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rapidly develops high quality system products and related services to ...
dashboardonline.com/ - 13k - Cached - Similar pages

Bookshelf v7.8: Using Siebel Dealer Dashboards (Dealer)

NOTE: The Today's Activities only displays certain types of activities, as described in
Changing Types of Activities Displayed in the Dealer Dashboard. ...
download-uk.oracle.com/docs/cd/B31104_01/books/AutoDIrSIS/AutoDIrSISSales2.htmi - 11k
- Cached - Similar pages

Marantz America

The Dealer Dashboard is the easiest way for Marantz dealers to get the latest ... As a
Marantz dealer, the Dashboard provides you with all kinds of product ...
us.marantz.com/Dealers/686.asp - 19k - Cached - Similar pages

Subaru Australia Drives Dealer Productivity Via Plumtree-Powered ...

The dealer dashboard has streamlined communication between Subaru and its dealer ...
"The dealer dashboard in the portal has been a huge win for Subaru ...
findarticles.com/p/articles/mi_mOEIN/is_2004_Nov_30/ai_n7581009 - 42k -

Cached - Similar pages

12345678910 Next
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Search within results | Language Tools | Search Tips | Dissatisfied? Help us improve | Try Google Experimental
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http://www.google.com/search?hl=en&q=dealer+dashboard 5/4/2008

H—001336§,
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AOL { My AOL } Mail | Get AOL Toolbar | Make AQL Your Heéfne Page Search History | Sign In

Web Images Video News Local Shopping more »
|dealer dashboard

=

Web Results 1 - 10 of about 213,000 for dealer dashboard
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Data Analysis Dashboard
See & BuildCustom B} Dashboards Faster Than You Thought Possible.
www.QlikView.com

Custom Digital Dashboards
Our technology and experts can help build the digital dashboad you need
www.dundasconsulting.com

Dashboard Design Training

Leam dashboard design at Chicago data warehousing conference
www.tdwi.org

More Sponsored Links For: dealer dashboard

A DealerDashboard.com - Dealer Dashboard HotSpot with New Ca...

All Things Automotive Directory with Daily updated Auto News, Hot Off the Wire. Features a
Dealer 2 Dealer Auction and Consumer Auto Mall for New and Used ...
www.dealerdashboard.con - 45k - Similar pages

A DealerDashboard.com - Dealer Dashboard Log in

Dealer Dashboard Login for Automotive Dealer Centers to manage their online
marketing.

www.dealerdashboard.com/passwd.htm - 6k - Similar pages

{ More results from www.dealerdashboard.com ]

Dealership Sales Management Enterprise Dashboards

Dealership management dashboards is the topic of today’s post on The Dashboard Spy.
Here we have a screenshot of PFW Systems Corp’s IntelliDealer Dashboard. ...
www.enterprise-dashboard.com/2006/08/09/equipmen... - 41k - Similar pages

Auto Dealer Sales Management Dashboards Enterprise...

Dashboard Spy Readers: See these related Business Intelligence Dashboard posts:.
Equipment Dealer Dashboard - An Enterprise Dashboard for Dealership Sales ...
www.enterprise-dashboard.com/2006/03/04/a... - 40k - Similar pages

[ More results from www.enterprise-dashboard.com }

Denon Canada | Dealer Dashboard

The Dealer Dashboard is the easiest way for Denon dealers to get the latest information on
Denon products, events, company information and more. ...
ca.denon.com/DealerDashboard.asp - 31k - Similar pages

Dashboard Online

Dashboard is the market leader in Web management solutions for auto dealers. Dashboard
rapidly develops high quality system products and related services to ...
dashboardonline.com/ - 13k - Similar pages

Marantz America

The Dealer Dashboard is the easiest way for Marantz dealers to get the iatest ... As a
Marantz dealer, the Dashboard provides you with ail kinds of product ...
us.marantz.com/Dealers/686.asp - 19k - Similar pages

Subaru Australia Drives Dealer Productivity Via Plumtree-Pow...

The dealer dashboard has streamiined communication between Subaru and its dealer ...
"The dealer dashboard in the portal has been a huge win for Subaru ...
findarticles.com/p/articles/mi_mOEIN/is_2004_Nov... - 42k - Similar pages

MaximTeaike Technologies Announce Partnership with Premier Dea...
Dealer Dashboards is an F & | management reporting system that provides automobile

http://search.aol.com/aol/search?invocationType=comsearch30&query=dealer+dashboard&...
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dealership owners with complete performance reports on their F & I ...
news.moneycentral.msn.comfticker/article.aspx?Fe... - 26k - Similar pages

Hamilton County Republican Party .com - Independent Free Spe...
Independent Free Speech About the Hamilton County Republican Party and wrong wing
republicans.

herp.dealerdashboard.com/ - 24k - Similar pages

Data Analysis Dashboard

See & Build Custom Bl Dashboards Faster Than You Thought Possible.
www_QlikView.com

Custom Digital Dashboards

Our technology and experts can help build the digital dashboad you need
www.dundasconsulting.com

Dashboard Design Training

Learn dashboard design at Chicago data warehousing conference
www.tdwi.org

Free Dashboard Download
Executive Dashboards give you control to make smart decisions.
www.Corda.com

Learning Mgmt Systems
Easy to use web based LMS for all your training needs
www.emtrain.com

More Sponsored Links For: dealer dashboard

ResultPage: 12345678910 ext

Hot Searches: See what's hot on AOL Search. Click Here

-

jdealer dashboard |

About this page | Help
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Yahoo! My Yahoo! Mail  Welcome, Guest [Sign In] Help

Web | Images | Video | Local | Shopping | more
l dealer dashboard

Options

1- 10 of about 4,630,000 for dealer dashboard (About this page) - 0.18 sec.
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SPONSOR RESULTS
Digital Dashboard Resources & Articles
www.dashboardinsight.com - Dashboard Insight is the leading community for everything
dashboard. '

Executive Dashboards & Charting Software
www.visualmining.com - Custom performance dashboards. Download NetCharts today.

A DealerDashboard.com - Dealer Dashboard HotSpot with New Cars, Used ...

Page 2 of 3

Features a Dealer 2 Dealer Auction and Consumer Auto Mall for New and Used Cars. ... Search
WebDealer Dashboard. Nationwide Directory Assistance ...
www.dealerdashboard.com - Cached

Denon USA | Deaier Dashboard

The Dealer Dashboard is the easiest way for Denon dealers 10 ... As a Denon dealer, the
Dashboard provides you with ali kinds of ... DEALER DASHBOARD LOG ...
www.usa.denon.com/DealerDashboard.asp - Cached

Mcintosh | Dealer Dashboard

Home / Dealer Dashboard. Welcome to the Mcintosh Dealer Dashboard. Under ... Dealer
Dashboard © Copyright 2008 Mclntosh Laboratory, Inc. All Rights Reserved. ...
www.mcintoshtabs.com/Dashboard.asp - Cached

A DealerDashboard.com - Dealer Dashboard Log In

Dealer Dashboard Login for Automotive Dealer Centers to manage their online marketing ...
Trademarks: "DealerDashboard” "E-motive News" ... all rights reserved ...
www.dealerdashboard.com/passwd.htm - Cached

Dashboard Online
Many of the nation’s most profitable Dealer Groups are our clients. ... Dashboard is the market

leader in Web management solutions for auto dealers. ...
www.dashboardonline.com - Cached

Marantz America

The Dealer Dashboard is the easiest way for Marantz dealers to get the latest ... As a Marantz
dealer, the Dashboard provides you with all kinds of product ...
us.marantz.com/Dealers/721.asp - Cached

DealerSocket® Dashboard

With DealerSocket, you now have a simple-to-use tool that allows you to quickly and efficiently
communicate with ... Dealer Login. home products sell dashboard ...
www.dealersocket.com/products/dashboard.htmi - Cached

Panama City Suzuki Dealer

Get behind the wheel of a new auto from Bay Suzuki. We proudly offer America's top warranty on
our full line of new cars. Drop by the dealership today for a test drive.
baysuzuki.com/dashboard/displayGeneralDealerinfo.page?language=en&...

Dashboard Mobile Financial(TM) Offers the Financial industry the FIRST ...
Dashboard Communication is pleased to announce the release of Dashboard Mobile Financial,
the first business news reader and investment dealer research portat on the ...
www.msnbc.msn.com/id/23995637 - Cached

http://search.yahoo.com/search?p=dealer+dashboard& fr=yfp-t-368&toggle=1&cop=mss&ei...
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- . . . | SPONSOR RESULTS
"Direct Connect."” University Business !

i
11/2005 - Directory - Credit Card required for Free Trial. Get articles froj ; % Part
magazines and journals at HighBeam.com. Consuiltants, Dealers, Servi Op for Automotive Farts.

www.highbeam.com/doc/1G1-138654903.html - gompare & Buy from 1000's of
SPONSOR RESULTS e
T . X /
Dashboard Part ! www.Dealtime.com/carparts
www.Dealtime.com/carparts - Shop for Automotive Parts. Compare & Buy from 1000's of
Stores. See your message here...
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Get the power of Search Assist in your browser. Download Yahoo! Toolbar.
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2008 Top 100 Leadership Alliance Member ADP Lightspeed Page 1 of 3

A small price to pay to be a BIG fish
Join the MRAA today!

Home | Register | Subscribe | A
2008 Top 100 Leadership Alliance Member Site

» Articie Archive

» Reports & Analysis @
» Learning Center ]

L D

» Subscribe to Encws

» Company Close Ups

| Lightspeed.

» Calendar of Events

) Classified Ads ADP LIGHTSPEED: The Leader Across ll
» Job/Resume Board A" Ma rkets

» Bulletin Board -

» Tow Rating Guide ADP Lightspeed is no stranger to the automotive, heavy truck and powersports s At
markets, where its software programs rank No. 1 in all three industries andhave ©* AF

LS RGLEE  reigned there for years. ® ﬁg
[ C

» Customer Service e Be

Now, backed by the powerful Automatic Data Processing Company, the
LightspeedMarine dealer management system is quickly growing toward
becoming the No. 1 provider in the marine industry, as well.

v
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<
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=
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[

—
ny

o LightspeedMarine features five integrated modules to help you manage every
AL = Gt element of your dealership more effectively and profitably.

With LightspeedMarine on deck, you'll be able to steer your business with more
precision than ever before. The integrated modules inciude Comprehensive
5 Sales and F&I Tools, Real-Time Accounting Functions, Complete Service Cycle
21 173 Tracking, Automated Parts and Inventory Management and Unit Rental
Management.

The Sales and F&! module enables dealers to track the entire process, without
the hassle of manually calculating rates, terms and percentages. it will track the
true cost of each item, including unit setup and installed options, protect sales
margins and instantly calculate deal profitability.

In addition ADP Lightspeed provides a New Dealer Dashboard that will allow a
user to customize their view of performance factors and track what is important
to them and their department. For instance sales managers can pick out the
specific performance indicators viewed as critical in managing their people and
departments and easily view them at any time. The charts and graphs are real
time and reflect actual transactions as they happen. The Dashboard makes it
easy to know what is happening in the dealership right now, when it's most
important.

Additionally, a full-functioning F&! module gives the dealership the ability to
create graphically enhanced financing packages that are very customizable and
can accommodate four different F&I packages which can be edited to the
customer’s needs with a simple drag and drop capability. ADP also offers menu
selling, which is a great tool for showing customers their finance options in a

http://www.boating-industry.com/output.cfm?id=1227439 5/3/2008
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Forward Thinking '
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clear and easy to understand view, saving time and getting on with the closing.
ADP's F&I module is the easiest tool to get prospects from kicking tires to
desking a deal and out the door. The F&I module will clearly show customers the
value of a prepaid maintenance program, instantly calculate payments,
predetermined by finance and insurance vendors, and print customized sales
contracts instantly.

The Real-Time Accounting Functions module makes it a breeze to instantly flow
daily transactions into the general accounting ledger, eliminating the time-
consuming end-of-the-day journal postings. Since parent company ADP is the
largest payroll provider in the world, LightspeedMarine also can offer a very

- adaptable solution for any payroll and human resource needs a dealership might

have.

With these capabilities, a dealer can manage transaction data on sales, parts
and service departments, organize each department as its own profit center,
automatically track assets and liabilities, analyze departmental and overall
dealership performance and track accounts payables and receivables as well as
handle payroll.

For instance, take Scott Bailey, the controller of Taylor’s Boats in Draper, Utah, a
Boating Industry Top 100 Dealer, who will readily discuss his two years of
experience with the LightspeedMarine program.

“It'll be two years next month (May),” explained Bailey. “It is the most user-
friendly system I've ever worked with and it tracks everything. It's just
phenomenal. We were part of LightspeedMarine’s Beta test program with the
software and we've seldom had a problem with it. And if we do, (ADP)
Lightspeed can solve it either with one phone call or dial directly into our system
and fix any problem or hitch immediately. Not only that, but (ADP) Lightspeed is
continually seeking our suggestions, comments or how we think the program
could become more beneficial to us. But, basically, we have everything we need
and if there are any updates to it, they do it immediately.

"As the controller here at Taylor's Boats, | spend virtually all day on the system
and after being on it for a couple of years now, in my opinion, it’s a flat-out 10 on
a scale of 1 to 10. Not only that, but it's also about 30-percent cheaper than other
programs that are available out there. But LightspeedMarine’s just a better
program than you'll find anywhere in our business.”

Additionally, LightspeedMarine offers the Complete Service Cycle Tracking
module, which creates accurate repair orders, service history on any unit and
also tracks technician efficiency on every job. Service jobs and appointments can
now be easily tracked with our New Service Scheduling application. With its
completely automated service department, a dealer can measure productivity,
create accurate repair orders, track warranty claims and, most important,
enhance customer service.

The Automated Parts and Inventory Management module can manage every
point-of-sale transaction while continually tracking all parts and customer
purchases. With an automated parts department, a dealer can more easily boost
inventory profits, expedite service and track customer and unit data on an on-
going basis.

LightspeedMarine's Unit Rental Management system allows a dealer to quickly
view availability of rental units such as boats, personal watercraft and trailers;
manage reservations and occupancy; use a graphical view of one’s slips and/or
storage areas to manage space rentals; track customer and unit information;
customize and print contracts and choose from a wide variety of standard and
custom reports to track waiting lists, customer deposits, billings, finance charges

Page 2 of 3
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and more.
ADP Lightspeed, perhaps because it listens to its client dealers on a regular
basis and is aggressively geared toward growth of its marketshare, updates its

systems three or four times per year to better accommodate the dealers’
changing needs.

For more information about ADP Lightspeed and its offerings, call 800/521-0309
(toll free) or 801/521-0300. Additional information is also available on the Web at
www.adplightspeed.com.

