US 20130346221A1

a9 United States

a2y Patent Application Publication o) Pub. No.: US 2013/0346221 Al

Rangachari et al.

43) Pub. Date: Dec. 26, 2013

(54) SYSTEMS AND METHODS FOR PROVIDING 61/481,710, filed on May 2, 2011, provisional appli-
MERCHANTS WITH USER INTERFACES cation No. 61/481,710, filed on May 2, 2011.
FOR MANAGING ONLINE DEALS
(71) Applicant: Elite Media Work LLC, Chicago, IL. Publication Classification
Us) (51) Int.ClL
(72) Inventors: Sairam Rangachari, Chicago, IL (US); 59 IGJ0S6QCf0/02 (2006.01)
John T. Shave, Chicago, IL (US); Jared (52) US.CL
Antonyzyn, Chicago, L. (US) CPC ..ot G06Q 30/0277 (2013.01)
’ ’ USPC ittt 705/14.73
(21) Appl. No.: 14/015,797
57 ABSTRACT
(22) Filed: Aug. 30,2013
A computer system for e-commerce management includes a
Related U.S. Application Data merchant user interface module configured to allow a mer-
(63) Continuati £ licati No. PCT/US2012/ chant to define a deal for offering via a plurality of online
020711 61011(;1%1122 onOMa?p2p ;%al aorsvhicl? 'is a continuation distribution channels. The computer system further includes a
. ’ Lo ; ) business layer configured to use the defined deal to publish
in-part of application No. 13/187,432, filed on Jul. 20 Y g P
20& said gp lication N'O PCT /,US2,01 2027 600. is é offers ofthe defined deal to the plurality of online distribution
conti;ma tionlfilil- art of a : lication No. 13/187.431 channels. The business layer aggregates data relating to the
filed on Tul. 20 12) 011 PP ’ U published offers and the plurality of online distribution chan-
edon Jul. 28, ' nels. The merchant user interface module is further config-
(60) Provisional application No. 61/448,846, filed on Mar. ured to allow the merchant to view the aggregated data and to
3, 2011, now abandoned, provisional application No. make adjustments to the published offers.
100
1 6\4 LGZ
" Merchant Ul Module | Consumer Ul Module | 168
> Business Layer i
302
30*3-— App/Web Server -
—F
Database Server
3?6 \ 312 \J
N Back Office Application ~-
External APis
| CRM ERP  _|
7 N
308 310
314
—
»> Financial Institution -




Patent Application Publication  Dec. 26, 2013 Sheet 1 of 23

102
Merchant Device (e.g., computer, laptop, mobile phone) | ~
106 Processing Circuit 94 ——— 114
- n evices
\\H- Processor | | Py b _I/
116
98 | Output Devices +—
110 Memory —4
N | User interface -I-EB
112 “I— Browser | FIG 1
\\
T UserApp | 120
| Network lnten‘ace']/
125
130 /
152
Computer System | Network lnterface'| 154
]
- — 4
Processor ,I,. 156 Processing Circuit 158
J
Memory -
Registration Consumer Merchant Social Hook
Moduie | Ul Module | Ul Module | Module |
N N N N
168 ¢ 160 ¢ 162 t 164 t 166
\l\ Business Layer |

t t 172
— _ 174 -
Administrative | Database _Ii Mar;e;lpslace

Module L
I 176 t
]

¢ ~170
| Database Layer 4 |

# 178 t 180 ¢ 182 t 184
—/ —/ —/ =
Accounting Reporting Monitoring Payout

System System System System

US 2013/0346221 Al




US 2013/0346221 Al

Dec. 26,2013 Sheet 2 of 23

Patent Application Publication

89¢

98¢

¥9C

¢ Old

0%¢
zee owm ]
J [ smpom 7 SInpon
ajnpopy Bunipg §80U.0}0I 1810 esienay
pue afed dland pue ajjo.d 8vz 97z e
J ] J
ampoy | |eInpopy Angay amnpoyy
3INpop Juswisheuey paINES 4/10H [eonoeld 1840 pajpung
— pund pue asuejeg
8z vz ove 86z
91z vie i | ]
e
sliyoem 4 \_ 2|npo 7 Aunioy 7 INPOK _moog
‘sobessoly SINPOWN Buyosesg sajllone/pusti4 s|qenobaN
‘SIBHO AN yolesg Olqnd ocz pez =
_ | ] ]
2Inpony aINPOo ’ SINPOIN ’ a[Npow ’
RIS - Jajsuel ] jajesoy @iep jodg spleoq sjea(]
. [28(] 8YOIN
auibug aojowwos [e1nos ~~
i oge
CINPON | o 1 4 | Buminiosy SINPON IO aINPOp sobeuepy
puowesiopugy 1 jAng/Buijes-ay Bufnpeyos _ BYo |
C I~ ™ ™~
YAV A Ole 80¢
BINPON ™ ajnpon 3INPON anpon
uoneiausy) |- - 09¢ 18U2310g 4 Jswied | sonhfeuy 4
- 1°°d 902 Y0z 20z

Joken ssauisng

4274

891



US 2013/0346221 Al

Dec. 26,2013 Sheet 3 of 23

Patent Application Publication

¢ Ol

SidY |euda)x3

o UoRnsuy [eroueul -
4
125>
0lg 80¢
N -V
dy3 WdO
uoneoijddy 221 oe
~~ edlaay 9030 oey N
2le A \
90¢
JOAIDS asegele(
T
Janeg gop/ddy llv/o €
c0¢

Joken ssauisng

891

SINPO N Jawnsuo] | enpop 1N weyssep

29l



Patent Application Publication = Dec. 26, 2013 Sheet 4 of 23 US 2013/0346221 A1

402

Homepage

400
W ¢ 404

Registration —
406 - 418
~ Merchant Homepage [|«———®» Consumer Homepage —
408
\4
—— Offer Screener —

410 Y \ i 420
~ Create Offer - | Find and Analyze Offers L—
412 Y ¢ 422
~ Place Offer Buy Offer "

414
4
—> Promote Offer —
418 Y 424
“——] General/Categorized |

-— Favorites Page

Offers Page

FIG. 4



US 2013/0346221 Al

Dec. 26,2013 Sheet 5 of 23

Patent Application Publication

Zvs : €S
. N =g s|elsey -/
G 'Old ovg | 8 wespay ©°# | lpes
./l sieq |/ in udess —
ges| LRYF (E8Q sTIO# || 200 3 9ig
L s|gaq |/
ajqejieny pIos [
10 # SIBJO JO # U WIohBId | o
|| jepog
IN yosess | i I d
T BIA Waspay| yig
e 1840 1840 =)
Los | A w3 [ ozAeuy ¢ __m%%mi -
INUBJIS BIA —11 ¢
1 waspay na Folote 8cs + 9zs + A%
9649 _ —__.M._.M%M_n_ -
niesen | relegeno | oig | :
wospay | 1
' hod vZS \ ool | g
¥es 1 Bury deug
W) inuses | s1840 805
~1_ubig | wospay - 1 dowmn (001 JoRO |
pun
295 # ¢ss A A 960
— 1N 1unoady — In uondwapay — N s1_jo — IN Joysdeug
09¢ + 06g * 0cs * y0g *
208 _
~ obedotuoH N WeysIoW Ao/om




Patent Application Publication

600

608

612

616

Dec. 26,2013 Sheet 6 of 23

My Desls

- oEsLGODE ¥
ssasI92
voricerion
sunsestion
‘asmaterinz
ssnazome

oo, A

it off Cas Vst
ot i e Weah
it ot Car Wash
ol i e Wasti
Vol i G Weshy

Cash Flow

Castomer purchase quick redestn

oot 1%

i

STATUS W Rl

AW B0 SERED

i

SN

St 150

Gustonies Confirmation &

Quick mithdraws:

transteramoune

Twitler

[ i

Wesievan t azcount

Analytics

PAGE VEWS
200

4

Mer  Apr

THAFFIC SOLACES

Re‘ercing Sites
Bimet T
Sasrch Bnginee

-

iR

2011 Ebte Media Wore.

stey

FIG.6

US 2013/0346221 Al

602

604

606

610

614

618



Patent Application Publication = Dec. 26, 2013 Sheet 7 of 23 US 2013/0346221 A1

Busimess Cetegory

L S ARy I

2. Otfer Infermation

FIG. 7A



Patent Application Publication = Dec. 26, 2013 Sheet 8 of 23 US 2013/0346221 A1

¢ Offer Creation Wizard

1. Business Information

| 2. Otfer information
Wit et do o wand to offer to suelomes?

720

| uastomen Prive I et Pociact v Suevicss

Mo Ry 0 o Wt s offer o continue

722 s | e o |0 L | AP
Sachera por customar 704
724

ehicd s 10 4 Imapas 10 ienent yoar o¥ter ok o Bebie 10 Bwee for fle)

G G S YA R g Tt

726

e Desoription ;

728

D Tavens & Sonditione fseivol foom below) oug Tos - Proview

Lkt o 1) o sty | e S Tasrv

s Wit i P e g PRSP 2 ARSI

<5 Msrfeonin

| 3. Offer Redeiption

4. Benheduling & Display Options

FIG. 7B



Patent Application Publication = Dec. 26, 2013 Sheet 9 of 23 US 2013/0346221 A1

700 \(

Dtfer Croation Wizard
;" 1. M'Mﬂ:ﬁiﬂ EMQr&éiMn

2. Ofter Information

oo

| 3. Offer Redemption

Customers wae gtart usleg the olfer on... Customers will not be able 1o vee the offer 706

750

|

i

Loeation you wieh this offer 1o be

752 &M@M Aiddrens S, S, Bubiding & iy Blwle [hp Dot (FMepesrs Bt
318 N Mohigan Avs

Ciicags (1L [

2

S,

4. Beheduling & Display Options

FIG. 7C



Patent Application Publication  Dec. 26, 2013 Sheet 10 of 23 US 2013/0346221 A1

700 \

Offer Creation Wizard
- 1. Business Information
2, Offer Information

me'r Redemption

708
| 4. Schedullng & Display Options

760 8

Tl offer will beoa:
& Putille Offer Private Ofer (OHLY BUY NOW OPTION)
. A lubile on bldmyeay NMOBILE

, - Avsilable on By webeite
762 : imacketplace o

i
!
i
]
]
il
i
|
1
i

| Ewnryons ae bes e oblse

764 | Yos, BEPEAY inis offer [orly. @] B EMD e offer [Mer. 9] 7 T

766

FIG. 7D



Patent Application Publication  Dec. 26, 2013 Sheet 11 of 23 US 2013/0346221 A1

800 802 )25)4
\L ( TITLE — 3 words Category, sub-
(what is the offer?) category
~ 810 812
806 -\:Who is\ Cl'ype of the offer ([ pY%
the offer | | -contigency type and
from? criteria
808 4—_>——" | -offer progress status (how BUY
Location} | many bought/time left)
(name, -max cap/expiration of the
k<:|ty, z;p)J @ffer gL )
814
( Terms/expiration date for using the offer B
816
[ Reviews of the service provider/user ratings _;/

FIG. 8A

850 a

806
\L |
3 XYZ Restaurante <] 802
Thumbs B
Up:) $30 gsts you $70 in Value! -
810
-
I
I
816
[ Read Reviews ) 4——/
f &
( cal 7735644455 ) 808
-

( Map 316 N.MichiganAve )

812
BUY! | <~

()

©4

FIG. 8B



Patent Application Publication  Dec. 26, 2013 Sheet 12 of 23 US 2013/0346221 A1

902
Customer purchase guick redeem:
904 Custormer Confirmation #
Guick withdrawal:
906 Transter Amount: Vhithdraw To Account:

LCheckowith address 4840 n hgﬂ o 1}

R A R A

Bk Paynrent Metfod

FIG. 9A



Patent Application Publication  Dec. 26, 2013 Sheet 13 of 23 US 2013/0346221 A1

912

Redesm Customer Purchages

Custormer Corllrmation #

914 | |
NN

Bulk Fadeem Customer Purchases .

