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57 ABSTRACT

The invention is directed to a system for generating a lead
by determining an estimated for a vehicle. The system may
receive vehicle identifying information; receive seller iden-
tifying information; receive information for a sample of
vehicles of the same make and model as the vehicle;
determine a value for vehicle using the vehicle identifying
information and the historical information, wholesale sales
through auctions and at dealerships; (and also vehicle con-
dition information if provided), and determine an estimated
value, estimated value range, or offer price for the vehicle
using predetermined buyer criteria and the determined
value. This offer may then be transmitted to the seller in the
form of a price certificate, appraisal report, etc., and the
seller identifying information may be transmittal to the

Aug. 14, 2003. buyer as a sales lead.
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3 http: IIZ(]B 46.244. 13/El|adeln/lnt|o aspx"chcaIe: =001001 - M|crosult |nlcmet Explouer plonded by SHSL

It's Easy!
Just complete our "vehicle Appraisal Report”, It takes about 3 minutes and you can enter all the data online.

Qur Internet Sales Manager will confirm the condition of the vehicle and give you full value for your vehicle. You may take the cash, or |
apply the equity in your vehicle toward the purchase of a new or used vehicle from Anderson Honda.

Important Information About the Virtual Appraisal Process:

i

|

!

» This offer is exclusively for private parties whose name appears on the title of the vehicle. Dealers and wholesalers are not it
eligible.

» This offer is goed for only vehicles that carry passengers, Commercial vehicles, or vehicles used by tradesmen, or vehicles !

used to carry cargo are excluded. !

» Our guaranteed price is based on the accuracy of the information you provide. i

» We reserve the right 1o adjust the price if the vehicle condition is not as represented. !

» Due tn condition issues and other factors, it is not possible for us to price every vehicle. Certain responses on this condition !

report will make it necessary to complete a physical inspection of the vehicle at the dealership before an actual value for your j

vehicle can be deter mined. |

s The price guarantee expires 10 days from date of issue. i

i

i

i

o Other restrictions may apply.

Figure 2(a)
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Figure 2(b)
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Please enter your Vehicle Identification Number - VIN i
1B3EJ46X9WN209930 a

Year 1998 PR
Make  DODGE T
Model  STRATUS a
Style N ‘
Color  |Bue [Splease Select Color an
Mileage m—j {{\:\j
2ip Code E’%ﬂ?—___i :i:f}:!

R

3y

“1Riy

fard
£

il |

Figure 2(c)



Verify Engine: @ 4-Cyl. 2.0 Liter
Verify Transmission: : 5 Speed Manual
Verify DriveTrain: & Front Wheel! Drive

Verify Equipment

I¥: Ar Conditioning Wi Compact Disc

1998 DODGE STRATUS 4D SEDAN

 4-Cyl. 2.4 Liter

Patent Application Publication Jun. 15,2006 Sheet S of 27

= Automatic

"3 Flip-Up Roof

I power Steering I3 CD Changer/Stacker I~ Sliding Sun Roof

¥ power Windows I Premium Scund
¥ Power Door Locks M Dual Arr Bags

I¥: Tiit wheel IV: ABS (4-whes!)
¥ Cruise Control Wi Leather

v amfrv Stereo Wi Power Seat

I Cassette I~i Dual Power Seats

i Moon Roof

7 Rear Spoiter

¥ Alloy Wheels

I Premium Wheels

Figure 2(d)
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Po wered b;; l?eretech

Describe the condition of your vehicle

i

{

|
Exterlor I
Body € Some Dings/Dents © Major Damage I
Paint @ DullfChipsfScratches € Major flaws/peeting !
} Glass  Chipped/Pitted  Cracked !
Lights  Replacement ;
Rust € Ssome € Rusted Through !
iHail Damage & Some € Major 3
fUnibody/Frame C: Was Repaired € Damaged £ :
Fred Collistan € Less than $2,500 € More than $2,500 2

}'l‘l‘}é
Interior i
Door Panels ©: Good > Some Aaws ¢ Damaged s
Carpets/Mats ¢ Good @ Some Flaws  Damaged }?&}j
Upholstery & Good € Some Faws € Damaged ;,:!,:,

W
Does the Vehicle have any mechanical problems? & Yes No S
J Y, Q.01 in_the_ Of I . &"
IR MR D IOl SR

Figure 2(e)
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GJ =DODGE&IcModeI=STRATUS&k:Slyle=4 ZUSEDAN &k‘le=33477&!cMEeCIa

Interior
Door Panels @ Good C: Some Flaws : Damaged
Carpets/Mats € Good & Some Flaws : Damaged
Upholstery &' Good > some Flaws : Damaged
Does the vehicle have any mechanical problems? & Yes CnNo

I Engine is Naisy or Smokes

It Head Gasket Leaking or Water in the Of
IZ: Transmission is Not Functioning or Slips
. Air Conditioning Does Not Blow Cold

I~ Battery Bad

IZ Alternator Bad

2 Brakes Needs Repairs

[Qther
Emissions @ Current € altered, Failed, Major Polluter
Odometer % Accurate CrReset € Not Working
Registration @ Current € Expired
Title € Branded 'Salvage', 'Flood, etc.

f‘]meme[ —— 7

Figure 2(f)
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wn Dodge of Greensboro - Microsoft Internet Explurer

File" Edit \ﬁew Favorites * Tools Help’

v-JBack - @ 5| ﬁ ( @Search [ Favorites @Medla {3 ] (%v S= . E

Crown Dodge of Greensboro
Mew Carzs  Used Cats Finance Serwvice Parts  Infonmation

«New Cars

Vehicle Search

Buyers Shortcut

Payment Calculator

New Car Specials  Here's how the trade-in appraisal process works:
Value Your Trade

Accessories

Progduct Research 1, Tell us what you are driving now

2. Tell us about the vehicle condition
(mostly big stuff like missing doors or bumpers)

3. Get an appraisal for your trade instantly
4. Visit the dealership for an inspection
5, Get a firm offer for your trade

6. Buy yaur next car with confidence...

_ Get Your Lertificate |

1 Avenue contact Br
E-mail us at

15 @%g&ﬂg‘ -9 159 8M

Figure 3(a)
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osoft Internet Exp!

