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(57) Abstract: A method, system and computer program is provided for enabling live sales support for a salesperson where the
sales process depends on information or approvals from a remote office. The invention provides for the capture and digitization of
written information obtained by a salesperson in consultation with a customer. Data is transferred to one or more remote computers
defining back office systems, and processed according to pre— determined rules that support the particular sales process. Feedback
is provided to the salesperson, including, for example, enabling conclusion of a sales transaction. The invention enables the mobi-
lization of salespersons at relatively low cost while maintaining integration with office systems located at a remote office location.
The invention also enables interaction with other system(s) or personnel assisting/providing approval to the sales transaction. The
invention further enables the payment to conclude the sales transaction.
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METHOD SYSTEM AND COMPUTER PROGRAM FOR ENABLING LIVE
SALES SUPPORT

" Field of Lhe Present invention

The present 1nventlon relates to methods and technologies for supportmg and enablmg

sales transactions. The present invention more partlcularly relates to methods and

_ technologles for prov1dmg live sales support information and transactional capabilities,

such as 1mmed1ate digitization of data transfer of sales information, customer
1dent1ﬁcat10n data validation, credlt checks updatmg data files, initiation of payment -

transact1ons etc.

Background of the Present invention

- The irnportance of effective processes and supporting technologies for realizing sales is

well known. In many areas, sales agents require a variety.of tools to conduct a’sales
interaction effectively, especially in relation to products and services where closing the

sale requires the sales agent to (1) conduct a needs analysis to establish the product or

~ service that is most suited to the needs of the potential customer (and therefore most

likely to be of interest to the potential customer) 2 answer numerous product or service

related quest10ns and (3) obtain feedback from an external system(s), such feedback

cons1st1ng of, for . example, customer identification, data validation, or pricing

‘information, such information being based .on, for example, information regarding a

particular potential customer or product/serv1ce cons1dered or obtam feedback such from

a designated person, supervrsor or risk manager within the orgamzatlon who provides,

~

for example, approvals, price determinations,- transact10n authorizations in order to

conclude the sale.

Often it is desirable to conduct sales meetings at the customer’s location, whether their
home or office. Sales are often improved if it is made more convenient for the customer

to'engage in the sales process, for example, by reducing travel time for the customer or
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ﬁtting into the customer’s schedule.  These objectives are promoted by the in person

meeting at the customer’s site.

As referred to earlier, the typi(_:a.llsales process includes (1) a customer needs analysis, (2)

" capturing and processing sales information, and (3) one or more approval and/or

fulfillment processes, whereby customer’s requests are approved and/or fulfilled. The

~ entire cycle might take as long as weeks, even. months to complete. What is needed

therefore is technoldgy capability to reduce this cycle, Whereby. needs analysis, capturing; '
digitiiation and transfer of all sales related information deemed essential for the given
sales transaction, information processing, ’approval and finally the fulfillment are possible

within one session and in a short time with the customer. -

In many situations, despite the advanced state of information technology,-‘paper' based-

" systems are common for sales meetlngs at the customer’s location. The paper based
systems generally mvolve forms for managing the sales process (i.e. key information to

" be obtained from the customer, obtaining initials reflecting acceptance of key provisions

and a signature evidencing acceptance of the sales terms/conditions and transaction as a
whole).. The paper based systems also often involve sales information such as fact sheets,

brochures, specifications or demonstration/presentation materials, often organized in

- binders that enable the salesperson to show information and materials and to respond to

" questions of potential customers that arise in the sales process, including in some cases

documentation that can be left with the potential customer for further consideration.

While.the paper based systems are inexpensive from the point of view of technology
investment and are easy to use for salespersons, ong of their key disadvantages is that the
results of the sales process (e.g., customer 1nformat10n or contract resultlng from the sales
transaction) requires subsequent digitization in order to capture these results in the
various systems that are commonly used by companies to manage their valuable customer
data and contracts. This a‘dditi’onal‘ste.p of subsequent .diéitization, as opposed to
ir_nnte'diate digitization, as part of the sales process can be very costly and also error
prone, partictll\arly in the case of high volume sales transactions. Another disadvantage
of the paper based systems is that the feedback from the office mentioned above is

obtained most efficiently via electronic means that are not part of such systems by
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definition, and integrating electronic means in the paper based systerh, while desirable for
ebtaining prompt feedback, increases the cost and can be cufnbersorhe as it would require
sales agetlts to manage both paper and . electronic resources. Aecordingly, with the paper
based systems there is usually further processing that is required at the office, whether
this is digitization and processing of data recorded and submitted to the efﬁce, obtaining

approvals, confirming pricing, or generating contracts for signature based on approval.

In part to'address some of the aforesaid disadvantages of paper based systems, computer-
based sales Systems have been ‘devised that usually include a laptop and software
installed on the laptop that is operable to display sales information, assist in management |
of sales meetings, fill out electronic forms, and'possibly everi generate contracts. These
sales systems are. generally custom built for a particular o‘rganization These computer- |

based sales systems can be categonzed into systems that are de51gned to function off- lme

| and systems that function on-line (although some ex1st that are hybnd and functlon in ‘

both off-line and on-line modes). By off-line what is meant is that the system operates

. without an Internet or other type of connection to, other computer system(s) during the

actual sales session.” On-line systems require some type of Internet or. other type of

Computer-baséd sales systems that operate in off-line mode simply gather sales

information that is subsequently uploaded to the office for'further-proeessing. _ Sales

forms are made available on the computer device (usually a 1aptop) in digital form. In

addition, the system generally 1ncludes a rep031tory of sales information in electromc
form. The salesperson can fill out the sales forms electronically, and then subsequently
the salesperson connects to an office network (e.g., via a docking statlom Internet Portal,
etc.) whereby sales data, including completed sales:forms, are uploaded tov.the network
and then processed. Once a sale is approved, the necessary decaments are generated and

are sent to the customer. Once connected to the networ_k, software, sales information and

sales forms resident on the laptop are updated if necessary.

" These systems provide the advantage of real-time data digitization with or without the

capability of some degree of data editing and validation. They might also provide
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mformatron useful for the salesperson during the given sales transaction, such as

avallable components riders, accessories, possrble add -ons, etc.

With the off-line laptop based solution there is the problem "of the delay of required .
feedback from other personnel or systems thereby resulting in lengthening of the sales -

cycle. There is the additional disadvantage of the -relatively significant costs of -

_acquisition (hardware and software), replacement and upgrading, as well as maintenance

costs associated with the various (mainly software) system components overall. In

| addition many sales agents are familiar with particular paper forms and the computer-

based solutions generally involve the use of processes and 1nterfaces embodied in the
software program that the sales agent is not familiar with or comfortable with, resultmg
in training costs and barriers to adoptron Some customers that are used to paper based

forms may show a lesser degree of acceptance of the computer—based sales process.

o Moreover especially in situations where a signature 1is requrred or desirable, this

generally cannot (w1thout additional hardware and software, or the requirement for the

“customer to 'sign up under a digital srgnature scheme, such as a Pubhc Key Infrastructure

system) be collected in connection wrth the computer-based sales system In many cases,
this results in the need for a further visit by the sales agent, wmch involves the customer
signing the requisite forms, in order to maintain the in person nature of the sales cycle. In -

other words, it is sometimes not desirable to simply deliver the forms to the customer for '

_signature without an in person meeting. Scheduling and conducting these follow up yisits

can be time consuming and inconvenient for both the customer and the sales

" organization.

In addition, computer based sales systems are known where the computer (also usually a

laptop) is configured to create a live communication link with office systems during the

- sales process for interactive communication. Ensuring that an Internet connection will

exist for eyery meeting is quité difficult. Trying to verify that the customer’s site has an

Internet connection is itself time consuming, and in the end having to struggle to resolve

' these issues can result in inefficient sales meetings and a negative impression by the

customer regarding the sales agent and organization when connectivity issues are not

resolved very quickly. Also, the purpose of the in person meeting is often to save time of

' the customer, and the frequent resolution issues 1nvolved around Internet connectivity can
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obviously have the opposite effect. The increasing availability of wireless data networks '
is dnmmshmg this problem but these are not available everywhere and there are gaps in -
such networks in any case. However if a sales meeting takes place at the customer’s
office, there are obvious securrty issues involved in connecting various computer devices
(such as laptops) to corporate networks and consequently many orgamzanons have
developecl policies against this. .There is also the issue of the fairly significant costs in
connecting to such networks, not to mention the acquisition, training and other costs

associated with computer-based sales systems generally, as outlined in connection with

B the off-line computer-based systems above' In addition, the hardware, software and -

processes mvolved in ensuring that every on-line capable laptop has the same updates to
software forms, sales information, etc., are relatively costly. Furthermore the fact that "
salespersons in the field are regularly accessing the office network in sales transacnons
generally requires that the office network be configured in a manner that exposes the .
network, at least to a degree, to secunty risk, and therefore requiring additional

mvestment in reducmg this risk.

