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METHODS AND SYSTEMS FOR COMMERCE 

0001. This invention is directed to the field of business 
methods and more particularly, busineSS methods for com 
CCC. 

BACKGROUND OF THE INVENTION 

0002 The classic model of buyer-seller interaction is 
predicated on Supply and demand. Greater Supply leads to 
lower prices. Additionally, the market has always favored 
efficiency of delivery-the seller with lower costs is able to 
pass them along to the buyer and gain an advantage. 
0003. However, heretofore the ability to pass along the 
Seller's lower costs to the buyer has taken time to develop 
the nature of Standard commerce does not permit instanta 
neous or nearly instantaneous transmission of price data or 
other information that may provide the Seller with an advan 
tage over others. 
0004 What has been lacking is a mechanism for allowing 
sellers to benefit from their efficiencies, while at the same 
time allowing buyers the ability to benefit from those 
efficiencies instantaneously or nearly instantaneously. 
0005 Accordingly, it is an object of the present invention 
to provide Systems and methods for buyers and Sellers to 
instantaneously or nearly instantaneously create a commerce 
channel or channels. 

0006. It is a further object of the present invention to 
provide Systems and methods for permitting buyers and 
Sellers to make use of the realized efficiencies of the market. 

SUMMARY OF THE INVENTION 

0007. The present invention provides methods and sys 
tems for facilitating commerce by allowing for instanta 
neous or nearly instantaneous changes of price and other 
information, So that interested parties in commerce, for 
example, buyers and Sellers, may benefit from the creating, 
eliminating and modifying of instantaneous or nearly instan 
taneous commerce channels. Preferred embodiments-use 
computer networks and the network of connected machines 
known as the Internet in creating, eliminating and modify 
ing, instantaneous or nearly instantaneous commerce chan 
nels. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0008 FIG. 1 shows an embodiment of the present inven 
tion. 

0009 FIG. 2 shows the embodiment of FIG. 1. 
0010 FIG. 3 also shows the embodiment of FIG. 1. 
0011 FIG. 4 also shows the embodiment of FIG. 1. 
0012 FIG. 4a also shows the embodiment of FIG. 1. 
0013 FIG. 5 also shows the embodiment of FIG. 1. 
0014 FIG. 5a also shows the embodiment of FIG. 1. 
0015 FIG. 6 also shows the embodiment of FIG. 1. 
0016 FIG. 7 also shows the embodiment of FIG. 1. 
0017 FIG. 8 also shows the embodiment of FIG. 1. 
0018 FIG. 8a also shows the embodiment of FIG. 1. 
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0019 FIG. 9 shows another embodiment of the present 
invention. 

0020 FIG. 10 also shows the embodiment of FIG. 9. 
0021 FIG. 11 also shows the embodiment of FIG. 9. 
0022 FIG. 12 shows another embodiment of the present 
invention. 

0023 FIG. 13 also shows the embodiment of FIG. 12. 
0024 FIG. 14 also shows the embodiment of FIG. 12. 

DETAILED DESCRIPTION OF THE 
INVENTION 

0025 FIG. 1 shows a schematic diagram of a preferred 
embodiment of the present invention. This embodiment 
utilizes the interconnected network of computers known as 
the Internet. More specifically, this embodiment uses the 
World WideWeb. In other embodiments, any type of com 
munication media can be used, as long as it allows for the 
instantaneous or nearly instantaneous-Substantially con 
temporaneous-transfer of information. For example, the 
much anticipated “convergence' of broadcast, communica 
tions and digital media could function as communication 
media for the System, or in other embodiments, shopping 
channels, whether broadcast or on WebTV, interactive TV 
and/or cable, and the like could be the communication 
media. 

