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(57) ABSTRACT 

A method, system and computer program for providing a 
loyalty engine for automated cause marketing. The method 
includes a charity linking merchants and sponsors to the 
loyalty system. Members register with the loyalty engine 
through the loyalty system which is accessible via the Inter 
net. Once the merchants and the sponsors are linked and the 
members are registered, by operation of the loyalty engine, 
the merchants can create a customized loyalty program 
defined by a plurality of merchant defined rules for adminis 
tering their loyalty program. The merchant defined rules 
instruct the loyalty engine as to the level of donations in 
connection with one or more transactions by a member that is 
associated to the loyalty program. The loyalty system 
includes a reporting facility to allow the merchant to track 
transactions with members in a number of ways. A system is 
also provided that consists of a server computer including the 
loyalty engine and the charity utility. The charity utility pro 
vides the functions of the method and is linked to a server 
computer that is connected to the Internet. The computer 
program of the invention is a web application that enables the 
members, sponsors, merchants, and the charity to access the 
functions of the invention via a web browser. 
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METHOD, SYSTEM, AND COMPUTER 
PROGRAM FOR PROVIDING ALOYALTY 

ENGINE FOR AUTOMATED CAUSE 
MANAGEMENT 

FIELD OF THE INVENTION 

0001. The present invention relates to creation and admin 
istration of an automated cause marketing system. More par 
ticularly, the present invention relates to an automated cause 
marketing and loyalty system that benefits charities, sponsor 
organizations, merchants, and customers or members. 

BACKGROUND 

0002 Methods for charity fundraising need to be drasti 
cally altered. Traditionally, charities accepted donations from 
taxes, public donations, corporate donations, and fundraising 
drives. More recently, charities have utilized lotteries to 
attract funds. 
0003. These tactics are no longer as effective as they once 
were. There is an ever-growing list of charities sharing a 
relatively static source of funds. Many charities are able to 
raise fewer funds than ever before. Furthermore, the novelty 
of charities lotteries is beginning to wear off on the public 
and, therefore, charities are realizing fewer gains each year 
from both lotteries and other traditional fundraising methods. 
0004 Meanwhile, retail businesses face the challenge of 
maintaining market share and increasing business. Due to the 
robust economy and healthy business at certain peak times, 
businesses may need to rely on new mechanisms to increase 
revenues during non-peak times. Businesses also generally 
highly value repeat business from customers. 
0005 What is needed is a way of attracting new and con 
tinuing donations to charties. One way of doing so is to cease 
attempting to appeal to the public's altruism, and instead 
offering a solution that financially benefits all parties involved 
in fundraising, from donors through to the charity itself. 
0006. The prior art discloses some attempts to fundraise in 
a way that benefits donors and others. For example, COM 
MUNITY SMARTTM makes credit cards available, wherein 
specified donations are made to a charity of the customer's 
choice. 
0007. Other examples include KIDS FUTURESTM and 
UPROMISETM. These prior art solutions provide co-branded 
financial cards with a charity as a partner, which are issued to 
a customer who uses it and the charity shares in the applicable 
interchange fees. 
0008. It should be understood that in this disclosure the 
term “Partner refers to an entity, such as one or more mer 
chants, that participates in a loyalty program to build loyalty 
with customers, and potentially acquire new business, and in 
exchange is willing to provide a loyalty benefit (e.g. cash, in 
kind contribution, special reduction in price, donation to a 
charity, or other promotion). A “Member” refers to the cus 
tomer or potential customer who is a member of the referred 
loyalty program referenced. 
0009. One of the disadvantages of these prior art solutions 

is the lack of flexibility in the manner in which transactions 
triggering donations to the charity must occur. The benefit 
that a Partner participating in a loyalty program is willing to 
provide will depend on a particular Partner and their business 
objectives at a particular time. The prior art Solutions do not 
enable Partner to suitably reflect these changing objectives in 
the manner in which donations are processed in the context of 
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the loyalty program. For example, a Partner that earmarks 
certain funds for charitable donations and is reaching the end 
of its reporting period with unspent funds for charity may 
have a limited time to boost its donations. The Partner might 
prefer to make donations in the context of a loyalty program, 
however, prior art systems do not enable Partners to enhance 
their donation contributions under the loyalty system to Such 
an end. 
0010. Therefore there is a need for a loyalty program 
linked to charitable donations that allows the participation of 
one or more Partners, and the flexibility that enables the 
charity benefit to be maximized by responding to changing 
business objectives. There is a further need for a loyalty 
program that enables multiple Partners to reflect their chang 
ing business objectives by dynamically modifying the rules of 
the loyalty program as they relate to charitable donations. 
More specifically, there is a need for a loyalty program that 
enables merchants to customize their loyalty program, 
including as it related to charitable donations, on the fly, 
including based on effectiveness and incremental cost. 
0011 Many charities have important profile and very sig 
nificant donor lists. This profile and these donor lists have not 
generally been leveraged to the benefit of a loyalty program 
because charities are reluctant to associate their goodwill 
with a loyalty program, in many cases in large part because 
the loyalty program lacks transparency to the Members in that 
they cannot readily track the relationship between their activi 
ties within the loyalty program and the donations made to the 
charity. 
0012. There is a further need for a loyalty program that 
enables Members to obtain data regarding their activities 
within the loyalty program that are eligible for charitable 
donations and also obtain data regarding donations made on 
their behalf to a charity by Partners. 
0013 The level of contribution that Partners would be 
willing to provide to a charity in the context of a loyalty 
program have been limited in part because prior art solutions 
did not adequately address the need for business to verify the 
commercial benefit derived by the Partners. Related chari 
table donations could be increased if the Partners were given 
the tools to measure and monitor the effectiveness and incre 
mental cost of their activities involving charitable donations. 
There is a need therefore for a method, system and computer 
program that enables Partners to monitor and Verify the com 
mercial benefit that they are deriving from the charitable 
donations, thereby encouraging the Partners to increase their 
charitable donations. 

0014. Another factor that has contributed to reluctance of 
both Partners and charities to participate in the type of activity 
described above, and thereby depriving themselves of the 
mutual benefits, is the fact that most prior art solutions involve 
(in the context of the particular loyalty program) association 
with a limited number of Partners. Charities are loathe to 
bring attention to the fact that they are associating with one 
merchant, but not a competing merchant, for example, 
favoured by a number of their donors. This aspect is exacer 
bated by increased competition for donations by charities, 
and also the polarization that exists sometimes between the 
respective customer bases of companies that are highly com 
petitive with one another (especially where comparative 
advertising is used). There is a further need for a method, 
system and computer program that addresses this disadvan 
tage by permitting charities to associate loosely with a plu 
rality of Partners, where the Members by selecting one or 
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more of a plurality of Partners, ultimately determine the dona 
tions flowing from the Partners to the charity. A system 
whereby the Member controls the flow of donations and 
therefore maintains the freedom of choice of the Member 
tends to be affected by this particular disadvantage to a lesser 
degree. 
00.15 Prior art solutions also did not give to the charity: 
control over the member with respect to communications; the 
functionality of loyalty tools including member acquisition, 
retention and rescue; and 100% pass through for donations. 

BRIEF DESCRIPTION OF THE DRAWINGS 

0016 FIG. 1 illustrates one particular embodiment of the 
system of the present invention. 
0017 FIG. 2 illustrates the interaction between the data 
base and the web application that comprise a particular 
embodiment of the present invention. 
0018 FIG. 3 illustrates one particular embodiment of the 
method of the present invention. 