Call centers mcludmg managed computer networks and trained sales staff on personal
computer connected to such computer networks engaging in sales transactions “with
customers via a commumcatlon medium are well known. These call centres, and the
vanous supportmg technologles were devised in part to address the challenges of '
facilitating the m—person like sales experience, as outhned above, especrally in snuatrons |

where the feedback descnbed is a prerequrs1te Call centers are also meant to bé staffed

by highly tramed professionals with access to sophisticated technolog1es enabling them to

provide customer support equal or superior to that provided by a typical sales force.

Additionally, call centres, in the presence of economie$ of scale, are generally more cost

_ effective than the computer-based solutions described above and have the added

advantage of permitting the close management of the_ performance of the sales” agents

- working in such environments.

However, the call centres utilize complex technologies, and they are costly to set up .and -
maintain. Call centers are also ‘faceless’, i.e. there is a lack the face-to-face personal

touch. Because sales transactions that they facilitate are not in person, there is a loss of

_ the intimacy and the eye to eye contact that generally i'r'nproves. the effectiveness of the
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sales process. Customers often find interacting with call centres impersonal and that

communication with sales agents over the phone can be sometimes quite difficult. The
public generally resists interaction with voice applications (which often require pushing
multiple buttons and listening to multiple recorded messages), often represented b;l the
incoming phone traffic processing technolOgie_s (interactive voice response) or the
intrusiveness of outgoing sales carripaigns. Furthermore, in many situations there is the
added requirement of sending documents for approval and/or signature and getting these
documents back in order to close the sales transaction, which can result in certain sales
not being closed that would have been closed in person. The follow-up processes that are

required to obtain approval and/or signing the documents/contracts in order to complete

the sale are often lengthy and expensive. '

Various technologles are known that enable simultaneous complehon of sales forms
using a traditional wntmg and facilitate the simultaneous digital capture of the completed

form data.

For example, “digital paper” technology is ma:keted under the brand ANOTO™. The

'ANOTO™ base technology is described in U.S. Patent No. 5,852, 434 The ANOTOTM.

technology includes a paper surface that is overlald with a digital pattern con51st1ng of a
pattern of small dots printed on the paper surface in a manner that the pattern is unique
within the paper surface within localized areas. In combination with a digital (ink) pen,
when a user marks the paper surface the built-in digital camera “of the d1g1tal pen
captures images of the marks in combmatlon with the d1g1tal pattern, thereby enabling the

marks to be associated with specific locations on the paper surface.  Using

‘character/handwriting recognition software, images of marks are turned into digitized -

information and processable data.

" There is a need for a sales »System that integrates‘ paper based forms while enabling

simultaneous digitization in a sales support solution for in person sales meetings that is
operable to obtain feedback from the office related to the sales process. There is a need
for such a solution that is cost effective and has improved connectivity and availability

characteristics.
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Summary of the Present invention

The present invention is a method system and computer program for providing hve sales
support. The method system and computer program is best understood as a means for -
enabling hve sales support for a salesperson where the sales process depends on

1nformat10n or approvals from a remote ofﬁce/computer system

In one aspect, the present invention is a method for enabling 'sales support to a

. salesperson remotely located from an ofﬁce the method compnsmg receiving data from

the salesperson wherein the data is generated usmg a digital pen and sent using a

commumcatron devrce processmg the data; and generatlng feedback to the salesperson.

The feedback can 1nclude specific information, one or more approvals, one or more

requests for further information, or can enable the conclusion of a transaction.

In one embodiment of the present invention, the data is generated using the digital pen in
conjunction with a digital sales form during a consultation meeting between the
salesperson and a customer. The digital sales form and the communication device
(including the specific programrmng loaded on the commumcatron device, or functions

implemented on the commumcatlon device by operation of interactions between the

communication device and a remote server) enable: (i) digital capture of data from the

digital sales form,; and_(ii) forwarding of captured data to the office.

One representative embodiment of the present invention includes a digital pen having a
built-in pressure sensor, which activates a digital 'camera that records pen strokes,
speciﬁcally by recording the po'sition. of the pen on a paper based form; the paper based
form consists of “ldigital paper”, which includes tiny, nearly invisible dots on the surface
of the paper The digital paper and digital pen co-operate to enable the digital pen to

recognize 1ts location on the form. The drgrtal pen preferably includes a transce1ver such |
that the captured pen strokes can be sent, for exarnple to a BLUETOOTHTM—equlpped

mobile communication device nearby.

In another aspect of the present invention, a method of enabling sales support comprises

defining a particular sales form according to a particular sales process, and defining a
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processing template based on the sales form. The processing template is stored on a

remote server and used to process the data received from the salesperson.

The system of the present invention, in one aspect, comprises a digital pen used in

conjunction with a sales form, and a communication device operable to transmit data

_from'the digital pen to a server. For example, the communication device can be a mobile

phone, a tablet or laptop computer, or a mobile phone linked with a tablet or laptop
computer. Accordmgly, the communication device and the server are 1nteroperable to
compare data as agamst one or more processing templates unplemented on, or linked to,
the server.,: Depending on the input data, one or more required approvals might be
automatic, or one or more approvals may be reqhired from specific"ofﬁce personnel, for -

example.

.

- In another aspect of the system.of the present invention, an Application Program

Interface (“API”) is provided: that links to back office systems, ' the back office systems

- hosting varlous applications related to the partlcular ‘sales process. The API provides an

_ interface between the commumcatron device and the back office systems The API may

also be linked to a database the database mcludlng a rules rep051tory with one or more

processmg templates.

According to one embodlment of the present invention, the system is therefore operable
to: (1) define a d1g1ta1 sales form for a particular sales process; (i) deﬁne a processing -

template based on the d1g1tal sales form and store the processing template to a database

"(iii) digitally capture information data obtained in a sales process; and (iv) send and'

receive the digitally captured information data via a communication device to one or
more remote computers in conjunction with one or more processes that support the sales
process, €.g., approvals, risk analysis, live confirmation of availability of resources or

goods assoeiated'with the subject matter of the sales process; and (v) obtain necessary

feedback, if applicable. _The system is further operable to: (vi) obtain the results of the

| processes that'support the sales process; and (vii) thereby enable conclusion of the sale.

The computer program of the present invention, in one aspect thereof, is best understood

as a computer application or computer applications that when loaded on a computer(s)

is(are) operable to facilitate the system described above.
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The present invention advantageously enables live | support so- that  salespersons can
remotely carry out functions;that are essential to many sales transactions, such as credit
checks, setting up direct debit transactions, real time payments, etc., with relatively littl_e
processing and c_omrnunjcation infrastructure. The present invention can be specifically

applied for the provision of live sales support in the context of insurance sales, mortgage

~ applications, sales of consumer goods, and credit card/personal loan applications, as

‘examples.

‘

Brief Description of the Drawingé :

4

A detailed descnptlon of the preferred embodiments is prov1ded herein below by way of

example only and with reference to the following drawrngs in which:

FIG. lisa schematic diagram illustrating components of a system in accordance with the

present invention.

—

FIG. 2A, FIG. 2B and FIG. 2C illustrate a digital pen connected with a communication

device in three different embodiments thereof.
FIG. 3 is a schematic diagram illustrating back end systems in greater detail.
FIG. 4 is a flow chart illustrating method steps in accordance with the present invention.

FIG. 5 illustrates an example form for a particular application of the present invention,

~ namely a vessel insurance application.

FIG. 6 illustrates an ekample form for a particular application of the Apresent invention,

namely a mortgage application.

'FIG. 7 illustrates an example form for a particular application of the present invention,

namely tool sales.

FIG 8 illustrates an example form for a particular applicatlon of the present invention,

namely a credrt card/personal loan apphcatron
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In the drawings, one embodiment of the present invention is illustrated by way of
example. It is to be expressly 'un‘der'siood that the description and drawings are only for

the purpose of illustration and as an aid to 'understanding, and are not intended as a

definition of the scope, areas of application, and/or limits of the present invention.

Detailed Description of the Present lnv‘ention

The system of the present invention is best understood as a sales support system where

the sales process depends on one or more business condmons such as on approvals from _

" one or other members of personnel of a business and/or another system. The system

captures information deemed essential to: (i) determine the best possible match between

needs and available products/services; and/of (i) cornplete the actual sales process.

In one embodiment, information is ‘written with a digital pen on a form pre-printed on
digital paper, i.e. ‘a medium with digital pattern on it. This enables the information to be

1nstantly dlgltlzed with relatlvely little communication and processing infrastructure. The -

-1nformatlon can also be encrypted. ~ Any :standard (or proprietary) encryptlon

product/technology can be used, depending on the end-user requirement at hand. -

“Digital pen” in this disclosure generally lefer‘s to a prior‘ art digital ink pen which‘
incorporates a comlentional ink pen as well as a digital pen such that a user can write on &
paper form and the writing is simultaneously captured digitally by operation of the digital
pen. Examples of such pens are those marketed by MAXELL™, LOGITECH™ (for
e)lample the JO2™ pen) or the SU-1B BLUETOOTH™ Digital Pen of NOKIA™.