0026. In FIG. 1, the host database, that is the seller's, is 
Stored on a machine that contains a Website in a manner 
known in the art. That Website possesses numerous pages 
owned by the seller (also known below as the Webpage 
owner), of which one is shown in FIG. 1 being accessed by 
potential buyers and vendors. It should be noted that in this 
embodiment the database is Singular, however, multiple 
databases may be used. For example, one embodiment that 
may be used and is known in the art would be a front end 
Server functioning as a catalog Server and a back end Server 
functioning as a transaction Server. The front end Server 
would run Microsoft Site Server Commerce Edition and the 
back end server would run Microsoft SQL Server. The buyer 
visiting the site would interface with the Web server, which 
would query the SQL server as needed to assemble the 
catalog and process orders. 
0027 FIG. 2 shows a sample Webpage of the embodi 
ment of FIG. 1. In this embodiment, the Webpage permits 
open access, that is, there are no passwords or other methods 
of restricting access to the site. The two entities of FIG. 1 
would primarily be using the Website in this embodiment: 1) 
buyers; and, 2) vendors or Suppliers. 
0028. The buyer would view the item or items offered by 
the site. FIG. 2 shows a video, The Great Train Robbery, 
offered for Sale on a Webpage of the Site. The Suggested 
retail price is listed, as well as the discount price offered to 
the buyer. If the buyer wishes to purchase, he or she will 
click on the BUY IT button. He or she will then be taken 
through a Web based purchase mechanism known in the art. 
For example, Pandesic offers integrated transactional 
mechanisms for Web based ebusiness. 

0029. A vendor might also access this Webpage. The 
View is the same as Seen by the buyer, that is, for example, 
the Webpage of FIG. 2. The vendor notes the price at which 
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the product is being offered-in the example seen in FIG. 2, 
the product is offered at a price of S12.99. If the vendor 
desires to offer the product at a lower price, then it may click 
on the SELL IT button, and so change the price of the item. 
In the present case, after change by a vendor the price is seen 
at FIG. 3 to be S12.49. The vendor is now a supplier. 
0030 Thus a vendor with the ability to provide product at 
a lower cost is rewarded. It becomes an instant or nearly 
instant Supplier. This embodiment of the present invention 
has created an instantaneous or nearly instantaneous method 
of channeling trade to this new Supplier. This channel is 
dynamic: it has been created instantaneously or nearly 
instantaneously, and it can be eliminated instantaneously or 
nearly instantaneously. In this embodiment, for example, the 
prior channel, to a Supplier offering the product at S12.99 
was eliminated instantaneously or nearly instantaneously. 
This creation and manipulation occur Simultaneously: in 
effect the first channel is simultaneously or nearly Simulta 
neously, that is, Substantially contemporaneously, replaced 
with the Second channel. This channel is a dynamic Sales 
channel because it is used in a Sales situation. 

0031. In this or other embodiments, the supplier may 
choose to modify its own existing channel. In effect the first 
channel of that Supplier is simultaneously replaced with a 
Second channel to that Supplier. More preferential pricing or 
other terms may be modified in the course of its possession 
of the channel. Additionally, in this embodiment, there is 
always a Supplier, that is, an entity acting as Supplier all the 
time. 

0.032 This embodiment further permits other desirable 
parameters, Such as availability, defined here as quantity 
available, and delivery date, that is, the date by which the 
product is available FOB, to be changed as well by the 
vendor-potential Supplier. 
0033. In other embodiments, although the vendor may 
offer a price change or other modification, the actual accep 
tance by the Webpage owner or other entity might be 
delayed, Such as for verification, credit checks or other 
CaSOS. 

