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SYSTEM OF DISTRIBUTING COMMISSIONS
WITHIN A RELATIONSHIP NETWORK

CROSS-REFERENCE TO RELATED APPLICATIONS

[0001] This is a continuation-in-part of U.S. Application 12/911,435, filed
October 25, 2010, which claims the benefit of U.S. Application 61/327,823, filed April
26,2010, the contents of each being incorporated by reference herein.

FIELD OF THE INVENTION

[0002] The present invention relates to a relationship network generally, and
more particularly to a method of incentivizing and rewarding suppliers and customers to
do business with each other in order to generate loyalty among the suppliers and
customers and benefit environmental and/or social causes selected by network members.

BACKGROUND

[0003] Consumers typically do business with companies in order to obtain a
particular good or service. Some companies tout their social or environmental awareness,
and some companies even promote that a certain portion of a purchase will be donated to
a worthy cause. Certain consumers connect with this type of company messaging such
that their purchasing decision may be steered toward these companies if the consumers
sense an affiliation with, or an appreciation for the company ethic portrayed by its
messaging and its philanthropy.

[0004] However, while certain consumers experience a certain level of euphoria
by doing business with companies that are aligned with certain social and environmental
messaging, the benefit tends to be one-sided. When a company utilizes a portion of a
consumer’s purchase to benefit a third party, the consumer purchase generally does not
result in an additional tangible benefit flowing from the company back to the consumer,
which might otherwise incentivize the consumer to do business with the same company
in the future versus other companies that might have similar social or environmental

messaging. From the company perspective, there is also no added incentive to do
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business with one consumer over another consumer where the primary purpose for the
company is to conclude a transaction that will result in a financial benefit to the company.

[0005] In order to create brand loyalty and repeat customers, companies have
created shopping clubs, where each purchase by a consumer results in the consumer
receiving points, or miles for airlines for example, or other forms of pseudo-currency that
can be aggregated and redeemed by the consumer at a later date for products or services
from the company. This type of system of points or miles or cash back, etc., is also a
primary motivator used by credit card companies to lure consumers, for it is rare
nowadays to find a credit card that does not convey some type of ancillary benefit to the
consumer. This type of system, however, is another example of a benefit that is
unilaterally experienced by the consumer. Again, from the company perspective, there is
no added incentive to do business with one particular consumer over another consumer
where the primary purpose for the company is to conclude a transaction that will result in
a financial benefit to the company. The incentive response by the company of redeeming
points or miles or other pseudo-currency is simply a cost of creating repeat business,
where the benefit of the repeat business to the company outweighs the cost of creating a
redemption scheme that is driven primarily by consumer purchasing volume.

[0006] With shopping clubs or redemption schemes or other means by companies
to attract repeat consumers and create consumer loyalty, what is missing is a pursuit of a
common goal that is shared by the consumer and the company and that extends to a
beneficiary beyond the relationship of the consumer and company, wherein the
relationship between the consumer and the company results in a shared benefit
experienced by the consumer, the company and the external beneficiary. In this case, the
shared relationship and common purpose incentivizes the mutual collaboration between
the consumer and the company for the collective benefit of all parties to the relationship
including the external beneficiary. There is a need, therefore, for a relationship network

of consumers and companies that generates a mutually beneficial loyalty among the
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network members and that results in an additional benefit to external beneficiaries that
promote social and environment causes selected by network members.
SUMMARY

[0007] A mutually beneficial relationship network includes, in one embodiment, a
network manager, at least one network affiliate that has an affiliate relationship with the
network manager, and at least one network member that has a member relationship with
the network manager, wherein a transaction between a network affiliate and a network
member generates a commission by the network affiliate, a first portion of the
commission being retained by the network manager, a second portion of the commission
being distributed to the transacting network member, and a third portion of the
commission being distributed as a donation to at least one donation beneficiary that
promotes environmental or social concerns that is external to the relationship network.
The relationship network is organized to grow preferably through invitation and/or
referrals, where additional network members that join the relationship network increase
commercial activity with network affiliates and return greater commissions to network
members and referring members and result in increased donations to donation
beneficiaries.

BRIEF DESCRIPTION OF THE DRAWINGS

[0008] FIG. 1 illustrates one embodiment of a relationship network in accordance
with the present invention.

[0009] FIG. 2 illustrates an alternative embodiment of a relationship network.

[0010] FIG. 3 illustrates one embodiment of a lineal arrangement of network
members within a referral network.

[0011] FIG. 4 illustrates one embodiment of a system of distributing commissions
within a referral network.

[0012] FIG. 5 illustrates one embodiment of a virtuous cycle embodying one

aspect of the present invention.
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[0013] FIG. 6A illustrates one embodiment of a relationship network in
accordance with the present invention including a transaction affiliate.

[0014] FIG. 6B illustrates an alternative embodiment of a relationship network
including a transaction affiliate.

[0015] FIG. 6C illustrates one embodiment of a virtuous cycle embodying one
aspect of the present invention.

[0016] FIG. 7 illustrates one embodiment of a relationship network in accordance
with the present invention including a payment affiliate.

[0017] FIG. 8 illustrates one embodiment of a network member commercial
transaction.

[0018] FIG. 9 illustrates one embodiment of a network member commercial
transaction including a payment application.

[0019] FIG. 10A illustrates one embodiment of a portion of a relationship
network in accordance with the present invention.

[0020] FIG. 10B illustrates one embodiment of a portion of a relationship
network in accordance with the present invention.

DETAILED DESCRIPTION OF THE PREFERRED EMBODIMENTS

[0021] This disclosure describes the best mode or modes of practicing the
invention as presently contemplated. This description is not intended to be understood in
a limiting sense, but provides an example of the invention presented solely for illustrative
purposes by reference to the accompanying drawings to advise one of ordinary skill in the
art of the advantages and construction of the invention. In the various views of the
drawings, like reference characters designate like or similar parts.

[0022] The present disclosure in its most general sense concerns the formation of
a relationship network comprised of parties that share a common goal, namely to
collaborate and co-exist in a multi-beneficial manner with one goal being that of caring
for the environment and the advancement of social causes. This occurs through the

creation and distribution of commissions on transactions that occur between a provider of
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goods/services and a consumer of goods/services, which transactions generate
commissions that benefit the consumer and external projects or causes selected by
network consumers. The relationship network business models of the present
embodiments are based on group-dynamics, win-win games theory, which emphasizes
the importance of group work cooperation, fun, sharing, caring and the success of the
group as a whole. In addition, it is preferred that the relationship network carries an
ethical message of caring for the environment and social care and a holistic approach to
life and society.