HONDA.
mMARINE i
PROVEN

Copyright © 2008 Ehlert Publishing Group, Inc. All rights reserved. Contact Us | About Us | Site Map | Terms & Cond
POLICY | YOUR PRIVACY RIGHTS
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Affidavit of Michael Dalton
In Response
To -
Opposer’s First Set of Interrogatories

1, Michael Dalton, being duly swomn and cautioned state as follows:
Astor
1.) Applicant is involved in consulting, sales, services, training, financing,
merchandising and VAR for various firms in the retail, wholesale, sector and
owns and operates a website DealerDashboard.com aimed toward the automotive
consumer, automotive trade industry, independent dealer and manufacture
franchise dealer.

2.) Michael Dalton, beginning unknown to current.

Thomas-Michael Agency aprox; 1/90 to current.
DealerDashboard.com aprox; 10/99 to current.
PO Box 18137, Cincinnati, Ohio 45218-0137

3.) Applicant has no ;mployces.

4.) Advisory, Consulting, training, website services which are tailored to each
specific customer. A DealerDashboard Dealer to Dealer (D2D) online auction
which includes services for dealers to monitor the return on investment (ROD),
cost of goods sold concerning their sales, service and parts department investment

in per. unit vehicle sold or inventoried

(http://dealerdashboard.com/auctioninfo.html). Floor plan, retail, wholesale,
financing and services for automotive dealers to identify their inventory financed

and the cost of goods financed via. individualized web enabled tracking system

H-001392
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acting as agent for lenders (currently (DSC) Dealer Services Corp).

(hitp://dealerdashboard.com/dsc.html). Applicant provides a web site

(http://DealerDashboard.com) for consumers and trade to shop for all things

automotive via. reciprocal links, affiliate links, and URL opt-in posting.
Additionally, applicant provides co-branded email services

(http://dea|erdashboard.mail.evervone.net/email/scribls/ loginuser.pl), co-branded

auto shopping (http:/www.autoworld.com/partner.asp?p=dealerdashboard) and

co-branded target marketing services

(htip://tindmorebuyers.com/page.cfim/374187) as agent or affiliate marketer.

5.) 10/05/1999

6.) Domain name, web site portal, dealer services and financing, consulting, training,
Dealer to Dealer online auction, management services and providing automotive
dealerships managerial information concerning their sales, service, and parts
department key financial indicators of how their dealership is performing and
providing a web site featuring information about automotiver dealerships,
automobiles, automotive parts and accessories, at Qﬁch users can link to the retail
or wholesale sites of others.

7.) Michael Datton

8.) The Internet was in its infancy. The applicant was involved in ground floor
automotive Internet development. The applicant wanted to provide a one-stop
shop for dealers and consumers to engage and become the top of mind point for
dealers to gain the knowledge and tools to manage their dealerships profitably.

The applicant conceptualized an automotive dashboard with the gages and tools to

‘ H-001393




“make informed decisions. The applicant also conceptualized that the target
customer was the automotive dealer and the cor.lsumer factor was additional
revenue potential as consumers could go to the same site and get access to
participating dealers. Thus, the name DealerDashboard. The applicant wishes to
note that opposers claim that dashboard is generic in nature; Was not the case
when applicant selected the term DealerDashboard and further states that
DealerDashboard may have been a contributing factor for, not as a result of, any

* alleged evolution in the term dashboard.

9.) Through web search, AOL, yahoo, info seek, etc. and applicant doesn’t recall that
goggle was born, as yet. Applicant searched the US Federal trademark site, and
State of Ohio attorney generals site. Applicant also searched the international
domain register and purchased every top-level domain, at that time, of the brand
DealerDashboard.

10.) None, but reserves the right to amend as necessary through the course of
discovery.

11) Top-of mind, one stop shop location for the tools and gauges to efﬁently
conduct the profitable relationship between dealers, their operations and their .

communication with the consumer.

12) Worldwide, but, mostly USA via. Website content, personal visits, direct

mail and telemarketing.

13) All automotive independent and manufacture licensed automotive dealers

and the retail consumers.
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14.) DealerDashboard.com, net, info, biz, .uk, org, all available search engines,
- AOL, yahoo, goggle, msn, Lycos direct mailers, personal logo branded apparel,

business cards.

15.) All major search engines goggle, AOL, yahoo, msn, Lycos.
16.) (a) htip://DealerDashboard.com

(b)http://search.aol _com/aol/search?invocationType=comsearch30&query

=DealerDashboard&do=Search

(c)http://search.aol.com/aol/search?query=Deal er+Dashboard&invocation

Type=spelling

(d)http://www. soogle com/search?q=dealerdashboard&rls=com.microsoft:

en-us:IE-SearchBox&ie=UTF-8&o0e=UTF-8&sourceid=ie7

(e)http://www.google.com/search?hl=en&ris=com .microsoft:en-us:{E-

SearchBox&sa=X&oi=spell&resnum=0&ct=result&cd=1 &q=dealer+dashboard&

speli=1}

(hhup://search.msn.com/results.aspx?q-*—dealerdashboard&src=lE-

SearchBox

(g)http:// search.msn.com/results.aspx?q=dealer+dashboard& po=&form=Q

o]
=
rri

:

(h)hnp://search.l\'cos.com/indexAnhp‘?src=ie&quer\'=dealerdashboard

(i)hltp://search.Ivcos.com/?src?ie&querv=dealer+dashb0ard&x=59&y=1 2

(j)hnp://search.yahoo.com/search?n=dealerdashboard&ei=ulf-8&1‘r=h2ie7

(k)http://search.yahoo.com/search:_ vit=A0peu97E6.tHChEAWXZXINYOA

2p=dealer+dashboard&y=Search&fr=b2ie7&ei=UTF-8
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(DEmbroidered logo branded apparel
(m)Direct mail pieces.

(n)Business Cards

(o)Applications for floorplan finance.

http://dealerdashboard.com/DSCappliéati onpluslnstruc.pdf

(p)Wayback archive portal

http://web.archive.or;z/web/*/hnp://deaierdashboard.com

(17.) Spent approximately $500.00 in prize giveaways labeled DealerDashboard.com to a
Corvette club in Michigan early in 1999 or 2000 for their annual car show. Records were
disposed of, but will subl_nit should they become available.

(18.) DealerDashboard has no direct customers but currently serves approximately 5
dealers, which were sold under the dealerdashboard brand as agent for Dealer Services
Corporation. Applicant has no estimate of future customer potential or gross revenue
esﬁrﬁates; Applicant states that the dealerdashboard brand is prometed 24 hrs. per day
365 days per year via. the website DealerDashboard.com and receives weekly inquiries
regarding services offered which may or may not lead to a continuing customer. Many
customers are rejected due to credit difficulties.

(19.) $200.00 estimate.

(20.) None, but reserves the right to amend as necessary through the course of discovery.
(21.) Michael Dalton

(22.) Web search, by applicant, in May 2006 revealed a non-secure site listing in search
engines under the term dealerdashboard during normal business involving periodic

defense of trademark brand operated by opposer.
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(http://www.in.honda.com/RRAADCTM/C omem/AAD/ADS5/DashboardiNadmin.h_tr_n_).

The opposer was marketing a product utilizing the term dealer dashboard, which created
initial interest confusion. The opposer was marketing a product titled dealer dashboard in
a manner that Honda dealers. would associate the brand dealer dashboard with Honda the
manufacture and not the founder and applicant; thus, resulting in delusion of the
applicants brand. Upon applicants.cease and desist demand the opposer ceased using
dealer dashboard and instead used the term Dealer Principal and GM - Dashboard
Application. This conversion resulted in the continuation of initial interest confusion as
Meta spiders continued to list opposers site within the top ten search listings, on the
search term dealerdashboard, due to the Meta spider craw of Dealer and Dashboard.
Applicant, Michael Dalton, then advised Honda to cease and desist the continued initial
interest confusion. Honda currently does not appear in search engines under the term
dealerdashboard or dealer dashboard. Applicant is currently unaware if Honda is
currently promoting the brand dealerdashboard or dealer dashboard internally through
secure methods to _circumvent applicants brand.

(23.) A Web search, by applicant, in May 2006 revealed a non-secure site listing in
search engines under the term dealerdashboard during normal business involving periodic
defense of trademark and brand. The opposer was marketing a product utilizing the term
dealer dashboard, which created initial interest confusion. The opposer was marketing a
product titled dealer dashboard in a manner that Honda dealers would associate the brand
dealer dashboard with Honda the manufacture and not the founder and applicant thus
resulting in delusion of the applicants brand. Upon applicants cease and desist demand

the opposer ceased using dealer dashboard and instead used the term Dealer Principal and
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GM - Dashboard Application. This conversion resulted inthe cqntinuation of initial
interest confusion as Meta spiders continued to list the site within the top ten search
listings due to the Meta spider craw of Dealer and Dashboard. Applicant then advised
Honda to cease and desist the continued initial interest confusion. Hpnda currently does
not appear in search engines under the term dealerdashboard or dealer dashboard.
Applicant is currently unaware if Honda is currently promoting the brand
dealerdashboard or dealer dashboard internally through secure methods to circumvent
applicants brand.

(24.) Yes, applicant considered the issue of initial interest confusion and made a cease
and desist demand on opposer. A Web search, by applicant, in May 2006 revealéd anon-
secure site listing in search engines under the term dealerdashboard during normal
business involving periodic defense of trademark and brand
(http://www.in.honda.com'/RRAADCTM/Conten!/AA D/AD85/DashboardiNadmin htmht
tp://trade) operated by opposer.

The opposer was marketing a product ﬁﬁ]izing the term dealer dashboard, which created

imitial interest confusion. The Opposer was marketing a product titled.dealer dashbqard in
a manner that Honda dealers would associate the brand dealer dashboard with Honda the
manufacture and not the founder and applicant; thus, resulting in delusion of the
applicants brand. Upon applicants cease and desist demand the opposer ceased using
dealer dashboard and instead used the term Dealer Principal and GM - Dashboard
Application. This conversion resulted in the continuation of initial interest confusion as
Meta spiders continued to list opposers site within the top ten search listings due to the

Meta spider craw of Dealer and Dashboard. Applicant then advised Honda to cease and
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confosion. Hondact

i o o i s iy does noh appeas i search
engifies uridér thie teih dgalertlashboard or dealer dashboard. Applicantis currently
wnaware:if Honia is ctiméiily promotig the brand dedlerdashboard of dealer dashboard
Saternally throvghsecute methods to-circuivit applicants brasid.

(23)Michag] Palton

(26) Michael Dalton

(27) None;, butreserves thi right to amend asmecessary. through:the course of discovery.

Swombetorsmottis 237 dayof March; 2008

Before

Notary Public

H-001399 ;
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| I, Michag] Da]ton cettify-that 1 hive submitted his response to oppaser’s First Set of

Interrogatories via. electrohic email upon attomeys for.opposer, Mark Matuschsk at

marksmatuschak@wilmerhale. corn

this 28" day.of March 2008,

H-001400




Applicants Response
To
Opposer’s First Set of Requests for Documents and Things
As to:
I.) All documents as presented with this document and additional documents

available at:

http://ttabvue.uspto.gov/ttabvue/tiabvue-91 | 73105-OPP-9.pdf

http://ttabvue.uspto.gov/ttabvue/v?2pno=91173105

Mp://tarr.usptb. gov/servlet/tarr?regser=serial&entry=76530706

2.) All documents presented and those available electronically at:
http://DealerDashboard.com
3.) All documents presented of record and additionally available at:

http://DealerDashboard.com

4.) All documents presented and considered duplication.
5.) Investigation was a mental and physical process involving research and no
documents where discovered that would indicate that the Applicant’s mark was

not an original creation.

6.) All documents presented and considered duplication.
7.) All documents presented.

8.) Al documents presented.

9.) Exhibit (A)(1) of record and available at:

http://ttabvue.uspto.gov/ttabvue/ttabvue-91173 105-OPP-9.pdf

{(10.) All documents as presented.

* (11.) Al documents as presented and additionally available at:

DEPOSITION

W s s-O%
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http://DealerDashboard.com

(12.) All sales and services are available worldwide and available at:

htip://DealerDashboard.com

13.) Applicant does not have in their possession any documents regarding first sale,
but, most recent sale is presented as Exhibit (J).

14.) Applicants documents for past, present and future marketing plans are available
by conducting web site search via. currently available search engines with the goal of
-maintaining the number one spot on search terms dealerdashboard and dealer
dashboard. Additionally, direct mail, business card as presented with this document

and maintain the wed site http:/DealerDashboard.com.

15.) http://DealerDashboard.com, and the duplication of previous documents

identified in (14).

16.) As separate attachfnent exhibit (K ),(L),(M).

17.) Applicants past, current and potential customers would be all independent and
manufacture licensed automotive dealers and consumers who have opted to visit the

web site: http://DealerDashboard.com

1:;.') No documents to date.

19.) Applicant has participated in only one auto show as previously identified and
does not currently have any documents regarding that event.

20.) None

21.) Affiliate agreements which are adhesive in nature and available to the public for
which applicant does not maintain a copy, but available at:

http:/Alinkshare.com
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http://www.cj.com/

bttp://www.performics.com/

22.) Exhibit (N), (0)

23.) Exhibit (P)

24.) Exhibit (P)

25.) Exhibit (P )

26.) All documents available and stored at:

http://tess2.uspto.gov/! bin/shiowfield?f=doc&state=as!tec.5.3

http://tess2 uspto.gov/] bin/showﬁeid?f=doc&state=as1tec.5 2

http://ttabvue.uspto. gov/ttabvue/v2?pno=91173 105&pty=0PP

27.) All documents currently identified as Exhibits (A)—(T) and at

http://DealerDashboard.com

(28.) Exhibits (A) - (T) and at http://DealerDashboard.com

(29.) Applicant does not currently have any expert witness, but reserves the right to

amend through the course.of discovery.

Certificate of Service

I, Michael Dalton certify that I have submitted his response to opposer’s First Set of

Requests for Documents and Things via. electronic email upon attorneys for opposer,

Mark Matuschak at mark.matuschak@wilmerhale.com, and Cora Han at

cora.han@wilmerhale.com this 28" day of March 2008.

/ Michael Dalton /

Electronically Signed
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Trademark Trial and Appeal Board Electronic Filing System. hitp:ffestta.uspto qov
ESTTA Tracking number: ESTTA118307
Filing date: 01/07/2007
IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD
Proceeding 91173105
Party Defendant
Dalton, Michael
Dalton, Michael

Box 18137 670 Northland Bivd
Cincinnati, OH 452180137

Correspondence | Michael Dalton

Address Box 18137

670 Northland Bivd Box 18137
Cincinnati, Oi1 45218-0137

Submission Other Motions/Papers

Filers Name Michael Dalton

Filer's e-mail DALTONME@hotmait.com, DealerDashboard@hotmail.com
Signature / Michae] Daiton /

Date 01/07/2007

Attachments AnswerExhibits002.pdf ( 25 pages )(2262443 bytes )
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United Staies Patent & Trademark Office Pige 1 of2

N United States Patent and Yradenssrk Office
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PoratMaine | Patonts ] Trademiss | Otnor

Tragemsark eBunineas. o R Trasemark Sonumpas Sotriovaf -3

U8 Sevial No:_ 78339671

Goiptic 7?3'6 dx‘:cameh( i pen ina New wmdow To dqwafoad aad pﬂnt thet
compiste dacument, check the boxes ‘next to-the- desired documents, and -:Iir:k the Start.
Dewniaad ‘Button. -
e note that I»taxVCreate Pite below is the date the documen. was foaded #ito the
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United States Patent & Trademark Office Page 2 of 2

If you need help:

® Call the Trademark Assistance Center at 571,272.9250 for help on trademark
matters.

