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1. 

SYSTEM FOR IMPROVING ASEARCHABLE 
VEHICLE DATABASE OF AGGREGATE 

VEHICLE DATA 

CROSS-REFERENCES 

This application claims the benefit of U.S. Provisional 
Application Ser. No. 61/728,042, filed Nov. 19, 2012, which 
is incorporated herein by reference. 

TECHNICAL FIELD 

This application relates generally to the field of used 
vehicle sales and, more specifically, to a system and method 
for providing dealerships and consumers with access to an 
expanded used vehicle inventory based upon vehicles that 
are up for auction by numerous selling entities at numerous 
locations. 

BACKGROUND 

In the used vehicle market, used vehicle dealers generally 
have difficulty maintaining the proper used vehicle inven 
tory that will best match the needs of a potential vehicle 
purchaser. Certain vehicles held by the used vehicle deal 
ership may sell quickly, other vehicles may never sell at 
retail. If a potential buyer desires a specific vehicle that is not 
in inventory, the dealer may check the inventories of other 
local dealers etc., but generally that process is cumbersome, 
does not provide ready access to a large used vehicle 
inventory and results in the dealer attempting to persuade the 
customer to consider another vehicle that is in fact in the 
dealer's limited inventory. 

In order to provide a potential large used vehicle inven 
tory, nationwide used vehicle chains, such as CARMAX and 
AUTONATION have been established, with multiple large 
used vehicle lots located across the country. Still, this 
business model requires a large up front investment in 
facilities as well as the purchase and maintenance of a very 
large used vehicle inventory that depreciates daily. 
When a dealer has used vehicles it is unable to sell direct 

to consumers in its market, the dealer commonly lists Such 
vehicles for auction via nationwide electronic auction sites 
such as SmartAuction, which is operated by Ally Financial, 
OVE.com, which is operated by Manheim, or Openlan 
e.com, or takes the vehicles to a physical auction Such as 
may be operated by Manheim or Adessa Auto Auction. 
Using these auction systems, dealers can sell used vehicles 
to, and buy used vehicles from other dealers in an automated 
manner. In fact, many dealers currently utilize these auction 
sites to manage their used vehicle inventories. However, 
Such management still involves trying to identify and buy 
used vehicles to place on the dealer's lot for potential future 
sale. 

It would be desirable to provide consumers with access to 
a large used vehicle inventory, including vehicles owned by 
multiple selling parties (e.g., dealers, banks, credit unions 
and manufacturers, or in some cases inclusive of individu 
als) across the country, without requiring a substantial 
over-investment in locations and/or used vehicle inventory 
and/or wasting money to transport the vehicle unnecessarily. 

SUMMARY 

In one aspect, a computerized system collects used 
vehicle data regarding vehicles available for sale from 
numerous dealers (e.g., as from a vehicle auction system), 
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2 
and modifies and Supplements such vehicle data for presen 
tation to the consuming public in a searchable manner Such 
that a single entity (e.g., a specific dealer) can offer all of the 
vehicles for sale to consumers. 
The details of one or more embodiments are set forth in 

the accompanying drawings and the description below. 
Other features, objects, and advantages will be apparent 
from the description and drawings, and from the claims. 

BRIEF DESCRIPTION OF THE DRAWINGS 

FIG. 1 is schematic depiction of a computerized system; 
FIG. 2 is a schematic depiction of a vehicle image format; 
FIGS. 3-16 show web page views from a searchable 

vehicle web site; 
FIGS. 17-23 show web page views accessible via a dealer 

login version of the site; 
FIGS. 24 and 25 show pages produced by links to the 

auction web site; 
FIGS. 26-30 show an alternative variation of web pages 

providing additional functionality. 

DETAILED DESCRIPTION 

Referring to FIG. 1, a schematic depiction of one embodi 
ment of a computerized system 10 that may be used in 
carrying out the claimed invention is shown and includes a 
vehicle auction computer system VA to which numerous 
Vehicle Selling Entities VSE1, VSE2, VSE3 ... VSEH have 
access and can upload vehicle data for vehicles the VSEs 
desire to sell at wholesale auction, as well as access vehicle 
data for vehicles available for purchase at wholesale auction. 
In this regard, the VA generally maintains a database of 
vehicles available for auction and, in connection with each 
Such vehicle, includes associated data such as VIN, make, 
model, year, color, trim level and/or accessories, mileage, 
location, damage estimate, vehicle images/photos, required 
opening bid, current bid and, in many cases, a buy now 
price. The database is searchable by wholesale purchasers 
(e.g., vehicle dealerships, not consumers) via a web site 
interface and dealers can also submit bids etc. via the 
interface. It is understood that multiple vehicle auction 
computer systems (e.g., for different vehicle auction sites) 
may be used in the system (e.g., per the illustrated additional 
vehicle auction system VA2). A given vehicle auction sys 
tem, such as VA2, may also act as an aggregator of vehicles 
being auctioned by multiple, typically smaller and local 
auction entities (e.g., per LA1 through LAFF). 
A Vehicle Aggregation and Redistribution System 