DETAILED DESCRIPTION 

00.19 General Overview 
0020. The present invention discloses an automated cause 
management (ACM) computer program and method 
(ACM program') that may provide benefits to several parties 
involved in fundraising for a charity, including the charity, 
sponsor businesses, partner businesses, and individuals. The 
ACM program may also be configured to benefit more than 
one charity. 
0021 Aspects described in this Overview will be more 
fully described in the relevant sections that follow. 
0022. The present invention may provide one or more 
charities (“Charities') with a new source of funds obtained 
through allowing friends of a Charity, who are registered 
members, to transact using a registered financial transaction 
identification means, such as a financial card, resulting in 
merchants donating directly to the charity. Such means may 
be loyalty cards that are associated with loyalty programs that 
are used to administer aspects of the cards. In the present 
invention, merchants (“Partners') may pledge to give to a 
Charity a percentage of revenues from individuals (“Mem 
bers’) who transact at their business. The present invention 
may provide the Charity and the Partners accurate measure 
ment and reporting on the results. 
0023. One embodiment of the invention may enable 100% 
of Partners’ contributions, based on agreed upon conditions, 
to go directly to the Charity in an ongoing collection effort 
that goes 365 days per year. In one possible implementation 
of this embodiment, the Charity may benefit by paying no 
administrative costs in connection with the loyalty program. 
Instead, Partners may pay a fee to buy or license the ACM 
program for the benefit of the recipient Charity. 
0024. Another embodiment of the invention may enable a 
network of Charities (e.g. a national charity with local affili 
ates) to link together to benefit each Charity in the network. 
This embodiment is described below in the section entitled 
“Network of Giving”. 
0025. The present invention also discloses an original 
computer program and method for enabling the Charity to 
leverage large corporate ("Sponsor) relationships. A Charity 
may recruit Sponsors to distribute benefits as incentives to, 
for example, their employees in return for employees trans 
acting with Partners who then contribute to the Charity. Thus, 

Nov. 12, 2009 

the spending of benefits by the employees may accrue at least 
partially to the Charity. In turn, the Sponsor may be rewarded 
by an increase in employees’ productivity as a result of the 
incentive. 
0026. In one embodiment of the present invention, the 
incentive may be provided by a Sponsor in the form of a 
stored value card (“SVC). Optionally, the SVC must be 
registered with the Charity and ACM program in order to be 
redeemed. The Charity may report back to Sponsor regarding 
how Successful registration has been. 
0027. Furthermore, the present invention provides the 
ability for a Partner to communicate directly with another 
Partner on the service provided for cross promotion offers to 
attract members to transact with the Partners, resulting in 
donations to the Charity. It also provides for the Charity to 
communicate with the Partners on upcoming events, special 
promotions, prizing opportunities, opportunities for Volun 
teers, the impact of the program, use of funds, and status of 
fundraising. 
0028. The present invention may also provide an account 
ing of transactions by Members both to the Partner and to the 
Charity by, for example, use of Member identification num 
bers, which are described more fully below. 
0029. In terms of benefits to a Partner, the present inven 
tion may provide tools enabling customer acquisition, reten 
tion and rescue. For example, the present invention may pro 
vide loyalty tools including a prize module that can set varied 
numbers of prize opportunities and participation in contests 
based on pre-selected criteria. Additionally, the present 
invention may provide market data on customers including 
preferences, spending habits, and merchant ratings. 
0030 System Overview 
0031 FIG. 1 illustrates one particular embodiment of the 
system of the present invention. The internet (17) accessible 
ACM program platform is housed on a server computer (11). 
0032. In one particular implementation of the present 
invention, the server computer (11) consists of at least one 
web server (e.g. an IBMTM HTTP Server), at least one appli 
cation server (e.g. an IBMTM running WEBSPHERETM soft 
ware)...and at least one database server (e.g. running IBMTM 
DB2). In addition, in a particular implementation of the 
present invention, the server computer (11) also includes a 
server dedicated to importing real time financial data. 
0033. One aspect of the server application is that it 
includes a web utility for publishing a web site to the Internet 
(17) in a manner that is known. The features of the web site of 
the present invention are described below. 
0034. The server computer (11) interacts with a database 
(13) that is operable to store a plurality of data instances 
pertaining to the ACM program. The ACM engine (27) is 
accessible to the public via a web application (15) that gen 
erates a web site accessible to the public, a Member, a Partner, 
a Charity, a Sponsor, and a License Administrator which 
enables all of these parties to interact with the ACM engine 
(27). 
0035. The computer program aspect of the present inven 
tion comprises a back-end computer program relating to the 
database (13) and a series of front-end computer programs 
relating to the web application (15). 
0036 FIG. 2 illustrates the interaction between the data 
base and the web application as a web site. The web applica 
tion (15) can be further broken down into sub components, 
including the Administrator Utility (37), Member Utility 
(33), Public Utility (31), Sponsor Utility (39), and License 
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Administrator Utility (38). The web application thus permits 
Partners, Sponsors, Members, the Public, a License Admin 
istrator, and a Charity to manage data input to and output from 
the database (13). Each utility is described in the correspond 
ing section below. 
0037. The server computer (11) may also comprise a 
member identification number generation engine operable to 
transform a Member's financial transaction identification 
means number (such as SVC card number or other card num 
ber) to a Member identification number (“Member ID'). 
0038. The back-end computer program may include an 
access utility (25) that is operable to populate and manipulate 
the items in the database (13), which itself is operable to store 
a series of data instances. The database (13) may comprise 
means operable to associate data instances with other data 
instances. For example, the means to associate data instances 
could be implemented in the database (13) as tables. For 
simplicity, tables will be used to describe the implementation 
of the database (13), without limiting the scope of the present 
invention. In the database (13), the tables may include but are 
not limited to: 

0039. A partner table operable to associate a Partner 
name with a Partner identification number and a plural 
ity of data instances associated with the enablement of 
various optional functions of the ACM program, each 
selectively made available to the Partner as set by agree 
ment between the Partner and the Charity. The partner 
table may also store information relating to benefits or 
pledge levels to accrue to the Charity based on the Part 
ner's transactions. 

0040. A partner offer table operable to store a plurality 
of thresholds set by a Partner for the purposes of identi 
fying and linking customer actions and demographics, 
comparison to thresholds and determinate actions for 
customer retention, acquisition, or rescue. A Partner 
may desire to use this information for other purposes as 
well. 

0041. A transaction table operable to associate a plural 
ity of Member IDs with data instances associated with a 
plurality of transactions representing transactions made 
using the Member's financial transaction identification 
means (such as SVC or other financial card) at both 
Partner and non-Partner businesses. The data instances 
may include Partner ID, location ID, Member ID, trans 
action date, transaction time, purchase price, and any 
other relevant information relating to the transaction. 
There may be additional data instances associated with 
the transaction table. 

0042 A Member ID table operable to associate a Mem 
ber ID with data instances representing demographic 
information associated with the Member. The data 
instances may include gender, age, income, occupation, 
means of communication and any other relevant infor 
mation relating to the Member. 

0043 A plurality of survey tables operable to associate 
Survey questions with Survey responses and to associate 
Survey data with transaction and demographic data for a 
Member, Partner, or Sponsor. 

0044) The plurality of graphical user interfaces may com 
prise interfaces for each of a Public Utility (31) Charity or 
Administrator Utility (37), a Sponsor Utility (39), a Partner 
Utility (35), a Member Utility (33), and a License Adminis 
trator Utility (38). The graphical user interfaces may be web 
pages operable to receive inputs, such as user identifications 
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and passwords that define the content that may be displayed to 
a particular individual, Sponsor, Partner, Member or License 
Administrator. 
0045. The web application (15) may be operable to display 
a default web page upon an individual visiting the web site. 
By default, the web application (15) may provide the Public 
Utility (31) to the individual. The Public Utility (15) is further 
described below. 
0046. An individual, who may represent a Sponsor, Part 
ner, Member, Charity or License Administrator may access a 
secure area of the web application. The individual must first 
sign up with the web site for joining the ACM program. To 
sign up, the individual may be required to provide a set of 
information for identification purposes, such as user name 
and password, or email address and password, for the pur 
poses of future identification with the web site. 
0047. The web site may consist of a series of web pages 
containing fields for obtaining sign-up information from indi 
viduals. The web site may also include a plurality of secure 
areas, provided in a manner that is known. The secure areas 
may comprise the Member Utility, Partner Utility, Adminis 
trator Utility, License Administrator Utility, and Sponsor 
Utility. 
0048 One aspect of the present invention is the collection 
of information from the Members regarding one or more of 
their financial transaction identification means such as finan 
cial cards. The registered financial transaction identification 
means information enables the loyalty engine (27) to track 
financial transactions of the Members, as particularized 
below. 
0049. The financial transaction identification means may 
include a wide variety of cards Such as banking cards or credit 
cards. In one embodiment of the invention the financial card 
is a stored value card. The stored value card may provide a 
means for a Charity or Sponsor to acquire new Members and 
means for a Charity or Sponsor to provide prizing to existing 
Members. The stored value card is described more fully 
below. It should be understood to those skilled in the art, that 
in this specification a reference to a stored value card or other 
financial card could easily be extended to other financial 
transaction identification means. 
0050. The financial transaction identification means data 
is stored to the database (13) based on processes defined by 
the access utility (25). In one particular implementation of the 
invention, financial card identification data may be trans 
formed into a separate member identification number and 
stored to the database (13) to maintain the security of the 
financial card data. 
0051. Once the requisite sign-up data has been provided 
by the individual, the individual is registered to the server 
computer (11), and by operation of the access utility (25) the 
registered individual is provided access to the functions of the 
server application accessible to individual, as described 
below for each of the Member, Sponsor, Charity, Partner and 
License Administrator. 

