile location based sales lead identification. Sales lead
information may be provided based on a reference location, such as a sales resource real time location. Additional location
information, demand information, competitive information, activity history, follow-up tasks, sales resource ownership information
and past promotions relating to a particular sales lead may be additionally provided. The mobile location based sales lead
information may allow a sales resource to efficiently manage their time during and in between sales visits, and prepare effective
sales pitches to sales leads.

C an a dg http:vopic.ge.ca » Ottawa-Hull K1A 0C9 - aup.:/eipo.ge.ca OPIC

OPIC - CIPO 191



CA 2917014 C 2022/05/24

anen 2 917 014
13 C

(72) Inventeurs(suite)/Inventors(continued): ABRAMOV, DMITRII, US; IGNATYEV, ARTEM, US; KOSHY, TANYA, US;
KOCH, NATHAN, US



wo 2014/210137 A3 |[IN I/ 00000 O R

(43) International Publication Date
31 December 2014 (31.12.2014)

CA 02917014 2015-12-23

(12) INTERNATIONAL APPLICATION PUBLISHED UNDER THE PATENT COOPERATION TREATY (PCT)

(19) World Intellectual Property Ny
Organization é
International Bureau -,

=

\

WIPOIPCT

(10) International Publication Number

WO 2014/210137 A3

(51

eay)

(22)

(25)
(26)
(30)

1

(72

International Patent Classification:
G06Q 10/00 (2012.01)

International Application Number:
PCT/US2014/044067

International Filing Date:
25 June 2014 (25.06.2014)

English
English

Filing Language:
Publication Language:

Priority Data:
13/927,742 26 June 2013 (26.06.2013) Us

Applicant: GROUPON, INC. [US/US]; 600 W. Chicago
Ave., Suite 620, Chicago, Illinois 60654 (US).

Inventors: SACCO, Marcus; 600 W. Chicago Ave., Suite
620, Chicago, Illinois 60654 (US). SHARIFF, Shafiq;
3716 N. Greenview Ave. #1, Chicago, Illinois 60613 (US).
KAHN, Jadam; 1638 Bloomingdale Ave., Chicago,
Ilinois 60622 (US). APARICIO, Mike; 710 N. Willard
Ct. #3, Chicago, Illinois 60642 (US). BANKS, Joseph E.;
600 W. Chicago Ave., Suite 620, Chicago, Illinois 60654
(US). JENNINGS, Logan Tyler; 600 W. Chicago Ave.,
Suite 620, Chicago, Illinois 60654 (US). VARAKSIN,
Sergey; 600 W. Chicago Ave., Suite 620, Chicago, llinois
60654 (US). ABRAMOYV, Dmitrii; 600 W. Chicago Ave.,
Suite 620, Chicago, Illinois 60654 (US). IGNATYEYV,
Artem; 600 W. Chicago Ave., Suite 620, Chicago, Illinois
60654 (US). KOSHY, Tanya; 600 W. Chicago Ave., Suite

(74

(8D

(84)

620, Chicago, [llinois 60654 (US). KOCH, Nathan; 600
W. Chicago Ave., Suite 620, Chicago, Illinois 60654 (US).

Agents: CRISTIANOQ, Stephanie R. et al.; Alston & Bird
LLP, Bank of America Plaza, 101 South Tryon Street,
Suite 4000, Charlotte, North Carolina 28280-4000 (US).

Designated States (uniess otherwise indicated, for every
kind of national protection available). AE, AG, AL, AM,
AO, AT, AU, AZ, BA, BB, BG, BH, BN, BR, BW, BY,
BZ, CA, CH, CL, CN, CO, CR, CU, CZ, DE, DK, DM,
DO, DZ, EC, EE, EG, ES, FI, GB, GD, GE, GH, GM, GT,
HN, HR, HU, ID, IL, IN, IR, IS, JP, KE, KG, KN, KP, KR,
KZ, LA, LC, LK, LR, LS, LT, LU, LY, MA, MD, ME,
MG, MK, MN, MW, MX, MY, MZ, NA, NG, NI, NO, NZ,
OM, PA, PE, PG, PH, PL, PT, QA, RO, RS, RU, RW, SA,
SC, SD, SE, SG, SK, SL, SM, ST, SV, SY, TH, TJ, T™M,
TN, TR, TT, TZ, UA, UG, US, UZ, VC, VN, ZA, ZM,
ZW.

Designated States (uniess otherwise indicated, for every
kind of regional protection available): ARIPO (BW, GH,
GM, KE, LR, LS, MW, MZ, NA, RW, SD, SL, SZ, TZ,
UG, ZM, ZW), Eurasian (AM, AZ, BY, KG, KZ, RU, TJ,
TM), European (AL, AT, BE, BG, CH, CY, CZ, DE, DK,
EE, ES, FL, FR, GB, GR, HR, HU, IE, IS, IT, LT, LU, LV,
MC, MK, MT, NL, NO, PL, PT, RO, RS, SE, SI, SK, SM,
TR), OAPI (BF, BJ, CF, CG, CIL, CM, GA, GN, GQ, GW,
KM, ML, MR, NE, SN, TD, TG).

[Continued on next page]

(54) Title: METHOD, APPARATUS, AND COMPUTER PROGRAM PRODUCT FOR PROVIDING MOBILE LOCATION
BASED SALES LEAD IDENTIFICATION

i

108

Location Based
Sales
Module

Assignment e ... )
Module

108
)\ 16
110 S
R R
Taxonomy Virtual Eromotlon Provider
Mode! Builder Database
102 l 104~
3
Demand Module upply ID Modulei«
112 N
——, 114
~ Demand
CGonsumer | | Cajculation
Database Engine
—

=3

S
|

/
7/

122 W\
Sales Resource |

FIG. 1

(57) Abstract: A method, apparatus and computer program product are provided for mobile location based sales lead identification.
Sales lead information may be provided based on a reference location, such as a sales resource real time location. Additional location
information, demand information, competitive information, activity history, follow-up tasks, sales resource ownership information
and past promotions relating to a particular sales lead may be additionally provided. The mobile location based sales lead informa-
tion may allow a sales resource to efficiently manage their time during and in between sales visits, and prepare effective sales pitches
to sales leads.
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METHOD, APPARATUS, AND COMPUTER PROGRAM PRODUCT FOR PROVIDING
MOBILE LOCATION BASED SALES LEAD
IDENTIFICATION

BACKGROUND
Various embodiments of the invention are related to promotional systems, and
particularly to a method and apparatus for providing mobile, location based sales lead
identification. Applicant has discovered problems with and related opportunities relating
to sales resources efficiently managing identification of sales leads and managing
communications with sales leads. Through applied effort, ingenuity, and innovation,
Applicant has solved many of these identified problems by developing a solution that is

embodied by the present invention, which is described in detail below.

BRIEF SUMMARY

A method, apparatus, and computer program product are therefore provided for
providing mobile, location based sales lead identification.

A method is provided for mobile location based sales lead identification, the
method comprising receiving a reference location indication based on at least one of a
current location or an anticipated future location, wherein a geographical area is defined
based on the reference location indication, one or more promotions and a demanded
quantity of at least a portion of the one or more promotions, identifying one or more
providers in the geographical area that are identified as able to supply at least a portion of
the forecasted demand for the one or more promotions, and causing a display of provider
information for each of the one or more providers, the provider information comprising a
provider location indication, a promotion indication of a good or service and a promotion
quantity suggested for each of the providers based on the forecasted demand.

In some embodiments, the provider information further includes at least cne of a)
an ownership indicator identifying a sales resource associated with the provider, b)
contact information associated with the provider, ¢) activity history regarding the provider,
d) a follow-up task to be performed regarding the provider, or e) demand information

associated with the provider. The provider information may further comprises past
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promotion information associated with the provider, the past promotion information
including at least one of a) a promotion date, b) a promotion cost and value, or c) units
sold. The provider information further comprises competitive promotion information
associated with the provider, the competitive promotion information including at least one
of a) a promotion provider, b) a promotion cost and value, or ¢) units sold of the
competitive promotion.

in some embaodiments the method may further include receiving provider
information relating to a new sales lead, saving the provider information as a new sales
lead in the promotional system, and causing the displayed provider information to be
updated to include the new sales lead.

In some embodiments, the method may include receiving follow-up information
regarding a particular provider, the follow-up information provided by a sales resource
and including at least one of a) a follow-up communication type, b) a follow-up date,
saving the follow-up information in association with the particular provider, and causing
the displayed provider information to be updated to include the follow-up information.

In some embodiments, the method may further include receiving a sale indication
regarding a sale to a particular provider, updating demand information and provider
information in a promotional system, and causing the displayed provider information to be
updated to reflect the sale.

in some embodiments, the method may include receiving a request to sort the
displayed provider information by at least a) distance of each respective provider from the
reference location or b) a sales value associated with a provider, and causing the
displayed provider information to be sorted based on the request. The sales value is
calculated based on at least one of: expected bookings, a supply source score, a
probability to close, or a time 1o close.

in some embodiments, a method is provided for mobile location based sales lead
identification, the method including receiving a reference location indication based on at
least one of a current location or an anticipated future location, wherein a geographical
area is defined based on the reference location indication, display of provider information
for each of the one or more providers, the provider information comprising a provider
location indication, a promotion indication of a good or service and a promotion quantity
suggested for each of the providers.

The method may further include calculating a forecasted demand for one or more
promotions in the geographical area, the forecasted demand comprising at least one or
more promotions and a demanded quantity of at least a portion of the one or more
promotions, identifying one or more providers in the geographical area that are identified

as able to supply at least a portion of the forecasted demand for the one or more

2.
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promotions, and generating one or more current sales leads, wherein the current sales
lead is indicative of a service or good offered by a provider of the one or more providers
that is related to a demand service or a demanded good.

The provider information may further include at least one of a) an ownership
indicator identifying a sales resource associated with the provider, b) contact information
associated with the provider, c) activity history regarding the provider, d) a follow-up task
to be performed regarding the provider, or €) demand information associated with the
provider. In some embodiments, the provider information may include past promotion
information associated with the provider, the past promotion information including at least
one of a) a promotion date, b) a promotion cost and value, or ¢) units sold. In some
embodiments, the provider information includes competitive promotion information
associated with the provider, the competitive promotion information including at least one
of a) a promotion provider, b) a promotion cost and value, or ¢) units sold of the
competitive promotion.

In some embodiments, the method may further include receiving provider
information relating to a new sales lead, saving the provider information as a new sales
lead in the promotional system, and causing the displayed provider information to be
updated to include the new sales lead, receiving follow-up information regarding a
particular provider, the follow-up information provided by a sales resource and including
at least one of a) a follow-up communication type, b) a follow-up date, saving the follow-
up information in association with the particular provider, and causing the displayed
provider information to be updated to include the follow-up information.

The method may further include receiving a sale indication regarding a sale to a
particular provider, updating demand information and provider information in a
promotional system, and causing the displayed provider information to be updated to
reflect the sale, receiving a request to sort the displayed provider information by at least
a) distance of each respective provider from the reference location or b) a sales value
associated with a provider, and

causing the displayed provider information to be sorted based on the request. In some
embodiments, the sales value is calculated based on at least one of: expected bookings,
a supply source score, a probability to close, or a time to close.

A method for mobile sales trip planning is provided, the method comprising
receiving a reference location indication based on at least one of a current location or an
anticipated future location, wherein a geographical area is defined based on the reference
location indication, identifying, with a processor, one or more providers in the
geographical area that are identified as having a current sales lead, generating a next

provider indication, wherein the next provider indication provides a sales resource with a

-3-
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suggested next provided or the one or more providers to visit next based at least in part
on proximity in the geographical area, and causing a display of provider information for a
provider based on the next provider indication, the provider information comprising a
provider location indication, a promotion indication of a good or service and a promotion
quantity suggested for the provider.

The method may further include calculating a forecasted demand for one or more
promotions in the geographical area, the forecasted demand comprising at least one or
more promotions and a demanded quantity of at least a portion of the one or more
promotions, identifying one or more providers in the geographical area that are identified
as able to supply at least a portion of the forecasted demand for the one or more
promotions, and generating one or more current sales leads, wherein the current sales
lead is indicative of a service or good offered by a provider of the one or more providers
that is related to a demand service or a demanded good.

The provider information may include at least one of a) an ownership indicator
identifying a sales resource associated with the provider, b) contact information
associated with the provider, ¢) activity history regarding the provider, d) a follow-up task
to be performed regarding the provider, or €) demand information associated with the
provider.

The provider information may further include past promotion information
associated with the provider, the past promation information including at least one of a) a
promotion date, b) a promotion cost and value, or ¢) units sold. The provider information
may include competitive promotion information associated with the provider, the
competitive promotion information including at least one of a) a promotion provider, b) a
promotion cost and value, or ¢) units sold of the competitive promotion.

In some embodiments the methed may further include receiving provider
information relating to a new sales lead, saving the provider information as a new sales
fead in the promotional system, and causing the displayed provider information to be
updated to include the new sales lead.

