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(57) ABSTRACT 

A System and method for managing real estate transactions 
is provided. The method includes the Steps of receiving and 
Storing data relating to a plurality of contacts including 
buyers and Sellers of real estate, receiving and Storing data 
relating to a plurality of Vendors each associated with at least 
one phase of a real estate transaction, accessing vendor data 
based upon occurrence of a particular phase of the real estate 
transaction and communicating data relating to the Vendors 
to a contact upon occurrence of the particular phase of the 
real estate transaction. The System includes means for con 
ducting each of these Steps. 
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SYSTEMAND METHOD FOR MANAGING 
TRANSACTIONS RELATING TO REAL ESTATE 

BACKGROUND OF THE INVENTION 

0001) 1. Field of the Invention 
0002 The subject invention relates to managing real 
estate transactions, and more particularly, to a System and 
method for gathering, processing, disseminating and con 
trolling information relating to real estate transactions. 
0003 2. Background of the Related Art 
0004. The traditional business model for real estate com 
panies has been to list and Sell properties with a Sales force 
of independent contractors. Real estate companies have 
exclusively provided real estate agents, tours of properties 
on the market, Submission of bids and information about 
Schools and neighborhoods. Real estate agents have been the 
main interface for customers, who are the most Vital assets 
of a real estate company. 
0005 Organizations such as a Multiple Listing Service 
(hereinafter “MLS") developed to aid the flow of informa 
tion to customers. A MLS normally prepares books, which 
serve as references for real estate agents. The MLS books 
contain photos and descriptions of property for sale (here 
inafter “listings”). Unfortunately, the MLS publications 
become outdated and are often difficult and costly to dis 
tribute. The present invention provides an improved System 
and method for disseminating information to customers, 
Sales agents and real estate companies. 
0006 Real estate companies and sales agents have tradi 
tionally relied Solely on commissions generated from listing 
Sales. However, typical customerS Seek goods and Services 
as a result of transactions in which they are involved. 
Providers of real estate related goods and Services would 
desire the opportunity to have direct access to these cus 
tomers in a timely manner. Consequently, a need exists for 
real estate companies to implement a method which links 
providers of Such goods and Services with customers to fully 
realize the potential revenue associated with their customer 
base as well as add value for their customers. 

0007. Despite their success, current business models for 
real estate companies have Several additional shortcomings. 
For example, the Sales agent controls the customer infor 
mation. When Sales agents try to extract value from the 
customer data, the time and effort they spend Selling homes 
is diminished. Furthermore, the task of acquiring new cus 
tomers, keeping existing customerS Satisfied and controlling 
customer information becomes a burden for Sales agents. 
Often times, referrals are lost and appointments missed, 
because information has not been properly recorded. 
0008 Another problem arises when sales agents freely 
release customer data to electronic commerce businesses 
who profit therefrom. Alternatively, if the Sales agent dis 
tributes customer data at a price, Several additional problems 
may arise. First, customers have an expectation of privacy 
with respect to their personal information. Therefore, the 
customer data should not be distributed without permission. 
Second, the customerS receive a multitude of cold calls from 
vendors. As a result, the customer develops an aversion to 
the proceSS. Thus, there is a need for a System in which a 
Sales agent can delegate tasks, Such as information manage 
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ment and Still maintain control over customer data in order 
to provide a monetary return to the real estate company. 
0009 Large investments in training and technology are 
necessary to enable Sales agents to control the flow of 
information. Despite Such large investments, no guarantee 
exists that the information will be managed better, value will 
be added for the customer or new revenue streams will be 
generated for the real estate company. Further, Such efforts 
can fail due to a lack of Support from Sales agents and 
vendors of real estate related goods and Services. Thus, the 
need exists for a method of managing real estate transactions 
which is highly endorsed and Supported by Sales agents as 
well as national and local vendors of real estate related 
goods and Services. Furthermore, Such investments are cost 
prohibitive for Smaller organizations. Under these circum 
stances, a further need exists for a proven busineSS model, 
which is accompanied by turnkey Software that is easy to 
implement and yet affordably priced So that Small size 
organizations can take advantage thereof. Moreover, the 
Software would advantageously feature interoperability 
which allows the Software to be enhanced by additional 
modules and integrated with current Systems. 
0010. The proliferation of the Internet has presented an 
additional challenge to the traditional busineSS model for 
selling real estate. The low overhead distribution of infor 
mation via the Internet has created alternatives to the tradi 
tional real estate company. Customers are increasingly 
acquiring traditional real estate company Services via the 
Internet without engaging a real estate company. As a result, 
the Internet has caused a downward pressure on broker 
commissions and increased competition for customers. 
Therefore, real estate companies require an improved 
method which adds value for their customers, generates new 
revenue Streams and allows customers full access to infor 
mation. 

0011. In view of the above deficiencies in the prior 
Systems and methods for managing real estate transactions, 
there is a need in the art for an improved System and method 
for managing real estate transactions which gathers, pro 
ceSSes and controls information in a more efficient and 
profitable manner. 

SUMMARY OF THE INVENTION 

0012. The subject invention is directed to a system and 
method for managing real estate transactions. The method 
includes the Steps of receiving and Storing data relating to a 
plurality of contacts including buyers and Sellers of real 
estate, receiving and Storing data relating to a plurality of 
vendors of real estate related goods and Services, wherein 
each vendor is associated with at least one phase of a real 
estate transaction, accessing vendor data based upon an 
occurrence of a particular phase of the real estate transaction 
and communicating data relating to the Vendors to a contact 
upon the occurrence of a particular phase of the real estate 
transaction. 