Crown Dodge of Greensboro -

File - <Edit:- View . Favorites

Tools Help

US 2006/0129423 Al

Crown Dodge of Greensboro

N 5 Used Ca Finance Sewice Parts
*New Cars
Vehicle Search
Buyers Shortcut
Payment Calculator
New Car Specials
Value Your Trade
Accessories
Product Research

Infarrmation

Specials  Dodge Home

Please specify the vehicle to trade

vear 1998
Make  |CHEVROLET

Model |CAMARO N
Style |20 COUPE

Color 'Qg[@

Mileage IQQOQO ]
zip code 50210

Zont:
E-mailus &

auto.com

ot Brad Gaines at(

Figure 3(b)
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-3} Crown Dodge of Greensbora - Microsoft Internet Explarer

Crown Dodge of Greensboro
Mew Cars  Used Cars  Finance  Serwvie arts  Infanmation

sNew Cars

1998 CHEVROLET CAMARO 2D COUPE

Vehicle Search

Buyers Shortcut

Payment Calculator Verify Engine: @ v6 3.8 Liter

New Car Specials Verify Transmission: &5 Speed Manual > Automatic
value vour Trade Verify DriveTrain: & i

Accessories k4 ? * Rear Wheel Drive

Product Research

Yerify Equipment

¥ air Conditioning ~ Compact Disc I3 bual Power Seats
v Power Steering - CD Changer/Stacker I Flip-Up Roof
¥ power Windows [ Premium Sound N Sliding Sun Roof

¥ power Door Locks [ Integrated Phone I3 Moon Roof

¥ Tilt wheel I”: Dual Front Air Bags T 1 T-Bar Roof ‘
¥ Cruise Control ¥ aps (4-Wheel) . Rear Spoiler ‘
Vv AM/FM Stereo 7 Leather I Alloy wheels ‘
~ Cassette | Power Seat . premium wheels

| Cloretts~ .. [imapacentt.. | [@)crawn i) [ ROLSGHE S o5 am

Figure 3(c)
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rown Dodge of Greensboro - Microsoft Internet Explorer

Crown Dodge of Greensboro retyrn o crownauto.com
Pew 2 Used Carg Finance Sewice Parts  Information yeci Dodge Home

*New Cars
Vehicte Search ]
Buyers Shortcut :
Payment Calculator :
New CarSpecials  pescribe the condition of your vehicle ;
Value Your Trade
Accessories

Product Research Exterior
Body % Good " Some Dings/Dents € major Damage !
Paint %, stilt Shines & Dull/Chips/Scratchas o Major flaws/peeling ‘
Glass ® Gooci C Chipped/Pitted " cracked
Lights & Good C Replacement
Rust (O None [ Some [ Rusted Through
Hail Damage [ None o Some [ Major
Unibody /Frame [} Good [ Was Repaired e Damaged k
Spent On collision Repair (& None C: Lass than $2,500 € More than $2,500 ‘
Interior
Door Panels & Good  some Flaws € pamaged ot
Carpets /Mats & Good > some Flaws o Damaged i~

Figure 3(d)
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THelp

US 2006/0129423 Al

ot o QB B | Qe Girevete e 3| 8 5 HH

Crown Dodge of Greensbhoro

Mew Cars dCats Finance Service Pats Information  Specials  Dodge Home

«New Cars € Yes

Vehicle Search
Buyers Shorteut

Does the Yehicle have any mechanical problems?

Payment Calculator Other
New Car Specials Emissions : Current > Altered, Failed, Major Polluter
Value melr Trade Odometer & Accurate  Reset
Accessories
Product Research ~ Registration © Current C Expired
Tide % Clean Title History € Branded ‘salvage’, 'Flood’, etc

To the best of your knowledge:

Has this vehicle been in an accident/incident in which it sustained more than $500
worth of damage ?

Has this vehicle ever been used for any commercial purpose or for any purpose
other than the personal, non-commaercial use of the owner?

Was this vehicle purchased at an auction?

Has this vehicle ever been the subject of a Lemon Law claim?

Has this vehicle been altered since leaving the factory of the original manufacturer,
such as modifying the suspension, the exhaust system, or transforming it into a
conversion van?

wenue

NestiWendaver

oro, NG 27407

return to crownauto.com

(:'No

t (683) 40
rovenidody

€ Not Working

Cves ®ino i
Coves
Cives @ No
€ Yes

Yes

Figure 3(e)
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2 Crown Dodge of Greensboro Microsoft Internet Explorer

Fle Edt  Yiew Favortes Tools Help

¢

P @ 2 & l @Search -Favorites @Medla I%’ BEEE

s [ sl crommcko.comloc dodefframeset L ssPLINKNowCarstWAN=volue your brode ] (%o

Crown Dodge of Greensbora return to crownauto.cormn
Mew Cars  Used Cars Finance Sewrice Parts Information  Specials  Dodge Home

=New Cars

Vehicle Search

Buyers Shortcut

Payment Calculator

G T Y oce0 praonih o6 o (ol ealiog iernetien ©  fhoswilbe (o el

Value Your Trade patlvounnrgeiguatelinsiantly.a SR TNG Go (TR

Accessaries First )

Product Research Name: lVEWWCh Test Year: [2002 |
Last H L T
Name: e Make: [DoDbGE ]
Day Model: | DAKOTA R
LA = o = e L—

g Style: |CLUB CAB 4WD e

Evenlng H J IR b any .
Phone: 1555 - {555 - ‘55_5_’5 _iExnt. [ select

E-Mail: |support@veretech.com Color:

l Submit for Price |

3710 westiven
Greenshoro,

Figure 3(f)
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Crown Dodge of Greensboro - Micrasoft Internet Explorer

Edi View Favortes  Tools Help .

Crown Dodge of Greensboro retum to crownauto.com
Mew Cars—Used.Cats Finance .Sewice_Rarts Inionmation___Specials _Dodge Home

. New Cars Based on current market conditions and your description, Veretech has estimated the value of your vehicle to 257
Vehicle Search be:
Buyers Shortcut

Payment Calculator
New Car Speciais
Value Your Trade

Accessories $7,186 - $7,761

Product Research

1993 CHEWROLET CAMARQ 2D COUIPE

Price accurate until: February 28, 2002

Subject to Conditions on Next Page

Your Price Certificate has been sent to you by e-Mail

Lower your Tax bill?

Yes, you can save an additional $216 when you sell your trade to Crown Dodge of Greensboro.

State tax law allows you to avoid the full sales tax on a vehicle purchase when you trade your used vehicle to
the dealer. Ask your salesperson for details.