The method may further include receiving follow-up information regarding a
particular provider, the follow-up information provided by a sales resource and including
at least one of a) a follow-up communication type, b) a follow-up date, saving the follow-
up information in association with the particular provider, and causing the displayed
provider information to be updated to include the follow-up information. The method may
further include receiving a sale indication regarding a sale to a particular provider,
updating demand information and provider information in a promotional system, and

causing the displayed provider information to be updated to reflect the sale.
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The method may further include receiving a request to sort the displayed provider
information by at least a) distance of each respective provider from the reference location
or b) a sales value associated with a provider, and causing the displayed provider
information to be sorted based on the request. The sales value may be calculated based
on at least one of: expected bookings, a supply source score, a probability to close, or a
time to close.

An apparatus is provided, the apparatus comprising at least one processor and at
least one memory including computer program code, the at least one memory and the
computer program code configured to, with the processor, cause the apparatus to at least
receive a reference location indication based on at least one of a current location or an
anticipated future location, wherein a geographical area is defined based on the reference
location indication, one or more promotions and a demanded quantity of at least a portion
of the one or more promotions, identify one or more providers in the geographical area
that are identified as able to supply at least a portion of the forecasted demand for the
one or more promotions, and cause a display of provider information for each of the one
or more providers, the provider information comprising a provider location indication, a
promotion indication of a good or service and a promotion quantity suggested for each of
the providers based on the forecasted demand.

In some embodiments an apparatus is provided including at least one processor
and at least one memory including computer program code, the at least one memory and
the computer program code configured to, with the processor, cause the apparatus to at
least, receive a reference location indication based on at least one of a current location or
an anticipated future location, wherein a geographical area is defined based on the
reference location indication, identify, one or more providers in the geographical area that
are identified as having a current sales lead, and cause a display provider information for
each of the one or more providers, the provider information comprising a provider location
indication, a promotion indication of a good or service and a promotion quantity
suggested for each of the providers.

In some embodiments an apparatus is provided comprising at least one processor
and at least one memory including computer program code, the at least one memory and
the computer program code configured to, with the processor, cause the apparatus to at
least receive a reference location indication based on at least one of a current location or
an anticipated future location, wherein a geographical area is defined based on the
reference location indication, identify one or more providers in the geographical area that
are identified as having a current sales lead, generate a next provider indication, wherein
the next provider indication provides a sales resource with a suggested next provided or

the one or more providers to visit next based at least in part on proximity in the

-5-
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geographical area, and cause a display of provider information for a provider based on
the next provider indication, the provider information comprising a provider location
indication, a promotion indication of a good or service and a promotion quantity
suggested for the provider.

A computer program product is provided the computer program product
comprising at least one non-transitory computer-readable storage medium having
computer-executable program code instructions stored therein, the computer-executable
program code instructions comprising program code instructions to receive a reference
location indication based on at least one of a current location or an anticipated future
location, wherein a geographical area is defined based on the reference location
indication, calculate a forecasted demand for one or more promotions in the geographical
area, the forecasted demand comprising at least one or more promotions and a
demanded quantity of at least a portion of the one or more promotions, identify one or
more providers in the geographical area that are identified as able to supply at least a
portion of the forecasted demand for the one or more promotions, and cause a display of
provider information for each of the one or more providers, the provider information
comprising a provider location indication, a promotion indication of a good or service and
a promotion quantity suggested for each of the providers based on the forecasted
demand.

In some embodiments, a computer program product is provided comprising at
least one non-transitory computer-readable storage medium having computer-executable
program code instructions stored therein, the computer-executable program code
instructions comprising program code instructions to receive a reference location
indication based on at least one of a current location or an anticipated future focation,
wherein a geographical area is defined based on the reference location indication, identify
one or more providers in the geographical area that are identified as having a current
sales lead, and cause a display of provider information for each of the one or more
providers, the provider information comprising a provider location indication, a promotion
indication of a good or service and a promotion quantity suggested for each of the
providers.

In some embodiments, a computer program product comprising at least one non-
transitory computer-readable storage medium having computer-executable program code
instructions stored therein, the computer-executable program code instructions
comprising program code instructions to receive a reference location indication based on
at least one of a current location or an anticipated future location, wherein a geographical
area is defined based on the reference location indication, identify one or more providers

in the geographical area that are identified as having a current sales lead, generate a

-6 -
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next provider indication, wherein the next provider indication provides a sales resource
with a suggested next provided or the one or more providers to visit next based at least in
part on proxifnity in the geographical area, and location indication, a promotion indication
of a good or service and a promotion quantity suggested for the provider.

In accordance with an aspect of an embodiment, there is provided a method for
mobile location based sales lead identification and sales lead status maintenance via a
plurality of sales resources devices operative in a network, the method comprising:
receiving a reference location indication based on at least a real-time detected current
location of a sales resource device; in response to receiving the reference location
indication, defining a geographical area of the real-time detected current location of the
sales resource device; in response to receiving the reference location indication and
defining the geographical area of the real-time detected current location of the sales
resource device, calculating, with a processor, a forecasted demand for one or more
promotions in the geographical area, the forecasted demand comprising at least one or
more promotions and a demanded quantity of at least a portion of the one or more
promations, and reflecting at least one of dynamically updated current sales déta, ora
change in inventory of promotions; further in response to receivfng the reference location
indication and defining the geographical area of the real-time detected current location of
the sales resource device, identifying one or more providers in the geographical area that
are identified as able to SUpply at least a portion of the forecasted'demand for the one or
more promotions; causing a display of the sales resource device to be altered to
display provider information for each of fhe one or more providers identified in the
geographical area defined based on the real-time detected current location of the sales
resource device and identified as able to supply at least a portion of the forecasted
demand for the one or more pror’hotions, the provider information comprising a provider
Iocatioh indication, a promotion indication of a good or service, a promotion quantity
suggested for each of the providers based on the forecasted demand, and a sales status
of the sales lead indicating a last communication with the sales lead by any of the plurality
of sales resources devices operative in the network; providing a list of the one or more
providers in an 6rder of proximity to the sales resource device; generating a next provider
indication, wherein the next provider indication provides the sales resource device with a
suggested next provider of the one or more providers to visit next based at least in part
on proximity of the sales resource device to the suggested next provider in the
geographical area; receiving a user input via the sales resource device to update the
sales status of a particular sales lead and enter a follow-up task associated with the

particular sales lead; and storing on a server, remote from the sales resource device, an

-7-
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updated sales status of the sales lead and the follow-up task such that the updated sales
status and the folloW-ub task is provided via another sales resource device and via the
network.

In accordance with another aspect of an embodiment, there is provided an
apparatus for mobile location based sales lead identification and sales lead status
maintenance via a plurality of sales resources devices operative in a network, the
apparatus cdmprising at least one processor and at least one memory including computer
program code, the at least one memory and computer program code configured to, with
the processor, cause the apparatus to at least: receive a reference Iocatién indication
based on at least a real-time detected current location of a sales resource device; in
response to receiving the reference location indication, define a geographical area of the
real-time detected current location of the sales resource device; in response to receiving
the reference location indication and defining the geographical area of the real-time
detected current location of the sales resource device, calculate a forecasted demand for
one or more promotions in the geographical area, the forecasted demand comprising at
least one or more promotions and a demanded quantity of at least a portion of the one or
more promotions, and reflecting at least one of dynamically updated current sales data, or
a change in inventory of promotions; further in response to receiving the reference
location indication and defining the geographical area of the real-time detected current
location of the sales resource device, identify one or more providers in the geographical
area that are identified as able to supply at least a portion of the forecasted demand for
the one or more promotions; cause a display of the sales resource device to be altered to
display provider information for each of the one or more providers identified in the
geographical area defined based on the real-time detectéd current location of the sales
resource device and identified as able to supply at least a portion of the forecasted
demand for the one or more promotions, the provider information comprising a provider
location indication, a promotion indication of a good or service, a promotion quantity
suggested for each of the providers based on the forecasted demand and a sales status
of the sales lead indicating a last communication with the sales lead by any of the plurality
of sales resources devices operative in the network; provide a l.ist of the one or more
providers in an-order of proximity to the sales resource device; generate a next provider
indication, wherein the next provider indication provides the sales resource device With a
suggested next provider of the one or more providers to visit next based at least in part -
on proximity of the sales resource device to the suggested next provider in the
geographical area; receive a user input via the sales resource device to update the sales
status of a particular sales lead and enter a follow-up task associated with the particular
sales lead; and store on a server, remote from the sales resource device, an u'pdated

-7a-
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sales status of the sales lead and the follow-up task such that the updated sales status
and the follow-up task is provided via another sales resource device and via the network.
In accordance with yet another aspect of an embodiment, there is provided a
computer readable medium having stored therein computer-executable instructions for
mobile location based sales lead identification and sales lead status maintenance via a

plurality of sales resources devices operative in a network, the computer-executable

instructions when executed by a processor cause the processor to: receive a reference
location indication based on at least a real-time detected current location of a sales
resource device; in response to receiving the reference location indication, define a
geographical area of the real-time detected current location of the sales resource device;
in response to receiving the reference location indication and defining the geographical
area of the real-time detected current location of the sales resource device, caiculate a
forecasted demand for one or more promotions in the geographical area, the forecasted
demandv comprising at least one or more promotions and a demanded quantity of at least
a portion of the one or more promotions, and refiecting at least one of dynamically
updated current sales data, or a change in inventory of promotions; further in response to
receiving the reference location indication and defining the geographical area of the real-
time detected current location of the sales resource device, identify one or more providers
in the geographical area that are identified as able to supply at least a portion of the
forecasted demand for the one or more promotions; 'cause a display of the sales resource
device to be altered to display provider information for each of the one or more providers
identified in the geographical area defined based on the real-time detected current
location of the sales resource device and identified as able to supply at least a portion of
the forecasted demand for the one or more promotions, the provider information
comprising a provider location indication, a promotion indication of a good or service, a
promotion quantity suggested for each of the providers based on the forecasted demand
and a sales status of the sales lead indicating a last communication with the sales lead by
any of the plurality of sales resources devices operative in the network; provide a list of
the one or more providers in an order of proximity to the sales resource device; generate
a next provider indication, wherein the next provider indication provides the sales
resource device with a suggested next provider of the one or more providers to visit next
based at least in part on proximity of the sales resource device to the suggested next
provider in the geographical area; receive a user input via the sales resource device to
update the sales status of a particular sales lead and enter a follow-up task associated
with the particular sales Iead; and store on a server, remote from the sales resource

device, an updated sales status of the sales lead and the follow-up task such that the
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updated sales status and the follow-up task is provided via another sales resource device
and via the network.

In accordance with yet another aspect of an embodiment, there is provided a
method for providing mobile location based sales leads identified as demand relevant
according to real-time data provided by a promotion service, and geographically relevant
to a real-time detected location of a sales resource device affiliated with the promotion
service, the method comprising: receiving over a network, at a server associated with the
promotion service, the real-time detected location of the sales resource device; defining a
geographical area based on the real-time detected location of the sales resource device;
calculating, with the server associated with the promotion service, in real-time or near
real-time responsive to the receipt of the real-time detected location of the sales resource
device from the sales resource device, a forecasted consumer demand for one or more
promotions in the geographical area, the forecasted consumer demand comprising at
least one or more promofibns and a demanded quantity of at least a portion of the one or
mare promotions; identifying one or more providers in the geographical area that are
identified as able to supply at least a portion of the forecasted consumer demand for the
one or more promotions, thereby identifying the one or more provider as one or more
demand relevant and geographically relevant sales leads; in response to the identification
of the demand relevant and geographically relevant sales leads, transmitting a notification
to the sales resource device, in real-time or near real-time responsive to the receipt of the
real-time detected location of the sales resource device, wherein the notification causes a
display to be altered to display provider information for each of the one or more demand
relevant and geographically relevant sales leads, the provider information comprising, for
each demand relevant and geographically relevant sales lead, a provider location
indication, a promotion indication of a good or service, a promotion quantity suggested for
each of the providers based on the forecasted consumer demand, and a sales status of
the sales lead indicating a last communication with the sales lead by any of a plurality of
sales resources devices operative in the network; further responsive to the notification
received at the sales resources device in real-time or near real-time responsive to the
réceipt of the real-time detected location of the sales resource device, providing a list of
the one or more providers in an order of proximity to the sales resource’ device; further
responsive to the notification received at the sales resources device in real-time or near
real-time responsive to the receipt of the real-time detected location of the sales resource
device, generating a next provider indication, wherein the next provider indication
provides the sales resource device with a suggested next provider of the one or more
providers to visit next based at least in part on proximity of the sales resource device to

the suggested next provider in the geographical area; receiving a user input via the sales
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resource device to update the sales status of a particular sales lead indicating the
particular sales lead has been visited; and storing on the server associated with the
promotion service, remote from the sales resource device, an updated sales status of the
sales lead.