0013 In addition, the method further includes the steps of 
receiving and Storing data relating to a plurality of Sales 
agents, generating reports relating to the plurality of Sales 
agents as well as receiving and Storing data relating to 
listings. Preferably, the Step of accessing vendor data can 
occur upon the signing of a listing agreement, the Signing of 
a buyer agreement, the Signing of a binder agreement and 
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closing of a contract for real estate. Alternatively, the Step of 
accessing vendor data can occur within predetermined time 
periods preceding and following a closing date. The method 
further includes the Step of determining a commission based 
upon the communication of data relating to the Vendors to a 
contact or upon a Sale of a vendor Service to the contact. 
0.014. The method further includes the steps of assigning 
a move consultant to a contact upon the occurrence of a 
particular phase of the real estate transaction, accessing and 
communicating data relating to Vendors by the move con 
Sultant, notifying the move consultant of the occurrence of 
a particular phase of the real estate transaction and trans 
mitting data relating to listings to contacts when a contact 
requests Such data. 
0.015. In another preferred embodiment, the method 
includes the Steps of receiving and Storing data relating to a 
plurality of contacts including buyers and Sellers of real 
estate, receiving and Storing data relating to a plurality of 
vendors, wherein each vendor is associated with at least one 
phase of a real estate transaction, and assigning a move 
consultant to each contact to facilitate communication 
between the contact and at least one of the plurality of 
vendors upon occurrence of a particular phase of the real 
estate transaction. 

0016. The method also includes the steps of providing the 
move consultant with access to a database containing infor 
mation relating to a plurality of contacts, providing the move 
consultant with access to a database containing information 
relating to a plurality of Vendors and notifying the move 
consultant of the occurrence of a particular event in the real 
estate transaction cycle. Additionally, the method includes 
the Steps of Storing for each contact, data relating to goods 
and Services provided to the contact, communicating 
reminders to the contact based upon the data relating to 
goods and Services and issuing an acceSS card with a code to 
each contact to permit each contact to obtain discounts on 
goods and Services provided by the vendors. 
0.017. The system for managing real estate transactions 
includes means for receiving and Storing data relating to a 
plurality of contacts including buyers and Sellers of real 
estate, means for receiving and Storing data relating to a 
plurality of Vendors each asSociated with at least one phase 
of a real estate transaction, means for accessing vendor data 
based upon occurrence of a particular phase of the real estate 
transaction and means for communicating data relating to 
the vendors to a contact upon occurrence of the particular 
phase of the real estate transaction. 
0.018 Preferably, the system also includes means for 
determining a commission based upon a Sale of a vendor 
Service to a contact and means for generating reports based 
upon the determination of Such commissions. The System 
also has means for receiving, Storing and presenting text and 
graphics relating to real estate listings, means for transmit 
ting the text and graphics to a contact when a contact 
requests the text and graphics via Internet communications. 
Additionally, the System has means for analyzing Surveys 
received from contacts relating to performance of a real 
estate company and employees thereof during a real estate 
transaction. The System also has means for Storing, for each 
contact, data relating to the goods and Services provided to 
them, communicating reminders to the contact based upon 
the data relating to the goods and Services, and issuing an 
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acceSS code to each contact to permit them to obtain dis 
counts on goods and Services provided by the Vendors. 
0019. These and other unique features of the system and 
method disclosed herein will become more readily apparent 
from the following description and the accompanying draw 
ings. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0020 So that those having ordinary skill in the art to 
which the disclosed System and method appertains will more 
readily understand how to make and use the Same, reference 
may be had to the drawings wherein: 
0021 FIG. 1 is an overview of an environment in which 
an embodiment of the present invention may be used; 
0022 FIG. 2 is a diagrammatic representation of 
embodiments of servers within the subject invention; 
0023 FIG. 3 illustrates Table 1, which depicts a contact 
database within the servers of FIG. 2; 
0024 FIG. 4 is an example of a World Wide Web page 
depicting a contact Search Video display in accordance with 
an embodiment of the present invention; 
0025 FIG. 5 is an example of a World Wide Web page 
depicting a contact information video display in accordance 
with an embodiment of the present invention; 
0026 FIG. 6 illustrates Table 2, which depicts a vendor 
database within the servers of FIG. 2; 
0027 FIG. 7 is an example of a World Wide Web page 
depicting a vendor information video display in accordance 
with an embodiment of the present invention; 
0028 FIG. 8a and FIG. 8b illustrate Table 3 which 
depicts a listing database within the servers of FIG. 2; 
0029 FIG. 9 is an example of a World Wide Web page 
depicting a listing information Video display in accordance 
with an embodiment of the present invention; and 
0030 FIG. 10 is a flowchart depicting a process for 
managing real estate transactions in accordance with an 
embodiment of the present invention. 

DETAILED DESCRIPTION OF THE 
PREFERRED EMBODIMENT 

0031. The present invention provides a novel system and 
method for managing real estate transactions. The System 
and method allows Sales, management and administrative 
perSonnel of a real estate company to gather, proceSS and 
control data relating to real estate transactions in an efficient 
cost effective manner. Additionally, the System and method 
provides buyers and Sellers of real estate with convenient 
access to information relating to the real estate transactions 
in which they are involved. 
0032. In particular, the system coordinates purchases and 
Sales of residential real estate. In accordance with a preferred 
embodiment of the system, each of a plurality of different 
users perform different functions within the system. For 
example, the Sales agent, buyer and Seller access information 
relating to real estate transactions Stored in a database. Based 
upon the Same information, administrative perSonnel of the 
real estate company maintain Schedules and cross-sell prod 
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ucts and Services, while management perSonnel generate 
reports and evaluate the performance of agents. 

0.033 Referring to FIG. 1, there is illustrated a schematic 
representation of an environment 10 in which the system and 
method of the present invention may be implemented. The 
environment 10 includes servers 12 and 14 which commu 
nicate with a distributed computer network 22 via commu 
nication channels 30a and 30b, respectively. Servers 12 and 
14 host multiple web sites and house multiple databases 
necessary for the proper operation of the System of the 
Subject invention. 

0034. It is envisioned that the subject invention 10 may 
incorporate one server or multiple Servers. Multiple Servers 
can cooperate to facilitate greater performance and Stability 
of the Subject invention by distributing memory and pro 
cessing as is well known. U.S. Pat. No. 5,953,012 to Venghte 
et al. describes a method and System for connecting to, 
browsing and accessing computer network resources and is 
herein incorporated by reference in its entirety. Similarly, 
U.S. Pat. No. 5,708,780 to Levergood et al. describes an 
Internet Server which controls and monitors access to net 
work Servers and is also herein incorporated by reference in 
its entirety. 