0034. The method used in this embodiment for the ven 
dor to change the price is seen at FIG. 4. The vendor, after 
Viewing the Webpage, may or may not decide to change the 
price as shown on the Webpage of FIG. 2. If he or she does 
not, the process of the embodiment ends. 
0035) Other embodiments may have multiple alternatives 
as explained in further detail below. For example, in other 
embodiments, as shown in FIG. 4a, the vendor may choose 
to monitor the Webpage constantly, in order to determine 
whether it would be commercially advantageous to interpose 
a new price or other parameter, or to review other Webpages 
on the Site, in order to determine if it wishes to open up new 
channels, or for other reasons, or to exit the Site entirely. Of 
course, notification may occur in addition to monitoring, or 
instead of monitoring. This would occur through methods 
known in the art. So, for example, in an embodiment, email 
could be sent to Vendors/Suppliers notifying them that their 
commerce channel has been eliminated. Any or all of these 
operations could be done manually or automatically, in a 
manner or manners known in the art. The Vendor may also, 
if desired, decide to review its pricing Structure as described 
in further detail below. This may lead to a determination that 
it can or cannot sell at the current price. 
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0036). If the vendor decides to change the price then a 
further step arises in this embodiment. The vendor will click 
on the SELL IT button of FIG. 2, and be presented with a 
Webpage similar to FIG. 5. In other embodiments, there 
may be an interposed Security Screen, calling for Security 
logon there. The Vendor is then presented with a Quick 
Pricing Screen. Here the Vendor ID: and Password: fields 
present the Secure logon, in a manner known in the art. The 
field Product Number allows for the input of the Product 
Number whose price is desired to be changed. In this 
embodiment, numberS Such as Stock Keeping Units or 
SKUs are used as product numbers, although it may be 
desired to use another System, of proprietary creation, or 
known in the art. 

0037. Once logged on, the vendor is presented with the 
Webpage of FIG. 5a. Shown in bold are the items not 
Subject to change presently by this vendor, under this Quick 
Pricing Screen. Shown in italics are the items subject to 
change by this vendor, under this Quick Pricing Screen. 
Here the vendor has the option of changing price, although 
as can be seen in this embodiment, the price is only 
permissibly decreased in increments. The first increment is 
selected by default in this embodiment. The vendor also has 
the option of changing Availability, which in this embodi 
ment means available units. Finally the vendor has the 
option of changing Delivery Date, which in this embodiment 
means the date FOB. 

0038. The vendor, if it has decreased the price by the 
minimum increment, can then click on the SELL IT button 
and instantaneously become the Supplier. This is the creation 
of a dynamic Sales channel: Vendors instantaneously obtain 
trade. It is also the elimination of a dynamic Sales channel 
for the prior Supplier. 
0039. In this embodiment, as has just been described, the 
change in price was Sufficient to create the channel. In this 
or other embodiments, a vendor's changes in other param 
eters may be enough to become the Supplier, for example, 
more preferable quantities, faster delivery and the like. The 
decision whether these or other parameters make the Ven 
dor's offers acceptable is at the Webpage's owner's discre 
tion in these embodiments, and may itself be dynamic. The 
Webpage owner, for example, may want a different quantity, 
pricing, or may want faster shipping, or may want other 
combinations that it determines are most desirable. It should 
be noted that the desirability of any particular parameters, 
and the offering of those parameters to various vendors, is 
not necessarily Subject to any predetermination, but itself 
may be dynamically changed as the Webpage owner deter 
mines its wants and needs. 

