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A method and apparatus are provided for automatically 
preparing a client communication pertaining to a financial 
product for a client, wherein the client communication is for 
combined use with a corresponding host vehicle. The 
method comprises providing a format for the client com 
munication wherein the communication format includes a 
variable portion; inputting into a computer-accessible Stor 
age medium variable information other than a client iden 
tification; inputting into the Storage medium decision infor 
mation; and using the decision information to Select a Subset 
of the variable information for inclusion in a variable portion 
of the client communication corresponding to the variable 
portion of the client communication format. The apparatus 
comprises an inputting device for inputting into a computer 
accessible Storage medium variable information comprising 
other than a client identification and decision information; a 
processor operatively coupled to the Storage medium for 
using the decision information to automatically Select a 
Subset of the variable information for each of the clients; and 
an output preparing component in operative communication 
with the processor for preparing the client communications 
and for automatically inserting into the client communica 
tion the Subset of variable information for the corresponding 
and respective client. 
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PRODUCTION AND SCHEDULING 
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B-. SCAN IN RESULTS MANUALLY INPUT RESULTS OTHER INPUT METHODS 
(FROM LETTERS, ETC) (FROM TELEPHONE, ETC) 

C 
STORES RESULTS AND ORGANIZES DATA IN DATABASE. 

D 
ANALYZES AND EVALUATES DATA, 

PRODUCES REPORTS, 
- CUMULATIVE AND NON-CUMULATIVE 
- INTERACTIVE AND NON-INTERACTIVE 

REPORTS REPORTS REPORTS TO INTERACT 
FOR FOR AUTOMATICALLY WITH 
USERS OTHERS PROCESSOR MODULE 

TYPES OF REPORTS 

SALES REPORTS FINANCIAL REPORTS 
(ON A SUBMITTED, PAID FOR OR (ON A SUBMITTED, PAID FOR OR 
PLACED AND/OR FALLOFF BASIS) PLACED AND/OR FALLOFF BASIS) 
-SALES DEMOCRAPHICS REPORTS -ACTUAL AND/OR PROJECTED 
-BASIC SALES REPORTS EARNINGS REPORTS 
-PENETRATIONS REPORTS -SALES VOLUMES AND 
-ETC. COMMISSIONS REPORTS 

-ETC, 
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TELEMARKETING MODULE 

OPERATOR LOCS ON TO SYSTEM 

- OPERATOR MAKES OUTBOUND CALL, 
- OPERATOR MAKES INBOUND CALL 

CLIENT 
RECORDS EXIST 
IN DATABASE 

g 

CUSTOMER ASKS CLIENT FOR 
SEARCH AND RETRIEWE INFORMATION FOR INFORMATION 

CLIENT RECORD, SCREENS AND ENTERS DATA 
As NEX CLIENT RECORD 

-ANSWER QUESTIONS 
-CIVE PRICES, ETC, 

-ALTERS CLIENT 
RECORD DATA 

-ANSWERS QUESTIONS 
-CIWES PRICES, ETC. 

QUOTE 
SCREENS. 

DISCONNECT CALL. 

INSTRUCT SYSTEM ON ACTION TO 
TAKE (E.C., SEND NEW LETTER). 

OPERATOR FILLS IN 
COMPLIANCE NOTEPAD, 

OPERATOR 
PROMPTS 

NOTEPAD 
SCREEN. 
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NEW BUSINESS PROCESSINC MODULE 
SALES RECEIVED BY USER. 

RESULTS SCANNED (SEE FIC. 15.) 

RECORD CREATED IN NEW 
BUSINESS PROCESSINC SUBSYSTEM 

"THANK YOU" NOTIFICATION SENT TO CLIENT 
-CONFIRMS COWERACE BOUGHT 
-LISTS ANY OUTSTANDINC REQUIREMENTS 

ALL 
SUBMISSION 

REQUIREMENTS 
RECEIVED 

WAIT FOR RECEIPT 
OF SUBMISSION 
REQUIREMENTS. 

YES 

SEND SUBMISSION 
MATERIALS TO INSURER. 

COMMUNICATIONS 
PROCESS NEW BUSINESS, AND INTERFACE 

MODULE, 

POLICY ISSUE FUNCTIONS. 
ORDER MEDICAL 
EXAMINATION 

POLICY PACEMENT FUNCTIONS. 
ORDER ATTENDING 

STORE PERMANENT POLICY PHYSICAN STATEMENTS 
INFORMATION IN CLIENT 
RECORD IN DATABASE, ALL, OTHER INFORMATION 

PERTAINING TO CLIENT 

NEW BUSINESS SYSTEM MANUALLY 
RECORD REMOWED. INPUT DATA. 52. 7a. 
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SYSTEM, METHOD, AND COMPUTER PROGRAM 
PRODUCT FOR SELECTING AND PRESENTING 

FINANCIAL PRODUCTS AND SERVICES 

CROSS-REFERENCE TO RELATED 
APPLICATIONS 

0001. This is a continuation of pending U.S. patent 
application Ser. No. 09/592,086, filed Jun. 12, 2000, incor 
porated herein by reference in its entirety, which is a 
continuation of U.S. patent application Ser. No. 08/834,240, 
filed Apr. 15, 1997, now U.S. Pat. No. 6,076,072, and which 
is also a continuation-in-part of U.S. patent application Ser. 
No. 08/661,004, filed Jun. 10, 1996, now U.S. Pat. No. 
5,987,434. 

BACKGROUND OF THE INVENTION 

0002) 1. Field of the Invention 
0003. The present invention relates to methods and appa 
ratus for automatically preparing financial product and/or 
financial Service-related communications Such as advertise 
ments, marketing Solicitations, financial product Sales Solici 
tations, notices and the like for dissemination to clients, 
potential clients, etc. More specifically, it relates to methods 
and apparatus Suitable for preparing Such communications in 
a fully automated or significantly automated manner per 
mitting large Volumes of communications to be prepared and 
delivered quickly, efficiently, and cost effectively. 

0004 2. Description of the Related Art 
0005. The importance of widely-distributed written or 
printed client communications Such as advertising, Solicita 
tions, etc. is well known in the marketing and advertising 
field. Their applicability to the financial products and Ser 
vices industry also is well known. The revenue generated 
from Sales of various products and Services advertised in 
these Solicitation measures in the many millions of dollars 
per year for all industries. Their revenue generation in the 
financial industry also has been Significant, and this industry 
has been one of the fastest growing in this area. 
0006 Traditionally, client communications of this type 
have been mass-distributed using techniques Such as direct 
mail. A Substantial drawback of the direct mail approach has 
been the relatively significant cost of distributing the com 
munications. The transmitters and distributors of the com 
munications often have been required to bear the expense of 
the communications themselves, in Some cases the enve 
lopes in which they are contained, the labor involved in 
Stuffing the envelopes, the postage, etc. 

0007 Over the years, many businesses which dispatch 
mail to customers or potential customers as a routine part of 
their business have Seized upon the tremendous profit poten 
tial of widely distributing communications by including 
them as inserts or “stuffers” within the routine mailings. 
Businesses Such as commercial banks, credit card compa 
nies, brokerage firms, mortgage companies, insurance com 
panies and utilities, to name a few, commonly include 
Stuffers which offer products and Services running the gamut 
from trinkets and Souvenirs to durable appliances and Vaca 
tion packages. Even this method has been limited, however, 
in that the expenses Still are Substantial and the response 
levels to Such Solicitations often are quite low. 
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0008 To improve the efficiency and cost effectiveness of 
Such marketing and communication techniques, companies 
in recent years have begun to Screen or target their distri 
bution of communications to reduce the number of commu 
nications Sent and the corresponding cost, and to enhance the 
percentage which respond to Such target-Segmented market 
ing. Companies which have pre-existing databases of client 
information for their own clients, Such as those mentioned 
above, are ideally Suited for Such targeted marketing. AS an 
inherent part of their business, for example, these companies 
typically have client information for each of their clients. 
This client information typically includes not only Such 
fundamental "client identification' information as client 
name and address, but often additional items Such as client 
age, occupation, marital Status, income, and the like. In 
many instances, the client information includes or is Suffi 
cient to derive certain information about needs and purchas 
ing habits of the client. Even with such targeted distribu 
tions, however, response rates in many cases have remained 
relatively low. 
0009. An important drawback of such known approaches 
is the limited extent to which they personalize or individu 
alize the communication. The communications usually are 
in the form of generic ads or Solicitations which merely 
present the product or Service identically in every commu 
nication to every client. A relative few of the communication 
or Solicitation generating Systems create communications 
which list the client identification information at the top of 
the communication, e.g., in a header. In the life insurance 
context, there have been Systems which generate a letter or 
Solicitation containing a Selected Set of insurance products. 
These systems have been limited mostly or entirely to term 
life insurance products. They merely list the product or 
products Selected, and provide a brief non-individualized 
description or explanation of the product and perhaps 
Sample prices or rates at various ages and amounts of 
coverage. The extent to which the communications take into 
account the particular circumstances and needs of the indi 
vidual prospective client, or provide individualized expla 
nations necessary to make an informed purchasing decision 
about the highlighted products, or enough interest to make 
further inquiries which may lead to a Sale, has been 
extremely limited or nonexistent. 
0010. These systems also are limited in their ability to 
process large Volumes of client communications quickly and 
efficiently. This is attributable in large part to their require 
ment for human involvement, the required level of interac 
tion as a necessary part of their operation, the Sophisticated 
nature of the financial products in many cases, and because 
of the relatively unsophisticated nature of the known Sys 
tems. All of these methods and systems have been limited in 
that they require a Substantial amount of human involve 
ment. This necessitates Substantial cost for wages, Salaries, 
benefits, etc., and it can increase the likelihood of errors. 

OBJECTS OF THE INVENTION 

0011. Accordingly, an object of the present invention is to 
provide a method and apparatus for preparing client com 
munications, which method and apparatus are relatively cost 
effective compared to prior approaches. 
0012 Another object of the invention is to provide a 
method and apparatus for preparing client communications, 
which method and apparatus are capable of being highly 
automated. 
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0013 Another object of the invention is to provide a 
method and apparatus for preparing client communications, 
which method and apparatus are capable of preparing large 
Volumes of client communications relatively quickly, effi 
ciently, and cost effectively. 
0.014) Another object of the invention is to provide a 
method and apparatus for preparing client communications, 
wherein the method and apparatus produce communications 
which are more personalized and individualized to indi 
vidual clients and/or prospective clients than in many prior 
approaches. 
0.015 Additional objects and advantages of the invention 
will be set forth in the description which follows, and in part 
will be apparent from the description, or may be learned by 
practice of the invention. The objects and advantages of the 
invention may be realized and obtained by means of the 
instrumentalities and combinations pointed out in the 
appended claims. 

SUMMARY OF THE INVENTION 

0016 To achieve the foregoing objects, and in accor 
dance with the purposes of the invention as embodied and 
broadly described in this document, a method and an appa 
ratus are provided for automatically preparing client com 
munications pertaining to one or more financial products for 
clients. The client communications preferably are adapted 
for combination with a host vehicle, Such as a bank State 
ment, utility bill and the like, so that the host vehicle and the 
client communication become a Single document or docu 
ment file. 

0.017. The method and apparatus according to the inven 
tion provide a marked departure from known marketing and 
financial product communication Systems, for example, in 
that they allow for the virtually complete automation of the 
tasks traditionally performed by people, agents, Salesmen 
and the like, and at Substantially greater effort and expense. 
Automatically, with little or no human intervention and with 
essentially no time delays, they can analyze and evaluate 
client information, incorporate additional information, 
determine and/or compare client needs with various avail 
able financial products to Solve needs, Select and/or recom 
mend products most appropriate for the individual needs of 
each prospective client, and prepare personalized and indi 
vidualized communications Specifically tailored for each 
individual prospect to effectively communicate the informa 
tion to the client or prospective client that he or she needs to 
make an informed buying decision, or to enable the client to 
seek more information which hopefully will lead to such a 
decision. 