Dt o wleh 10 redesn
91 6 Choase anoadler., |

S~

Cash Out! Withdraw Money Earned
Tl Wethod of Withdrawal

i Heue thic setking for future withdraveals

9 1 8 CHEDE '!
~—L,

Akdrgsa Beldeenn 2
| ABAG v e
mw 5

| Drdnagn

Brapurt

FIG. 9B



Patent Application Publication  Dec. 26, 2013 Sheet 14 of 23 US 2013/0346221 A1

Welcons sert |

1000 o

Social Applications

Facebook

Likes to Date New Fans -

1002

Top Fans by Engagement

Twitter

1 O O 1 Followers fo Date Followers Gaingd v Foilowers Lost e

wy
Mentions

et i

Plzces chectcing

1006

SnapRing

1 O O 8 Gnnf)l’lmq seans 1o dete Coincta speci teg

Secent Banna
sy s o
Costovar e Bl e Timscdao

B30 Ehis Mada Ware ¢

FIG. 10




Patent Application Publication  Dec. 26, 2013 Sheet 15 of 23

Welcome Usarl | ¢

Salt & Pepper Diner
s :

1 My Account

1 1 02 Usfr'Prcfile

Brofils Inage

Display Mawwe Password

First Name Last Name Emsil Addeas

. Business Profile

1 1 04 Business Name

B zet Address

Suite, Apartment, Bullding #

1100

\_} city Zip Gode

Phons Rumber

Company WabeitefJRL.

Bicg Acdress/URL

At up to 8 images ty represant your company (dfick ian Skow t browse for fie)

| Social Profite

Facebook Profile / Page

1 1 06 & @ Add as Snapshot widgst

Tudtter Profile

&) @yournomshere # Add an Snapshat widgoet

Foursquare Profile/ Page

& & Add as Snapshot widget

[} connect to Foursquare

€ 2011 Elite Madia Wory.

US 2013/0346221 Al



Patent Application Publication  Dec. 26, 2013 Sheet 16 of 23 US 2013/0346221 A1

1200

1206

N~

Snapshot

FIG. 12



Patent Application Publication  Dec. 26, 2013 Sheet 17 of 23 US 2013/0346221 A1

1302

® 0 bought = Ends 08/31/11

Enjoy homemade healthy
trailmix <~

A i 21 Lid Wi iy WD

® 2 bought = [ Ends 08/31/11

1300

1ib of healthy dried fruit

@ 0 bought [ Ends 07/31/11

1lb of healthy dried fruit

FIG. 13A



Patent Application Publication  Dec. 26, 2013 Sheet 18 of 23 US 2013/0346221 A1

1322 : ‘ 1326
41 Analysis o Redeem b Repost
Enjoy homemade healthy trailmix G
1320 - .
Min num: ﬁ%/%/%///% (ﬁ%

Max num:

Purchase end

Redemption start

Redemption end

FIG. 13B



Patent Application Publication  Dec. 26, 2013 Sheet 19 of 23 US 2013/0346221 A1

1322

1324

FIG. 13C



Patent Application Publication  Dec. 26, 2013 Sheet 20 of 23 US 2013/0346221 A1

B

2]

1330 c
~— c
B

F

G

No data found H

o

14

L

M

1332 5
\* P

o

H

&

i

W

X

A4

&

FIG. 13D



Patent Application Publication  Dec. 26, 2013 Sheet 21 of 23 US 2013/0346221 A1

1342

1340
Min num: | B 1346

Max num:

e cc oizles 12/13/2011 21:52 PM

Ul 12/14/2011 5:52 AM |
Rleliglaielgsielss 12/13/2011 21:52 PM

plslelclggiaiilelaicigleld s 12/14/2011 5:52 AM

Offers

FIG. 13E




Patent Application Publication = Dec. 26, 2013 Sheet 22 of 23 US 2013/0346221 A1

$0.00

| uncleared

Redeem/Cash




Patent Application Publication  Dec. 26, 2013 Sheet 23 of 23 US 2013/0346221 A1

1500

Single Sign-On

!

Present Merchant With Merchant User Interface

Receive Offers From Merchant Via Merchant User
Interface

!

Publish Offers

!

Aggregate Data Relating To Published Offers

Provide User Interface Tool For Allowing Merchant To View
Aggregated Data And To Make Adjustments To Offers

!

Present Redemption Screen To Merchant

!

Credit Merchant Account

!

Transfer Payment From Merchant Account To Service
Provider (e.g., Advertiser, Social Media Account, etc.)
Using Merchant User Interface

FIG. 15

1502

1504

1506

1508

1510

1512

1514

1516

1518



US 2013/0346221 Al

SYSTEMS AND METHODS FOR PROVIDING
MERCHANTS WITH USER INTERFACES
FOR MANAGING ONLINE DEALS

CROSS-REFERENCE TO RELATED
APPLICATIONS

[0001] The present application is a continuation of Interna-
tional Application No. PCT/US2012/027600, filed Mar. 2,
2012, which claims the benefit of U.S. Provisional Applica-
tion No. 61/448,846, filed Mar. 3, 2011. International Appli-
cation No. PCT/US2012/027600 is also a continuation-in-
part of both U.S. patent application Ser. No. 13/187,431, filed
Jul. 20,2011 and U.S. patent application Ser. No. 13/187,432,
filed Jul. 20, 2011; both U.S. patent application Ser. No.
13/187,431 and U.S. patent application Ser. No. 13/187,432
claim the benefit of U.S. Provisional Application 61/481,710,
filed May 2, 2011. International Application No. PCT/
US2012/027600, U.S. Provisional Applications 61/448,846
and 61/481,710 and U.S. patent application Ser. Nos. 13/187,
431 and 13/187,432 are each incorporated by reference herein
in their entireties.

BACKGROUND

[0002] The present disclosure relates generally to the field
of discount offers of goods or services. More specifically, the
present disclosure relates to computerized systems and meth-
ods for providing merchants with user interfaces for manag-
ing online deals.

[0003] Conventionally, retailers or service providers mar-
ket directly to customers via in-store sales, coupons, adver-
tisements, and the like. In some instances, a third party is used
to offer deals online for a merchant. A representative from the
third party typically works with the merchant to manually
establish an approach for offering the deal.

SUMMARY

[0004] One embodiment relates to a computer system for
e-commerce management. The system includes a merchant
user interface module configured to allow a merchant to
define a deal for offering via a plurality of online distribution
channels and a business layer configured to use the defined
deal to publish offers of the defined deal to the plurality of
online distribution channels. The business layer aggregates
data relating to the published offers and the plurality of online
distribution channels, and the merchant user interface module
is further configured to allow the merchant to view the aggre-
gated data and to make adjustments to the published offers.

[0005] Another embodiment relates to a computerized
method for providing e-commerce management. The method
includes presenting a merchant with a merchant user interface
that allows the merchant to define a deal for offering via a
plurality of distribution channels. The method further
includes publishing offers of the defined deal to a plurality of
online distribution channels. The method further includes
aggregating data relating to the published offers and the plu-
rality of online distribution channels. The method further
includes providing, via the merchant user interface, a user
interface tool for allowing the merchant to view the aggre-
gated data and to make adjustments to the published offers.

[0006] Another embodiment relates to a computer-readable
media having instructions stored thereon, which, when
executed by a data processing apparatus, causes the data
processing apparatus to perform operations. The operations

Dec. 26, 2013

include presenting a merchant with a merchant user interface
that allows the merchant to define a deal for offering via a
plurality of distribution channels, publishing offers of the
defined deal to a plurality of online distribution channels,
aggregating data relating to the published offers and the plu-
rality of online distribution channels, and providing, via the
merchant user interface, a user interface tool for allowing the
merchant to view the aggregated data and to make adjust-
ments to the published offers.

[0007] Alternative exemplary embodiments relate to other
features and combinations of features as may be generally
recited in the claims.

BRIEF DESCRIPTION OF THE FIGURES

[0008] The disclosure will become more fully understood
from the following detailed description, taken in conjunction
with the accompanying figures, wherein like reference
numerals refer to like elements, in which:

[0009] FIG. 1is ablock diagram of a computerized system
for providing merchants with user interfaces for managing
online deals, according to an exemplary embodiment;
[0010] FIG. 2 is a detailed block diagram of the business
layer of FIG. 1, according to an exemplary embodiment;
[0011] FIG. 3 is an architecture block diagram of the com-
puterized system of FIG. 1, according to an exemplary
embodiment;

[0012] FIG. 4 is flow chart of a process for merchant and
consumer use of the computerized system of FIG. 1, accord-
ing to an exemplary embodiment;

[0013] FIG. 5 is a flow chart of a process for merchant
interaction with the computerized system of FIG. 1, accord-
ing to an exemplary embodiment;

[0014] FIG. 6 is an illustration of a graphical user interface
for the computer system of FIG. 1, according to an exemplary
embodiment;

[0015] FIGS. 7A-D are illustrations of graphical user inter-
faces for creating merchant offers, according to an exemplary
embodiment;

[0016] FIGS. 8A-B are illustrations of an offer template,
according to an exemplary embodiment;

[0017] FIGS. 9A-B are illustrations of graphical user inter-
faces for merchant cash flow management, according to an
exemplary embodiment;

[0018] FIG.10is anillustration of a graphical user interface
for analysis of offer performance on social media sites,
according to an exemplary embodiment;

[0019] FIG. 11 is anillustration of a graphical user interface
for managing merchant account information, according to an
exemplary embodiment;

[0020] FIG. 12 is anillustration of a graphical user interface
for a merchant homepage, according to an exemplary
embodiment;

[0021] FIGS. 13A-E are illustrations of graphical user
interfaces for merchant offer management, according to an
exemplary embodiment;

[0022] FIG. 14 is anillustration of a graphical user interface
for merchant offer redemption, according to an exemplary
embodiment; and

[0023] FIG. 15 is a flow diagram of a process of a comput-
erized system interaction with the merchant, according to an
exemplary embodiment.
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DETAILED DESCRIPTION

[0024] Before turning to the figures, which illustrate the
exemplary embodiments in detail, it should be understood
that the application is not limited to the details or methodol-
ogy set forth in the description or illustrated in the figures. It
should also be understood that the terminology is for the
purpose of description only and should not be regarded as
limiting.