0052 FIG. 3 illustrates the method of the present inven 
tion. The method consists of registering a plurality of Partners 
with the ACM program (41). The plurality of Partners is 
provided with tools to customize their implementation of the 
ACM program. 
0053. The operator of the loyalty program or ACM pro 
gram administrator is typically the Charity. However, in one 
embodimenta Partner may be provided tools to administer its 
own loyalty program in addition to an existing ACM program. 
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0054 Typically, the Partners may register (41) with the 
ACM program without any action required by the Charity. 
The relationships among the Charity, Partners and Members 
are governed by rules under which the plurality of Partners 
may make donations to the Charity based on purchasing 
activities of Members in connection with the ACM program. 
Through tools provided by the ACM program, the Charity and 
each participating Partner define rules for each participating 
Partner to make donations to the Charity, in conformity with 
the rules established between the Charity and the particular 
Partner. 

0055. In order to attract Members to the Charity, the ACM 
administrator may enlist Sponsors who may donate funds, 
encourage their constituents (such as employees) to register 
with the ACM program or identify other merchants that may 
become Partners. 
0056 A Sponsor may first register with the ACM program 
(43). Registration is described above. Once registered, the 
Sponsor may distribute, or cause to be distributed, financial 
transaction identification means (such as financial cards (45) 
or SVCs) providing access to the ACM program and motivat 
ing recipients of the financial cards (45) to register with the 
ACM program. The recipient of a financial transaction iden 
tification means may register (47) the financial transaction 
identification means with the ACM program (43) as described 
below. 
0057 The recipient may become a Member upon registra 
tion of a financial transaction identification means. 

0058 When a Member initiates a transaction at the place 
of business of a Partner (49) 

0059 the Partner may transmit transaction data to the 
merchant acquirer or card association providing the 
selected data to the ACM program (51); 

0060 the ACM program may store the transaction 
information (53) and accrue the amount to be committed 
by the Partner: 

0061 in one embodiment of the present invention uti 
lizing a SVC, the ACM program may adjust the value 
stored on the SVC to reflect the transaction (55); and 

0062) accrual of a donation to the benefit of the Charity 
may be triggered by the ACM program and tracked by a 
Charity account of the ACM program Partner provided 
by the ACM system (57). 

0063. The ACM program platform enables each of the 
Partners, Members and the Charity to track and monitor the 
donation activity. 
0064 Stored Value Card 
0065. A SVC may be modeled as a financial card operable 

to be fully or partially redeemed by a Member at a plurality of 
merchant locations. The SVC may be a proprietary card, 
credit card, bank debit card, or other financial card. 
0066 Merchants may be Partners or non-Partners of the 
Charity. Merchants may join to become Partners of the Char 
ity. Partners may optionally set a target rate to contribute to 
the Charity. 
0067. In one embodiment of the present invention, a SVC 
may be used for customer acquisition or other purposes. The 
term “Open-loop SVC will be used in the case where a 
Member may redeem value stored in a SVC at either or both 
of a Partner or non-Partner establishment whereas the term 
“Closed-loop SVC'' will be used in the case where a Member 
may redeem value stored in a SVC at only Partner establish 
ments. It should be apparent to a person skilled in the art that 
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the following methods and systems utilizing a SVC are easily 
adaptable to other financial cards or other financial transac 
tion identification means. 
0068 Data may be accessed for non-Partner establish 
ments when data sources Supplied by card associations is 
used rather than data Supplied by merchant acquirer partici 
pants. 
0069 Purchases made at a Partner using an Open-loop 
SVC may result in a contribution to the Charity, and pur 
chases made at a Partner using a Closed-loop SVC (which 
may only be redeemed at a Partner) may result in a contribu 
tion to the Charity. Whether a SVC is an Open-loop SVC or a 
Closed-loop SVC may be determined by agreement between 
a Partner and a Charity. 
0070 A SVC may be administered by a financial institu 
tion or by the Charity. Preferably, a financial institution 
administers the SVC. Methods of loyalty card administration 
are known to those skilled in the art. 
(0071. One aspect of the invention is that the SVC may be 
used as a tool to attract potential Members to register with the 
ACM program. In one embodiment of the invention, a poten 
tial Member may choose to register with the ACM program 
for several reasons, including for example that the Member 
appreciates that the charity will benefit from their purchasing 
activities as defined by terms of the program or that the 
Member simply wants to redeem value stored in a SVC. 
0072. In another embodiment of the invention, a charity 
focused organization (e.g. a Partner, Sponsor, etc.) that may 
have constituents (e.g. employees, members, cardholders, 
etc.) may issue unloaded SVCs to some of the constituents 
and may indicate benefits by registering the SVC with the 
Administrator or License Administrator using the Adminis 
trator Utility or License Administrator Utility. When the 
recipient of the SVC activates it, the recipient may become a 
Member of the ACM program. 
(0073. The SVC may include branding for the charity. 
Optionally, the SVC may also include branding for other 
organizations such as one or more Sponsors. 
(0074 The SVC may be distributed in a variety of ways 
including, for example, at a reception event held by the Char 
ity or at kiosks administered by the Charity or a Sponsor. 
0075. The purchase price of the SVC may include an acti 
vation fee which may accrue to the Charity or a Sponsor. The 
SVC may be purchased by a Member for use or as a gift; or by 
a Sponsor for use by an employee. 
0076 An individual receiving a SVC may be required to 

first register or activate it as a prerequisite to using it. In the 
present invention, the registration process may be accom 
plished by means of a registration utility provided by the 
front-end computer program. The registration utility may 
provide a means for a Member to provide to the ACM pro 
gram demographic information Such as age, gender, income, 
occupation, and any other relevant information relating to the 
Member. The registration utility may also enable generation 
of a financial card number in addition to the SVC that may be 
used to transact at Partners. 
0077. Upon registration the back-end computer program 
generates a Member ID using the member identification gen 
eration engine and stores the Member ID in the Member ID 
table. Once registered, a Member may redeem its value at a 
Partner store if the SVC is a Closed-loop SVC, or at any store 
if the SVC is an Open-loop SVC. 
(0078. Once the Member registers the SVC and/or other 
financial cards, they may be rewarded by activation of the 
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SVC with a sum of money preloaded onto it, either as an 
Open-loop or Closed-loop SVC. In another example, the 
Member may receive a prizing right with a variety of potential 
prizes. In this example, ACM program may require that the 
Member answer a skill-testing question or perform some 
other method of qualification in order to adhere to applicable 
gaming laws. In either example, the issuer of the card (e.g. 
Partner, Sponsor, etc.) generally may pay money to the Char 
ity corresponding to the amount stored on the SVC. This 
money may be considered an indirect donation to the Charity. 
In one embodiment of the invention, breakage may be main 
tained by the issuer of the card. This may be especially ben 
eficial where a charity is not permitted to retain breakage 
while maintaining appropriate charity tax status. 
0079 A Member may redeem the value stored on the 
SVC. Preferably, the Member redeems the SVC at a Partner 
business. In Such instances, the Partner may collect informa 
tion related to the transaction such as the Partner ID, location 
ID, SVC card identification number, transaction date, trans 
action time, purchase price, transaction amount, and any 
other relevant information relating to the transaction. The 
Partner then may transmit this information electronically to 
the back-end computer program. The back-end computer pro 
gram may transform the SVC card identification number to a 
Member identification number (“Member ID") using the 
member identification generation engine. The back-end com 
puter program then may store the Partner ID, location ID, 
Member ID, transaction date, transaction time, purchase 
price, transaction amount, and any other relevant information 
relating to the transaction, and any other information the 
Charity may choose to store. 
0080 Public Utility 
0081. The present invention may be accessible to the pub 