[0023] Certain aspects of the network of the described embodiments demonstrate
collaboration of network members through shared relationships and experiences, and a
desire to grow the network structure preferably through referrals and invitations to other
members that are aligned with the network messaging and ethics. Expansion of the
relationship network increases the shared benefit and member loyalty to the network,
which increases the network’s overall contribution to environmental and social causes

[0024] One embodiment of a relationship network 100 is illustrated in Figure 1,
which includes a network manager 110 that controls, through a server or the like, the
underlying business of the network 100 as a whole and that manages and coordinates the
players in the network 100, a network affiliate 120 in the nature of a company that
provides goods and/or services and that has an affiliate relationship with the network
manager 110, a network member 130 in the nature of a consumer of goods and/or
services and that has a member relationship with the network manager 110, and a
network donation manager 140 that is responsible for managing and distributing
donations received from the network manager 110 to external projects or causes 150.
The affiliate relationship is preferably defined by an agreement between the network
manager 110 and a network affiliate 120 and preferably consists of the network affiliate
120 paying the network manager 110 a commission 115 for every business it originates
through its network 100, such as, for example, through a transaction with a network

member 130 whereby the network member 130 makes a purchase 122 of a product or a
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service 124 from the network affiliate 120. Other commissionable events are possible.
The member relationship is preferably defined by an agreement between the network
manager 110 and a network member 130 and preferably consists of the network manager
110 paying a portion 115a of the commission 115 the network manager 110 receives
from the network affiliate 120 as a result of the network member 130 transaction with the
network affiliate 120 back to the transacting network member 130. Another portion 115b
of the commission 115 is preferably distributed to the network donation manager 140 that
contributes a donation 145 to environmental and social projects 150, where the network
donation manager 140 could be, for example, a non-governmental organization (NGO)
created by the network manager 110.

[0025] While Figure 1 illustrates a network 100 formed from a single network
affiliate 120, a single network member 130, and a single donation beneficiary 150, it will
be appreciated that the network 100 may consist of more than one of each network
component, for it is preferable to have a extensive plurality of each network component
to maximize the benefit to network members and donation beneficiaries. In one example
shown in Figure 2, network member 130 may invite additional network members 135 to
the network 100, which will receive an additional portion 115¢ of the commission 115 as
will be described in more detail below, and the donation beneficiary 150 may include
multiple donation beneficiaries 150a, 150b, 150c¢ that each receive a share of the donation
145 preferably in accordance with a voting process by the network members 130 and
135. In one non-limiting example, each donation beneficiary may receive a proportionate
share (PDV) of the total donation 145 (TDA) based on a number of votes (NVP) for a
certain donation beneficiary 150a, 150b or 150c¢ relative to the number of network

members 130 and 135 (NMBR) in accordance with the following equation:

NVP
NMBR

PDV =TDA -

For example, if the total donation amount TDA is $3000, and there are a total of three (3)

network members NMBR, and each network member contributes one vote, and cach
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donation beneficiary 150a, 150b and 150c receives one vote, then each donation

beneficiary 150a, 150b and 150c would receive a proportionate share (PDV) of $1000 or:
1
PDV = 83000 - 3

Other donation distribution models are possible. In one non-limiting example, the
funding mechanism will occur on a semester basis depending on the percentage of votes
cach donation beneficiary has at a designated time. This percentage may vary in time for
the network members can change their votes to other donation beneficiaries at any
moment. In such an example, only the actual votes will be accounted for on each
semester calculation, i.e. if a network member voted for donation beneficiary 150a during
181 days of a 182 day semester, and on the 182nd day the network member changes the
vote to donation beneficiary 150b, such vote will account for donation beneficiary 150b
only. Of course, other timing and distribution schemes are possible.

[0026] It is important to note that the voting process mentioned above, in one
embodiment, transforms the network members into stakeholders that allow the network
members as a group to control the ultimate distribution of donation funds to donation
beneficiaries. In other words, while the network donation manager 140 is preferably
responsible for selecting the donation beneficiaries and managing the disbursement of
donation funds to the donation beneficiaries, the ultimate decision on donation funds
allocation rests with the network members. In this fashion, the network membership has
a shared interest in promoting environmental and social causes and can democratically
determine how donation funds are distributed. In another embodiment, the network
members can determine the identity of the donation beneficiaries and the network
donation manager 140 can be tasked with the limited responsibility of distributing
donation funds in accordance with network member voting decisions. In such
embodiments, network members ultimately control the amount of donations received by

donation beneficiaries by the volume of transactions conducted with network affiliates.
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[0027] Figures 1 and 2 illustrate certain embodiments of a simplified version of
the relationship network 100 for purposes of introducing the main components that
generate, distribute and donate commissions. Figure 3 illustrates one embodiment of a
more detailed formation of a relationship network 200 formed from a root member 240
defined as the network donation manager 240 and located at the bottom level 260 of the
network 200, and a lineal arrangement of network members 230 located at incremental
levels 261-264 relative to the bottom level 260 and the root member 240. The first level
of network members 230a, 230b and 230c¢ is considered the primary network members of
the organization. Each first level network member 230a, 230b and 230c may invite, such
as through an invitation emailing system that runs through the server of the network
manager for example, as many people he or she wants to join their own lineal network. If
the invitee accepts the invitation and decides to join the relationship network, he or she
will, for example, follow the link in the invitation email to the website’s new member
registration page (not shown), and after successful registration, he or she will join the
relationship network as a direct descendant of the network member who invited him or
her. For example, with reference to Figure 3, member 230aaa was invited by member
230aa, who was invited by primary member 230a. Similarly, members 230ccccl,
230ccec2 and 230cccc3 were each invited by member 230cccl, who was invited along
with member 230ccc2 by member 230cc, who was invited by primary member 230c.

The network 200 is organized and arranged in different levels. Starting at level zero 260,
which is the root member 240 level, each level represents a distance from the root
member 240. In this manner, the primary network members are at the first level 261, the
people they invite are at the second level 262, and so on.