[0025] Referring generally to the figures, computerized
systems and methods for providing merchants with user inter-
faces for managing online deals are shown and described. The
computerized system provides user interfaces to the merchant
that allow the merchant to engage in self-service for the
creation of deal offers and related marketing efforts. The
computerized system includes components for managing
multiple social media outlets in addition to a plurality of
published deals or offers. The computerized system advanta-
geously provides a single online resource for allowing a mer-
chant to manage social media and online deal efforts. The
merchant interface is advantageously available via mobile
access as well as via web-based interfaces.

[0026] In one embodiment, the computerized system is
configured to receive an input from a merchant via a merchant
user interface that includes offers and offer information. The
computerized system includes a business layer configured to
use the offers and offer information to publish the offers,
allowing users of the computerized system to bid on or pur-
chase the offers. The offers may be published on a plurality of
distribution channels. The business layer of the computerized
system may further be configured to aggregate data relating to
the published offers. The merchant may access the aggregated
data via the merchant user interface and make adjustments to
the offers. In other words, the computerized system is a self-
service system that allows a merchant to provide, edit, ana-
lyze, and otherwise manage offers. The merchant may man-
age offers using the computerized system without a
restriction based on the current status of the number of offers
published, sold, or redeemed.

[0027] The computerized system may allow for merchants
to provide offers in various ways. For example, the merchant
may provide an offer for sale directly to the customer. As
another example, the merchant may provide an offer for bid-
ding (e.g., a customer may bid against other customers to win
the offer (e.g., an auction), a customer may bid by himselt/
herself on the offer and be rewarded the offer if the bid is high
enough, a group of customers may be presented with the offer
(e.g., group buying), etc.). The transactions between the mer-
chant and customer may be initiated in a variety of ways. For
example, the merchant may provide an offer directly to a
customer (e.g., one-to-one offer). As another example, the
merchant may provide an offer to a group of customers either
directly to the customers or by publishing the offer on a
website or social media site (e.g., one-to-many offer). As
another example, the merchant may provide a plurality of
offers directly to a customer (e.g., a many-to-one offer). As
another example, the merchant may provide a plurality of
offers to a group of customers either directly to the customers
or by publishing the offer on a website or social media site
(e.g., many-to-many offer). As yet another example, the cus-
tomer may search for published offers and submit a bid or
purchase request to the computerized system and/or mer-
chant.

[0028] The computerized system may allow merchants to
provide contingency offers based on customer activity. For
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example, if a customer rejects or is not interested in an offer,
the merchant may identify a contingency offer to provide the
customer. The computerized system further identifies cus-
tomers that merchants may be interested in marketing to and
merchants that customers may be interested in purchasing
offers from. The computerized system incorporates, aggre-
gates, and creates various connections with third party sites
(e.g., social media sites) that can be used to interact with the
customers and the offers provided by the merchants.

[0029] Types of offers or products that may be provided by
a merchant may include, for example, movie tickets, sporting
tickets, restaurant discounts, spa gift cards, retail store dis-
counts or gift cards, service discounts, gift cards, or vouchers
for the goods or services listed above. In an exemplary
embodiment, the computerized system tracks prior user
browsing, searching, bidding, or other activities to determine
which types of offers or products the user likely prefers. Such
preferences may form the basis for the ordering or content of
offers presented to any specific user. For example, an offer
may only be available at certain times or certain locations,
may be limited to a maximum number of customers, may be
tiered, may be negotiable (e.g., the customer may bid on the
offer), may be a combination offer (e.g., multiple offers sold
as a single offer), or transferable (e.g., shared between mul-
tiple customers). The merchant as described in the present
disclosure may be a business or one or more individuals that
provide offers for purchase and use by a customer.

[0030] Referring to FIG. 1, a block diagram of a comput-
erized system 100 for providing merchants with user inter-
faces for managing online deals is shown and described,
according to an exemplary embodiment. System 100 includes
a merchant device 102 (e.g., a computer, laptop, mobile
phone, PDA, or other computing device operated by a mer-
chant) for displaying the user interfaces for managing online
deals. Marketplace computer system 150 provides data and
user interface services to merchant device 102. For example,
marketplace computer system 150 may include a web server
for providing merchant-focused user interfaces to merchant
device 102. The deals created and managed by the merchant
via merchant device 102 and marketplace computer system
150 are offered to customers 130 (e.g., via a consumer-facing
web page).

[0031] Merchant device 102 (e.g., mobile phone, laptop,
etc.) may be used for submitting offers and making offer
adjustments using merchant user interfaces served by mar-
ketplace computer system 150. Merchant device 102 includes
a processing circuit 104, input and output devices 114 and
116, user interface 118, and network interface 120. Process-
ing circuit 104 includes a processor 106 and memory 108 for
completing the various merchant or client processes of the
present disclosure. Processor 106 may be implemented as a
general purpose processor, an application specific integrated
circuit (ASIC), one or more field programmable gate arrays
(FPGAs), a group of processing components, or other suit-
able electronic processing components. Memory 108 is one
or more devices (e.g., RAM, ROM, flash memory, hard disk
storage, etc.) for storing data and/or computer code for com-
pleting and/or facilitating the various user or client processes,
layers, and modules described in the present disclosure.
Memory 108 may be or include volatile memory or non-
volatile memory. Memory 108 may include database compo-
nents, object code components, script components, or any
other type of information structure for supporting the various
activities and information structures of the present disclosure.
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Memory 108 is communicably connected to processor 106
and includes computer code or instruction modules for
executing one or more processes described herein.

[0032] Memory 108 is shown to include a browser module
110 and a user app module 112. Browser module 110 is
configured to provide a software application for viewing a
merchant interface on system 100. Browser module 110 may
be used when the merchant is accessing system 100 on a
laptop, desktop, or a mobile device that does not have or
support a particular application for interfacing with system
100. On some devices (e.g., general purpose computers),
merchant device 102 is simply a computer with a web browser
and the merchant uses the web browser to receive merchant
user interfaces from marketplace computer system 150.

[0033] In embodiments where merchant device 102 is a
handheld device or mobile phone (e.g., without a full web
browser), a standalone application or ‘user app’ may be
installed on the merchant device 102 for assisting with the
display of merchant user interfaces. User app module 112, for
example, may be configured to provide such an application.
Where user app module 112 is used, many of the resources for
providing the merchant user interfaces may be stored on the
merchant device 102 and the back-end data may be received
from marketplace computer system 150. The user interfaces
of FIGS. 6-11 are examples of applications provided by a
browser module 110 and the user interfaces shown in FIGS.
12-14 are examples of applications provided by user app
module 112. In some embodiments, elements of the screen-
shots of FIGS. 6-11 and FIGS. 12-14 may be shown on either
type of client (e.g., a browser-based client or an application-
based client) without departing from the scope of the present
disclosure.

[0034] Merchant device 102 further includes network inter-
face 120 which is configured to communicate with market-
place computer system 150 via network 125 (e.g., a mobile
phone network, the Internet, a combination thereof, etc.).
Input devices 114 may include any input device (e.g., key-
board, mouse, phone keypad, touchscreen, etc.) that may be
used by a merchant to submit offers and offer information.
Output devices 116 may include display screens, monitors,
speakers, and/or other visual and audio components for pro-
viding a user of device 102 with offer information (e.g., offer
information aggregated by marketplace computer system
150). User interface 118 can be any control, pointer, keypad,
or sensor configured to accept user input. It should be appre-
ciated that some merchant devices 102 (e.g., full computers)
will include many input devices 114, output devices 116, or
user interfaces 118 while other merchant devices 102 (e.g., a
touchscreen-based mobile phone) will primarily have a single
touchscreen display for all user input/output activities.

[0035] Marketplace computer system 150 is configured to
receive offer information from a merchant via merchant
device 102 and network 125. Marketplace computer system
150 receives bids and purchase orders from multiple custom-
ers 130 that connect to marketplace computer system 150 via
network 125. Marketplace computer system 150 further pro-
vides merchant device 102 with information relating to the
selling and performance of the merchant offers, and allows
the merchant to redeem the offers. Marketplace computer
system 150 includes network interface 152 which is config-
ured to communicate with merchant device 102 via a network
or networks 125 (e.g., a mobile phone network, the Internet,
etc.).
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[0036] Marketplace computer system 150 includes a pro-
cessing circuit 154 including a processor 156 and memory
158. Processor 156 may be implemented as a general purpose
processor, an application specific integrated circuit (ASIC),
one or more field programmable gate arrays (FPGAs), a
group of processing components, or other suitable electronic
processing components. Memory 158 is one or more devices
(e.g., RAM, ROM, Flash memory, hard disk storage, etc.) for
storing data and/or computer code for completing and/or
facilitating the various user or client processes, layers, and
modules described in the present disclosure. Memory 158
may be or include volatile memory or non-volatile memory.
Memory 158 may include database components, object code
components, script components, or any other type of infor-
mation structure for supporting the various activities and
information structures of the present disclosure. Memory 158
is communicably connected to processor 156 and includes
computer code or instruction modules for executing one or
more processes described herein.

[0037] Memory 158 includes various modules for complet-
ing the processes described herein. Memory 158 includes a
registration module 160 configured to allow merchants to
register with computerized system 100. Registration of a
merchant may include receiving merchant information (e.g.,
business name, address, contact information, account infor-
mation, etc.). Uponregistration, the merchant may be allowed
to use merchant user interfaces (e.g., served by marketplace
computer system 150, generated by a user app 112 in combi-
nation with data from marketplace computer system 150) to
create offers and to manage offers (e.g., conduct self-service
offer creation and management).