(VARS) is connected to the vehicle auction system VA and 
receives a download of the VA vehicle database data. In 
various examples, the vehicle database data can be (i) 
e-mailed to the VARS in a comma-delimited format or (ii) 
electronically transferred via a secure FTP Process in for 
mats such as comma-delimited files. The VARS is respon 
sible for multiple calculations and table look-ups, then 
organizing and Supplementing the vehicle database data into 
a new database of accessible and searchable information. 
For this purpose, the VARS also has access to other data, 
such as NADA sales data 12, CarFax data 14 and zip code 
files. In the present case Such Supplemental data may be 
accessible from respective NADA and CarFax computer 
systems or may be previously obtained and stored in an 
accessible data storage forming part of the vehicle aggre 
gation and redistribution system VARS. Moreover, the 
NADA data may actually be included in the vehicle data that 
is provided by the vehicle auction system VA. The VARS 
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carries out a sequence of operations to reorganize and 
supplement the data received from the VA. 
More specifically, the VARS carries out the following 

operation to provide a dealer and consumer friendly plat 
form that enables a single dealer to offer and present all of 
the vehicles for sale to end customers, even though the 
dealer does not yet own the vehicles being offered. In this 
regard, a Sophisticated pricing strategy is carried out by the 
VARS to properly price vehicles for sale to end customers in 
a manner that assures a profit for the dealer and enables the 
end customer to easily evaluate the deal it is obtaining. The 
starting point for the pricing model is the price that will be 
required for the dealer to purchase the vehicle at auction (the 
dealer purchase price or DPP). Where the particular vehicle 
has a buy now price, the buy now price may be set as the 
DPP. Where the particular vehicle does not have a buy now 
price, the VARS calculates a DPP in accordance with a 
pre-established algorithm. For example, the DPP may auto 
matically be set to the opening bid price plus a specified 
amount, where the specified amount is defined (i) according 
to the average sales price over opening bid historically for 
the auction site or (ii) according to some other rule. Once the 
DPP price has been set, the VARS must build in various 
other costs to the dealer. 
One significant factor in cost to the dealer is location of 

the vehicle being auctioned. A vehicle that is only 50 miles 
away from the ultimate consumer sales location will incur 
one delivery cost, while a vehicle that is 1,000 miles away 
from the ultimate consumer sales location will incura higher 
delivery cost. In one implementation, the VARS determines 
the delivery distance by comparing the Zip code of the 
selling dealer (i.e., the dealer that put the vehicle up for 
auction) to the zip code of the dealer that would purchase the 
vehicle at auction (the purchasing dealer). In another imple 
mentation, the VARS determines the delivery distance by 
comparing the Zip code of the selling dealer to the Zip code 
of an end consumer (e.g., as may be input by the consumer 
or as may be automatically determined according to Google 
Pay-Per-Click campaign if one was to drive the traffic, or a 
visitor's geo-positioning based on the IP Address provided 
to the visitor by their Internet Service Provider). In either 
case, the determined distance may be multiplied by a known 
cost per mile (e.g., 75 cents/mile) for delivery to determine 
the delivery cost (the vehicle transport fee or VTF). 

Another potentially significant cost to the dealer is the 
cost to repair the disclosed damage. As noted above, the data 
available from the vehicle auction system typically includes 
Such value, and it can be incorporated directly into the 
pricing as a damage repair cost or DRC. The DRC can be set 
exactly according to the data received from the vehicle 
auction system, or an adjustment could be made (e.g., 
building in a five or ten percent cushion). 

Regardless of whether the vehicle has any damage, the 
purchasing dealer typically needs to perform a vehicle 
detailing and prep operation (e.g., thorough cleanup, oil 
change, safety inspection), which is another cost to the 
retailing dealer. The VARS may use a pre-established cost 
for this pricing component (the vehicle prep price or VPP). 

Finally, there is a purchasing dealer cost associated with 
each purchase made via the vehicle auction system. The 
purchaser must pay that fee to the vehicle auction system 
operator. That cost is generally a pre-established and fixed 
fee, but could also be a percentage of the auction sales price. 
In either case, the fee (known as the buy fee or BF) must also 
be factored into the purchasing dealer cost. 
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4 
Thus, from the above, the VARS can determine the actual 

cost for the vehicle (or ACV) as: 

Once the ACV is established, the VARS can then price the 
vehicle for sale to the consumer according to predefined 
logic. In this regard, while goals of the present system and 
method include to assure that the purchasing dealer makes 
an acceptable profit and to try and provide the consumer 
with an attractive price. In one implementation, the profit is 
defined according to one of several possibilities. Specifi 
cally, the VARS may utilize (i) a predefined base profit (i.e., 
specified S), (ii) a percent mark-up over the ACV or (iii) a 
profit established according to savings (e.g., percent or 
dollar value) as compared to the average retail value or ARV 
for the vehicle. Thus, the VARS may perform a number of 
calculations to determine a final vehicle offer price or VOP. 