0.035 Distributed computer network 22 may include any 
number of network systems well known to those skilled in 
the art. For example, distributed computer network 22 may 
be a combination of local area networks (LAN), wide area 
networks (WAN), intranets or the Internet, as is well known. 
In the preferred embodiment, the computer network 22 is the 
Internet. The preferred method of accessing information on 
the Internet is the World Wide Web, because navigation is 
intuitive and does not require technical knowledge. 

0036 Computers 16(1)-16(n) are associated with users 
18(1)-18(n), respectively. Users of the subject invention 
include Vendors, contacts, Sales agents and administrative 
perSonnel. Vendors provide goods and Services related to 
real estate, Such as, house painting, plumbing, electrical 
work, roofing and the like. Contacts, i.e. home Sellers and/or 
buyers, generally hire Vendors in the months leading up to 
and following the closing of a real estate transaction. The 
real estate company engages Sales agents to manage the 
contacts. Administrative perSonnel may be any combination 
of a technical System analyst, a move consultant, a Sales 
manager, accounting perSonnel and the like, who work 
directly or indirectly for a real estate company. 
0037. A plurality of users may share the same computer 
although for Simplicity only one user per computer is 
illustrated. The plurality of users can utilize the system 10 
simultaneously. The computers 16(1)-16(n) allow users to 
access information on the Servers 12 and 14. The computers 
16(1)-16(n) communicate with the distributed computing 
network 22 via communication channels 30c-30e, respec 
tively. The communication channels 30a-30e, whether wired 
or wireless, are well known and therefore not further 
described herein. 

0038. In a preferred embodiment, the computers 16(1)- 
16(n) are desktop personal computers that Support 
MICROSOFT INTERNET EXPLORER(R) 4.0 (available 
from Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) and have a 56 k modem, ISP or WAN 
connection. For example, the computers 16(1)-16(n) pref 
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erably consist of a PENTIUM(R) processor (available from 
Intel Corporation, 2200 Mission College Boulevard, Santa 
Clara, Calif. 95052), 64 MB RAM, a 56 k modem, a 
WINDOWSGR 95 operating system (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) and a video monitor with 16 bit color 
and 800x600 pixels, as is well known and therefore not 
depicted in detail. 
0039) Referring now to FIG. 2, there is illustrated a 
diagrammatic representation of embodiments of Servers 12 
and 14 in connection with the present invention. In a 
preferred embodiment, multiple servers 12 and 14 share 
Similar architecture. Exemplary Servers 12 and 14 include 
memory 60 and 62, respectively, for Storing resources which 
are accessed by users over the Internet. Resources include 
any Software, data, files, documents, web pages and other 
data necessary to practice the Subject invention. At least one 
processor 40 and 42 are in communication with memory 60 
and 62, respectively. Modems 50 and 52 are also in com 
munication with processors 40 and 42, respectively, in order 
to facilitate interaction with users via the Internet, as is well 
known to those skilled in the art. In a preferred embodiment, 
the architecture of servers 12 and 14 consists of a PEN 
TIUM(R) PRO 2000 processor (available from Intel Corpo 
ration, 2200 Mission College Boulevard, Santa Clara, Calif. 
95052), 128 MB RAM and hard disk non-volatile memory 
large enough to Support web files, an operating System, 
Several applications and Several databases. 
0040. With continuing reference to FIG. 2, operating 
Systems 70 and 80, as well as utility programs 72 and 82, are 
Stored on Servers 12 and 14, respectively. The operating 
systems 70 and 80 and utility programs 72 and 82 are used 
by the System developers to develop and implement the 
subject invention. In the preferred embodiment, WINDOWS 
NT(R) software (available from Microsoft Corporation, One 
Microsoft Way, Redmond, Wash.98052-6399) is the server 
operating System. It is envisioned that the websites are 
created in HTML language utilizing VISUAL STUDIO(E) 
software version 6.0 (available from Microsoft Corporation, 
One Microsoft Way, Redmond, Wash. 98052-6399) and 
remote access is facilitated by Mabry's FTP/X Control. 
TRANSACTION SERVER(R) software (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98.052-6399) allows developers to deploy server 
applications to facilitate the necessary transactions. 
MICROSOFTSQL SERVER(R) software version 6.5 (avail 
able from Microsoft Corporation, One Microsoft Way, Red 
mond, Wash.98052-6399) is the database engine used by the 
Listing System. MICROSOFT INTERNET INFORMA 
TION SERVER(R) IIS software (available from Microsoft 
Corporation, One Microsoft Way, Redmond, Wash. 98052 
6399) allows developers to customize the websites. 
ERWINGR software version 3.5 (available from Logic 
Works, Inc. at 214 Carnegie Center, Suite 112, Princeton, 
N.J. 08540) maintains current entity relationship diagrams 
for the Listing System database. It is envisioned that 
SEAGATES CRYSTAL REPORTSCE) Software version 7.0 
(available from Seagate Software, Inc. at 920 Disc Drive, 
Scotts Valley, Calif. 95066) is used to develop report tem 
plates. MICROSOFT WORD(R 97 software (available from 
Microsoft Corporation, One Microsoft Way, Redmond, 
Wash. 98052-6399) is used for developing some form con 
tracts and OMNIFORMGR software version 3.0 (available 
from Caere Corporation at 100 Cooper Court, Los Gatos, 
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Calif. 95030) is used to develop line art intensive forms 
templates within the application. 

0041. In the preferred embodiment, server 12 houses a 
MICROSOFTSQL SERVER(R) software version 6.5 (avail 
able from Microsoft Corporation, One Microsoft Way, Red 
mond, Wash. 98052-6399) and GREAT PLAINS 
ACCOUNTING(R) installations (available from Great Plains 
Software, Inc. at 1701 SW 38th Street, Fargo, N. Dak. 
58103), as denoted generally by reference numerals 74 and 
76, respectively. Server 14 houses MICROSOFT TRANS 
ACTION SERVER(R) Software version 2.0 and 
MICROSOFT SQL SERVER(R) IIS software version 4.0, as 
denoted generally by reference numerals 84 and 86, respec 
tively. Servers 12 and 14 also store the execution code which 
is the instruction Set necessary to implement the Subject 
invention as denoted generally by reference numerals 78 and 
88, respectively. It is noted that while the exemplary descrip 
tion herein refers to specific Software, those skilled in the art 
will readily appreciate that Substitutions may be made 
thereto without departing from the Spirit and Scope of the 
present invention. 