[0028] In the above described embodiment, additional network members 230 are
added by invitation from existing network members. In one embodiment, this invitation
scheme can represent a substantially closed system, whereby additional network

members 230 are added only by invitation from existing network members. In other
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words, the existing network 200 of members 230 has sole discretion on who will receive
future invitations and thus who may be added to the network 200.

[0029] In an alternative embodiment, if a non-network prospective member
wishes to be a part of the network 200 but has not yet received an invitation and/or
doesn’t know anyone who is already a member 230 that could invite such non-network
prospective member, this person will be able to sign up or register on a waiting list. The
waiting list is preferably accessible or visible to all existing members 230 at any time,
and any existing member 230 will be able to invite anyone who is in the waiting list. In
one embodiment, the registration of the prospective member may generate some type of
communication to the existing members 230 with information about the prospective
member attached to the communication, or the communication may simply inform the
network 200 that information about a prospective network member is now available for
viewing and consideration at a location that is accessible by the network 200. This
communication may be generated automatically upon the non-network prospective
member hitting “submit” to be placed on the waiting list, for example. In one
embodiment, where the network has access to a member-only private page on the
network website, for example, such website may have a page that is reserved for the
waiting list of prospective members, and may also provide an option to an existing
network member of inviting the prospective member directly from the website.

However, in the above example, if no existing network member invites a prospective
member from the waiting list within a certain period of time, such as twenty-four hours
from registration on the waiting list, then such prospective member may be invited by the
root member 240, which invitation may occur at the request of the root member 240, or it
may occur automatically by the root member 240 at the expiration of the certain period of
time. Upon acceptance of an invitation from the root member 240, the newly-added
network member will become a first level member (level 261 in Figure 3). Of course, if

an existing member at a higher level invites the prospective member from the waiting list,
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the prospective member will then enter the network 200 at a higher level relative to the
existing inviting member.

[0030] In one embodiment, each network member is allowed an unlimited
number of invitations to join the network 200. Thus, when viewing the network as a
family tree, for example, an unlimited invitation policy may create a very “top heavy”
tree, whereby there are fewer members at lower levels such as level 261 or 262 in Figure
3, for example, and larger number of members at higher levels such as level 263 or 264
or beyond, for example.

[0031] In an alternative embodiment, each existing network member is allowed to
invite only a certain number of people directly, or in other words, each network member
will only have a maximum number of first level invitees. This number will be a variable
parameter that can be changed at any time, preferably by administration only, depending
on the scale of the network and the desired expansion rate. This feature turns the network
tree more vertical and symmetrical by giving more time opportunity for higher level
members to invite people and build their own trees or lineage. Continuing with this
example, if a network member has already reached the maximum number of first level
invitees but knows more prospective members that could be invited, such network
member will be able to include these prospective members in a private waiting list, which
is only viewable and accessible by other network members in the direct lineage of the
network member that owns the private waiting list, i.e. the family of such network
member. In Figure 3, for example, network member 230c may have a private waiting list
that is only accessible by the family comprised of network members 230cc, 230cccl,
230ccc2, 230ccccel, 230ccec2 and 230cccc3, which affords any family member the ability
to invite the prospective member on the private waiting list and grow his/her own family
tree. This feature makes the network 200 more interesting, particularly for the higher
level network members, as it allows a cross or mutual benefit between higher and lower
level network members. In particular, the higher level network members contribute to

the network with commissions, while the lower level network members contribute new

-10 -
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members to higher level network members, which generates new commissions for
everyone in the lineage, and particularly for the higher level network members that will
have higher percentages of the new commissions as discussed below.

[0032] While certain invitation schemes have been described, it will be
appreciated that other schemes are possible and that limitations may or may not be placed
on the invitation schemes as discussed above.

[0033] Figure 4 illustrates one embodiment of a method of distributing
commissions through a relationship network 300 to network members 330 and to
environmental/social projects 350. This is achieved based on relationship marketing
concepts, which in general refers to a long-term and mutually beneficial arrangement
wherein both the buyer of goods and/or services or network member 330 and seller of
goods and/or services or network affiliate 320 focus on value enhancement with the goal
of providing a more satisfying exchange between the parties. This approach transcends
the simple purchase-exchange process and establishes a more meaningful and richer
contact by providing a more holistic, personalized purchase, and to use the consumption
experience to create stronger ties and customer loyalty. Relationship marketing works by
rewarding its network members 330 for the business transactions conducted with network
affiliates, and by rewarding network affiliates 320 with a very strong customer loyalty,
and both network members and network affiliates benefit from the contribution they are
giving to our planet by funding environmental conservation and social care projects 350.
Furthermore, in one embodiment, the relationship network also benefits governmental
and non-governmental organizations by creating taxable events with each transaction,
where the commission received by the network members may be taxable, while the
network members and the relationship network as a whole may realize the charitable
benefit of having a portion of the commission dedicated as a donation.

[0034] As shown in the embodiment of Figure 4, and preferably in accordance
with an affiliate agreement between the network manager 310 and the affiliate company

320, for every sale made to a network member 330, the affiliate company 320 pays a

-11 -
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commission 315 to the network manager 310 based on the value of the purchase 322.
More specifically, the total commission (TC) 315 may be based on a pre-determined rate
(RATE), which may be fixed or variable or a combination of the same, of a value (PV) of
the purchase 322 in accordance with the following equation:

TC = RATE - PV
Such RATE may be a variable rate that fluctuates depending on the value (PV) of the
purchase 322. In turn, the network manager 310 pays a portion 324a-324e¢ of the
commission 315 to every network member that is related to the purchasing member by
referral or invitation and at every level 360-364 along the lineal arrangement going from
the purchasing member 330cccc3 responsible for the business transaction with the
network affiliate 320 at level 364, down to the root member 340 at level 360. In this
regard, the business transaction between network member 330cccce3 and the network
affiliate 320 results in a portion of the commission 315 being distributed to referring
members 330cccl, 333cc, primary member 330¢ and root member 340. Root member
340 1s the network donation manager that will donate to one or more environmental
conservation and social care projects or donation beneficiaries 350 according to each
Project Donation Value (PDV) as defined above.