It should be understood that while this invention refers to “digital paper” in a number of

locations, it is not essential that the forms of the present invention be provided using a
particulal digital paper technology. In addition to the ANOTO™ .type technology
discussed above, means can be provided; for example, that enable a user to:, select a
particular digltal form that corresponds to a paper form, and then to establish a starting |
point on the paper form, which is then correlated to the digital form whereby subsequent

entries on the paper form are associated with the correspondmg ﬁelds on the dlgltal form.
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One aspect of the present invention is the end to end process of a sales transaction that is

" made possible using the system of the present invention. The actual form is provided by

or tailored for the particular company wanting to use the system. As part of the present

. invention, the form reflecting the specifics of actual product of the company to be sold is

overlaid with a unique digital pattern.

The present invention makes "salespersons technology-enabled thereby allowing the

completion of functions that are essential to many sales transactions, such as data capture,
data validation,_ customer rating, es;ablishing discount factors, credit checks, approvals,
setting up direct debit transactions, possible execution of real .time payments, etc., with
relatlvely little processing and communication mfrastructure In the absence of such .
technology enablement many sales transactions end up in time consuming and expens1ve
follow-up processmg and/or subsequent sales approval/authonzatlon - The present
invention allows compames to.deliver their products and services to the ‘door step of
their customers and complete the entire cycle of sales on-the-spot, inclusive of digitized
data capture,adata validation credit checks and . nayment proces_sing, capturing of

customer’s signature, etc.

~ Use of the present invention creates the ability to digitize all relevant information at the

point of inception G.e. point of saie) and its transfer to an office for further processing.

The nature of processing and the systems used for same vary from company to company.

Insurance compames for instance, typlcally have well-defined processes and have

different systems to help to analyze and approve nsks. The underwriting process often

includes staff with specialized expertise as well.

The fact that, with the present invention, all information generally required to conduct the

needs analysis or the sales process exists on paper in written format means that the

“system of the present invention can also serve as back-up solution in case there is a

network failure disabling. communication between the salesperson and the office or any

other system break-down.

It should be understood that one of the advantages of the present invention is that it

enables the mobilization of salespersons at a relatively low cost, while maintaining

integration with office systems at a remote location. In a business where traditionally
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customers attend at the location of the seller the present invention is particularly suited to
generatmg sales in relation to individuals who for a number of reasons cannot integrate

the sales process requmng travel to another location 1nto their schedules.

One example of such a person is a busy professronal especially if s/he works relatively '

far from the seller’s location and/or there is srgmflcant traffic congestron in the relevant

N area. Another example is a person providing care to children for whom it could be qurte A

mconvement to find alternate childcare to engage in a sales transaction. With these
individuals the present technology offers an easy and inexpensive way to mobilize a sales

force using forms .that the salesperson- may already. ‘be familiar with and while

" maintaining electronic connection with any back office (system) linked to the sales( :

- . ~

process.

One example that illustrates the advantages of the present invention is the purchase of an

automobile. Dealerships are often located relatively far away from where people work. - -

The purchase of an automobile for certain individuals is often delayed because the sales

transaction does not it in with the schedule of the potential buyer. The present invention
in this case enables customer service to be custonnzed in such cases by havmg a sales
agent attend the workplace ofa customer With the digital forms, as descrlbed and sales
literature in hand, the salesperson can conduct the entire transaction involving for
example approval for financing and determining delivery date of a particular model with
specific features selected by the customer in essentially real time at the location that ‘suits

the customer, and with relatively low infrastructure costs and 'training cost to the

Idealershrp The present 1nvent10n enables, for example, a salesperson in a car dealership

to schedule vrsrts to regular customers with' demanding _]ObS during down times at the

sales location.

As best illustrated in FIG. 1, it should be understood that the system of the .presentA
invention relies on and is based on three main technology components: (i) a digital sales

form (100) (ii) a digital pen (1()2) and (iii) and a communication device (104).

In thrs disclosure a “digital -sales form” refers to a paper form that relates to a sales

~ process and enables the digital capture of data in a structured format that relates to the -

digital sales form. More particularly, the “drgrtal sales form” refers to a paper form that
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enables simultaneous digitization, or is linked to a means for providing such digitization.
Still more particularly, the. “digital sales form” refers to a form that embodies the steps of
a sales process 1nclud1ng obtarmng feedback related to the sales process from a remote °

office in essentially real time.

~ The system of the present invention is therefore operable to: (i) capture and digitize

written information obtained during the sales proceSS' ”and (i) transfer the data captured
dlgitally and optronally encrypted to one or more remote computers defining back ofﬁce
systems (110) according to pre- deﬁned rules that support the sales process, e.g.,
approvals, risk analysrs real time conﬁrrnation of availability of resources or goods

associated with the subJect matter of the sales process.

The system is further operable to obtain the results of the interaction(s) with other

processing systems database(s) and/or possrbly with expert staff that support the sales

A process, by, for example, providing approval, and thereby provrde specific feedback

’ and/or enabling conclusion of a sale with a live commitment from both the

servic_e/product provider and also of the customer. The customer’s signature can be
obtained on the digital sales form and also captured digitally on the digital paper with

biometric accuracy, -if necessary. A technology- for” capturing d1g1ta1 srgnatures and

- seahng” the document for authentication purposes such as that marketed by TRODAT™

can be used.

In a particular embodiment of the present invention where digital paper is used to provide‘
the digital sales forms (100), the forms are made unique as a batch or each page

individually is unique, and therefore, for example, an insurance application form

provided in this manner can also serve as an: insurance policy form, once the office

underwrites the risk and authorizes the real time issuance of the policy number. In a
particular aspect of the unplementatron of the present invention, a unique ID associated

with an insurance apphcation form, for example can also be used as.a sales authorization

number and/or policy number.

In another aspect of the present invention, there is a design phase that relates to designing.

. the particular digital sales form (100)'. A company supplies ‘the paper based form(s) to be

utilized during a sales process along with the rules for processing the information
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captured on the form. In most cases, such forms used by'companies are designed to

contain all information necessary to complete the sale of a particular product. " The

‘des1gn/structure of the form i is reviewed ensuring that it conforms to the live sales process

“based on the pOSS1b1ht1es of interactive commumcatlon facilitated by the present

invention with the salesperson in the field. Itis important that all information relevant for
making proper decision(s) is captured and transmitted for processing. Knowing what
information is required by the systems at the remote office in order to support the sales at

hand is an important consideration. Once that information (i.e. the content of the form) is

known, the layout/sequence of the data fields is established in conformity with the

sales/approval process.

It should be understood that the digital sales forrn.(lOO) can be “optimized” in the sense |

that the  sales process and form that embodies the sales process in the sequenCe‘of

- questions and answers that are obtamed in completing the form, can be structured in a

way that feedback is obtalned in essentially real time, in a manner that does not disrupt
the overall sales -process. For example, aspects of the digital sales form (100) that require
confirmation or approval can be placed in the sales process and-the digital sales form |
(100) in a way that the tirne required in order to obtain tlle feedback is s'pent‘by providing

information, answering questions to, or obtaining information from the customer. In

- other words, interruption of the sales process by the feedback processes is reduced or

eliminated all together. -

Subsequent to the finalization of the layout, the sales form is “overlaid” with a digital .
pattern as described and allocated to the particular digital sales form in order to enable
the real time digitization of data to be written on it. The digital pattern can be unique per

page or per batch of forms depending on the ‘given business requlrements of the

company

Each d1g1tal pen (102) has a unique ID enabling the company to identify the salesperson

as per each data transmission. This partlcular feature enables the company not only to

- maintain an accurate audit trail but also allows important sales information to be derived

regarding the information and relationship management with customers.
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- The digital lpen (102) can be linked to a character recognition program, whether

associated with the communication device or a computer in addition- to the

" communication device. Examples of sultable character recognition program such as

MYS CRIPT™ from VISIONOBJ ECTSTM

Informatlon written on the digital sales form (100) with the digital pen (102) is digitized,

optlonally encrypted and stored, and thereby _1s ready for transmission via the
communication device (104). For e;éénnple, the data is stored on the digital pen 102)
itself. Diffefen_t makes of digital pens (102) have different‘data storage capacify. The
cufrent_ newer generation ‘of pene can hold a total of zibeut 200 forms. There can be

different types of connections to the communication device (104), for example: (i)

 BLUETOOTH™; or (ii) universal serial bus (USB).