Contact Brad Gai t (2883) 409-22:
E-mail us crowndodge. dealerspace.com

@EI" ISTE
py=® Bret

Figure 3(g)
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- Newname
| “estimeated” |
‘ﬁ radle E}CXVA

InteIIipr ice ™ has estimated the
p-trade-allowance-foryour vehicle to be .~

g $22,227 - $24,000 ; @lﬁﬁﬂ

Price includes approximately $1,230 in 20 sEeadl
local tax savings when you trade with o
the dealer!*

Powered by,
INTELLIPRICE &

Figure 3(h)
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akendall lnvola (lnline Inlelliplice Demo Microsolt Intetnet Exploter provided by Piper Marbuty Rudnick & Wolle LLP

@nm@mv

T 2 Fun
@ Nadall Tapvp?
i New Twﬁ‘s Ple Owned Finance Service Parts  Callision Repait About Us Speciuls
I oPre-Owned Powesec by

flome

Intalliprica is an independent urvkﬂ. andis not affillatad
with any dealer, or veeb site pr

Take the guesswork out of trading your car or truck
Get the latest market value... right here, right nowl

e-Owned Special:
mon Law Check

Please specify the vehicle to trade
Year [Selectvear- &
Make

tModel
Style
Cofar
Mileage
Zip Code

943 S Dixie Hwy Phone: 305.665-6581 x 325  Fax: 305.665.2086
iami, It 331588

_m.,‘ BRI ) R N R W D] e
Pl »smm] = 1 THair 2000 M_ﬂi O e ey |

Figure 4(a)
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[opre-Owned

Ngxyhealch
Certificit ehictes
| Payment Calculator
i Pre.Owned Speciat:
{ Lemon Law Check
Departimen Page
i Ontine Stafl

i

10942 S Dide Hwy
Miami, fL 33156

Pre-Owned Finonee Service Pats  Colfision Repair About Us Specials

with any dealer, manufacturer or web site provider.

FORENG N
a

Take the guesswork out of trading your car or truck
Get the latest market value.., right here, right nowl!

Please specify the vehicle to trade

veor om0 ____ ____H
Make  [HONDA =
Model [accorD | =

style [4DSEDANSE

Color [Dark Green 1)

Mileage Igggpu. -
2ip Code |33477

[ vext>> ]

Phone: 305-665-6581x325  Fux: 305.655-2086

Intelliprice Is an independent service, and is not affillated

US 2006/0129423 Al

mvrm
TN W | [ o |

Figure 4(b)
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US 2006/0129423 Al

® ATa & o)

\Stop Relresh - Home | Search Favortes History

2] e e®

About Us

Pre-Qwned finunce Service Parts  Collivion Repair

8Pre-Owned

‘llrnfe’nl gy e[u‘x‘ch

iPzrymcm Calcutator 2000 HONDA ACCORD 4D SEDAN SE
rPre-0Owned Specials
i Lemnon Law Check

Nepartinent Page
Onfine Staff Verify DriveTrain: & front Whes! Drive

verify Engine: € s.cyl 2.3L VIEC [ 4-Cyl. 2.3L ULEV
Verify Transmission: & agtomatic

¥erify Equipment

W air Conditioning ~ Compact Disc T Dual Pover Seats
. power Steering Cco Changar/Stacker i Flip-Up Roof

F power windows 7 Premium Sound 7 sliding Sun Roof
V. Power Door Locks [ Integrated Phona [ Moon Roof

F Tilt whael I bual Front air Bags T Rear Spoiler
M crise Control  ¥: A8S (4-Whael) F.{alicy Whaels
. am/Fm stereo . Laather 7 Premium whaels

F cassatte i Power Seat

10943 S Dixie Hiwy e; 305-665-6581 x 325 Fax: 305.665-2086
Miami, L 33156

Figure 4(c)

Specials Home

Comrsest by
L)
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Pro-Ownod Finance Service Parts  Collizion Repail Abouf Us Spaociais tHome

any S_a‘m‘ch
Cerigicd Vehicles
Uil g pescribe the condition ot your vehicle
Pre.Qwned Special
Lemon Law Check  [E1CIAEI

Department Page  |and CGood
Ontine Statt Raof  aood  Some Flavs € bamaged

€ some Dings/Dents > major Damage

Front Bumpar @ aood C Some Flaws C pamaged |
Front spoller @ Good €5 Somne Flaws Cipamaged iui
Haod € Good & Some Flaws C Damaged 5
Laft Front Fender & good T Some Flaws C pamaged ":53
Laft Front Door @ Good © Some Flaws C pamaged ‘i"‘:
Laft Raar Door & 6ood © soma Flaws C pamaged }:;
Left Rear Fendar & Good € Soma Flaws C bamaged ;?3’%5
Truck Ud & aood € some Flaws € Damaged ,:.1:
Raar Bumper £ Good € Some Flaws € pamaged 8
Right Front Fander & Good € Some Flavs CDamaged o
Right Front Door ® Good © some Flaws C pamaged :ﬁ:
Right Rear Door € good € gome Flavs € amaged 2
Right Rear Fender & @oad C Soma Flaws C Damaged ?!'lt
Paint @ st Shines C bull/Chips/Saatches s Major flaws/peeling f:*,
Glass & Good € chipped/Pitted € cracked &
& Good C Replacemnent %
& None C some € Rusted Through
& Nona €. some o] Major

10943 S Dixie Hwy Phone: 305.665-6581 X325  Fax: 305.665.2088
i, FL 33156

Figure 4(d)
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a Kendall Toyota Online - Intelliprice Demo - Miciosoft Intemnet Exploier piovided by Piper Marhuy lludnic»k & Walle LLP

New Iayo‘ 8 Pre.Owned Tinance Service

aPre-Owned

{ Paymment Calculator

: Pre Owned Special:
Lemon Law.Check

Online Staff

10943 § Dixic Hay
Miami, fL. 33156

Ughts *” Good
& None

@ Nane

© goed

ent Dn Collision Repalr & Nona

iy g lntcrior
Departinent Page

Door Panels @ Good
Carpats/Mats & Good
Upholstary & Good

Does the Yehicle have any mechanical problems?

Qther

Parts _ Collision Repair About Us
/ Replacement

€ somae

€ some

€ Was Repaired

€ Less than $2,500

© Some Flaws
* Some Flavs
C: goma Flaws

Cves € No

Emissions & current € Altered, Failed, Major Polluter
Odometer @ Accurate € Reset
Registration 6 Current € expired

Title (-“ y € Branded 'salvage’, *Flood', etc.

Has this vehicle ever been used for any
commarcial use of the owner?

Was this vehide purchased at an auction?

Has this vehicle ever been the subject of » Lemon Lav daim?

or for any other than the personal, non-

Has this vehicle bean altered since leaving the factary of tha original manufacturer, such as madifying the
suspension, the axhaust system, or transforming it into a conversion van?