lic. For example, there may be a publicly accessible compo 
nent of the ACM program that may be used to advertise the 
ACM program. 
0082 Furthermore, the publicly accessible component 
(“Public Utility”) of the ACM program may allow a prospec 
tive Member to join the ACM program. 
I0083. In a first embodiment of the Public Utility, the Pub 
lic Utility may provide a means to allow a Partner to sign up 
through a direct link to a secure signup page. The Secure 
signup page may permit a Partner to (i) enroll in the ACM 
program; and (ii) provide permission to the Charity to collect 
financial card information on Members. The Charity, in turn, 
may be required to enable the Partner to collect the pertinent 
information from Members, such as a SVC identification 
number that relates a SVC to a particular Member. A Partner 
able to collect this data is referred to as an "Authorized Mer 
chant Acquirer. 
0084. In a second embodiment of the Public Utility, the 
Partner may sign up through an automatic process whereby 
card data is authorized and provided by the card issuer (e.g. 
VisaTM, MasterCardTM, etc.). In this embodiment, the process 
may be performed on a secure web page. The Partner may 
accept contractual terms with the Charity that activates the 
ACM program. In this embodiment the Partner is not required 
to be affiliated with an Authorized Merchant Acquirer for data 
collection. Instead, the card issuer collects and distributes the 
information about transactions and the Partner may receive 
only base level access to the ACM program. 
I0085. In either of the above embodiments the Partner may 
provide to the ACM program, the Partner's name, address, 
processor identification number, NAICS (North American 
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Industry Classification System) primary code, percentage 
pledged to the Charity based on registered transactions, and 
signature. 
I0086 A third embodiment of the Public Utility may 
enable the Partner to implement either of the above two 
embodiments, and additionally purchase a license from the 
ACM program provider (such as a software developer) to use 
the loyalty software features directly for its own customer 
loyalty program. 
I0087 Member Utility 
I0088 Members may access a secure section of the ACM 
program known as the Member Utility. Each Member may 
access only the section of the Member Utility corresponding 
to that Member. In other words, each Member may not access 
the Member Utility for any other Member. 
I0089. The Member Utility may provide a set of features to 
a particular Member as determined by the Charity. The fea 
tures may include news reporting, Surveying, account infor 
mation, and advertising. The Member Utility may also be 
operable to enable a Member to search within the offers 
provided by Partners within the ACM program. 
(0090 Some other features of the Member Utility may 
provide a means for a Charity to advertise the goods and 
services, or the logo of a Partner or Sponsor which the Mem 
ber may or may not have previously associated with. For 
example, the Charity may wish to advertise the logo for 
“Featured Partners” or “Featured Sponsors”. 
0091. The account information feature may provide a 
means for a Member to review the transaction history corre 
sponding to its SVC. There may also be displayed the remain 
ing value on any outstanding SVC and, optionally, a means by 
which the Member may deposit more money onto the SVC. 
0092. The news reporting feature may provide a means by 
which the Partner may communicate brief messages to the 
Member. For example, a section of a webpage of the Member 
Utility may be devoted to headlines that may be set by the 
Charity. 
0093. The surveying feature may provide a means by 
which the Member may complete surveys deployed by Part 
ners, Sponsors or the Charity. The creation and deployment of 
surveys is discussed in each of the Partner Utility, Sponsor 
Utility, and Administrator Utility of this description. 
0094. A further aspect of the Member Utility may consist 
ofa Customer Relationship Management or CRM utility. The 
CRMutility is a known software utility that enables managed 
communications with customers. The CRM utility can incor 
porate numerous typical CRM functions as part of a web 
enabled ASP application part of the server application. For 
example the CRMutility may be operable to send messages to 
a participant mailing list, including for example emails 
regarding special promotions. 
(0095. The CRM utility may be provided as a module of the 
Member Utility. A Member may be permitted, by use of text 
fields on a web page, to provide the ACM program with the 
Member's mode of communication, such as a phone number 
to which text messages may be sent, or an email address to 
which emails may be sent, using the ACM program. Once a 
Member provides communication information to the ACM 
program, a Partner or the Charity may be able to send com 
munications such as offers or promotions to the Member by 
means of the Partner Utility or Charity Utility, respectively. 
0096 Partner Utility 
0097. Registered Partners may access a secure section of 
the ACM program known as the Partner Utility. Each Partner 
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may access only the section of the Partner Utility correspond 
ing to that Partner. In other words, each Partner may not 
access the Partner Utility for any other Partner. 
0098. The Partner Utility may provide a set of features to 
a particular Partner as determined by the Charity or by agree 
ment between the Partner and the Charity. The features may 
include reporting features and Surveying features. 
0099. The Charity may determine the levels of reporting 
available to the Partner based on factors such as the particular 
Partner, Partner type (i.e. category of goods or services sold), 
time of day or other time period, and geographical location. 
Reporting features are further discussed below. 
0100. The Partner Utility may further comprise a Survey 
Utility operable to deploy customer surveys. Optionally the 
Partner may selectively deploy a survey to Members that are 
the Partner's customers. The ACM program may be operable 
to determine whether a particular Member of a Charity is a 
customer of the Partner since the ACM program may store 
information relating to a plurality of purchases made by each 
Member with each particular Partner. For example, as 
described above, the back-end computer program may store 
the Partner IDs corresponding to a Member's transactions. 
0101. The Partner Utility may also enable a Partner to 
manage Partner benefits. For example, a Partner may set its 
benefits or pledge level (collectively referred to as “benefits”) 
for a given time period set by the Charity. Optionally, the 
Charity may choose to commit a Partner to certain benefits for 
a given time period once the Partner sets the benefits at the 
start of the time period. The Partner may then change the 
benefits at the end of a period, but there may be automatic 
renewal of the previous benefits level if the Partner does not 
make a modification prior to commencement of the next time 
period. 
0102. Furthermore, the Partner Utility may enable a Part 
ner to provide different benefits to the Charity based on trans 
actions with different Members. The Partner Utility may pro 
vide a means for the Partner to specify the benefits to the 
Charity based on certain “BIN number ranges associated 
with a plurality of SVCs ("Bin Differentiation'). For 
example, the SVCs may be manufactured in such a way that 
the SVC identification numbers are allocated sequentially. In 
this example, the Partner may provide the Charity a particular 
benefit for a series of, for example, 100 sequential SVCs and 
a different benefit for the next 100 sequential SVCs. The 
Partner Utility may enable the Partner to allocate benefits for 
any number of Such bins. 
0103 Reporting Features 
0104. The reporting features may enable a Partner to ana 
lyze the benefits of the ACM program and the return on 
investment of providing benefits to a Charity. 
0105. As described above, the back-end computer pro 
gram may be operable to store information relating to trans 
actions such as information discussed in the transaction table 
described above. 
0106 The Partner Utility may provide to a Partner a means 

to provide reports based on the stored information. These 
reports are generally of the type to enhance a Partner's busi 
ness by adapting to demographical statistics. 
0107. In one embodiment of the reporting features, the 
Partner Utility may be operable to report on overall spending 
per month, by location. Such a report may be of particular 
relevance to a Partner that may carry on business in more than 
one location. The report may provide information corre 
sponding to: 
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0.108 1) unique Member visits/transactions: calculated 
based on the number of unique Member IDs stored in the 
back-end computer program for the particular Partner 
ID and location ID, and may be narrowed to a particular 
time period; 

0.109 2) total Member visits/transactions: calculated 
based on the number of transactions stored in the back 
end computer program for the particular Partner ID and 
location ID, and may be narrowed to a particular time 
period; 

0110 3) average amount spent per transaction by Mem 
bers (in dollars or other currency) per visit: calculated 
based on the amount spent at the particular Partner ID 
and location ID divided by the total Member visits, and 
may be narrowed to a particular time period; and 

0.111 4) total amount spent by Members over all visits/ 
transactions: calculated based on the amount spent at the 
particular Partner ID and location ID, and may be nar 
rowed to a particular time period. 

0112. In a second embodiment of the reporting features, 
the Partner Utility may be operable to report on collateral 
spending by a Member. The Member may be a patron of the 
particular Partner. The report may provide the spending by 
that Member at other Partner business locations, broken down 
by business category. Optionally the report may be displayed 
graphically in a form Such as a pie chart (or other graphical 
display) with each section of the chart representing a business 
category. In this embodiment, the Partner does not gain direct 
access to the information corresponding to another Partner. 
However, the back-end computer program allows access to 
certain portions of the information for the purposes of report 
ing. The report may provide information corresponding to: 

0113 Member spending from beginning to end of 
month by Members who purchase from the Partner and 
also other Partners: includes the Partner's Member base 
for a given month, and is calculated based on the total 
amount spent by those Members on all transactions 
made with the SVC during the month but not including 
transactions processed by the particular Partner. 

0114. The report may present both the dollaramount (or 
other currency) of the transactions and a percentage 
based on the type of goods or services offered. The 
percentage based presentation may optionally be dis 
played graphically, for example as a pie chart. 

0.115. In a third embodiment of the reporting features, the 
Partner Utility may be operable to report on a weekly spend 
ing breakdown. The report may provide information corre 
sponding to: 

011 6 1) per Member by the day of the week: includes 
the Partner's Member base since the Partner joined the 
program, and is calculated based on the total amount 
spent by those Members on all transactions made with 
the SVC with that Partner, allocated based on a day of 
the week the transaction occurred on, and then divided 
by the number of Members. The result may be displayed 
graphically, as a bar graph (in the case of a dollar or other 
currency amount) or a pie chart (in the case of a percent 
age breakdown). 

0117 2) for all Members by the day of the week: 
includes a particular Member base since the Partner 
joined the program, and is calculated based on the total 
amount spent by those Members on all transactions 
made with that Partner, allocated based on a day of the 
week the transaction occurred on, and then divided by 
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the number of Members. The result may be displayed 
graphically, as a bar graph (in the case of a dollar or other 
currency amount) or a pie chart (in the case of a percent 
age breakdown). 