0040. Every aspect of the commercial transaction may be 
available for Vendors in various embodiments. For example, 
the pricing and availability may be controlled by one vendor, 
and the Shipping by another. There may also be cascading or 
nesting embodiments. In other words, in other embodiments, 
a vendor or vendors may have an internal embodiment or 
embodiments of the present invention So that it or they too 
may benefit from dynamic commerce channels. 
0041) Returning now to the embodiment of FIG. 5a, the 
vendor clicks on the SELL IT Button, and becomes a 
Supplier. In this embodiment, the changes are then reflected 
on the Webpage, as seen at FIG. 3-that is, the price is 
changed to the new lower price. All of the Webpage owner's 
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orders for the product are then channeled to this Supplier, in 
effect, a dynamic channel has been instantaneously opened 
up to it. 
0042. In other embodiments, the buyer may or may not 
buy the product, and may also choose to be notified if the 
price or other parameter changes. This could mean, for 
example, that a buyer would be notified if the price of a 
video changes to a desired level. The buyer could then 
initiate a purchase through various methods, Such as manu 
ally or automatically responding to the email in order to buy 
the product. In yet other embodiments, the buyer could 
choose to leave an order on hold, that is, once the price or 
other parameters met the buyer's requirements, the System 
would execute an order on behalf of the buyer. 
0043. It should be noted in that in this embodiment the 
Webpage owner obtains a commission on the Sale from the 
Supplier. A contract is formed with the channel between the 
Webpage owner and Supplier. A contract also exists between 
a buyer and the Webpage owner. 
0044) Of course in other embodiments, a contract or 
contracts do not necessarily have to be formed if the nature 
of the commerce in the channels does not require contractual 
relationships. Moreover, a commission Structure does not 
have to be used. In other embodiments, remuneration to the 
Webpage owner may not be necessary. Other methods of 
remuneration known in the art may also be used. Addition 
ally, in other embodiments, the vendors/SupplierS may com 
pete at other commerce levels. For example, in Some 
embodiments, the vendors compete on wholesale price. The 
price offered to buyers may be posted, but the vendor/ 
Supplier may actually change the price to the intermediary, 
who then offers it at the posted price, which may or may not 
change as desired, automatically or manually. Other pricing 
methods known in the art may be used as well. 
0.045. Other embodiments may not even have an inter 
mediary Such as a Webpage owner. The dynamic channels 
may be created, eliminated or modified directly, between a 
buyer and Seller, or other commercial entities. In Some 
embodiments, this may lead to a contract being formed 
directly between the entities, although in other embodiments 
a contractual relationship may not be necessary. 
0046. In the embodiment described above with regard to 
FIG. 2, the change in pricing has led to other changes. FIG. 
6 shows use of a Vendor logon Screen, which in this 
embodiment, is entered by way of an alternative Web 
address or URL, rather than a buyer-Vendor Screen. 
0047 Once this screen is successfully navigated, the 
Shipping Screen of FIG. 7 appears, brought up via recog 
nition of the vendor id number. In other words, in this 
embodiment the Vendor id number has been preassigned, 
and identifies the Vendor as a Seller of Specific goods or 
Services or the like. In this particular embodiment, the 
vendor id, when input, is recognized as that of a shipper. 
0048 Thus the Webpage illustrated in FIG. 7 is accessed, 
and shows the various Sites from which products are being 
Shipped. Here it is broken down by geographic areas. The 
Shipper clicks on the area of interest, which through use of 
cascading Screens or other methods known in the art, “drills 
down” into the areas of interest. 