* Send questions about USPTO programs to the USPTQ Contact Center (UCC).

o If you have technical difficulties or problems with this application, please e-mail
them to Electronic Business Support Electronic Applications or call 1 800-786-9199.

‘fou can suggest USPTO webpages or material you would like featured on this section by E-mail to the webmaster@uspto.gov. While we cannot
promise to ac al 1 your will be ¢ ed and may lead to other improvements on the website.

Home | Site Index | Search | eBusiness | Help | Privacy Policy

.

http://ponal.uspto.gov/extemal/portal/!ut/pl_s.?_O__A/?_O__l I1/.cmd/ad/.ar/sa.gov.uspto.tow.... 1/6/2007
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SERIAL NO: 78/339571

APRLICANT: Michaet Dalton

CORRESPONDENT ADDRESS:
Michas! Dshion
‘Box 18137
670 Notibland Blvd Box 18137
Cincinoati: OH-45218-0137

DEALERDASHBOARD

S REFERENCE/DOCKET NO: NiA

CORRESPONDENT EMAIL ADDRESS:
DALTONME@botmail:com

sl Number  78/339571

NOTICE OF SUSPENSION

cijon.on this application is suspended pending the disposition oft

- Application Serial No(s). 76530706

UNITED STATES PATENT AND TRADEMARK OFFICE

BETURN ADDRE

*78339571%*

xS .
Commissioney for Trademarks
P Box 145}

Alexawidng VA 22313-1451

s haahd isctuie e wends-

HREfinsare ¢

s Respoiis - N Fie.?

Plesye provide.fall oo fence:

1. Eiling duse; yerintabes, tuk xod ‘
‘applicant’s pue.
2. Datwof this Gt Actian.

2
3. R i oS e ved

Lavi Qifice nuteter. .
§. Vour tebeplone oumber and Sl adidress.
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nce applicant's effective filing date is subsequent to the effective filing date of the above-identified application(s), tl
tter, if and when it registers, may be cited against this application. See 37 C.F.R. §2.83. A copy of information releva

this pending application(s) was sent previously. The applicant may request that the application be removed fro
spension by presenting arguments related to the potential conflict between the relevant applications or other argumer
lated to the ground for suspension. The applicant's election to present or not to present arguments at this time will n
fect the applicant's right to present arguments later.

1e following requirements are CONTINUED:
Identification and Classification of Services

The proposed amendment to the identification of services reads as follows: providing online management tools a
information regarding automobiles for sale via the internet, parts and accessories; and dealerships in the field

automobiles. This wording is not acceptable because “providing online management tools” is too broad and must |
clarified to identify the common comunercial name of the services. The applicant may adopt the following wording

providing a web site featuring information about automobile dealerships, automobiles, automotive parts ai
accessories, at which users can link to the retail web sites of others.

2. Basis for Registration

In its response, the applicant refers to Section 1(a) as the basis, and includes specimens. However, the applicant do
not address the dual basis (intent-to-use) currently of record. Inasmuch as the applicant cannot proceed under bo
bases for the same services, the applicant must confirm that it intends to proceed under use only.

3. Specimen

The substitute specimens appear to be acceptable for Class 35. However, the applicant did not submit the requir
averment. Therefore, the applicant must verify with an affidavit or a declaration under 37 C.F.R. Section 2.20, that ¢ _
substitute Sppjfnen was in use in commerce at Jeast as early as the filing date of the application.

A sample declaration is set forth below for the applicant’s convenience.

he following is a properly worded declaration under 37 C.F.R. §2.20. At the ena of your response, please insert the
eclaration signed by someone authorized to sign under 37 C.FR. §2.33(a):

H-001411




he substitute specimen was in use in commerce at least as early as the ﬁling date of the application.

‘he undersigned, being hereby warned that willful false statements and the like so made are punishable by fine or _
nprisonment, or both, under 18 U.S.C. §1001, and that such willful false statements may jeopardize the validity of the
pplication or any resulting registration, declares that the facts set forth in this application are true; all statements made o1
is/her own knowledge are true; and all statements made on information and belief are believed to be true.

ignature
{ame and Position
Jate

IOTE: For the signature above, use the same format as the electronic signature on the original e-TEAS application, e.g.,
ohn doe/ or /jd/. 37 CFR §2.193(c)(1)(iii); TMEP §§304.08 and 804.05.

OTICE: FEE CHANGE

Yective January 31, 2005 and pursuant to the Consolidated Appropriations Act, 2005, Pub. L. 108-447, the following a
e fees that will be charged for filing a trademark application:

(1) $325 per international class if filed electronically using the Trademark Electronic Application System (TEAS
or

(2) $375 per international class if filed on paper

1ese fees will be charged not only when a new application is filed, but also when paymeﬁts are made to add classes to
isting application. If such payments are submitted with a TEAS response, the fee will be $325 per class, and if sw
ryments are made with a paper response, the fee will be $375 per class.

1e new fee requirements will apply to any fees filed on or after January 31, 2005.
OTICE: TRADEMARK OPERATION RELOCATION

1¢ Trademark Operation has relocated to Alexandnia, Virginia. Effective October 4, 2004, all Trademark-related paper
ail (except documents sent to the Assignment Services Division for recordation, certain documents filed under the Madr
'otocol, and requests for copies of trademark documents) must be sent to:

Commissioner for Trademafks
P.O. Box 1451
Alexandria, VA 22313-1451
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o

pplicz;ms, attofneys and other Trademark customers are strongly encouraged to correspond with the USPTO onhnc via )
ademark Electronic Application System (TEAS), at http://www.uspto.gov/teas/index. htm].

/Patty Evanko/

Trademark Attorney

Law Office 112

571-272-9404

patty.evanko@uspto.gov (questions only)
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Latest Status Info

‘Thank you for: yoor request, Here are the Iatest-results from the TARR web server;

This page was generated by the TARR systeém on 2007-01-06 21:53:13 ET

Standard Character claim: No

Carrent Status: Abandoned affer an inter partes decision by the Trademark Trinl and Appeal Board.
Date of Status: 2005-06-13
Filing Daté: 2003-07-10

“Transforuisd inte a Nationai Applcation: Ne

Registration Date: (DATE NOT AVAILABLE) o

Law Office Assigneds LAW OBFICE 114

i you sre the applicast or applicant's attormey and have questions sbout thisfile, please contact
thie Tradeniark Assistance Center at TradenmnrkAssistanceCenter@uspto.goy

‘Current Location: 657 -Pre-Publication Final Review

Daite To Location; 2004-08-06

i e T
T S .

LAST APPLICANT(S)/OWNER(S) OF RECORD

1. Nowcom Corporation

Address: :
Nowiéom Corpordtion g
7451 Wilshire Bled,, Suite 115 T
Los Aageles, CA 50010 y
United States -
‘Legal Entity ‘Type: Corporation _ -
Stste or Country of Intorporation: Catifomia
692-8933
el

Phoue Number: (3
Fax Numbur: (323)

GOODS AND/OR SERVICES

Register: Principal
|
|
i

hilp:/farruspio.goviservietian fregser=serial&entry=76530706. - 176£2007

IR T L A D
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Latest Status Info Page 2 of 2

Internationa) Class: 035

Class Status: Abandoned

Preparing business reports in a secure on-line environment to automobile dealerships
Basis: 1(a) '

First Use Date: 2003-01-01 )

First Use in Commerce Date: 2003-01-01

ADDITIONAL INFORMATION

Disclaimer: DEALER

MADRID PROTOCOL INFORMATION

(NOT AVAILABLE)

PROSECUTION HISTORY

2005-03-10 - Abandonment - After intéf partes decision (Tnitial exam)
2005-03-10 - Opposition sustained for Proceeding

2005-03-10 - Abandonment deleted by TTAB

2005-02-11 - TEAS Change Of Correspondence Received
2005-02-10 - Abandonment - After publication

2005-02-10 - TEAS Express Abandonment Received

2064-12-09 - Opposition instituted for Proceeding

2004-10-14 - PAPER RECEIVED

2004-07-14 - Extension Of Time To Oppose Received

2004-06-15 - Published for opposition

2004-05-26 - Notice of publication

2004-04-02 - Approved for Pub - Principal Register (Initjal exam)
2004-02-26 - Communication received from applicant

2004-02-26 - TEAS Response to Office Action Received

S R R SR ST PPttt AT

2004-01-26 - Non-final action mailed

2004-01-17 - Assigned To Examiner

http://tamuspto.gov/sefvlet/tan?regser=senial&entxy=76530706 _ 1/6/2007
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Latest Status Info Page 3 of 3

ATTORNEY/CORRESPONDENT INFORMATION

Attorney of Record
Matu J. Patel

Correspondent

MNATU J. PATEL

WANG HARTMANN & GIBBS PC
1301 DOVE STREET, SUITE 1050
NEWPORT BEACH, CA 92660
Phone Number: (949) 833-8483

Fax Number: (949) 833-2281

http:/ftarr.uspto.gov/serviet/tarrregser=serial&entry=76530706 1/6/2007
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Page 2 of %

‘There are two ways to improve your TrustGauge score:
e Make sure that you include and update all significant information about your website at
TrustGauge.com.

e Consider having your website and company validated by a third-party company like ValidatedSite.com.

How to Read the TrustGauge Report:

visit our help page.

TrustGauge Report Sponsors

WebsiteMagazine.com - Free Print Publication : Website Magazine
SpiderBait.com - Search Engine Optimization and Rankings
SearchlLeads.com - Appear at EVERY PPC Search Engine
InternetSupervision.com - Website Monitoring with Voice, SMS, an

E

1f you wish to unsubscribe from receiving TrustGauge reports for “dealerdashboard.com”.

|<x>ntact@DealerDashboard.oom IUnsubscribel

1/6/2007 :
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MR

Web fnages Viden News Maps moren

Web Resuilts' 1 - 10 of about 1,110-for DealerDashboard. (0,26 seconds)

Die you mean: Dealer Dashiboard
AllealerDashboard.com - Dealer Dashboard HotSpot with New Cars ..,
-All Things Autometiver Diretory with Daily updated Autb News, Hot Off the Wire. Features a
Deafer 2 Brater Auction and. Consumer Auto Mali for New and Used ...
wwy Setferdeshironrd Somd « 48K - Cached - Shadar peges

ey - 1IN - &

Automotive World ...

dealorDashboard.com - The Future View of the Autorriotive World - All Things Automotive:
Tactory. Online, Dealer.2 Desl 1, commission.free, wholesale apction ...

I widvalniDashiment.oren

'httjp‘af‘.'.‘?.\ww.gocpg}é:comlseamh?qh‘-ﬁéalé;g:ﬁ;is{ﬁboairq&ﬂs*:com;.microsoﬁ;s:hﬂ;s"&_;iigiz%UTF»'S&,_:,,- 17612007
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DealerDashboard - Google Search ’ Page 2 of 2

_The_Future_'\ﬁew_of_the_Automotive_World_L926/ - 31k - Supplemental Result -
Cached - Similar pages

DealerDashboard

Business profile DealerDashboard. ... Extended description: DealerDashboard is an
American firm engaged in export/import of quality automobiles, boats, ... .
search.sourcetool.com/db/Profiles_4/azEINCwxMDAWMzU2NZYx - 10k - Supplemental

Result - Cached - Similar pages

Did you mean to search for: Dealer Dashboard

ResultPage: 12345678810 Next

Get organized for the new year with Google Desktop.

DealerDashboard

Search within results | Language Tools | Search Tips | Dissatisfied? Help us improve

©2007 Google

hitp://www.google.com/search?q=DealerDashboard&rls=com .microsoft:en-us&ie=UTF-8&...

1/6/2007
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Dealer Dashboard - Google Search Page 1 of 2

Sign.in
Web Images Video News Maps more »

Google
=0001e Dealer Dashboard gg;z:::g;eam

Web Results 1 - 10 of about 1,140,000 for Dealer Dashboard. (0.12 seconds)

A,JI),e._alerDashboa.rc_i.,s:g.m..:..an!gz-9§.§ngarq,_HotSpot with New Cars ...
All Things Automotive Directory with Daily updated Auto News, Hot Off the Wire. Features a
Dealler 2 Dealer Auction and Consumer Auto Mall for New and Used ...

www.dealerdashboard.com/ - 45k - Cached - Simitar pages

A DealerDashboard.com - Dealer Dashboard LogIn

Dealer Dashboard Login for Automotive Dealer Centers to manage their online marketing.
www.dealerdashboard.com/passwdhtm - 6k - Cached - Similar pages

[ More results from www.dealerdashboard.com ]

Derion Canada | Dealer Dashboard
The Dealer Dashboard is the easiest way for Denon dealers to get the iatest ... As a
Denon dealer, the Dashboard provides you with all kinds of product ...

ca.denon.comlDealerDashboard.asp - 31k - Cached - Similar pages

wwyy.dealerdashboard.co.uk - redirection service provided by Easyspace
"DezlerDashboard” "Dealer Dashboard” "DealerHotSpot” "Dealer HotSpot” “E-motive
News" "Tools For Success” "Fast Tracker” "Leads2Sales” "Dealer to Dealer” ...
www.dealerdashboard.co.uk/ - 2k - Cached - Similar pages

Steve Kolb Web Design/Programming Examples

GUi designed for Dealer Dashboard Data Mart project. This is the full color, unoptimized
version. This GUI was rejected because the project executives ...
www.brokeboxAcom/steve_examples.html - 6k - Cached - Similar pages

.Eggip_rnent.DeaI.g_r_D.@merd_:.éﬂ_Enﬁgzp.rjge. Dashboard for ...
Dealership management dashboards is the topic of today’s post on The Dashboard Spy.
Here we have a screenshot of PFW Systems Corp’s intelliDealer Dashboard. ...
dash\boardspy.wordpress.com/.,./ - 23k - Cached - Simitar pages

ror) The Dashboard makes jt easy!