[0038] Memory 158 further includes a customer user inter-
face (UI) module 162 and merchant UI module 164. Mer-
chant Ul module 164 is shown in greater detail with reference
to FIGS. 5-14. Customer Ul module 162 is configured to
provide user interfaces to end users for viewing and purchas-
ing offers created by the merchants. For example, customer
UI module 162 may provide an interface that allows a cus-
tomer to bid on an offer. Marketplace computer system 150
may receive the bid and determine if the bid should be
accepted or denied, or whether the bid should be evaluated
later if the bid is part of an auction. Marketplace computer
system 150 may restrict the number of bids a customer is
allowed, or may otherwise restrict customer access to mar-
ketplace computer system 150 via customer Ul module 162.
As another example of a customer user interface that may be
provided by customer Ul module 162, customer Ul module
162 may provide an interface that allows a customer to
specify a budget (e.g., a desired amount the customer is will-
ing to spend), and marketplace computer system 150 may
then provide the customer with relevant offers based on the
budget (or other customer preferences such as type of offer).
Particular examples of such customer-facing user interfaces
(e.g., bidding user interfaces) and related systems and meth-
ods are shown and described in U.S. application Ser. No.
13/187,431 and U.S. application Ser. No. 13/187,432, both
filed Jul. 20, 2011 and entitled COMPUTERIZED SYSTEM
AND METHOD FOR PRESENTING DISCOUNT
OFFERS, both of which are incorporated by reference in their
entireties.

[0039] Memory 158 further includes a social hook module
166 configured to send and receive information from social
media sites. For example, social hook module 166 may be
configured to manage the social media advertisement, pro-
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motion, or other ‘social hooks’ of offers made available by the
merchant via the marketplace computer system 150. Further,
social hook module 166 may receive input from a social
media site when a customer interacts with the offer (e.g.,
views the offer, clicks on the offer, submits a bid or purchase
order on the offer, etc.) via social media. Social hook module
166 may advantageously allow the merchant to view statistics
(graphs, summaries, etc.) relating to social media promo-
tional efforts.

[0040] Memory 158 includes a business layer 168 con-
nected to modules 160-166. Business layer 168 receives
information from modules 160-166 relating to merchant
information, customer information, and social media infor-
mation. For example, business layer 168 receives data men-
tioned above relating to the registration module 160, con-
sumer UI module 162, merchant Ul module 164, or social
hook module 166. Business layer 168 uses the received infor-
mation to manage transactions, manage merchant use of mar-
ketplace computer system 150, and to handle interaction
between outside sources (e.g., customers) connecting to mar-
ketplace computer system 150 via network 125. Business
layer 168 can store received information in database 174 or
recall information from database 174. Business layer 168 is
shown in greater detail in FIG. 2.

[0041] Business layer 168 is further connected to adminis-
trative module 170. Administrative module 170 is configured
to provide user interfaces to an administrator of marketplace
computer system 150. Administrative module 170 may be
used by the administrator to, e.g., manage merchant permis-
sions and accessibility.

[0042] Business layer 168 is further connected to market-
place application programming interfaces (APIs) 172. Mar-
ketplace APIs 172 can allow new or third party applications,
‘apps’ or websites to interact with marketplace computer
system 150 via interfaces other than those provided by mod-
ules 160-166.

[0043] Memory 158 includes a database 174 configured to
store offer, deal, bid, redemption, merchant, social media, and
customer information. Database 174 can also store relation-
ships between information and any other data necessary to
facilitate the systems and methods described herein. The
stored offer information may include, for example, whether
the offer has been sold or not, the quantity of offers sold, the
expiration date or other date information specifying when and
how to publish the offer, where the offer has been published,
details of customer interaction with the offer, and any other
type of offer information. The merchant information may
include merchant profile information (e.g., name, account
information, contact information, etc.) and offer information
(e.g., current active and inactive offers the merchant has sub-
mitted to marketplace computer system 150, the purchase
price of the offer, etc.). The customer information may
include, for example, account information. Account informa-
tion of the users may include the name of the user, address of
the user, phone number or other contact information (e.g.,
e-mail) of the user, payment information (e.g., credit card
information or online account information) of the user, user
verification information (e.g., a password associated with the
user account), user preference information, or other user
information. The account information may be used to register
or subscribe a customer to computerized system 100. The
account information may be used to validate user credentials
or user information and help process transactions for system
100 (e.g., when a user places a bid on an offer or purchases an
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offer, account information may be used to verify the bid or
purchase before completing the order). Account information
may further include any rewards, discounts, or other incen-
tives related to a particular customer. Account information
may further include account activity or history information
(e.g., date of last login, number of purchases, detail regarding
previous purchases, etc.). Such activity or history information
may be used to determine whether the user is a frequent
bidder or purchaser, or to conduct other analytics or to make
other conclusions. Marketplace computer system 150 may
use such information to provide customized offers, discounts,
or rewards to the user. Account information may further
include customer bid information (e.g., the customers sub-
mitting the bids, the bid value, the timestamps of the bids,
quantity information, etc.).

[0044] Memory 158 includes a database layer 176 con-
nected to database 174. Database layer 176 can manage data-
base 174 and can facilitate connections to other databases of
the marketplace owner (e.g., an accounting system 178, a
reporting system 180, a monitoring system 182, a payout
system 184, etc.). While database 174 is shown as logically
above and separate from database layer 176, it should be
appreciated that database 174 can alternatively be integrated
within or logically below database layer 176.

[0045] Accounting system 178 may be configured to facili-
tate automated accounting logging for the marketplace
owner. For example, when a merchant authorizes an offer for
publishing, marketplace computer system 150 may charge
the merchant for publishing the offer. Accounting system 178
can log the transaction via its connection to the marketplace
components of marketplace computer system 150.

[0046] Memory 158 includes a reporting system 180 con-
figured to generate reports for a merchant. The reports gen-
erated by reporting system 180 may provide information
relating to offer performance, social media activity, or other
trends or data relating to the publishing and sale of merchant
offers. For example, reporting system 180 may generate a
report for a particular offer (e.g., showing how many times the
offer has been purchased, the number of views or clicks on the
offer, the number of times the offer was shared via a social
media site, etc.) or for all offers provided by a merchant (e.g.,
all offers published on a particular social media site or across
all social media sites). The report may be in the form of a
graph, a list of offer information, or any other format. An
example report reporting system 180 can generate is shown in
greater detail in FIG. 10.

[0047] Memory 158 includes a monitoring system 182 con-
figured to monitor merchant offers. The information gathered
by monitoring system 182 may then be provided to reporting
system 180 for generating a report, to the merchant via mer-
chant device 102, to database 174 for storage, or to another
system of marketplace computer system 150.

[0048] Memory 158 includes a payout system 184 config-
ured to manage payments to merchants, consumers or other
agents.

[0049] The various systems and modules shown as part of
marketplace computer system 150 may be connected to busi-
ness layer 168, and work with modules of business layer 168
to complete the systems and methods described herein. For
example, business layer 168 may include a payment module,
and payout system 184 may use information from the pay-
ment module to manage payments to the merchant. As
another example, business layer 168 may include various
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modules receiving offer performance information, and
reporting system 180 may use the offer performance infor-
mation to generate reports.

[0050] Referring now to FIG. 2, business layer 168 is
shown in greater detail. Business layer 168 is configured to
receive offers and offer information from a merchant (e.g., via
the merchant Ul module 164 shown in FIG. 1) and to publish
the offers (e.g., to a consumer via consumer Ul module 162
shown in FIG. 1). Further, business layer 168 is configured to
aggregate data relating to the published offers and to provide
the data to the merchant for analysis and offer adjustments.
By aggregating data, facilitating the creation of offers via the
merchant Uls, allowing the management of offers, and allow-
ing the management of tools (e.g., social media outlets) for
promoting the offers, business layer 168 advantageously
helps merchants use marketplace computer system 150 as a
self-service system (e.g., an integrated system in which the
merchant may manage his’her online deals and marketing
without the assistance of other personnel).

[0051] FIG. 2 illustrates modules of business layer 168 that
provide or facilitate the activities described herein. For
example, business layer 168 is shown to include an analytics
module 202 configured to analyze a merchant’s information
(e.g., offer performance, marketing performance, return on
investment, etc.) and to provide results of the analyzed per-
formance to other modules (e.g., the merchant UL, a reporting
system, an accounting system, other modules shown in FIG.
1, etc.). Analytics module 202 may highlight important
aspects of offer performance as it relates to the merchant and
merchant’s choices.

[0052] Business layer 168 includes a payment module 204
configured to manage payment of the offers. For example,
when a customer purchases an offer, payment module 204 is
configured to cause a corresponding payment to be made to a
merchant account (e.g., the purchase price minus fees to the
owner of the marketplace computer system). Payment mod-
ule 204 may further be configured to manage voucher
redemption (e.g., the customer may receive a voucher for the
offer upon purchase of the offer, and payment module 204
may facilitate a voucher tracking and redemption process).

[0053] Business layer 168 includes a screener module 206
configured for use in screening offers provided by the mer-
chant. The screening of offers may be used by business layer
168 to determine an ideal schedule, website or social net-
working site, or other option for publishing the offer. The
screening of offers may also be used to help determine if any
of'the offers created by the merchant violate a marketplace or
site policy.

[0054] Business layer 168 includes an offer manager 208
configured to allow the management of offers and their pub-
lishing details via a merchant Ul. For example, offer manager
208 may be configured to provide the offer for publishing on
a website when the schedule of the offer indicates that it is
time to publish the offer. Offer manager 208 can provide user
interface tools to the merchant UI for allowing the merchant
to adjust a duration for an offer, a number of offer acceptan-
ces, whether the offer is published on the web and via mobile
sources, a scaling price system relating to the offer, or other
parameters for publishing the offer. Further, offer manager
may provide user interface tools to the merchant UI that
allows the merchant to change display traits of the offer on a
website, how the offeris to be redeemed via the computerized
system, etc.
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[0055] Business layer 168 includes a scheduling module
210 configured to manage offer schedules and to allow a
merchant to adjust schedules via a merchant UL Each offer to
be published may be related to a schedule of when the offer is
to be published. The schedule may indicate when an offer is
firstto be published, when an offer is to be rescinded, when an
auction or bidding window should end, how often to publish
the offer on a given website or other site, or any other schedule
details that relate to how and when to publish the offer and
provide the offer for purchase. An example of a user interface
for managing scheduling information is are shown in FIG.
7D.