VOP1=ACV+SAMOUNT 

OP2=ACX1.1 

VOP3=0.90xARV or VOP3=ARV-S500 

It is contemplated that the VARS will select highest dollar 
value from among VOP1,VOP2 and VOP3 and set it as the 
actual VOP. In this manner, (1) the purchasing dealer will 
always be assured of profiting by at least a specified dollar 
amount because VOP1 will be selected if VOP2 and VOP3 
are lower than VOP1, (2) the purchasing dealer will be 
assured of making at least a specified percentage profit any 
time VOP1 is not the largest amount and (3) without passing 
up the opportunity for a larger profit, the purchasing dealer 
will be assured of being able to present the consumer with 
a truly fair price even if the purchasing dealer is making a 
large profit because the ACV happens to calculate out to be 
significantly lower than the average retail value ARV. 
With respect to the above analysis, the average retail value 

ARV should be from a trusted, consumer accepted source. 
For example, NADA average retail value may be used. In 
this regard, the VARS not only utilizes the ARV in connec 
tion with setting the pricing, but also uses the ARV to 
establish a data set the reflects the value of the VOP to the 
consumer by comparing the VOP to the ARV. Thus, if the 
VOP for a vehicle is S9,100 and the ARV is S10,100, then 
the VARS establishes a consumer savings value of S1,000 
for the vehicle (S10,100-$9,100). Of course, the consumer 
savings value may not always be positive. For example, if 
the VOP is S10,975 and the ARV is S10,400, then the 
consumer savings value would be -$575. Regardless, the 
consumer savings value (or CSV) established by the VARS 
can be a useful tool to demonstrate to a consumer that a 
particular VOP represents a good price/value or a great 
price/value, as will be demonstrated below. A negative CSV 
represents a price over the ARV, while a positive CSV 
represents a price below the ARV. Typically vehicles with a 
negative CSV may represent vehicles in mint condition or 
having colors or other features that make the vehicles more 
desirable than average. 

In addition to analyzing and Supplementing the date from 
the VA system to establish the VOP and CSV, the VARS also 
performs an image modification on the vehicle image/photo. 
Specifically, and referring to the schematic image depiction 
30 of FIG. 2, the image received from the VA system is 
cropped to a standard relative height and width and resized 
to thumbnail to allow for faster loading of search results with 
only a small thumbnail next to each vehicle listing. The 
received image size is reflected by border 32. Typically, 
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selling dealers Submit the vehicle images with upper or 
lower banners (either inserted in the image or as an original 
part of the image because of signage that was behind the 
vehicle when the photo/image was captured) that identify 
the selling dealer. In the case of the present system, it is 
desired for that information to not appear in the images that 
are ultimately presented to consumers searching for 
vehicles. Accordingly, the VARS carries out an automatic 
cropping operation on the photo. For example, the VARS 
may automatically crop the top and bottom portions of the 
image 30 at the locations represented by dashed lines 34 and 
36. In the majority of cases this cropping operation will 
result in removal of the selling dealer information from the 
image. 
The VARS may also pre-filter the vehicle data to eliminate 

vehicles that are unlikely to be sold to consumers because 
the VOP is too far above the ARV. For example, if a 
particular vehicle VOP is simply too high (e.g., VOP higher 
than the ARV by a certain S amount or certain %), or if a 
vehicle has too much current damage (e.g., DRC greater 
than a certain S amount), then the VARS will kick the 
vehicle from the data set. Likewise, in Some implementa 
tions, the VARS may automatically check the car fax report 
for each vehicle and if the vehicle has been (i) totaled or 
retitled, (ii) involved in more than X number of accidents or 
(iii) involved in an accident with more than Y S of damage, 
the VARS may automatically kick the vehicle from the data 
set. Other factors could be developed and used to eliminate 
vehicles from the consumer searchable data set. 

Referring again to FIG. 1, the VARS organizes the origi 
nal, modified and Supplemented vehicle data into a database 
that can be presented for easy consumer searching via a web 
site 16. In one implementation, the database is organized and 
presented to consumers in a spreadsheet type format as will 
be described below. 

The web site 16 may be under the control of the purchas 
ing dealer 18, whose personnel can also search the database. 
In one implementation, the dealer personnel may use a 
specific access login that gives them access to information 
over and above that which the consumers C1, C2 etc. can 
access, but this feature is not a required part of the system. 
For example, the VARS may also automatically calculate the 
dealer profit (or DP) on each vehicle, that is VOP-ACV, and 
present that data in a separate search result field for searches 
conducted via the dealer access login, but not for searches 
conducted by consumers without the dealer login. 