0049. At FIG. 8 is shown the shipment location of a 
product from the Supplier dock, or FOB as that term is being 
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used herein. FIG. 8a shows the changed location, after, for 
example, the price change described above. The default 
Shipper's prices are shown. The Shipping vendor can review 
these prices and perhaps change them in order to capture the 
Shipping orders-in order to have a dynamic commerce 
channel opened to it. (In this embodiment, the ordering of 
the shipment is done automatically from the default Shipper, 
unless changed as described herein.) 
0050. In the embodiment of FIG. 5a above, the changes 
occur via hypertext, that is, merely by clicking on the 
options the vendor will be able to change them. Other 
methods may be used, including drop boxes or other meth 
ods known in the art. It should be noted that in this 
embodiment, the use is manual. Other embodiments may 
have automatic information transfer, that is, processes Such 
as notification, Signing on, checking prices, and modifying 
prices may be accomplished through interactions between 
the computers via methods known in the art. It should also 
be noted that the vendor may, if desired, and in preferred 
embodiments, automatically change his pricing Structure. 
For example, the vendor may automatically obtain the 
present Sale price of the product, and determine if it could 
effectively compete and lower that price if necessary. (It may 
also serve as a Source of competitive intelligence, if in fact 
the Suppliers are known to each other.) 
0051. A single vendor may, in fact, be able to change a 
number of parameters at once. For example, in other 
embodiments, a vendor may be known to Sell ten items, and 
at the Single click of a mouse, or other method known in the 
art, be able to change the price of Some or all ten at once. For 
example, in other embodiments, a Vendor may have ten 
items, in various categories, Such as three cameras, four 
tripods, and three recorders. It may then be able to change 
parameters-price and others—for an entire category of 
products at once. For example, in yet other embodiments, a 
vendor may simultaneously be able to change prices or other 
parameters by a Single factor-Such as decreasing all prices 
by two percent. 
0052. In the majority of the embodiments, the opening of 
new channels to suppliers will be invisible to the buyer, and 
thus the Supplier's identity. Occasionally, it may be desired, 
however, to disclose the Supplier's identity. 
0053 Any interaction with the Supplier could give the 
Supplier various marketing, inventory, Sales and other per 
tinent data. This might include the best Selling products, the 
best times of sale, and other information available to the 
Suppliers. Additionally, the data created by the interaction 
could be captured by the Webpage owner, and in the 
preferred embodiments it would do So, either instead of, in 
addition to, the capturing of data by the Suppliers. Addition 
ally, other embodiments may have a report back function, to 
automatically report back on inventory as it is depleted, or 
other parameters as they are affected by trade, either or both 
to the Webpage owner and to the Supplier or Suppliers For 
example, in Some embodiments, instantaneous reordering 
might be desirable. 
0054. It must be emphasized the embodiments are not 
confined to the Internet, or even computer networking. For 
example, one possible embodiment is the use of the tele 
phone System to place orders, while at the same time using 
a computer network for Suppliers. Alternatively, and in other 
embodiments, telephone or other media could be used, So 
long as they permit instantaneous or nearly instantaneous 



US 2003/0050887 A1 

updating of commercial information. Moreover, the buyer's 
use of media does not have to parallel the vendor's use, 
insofar as the buyer does not even have to know of use of the 
present invention. 
0.055 For example, in a embodiment, a buyer may use a 
telephone, letter or other method known in the art to contact 
the Seller. The Seller may simultaneously, independently of 
those transactions, be using a System to permit vendors to 
instantaneously or nearly instantaneously open up channels 
to it, the Seller. This would mean the Seller may or may not 
then pass along whatever change in prices-higher as well 
as lower-it may receive from its Supplier/vendors to the 
buyers. 
0056. At FIG. 9 is shown another preferred embodiment 
for Webbased commerce. A home page is shown in this 
embodiment. The buyer can name a number of choices. 
0057 The buyer can click on price, availability, or deliv 
ery as a priority. The buyer will then establish his or her 
product. Such a search can be by a number of variables. One 
variable used, for example, in this embodiment is category. 
The drop down box shows various product categories. Other 
Searches would be by other variables, for example, company 
model, title, artist/author or price range or any other desired 
variables or combinations of variables. This embodiment 
provides a home page environment or portal environment. 
0.058 FIG. 10 shows, for example, the results of a search 
in the entertainment category, via a methods known in the 
art. The Webpage displays the video The Great Train Rob 
bery. The price is S12.99, and the buyer could choose to buy 
it, via methods known in the art. The buyer can also choose 
to seek information on the product, in this embodiment. AS 
seen at FIG. 11 this would lead to another Webpage or 
pages. These page or pages would be Stored internally, 
and/or link manually or automatically to various Search 
engines or other directories. This may function as a “one 
stop' operation, with the ability to find research on the 
product, product news, updated information, links to manu 
facturers sites, government Sites, all without leaving the 
portal Site. In Some embodiments, even if the portal Site is 
left to follow other links, the user can return easily through 
methods known in the art, or even through creating the 
portal as the home page. 
0059 FIG. 11 shows also, in phantom, a supplier page. In 
this embodiment, this page would be invisible to the buyer, 
yet the Vendors would be able to access the current price of 
the product and lower it if desired. 
0060. Of course, it is possible to incorporate embodi 
ments with other desirable features. In one preferred 
embodiment a Web site embodiment is personalized. Its 
appearance may change according to the net use at any 
Specific time. So for example nearly a holiday Season Such 
as Christmas, the page may change to reflect dynamic 
changes in interests. These may be overridden or modified 
by the personal preference of the Webpage user. 
0061. In other embodiments, the appearance may also be 
changed according to the personal preferences of the user, by 
offering, for example, a list of options the user could use to 
construct his or her home page. The default Site, in a 
preferred embodiment, might be a blank Slate Site, when first 
visited. The user might then be requested if he or she would 
desire to change the default site to a personalized site 
through use of various options. This could, of course, give 
the user the option to change to a personalized page or blank 
Slate page when and as desired. 
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0062) These options could include areas of personal 
interest, busineSS interest, navigational tools and the like. 
For example, in Some embodiments, the user might desire to 
construct a home page that would include chat areas of 
interest, news areas of interest, links to other sites of interest, 
a friends and family or buddy list, available programming 
Such as audio or Video Streams or other “mix and match' 
approaches to constructing a personalized appearance for the 
Site. 