Phone: 305-665-6581x 325  Fax: 305-665-2086

Figure 4(e)

US 2006/0129423 Al

Specials Home

€ Rustad Through
C: majar
C‘Damagud

€ More than $2.500

€ damaged
. Damaged
(o Pamaged

€ Not working

B e

Pt

.
IS
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A sndail in_ynla llqlnpa -Alp{elltpxit:e Demn

6> B8 o e &b B
I &

Y

N TP

Pre.Qwned Finance Sendce Parts  Collision Repair Abowt Us Speciais Home
oPre-Owned -

Certifict Vehicles
Payment Calculalor

tventony Sqarch :

| Pre-Owned Special -~ confirmation copy by e-mall *|¢onsiderin ’ §
temon Law Check — i i} “' B
Department Page First I

Culine Staft Name:
Last I

Name:

333..:: E*DEEW r;:: Make: [TovoTA
Ehoner” T el Model:[4RUNNER

We need your contact information to send 3 Please describe the replacement vehicle you are -

 New " Pre-Owned

tal] [si} il

(eptisnal) [ stylte: {SR5 v8 SPORT UTILITY
E-Mail: Select
Color: lm“

Submit for Price

10943 S Dixie Hwy fhone: 305.665.6581x 325 Fax: 305-665.2086
: Miarni, . 33156

Figure 4(f)
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rakendall Tayota Unline - Intelliprice Demo - Miciosolt Inteinet Explorer piovided by Piper Marbury Hudnick & Wolte LLP

=] Po-[funs

Pre.Owned finance Service Parts  Collision Repair About Us Specisls tome
@Pre-Owned

Pleaso walt o while ice © the value of your vehicle and prepares your pre-

tvenioy Seaich inspection appraisal report..,

TVerHgLy Sagi
Cerified Véhittes

ayment-Calculator-|
Pre.Owned Special
Lemon Law Check

hepinrtment Page ® This prica is an estimate provided by Intelliprice, an independent online trade-in pricing service, and not by the

Online Statt dealer , the vehicle manufacturer or web site provider. Actual offer may vary depending on vehicle condition
and local market valus.

& The pre-inspection price is based on the vehicle condition as you have described it, and may be revised at the
dealership. A salespersan will contact you to arrange for your inspection appeointment.

Because it is based on the vehicle condition, the local market for used cars, and the dealers need for ar
inventory, the Intelliprice estimate may not match other general references and the more popular pricing
guidss you may have consulted. The Intelliprice estimate may be closer to the actual fair market value
established by the dealership.

Save the hassle of selling your car through the newspaper

Please stand by...

Phone: 305.665-6581x 326 Fax J05.665-2086

Figure 4(g)



Patent Application Publication Jun. 15,2006 Sheet 25 of 27

by Pipes Marbury RBudmck & Wolle LLP

e

Discuss

vortes . ook fielp

@ [

2 Stop - - Aefiesh

“Home 1' Seasch - Favorkés . History” 12

] P ik
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VEHICLE LEAD GENERATION SYSTEM USING
BYER CRITERIA

CROSS-REFERENCE TO RELATED
APPLICATIONS

[0001] This application is a continuation of U.S. applica-
tion Ser. No. 10/640,852 filed Aug. 14, 2003, which claims
priority of U.S. Provisional Patent Application Ser. No.
60/403,272, filed on Aug. 14, 2002, which are herein incor-
porated in their entirety by reference.

FIELD OF THE INVENTION

[0002] The invention relates to a system for generating
leads for the sale of vehicles. More particularly, the inven-
tion relates to a system for generating leads by determining
an offer price for a vehicle using historical data, such as
wholesale sales that occur at vehicle auctions and dealer-
ships, and dealer selected buyer criteria. Even more particu-
larly, the invention relates to an online system for generating
leads by determining an offer price for a vehicle using this
information.

BACKGROUND

[0003] In order to acquire a new vehicle, the consumer
who intends to dispose of their current vehicle must com-
plete at least three major processes. These operations can
either be performed online, in the traditional fashion at the
dealership, or through a combination of both the online and
traditional settings.

[0004] For example, if the consumer is using the Internet
to complete these operations, then they are completed as
follows. The consumer first selects the new vehicle, either by
browsing through the inventory of vehicles that the dealer
currently has on hand, or by using configuration software to
select the vehicle and the various options desired. Next, the
consumer determines the value of the vehicle that he or she
is currently driving, and ascertains how or if the value
derived from that vehicle will contribute to the acquisition of
the new vehicle. Finally the consumer considers how he/she
will pay for or finance the remainder, once the value of the
current vehicle is subtracted from the cost of the new one.

[0005] Each of these steps needs to be completed in order
for the consumer to acquire a replacement vehicle. The steps
do not necessarily have to be performed in a serial fashion,
and thus, some customers will first ascertain how much their
trade-in is worth, while others will want to understand if
their credit rating is adequate for them to finance a new
vehicle. Most consumers will select the new vehicle first,
and will generally do that by accessing a Web site operated
by an vehicle manufacturer, an portal, and/or a franchised
dealer close to their home or place of work.

[0006] A number of systems exist in the prior art for
determining the value of a used automobile. A number of
these prior art systems also allow for this valuation to be
conducted over the Internet. Examples include the National
Automobile Dealers’ Association (“NADA.”), which allows
users to determine the value of a used vehicle through their
Web site at www.nadaguides.com; and the Kelley Blue
Book, which allows consumers to determine the value of a
used car through their Web site at www.Xkbb.com.

[0007] However, these sites do not allow the consumer to
obtain an actual offer on a vehicle from a dealer. As a result,
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other systems have been developed in the prior art that allow
the consumer to obtain an actual offer for their used vehicle
over the Internet using an interactive Web site. For example,
one such site can be found at www.buyfigure.com. In order
to obtain a price offer using this system, the consumer enters
the VIN number for a particular vehicle and completes a
questionnaire. This information is then submitted to the
BuyFigure Web site where a price is determined for the
vehicle. This price is returned to the user in the form of a
demand certificate. This demand certificate can be used to
sell the vehicle to any dealer that is franchised in the
BuyFigure system.

[0008] Unfortunately, such systems have the significant
disadvantage that they do not allow the dealer to customize
an offer for the vehicle based upon dealer designated buying
criteria. This is a significant disadvantage, since particular
dealers may want to adjust their offer price based upon
factors that are of importance to them specifically. More-
over, such sites do not refer the consumer (and generate
leads) from the dealer’s own Web site. This is a significant
disadvantage as such systems can not readily be used as a
lead generating engine for specific participating dealers.

[0009] Accordingly, a system is needed that serves both
the consumer and the automobile dealer; and which enables
a dealership to ascertain the actual wholesale value of the
vehicle and to alter the offer price or other estimated value
based upon the dealer’s current buying criteria. The system
may also enable consumers who are seeking to part with
their current vehicle to secure a firm offer from a partici-
pating dealer, who is willing to purchase the vehicle. The
system is preferably accessible via the Internet, served to the
user via an existing Web site operated by the dealer or an
automotive portal.