Referring now to FIGS. 3-17, the operation of the web site 
16 is now described. A start page 50 for the site is shown in 
FIG. 3 and includes some basic description information and 
a graphical “Start Your Search” button 52. When the start 
your search button 52 is selected, the system performs a data 
search and load operation. The purpose of the data search 
and load operation is to assure that the most up to date 
vehicle data is used, as it is possible that at any point in time 
vehicles that were listed for sale by the VA site may have 
been sold or pulled from the VA. In addition, the data 
search/load operation may be used for the purpose of 
recalculating the VOP in those implementations where the 
consumer location (rather than location of dealer 18) is used 
to determine the VOP. In one implementation of such an 
embodiment, the VARS automatically determines whether 
the consumer accessing the site is more than a predeter 
mined distance from the location of the dealer 18 (e.g., more 
than 100 miles) and, if so, the VARS utilizes the consumer 
location as the delivery location to determine the VOP. If 
not, the VARS automatically utilizes the VOP determination 
according to the location of dealer 18. 
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6 
Once the data is ready to be searched, the consumer is 

presented with the search page 60 shown in FIG. 4. Notably, 
the page shows the total number of vehicles available in an 
odometer-style graphic 62 and presents search refinement 
categories 64A-64H that can be selected by the user to 
narrow down the choices to more exact matches of the 
vehicle they desire. The Vehicle Types category 64A may be 
automatically active upon initial presentation of page 60, 
resulting in the pop-up frame 66A that includes a variety of 
vehicle types (e.g., each of the industry standard vehicle 
types) that can be selected by the consumer in a check the 
box fashion. As demonstrated in FIG. 5, when a vehicle type 
box is selected (e.g., in this case the Luxury type), the 
odometer graphic 62 automatically lowers to the number of 
vehicles that match that selection, as does the match count 
shown in frame 66A. At any time, the consumer can select 
the Show My List graphic 68 to see the list of vehicles or 
continue to narrow their list by choosing any one of the other 
tabs 64B to 64H (as suggested by the Narrow My List arrow 
graphic 70). 

FIG. 6 shows the pop-up frame 66B based upon selection 
of the Makes category 64B (note that only luxury Makes 
show up in frame 66B since that was the only type selected 
in previous step). Again, when a make is selected (e.g., in 
this case Cadillac only) the odometer graphic 62 continues 
its drop to represent the number of matching vehicles. FIG. 
7 shows the pop-up frame 66C based upon selection of the 
Models category 64C (note that only Cadillac's models are 
shown in frame 66C consistent with the previous Make 
selection). FIGS. 8 and 9 show the pop-up frame 66Dbased 
upon selection of the Price Range category 64D. As shown 
in FIG. 8, the box 66D initially shows a full price range, with 
MIN and MAX slide graphics 72 and 74 available for user 
selection and adjustment along the price scale. When the 
user adjusts the slides per FIG.9, the odometer graphic again 
reduces according to the number of matching vehicles. FIG. 
10 shows the pop-up frame 66E based upon selection of the 
Model Year Range category 64E, with MIN and MAX slide 
graphics 76 and 78 available for the consumer to move in 
order to refine the year range. FIG. 11 shows the pop-up 
frame 66F corresponding to selection of the Mileage Range 
category 64F, again with MIN and MAX slide graphics 80 
and 82. Frame 66F also provides a box that can be selected 
to narrow the search to only low mileage vehicles (e.g., 
vehicles that have been driven less than 10,000 miles per 
model year old). FIG. 12 shows the pop-up frame 66G based 
upon selection of the Colors category 64G, with color 
selection boxes provided in the frame. FIG. 13 shows the 
pop-up frame 64H based upon selection of the Options 
category 64H. 

FIGS. 14A-14B show a vehicle search results page 100. 
Each vehicle is presented with vehicle image 102 (e.g., 
cropped per the action of the VARS), vehicle description 
104, mileage 106, year 108, NADA average retail price 110. 
the offer price or VOP 112 and the consumer savings or CSV 
114. In this case the full 16 matching vehicle results are not 
displayed on the Screen at the same time, but the user can use 
the vertical slide button 115 to move up and down through 
the results per FIGS. 14B and 14C. A “Get More Informa 
tion' graphic 116 is also provided for each vehicle result. 
When a consumer selects the graphic 116, a pop-up frame 
118 (per FIG. 15) is presented to the consumer, where the 
consumer enters name, e-mail and phone information. The 
consumer can also request a CarFax report by checking the 
appropriate box and/or authorize the presentation of other 
vehicles similar to the one in which they are interested. 
When the consumer selects the get more information graphic 
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120, the consumers data is sent to the dealer 18 (see FIG. 1) 
so that dealer personnel can follow-up with the consumer 
(e.g., by e-mail or phone). For example, the dealer personnel 
can e-mail the CarFax report to the consumer as requested. 
The CarFax reported is e-mailed as a PDF file and is 
downloaded at the time of sending the e-mail so that the 
report is up to date. The dealer personnel work with the 
consumer and when the consumer is ready to commit to a 
purchase, the dealer personnel can proceed with the pur 
chase of the vehicle from the auction site VA. 