In accordance with yet another aspect of an embodiment, there is provided an
apparatus for providing mobile location based sales leads identified as demand relevant
according to real-time data provided by a promotion service, and geographically relevant
to a real-time detected location of a sales resource device affiliated with the promotion
service, the apparatus comprising at least one processor and at least one memory
including computer program code configured to, with the processor, cause the apparatus
to: receive over a network, at a server associated with the promotion service, the real-
time detected location of the sales resource device; define a geographical area based on
the real-time detected location of the sales resource device; calculate, with the server
associated with the promotion service, in real-time or near real-time responsive to the
receipt of the real-time detected location of the sales resource device from the sales
resource device, a forecasted consumer demand for one or more promotions in the
geographical area, the forecasted consumer demand comprising at least one or more
promotions and a demanded quantity of at least a portion of the one or more promotions;
identify one or more providers in the geographical area that are identified as able to
supply at least a portion of the forecasted consumer demand for th.e one or more
promotions, thereby identifying the one or more provider as one or more demand relevant
and geographically relevant saleé leads; in response to the identification of the demand
relevant and geographically relevant sales leads, transmit a notification to the sales
resource device, in real-time or near real-time responsive to the receipt of the real-time
detected location of the sales resource device, wherein the notification causes a display
to be altered to display provider information for each of the one or more demand relevant
and geographically relevant sales leads, the provider information comprising, for each
demand relevant and geographically relevant sales lead, a provider location indication, a
promotion indication of a good or service, a promotion quantity suggested for each of the
providers based on the forecasted consumer demand, and a sales status of the sales
lead indicating a last communication with the sales lead by any of a plurality of sales
resources devices operative in the network; further responsive to the notification received
at the sales resources device in real-time or near real-time responsive to the receipt of
the real-time detected location of the sales resource device, provide a list of the one or
more providers in an order of proximity to the sales resource device; further responsive to
the notification received at the sales resources device in real-time or near real-time

responsive to the receipt of the real-time detected location of the sales resource device,
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generate a next provider indication, wherein the next provider indication provides the
sales resource device with a suggested next provider of the one or more providers to visit
next based at least in part on proximity of the sales resource device to the suggested next
provider iri the geographical area; receive a user input via the sales resource device to
update the sales status of a particular sales lead indicating the particular sales lead has
been visited; and store on the server associated with the promotion service, remote from
the sales resource device, an updated sales status of the sales lead.

In accordance with yet another aspect of an embodiment, there is provided a
computer program product for providing mobile location based sales leads identified as
demand relevant according to real-time data provided by a promotion service, and
geographically relevant to a real-time detected location of a sales resource device
affiliated with the promotion service, the computer program product comprising at least
one non-transitory computer-readable storage medium having computer-executable
program code instructions stored therein, the computer-executable program code
instructions comprising program code instructions to: receive over a network, at a server
associated with the promotion service, the real-time detected location of the sales
resource device; define a geographical area based on the real-time detected location of
the sales resource device; calculate, with the server associated with the promotion
service, in real-time or near real-time responsive to the receipt of the real-time detected
location of the sales resource device from the sales resource device, a forecasted
consumer demand for one or more promotions in the geographical area, the forecasted
consumer demand comprising at least one or more promotions and a demanded quantity
of at least a portion of the one or more promotions; identify one or more providers in the
geographical area that are identified as able to supply at least a portion of the forecasted
consumer demand for the one or more promotions, thereby identifying the one or more
provider as one or more demand relevant and geographically relevant sales leads; in
response to the identification of the demand relevqnt and geographically relevant sales
leads, transmit a notification to the sales resource device, in real-time or near real-time
responsive to the receipt of the real-time detected location of the sales resource device,
wherein the notification causes a display to be altered to display provider information for -
each of the one or more demand relevant and geographically relevant sales leads, the
provider information comprising, for each demand relevant and geographically relevant
sales lead, a provider location indication, a promotion indication of a good or service, a
promotion quantity suggested for each of the providers based on the forecasted
consumer demand, and a sales status of the sales lead indicating a last communication
with the sales lead by any of a plurality of sales resources devices dperative in the

network; further responsive to the notification received at the sales resources device in
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real-time or near real-time responsive to the receipt of the real-time detected location of
the sales resource device, provide a list of the one or more providers in an order of
proximity to the sales resource device; further responsive to the notification received at
the sales resources device in real-time or near real-time responsive to the receipt of the
real-time detected location of the sales resource device, generate a next provider
indication, wherein the next provider indication provides the sales resource device with a
suggested next provider of the one or more providers to visit next based at least in part
on proximity of the sales resource device to the suggested next provider in the
geographical area; receive a user input via the sales resource device to update the sales
status of a particular sales lead indicating the particular sales lead has been visited; and
store on the server associated with the promotion service, remote from the sales resource

device, an updated sales status of the sales lead.

BRIEF DESCRIPTION OF THE SEVERAL VIEWS OF THE DRAWINGS

Figure 1 is a is @ schematic representation of a promotional system that may
benefit from some example embodiments of the present invention, according to an
example embodiment;

_Figures 2A-2K and Figures 3A-3K are example screen displays according to

example embodiments described herein;

Figure 4 is a schematic block diagram of a promotional system in accordance with
an example embodiment; ‘

Figure 5 is a flowchart illustrating operations for providing location based sales
lead information, according to an example embodiment; and

Figure 6 is a flowchart illustrating operations for receiving sales lead information,
according to an example embodiment.
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DETAILED DESCRIPTION ‘

Embodiments of the present invention now will be described more fully hereinafter
with reference to the accompanying drawings, in which some, but not all embodiments of
the inventions are shown. Indeed, embodiments of the invention may be embodied in

5  many different forms and should not be construed as limited to the embodiments set forth
herein; rather, these embodiments are provided so that this disclosure will satisfy '
applicable Iégal requirements. Like numbers refer to like elements throughout.

As used herein, the terms “data,” “content,” “information” and similar terms may be
used interchangeably to refer to data capable of being captured, transmitted, received,

10  displayed and/or stored in accordance with various example embodiments. Thus, use of
any such terms should not be taken to limit the spirit and scope of the disclosure.
Further, where a computing device is described herein to receive data from another
computing device, it will be appreciated that the data may be received directly from the
other computing device or may be received indirectly via one or more intermediary .

15  computing devices, such as, for example, one or more servers, relays, routers, network
access points, base stations, and/or the like. Similarly, where a computing device is
described herein to send data to another computing device, it will be appreciated that the

data may be sent directly to the another computing device or may be sent indirectly via
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one or more intermediary computing devices, such as, for example, one or more servers,

relays, routers, network access points, base stations, and/or the like.

OVERVIEW

In some example embodiments, the method, apparatus and computer program
product described herein is configured to provide mobile, location based sales lead
identification and/or lead assignments to sales resources of a promotion service. The
mobile location based sales lead identification tool provides, in some example
embodiments, efficient management of sales calls and/or visits to nearby sales leads,
tracking of follow-up communications, sales lead planning, sales trip planning, day
planning and/or the like. In some example embodiments, one or more sales leads may
be provided to or otherwise generated by a promotional system for use by a promaction
service (e.g., a service that provides promotion and/or marketing services on behalf of
one or more providers that are offering one or more instruments that are redeemable for
goods, services, experiences and/or the like by a consumer).

A sales lead may comprise an indication of a provider (e.g., a merchant, business
owner, consigner, shopkeeper, tradesperson, vender, operator, entrepreneur, agent,
dealer, organization or the like that is in the business of a providing a good, service or
experience to a consumer, facilitating the provision of a goods, service or experience to a
consumer and/or otherwise operating in the stream of commerce), and at least one of a
provider category, a lead source, or historical data relating to the one or mare providers.
A sales lead may, in some embodiments, be generated or received from a third party
system, based on a request from a provider and/or the like. The sales lead may include
any of a provider name, an individual contact at the provider (e.g., manager, account
manager, outside sales representative or the like), address, category and/or subcategory
of the provider and/or services offered by the provider (such as food and drink, or salon
services) and/or the like. Additionally or alternatively, in some example embodiments, the
sales lead may include information regarding a promotion (e.g., any type of offered,
presented or otherwise indicated reward, discount, coupon, credit, deal, incentive,
discount, media or the like that is indicative of a promotional value or the like that upon
purchase or acceptance results in the issuance of an instrument that may be used toward
at least a portion of the purchase of particular goods, services and/or experiences defined
by the promotion) with which to target the provider. As such, the sales lead may include
a promotion specifically designed for the provider, or a provider may be specifically
targeted to honor a preconceived promotion.

In some example embodiments, sales leads may be assigned to sales resources

(e.g., salespersons), so that a designated sales resource may communicate with a
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provider and ultimately close a contract to offer a promotion and maintain a business
relationship enabling future sales. In some examples, the sales resource may visit a
provider’s retaif and/or office location to ensure face time with a provider, close a contract,
maintain an ongoing business relationship, and/or the like. A sales resource may stop in
a provider’s place of business to discuss a current promotion, discuss the results of a
past promotion and/or needs for future promotions. In some examples, various sales
resources may work together (or in competition) in the same local area, but may, on
occasion, perform sales visits on behalf of a colleague sales resource. As such, a sales
resource may have the need for an effective tool for managing communications with sales
leads, identifying sales leads assigned to other sales resources (e.g., viewing some or all
sales leads owned by a particular sales resource(s)), planning one or more sales trips for
efficiency (e.g., visiting all providers within a given geographical area such as a city block)
and/or identifying unassigned or new sales leads while on the go.

By way of further example, Figure 1 is a schematic representation of a
promotional system that may benefit from some example embodiments of the present
invention, according to an example embodiment. The promotional system may be utilized
by a promotion service (that may include a business, organizational entity, or the like,
who may partner with a providers to offer one or more instruments that are redeemable
for goods, services, experiences and/or the like). As such, the promotional system may
provide the promotion service means for identifying sales leads, assignment of the sales
leads to sales resources, and effective communication from sales resource to sales lead,
as described in further detail herein.

In general, the promotional system 100 may forecast or otherwise determine a
demand for one or more promotions via the demand module 102. The demand illustrates
and/or otherwise identifies promotions a consumer may be willing to purchase in a local
area (e.g., category and/or sub category of a good, service or experience, a price, a
location, a time, quantity of promotions, and/or the like). In some examples, the
forecasted demand may be indicative of demanded promotions in the local area, however
in other examples the demand may be indicative of a demanded good, service or
experience in the local area irrespective of a promotion. In other examples, the demand
forecast may be indicative of a sellout rate for a promotion, while in other examples a
forecasted demand may be used to generate a predicted return on investment (ROI) for
one or more merchants.

In order to facilitate the forecasted demand, the demand module 102 may be
configured to generate one or more virtual promotions, such as via a taxonomy model
108 and/or a virtual promotion builder 110. Virtual promotions are representative of one or

more promotions that could be offered in a local area. For example, $25 massages or $10
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for $20 at a local clothing store. The taxonomy model 108 may describe a taxonomy or
hierarchy of goods and services. For example, in a category defined as health and
beauty, one or more services may be defined such as, but not limited to chiropractic,
salon-skin, salon-massage and/or the like.

The virtual promotions may then be analyzed to determine the probabilities that a
particular consumer, such as a current or past subscriber, would purchase the particular
virtual promotion, such as via the demand calculation engine 114. The demand
calculation engine 114 may be configured to generate or otherwise determine the
probabilities based on for example past purchase history in a consumer database 112,
historic demand for simifar promotions, search engine results, survey results, current
market trends and/or the like. Using the probabilities (e.g., the probability that each of a
plurality of consumers would buy each of a plurality of virtual promotions), a forecasted
demand may be generated.

in some example embodiments, the demand module 102 may adjust the
forecasted demand based on factors, such as, but not limited to seasonality, economic
conditions, holidays, weather and/or the like. For example, one or more ski resort
promotions may be adjusted during the summer, one or more promotions during a holiday
may be adjusted and/or the like. The demand module 102 may be configured to output a
forecasted demand to the supply ID module 104.

In some example embodiments, supply identification (ID) module 104 may be
configured to ingest the forecasted demand, adjusted demand or a combination thereof.
Using the forecasted demand, the supply ID module 104 may be further configured to
reduce or otherwise further modify the forecasted demand based on current offers in an
inventory to determine a residual demand (e.g., one or more promotions that are needed
to satisfy the forecasted demand in a local area).

Using the residual demand, the supply ID module 104 is configured to assign
each promotion defined by the residual demand to one or more providers in an instance
in which the provider is able to provide the same or similar goods, services and/or
experiences as defined by the forecasted demand. In some examples, the one or more
providers may be determined based on a global listing of providers stored in a provider
database 116. As such, to the extent the provider provides a good, service or experience
that matches or is related to a demanded promotion, the demanded offer may be
assigned or otherwise linked to that provider. Each provider may therefore be assigned
zero or more demanded offers as defined by the residual demand. As such, each
demanded promotion may be assigned to zero or more providers, and sales lead, along

with its respective demanded promotion may comprise a provider.
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The supply ID module 104 may then further be configured to assign a sales value
score to each of the providers and/or sales leads. In some examples, the sales value
score may be determined according to one or more criteria, such as expected bookings,
quality, risk, a time and/or probability to close a contract and/or the like. Based on the
scores, the providers and/or sales leads may be prioritized and output to an assignment
module 106. Using the sales value score, the supply ID module 104 may output a ranked
list of sales leads to the assignment module 106. Alternatively or additionally, the supply
ID module 104 may output one or more sales lead to one or more sales resources based
on a previous assignment of a particular provider to a sales resource, the provider being
in a geographical area that is assigned to a sales resource and/or the like.

in some example embodiments, the assignment module 106 may be configured to
receive a ranked list of sales leads. Using the ranked list of providers, the assignment
module 106 may further be configured to assign the sales leads in the ranked list of sales
leads to one or more sales rescurces. The assignment module 106 may also be
configured to re-prioritize and/or re-assign sales leads to sales resources according to a
predetermined time period, such as daily, weekly or the like.