" Tt should be understood that “communication device” in this disclosure means any type of

electr_enic device that is capable of supporting (two way) data transmission via wireless
Internet, GSM, CDMA telephony or any other type of comlnunication technology, '
well as a connection to the digital pen (e g. BLUETOOTHTM enabled or USB connectlon) o
such as a BLUETOOTH™ or USB equlpped cellular telephone PDA, notebook, laptop,
PC, etc. The cqmmumcatmn device (104) is generally connected to a cellular network -

(106). This type of network is more generally available and provides greater operational

_stability than Intemet networks available to the prior art on-line lap top based solutions.

urthermore the communication device (104) con51st1ng of a wneless communication
device such as a mobile phone or PDA is generally less costly and more portable and

robust than a laptop, as shown i in FIG. 2A.

It sheuld be understood that the communication device (104) may nonetheless consist of
a portable laptop Q 18) that is connected to the dlgltal pen (102) for processmg the digital
(paper) forms (104) of the present invention, as 1llustrated in FIG. 2B.. ‘The laptop (118)
may be used particularly in areas where, for example, its fnnctlonallty is desired to
disp!ay information in electronic form to a cusforner. ‘1t is possible that the

communication device (104) will consist of a mobile phone (120) and in addition a laptop

 for such purposes, as illustrated in FIG. 2C. In some cases, the mobile phone (120) and
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the digital sales form in combination may provide a backup where Internet connectivity

cannot be readily provided to the laptop (118).

The digital sales form (100) generally includes at least one “SEND” ‘box located on the
form marking the end of a logical section. Markirrg the “SEND” box triggers the.
execution of a generic (e.g., provided as part of .the ANOTO™ .functionality) or a
proprietary program. The “SEND” box consists of an area that is defined on the digitd

- sales form (100) which when marked using the digital pen (102) initiates on the

communication device (104) a process whereby some or all digitized information is
communicated to the remote office, in assoma‘uon with a particular process. This process
can be coded in the communication using an 1dent1ﬁcat10n tag that, for example'
1dent1ﬁes a specific rule or process. 'In line with the concept of a thin chent solution, the

communication devrce can perform functions such as data- encryptron/decryptron some

degree of data edrtmglvahdatlon, prov1d1ng time stamps to data strings transmitted, etc.,

in order to reduce communication costs and increase speed of processing.

A routing means such as routing software loaded on the communication device (104)
enables transmission of data to a predefined server address or predefined multiple server

addresses for further processing in a manner that is known.

It should be understood that the remote office will generally include one or more back
office systems (110) that may include an application repository (124) for hosting various

applications involvéd in processing, recording, and analyzing transactions. This is

: certamly the case with typlcal banking and 1nsurance environments as an example. In

one aspect of the present invention, the digital sales form (100) and communication
device (104) are 1ntegrated with the functions of the back office system (1 10), and the
various processes that are embodied in the back office systems (110) mcludmg the .
application rep031tory (124), access to which is provided via the server (112) through the .
server application (122). This is achieved by ensuring that the digitai sales form (100) is
consisteht with back office processes, -and also that incoming data from the digital sales.

form completion process is tagged and/or. translated to a form that enables relevant data

~ elements to be included in the workflow of the back office systems (100) on a seamless

basis.
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To this end, in one particular aspect of the preSent invention, the system includes a
custormzable Application Program Interface (“API’) (108) which prov1des an interface
between the var1ous communication devices (104) and the back office systems (110).
The API (108) is operable to decrypt data received from the communication devices
(104) (if the data is encrypted), tag the data as required in accordance with the back office
system processes, translate the data into-one or more formats if required by the back
office system processes, interface with the application repository (124) that is part of the

back office systems (1 10) and place data elements into the back office system workﬂow

‘The API is normally linked to a database (114) including a rules repository (116) that

determines the specific rules for . processing specific data (based on a field from a
particular form, or particular data provided by a customer that escalates risk analysis,

initiates credit checks, payment transactions, etc.), in accordance with predetermined

_back office processes.

The API (108) can also be understood as a data interchange.

Ina particular aspect of the present invention, the API (108) includes a generic set of
APT’s to retrieve the data and use them in various silos of applications (124) in back

office systems (1 10)_.

In accordance ‘with another partlcular aspect of the present invention, the back office
systems (110) include a server . (112), whether hosted by the sales organization or an
outsourced entity, which w1ll\ host the data from which data extract10n takes place. The
API preferably includes a data extraction module (128), for example, one ,based on the

Electronic Data Interchange Service (“EDI”’). The data extraction module (128) provides

. a mechanism for sendmg files to and/or retnevmg ﬁles as part of the solution. EDI

allows the transfer of structured and coded data, by agreed message standards from

computer to computer, by electronic means.

" The API is linked to a database (114) that maintains the various types of form templates

Usmg this information, the data extractlon module (128) can extract the relevant data

from the pen data file(s) transrmtted e
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The data extraction module (124) is ‘operablle to generate ﬁlesvthat can be used by the
back office  systems (110) for application 1ntegrat10n purposes, by enabhng file

generatron in accordance with specific file formats requlred by the back office system |
(110) or specific apphcat10ns that are part of that environment. For example, the data
extraction module (128) is operable to generate XML files based on data collected as part
of the digital sales form (100). The solutlon will prov1de functionality for generating a
file (e.g., XML) by default Since. the file generatron is modularized, more sub- modules

. can be added to generate files in various formats for specific cases

10

15,

_ its existing applications. Minor modifications may be required at the application level to

20

25

30

The data extraction module (124) is operable to create a structured file that corresponds

to the electronic information embodied in the digital sales form.

In one particular aspect of the present inventien, as illustrated in FIG. 3, the back ofﬁce .
systems (110) may include a listener/sendér program (126) that is operable to monitor |
prefdeﬁ,ned ports in order to integrate data from the API (108) into the workflow of the
back office.systems (110). As soon as a file is generated .by operation of the API (108),

the listener/sender program (126) can read the file asa strearn and process the data using

. receive the data in the file from the API instead of the manually entered data. The

- response after the data processing is cbmpleted can be sent back to the.same port as
another file. A messaging 'utiljty (128) linke_d to the API (108) as shown in FIG. .1' (but

 that may instead be linked to the back office systems (110), depending on the particular
implenientation) is operable to send information back to the cemmunication device (104)
in accordance with the sales process. The message could include the feedback described
above, and could be provided in the form of a text message to the mobile phone (120) of _

the communication device (104).

It should be understocd t_h'at, in accordance with specific implementations of the present
_invention, translation of the data is handled by the back office systems (110) rather than
‘the API (108), i.e. the API of the present invention acts more as a standard APL. The API

(108) is operable to act as a hosting server for a plurality of customer scenarios. For

| example, the API (108) is operable to authentrcate validate and analyze data in

accordance with a series of processing templates provided to the rules repository (116)
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' _.prior to pfesenting the data to the back office systems (110), in accordance. with specific

implementatiOns of the present invention. In particular, the processing templates are
based on the digital sales form (100) and are stored in the rules (epositofy (116) of the
database (114) linked to the API (108), which in turn is linked to the back office systems
(110). ‘

It should be understood that the present invention also contemplates various tools to parse
data and feed the data to applications linked to the back ofﬁce systems (110), resolve
errors, etc., whether as part of the API or part of the back office systems (110) ‘

themselves.

In sum, as 1llustrated in FIG 3, the steps accordmg to the method of the present invention

1nclude
= :defining the digital sales form (100) for the sales process (200);

- deﬁning a processing template based on the digital sales form (100) and storing
the processmg template to a database (116) linked to the API (108) which API
7 (108) is lmked to the back ofﬁce systems (110) (202);

- = processing the digital sales form (100) i in connection with an in person sales
meeting, including sending"‘ and receiving data via the communication device

(104), and obtalmng any necessary feedback (204);

. processing data included in the digital sales form (100) by operation of the back
office systems (110) (206); and

= concluding the sales transaction, and reflecting the sales transaction in the back

office systems (110) (208).

It should be understood that the present invention enables a,company’s sales agents to
continue to use forms that they are familiar with, yet as part of a system where data i is ‘
digitized, and therefore valuable 1nformat1on and feedback can be 1nteract1ve1y obtained
by operation of the back office systems (110) dunng the sales session. The digital sales
form (100) described, integrated w1th the API (108) and the back ofﬁce systems 1 10,)’

‘enables a fully integrated digital sales process whereby the sales agent can engage in an

in person sales meeting, almost as though the sales agent were in the office. This
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integration of the sales process is provided in a way that depends on more reliable
network connect1v1ty The use of the paper based form enables collection of signatures
for authentication and non- repudlation The d1g1tal sales form upon approval can be!
turned into the actual sales contract that is left with the customer, as the relevant data
required by the company from the digital sales form vvould have already been captured.
This' eliminates the steps and associated costs of sending the sales contract through other
means. All of these advantages are prov1ded in a cost effective manner, given that the

dcquisition costs for the technology components described are relatively small. The sales

' cycle which can be divided mto a number of distinct process components such as needs

analysis, description of product/serv1ce requrred sales data capture ‘processing of sales
data, transaction approval, fulfillment, shipment, etc., and can spread over a period of
weeks (or even longer), under optimal circumstances, can be reduced to a single session.
Reducing the time to close a sales transaction is typically a verv' high priority

consideration. Many sales transactions fail to materialize due to lengthy execution.