[0056] Business layer 168 includes a re-selling/buy/gift
module 212 configured to allow merchants to adjust settings
relating to reselling, trading, gifting, or otherwise exchanging
offers/vouchers outside of the normal buy/bid channel. For
example, a customer may wish to resell an offer upon pur-
chase. Module 212 may be configured to provide the offer for
resale at a price the customer specifies. If the offer is then
resold, module 212 may be configured to distribute the profit
of'the sale between the computer system, merchant, and cus-
tomer. For example, if the customer purchases an offer at
$200, and chooses to resell the offer at $230, the offer may
then be sold to another customer at $230. The profit of $30
may then be split among the computer system, merchant, and
customer.

[0057] As another example, a merchant may choose to
allow reselling offers if a customer or group of customers that
initially purchased the offer is unable to redeem the offer.
Allowing such reselling may reduce the number of ‘dead’
purchases that do not actually drive traffic to the merchant.
Module 212 may then be configured to republish the offer on
consumer user interfaces (e.g., mobile, web, social media,
etc.). As another example, if the merchant indicates that an
offer is eligible to be provided as a gift to a customer, module
212 may be configured to provide user interface tools (e.g., to
a merchant U], to a consumer U], etc.) for completing such a
transfer. As yet another example, if the customer indicates
that a purchased offer is to be provided to another user as a
gift, module 212 may be configured to receive user informa-
tion from the customer via a customer Ul and to provide the
recipient of the gift with the offer and offer information. The
customer may indicate that the offer is intended to be a gift for
another user before or after purchase of the offer.

[0058] Business layer 168 includes a public search module
214. Public search module 214 may categorize or index offers
for searching on merchant Uls or consumer Uls. Public
search module may be configured to use keywords or tags
associated with the offers to index and categorize the offers.
[0059] Business layer 168 includes a module 216 that
includes offers, messages, and watchlists for use by mer-
chants on a merchant Ul. Business layer 168 further includes
apublic page and editing module 222. Public page and editing
module 222 can provide user interface tools on a merchant Ul
for allowing the merchant to configure a public page for the
merchant and to edit the public page once created. The public
page may be one distribution channel for publishing offers of
a created deal or for otherwise promoting the merchant.
[0060] Business layer 168 includes a balance and fund
management module 218 configured to manage merchant
revenue related to the offers and customer accounts. Balance
and fund management module 218 may be configured to
manage a merchant account. For example, when a merchant
provides an offer to business layer 168 for publishing, balance
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and fund management module 218 may determine a cost of
publishing and displaying the offer. Balance and fund man-
agement module 218 may be configured to deduct from the
merchant account the cost of publishing and displaying the
offer. Further, balance and fund management module 218
may credit a merchant account when an offer is purchased
and/or redeemed by a customer. Balance and fund manage-
ment module 218 may further provide an indication to the
merchant of which offers resulted in how much revenue. In
other words, balance and fund management module 218
tracks funds for the merchant. Further, balance and fund
management module 218 may also track customer funds.

[0061] Business layer 168 includes a profile and prefer-
ences module 220 configured to store merchant profiles and
preferences received from a merchant Ul. For example, a
merchant may provide a merchant profile to business layer
168. The merchant profile may include information about the
merchant (e.g., a business name, location, description, a busi-
ness profile, etc.), the types of offers (e.g., products and
services) provided by the merchant, contact information (e.g.,
e-mail address, phone number, address, etc.), social media
preferences, and other basic information about the merchant.
Merchant preferences may include a general strategy for pre-
senting offers to customers (e.g., a general schedule, display
preferences when the offer is published, etc.). Merchant pro-
file and preference information is described in greater detail
with reference to FIG. 11.

[0062] Business layer 168 includes a social commerce
engine 230 configured to manage offers to be provided on
websites. Social commerce engine 230 includes various mod-
ules configured to manage offers and offer publishing on one
or more sites.

[0063] Social commerce engine 230 includes a deals
boards module 232 configured to provide the merchant Ul
with a tool for managing a merchant’s deals board. The deals
board may be a listing of hot or recent deals associated with
the merchant. The deals board may be published on the mer-
chant’s public page, a social networking site, or in other
online outlets associated with the merchant. A Ul tool pro-
vided by deals board module 232 may allow, for example, the
merchant to add, delete or reorder deals on the board.

[0064] Social commerce engine 230 includes a spot market
module 234 configured to provide a user interface tool to the
merchant Ul for creating short-term offers. For example, if
the merchant determines that an offer can be provided in
response to a short-term spike in demand for the offer, the
merchant may provide the offer and offer information to spot
market module 234. Spot market module 234 may then be
configured to publish the offer and to allow the merchant to
manage the offer based on short-term demand of the offer. For
example, for an offer for tickets to an event occurring in 24
hours, spot market module 234 may be configured to increase
visibility of the offer and to provide analysis of offer perfor-
mance based on very recent activity compared to long-term
activity.

[0065] Social commerce engine 230 includes a resale/
transfer module 236 configured to allow a merchant or cus-
tomer to re-sell a failed offer or transfer an offer to another
customer. Module 236 is configured as described with refer-
ence to module 212. Module 236 may be configured to pro-
vide a user interface tool to the merchant Ul or customer Ul
that allows the merchant to determine offer display prefer-
ences for the transfer or resale.

Dec. 26, 2013

[0066] Social commerce engine 230 includes a negotiable
deal module 238 configured to allow a merchant and cus-
tomer to negotiate the terms of an offer. For example, the
merchant may provide an offer via a merchant Ul and indicate
that the offer may be bid on or negotiated. The customer may
then submit a bid on the offer and negotiable deal module 238
may determine whether to accept or deny the bid based on
merchant preferences. For example, the merchant may
specify that if an offer does not sell by a given date, then the
minimum purchase price the merchant is willing to accept for
the offer may be lowered by a set amount.

[0067] Social commerce engine 230 includes a friend/fa-
vorites activity module 240 configured to provide a user inter-
face tool to the merchant UI that allows a merchant to view
customer activity with regards to sharing offers with friends
and favoriting the offer. For example, the customer may
choose to “like” the offer on Facebook, retweet a link to the
offer on Twitter, share the offer with friends on Facebook, etc.
[0068] Social commerce engine 230 includes a searching
module 242 configured to provide a user interface tool to the
merchant UI that allows a merchant to search for an offer or
view what customers are searching. The customers may
search for offers based on offer type (e.g., a category or
sub-category of the offer as determined by the merchant), an
offer expiration date, price, or any other parameter.

[0069] Social commerce engine 230 includes a bundled
offer module 244 configured to provide a user interface tool to
the merchant UI that allows a merchant to bundle offers
together and provide the bundled offers as a single offer. For
example, the merchant may bundle two offers together and
have the new offer published. The merchant may choose to
bundle offers if an offer is not selling in order to improve
sales, or if the offers are related. For example, the merchant
may bundle two offers for activities that are related and offer
a discounted price for the bundled offer compared to if a
customer purchased the two offers separately. In one embodi-
ment, the merchant may create a bundled offer for a customer
in response to a customer preference or suggestion.

[0070] Social commerce engine 230 includes a practical
activity module 246 configured to provide a user interface
tool to a merchant UI that allows a merchant to view a mea-
sure of aggregate activity across multiple social media and/or
deal publishing platforms.

[0071] Social commerce engine 230 includes a hot/featured
module 248 configured to provide a user interface tool to a
merchant Ul that allows a merchant to view or select offers to
be featured by the computerized system or to view offers that
are “hot” (e.g., offers performing well). For example, for an
extra fee, the merchant can choose to make a provided offer
“featured”, which allows the offer to be featured more promi-
nently or frequently on a webpage or social networking site.
As another example, the merchant can see which offers are
selling out or doing well compared to other offers from the
merchant or other merchants.

[0072] Social commerce engine 230 includes a reverse
offer module 250 configured to provide a user interface tool to
a merchant UI that allows a merchant to use a reverse offer
process to sell an offer to a customer. For example, if the
customer indicates interest in an offer, the merchant may
make an offer to the customer (e.g., a purchase price) that the
customer can accept or deny.

[0073] Business layer 168 further includes a recruiting
module 260 connected to a deal generation module 264,
endorsement module 266, and niche deal seller module 268
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via AP1262. Deal generation module 264 allows merchants to
provide offers to business layer 168.

[0074] Niche deal seller module 268 provides a user inter-
face tool to a customer that allows the user (e.g., a customer,
business, publisher of a website, etc.) to receive offers to be
published and to re-sell the offers. For example, a user may
build an application to re-sell a purchased offer, and the user
may receive a small commission from the computer system or
merchant upon re-selling the offer. The process of re-selling
offers is described in greater detail with reference to module
212. Niche deal seller module 268 may be configured to
publish the offers to a website or social networking site. For
example, the user may choose to post the offer in a Twitter
post, an iPhone application, Facebook page, etc. The offer
may be posted based on one or more time periods (e.g., on a
weekend, holiday, or other significant period of time that the
offer may be of special interest, a time period specified by the
user, etc.).

[0075] Business layer 168 may further be configured to
manage or provide customer lists for the merchant. Business
layer 168 (and/or another module of marketplace computer
system 150) may be configured to create customer lists (e.g.,
prospective customer lists) based on customer trends, infor-
mation, or other properties (e.g., location). For example, busi-
ness layer 168 may have a list of all customers that appear to
be interested in a certain product (e.g., a particular restaurant
or sports team). As another example, all customers who pre-
viously purchased an offer from a particular merchant may be
put into a list or all customers living in a particular area may
be put into a list. Business layer 168 may then be configured
to provide a user interface tool to the merchant UI that allows
the merchant to view the lists and to select one or more lists
for use in publishing a defined deal as an offer to everyone on
the list (e.g., via a bulk e-mailing service). The merchant Ul
and the business layer may cause the merchant to be charged
for access to customer lists and for publishing offers of
defined deals to the contacts on the customer lists. When
instructed by inputs received at the merchant Ul the business
layer may cause the offers to be published to the users of the
selected lists, allowing the merchant to target a specific audi-
ence that may be interested in an offer.

[0076] Referring now to FIG. 3, an architecture block dia-
gram of computerized system 100 is shown, according to an
exemplary embodiment. Business layer 168 is communica-
bly connected to merchant UI module 164 and consumer Ul
module 162 as described in FIG. 1 or otherwise (e.g., over a
remote link). Business layer is further connected to applica-
tion/web server 302 and database server 304.