The assignment module 106 may also be configured to provide a prioritized sales
lead list for one or more sales resources. In some examples, the prioritized list may be
based on a current business cbjective, a portfolio mix, a priority, a commission and/or the
like. In some examples, the sales lead list may be dynamically reprioritized based on
current sales, a change in business objectives, an inventory change, a demand change
and/or the like. In some example embodiments, the sales lead list may be dynamically
reprioritized based on a current location or a planned location of a sales resource.

The assignment module 106 may also be configured to provide feedback and/or
updates to one or more of the demand module 102, the supply ID module 104, the
assignment module 106 or the like. The feedback and/or updates may be related to a
contract being closed, time to close, a number of calls, a contact person or the like.

The assignment module 106 may be further configured to provide sales lead and
assignment information to the location based sales module 120. In some examples, the
location based sales module 120 may provide on-the-go; location based sales lead
information to one or more sales resources via one or more sales resource devices 122.
Various embodiments, example implementations, and uses of the location based sales
module 120 are described in further detail herein (e.g., in Figures 2-6), while further
description of the demand module 102, supply ID module 104 and assignment module
106 is provided in U.S. Patent Application No. 13/803,445.
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Figures 2A-2K and 3A-3K are example screen displays provided by the location
based sales module 120, according to example embodiments described herein. The
displays may be provided to sales resource devices 122 to provide on-the-go (i.e.,
mobile) sales lead identification and/or sales lead assignment and may also provide
efficient communication and follow-up with sales leads. While described herein as
providing functionality to mobile devices, it will be appreciated that the location based
sales module 120 may additionally or alternatively be accessed from other types of
computing devices and/or reports or other computer readable outputs of said computing
devices.

Figure 2A is an example display provided by the location based sales module 120
which may be provided to a sales resource device 122. The location based sales module
120 may provide information regarding sales leads located nearby a reference location
for use by the sales resource. In some embodiments, a reference location may be
provided by the sales resource, such as for example, a location to which the sales
resource plans to travel.

In some embodiments, the location based sales module 120 may detect a real
time location of a user device by any number of methods. A global positioning system
(GPS) operative on the sales resource device 122 may identify a real time location of the
device, which may communicate the location to the location based sales module 120.
Similarly, a cell tower triangulation process may be used to identify a real time location of
the sales resource device 122, which may be transmitted to the location based sales
module 120. Additionally, a real time location of a sales resource device 122 may be
detected by use of a Wi-Fi access point. Once a sales resource device 122 detects a Wi-
Fi access point, the sales resource device and/or location based sales module 120 may
therefore identify the location of the sales resource device as the reference location.

Having received a reference location indication, the location based sales module
120 may determine or otherwise receive a geographic area indication based on the
reference location indication. For example, the geographic area may be an area
encompassed by a 10 mile radius of the reference location indication. Additionally or
alternatively, predefined areas may be used for sales resource coverage of the sales
leads. The location based sales module 120 may therefore provide a list of sales leads in
the geographical area (e.g., sales leads associated with providers in close proximity to
the reference location) as shown by indicator 200. Additionally or alternatively, providers
having current sales leads and identified as being located in the identified geographic
area may be provided. In some embodiments, pagination may be set to display a
predefined number of sales leads, (e.g., 20 per page), and allow the sales resource to
navigate page to page. The sales lead information may include a provider name, a status
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(e.g., uncontacted, visited, and/or called.) The sales lead information provided in the list
may additionally or alternatively include a follow-up task which may include a
communication type (e.g., “callback”) and/or a date and time to complete the follow-up
task. In some embodiments, the list may be sorted by distance, and may display the
distance such as show by indicator 202. A category may be provided, such as by “F&D”
(food and drink), “H&B” (health and beauty), or “SRV” (services), such as displayed at
indicator 204. An indicator 206 may display a “thumbs up” symbol for a sales lead that
the focation based sales module 120 determines would be suitable for the sales resource
to contact, or a “do not enter” symbol for those sales leads that the sales resource should
not contact. In some embodiments the sales lead information may include a call priority
and/or may be sorted by a call priority. Similarly, a visit priority may additionally or
alternatively be provided. A sales resource may therefore sort the sales leads by visit
priority to conveniently view the sales leads in the order the sales resource will visit the
sales leads.

In the example display of Figure 2A, the sales leads are color coded such as in
area 208 to indicate ownership of the sales lead, such as “mine” {e.g., assigned to the
user of the sales resource device 122), “house” (e.g., identified by the promotion service
as a sales lead, but not assigned to a specific sales resource or assigned to internal
sales), and/or “owned” (e.g., assigned to sales resource other than the user of the
device). A corresponding color key is provided in area 210. The ownership labels may
also be selectable to sort the list by any of the ownership types. In some embodiments, a
sales resource may be above to claim a *house” sales lead (e.g., assign the sales lead to
themself). A link such as provided at indicator 212 may provide for sorting by distance.
Color coding by ownership type is provided merely as an example, and it will be
appreciated that other visual distinctions may be made to indicate ownership type of a
sales lead.

In some embodiments, a filter icon 214 may allow a sales resource to provide
additional search and/or sort criteria, as described in further detail with respect to Figure
2C. A search field 216 may additionally or alternatively be provided to allow a sales
resource to manually enter a provider name and query the location based sales module
120 for additional information. Further detail regarding a manual search is provided with
respect to Figure 2D.

Check-in indicator 220 may be selected by a sales resource in order for the
location based sales module 120 to log an activity indicating that the sales resource has
personally visited the provider's place of business. The activity may be logged
automatically, and/or the location based sales module 120 may prompt the sales

resource for additional information, as described in further detail with respect to Figure
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2E. In some embodiments, upon selecting the check-in indicator 220, the sales resource
may be provided with turn-by-turn directions to the provider’s place of business.

Call indicator 222 may be provided, and selected by a sales resource wanting to
call a contact associated with the sales lead. In some embodiments, the phone call may
be initiated automatically following selection of call indicator 222, In some embodiments,
a list of contacts associated with the sales lead may be presented to the sale resource for
further selection. The outbound call may also be logged as an activity by the location
base sales module 120, and associated to the sales lead in the promotional system.
Other contact means may also be used after selection of the call indicator 222, such as,
but not limited to a text message, an email, a push to talk request and/or the like. In
some embodiments, a sales resource may be able to add new contact information and
associated the contact information with a sales lead.

Log indicator 224 may allow a sales resource to manually provide activity log
information, as described in further detail with respect to Figure 2E.

Task indicator 226 may provide a sales resource with the ability to enter a follow-
up task to be associated with the sales lead in the location based sales module 120.
Follow-up tasks are described in further detail with respect to Figures 2F and 2G.

Fiag indicator 228 may provide a sales resource the ability to flag a provider with
special condition information, such as described in further detail with respect to Figure
2H.

Map indicator 230 may allow a sales resource to switch the display from the list
view of Figure 2A to a map based display such as the display of Figure 2B, which may
provide a map based view of an area anywhere in the world.

The display of Figure 2B may provide a map 232 based view of sales leads
located nearby to a reference location (such as the sales resource’s current real time
location). The reference location may be visually indicated on the map (not shown).
Sales lead indicators 234 may be displayed on the map to indicate the respective
business locations, and may be color coded to match the color key in area 210 indicating
sales lead ownership as shown in and described with respect to Figure 2A. Selection of
any one of the sales lead indicators 234 may result in the display of additional sales lead
information, such as shown in area 236. Further selection of sales lead information in
area 236 may cause the display of additional sales lead information and/or menus
providing access to additional sales lead information, such as described in further detail
hereinafter.

Indicator 238 may allow a sales resource to redo the search. The location based
sales module 120 may therefore obtain a new reference location, and refresh the

displayed sales leads and respective sales lead information. As such, map 232,

-14 -



10

15

20

25

30

35

CA 02917014 2015-12-23

WO 2014/210137 PCT/US2014/044067

indicators 234, and/or associated sales lead information may be updated to provide more
current location information and/or sales lead information. Additionally or alternatively, a
sales resource may filter sales leads displayed on the map (described with respect to
filter icon 214 below), search for specific sales lead criteria and display the results on the
map, and/or paginate the search results on the map (e.g., view the next 20 sales leads on
the map). In some embodiments, an indicator may be provided (not shown) allowing a
sales resource to reset the search criteria and/or filters to default settings (such as, for
example, searching for sales leads within a particular geographic area).

Figure 2C is an example display that may be provided by location based sales
module 120 to enable search refinement and/or sorting, and may be accessed by
selection of filter icon 214 of Figure 2A, for example. Indicators 236 may allow filtering of
the sale lead list to display or not display sales leads of ownership types “mine,” “house,”
and “others,” as described above with respect to Figure 2A. As shown by indicators 237,
in some embodiments, a sales resource may filter search results by whether or not the
sales lead is “approved” (Yes) or “not approved (No),” indicating whether or not
management or the like has approved a particular sales lead to be pursued with a sales
pitch. Selecting “All" at indicator 237 may filter the search results to display both
approved and non-approved sales leads. Additionally or alternatively, a sales resource
may filter search results by category (e.g., food and drink, health and beauty, and/or the
like), and/or based on whether the associated provider has offered a promotion with the
promotion service and/or a competitor in the past.

Indicators 238 may provide a sales resource the option to sort the sales lead list
by distance and/or priority. Sorting by priority may allow the sales resource to view the
sales lead in order of a sales value score, a commission, a level of interest by the
promotion and/or the like, for example. Search button 240 may allow the user to return to
a list view and/or map based view such as those of Figures 2A and/or 2B, with any newly
selected criteria or sorting being applied to the displayed sales leads.

Figure 2D is an example display following a manual provider search. In the
example display, a sales resource has entered “Margie’s” in the search field 216. The
jocation based sales module 120 may return matching sales lead and/or provider results
for display in area 242. Additionally or alternatively, a sales resource may search by zip
code, neighborhood and/or city which may result in sale leads and/or providers located in
the zip code, neighborhood and/or city, and may be displayed in a list view and/or map
view. In some embodiments, even if the search is initiated from a list view perspective,
searching by a zip code, neighborhood, and/or city may cause the search results to be
displayed in a map based display. Additionally or alternatively, a sales resource may

draw a box on a map, and/or move the map to refocus the search area, so that the
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search is limited to the specified area on the map. A search limitation provided on a map
may therefore define a geographic area in which to search for sales leads. In some
embodiments, a sales resource may search by sales lead category, such as food and
drink, health and beauty, and/or the like. Link 244 may provide a sales resource the
ability to add a provider as a potential new sales lead, and provide additional information
regarding the provider to the location based sales module 120. The newly provided sales
lead information may be stored in the promotional system and assigned to the sales
resource that entered the new sales lead. Alternatively or additionally the provided sales
lead information may be included in the sales pipeline as is described with respect to
Figure 1.

In some embodiments, an indication of a next provider may be provided (not
shown) to help a sales resource identify a next provider and/or sales lead the sales
resource should visit. A sales resource may therefore quickly identify a next destination,
following an unrelated appointment, for example, and access provider information and
corresponding location information. The sales resource may then quickly navigate to the
appropriate location and/or easily retrieve pertinent sales lead information as a refresher
and/or to utilize in planning a sales pitch. Additionally or alternatively, a sale resource
may create and/or save an itinerary in advance to use to navigate and plan appointments
to visit various sales leads throughout the day.

Continuing to Figure 2E, the display provided therein may be used by a sales
resource to provide details regarding an activity to be logged and associated with a sales
lead in the location based sales module 120. As such, a sales resource may utilize the
activity log capabilities of the location based sales module 120 to track their
communication and/or progress with a sales lead. The display of Figure 2E may be
provided, for example, following selection of the log indicator 224 of Figure 2A. In some
embodiments, an activity log display may be provided automatically following completion
of a call, sending an SMS (short message service), email and/or the like. Some or all of
the fields of display 2E may be prefilled based on known information, such as the contact
information, call duration, and/or the like, from a previously initiated communication,
and/or default settings configured by a sales resource. The activity log information may
be provided as free-form text and/or drop downs providing selectable options.

The activity log information, may include, for example, a type of activity 246 (e.g.,
in-person visit, call, email, etc.), result 248 (e.g., “decision maker contacted”), merchant
status 250 (e.g., “doesn’t have capacity”), subject 252 (e.g., a brief description of the
activity), date 254 (e.g., the date of the activity), status 256, and/or notes 258 (e.g., any
additional information regarding the activity). In some cases a recommendation for future

contact may be stored.
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After providing the activity information, the sales resource may select to save the
activity to the activity log by selecting save button 260 and/or 262 (which may also allow
the sales resource to enter a follow-up task, as described in further detail with respect to
Figures 2F). Upon saving the activity, the activity information may be associated with the
sales lead in location based sales module 120. As such, other users (e.g., sales
resources, etc.) of the promotional system 100 may view the activity log associated with
the sales lead. The activity log is described in further detail with respect to Figures 3F
and 3G.

The display of Figure 2F may allow a sales resource to enter a follow-up task to
be associated with the sales lead in the location based sales module 120. The task
information may include a follow-up type 264 (e.g., email, call, or in-person visit), subject
266 (e.g., brief description), date 268 (e.g., date by which to complete the task), status
270 (e.g., status of the task), and/or notes (e.g., additional detail regarding the task).
Upon selection of a save button 274, the follow-up task information may be saved and
associated with the sales lead in the location based sales maodule 120. As such, other
users (e.g., sales resources, etc.) of the promotional system 100 may view the follow-up
task associated with the sales lead. Alternatively or additionally, the follow-up task or
other notes from the sales resource may be used in generating a future score for the
provider, such as a provider quality score, a merchant quality score and/or the like.