0042. In a preferred embodiment, memory 60 and 62 
Store a multiplicity of databases as denoted generally by 
reference numerals 79 and 89, respectively. It is envisioned 
that the databases are created utilizing MICROSOFT SQL 
SERVER(R), as is well known in the art. Databases 79 and 89 
contain data relating to advertising, Sales agents, contacts, 
listings, vendors, and the real estate company. In another 
embodiment, a third Server can be provided for Storing 
databases in order to provide enhanced performance and 
stability. 

0043. It is envisioned that advertising databases relate to 
advertising copy, advertising companies, advertising place 
ments and advertising requests by contacts and Sales agents 
databaseS relate to Sales agents, agent financial information, 
appointments, agent goals, goal weighting, agent MLS 
codes and agent phone numbers. Databases for contacts 
preferably consist of tables relating to contacts, contact 
mailings, contact referrals and contact types. Listing data 
bases preferably relate to listings, listing agent, listing MLS, 
lock boxes, MLS, MLS data, open house requests, picture 
references, garages, new home referral fees and showing 
information. Vendor databaseS preferably relate to relocation 
companies, relocation fee percentages, relocation company 
phone numbers, Signs, sign vendors, mailings to Vendors and 
the like. Real estate company databases preferably consist of 
attorneys, commission Splits, company commissions, forms, 
types of mass activities, report tables, Sale transactions, Sales 
agents, Sale commissions, Sale contact, Security, Sellers 
attorney, offices, office commission fees, office MLS, office 
phone, regions, region commissions, Surveys, Survey 
choices, Survey questions, Survey response, System identi 
fiers, System tables, trustee tracking, user messages, user 
roles and user Sessions. 

0044) The databases are used in a relational arrangement, 
as is known in the art, So that they relate to one another by 
way of fields that store common data. It is noted that while 
the exemplary description herein refers to specific individual 
databases, formats, records and fields, those skilled in the art 
will readily appreciate that various modifications and Sub 
Stitutions may be made thereto without departing from the 
Spirit and Scope of the present invention. 
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0045 Referring to FIG. 3, Table 1 depicts an exemplary 
contact database 100 stored within one of servers 12 and 14. 
In particular, Table 1 depicts a preferred embodiment of a 
record Schema for a contact database in detail. The contact 
database includes a record for each contact, wherein each 
record contains a plurality of fields for receiving information 
asSociated with each contact. 

0046. In accordance with an embodiment of the present 
invention, the fields of each contact record include, inter 
alia, fields 151-154 which contain identifying information 
relating to entry of the data. For example, the name of the 
real estate employee who originally entered the data, a date 
upon which it was entered, the name of the employee who 
may have modified the record and when the modification 
occurred. Fields 155-180 contain data relating to the contact, 
Such as, for example, data relating to the Spouse of the 
contact, the employer of the Spouse and contact, the contact 
logon name, address associated with the contact, showing 
instructions which contain the details of how to properly 
tour potential buyers through the contacts listing, the con 
tact name, a flag indicating when to indicate whether or not 
an appropriate mailing has occurred and a Sales agent 
asSociated with the contact. 

0047. In a preferred embodiment, for security, access to 
modifying the contact database 100 is restricted to the sales 
agent associated with the contact, the area and Sales man 
agers and System administrators. The Sales agent can deter 
mine how to access the listing in order to Schedule a 
showing, how to communicate with the contact and whether 
or not marketing information needs to be sent to the contact 
by accessing the contact database 100. Authorized users can 
add and delete contacts, Search for a contact record, browse 
contact transactions, monitor contact activity and transfer 
ownership of that contact to another Sales agent. 
0048. By way of example, sales agents have a user 
interface consisting of text and graphics, which allows them 
to manage their contacts, listings and Sales. A forms man 
agement interface transferS basic information to a number of 
forms associated with a Sale or listing, including MLS 
forms. A control mechanism allows Sales agents to access a 
variety of “actions' associated with each listing and Sale, 
Such as advertising copy, requests and appointment infor 
mation. An agent can view listings and monitor activity 
relating to their listings. For example, an email interface can 
notify a sign company when the listing agreement is signed 
and further notifies the listing agent when an appointment is 
taken for a listing to be shown. It is envisioned that access 
to the web sites of the subject invention is available wher 
ever a user has access to the Internet. For example, a Sales 
agent can be at home, in the office or at a remote location, 
and access the contact database. 