[0035] Business transactions occurring between network members and affiliate
companies will result in commissions 315 payable to the network manager 310 by the
affiliate companies, such that the total revenue of the network manager 310 can be
defined as the sum of all of the individual commissions, with each individual commission
dependent on the pre-determined rate (RATE) and the value (PV) of each purchase 322.
Thereafter, the network manager 310 retains a portion of each commission 315 as a
management fee (MF), with the remainder of the commission being distributed to the
network members 330, network donation manager 340 and donation beneficiaries 350 as
described below. As an example, if the pre-determined rate percentage (RATE) is fixed
at 5%, and the value of a purchase (PV) is $100, the total commission (TC) will be $5. If

the management fee (MF) to the network manager 310 is based on a straight percentage,

-12-
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such as 10% for example, the network manager 310 would realize a management fee
(MF) of $0.50 from the $5 commission, and the remaining commission fee portion of
$4.50 defined as the net commission fee (NCF) would be distributed to the network
members 330, network donation manager 340 and donation beneficiaries 350 as
described below. Other commission rate calculations are possible.

[0036] In one embodiment, the remaining NCF is not distributed equally, but
depends on the level of the purchasing member relative to the root member, and the level
of every other network member in the lineal chain between the purchasing member and
the root member. In one embodiment, the calculation is made by a simple fractal
mathematical process by which the total residual commission fee amount is divided by
two with each progression in level between the purchasing member and the root member.
In this manner, the purchasing member always receives 50% or % of the NCF, while the
network member who invited the purchasing member receives 25% or 4 of the NCF, and
his or her invitee will receive 12.5% or 1/8 of the NCF and so on. This process will
continue until it reaches the root member 340, which will receive the same percentage as
the primary network member in the lineal chain of network members starting with the
primary network member and ending with the purchasing member.

[0037] Using Figure 4 as an example, and assuming network member 330cccc3
(fourth level or level 364) makes a $100 purchase 322 and is designated the purchasing
member, where the pre-arranged commission fee (TC) between the network affiliate 320
and the network manager 310 is 5% and the pre-arranged management fee (MF) between
the network manager 310 and the network members 330 is 10%, the total commission
paid (TC) as a result of the $100 transaction between the purchasing member 330cccc3
and the network affiliate 320 is $5, with network manager 310 retaining $0.50 as a
management fee (MF), leaving $ 4.50 (NCF) to be distributed as an individual net
commission (IC) to each of the network members of the lineal branch 330cccc3, 330cccl,
330cc and 330c. Since the purchasing member 330cccc4 (level 4) receives 50% of the

NCF, he or she will receive $2.25, and the next level member 330ccc] will receive 25%

-13 -
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of the NCF or $1.125, and the next level member 330cc will receive 12.5% of the NCF or
$0.5625, and finally the primary network member 330c will receive 6.25% of the NCF or
$0.28125, which is the same amount the root member 340 will receive. This is illustrated

in the following table:

% Commission Network
NCF Fee Member IC Level (Ref.#)
$4.50 50.00% 330ccec3 $2.25000 4 (364)
$4.50 25.00% 330cccl $1.12500 3(363)
$4.50 12.50% 330cc $0.56250 2 (362)
$4.50 06.25% 330c¢ $0.28125 1(361)
$4.50 06.25% 340 $0.28125 0(360)

Thus, the individual net commission (IC) received by a network member in the referral
lineage positioned at a network member level (NML), the referral lineage having a
number of levels defined between 1 and a purchasing network member level (PML), is

defined as:

NCF
2(PML-NML+1)

IC (NML) =

Thus, since the root member 340 always receives the same amount as a level one (1)
network member (i.e. a primary network member) in the described embodiment, the

commission of the root member 340 is defined as

NCF
IC (root) = SPML

The IC commission calculation can be represented in a general fashion with reference to
the following table with “n” levels:

NCF % Commission Fee IC Level
$ NCF 50.00 % $NCF/2 PML =n

-14 -
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$ NCF 25.00 % $NCF/4 n-1

$ NCF 12.50 % $NCF /8 n-2

$ NCF 06.25 % $ NCF /2 @-@3)+h n-3

$ NCF NCF /2" % $ NCF /2" 1

$ NCF NCF /2" % $ NCF /2" 0 (Root Member)

[0038] In the above described embodiments, the net commission fee (NCF)
distributed to the network members is net of a management fee (MF) retained by the
network manager, where such management fee is taken “off the top” of the commission
paid by the network affiliate. However, other payment structures are possible. For
example, instead of taking the management fee directly off the top of the total
commission (TC), the network manager may delegate the total commission as the net
commission fee in the above example, and then retain a different portion of the
commission or the commission received by the root member or the donation manager as a
management fee, in which case the management fee comes “off the bottom” of the total
commission. This structure would result in increased commissions to the network
members relative to the total commission received from the network affiliate.

[0039] In addition, while certain algorithms are described, it will be appreciated
that other financial models are possible. In other words, while each level receives one
half the commission of the previous level, it will be appreciated that other allocations are
possible depending on a variety of factors that can be changed by the network
management, network members or a combination of the same. For instance, the network
as a whole may wish to reduce the commission received by the network members and
increase the donation contributed to donation beneficiaries. Alternatively, the network
may set milestones or guidelines that vary the commission/donation balance. Various

business models are possible.
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[0040] In the described embodiments of the business model, all of the
commissions and donations are generated by the network affiliates through business
transactions between network affiliates and network members. Through such
interactions, network affiliates generate client loyalty because network members
appreciate that each transaction results in a direct benefit to themselves, to their lineal
descendants to helping the environment and needy people around the world. This benefit
structure and the member relationship between the network members and the network
manager incentivizes network members to do business with network affiliates rather than
non-network affiliates where the business transaction benefits only the non-network
affiliate.

[0041] Companies spend billions of dollars every year on merchandising and
advertising to achieve client loyalty, however, in some cases consumers still get the
impression of greediness. Contrast that with a network affiliate associated with the
network manager and the relationship network that will spend similar sums in client
loyalty advertisement and have their image associated with good deeds such as helping
the environment and needy people by funding environmental conservation and social care
projects. Being a network member and shopping at network affiliates creates a virtuous
cycle and a win-win situation where everybody involved gets something back as shown,
for example, in the relationship network 400 of Figure 5. Transactions between network
members 430 and network affiliates 420 generates commissions to the network manager
410, which is shared back with the network members, and new network members 435
that join the network 400, and a portion of which is distributed as a donation to
environmental and social causes 450. This cycle contributes to increased welfare, well
being and quality of life for network members through philanthropic activities conducted
by donation beneficiaries 450, and results in increased customer loyalty for network
affiliates.