File Format: PDF/Adobe Acrobat - View as HTML

Autonate Professional’s outstanding new features. The Dealer Dashboard provides a real ,:
time spapshot of the. performance of your business by measuring: ... 5
www carsales.com.au/efacts/issue20/autogatepro.pdf - Similar pages

rrors PopShop Online V 2.0 Users Manual

File Format: PDF/Adobe Acrobat - View as HTML ’

in your Dealer Dashboard Help File list. ii. To edit or delete a Help File, simply find that file
on this list and click. the appropriate action. ...

www, popshoponline.com/POPSHOP%ZOOnline%ZOUsers%20Manual.pdf - Similar pages

tror} PopShop Online User's Manual Addendum

File Format: PDF/Adobe Acrobat - View as HTML

A new option menu appears on your dealer dashboard. o Manage items. Things to Note:
- ltems, and a new button, Manage Products on your Dealer Dashboard. ...
www.popshoponline.com/PopShop%ZOOnline%ZOCustom%ZOItems.pdf - Similar pages

Online Service offers complete car marketingsales solution ...
The Dealer Dashboard also connects dealers to a variety of online advertising options,

http://www.google.com/search?hl=én&rls=com.microsoﬂ:en-us&sa=X&oi=spe]]&resnum=... 1/6/2007
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Dealer Dashboard - Google Search

' including search engine ad placements, which help seduce advertising ...

news.thomasnet.comffullstory/489693/3485 - 65k - Jan 5, 2007 - Cached - Similar pages

ResultPage: 12345678910 Next

Get organized for the new year with Google Deskiop. -

Page 2 of 2

Dealer Dashboard

Search within fesults | Language Tools | Search Tips | Dissatisfied? Help us improve

Google Home - Advertising Programs - Business Solutions - About Google

©2007 Google

http://www.google.com/search?hl=en&rls=com.microsoft:en-us&sa=X&oi=spell&resnum=...

1/6/2007

H-001424




AOL Search results for "DealerDashboand”

A0UNe REl . ABE Joln'.'ab& $l'np;>mg ammoz 8 A0L-S AN Sign oy

W&‘b Imanes: | Video. Agitia Ne:ws Shephing Advanved Seard Setims . Ml
BeskerDashboard

54 youtivemy: Desfer Dashboard 2

FS éss’at bty

1 bia uls&Chansz (pw/emra
it the )nlemm uxsey

@ sales pracess | meastieement toatthat instifs discipline.... o DealerDashBoard, the moaitoring of the sahs

12348678069 New

This neww Vpision of AOL Search pow has featurss that will help you search less and
-Lliscovier more:

htt;p:i/é&atéh.:{ql-.cpm‘laql_i-'«omlfscaz_‘ch?qng;yr{[)ﬁalcha;shb{)afd&invmgiibn}fype?msie?ﬂ'iaz 6200

Page 1oft
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AOL Search results for "DealerDashboard” . Page 2 of 2

Aboul This Page

Web Images Video Audio News Shopping
DeazlerDashboard

More in AOL Search: Advanced Search | Blog | Hot Searches | AOL Search Help } Mobile Search | Web Directory
Download: Download AOL Toolbas | AOL Search Piugin for Firefox | AOL Deskiop Search

City Guide | MapQuest | Movies | White Pages | Yellow Pages | AOLAW Z
Download ACL | Help | Privacy Policy | Tenms of Use | Trademarks | AOL Accessbility Policy

© 2006 AOL, LLC. Al Rights Reserved.

T N S T

on S

http://search.aol.com/aolcom/search?query=DealerDashboard&invocationType=msie70a 1/6/2007 i_
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AOL Search results for "Dealer Dashboard"

AOLMain  Mail AIM  Join AOL Shopping AOL At Z

Web Images Video Audio News Shopping
Dealer Dashboard

Performance Dashboards
Celequest brings Bl to the M with Perfc e Dashboards.
www_celequest.com

Exec Dashboard Software
Create Dashboards in Minutes Portal, Charts, Reports - See Demo
www.marvelit.com

Performance Dashboards
Business activity monitoring (BAM). Real-time performance dashboards.
www.progress_com

See Sponsored Links For: Dealer Dashboard

A DealerDashboard.com - Dealer Dashboard HotSpot with New Cars ..

Page 1 of 2

O AOL & AIM Sign In

Advanced Search Settings Help

Sponsored Links

Learn More About Web Results

Al Things Automotive Directory with Daily updated Auto News, Hot Off the Wire. Features a Dealer 2 Dealer Auction and

Consumer Auto Mall for New and Used ...
www.dealerdashboard.com/

A DealerDashboard.com - Dealer Dashboard Log In

Dealer Dashboard Login for Automotive Dealer Centers to manage their online marketing.

www.dealerdashboard.com/passwd.htm

Denon Canada | Dealer Dashboard

The Dealer Dashboard is the easiest way for Denon dealers to get the latest ... As a Denon dealer, the Dashboard provides you

with all kinds of product ...
ca.denon.com/DealerDashboard.asp

Steve Kolb Web Design/Programming Examples

GU) designed for Dealer Dashboard Data Mart project. This is the full color, unoptimized version. This GUI was rejected because

the project executives ...
www.brokebox.com/steve_examples.himi

board - An Enterprise Daghboard for ..,

Equipment De
oo

ip manag dashboards is the topic of today’s post on The Dashboard Spy. Here we have a screenshot of PFW

Systems Corp’s IntelliDealer Dashboard. ...

dashboardspy.wordpresscom/2006/08/09/equipmenl-dealer—dashboard-an~en!erpr.4,

PopShop Onling V 2.0 Users Manual

in your Dealer Dashboard Help File list. ii. To edit or delete 2 Help File, simply find that file on this list and click. the appropriate

action. ...
www.popshoponline.com/POPSHOP%200nline%20Users%20Manual.pdf

PopShop Online User's Manual Addendum

A new option menu appears on your dealer dashboard. o Manage ltems. Things 1o Note: .

Products on your Dealer Dashboard. ...
www.popshopomine,comlPopShop%ZOOnline%20Custom%20items‘pdf

Online Service offers complete car marketingsales solution ...

.. tems, and a new button, Manage

The Dealer Dashboard also connects dealers to a variety of online advertising options, including search engine ad placements,

which help reduce advertising ...
news.thomasnel.comfullstory/499693/3485

The Cobalt Group - Press

Dealer Dashboard Consolidates important performance metrics from Cobatt websites including search and inventory trends, email

leads and Media Tracker ...
www. coba"gtoup.com/press/pr/press_re lease-051026.jsp

Check That '‘Dashboard’ Ward's Dealer Business - Find Ar....

Check That Dashboard from Wards Dealer Business in Automotive provided free by LookSmart Find Articles.

ﬁndanicles.com/p/anicles/mi__mOFJNﬁs_1 0_38/ai_n6228393

Dashboards
Find, compare & buy Compare & Buy from 1000's of Stores

Sponsored Links

hrtp://search.aol.com/aolc0m/search?quexy=Dealeri~Dashboard&invocationType=spelling&... 1/6/2007
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AOL Search results for "Dealer Dashboard™ Page 2 of 2 ' é

www.shopping.com

Excel Dashboards

Fill in the blanks templates create color scorecards & control charts
WWW.QImacros.com B

Dashboard Analysis Tools
Intuitive executive dashboard. Easy-to-use, drill-down analysis.
www.visualcalc.com

Buy Dash Kits
Choose from Husky and Cryslalux Free shipping on orders over $150
www autobarn.com

See Sponsored Links For. peater Dashboard .
1 2 3 4 5 6 7.8 9 10.. Next

This new version of AOL Search now has features that will help you search less and
discover more:

o Tellus whal you think

» Check oyt what's new on AQL Search A

kS . Sl _ Enjoy your favorites — [ ’ 4
jAOLE - -3 4+ sewov wherever youare on the web. : 3

About This Page

Web Images Video Audio News Shopping
Dealer Dashboard

More in AOL Search: Advanced Search | Blog | Hot Searches | AOL Search Help | Mobile Search | Web Directory :3?
Download: Download AOL Toobar | AOL Search Plugin for Firefox | AOL Desktop Seasch

City Guide | MapQuest | Movies | White Pages | Yellow Pages | AOLAleZ
Download AOL | Help | Privacy Policy | Terms of Use | Trademarks | AOL Accessibility Policy

© 2006 AOL, LLC. AN Rights Reserved.
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Dealer Dashboard - Yahoo! Search Results

Xota! eXstool Ml Wekoms, Guest Sk k)

Web kpages Video Local Shopping mo

TRHOO!, SEARCH paster pasnioars

Sedrch Results

Sales Dashboard, R
mommmm mmn@mwuwumom-m

Dashboard Pant
weww.ably.com - Find great vehicles and parts of every make and model - om 3posts cars 10
molortyties, new of used, s all on eBay.

. ADealkerDashboard.com - Qealer Dashhoard HotSpol with New Cars, Used

Cara, Trucks, SUV

Fasiures @ Dealer 2 Daater Auction ant Consumer Auto Mall for New ané Used Cars, ...
Search WebDealer Dashboard. Nationwide Direciory Assistance ...

. Sealerdas hboard.com - 45k - Cached - tore from His site

ADealerDaghboard.com - Dealer | thmrd Log In

Deaaler Dashdoard Login for Automobve Dealer Centers o mansge thewr onkine merketing ...
Frademarks: "DeslerDashboans” "E-motve News” . ol fights reserved .

vevw dealerdashboard.comipassivd him - Sk - Cached - Mote from {his site

QRMQM_@M&

easiest wey for Denon dealers io get ihe lelest _. As » Dencn
MMWMummdemm
rw. 43p - 13k - Cached - More from this sile

. De.llDﬂ CM? l 0%319! Dashboard

1he sasiest wey for Denon desiers (0 get te istest . As a Denon
mmnuwum-ywm-mdp’mr
ca.cenon. 30k - Cached - Momhvmlmut

. Subaru Aystiatia Drives Dealer Productivity Via Plumiree-Powereg Dashboard

Bugingss Wire - Find Arlicles

Subaiu Australle Drives Dealer Productivity Via Plumiree- Powered Dashboard from Business
Wirs in Business & Finance provided free by LookSmaert Fing Articles.

wow findancles.comvp/artcles/mi_mOEINAS_2004_Nov_30/ai_n7581008 - 32k - Cached -
Mofe from this ske

G \uclions. > M
_.mﬂ»nwubmmmomdwwmu Reglater now by
@ Dealer {POF) or le:

* "mdadawx m Cached - More trom

ww.
is sie.

globeandmail. com ; globeinvestor.co; m_.&_aru Austialia Drives Dealer
mm Vi Pumtree-Powered Dashboars
mhmmmmmumawmu . Desler Dashboard? ... siso
bocn 8epeind for 0g the dealer -

- 364 - Cached - More

from this nt

. Marpniz Amenca

The Osaler Dashbosrd is tha easiest way for Marantz deelers 10 g#l the ltest ... As 8 Miwantz
dealer, he Deshbomrd provides you with sk kinds of
US.MN WAL COMDelers686.83p - 17k - Cached - mummhmu

. Yarg's Dealer Business: Check That Dashboard’ LKEBDMed'a

Kupmdh mrmmnumn-nmmg. during tmes. inty is
. WY O v incustry, R skmost ..

wiw

More trom this site

. Adicle | Subsru Australia Drives Dealer Productivity Via Plumiree-Powesed

Pce: 34.95 | Excespt *SAN FRANCISCO — Plumtree Portal Helps Wordoad Menagement for
Ymhlwm
=~ Move from this site

ookt ecnext

wvew desime.com - Fiod Deats an dashboard part and othes Cars and Perts ol DealTime.

3&2@&3&&&9@#&
~ Find, Co'ra'eludﬂnybnhbmrd?m ‘Choose kom Thousands of
Ml

12345¢8

Desler Dashboard

Ea Yahoo! Answers: Search Questions.

Yahest ine. AR

Page 1 of 1

Answers  Search Sevicay | Advanced Search  Prefarences

1+ 10 of 3bowt 1.160.000 for Oxztes Dashbosrd - 8.13 sec. (mweet ¥ poge

SPONSOR RESULYS

SPONSOR RESULTS

* Tenms W Service - CAMDMINE Poscy - s Yo She

SPONSOR RESULTS

Dashboard Pant at
Shopping.com

Find, Compare and Buy
Dashboard Part. Choose from
Thousands of stores.

Wy shOpping.com

Real-Time interaclive
Dashboards for

EPM, Scorecards, BPM, Enterprise
8, C . Visually rich, ..
wwvws idashboaids.com

QEM Ecfiose Parts -20% Off
Dsater Prices

8000 Skus- Genuine Eclipss Parts,
Fult-ing Iventory. Accesaoey &...
wvAv.milsubishicempains.com

Corvelte Cars
Lookdng for » Corvette Desler?
Connect 1o @ Corvette Dealer

nfomadesimpie.com

Dashboard Part Prices

GPS navigaton systems 8
sonware. Dashboard part on sale.
Reviews,

WAYW.NExXIag.cOm

See your message here,.

http://search.yahoo.com/search?p=Dealer+Dashboard&sp=1&fi2=sp-top&ei=utf{-8& fi=b2ie... 1/6/2007
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DealerDashboard.com - Jobs available

LXA 4, ¢ (1) Fage L of 1

DealerDashboard.com - Jobs available

Last updated Febuary 2% 2004
TEE e RIS SR Y S U P

D your state or province!
Full or part-time

s ettt s

Our D2D™ Deéaler to Dealer Wholesale Auction Online
pays commision residuals (directly into your bank account!) every month!
Earn income every month from past sales!

Our Dealer Floor Plan and Retail Financing
pays commision residuals (directly into your bank account!) every month!
Earn income every month from Dealer Accounts!

Our Dealer Website Development
pays commision residuals (directly into your bank account!) every month!

Our Retail Automotive and Mororcycle Sales Training
pays commision on each session(directly into your bank account!) every month!

Our Wholesale Parts Marketing Training
pays commision on each session(directly into your bank account!) every month!

Our Data Mining and Target Marketing Programs
pays commision on each sale(directly into your bank account!) every month!

Y T

Our CRM Up's Management Programs
pays commision residuals(directly into your bank account!) every month!

T Y

Our Dealer Supplies
pays commision on each sale (directly into your bank account!) every month!

:

Auto dealership experience required (car sales or magangment).
Must be motivated, self-directed, and computer literate.

E-mail your resume to jgbs@Deal_g:xDashboa[d.QQm.

hland Blvd,, PO Box 1813 7, Cincinnati, Ohio 45218-0137
Jobs@DealerDashboard.com

DealerDash
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e FREE DealersAu!oMall oomNouqug_@g:sjug hemepage'
g Advertlse d::ecriy to yaur{arget market!

Your retail hstmgs on AmencanUsedCars com
All your. used ars on the et - all the time! ‘Sophisticated yat easy-to-

Do you want
to know fmore?

Do, you want
to know more?