[0077] Computerized system 100 includes a back office
application 306 communicably connected to business layer
168. Back office application 306 is configured to receive
offers from business layer 168 for publishing. Computerized
system 100 further includes a customer relationship manage-
ment (CRM) module 308 configured to manage or assist with
management of customer and merchant interaction. Com-
puter system 100 further includes enterprise resource plan-
ning (ERP) module 310 configured to integrate information
between the various systems of computerized system 100. A
financial institution 314 (e.g., a bank), may be communicably
coupledto layers or modules of the computerized system 100,
and the various modules and systems of system 100 may be in
communication with financial institution 314 during offer
redemption and purchase (e.g., managing customer and mer-
chant accounts).
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[0078] Computerized system 100 includes external APIs
312 communicably connected to business layer 168 and
application/web server 302. APIs 312 manage the interaction
between computerized system 100 and external sites at which
offers may be published. For example, external APIs 312 may
be configured to manage interactions between social net-
working sites (e.g., Facebook, Twitter, etc.) and computerized
system 100. As another example, APIs 312 may be configured
to manage interactions with payment processing services
(e.g., Paypal, Google checkout, etc). As another example,
APIs 312 may be configured to manage interactions with
various other services (e.g., mobile applications, reseller
applications, etc.).

[0079] Referring to FIG. 4, a flow chart of a process 400 of
merchant and consumer usage computerized system 100 is
shown, according to an exemplary embodiment. The mer-
chant or consumer may start at a homepage of the computer-
ized system (step 402). The homepage may allow a customer
or merchant to sign into the system, view featured offers,
offers ending soon, new offers, or other special deals, may
include general account information for the customer or mer-
chant, or any other general information relevant to the cus-
tomer or merchant. If the merchant or customer is not regis-
tered with the system, the system may register the merchant
or consumer (step 404). Registration may include receiving
and storing merchant or consumer information, and may be
managed by, for example, registration module 160. Mer-
chants are then taken to a merchant homepage (e.g., merchant
UI provided by a merchant Ul module and populated with
information gathered by the business layer) (step 406) and
consumers to a consumer homepage (step 418). The merchant
homepage may include profile settings, preferences, active
offers, analytics, and any other general information relevant
to the merchant. The customer homepage may include a list of
offers, preferences, profile settings, relevant offers, and any
other general information relevant to the customer.

[0080] At the merchant homepage (e.g., merchant Ul), the
merchant may screen for offers (step 408) and create an offer
(step 410). Creating the offer may include defining the param-
eters of a deal and determining which publication channels to
offer the deal upon. In another embodiment, the merchant
may create an offer at step 410 without screening for offers at
step 408. Screening for offers may include seeing existing
offers published by the merchant or by another merchant. The
screener tool at step 408 may allow a merchant (or a cus-
tomer) to screen offers based on keywords, offer activity,
location, time, when the offer is ending, the market the offer
is tailored to, or other offer properties. Creating the offer may
include setting up terms of the offer (such as purchase price,
expiration date, the number of offers available, a location or
time the offer is to be redeemed, or other contingency infor-
mation), adding tags or keywords to the offer (e.g., terms that
allow the offer to be searched for by a customer entering the
tag or keyword), providing a category or sub-category that
classifies the offer, or conducting other tasks that define a
deal/offer.

[0081] After defining or creating an offer, the merchant
may place the offer (step 412) (e.g., publishing the offer) and
promote the offer (step 414). Publishing and promoting the
offer may include determining which sites to post the offer on
or if the offer is to be e-mailed or otherwise delivered to
potential customers. For example, offer publishing and pro-
motion may include posting the offer on a social media site,
e-mailing the offer, or providing details about the offer to
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agents or resellers. The merchant, upon publishing and pro-
moting the offer, may be taken to a general or categorized
offers page (step 416). The offers page may provide the mer-
chant with various information relating to the merchant offers
(e.g., the status of the offers, current statistics of offer perfor-
mance, revenue generated by the offers, etc.).

[0082] The customer homepage may include a list of offers
that may be relevant to the customer. For example, the list of
offers may be tailored to the customer’s history (e.g., previous
purchases or bids). The customer homepage may further
include various fields for changing or updating profile set-
tings, for posting offers and offer information on social media
sites, or other general customer activity. At the customer
homepage, the customer may screen for offers (step 408) and
find and analyze offers (step 420). Screening for offers at step
408 may include searching for offers (e.g., searching by type
of offer, by merchant, by price, by offer category, etc.). If the
customer finds an offer he/she wishes to purchase or bid on,
the customer may buy (or bid on) the offer (step 422). The
customer may further choose to promote the offer (step 414).
The offer promotion may include the customer sharing the
offer with other customers or friends, posting offer details or
offer purchase details on a social media site, etc. The cus-
tomer may then access a favorites page (step 424) or an offers
page (step 416) where the customer may view his/her pur-
chases, preferences, or other offer information. For example,
on the favorites page, the customer may endorse the offer or
the merchant providing the offer just purchased on a public
profile page of the customer (either on a website or on a social
media site).

[0083] Step 422 of buying an offer may include various
sub-steps. In one embodiment, step 422 may include a nego-
tiation process in which the customer can negotiate with the
merchant or computer system for the offer. For example, the
customer may enter a bid for the offer, and the computer
system may use merchant preferences to determine whether
to accept the bid or not. In another embodiment, step 422 may
include participation in an auction for an offer.

[0084] Referring now to FIG. 5, a flow chart of a process
500 for merchant interaction with computerized system 100
is shown, according to an exemplary embodiment. Process
500 begins at a merchant Ul homepage (step 502) where a
merchant may access various user interfaces for managing,
analyzing, and redeeming offers.

[0085] The merchant may choose to view the snapshot Ul
(step 504) (e.g., provided by the merchant UI module). The
snapshot Ul may be a user interface configured to provide the
merchant with a display of data relating to the offers and offer
performance. For example, from the snapshot UI, the mer-
chant may access an offer tool (step 506). The offer tool may
be auser interface that allows a merchant to view all merchant
offers currently being published, along with the status of the
offers, the number of offers sold, and other offer and merchant
information.

[0086] From the snapshot UI, the merchant may access a
snap ring tool or other image recognition-based tool (step
508). The snap ring tool may be a user interface that allows a
merchant to track snap ring scans related to offers. In other
examples, the merchant may scan a quick response (QR) code
or bar code of a voucher redeemed by a customer, and the
computerized system may track the scans. The snap ring tool
is shown in greater detail in window 618 of FIG. 6.

[0087] From the snapshot Ul, the merchant may access
tools for various social platforms (steps 510, 512, 514). For
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example, a tool for each type of social media site an offer can
be published on may be provided to the merchant. Examples
of various types of social media site tools are shown in win-
dows 610-612 of FIG. 6.

[0088] After the merchant accesses one or more tools at
steps 506-514, the merchant may request a graph (or other
type of report or output) that includes data regarding offers
and offer performance. The merchant may access a graph Ul
(step 516). An example graph Ul is shown in FIG. 10.

[0089] The merchant may choose to view the offers Ul
(step 520). At the offers UI, the merchant may view a list of
offers (step 522) and offer details for each offer (step 524).
The list of offers may be all offers provided to marketplace
computer system 150 by the merchant, according to an exem-
plary embodiment. The offer list and offer details are shown
in greater detail in window 606 of FIG. 6.

[0090] From the offer list or offer detail screen, the mer-
chant may analyze the offer (step 526), edit the offer (step
528), or stop the offer (step 530). Analyzing the offer may
include receiving information related to the offer, such as the
number of times the offer was sold (step 532), the number of
offer “likes” (step 534), or the number of offer referrals (step
536). The number of offer “likes” may relate to the number of
times a customer indicated that he/she liked the offer or was
satisfied by the product or service provided by the offer. The
number of offer referrals may refer to the number of times a
customer referred or shared the offer with another customer.
Steps 532-536 are shown in greater detail in FIG. 13C.

[0091] Editing the offer may include editing the number of
available deals (step 538). Editing the number of available
deals may include determining how much of the offer should
be made available or sold before the offer runs out. Editing the
offer may include editing a deal end date (step 540) or redeem
by date (step 542). Such dates may be part of the scheduling
information of the offer. Steps 538-542 are shown in greater
detail in FIG. 13B. Stopping the offer may simply include
stopping the offer from being published or sold. This step is
shown in greater detail in FIG. 13E.

[0092] The merchant may choose to view the redemption
UT (step 550). The redemption Ul allows the merchant to
redeem purchased offers (e.g., to receive funds from the cus-
tomer who purchased the offer). The redemption process may
include various types of redemption. For example, the mer-
chant may access a cash Ul (step 552) that allows the mer-
chant to be redeemed for the offer using cash (e.g., a deposit
into a merchant account, a check, credit in a merchant account
in the computer system). As another example, the merchant
may access a call Ul (step 554) that allows a merchant to call
a phone number and to enter a code to redeem the offer. As
another example, the merchant may access a scan Ul (step
556) that allows a merchant to scan a bar code or another
object. The scan may then be sent to the computer system for
redemption. As another example, the merchant may access a
search Ul (step 558) that allows a merchant to search for
offers that the merchant can redeem.

[0093] The merchant may choose to view the account Ul
(step 560) which is shown in greater detail in FIG. 11. The
merchant may sign in or out at the account U] (step 562).

[0094] Referring generally to FIGS. 6-14, various graphi-
cal user interfaces are shown that illustrate the various fea-
tures of system 150. Using the various graphical user inter-
faces of FIGS. 6-14, a merchant may manage and analyze
offers. The graphical user interfaces may be provided on a
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browser on a laptop, desktop, or mobile device, or may be
provided on an application on a mobile phone or other hand-
held device.

[0095] Referring now to FIG. 6, an illustration of a graphi-
cal user interface 600 for the computer system of FIG. 1 is
shown, according to an exemplary embodiment. UI 600 may
serve as a merchant Ul homepage, according to an exemplary
embodiment. UI 600 includes a button 602 that allows a
merchant to create a new offer. UI 600 further includes vari-
ous tabs 604 that allows the merchant to select other merchant
Uls available to the merchant such as a snapshot UL, offers UI,
or other Uls as described in FIG. 5.

[0096] UI 600 includes a deals window 606 that provides a
merchant with current offer information. The offer informa-
tion may include the name of the offer, a code or ID of the
offer, how many of the offer have been sold and/or redeemed,
an expiration date for the offer, the status of the offer, and one
or more icons that can be selected, allowing the merchant to
view further offer details.

[0097] UI 600 further includes various windows 608-618
that allows the merchant to view offer analytics. For example,
window 608 may be a general cash flow window that allows
the merchant to view the cash available to the merchant. Upon
selection on window 608, the merchant may access a Ul (e.g.,
UT900 of FIG. 9A) dedicated to cash flow. Windows 610, 612
may be related to various social media sites and performance
of'the offers and other merchant information. For example, in
window 612, the merchant can see how many followers the
merchant has, the number of times the merchant has been
mentioned on the site, etc. Window 616 may be a window that
allows the merchant to view statistics related to the merchants
and their offers.