[0042] Figure 6A illustrates one embodiment of a relationship network 500

including a network manager 510, a network affiliate 520, network members 530 and
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535, a donation manager 540, and a donation beneficiary 550, that is structurally similar
to the network 100 of Figure 2, but with the addition of a transaction affiliate 570
between the network member 530 and the network affiliate 520. The transaction affiliate
570 could be a payment intermediary as shown, such as a credit card that is affiliated
with the network manager 510 through a transaction affiliate agreement or the like, or a
credit card that is sponsored by or created by the network manager 510, or it can be
another type of commercial intermediary or system that is related to a purchase 522 made
by a network member 530 that results in a good or service 524 being conveyed back to
the network member 530. In the embodiment of Figure 6A, the relationship 575 between
the transaction affiliate 570 and the network manager 510 can be purely informational
such that, for example, every time a network member 530 shops at a network affiliate 520
through any means (i.e., in store, online, etc.) and transacts business through the
transaction affiliate 570 through the use of an affiliate credit card or the like, the network
member 530 will be automatically identified to the network manager 510 as being a
network member that is affiliated with the network 500 and his purchase will be
automatically computed and processed by the network manager 510. However, in the
embodiment of Figure 6A, the transaction affiliate 570 is simply the payment
intermediary and does not contribute any commissions to the network manager 510 or its
members 530, 535 or donation beneficiaries 550 (i.c. to the network 500 as a whole).
Accordingly, there is no incentive by network members 530, 535 to use the transaction
affiliate 570 versus other transaction affiliates, such as other credit cards, since the
network 500 as a whole does not benefit through increased commissions that result in
commissions to network members and/or increased donations to donation beneficiaries
550.

[0043] Figure 6B illustrates a preferred embodiment of a relationship network
600 including a network manager 610, a network affiliate 620, network members 630 and
635, a donation manager 640, a donation beneficiary 650, and a transaction affiliate 670

that returns a commission 675 to the network manager 610 for the benefit of the network
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600 as a whole. The transaction affiliate 670 in the embodiment of Figure 6B functions
with respect to the network 600 similar to a network affiliate 620 in the sense that the
transaction affiliate 670 pays a commission 675 to the network manager 610 as a result of
a transaction with a network member 630, where the commission 675 is preferably based
on a value of the transaction 622, such as a value of a purchase of goods or services,
where the commission 675 can be a fixed amount or a fixed percentage of the purchase
price 622, or it can be variable depending on the affiliate arrangement between the
transaction affiliate 670 and the network manager 610 and depending on the value 622 of
the purchase. For example, the commission 675 (and/or the commission if desired, for
example) may be a tiered commission with a minimum commission established up to a
certain purchase price 622 (PP), a maximum commission established for a certain
purchase price 622 and over, and then a modified commission structure in between, such

as:

Purchase Price (PP)(622) Rate Commission (675)
$0.00-$99.99 $1.00 Minimum $1.00
$100.00-$999.99 $0.50 +0.50% (PP) $1.00 - $4.99
$1000.00-$8999.99 $2.50 +0.25% (PP) $5.00 - $24.99
$9000.00 + $25 Maximum $25.00

Other commission determinations are possible, with different percentage allocations,
and/or without the designation of a maximum commission. In the embodiment of Figure
6B, a network member 630 can utilize the transaction affiliate 670 to make a purchase at
a network affiliate 620 that has an affiliate relationship with the network manager 610,
which would generate both a network affiliate commission 615 and a transaction affiliate
commission 675, or to make a purchase at a non-network affiliate 625 that does not have
an affiliate relationship with the network manager 610, which would only generate a

transaction affiliate commission 675. In either case, the network 600 as a whole benefits
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from the affiliate relationship between the network manager 610 and the transaction
affiliate 670 and the commission 675 that is generated. In the embodiment of Figure 6B,
the network 600 benefits the most from a network member 630 using a transaction
affiliate 670 to make a purchase 622 at a network affiliate 620. Thus, being a network
member 630, 635 and shopping at network affiliates 620 using transaction affiliates 670
creates an enhanced virtuous cycle as shown in Figure 6C where everybody is involved
and everybody receives a benefit. This cycle contributes to increased welfare, well being
and quality of life for network members through philanthropic activities conducted by
donation beneficiaries 650, and results in increased customer loyalty for network
affiliates 620 and transaction affiliates 670.

[0044] Figure 7 illustrates one embodiment of a relationship network 700
including a network manager 710, a network affiliate 720, network members 730, 735, a
donation manager 740, a donation beneficiary 750, and a payment application 780 that
enables a network member to use accumulated commissions to make future purchases.
As network members accumulate commissions from their transactions or the transactions
of their lineal descendents as shown in Figures 3 and 4, for example, such commissions
can be retained as a credit in a credit account that is managed by the network manager.
Once the credit account reaches a minimum amount as determined by the network
manager, the member can have the option to convert such credit into cash as shown, for
example, in Figure 8, whereby the network manager might send the network member a
check or transfer such cash into a bank account that is linked to the member’s credit
account. Alternatively, a network member may use the accumulated credit for new
purchases at affiliated companies using a payment application 780 as shown, for
example, in Figure 9, whereby the network manager 710 pays the affiliate company 720
from the member’s commission credit account.

[0045] For example, if a network member 730 is shopping online through the
website of a network affiliate 720, the network affiliate 720 might have a payment option

that says “use network credit” or the like, which would ascertain the amount of credit
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available in the network member’s 730 commission credit account through a
communication between the network affiliate 720 and the network manager 710. If the
network member 730 has enough credit to cover the entire purchase, and the network
member 730 elects to pay for the entire purchase with such credit, then the network
affiliate 720 will receive the entire payment from the network manager 710. If the
network member 730 does not have enough commission credit to cover the entire
purchase, or the network member 730 wishes to pay a portion with commission credit
and the rest through conventional means, the network member 730 may split such
payment through coordination with the network manager 710 and the network affiliate
720. The payment application 780 described herein can take a variety of forms including,
but not limited to, a web application as described above, which can be accessed through a
computer such as a personal computer, or the like, or through a mobile device such as a
mobile phone application or the like. Alternatively, the payment application can be
incorporated into a transaction affiliate 570 or 670 as described in Figure 6A or 6B
respectively, whereby the transaction affiliate is able to process payment from the
network member through a variety of channels including the network member’s personal
bank account, the network member’s commission credit account, and/or with credit from
the transaction affiliate. Other methods of achieving such payment are possible.