In some embodiments, the location based sales module 120 may sync the task to
the sales resource’s calendar, so that the sales resource may receive an alert warning
the sales resource of an upcoming target completion date of a follow-up task.
Additionally or alternatively, the location based sales module 120 may provide a sales
resources with a listing of open follow-up tasks to be completed by the sales resource
(not shown).

Selection of indicator 276 of Figure 2F may allow the display to change to an
event entry display, such as the display of Figure 2G. Figure 2G is a display of an event
that may be entered and stored in association with the sales lead on the location based
sales module 120. For example, during a sales visit, a sales resource may schedule a
future meeting with the sales lead. The sales resource may use the display of Figure 2G
to enter information regarding the future meeting or other event. The follow-up event
information is similar to the follow-up task information of Figure 2F, but may additionally
or alternatively include start time 278, and/or end time 280. A sales resource may
therefore enter start and end times, along with any other event information. Upon saving
the follow-up event information, the follow-up event may be associated with the sales lead
in the location base sales module 120. In some embodiments, a corresponding calendar

entry on the sales resource device 122 may also be created.
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Display 2H is an example display that may be provided by location based sales
module 120 to enable a sales resource to flag a provider. Such a display may be
provided in response to selection of indicator 228 of display 2A. A sales resource may

"o

provide a flag type 282 (e.g., “out of business,” “new owner,” etc.) and/or details (e.g.,
free form text providing more information regarding the flag. In this particular example, a
sales resource may flag the provider as being out of business, so that the corresponding
sales lead is updated in the location based sales module 120. As such, other sales
resources viewing the associated sales lead information may see the flég.

Display 2l is an example display that may be provided by location based sales
module 120 in response to a sales resource selecting an individual sales lead and/or
selecting to view provider details. Area 286 may include a provider name, sales status of
the sales lead, last communication details and/or next follow-up task. A map and location
of the provider and/or other location information may be provided, as shown by indicator
287. Special conditions and/or sales lead ranking information may be provided, as shown
by indicator 288. The information provided at indicator 288 may be provided by supply 1D
module 104 or the like, to indicate to the sales resource details regarding the values of
the sales lead, and potentially emphasizing the higher priority sales leads.

As shown by indicator 289, the provider detail display provided by the location
based sales module 120 may further include data from social media websites. Such
information may be provided to the location based sales module 120 from the demand
module 102, and/or supply 1D module 104 for example. The information, such as
average ratings across various websites, the number of reviews and followers from social
media websites may indicate the popularity of a provider to the sales resource. Additional
details such as preferred services offered by a particular provider, consumer feedback
and/or the like may provide an indication to the sales resource as to how to structure a
particular promotion. The data may help a sales resource assess the value of the sales
lead from the promotion service standpoint, and/or may provide a talking point while
engaging with a contact at the provider’s place of business.

Figure 2J provides a further example of additional information that may be
provided in the provider details, such as the provider details of Figure 2I. Figure 2J
provides an ownership indicator (e.g., first and last name of the sales resource, email
address, phone number and/or alternate phone number(s)), such as in an instance where
the sales lead is assigned to a sales resource other than the sales resource using the
device. Such functionality may be beneficial to a sales resource that is nearby a
colleague’s sales lead. The sales resource may then call the assigned sales resource to
ask if they’d like them to stop by the sales lead’s place of business. The location based
sales module 120 may therefore provide for effective communication between sales
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resources, and may prevent excessive communication to a particular sales lead which
could otherwise irritate the sales lead or cause the sales resources and/or promotion
service {0 appear unorganized.

In addition to the provider details of Figure 2|, the location based sales module
120 may provide a sales resource with a menu to access even further details relating to
the provider and/or sales lead. An example menu is provided in Figure 2K. Contacts link
290 may provide a sales resource with a list of contact information for various individuals,
departments, and/or the like associated with the sales lead. Tasks link 291 may allow a
sales resource to view open tasks and/or enter a new task (such as with the display of
Figure 2F and/or 2G). Activity history link 292 may provide for navigation to a display of
recent activity, described in further detail below with respect to Figures 3F and 3G. Last
feature link 293 may provide a sales resource with recent promotion information relating
to promotions that the promotion service offered in partnership with the sales lead. More
details relating to past promotions are provided with respect to Figures 3C and 3D below.

Payments link 294 may allow a sales resource to view information regarding
payments from the provider, such as those described with respect to Figure 3H below.
Competitive features link 295 may allow a sales resource to view promotions cffered by
competitor promotion services and the provider, such as those described with respect to
Figures 3A and 3B below. Reference merchants (providers) link 296 may provide access
to a list of reference providers, such as those described in further detail with respect to
Figure 3J below.

Merchant website link 297 may provide a sales resource with direct access to the
provider's website. Accessing the provider website prior to a sales call or visit may allow
the sales resource to be knowledgeable regarding the provider's business, products
and/or services, a menu, a blog, announcements, price points, current sales and specials,
and/or the like. The sales resource may therefore brush up on the sales lead prior to
meeting with a sales lead contact and may use information found on the provider's
website as a discussion point during a sales pitch and/or contract negotiation.

As shown to the right of links 291-295, some links of the menu provided in Figure
2K may provide a date and/or time stamp of the last update to the associated information.

Figure 3A is an example display provided by location based sales module 120 of
competitive promotions and/or features. Competitive promotion information may be
provided by demand module 102 and/or the like, and may be shown in area 300 of the
display. The competitive promotion information may include a consumer cost (e.g., $10),
value (e.g., $20), product and/or service (e.g., food and drinks for 2 or more people), a
date offered, competitor promotion service, and/or the number of units sold. Other
information that may be included, in some examples, may be an estimated ROI that the
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provider received from that promotion, indications of feedback from consumers with
respect to the promotion and other indications that may assist in the sales of a future
promotion.

The display of Figure 3B is another example display providing competitive
promotion information. Additional information beyond the information provided in the
display of Figure 3A includes a promotion start date 302, promotion expiration date 304, a
division and/or provider location 306, and/or revenue to the provider (shown by indicator
308). As such, a sales resource may use a display such as the displays of Figure 3A
and/or 3B to view promotions offered based on a partnership between the provider and
the promotion service’s competitor(s), and use the information to the sales resource’s
advantage during a sales pitch and/or contract negotiation.

Figure 3C is an example display that may be provided by location based sales
module 120 to provide past promotions offered by the provider and promotion service.
The past promotions may therefore represent past sales to the sales lead. The
information provided in area 312 may include a consumer cost (e.g., $10), value (e.g.,
$20), product and/or service (e.g., focd and drinks for 2 or more people), a date offered,
number of units sold, and/or the margin, revenue or gross profit to the promotion service
(e.g., $20,000). The gross profit may be calculated, for example, by totaling the
payments received from consumers who purchased promotions and subtracting the
payments made to the provider as a result of promotion purchases.

The display of Figure 3D is another example display providing past promotion
information. Additional information beyond the information provided in the display of
Figure 3E includes a close date 314, indicating the date a contract between the promation
service and provider was closed. Also provided may be a feature start date 316,
indicating the date the promotion was first offered to consumers, and/or a promotion
expiration date 318, indicating the expiration date of the promotion. Division 320 may
provide the division or location of the provider. Gross buy amount 322 may indicate the
total amount of received from the purchases of the promotions by consumers, payable to
the promotion service. Sales resource 324 provides the name of the sales resource that
negotiated the sale to and/or closed the contract with the provider. The display of Figures
3C-3D may be referenced by a sales resource to discuss the success of previous
promotions offered be the provider.

Figure 3E is an example display of additional menu items that may be displayed to
a sales resource. The sales resource may therefore access pricing and/or menu
information associated with the provider, capacity of the provider's place of business, any
licenses held by the provider, and/or additional information and/or photos of the provider’s

interior retail space or other place of business. The information may be provided to the
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location based sales module 120 by the supply ID module 104, for example, and may
provide talking points or otherwise assist a sales resource in preparing for a sales pitch to
the sales lead.

Figure 3F is an example display of an activity log and/or recent activity that may
be associated with the sales lead in the location based sales module 120. A listing of
summarized activities relating to and/or communications with the sales lead may be
provided. The example activity summary 330 includes a brief description of the activity,
the date of the entry, and the name of the sales resource who entered the activity. As
such, a sales resource viewing the display may recall their own communication with the
sales lead, and/or review activities of colleague sales resources. For example, a sales
resource nearby a particular provider may view the activity log and discover the assigned
sales resource has not contacted the provider in several months, and may contact the
assigned sales resource to offer to check-in on the provider while in the neighborhood.

Figure 3G is an example display provided by the location based sales module 120
that provides additional detail to the activity log of Figure 3F. The display of Figure 3G
may additionally provide a status 332 and notes 334. A display, such as the display in 3G
may advantageously provide the necessary backstory for future sales resources when
contacting the provider.

Figure 3H is an example display provided by the location based sales module 120
to provide payment information regarding payments from the promotion service to the
provider assaciated with the sales lead, which may have occurred as a result of a
consumer redeeming a promotion at the provider. The payment information 340 may be
related to a past promotion or a current promotion, such as those appearing on the
display of Figures 3C and/or 3D, for example. The payment summary 340 may include a
payment amount, data, currency type, and method of payment (e.g., ACH (Autocmated
Clearing House)). The payment information may be useful to a sales resource in the
event a contact at the provider has questions regarding payments during a meeting
and/or sales pitch. The sales resource may then quickly retrieve the payment information
using their sales resource device.

Figure 3l is an example display provided by the location based sales module 120
to provide reasons and additional sales lead data. Ownership indicator 350 may provide
assigned sales resource information such as a first and last name, and phone number of
the sales resource. As shown in area 354, the location based sales module 120 may
provide information, such as provided by supply ID module 104, describing reasons why
the sales lead has been identified and/or evidence supporting a sales value score. For
example, the associated provider may have good reviews and website feedback and

therefore may be a better choice to provide a particular promotion when compared with
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lower rated providers. The provider may have been identified due to the promotion
service wanting to diversify the types of providers for which the promotion service offer
promotions. Notes regarding an estimate of a short or long lead time may also be
provided (e.g., probability that a sale will close and/or the estimated time for a sale to
close). A sales resource may access the information in order to assess what types of
sales pitches to provide to the provider.

Area 358 may include demand information such as provided to location based
sales module 120 by demand module 102. The information may include a residual
demand (e.g., number of units remaining out of a total number of targeted units), a price
range for a demanded offer, product and/or service type, and/or location of the demand.
A sales resource may then place emphasis on closing a contract with a provider to offer a
promotion having a large residual demand or to address the needed demand in that local
area. The data may therefore impact the parameters of the contract the sales resource
pitches to the provided, such as the number of units of a promotion to coffer, the particular
product or service to offer and/or the location in which the promotion is offered. As such,
the sales resource may fry to close a steakhouse deal over $100 in lieu of another good
or service that may be offered by a particular provider.

Figure 3J is an example display provided by location based sales module 120 that
may be referenced by a sales resource to view reference providers to a particular sales
lead. A reference provider may be considered a provider in close proximity to the sales
lead, and/or a provider offering a similar product and/or service. As shown in area 360,
the reference providers may be sorted and/or filtered by top gross profit, nearest (e.g.,
providers in close proximity to the reference location), and/or recent (e.g., providers
offering promotions most recently). Reference provider information 362, which may be
displayed on a list of reference providers may include a provider name and promotion
information including consumer cost, value, and product and/or service offered. A
distance between the sales lead and the reference provider may additionally be provided.
A ranking of the provider may also be displayed, indicating a priority of the sales lead
relative to other sales leads in the geographic area. The reference provider information
may additionally or alternatively include a number of units offered and/or sold (and an
indication if the units were sold out), gross profit, percentage of refunds (e.g., the portion
of purchased promotions that had to be refunded in the past), and the number of distinct
promotions or deals offered by the reference provider.

The reference provider information of Figure 3J may provide a sales resource with
valuable information to prepare for a sales pitch to a sales lead. The sales resource may
therefore describe with reference to specific data, how competitor providers have
benefited from partnering with the promotion service to offer a promotion. In some
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examples, such data may include ROI data, increased sales velocity, increased traffic at
the provider’s point of business and/or the like. Example embodiments of a system and
method for determining and providing merchant ROI information are described further
with respect to U.S. Provisional Patent Application 61/824,850 filed May 17, 2013 and
U.S. Patent Application 13/841,347 filed March 15, 2013.

Figure 3K provides an additional example display provided by location based
sales module 120 that may be referenced by a sales resource to view sales leads 372 on
a map-based view relative to a location 370. The location 370 may be a current location
of the sales resource, and/or a searched location. In the dispiay of Figure 3K, the twenty
closest's sales leads to the location 370 are displayed on a map-based view. This feature
may assist a sales resource in identifying nearby sales leads to visit.

Having now described example displays provided by the location based sales
module 120 to facilitate mobile sale lead identification, Figure 4 provides an
implementation of the promotional system 100 according to an example embodiment.