0118. In a fourth embodiment of the reporting features, the 
Partner Utility may be operable to report on total spending 
reported by Members age and gender for a particular Part 
ner's type of goods or services offered. The report may pro 
vide information corresponding to: 

0119 monthly spending for Members per age group for 
all female Members, male members or gender-undis 
closed member: includes the Partner's Member base for 
a given month, and is calculated based on the total 
amount spent by each of a plurality of defined age seg 
ments among Members for each gender among the set 
{female, male, undisclosed on all transactions made 
with the SVC during a month. 

0.120. The report may present both the dollaramount (or 
other currency) of the transactions and a percentage 
based on the type of goods or services offered. The dollar 
amount (or other currency) based presentation may 
optionally be displayed graphically, for example as a bar 
graph. The percentage based presentation may option 
ally be displayed graphically, for example as a pie chart. 

0121 A prospective Partner that chooses not to use the 
reporting features may choose to act as a Sponsor, which may 
enable the party to have advertising presence on the ACM 
website and may also enable the party to use the Survey 
Utility, described below. 
0122) Advantages to a Partner 
0123. The present invention may provide several financial 
advantages to a Partner, including 

0.124. 1) The Partner may deploy customer acquisition, 
customer retention, or customer rescue (reacquiring a 
customer that has ceased to transact or reduced transac 
tions with a business) offers. 
0.125 a. The offers may be rewards or other incen 
tives designed to attract business. 

0.126 b. Offers may be a promotional code to be used 
or redeemed at a Partner's business. 

I0127 c. Offers may be a prizing opportunity to Mem 
bers of a Partner or Members of the ACM program 
that have not previously transacted with the Partner. 

I0128. The Charity may implement the offers as an 
optional module to the Partner. In this case, the Partner 
may be required to pay an additional fee to purchase the 
rights to use the offer module. 

I0129. For the purposes of customer acquisition, cus 
tomer retention, and customer rescue a Partner may pro 
mote its business to customers or Members that are not 
yet customers by sending them a special offer. The offer 
utility may be automatic or manual. In the case of 
manual offer, the Partner may send, using a means of 
Selection on the front-end computer program, an offer to 
a particular Member. In the case of automatic offer, the 
Partner may set, using the front-end computer program, 
thresholds for a plurality of offers based upon customer 
history. The thresholds may be stored in the back-end 
computer program. In this case the back-end computer 
program may automatically deliver the offer to Mem 
bers of the Partner exceeding the set thresholds. 

0.130 2) A Partner may increase incremental sales by 
analyzing prior attempts to do so, and adapting its busi 
ness practice accordingly. The analysis of prior attempts 
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for increasing incremental sales may be accomplished 
using the reporting features as described above. 

0131 3) A Partner may allocate benefits regionally. For 
example, the Partner may use Bin Differentiation in 
conjunction with deployment of particular bin num 
bered SVCs to different regions. In such a way, the 
Partner can allocate an optimal benefit based on statis 
tical return on investment at each of its locations, as 
provided by the reporting features. 

0132) 4) A Partner may deploy a customizable survey 
for completion by Members that transact with the Part 
ner. Surveying is described more fully below. 

0.133 5) A Partner may leverage business-to-business 
relationships for the purpose of increasing sales. Prefer 
ably, a Partner will deal with a non-competing other 
Partner. For example, a Partner may offer another Part 
ner's services as a reward to Members that it transacts 
with. This may result in benefits where a Partner views 
another Partner's services or goods as a commodity. 
Offers and rewards are described above. 

0.134 6) A Partner may realize increased revenue at 
targeted periods by offering promotions. For example, 
the Partner may learn from the reporting features that its 
sales Suffer on a particular day of the week as compared 
to other days of the week. The Partner may choose to 
selectively make offers to Members to incentivize trans 
acting with the Partner on the particularly poor business 
day. 

0135) 7) A Partner may beintroduced to new customers, 
as it may deploy offers to Members of the Charity that 
are not yet customers of the Partner. 

0.136 8) A Partner may receive increased feedback from 
customers as a result of using the Survey utility described 
below. 

0.137 9) A Partner may receive increase support from 
the local community as a result of its charitable interest. 

I0138 Survey Utility 
0.139. The present invention discloses a Survey Utility that 
may offer a Partner the opportunity to further enhance cus 
tomer relationships using measured results. The Survey Util 
ity may provide a Partner the ability to reward customers 
based on past customer history and/or Survey results to offer 
incentives for further business opportunities. 
0140. By comparing the results between retail locations, 
and Partners’ base Survey goals, a Partner may ensure that it is 
maximizing customer satisfaction. For example, the Partner 
may evaluate current service levels or evaluate which aspects 
of service are appreciated and not appreciated. The Partner 
may then make adjustments accordingly. 
0.141. The Survey Utility may also be made available to a 
Sponsor. This may provide an incentive to attract Sponsors 
who may wish donate directly to the Charity rather than based 
on Member purchases, but still wish to benefit from demo 
graphic data made available through the Survey Utility. The 
use of the Survey Utility by a Sponsor may also be extended 
to provide customizable questions by the Sponsor to obtain 
additional customer data. This embodiment may or may not 
be tied to a financial card transaction data. The deployment of 
these surveys may be associated with Member's transactions 
at particular Partners that carry or associate themselves with 
a given Sponsor's goods and/or services. 
0142. Creation 
0143. The Survey Utility may provide for creation of a 
Survey. The creation process first requires creation of a group 
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of questions. A Partner or Sponsor may add one question at a 
time to the Survey. There may be many question types to 
choose from. The Partner or Sponsor may also delete or 
reorder questions. All operations may be provided by the 
front-end computer program. The Survey may be stored in a 
survey table. 
0144. There may be various types of questions provided 
by the Survey Utility including single answer selection, yes/ 
no selection, multiple answer selection, short text entry, and 
long text entry. 
0145 The single answer selection may be provided by a 
selection means such as a radio button or a drop down selec 
tion box. The yes/no selection may be provided by a selection 
means such as a checkbox or a drop down selection box. The 
multiple answer selection may be provided by a plurality of 
selection means such as check-boxes. The short text entry 
may be provided by a singe line text field. The long text entry 
may be provided by a text box. 
0146 Deployment 
0147 A Partner may use the survey utility to create a 
survey deployed as either a “Visit Survey or a “Contest'. A 
Visit Survey may be sent to a Member after they transact at a 
Partner location. It may be set up by specifying the question 
group to use, the effective dates, and the trading area where 
the Visit Survey is to be available. A Contest may be made 
available to all Members. Upon filling out the Contest's ques 
tions a Member may be entered to win a prize. It may be set up 
in the same way as a Visit Survey, but more information may 
be required such as, for example, a contest description. 
0148 Results 
0149 Members may complete a survey using the front 
end computer program, which may be operable to display the 
series of single answer selection means, yes/no selection 
means, multiple answer selection means, short text entry 
means and long text entry means set up by the Partner. 
0150. The results of the survey may be stored by the back 
end computer program in a Survey table. The back-end com 
puter program may record the completion rate among Mem 
bers to whom the survey was sent. A Partner or Sponsor may 
adjust Survey questions accordingly to attempt to receive a 
high completion rate for a Subsequent Survey. 
0151 A Partner's or Sponsor's purpose for reviewing sur 
vey results may be to resolve individual customer issues 
based upon Survey results and spending history rather than 
having to pursue the traditional method of using follow-up 
telephone calls. For example, a Partner or Sponsor may res 
cue dissatisfied customers by sending them a special offer, 
which is described above. 
0152. In one embodiment of generating offers based on 
the survey results, an offer may be sent to a Member based on 
a threshold set by the Partner. The Partner sets the thresholds 
(as described above in the Partner Benefits section) for these 
offers and the back-end computer program may automati 
cally deliver the offer to the Member when a threshold is 
exceeded. 
0153. Automated Sweepstakes 
0154) A further method of attracting new Members to or 
retaining existing Members within the ACM program may be 
to provide an automated Sweepstakes utility. A particular 
Partner may also be given the functionality to offer automated 
Sweepstakes to its customers that are Members by accessing 
the automated sweepstakes utility through the Partner Utility. 
0155. In one embodiment of the automated sweepstakes 

utility the ACM program may be operable to randomly select 
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a Member ID from the ACM computer program database as a 
winner. In a second embodiment of the automated Sweep 
stakes utility the ACM program may transmitalist of Member 
IDS to an external Sweepstakes business which may return a 
selected Member ID to the ACM program. 
0156 The Member ID corresponding to the selected 
Member (the “winner) may be notified electronically using 
a means of contact stored in the Member ID table. The auto 
mated Sweepstakes utility may optionally require the winner 
to sign off on receiving the prize. 
0157 Optionally, reminder notifications may be sent by 
the ACM program until a sign off is received from the winner. 
If the winner does not sign off within a set period of time, 
there may be a new winner selected. 
0158 Optionally, the winner's first and last name may be 
automatically displayed on a website of the Sweepstakes 
house or the ACM program. 
0159 Sweepstakes opportunities may be selectively 
applied according to rules set by the Charity or Partner includ 
ing by SVC type (Open-loop SVC or Closed-loop SVC), bin 
range, Member's transaction history, promotional code or 
other rule. Furthermore, a Sweepstakes may be a single con 
test or may be repeated. Where it is repeated, the Charity or 
Partner may realize an ease in set up time since the Sweep 
stakes functionality and implementation may be reused. 
0160 Sweepstakes opportunities may also be used to 
reward Members for completing a Survey on a transaction or 
for providing marketing information 
(0161 
0162 The ACM program may optionally include an Inter 
net-based store accessible through the Public Utility. The 
store may facilitate marketing a Charity to potential new 
Members. 