Do-you wany |
‘toiNnow rwre’

Do you wont
3o Jimow more?:

De you want

Siwap information, sellor swap: |tems, postwammgs (meft,'fraud Blc.) ~atrueforum!.
— . , v ,_?o ima-u -movg%:_

re yet to comel

WVENTORY SE"RS DEALERS ‘
oo NDlonowse| [LINDIBROWE |

No sgftware dxsks, oV dewide access! _ , ] %
j e

© Copyright 1998-2003'by STM faternations! - DeplerDashhoard.com, USA axciusive agent siaf the

swatmwaster SK i
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P” Uplodd {640 pixels widaire — Browse...

" Private Data:

IZD veh:cle detall ferm  2 __:;‘
1992 Dodge |

VIN VIN inifo
Date in stock 1171412001 mm/dd/yy

[ maiadelstcl S LSNP SN .-

s ey

Maodel: Qar-avap Source: TradeIn

Detailing
Reconditioning

S'afe_ty Inspection

er Brakes, Pewer Steerlng, Rear Fuel

ogger, Stereo Cassett:e, Air
ning, Alrbag briver, FWD;
Wipexr

Répairs

ADD gptivh:

L cost:
800 1.

..;add cost

$750
$89.99

$ 1000.00
$45.00

$ 100.00
$300.00

$ .

]
$
]
$
$

$ 2284
L |

, h;cle NOW!

H-001434
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Browse...

' OHoOO1§§ Private Data:
DZI vehlcle detaa! f@rm 3? _ VIN VIN info

e Date in'stock 3/27/2008 mnvddlw
2007 Acura o et i < e S

A'M"de" ; :‘ . | Source:

| Automistic - 4-speed - “eylindars: §
_ Unleaded i Litres (1000ce's). 11

B BB A P W

Horpicka pycare fee

i | Whe Base-commission ...add.cost

¥ type Detailing '
TOTAL cost:

no tape.or r,emote: s . ‘GROSSprofitatd L

awbags  and-alioys

.ADD.option:

List: G@Pubnc? @@Dealers?

] Pubhc Retail sticker price $ Dmde?

_Dealers wholesaleprice$ e hi(_l_g_fz
~ ListTHIS vehide NOW! Oops!-

R A A T S e
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@:Gopyﬂﬁﬁt'»ﬁ}99$£99f;b9.;éﬁish‘aigl,{Mas_cn_ & Co. Lid and STHM Intemétiona) ' e-niait the Webmastar

|
|
\
\
|

SWESTeEEEEETT o
=

Used Inventory Management System!

Management System tracks your used vehicles-and lets other dealers search
Finvenitory toithe public.on CanadianUssdCars.com or
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tment Expense Breakdown

.Percent of Dept. Gross

Personnel

Salagies - Owipers 25%
Salaries - Supervision - 125%
Salaties - Clerical 35%
Other Salaties & Wages 145%
Absentee Compensation 3.0%
Taxes - Payroll 6.0%
Employee Benefits 3.0%

Semi-fixed

Fixed

Tnerest - Mongﬁges

Office Supplies and Expenses - 1.0%
Other Supplies. - 35%
Advertising 23%
Policy Work:-Parts & Service  2.0%

Outside Services-DP/Other
Telephone & Telegraph
Training

Othor Serni-fixed

Rent
Amoru muon Leaseholds

Heat, Light, Power & Water
Tnsurance - Othier

Tazes - Other
Equipment - Repairs
Equipment - Depreciation
Equipment - Rental

8.0%:

Aggrogate Cost to Sell
‘Operating Profit.

8.0%:

45%.

19%

16%

80%

20%

H-001438
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Service Mechanical Department

Time Distribution for the Month of 19
Sales Rate Hours
Customer $ +§ = %
Internal b O = %
Warranty $ +§ = %
Total 3 Total Hours 100%

All hours should be billed at the customer rate.

Note: Inasurvey of profitable service dealers, customer labor repair orders
averaged 2.2 hours sold per RO. Use the formulas below to determine

your hours per RO.

$ + = 3
Customer # of ROs Dollars/RO
Labor Sales

$ o $ =

Dollars/RO LaborRate - Hours/RO

H-001440
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PERFORMANCE LEVELS

Order efficiency
PAD (stock order)

TGT  (specially priced parts)

SSO (special onder)
CI10 (carimoperative)

vIpP (unitdown - critical)

Sock order allowance asa % of sales

Inventory tumover {tum)

hventory profile - sales movement range

0-3 months
4-6 months
7-12 months

Parts sales per pans employee

Parts gross per pars employse

Paxts-10-labor ratip
Pricing policy
Levelof s1vice (£l raw)

Parts gross profit percent sale s
(Without parts gross transfe )

Domestic:

Import;

Domestic:

Import.

Performance
Level Averages

80%
80%
15%
5%
5%

3548 tumsiyear
4% minimun

5-6 times/year

{2-2.5 months supply)

75% of invenwry
23% of inventory
2% of inve ntory

$25 POGImonth
$27 000Mmonth

$8 000! month
$9 pO0month

Matrix when possible
by parts numbers

829%-92%

38%

Cument
Level
—_—
—_———
—_—
—_—
——
—_———
—_—
—_—
_—
—_—
———
—_—
—_——
——
P,
—_—
S
—
—_—
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HANDLING COST

‘ ) BaxdBag Cost

Where is your parts departmentgensrating its profit picture? Youneed 10 know youx partsde partment’s
handling cost, in addition 10 actoal parts cost, to determine your mark-up in each category-retwil,
comnter, wholesale, internal shop and body shop. Refer v your financial staement © complete te

formula below.
TowlParts Sales  §
‘Totl Gyoss Profit $
less (-) sock onders S
1ess {-) wholesale inventry S
less (-) parts inventory adj. 3
less ()
Trus PartsGross $
Acteal Cost Paxts Sold $
L I + . H = %
Actual Cost Towl Dept. Expense* Handling Cost
Parts Sold (2595 or ke3s)

(* When referring to Ford and Chrysler financial statements, add 149 allocation of
dealership fixed expense and dealer salaxy to realize the actual department expense.)

RIS

H-001443




EXPENSES

S

H-001444




CASH PLANNDNG WORK SHEET FOR

La Manth ThisMonth | NexiMouth

| 1. Beginning Cash Balance
| Cash Recoipts

. Open-account Collections

3. Cash from New-truck Sles

4._Coshfrom Used-trock Soles

. Pars.and Sexvice Cash:Siles

7. IntersstReceived

. Finance: Restive Recepis:

3
4
s
6. Lease snd‘Rental Receipts
"
8
9

‘10. P& Comimissibis ReCENEd
-$1. Sales OFFixed Asspts

11.12. Bogrovings

14, Sala 61 Stodks

15, Qth5E
“16.0ther.
17. TOTALRECEIPTS(¥2 TO%16) |

Tus e [ NertMoeni

16.. Puré base of Ne-w Tracks Not
Floored

| 19, Ricios of tised Tricks Not
| Hgorsd

| 20. Payment.of Pars Swiérisus

21. Payment of Tralle Accomi

22. Interest-Paid - Floot Plan

| 23. Poyroll Inc Toding Bossés

| 24. Payroll Taxes Inclnding FICA
25: Fringe Benefits Paid

| 26, Texes - Salbs

22, Toxes - Other

28. Taxes - Fedemd hicome’
29. Taxes~ St Income
30. Payimens on Note

31, Pyment o Mortgages

H~-001445




| mhisriomta

'N_ext!ilmth

{1 18, ‘Prircase of New Trocks:Not
Tloored

19. Piiit:hass of Used Trocks Not
Floored.

28: Payient of Paits Statemeris

yient of Tiade Atcounts

22. Intere s Péid - Floor Blen

| :23. Payroll Insloding. Bonnses

24, Biyioll Taxes Including FICA

25, Pringe Bensfits Paid

OUTLAY IS TOR3y

2. ENDING BALANCE
Gy
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DealerDashboard.com
* PO Box 18137
670 Northland Bivd. 18137
Cincinnati, Ohio 45218
{513) 557-2901 Dealer Services Corporation
CONFIDENTIAL APPLICATION FOR FLOORPI.AN LINE OF CREDIT
bomm i
BUSINESS INFORMATION
Exacttegai Name: e o\ L o2 ool
OBAName: U "Pnlbha?, ety Scles
Regquested Floorpian amount ¢ [0();0'\’-»(} Business Type: [! Corporation [} Sole-Prop ?_*/Partnership i} uc
Have you appised with DS( bafore? (— ves Wi Ne if Yes, wren? What locatior
federa Tan i D G- 377890 3 Dedie leene s Wl GOO Bl - SquatonDare CF, 3| 0%
Stxte of Incarporabon or Resence. (M@ S, nsyt s, 15 ¢ State Tav 1D
Phone #: JYU Yipy - 13 Fav e DU KO - 24D T Busmess Emad Di- EATE htbmadl  Comn
Physical Address: I o pngulvenie, e S Malingaggiess  53G0 Ve lla Eore et Tor.
City, State, Zip, County: Luje Shan -\)?\\“\ i D JodC City, State, Zip. County. LW’( ~ erbu!?i', M3 Je71,
CEALERSHIP INFORIMATION
T3 Own or 5 Rent your Lot Oeaerstip does 1 Retarl o T whoiesale Onty Yeas Business Started. A ODW =« of Fmpoynes
Average & of Splesimth: Average Prcecunt 303 G0L 00 = of vehucies 108wk hold? Y5 aowmany ungs on ot s o T
Servwes vou offir {1 Mechanical T insurance M aranties - st HAmeLs: al Warranty (o
_ ] Corsignment Bedy Sheo [ BHPH - List Name(s; of Fnanee To
Whese are the inajorite of your uits abtanes [N Aucbon {7 Wholesalers [ Retaiers D1 3rade-tns [ Internet {3 Onhen Sxplaer
BANKING INFORMATION

Bank Mame. {¥Busness [} Personal sttt Fajle g n, VA Lortact Nae

Gaaios N
j GQ!Q.&&%

. anzZeeic Az
Crecing Account = (00 B SHE S EK ) Sank Rauting = Baenbnene 2 ] (33 - Q|- 50 57
FLOCRPUANNING INFORMATION
Floorlae Fnarce Company Hame: S| A s Start Credd tine S Batance §.
Foarptar Finarie Company Name ¥e Star Cregit tine & Baianrs 3
AFFILIATED AUCTICNS
Tide v ey R Regsteeed. 3 G 7] huchon Beess =7 (29
huaoahame Manne o ¥ Reastere ) (57 Auction Access = by ] 4
INSURANCE INFORMATION
{1 ¥ heve physical gamags nsurance {1 g0 not nave physa! damags msurance Amount of Insurance ¢

Auction Name

insurance Carms 4G i T (vt 1 pce. Phone = 200 - T - 33y Rerevai Date: | - - 0N
) SIGNOR 1 INFORMATION
Principi: Name: 1" ou})i Lo Le c\.p}-\__, i, Tl Goulner of ownerstig. GO Y
\ -

Home address, City, State, Zip: 23CC Vil forest D¢ Upoper Meclibae mT Jo192
4 O S Ren riome Phone TN - WY 5132 Ced Phone: SUG G - it O ss#: 51894611y
Drves Leense 2. L B3 15549 7G 97 Expraton Date 13 ¢ 5 ¢ () wE G B g
SIGNOR 3 INFORMATION

Principle Name: (A \ . Uoal e Chtler Coonll o “onf ownersrr (O

- : -, - Y S } PP .
mmym»rcss. City, State, Zip: q()‘\_(, %/-;( Naxa {.‘ (o, Qd . (_-_,‘ oA . Mo 20 ‘3(
W Owr 71 Rent Home: Prone. H} gL 27,30 Cetl Phone: ss2: 1% X 3
Dover et 5 Ly e O 5% %% Expraton Date: W0 53 (O% s N SN

AGREEMENT :

1 hotedy oty e mtoematon rontanad withn thes APPITIVON 300 TN Iy KLCMPAVYR) finantiad statemeats r true, comelte, ane xowate | authonoe
R0 sormalay from 2 00 buredu, MET 30y (NS0T BSIRULGN OF HACe reter ! § Rave: 2rovided as wal 35 3ny OthEr (rent Bvestigatin tnat D%
AB0N JOEMS NECessay. 1 ASe nahine DSL 10 contact any Ford paemses angd U BN niomation Adutng CIMation coriaeng « T ARDHS alicn :
PG T TGS, oblaveng infer 7€My agreements Jn dentectng DSL Sevunty mlerest, By submpson of M ADDITARGE  DNAOT Papeasar, SuTRDITES 300 3grnes
t crept & facuroie tansmisnions from OSC inzuang, B nos tmred tn XOURE RAEmaln T prnetneal materal

SIGNATURES

T . i s
Ry i - e - V- P E 3 ie
Signature: /’/,KZV/V/%@: oaw.«'/-#,‘z_/g,’(f? Signature: af Vidax f}’) “lbu}}:ﬁﬂ, Date: | 0’5«(;' 924
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Order Detail Foge Lof

NOA VistaPrint

Your Order.#; 6117384711-063 ShipTo: BT
DedlaiDastiboard Administiasion S 100

Ordor Dato:

\Mlms Melson

Ship Tim (ES0): 21:Days o Ig: i A .com DealetDashboald@hOﬂﬂaﬂ.com

My .
‘Products o Quantity Price  Subtotal
oeaverpashboxm.mm -250 $3.99 $3.99

250 $4.99 © o $4ied

Protesslivg. (Slow:

htp//ww.vistaprinteom/vplus/my: accountforderdetailiaspx?pii

=1&alt order id=611... 3/28/2008
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Page 1 of 2

NOW AVAILABLE =
Dasign & Copywriting Serylcus
Learn More

Home. | Specials | Selacta Country | EnEspaiol | Oider Status. | Hely LogOut | My Acoount  Cant¥&.

Protucts: Welcome back, DealerDashboard! NotDeateiDashboard? Click here.
- - Document Preview

‘Businiess Tdentity DoslerDishbosrdicom £t Retiim- Address Labels Rename.

Marketing Materials.

2002
cation ¥: 61188-84728-G78

o

|
|
|
|
|
85206889 &xnav=0rd:;. 3/28/2008
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Order Details

U)X ) . VistaPrint
\-> 5 pEST

Home | Specials | Selecta Country | En Espafol | Order Status | Help

Products

Free Products
Business Cards
Business ldentity
Marketing Materials
Promotional
Giveaways
Cards, Notes &
Stationery
Invitations &
Announcements
Rubber Stamps &
Labels .

Home & Family.

Product Accessories

Product Details

Services

Postcard Ma'r‘ke.;ing
Creative Services
Upload Your Own
Design

l;‘reo Loéo Design
Catalog Request
Customer Support
Request Sampies
c.'an'catu;u; Dosngn

Business Solutions

. Exclusive Offers
Become a VistaPrint Insider

" toreceive exclusive offers
and lips.