FIG.16 shows the results page 100 after refinement by the 
consumer. Specifically, the results are presented in a spread 
sheet style format. To reorder the results the consumer can 
simply click the column headers (e.g., any of Miles, Year, 
NADA Average Sales Price, Your Wholesale Price, or Your 
Savings) and the system automatically reorganizes the 
results in a lowest to highest or highest to lowest ordering. 
In the case of FIG. 16, reordering according to selection of 
the Your Savings header is shown as compared to FIG. 14. 
In this regard, the default may be to show the results with the 
highest savings when the matching results are initially 
shown. The vehicle results can similarly be reordered 
according to the other column headers for ease of finding the 
lowest prices, lowest miles etc. 

Although the foregoing description focused on walking 
through each search category 64A-64H sequentially, it 
should be understood that the site operates to permit user 
selection of any one of the categories at any given time. 
Also, there is no requirement that the user select each and 
every category for the purpose of carrying out a search. 

Referring again to FIG. 1, it is contemplated that the 
dealer 18 may set up temporary or permanent satellite 
delivery locations (SDLS) at various places across the coun 
try. For example, if the dealer 18 is located in Cincinnati, 
Ohio and desires to focus on selling used vehicles in Los 
Angeles, Calif., a satellite office may be established there. 
When consumers in California search for vehicles, the 
VARS may utilize the SDL as the delivery location for the 
purpose of determining the VOP. Moreover, the dealer 18 
may establish relationships with other dealers, physical 
auction sites or other entities across the country for the 
purpose of finalizing the vehicle delivery to the consumer. In 
such cases, the VARS may use the closest alternative deliv 
ery location ADL to the actual vehicle location for the 
purpose of determining the VOP. In such cases, it will be 
necessary to build-in a nominal processing fee for the 
alternative delivery location ADL operator. Typically this 
processing fee is on the order of S50 to S100 for handling the 
paperwork, delivery, etc. When dealing with delivery 
through an ADL, the customer C3 would first identify 
vehicle(s) of interest through the web site 16, then work with 
the dealer 18 to arrange final deal terms, which would 
include delivery/vehicle pick-up at the ADL site. The dealer 
18 would coordinate with the owner of the ADL site to 
deliver the vehicle and final paperwork for processing of 
customer pick-up. 

Thus, the described system may be implemented with a 
flexible pricing feature that focuses on the consumer, with 
different consumers being shown the appropriate pricing 
based upon the consumers being in different locations. This 
feature will enhance sales by providing more competitive 
pricing to the customer when the customer is located closer 
to the actual vehicle location than to the primary location of 
the selling dealer. 

Other functions that may be included on the web site 
include the ability for the customer to link a specific vehicle 
image and/or other data to social network sites such as 
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8 
Facebook, Twitter or Pinterest. This function would enable 
the customer the ability to immediately and easily share with 
others the vehicle that the customer is considering purchas 
ing, and obtain valuable feedback on the vehicle before 
making their final decision. 
The VARS may also include other automated functional 

ity, such as automatically evaluating the received vehicle 
data for vehicles that would be particularly profitable for the 
dealer, and sending a "Good Buy” alert to a specific e-mail 
address to alert dealer personnel regarding the vehicles. The 
dealer can use this information to purchase vehicles for its 
used vehicle lot, regardless of the fact that no customer has 
yet agreed to purchase the vehicle. 

Referring now to FIGS. 17-24, specialized functions 
available only to the dealer are now described. In this regard, 
as reflected in FIG. 17 the start page 50 may include a log-in 
call-up function (e.g., by clicking a particular part of the 
screen) that opens a login frame 150 for entry of Username 
and Password data. If the login information is authenticated, 
the user can access and define vehicle criteria in a manner 
similar to that described above but with additional data and 
functionality. In the case of FIG. 18, a logged in user has 
selected the identical criteria as described above, with an end 
result of 16 matching vehicles. However, note that the 
logged in user can select the additional refinement category 
of Stock Number 641. When the logged in user selects the 
Show My List graphic 68, the user is presented with results 
page 160 per FIG. 19. As in the case where the user is not 
logged in, each vehicle result is presented with vehicle 
image 102 (e.g., cropped per the action of the VARS), 
vehicle description 104, mileage, 106, year 108, NADA 
average retail price 110, the offer price or VOP 112 and the 
consumer savings or CSV 114. Note however, that each 
vehicle result also includes a dealer Back of Book value 162 
that compares the selling entity price to the average dealer 
wholesale price. 
The dealer results page 160 also includes a function not 

found on the consumer results page 100, namely the ability 
to order the results according to dealer profit. In this case 
Such a reordering is achieved by clicking on the odometer 
graphic 62, with the resulting reordering of the results shown 
in FIG. 20. 
The dealer results page also includes automated messag 