An additional advantage of the present invention is the maintenance of a complete paper
audit trail, which not only solves important issues such as capturing the customer’s
s1gnature it also serves as a fully functional backup solution to failures of a technical
nature. Sigmfrcant benefits -can. be realized by the use of the present 1nvent10n by
digitizing and transmittmg the data captured on the digital sales form to the office and

perform real-time data valrdation since errors related to a form’s completion are most

_efficiently corrected at 1ncept10n rather than via lengthy follow-up procedures that might

even requlre another sales meetmg since the customer might have to acknowledge and
approve the changes made to the form s/he signed previously. Depending ‘on
infrastructural conditions, the present invention creates the opportunity ‘to initiate
payment transactions allowing imniediate revenue collection, which provides a major
benefit to the sales organization. - ' h

’l‘he _present invention is applicable in numerous areas. Its application is explained by
cons1der1ng three fundamental sales scenarios, éach triggering a different set of ‘
con31derations and administrative processes each thereby presentmg specific apphcations

of the present invention:
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Basic Sales. In this case, the product/service can be sold practically to anyone
according to proper payment terms. The main system processing considerations

in this scenario are product/service availability, price and dis_tribution. Examples

PCT/IB2008/001099

of this scenario are most retarl businesses that operate physical or virtual stores .

, selhng consumer goods. Such products are generally made available to- anyone

willing to accept the payment and distribution terms.

The use of the present invention enables the ‘traveling sales man’ to capture and

transmit customer information to head office that is necessary to perform credit

checks and also process essentially real time payment transactions. Since the

present invention enables two-way communication between a salesperson and a
head office, 1nformat10n e.g., product availability, delivery schedule and details

(such as airway bill number, tracking number, etc.), discount factor, pnce etc., can

be made available to the customer on the spot. Depending on the partrcular retail

busmess one of the advantages of the present invention is a relatively i 1nexpens1ve
infrastructure for connecting sales staff to an office, for instance, for dynarmc
updatmg of discount offers made available to customers, for example, in order to
clear inventory of specific products, or as a'timely response to price point changes

introduced by competitors.

Product Centric Sales. For this scenario there are important mainly product-

related considerations, such as component/version compatibility with previous.

purchase(s) payment: hrstory, product avarlabrhty, etc., that govern the sales
process. In order to properly address licensing, spare part reordering, availability
and other rssues, forexampl'e,‘ the particular' product consumption history of the

client is important.

The consumer software business is a good example of this‘. In this case, the true

_identity of the customer is not really relevant but what was p_reviously purchased
. is essential-to know in order to _clan'fy‘.componerit compatibility and licensing

issues, for instance.

Warranty repairs and bug fixes in mtegrated software and hardware environments

generally can only be made available based on precise famrharrty with previous

N
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‘purchases what other related technology components are operating in the same

integrated environment and their full related maintenance history, for exampl’e

Many compames in this business use serial numbers, authonzatmn numbers,

version numbers etc., to manage/control these processes

Another example of the Product Sales Centric .scenario is where 'there is
customization of a product, for..example in selecting the various optional-features
of a motor vehicle. As stated earlier, the selection of features, deterrmmng their
compatibility with each other and avallabrhty of specrﬁc inventory, estabhshmg

delivery time based on selected features, enables integration of the sales process

~with the supply chain management process without the need of costly follow up. -

The use of the present invention allows information wntten on a forrn to be

1mmed1ately digitized and transferred to a head office for processing, and
essential information regarding the ongoing sales can be subsequently relayed

back to the salesperson while in session with the customer.

Customer/Relationship Centric Sales. This scenario generally requires the most
complex processmg In this case, the needs and consumption capab111t1es of a
customer are brought in hne with business and- product strategy of the company. '
Often dec1s1ons regardmg many aspects .of the sales are made with the

1nvolvement of and mteractlon w1th drfferent 1ntemal and external database and

‘processing/expert systems (such as customer, product, accounting, payment

history database(s), etc.) and/or expert staff.

‘Banks and insurance companies typically use relationship centric methods in their

customer relationship management approach. They often construct an entire life
cycle based product/serv1ce model per customer that is based on individual - V
analysrs of customer “needs and wants”. Precrse determmatron of the identity of
the customer at the outset is critical in this scenario. The use of the . present
invention allows customer information written on the digital form to be digitized
and transferred to processing systems of an office. The transmission of data
includes a pen ID that identifies the salesperson, the ID of the form in use (for the

product to be sold) and it also should include all data necessary to determine the
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identity of the customer, which then should enable the company to pull together

‘all information required to best complete the sale at hand.

Insurance companies.for instance will recommend savings products for their
customers with -young children that will mature when the child reaches the
relevant age for college/umversrty education, at Wthh time the sum assured will
be paid to the child .as tuition (subsidy). Since premiums pard for such products
are often tax deductible, the requirement for thorough needs analysis, tax. and
financial - planning -is obvious. During such ‘process, specific dataA must be
captured and factored into the analysis so as to construct the product best suited
for the given customer. The design of the form in terms of information content is

critical in order to meet that objective.

Thorough analysrs and/or rede51gn of sales forms is therefore generally involved -

in order to adapt the traditional sales forms to the sales process facrhtated by the

present invention that is based on mteractlve two- -way comimunication between a

salesperson and a head office, allowing essentially real time execution of sales.

~ Ancther similar -example would be the sale of car loans or mortgage products' by

banks and insurance companies for customers who just completed their higher
education and gained employment Such sales leads/recommendations are often
the result of customer centric sales approach supported by different data—
mining/customer relationship management systems Individualized financial
planning based on the intimate familiarity of customer needs therefore becomes

very important in such businesses. Knowing what product fits best at a particular

- moment/stage in the life cycle for a particular customer. often makes the -

difference between the successful or farled sales attempts. Providing salespersons
with such knowledge is critical, which is why the present invention is based on
the concept of two-way communication between the processing or ‘eXpert’
systems of an office and the salesperson.in the field. For example, in the vessel
insurance example discussed ‘below the premium payable by the customer might
possibly be reduced if the insurance company directly or 1nd1rectly also holds the

outstanding loan on the vessel. Wrth the system of. the present mvention such
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important lnformation can l)e relayed back to the ,communication device of the
salesperson who could then efficiently custom-fit the sales proposition by'

suggesting the reﬁnanclng of such loan.

AConsrdermg the above, therefore the typical sales process starts with the needs analysrs

that serves the purpose of makmg a precise determination’ of what the customer’s needs

are and how to best satisfy them.

Both the needs analysis and the subsequent sales process take place preferably utilizing
digital paper based forms with a unique pattern provided as part of the present invention
to be ﬁlled out using a digital pen. The design of the sales form is to be provided by the
company wanting to use the present lnvention The content (i.e. the information to be -
captured) and the layout of the form (the proper sequence of the information ﬁelds to be
captured) are preferably precisely synchronized to reflect the sales process at hand Price
quotation, for instance, cannot be provided to the customer before ‘ all information

impacting pricing is captured, digitized, transferred to and processed by head office. The

- design of the form preferably conf_orms to the-requirements of a particular sales process,

and is typically structured as follows:

» Personal information is captured generally in the first section of " the  form,
allowing the company to easily identify the customer. Sucll information is
everytlung necessary for personal 1dent1ﬁcatron ie.: name and address, socral
_1nsurance/secur1ty number, driver’s llcense number, product number(s) from

previous purchases, customer numbers, etc.

e Along with the personal information captured on Athe fofm" pen and form
identification indicating the product the customer is 1nterested in are also
transmitted, allowing the company’s systems to gather 1nformat10n that might be
relevant for the sales effort at hand. As part of the sales support provided to the
sales agent, this information can be displayed nt the communication device. This
information might include, for example, information regarding the purchase
patterns of the.customer in the past, demographic details (number‘ of children,
their age, etc.), which assists the sales agent in inferring what prOducts/services

might be of interest to the customer.
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» . A product information section serves the purpose of collecting information

regarding the specific features of the product, i.e. the insurance coverage in the

current example that the customer is interested in. '

Once this block of information is sent and processed, the company knows exactly -

“who the customer is and what his/her current interest is, enabling the company to .

process approvals that may be related to the Sales‘_ process, as part of the sales
support provided to the sales agent. Normally; the sales agent would only be able
to take the sales process to a certam point after which s/he would have to follow

up with relevant personnel to obtain necessary feedback/approval. Th1s requires

" extra work from the sales agent, and delay that can sometimes fesult in the
~ customer changing their mind and deciding not to proceed with the transaction.