0.018. The method according to one aspect comprises 
providing a format for the communication wherein the 
communication format includes a variable portion, inputting 
into a computer-accessible Storage medium variable infor 
mation other than a client identification, and inputting into 
the Storage medium decision information. The method also 
includes using the decision information to Select a Subset of 
the variable information, and generating the client commu 
nication according to the communication format. The gen 
erating Step includes inserting the Subset of variable infor 
mation into a variable portion of the client communication 
corresponding to the variable portion of the client commu 
nication format. 
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0019. In accordance with another aspect of the invention, 
a method is provided for automatically preparing a client 
communication or communications pertaining to a financial 
product for a client, wherein the method comprises using 
decision information to automatically Select variable infor 
mation, the variable information comprising other than a 
client identification, and automatically inserting the variable 
information into the client communication or communica 
tions. The variable information may comprise client infor 
mation, financial product information, ancillary information, 
and/or text information. The method preferably includes a 
Step of automatically combining the client communication 
for each of the clients with the host vehicle for the corre 
sponding and respective one of the clients to create a 
combined communication for the corresponding and respec 
tive one of the clients, wherein each of the combined 
communications comprises a Single document. 
0020. An apparatus according to the invention is pro 
Vided for automatically preparing a client communication 
pertaining to a financial product for a client, wherein the 
client communication is for combined use with a corre 
sponding host vehicle. The apparatus comprises means for 
inputting into a computer-accessible Storage medium Vari 
able information comprising other than a client identification 
and decision information, processing means operatively 
coupled to the Storage medium for using the decision 
information to automatically Select a Subset of the variable 
information for the client, and output preparing means in 
operative communication with the processing means for 
preparing the client communication and automatically 
inserting the subset of the variable information into the 
client communication. The inputting means may comprises 
a disk drive, a tape drive, an optical Scanner, a bar code 
reader, a modem, and the like. The output preparing means 
may comprise a laser printer, a modem, another computer, 
and the like. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0021. The accompanying drawings, which are incorpo 
rated in and constitute a part of the Specification, illustrate a 
presently preferred method and embodiment according to 
the invention. These drawings, together with the general 
description given above and the detailed description of the 
preferred method and embodiment given below, Serve to 
explain the principles of the invention. 
0022 FIG. 1 is a hardware block diagram of the pre 
ferred embodiment of the invention; 
0023 FIG. 2 is a flow chart diagram of system software 
used in the preferred embodiment of FIG. 1, and which 
illustrates the preferred embodiment and method of the 
invention; 

0024 FIG. 3 provides an illustrative main menu for the 
system software generally depicted in FIG. 2; 
0025 FIG. 4 is a flow diagram which illustrates a pre 
ferred method according to the invention; 
0026 FIG. 5 is a flow chart diagram illustrating the data 
input module of the preferred embodiment and method of 
the invention; 

0027 FIG. 6 (including 6A and 6B) shows the organi 
Zational Structure of various illustrative database tables 
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managed by the database module according to the preferred 
embodiment and as used in connection with the preferred 
method of the invention; 
0028 FIG. 7 is a flow chart diagram illustrating the 
processor module of the preferred embodiment and method 
of the invention; 
0029 FIG. 8 is a flow chart diagram illustrating the 
processor module of the preferred embodiment and method 
of the invention similar to that of FIG. 7, but which is 
Specifically adapted for processing of insurance products, 
0030 FIG. 9 is a flow chart diagram illustrating a specific 
example of the organization and flow of the processor 
module Specifically pertaining to a mortgage life insurance 
related communication; 
0.031 FIG. 10 is a flow chart diagram illustrating another 
Specific example of the organization and flow of the pro 
ceSSor module Specifically pertaining to another mortgage 
life insurance-related communication; 
0.032 FIG. 11 is a flow chart diagram illustrating a 
Specific example of the organization and flow of the pro 
ceSSor module Specifically pertaining to another mortgage 
life insurance-related communication; 
0.033 FIG. 12 is a flow chart diagram illustrating a 
Specific example of the organization and flow of the pro 
ceSSor module Specifically pertaining to a basic individual 
life insurance-related communication; 
0034 FIG. 13 is a flow chart diagram illustrating the 
organization and flow of the Sales presentation and output 
module of the preferred embodiment and method as depicted 
in FIG. 2; 
0.035 FIG. 14 is a flow chart diagram illustrating the 
organization and flow of the production and Scheduling 
module of the preferred embodiment and method as depicted 
in FIG. 2; 
0036 FIG. 15 is a flow chart diagram illustrating the 
organization and flow of the Sales and financial report and 
analysis module of the preferred embodiment and method as 
depicted in FIG. 2; 
0037 FIG. 16 is a flow chart diagram illustrating the 
organization and flow of the telemarketing module of the 
preferred embodiment and method as depicted in FIG. 2; 
and 

0038 FIG. 17 is a flow chart diagram illustrating the 
organization and flow of the automated new busineSS pro 
cessing module of the preferred embodiment and method as 
depicted in FIG.2, adapted for use in the marketing and Sale 
of insurance products. 

DETAILED DESCRIPTION OF THE 
PREFERRED METHOD AND EMBODIMENT 

0.039 Reference will now be made in detail to the pres 
ently preferred method and the preferred embodiment of the 
invention as illustrated in the accompanying drawings, in 
which like reference characters designate like or correspond 
ing parts throughout the drawings. For Simplicity and ease of 
illustration, the preferred apparatus and method according to 
the invention are described in conjunction with one another. 
This is not, however, to be construed as necessary or 
limiting. 
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0040. In accordance with the invention, an apparatus and 
method are provided for automatically preparing client 
communications pertaining to one or more financial prod 
ucts, and/or financial Services, and/or financial plans for 
clients. The apparatus and method may be used to automati 
cally prepare a single client communication or, more pref 
erably, to automatically prepare a plurality of client com 
munications. The client communications preferably are for 
combined use with corresponding and respective host 
vehicles for the corresponding and respective clients, which 
combined communications may be and preferably are deliv 
ered to the clients. 

0041) “Client” as the term is used here should be inter 
preted broadly to include an actual client or customer of the 
user of the System and/or method according to the invention, 
or the party for whom the system and/or method is 
employed. The term “client” also includes a potential client 
or customer, or a similar party for whom a communication 
is prepared. A client is assumed for illustrative purposes here 
to be a party for whom a client record has been created in the 
client database as described more fully below. 
0042 “Client information” as used here means informa 
tion which pertains to a particular client, or to a particular Set 
or group of clients. Examples of client information would 
include a client name, address, telephone number, age, 
marital Status, occupation, employer, financial income, etc. 
Client information also may include information pertaining 
to the family or other relations to the client, Such as 
information on the Spouse, children, parents, etc., or perhaps 
to a business associate, Such as a business partner, fellow 
board member or officer, and the like. This category of 
information also may include psychographic and demo 
graphic data pertaining the client or clients. 
0043 “Client record” as used here means a compilation 
of information pertaining to a particular client. The client 
information typically would be collected into an automated 
or computerized database, which is referred to herein as a 
“client database.” In this context, a client record would be a 
Single record for a given client within the client database. 
The fields of each client database record would include the 
various items of client information, examples of which are 
provided above. The organization of this client information 
database and the records and fields within it typically would 
be in conformity with the data organization and Structures of 
known relational databases. 

0044) A “client communication” as the term is used 
herein refers to a communication which is prepared for a 
given client and which provides information to the client 
about one or more Selected financial products and/or finan 
cial Services and/or related financial plans. A client commu 
nication, for example, might include a Solicitation or similar 
marketing or advertising document in which the one or more 
financial products, Services, etc. are presented to the client in 
an attempt to Sell the product, Service, etc. to the client, 
provide information on the products and Services, provide a 
notice pertaining to Such products or Services, etc. A client 
communication may assume the physical form of a paper or 
papers which would be integrally attached to a host vehicle, 
a computerized document which is adapted to be incorpo 
rated with a computerized host vehicle, an electronic mail 
document, and the like. 
004.5 Each client communication according to the inven 
tion includes at least one “variable.” A“variable” as the term 
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is used herein, which also is referred to as a “variable 
portion,” refers to a portion of a client communication which 
may vary from client communication to client communica 
tion. The variable in a Sense Serves as a location marker in 
the client communication, at which location the System and 
method according to the invention insert or provide certain 
“variable information” selected by the system and method. 
The variable information, which may take a number of 
different forms, is Selected using the decision information So 
that it is appropriate for, and to a certain extent individual 
ized for, a particular client. 

0046) “Financial product” as the term is used herein is 
used in its broad Sense to include any financially-related 
product, Service or plan. The term would include, for 
example, insurance products and Services, banking products 
and Services, Securities and investment products and Ser 
vices, and the like. Examples of insurance products would 
include individual life insurance of all types, tax deferred 
annuities of all types, health insurance of all types, disability 
insurances of all types, annuities or other timed payment 
vehicles, and the like. Examples of banking products would 
include Savings-related products and Services, demand 
deposit products and Services, loan products and Services, 
credit-related products, etc. Securities and investment prod 
ucts and Services would include equity Securities, debt 
Securities, mutual funds, money markets, derivatives, etc. 
The term "plan” is used in its broad Sense to include a plan 
which may incorporate one or more financial products and 
one or more financial Services aimed at achieving a particu 
lar objective or set of objectives of the client. For conve 
nience and ease of explanation, the term "financial products' 
as used hereinbelow may refer to financial products and/or 
financial Services and/or financial plans, and combinations 
of these. 

0047. “Financial product information” as used herein 
refers to information which identifies, describes, explains or 
otherwise pertains to the financial product or products 
(including Services and plans) which are to be the Subject of 
Some or all of the client communications, as explained more 
fully below. 

0.048 “Host vehicle' as used here means a vehicle, such 
as an account Statement, notice, letter, etc., other than a 
client communication, which is to be Sent to a client. The 
term "vehicle' is used here in the sense of a medium for 
communication, examples of which would include a paper 
document, and electronic document, a machine-readable 
medium, and the like. Specific examples of host vehicles 
would include a bank account Statement, credit card account 
Statement, brokerage account Statement, billing Statement 
from a local utility, a notice or advisory bulletin, etc. In the 
context of the illustrative examples provided herein, typi 
cally there would be a host vehicle for each client, which 
host vehicle would provide the Statement, notice, etc. The 
host vehicle typically would constitute the primary purpose 
for contacting or communicating with the client. The client 
communication preferably would be attached as an integral 
part of the host document. 

0049) “Host information” would include information 
which is included within or otherwise pertains to a host 
vehicle or a collection of host vehicles. Examples of host 
information would include Such things as the type of check 
ing account to which a Statement pertains, the bank or other 
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institution which holds the account or which issues a finan 
cial product reflected in the host vehicle (e.g., the product 
provider), the amount of utility Services or products reflected 
in a particular bill, account information, a Statement of 
acCOunt, etc. 

0050 A presently preferred embodiment of the apparatus 
according to the invention is illustrated in FIG. 1. This 
embodiment comprises a computer System using a net 
worked client-server database System architecture with a 
number of computer nodes or computer WorkStations. A 
network server 10 is shown in FIG. 1. Computer worksta 
tion nodes would be very similarly configured. In addition to 
the Server and WorkStation nodes, System nodes also may 
include output devices, Such as laser printers (not shown). 
Each of the individual computer WorkStations or nodes 
within the System includes a processor 12, a display 14, a 
keyboard 16, a mouse, light pen, or Similar pointing device 
18, a modem 20, a tape drive 22, and a bar code reader 24. 
0051) The processor of each computer node (server or 
workstation) includes a central processing unit (CPU) 26, 
random access memory (RAM) 28, and at least one mass 
Storage device 30, Such as a hard drive and/or a diskette 
drive. The design and configuration of CPU 26 is not 
limiting, and may include any of the CPU designs Sold as 
standard components with high-end IBM-compatible per 
Sonal computers or busineSS machines. Such processors 
include Pentium TM processors from Intel Corp., Santa Clara, 
Calif., Power PC processors from IBM Corp., and their 
Substantial equivalents, preferably with at least 32 mega 
bytes of RAM and a hard drive with at least about 1 gigabyte 
of storage capacity. The capability and speed of CPU26 will 
depend upon the Specific application to which the apparatus 
is to be put, the volume of data to be handled, etc. In the 
preferred embodiment of FIG. 1, the CPU of the principal 
server comprises a 166 MHz. Pentium-based processor with 
32 megabytes of RAM and a 2 gigabyte hard drive. The 
CPUs of the network workstations comprise 166 MHz 
Pentium-based processors with at least about 32 MHz of 
RAM and at least about 500 megabytes of hard disk storage 
capacity. 

0052 Display 14 should be compatible with the proces 
Sor, and preferably should have a resolution of at least about 
800x600 pixels. Other than these requirements, many com 
mercially-available Super VGA monitors would suffice. 
0053 Keyboard 16 is a standard IBM PC-compatible 
keyboard which is compatible with the processor. Keyboard 
16 comprises a means for the System user to Selectively input 
information, decisional information or criteria, module 
instructions, and the like into the System where manual input 
is called for. 