0163 Any profit made at the store may be donated to the 
Charity. Products or services provided by the store may 
include inventory in the form of in-kind gifts provided by a 
Partner, a Charity's own inventory, SVCs (Open-loop SVCs 
or Closed-loop SVCs), or other third party merchandise. 
0164. Administrator Utility 
0.165 A Charity may access a secure section of the ACM 
program known as an Administrator Utility using the front 
end computer program, which may be operable to access all 
data instances stored in the back-end computer program. 
0166 The Administrator Utility may provide a means for 
the Charity to administer the ACM program. The Adminis 
trator Utility may include a range of tools enabling the Char 
ity to create communications, such as to encourage Support by 
Members by referring Partners by advertisement on an ACM 
program website, management of a news aspect of the web 
site, Partner or Sponsor brand identification (such as a logo) 
placement on the website, or other functionality. The Admin 
istrator Utility may also include a calendar tool to schedule 
staged communications directed at Members, Partners, and 
Sponsors, and may be geared toward managing relationships 
between these parties. The Charity may wish to manage these 
relationships for any of a number of reasons. 
0167. The Administrator Utility may also provide report 
ing features accessible to the Charity corresponding to each 
Partner and each Member that has registered with the ACM 
program. The functionality of these reporting features is the 
same as those reporting features provided by the Partner 
Utility. 

Online Store 
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0168 Possible Advantages to a Charity 
0169. The present invention may provide several advan 
tages to a Charity, including 

0170 1) The present invention may allow a Charity to 
retain 501C tax status in the United States, or similar 
status under other tax regimes. This is described above in 
the Section entitled “Stored Value Card. 

(0171 2) The Charity may be able to recruit Members 
that otherwise may not have become donors of the Char 
ity. 

0172 3) The present invention may promote transac 
tions between Members and Partners creating donations 
to a regional and/or national Charity. 

0173 4) The present invention may promote transac 
tions and resulting donations by allowing Sponsors such 
as product manufacturers to promote their products, 
which may be sold by Partners of the ACM program. 

(0174 Sponsor Utility 
0175 Sponsors may be corporate organizations or similar 
groups that operate within one of the Charity's regions. The 
role of a Sponsor is to assist the Charity in acquiring new 
Members in addition to being a contributor? donor to the Char 
ity. For example, a Sponsor may be a local corporation that is 
a large employer. The Sponsor may distribute SVCs to its 
employees. The Charity thus may attract new Members while 
the Sponsor may realize productivity gains from its employ 
ees as a result of the new incentive. Another example of a 
Sponsor may include a consumer product company that 
desires to help the Charity while also securing positive public 
relations. This type of Sponsor may also wish to donate prod 
ucts for use in Sweepstakes or offers as described above. 
Another example may be a financial institution that could 
contribute stored value cards or other incentives to encourage 
people to become members. Another example may be a mer 
chant who is a Partner already affiliated with the Charity. 
0176 The Sponsor Utility may also provide access to the 
reporting features as described above. A Sponsor, by agree 
ment with the Charity, may be provided access to reporting 
features corresponding to transactions processed by a plural 
ity of Partners or a plurality of Members. For example, the 
Sponsor may be granted access to reporting features corre 
sponding to the Members that use SVCs provided by the 
Sponsor. 
0177. The Sponsor may elect to support time-based events 
that allow for contribution matches with preferred merchants, 
all merchants, certain SVC bin ranges, etc. 
0.178 As a secondary option a Sponsor may elect to lever 
age the Charity's Partners/merchants by using Closed-loop 
SVCs as incentives for further transactions within the plural 
ity of Partners. In other cases, where additional market data is 
desired, the SVC may be deployed as Open-loop SVCs. 
0179 The Sponsor donating the funds on each SVC may 
receive back part or all of the value of the SVC if it is never 
registered with the ACM program. The remainder of the value 
may accrue to the Charity. 
0180 License Administrator Utility 
0181 A License Administrator Utility may be provided by 
the present invention in order for the Charity to enable a third 
party to administer aspects of the ACM program Such as the 
Member Utility or Partner Utility. 
0182 For example, a License Administrator may use the 
License Administrator Utility to create a Survey associated 
with a Sweepstakes. The process to accomplish this is 
describe above in the Partner Utility section. The License 
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Administrator Utility may also provide a means for a License 
Administrator to manage prize allocation for offers or Sweep 
stakes provided by the Charity, a Partner, or a Sponsor. 
0183 The License Administrator Utility may also provide 
a means for a License Administrator to administer the report 
ing features, such as reporting to Partners on demographics, 
survey results, etc. as described in the Reporting Features 
section. 

0.184 The License Administrator Utility may further pro 
vide a means for a License Administrator to enroll new Spon 
sors, create and display news items, or modify the look and 
feel of the Public Utility and Member Utility area of the ACM 
program. 

0185. Network of Giving 
0186 The ACM program described above may generally 
apply to a single charity that may operate in a single region. 
The Network of Giving (NOG) is another embodiment of the 
invention that may provide a linkage for a network of Chari 
ties to operate the ACM program on a larger scale basis. 
0187. In the ACM program described above, the Admin 
istrator may generally be the Charity. In a NOG embodiment 
the Administrator may be a Charity or may be an organization 
whose role is not as a Charity but may be to solicit national (or 
multi-regional) charities to participate in a national (or multi 
regional) program. The Administrator may include a national 
administrator and a regional administrator, but the two roles 
may be carried out using a single entity. In the following 
discussion, where the term 'Administrator” is used, either the 
national administrator or the regional administrator could 
carry out the function. If the national administrator and 
regional administrator are separate entities of a Charity, the 
national administrator may define rules by which incoming 
donations are split between the national administrator and 
regional administrator. 
0188 The NOG embodiment may also include a License 
Administrator that actually maintains the ACM program 
while the Administrator may manage allocation and relations 
between the regional Charities. 
0189 The Administrator may define one or more regions 
for which an implementation of the NOG embodiment may 
be active. A region may be a geographic area, but need not be 
contiguous. A national region may be defined to include the 
regions or to comprise the geographical areas not already 
included in regions defined by an Administrator. A national 
region may also include non-geographic national Partners, 
Sponsors, and charities that transact on the Internet. 
0190. A Charity within a NOG may be a single charity or 
a plurality of charities that are associated with one another. 
The plurality of charities may be within the same region or 
different regions, so long as the regions are included in the 
NOG. 