0049 Referring to FIG. 4, a World Wide Web page 
depicting a contact Search Video display is illustrated. It 
should be recognized that “video display” and “screen” will 
be used interchangeably throughout the Specification. Serv 
erS 12 and 14 display the contact Search Screen, designated 
generally by reference numeral 400. Upper menu bar 422 
can be selected to provide the user with Several options Such 
as disconnecting from the online connection. Area 424 
contains a message of the day, Selected by the real estate 
company. AS shown in FIG. 4, the importance of croSS 
Selling products and Service like insurance and van lines is 
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emphasized by the message of the day. Further, a reminder 
to schedule follow up calls is also included within the 
message of the day. 
0050. A lower icon bar 428 presents several alternative 
methods for the user to Select the same options that are 
available via upper menu bar 422. For example, the Session 
can be terminated by the user Selecting the Stop call icon. 
Further, Security is enforced by not allowing all functionality 
for all users. Functionality is also limited depending upon 
the data entered by the user. For example, the reprint icon, 
within lower menu bar 428, could not be selected by the user 
because no information has been entered. The unavailable 
Status is conveyed to the user because the reprint icon is 
shaded gray instead of black, as is common and accepted as 
intuitive by those skilled in the art. 
0051. With continuing reference to FIG. 4, a sales agent 
or move consultant uses the Subject invention to locate data 
relating to a contact. In the preferred embodiment, the data 
entered to locate contact data could be Selected from any of 
the fields in area 410, which includes address field, phone 
number, file number, first name field, consultant field, Social 
security number, member number, and area 402, which 
includes a client field with a pull down menu, as is common 
in the art. In accordance with a preferred embodiment, to 
initiate a Search, a real estate company employee enterS data 
into area 410, Such as the last name of the contact in the last 
name field, and selects the binocular icon within area 420. 
During Searching, the name fields of the records in the 
contact database are compared for a match. Once an entered 
contact name is matched within the contact database, the 
Servers 12 and 14 display to the user the contact information 
screen 500, as described below with reference to FIG. 5. 
0.052 In accordance with a preferred embodiment, FIG. 
5 illustrates a contact information Screen, designated gen 
erally by reference numeral 500. The contact information 
screen 500 contains the data relating to a contact. At the 
contact information screen 500, editing capability and other 
options are available to authorized users from the upper 
menu bar 502 and lower menu bar 520, as described with 
reference to FIG. 4. The customer number, program and file 
number are displayed in area 524. In area 522, users can 
utilize further functionality by Selecting icons. For example, 
the “ConvCntr' icon allows the user to schedule utility 
hook-ups and the like. The name and address of the contact 
are displayed in areas 508 and 510, respectively. For 
example, the name of the contact in FIG. 5 is Al Tested. The 
data relating to communicating with the contact is shown in 
area 512. Personal and progeny data are available in areas 
514 and 516, respectively. The data relating to a referral, 
who may be entitled to share a commission related to a 
contact, is displayed in area 518. If a survey is relevant to the 
contact, data relating to the Survey will be displayed in area 
520. 

0053) Referring to FIG. 6, Table 2 depicts an exemplary 
record schema for a sign vendor database 600 in detail. It is 
envisioned that a database would be created for each type of 
vendor Such as relocation companies, mortgage companies, 
painting companies and the like. By way of example, Table 
2 illustrates a database for a sign vendor who provides a “for 
Sale' Sign at the listing for the real estate company. More 
particularly, the sign vendor database 600 includes a record 
for each vendor, wherein each record contains a plurality of 
fields for receiving information associated with each vendor. 
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0054. In accordance with a preferred embodiment of the 
present invention, the fields of each record for a Sign vendor 
database 200 include, inter alia, fields 251-254 containing 
data relating to how each record was populated with data. 
Fields 255-264 contain data relating to a sign vendor, such 
as, data relating to a Sign vendor address, a preferred method 
of communication for the sign vendor, a numeric identifier 
for the sign vendor and a name of a perSon at the Sign vendor. 
0055. It is envisioned that the vendor databases contain 
all the necessary information for move consultants, contacts 
and Sales agents to utilize the vendor. For example, if a 
preferred mortgage company conducts itself on the Internet, 
the preferred mode of communication would indicate email 
and an email address would be included. 

0056 Referring now to FIG. 7, an exemplary van line 
placement Screen is illustrated and denoted generally by 
reference numeral 700. The heading 706 indicates that the 
Screen displayed to the user is a Van Line Placement Screen. 
In the search area 710, a contact box 712 displays the contact 
information for which the search is being conducted. For 
example, an Available Suppliers field in area 710 receives a 
vendor name from the user. The Referral Coordinator is 
indicated underneath the Available Suppliers field, in this 
example the Referral Coordinator is “Ms. Isabel 
Glogowski'. Additionally, fields related to Service Agent 
and Placement Type offer pull down menus as is well known 
to those skilled in the art. Lastly, in service area 710, a 
“search” button can be selected by the user to initiate 
Selecting or editing a vendor. 
0057 Still referring to FIG. 7, quote area 720 includes 
fields related to a specific move associated with the contact. 
The information includes the loading and moving dates and 
notes whether or not the move has been completed. Cost 
information is also provided, Such as total price, estimated 
and actual marketing fees as well as estimated and actual 
cost. Another field within area 720 receives and displays 
whether or not the vendor has insurance, for example a “y” 
would indicate the vendor is insured. Calendar area 730 
provides date related information. In a preferred embodi 
ment, the date information provided in the calendar area 730 
is the date an order is received, a place date indicating when 
Services are to be provided, a closing date for the listing and 
a dropped date. Additionally, calendar area 730 depicts a 
“Send Info' button to allow the user to generate a mailing to 
the contact. The upper menu bar 740 and lower menu bar 
750 function as described above with respect to FIG. 4. 
0.058 Referring to FIG. 8a and FIG. 8b, Table 3 depicts 
another exemplary database Stored within one of the Servers 
12 or 14. Namely, a record Schema for a listing database, 
designated generally by reference numeral 300. A listing is 
a piece of real estate which has been offered for Sale through 
a Sales agent of the real estate company. The listing database 
300 includes a record for each listing, wherein each record 
contains a plurality of fields for receiving information asso 
ciated with each listing. The listing database 300 stores the 
data necessary to identify real estate offered for Sale by the 
real estate company. 
0059. In accordance with an embodiment of the present 
invention, the fields of each listing record include, inter alia, 
fields 351-354 containing data relating to how each record 
was populated with data. Fields 355-359 contain data relat 
ing to commissions associated with the listing, Such as, 
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listing commission, data relating to the type of listing 
commission, Selling commission, data relating to the type of 
Selling commission and data relating to the total real estate 
company commission. Data relating to original list price, 
date of the listing and current list price is preferably con 
tained in fields 360-362. The remaining fields in exemplary 
Table 3, namely fields 363-397 contain data relating to the 
listing. For example, the listing records further includes a 
MLS identifier for the listing, instructions for the lock box 
at the listing, a field indicating whether or not the contact 
asSociated with the listing is a relocation contact and a field 
indicating what type of property the listing is. Furthermore, 
fields in the listing record may contain data relating to a sign 
vendor associated with the listing, showing instructions and 
directions for the listing, a Zip code for the listing and an 
open field to include any miscellaneous comments relating 
to the listing. 

0060. It is envisioned that the listing databases contain all 
the necessary information for move consultants, contacts 
and Sales agents to manage the Sale of the listing. For 
example, if an owner of a listing has an indoor cat which 
continually tries to go out of doors, the Special instructions 
field as well as the showing instructions field could indicate 
that care needs to be taken not to allow the cat an opportunity 
to leave the house. 