In any case, the ability to obtain necessary feedback within the time period of the

sales call generally solidifies the sales opportunity and results in positive
customer perceptiorr of the seller in terms of the efﬁcacy of the service provided.. '
Necessary feedback may relate to approvals associated with determining whether
or not a particular product or service is available to the particular customer, or
credit approvals.”  The feedback may also include conﬁrmation of
products/components/parts raw materral or labour costs, indication as to whether

product is in stock, or further questlons to be addressed to the customer. This

~ information can be relayed back to the salesperson, who then: proceeds to fill out

the next section(s) of the digital sales form. It should be understood that the
present invention is operable to route the queries that trigger the feedback to the -

appropriate application server(s), person or persons at the appropriate time. For

example, it may be that within organization a particular risk assessment has, to be

approved by one of several managers The API (108) is operable to interface
back office calendar systems to know ‘which of such managers is in the ofﬁce or -

on approval duty at a particular time and ‘route the request for f_eedback

accordingly.

If there is no prohibitive feedback from the company, the salesperson will capture -

additional specific information regarding the product (insurance coverage or

otherwise) that will enable the company to provide an accurate price quotation.
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Checking the customer’s product consumption, payment history or any ‘other

' relevant criteria, including consideration of more recent information provided by

the customer to the salesperson, the seller can apply the appropnate discount
factor to establish the price for quotatwn ThlS information is then routed back to

the commumcatlon device of the salesperson who will then write the price quoted '

~ into appropriate field of the form (e.g., monthly premlum payable field on the

sample form prov1ded below).

Bused on the information provided'in the payment section, the company can
charge the customer’s credlt/debxt card or set up a direct debit transaction against .
the bank account prov1ded the required technology mfrastructure to execute such
transactions is available. If this is successful, the company can authorize the sales

transaction (i.e. issue the policy number and the policy is in force, as per the

]

Optionally, the digital sales -forrn can be used to obtaiu a siguature from the
salesperson (evidencing authorization of the sale) and/or the customer (evidencing
acceptance of the terms). At the SaIne time as obtaining the handwritten.
signature, the 'signature can also be captured biometrically using a number of
known methodologles For example the biometric signature can be stored and

used in subsequent transactions for purposes ‘of non-repudlatlon It should be

understood . that in connection with certain sales transactions there may be a

requlrement for obtammg S1gmng documents for example in the real estate, .
insurance or stock brokering areas. This requirement can be readlly met by

operation of the present invention with minimal departure from existing paper

based processes.

Lastly, as an option, only the signature or the entire form will be sent allowmg the
previous section-by-section data transmissions to be vahdated against the last
transmission. Such transmission validation is highly recommended to ensure

integrity of data has not been compromised.

It will be appreciated by those skilled in the art that other variations of the preferred
embodiment may also be practiced without departing from the scope of the present -
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invention.: Further illustration of the present invention is prcvided by way of the

following examples.

EXAMPLES

The present invention is further explained by reference to a series of specific examples in
operatlon based on specrfrc digital sales forms. It should be understood that various other

forms and mdustry applications of the present invention are possible.

Vessel Insurance Application

The sample form 1llustrated m FIG. 4 is provrded on dlgrtal paper is to be ﬁlled out.
Information wntten 1nto the blue -area of the Form using a digital pen will not only be
1mmed1ate1y digitized, it will also be identified in relation to its specific location on the
form. Therefore, for example, the system will know that it has to apply the social

insurance validation algorithms to the information entered on line 7, starting at column 2

‘and ending on column 12.

~ Many countries utilize ‘intelligent numbering schemes’ for their social insurance, social

security, passport, identity card numbers, making data validation possible. It is possible
to include correction column(s) as part of each row that can be utilized to correct data

flagged erroneous as a result of data validation by the back ofﬁce system(s).

Processing of the Insurance Form

~ In this example, the D1g1tal Insurance Apphcanon Form is divided into five “logrcal”

20

25

sections, each endrng with a ‘Send box’. Once a section is completed, marking the ‘Send _
box’ triggers the transmission of data written onto the digital form (and digitized by the

digital pen) to the connected communication device, like a GSM™ telephone.

~ Information written onto the form is captured and transmitted to the predeﬁned e-ma11

Short Message Service (“SMS”) or Multrmedla Messagrng Service (“MMS”) or other

type of server addresses for further processmg

The systern facilitates van'ous data transrnission formats to be used, like MMS, which

allows sending a single message to multiple recipients. This capability of MMS enables
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the creatlon of hlgh security redundant information relay . 1nfrastructure Be51de MMS,
there are other data transmission alternatives also, which would be recogmzed by a

person sk_111ed in the art.

Personal Information Section

The purpose of the personal information section is for capturing information based upon’

which the identity of the prospect/customer can be determined. Once all personal

information is completed in the sectlon, the salesperson marks the 'SEND box and the

‘_information written on the form and captured by/stored into the digitai pen will be

transmitted to the communication device. As part of the data transmitted, the sender can

also be identified based on the unique serial number of digital pen used.
p) ) .

As soon as the first data transmission is received, based on the pen ID and the form ID '
the company knows who the salesperson and what the mtended product is. Using Global
Posmomng Service (“GPS”) enabled commumcatrons devices, like the MOTOROLA™
A780 cellular phone, even the exact location of the salespersonrcan be known, which can

actually be extremely helpful if the sales effort at a certain point requires the involvement

- of a senior salesperson/expert.

The personal information that is received in the first data transmission will be analyzed
according to validation rules provided by the company. The form should be constructed

in a way that enables the company to accurately identify the customer. -

Once it is known who the customer (or prospect) is, which product is bemg considered,

and also who the salesperson is, the company generally has a lot of useful mformatlon at

hand:

». The identity of the customer (or prospect) ,enables the company to determine
‘whether or not the product considered is available to that customer.. Having
access to and 1nteractron with various processmg systems and database(s) at that
point enables the company to undertake different data vahdatrons such as names

"~ and addresses, postal codes in sync with telephone area codes, birth date
validations, etc. Based on existing policy number(s) provided in the personal

information section, querying the policy management system, the customer’s
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‘previous réiationship to the company can -be ‘determined, analyzing his/her
payment history, customer rating, etc., can be established. Also, in light of the
existing service/product utilizationvof customer or other business considerations,
like a particular ongoing product promotion the company might dioagree with the
salesperson and propose a different product. Such ‘disagreement’ can be
communicated back to the salesperson’s communication device for further

consideration by-the customer.

« If the education and training profile of the salespefsons. exists and can be accessed
by the current system, a query to an HR Hatabase enables the corhpany to
determine whether the salesperson has the proper qualiﬁoations_ to conduct the
particular sale to the particular vcil_stomer. For example, in the case of a junior
salesperéon,' lacking sufficient trainihg and experience, trying to sell a complex "
‘product to a sophisticated customer, the company might decide to alert a more
s}ehior salesperson with a more appropriate skill set in proximity to join the sales

L effort. Proxinﬁty can be determined using GPS enabled telephones. The use of
the- p’reseﬁt invention cén create the foundation to a completely new dimension in
sales force management methodology Notification can be done by sendmg an
SMS/MMS, e-mail or by even placing a dlrect phone call. This particular
capability can facilitate a real-time view into the activity of a given sales force at

| ‘any point in time at low cost, by using Pen-ID, Form-ﬂ) and the Lcustomer ID,

opening up powerful management opportunities..

= Kndwing the customer’s complete product/service consumption and paymeht
history, the" company ‘also knows what pnce discount can be applied once all

relevant parameters of the sale are clarified.

Vessel Information Section ’

~ -

. The vessel information section serves the purpose of determining the exact features and

characteristics of the product in consideration. While the personal information is being
processed by the back office system(s) of the compahy, the salesperson proceeds to

filling out the next section of the form. Once this section is completed, the second SEND
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field is marked and the data captured in the vessel information section is transmitted to

the central server via the connected telecommunication device for processing.

Receiving this information, the company knows exactly what the intended product is and -
ean make the determination whether or not that product is available to the customer in

question and at what price.

Insurance Coverage Section

After the sum assured and the payment mode related answers are given along with

whether or not there is a loan on the vessel, the third SEND field is marked.

- Head Office Systems will at this point be in a position to calculate the premium based on

the information prdvided during the previous data transmissions. The premium to be paid
information is relayed back to the communication device of the salesperson who will.

write it into the monthly prermum field of the digital apphcatlon form.

Depending on chosen payment method and'the infrastructural conditions, e.g., on-line
connection to the customer’s bank account of customer, the comipany might be able to

collect the first premium or set up the direct debit payment mandate with the customer’s

bank.