ing functionality that may be triggered by selecting the 
image icon of a particular vehicle (e.g., 102A), by which the 
image is shown in a pop-up frame 164 per FIG. 21. By 
clicking/selecting the dealer logo 166 in the frame 164, an 
e-mail frame 168 (see FIGS. 22A and 22B) is produced that 
allows a potential customer's email address and name to be 
entered in respective fields 170 and 172, along with a 
salesperson name, phone number and e-mail in respective 
fields 174, 176 and 178. One or more of fields 174, 176 and 
178 may be pre-populated with the proper name, phone 
number and e-mail based upon data associated with the login 
information if desired. An e-mail message field 180 is 
prepopulated with a standard format/customized message to 
the customer about the particular vehicle associated with the 
image that was used to pull up the message frame 168. The 
e-mail message includes a link 182 to the image of the 
vehicle, along with certain information relating to the 
vehicle (e.g., make, model, year, mileage, selling price and 
average NADA price). Salespeople can utilize this feature to 
easily identify vehicles for customers based upon informa 
tion the customer has provided, and then forward the infor 
mation to the customer via their e-mail. The salesperson may 
choose to modify or add to the message in field 180 as well, 
if desired. 
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Referring back to FIG. 20, the dealer results page 160 also 
includes a Present My Cars button 190 that a salesperson can 
select to eliminate the Back of Book column 162, as shown 
in FIG. 23. The salesperson may desire to utilize this feature 
when the salesperson hones in on results for a customer and 
desires to show the results to the customer (e.g., while the 
customer is present at the dealership) without providing the 
Back of Book information, which information may only 
serve to confuse the customer. 
The dealer results page 160 also includes an Add to List 

column 194 with an associated check box 196 for each 
vehicle result. The dealer salesperson can check the box or 
boxes 196 of the vehicles of interest, and when the sales 
person subsequently clicks the Submit to Purchasing Center 
button 198, an e-mail or other message is automatically 
generated and forwarded to authorized purchasing personnel 
to begin the process of Vetting the vehicle(s) and/or pro 
ceeding with purchase of the vehicle(s) from the auction site 
VA. 

Alternatively, a printer icon button 200 is also provided. 
The salesperson can identify a limited number of vehicles 
(e.g., up to five) to be used in creating a customer presen 
tation page that is automatically generated when the printer 
icon button 200 is clicked. The customer presentation page 
includes an appropriately formatted vehicle Summary page 
with the vehicle photo or photos, details and pricing of each 
of the selected vehicles, as well as a space next to each listed 
vehicle for customer selection. The system may enable the 
salesperson to customize the presentation page by allowing 
the salesperson to select a particular number (e.g., six) of the 
photographs available for the vehicle as the salesperson 
determines those photos best suited to the customer in 
question. The salesperson utilizes the customer presentation 
page(s) to discuss the vehicles with the customer, and when 
the customer makes a final selection, the customer initials in 
the customer selection space next to the desired vehicle. The 
salesperson can then use the initialed customer presentation 
page to have authorized purchasing personnel move forward 
with purchase of the particular vehicles from the auction site 
VA. The customer presentation pages may be generated as a 
PDF that can then be printed off or e-mailed to the customer. 
One PDF may be created for the customer (without VIN is) 
and a different PDF for the dealership personnel/salesperson 
(with VINis), to enable the dealership/salesperson to easily 
identify the exact vehicle of interest to the customer, assum 
ing the customer responds to the PDF report/pages favorably 
at Some future time. 

Finally, the dealer results page also includes an Auction 
Page link (e.g., 192A of FIG. 20) associated with each 
vehicle result. 

In the dealer version, there is an Auction Page link that 
hyperlinks to a specific web page associated with the vehicle 
in question, such as a web page at which the dealer manager 
can view further information and purchase the vehicle with 
a simple click of a button (e.g., per FIG. 25 and the BUY 
NOW button). If the dealer manager is already logged in to 
the auction web site, the link opens the specific vehicle web 
page. This operation facilitates the ability of the dealer to 
easily purchase a vehicle that has been identified for pur 
chase by a customer. Details regarding the vehicle and the 
current status of the auction for that vehicle are included on 
the page. If the dealer manager is not already logged into the 
auction web site, the auction web site opens a log-in page 
instead (e.g., per FIG. 24). 

In another embodiment, the auction web site and the 
dealer may work out an arrangement such that the hyperlink 
itself contains or causes a transfer of embedded and/or 
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10 
encrypted login information so that even if the dealer 
manager is not already logged in, he/she will be taken 
directly to the specific vehicle web page. 

Referring now to FIGS. 26-30, web pages provided by a 
variation of the web site 16 (FIG. 1) are shown. In this 
embodiment, the home or start page 300 of the site is shown 
in FIG. 26. Notably, the start page in this case is the search 
page of the site, with the search box 302 for Vehicle Type 
category 310A already opened and awaiting user selection. 
The user can select one or more Vehicle Types. Upon 
selection of one or more Vehicle Types and subsequent 
Selection of the SHOW FILTERED RESULTS button 306 
(or the window close button 308), the system will narrow the 
results to those vehicles that satisfy the Vehicle Types 
selection. The user can also select any of the other categories 
310B-310H and further narrow the search in a similar 
manner as described above. 