In accordance with some example embodiments, promotional system 100 may
include various means, such as one or more processors 402, memories 404,
communications modules 406, and/or input/output modules 408. A promotional system
100 may further include demand module 102, supply ID module 104, assignment module
106 and/or location based sales module 120, among other things (not shown). As
referred to herein, the term “module” includes hardware, software and/or firmware
configured to perform one or more particular functions. In this regard, promotional
system 100 as described herein may be embodied as, for example, circuitry, hardware
elements (e.g., a suitably programmed processor, combinational logic circuit, and/or the
like), a computer brogram product comprising computer-readable program instructions
stored on a non-transitory computer-readable medium (e.g., memory 404) that is
executable by a suitably configured processing device (e.g., processor 402), or some
combination thereof.

Processor 402 may, for example, be embodied as various means including one or -
more microprocessors with accompanying digital signal processor(s), one or more
processor(s) without an accompanying digital signal processor, one or more
coprocessors, one or more multi-core processors, one or more controllers, processing
circuitry, one or more computers, various other processing elements including integrated
circuits such as, for example, an ASIC (application specific integrated circuit) or FPGA
(field programmable gate array), or some combination thereof. Accordingly, although
illustrated in Figure 4 as a single processor, in some embodiments, processor 402

comprises a plurality of processors. The plurality of processors may be embodied on a
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single computing device or may be distributed across a plurality of computing devices
collectively configured to function as promotional system 100. The plurality of processors
may be in operative communication with each other and may be collectively configured to
perform one or more functionalities of promotional system 100 as described herein. In an
example embodiment, processor 402 is configured to execute instructions stored in
memory 404 or otherwise accessible to processor 402. These instructions, when
executed by processor 402, may cause promotional system 100 to perform one or more
of the functionalities of promotional system 100 as described herein.

Whether configured by hardware, firmware/software methods, or by a combination
thereof, processor 402 may comprise an entity capable of performing operations
according to embodiments of the present invention while configured accordingly. Thus,
for example, when processor 402 is embodied as an ASIC, FPGA or the like, processor
402 may comprise specifically configured hardware for conducting one or more
operations described herein. As another example, when processor 402 is embodied as
an executor of instructions, such as may be stored in memory 404, the instructions may
specifically configure processor 402 to perform one or more operations described herein,
such as those discussed in connection with Figures 5 and 8 below.

Memory 404 may comprise, for example, volatile memory, non-volatile memory, or
some combination thereof. Although illustrated in Figure 4 as a single memory, memory
404 may comprise a plurality of memory components. The plurality of memory
components may be embodied on a single computing device or distributed across a
plurality of computing devices. In various embodiments, memory 404 may comprise, for
example, a hard disk, random access memory, cache memory, flash memory, a compact
disc read only memory (CD-ROM), digital versatile disc read only memory (DVD-ROM),
an optical disc, circuitry configured to store information, or some combination thereof. In
some embodiments, memory 404 may comprise a suitable network database (e.g.,
provider database 116) configured to store demand information, promotion data, and/or
sales lead information as described herein. Additionally or alternatively memory 404 may
be configured to store such data as well as various applications, instructions, or the like
for enabling promotional system 100 to carry out various functions in accordance with
example embodiments of the present invention. For example, in at least some
embodiments, memory 404 is configured to buffer input data for processing by processor
402. Additionally or alternatively, memory 404 may be configured to store program
instructions for execution by processor 402. Memory 404 may store information in the
form of static and/or dynamic information. This stored information may be stored and/or

used by promotional system 100 during the course of performing its functionalities.
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Communications module 406 may be embodied as any device or means
embodied in circuitry, hardware, a computer program product comprising computer
readable program instructions stored on a computer readable medium (e.g., memory 404)
and executed by a processing device (e.g., processor 402), or a combination thereof that
is configured to receive and/or transmit data from/to another device, such as, for
example, a second promotional system 100 and/or the like. In some embodiments,
communications module 406 (like other components discussed herein) can be at least
partially embodied as or otherwise controlled by processor 402. In this regard,
communications module 406 may be in communication with processcr 402, such as via a
bus. Communications module 406 may include, for example, an antenna, a transmitter, a
receiver, a transceiver, network interface card and/or supporting hardware and/or
firmware/software for enabling communications with another computing device.
Communications modute 406 may be configured to receive and/or transmit any data that
may be stored by memory 404 using any protocol that may be used for communications
between computing devices, such as between the promotional system 100 and a sales
resource device 122. Communications module 406 may additionally or alternatively be in
communication with the memory 404, input/output module 408 and/or any other
component of promotional system 100, such as via a bus.

Input/output module 408 may be in communication with processor 402 to receive
an indication of a user input and/or to provide an audible, visual, mechanical, or other
output to a user (e.g., provider and/or consumer). As such, input/output module 408 may
include support, for example, for a keyboard, a mouse, a joystick, a display, a touch
screen display, a microphone, a speaker, a RFID reader, barcode reader, biometric
scanner, and/or other input/output mechanisms. In embodiments wherein promotional
system 100 is embodied as a server or database, aspects of input/output module 408
may be reduced as compared to embodiments where promotional system 100 is
implemented as an end-user machine (e.g., sales resource device 122) or other type of
device designed for complex user interactions. In some embodiments (like other
components discussed herein), input/output module 408 may even be eliminated from
promotional system 100. Alternatively, such as in embodiments wherein promotional
system 100 is embodied as a server or database, at least some aspects of input/output
module 408 may be embodied on an apparatus used by a user that is in communication
with promotional system 100, such as for example, sales resource device 122.
Input/output module 408 may be in communication with the memory 404,
communications module 406, and/or any other component(s), such as via a bus.
Although more than one input/output module and/or other component can be included in
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promotional system 100, only one is shown in Figure 4 to avoid overcomplicating the
drawing (like the other components discussed herein).

Modules 102, 104, 106 and 120 may provide functionality related to determining
demand, identifying sales leads, assigning sales leads to sales resources, providing
location based sales lead information to sales resources, and/or the like, as described
herein and above with respect to Figure 1. In some embodiments, some or all of the
functionality of the modules may be performed by processor 402. For exampie, non-
transitory computer readable storage media can be configured to store firmware, one or
more application programs, and/or other software, which include instructions and other
computer-readable program code portions that can be executed to control each
processor (e.g., processor 402 and/or any of the modules 102, 104, 106 and/or 120) of
the promotional system 100 to implement various operations. As such, a series of
computer-readable program code portions are embodied in one or more computer
program products and can be used, with a computing device, server, and/or other
programmable apparatus, to produce machine-implemented processes.

Promotional system 100 may be coupled to one or more sales resources devices
122 via network 416. In this regard, network 416 may include any wired or wireless
communication network including, for example, a wired or wireless local area network
(LAN), personal area network (PAN), metropolitan area network (MAN), wide area
network (WAN), or the like, as well as any hardware, software and/or firmware required to
implement it (such as, e.g., network routers, etc.). For example, network 416 may include
a cellular telephone, an 802.11, 802.16, 802.20, and/or WiMax network. Further, the
network 416 may include a public network, such as the Internet, a private network, such
as an intranet, or combinations thereof, and may utilize a variety of networking protocols
now available or later developed including, such as, but not limited to, TCP/IP based
networking protocols.

Any number of sales resource devices 122 may be implemented as a personal
computer and/or other networked device, such as a cellular phone, tablet computer,
mobile device, etc., that may be used to access promotional system 100 in order to obtain
mobile location based sales lead information from promotional system 100. As such, a
sales resource may use a sales resource device 122 to view example displays provided
by the location based sales module 120 such as those provided in Figures 2A-2K and 3A-
3K. In some embodiments, information regarding a sales lead may be transmitted from a
sales resource device 122 to the promotional system 100, that may be used, for example
to update sales lead and/or demand information in any of the modules 102, 104, 106,
and/or 120.
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As will be appreciated, any such computer program instructions and/or other type
of code may be loaded onto a computer, processor or other programmable apparatus
circuitry to produce a machine, such that the computer, processor, or other
programmable circuitry that executes the code on the machine creates the means for
implementing various functions, including those described herein.

It is also noted that all or some of the information presented by the example
displays discussed herein can be based on data that is received, generated and/or
maintained by one or more components of promotional system 100. In some
embodiments, one or more external systems (such as a remote cloud computing and/or
data storage system) may also be leveraged to provide at least some of the functionality
discussed herein.

Figure 5 illustrates an example process that may be performed by the promotional
system 100 according to an example embodiment. As shown by operation 500, the
promotional system 100 may include means, such as the location based sales module
120, processor 402, and/or the like, for receiving a reference location indication based on
at least one of a current location or an anticipated future location, wherein a geographical
area is defined based on the reference location. As described above with respect to
Figure 2A, the reference location indication may be manually provided by a sales
resource (e.g., such as by entry of an address to which the sales resource plans to
travel), or automatically detected using a GPS and/or the like implemented on the sales
resource device 122. The reference location indication may therefore be communicated
to the promotional system 100 (such as by network 416 and/or communication interface
406, for example), and a geographical area determined such as by location based sales
module 120, processor 402, and/or the like.

In some examples, the location may be part of a sales resource planning system.
In such cases, the location of an already scheduled visit (e.g. a scheduled visit to a
particular provider as determined based on a calendaring application, an indication in the
location based sales module 120 or the like), an indication of a particular region to be
visited and/or the like may be used to determine other providers fo visit. In some
examples, the other providers may be determined based on proximity, available time,
level of interest, sales value score, demand and/or the like. In some examples, the
location based sales module 120 in conjunction with the processor 402 may generate a
plan of attack or an itinerary for a sales resource based on the receipt of the location
information.

As shown by operation 502, the promotional system 100 may include means,
such as the demand module 102, processor 402, and/or the like, for calculating a

forecasted demand for one or more promotions in the geographical area, the forecasted
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demand comprising at least one or more promotions and a demanded quantity of at least
a portion of the one or more promotions. The demand module 102 may calculate
forecasted demand based on virtual promotions and/or residual demand after taking into
account known inventory, as provided by the supply ID module 104, for example.

Continuing to operation 504, the promotional system 100 may include means,
such as the supply ID module 104, location based sales module 120, processor 402
and/or the like for identifying one or more providers in the geographical area that are
identified as able to supply at least a portion of the forecasted demand for the one or
more promotions. As such, and as described with respect to Figure 1, the promotional
system 100 may access the provider database 116 and/or the like to identify providers in
the geographical area (e.g., in close proximity to the reference location) that may be able
to meet the forecasted demand.

As shown by operation 506, the promotional system 100 may include means,
such as the location based sales module 120, input/output module 408 and/or the like for
causing a display of provider information for each of the one or more providers, the
provider information comprising a provider location indication, a promotion indication of a
good or service, and a promotion quantity suggested for each of the providers based on
the forecasted demand. The provider location indication may include, for example, a map
based view such as illustrated in Figures 2B and 2I. Additionally or alternatively, the
provider location indication may include a distance from the reference location, such as
the distance 202 of Figure 2A. The promotion indication including a good or service, and
promotion guantity may be provided on a display such as in area 358 of Figure 3I, for
example. The information may be displayed on a sales resource device 122 in order to
provide the information to a sales resource during or in between sales visits.

Figure 8 illustrates a process that may be performed by the promotional system
100 according to an example embodiment. As shown by operation 600, the promotional
system 100 may include means, such as the location based sales module 120, the
communications module 406, and/or the like, for receiving provider information relating to
a new sales lead. The information may be provided by a sales resource by selecting the
link 244 on the display of Figure 2D, for example, which may be provided on a sales
resource device 122.

As shown by operation 604, the promotional system 100 may include means,
such as the location based sales module 120, the communAications module 408, and/or
the like, for receiving follow-up information regarding a particular provider, the follow-up
information provided by a sales resource. The information may be provided by a sales
resource by using displays such as those of Figures 2F and/or 2G, for example, which

may be provided on a sales resource device 122.
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As shown by operation 608, the promotional system 100 may include means,
such as the location based sales module 120, the communications module 406, and/or
the like, for receiving a sale indication regarding a sale to a particular provider. The
information may be provided by a sales resource using a sales resource device 122, and
my include information regarding the consumer cost of the promotion, the value of the
promotion, the product and/or service offered, a number of units, and/or any other
information agreed upon in a sales contract.

Continuing to operation 608, the promotional system 100 may include means,
such as the location based sales module 120, the communications module 408, and/or
the like, for receiving a communication indication regarding a communication to a
particular provider. The information may be provided manually by a sales resource using
a sales resource device 122 and a display such as the display of Figure 2E, for example.
Additionally or alternatively, a communication indication may be automatically detected
such as by detection of an outgoing call from the sales resource device to a contact
associated with a provider.

As shown by operation 610, the promotional system 100 may include means,
such as the location based sales module 120, processor 402, memory 404,
communications module 406, and/or the like, for updating the promotionat system with
received information, such as any of the information received with respect to operations
600-608 described above and/or cother information provided by a sales resource, via a
sales resource device 122, for example, and described with respect to the displays of
Figures 2A-2K and 3A-3K above. The information may therefore be updated on the
provider database 116, memory 404, and/or the like.