0054 The mouse, light pen, track ball or similar pointing 
device 18 is used to navigate the graphical user interface of 
the System, which is designed to increase the ease of use of 
the system, as will be described more fully below. It also 
comprises means for inputting information into the System, 
particularly where graphical interface environments are used 
in implementation. These devices may be obtained from 
commercially-available Sources as off-the-shelf compo 
nentS. 

0055 Modem 20 is used for communicating with com 
puter Systems remotely from processor 12. The design of 
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modem 20 also is not limiting, and its Specific design will 
depend upon the design of processor 12, the design and 
configuration of the computer or computers to be commu 
nicated with, and Similar generally known factors in a given 
application. In the preferred embodiment of FIG. 1, modem 
20 comprises a 28.8 baud modem which is compatible with 
processor 12, such as the Model Sportster 28.8, commer 
cially available from U.S. Robotics Inc. 
0056 Tape drive 22 is optional, but may be used for 
inputting bulk files and lists, as described in greater detail 
below. The Specific design and configuration of tape drive 22 
also will depend to a large extent on the design and con 
figuration of other System components, and on the particu 
lars of the application. In the preferred embodiment of FIG. 
1, tape drive 22 comprises a high-capacity digital tape 
device which may be obtained as an off-the-shelf component 
from commercial Suppliers. 
0057 Bar code readers may be used to speed manual 
input of data and also to record responses and other corre 
spondence from prospective clients. They should be indus 
try-standard readers capable of reading the major bar code 
formats, Such as Code-39 bar codes, and inputting the 
Scanned information to processor 12. An optical Scanner (not 
shown) also may be provided as an optional input device. 
0.058. The system includes a high-quality laser printer 32, 
Such as any of the high-end commercially-available laser 
printers available for processors of the type employed in this 
System. Large-volume commercial laser printerS also may 
be used for producing large quantities of client communi 
cations at rapid rates. The System also may include as an 
output a modem Such as modem 20 or Similar on-line or 
networked connection. 

0059 Processor 12 has resident within its accessible 
memory System computer Software or System Software, a 
flow diagram of which is shown in FIG. 2. The Software has 
a “core” System for processing taskS Such as Selecting 
variable information and preparing client communications. 
The System Software also includes an “administrative and 
Support System for Supporting the core System, facilitating 
the communication or marketing program, providing admin 
istrative and management reports and functions, and other 
tasks. The core System includes a plurality of modules, 
including a data input module, a database module, a pro 
ceSSor module, and a Sales presentation and output module. 
The administrative and Support System includes a production 
and Scheduling module, a Sales and financial report and 
analysis module, a telemarketing module, a communications 
interface module, and an automated new busineSS proceSS 
ing module. Each of these Systems and modules will be 
described in greater detail below. 
0060. In accordance with the preferred embodiment and 
method, an example of a main menu for the System Software 
is shown in FIG.3. This menu includes a plurality of buttons 
corresponding to the modules of the System as depicted in 
FIG. 2. 

0061 A flow diagram which outlines steps of the pre 
ferred method is shown in FIG. 4. Referring to the left 
portion of the diagram, the method includes a step of 
inputting information of various types into the System. 
Although the Specific forms of information to be inputted 
will vary from application to application, they generally will 
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include client information. This client information may be 
pre-Selected or pre-Sorted, for example, using known market 
Segmentation or targeting techniques, or what has been 
referred to recently as “database mining.” Financial product 
information, and in Some cases host information, also may 
Serve as inputs. 

0062) The preferred method also includes a processing 
step (center of FIG. 4) in which decision information is used 
to automatically Select variable information for inclusion or 
provision in the client communication or communications. 
The output of the processing step (right portion of FIG. 4) 
is one or more client communications which include the 
variable information. The variable information is used to 
make the client communications highly individualized or 
personalized. The client communications are adapted to be 
combined with corresponding host vehicles for the respec 
tive clients to create a corresponding plurality of combined 
outputs. This combination can be very advantageous over 
prior known methods, e.g., based upon the ability to make 
the client communications highly personalized and at the 
Same time delivering the client communication together with 
the host vehicle to achieve the corresponding cost Savings. 

0063 As an initial step in the preferred method, one 
generally would determine the financial product or products 
which are to be presented in the client communications. This 
Selection may be made, for example, based upon the nature 
of the client population itself, the desired financial product 
or products to be offered, etc. It should be appreciated that 
this step need not necessary occur first. The Selection of 
financial products, for example, may be one of the functions 
which the System performs, et, during its processing Step as 
described more fully below. 
0064. The preferred method includes a step of providing 
a format for the client communication wherein the client 
communication format includes a variable portion. Each of 
the client communications includes at least one variable or 
variable portion in which variable information is inserted or 
otherwise provided. The variable information is selected 
based upon the decision information. These aspects and 
features of the invention will be described more fully below. 

0065. The term “format' is used according to its common 
meaning and refers to the general layout and appearance of 
the communication. The format may assume any one of a 
wide variety of forms, depending upon the financial product 
or products involved, the intended client base, the commu 
nication medium, the desired or available Space, the tastes 
and Specific needs of the communication designer, etc. 
Formatting inputs would include Such things as typographi 
cal formatting information (e.g., top, bottom and Side mar 
gins), fonts, graphics, displays and display locations, etc. 
The format also may include content designations. In more 
advanced applications, a plurality of formats may be 
Selected, and the System and method may be adapted to 
Select from among the formats for a given client and client 
communication. For illustrative purposes herein we will use 
Single-format examples, rather than a set of communication 
formats from which the system and method would select on 
a client-by-client basis. Sample client communication for 
mats are attached hereto as Appendix 1 and Appendix 2. 
These Samples, which are merely illustrative and not limit 
ing, might be attached to a bank Statement (a Sample host 
vehicle), and would be used for marketing individual life 
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insurance. Note that each begins as page 3 of 4 pages. Pages 
1 and 2 in this illustrative example would be the host vehicle. 

0.066 The communication format includes at least one 
variable or variable portion, as noted above. Preferably, the 
format of each communication will include a plurality of 
variables or variable portions. Each of these variables con 
Stitutes a portion or Segment of the client communication 
which, in the actual communications, will vary from client 
to client, and from client communication to client commu 
nication. The variable may assume any one or combination 
of a wide variety of informational types and content com 
ponents. Examples would include client information (gen 
erally other than a client identification), financial product 
information, ancillary data, variable text, etc. A given com 
munication format may include a plurality of variables of a 
given type, e.g., all client information, or it may comprise 
different types of variables, e.g., client information, financial 
product information, etc. 

0067. The preferred method includes steps of inputting 
into a computer-accessible Storage medium variable infor 
mation other than a client identification, and inputting into 
the Storage medium decision information. The preferred 
apparatus Similarly is provided with appropriate input means 
for inputting these and other various categories of informa 
tion into a computer-accessible Storage medium. The 
method and apparatus of the invention are adapted to 
proceSS Various types of information in generating and 
outputting the client communications. The flexibility and 
variability of the specific types of information which may be 
used, and the Specific manner in which the information may 
be used, comprise Significant advantages of the invention 
over prior known Systems and methods. 
0068. Initial system inputs typically and preferably 
would include client information, financial product infor 
mation, decision information, text information, and in Some 
applications ancillary information. Any one of these classes 
of information could comprise variable information, 
although decision information often is used primarily for 
internal Systems purposes. 

0069. The types and amounts of client information pro 
Vided to the System and used in the method will depend upon 
the types and amounts available, the desired client commu 
nication format, the decisional information or logic to be 
used, etc. Client information may comprise a variety of 
types of information pertaining to a particular client, or to a 
particular class of clients. In most instances, this client 
information will include a client identification. “Client iden 
tification” as used herein includes the information about the 
client which uniquely identifies a given client and permits 
correspondence or communications to be forwarded to the 
client. In most instances this client identification constitutes 
the client's name, or the client's name and post office 
address. A client account number also may be included. This 
term is intended to be construed narrowly, for example, to 
include only the minimum information, usually name and 
postal address, necessary to uniquely identify the client and 
forward the communication to the client. It would not 
include, for example, information which may happen to be 
unique to the client and may uniquely identify the client 
under analysis, but which information is not typically used 
to identify the client. Individual components of client iden 
tification other than client name also typically would not be 
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included within the Scope of the term client identification as 
used herein. A client's postal Zip code used separately from 
the postal address, for example, would not qualify as the 
client identification. 

0070 A wide variety of types of client information other 
than the client identification may and often is available. 
Typical examples might include the client's age, occupation, 
employer, annual income, marital Status, whether he or she 
Smokes, family information, geographic information other 
than client address information (e.g., Zip code, city, county, 
State, etc.), purchasing information Such as purchasing prac 
tices and proclivities, client asset information, liability infor 
mation Such as mortgage or loan information, client activity 
information (e.g., hobbies, sporting activities, etc.), and 
other psychographic, demographic and general client data or 
information. A commercial bank or Savings and loan which 
loans on home mortgages, for example, typically would 
have client information in the form of the address of the 
mortgaged property, the mortgage loan amount, and the loan 
origination date. This information would be useful for an 
individual mortgage life insurance program in which insur 
ance Solicitation communications are Sent to mortgagee 
clients. 

0071 "Financial product information” as used herein 
refers to information which identifies, describes, explains or 
otherwise pertains to the financial product or products 
(including financial Services and financial plans) which are 
to be the Subject of Some or all of the client communications. 
Financial product information includes product pricing 
information and product non-pricing information. Pricing 
information includes the pricing for the relevant products, 
and perhaps other information relevant to pricing, for 
example, Such as the time period during which particular 
prices will be available, payment terms, available financing 
terms, etc. Product non-pricing information includes any 
financial product information other than product pricing 
information. Examples of product non-pricing information 
would include product-related descriptions, conditions of 
offer, classes of clients for whom the product is available 
(e.g., “issue constraints' as used in the insurance industry), 
annuity tables, actuarial tables, etc. 
0072 The financial product information may pertain to a 
Single product, or to a plurality of different financial prod 
ucts. In the field of insurance, for example, the financial 
product information may pertain to a non-property and 
non-casualty insurance product, an individual life insurance 
product Such as term, whole life, universal life and the like, 
a health insurance product, a disability insurance product, an 
annuity, and the like, and combinations of these. In the 
banking area, the financial product information may pertain 
to a Savings product, a checking or demand account product, 
a loan product, a credit-related product, a retirement product, 
etc., and combinations of these. In the banking and broker 
age firm areas, the financial product information may pertain 
to Such products as an investment product and/or financial 
Security (Stocks and other equities, bonds and other debt 
instruments, money markets, mutual funds, etc.), deriva 
tives, etc., and combinations. Combinations of financial 
products acroSS fields, Such as banking and insurance, also 
are possible. 

0073) “Ancillary information” as used herein refers to 
virtually any type of data or information useful for the 
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system (hardware and software of FIGS. 1 and 2) and/or 
method in performing the intended functions, but excludes 
client information, financial product information and deci 
Sion information. Examples of Such ancillary data or infor 
mation would include Statistical information, geo-code data, 
and the like. Non-client Specific information also may be 
included in this category, Such as demographic, psycho 
graphic or buying habit data. Incidentally, the term “infor 
mation' is used broadly herein to include quantitative data 
as well as other forms of information. 

0.074 Text information comprises text, e.g., in the form 
of an alphanumeric character or character String, a word, a 
phrase, a Sentence, a paragraph, or even a graphical Symbol. 
The preferred form of text information in many applications 
involving the marketing of financial products would com 
prise a phrase, i.e., a collection of words, which would be 
part of a Sentence or paragraph of fixed text within the client 
communication. For example, if the client communication 
presents a financial product Such as a Security, the descrip 
tion of the product may assume one form for clients under 
a predetermined age, Such as 40 years old, and the descrip 
tion of the same product may assume another, perhaps more 
conservative or risk-adverse form for clients over the pre 
determined age. 
0075 Text information as used herein can and often will 
overlap with the other categories of information as defined 
herein. Text information may, for example, comprise or 
pertain to client information. In the example provided imme 
diately above, the text information pertains to financial 
product information. Text information also may comprise or 
pertain to ancillary information, decision information, etc. 
0.076 The decision information to be provided to the 
System may and usually will vary from application to 
application. This decision information typically would be 
inputted as part of the System initialization for a given run. 
The decision information generally will comprise criteria or 
conditions used for the selection of variable information. 
The decision criteria preferably comprise programmed data 
base queries which are used in conjunction with the client 
database, and perhaps a financial product database and/or an 
ancillary information database to Select records, to Select 
fields within records, and the like. The decision information 
also may comprise conditions and instructions for Selection 
of information from lookup tables and Similar data Struc 
tureS. 