FIG. 27 shows a search results view page 320 in which the 
results have been narrowed to one-hundred seventy-four 
vehicles. By comparison to the embodiment described 
above, each result no longer includes an associated Get 
More Information graphic, and a horizontal demarcation 
graphic (e.g., a line) is provided between each vehicle result. 
Each vehicle result is presented with vehicle image 102 
(e.g., cropped per the action of the VARS), vehicle descrip 
tion 104, mileage 106, year 108, NADA average retail price 
110, the offer price or VOP 112 and the consumer savings or 
CSV 114. Notably, a Save Vehicle column 312 is provided, 
with a corresponding selection box 314 for each vehicle 
result. Also of note, the particular data set that is being used 
to set the order of the vehicles (in this case the consumer 
savings 114) is offset by a columnar shading or other similar 
effect to make it easier for the user to understand how the 
vehicles have been organized on the page. 
As shown in FIG. 28, vehicle results for which the 

selection box 314 is selected are loaded into a lower bar 
region 320 of the main page view. In this case, three vehicles 
have been selected and loaded into the bar region 320. A 
total of five vehicles can be selected in this manner, though 
variations on the number are possible. Moreover, vehicles 
loaded into the bar region 320 remain loaded even if a new 
search is initiated. Thus, a user can perform multiple 
searches and load up vehicles into the bar region from 
different sets of search results. As shown in FIG. 29, when 
the pointer is moved atop one of the vehicle boxes loaded in 
the bar region 320, a pop-up box 324 is automatically 
generated with additional vehicle information. 
Once one or more vehicle save boxes 314 have been 

selected, the user can select either of the SEND INFO 
buttons 330, which will cause the generation of the pop-up 
frame 332 shown in FIG. 30. This frame shows the loaded 
vehicles, and provides similar functionality to the pop-up 
frame 118 described above. The user enters name, e-mail 
information and phone number, and selects the frame SEND 
INFO button 334 to request further vehicle details from the 
wholesaling dealer. Thus, the user can select multiple 
vehicles as to which further information is desired, and make 
a single request for information on the multiple vehicles. 
The pop-up frame may also include an e-mail field enabling 
the user to select the sales consultants name (e.g., the sales 
consultant that has been helping the customer) from a 
drop-down box so that the selected sales consultant will 
receive an e-mail notification regarding all vehicles that the 
customer has selected, so that the sales consultant can 
continue assisting in the sale (e.g., gathering further vehicle 
information Such as vehicle history etc.). 



US 9,691,095 B2 
11 

The system may also be configured to provide deep link 
capabilities based upon general web searches conducted by 
potential customers. For example, a person conducting a 
Google search for “Honda Accord Dayton' may, among 
other result links, receive a search result link (e.g., a spon 
sored link or advertised link that the wholesaling dealer has 
purchase for the territory encompassing Dayton) to the web 
site 16. Upon selection of the link, the search query infor 
mation is automatically used by the system 10 to filter the 
vehicle database records so that only vehicle results having 
Honda as the Make and Accord as the Model are present on 
the page to which the potential customer is directed. 

It is to be clearly understood that the above description is 
intended by way of illustration and example only, is not 
intended to be taken by way of limitation, and that other 
changes and modifications are possible. 
What is claimed is: 
1. A system for an entity to provide searchable vehicle 

purchase options, the system comprising: 
a computerized system including one or more processors, 
memory and program code operable to carry out the 
following steps: 
(a) receiving, from one or more sources, electronic 

vehicle data regarding multiple vehicles that are 
available for purchase from multiple selling parties, 
where vehicle data for each of the multiple vehicles 
includes make, model, model year, mileage, color, 
any damage repair cost, vehicle location and selling 
party's wholesale selling price; 

(b) receiving, from a source, electronic vehicle value 
data for each of the multiple vehicles, the vehicle 
value data including average retail value according 
to make, model, model year and mileage; 

(c) assigning, for each of the multiple vehicles, a 
vehicle offer price at which the vehicle will be 
offered for sale, the vehicle offer price based at least 
in part on the sum of (i) the selling party sale price, 
(ii) the damage repair cost, (iii) a vehicle transport 
fee related to vehicle location, wherein the vehicle 
transport fee is automatically adjusted by the system 
based upon input data regarding consumer delivery 
location, (iv) a buying fee for purchasing the vehicle 
and (v) a vehicle reconditioning charge, the vehicle 
offer price also incorporating a profit for the entity 
according to an established algorithm; 

(d) establishing a database of vehicle information for 
the multiple vehicles that includes make, model, 
model year, mileage, color, vehicle location infor 
mation, selling party's wholesale selling price, 
vehicle offer price, retail value and retail difference 
value for each vehicle; 

(e) providing a website that enables searching via 
vehicle attributes including make, model, model 
year, mileage and color, 

(f) in response to receiving one or more defined vehicle 
attributes from a consumer, searching the database to 
define vehicles that satisfy the defined vehicle attri 
butes; and 