[0046] Figures 10A and 10B illustrate portions of two possible relationship
networks 800a and 800b, for purposes of demonstrating various embodiments of a
network affiliate 820 communicating network member purchase data with the network
manager 840, by which a network affiliate 820 registers or communicates a purchase 822
made by a network member 830 to the network manager 840, whereby the network
manager 840 may control the administration of network members, affiliate members,
member purchases and commission administration through a database application 844 via
a website 846, for example. Figures 10A and 10B only illustrate portions of the
relationship network for purposes of describing transactions between the network affiliate

and the network manager or network website, it being understood that non-illustrated
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portions, such as the donation manager, donation beneficiary, various levels of network
members, possible transaction affiliate, and the like, remain part of the relationship
network of the present disclosure as described before. While a website 846 is illustrated
and discussed, it will be appreciated that other manners of administration are possible,
including those that are not accessed through a network such as a LAN/WAN 848, such
as the Internet for example. However, for purposes of convenience and explanation, the
networks 800a and 800b described herein will be described as administered through a
website 846 via a LAN/WAN 848 connection such as, for example, the Internet. The
embodiments of Figures 10A and 10B illustrate two possible scenarios where a network
affiliate 820 operates on a system that is either connected in real-time to the network
website 846 (Figure 10A) at the time the network member 830 makes a purchase 822, or
where a local application 880 (Figure 10B) is used to connect to the network website 846
after the network member 830 makes a purchase 822 or at a time that is not concurrent
with the purchase. The purchase information conveyed by the network affiliate 820 to
the network manager 840 is used to determine commission payments as previously
described herein.

[0047] In the embodiment of Figure 10A, the network affiliate 820 uses a point-
of-purchase system that 824 that registers or communicates a purchase 822 made by a
network member 830 to the network manager 840 through a secure connection 826 to the
network website 846. Such a connection might, for example, require the network affiliate
820 to login and input a user name and password to initiate or maintain the secure
connection 826, or only intermittently as required to communicate the purchase 822 made
by the network member 830 at the time the purchase 822 is completed. This
communication can take place through an automatic interface that is triggered as soon as
the purchase 822 by the network member 830 is made, wherein the interface sends the
purchase information 822, the network member 830 information, and the network
affiliate information 820 directly to the database application 844 on the network website

846. In another embodiment, the network affiliate 820 can initiate a secure connection
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826 at a different time, i.¢. not automatically with the purchase 822, and input purchase
information 822, the network member 830 information, and the network affiliate
information 820 directly into the database application 844 on the network website 846.

[0048] Continuing with the latter example, and in connection with the
embodiment of Figure 10B, if a network affiliate 820 has a point-of-purchase terminal
that is not directly and automatically connected to a LAN/WAN 848, for example, or that
is not connected directly to the network website 846, then a network affiliate 820 may use
a local application 870 having a database 872 on which is stored the purchase information
822, the network member 830 information, and the network affiliate information 820, for
instant or postponed transmission 882 through a network 848 to the network database 844
on the network website 846. In other words, the network affiliate 820 may input the
purchase information 822 and the network member 830 information into a local database
872 at his/her local desktop computer, for example, and then initiate an upload 882,
instantancously or at some predetermined time, of the information in the local database
872 to the network database 844 on the network website 846, for example.

[0049] For example, if a network affiliate 820 attends a craft fair at a location that
is not connected to the Internet, and the network affiliate 820 is required to validate credit
card and other electronic-type purchases at a later time, such as when the network
affiliate 820 returns to his/her store, then such network affiliate 820 might opt to login to
the network website 846 directly and input the various network member purchase
transactions directly into the network database 844 as shown in Figure 10A.
Alternatively, the network affiliate 820 might opt to input the various network member
purchase transactions into a local database 872 and then connect such local database 872
to the network database 844 at an appropriate time.

[0050] The embodiment of the systems illustrated in Figures 10A and 10B
operate independent of the method of payment utilized by the network member 830. For
example, whereas the system of Figure 6A utilizes a transaction associate 570 between

the network member 530 and the network affiliate 520, the system of Figure 10B, for
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example, could operate independently of the method of payment, such as if the network
member 530 pays with cash, for example. As long as the network affiliate 820 utilizes an
application 870 that results in the purchase information being stored in the local database
872, and as long as the purchase information is communicated to the network manager
840, the network member 830 should be rewarded with a commission as described above.
Figures 10A and 10B also illustrate a reporting function 880, whereby sales and
commission reports, for example, or any other reports, are communicated from the
network manager 840 to the network affiliate 820 either directly 888 as shown in Figure
10A, or through a local application 870 as shown in Figure 10B, where reports are
initially downloaded 884 to the local application 8§70 and then communicated 886 to the
network affiliate 820.

[0051] In another non-limiting embodiment, network members may be further
incentivized to shop by earning more with increased shopping volume. This might be
termed a “batch bargain,” which could be an agreement with affiliated companies where
if a certain minimum limit of a certain product or products are sold to network members
in a certain period of time (for example one week, or one month, etc..), the network
members will get an additional discount for the sale and will receive such discount as a
form of cash back or additional credit on its commission credit account. For example, if
the current price of a certain product of an affiliated company for network members is
$100, and if a quantity of more than 500 of this product is sold to network members in a
week, for example, the price of the product will be reduced to $80, and the network
member will receive a $20 credit on their member’s commission credit account.

[0052] The embodiments described herein and the systems and transactions
discussed can occur through a variety of platforms. In one non-limiting example, the
relationship network and network manager can operate through an online platform, where
network members and network affiliates can join and engage with the relationship
network through an online platform such as a website or the like, where potential network

affiliates can conclude affiliate agreements through an online process, and potential
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network members can join through email links provided by referring network members.
Alternatively, members and affiliates within the relationship network can communicate
and do business through software applications resident on personal computers, mobile
devices and the like. Existing network members can invite others to join through a web-
based or email campaign, or through other means that employ other technologies, such as
SMS, text message and others now known or hereinafter developed. In addition, network
members can manage their commission accounts, shop online with network affiliates
through a secure online portal or through separate network affiliate portals, and/or
manage and control the donation beneficiaries and vote on the distribution of donations to
such donation beneficiaries.