0063. In most embodiments the vendors are pre-ap 
proved. Additionally, in most embodiments the use will be 
via the Internet or Webpages, or other connected networks, 
Such as an intranet, So that the methods and Systems com 
prise a dynamic ecommerce channel or channels. 
0064. As noted above, embodiments of the present inven 
tion include direct buyer-vendor interactions as well. For 
example, the embodiment of FIG. 12 shows a diagram of a 
Website of a manufacturer. At FIG. 13, the Webpage of the 
embodiment shows 1.0 GB hard drives are presently being 
offered to the manufacturer at S100 each in quantities of one 
thousand. 

0065. At FIG. 14 is shown the effect on the price after 
vendor B has accessed the Webpage and changed the pric 
ing. Supplier B is now offering the drives for S95.00. A 
dynamic channel has been created, and a dynamic channel; 
has been eliminated. Other embodiments, the manufacturer 
may desire to post or offer other terms or parameters it is 
offered, in order to create modify, or eliminate dynamic 
commerce channels. 

0.066 Clearly, in especially dynamic industries, that is, 
industries where prices and other parameters fluctuate con 
stantly, this system offers benefits to the entities in those 
industries by its methods and Systems permitting instanta 
neous or nearly instantaneous dynamic commercial channels 
to be created, eliminated and modified. Just as clearly, this 
is true as well in times of economic fluctuation, Such as 
inflation, recession and the like. 
0067. The above description and the views and material 
depicted by the figures are for purposes of illustration only 
and are not intended to be, and should not be construed as, 
limitations on the invention. 

0068 Moreover, certain modifications or alternatives 
may Suggest themselves to those skilled in the art upon 
reading of this specification, all of which are intended to be 
within the Spirit and Scope of the present invention as 
defined in the attached claims. 

I claim: 
1. A method of commerce comprising: 
creating a first trade channel for a predetermined good or 

Service between a first entity and Second entity while 
Simultaneously or nearly Simultaneously eliminating a 
Second trade channel for Said predetermined good or 
Service between Said first entity and a third entity. 

2. A method of commerce comprising: 
creating a first trade channel for a predetermined good or 

Service between a first entity and Second entity using an 
instantaneous or nearly instantaneous communication 
media while Simultaneously or nearly simultaneously 
eliminating a Second trade channel for Said predeter 
mined good or Service between Said first entity and a 
third entity. 
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3. A method of commerce comprising: 
creating a trade channel for a predetermined good or 

Service between a first entity and Second entity using a 
first instantaneous or nearly instantaneous communica 
tion media while Simultaneously or nearly simulta 
neously eliminating a Second trade channel for Said 
predetermined good or Service between Said first entity 
and a third entity using a Second instantaneous or 
nearly instantaneous communication media. 

4. The method of claim 3 wherein the said first and said 
Second instantaneous or nearly instantaneous communica 
tions media are the Same media. 