LEIT iR

Page 1 of 2

NOW AVAILABLE
Design & Copywrhing Services
Learn More

Cart §g

Log Out | My Account

Welcome back, DealerDashboard! not DealerDashboard? Click here.

My Account

My Portfolio

Access your saved templates and designs.
My Proofs

Access your documents’ proofs.

Account Update

Change or update your account information.
My Favorites

View designs you have saved as Favorites.

Order Details

Order History
Check order status and review previous orders.

My Images

Manage uploaded images, logos and pictwes.
My Electronic Business Cards

Access your Electronic Documents,

My Mailing Lists
Upload mailing tists and manage your mailings.

% Printer-Friendly Order Summary

Your Order #: 76121-51912-2vw9 Ship To: Bili To:
Order D.ate: 32312006 7:25 PM  DeslerDashboard Administration M:ma e E Datton
Order Status:  Shipped DealerDashboard com Pl angs Automotive
Payment Type: MasterCard 77 Junedate Drive go !?ox ;-8:)3}: 4521 8-0137
. Cincinnati, OH 45218 incinnati,
Ship Date: 4/12/2006 United St 'I of America United States of America
. Ship Time (Es1): 21 Days Phone: 5135572901 Phone: 5135672901

DealesDashboard@hotmail.com DederDashboard@hotmal.com

Reorder
My
Products Quantity Price Subtotal
- DealerDashboard.com 250 $4.99
Preview $4.99
Item Status: Shipped 4/12/2006
Carrier: DHL
Tracking #: 96020239486 .
Dealer Floor Plan Financing Retail Financing 100 $34.99
AloE
Preview
Black & White Back Side INCLUDED
Glossy Finish INCLUDED $34.99
Item Status: Shipped 4/12/2006
Carrier; DHL
Tracking #: 96020239486 S e,
Magnet:DealerDashboard.com 25 $12.99
Preview $12.99
Item Status: Shipped 4/12/2006
Carrier: DHL
Tracking_#:_?_G_()20239486
Product Total: $52.97
Shipping & Processing (Slow 21 Days): $7.25
Total: $28.72

http:/fwww. vistaprint.com/vp/ns/my_account/order__detail.aspx?alt_order_id=761 21-5191...

3/28/2008
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Document Preview Page 1 ot 2

SEST FRINTENG. BESY ORILE, Design.& Copywiiting Services
Loym Moss

Home | Spacials | Select s Country | En Espafiol | OrderStatus | Help  Log Out | MyAccount  Cant}

W) VistaPrint NOW AVAILABLE
~

" Products Welcome back, DealerDashboard! no Desterbashboard?. Shick bere.
“Free Prodocs Document Preview
BpslreseCands #_Naine _
Busingssiogntity Daaler Floor Plan Financing Retall Financing A
. j wE

Marketing Materials

Promotlonat
‘Giveaways

tnyitstions & .

Floor Plan Financing |
Financing Ato £

hittp://www:vistaprint.conalvpins/my_aceount/dos. view:aspx?doc_id=10091 5T6&xnav=... 3/28/2008
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Document Preview S Page 2 ot 2

DealerDashboard.com
{513) 557.2901

670 Northland Biva.
PO Box 18137
Cincinnat. Ohio 452180137

APPLICATION AVAILABLE ONLINE

g.Click here for Larger Pre
1]

VistaPrint is the easy design and print solution chosen by more than 12 million peopie
worldwide,

Uplead Your Lowest Price / Satisfaction
Own Design Guarantee Cuarantee
Learn More Learn More Leam More

If you have any questions click here

About Us Services Support Trust

Who We Are Creative Services Customer Suppon Privacy & Secunty

Careers Design Uploads Hetp Terms Of Use

News Partnership Opportunities Artwork Specifications Copyright Matters

Investor Relations Refer a Friend Product Pricing Free Offer Details

Patents & Trademarks Catalog Request Site Map Lowest Price Guarantee
- International Sites Request Samples Feedback Satisfaction Guarantee

o ss_:unn;rt

% Secured Payment:

=

© 2001-2008 VistaPrint. Al rights resarved.

http:/fwww. vistaprint,com/vp/ns/my_account/doc__view.aspx ?doc_id=100910516&xnav=... 3/2 8/2008
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Order Details : Page 1 ot 2

Ch T BETT IT Design & Copywriting Services
Learn More

X )’_,\J>V|staPn nt : NOW AVAILABLE

HomelSpecialsISdeaaCountrylEnEspaﬁollederSta!uslHelp Log Out | My Account Cart |

Products Welcome back, DealerDashboard! ot DealerDashboard? Click here.
Froe Products My Account
Buslness Cards My Portfolio Order History
T : Access your saved templates and designs. Check order status and review previous orders.
Business 1dentity
AR My Proofs My tmages
Marketing Materials Access your documents’ proofs. Manage uploaded images, logos and pictures.
om0 Account Update My Electronic Business Cards
Z'i:::::':?' Change or update your account information. Access your Efectronic Documents.
R y‘ . My Favorites My Mailing Lists
Cards, Notes & View designs you have saved as Favorites. Upload matling lists and manage your maxlmgs
Staﬁonety
i tnvitations & Order Details
‘ Announcemems
Rubber Stam & E3
Labels pe Printer-Friendly Order Summary

Home & Famnly

Your Order#:  80103-41159-4M8  ghip To:

” - T
Product gccessoﬂes ) Order Date: 6/712007 4:31 PM  DealerDashboard Administration a','c',,;,, £ Dakon ,
Product Details Order Status:  Shipped DeaterDashboard.com ggawlec 0312’;3‘;3"’ .com
s e . Payment Type: Visa 77 Junedale Drive i
Cincinnati, OH 45218 Cincinnati, OH 45218-0137
Ship Date: 67152007 . . A N United States of America
Servi Ship Time (Est): 21 Days Prooe. 3136672001 Phone: 5135572901
ervices - DealerDashboard@hotmail.com

p s hetime DealerDashboard@hotmail.com
Postwd Markellng

Creative Servnces

RSN e e Reorder
Upload Your Own
Dasign
Free Logo Design My
o ST Products Quantity Price Subtotal
Catalog Request
e e " Dealer Floor Plan Fh ing Retail Fi ing 100 $17.49
Cuslomer Support Ato E
Request Samples Preview
- ’ Black & White Back Side INCLUDED
Cancatuto Des:gn
Glossy Finish INCLUDED $17.49

Busmass Soluuons

Item Status: Shipped 6/15/2007
Carrier; USPS Priority Mail

- Exclusive Offers Tracking #: Not Available . .

. Become a VistaPrini insider DealerDashboard.com 1 FREE
" to receive exclusive offers Preview
angd tips.
m Smalt Housing - Black INCLUDED
B s Black Ink INQLUDED FREE

Item Status: Shipped 6/15/2007
Carrier: United States Posta! Service
Tracking #: Not Available
Free QuickBooks $2.12 $2.12

Item Status: Shipped 6/13/2007
Carrier: United States Postal Service
Tracking #: Not Available

Product Total: '$19.51

http://www.vistaprint.comlvp/ns/my_aocoum/order_detail.aspx?alt__order_id=801 03-4115... 3/28/2008
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Document Preview

ﬁ?)ﬁ%istapﬁm

Page 1 ot 2

’ NOW AVAILABLE ..
TEST PRIATING. SEST SRICT Design & Copyvaiting Services:
Laam More

Home | Specials | Selecta Counby | En Espafiol | Order Status { Help:

Prodiucts
Fres Products .

Maiketing Materiils
Promotionat
Gheaways

Cards, Notes &
Statisnery
“Invitatiorisa,
_Annountedients.

Log Out | My Account

Welcome back, DealerDashboard! not DealerDashboard? Click hers.
Doeument Preview

cart g

-mFﬁothnTFinahc;EWR'oﬁ'u Financing A ' P
to

LaalarDashboard.com

ewaspX2r=http%3A%2F%2Fwww%... 3/28/2008
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Document Preview , Page 2 of 2

DealerDashboard.com
(513) 55725014

670 Nosthiand Bivd,
PO Box 18137
Cincinnati, Ohio 45218-0137

APPLICATION AVAILABLE ONLINE

Q.
_Click here tor Larger Pre

o

VistaPrint is the easy design and print solution chosen by mose than 12 million people

worldwide. P

| Upload Your Lowest Price Satisfaction
. Own Design Guarantee Guarantee
Leam More Leam More Learn More

If you have any questions click here

About Us Services Suppont Trust

Who We Are Creative Services Customer Support Privacy & Security
Careers, Design Uploads Help Terms Of Use

News Parmership Opportunities Artwork Specifications Copyright Matiers
investor Relations Refer a Friend Product Pricing Frze Offer Delails
Patents & Trademarks Catalog Request Site Map Lowest Price Guarantee
internationat Sites Request Samples Feedback Satisfaction Guarantee

(0 P

% Secured Payment:

= B e e 5D

© 2001-2008 VistaPrint. All rights reserved.

http://vrww.vistapﬁnt.com/vp/ns/my__account/doc_view.aspx?r=http%3A%2F%2Fwww%... 3/28/2008
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WEN's Potos
T-Shars
Hats
Wifens Appbrtt
PremiimColection
Buepirticts & Swegter

- Weikwoor

nnkd A,

CurrénitiActive Oi

c'om Order to Cart

Shipped-or Inactive'Order List

339,60 Clons Ordor

-Clone rder

Shoro's Flrits |
"ccm’ﬁﬂ

it Cuittoimei Suvice Dapaitrveniat 118001 BATATE trory

Aot Uy | Shippipp s Relura Poley [Fess | ten
083 9108w r0)

Page 1011

H-001459



H-001460




H-001461




H-001462




Page 1 of 1

Nov. 30, 1999 - Michael Mason & Co. Ltd., a Canadian Car Dealer Supply and
Internet Company, and STM International, its training and Internet partner, both
headquartered in Victoria, British Columbia, announced today that they have
appointed DealerDashboard.com , of Cincinnati, OH, its sole US agent and
partner.

Michael Mason & Co. Ltd. and STM International operate 3 networks:

» SellMoreCars.com, which is a dealer-only wholesale network with discount-to-
dealer listings and an online dealer-to-dealer wholesale auction:
« CanadianUsedCars.com, a retail used car network; and the new
» AmericanUsedCars.com - providing US dealers with a similar retail network.
SellMoreCars.com is the fastest growing automotive network in western Canada,
and is the most sophisticated of its kind.

Michael Mason & Co. Ltd. is a manufacturer and distributor of a wide variety of
dealer supplies.

STM International manufactures and distributes a variety of comprehensive sales
and sales management manuals.

This news refease has not yet approved by all parties’
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DEALER SERVICES CORPORATION

DEALER SERVICES CORPORATION
AGFNT AGREEMENT

This Agent Agreement (“Agreement™) is made and effective this day of
.20 >

BETWEEN: Dealer Services Corporation (the "Company"), a corporation organized and existing
under the laws of Delaware, with its head office located at 11555 N. Meridian St., Suite 220, Carmel,
Indiana 46032;

AND: ("Agent"),

residing at:

DEFINITIONS:

Capitalized terms used herein shall have the respective meanings as sel forth as follows:
1. “Agreement” shall mean this Dealer Services Corporation Agent Agreement.

2. “Application” shall mean the completed Company dealer application form, a copy of the dealer’s
and all guarantors of the dealer’s driver’s license, a dealer voided check, a copy of dealer’s
certificate of insurance or an election by dealer on dealer’s ‘application form to enroll in
Company’s physical damage insurance program, a copy of the dealer’s license and Articles of
Incorporation if the dealer is incorporated or Articles of Organization if dealer is a limited liability
company.

3. “Base Commission” shall mean the one time payment due Agent from Company for the delivery
of an Application by Agent to Company.

4. “Contract Activation Date” shall mean the first date a specific dealer’s line of credit with the
Company may be used by dealer.

5. “Contracted Dealer” shall mean the specific dealer identified in the Application.

6. “Program” shall mean Company’s retail floorplan, wholesale floorplan, rent to own floorplan,
daily rental floorplan, salvage floorplan or power sports floorplan that is offered to dealers.

7. “Residual Commission” shall mean the payment due Agent from Company for incremental usage
by dealer
8. “Unit” shall mean any manufactured item, including vehicles for which a certificate of title or a MSO exists

which floor planned by a dealer.

AGENT OBLIGATIONS:

1. Use his best efforts to collect Applications for the Company in the geographic area known as

H-001465




2. Clearly identify himself as a duly authorized agent of the Company in the course of his efforts to
collect Applications on behalf of the Company.

3. Accurately represent and state Company Application requirements and Programs.
4. Promptly deliver all received Applications to the Company.
5. Inform the Company if the Agent is representing, or plans to represent any other company

engaging in inventory floor plan financing. In no event shall Agent represent a- competitive
inventory floorplan company or promote any other inventory floorplan finance product line
besides that of Company either within or outside the aforementioned geographic area.

6. Provide Company Fourteen (14) day’s notice should the Agent intend to terminate this
Agreement.
7. Return promptly all materials provided by the Company to the Agent, if either party terminates

this Agreement.

8. Abide by all Company policies as directed by Company.

COMPANY OBLIGATIONS:

i Pay Agent the following Program commissions as follows:
a. Base Commission

$75.00 for each unique Application resulting in at least one (1) floor planned Unit.
b. Residual Commission

$5.00 for each vehicle floor planned by Contracted Dealer within the initial 12 months of
the Contract Activation Date.

$2.00 for each vehicle floor pianned by Contracted Dealer after the initial 12 months and
before the initial 24 months of the Contract Activation Date.

$1.00 for each vehicle floored by Contracted Dealer after 24 months and before 60
months of the Contract Activation Date.

2. Except by special arrangement, the following shall not be commissioned:

a. Contracted Dealers acquired by Company which were not as a result of an Application
delivered to the Company by Agent

b. Any Unit floor planned by Contracted Dealer after the initial 60 months following
contracting date by Company.
c. Any other Contracted Dealer activity unless mutually agreed in writing between
Company and Agent.
3. Provide the Agent with reasonable quantities of brochures and any other materials required for

purposes of Agent’s duties under this Agreement.
4, Grant Agent thirty (30) day’s notice should the Company wish to terminate this Agreement.

However, Company may terminate the Agreement and immediately in the event Agent violates
Company policy.

H-001466




5. 'Pay Base and Residual Commissions due Agent by Company on the 15™ of the month following
the month earned. If the 15" of the month falis on a holiday or weekend, then commissions due
shall be paid to Agent on the next business day.

MISCELLANEOUS:

1. This Agreement represents the entire agreement of the parties relating to the subject matter hereof
and this Agreement may be modified only by a writing signed by both parties.

2. In this Agreement, the singular includes the plural and the masculine includes the feminine.

3. Agent authorizes Company to perform any background checks, including but not limited to credit
and criminal checks, on Agent as Company deems necessary.