[0053] Certain principles and aspects of the invention can be implemented as
hardware, firmware, software or any combination thercof. Moreover, any software
application is preferably implemented as an application program tangibly embodied on a
program storage unit, computer readable medium, or machine readable medium. One of
ordinary skilled in the art would recognize that a “machine readable medium” is a
medium capable of storing data and can be in a form of a digital circuit, an analog circuit
or combination thereof. The application program may be uploaded to, and executed by, a
machine comprising any suitable architecture. Preferably, the machine is implemented
on a computer platform having hardware such as one or more central processing units
("CPUs"), a memory, and input/output interfaces. The computer platform may also
include an operating system and microinstruction code. The various processes and
functions described herein may be either be part of the microinstruction code or part of
the application program, or any combination thereof, which may be executed by a CPU,
whether or not such computer or processor is explicitly shown. In addition, various other
peripheral units may be connected to the computer platform such as an additional data
storage unit and a printing unit.

[0054] All examples and conditional language recited herein are intended for

pedagogical purposes to aid the reader in understanding the principles of the invention
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and the concepts contributed by the inventor to furthering the art, and are to be construed
as being without limitation to such specifically recited examples and conditions.
Moreover, all statements herein reciting principles, aspects, and embodiments of the
invention, as well as specific examples thereof, are intended to encompass both structural
and functional equivalents thereof. Additionally, it is intended that such equivalents
include both currently known equivalents as well as equivalents developed in the future,
1.e., any elements developed that perform the same function, regardless of structure.

[0055] The relationship network described herein promotes social engagement
between network members, network affiliates and donation beneficiaries. Online
network communities can be created and expanded using the relationship network as a
platform. In addition, various forms of commercial streams can be created using
transaction and payment affiliates as described herein, or as hereinafter developed.
Increased participation in the relationship network by all parties to the network can form
a powerful tool as a defender of environmental and social causes and a promoter of good
will worldwide, and the network organization promotes omni-beneficial collaboration,
brand loyalty, and incentives for everyone to be an active participant and promoter of its
growth.

[0056] While the present invention has been described at some length and with
some particularity with respect to the several described embodiments, it is not intended
that it should be limited to any such particulars or embodiments or any particular
embodiment, but it is to be construed with references to the appended claims so as to
provide the broadest possible interpretation of such claims in view of the prior art and,
therefore, to effectively encompass the intended scope of the invention. Furthermore, the
foregoing describes the invention in terms of embodiments foreseen by the inventor for
which an enabling description was available, notwithstanding that insubstantial
modifications of the invention, not presently foreseen, may nonetheless represent

equivalents thereto.
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What 1s claimed is:

1. A system for distributing commissions within a relationship network comprising:

a)
b)

©)

d)

a network manager;

at least one network affiliate that has an affiliate relationship with the
network manager; and

a plurality of network members that each have a member relationship with
the network manager, the plurality of network members including at least
one primary network member and at least one additional network member
related to the at least one primary network member through referral or
invitation to the relationship network, wherein the at least one primary
network member and the at least one additional network member form a
lineal arrangement whereby each additional network member that joins the
relationship network becomes a lineal descendent of the referring network
member,

wherein a transaction between a network affiliate and a network member
defined as a transacting network member generates a commission by the
network affiliate, a portion of the commission being distributed as a
donation to at least one donation beneficiary that promotes environmental
or social concerns, and another portion of the commission being defined as
a member commission and distributed to the transacting network member

and to each lineal descendent of the transacting network member.

2. The system of claim 1, wherein the donation is determined by a vote of the

plurality of network members.

3. The system of claim 2, further comprising a plurality of donation beneficiaries

and wherein the donation is allocated to the donation beneficiaries in a proportionate

amount based on the vote of the plurality of network members.

4. The system in accordance with claim 3, wherein each donation beneficiary

receives a proportionate share (PDV) of the portion of the commission being distributed

-26 -



WO 2011/139644 PCT/US2011/033830

as a donation and defined by a total donation amount (TDA) based on a number of votes
for such donation beneficiary (NVP) relative to the number of network members

(NMBR) in accordance with the following equation:

NVP
NMBR

PDV =TDA -

5. The system in accordance with claim 4, further comprising a network donation
manager, and wherein the donation is distributed by the network manager to the network
donation manager for donation to the at least one donation beneficiary.

6. The system in accordance with claim 1, wherein the member commission is
redeemable in the form of credit at a network affiliate.

7. The system in accordance with claim 6, wherein the network manager processes
redeemed credit as payment to a network affiliate.

8. The system in accordance with claim 7, wherein the network member initiates a
credit redemption through a mobile payment application.

9. The system in accordance with claim 1, wherein the commission is defined as a
total commission (TC) that is based on a pre-determined rate (RATE) of a purchase value
(PV) of a transaction, wherein TC = RATE - PV, and wherein the RATE is fixed or
variable or a combination of the same.

10. The system in accordance with claim 9, wherein the lineal arrangement of
referred network members are associated to each other and to the primary network
member by levels, with the primary network member residing on level one (1) of the
lineal arrangement and each additional referred member residing on a level that is
incremented relative to the level location of the network member that referred the
additional referred member to the relationship network, and wherein the member
commission (MC) is distributed in a proportionate amount to each network member in a
referral lineage between and including the transacting network member defined as a

purchasing network member and the primary network member.
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11. The system in accordance with claim 10, wherein the proportionate amount of the
member commission (MC) received by each network member in the referral lineage is
reduced in half with each level of separation from the purchasing network member to the
primary network member.

12. The system in accordance with claim 11, wherein an individual commission (IC)
received by a network member in the referral lineage positioned at a network member
level (NML), the referral lineage having a number of levels defined between 1 and a
purchasing network member level (PML), is defined as:

MC
~ 9(PML-NML+1)

c

13. The system in accordance with claim 1, further comprising a transaction affiliate
that has a transaction affiliate relationship with the network manager and facilitates the
transaction between the network member and either the network affiliate or a non-
network affiliate.

14. The system in accordance with claim 13, wherein use of the transaction affiliate
by a network member automatically associates such use with the network manager.

15. The system in accordance with claim 13, wherein the transaction between the
network member and either the network affiliate or a non-network affiliate using the
transaction affiliate generates a transaction commission by the transaction affiliate to the
network manager.

16. The system in accordance with claim 1, wherein the receipt of the member
commission by the plurality of network members is a taxable event.