5 The method of claim 4 wherein the communications 
media are networked or interconnected computers or other 
data processing devices. 

6. The method of claim 6 wherein the communications 
media are networked computers. 

7. The method of claim 6 wherein the communications 
media are the interconnected network of computers known 
as the Internet. 

8. The method of claim 1 wherein the said first trade 
channel is created at least in part using networked or 
interconnected computers or other data processing devices. 

9. The method of claim 8 wherein the communications 
media are networked computers. 

10. The method of claim 9 wherein the communications 
media are the interconnected network of computers known 
as the Internet. 

11. The method of claim 1 wherein the said Second trade 
channel is created at least in part using the networked or 
interconnected computers or other data processing devices. 

12. The method of claim 11 wherein the communications 
media are networked computers. 

13. The method of claim 12 wherein the communications 
media are the interconnected network of computers known 
as the Internet. 

14. A method of commerce comprising: 
creating a first trade channel for a predetermined good or 

Service between a first entity and Second entity, using, 
at least in part, an interconnected network of comput 
ers, and 

eliminating, Simultaneously or nearly simultaneously, a 
Second trade channel for Said predetermined good or 
Service between Said first entity and a third entity. 

15. A method as in claim 14, wherein the Step of using, at 
least in part, an interconnected network of computers further 
comprises using the interconnected network of computers 
known as the Internet. 

16. A method as in claim 14, wherein the step of elimi 
nating Said Second trade channel further comprises using, at 
least in part, an interconnected network of computers. 

17. A method as in claim 16, wherein the Step of using, at 
least in part, an interconnected network of computers further 
comprises using the interconnected network of computers 
known as the Internet. 

18. A method of commerce comprising: 

maintaining a first trade channel for a good or Service 
between a first entity and Second entity; 

eliminating Said first trade channel; 
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creating a Second trade channel for Said good or Service 
instantaneously or nearly instantaneously with the 
elimination of Said first trade channel, 

while using, at least in part, an interconnected network of 
computers. 

19. A method as in claim 18, wherein the Step of using, at 
least in part, an interconnected network of computers further 
comprises using the interconnected network of computers 
known as the Internet. 

20. A method for facilitating the purchase and sale of 
goods and Services comprising: 

offering, through an Internet presence, a good or Service 
for Sale at a first price, 

providing, through an Internet presence, means for accep 
tance of Said offers, 

providing, through an Internet presence, means for chang 
ing Said first price to a Second price by Vendors of Said 
goods or Services, thereby offering a good or Service for 
Sale at a Second price. 

21. A method for facilitating the purchase and Sale of 
goods and Services comprising: 

providing a first offer, by a first entity, for a good or 
Service using the interconnected network of computers 
known as the Internet; 

providing a means for a second entity to accept said first 
offer for Said good or Service; 

providing a Second offer, by a third entity, for Said good 
or Service to Said first entity; and, 

accepting, by Said first entity, Said Second offer of Said 
third entity. 

22. The method of claim 21 wherein the step of providing 
a first offer further comprises the Steps of providing a third 
offer by a fourth entity for said good or service at said first 
price to Said first entity, and accepting the offer from Said 
fourth entity to said first entity. 

23. The method of claim 21 wherein said first entity 
comprises an intermediary. 

24. The method of claim 21 wherein said second entity is 
a buyer. 

25. The method of claim 21 wherein said third and said 
fourth entities are vendors. 

26. The method of claim 22 wherein a first contract is 
created by accepting the third offer from said fourth entity to 
Said first entity. 

27. The method of claim 22 wherein a second contract is 
created by accepting Said Second offer from Said third entity 
to Said first entity. 

28. The method of claim 27 wherein a first contract is 
created by accepting the third offer from said fourth entity to 
Said first entity and Said first contract is terminated Simul 
taneously or nearly simultaneously with the acceptance of 
Said Second contract. 

29. The method of claim 22 wherein a third contract is 
created between Said first entity and Said Second entity. 