0.077 According to the method of the invention, decision 
information is used to automatically Select variable infor 
mation for insertion or inclusion in the variable or variable 
portions of the client communication or communications. 
This variable information preferably includes information 
other than, or in addition to, a client identification as that 
term has been defined herein. The variable information may 
be selected for insertion into the variables or variable 
portions of the client communication for one or more of the 
clients. 

0078. The variable information may comprise part or all 
of the information provided to the system as the client 
information, the financial product information, the ancillary 
information, text information, and even the decision infor 
mation. This variable information may comprise Virtually 
any form of client information, but preferably, as noted, it 
would be other than, e.g., in addition to, a client identifica 
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tion, most notably the client's name, address, account num 
ber, etc. The variable client information may, for example, 
comprise information pertaining to the client Such as client 
age information, health information, client family informa 
tion, client geographic information other than client address 
information, client purchasing information, client asset 
information, client liability information Such is information 
about a mortgage, client financial income information, client 
occupation information, client activity information (e.g., 
Sports activities, recreational activities, etc.), and the like. 
The variable client information may comprise psycho 
graphic client data and/or demographic client data. In the 
term life insurance context specifically, this variable client 
information preferably would be other than a client name, 
address, age, marital Status, tobacco habits, and other than 
the type and amount of life insurance coverage, which 
comprise related product information. 

0079 Where the variable information comprises financial 
product information, this variable financial product infor 
mation also may assume a wide variety of forms. AS noted, 
the variable financial product information may pertain to a 
Single financial product or to a plurality of different financial 
products. The variable financial product information may 
comprise or pertain to, for example, one or more insurance 
related products. Examples would include property and 
casualty insurance products, as well as non-property and 
non-casualty insurance products. The latter grouping would 
include individual life insurance products Such as individual 
term life insurance products and individual life insurance 
products other than term, Such as permanent life insurance 
products. Permanent life insurance products would include 
such things a whole life, universal life, and the like. Where 
combinations of insurance products are included, they may 
include, for example, a combination of an individual term 
life insurance product and an individual permanent life 
insurance product. Other types of insurance products to 
which the variable information may pertain include health 
insurance products, disability insurance products, annuities, 
etc. 

0080. The variable financial product information also 
may comprise or pertain to bank-related products Such as 
information on various types of demand deposit accounts, 
Savings accounts and product, loan products, credit prod 
ucts, etc. Where the variable financial product information 
pertains to financial investments or brokerage-type products, 
the information may comprise or pertain to various invest 
ment products, financial Securities, equity instruments Such 
as common and/or preferred Stocks, Stock options, warrants 
and the like, debt instruments, money market funds, mutual 
funds, derivatives, etc. The variable financial information 
may comprise or pertain to financial product pricing infor 
mation or financial product non-pricing information, or both. 

0081. The variable information also may comprise or 
pertain to ancillary information, Such as Statistical demo 
graphic information, geo-code data, psychographic data, 
economic data pertaining to more than one perSon, e.g., 
pertaining to perSons other than merely to a single client, and 
combinations of these. 

0082 The variable information also may comprise text or 
text information. Where it would be desirable to present 
differing text in the respective communications, for 
example, depending upon the age, marital Status, etc., of the 
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respective clients, Several different versions of text may be 
used as variable information. Any given one of the text 
inputs would be used for a particular client only if that text 
were appropriate for that client. AS noted, information other 
than a client identification, i.e., information in addition to the 
client identification information if client identification is 
present, may constitute the variable information. 
0.083. The apparatus according to the invention com 
prises means for inputting into a computer-accessible Stor 
age medium variable information comprising other than (in 
addition to) a client identification and decision information. 
The input means used for a particular application will vary 
depending upon the format in which the information is 
available. Examples would include a keyboard, a disk drive, 
a tape drive, a hard drive, a modem, an optical Scanner, a bar 
code reader, a pointing device Such as a mouse or track ball, 
a network link, etc. Client information, financial product 
information, decision information, ancillary information, 
etc. may be provided on a data tape, compact disk, diskette, 
or Similar Storage medium, in which case the input means 
correspondingly would comprise a tape drive, a compact 
disk reader, a disk drive, and So on. Some records may be 
available on non-resident databases, as noted. This is 
increasingly the case as online networkS Such as the Internet 
gain widespread use and acceptance. In Such instances, the 
information may be received via modem 20. 
0084. The input means of the preferred embodiment may 
include any one or any combination of keyboard 16, point 
ing device 18, modem 20, tape drive 22, bar code reader 24, 
an optical Scanner, mass storage device 30 (e.g., hard drive 
or diskette drive), and equivalent input devices. With refer 
ence to FIG. 1, for example, information may be directly 
entered using keyboard 16. In Some instances, bulk infor 
mation may be available, for example, comprising lists of 
client records, in which case the input devices more Suitable 
for transfer of bulk files would be used. Diskette drive 30, 
for example, as would come as Standard equipment with the 
types of processors noted above, may be used. 
0085. The input means preferably is adapted for inputting 
Such data and information both individually and automati 
cally in bulk. Automatic or bulk input would be done 
essentially or entirely without human intervention. This is 
particularly desirable when inputting client information, 
which ideally would be capable of being inputted as client 
records without human intervention between input of the 
respective client records. 
0.086 The decision information may take a number of 
forms, as noted above. The means for inputting the decision 
information therefore may assume different forms, Such as 
those identified above and their equivalents. Preferably, the 
decision information will comprise one or more computer 
programs which include database query commands to query 
or filter the client information, financial product information, 
etc. according to desired conditions or criteria. The preferred 
input means for this task accordingly would comprise key 
board 16 and/or tracking and pointing device 18, operated in 
conjunction with the associated device-related Software and 
Software drivers. 

0087. The input means is operatively coupled to a com 
puter-accessible Storage medium So that the Storage medium 
receives and Stores the information as it is inputted. The 
Storage medium according to the preferred embodiment may 
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comprise RAM 28, mass storage device 30, other memory 
within CPU 26, tape drive 22, and any combination of these. 
The Storage medium according to this aspect of the inven 
tion may comprise any Storage device or medium capable of 
Storing the inputted information and Storing it for Subsequent 
retrieval and transmission ultimately to CPU 26. The storage 
medium need not be directly connected to or directly in 
communication with CPU 26, provided it is capable of 
transferring the information to CPU 26 upon the appropriate 
command. 

0088. The inputting of data and information in the pre 
ferred embodiment is carried out as part of the data input 
module as depicted in FIG. 2. This module forms part of and 
interacts with the inputting means to receive the inputted 
client information, financial product information, and pos 
sibly ancillary information and text, and to Store the infor 
mation in an appropriate Storage medium, Such as mass 
storage device 30 or RAM 28. 
0089. The data input module performs tasks related to 
inputting information into the System. An example of the 
organization and task flow of the data input module is shown 
in FIG. 5. As noted above, data may be entered manually or 
automatically. For example, information may be entered 
using Scanning technologies. Bar codes may be used on 
advertisements, information cards and other documentation. 
ScannerS Such as those commercially available for use with 
processor 12 may be used to read the bar coded information. 
Similarly, an optical Scanner may be used to Scan an entire 
page or document, and Standard image processing Software 
may be used to read information from the Scanned client 
information from the Scanned input. The invention is not, 
however, limited to these input modes, and others may be 
used. For example, as voice recognition technology devel 
opS, there very well may be the ability to input client 
information merely by Voicing that information into a voice 
recognition device, which would translate the Voice infor 
mation into digital client data. 
0090 The task of automatically or semi-automatically 
Sending large numbers of communications efficiently and 
cost effectively generally will require that the System receive 
or gather on its own large Volumes of client information. For 
a given client, the System is adapted to retrieve client 
information and, depending upon the circumstances, other 
information as well. Inherent advantages of using an auto 
mated environment to undertake these tasks is the tremen 
dous speed with which computers can retrieve, proceSS and 
Store large Volumes of information. 
0091. The data input module of this embodiment and 
method inputs data into the System from one or more of the 
input devices for the System, Such as modem 20, tape drive 
22, or bar code reader 24. The details of the data input 
module will depend to a certain extent upon the type of data 
to be input. 
0092. With further reference to FIG. 5, as data is input 
ted, the data input module Stores it in a temporary Storage 
area within processor 12. If necessary or appropriate, the 
data is converted to a format compatible with the System. 
For example, as is known in the database arts, it is Some 
times necessary to import or export files to convert one 
database format to pre-defined database Structure. In this 
embodiment, the data input module also may tag and iden 
tify client records as they are inputted, and perform general 
and routine “house keeping tasks on the data. 
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0093. Once these tasks have been performed by the data 
input module, the properly-formatted client information is 
transferred to the database module. In the preferred embodi 
ment, the database module comprises a relational database 
essentially equivalent to commercially-available database 
packages. 

0094. The database module of the preferred embodiment 
Stores client information for general use by the System, as 
explained more fully below. The database stores client 
information So that each client is represented by a record in 
the database, and the various items of information to a given 
client are contained within fields under the record for that 
client. Examples of the Structure and contents of a client 
database for life insurance, for example, may include the 
following fields: 

0.095 Name 
0096. Address (including zip code) 
0097 Age 
0098 Tobacco user v. non-tobacco user 
0099) 
01.00 

0101 The contents of a representative client database 
record for marketing of individual mortgage life insurance 
may include the following: 

Marital Status 

General Health 

Borrower Co-Borrower 

Name Name 
Address Address 
(including zip code) (including zip code) 
Age Age 

Tobacco user v. non-tobacco user 
Marital Status 
General Health 

Tobacco user v. non-tobacco user 
Marital Status 
General Health 

0102) The contents of a representative client database 
record for a commercial bank may include the following: 

01.03 Name 
0104 Address (including zip code) 
0105. Account Type 
0106. Account Number 
0107 Account Balance 
0108) Spouse 
0109). Occupation 
0110 Employer 
0111 Income 

0112 The database module also may include information 
other than client information. For example, this module 
typically may include a listing or database of financial 
products and/or financial product information. The financial 
product information typically would include not only the 
identification of the products, but information about pricing, 
conditions on availability (e.g., “issue constraints'), etc. 
Product availability conditions or constraints as used here 
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refers generally to limitations on the availability of the 
product, e.g., geographic availability constraints, age range 
constraints, face value or amount constraints, and So forth. 
The product-related database also may include descriptions 
and explanations of the products, e.g., in the form of text 
information. This will be explained in greater detail in 
connection with the Sales presentation and output module. 
0113. A sample set of tables for use in preparing and 
delivering client communications pertaining to life insur 
ance products is presented in FIG. 6 (including FIG. parts 
6A and 6B). These tables may be inter-related depending 
upon the Specific design of the database or databases for a 
given application. 