SUMMARY OF THE INVENTION

[0010] Embodiments of the invention may incorporate a
system for generating leads for the sale of vehicles. This may
include a system for generating leads for the sale of a vehicle
by determining an offer price by a buyer, typically a dealer,
for a vehicle for sale by a seller, typically a consumer. The
system is preferably accessed by the seller over the Internet,
such as through the use of an interactive dealer Web site, but
may also be used locally, such as by a customer and/or dealer
in a dealer showroom.

[0011] The invention is preferably engaged when a con-
sumer decides to obtain an offer for the value for a vehicle
from a dealer. The value of the vehicle and/or a dealer’s offer
can be used as a credit toward the purchase of another
vehicle. Through a connection to the Internet, the consumer
can use a browser to access a local or remote Internet Web
site and interact with the system. After supplying the nec-
essary information, the consumer will receive an offer from
the dealer that may be used in buying or trading-in the
vehicle. This offer may take the form, for example, of a
demand certificate, an appraisal report, an estimated value,
and/or an estimated value range.

[0012] This may preferably be accomplished through the
use of a series of forms that are provided by the user
interface to the Web site. The information provided by the
consumer is then preferably stored in a data source, although
this is not required. A data source interface, which is in
communication with the user interface and the data source,
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can then use this information to determine the current value
of the vehicle. The data source interface can also access
historical data, such as wholesale sales that occur at vehicle
auctions and dealerships, and dealer specified buying criteria
is preferably stored in a dealer profile if in the data source.
This information can be used to generate the offer for the
vehicle, which can then be refined by using specific buying
criteria before being sent to the consumer.

BRIEF DESCRIPTION OF THE DRAWINGS

[0013] The foregoing and other aspects and advantages
will be better understood from the following detailed
description of the invention with reference to the drawings,
in which:

[0014] FIG. 1 is a diagram of a preferred embodiment of
the invention used over the Internet;

[0015] FIGS. 2(a)-(), 3(a)-(g), and 4(a)-(e) are computer
screen shots of preferred embodiments of Web page forms
for submitting vehicle identification and condition informa-
tion in accordance with the system of the invention;

[0016] FIGS. 2(g), 3(h), and 4(f) are computer screen
shots of preferred embodiments of a Web page form for
submitting seller identifying information in accordance with
the system of the invention;

[0017] FIG. 2(h) is a computer screen shot of a preferred
embodiment of a Web page demand certificate in accordance
with the system of the invention.

[0018] FIGS. 3(g) and 4(i) are computer screen shots of a
preferred embodiment of a Web page estimated value in
accordance with the system of the invention.

[0019] FIGS. 3(k) and 4(j) are computer screen shots of a
preferred embodiment of an email-based appraisal report in
accordance with the system of the invention.

[0020] FIGS. 4(g)-(k) are computer screen shots of status
message Web pages in accordance with the system of the
invention.

DETAILED DESCRIPTION

[0021] The invention will be understood more fully from
the detailed description given below and from the accom-
panying drawings of preferred (but not exclusive) embodi-
ments of the invention; which, however, should not be taken
to limit the invention to a specific embodiment but are for
explanation and understanding only.

[0022] FIG. 1 is a schematic demonstrating the typical
components used in a preferred embodiment of the invention
when used over the Internet. Those of ordinary skill in the
art will appreciate that the present invention, while described
below in connection with its use over the Internet, is
certainly not limited thereto.

[0023] As shown in FIG. 1, this embodiment of the
invention includes Seller Access, which includes Document
Viewer 1, Computer 2, and Network Connection 3
(described in more detail below), which allows sellers to
access the system of the present invention. The seller is
preferably a consumer but is not limited thereto and may be
businesses, other dealers, etc. The present invention also
preferably includes Buyer Access, which includes Docu-
ment Viewer 4, Computer 5, and Network Connection 6.
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[0024] Seller Access and Buyer Access communicate with
each other and have their transaction facilitated by, Lead
Generation System 7. Lead Generation System 7, preferably
includes at least an Internet Web Server 8, a Data Source
Interface 9, a Data Source 10, and an Email Server 11.

[0025] To input and extract information from Lead Gen-
eration System 7, an electronic document, such as a Web
page, is loaded in a conventional manner into a Document
Viewer. Each Document Viewer may be any software appli-
cation capable of viewing electronic documents and loading
additional electronic documents from within the original
document, such as through the use of a hypertext link or
form (although not limited thereto).

[0026] For example, the Document Viewer could include
a Web browser, such as Navigator from Netscape Commu-
nications or Microsoft’s Internet Explorer. The electronic
document may be loaded automatically when the Document
Viewer is first started, or may be opened into the viewer by
the user from a file stored locally or at a remote address. For
example, the user may load the document by typing the
document’s address into the Web browser’s command line.

[0027] Each Document Viewer may be accessed by the
user through any of a number of computer systems, such as
through the use of a terminal connected to a mainframe
system, from a personal computer, or over computer con-
nected to a local computer network.

[0028] Each Document Viewer is connected to the Internet
along with each respective Computer, through each Network
Connection. The Network Connection is typically made
through local telephone lines using an analog, ISDN, or DSL,
connection, though it can be over a direct network connec-
tion, such as an Ethernet network and leased line. Each
Network Connection may be a computer network that routes
any requests from each Document Viewer to the appropriate
location on the Internet. This operation is well known to
those of skill in the art. The Network Connection connects
its Document Viewer to Web Server 8 in Lead Generation
System 7 through any of a number of well-known connec-
tion schemes, such as through the use of leased lines.

[0029] Web Server 8 is typically a software application
running on a computer that is capable of forwarding or
processing requests from the Document Viewer. For
example, Web Server 8 may include any one of a number of
well-known server applications, such as the NSCA Web
server, the Apache Web server, etc. Web Server 8 passes a
document request from the Document Viewer to Data
Source Interface 9 for accessing Data Source 10. Data
Source 10 contains all of the information provided by the
Seller or Buyer as described in more detail below.

[0030] After a document, such as an HTML form (or series
of forms), is loaded into the Document Viewer, the Seller
enters in the appropriate information and activates a hyper-
text link or form “Submit” button, generating a signal back
to Data Source Interface 9, as described in more detail
below. This is preferably in the form of an HTTP request
sent over the Internet using TCP/IP and possibly a Secure
Socket Layer (“SSL”). The request may be routed through
the Network Connection and through Web Server 8 to Data
Source Interface 9. It will be appreciated that the details of
HTTP operation in conjunction with TCP/IP and SSL are
well known to those of ordinary skill in the art and will,
therefore, not be elaborated on here.
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[0031] When the HTTP request is received by Data Source
Interface 9, it may access Data Source 10 to retrieve
requested information based upon the signal from the Docu-
ment Viewer, may store information received from the
Document Viewer, may perform calculations using the
received information, or any combination of these steps. In
one embodiment of the invention, a common gateway inter-
face (“CGI”) program, well known to those of skill in the art,
may be used to parse the data from the Document Viewer.
This program acts as an interface between the Web Server 8
and/or Data Interface 9 and Data Source 10 by executing a
set of instructions. The interaction of Web servers and CGI
programs and the sending of information therebetween is
well known to those of ordinary skill in the art.