Subsequent to the payment information being recorded and transmitted by en‘gaging the

fourth SEND field, the company can issue the policy number and relay it back to the

communication device of the Salesperson', who can then write it into the Policy Number
o . -

field on the form.

It is possible to provide a unique ID to each and every digital application form, that can

be used as or p.art- of the policy number This powerful feature can serve as the bases to
manage and provide aud1t trail for the two way commumcatlon between the insurance

company and the salesperson’s. commumcatlon equ1pment (e.g., the d1g1tal pen and

“mobile phone).
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As alast step, the customer/applicant signs the policy application form and the last S\EN'D -

field is marked, at which point the customer’s signature or the entire document can be

resent.

' The digital paper can have ordinary sheets (fofrns) interleaved with ‘carbdn copy’

attached so that a copy of the application form can be left with the customer.

Mortgage Application

The form prb’vided in FIG. 5 is an_example for selling/processing mortgage prodﬁéts.
Similar to-the insurance example, multiple interactions can take place with back-end

systems and the connected communications device. -

Personal Information Section

The purpose of theAperson'al information section of the form is to capture information
based on which the identity ofa mbﬁgage applicant can be established. In typical cases,
banks/mortgage companies perform a credit check before _making an offer to the

applicant. Such operations might be based onn internal syStems/databases, but there are

~also credit bureaus that provide such service real time as well as off-line. Information to

be able to execute a credit check acéording to the form above is captured in a primary
borrower’s personal information, co-borrower’s personal information and the primary

borrower’s employment information sections.

Once the personal information and the mortgage sections are completed, the salesperson
marks the SEND box and the information written. on the form will be transmitted from

the pen to the central server via the connected communication device. L

The information captured has to conform to the processing recjuirem‘ents set out by the |
company. Once data validation is completed, for instance telephone area codes are-cross-
referenced against .postal codeé, and social security numbers are che'cked,' etc., the
mortgage approval processes will start. Although these processes differ depéﬂdi_ng on the
particular mortgage institution, they typically include credit check and different steps of

risk‘analysis. ‘Some banks for instance do not provide mortgage loans in flood Zones or
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do so at a higher than their normal rate. The Company has ‘to provide. the exact

definitions of the approval steps in order to synchronize them with the current inventions.

Mortgage Section '

The mortgage section serves the purpose of determining the exact features and
characteristics of the real estate loan in consideration. Based on the personal and the~ '

mortgage reIated information provided, the ‘company will be in the position of

-determining whether or not requested loan can be provided, and, if so, at what rate.

After processing the informhtion transmitted, the monthly mortgage payment; the term
and the interest rate information is relayed back to the connected communication .device.
The information will be written in the‘ appropriate fields on the form, the YES box is.
marked on the proceed field, mdlcatmg acceptance by the customer. This 1nformat10n is
then sent to the central server that w1]l return an approval number that the salesperson

will again write to the appropriate field (approval number) on the form.

- As the last step, the date field is filled out, the borrower(s) sign the form and the last

SEND ﬁeld is marked, at which point the applicant(s)’s 51gnature or the entlre document

can be resent

The digital paper can have ordinary sheets (forms) interleaved with ‘carbon copyy

attached so that a copy of the Application form can be left with the Customer.

Tool Sales

'The sample form illustrated in FIG. 6 can be used for selling consumer items, such as

power tools, where expert advice as part of the sales effort can be important.

Sales -of products, where there are multiple choices regaiding cornponents usage,

applicability etc., can be much enhanced and 1ncreased if an expert adv1ce/knowledge is

available at the time of purchase The lack of such expertise is one of the greatest B

shortcomings of the on-line or off-line catalogue based purchases. The so called

’ traveling sales man with the form containing the appropriate multiple cho_lce questions

and having the right expertise is not only capable of providing proper answers to
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questions, but for instance by inspecting the site of the “problem” (customer’s 'site),
he/she can come up'with advice he/she would not be possible. Seeing how customer
performs a partrcular operation, the travelmg sales expert can adv1se the customer that

there are ways/tools that facilitate 1ncreased effectrveness

~ Once the personal/company and the product related information is captured, the
“salesperson transfers the pen data to the central server via his/her communications device

and receives the suggested model in response that best meets feature requirements

defined during the sales consultation and also the price; that the salesperson writes into

the appropriate data fields on the form.

If the customer wishes to proceed, the payment information is provided; then the second
SEND box is activated and the payment informatiorl will be transferred to the central
server via the connected eommumcations device. If ‘credit/payment information is
processed and product availability is verified, order conﬁrmation number and the date of

shipment information can be returned to the salesperson’s connected communications

-device.

Asa iast step, the customer signs the form and the last SEND box is marked. The digital

“paper can have ordinary sheets (forms) interleaved with ‘carbon copy’ attached so that a

copy of the épplication form can be left with the customer.

Credi_t Card/Personal Lozl.njApplication

The sample form illustrated in FIG. 7 can be used for selling financial products such as

credit cards and personal loans.

Sales of many products in the ﬁnanmal services mdustry requlre the customer’s signature
to be captured along with mformatlon essentlal for the company to make decisions
regarding the servrce/product in consideration. In the credit card/personal loan
application form shown i in FIG. 7, personal and employment information is required for

the company be able to perform the necessary steps of customer identification, credit

check and risk assessment
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Once the _pcrsonal/employr_nent and the desired product related data is captured, data
written on the credit card/personal loan application form is transferred from the pen to the

central server via the connected communications device by marking the first SEND box.

Once ‘the infotmation sent; is processed by the company,.the rate and the ‘monthly
payment and/or the credit card approval numbet will be relayed back to the connected |
communication device, depending on what product was chosen The salesperson then.
writes the credit card approval number and/or the rate, monthly payment amount

information into the appropriate data fields that are marked in colour on the forms.

' If the customer wishes to proceed, then the “add an authorized card user” section is fjlled
out, if applicahle, and the customer signs the form and the second SEND box is marke_d.
Information Wﬂl be transferred to the central server via the connected communications
device. Subsequent to processing the information by the head office, approvél number is

(can be) returned to the connected communications device.

If the customer finds this acceptable, s/he signs the form, and the last SEND box is

marked and the 51gnature of the customer or the entire form is re- sent

The digital paper can have ordinary sheets (forms) mterleaved with carbon copy

attached so that a copy of the apphcatlon form can be left w1th the customer.

There are products/services that can be,offered directly to the cnstomer (or prospe\ct),. in -
‘which case the digital form and the digital pen also must be provided to the customer to

complete the form.
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- CLAIMS

What is cléimed is:

* A method for enabling sales support to a salesperson remotely located from an

office, the method comprising:

@ digitizing hand written data on a medium, such mediurri optionally

inciuding a digital p.a'ttern;

(b) - receiving the data from the salesperson, wherein the data is sent using a

communication device;
(c) . processing the data; and

(d) generating feedback.

. The method of claim'1 wherein the data is generated by the salesperson using a -

digital pen in conjunction with the medium.
The method of claim 2 wherein the medium is a sales form that embodies steps of

a sales process, and the data is generated in consultation with a customer.

The metho.d-o_f claim 1 wherein the data is encrypted when sent by the salesperson

L/

and decrypted when received.

The method of claim 1 wherein the data is processed according to pre-determined

criteria set established by the office.

The method of claim 1 wherein the data is, processed- via a comparison with a

processing template. »

- The method of claim 1 wherein the feedback is in association with a transaction

and includes information, approvals, or a request for further information.

The method of ¢laim 1 wherein the data inclu'des a customer signature.

-
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13.
14.
15.

16.

~ 36—

The method of claim 1 wherein the feedback enables tranSactions with customers

* to conclude.

. A method for enabling live sales support to a remote salesperson, the method

comprising:

(a) defining a digital sales fonh fora salé;s ‘proce-ss;

3

® defining a processing‘ template based on the digital sales form;

(c) 'reCG_:iving data from the salesperson, wherein the data is generated by a_
digital pen in conjunction with the digital sales form by the!salesperson in
consultation with a customér, ~and wherein “ the data sent by a

communication device;

(d) . comparing the data with the processing templaté; and

. (e) providing feedback to the salesperson.

The method of claim 10 wherein the data is encrypted when sent.by the

salesperson and decrypted when received.

The method of claim 10 wherein the feedback is encrypted when sent to the

sélesperson and decrypted when received by the salesperson.

The method of claim 10 wherein the feedback is in association with a transaction
with the customer and includes information, approvals, or a request for further

information.
The method of claim 10 wherein the data includes a customer signature.

The method of claim 10 wherein the digital sales form is tailored to the sales -

process.

The method of claim 10 wherein the feedback enables a transaction with the

customer to conclude.
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18.
19.
20. -

- 21

22.
23.
- 24,

C 250

26.

.