4. Agent acknowledges and agrees that Agent is an independent contractor and is not an employee,
servant, partner, or joint venturer of the Company and that Company is not responsible for
withholding , and shall not withhold, FICA or taxes of any kind from any payments Company
owes Agent. Agent shall not be entitled to receive any benefits which employees of the Company
are entitled to receive and shall not be entitled to worker’s compensation, unemployment
compensation, medical insurance, dental insurance, life insurance, paid vacations, paid holidays,
401(k), pension, profit sharing, or Sociat Security on account of Agent’s work for the Company.

5. Agent acknowledges and agrees that Agent shall forfeit future all unpaid commissions in the event
Company determines Agent has violated Company policy.

6. Agent acknowledges and agrees (a) that all intellectual property and any other plans,
specifications, desigris and other documents and materials created pursuant to this Agreement or
related to the services to be provided hereunder and any information, work in progress, trade
secrets or other secret or confidential matter related to the business or projects of the Company
constitute confidential information (“Confidential Information”) and (b) that the Agent shall not
use, copy or disclose to any person, firm or corporation any such Confidential Information, unless
such use, copying or disclosure is necessary to accomplish the Agent’s duties hereunder.

7. Agent acknowledges and agrees that the terms of this Agreement are in addition to and do not
detract from the fiduciary duties imposed by law and owed by the Agent to the Company.

8. This Agreement binds the parties and their respective heirs, executors, administrators, personal
representatives, successors and assigns. :

9. Agent.shall not assign the benefit of this Agreement or subcontract his obligations under this
Agreement. The Company may assign any or al} of its rights and duties under this Agreement at
any time and without the consent of Agent.

10. The failure of either party to this Agreement to insist upon the performance of any of the terms
and conditions of this Agreement shall not be construed as waiving any such terms and conditions,
and they shall continue and remain in full force and effect as if no such forbearance or waiver
had occurred.

It The invalidity of any portion of this Agreement will not and shall not be deemed to affect the
validity of any other provision. In the event that any provision of this Agreement is held to be
invalid, the parties agree that the remaining provisions shall be deemed to be in full force and
effect.

12. The validity, enforceability and interpretation of this Agreement shail be governed by the laws of
the State of Indiana without regard to conflicts of laws provisions thereof. The state and federal
courts located in Indianapolis, Indiana shall have Jurisdiction to determine any claim or dispute
pertaining to this Agreement and said courts shali be the proper venue for any such claim or
dispute. Agent expressly consents to such Jurisdiction and venue and waives any claim of

inconvenient forum with respect to any action brought in such court.
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13. In the event that any action is filed in relation to this Agreement, the unsuccessful party in the
action shall pay to the successful party, in addition to all the sums that either party may be called
on to pay, a reasonable sum for the successful party’s attorney’s fees.

14. AGENT AND COMPANY, AFTER CONSULTING OR HAVING HAD THE OPPORTUNITY
TO CONSULT WITH COUNSEL, KNOWINGLY, VOLUNTARILY AND INTENTIONALLY
WAIVE ANY RIGHT IT MAY HAVE TO A TRIAL BY JURY IN ANY LITIGATION BASED
UPON OR ARISING OUT OF THIS AGREEMENT.

15. Company represents and warrants that Company is qualified to transact business in all States, that
the Company has full right, authority and power to enter into this Agreement and to perform its
obligations hereunder, that the person signing this Agreement on behalf of Company is authorized
to do so and that this Agreement is binding upon Company in accordance with its terms.

Signed this day of ,200_.

AGENT DEALER SERVICES CORPORATION
Agent’s Signature Authorized Signature

Print Name Print Name and Title
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Setting Up iN Access for Your Dealer Principal and GM - Dashboard Application Page 1 ot 2

INNOYATIONUINE - —

)

R INNOVATION "

Setting Up iN Access for Your Dealer Principal
and GM - Dashboard Application -

The Dashboard runs much the same as any application on the interactive Network with one difference.
Wh_onm-aocmismupcontcwfwywrbum.'” ipal and G Managey, the Dashb
wilappnrbelonﬁncusﬁomavymhomamn.

" WHAT'S NEW ON IN

When your account user dritls down to see 8 more detalled report and leaves the Dashboard, getting Definition of the Dashboard
back %o it can immodk y be done by clicking the Dashb lconmxtbh.lp[uppcrﬁg!ﬂ)orby
going to the E stive M Page and clicking the left menu item, Dashboard.

AsmeNAdrvirislra!or.youmsetupmeDabr?“ ipat and G »
typical user account. However, 1o ensure that the Dashboard pp E
signs in, you wil needlod\eckabox!wmlewmdﬂm)obcodas:

owner

= PA0023

o WA0023

o PADO24
. » WAQ024

OoinqsopmvidaIheiullabilily!oradeduuindpdacumlhismnto‘dﬂidown'lomrepomhatis
meodginaﬁnqsoumeforﬂnbashboavdidmion.ﬁwﬁngmlormePuindpalandGMisbasedm
usingmeirmedjobwdeinmmusevw.ni:numau:eptauepradicehassignﬂmejob_coam
mincividwsuadoalers'ﬁpwho.hfad,domsemhoﬂham

Canlgiuom«mnaoummmmﬂwoahboom

Ytgolhetpooplo(yw-‘ J ip team, for pio) that dy have active iN user accounts
C€3n be given access ing the Dashb checkbax undes Executive Manag He L Ris

A to get the app of the dealer princip muGMbdmnﬁgm;gammmDashboamlor
tMmmMmgMnmummmsﬂMhmméO&MmMSmnonmmammdm
mmwmmmommmmummmmemagmmhmﬁngme.

Security Note: CheddmhawewboxforOashboamformiNmumthaﬁsndme principal or GM wik
permit the user o see the Dashboard. mﬂ,mmmmwwmmmmmm
that the parson would mxmallyseemodonﬁsnwranmmlnomerwoms, i a dealer Soles Manager
does not curently have access to MOVE, he/she will not be able to dril down from the Dashboard to accoss
the MOVE appfication, aven though roflup infonmation about MOVE is shawn on the Dashbosrd.

Haeisalis(dmportsmdlheinpdatefreqwncylhatymnexeqﬂjwwilbeable(oseeontheDashboam:

Under the Sales Tab
« Owner Link Registrations - Updated daity
* Retall Sales Summary - Updated real-ime
© Dealer Inventory - Updated daily

® Certified Used Car Sales - Updated real-time

 1Sky Telephone Survey - Updak thiy
. ExcEl.LVnﬁdauon-Updalednnmny

. CWswonmpomngpabdsformmhdeebmw.Awi.June.AuManber,and
December.

* MOVE Allocation - Updated reak-time

to view key indi of
ger exactly as you would sny how your dealership Is performing.
aftes your
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Setting Up iN Access for Your Dealer Principal and GM - Dashboard Application Page 2 of .

o oSales to eShopping Leads - Up d

| o Lyad Response - Updated daily

o P 's Award/Preci Award - Updated hiy

Undlor the Servite Tab
« TS1& SRS - Updated monthiy

o Service Appol Undated R

|
\
|
|
|
|
\
|
\

Under the Parts Tab

s oStore Accessories - Updated Morthly
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Internet Archive Wayback Machine

INTUBNEY ANTNIVE

e

Enter Web Address: hitp:#

Searched for http://dealerdashboard.com

Nate some duplicates are not shown, See ad
* denotes when site was updated.

Take Me Back

Material typically becomes avaltable &re 6 months after collection. Sae F:G
Search Resuits for Jan 01, 1996 - Sep 29, 2007

1996 1997 1998 1999 2000 2001
o o o0 o
pages pages pages pages 2} Pa9es 20 pages
Feb 29, 2000 * Feb 04, 2001 *
Mar 01, 2000 Feb 08,2001

May 10. 2000 * Feb 24, 2001 *
May 182000 * Feb 26. 2001 *
May 20. 2000 * Mar D1. 2061
Jun 17,2000 * Mar 02. 2001
Jun 9. 2600 Mar 09, 2001
Jun 20, 2000  Mar 31, 2001 *
Aug 15. 2000 * Apr 02. 2003

Aug 22. 2000  Apr 09. 2001 *
Aug 22. 2000 May 16, 2001 *
Sep 29. 2000  pay 18. 2001 *
Oct 6. 2000 * jyn 19 2001 *

*

Qct 17, 2000 * 41 62, 2001 *
Get 18,2000 ) 36, 2067
Oct19. 2000 Aug 04. 2001

Nov 98,2000 * sep 23, 2001 *
Nov 10. 2600 ™ Gct 24, 2001 *
Dec 02, 2000 * noy 30, 2001 *
Dec03. 2000  pec 11. 2001
Dec 04. 200C

2002 2003 2004
6 pages 19 pages 28 pages
Jan 23,2002 Feb 01,2002 Jan 24,2004
Feb 04, 2002  Feb 0B. 2003 * Jan 25, 2004

0102, 2002 * Feb 11,2003  Feb 02. 2004
Nov 25, 2002 * Feb 20. 2003 * Mar 21, 2004
Nov 28, 2002 * Mar 23, 2003 Apr 07. 2604
Nov 30, 2002 * Mar 25, 2003 * Apr 18, 2004
Apr 08, 2003
Aps 11,2003 * Jun 02. 2004
May 242003 Jun 03. 2004
Jun 92, 2003 Jun 06, 2004
Jut 17 2003 = Jun 07. 2004
Jut 23, 2003 = Jun €8, 2004
Aug 02, 2003 Ju! 28, 2004
Oc1 63, 2003 * Aug 13. 2004
Oct 20, 2003 * Avg 25.2004
Nov 18 2083 * J¢P 01 2004
Nov 26. 2003 * gzgg‘;’ 2004
15. 2003 *  ooa
gzz 16, ggos « See 25 2004
ep 26, 2004
Oct 11, 2004

Oct 26, 2004
Oct 25, 2604
Oct 29, 2004
Dec 03. 2004
Dec 04, 2004
DOar 10: 2004

Home | Help

Internet Archive | Terms ot Use | Privacy Policy

May 1. 2004

Adv Search Compare Arzhwve Pages

2005
15 pages

2006
34 pages

* Jan 30, 2005 * Jan 03, 2006
Feb 06. 2095

* Feb 09, 2005 * Jan 26, 2006

* Feb 13. 2005 * Feb 03, 2006 * Feb 03

Feb 26. 2005 * Feb 05. 2006
Mar 07, 2005 Feb22. 2005

Page 1 of 1

184 Resuits

2007
17 pages
Jan 16, 2007 *

Jan 25. 2006 * Jlan 21, 2007

Jan 27, 2607
2007
Mar 17 2007
Apf 07. 2007

Mar 11, 2005 Mar 14. 2006 * May 04. 2607
Apr 03,2005 Mar 19,2006 May 28, 2607
Apr 0B. 2005  Mar 25,2006 Jun €3, 2007
Aug 312005 * Aps 08, 2006 * Jul 02. 2057
Sep €6, 2005 Apr26. 2006  Jul 04. 2007
Nov 04. 2005 * Apr27. 2065 Avg 18 2007
* Dec11.2005 Apr2e, 2006 Aug 20 2007
Dec 23 2005 May 12. 2006 * Aug 21 2007
Dec 31,2005 May 14, 20pg Avg 24. 2007
' Jun 18,2006 * Aug 26, 200£
" 2007

Jun 23, 2006 Aug 2€.

Jui 10, 2666
Aug 08, 2008
Aug13. 2006
Aug 15, 2006
Aug 20, 2006
Sep 01. 2008
Oct 04. 2006
Oct 06, 2096

Oct 20, 2006
0Ocl.24. 2006
Oct 25,.2006
Ngv 04, 2006
- Nov 13, 2006

Oct 12, 2006 *

Nov 18, 2006 *

Dec 05. 2006
Dec 07. 2006
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A DealerDashboard.com + Dealer Dashboard Commereial Business Lexder Direstory Pagelot2

Covering all 50 states
Includes Regional and Nationwide Lenders

area; preference,

{4450 pension: fund.

. gg,a‘hd:,reﬁi estaie

| Office Bu:ldings | And Much More |
TAr 'artmen!s Shoppmg Centers | Farms: ;
,MobilQ}Iomb.Pﬁﬂc's | | | ‘

Types ofﬁnancing mclndes'

Long Term | Short term Financmg
Permanents Forward
| Tmmediate Fonding  { Commitiments
| Adjustable Mortgages:| Standby
’ Commitments

Constructlon Loans
Second Mortgages

; 2 | Jumibo Residential
Joint Ventures :

Coinmercial Finance Lenders

Over 90 commereiakfinance lenders, plus 68'S.B.A. ‘oifices,;

Pliig 100 Teasing sources to
finid your specific business loans.
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A DealerDashboard.com - Dealer Dashboard Commercial Business Lender Directory Page 2 of 2

The "Commercial Finance™ section lists sources for loans as low as $10,000, to loans in the v
millions of dollars for all types of business loans. These loans are secured by furniture, fixtures,
equipment, inventory, receivables, and/or real estate. They are obtained for the purpose of
expansion, purchase, refinance, or equipment leasing.

S.B.I.C. & ML.E.S.B.I.C. Lenders

Over 140 offices listed representing 90% of the industry's resources, located in all parts of
the country.

S.B.L.C.'s (Small Business Investment Companies) and ME.SB.LC.'s (Minority Enterprise
Small Business Investment. Companies) are financial institutions created to make equity capital
and long-term credit available to small independent businesses. They are licensed by the federal
government's Small Business Administration, but are privately organized and privately managed
firms which set their own policies and make their own investment decisions (pledging to finance
only small businesses). Literally thousands of owners of profitable businesses can tell you how
much they have benefited from the dollars and management counseling made available to them
by S.B.I.C. and M.E.S.B1.C. lenders.

Venture Capital Lenders

Over 240 venture capital sources to fund your specific bigh risk, high reward loans.

A venture capitalist invests in companies in fields where the risks are high but the potential
rewards are great. A groundswell of entreprencurs has risen to satisfy the desire of venture
capitalists to invest in new companies and with better funding, added experience, and more
investment opportunity to choose from. Venture capital firms are almost as varied as the
companies they invest in. In general, independent private venture firms are the major source of
venture capital and supply equity financing to new and expanding businesses. They raise pools
of capital from a wide range of investors, corporations, insurance companies, pension funds,
university endowments, and wealthy individuals. They invest in everything from seed and start-
-up situations to leveraged buyouts. When a company is formed it is commonly funded in three
stages, which all fall under the term of "early-stage financing”. These include seed financing,
start-up financing, or first-round financing. Once a company is generating revenue, it seeks
later-round financing, which includes, second-round financing, third-round financing,
mezzanine or bridge financing, or leveraged buyouts.

Our Directory is continuously updated and you will receive our most current version. This
exclusive Lender Directory will place you on the leading edge of financing abilities.