0191 This embodiment may provide advantages over the 
localized ACM program described above. For example, large 
multi-regional or national Sponsors (such as national retail 
ers, large manufacturers, or governmental agencies) may not 
be familiar with local charities and may prefer to benefit 
multi-regional or national Charities. These Sponsors may 
then enroll and encourage their employees to join the program 
through the techniques described above. This may help over 
come a local Charity's lack of ability to affiliate with national 
merchants by allowing the national entities to affiliate them 
selves with the NOG and having access to the regional and 
local charities. 
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0.192 Members may be attracted to the NOG through vari 
ous means including gift card promotions (such as the use of 
SVCS) or surveys. In either case, the gift cards or surveys may 
be implemented regionally, to take into account the regional 
basis of the NOG. Surveys may also comprise a union of 
national and regional questions. Surveys may also be pro 
vided by Sponsors in addition to by Partners. A Charity, 
Partner, Partner location, or Sponsor may define prizing in 
association with Surveys. One or more Partners or Partner 
locations may be associated with each other to implement 
cross-promotional prizing and offers. 
0193 Members may join as a referral from a specific Char 

ity, the Administrator or with no referral. Based upon the 
Member's referral choice at signup (which may be recorded 
and stored during enrollment using the Public Utility) and 
Partner locations with which the Member transacts, expected 
payments by a Partner may be shared among the Charities 
designated by the multi-regional or national chain, Adminis 
trator and, if applicable, a License Administrator. The alloca 
tion of payments may be divided based on predetermined 
formulas or ratios. For example, sharing may be allocated 
based upon how a Member transacts (online versus brick and 
mortar or physical location), where a member transacts (i.e. 
ACM program region) and where he/she resides (e.g. address 
specified during enrollment). This data may all be associated 
with the registered SVC or other registered financial cards. 
Alternatively, sharing may be allocated based on the Mem 
ber's preferences, which may be provided by the Member 
using the Member Utility. 
0194 Sharing may also be based on cross regional split 
rules. A cross regional split may occur when a Member from 
one region transacts at a Partner location in another region. If 
a national charity is not affiliated with a regional charity in the 
region in which the transaction takes place, but is associated 
with a regional charity in the region from which the Member 
originates, then the national charity may receive the dona 
tions raised, such that it may be regarded as the regional 
charity in the region in which the transaction takes place. 
(0195 Members that are associated with the NOG may be 
provided with a Member Utility that is operable to search 
offers based on the regional location of the Member. The 
Member may also be given access to offers in other regions 
within the NOG if desired, for example where the Member 
travels to another region within the NOG. 
(0196. Partners may be associated with the NOG embodi 
ment of the ACM program by the Administrator or License 
Administrator, if applicable. For example, Partners that are 
multi-regional or national chains (which may or may not 
include franchises) may enroll through the Administrator (the 
national charitable organization). When a new area/region is 
activated in the ACM program, outlets of the multi-regional or 
national chain may become part of the local ACM program. 
Alternatively, the Administrator may choose not to enroll the 
local outlet of the multi-regional or national chain in a region 
where the particular chain presents a conflict with a current 
Sponsor. When a Member transacts at a Partner outlet, ben 
efits pledged may be shared between the local charity and the 
multi-regional or national charity selected at a ratio that may 
be determined by the Partner chain or by the national charity. 
The donation level applicable to a Charity (which, as 
described above, may include multiple charities or charity 
locations), may be defined at the charity level. 
0197) In one aspect of the NOG embodiment, the national 
administrator may be responsible for adding all Partner 
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chains and the regional administrator may be responsible for 
rejecting the addition of individual (i.e. regional outlets of) 
Partner chains, with the further approval of the national 
administrator. 
0198 A Partner chain may register all of its locations, and 
may allocate different donation rules for franchised locations 
as compared to non-franchised locations. Each location in the 
chain may make offers depending on the rules set for the 
chain, but each location may also override offers or surveys if 
so desired. A Partner that is a chain rather than a single 
location may be associated with a plurality of Partner ID 
numbers. For example, each outlet of the chain may be allo 
cated a Partner ID number, and the headquarters of the chain 
may be allocated a separate Partner ID number. The head 
quarters of the chain may be allocated the Partner ID number 
even though it may not conduct transactions at that location. 
This may be useful where the Partner wishes to access fea 
tures available through the Partner Utility, such as reporting 
features. 
(0199 The Administrator of the NOG embodiment may 
seek other Sponsors to enroll in the ACM program, become 
multi-regional or national Partners and expect that their trans 
actions will result in donations to the spectrum of charities 
within the NOG. 
0200. The Administrator may specify the regions in which 
the NOG applies. Regions may be defined as one or more 
geographic areas, which need not be contiguous. 
0201 Optional Embodiments 
(0202 The ACM program may provide a media utility. The 
media utility may include media friends of the Charity to 
promote the ACM program. The media friend may be 
rewarded by having the Charity display the media friend's 
logo on the ACM program website. In turn, the Charity may 
be rewarded by attracting new Members and Partners due to 
advertising donated by the media friend. The media utility 
may also provide for additional Survey questions to be pre 
sented to new Members upon registration of a SVC. The 
additional Survey questions may relate to which media friend 
referred the new Member and other question related to the 
advertisement, such as the time and date it was received by the 
new Member. The survey results may be used to promote or 
demote Successful or unsuccessful media friends, respec 
tively. For example, a media friend that attracts many new 
Member may be rewarded with a more prominent logo on the 
ACM program website than a media friend attracting less 
referrals. 
0203. Another optional embodiment of the present inven 
tion may allow a Partner to contract with a service provider 
(such as a software developer) to purchase direct rights to use 
the ACM program for non-Charitable means. In this embodi 
ment, the Partner may have its own database of customers in 
addition to the customers attracted through the Charity. 
0204 Yet another optional embodiment of the present 
invention may allow two or more Charities to collaborate on 
a special event. In this embodiment, the two or more Charities 
may distribute SVCs that require registration on a shared 
ACM program website. Donations accruing through the 
ACM program may be split among the Charities, and the 
Charities each receive access to the expanded customer list, 
which optionally can also be copied to each Charities own 
ACM program database. Furthermore, the collaboration 
among the two or more Charities may provide for time dif 
ferential donation amounts being generated. This may allow 
for Partners or Sponsors to support the Charities, and provide 
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incentives to the participating Charities to promote the Part 
ners and Sponsors' participation. 
0205. A further embodiment of the present invention may 
enable an event based loyalty program. For example, some 
loyalty and charity fundraising may be performed through 
special events. In this embodiment more than one Charity 
may come together for a special event, pool their members, 
and share proceeds. The ACM program may provide the 
capability to combine multiple member databases and add 
and/or delete merchants to provide loyalty for special events. 
Event based transactions processes may differ Substantially 
between those held by regional and by national charities. In 
one embodiment the Administrator may be informed about 
additional financial cardholders and special rules for sharing 
Merchant commitments based upon the Member's charity 
affiliation and BIN range of a Member's financial card. The 
Administrator Utility may enable the Administrator to com 
bine the relevant data from the Charities ACM program data 
bases to implement the event based loyalty program. 
0206 Event based activities may be used for other pur 
poses. Events may include a sporting event or a community 
effort to raise funds for a specific purpose, and may be used in 
association with the Network of Giving. Partners may choose 
to associate with these events to provide time limited promo 
tions, such that the promotion has a certain beginning time 
and ending time. A financial transaction identification means 
(such as a SVC) may be provided to new or existing Mem 
bers, to be used in conjunction with the event. The financial 
transaction identification means may be operable to enable 
the Member to take advantage of the Partners’ promotions at 
certain times as specified by the Partner. For example, a golf 
course may offer a special during a time which is typically 
hard to attract golfers. The Partner may then use the Partner 
Utility to track information associated with the utilization of 
the event based promotion by Members. Thus, the Partner 
may be provided a valuable tool for market research. 
0207. A yet other optional embodiment of the present 
invention may allow real time data to be communicated to 
Members transacting with Partners. For example, when the 
ACM program receives transaction information from a Part 
ner relating to a particular Member, the ACM program may 
communicate with the Member in real time. Communication 
may be made using any messaging medium such as text 
messaging or email. One possible use of this functionality 
could include delivering a survey to the Member relating to 
the specific transaction that may have just occurred. Another 
possible use of this functionality could include providing the 
Member with a promotional code for use upon the next visit 
to that Partner. This functionality may also be extended, for 
example by incorporating Bin Differentiation. 
0208 Another optional embodiment of the present inven 
tion may assist in attracting Members to transact with addi 
tional Partners. A Member's transactions may be tracked by 
the ACM program. The list of Partners that the Member has 
transacted with may be compiled, and the ACM program may 
provide an offer to the Member corresponding to one of the 
Partners that does not appear on this list. The offer may be 
communicated to the Member using the CRM utility of the 
Member Utility. The offer may also be from Partners with 
whom a Member has recently transacted, providing to the 
Member retention offers, thereby promoting transactions 
between Partners and regional or national Charities. 
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What is claimed is: 
1. A method for providing a loyalty program for promoting 

charitable donations comprising the steps of 
(a) an administrator establishing and administering the 

loyalty program; 
(b) linking each of a plurality of member purchasers to the 

loyalty program; 
(c) linking each of a plurality of merchants to the loyalty 

program; 
(d) linking one or more charities to the loyalty program, 

each creating one or more customized loyalty programs, 
each said customized loyalty program defined by rules 
for administering the customized loyalty program, 
including the rules under which each of the plurality of 
merchants will make donations of money, goods or ser 
vices to the one or more charities, based on one or more 
purchases made by members from the plurality of mer 
chants; 

(e) the loyalty program accumulating the donations of 
money, goods or services; and 

(f) the loyalty program directing the donations to the one or 
more charities based on associated rules defined by the 
loyalty program. 