0061 Referring now to FIG. 9, an example of a World 
Wide Web page depicts a listing video display, denoted 
generally by reference numeral 900. The listing area 910 
provides data relevant to the listing. In a preferred embodi 
ment, fields within the listing area 910 indicate the type of 
the listing, Style of listing, lot size, Square footage of the 
listing, age of the listing and number of bedrooms, bath 
rooms and total rooms. Pull down menus are associated with 
each of these fields, as is well known to those skilled in the 
art. Further, a check box area 920 is provided to further 
Specify what types of rooms are included within the listing. 
The upper menu bar 960, message of the day area 970, 
contact box 980 and lower menu bar 990 function as 
described above. 

0.062 Although specific examples have been illustrated 
in FIGS. 4, 5, 7, and 9, it will be appreciated by those skilled 
in the art that variations or modifications will achieve the 
desired results necessary to practice the Subject invention 
and Such is considered within the Scope of the Subject 
invention. Similarly, although the databases have been 
described with respect to specific records, the Subject inven 
tion is not limited to such. Tables 1, 2 and 3 are provided as 
examples only. It is within the Scope of the Subject invention 
to vary the fields contained within the databases from those 
illustrated. 

0063 Referring now to FIG. 10, there is illustrated a 
flowchart depicting a process for managing real estate 
transactions in accordance with an embodiment of the 
present invention. At Step 200, the real estate company hosts 
a web site to provide access to information via the Internet. 
In a preferred embodiment, the real estate company website 
provides users access to a real estate company profile, Sales 
agent biographies, School information, neighborhood infor 
mation, local tax rate information and the databases Stored 
in Servers 12 and 14. Further, the real estate company 
website may contain banner advertisements and links to 
related web sites. Preferably, the banner advertisements and 
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links are associated with national and local vendors of real 
estate related goods and Services. 
0064. It is envisioned that the system and method pro 
vides for administration and Security maintenance, thus 
Security Groups are defined. Therefore, although each user 
of the Subject invention has access to a user interface, each 
group's access is controlled. The interface Specifies which 
aspects of the program can be accessed, and at what level. 
Such limitations of functionality are well known to those 
skilled in the art and therefore not further described herein. 

0065. Still referring to step 200, when a contact decides 
to use the Services of the real estate company, the contact 
Signs an agreement with a real estate agent. A contact may 
be a potential buyer of real estate or an entity desiring to Sell 
a particular piece of real estate. Therefore, the agreement 
may be a buyer agreement or an agreement that the contact 
will list their real estate through the real estate company, i.e. 
a listing agreement. Such agreements commence a first 
phase in the cycle of a real estate transaction. 
0.066 Referring to FIG. 10, still at step 200, the data 
relating to the contact and listing are entered into the 
databases Stored in Servers 12 and 14 as Soon as the data is 
available. Administrative perSonnel assign the applicable 
MLS number in the subject invention once the listing has 
been entered into a MLS. A select list of information fields 
are updated periodically via a MLS interface. For example, 
an online MLS may have pictures associated with a listing. 
If the curb appeal of the house has undergone improvements, 
a new picture can be incorporated. Therefore, the informa 
tion on Servers 12 and 14 is current without requiring 
reprinting. Additional pictures can be uploaded and dis 
played within the web browser. Users of the subject inven 
tion can access MLS and the other databases in a well known 
manner as described with respect to FIG. 4, as would be 
readily appreciated by those skilled in the art. 

0067. At step 210, a move consultant is assigned to the 
team involved with a client. It is envisioned that a move 
consultant can manage approximately 350 contacts Simul 
taneously. A move consultant aids the Sales agent and 
contact in every aspect of a real estate transaction. AS a 
result, the Sales agent only needs to be knowledgeable with 
respect to real estate, because a move consultant can address 
other issueS Such as Scheduling showings, coordinating 
movers and van lines, providing utility connections and 
disconnections, referring carpet cleaners and installers, 
maintaining advertising copy, controlling lock box informa 
tion, and processing data relating to Signs, open houses, 
advertising requests and appointments for showings. AS a 
result, the Service provided by a move consultant is an 
important feature in the System and method of the Subject 
invention. 

0068. In another embodiment, a plurality of move con 
Sultants may be located at a centralized national calling 
center. The national calling center would assist local real 
estate companies that do not require or cannot afford a 
full-time move consultant. Therefore, Small organizations 
would be able to benefit from the subject invention. 
0069. In a preferred embodiment, the subject invention 
tracks all transactions that the contact is involved with, 
keeps a tally of direct mail Sent to contacts and provides for 
a Web Logon ID which allows the contact to have access to 
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the databases Stored on Servers 12 and 14. During a Session 
on the Internet, a contact can check the Status of their listing, 
Select a link to a vendor, update a portion of their contact 
data, Send an email to the associated agent or move con 
Sultant, view listings through the MLS interface and the like. 
0070. It is envisioned that data relating to contacts and 
listings will also include a history of all real estate related 
goods and Services provided. Based upon the history, move 
consultants communicate future maintenance reminders to 
contacts. For example, a house may require the gutters to be 
cleaned every fall Season. An entry in the history will 
indicate what vendor and when the cleaning was last per 
formed. AS the fall approaches again, a move consultant 
communicates a remainder to the contact indicating the 
gutter should be cleaned before winter, when it was last 
performed and a vendor who can provide the Service. Thus, 
contacts are reminded of tasks in a timely and efficient 
manner and goods and Services are effectively croSS-Sold by 
the move consultant. 