[0032] The CGI program may extract the document infor-
mation from the information passed to it by the server and
retrieve the appropriate information from Data Source 10.
This may be accomplished in a number of ways known to
those of ordinary skill in the art. For example, the CGI
program may be a database access module of one of a
number of commercial available relational database appli-
cations. Examples of such databases include Oracle, Sybase,
SQL Server, and the like. It is also possible for these systems
to be accessed directly by Web Server 8 using their own
internal data engines.

[0033] Information is submitted to or extracted from Data
Source 10, depending on the signal sent by the Document
Viewer. Data Source Interface 9 then generates a signal back
to the Document Viewer through Web Server 8. Email
Server 11 may also be used to communicate with Buyer or
Seller, preferably using a known transmission protocol, such
as SMTP (Simple Mail Transfer Protocol) or by posting the
information to a Web site where the recipient’s application
may process it further.

[0034] FIGS. 2(a)-( ), 3(a)-( ), and 4(a)-( ) illustrate
preferred embodiments of Web page forms used to submit
the vehicle identifying and condition information to Lead
Generation System 7. As shown in the Figures, the first of
these forms preferably describes how the process works,
what is required by the Seller, and any industry specific
disclaimers to deal with existing commercial codes that
affect the retail sale of vehicles, such as automobiles.

[0035] As shown also shown in the figures, the Seller is
then asked to provide the vehicle identification information,
such as the vehicle identification number (VIN) in the case
of an automobile. While the make, model, style, and year of
the vehicle may also be provided, this identifying informa-
tion can also be determined from the vehicle records for the
vehicle under the VIN. This information may be obtained,
for example, from the Black Book, well known in art, which
contains a breakdown of each manufacturer’s VIN informa-
tion, and may be stored in Data Source 10. It is also possible
for VIN related information to be maintained by the state
department of motor vehicles for the state in which the
vehicle is registered and obtained in any number of ways
well known to those of ordinary skill in the art, such as
through direct access to the department’s online database.

[0036] The Seller may then be prompted to indicate the
“trim level” of the vehicle, i.e. the optional equipment or
option packages with which the vehicle was equipped when
it left the factory. The Seller may also be prompted to
provide the number of miles that the vehicle has been driven
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since new. Finally, the Seller may be prompted for his/her
zip code. The seller’s zip code may then be matched with a
dealer, based upon the dealer’s zip code (which may be
stored in Data Source 10). The zip code of the dealer is often
an important factor to consider in establishing an accurate
value for a vehicle.

[0037] The Seller may also be presented with a list of
options that are standard trim packages for the vehicle, as
well as a number of the most common options that may have
been added to the vehicle. This gives the Seller the ability to
describe the components of the vehicle in the most compre-
hensive and accurate manner, and helps to ensure that all of
the options installed on the vehicle are taken into account
when its value is being calculated.

[0038] The Seller may then be prompted to record an
observation of the condition of the vehicle on a question-
naire. The questionnaire electronically emulates the process
of the used car appraisal that is traditionally performed in
person at the dealership. All condition flaws are noted,
whether physical or mechanical, that might reduce the
current wholesale market value of the vehicle. As each
portion of the vehicle is reviewed, the consumer is prompted
to comment on its condition, such as being “like new”,
“fair”, or “damaged”. If the Seller marks any item as being
something other than “like new”, the questionnaire can be
expanded to probe more thoroughly as to what the exact
flawed component is, and to record its current condition in
greater detail.

[0039] Once all of the vehicle identifying and condition
information has been provided, Lead Generation System 7
may prompt the Seller for contact information, including
name, street address, phone number, and email address.
Valuation System 7 may also prompt the Seller to describe
the new (or at least replacement) vehicle that the Seller is
seeking. This information can also be used to generate the
lead to the dealer. The Buyer (dealer) can contact the Seller
in order to follow up on the Seller’s interest and intent in
disposing of the vehicle and procuring another one.

[0040] Once all of this information has been received by
Lead Generation System 7, Valuation System 7 may access
Auction Data Source 12 to obtain the relevant historical
data, such as wholesale sales that occur at vehicle auctions
and dealerships, for vehicles related to the vehicle that the
Seller is offering or at least valuing for sale. Auction Data
Source 12 may comprise a single database of auction records
or may comprise multiple sources of auction related infor-
mation. Of course, this information may be manually
entered into Valuation System 7, as well. For example, this
information may be obtained from a variety of industry
sources, such as Manheim, ServNet, ADESA, and/or Digital
Microworks.

[0041] Once the historical data has been received, it may
be used, along with vehicle identifying and condition infor-
mation by Lead Generation System 7 to calculate an esti-
mated value for the vehicle in real time. For example, one
manner in which the estimated value may be calculated is by
taking the historical information to determine a base value,
adding for optional equipment, subtracting for excess mile-
age, and subtracting for physical and mechanical condition
flaws. Preferably, Lead Generation System 7 will calculate
the current average wholesale value for each vehicle based
on auction results of the last few weeks within the geo-
graphic region of the dealership (Buyer).
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[0042] Alternatively, the information may be sent to the
Buyer to separately calculate a value for the vehicle. This
information may be transmitted to the Buyer through any of
a number of conventional means, such by email using Email
Server 11, or by a facsimile generated by Lead Generation
System 7 in a manner well known to those of ordinary skill
in the art.

[0043] Lead Generation System 7 may then generate an
offer price or estimated value for the vehicle using the
initially determined value. This offer price may then be
submitted by the Buyer to Lead Generation System 7, such
as through the use of a Web page in a Document Viewer
using Web Server 8 or by an email using Email Server 11.
Lead Generation System 7 may then transmit this offer price
to the Seller, similarly through a Web page in the Document
Viewer using Web Server 8, or by an email using Email
Server 11. This offer price may take the form of a demand
certificate that the Seller can print and take to the Buyer to
accept the offer or to keep in the Seller’s records. An
example of a demand certificate is shown in FIG. 8.

[0044] In the preferred embodiment of the invention,
however, before submitting the offer price to the Buyer,
Lead Generation System 7 may refine the price using any of
a number of buyer criteria. The buyer criteria are preferably
stored in Data Source 10 in a profile for each participating
Buyer (dealer). These buyer criteria may comprise a set of
rules selected by the dealer when establishing his/her profile
in Data Source 10. The dealer profile may be established
using an interactive set of web page forms.