Continuing to operation 612, the promotional system 100 may include means,
such as the location based sales module 120, processor 402, communications module
408, input/output module 408 and/or the like, for causing the displayed provider
information on the sales resource device 122 to be updated to reflect changes. As such,
various sales resources working simultaneously in a same area may be provided with the
most up to date demand information, sales lead information, and/or the like.

As described above, providing sales resources with location based sales lead
information may increase their efficiency during and in between sales visits, making the
most of their time. Providing on demand sales lead information by location, current
demands for promotions, competitor promotion history, and/or the like may help a sales
resource produce an effective sales pitch to a provider, ultimately increasing sales and
revenue for the promotion service. Activity logs and follow-up task tracking may allow
multiple sales resources working in the same geographic area to easily contact each

other’s assigned sales leads, when necessary, without having to track down information

-29-



10

15

20

25

30

35

CA 02917014 2015-12-23

WO 2014/210137 PCT/US2014/044067

regarding past communications and next steps in the sales process. In some
embodiments, a sales resource may even receive a push notification and/or text message
on the sales resource device 122 indicating the sales lead (e.g., a sales lead that is
assigned to the sales resource, is “house” owned, approved by the promaotion service,
and/or the like) is in proximity to a sales lead, further encouraging drop-in visits with the
sales lead.

As described above and as will be appreciated based on this disclosure,
embodiments of the present invention may be configured as methods, mobile devices,
backend network devices, and the like. Accordingly, embodiments may comprise various
means including entirely of hardware or any combination of software and hardware.
Furthermore, embodiments may take the form of a computer program product on at least
one non-transitory computer-readable storage medium having computer-readable
program instructions (e.g., computer software) embodied in the storage medium. Any
suitable computer-readable storage medium may be utilized including non-transitory hard
disks, CD-ROMSs, flash memory, optical storage devices, or magnetic storage devices.

Embodiments of the present invention have been described above with reference
to block diagrams and flowchart illustrations of methods, apparatuses, systems and
computer program products. It will be understood that each block of the circuit diagrams
and process flowcharts, and combinations of blocks in the circuit diagrams and process
flowcharts, respectively, can be implemented by various means including computer
program instructions. These computer program instructions may be loaded onto a
general purpose computer, special purpose computer, or cther programmable data
processing apparatus, such as processor 402, demand module 102, supply ID module
104, assignment module 108, and/or location based sales module 120 to produce a
machine, such that the computer program product includes the instructions which execute
on the computer or other programmable data processing apparatus create a means for
implementing the functions specified in the flowchart block or blocks.

These computer program instructions may also be stored in a computer-readable
storage medium (e.g., memory 404) that can direct a computer or other programmable
data processing apparatus to function in a particular manner, such that the instructions
stored in the computer-readable storage medium produce an article of manufacture
including computer-readable instructions for implementing the function discussed herein.
The computer program instructions may also be loaded onto a computer or other
programmable data processing apparatus to cause a series of operational steps to be
performed on the computer or other programmable apparatus to produce a computer-
implemented process such that the instructions that execute on the computer or other

programmable apparatus provide steps for implementing the functions discussed herein.
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Accordingly, blocks of the block diagrams and flowchart illustrations support
combinations of means for performing the specified functions, combinations of steps for
performing the specified functions and program instruction means for performing the
specified functions. It will also be understood that each block of the circuit diagrams and
process flowcharts, and combinations of blocks in the circuit diagrams and process
flowcharts, can be implemented by special purpose hardware-based computer systems
that perform the specified functions or steps, or combinations of special purpose
hardware and computer instructions.

Many modifications and other embodiments of the inventions set forth herein will
come o mind to one skilled in the art to which these embodiments of the invention pertain
having the benefit of the teachings presented in the foregoing descriptions and the
associated drawings. Therefore, it is to be understood that the embodiments of the
invention are not to be limited to the specific embodiments disclosed and that
modifications and other embodiments are intended to be included within the scope of the
appended claims. Although specific terms are employed herein, they are used in a

generic and descriptive sense only and not for purposes of limitation.
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THAT WHICH IS CLAIMED

L. A method for mobile location based sales lead identification and sales lead
status maintenance via a plurality of sales resources devices operative in a network, the
method comprising:

receiving a reference location indication based on at least a real-time detected
current location of a sales resource device;

in response to receiving the reference location indication, defining a geographical
area of the real-time detected current location of the sales resource device;

in response to receiving the reference location indication and defining the
geographical area of the real-time detected current location of the sales resource device,
calculating, with a processor, a forecasted demand for one or more promotions in the
geographical area, the forecasted demand comprising at least one or more promotions and
a demanded quantity of at least a portion of the one or more promotions, and reflecting at
least one of dynamically updated current sales data, or a change in inventory of
promotions;

further in response to receiving tﬁe reference location indication and defining the
geographical area of the real-time detected current location of the sales resource device,
identifying one or more providers in the geographical area that are identified as able to
supply at least a portion of the forecasted demand for the one or more promotions;

causing a display of the sales resource device to be altered to display provider
information for each of the one or more providers identified in the geographical area
defined based on the real-time detected current location of the sales resource device and
identified as able to supply at least a portion of the forecasted demand for the one or more
promotions, the provider information comprising a provider location indication, a
promotion indication of a good or service, a promotion quantity suggested for each of the
providers based on the forecasted demand, and a sales status of the sales lead indicating a
last communication with the sales lead by any of the plurality of sales resources devices
operative in the network;

providing a list of the one or more providers in an order of proximity to the sales
resource device;

generating a next provider indication, wherein the next provider indication

provides the sales resource device with a suggested next provider of the one or more
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providers to visit next based at least in part on proximity of the sales resource device to the
suggested next provider in the geographical area;

receiving a user input via the sales resource device to update the sales status of a
particular sales lead and enter a follow-up task associated with the particular sales lead;
and

storing on a server, remote from the sales resource device, an updated sales status
of the sales lead and the follow-up task such that the updated sales status and the follow-

up task is provided via another sales resource device and via the network.

2. The method of claim 1, wherein the provider information further comprises at least
one of a) an ownership indicator identifying a sales resource associated with the provider,
b) contact information associated with the provider, c) activity history regarding the
provider, d) a follow-up task to be performed regarding the provider, or €) demand

information associated with the provider.

3. The method of claim 1 or claim 2, wherein the provider information further
comprises past promotion information associated with the provider, the past promotion
information including at least one of a) a promotion date, b) a promotion cost and value, or

¢) units sold.

4. The method of claim 1 or claim 2, wherein the provider information further
comprises competitive promotion information associated with the provider, the
competitive promotion information including at least one of a) a promotion provider, b) a

promotion cost and value, or ¢) units sold of the competitive promotion.

5. The method of any one of claims 1 to 4, further comprising:
receiving provider information relating to a new sales lead;
saving the provider information as a new sales lead in the promotional system; and
causing the displayed provider information to be updated to include the new sales
lead.
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6. The method of any one of claims 1 to 5, further comprising:
receiving follow-up information regarding a particular provider, the follow-up
information provided by a sales resource and including at least one of a) a follow-up
communication type, b) a follow-up date; '
saving the follow-up information in association with the particular provider; and
causing the displayed provider information to be updated to include the follow-up

information.

7. The method of any one of claims 1 to 6, further comprising:

receiving a sale indication regarding a sale to a particular provider;

updating demand information and provider information in a promotional system;
and

causing the displayed provider information to be updated to reflect the sale.

8. The method of any one of claims 1 to 7, further comprising;:

receiving a request to sort the displayed provider information by at least a) distance
of each respective provider from the reference location or b) a sales value associated with
a provider; and

causing the displayed provider information to be sorted based on the request.

0. The method of claim 8, wherein the sales value is calculated based on at least one

of: expected bookings, a supply source score, a probability to close, or a time to close.

10. An apparatus for mobile location based sales lead identification and sales lead
status maintenance via a plurality of sales resources devices operative in a network, the
apparatus comprising at least one processor and at least one memory including computer
program code, the at least one memory and computer program code configured to, with
the processor, cause the apparatus to at least:

receive a reference location indication based on at least a real-time detected current
location of a sales resource device; |

in response to receiving the reference location indication, define a geographical
area of the real-time detected current location of the sales resource device;

in response to receiving the reference location indication and defining the

geographical area of the real-time detected current location of the sales resource device,
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calculate a forecasted demand for one or more promotions in the geographical area, the
forecasted demand comprising at least one or more promotions and a demanded quantity
of at least a portion of the one or more promotions, and reflecting at least one of
dynamically updated current sales data, or a change in inventory of promotions;

further in response to receiving the reference location indication and defining the
geographical area of the real-time detected current location of the sales resource device,
identify one or more providers in the geographical area that are identified as able to supply
at least a portion of the forecasted demand for the one or more promotions;

cause a display of the sales resource device to be altered to display provider
information for each of the one or more providers identified in the geographical area
defined based on the real-time detected current location of the sales resource device and
identified as able to supply at least a portion of the forecasted demand for the one or more
promotions, the provider information comprising a provider location indication, a
promotion indication of a good or service, a promotion quantity suggested for each of the
providers based on the forecasted demand and a sales status of the sales lead indicating a
last communication with the sales lead by any of the plurality of sales resources devices
operative in the network;

provide a list of the one or more providers in an order of proximity to the sales
resource device; |

generate a next provider indication, wherein the next provide.r indication provides
the sales resource device with a suggested next provider of the one or more providers to
visit next based at least in part on proximity of the sales resource device to the suggested
next provider in the geographical area; | |

receive a user input via the sales resource device to update the sales status of a
particular sales lead and enter a follow-up task associated with the particular sales lead;
and

store on a server, remote from the sales resource device, an updated sales status of
the sales lead and the follow-up task such that the updated sales status and the follow-up

task is provided via another sales resource device and via the network.

11. The apparatus of claim 10, wherein the provider information further comprises at
least one of a) an ownership indicator identifying a sales.resource associated with the

provider, b) contact information associated with the provider, ¢) activity history regarding

-35-

CA 2917014 2020-03-25



the provider, d) a follow-up task to be performed regarding the provider, or €) demand

information associated with the provider.

12, The apparatus of claim 10 or claim 11, wherein the provider information further
comprises past promotion information associated with the provider, the past promotion
information including at least one of a) a promotion date, b) a promotion cost and value, or

¢) units sold.

13.  The apparatus of claim 10 or claim 11, wherein the provider information further
comprises competitive promotion information associated with the provider, the
competitive promotion information including at least one of a) a promotion provider, b) a

promotion cost and value, or ¢) units sold of the competitive promotion.

14.  The apparatus of any one of claims 10 to 13, wherein the at least one memory and
the computer program code are further configured to cause the apparatus to at least:
receive provider information relating to a new sales lead;
save the provider information as a new sales lead in the promotional system; and
~ cause the displayed provider information to be updated to include the new sales

lead.

15.  The apparatus of any one of claims 10 to 14, wherein the at least one memory and
the computer program code are further cdnﬁgured to cause the apparatus to at least:
receive follow-up information regarding a particular provider, the follow-up
information provided by a sales resource and including at least one of a) a follow-up
communication type, b) a follow-up date;
save the follow-up information in association with the particular provider; and
cause the displayed provider information to be ﬁpdated to include the follow-up

information.

16.  The apparatus of any one of claims 10 to 15, wherein the at least one memory and
the computer program code are further configured to cause the apparatus to at least:
receive a sale indication regarding a sale to a particular provider;
update demand information and provider information in a promotional system; and

cause the displayed provider information to be updated to reflect the sale.
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17.  The apparatus of any one of claims 10 to 16, wherein the at least one memory and
the computer program code are further configured to cause the apparatus to at least:

receive a request to sort the displayed provider information by at least a) distance
of each respective provider from the reference location or b) a sales value associated with
a provider; and |

cause the displayed provider information to be sorted based on the request.

18.  The apparatus of claim 17, wherein the sales value is calculated based on at least

one of: expected bookings, a supply source score, a probability to close, or a time to close.

19. A computer readable medium having stored therein computer-executable
instructions for mobile location based sales lead identification and sales lead status
maintenance via a plurality of sales resources devices operative in a network, the
computer-executable instructions when executed by a processor cause the processor to:

receive a reference location indication based on at least a real-time detected current
location of a sales resource device;

in response to receiving the reference location indication, define a geographical
area of the real-time detected current location of the sales resource device;

in response to receiving the reference location indication and defining the
geographical area of the real-time detected current location of the sales resource device,
calculate a forecasted demand for one or more promotions in the geographical area, the
forecasted demand comprising at least one or more promotions and a demanded quantity
of at least a portion of the one or more promotions, and reflecting at least one of
dynamically updated current sales data, or a change in inventory of promotions;

further in response to receiving the reference location indication and defining the
geographical area of the real-time detected current location of the sales resource device,
identify one or more providers in the geographical area that are identified as able to supply
at least a portion of the forecasted demand for the one or more promotions;

cause a display of the sales resource device to be altered to display provider
information for each of the one or more providers identified in the geographical area
defined based on the real-time detected current location of the sales resource device and
identified as able to supply at least a portion of the forecasted demand for the one or more

promotions, the provider information comprising a provider location indication, a
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promotion indication of a good or service, a promotion quantity suggested for each of the
providers based on the forecasted demand and a sales status of the sales lead indicating a
last communication with the sales lead by any of the plurality of sales resources devices
operative in the network; -

provide a list of the one or more providers in an order of proximity to the sales
resource device; '

generate a next provider indication, wherein the next provider indication provides
the sales resource device with a suggested next provider of the one or more providers to -
visit next based at least in part on proximity of the sales resource device to the suggested
next provider in the geographical area;

receive a user input via the sales resource device to update the sales status of a
particular sales lead and enter a follow-up task associated with the particular sales lead,;
and |

store on a server, remote from the sales resource device, an updated sales status of
the sales lead and the follow-up task such that the updated sales status and the follow-up

task is provided via another sales resource device and via the network.