0071 At step 220, sales agents, a move consultant and 
real estate company management are allowed to track con 
tact activity and generate reports on a continuing basis. The 
move consultant markets national and local vendor's Ser 
vices and products to contacts. An average buyer requires 
five to ten different Services from the time an agent agree 
ment is signed until closing. For example, a contact may 
have their house painted by a painter, a leaking faucet 
repaired by a plumber, shrubs planted by a landscaping 
company and hire a moving van, all in preparation for 
Selling their home. In preparation for buying a home, a 
contact may acquire a mortgage, retain a lawyer to conduct 
a title Search, enlist an inspector to perform a premise 
inspection and hire a moving van. 
0.072 It is envisioned that contacts will prefer the system 
of the Subject invention because the combination of the Sales 
agent and move consultant is a Single resource for address 
ing all their real estate related needs. Further, the increased 
buying power garnered by the real estate company can yield 
Volume discounts which can be passed along to the contact. 
0073. In the preferred embodiment, a move consultant 
presents choices via tele-communictions, which instills a 
feeling of control in the contact. It is envisioned that the 
communications to the client can also be automated via 
email, facsimile and the like, as is well known. As a result, 
no personal contact information is released without the 
contact granting permission because a move consultant 
presents the vendor information to the contact. 
0.074 Vendors are motivated to participate in the system 
of the Subject invention because timely access to contacts is 
provided thereby. The timely acceSS results in a high Sale 
conversion rate for Vendors and reduces their marketing 
costs. Revenue is created for the real estate company by a fee 
paid for having a move consultant market their goods and 
Services, and for allowing the Vendor to advertise directly, 
Such as, through banner advertisements on the real estate 
company website. When a move consultant sells vendor 
Services, an additional revenue Stream for the real estate 
company can be generated by a fee paid by the vendor 
company associated with Such Sales. Sales agents endorse 
the Subject invention because it adds value for their contacts 
and maintains commission levels. Thus, Sales agents garner 
an advantage over real estate agents who do not have the 
Support of Such a unique System. 
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0075. At step 230, the real estate cycle enters another 
phase as a real estate transaction occurs. The buyer and Seller 
reach an agreement and a closing date is determined. For 
example, a contact may be selling and/or purchasing a piece 
of real estate. Thereupon, the Status of the listing and contact 
are updated within the databases and the System automati 
cally determines commissions and the like. At Such a time, 
a move consultant markets closing related Services to the 
contact Such as, for example, utility Services, title compa 
nies, mortgage brokers, insurance brokers, relocation Ser 
vices and the like. 

0076. At step 240, the closing is complete and the real 
estate cycle enters the next phase in which a move consultant 
markets post-closing vendors to the contact. By this point, a 
move consultant has established a relationship with the 
contact, by having previously offered the Services of Ven 
dors. Post-close vendors may include painters, landscapers, 
pool and Spa companies, roofers, carpet retailers, tile install 
ers, appliance retailers, refuse disposal Services and the like. 
Once again, croSS-Selling products generates multiple rev 
enue Streams for the real estate company. A first revenue 
Stream derives from Vendors buying access to the contact 
base and a Second derives from a commission associated 
with converted Sales. 

0077. At step 250, the system and method features open 
connectivity in order to utilize external tools or applications. 
Integration with accounting Software is particularly useful. 
For example, in accordance with the Subject invention, all 
commission Sales data is written to temporary tables, which 
are then used during integration with accounting Software. 
Once integrated, accounting Software properly pays the 
agent, manager and external commissions through accounts 
payable or payroll modules. As a result, net productivity is 
enhanced. 

0078. The subject invention provides for continuing com 
munication with contacts by creating a Series of different 
data tables. These tables are accessed and exported for direct 
mail merges. After the mail merge jobs have been completed 
and confirmed, the program marks the contact record and 
Sets the flags within the listings database and Sales database 
to indicate completion of the mailing. The Subject invention 
also contemplates mining the data collected to publish a 
newsletter which is used as a marketing vehicle for the real 
estate company. 

0079. It is envisioned that a move consultant provides 
data relating to vendors who provide periodic Services as 
required by contacts and listings. In another embodiment, a 
contact receives a card with a pin number to obtain discounts 
from participating national and local vendors. Preferably, the 
contact receives the card one year after closing a real estate 
transaction. The combination of the card and newsletter 
maintaining contact with the real estate company indicates 
entry into the last phase of the real estate cycle. During the 
last phase, the ongoing activity helps to insure a high rate of 
return busineSS from contacts, in effect re-entry of the 
contact into the first phase of the real estate transaction 
cycle. 

0080. In a preferred embodiment, management monitors 
transactions and generates customized reports. Corporate 
and Sales offices can create detailed and Summary reports. 
Different reports include, but are not limited to, listing and 
Sale reports, financial reports, agent reports and contact 
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reports. The System calculates commission dollars that are 
due to the company, along with insuring that all referrals are 
properly recorded. For example, financial reports Show the 
commission income to the company and the dollars to be 
paid to the Sales agents and external agencies. Trustee 
accounting is also facilitated by the System. Each deposit or 
disbursement transaction is associated and made a perma 
nent part of the Sale record. Batch processing allows updat 
ing the databases on a periodic basis, for example, nightly, 
to advantageously keep the data current. Thus, a pending 
Sales report accurately predicts future cash flow. 
0.081 Still referring to step 250, a survey mechanism 
within the system of the subject invention provides for the 
recording of responses from Customer SurveyS. Manage 
ment can also generate reports based upon the SurveyS. The 
System allows the company to modify and update SurveyS. 
In a preferred embodiment, customized forms can be created 
using OMNIFORMGR 3.0, MICROSOFT WORD(R 97 or 
ACROBATOR software version 3.0.1 (available from Adobe 
Systems Incorporated at 1585 Charleston Road, Mountain 
View, Calif. 94397), as is well known by those skilled in the 
art. 

0082) While the invention has been described with 
respect to preferred embodiments, those skilled in the art 
will readily appreciate that various changes and modifica 
tions can be made to the invention without departing from 
the Spirit or Scope of the invention. 

What is claimed is: 
1. A method for managing real estate transactions com 

prising the Steps of 
(a) receiving and storing data relating to a plurality of 

contacts including buyers and Sellers of real estate; 
(b) receiving and storing data relating to a plurality of 

vendors of real estate related Services, wherein each 
vendor is associated with at least one phase of a real 
estate transaction; 

(c) accessing data relating to at least one vendor based 
upon an occurrence of a particular phase of the real 
estate transaction; and 

(d) communicating said data relating to said at least one 
vendor to a contact upon the occurrence of the particu 
lar phase of the real estate transaction. 