0114. According to the method, the decision information 
is used or processed to automatically Select variable infor 
mation. In the preferred method, the decision information is 
used to select a Subset of the variable information for 
inclusion in the variable portion or portions of the client 
communication corresponding to the variable portion or 
portions of the client communication format. The apparatus 
according to the invention Similarly includes processing 
means operatively coupled to the Storage medium for using 
the decision information to automatically Select a Subset of 
the variable information for the client, or for each client 
where processing involves a plurality of client records. The 
Subset of variable information for a given client then may be 
used in the Subsequently-prepared communication for that 
client to individualize or personalize the communication. AS 
implemented in the preferred embodiment, the processing 
means comprises processor 12, including CPU 26 and 
related components, operating under the control of processor 
module computer Software, as shown generally in FIG. 2. 
0115 The specific identity and nature of the variable 
information Selected by the processing module may be 
varied from application to application depending upon a 
number of factors, the most important of which is the 
decision information as Selected by the System user. The 
processor module provides tremendous flexibility. It may be 
adapted, for example, to handle a wide variety of classes of 
financial products, Such as term life insurance, permanent 
life insurance, combinations of term and permanent life 
insurance, health insurances, disability insurances, long term 
care insurances, and the like. The processor module can 
accommodate any type of client information that can be 
incorporated into the client database. In addition, the pro 
ceSSor module has great flexibility in the Specific analytical 
and decision making methods and procedures used. Specific 
yet merely illustrative examples are provided below. 
0116. A flow chart depicting the general organization and 
logic flow of the processor module for the preferred embodi 
ment and method is presented in FIG. 7. As indicated at 
block A, the processor module is Scheduled by and operates 
under the general instruction of the production and Sched 
uling module (described more fully below). The production 
and Scheduling module would determine, for example, 
which of Several competing jobs or client databases would 
be processed and in which order. The processor module flow 
then moves to step B, in which it retrieves decision infor 
mation and other instructions delineating the tasks the 
System is to perform and upon which information. 
0117 The processor module flow at block Cretrieves the 
information, in this case a client record (client information), 
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which is to be used with the decision information in select 
ing the variable information. By operating upon the decision 
information, Such as database query commands based upon 
the client database fields, the System processes the client 
information and uses it to Select the variable information. 
The type of information retrieved by the processor module 
will depend upon the type of analysis under consideration, 
and for which the system has been adapted. Illustrative 
examples of Such input data are described above with 
reference to the data input module and the database module. 
The processor module is described herein as processing data 
files Sequentially, one record at a time. This is not neces 
Sarily limiting. For example, the processor module may be 
configured So that it processes more than one record at a time 
through Such generally known approaches as multi-tasking 
or parallel processing, and/or by means of networked 
machines operating in parallel or otherwise concurrently. 
0118. In Step C, depending on the particular application, 
the processor module may undertake Some pre-Sorting or 
other manipulation of the client information prior to the 
principal analysis of it. For example, there may be categories 
or items of information within a given a client record that are 
not utilized in the analysis and decision making procedures 
to be undertaken by the processor module in that application. 
Therefore, it may be appropriate to modify the retrieved 
client records to eliminate Such categories or items before 
further processing in undertaken in the processor module. 
0119). In step D of the processor module, the processor 
module uses the decision information to analyze and evalu 
ate the client information for that record to select the Subset 
of variable information for that client. The selected variable 
information is outputted as Step E. This may occur as each 
client record is processed or, preferably, for a plurality of 
records. The process returns to block C to retrieve the next 
client record, and processing is repeated at block D. This 
looping process is continued until all client records to be 
processed in fact have been processed in this manner. 
0120 A slightly more complicated application or process 
flow for the processor module of the preferred embodiment 
and method is illustrated in FIG. 5. FIG. 8 is similar to FIG. 
7, but is specifically adapted for preparing client communi 
cations in connection with the marketing of life insurance. 
Blocks A through C of FIG. 8 are essentially identical to 
those of FIG. 7. Bock D of FIG.8 shows considerably more 
detail as to the proceSS which occurs in this example. In 
substep D1, the insurance need of the client is identified. 
This may be done, for example, based upon information in 
the client record Such as age, marital Status, financial infor 
mation pertaining to the client, etc. Substep D2 involves 
analyzing and evaluating the client information, Such as 
demographic data, to make the Selections described in the 
Subsequent Steps. In Substep D3, the processing flow decides 
on the number and types of insurance plans to offer to this 
particular client. In Substep D4, the processing flow Selects 
the financial product or products to fit into each plan offered. 
This would be accomplished as part of the decision infor 
mation and its programming. Two Sample options are illus 
trated in the drawing figure. Option A involves presenting 
only certain products and/or the products of certain product 
carriers. Option B provides greater leeway in Selecting 
products and plans. In Substep D5, the processing flow uses 
client information, Such as for example the client's age, 
financial income, and the client's Zip code, to determine an 
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amount of coverage to be offered in each plan presented to 
that client. The process returns to block C to retrieve the next 
client record, and processing is repeated at block D. This 
looping proceSS is continued until all client records to be 
processed have been processed in this manner. 

0121 Variable information may be selected using client 
information, i.e., the decision information may include using 
client information to select the variable information for 
inclusion in the client communication. This is generally true 
regardless of the nature or content of the information actu 
ally Selected as the variable information. 
0122) In step D3 of the processor module flow depicted 
in FIG. 8, the module decides on the number and types of 
plans to be proposed to the client, which represents financial 
product variable information. This decision is based upon 
the insurance needs of the clients as identified in the decision 
information, on the client information in the client record, 
and possibly on other information Such as demographic 
information, geo-coding information, etc. This step involves 
making an informed intelligent decision regarding the pos 
Sible Solution or Solutions to the product or protection needs 
of the customer. Factors which may be considered by the 
module in this Selection process may include the client 
demographic information (e.g., age, gender, tobacco usage, 
and occupation) mortgage information, financial informa 
tion Such as income, marital information, existing policy 
information, family-related information, and other factors 
Selected by the System user and incorporated into the pro 
ceSSor module decision making criteria. 
0123 The processor module in conjunction with the 
decision information Selects the variable information, in this 
example the financial products, which Satisfy the decision 
making criteria being employed in the module. Under this 
Substep, the processor module draws from the available 
product pool the most appropriate product to fit each plan 
Selected as a candidate in this Substep. Preferably the pro 
ceSSor module has the ability to Select from a large number 
of products and product providers. In performing this Step 
D3, the processor module may take into consideration 
factorS Such as: the premium for the product, the compen 
sation paid to the System user or other provider including 
primary and Secondary compensation, legal issues, under 
Writing requirements, demographic information pertaining 
to the client, and the net cost of premiums over a Specified 
period of time. AS to legal issues, all local, State, and federal 
laws regarding insurance Sales, for example, and additional 
constraints imposed by product providerS may be consid 
ered. 

0.124. There are numerous examples in which client 
information may be used to Select client information. To 
illustrate this approach, the decision information may 
include the criteria of Selecting a first text String describing 
a financial product ("text String A') if the client has an 
annual financial income of greater than a certain amount, 
e.g., S 50,000, and Selecting a second text String ("text String 
B”), if the client's income is less than S 50,000. This 
example uses client information (annual income) to Select 
variable information (alternative financial product descrip 
tions) based upon decision information (income greater than 
or less than S 50,000). The client's age easily could be used 
instead of annual income, as could virtually any other item 
of client information. 
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0.125 To further illustrate the types of decision making 
procedures and criteria which may be embodied in the 
processor module, we will use the example of individual 
mortgage life insurance. Pursuant to the example, assume 
that each client record includes the address of the property 
Subject to the mortgage, the amount of the mortgage, the 
monthly mortgage payments and the following information 
for each borrower and co-borrower: Name, age, and gender. 
AS part of the analytical and decision making criteria 
information retrieved by the processor module, a set of 
Scenarios are provided for characterizing the client and the 
Surrounding circumstances. Illustrative examples of the Sce 
narios would include the following: 

Scenario 1: Single individual borrower. 
Scenario 2: Two borrowers of different gender, which may include a 

husband and wife, business partners, etc. 
Scenario 3: Two borrowers of the same gender, which may include a 

parent and child, siblings, business partners, gay partners, 
etc. 

0126. As part of the retrieved decision making criteria, 
the processor module would retrieve the information 
depicted graphically in FIGS. 9 through 11. If the client 
record under consideration reflected a single borrower, the 
processor module would employ the decision making crite 
ria (decision information) reflected in FIG. 9. According to 
those criteria, the processor module would determine into 
which of three mutually eXclusive categories the mortgage 
falls based on the loan amount. In this example, loan 
amounts of at least S10,000 but less than S50,000 would fall 
into category A. Loan amounts of at least fifty thousand 
dollars but less than one hundred thousand dollars would fall 
into category B, whereas loan amounts of at least one 
hundred thousand dollars would fall into category C. At a 
Second level of decision making, the age of the borrower 
would be considered. For borrowers in category Abetween 
the ages of twenty (20) and sixty-five (65), the processor 
module would select product package number 1 (P1), which 
includes three alternative plans, i.e., plan A, plan B, or plan 
C, as described in the box for package P1 in FIG. 9. Note 
that for any age or mortgage loan amounts outside the ranges 
indicated in FIG. 9, no proposal would be made because of 
issue constraints. 

0127. To the extent the client record falls into category B 
based on loan amount, the agent borrower Similarly would 
be used to further categorize the record. In this illustrative 
example, category is Segregated into two age categories, i.e., 
B1 and B2. Category B1 includes borrower of at least twenty 
(20) but less and fifty (50). Category B2 includes ages 
greater than fifty (50) but less than sixty-nine (69). Those 
records qualifying under category B1 would result in the 
proposal of a package P2. This package P2 would include 
three optional proposals, as described in the box for package 
P2 in FG 9. 

0128. For category B2, a package P3 would be proposed. 
Package P3 Similarly includes three optional plans, as 
described in the box for package P3 in FIG. 9. 

0129. For those records falling within category C, i.e., 
involving loan amounts of at least S 100,000, package P3 
would be proposed. 
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0.130. The processor module would analyze each client 
record to recognize Scenario #2, i.e., two borrowers of 
different gender. The decision making criteria and proceSS 
ing undertaken for records qualifying under Scenario #2 is 
depicted in FIG. 10. Processing under this scenario would 
be very similar to that described above with regard to FIG. 
9. At the initial level, each record would be categorized 
based on loan amount. Segregation at a Second level would 
occur based on age of the first or principal borrowers 
0131 Similarly to FIG. 9, those clients qualifying under 
Scenario #2 and falling within category A1 would be pro 
posed a package P1 which includes three optional plans, i.e., 
A, B and C. A package P2 would be proposed to those clients 
qualifying under category B1 in FIG. 10. For those clients 
qualifying under category B2, a package P3 would be 
proposed. For those clients qualifying under category B3 of 
FIG. 10, a package P4 would be proposed. For clients 
qualifying under category C1, package P5 would be pro 
posed. For those clients qualifying under category C2, a 
package P6 would be proposed. 
0.132. Where the client record indicates there are two 
borrowers of the same gender, scenario #3 would be impli 
cated. The decision making criteria and processing for this 
illustrative example is shown in FIG. 11, which follows the 
same logic and processing of FIGS. 9 and 10. 
0133. In these illustrative insurance examples, two meth 
odologies may be employed for Selecting the variable prod 
uct information, i.e., a product and/or product provider 
Specific methodology and a “best policy analysis 
methodology. Both of these methodologies taken to account 
the information from Substep D3. The first methodology 
considers each of the various factors which may be used to 
evaluate the attractiveness of that product for the particular 
client. Such factors considered by the processor module may 
include the premiums, issue constraints, compensation paid 
to the System user, product provider, etc., and underwriting 
requirement. 
0134) The “best policy' methodology evaluates and ana 
lyzes a potentially large number of product providers and 
products which best meet a specified Set of criteria, for 
example, by picking the product having the lowest premium 
for the client. 

0135) In step 1 of processor module processing according 
to this embodiment and method (FIG. 8), the module 
analyzes the past or current performance on a real-time basis 
of various Sale programs. It identifies on a real-time basis 
who is buying on any geographic or any demographic basis. 
This step involves determining what the individual client is 
most likely to buy, making the end users aware of that fact, 
recommending changes, and if given permission, or appro 
priately coded, automatically implementing the changes, 
which may occur even during the running of the module. 
0.136 To better illustrate the organization, operation and 
flow of the processor module, another example, i.e., one 
involving the logic associated with the marketing of life 
insurance, will now be explained with reference to FIG. 12. 
Steps C, D, E, ... of FIG. 12 correspond to the similar steps 
of FIG.8. In step C, the processor module retrieves a client 
record for analysis. In step D, the module identifies the 
insurance need for the client, e.g., to replace lost income. 
0.137 In step E, the module analyzes and evaluates client 
information for this client, including all pertinent client 
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demographics available to the System. The System also may 
retrieve and use additional demographic data, for example 
from a geo-coding module. 

0.138. The database module of this preferred embodiment 
includes a geo-coding module which includes geo-coding 
data. This geo-coding data can be organized by Zip code and 
includes Statistical information regarding location, average 
income, average education, average property values and the 
like within that Zip code area. It can obtain in real-time any 
field of demographic information for use contained within 
the United States census. 

0.139. In this illustrative example shown in FIG. 12, step 
F involves Segregating client records by annual income. For 
client records reflecting an annual income of less than one 
hundred thousand dollars, processing continues along a path 
Fl. For client records reflecting an annual income of at least 
one hundred thousand dollars, processing proceeds along a 
path F2. 

0140. In step G of FIG. 12, clients falling under category 
Flare offered two optional term insurance plans, depending 
on the age of the client. For those clients having an income 
of less than one hundred thousand (path F1), two term 
insurance plans would be proposed, but Specifically which 
two would depend upon the age of the client. For clients at 
least twenty (20) years old but younger than fifty (50) years, 
their choices would include a 15 year term policy and a 20 
year term policy. For clients aged at least fifty (50) but less 
than Sixty, the choices would include a 10 year term policy 
and a 15 year term policy. For clients older than sixty (60) 
but not over sixty-nine (69), the two choices would include 
a 5 year term policy and a 10 year term policy. In each of 
these instances, three separate coverage amounts for each of 
the two policies proposed would be presented. In this 
illustrative example, the System user may select between an 
Option A and an Option B. Under Option A, only specified 
products and/or Specific product providers may be consid 
ered. Under Option B, a variety of products and product 
providers may be considered in Selecting the appropriate 
plans and products for Selection. 