20.  The computer readable medium of claim 19, wherein the provider information
further comprises at least one of a) an ownership indicator identifying a sales resource
associated with the provider, b) contact information associated with the provider, c)
activity history regarding the provider, d) a follow-up task to be performed regarding the

provider, or €) demand information associated with the provider.

21. The computer readable medium of claim 19 or claim 20, wherein the provider
information further comprises past promotion information associated with the p'rovidér,
the past promotion information including at least one of a) a promotion date, b) a

promotion cost and value, or ¢) units sold.

22, The computer readable medium of claim 19 or claim 20, wherein the provider
information further comprises competitive promotion information associated with the
provider, the competitive promotion information including at least one of a) a promotion

provider, b) a promotion cost and value, or c) units sold of the competitive promotion. '
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23.  The computer readable medium according to any one of claims 19 to 22, wherein
the computer-executable instructions further comprise instructions to:
receive provider information relating to a new sales lead;
save the provider information as a new sales lead in the promotional system; and
cause the displayed provider information to be updated to include the new sales

lead.

24.  The computer readable medium acco_rding to any one of claims 19 to 23, wherein
the computer-executable instructions further instructions to:

receive follow-up information regarding a particular provider, the follow-up
information provided by a sales resource and including at least one of a) a follow-up
communication type, b) a follow-up date;

save the follow-up information in association with the particular provider; and

cause the displayed provider information to be updated to include the follow-up

information.

25.  The computer readable medium according to any one of claims 19 to 24, wherein
the computer-executable instructions further comprise instructions to:

receive a sale indication regarding a sale to a particular provider;

update demand information and provider information in a promotional system; and

cause the displayed provider information to be updated to reflect the sale.

26.  The computer readable medium according to any one of claims 19 to 25, wherein
the computer-executable instructions further comprise instructions to:

receive a request to sort the displayed provider information by at least a) distance
of each respective provider from the reference location or b) a sales value associated with
a provider; and

cause the displayed provider information to be sorted based on the request.

27.  The computer readable medium of claim 26, wherein the sales value is calculated
based on at least one of: expected bookings, a supply source score, a probability to close,

or a time to close.

-39-

CA 2917014 2020-03-25



28. A method for providing mobile location based sales leads identified as demand
relevant according to real-time data provided by a promotion service, and geographically
relevant to a real-time detected location of a sales resource device affiliated with the
promotion service, the method comprising:

receiving over a network, at a server associated with the promotion service, the
real-time detected location of the sales resource device;

defining a geographical area based on the real-time detected location of the sales
resource device;

calculating, with the server associated with the promotion service, in real-time or
near real-time responsive to the receipt of the real-time detected location of the sales
resource device from the sales resource device, a forecasted consumer demand for one or
more promotions in the geographical area, the forecasted consumer demand comprising at
least one or more promotions and a demanded quantity of at least a portion of the one or
more promotions; .

identifying one or more providers in the geographical area that are identified as
able to supply at least a portion of the forecasted consumer demand for the one or more
promotions, thereby identifying the one or more provider as one or more demand relevant
and geographically relevant sales leads;

in response to the identification of the demand relevant and geographically relevant

 sales leads, transmitting a notification to the sales resource device, in real-time or near

real-time responsive to the receipt of the real-time detected location of the sales resource
device, wherein the notification causes a display to be altered to display provider
information for each of the one or more demand relevant and geographically relevant sales
leads, the provider information comprising, for each demand relevant and geographically
relevant sales lead, a provider location indication, a promotion indication of a good or
service, a promotion quantity suggested for each of the providers based on the forecasted
consumer demand, and a sales status of the sales lead indicating a last communication with
the sales lead by any of a plurality of sales resources devices operative in the network;

. further responsive to the notification received at the sales resources device in real-
time or near real-time responsive to the receipt of the real-time detected location of the
sales resource device, providing a list of the one or more providers in an order of
proximity to the sales resource device; .

further responsive to the notification received at the sales resources device in real-

time or near real-time responsive to the receipt of the real-time detected location of the
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-sales resource device, generating a next provider indication, wherein the next provider
indication provides the sales resource device with a suggested next provider of the one or
more providers to visit next based at least in part on proximity of the sales resource device
to the suggested next provider in the geographical area;

receiving a user input via the sales resource device to update the sales status of a
particular sales lead indicating the particular sales lead has been visited; and
storing on the server associated with the promotion service, remote from the sales

resource device, an updated sales status of the sales lead.

29. The method of claim 28, further comprising:

for each of the demand relevant and geographically relevant sales leads,
calculating a probability of closing an agreement between the promotion service and the
respective provider for the promotion service to offer the promotion for the good or
service on behalf of the respective provider; and

éausing the probability of closing the agreement to be displayed on the sales

resource device.

30.  The method of claim 28 or claim 29, further comprising:

receiving a sale indication via the sales resource device, the sale indication relating
to closing an agreement between the promotion service and the respective provider for the
promotion service to offer the promotion for the good or service on behalf of the
respective provider; and

in response to receiving the sale indication, updating the forecasted consumer

demand on the promotional system.

31. The method of any one of claims 28 to 30, wherein the provider information
further comprises an ownership indicator identifying a sales resource associated with the

provider.

32.  The method of any one of claims 28 to 31, wherein the provider information
further comprises activity history indicating a particular sales resource having interacted

with the provider.
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33.  The method of any one of claim 28 to 32, wherein the provider information further
comprises competitive promotion information associated with the provider, the
competitive promotion information including at least one of a) a promotion provider, b) a

promotion cost and value, or c) units sold of the competitive promotion.

34.-  An apparatus for providing mobile location based sales leads identified as demand
relevant according to real-time data provided by a promotion service, and geographically
relevant to a real-time detected location of a sales resource device affiliated with the
promotion service, the apparatus comprising at least one processor and at least one
memory including computer program code configured to, with the processor, cause the
apparatus to:

receive over a network, at a server associated with the promotion service, the real-
time detected location of the sales resource device;

| define a geographical area based on the real-time detected location of the sales

resource device;

calculate, with the server associated with the promotion service, in real-time or
near real-time responsive to the receipt of the real-time detected location of the sales
resource device from the sales resource device, a forecasted consumer demand for one or
more promotions in the geographical area, the forecasted consumer demand comprising at
least one or more promotions and a demanded quantity of at least a portion of the one or
more promotions;

identify one or more providers in the geographical area that are identified as able to
supply at least a portion of the forecasfed consumer demand for the one or more
promotions, thereby identifying the one or more provider as one or more demand relevant
and geographically relevant sales leads;

in response to the identification of the demand relevant and geographically relevant
sales leads, transmit a notification to the sales.resource device, in real-time or near real-
time responsive to the receipt of the real-time detected location of the sales resource
device, wherein the notification causes a display to be altered to display provider
information for each of the one or more demand relevant and geographically relevant sales
leads, the provider information comprising, for each demand relevant and geographically
relevant sales lead, a provider location indication, a promotion indication of a good or
service, a promotion quantity suggested for each of the providers based on the forecasted

consumer demand, and a sales status of the sales lead indicating a last communication with
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the sales lead by any of a plurality of sales resources devices operative in the network;
| further responsive to the notification received at the sales resources device in real-

time or near real-time responsive to the receipt of the real-time detected location of the
sales resource device, provide a list of the one or more providers in an order of proximity
to the sales resource device; ‘

further responsive to the notification received at the sales resources device in real-
time or near real-time responsive to the receipt of the real-time detected location of, the
sales resource device, generate a next provider indication, wherein the next provider
indication provides the sales resource device with a suggested next provider of the one or
more providefs to visit next based at least in part on proximity of the sales resource device
to the suggested next provider in the geographical area;

receive a user input via the sales resource device to update the sales status of a
particular sales lead indicating the particular sales lead has been visited; and

store on the server associated with the promotion service, remote from the sales

resource device, an updated sales status of the sales lead.

35. The apparatus of claim 34, wherein the at least one processor and at least one
memory include computer program code configured to, with the processor, cause the
apparatus to:

for each of the demand relevant and geographically relevant sales leads, calculate a
probability of closing an agreement between the promotion service and the respective
provider for the promotion service to offer the promotion for the good or service on behalf
of the respective provider; and

cause the probability of closing the agreement to be displayed on the sales resource

device.

36. The apparatus of claim 34 or claim 35, wherein the at least one processor and at
least one memory include computer program code configured to, with the processor, cause
the apparatus to: _

receive a sale indication via the sales resource device, the saie indication relating to
closing an agreement between the promotion service and the respective provider for the
promotion service to offer the promotion for the gbod or service on behalf of the

respective provider; and
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in response to receiving the sale indication, update the forecasted consumer

. demand on the promotional system.

37.  The apparatus of any one of claims 34 to 36, wherein the provider information
further comprises an ownership indicator identifying a sales resource associated with the

provider.

38.  The apparatus of any one of claims 34 to 37, wherein the provider information
further comprises activity history indicating a particular sales resource having interacted

with the provider.

39.  The apparatus of any one of claims 34 to 38, wherein the provider information
further comprises competitive promotion information associated with the provider, the
competitive promotion information including at least one of a) a promotion provider, b) a

promotion cost and value, or c) units sold of the competitive promotion.

40. A computer program product for providing mobile location based sales leads
identified as demand relevant according to real-time data provided by a promotion service,
and geographically relevant to a real-time detected location of a sales resource device
affiliated with the promotion service, the computer program product comprising at least
one non-transitory computer-readable storage medium having computer-executable
program code instructions stored therein, the computer-executable program code
instructions comprising program code instructions to:

receive over a network, at a server associated with the promotion service, the real-
time detected location of the sales resource device;

define a geographical area based on the real-time detected location of the sales
resource device;

calculate, with the server associated with the promotion service, in real-time or
near real-time responsive to the receipt of the real-time detected location of the sales
resource device from the sales resource device, a forecasted consumer demand for one or
more promotions in the geographical area, the forecasted consumer demand comprising at
least one or more promotions and a demanded quantity of at least a portion of the one or

more promotions;
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identify one or more providers in the geographical area that are identified as able to
supply at least a portion of the forecasted consumer demand for the one or more
promotions, thereby identifying the one or more provider as one or more demand relevant
and geographically relevant sales leads;

in response to the identification of the demand relevant and geographically relevant
sales leads, transmit a notification to the sales resource device, in real-time or near real-
time responsive to the receipt of the real-time detected location of the sales resource
device, wherein the notification causes a display to be altered to display provider
information for each of the one or more demand relevant and geographically relevant sales
leads, the provider information comprising, for each demand relevant and geographically
relevant sales lead, a provider location indication, a promotion indication of a good or
service, a promotion quantity suggested for each of the providers based on the forecasted
consumer demand, and a sales status of the sales lead indicating a last communication with
the sales lead by any of a plurality of sales resources devices operative in the network;

further responsive to the notification received at the sales resources device in real-
time or near real-time responsive to the reéeipt of the real-time detected location of the
sales resource device, provide a list of the one or more providers in an order of proximity
to the sales resource device;

further responsive to the notification received at the sales resources device in real-
time or near real-time responsive to the receipt of the real-time detected location of the
sales resource device, generate a next provider indication, wherein the next provider
indication provides the sales resource device with a suggested next provider of the one or
more providers to visit next based at least in part on proximity of the sales resource device
to the suggested next provider in the geographical area;

receive a user input via the sales resource device to update the sales status of a
particular sales lead indicating the particular sales lead has been visited; and

store on the server associated with the promotion service, remote from the sales

resource device, an updated sales status of the sales lead.

41.  The computer program product according to claim 40, wherein the computer-
executable program code instructions further comprise program code instructions to:

for each of the demand relevant and geographically relevant sales leads, calculate a
probability of closing an agreement between the promotion service and the respective

provider for the promotion service to offer the promotion for the good or service on behalf
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of the respective provider; and

cause the probability of closing the agreement to be displayed on the sales resource

device.

42.  The computer program product according to claim 40 or claim 41, wherein the
computer-executable program code instructions further comprise program code
instructions to: ‘

receive a sale indication .via the sales resource device, the sale indication relating to
closing an agreement between the promotion service and the respective provider for the
promotion service to offer the promotion for the good or service on behalf of the
respective provider; and

in response to receiving the sale indication, update the forecasted consumer

demand on the promotional system.

43.  The computer program product according to any one of claims 40 to 42, wherein
the provider information further comprises an ownership indicator identifying a sales

resource associated with the provider.

44,  The computer program product according to any one of claims 40 to 43, wherein
the provider information further comprises activity history indicating a particular sales

resource having interacted with the provider.

45.  The computer program product according to any one of claims 40 to 44, wherein
the provider information further comprises competitive promotion information associated
with the provider, the competitive promotion information including at least one of a) a
promotion provider, b) a promotion cost and value, or ¢) units sold of the competitive

promotion.
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