[0045] The actual buyer criteria may comprise an number
of factors, such as the “black book” value, well known to
those of ordinary skill in the art, or offsets to price deter-
mined by trade-in or inventory incentives, etc. These may be
selected (and modified) by the dealer from a list of items
provided through the interactive Web forms.

[0046] For example, the buyer criteria may include a price
control option, wherein pricing is restricted to a maximum
of some predetermined percentage (preferably 0 to 10%)
above the average price provided in the Black Book, NADA,
or Kelley Blue Book; or the average wholesale price. This is
further illustrated in Table 1.

TABLE 1
Appraisal Value: Discount:
From $5,000 to $10,000  reduce price by $500
From $10,001 to $18,000  reduce price by $700
From $18,001 to $25,000  reduce price by $1,000
From $25,001 to $40,000  reduce price by $1,500

[0047] Vehicle specific buyer criteria may also be used. In
other words, the average wholesale (auction) price on each
vehicle may be reduced or increased a percentage based
upon the Year, Make, Model, Style, and/or Color of the
vehicle. These pricing rules will be used in addition to the
general rules noted above.

[0048] Vehicles matching certain historical concerns may
also be excluded from the aforementioned price adjust-
ments, or even denied an offer/value altogether. Such his-
torical concerns could include, for example, vehicles that
have been used for commercial purposes, vehicles used by
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tradesmen, vehicles used to carry cargo, vehicles older than
1994 model year, vehicles with major damage or excessive
condition flaws, vehicles with major hail damage or rust,
vehicles that have sustained previous damage exceeding
$2,500, vehicles with excessive mechanical problems,
vehicles with faulty or inoperative odometers, and/or
vehicles that have branded or salvage titles.

[0049] An offset for state sales tax may also be used as
buyer criteria for modifying the offer to the Seller. For
example, state tax tables can be used to show the difference
between the tax on the purchase of a new car and the
purchase of a used car. This difference may also be used to
modify the offered value for the used vehicle accordingly.
The estimated value may be provided, and the tax savings
for that state may also be shown.

[0050] In one embodiment, such as is shown in FIG. 4(i),
for example, this value may be presented to the Seller so as
to clearly demonstrate that it is independently generated
(i.e., not calculated by the dealer whose Web site the Seller
has accessed or to whom the Seller may be in contact
regarding the sale or disposition of the vehicle). This pro-
vides the significant advantage of greatly increasing the
Seller’s willingness to rely on the value provided and the
perception that the value is fair, accurate, and/or unbiased.
This, in turn, increases the chances that the Seller will
approach that dealer.

[0051] Alternatively, however, the entire process may be
done in a private labeling manner, so that the Seller is
unaware that Lead Generation System 7 is calculating the
estimated value independently of the dealer (if that is the
case).

[0052] Once the lead is generated by Lead Generation
System 7, it may then be provided to the Buyer (dealer) in
any number of conventional manners (such as the systems
described above), and stored locally by the Buyer in the
dealer’s own database. The lead is preferably transferred and
stored in a format known and used by the industry and
usable by known lead management software, such as
Applied Virtual Vision, Sale Enhancer, DealerPoint, and/or
Car Client.

[0053] As noted above, in one preferred embodiment, the
system of the invention may calculate an estimated value for
a vehicle without requiring the VIN from the Seller. The
Seller need merely insert the Year, Make, Model, Trim,
Mileage and/or Zip. With advanced data mining techniques,
the invention can derive the value at the auction, just as
accurately as it would have had the VIN been used. This is
a significant advantage. Many consumer don’t have their
VIN handy or just considered using the VIN too laborious to
bother with. By eliminating this step, many more consumers
will be able to use the invention.

[0054] As also discussed above, the system of the inven-
tion may provide an estimated value rather than an actual
offer from the dealer to buy the vehicle. This has the
significant advantage that the dealer will feel more comfort-
able about what is expressed to the consumer. Because sales
tax savings may be added to the estimated value of the
vehicle in order to maximize the value expressed to the
consumer, this value is preferably shown as an estimated
trade allowance rather than an actual offer to purchase the
vehicle.
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[0055] In addition, it is possible that a consumer may be
disappointed with a proposed trade-in value that reflects a
lower, wholesale value, and they may decline to engage in
a dialog with dealership sales personnel. For example,
depreciation rates on 2000 and 2001 vehicles, particularly
SUVs have been extremely steep. Many consumers find that
they owe more than their vehicle is worth. To remedy this
situation to some degree, the estimated value of the inven-
tion be expressed as a range of estimated value of the
vehicle. The low end of the range can be the wholesale value
that is derived from the auction data from wholesales sales
that occur at auto auctions and/or dealerships. A range can
then be set above that value (such as 8-10%, depending on
the dealer’s preference), and the high end of the range is
calculated.

[0056] Thus, a vehicle whose wholesale value at the
auction or automobile dealership is $16,000 might have an
estimated value of “16,000 to $17,600”. This range serves
the dealer by expressing the true wholesale value, and serves
the consumer by stretching the value closer to what they
desire from their trade. In practice, if a dealer is keeping the
vehicle for his retail lot, he is more apt to make the offer
closer to high end of the range. The vehicle, in this case, will
probably be about $19.800 at the retail sale. There is still
plenty of profit and the dealer makes two customers (the
original seller and the subsequent buyer of the used vehicle)
very happy. An example of how this pricing page is broken
down is illustrated in FIG. 9.

[0057] Although this invention has been described with
reference to particular embodiments, it will be appreciated
that many variations may be resorted to without departing
from the spirit and scope of this invention. For example,
while the present invention has been described in connection
with lead generation from the valuation of automobiles, it is
not limited thereto and may include any vehicle that is
capable of being valued using historical sales data and
specific vehicle history, such as motorcycles, mobile homes,
boats and personal watercraft. Also the system of the present
invention may be implemented over a local network or
virtual private network or any internet worked system, and
is not limited to the Internet.

What is claimed is:

1. A method of generating sales leads as a service for one
or more vehicle dealerships, the method comprising:

maintaining a web site that is accessible over a computer
network by a consumer who may be considering selling
or trading in a first vehicle and potentially purchasing
a second vehicle;

offering to the consumer while the consumer is accessing
the web site to provide the consumer with an estimated
value of the first vehicle, wherein the consumer must
provide the consumer’s contact information before the
estimated value is provided;

maintaining one or more processors in association with
the web site, the one or more processors performing the
following steps

(a) receiving information indicative of the first vehicle
transmitted from the consumer over the computer
network, the information indicative of the first
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vehicle comprising one or more selected from the
group consisting of make, model, options and con-
dition of the first vehicle,

(b) receiving contact information of the consumer
transmitted from the consumer over the computer
network, and

(c) actively transmitting the contact information of the
consumer to the one or more vehicle dealerships as
a sales lead;

the one or more vehicle dealerships and consumer fol-
lowing up with one another about the one or more
dealerships potentially purchasing the first vehicle from
the consumer, or the consumer using the first vehicle as
a trade in, and the one or more dealerships potentially
selling the second vehicle or another vehicle to the
consumer; and

the one or more dealerships providing an estimated value
of the first vehicle to the consumer in accordance with
the prior offer given to the consumer.