A system for enabling. live sales support for a salesperson located remotely from

~ an office, the system compnsmg

' '(a) a digital pen operable to generate electronic data when used with a digital

sales form in relation to a transaction; and

(b) a communication device linked to the .digital pen, the communication

device operable to transmit data over a network to office systems;

wherein the office systems transmit to the salesperson feedback regarding the

- transaction.

The system of claim 17 wherein the digital sales fotm comprises data fields for

entry of customer information relevant to the transaction.

The system of cla_im 17 wherein the digital sales form includes one or more

SEND fields in association with one or more sections of the data fields.

The system of claim 17 wherein the data comprises customer information relevant

to the transaction.

The Systern of claim 17 wherein the communication device is a mobile phone.

The system of claim 21 wherein the communication device is a personal d1g1tal

a331stant device optlonally hnked to the mobile phone

The system of claim 17 wherein the commumcatxon device is a portable

computmg dev1ce linked to a mobile phone.

- The system of claim 23 wherein the portable computing device is a tablet or

laptop.
The system of claim 17 wherein the data is encrypted when transmitted.. .

The system of claim 17 wherein the feedback includes information, approvals, or

a request for further information.
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32.

33.

34,
35.
- 36.

37

_38_1 :

The system of claim 17 wherein the feedbatk is generatéd by processing the.data
in association with a processing terrrplate, the proc':essing template stored in a

database.

_The system of claim 17 wherein the digital pen is linked to a character recognition

program..
The system of claim 17 wherein the data includes a customer signature.

The syétem of claim 17 wherein the digital sales form is paper-based and includes

signatures for authentication and non-repudiation.

The system of' claim 30 Wherein the digital sales form is left with a customer after

conclusion of the transaction.
The syétem of claim 17 wherein the feedback enables the transaction to conclude.

A System for providing live sales support to-a salesperson located remotely from

an office, the system comprising an applica_ﬁon program interface operable to .

_receive data from a communication device, wherein the data is received via a ‘

network, wherein the data is gerlerated by a digital pen and sales form used by the
salesperson in relation to a transaction, wherein the application Vprogram interface -
is linked to office systems by a server, wherein the office systems process the data

and provide feedback, and wherein the feedback provided to-'the salesperson.

The system of claim 33 wherein the office systemns comprise an application

repository.

The system of claim 34 wherein the applicaﬁon repository comprises a plurality ,

of applications directed at processing, recording and analysing transactional data.

The system of claim 35 wherein a listener/sender progrm integrates dataflow

~ from the application program interface to the application repository.

The system of claim 33 wherein the feedback is genérated by a messaging utility.
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39.

41.

42.

. 43

44.

45.

46.

47.

48.

49.

“signatures for authentication and non-repudiation. -

-39

~ The system of claim 37 wherein the messaging utility is linked to the application

' program interface or the office systems.

The system of claim 33 wherein the data comprises customer information relevant

to the transaction.

The system of claim 33 wherein the data is decrypted when received from the -

digital pen and/or the communication device.

The system of clmm 33 wherein the apphcatron program interface includes a data

extractlon module.

‘The system of claim 41 wherein the data extraction module is an electronic data.

interchange.

The system of claim 33 wherein the feedback includes information, approvals, or

a request for further information.-

_ The system of claim 33 wherein the feedback is generated by processing the data

in association with a processing template, the processing template stored in a

database.

The system of claim 33 wherein the application program interface is linked toa

database, the database including a rules repository.

The system of claim 45 wherein the apphcatlon program 1nterface is operable to
authentlcate validate and analyse the data and/or distribute data to one or more
back-end systems in accordance with one or more processmg.templates provided

in the rules repository..

The system of claim 46 wherein the ene or more. processing templates are |

associated with the sales form.
The system of claim 33 wherein the data includes a customer signature.

The system of claim 33 wherein the sales form is digital paper-based and includes
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51.

_ concluded.

- 40 it 7 . ~ N

Ve V ) ‘\
The system of claim 33 wherein the feedbac_k enables .fhe transaction to be

A computer program product for enabling live sales support for a salesperson
located remotely from an office, the computer ,progrém product for use on a server

computer, the computer program product comprising: -

» (@  acomputer usable medium; and

®) computer readable program code recorded or storable in the computer :
useable medium, the computer readable pfo_gram code defining a server
application on the server computer that is operable on the server computer

to establish an application progfam interface;

wherein the application program interface includes a data extraction module

operable to receive data from a communication device over a network, the data

generated by a digital pen and sales form used by the salesperson in relation to a

transaction;

‘whérein the épplication' progr'am interfacé: is linked to a database, the database

including a rules repository, wherein the application program interface is operable
to authenticate, validate and analySe the data in accordance with one or more

procéssing templates provided in the rules repository;

wherein the application program interface is linked to office Systems, wherein a

listener/send progfé.r'ri integrafés the flow of data from the application program

‘interface to the office systems, the office systems process the data and provide

feedback; and

wherein a messaging utility provides the feedback to the salesperson.
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Vessel Insurance -Application Form -

.Sample

Personal Information

Female

Applicant's last name

First name 1

First name 2 1

- Driver'slicense #

£

€000

“gin 008040 $H004

00 {82 $040900

EO0 1481300

44060400

01N+ GE@D B0

Vessel Information

000 |

@ 4009 |

BOKDOR

> 190 08¢

Engine

C4000 OB w40 ¢¢ |

JHe1 OO

Check if you are a twin or triplet, etc. .

@‘“’?“

o w000 @0
e

R 000

YOORD
B+ ¢ 40808 -

7 40004008

Rl

BO®IQ IR |

F o000 400104 L

FH 0004 000G #1000 |

geomemoeoemo

041 x 0ODIY 40 2B 0DD400
COOMLD COE = Y . CrM gt
COOMID O 30610 B 41700 vin0 20008 [0 Beocner BEC
Insurance Coverage
5004 g¢ Be04 €1 b144 31“'& 0040 15
@EEIDH00 0 $400000 #4100¢ | /3K2@ (Re0@ gooe [
VORI040 $0g0r 1 044 g 4400 \ g 100 4000
B 4000 g0 01 501008 oo ‘
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Mortgage Appllcatlon Form

Prlmary Borrower’s Personal Information
Are you a U.S. cmzen or permanent ident of the U.S.?
First-Name =
Last Name
MI

Physical Address
(No P.O. Boxes)

City
State

[dves [ No
T

Birth Date -
e-mail address

First Name
First Name

Employment Status

.1 Company/Employer Name

Company/Employer Phone # |

Length of Employment

Bi-weekly

Combined Income .- I $

&) Mortgage Prnnary Borrower Co-Borrower
Will this property be your primary residence? ' 3 vyes O No ’ O Yes. O No
"cIIYL'.:Isttre title be held in either your name or in a family 3 Yes [J No~ O Yes. O No
1s the mortgage property size greater than 10 acres? J Yes [ No ‘ M%:?nage -

| I VALY
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Tool Sales Form

1. Personél Infdrmation

MI (if applicable)

Physical Address
(No P.O. Boxes)

Birth Date or
Bus. License No.
e-malil address

2. Shaper Product Informatlon

A'"Best in Class" Three Year Warranty

Yes

A "Best in Class" Five Year Warranty

Yes

Left Tilt Unisaw with Biesemeyer Fence includes left tilt 3 HP, single phase 230V, TEFC motor wnth

full voltage motor starter (GPE)

Yes

Left Tilt Unisaw with Biesemeyer Fence mcludes left tilt 5 HP, single phase 230V, TEFC motor with
full voltage motor starter (GPE)

Yes

Left Tilt Unisaw with Biesemeyer Fence includes Ieft tilt 7 HP, smgle phase 230V, TEFC motor with
full voltage motor starter (GPE) .

Yes

50" Biesemeyer commercial fence system -

Yes

60" Westinghouse commercial fence system-

Yes

Carbide-tipped 50 tooth ATB&R saw blade

Yes

Carbide-tipped 75 tooth ATB&R saw blade

Yes

Carbide-tipped 100 tooth ATB&R saw blade

Yes

_&WW

gggooo|oya|o|oo

Yes

YA M -
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 Credit Card / Personal Loan Applicétion Form

Personal Information - e
Are you a U.S: citizen or permanent resident of the U.S.? . . ] ves [J No
ke Apply for loan

| Are you a student?
First Name
Last Name
MI

Physical Address -
(No P.O. Boxes)

City
State L
Length of time at Physical Address

Social Sec. Number |

Home phone num
Birth Date :
Mother's Maiden Name

e-mall address

Company/Employer Phone # - : -

£
Length of Employment Occupation

onth
Household Income | $E = = | vearly

Card Features & Loan I.nfoét'i'on

Required %;?;
Loan amount $ |

Please indicate any account you have with National Savings Bank | Savings
Would you like to add another person to this account at.no extra cost?

Ter

Checking o
O Yes. [0 No
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