0141. In step H of the processor module flow of FIG. 8, 
the module Selects a Specific amount or amounts of coverage 
to propose under each plan. This decision is based on the 
information as compiled in Step D as described above. 
0142. These three coverage amounts are determined by 
multiplying the annual income by a multiplier and rounding 
(e.g., to the nearest S5,000 or S 10,000). The multiplier for 
path F1 would be 1.0, 2.5 and 5.0 for plan A, B and C, 
respectively. 

0143 For those clients who have annual incomes in 
excess of at least one hundred thousand dollars (path F2), the 
processor module optionally proposes two term insurance 
plans and one cash value insurance plan. The Specific plan 
again depend on the age of the client among other things. For 
clients at least twenty (20) but less than fifty (50) years old, 
the choices include a twenty year term policy, a 15 year term 
policy, and a universal life policy. For clients at least fifty 
(50) but no more than sixty (60), the choices include a 10 
year term policy, a fifteen year term policy, and a universal 
life policy. For clients older than sixty (60) but less than 
Sixty-nine (69), the choices proposed are a 5 year term 
policy, a 10 year term policy, and a universal life policy. In 
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this example the processor module also Selects an amount of 
coverage based on income. Specifically, five alternative 
levels of coverage are proposed corresponding to annual 
income multipliers of 1.0, 2.5 and 5.0, respectively. 
0144 Financial product information also may be used to 
Select the variable information. To illustrate, a particular 
financial product may be offered at one price in Some States 
and at another price in others. AS part of the decision 
information, the System and method may use this pricing 
information to Select text and/or pricing information as 
variable information for inclusion in the respective client 
communications. 

0145. In some instances it may be useful or otherwise 
desirable to use Separate Software packages or “link pro 
grams' to provide financial information. A link program, for 
example, may be used to calculate insurance premiums 
based on a Selected Set of client information. The premiums 
then would be imported back into the system software of 
FIG. 2 and used as financial product information, Such as 
product pricing data. 
0146 The subset or subsets of the variable information 
Selected for a given client is adapted to be inserted into or 
provided as an integral part of the corresponding variable 
portion or portions of the client communication for that 
client. Depending upon the manner in which the tasks are 
Segregated, the output of the System Software therefore may 
comprise the completed client communications ready as 
they are delivered to the clients. Short of this, however, the 
System output may comprise an intermediate product Such as 
the Subset or Subsets of the variable information themselves, 
ready for inclusion or integration into the client communi 
cation or communications, but not yet So integrated or 
merged. 
0147 In the latter instance, i.e., where the system output 
comprises unintegrated Subsets of the variable information 
themselves, ready for inclusion or integration into the client 
communications, these variable information Subsets prefer 
ably would be stored and provided as part of the client 
information database, e.g., as was provided as part of the 
initial System and method input, or as a separate database. 
Each record of the database would include the Subset of 
variable information for that client, as well as an identifier 
to identify the client, Such as client name, account number, 
etc. This client output database could be Stored, for example, 
to RAM 28, mass storage 30, or other suitable storage 
medium. 

0.148. As an optional but preferred step in the method, the 
variable information is automatically inserted into the client 
communications. This Step preferably involves generating 
the client communication according to the communication 
format, wherein the generating Step includes inserting the 
Subset of variable information into the variable portion of 
the client communication corresponding to the variable 
portion of the client communication format. The variable 
information preferably is inserted or merged into the format 
or other text of the client communication without unwanted 
gaps or Spaces, So that the entire document appears to be 
created from a Single Source, or the entire document appears 
to be an integrated whole. The merged Subset or Subsets of 
the variable information may be formatted with the same 
font or a compatible font to achieve this end. 
0149 Aprimary objective is to deliver the finalized client 
communications to the clients. Accordingly, the preferred 
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method includes a step of generating the client communi 
cations according to the communication format. The gener 
ating Step includes inserting the variable information or a 
Subset of the variable information for a given client into the 
variable portion of the client communication for that client. 
The preferred embodiment of the invention similarly 
includes output preparing means in operative communica 
tion with the processing means for preparing the client 
communication and automatically inserting the variable 
information or variable information Subset into the client 
communication. In the preferred embodiment, the output 
preparing means comprises a computer, Such as processor 12 
and its CPU 26, in conjunction with and operating under the 
Sales presentation and output module (“output module). The 
output preparing means of this embodiment also includes 
laser printer 32, modem 20, and Similar means for creating 
the final form of the client communications, whether they be 
in the form of printed paper, electronic mail, or other form. 
Where the client communication is to be transmitted on a 
network or other electronic medium, for example, the output 
preparing means may comprise another computer. 

0150. The output module uses the information obtained 
from the processor module and optionally from other 
Sources to generate, design, individualize and particularize 
all of the client communications. Marketing Solicitations, 
ads, product- or Service-related notices, presentation letters, 
followup letters, and reminders all would be examples of 
Such client communications. The output module automati 
cally prepares and outputs a client communication, for 
example, in a form of a marketing Solicitation, which 
provides information Sufficient to enable the client to make 
informed, intelligent decision regarding the purchase of the 
plans or products Selected by the processor module, or 
Sufficient to gain the interest of a prospective buyer and 
motivate him or her to seek additional information. The 
processor module creates these client communications in a 
manner using a format which personalizes and individual 
izes the information presented to the client. 

0151. The output module of the preferred embodiment 
and method does not merely insert client information in the 
header of the client communication, nor does it merely 
import product information from the generic product infor 
mation directly from the product-related database into the 
communication. The output module instead Selectively can 
use Substantial portions of client information, product infor 
mation, and in many instances other information as well to 
generate a particularized communication tailored to the 
particular client for whom the communication is to be sent. 
The communications therefore typically will vary from 
individual client to individual client. 

0152 Client communications generation according to the 
preferred embodiment and method involves organizing, for 
matting and outputting client communications using infor 
mation received generally from the processor module. AS 
explained, the processor module uses client information, 
information about available financial products, and perhaps 
other available information to recommend products, plans, 
and the like Specifically tailored to each client. The output 
module allows the System user to define a particularized 
communication format for classes of customers, Such as for 
potential individual mortgage insurance clients. It then gen 
erates highly individualized communications Specifically 
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tailored to present that client with individualized plan and 
product presentations, reminders, followup, etc. 

0153. The output module is adapted to present its output 
in a variety of forms. For example, the output can be 
displayed on display 14 for visual inspection by the System 
user, or client, etc. The output also may be in the form of a 
printed communication or document using a printer Such as 
a laser printer. It may be in the form of an automated 
document or data file or both, and it also may be in a form 
Suitable for transmission, for example, over modem 20 or to 
a network, with or without Simultaneous video conferencing. 
0154) The particular format of client communication out 
puts will depend upon the Specific circumstances, Such as 
client demographics, plans and products offered, and mar 
keting objectives of the particular application. Examples of 
client communications prepared using the preferred System 
and method and employing individual mortgage life insur 
ance programs and using a procedure Similar to that 
described above with respect to FIGS. 9-12 are attached as 
Appendix 1 and Appendix 2. 

O155 FIG. 13 presents an illustrative flow chart diagram 
of the logic flow of the output module for the preferred 
embodiment and the preferred method. In step A of FIG. 13, 
the output module retrieves work to be performed from other 
parts of the System. For example, after a set of client records 
has been processed with the processor module as described 
above, the output module would retrieve those files and store 
them in temporary memory locations So that a client com 
munication, for example, can be prepared for each client 
record. AS part of Step A, the output module retrieves 
instructions which would be used in preparing the client 
communication or other communications output. The Spe 
cific nature and content of these instructions will depend 
upon the Specific type of client communication to be pre 
pared and the Specific format for the client communication. 
The Specific examples to be presented below also provide a 
description and explanation of the types of the instructions 
used by the output module in preparing communications. 
0156. In step B of FIG. 13, client files are grouped by 
user, or by the Sales program to be used, or by other criteria 
Specified by the System user. Grouping criteria preferably 
would be Selected by the System user during a Setup phase, 
and would remain unchanged indefinitely until a different Set 
of grouping criteria is desired. 
O157 The processing of a set of client records to generate 
and output a corresponding Set of client communications 
primarily takes place between step C and F of FIG. 13. More 
Specifically in Step C the output module receives a client 
record for processing. In Step D, the output module analyzes 
and evaluates the client information from the client record, 
the corresponding output from the processor module for that 
client record, and other data or information needed to 
construct the communication. Other forms of data or infor 
mation which might be retrieved at this point could include 
geo-coding data, demographic data, and the like. 

0158. In step E, the output module uses the instructions 
for preparation of the communication, together with the data 
and information from Step D, to prepare the client commu 
nication. The Specific manner in which the instructions and 
the information are used to construct the communication 
will vary depending upon the application, the Specification 
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of the system user and other factors. To better understand 
and appreciate this aspect of the invention, however, we will 
refer to the client communication attached hereto as Appen 
dix 1, which is a Sample communication presenting indi 
vidual mortgage life insurance. Appendix 2 provides another 
very similar example, to which the description of Appendix 
1 generally applies as well. 
0159. The sample format used for this client communi 
cation includes eight Sections. Each Section may or may not 
use information variables and insertion logic to construct the 
text or presentation of the Section, and decisional logic 
(decision information) is employed to determine what if any 
States the variable is to assume. In other words, the instruc 
tions and/or decision logic may be employed in various 
places throughout a Section and throughout the entire com 
munication to adapt the communication to the particular 
circumstances of the client. The following discussion will 
provide more concrete examples of these features. 
0160 The output module may include any one or any 
combination of at least four types of logic or variables, 
including (1) customer information logic, (2) words/para 
graphs/sentence ("text) logic, (3) product/plan/amount of 
coverage/payment mode/underwriting logic, and (4) pricing 
logic. “Logic' or “variable” as referred to herein may 
involve the placement of a particular word, number, phase, 
or item of information in a particular place within the 
communication. Insertion of Such items within a blank Space 
in a Sentence would be an example. Client information logic 
refers to the place of the Selective placement of client 
information in a particular location, blank Space, or gap in a 
communication. “Text logic' refers to the insertion of 
Words, Paragraphs, Sentence etc. other than client informa 
tion, product type and related information and pricing infor 
mation, which is Selectively placed in a specific location, 
blank Space or gap in the communication. Products/Plans/ 
Amount of Coverage/Payment Mode/Underwriting Logic 
(“product logic') refers to information pertaining to any of 
these topics, which is to be placed in particular location, 
blank Space or gap in the communication. Pricing logic 
refers to pricing information which pertains to the product 
which is to be positioned in a particular location, blank Space 
or gap (variable) in the document. 
0.161 The purpose and function of each of the illustrative 
Sections as created by the output module will now be 
outlined and discussed. It should be borne in mind that this 
Sample client communication is merely an example, and that 
virtually an infinite number of alternative formats and 
designs is possible. 

0162 Section 1 describes the “need” for the proposed 
product and why the proposal or offer is being made to the 
client. In the individual mortgage life insurance application, 
the need is Straightforward, i.e., to provide funds to pay the 
mortgage or liquidate it upon the death of the mortgagee So 
the family may retain ownership of the home without the 
burden of a mortgage. In the individual life insurance 
application, the need may be leSS apparent because there are 
So many individual uses of the product, a prime example of 
which is replacement of lost income. 
0163. In terms of variables, in this section, for example, 
the client name, address, the loan number and the loan 
amount constitute client information logic gleamed from the 
client record. The entry at the top of the letter at “Co 
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Mortgager” as well as the name of the company of the third 
paragraph of the letter constitute text logic. The mortgage 
loan amount in the fourth paragraph of the communication 
again constitutes client information logic. 

0164. Section 2 of the sample form client communication 
presents proposed Solutions to the need. This usually 
involves identifying and presenting alternative plan(s) or 
financial product(s) to meet the need, and factorS Such as the 
provider, coverage and price particular to each plan and 
product. Referring again to Appendix 1, most of Section 2 
comprises product logic and pricing logic. The boxed por 
tion in which the client may select the desired plan also 
includes product logic, for example, in that not all product 
proposals will include the same plans as has been demon 
strated in the examples shown above. Much of the informa 
tion presented in the footnote Supplementing the product 
presentation involves text logic, but client information logic 
(e.g., personal information about the client), product logic, 
and pricing logic also appear in this footnote material. The 
footnotes both front and back are highly individualized 
throughout. 