(g) presenting for viewing vehicle data for multiple 
vehicles identified in step (f), including the make, 
model, model year, mileage, and offer price; 

wherein the program code is configured such that the 
vehicle offer price is established as the greater of (i) 
all-in vehicle cost to the entity plus a predefined base 
profit amount (ii) all-in vehicle cost to the entity plus a 
predefined percentage of the all-in vehicle cost or (iii) 
a predefined percentage below the retail value; 
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12 
wherein the all-in vehicle cost to the entity is the sum of 

(i) the selling party's wholesale selling price, (ii) the 
damage repair cost, (iii) the vehicle transport fee, (iv) 
the buying fee and (v) the vehicle reconditioning 
charge; 

wherein the computerized system further includes pro 
gram code operable to carry out one or both of the 
following steps: 
exclude from the database of vehicle information estab 

lished in step (d) and/or the vehicle data presented in 
step (g) any vehicle of the multiple vehicles for 
which the retail difference value is higher than a 
specified dollar amount; 

exclude from the database of vehicle information estab 
lished in step (d) and/or the vehicle data presented in 
step (g) Vehicles flagged as problem vehicles accord 
ing to data received in step (a): 

wherein the computerized system further includes pro 
gram code operable to carry out the following step: 
exclude from the database of vehicle information estab 

lished in step (d) and/or the vehicle data presented in 
step (g) any vehicle of the multiple vehicles for 
which the damage repair cost exceeds a specified 
dollar amount; 

wherein step (a) includes receiving a vehicle image for 
each vehicle and the computerized system further 
includes program code to automatically crop each 
vehicle image to a standard relative height and width 
that is resized to thumbnail and in step (g) the thumb 
nail is presented for viewing in order to provide faster 
loading of search results from the database. 

2. The system of claim 1 wherein the computerized 
system further includes program code operable to carry out 
the following steps: 

(h) providing a limited access Internet website that 
enables entity personnel to define desired vehicle attri 
butes including make, model, model year, mileage and 
color; 

(i) in response to receiving the defined vehicle attributes 
from the entity personnel, Searching the database to 
define vehicles that satisfy the defined vehicle attri 
butes; and 

() presenting to the entity personnel for viewing vehicle 
data for multiple vehicles identified in step (i), includ 
ing the make, model, model year, mileage, color, offer 
price, vehicle location, selling party's wholesale selling 
price and defined profit. 

3. The system of claim 1 wherein the computerized 
system further includes program code operable to carry out 
the following steps: 

automatically generate a listing of vehicles from the 
database that meet defined criteria; and 

automatically e-mail the listing to one or more entity 
personnel for ease of finding and purchasing vehicles 
that meet the defined criteria for stocking purposes. 

4. The system of claim 3 wherein the defined criteria is 
one or more of (i) defined profit exceeding a specified 
amount, (ii) retail difference value below a specified amount, 
(iii) offer price being below the retail value by at least a 
specified percentage or (iv) certain year, make, model and/or 
mileage restrictions. 

5. The system of claim 4 wherein the listing is automati 
cally generated periodically. 

6. The system of claim 1 wherein the computerized 
system further includes program code operable to carry out 
the following steps: 
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calculating, for each of the multiple vehicles a retail 
savings value that shows the difference between the 
vehicle offer price and the average retail value; 

in step (g) presenting vehicle data including make, model, 
model year, mileage, offer price, retail value and retail 
difference value, but the presented vehicle data not 
including vehicle location or selling party's wholesale 
selling price or VIN #. 

7. The system of claim 1 wherein the computerized 
system further includes program code operable to carry out 
the following steps: 

providing a limited access Internet website that enables 
entity personnel to define desired vehicle attributes 
including make, model, model year, mileage and color; 

in response to receiving the defined vehicle attributes 
from the entity personnel, Searching the database to 
define vehicles that satisfy the defined vehicle attri 
butes; and 

presenting to the entity personnel for viewing vehicle data 
for multiple identified vehicles via a results page. 

8. The system of claim 7 wherein the results page includes 
a triggerable e-mail message functionality for each identified 

10 

15 

14 
vehicle by which an automated e-mail message is prepared 
regarding the identified vehicle and presented to the entity 
personnel for sending. 

9. The system of claim 8 wherein the triggerable e-mail 
message functionality is accessed via the image icon and an 
image frame that is produced upon selection of the image 
icon. 

10. The system of claim 7 wherein the results page 
includes an auction link for each identified vehicle, the 
selection of which presents the entity personnel with a web 
page for a vehicle auction site that is selling the vehicle. 

11. The system of claim 7 wherein the results page 
includes back of book wholesale savings information for 
each vehicle. 

12. The system of claim 1 wherein in step (g) the vehicle 
data is presented in a row and column format with make, 
model, model year, mileage, and offer price columns, 
wherein multiple of the columns may be selected to auto 

20 matically sort the results according to data in Such column. 
k k k k k 