17. The system in accordance with claim 1, wherein the distribution of the donation is
a taxable event.

18. A method of distributing a commission within a relationship network comprising:

a) providing a network manager;
b) the network manager engaging in an affiliate relationship with at least one

network affiliate;
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c) the network manager engaging in a member relationship with at least one
network member;

d) the at least one network member concluding a transaction with the at least
one network affiliate and defined as a transacting network member;

e) the at least one network affiliate generating a commission to the network
manager based on a value of the transaction, a portion of the commission
defined as a member commission and being distributed to the at least one
network member, and

f) the network manager distributing a donation generated from another
portion of the commission to benefit at least one donation beneficiary that
promotes environmental or social causes.

19. The method in accordance with claim 18, further comprising establishing a
donation manager separate from the network manager for distributing the donation to the
at least one environmental or social cause or project.

20. The method in accordance with claim 19, further comprising a plurality of
network members, and wherein the donation is allocated based on a vote of the plurality
of network members.

21. The method in accordance with claim 20, further comprising a plurality of
donation beneficiaries and wherein the donation is allocated to the donation beneficiaries
in a proportionate amount based on a vote of the plurality of network members.

22. The method in accordance with claim 18, further comprising the at least one
network member redeeming the member commission as a credit with the at least one
network affiliate.

23. The method in accordance with claim 22, further comprising the at least one
network member using a mobile payment application to redeem the credit.

24. The method in accordance with claim 18, further comprising expanding the
relationship network through the joining of additional network members by referral from

a primary network member to form a lineal arrangement of referred network members
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associated to each other and to the primary network member by levels, with the primary
network member residing on level one (1) of the lineal arrangement and each additional
referred member residing on a level that is incremented relative to the level location of
the network member that referred the additional referred member to the relationship
network, and wherein the member commission (MC) is distributed in a proportionate
amount to each network member in a referral lineage between and including the
transacting network member defined as a purchasing network member and the primary
network member.

25. The method in accordance with claim 24, wherein an individual commission (IC)
received by a network member in the referral lineage positioned at a network member
level (NML), the referral lineage having a number of levels defined between 1 and a
purchasing network member level (PML), is defined as:

MC
~ 9(PML-NML+1)

c

26. The method in accordance with claim 18, further comprising a transaction affiliate
that has a transaction affiliate relationship with the network manager and facilitates the
transaction between the network member and either the network affiliate or a non-
network affiliate.

27. The method in accordance with claim 26, wherein use of the transaction affiliate
by a network member automatically associates such use with the network manager.

28. The method in accordance with claim 26, wherein the transaction between the
network member and either the network affiliate or a non-network affiliate using the
transaction affiliate generates a transaction commission by the transaction affiliate to the
network manager.

29. The method in accordance with claim 18, wherein the receipt of the member
commission by the plurality of network members is a taxable event.

30. The method in accordance with claim 18, wherein the distribution of the donation

is a taxable event.
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31. A system for distributing commissions within a relationship network comprising:

a) a network manager;

b) at least one network affiliate that has an affiliate relationship with the
network manager; and

c) at least one network member that has a member relationship with the
network manager;

d) wherein a transaction between a network affiliate and a network member
generates a commission by the network affiliate, a first portion of the
commission being retained by the network manager, a second portion of
the commission being distributed to the transacting network member, and
a third portion of the commission being distributed as a donation to at least
one donation beneficiary that promotes environmental or social concerns
that is external to the relationship network.

32. The system in accordance with claim 31, wherein the second portion is
redeemable in the form of credit at a network affiliate.

33. The system in accordance with claim 32, wherein the network manager processes
redeemed credit as payment to a network affiliate.

34. The system in accordance with claim 31, further comprising a network donation
manager, and wherein the third portion of the commission is distributed by the network
manager to the network donation manager for donation to the at least one cause or
project.

35. The system in accordance with claim 24, wherein the at least one donation
beneficiary is determined by the network members.

36. The system in accordance with claim 35, further comprising a plurality of
donation beneficiaries, wherein each beneficiary receives a proportionate share (PDV) of
the third portion of the commission defined by a total donation amount (TDA) based on a
number of votes for such project (NVP) relative to the number of network members

(NMBR) in accordance with the following equation:
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NVP
NMBR

PDV =TDA -

37. The system in accordance with claim 31, wherein the commission is defined as a
total commission (TC) that is based on a pre-determined rate (RATE) of a purchase value
(PV) of a transaction, wherein TC = RATE - PV, and wherein the RATE is fixed or
variable or a combination of the same.

38. The system in accordance with claim 37, wherein the relationship network
expands through the joining of additional network members by referral from a primary
network member to form a lineal arrangement of referred network members associated to
cach other and to the primary network member by levels, with the primary network
member residing on level one (1) of the lineal arrangement and each additional referred
member residing on a level that is incremented relative to the level location of the
network member that referred the additional referred member to the relationship network,
and wherein the second portion of the commission defined as the network member
commission (NC) is distributed in a proportionate amount to each network member in a
referral lineage between and including the transacting network member defined as a
purchasing network member and the primary network member.

39. The system in accordance with claim 38, wherein the proportionate amount of the
network commission (NC) received by each network member in the referral lineage is
reduced in half with each level of separation from the purchasing network member to the
primary network member.

40. The system in accordance with claim 39, wherein an individual commission (IC)
received by a network member in the referral lineage positioned at a network member
level (NML), the referral lineage having a number of levels defined between 1 and a

purchasing network member level (PML), is defined as:

NC
~ 2(PML-NML+1)

c
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41. The system in accordance with claim 40, wherein the third portion of the
commission (TP) is equal to the individual commission (IC) received by the primary
network member in the referral lineage where NML = 1, and is defined as:

NC

P = 2PML

42. The system in accordance with claim 31, further comprising a transaction affiliate
that has a transaction affiliate relationship with the network manager and facilitates the
transaction between the network member and either the network affiliate or a non-
network affiliate.

43. The system in accordance with claim 42, wherein use of the transaction affiliate
by a network member automatically associates such use with the network manager.

44. The system in accordance with claim 42, wherein the transaction between the
network member and either the network affiliate or a non-network affiliate using the
transaction affiliate generates a transaction commission by the transaction affiliate to the
network manager.

45. The system in accordance with claim 31, wherein the receipt of the member
commission by the plurality of network members is a taxable event.

46. The system in accordance with claim 31, wherein the distribution of the donation

is a taxable event.
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