0.165. In the case of individual life insurance, the pro 
posed plans may include various plans which include term 
insurance products, and permanent insurance plans Such as 
whole life, universal life, variable life, and the like. 

0166 Section 3 of the sample communication format of 
Appendix 1 explains the various products Selected by the 
processor module for presentation to the client in this 
presentation. This section may include text logic and product 
logic, for example, in that is may provide alternative 
descriptions, explanations, even different tone of writing 
depending on Such things as the age of the client. 

0.167 Section 4 of the sample communication format of 
Appendix 1 explains each plan utilized and Selected by the 
processor module. This Section typically would include text 
logic and product logic in that the description would change 
for the various products and classes of the various plans and 
products. The description of plans will vary with the plan 
Selected. In addition, for a given plan the explanation may 
change to more particularly addressed a given client or class 
of clients. For example, the explanation provided to a client 
in the twenty (20) to forty (40) year old category may differ 
from the explanation from for the same product provided to 
a client in the sixty-five (65) to sixty-nine (69) year old 
range. Similarly, the explanation for a single male may differ 
for a given product from the explanation provided for the 
Same products to a married couple. 

0168 Incidentally, the location of the various sections as 
described herein would not necessarily appear Sequentially, 
e.g., Section 1,2,3,.... The order may be changed or mixed, 
and information from one Section may be intermingled or 
interposed with information from another Section or Sec 
tions. Sections and what is contained therein also may be 
Subject to change frequently. The number of Sections also 
may vary. 

0169. Section 5 of the sample communication format 
explains to the client if there are requirements to qualify for 
a particular plan presented, if any. These requirements will 
be listed in this section 5 (if the plan requires Such based on 
among other things, amount of insurance, age, etc.) if it is 
necessary to qualify with more than just the Standard appli 
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cation presented to the client. Much of the logic here centers 
around Plan/Product/Amount of Coverage/Underwriting 
Logic, etc., text logic, and client information logic. 
0170 Section 6 of the sample communication format 
explains in clear, concise and individualized terms how to 
obtain the coverage. This Section typically will include 
customer logic in personalizing the presentation, e.g., by 
inserting the clients name in various places in the text, and 
product logic in explaining the requirements Specific to a 
particular product(s). 
0171 Section 7 of the sample communication format 
presents, in question and answer format, for example, impor 
tant information and commonly asked questions regarding 
the plans and products shown in the presentation. This 
Section typically would include text logic, e.g., to refer to the 
System user or product marketer. It also may include client 
information logic, e.g., to refer to Specific circumstances 
which the customer may encounter. 
0172 Section 8 of the sample communication format is 
variable in nature, and may be customized for a given 
application, product Set, System user, etc. It may, for 
example, provide information on how to obtain additional 
information, help with application forms, additional price 
quotes, etc. Given its customized format it may include any 
of the logic forms as variables, as may essentially any other 
Section. 

0173 Through designation by the system user in inter 
action with the System, the output module creates the format 
to be used, the specific information to be included within the 
format, and the Specific locations in the output format where 
the specific items of information will be used. It also formats 
all Sections to be easy to read and highly organized, no 
matter what amount of information is contained in the 
output. 

0.174. The method according to the invention also may 
and preferably does include a Step of automatically com 
bining the client communication with the host vehicle to 
create a combined communication, wherein the combined 
communication comprises a Single document, again using 
the term document in its broad sense. Where a plurality of 
client communications are to be prepared, this Step includes 
automatically combining the client communication for each 
of the clients with the host vehicle for the corresponding and 
respective one of the clients to create a combined commu 
nication for the corresponding and respective one of the 
clients, wherein each of the combined communications 
comprises a single document. 
0.175. In accordance with the preferred method, all client 
communications Sent to the client could be accompanied by 
an application for the financial product, together with an 
envelope or other means to facilitate return. For example, 
the client communication would be accompanied by a 
application for the products presented therein with a return 
envelope. This also could include electronic communication 
forms, Such as by return e-mail, etc. This effectively results 
in a one-step Sales process for any or all Sales programs and 
products marketed by the System. In many instances, little or 
no human interaction or involvement is required in the 
marketing and purchasing process beyond the initiation of 
the System to provide the appropriate input information. 
0176 Turning now to the administrative and support 
system as illustrated in FIG. 2, the various modules of this 
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System are intended to provide Support functions for the 
Core System modules. In addition, they include manage 
ment and administrative Support modules to aid manage 
ment in the System, including operation of the core System, 
Scheduling of follow-ups, future communications, etc., with 
little or no need for human involvement. 

0177. The production and scheduling module automates 
Scheduling of marketing Sales, preparing budgets, and the 
like. A flow diagram outlining the logical organization and 
flow of the production and Scheduling module according to 
the preferred embodiment and method is shown in FIG. 14. 
0.178 In step A of FIG. 14, the production and scheduling 
module accepts, Stores and allows for future modification 
instructions for System user(s), and for all Sales programs for 
which the system user will utilize the system. Future add-on 
Sales programs can be easily accepted. 
0179. As shown in step B of FIG. 14, the production and 
Scheduling module analyzes and evaluates the jobs which 
are to be performed by the system. This is done on a daily 
basis. With this information as an input, the production and 
Scheduling module Schedules operation of the core System 
and instructs the System to operate accordingly, as indicated 
in Step C. In the course of this Scheduling and the instruction, 
the production and Scheduling module operates according to 
a set of predetermined criteria to determine the ordering and 
Scheduling of the System operation and job performance. 
0180 AS jobs are completed, the production and sched 
uling module causes that fact and others to be recorded in 
each of the client records for which processing has been 
successfully completed. This is indicated in step E of FIG. 
14. 

0181. As an administrative support role, the production 
and Scheduling module is capable of generating hard copy, 
readable, production reports, A, on a daily basis, as indicated 
in step F. of FIG. 14. Production reports may be useful for 
System users and operators, for example, for allocating and 
providing Sufficient Supplies, paper, toner, etc. The System 
also is capable of generating management reports which can 
aid management in activity planning, resource allocation, 
budgeting, etc. 

0182. The production and scheduling module also is 
useful for automatically following up on pre-defined activi 
ties. Akey attribute of the production and Scheduling module 
is it’s ability to remember a virtually unlimited number of 
users and user Sales program(s) and implement a virtually 
unlimited number of instructions for the System to begin 
work at any point in the future. 
0183 The sales & financial report and analysis module 
("sales and report module') assembles, calculates and out 
puts Sales, test, financial and projected earnings reports. This 
can be done on a real-time basis with the preferred embodi 
ment and method. 

0184. A flow chart which illustrates the organization and 
flow of the Sales and financial report and analysis module for 
the preferred embodiment and method is shown in FIG. 15. 
This particular example pertains to the marketing and Sale of 
life insurance products. AS shown in that illustrative dia 
gram, Step A involves receiving Sales information based on 
Sales of financial products actually made. In Step B, these 
Sales results are inputted into the System, manually, by 
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Scanning, or by other methods described above which regard 
to the data input module. In step C of FIG. 15, these results 
are Stored and organized in a Sales database resident in the 
database module. 

0185. The sales report module analyzes and evaluates this 
Sales data, e.g., by Segregating and compiling it in formats 
and Statistical Summaries useful in management. Once cal 
culated, compiled, etc., the data may be incorporated into 
and reported as Sales reports, as reflected in Step E of FIG. 
15. These reports may be cumulative in nature or they may 
be non-cumulative, essentially reflecting SnapShots in time. 
The reports also may be interactive or non-interactive, 
depending on the format Selected, the output mode, etc. The 
reports may be provided to System users, management, etc. 
These reports also may be used in digital or automated form 
to interact automatically with other modules of the System, 
for example, the processor module. 
0186 The sales reports may compile such information as 
Sales demographics, penetration, etc. They may reflect Such 
Statistics on Several basics, Such as Sales Submitted, the 
number of Sales actually placed, as policies and the number 
of sales which resulted in falloff (for which no policy was 
issued or taken). 
0187. The sales module also is adapted to generate finan 
cial reports. These financial reports also may reflect Sales on 
a submitted, placed, and or falloff basis. They may be 
incorporated with other data to reflect actual and/or pro 
jected earnings reports, commission reports, and the like. 
0188 The system also supports a telemarketing function 
using the telemarketing module. An illustrative flow chart 
which outlines the organization and flow of the telemarket 
ing module according to the preferred embodiment and 
method for the marketing of life insurance products is shown 
in FIG. 16. In accordance with that flow chart, the operator 
would log on to the System and thereby gain access to it. 
Communications between the operator and clients would 
take place, for example, through inbound or outbound calls. 
For existing clients for whom a client record exists in the 
client database, that record would be retrieved and edited 
appropriately. Where no client record exists, a new one 
would be created as reflected in FIG. 16. In both instances, 
information would be entered into the system so that the 
client record reflects the appropriate client information. 
When this task is complete, the call is disconnected. At this 
Stage, the operator may instruct the System, e.g., to Schedule 
an input the client record for processing in the core System 
to generate a client communication. To create a record of the 
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communication the operator would complete the compliance 
note pad to reflect the conversation and the events which 
occurred during it. 
0189 The automated new business (“new business”) 
module Supports the processing for new business. The 
automated portion of this module Supports the future policy 
holder Service and insurance need of the client automati 
cally. Flow chart reflecting the organization and logic of this 
module is shown in FIG. 17. 

0.190 Referring to FIG. 17, as sales are made the sales 
information is received by the System user. The Sale results 
are inputted, for example, by Scanning, or by other input 
means, e.g., as disclosed in the discussion of the data input 
module. AS new Sales are made a corresponding client 
record is created in this module. The module automatically 
creates a “thank you' notification, which is particularized for 
that particular client. It confirms the products that have been 
purchased and the corresponding coverage. The automati 
cally-generated communications also lists any outstanding 
requirements the client needs to execute to obtain product. 
0191 In addition to generating a confirming notice to the 
client, the System also manages the tasks, if any which 
correspond with Sales and new business. AS reflected in 
FIG. 17, such followup tasks may include sending Submis 
Sion materials to the product provider, processing the new 
business, e.g., from an accounting perspective, attending to 
function relating to issuance of an insurance policy, place 
ment functions, etc. Client records and other System files are 
updated as appropriate to reflect the Sales, the correspon 
dence of the client, etc. 
0.192 In performing these tasks, it may be necessary in 
Some instances to undertake additional communications, 
which may implicate the communications and interface 
module. These communication may be required, for 
example to order medical examinations, to order attending 
physicians Statements, and to obtain all other information 
pertaining to the client as required under the circumstances. 
This module will follow-up on these requirements automati 
cally with no human intervention. 
0193 Additional advantages and modifications will 
readily occur to those skilled in the art. Therefore, the 
invention in its broader aspects is not limited to the Specific 
details, representative devices, and illustrative examples 
shown and described. Accordingly, departures may be made 
from Such details without departing from the Spirit or Scope 
of the general inventive concept as defined by the appended 
claims and their equivalents. 
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o:ohn Smith 
From:XYZInsurance Agency 
RE: Mortgage Life Insurance 

Page 3 of 4 

Mortgagor: John Smith 
Co-Mortgagor; Mary Smith 
loan : 51984 
Loan Amount: S100,000 

Congratulations. We have been informed that your mortgage loan has been approved. Now we have 
more good news for you, 
As you can see below, you can choose one of three different mortgage protection plans utilizing 
life insurance, each one specifically designed for your loan. We give you the cholce of selecting the 
particular type of coverage that best suits your individual needs, 
At USA Savings & Loan insurance Services, we take particular pride in providing our customers with 
superior products and services. Our mortgage protection plans, which we make available to you, are 
clear examples of this commitment 
Please review your three choices below, Based on your $100,000 mortgage loan, we feel certain that 
One is sure to meet your own specific needs and preferences, 

Critical Prodproteton Full Protection Joint Proction 

so 3 years of mortgage payments E. 
Monthly cost $1tes Monthly cost $28,48 : Monthly cout; $ 30.8 

4 year of Tortgage payments 
Monthly cost $14.32 death Benefit $100,000 death seriefit: S100,000 

Upon the coath of John 8m, provides 
instantly with noney cus to 

Syms of 4 year of mortgag payments 

Prokaa nonpy for the Troisie 
perfcfyour mortgage upon the 

day fom Tir 

Provoes noney for two manadiale paycofour mortgage upon UW 
death of son &minor Mary 

8th 

Plass indicata your choice hors; thon, see instructions on 
roverse ids. 