2. The method of claim 1, wherein the step of determining
the estimated value of the first vehicle comprises consider-
ing buyer criteria selected from the group consisting of a
price control option, vehicle specific criteria, historic vehicle
issues, and a price offset for state sales tax.

3. The method of claim 1, wherein the step of determining
the estimated value of the first vehicle comprises consider-
ing historical data, adding for optional equipment, subtract-
ing for excess mileage, and subtracting for physical and/or
mechanical condition flaws.

4. The method of claim 1, wherein said vehicle identifying
information is used to generate an appraisal report.

5. The method of claim 1, wherein said estimated value is
determined as an estimated value range.

6. The method of claim 5, wherein a low end of said range
is a wholesale value derived from auction data from whole-
sales vehicle sales, and a high end is calculated as a
percentage above said low end range.

7. The method of claim 6, wherein said percentage is
between about 8 to 10 percent.

8. The method of claim 1, wherein said estimated value is
provided as a trade-in allowance accounting for state sale
tax.

9. The method of claim 1, wherein the consumer’s contact
information comprises one or more selected from the group
consisting of name, street address, phone number, and email
address.

10. The method of claim 1, wherein the estimated value
of the first vehicle is determined by comparing the infor-
mation indicative of the first vehicle received from the
consumer against a database of vehicle value information
contained in one or more data sources in communication
with the one or more processors.

11. The method of claim 1, wherein the estimated value of
the first vehicle is determined by the one or more dealer-
ships.

12. The method of claim 11, wherein the one or more
dealerships provide the estimated value to the consumer
when the one or more vehicle dealerships and consumer
following up with one another.

13. The method of claim 12, wherein the one or more
dealerships determine the estimated value from one or both
of the information indicative of the first vehicle received
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from the consumer or information obtained by an inspection
of the first vehicle, which is compared against one or more
data sources of vehicle value information available to the
one or more dealerships.

14. The method of claim 13, wherein the data sources of
vehicle value information is selected from the group com-
prising one or more of a reference book of vehicle value
information, database of vehicle value information, Black
Book, NADA, or Kelly Blue Book.

15. The method of claim 12, wherein the web site is
maintained independently of the one or more dealerships, in
order to communicate to the consumer that the web site is
unaffiliated with the one or more dealerships.

16. The method of claim 12, wherein the web site is
maintained without indicating to the consumer whether or
not the web site is affiliated with the one or more vehicle
dealerships.

17. A system of generating sales leads as a service for one
or more vehicle dealerships, the method comprising:

maintaining a web site that is accessible over a computer
network by a consumer who may be considering selling
or trading in a first vehicle and potentially purchasing
a second vehicle;

offering to the consumer while the consumer is accessing
the web site to provide the consumer with an estimated
value of the first vehicle, wherein the consumer must
provide the consumer’s contact information before the
estimated value is provided;

maintaining one or more processors in association with
the web site, the one or more processors performing the
following steps

(a) receiving information indicative of the first vehicle
transmitted from the consumer over the computer
network, the information indicative of the first
vehicle comprising one or more selected from the
group consisting of make, model, options and con-
dition of the first vehicle,

(b) receiving contact information of the consumer
transmitted from the consumer over the computer
network, and

(c) actively transmitting the contact information of the
consumer to the one or more vehicle dealerships as
a sales lead;

the one or more vehicle dealerships and consumer fol-
lowing up with one another about the one or more
dealerships potentially purchasing the first vehicle from
the consumer, or the consumer using the first vehicle as
a trade in, and the one or more dealerships potentially
selling the second vehicle or another vehicle to the
consumer; and

the one or more dealerships providing an estimated value
of the first vehicle to the consumer in accordance with

the prior offer given to the consumer.
18. The system of claim 17, wherein the step of deter-
mining the estimated value of the first vehicle comprises
considering buyer criteria selected from the group consisting
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of a price control option, vehicle specific criteria, historic
vehicle issues, and a price offset for state sales tax.

19. The system of claim 17, wherein the step of deter-
mining the estimated value of the first vehicle comprises
considering historical data, adding for optional equipment,
subtracting for excess mileage, and subtracting for physical
and/or mechanical condition flaws.

20. The system of claim 17, wherein said vehicle identi-
fying information is used to generate an appraisal report.

21. The system of claim 18, wherein said estimated value
is determined as an estimated value range.

22. The system of claim 21, wherein a low end of said
range is a wholesale value derived from auction data from
wholesales vehicle sales, and a high end is calculated as a
percentage above said low end range.

23. The system of claim 22, wherein said percentage is
between about 8 to 10 percent.

24. The system of claim 17, wherein said estimated value
is provided as a trade-in allowance accounting for state sale
tax.

25. The system of claim 17, wherein the consumer’s
contact information comprises one or more selected from the
group consisting of name, street address, phone number, and
email address.

26. The system of claim 17, wherein the estimated value
of the first vehicle is determined by comparing the infor-
mation indicative of the first vehicle received from the
consumer against a database of vehicle value information
contained in one or more data sources in communication
with the one or more processors.

27. The system of claim 17, wherein the estimated value
of the first vehicle is determined by the one or more
dealerships.

28. The system of claim 27, wherein the one or more
dealerships provide the estimated value to the consumer
when the one or more vehicle dealerships and consumer
following up with one another.

29. The system of claim 28, wherein the one or more
dealerships determine the estimated value from one or both
of the information indicative of the first vehicle received
from the consumer or information obtained by an inspection
of the first vehicle, which is compared against one or more
data sources of vehicle value information available to the
one or more dealerships.

30. The system of claim 29, wherein the data sources of
vehicle value information is selected from the group com-
prising one or more of a reference book of vehicle value
information, database of vehicle value information, Black
Book, NADA, or Kelly Blue Book.

31. The system of claim 28, wherein the web site is
maintained independently of the one or more dealerships, in
order to communicate to the consumer that the web site is
unaffiliated with the one or more dealerships.

32. The system of claim 28, wherein the web site is
maintained without indicating to the consumer whether or
not the web site is affiliated with the one or more vehicle
dealerships.