2. The method claimed in claim 1, wherein the administra 
tor is one or more of the charities. 

3. The method claimed in claim 1, wherein each of the 
members is linked to the loyalty program by registering one 
or more financial transaction identification means with the 
loyalty program. 

4. The method claimed in claim 3 wherein each of the 
financial transaction identification means may or may not be 
restricted to use with the merchants linked to the loyalty 
program. 

5. The method claimed in claim 3, wherein the financial 
transaction identification means are financial cards. 

6. The method claimed in claim 5, wherein the financial 
cards are issued by the administrator. 

7. The method claimed in claim 5, wherein the purchases 
are made by means of the financial cards. 

8. The method claimed in claim 7, wherein one or more of 
the financial cards is a stored value card. 

9. The method claimed in claim8, wherein the stored value 
cards are distributed by one or more sponsors, each said 
sponsor being linked to the loyalty program and each said 
sponsor contributing money to provide the stored value card 
with value. 

10. The method claimed in claim 7, comprising the further 
step of the one or more charities defining the rules under 
which, as part of each said customized loyalty program, it will 
receive donations based on the one or more purchases made 
by each memberinassociation with the loyalty program using 
the member's one or more financial cards. 

11. The method claimed in claim 1, comprising the further 
step of the one or more charities defining rules as part of each 
said customized loyalty program that specifies the manner in 
which the donation is received. 

12. The method claimed in claim 1, comprising the further 
step of the one or more charities defining rules as part of each 
said customized loyalty program that specifies the manner in 
which the donation is dispersed to beneficiaries of the one or 
more charities. 

13. The method claimed in claim 12, wherein the donation 
is dispersed to beneficiaries by cash, in kind contribution, 
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special reduction in price at the one or more merchants, 
donation to the same or another charity, or other promotion. 

14. The method claimed in claim 1, wherein the donations 
are tracked and stored in a donation account by operation of 
the loyalty program based on merchant defined rules and 
charity defined rules. 

15. The method claimed in claim 9, wherein the sponsor 
restricts use of the stored value cards to merchants selling 
goods and services of the sponsor. 

16. The method claimed in claim 2, wherein the one or 
more charities selectively register members and merchants 
belonging to each of the one or more charities. 

17. The method claimed in claim 1, wherein one of the one 
or more charities is a national charity and the other of the one 
or more charities are regional charities associated with the 
national charity. 

18. The method claimed in claim 17, wherein the one or 
more charities receive the donations based upon a geographi 
cal location of each of the regional charities and a geographi 
cal location of the purchases made by the members. 

19. The method claimed in claim 17, wherein the national 
charity is the administrator. 

20. The method claimed in claim 18, wherein the national 
charity receives the donations if there is no regional charity 
associated with the geographical location of the purchases 
made by the members. 

21. A system for providing a loyalty program linked to 
charitable donations presented by a plurality of merchants, a 
plurality of members, and one or more charities registered 
with the loyalty program, the system comprising: 

(a) a server computer connected to the Internet; and 
(b) a web application linked to the server, the web appli 

cation defining a loyalty engine that enables a plurality 
of merchants, one or more charities, and a plurality of 
members to create and manage customized loyalty pro 
grams defined by a plurality of rules interpreted by the 
loyalty engine for administering at least one loyalty 
program; 

wherein the loyalty engine includes a charity utility 
operable to enable the one or more charities to link the 
one or more charities, a plurality of merchants, one or 
more sponsors, and a plurality of members with the 
loyalty program, each said member being linked to 
the one or more charities by registering a financial 
transaction identification means using the charity util 
1ty; 

wherein the loyalty engine includes a merchant utility 
enabling the plurality of merchants to optionally 
define the rules under which as part of their loyalty 
program, they will make donations to the one or more 
charities based on one or more purchases made by 
members from the plurality of merchants; 

wherein the charity utility enables the loyalty program to 
keep track of the accumulating donations to the one or 
more charities based on one or more purchases made 
by members from the plurality of merchants; 

wherein the loyalty program includes a member utility 
enabling the plurality of members to keep track of the 
purchases made at the plurality of merchants; and 
wherein the loyalty program includes a sponsor utility 

enabling the plurality of sponsors to keep track of the 
purchases made by Some of the plurality of members. 
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22. The system claimed in claim 21, wherein the loyalty 
program is operable to keep track of demographic informa 
tion about each of the plurality of members. 

23. The system claimed in claim 21, wherein the merchant 
utility is further operable to provide reports to each of the 
plurality of merchants. 

24. The system claimed in claim 23, wherein the reports 
include a report on spending by the plurality of members at 
each of a plurality of locations of each merchant. 

25. The system claimed in claim 23, wherein the reports 
include a report on spending by the plurality of members at 
the plurality of merchants. 

26. The system claimed in claim 24, wherein the reports 
include a report on spending by the plurality of members at 
the each of plurality of merchants. 

27. The system claimed in claim 26, wherein the report on 
spending is limited to a defined time frame. 

28. The system claimed in claim 21, wherein the members 
make purchases from the plurality of merchants using the one 
or more financial transaction identification means. 

29. The system claimed in claim 28, wherein the financial 
transaction identifications means are stored value cards dis 
tributed by the one or more sponsors, each said sponsor con 
tributing money to provide the stored value card with value. 

30. The system claimed in claim 28, wherein the financial 
transaction identifications means are one or more financial 
cards registered with the loyalty program. 

31. The system claimed in claim 28, wherein the loyalty 
program is operable to keep track of the transactions made 
using each of the plurality of stored value cards and the 
plurality of financial cards. 

32. The system claimed in claim 28, wherein the loyalty 
program is operable to associate each of the plurality of 
members age and gender with each of the plurality of stored 
value cards and the plurality of financial cards. 

33. The system claimed in claim 27, wherein the reports 
include a report on spending by the plurality of members 
broken down by age and gender. 

34. The system claimed in claim 21, wherein the charity 
utility enables the one or more charities to define the rules 
under which, as part of the loyalty program, they will receive 
donations from the plurality of merchants in connection with 
one or more transactions with a member that is associated 
with the loyalty program. 

35. The system claimed in claim 21, wherein the server 
computer is linked to a database. 

36. The system claimed in claim 21, wherein the loyalty 
engine further includes a transaction facility that is operable 
to process financial transactions between the loyalty engine 
and the one or more charities based on one or more transac 
tions between the plurality of merchants and the one or more 
members based on the merchant defined rules. 

37. The system claimed in claim 21, wherein one of the one 
or more charities is a national charity and the other of the one 
or more charities are regional charities associated with the 
national charity. 

38. The system claimed in claim 37, wherein the one or 
more charities receive the donations based upon a geographi 
cal location of each of the regional charities and a geographi 
cal location of the purchases made by the members. 

39. The system claimed in claim 37, wherein the national 
charity is the administrator. 
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40. The system claimed in claim 38, wherein the national 
charity receives the donations if there is no regional charity 
associated with the geographical location of the purchases 
made by the members. 

41. A computer program comprising: 
computer instructions which when loaded on a server com 
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charities based on one or more purchases made by 
members from the plurality of merchants: 

wherein the charity utility enables the loyalty program to 
keep track of the accumulating donations to the one or 
more charities based on one or more purchases made 
by members from the plurality of merchants: 

wherein the loyalty program includes a member utility puter connected to the Internet are operable to provide a 
web application defining a loyalty engine that enables 
one or more charities and a plurality of merchants, mem 
bers and loyalty system administrator to create and man 
age customized loyalty programs defined by a plurality 
of rules interpreted by the loyalty engine for administer 
ing their loyalty programs: 
wherein the loyalty engine includes a charity utility 

operable to enable the one or more charities to link the 
one or more charities, a plurality of merchants, one or 
more sponsors, and a plurality of members with the 
loyalty program, each said member being linked to 
the one or more charities by registering a financial 
transaction identification means using the charity util 
ity; 

wherein the loyalty engine includes a merchant utility 
enabling the plurality of merchants to optionally 
define the rules under which as part of their loyalty 
program, they will make donations to the one or more 

enabling the plurality of members to keep track of the 
purchases made at the plurality of merchants; and 

wherein the loyalty program includes a sponsor utility 
enabling the plurality of sponsors to keep track of the 
purchases made by some of the plurality of members. 

wherein based on a member transacting with a merchant, 
the loyalty program being further operable, based on 
such selection and the donation rules to: 

(i) track transactions between the merchants and the mem 
ber; and 

(ii) apply the donation rules. 
42. The computer program claimed in claim 41, further 

comprising a transaction utility that is operable to process 
financial transactions between the loyalty engine and the one 
or more charities based on one or more transactions between 
the plurality of merchants and the one or more members based 
on the merchant defined rules. 
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