Yes, choose Plan... A (syn. A 4 yr. B C 
Morny (Automatic checking Acountdhdudor) wishvo be billed: Annually 

so other nicks of a ful descrpakon of this plan. As promiums above infect standard, non-bobacco folua. You use toba, row monthly soul wbas 2.3 
or Pan A 3r. and sab7 or Pin A4 rand 3894 of Piane. For Planc. If both parties use hobacco, the monthly crew bas kids. Jon LM 
toocco and lary coes not he east will be Lofdary uses tobacco and John does not the coat was bus 44.45. Aboropria as based or soc) as of date of 
kan approval; knlarnais is 40 and Marysferriding 37 

c.c.A. inaurance take in 1908 Aurights Rosarysd. 

-: 
- 
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e Customer information 20 
8 insurance Company information 
o Existing ProductiAccount 
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o Word 
o Paragraph 

Sentence 
Unlimited 
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Amount of Coverage 
Payment Mode 
Underwriting 

Actuallndividualized Pricing 12 

Total FrontPage individualizations 

FRONT OF SALES COMMUNICATION 
(duplex communication) 
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21 MPortantiformations S OFFER: 
Plass do not mistake this offur for a Group Mortugal Insurance 
offer that you may have received from tins to ting in the mall. The 
insurance being offered hire la individual coverage for our new loan 
cutornery. Our individual policos have thea advantage over most 
group mortgage life polices: 

Lower cost 
WBecause you must quality for this coverage individually, the 

cost of insurances lower thin if no qualification we needed. 
you pip in good health, Why pay ators? 

WBecause of the probability thene day that most people will not 
sty in the same home for sful 30 year mortgage, our policies 
have shortar durations than 30 year. They ars throne less 
taxpaka. 

YBecause these polices can be kept active from loan to can, 
?o muttar how often you change your-losin, you do not huwa to 
re-buy a new mortgage life policy, ut a cosis older so. 
eWury tire a change is trade 

Wuh death bonefits 

the death benefit of these polician gold as in 
mortgaga loan defensea. Your beneficiary will have extra 
money available since, after a few years, the love death 
benefit will be larger (hurth outstanding loan', 
The brieficiary may choose to use the ?toray for any 
Purpose, depth?iding upon circumstances at time of claim. Or, 
if you desiry, the daath benefit may be used or miss 
close any, finitially requested. 

exisNATN3Feachian 
9ditical Period protection plan. A 
Provides coverage in an amount sufficient For your family to pay the monthly mortgago payments of your choice of 3 years of dyears. 
This period is generally considered to be the most critical period for the 
family ?tuf the death of an income samw, The importance of Critical 
Parkx. Protection contars on the ability of the family to remain in their 
horno unlia decision can be fisco as to future plans, This choice is a 
lower exist on two to purchasing can balaeokauranco as in 
Prior C 

FulProtection.Plane 
Provice insurance for the full mortgage koan amount on the site of 

8th 100,000 will be paid in ful at the time of his death, if 
only or person's incote is primarily responsible for koan payments, 
this may be the best choke for you. 

Joint Protection Plan 
Prwks insurance of the ful mortgage koan articut; on each co 
borow. The $100,000 benefit will be paid in Aino matter which 
insured diss first. The surviving ce-borrow may keep his or her 
3100, tenefit active, Jost Prolacko is upscally knportan in 
these unsa when it on takes the combined income of two persons to 
rthout Tortgage payments. If both the bottower and the ea-borrower 
eam income, trials, perhape, the most servable choice or you. 

64's plan area of Pin. A 

HoWTooBTANThis coveRAge 9ee Ce 
CD Choose: Salad Plan A (3 or 4 year), B, or C by checking the 

tax on the bottom of page 

2 FILL OUT; 
For Plur A or 3: Kin Sinh filla cut one of the enclosed 
upplication answering as the questions (you muy diseard the 
second application} 
For Pian C: John and Mary Smith each fly out one of the arclosed 
applications answering a the questions. 
For aluation 6A: Peave indicate sithar Pan A (3 or 4 year), B. or 
C. Please disregard Quasioned 

G sight 
For Pan A or B: John Smith signs next to the two (2) radx at the 
botton of the application. 
For Planc: John Smith signs next to the two nad (2)x's at the 
botion of his application and Mary Smith sign next to this two rod 
(2)x's at he botton of her applican 

REURN: Retum this lotter snd application(s) to us in the 
post-paid Welke provided 

PN. If you Beled Plane of C; Tohap you qualify for the kowest 
cost posible, we are ranglngu short puramadical examination st 
no cost to you. This can be done at your horns of offica, the exam 
is a simple one and will cnly take 10 to 16 minutes, 

C: YWho is 8A sawings & Loan Insurunca Sarwicus? 
A: We are an insurance agency wictly owned by USA Savings & Loan. 
We wers created so our customera would have the peace of rning knowing 
that the related mortgage Insurance products they buy wers carefully 
seleciod, scrutinized for price and quality, and will be serviced by un 

Cow 

Q: Why should buy this product? 
A Mortgag protection can be wital lo the ongoing well-being of your 
family. Most people for securs knowing that in the want of the corne 
same death, the family will be rolyvad of a devailating nancial burden 

would you k4 Torv "dormation ce a quoiation on adkillioral wrourts of the 
instancs for yourse, your spout of children? Xual tallow (o-to cine of flin 
the following: 

Nairo Amount tobacco alrthdate Box type of Luf 
ar braic 

as N F Param 
sal dy J. J. M. The 

ON of Pwnan. 
- Y --- M " ' 

Call (800)878-az73 
t if you haws any questions. s Noad more information. 

Needhap with the enclosed on 

Bahad upon he can rary ratgard monthly mortgag payment at twin of can 
A piclov are undererican by xyzus irasna company, Aryan Coloma Piankurs. Fort Cr2O (saw level promium Ndlwollahawk retrol 
arm neuronopolicy), Psne utilizes Form CT208.20ear supremium andlewddaaahbana?trumebietern insurmoupolicy. Pier Cvetaw Form CT2002 yar loys 
protus and medaathbert runsanible terminarianapolic). The set benefit under Pan Asyn is 38, and unds Pan A4 yrs) is ase,430 Pop a d4 

- 

Type of Logic 
o Customer Information 
o insurance Company information 
a Existing ProductiAccount 

ation Info 
séC 

Word 
Paragraph 

o Sentence 

Plan 
Product 
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46 
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E. E. E. Eli, A.E. 

Statement Date 

Oirect inquiries to 

To: John Smith 
From: Bank USA insurance Agency, Inc. 
Re: A New EasyWay to Buy Low Cost Life insurance 

Did you know that as a customer at Bank USA, you now have a full service insurance agency 
dedicated to providing you with the insurance you want without any fuss, hassle, or pressure from . 
a commissioned insurance agent. 
We are pleased and excited to present you and Mary with an outstanding insurance offering - high 
quality term life insurance at a surprisingly affordable price, 
And, since Bank USA insurance Agency wants to make it easy for both you and Mary to obtain this 
coverage, we add an additional convenience...your premiums can be deducted automatically from 
your checking account at our Williamsbridge Branch. 
John, please review your choices below, make your selections, and call (800) 000-0000 or fax this 
page to (800) 000-0000. That's all you do. We'll take it from there. You'll quickly see how Bank USA 
insurance Agency makes buying life insurance a pleasant experience. 

Here are your individually Calculated Monthly Prices 
For John For Mary 

Death Benefit $100,000 $150,000 S200,000 $75,000 $100,000 $150,000 
10 Year 

Guaranteed term co 
SO.00 S0.00 $0.00 $0.00 $0.00 $0.00 

(if you use tobacco) ($0.00) ($0.00) ($0.00) ($0.00) ($0.00) ($0.00) 

15 Year S0.00 S0.00 S0.00 $0.00 S0.00 S0.00 
Guaranteed Terrin cry 

(If you use tobacco) ($0.00) ($0.00) (S0.00) ($0.00) ($0.00) ($0.OO) 

Applying for this insurance is EASY!! 

Call - 24 hrs. Fax this Page Branch Drop Off 
(800) 000-0000 Of (800) OOO-OOOO O Bring this page to your local 
There is NEVER an No cover page necessary branch office for processing 

obligation on your part (see below) your request below. 

if Faxing of Branch Orop-off, please check your request below and circle the amount choice you wish above 

To apply for Coverage C. For other quotes. 
For more information. O For insurance for spouse. 

insurance products are offered through Bank USA insurance Agency, knc., a subsidiary of Bank USA Corporation. Insurance products are NOT 
insured by F.D.I.C., are NOT deposits or other obligations of any bank, and are NOT guaranteed by any bank. Insurance products referenced above 
are uriderwritten and issued by XYZ life insurance Company, Anytown, USA. Rates shown are policy forms Target 10, 15, of 20, standard non-tobacco, 
of Target Select 0.5, of 20, preferred non-tobacco Class 2. Tobacco rates are based on standard tobacco for Target 10, 15. and 20, and on preferred 
tobacco Class 5 for Target Select 10, 15, and 20. Rates are based on John being male Age 54 and Mary being female Age 51. 

The NEW CO' Sales and Disnbubon System and Wirtual Agent' is protected by copyright and Palent Panding. 

1234567890.2 

This is a PIGGYBACK offer. Note the surprising number of individualizations, even on this basic initial 
offer alone. And... please also note the number of response choices NEWCO"chose to provide each 
Customer, the next two pages examine what goes into each individualized response lette?. 

Tha NEWCO' Sales Distinbubon and Oelivery System is protected by copyright and is patent pending. PIGGYBACK technology 
is protected by copyright and is patent panding. CCA insurance Ma?kating, inc 1997 All Rights Rosarved 
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BEHND THE SCENES OF EACH NEWCOTMTM SYSTEM OUTPUT 

You have just seen a sample of NEWCO'M'S PIGGYBACK" format and a sample response letter to 
a request for more information off the piggybacked offer. Now, just wait till you see the next three pages 
and find out what actually goes on behind the scenes of the three pages you have just looked at. 

Both previous samples of NEWCO" system deliveries are repeated on the following pages but this 
time color-coded so you can see what the NEWCO" system actually does...behind the scenes. 
Under-stand that each color below represents a specific type of logic that NEWCO" employs. 

NEWCO" technology gives you the way to fine-tune each individual PIGGYBACK" offer and each 
individual response letter with as much detail as you need to create a One to one marketing 
opportunity. The more you direct your offer to the individual bank customer, the better chance there is 
that your offer will be accepted. 

The NEW COTM systern is the only system that can do this in volume. 

Please use the following color codes as you review the next three pages, You will be amazed at the 
number of individual intelligent thought processes that automatically go into the creation of each 
PIGGYBACK" offer, letter and, in fact, anything that the NEWCO" system outputs. 

Personal prospect ?customer information and demographics 
insurance company information 
Specific copy detail 

Plan design, and product specifics 
Amount of coverage choices 
Payment mode 

Actual product pricing individualization 

Virtual Agent TM 

Virtual Agent M, the NEWCO" system's trademarked "brain", thoroughly thinks through each individual 
logic choice and assigns the appropriate product type, amount of coverage, even wording to each and 
every individual bank customer offer, one offer at a time no matter how great the volume. 

What cannot be seen here is that all of the individualizatio? is based on the bank customer's own 
individual demographic profile. No two offers may be exactly alike because each NEWCOTM ofter is 
individually crafted for the specific customer, 

Now that is truly unique 

The following three pages will show you just how intelligently individualized PGGYBACK" 
offers and response letters delivered in unlimited mass volumes can be. und 
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What is claimed is: 

1. A method for automatically preparing a client commu 
nication pertaining to a financial product for a client, 
wherein the client communication is for combined use with 

a corresponding host vehicle, he method comprising: 

producing a format for the client communication wherein 
the communication format includes a variable portion; 

inputting into a computer-accessible Storage medium vari 
able information other than a client identification; 
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inputting into the Storage medium decision information; 
using the decision information to Select a Subset of the 

Variable information for inclusion in a variable portion 
of the client communication corresponding to the vari 
able portion of the client communication format; and 

generating the client communication according to the 
communication format, the generating Step including 
inserting the subset of variable information into the 
Variable portion of the client communication corre 
sponding to the variable portion of the client commu 
nication format. 