[0098] Window 618 may be a window that allows the mer-
chant to view the snap ring tool. The snap ring tool is shown
to display the total number of scans a merchant has made
(e.g., a scan of a QR code or bar code). The snap ring tool
further displays the number of contacts collected as part of a
scan. Contacts may include SMS contacts, e-mail contacts, or
any other type of contact that allows the merchant to interact
with a customer. The snap ring tool may further include a
graph detailing the number of scans, or any other display
related to the scanning activities of the merchant.

[0099] The merchant may select any of the windows 608-
618 to be taken to a new UI that provides more detail on the
particular subject. Some windows may be hidden or blocked
on UI 600; for example, merchant access to a particular tool
may be restricted if the merchant has not purchased access to
the tool.

[0100] When the merchant selects to create an offer using
button 602, the merchant is taken to an offer creation Ul.
Referring now to FIGS. 7A-D, illustrations of graphical user
interfaces for creating merchant offers are shown, according
to an exemplary embodiment. The offer creation Ul may
include four general categories: business information 702,
offer information 704, offer redemption 706, and scheduling
and display options 708. In FIG. 7A, the business information
window 702 is shown in greater detail. The merchant may
provide business information such as a name and address in
fields 710 and a category and sub-category which defines the
types of products or services offered by the merchant in fields
712.

[0101] Referring to FIG. 7B, offer information may be
provided in window 704. Offer information may include a
price or product value for the offer in field 720. Offer infor-
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mation may further include schedule information (e.g., when
to make the offer available for purchase) in field 722. Offer
information may include a desired number of customers (e.g.,
the number of times the offer may be sold) and voucher
information (e.g., how many vouchers for the offer to provide
the customer upon purchase of the offer) in fields 724. Offer
information may include one or more pictures that represent
the offer in field 726. Offer information may include an offer
description in field 728. Offer terms and conditions (e.g., if
the offer can be transferred to another user, how many of an
offer a customer can buy, etc.) may be specified in fields
730-732 (either via checkboxes or via a text box input).

[0102] Referring to FIG. 7C, offer redemption information
may be provided in window 706. The merchant may specify
when an offer can be redeemed (e.g., an offer start date and
end date) in fields 750. The merchant may further specify a
location at which the offer can be redeemed, if necessary, at
fields 752.

[0103] Referring to FIG. 7D, scheduling and display
options for the offer may be provided in window 708. The
merchant can choose whether to put the offer up for bidding
or for direct purchase via field 760. The merchant can choose
a minimum bid on the offer if the offer is to be put up for
bidding. The merchant can choose whether to make the offer
public or private at field 762. For example, a public offer may
be made available to all viewers of a website, to all users of a
particular application, etc. Private offers may only be made
available to particular customers or websites defined by the
merchant. The merchant can choose to repeat the offer or end
the offer upon sale of the offer using fields 764. For example,
if an offer sells, the merchant can choose to no longer publish
the offer, to no longer publish the offer after it is sold a specific
number of times, to repeat the offer once a month (e.g., put the
offer up for bidding every month and sell the offer to the
highest bidder once a month), etc. The merchant can enter a
URL relating to the offer using field 766.

[0104] Following the entering of offer information in the
windows of FIGS. 7A-D, the merchant can then choose to
provide the offer to the computer system for publishing. Fur-
ther, the merchant can choose a layout of the offer (e.g., how
the offer appears on website or other site). For example,
referring to FIG. 8A, a template 800 of an offer layout is
shown. The merchant may use template 800 to determine
what information of the offer to show, the location of the
information in the offer window, etc. For example, in FIG.
8A, offer information may include a title 802, category and
sub-category 804 the offer falls into, the offer provider 806,
the location 808 of the offer, the type 810 of offer, buy button
812, terms 814 of the offer, and reviews 816 of the offer.
Using template 800, the merchant may customize the look of
the offer window.

[0105] An example “finished” offer window is shown in
FIG. 8B. Offer window 850 includes some of the information
that may be entered using template 800, and the information
is rearranged based on the merchant’s input. For example, the
merchant has moved the offer provider 806 and offer title 802
to the top of window 850, the offer type 810 is described
below, the customer may click a button to read reviews 816 of
the offer, the location 808 is listed further down, and the buy
button 812 is provided at the bottom of window 800. The
merchant may be able to customize the look of the offer
window and determine which offer information is to be dis-
played to the customer.
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[0106] The merchant, after entering all information and
submitting the offer, may receive confirmation of the offer.
The confirmation may include one or more links at which the
offer is made available. Further, the merchant may, after pub-
lishing the offer, send the offer and offer link to one or more
e-mail contacts (or otherwise to customers via other social
media sites). In one embodiment, the merchant may create a
custom e-mail campaign, sending e-mails to subscribed cus-
tomers that promote the offer just published.

[0107] Referring now to FIGS. 9A-B, illustrations of
graphical user interfaces for merchant cash flow management
is shown, according to an exemplary embodiment. In FIG.
9A, The merchant may access a cash flow Ul 900 upon
selecting window 608 of FIG. 6. Cash flow U1 900 includes an
indication 902 of the total funds in the merchant account (e.g.,
a funds belonging to the merchant in the computer system),
the funds available to the merchant (e.g., funds from customer
purchases that have been redeemed by the merchant), and the
funds pending (e.g., funds that have been cleared to the mer-
chant but not yet redeemed by the merchant).

[0108] The merchant may enter a customer confirmation
number in field 904. The confirmation number may be a
number on the voucher that the customer used to obtain the
offer, according to an exemplary embodiment. The merchant
may enter the number in order to redeem a customer pur-
chase. For example, when a customer purchases an offer, the
customer may provide a purchase number to the merchant,
and the merchant may provide the purchase number to the
computer system for redemption. The merchant account may
then be credited. The merchant may further withdraw funds
from the merchant account using field 906. The merchant
may specify which account to withdraw funds to, or another
withdrawal procedure.

[0109] Referring now to FIG. 9B, another example of a Ul
for merchant cash flow management is shown. Cash flow Ul
910 includes an indication 912 of the total funds in the mer-
chant account (e.g., funds belonging to the merchant in the
computer system), the funds available to the merchant (e.g.,
funds from customer purchases that have been redeemed by
the merchant), the funds uncleared (e.g., funds from customer
purchases that have not been cleared yet), the funds pending
(e.g., funds that have been cleared to the merchant but not yet
redeemed by the merchant), and the funds withdrawn (e.g.,
payments made to a merchant account). The total funds field
may simply represent the total of all other fields in indication
912, according to an exemplary embodiment. The merchant
can redeem a customer confirmation number in field 914 as
described above. The merchant can further redeem all pur-
chases for a given order using field 916. For example, the
merchant can select an offer, and all purchases on the offer
may then be redeemed and instantly credited to the merchant
account (without having to individually confirm vouchers
with a confirmation number). The merchant may further with-
draw funds from the merchant account using fields 918. In
FIG. 9B, the merchant may be provided with options to
receive a check instead of having an account credited.
[0110] Referring now to FIG. 10, illustration of a graphical
user interface 1000 for analysis of offer performance on
social media sites is shown, according to an exemplary
embodiment. UT 1000 includes various windows 1002-1008
illustrating offer performance on different sites. For example,
window 1002 may be for a social networking service that
allows users to post content, “like” content, and share content
with other users. Window 1002 includes a graph indicating
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how many “likes” the merchant or offer has received, the
number of “fans” of the merchant or offer, and the number of
comments made on the merchant or offer by the users of the
site. Window 1002 may further include recent activity by
users that relates to the merchant or offer, user posts that relate
to the merchant or offer, etc. The data provided in windows
1002-1008 may be tailored to the individual social media site
(e.g., since different social media sites allow for different
kinds of interactions between users and merchants, the type of
data provided in windows 1002-1008 may vary).

[0111] As one example, for a social media site such as
Facebook, the offer performance analysis may include a
graph illustrating the number of times an offer or merchant
was “liked”, the number of “fans” of the offer or merchant,
and the number of wall posts about the offer or merchant.
Further, the analysis may include a list of recent activity that
references the offer or merchant. For example, in window
1002, a list of recent wall posts, a list of users who most
recently shared a link to the offer, or a list of the “top fans” of
the offer based on comments, “likes”, and sharing of the offer
may be provided. In another example, for a social media site
such as Twitter, the offer performance analysis may include a
graph illustrating the number of tweets related to the offer or
merchant, the number of followers of a Twitter account asso-
ciated with the offer or merchant, the number of followers
gained or lost, etc. Further, the analysis may include a list of
tweets related to the offer. For example, in window 1004, a list
of the most recent retweets that are related to a particular
merchant tweet or merchant account, a list of the most recent
mentions, and list of the top users who retweet or mention the
merchant or offer are listed. It should be understood that the
type of analysis provided in windows 1002-1008 may be
tailored to the type of social media site, the type of activities
a customer or merchant may perform on the social media site,
etc.

[0112] Referring now to FIG. 11, an illustration of a graphi-
cal user interface for managing merchant account informa-
tion is shown, according to an exemplary embodiment. Ul
1100 may be used by a merchant to enter merchant informa-
tion. For example, a merchant may enter user profile infor-
mation in window 1102. The merchant may upload an image
to represent the merchant, along with a display name for the
merchant, a password to be used for merchant access to the
system, and a user name and e-mail address for the user of the
merchant account. The merchant image and display name
may be used by the computerized system to represent the
merchant when a merchant offer is displayed to a customer.
[0113] The merchant may enter a business profile at win-
dow 1104. The business profile may include the merchant
name, merchant address, merchant phone number, a website
or blog address of the merchant, and one or more images to
represent the merchant.

[0114] The merchant may enter a social profile at window
1106. The merchant may have a profile on one or more social
media sites, and may allow the computerized system access to
such social media sites. This may allow the computerized
system to provide information to the merchant for display on
the merchant’s social media sites. The merchant may enter a
URL of the merchant social media site along with credential
information that allows the computerized system to gain
access to the social media sites.

[0115] Referring now to FIG. 12, an illustration of a graphi-
cal user interface for a merchant homepage is shown, accord-
ing to another embodiment. Ul 1200 is shown as a user
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interface for a mobile device. U1 1200 is shown as a snapshot
Ul as described in FIG. 5. UI 1200 includes a window 1202
that allows a merchant to select an offer tool, snap ring tool, or
social platform tool. UI 1200 includes a window 1204 that
displays analytic information to the merchant. Ul 1200
includes a window 1206 that allows the merchant to select
between a snapshot Ul, offer UL, or redemption Ul to view.
[0116] If the merchant selects the offer Ul, the merchant
may be taken to the UI 1300 of FIG. 13A. U1 1300 is a user
interface displaying merchant offers in window 1306. The
merchant may use buttons 1302, 1304 to view offers that are
currently active or inactive. For example, button 1304 is
selected in UT 1300, so only inactive offers are displayed in
window 1306. The list of offers is scrollable and sortable,
according to an exemplary embodiment.