2. A method according to claim 1, further comprising the 
Step of determining a commission based upon a Sale of 
vendor Service to Said contact. 

3. A method according to claim 1, further comprising the 
Step of determining a commission based upon the commu 
nication of data relating to the vendors to a contact upon 
occurrence of the particular phase of the real estate trans 
action. 

4. A method according to claim 1, further comprising the 
Step of receiving and Storing data relating to a plurality of 
Sales agents. 

5. A method according to claim 4, further comprising the 
Step of generating reports relating to activity of Said plurality 
of Sales agents. 

6. A method according to claim 1, further comprising the 
Step of receiving and Storing data relating to real estate 
listings. 
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7. A method according to claim 6, further comprising the 
Step of transmitting data relating to Said real estate listings 
to Said contact when Said contact requests Said data. 

8. A method according to claim 1, wherein the Step of 
accessing vendor data occurs upon Signing of a real estate 
listing agreement. 

9. A method according to claim 1, wherein the Step of 
accessing vendor data occurs upon Signing of a buyer 
agreement. 

10. A method according to claim 1, wherein the Step of 
accessing vendor data occurs upon signing of a binder 
agreement. 

11. A method according to claim 1, wherein the Step of 
accessing vendor data occurs upon closing of a contract for 
a Sale of real estate. 

12. A method according to claim 1, wherein the Step of 
accessing vendor data occurs within a predetermined time 
period following a closing date for a real estate contract. 

13. A method according to claim 1, wherein the Step of 
accessing vendor data occurs within a predetermined time 
period preceding a closing date for a real estate contract. 

14. A method according to claim 1, further comprising the 
Step of assigning a move consultant to a contact upon the 
occurrence of a particular phase of the real estate transac 
tion. 

15. A method according to claim 14, wherein the Steps of 
accessing and communicating data relating to Vendors is 
conducted by the move consultant. 

16. A method according to claim 15, further comprising 
the Step of notifying the move consultant of the occurrence 
of a particular phase of the real estate transaction. 

17. A method according to claim 1, further comprising the 
Steps of 

Storing, for each contact, data relating to goods and 
Services provided thereto, and 

communicating reminders to Said contact based upon Said 
data relating to goods and Services. 

18. A method according to claim 1, further comprising the 
Step of issuing an access code to each contact to permit each 
contact to obtain discounted goods and Services provided by 
the vendors. 

19. A method for managing real estate transactions com 
prising the Steps of 

(a) receiving and storing data relating to a plurality of 
contacts including buyers and Sellers of real estate; 

(b) receiving and storing data relating to a plurality of 
Vendors of real estate related Services, each vendor 
asSociated with at least one phase of a real estate 
transaction; and 

(c) assigning a move consultant to each contact to facili 
tate communication between Said contact and at least 
one of Said plurality of Vendors upon an occurrence of 
a particular phase of the real estate transaction. 

20. A method according to claim 19, further comprising 
the Step of determining a commission based upon a Sale of 
a vendor Service to Said contact by Said move consultant. 

21. A method according to claim 19, further comprising 
the Step of determining a commission based upon the 
communication of data relating to the vendors to a contact 
by Said move consultant upon the occurrence of the particu 
lar phase of the real estate transaction. 
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22. A method according to claim 19, further comprising 
the Step of receiving and Storing data relating to a plurality 
of real estate agents. 

23. A method according to claim 19, further comprising 
the Step of receiving and Storing data relating to real estate 
listings. 

24. A method according to claim 19, further comprising 
the Step of accessing data related to at least one vendor upon 
an occurrence of an event Selected from the group consisting 
of Signing a listing agreement, Signing a buyer agreement, 
Signing of a binder agreement and closing of a contract for 
a Sale of real estate. 

25. A method according to claim 24, further comprising 
the Step of notifying the move consultant of the occurrence 
of one of Said events. 

26. A method according to claim 19, further comprising 
the Step of providing the move consultant with access to a 
database containing information relating to a plurality of 
COntactS. 

27. A method according to claim 19, further comprising 
the Step of providing the move consultant with access to a 
database containing information relating to a plurality of 
vendors of real estate related goods and Services. 

28. A method according to claim 19, further comprising 
the Steps of: 

Storing data relating to goods and Services provided to 
each contact; and 

communicating reminders to Said contact based upon Said 
data relating to goods and Services. 

29. A method according to claim 19, further comprising 
the Step of issuing an access card to each contact to permit 
each contact to obtain discounts on goods and Services 
provided by the vendors. 

30. A System for managing real estate transactions com 
prising: 

(a) means for receiving and storing data relating to a 
plurality of contacts including buyers and Sellers of real 
eState, 
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(b) means for receiving and storing data relating to a 
plurality of Vendors of real estate related Services, each 
Vendor associated with at least one phase of a real estate 
transaction; 

(c) means for accessing data relating to at least one vendor 
upon an occurrence of a particular phase of the real 
estate transaction; and 

(d) means for communicating Said data relating to Said at 
least one vendor to a contact upon the occurrence of the 
particular phase of the real estate transaction. 

31. A System as recited in claim 30, further comprising 
means for determining a commission based upon a Sale of a 
vendor Service to Said contact. 

32. A System according to claim 30, further comprising 
means for generating reports based upon the determination 
of commissions. 

33. A System as recited in claim 30, further comprising 
means for receiving, Storing and presenting text and graph 
ics relating to real estate listings. 

34. A System as recited in claim 33, further comprising 
means for transmitting Said text and graphics to Said contact 
when Said contact requests Said text and graphics via Inter 
net communications. 

35. A system as recited in claim 30, further comprising 
means for analyzing Surveys received from Said contacts 
relating to performance of a real estate company and 
employees thereof during a real estate transaction. 

36. A System as recited in claim 30, further comprising 
means for storing, for each contact, data relating to goods 
and Services provided to Said contact and means for com 
municating reminders to Said contact based upon Said data 
relating to goods and Services. 

37. A system as recited in claim 30, further comprising 
means for issuing a coded access card to each contact to 
permit each contact to obtain discounted goods and Services 
provided by the vendors. 