[0117] A merchant may select an offer on UI 1300 and
choose to analyze the offer on a UI 1310 shown in FIG. 13B.
On UI 1310, the merchant may view offer details in window
1318, and may be able to modity the details if the offer is
inactive. The merchant may choose to analyze performance
of the offer (using button 1312), redeem the offer (using
button 1314), or repost the offer (using button 1316). For
example, upon selecting button 1312, the merchant may be
taken to UI 1320 of FIG. 13C. On UI 1320, the merchant may
view offer information in window 1322 (e.g., the number of
offers sold, the number of “likes” of the offer, the number of
offer referrals, etc.). The merchant may further view a graph
of offer performance or other offer information in window
1324.

[0118] Upon selecting button 1314, the merchant may be
taken to Ul 1330 of FIG. 13D. On UI 1330, the merchant may
view data regarding how many customers have redeemed the
offer in window 1332. Upon selecting button 1316 (if the
offer is inactive), the merchant may be taken to UI 1340 of
FIG. 13E. On UI 1340, the merchant may choose to cancel the
offer using button 1342 or repost the offer (e.g., publish the
offer) using button 1344. Further, the merchant may edit the
offer using window 1346.

[0119] Referring now to FIG. 14, an illustration of a graphi-
cal user interface 1400 for merchant offer redemption is
shown, according to an exemplary embodiment. The mer-
chant may select a type of redemption using one of the buttons
1402. For example, the merchant may enter a voucher code,
may scan a bar code, may call in a voucher code, or redeem a
voucher in another way. The merchant can also view current
merchant account information in window 1404 as described
previously.

[0120] The user interfaces of FIGS. 6-14 may generally
include navigation buttons that allow the user to access vari-
ous functions of the system. For example, a navigation button
may be provided that allows the user to go to a home page or
other user interface of the system (via a home icon), and a
FAQ button may be provided that allows the merchant to
access help topics for using the user interface (via a question
mark icon).

[0121] Referring now to FIG. 15, a flow chart of a process
1500 of computerized system interaction with a merchant is
shown, according to an exemplary embodiment. Process
1500 includes receiving a single sign-on from a merchant
(step 1502). At step 1502, the merchant signs into the system.
In one embodiment, the sign-on process may include the
merchant entering a single username, password, and/or other
identifier and being signed onto the computerized system.
The business layer can sign the user onto the various social
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networking sites or other sites that are used to populate dash-
boards or merchant user interfaces. For example, a single
sign-on may provide merchant access to the marketplace’s
computerized system and related databases, a Facebook
account, and a Twitter account. Process 1500 includes pre-
senting a merchant with a merchant user interface (step 1504)
(e.g., via merchant Ul module 164 as described above). The
merchant user interface allows the merchant to enter an offer
and offer information. The computerized system may receive
the offers from the merchant via the merchant user interface
(step 1506). The offers may then be provided to, for example,
business layer 168 for preparing for publishing.

[0122] The merchant may then publish the offers (step
1508). The offers may be published based on merchant pref-
erences (e.g., based on a schedule specified by the merchant,
based on customer bidding or purchasing preferences speci-
fied by the merchant, etc.). The computerized system may
aggregate data relating to the published offers (step 1510).
The data may relate to the number of offers sold, the number
of offer views, the number of times a customer interacted with
the offer by “liking” or sharing the offer, etc. The data may be
aggregated by, for example, the various modules of business
layer 168 as described in FIG. 2.

[0123] The computerized system may provide a user inter-
face tool for allowing the merchant to view aggregated data
and to make adjustments to the offers (step 1512). The user
interface tool may be similar to the user interface tools shown
in FIGS. 6-14, according to one embodiment.

[0124] Process 1500 further includes presenting a redemp-
tion screen to the merchant (step 1514). The redemption
screen allows the merchant to view offers that have been
redeemed by customers and merchant account information.
The redemption screen may be similar to, for example, user
interface 910 of FIG. 9B. Process 1500 further includes cred-
iting the merchant account (step 1516). Crediting the mer-
chant account may include transterring pending funds for the
redeemed voucher to the merchant’s account. Crediting the
merchant account may further include transferring other
funds to the merchant related to the sale of merchant offers or
otherwise. Some merchants may receive bonuses or incen-
tives, for example, for signing up other merchants or for
driving traffic to the marketplace computer’s web sites.
[0125] Process 1500 further includes transferring money
from a merchant account to a service provider (e.g., an adver-
tiser or social media account) using the merchant user inter-
face (step 1518). When a merchant chooses to publish an offer
with a premium advertiser or social media outlet, the mer-
chant may be charged for publishing the offer. At step 1518,
the merchant may use the merchant user interface to transfer
money from the merchant account to the service provider. For
example, when an offer is redeemed, the merchant may be
credited in the merchant account and the merchant may then
use a portion of the credited funds to pay charges other service
providers (e.g., telephone companies, web-providers, etc.).
The transfer may also be effected from the merchant account
to a bank account for the merchant. Step 1518 may also
include the computerized system automatically deducting a
fee from the total funds that were to be provided to the
merchant.

Configurations of Various Exemplary Embodiments

[0126] The construction and arrangement of the systems
and methods as shown in the various exemplary embodiments
are illustrative only. Although only a few embodiments have
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been described in detail in this disclosure, many modifica-
tions are possible (e.g., variations in sizes, dimensions, struc-
tures, shapes and proportions of the various elements, values
of parameters, mounting arrangements, use of materials, col-
ors, orientations, etc.). For example, the position of elements
may be reversed or otherwise varied and the nature or number
of discrete elements or positions may be altered or varied.
Accordingly, all such modifications are intended to be
included within the scope of the present disclosure. The order
or sequence of any process or method steps may be varied or
re-sequenced according to alternative embodiments. Other
substitutions, modifications, changes, and omissions may be
made in the design, operating conditions and arrangement of
the exemplary embodiments without departing from the
scope of the present disclosure.

[0127] The present disclosure contemplates methods, sys-
tems and program products on any machine-readable media
for accomplishing various operations. The embodiments of
the present disclosure may be implemented using existing
computer processors, or by a special purpose computer pro-
cessor for an appropriate system, incorporated for this or
another purpose, or by a hardwired system. Embodiments
within the scope of the present disclosure include program
products comprising machine-readable media for carrying or
having machine-executable instructions or data structures
stored thereon. Such machine-readable media can be any
available media that can be accessed by a general purpose or
special purpose computer or other machine with a processor.
By way of example, such machine-readable media can com-
prise RAM, ROM, EPROM, EEPROM, CD-ROM or other
optical disk storage, magnetic disk storage or other magnetic
storage devices, or any other medium which can be used to
carry or store desired program code in the form of machine-
executable instructions or data structures and which can be
accessed by a general purpose or special purpose computer or
other machine with a processor. Combinations of the above
are also included within the scope of machine-readable
media. Machine-executable instructions include, for
example, instructions and data which cause a general purpose
computer, special purpose computer, or special purpose pro-
cessing machines to perform a certain function or group of
functions.

[0128] Although the figures may show a specific order of
method steps, the order of the steps may differ from what is
depicted. Also two or more steps may be performed concur-
rently or with partial concurrence. Such variation will depend
onthe software and hardware systems chosen and on designer
choice. All such variations are within the scope of the disclo-
sure. Likewise, software implementations could be accom-
plished with standard programming techniques with rule
based logic and other logic to accomplish the various connec-
tion steps, processing steps, comparison steps and decision
steps.

What is claimed is:

1. A computer system for e-commerce management, com-
prising:
a merchant user interface module configured to allow a

merchant to define a deal for offering via a plurality of
online distribution channels; and

a business layer configured to use the defined deal to pub-
lish offers of the defined deal to the plurality of online
distribution channels;
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wherein the business layer aggregates data relating to the
published offers and the plurality of online distribution
channels;

wherein the merchant user interface module is further con-

figured to allow the merchant to view the aggregated
data and to make adjustments to the published offers.

2. The computer system of claim 1, further comprising a
consumer user interface module that provides user interface
information for publishing the offer and for serving as one of
the plurality of online distribution channels;

wherein the merchant user interface and the business layer

allow the user to publish the offers of the defined deal to
the consumer user interface without approval or interac-
tion from an e-commerce administrator.

3. The computer system of claim 1, wherein the plurality of
distribution channels comprises a social media site and
wherein the computer system further comprises a module
configured to track activity relating to the deal on the social
media site.

4. The computer system of claim 1, wherein the plurality of
distribution channels comprise a mobile application, a web-
based user interface, and at least one social media site.

5. The computer system of claim 1, wherein the merchant
user interface module is configured to provide a merchant
dashboard comprising:

a list of deals;

a social media tracker;

a cash flow manager; and

an analytics tool.

6. The computer system of claim 5, wherein the list of deals
comprises a description of the number of deals sold and the
number of deals redeemed.

7. The computer system of claim 5, wherein social media
tracker comprises a count of a number of interactions with the
merchant’s social media account.

8. The computer system of claim 5, wherein the cash flow
manager comprises a description of the money received from
consumers for the merchant.

9. The computer system of claim 5, wherein the analytics
tool comprises a description of browsing traffic associated
with the merchant’s deal or deals.

10. A computerized method for providing e-commerce
management, comprising:

presenting a merchant with a merchant user interface that

allows the merchant to define a deal for offering via a
plurality of distribution channels;

publishing offers of the defined deal to a plurality of online

distribution channels;

aggregating data relating to the published offers and the

plurality of online distribution channels; and
providing, via the merchant user interface, a user interface

tool for allowing the merchant to view the aggregated

data and to make adjustments to the published offers.

11. Computer-readable media having instructions stored
thereon, which, when executed by a data processing appara-
tus, causes the data processing apparatus to perform opera-
tions comprising:

presenting a merchant with a merchant user interface that

allows the merchant to define a deal for offering via a
plurality of distribution channels;

publishing offers of the defined deal to a plurality of online

distribution channels;

aggregating data relating to the published offers and the

plurality of online distribution channels; and
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providing, via the merchant user interface, a user interface
tool for allowing the merchant to view the aggregated
data and to make adjustments to the published offers.

#* #* #* #* #*
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