The Commercial / Business Lender Directory

DealerDashboard.com | Po Box 18137 | Cincinnati, Ohio 45218-0137
Email Us | Phone: (513)557-2901 | Fax: (309)215-9770

copyright 1999 DealerDashboard.com | all rights reserved
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DealerDashboard

From: "Amanda Kermn"” <akem@discoverdsc.com>

Date: Friday, March 28, 2008 10:01 AM

To: "DealerDashboard” <DealerDashboard@hotmail.com>

Subject: RE: Estimate please

Okay, what } CAN give you is this:

4 Active dealers.....who in combination have fioored 135 units. Your commissions since inception has been
$1085.00. I'm not able to give you the dealers line amounts or availability.

Thanks,
Amanda

From: DealerDashboard [mailto:DealerDashboard@hotmail.com]
Sent: Thursday, March 27, 2008 4:44 PM

To: Amanda Kern .

Subject: Re: Estimate please

Sending now.

From: Amanda Kern

Sent: Thursday, March 27, 2008 3:32 PM
To: DealerDashboard

Subject: RE: Estimate please

‘Michael, . .
ARer speaking with our legal advisor here, he states he would like to see a copy of the Interrogatory and we
will make a decision if we will disclose that information.

Please fax that to me asap!
1-866-534-5532

Thanks,
Amanda

From: DealerDashboard [mailto; DealerDashboard@hotmail.com]
Sent: Thursday, March 27, 2008 3:14 PM

To: Amanda Kern

Subject: Estimate please

Amanda:

I am in a trademark dispute with someone attempting to stop my registration. | am currently

completing interrogatories. Could you quickly provide me with the number of dealers

currently available for floor plan and the total credit line available combined, |
For example total 4 dealers combined 1,00,000 available line. _ |

I have to submit this by tomorrow. sorry for the quick action.

3/28/2008
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IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD

In the Matter of Application Serial No. 78/339,571
Published: May 30, 2006 at TM 674
Mark: DEALERDASHBOARD

HONDA MOTOR CO., LTD., Opposition No. 91/173,105

Opposer,
NOTICE OF RELIANCE

MICHAEL DALTON,

Applicant

)
)
)
)
V. )
)
)
)
)
)
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IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD

In the Matter of Application Serial No. 78/339,571
Published in the Official Gazette of May 30, 2006 at TM 674
MARK: DEALERDASHBOARD

Honda Motor Co., Ltd., "
Opposition No. 91173105
Opposer,
v.

Michael Dalton,

Applicant.

- X
OPPOSER'’S FIRST

SET OF INTERROGATORIES TO APPLICANT

Pursuant to Rule 33 of the Federal Rules of Civil Procedure and Rule 2.120 of
the Trademark Rules of Practice, Opposer Honda Motor Co., Ltd. (“Opposer’) hereby
requests that Applicant Michael Dalton (“Applicant”) answer the following interrogatories
fully and separately, in writing and under oath on the 30" day from service hereof. These
requests are continuing and impose upon Applicant the obligations stated in Rule 26(e) of the
Federal Rules of Civil Procedure. |

DEFINITIONS AND INSTRUCTIONS

A. As used herein, “Opposer” includes Honda Motor Co., Ltd. and its
related entities and their officers, directors, employees, égents and representatives.

B. As used herein, “Applicant” includes Michael Dalton, and all related
and affiliated legal or business entities and other persons acting or purporting to act on his

behalf.

USIDOCS 5891783v}




C. As used herein, “Applicant’s Mark” means Applicant’s
DEALERDASHBOARD mark in any type face or design, alone or in combination with other
words and/or designs, including but not limited to the mark that is the subject of U.S.
Trademark Application Serial No. 78/339,571.

D. “And” as well as “or” shall be construed disjunctively or conjunctively
as necessary to bring within the scope of the interrogatory all information that might
otherwise be construed to be outside its scope.

E. The singular shall include the plural and the present tense shall include
the past tense and vice versa in order to bring within the scope of the interrogatory all
information that might otherwise be construed to be outside its scope.

F. 1 Whenever an interrogatory inquires about the identity of an
individual, the information requested includes:

(a) The person’s full name;

(b) The person’s employer, or business affiliation and address;

(c) | The person’s position or title; and

(d)  The person’s last known address and telephone number.

(2)  Whenever an interrogatory inquires about the identity of a
corporation, division, agency, association or other entity, the information requested includes
its full name and current address.

G. If any of the requested information is withheld under a claim of
privilege or other protection, produce within 10 days of the date on which responses are
required pursuant to these interrogatories, a log of the information withheld sufficient to
evaluate the privilege claimed that, at a minimum, seiaarately identifies: (a) all persons who
know the information or participated in any conversation about or consideration of the

2-

USIDOCS 5891783vi




information, and each such person’s job title, last known address and telephone number, and
whether such person is an attorney; (b) the basis of any privilege claim; and (¢) a description
of the subject matter of the information.

H. If the information furnished in answer to all or any part of an
interrogatory is not within Applicant’s personal knowledge, state the name to whom all or
any part of the information furnished is a matter of personal knowledge, and the name of the
person(s) who communicated to you any part of the information furnished.

L If any document, thing or source of information identified in answer to
an interrogatory has been destroyed, with regard to such destruction state: (a) the date of
such destruction; (b) the reason for such destruction; (c) the identity of the person or persons
who destroyed the document, thing or source of information; and (d) the identity of the
person or persons who authorized such destruction.

J. These interrogatories are continuing so as to require Applicant’s
further and supplementai responsés in accordance with the Federal Rules of Civil Procedure.

K. “Communication(s)” means the exchange of information between any
person or entity by or through any mode or medium including, but not limited to, the spoken
word, written or electronic correspondence, face-to-face meetings and/or conveying
information through third persons.

L. “Document(s)” shall be defined as synonymous in meaning and eéual
i1 scope to the use of that term in Fed. R. Civ. P. 34(a) and applicable case law, and shall
irclude, without limitation, “things,” electronic mail, drawings and information in computer-
readable format, and “writings” and “recordings” as defined in Fed. R. Evid. 1001.

M. “Identify” shall mean with respect to a documient, the production

number of the document (if applicable) and if there is no production number, the type of

-3-
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document, general subject matter, date of the document, author(s), addressee(s) and
recipient(s) and its current location.

N. “Person” means: (a) any natural person or individual or (b) any entity,
whether business, legal, governmental, or other, regardless of purpose and regardless of
whether or not for profit, including, but not limited to, any corporation, partnership, sole
proprietorship, organization, club, committee, joint venturé, foreign corporation or foreign
entity, or any associate, general partner, limited partner, employee, subsidiary, parent, or
other affiliate of any such entity. |

0. “Concerning” shall mean relating to, referring to, describing,

evidencing or constituting,

INTERROGATORIES
1. Describe the nature of the business conducted by Applicant.
2. State each name under which Applicant has done or is doing business,

and state the address for, and dates during which, Applicant was or is doing business under
such name.

3. Identify (by name and title) each of Applicant’s employees responsible
for the promotion, sale and distribution of the products or services Applicant has sold or
intends to promote or sell in connection with Applicant’s Mark.

4. Identify each and every product or service sold bearing Applicant’s
Mark

S. State the first date on which Applicant offered for sale any product or
service bearing Applicant’s Mark.

6. State the specific manner in which Apf)licant’s Mark has been used by

Applicant.

US1DICS 5891783vi




7. Identify every person who was responsible for or who participatéd in
the selection and adoption of Applicant’s Mark.

8. Describe in detail the reasons Applicant selected Applicant’s Mark and
identify all trademark search reports pertaining to that selection.

9. Identify all searches of any type conducted by or on behalf of
Applicant in connection with the decision to adopt, use, or apply for federal registration of
Applicant’s Mark.

10.  Describe in detail any discussions Applicant had with others
concerning the adoption and selection of Applicant’s Mark, and identify any other marks
considered for adoption and/or selection.

11.  Identify the commercial impression Applicant intends to create by use
of Applicant’s Mark in commerce.

12.  Identify and describe in detail the channels of distribution and the
| geographical areas of trade within which Applicant has sold any product or service bearing
Applicant’s Mark.

13.  Identify the class of purchasers to whom Applicant intended to
promote, advertise and/or sell products or services bearing Applicant’s Mark, including the
demographics of the ultimate consumers of products or services bearing Applicant’s Mark.

14.  Identify (by title, publisher, page number, issue date, URL, air date(s),
broadcast media outlet(s), and any other relevant designation), those printed and electronic
publications, and media advertisements (such as internet advertisements, cable, television
and/or radio adverstisements), in which Applicant has promoted products or services bearing

Applicant’s Mark.

USTDOCS 5891783vi




15. Idéntify all wholesale outlets, retail outlets, distributors and websites
that have promoted, advertised, sold and/or offered for sale products or services bearing
Applicant’s Mark.

16.  Identify representative examples of each different promotional
document and item used and being considered for use by Applicant in connection with the
promotion and sale of products or services bearing Applicant’s Mark.

17. Identify (by name, date and location) each marketing venue (such as a
promotional event, trade show or fair) where Applicant has promoted any product or service
bearing Applicant’s Mark.

18.  State in dollars and number of units each of Applicant’s éales or
projected sales of products or services bearing Applicant’s Mark.

19. State in dollars Applicant’s yearly advertising and promotional budget

or projected yearly advertising and promotional budget for any product or service bearing
Applicant’s Mark.

20.  Identify any market research (including surveys, studies, investigations
and focus group inquiries) conducted by or on behalf of Applicant regarding Applicant’s
Mark, and state the results thereof,

21.  Identify those persons having the most knowledge of any market
research (gncluding surveys, studies, investigations and focus group inquiries) conducted by
or on behalf of Applicant regarding Applicant’s Mark.

22.  Describe any instance, whether by written correspondence, telephone
call or other communications, in which any person or business entity:

(a) has by word or deed suggested a belief that any product or service

bearing Applicant’s Mark was licensed or sponsored by or otherwise associated or

-6-

USICOCS 5891783v)



connected with Oﬁposer or with Opposer’s use of the terms “Dashboard” or “Dealer
Dashboard”

(b)  has by word or deed suggested a belief that any product or service
bearing Applicant’s Mark was advertised, distributed or offered for sale by Applicant
under the control of or in any manner in association with or related to Opposer; or

(c) has been in any way confused, mistaken or deceived as to the origin or
sponsorship of any product or service bearing Applicant’s Mark. Examples of such
confusion, mistake or deception include, but are not limited to, instances of
misdirected mail or e-mail, misdirected inquiries, misdirected invoices or misdirected
deliveries.

23.  State the date and describe the circumstances in which Applicant first
became aware of Opposer’s use of the terms “Dashboard” and “Dealer Dashboard” and
identify all individuals having relevant knowledge.

24, State whether Applicant considered the issue of, and/or received any
opinions concerning, a likelihood of confusion between Applicant’s Mark and Opposer’s use
of the terms “Dashboard” and “Dealer Dashboard.”

25.  Identify each person from whom Applicant has obtained a statement
and/or whom Applicant plans to use és a witness in this proceeding,

26. Identify each person who supplied information used in the preparation
of the answers to these interrogatories and, if more than one such person was involved,
indicate the specific interrogatories to which each such person contributed all or part of the

information comprising the answer.
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27.  For each expert Applicant has retained to give testimony in this
proceeding, provide the information required in Rule 26(a)(2)(B) of the Federal Rules of

Civil Procedure.

Dated: November 21, 2006

WILMER CUTLER PICKERING
HALE and DORR LLP

g —

Dyan mguerra-DjJCharme
399 Park Avenue

New York, NY 10022
(219) 937-7203

Mark G. Matuschak

60 State Street .

Boston, Massachusetts 02109
(617) 526-6000

Cora Tung Han

1875 Pennsylvania Ave., NW
Washington, DC 20006

(202) 663-6000

Attorneys for Opposer
Honda Motor Co., Ltd.
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CERTIFICATE OF SERVICE

I hereby certify that a true and complete copy of the foregoing Opposer’s First Set
of Interrogatories has been served on November 21, 2006 by Facsimile and First Class
Mail to:

Michael Dalton

Box 18137

670 Northland Blvd.
Cincinnati, OH 45218-0137

ﬂ@mmm

Doris L. McPherson
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Affidavit of Michael Dalton
In Response
To
Opposer’s First Set of Interrogatories
I, Michael Dalton, being duly sworn and cautioned state as follows:
As to:

1.) Applicant is involved in consulting, sales, services, training, financing,
merchandising and VAR for various firms in the retail, wholesale, sector and
owns and operates a website DealerDashboard.com aimed toward the automotive
consumer, automotive trade industry, independent dealer and manufacture
franchise dealer.

2.) Michael Dalton, beginning unknown to current.

Thomas-Michael Agency aprox; 1/90 to current.
DealerDashboard.com aprox; 10/99 to current.
PO Box 18137, Cincinnati, Ohio 45218-0137

3.) Applicant has no employees.

4.) Advisory, Consulting, training, website services which are tailored to each
specific customer. A DealerDashboard Dealer to Dealer (D2D) online auction
which includes services for dealers to monitor the return on investment (ROI),
cost of goods sold concerning their sales, service and parts department investment
in per. unit vehicle sold or inventoried
(http://dealerdashboard.com/auctioninfo.html). Floor plan, retail, wholesale,
financing ax;d services for automotive dealers to identify their inventory financed

and the cost of goods financed via. individualized web enabled tracking system




acting as agent for lenders (currently (DSC) Dealer Services Corp).

(http://dealerdashboard.com/dsc.html). Applicant provides a web site

(http://DealerDashboard.com) for consumers and trade to shop for all things

automotive via. reciprocal links, affiliate links, and URL opt-in posting.
Additionally, applicant provides co-branded email services

(http://dealerdashboard.mail.evervone.net/email/scripts/loginuser.pl), co-branded

auto shopping (http://www.autoworld.com/partner.asp?p=dealerdashboard) and

co-branded target marketing services

(http://tindmorebuyers.com/page.cfin/3?4187) as agent or affiliate marketer.

5.) 10/05/1999

6.) Domain name, web site portal, dealer services and financing, consulting, training,
Dealer to Dealer online auction, management services and providing automotive
dealerships managerial information concerning their sales, service, and parts
department key financial indicators of how their dealership is performing and
providing a web site featuring information about automotive dealerships,
automobiles, automotive parts and accessories, at which users can link to the retail
or wholesale sites of others.

7.) Michael Dalton

8.) The Internet was in its infancy. The applicant was involved in ground floor
automotive Internet development. The applicant wanted to provide a one-stop
shop for dealers and consumers to engage and become the top of mind point for
dealers to gain the knowledge and tools to manage their dealerships proﬁtably.

The applicant conceptualized an automotive dashboard with the gages and tools to




make informed decisions. The applicant also conceptualized that the target
customer was the automotive dealer and the consumer factor was additional
revenue potential as consumers could go to the same site and get access to
participating dealers. Thus, the name DealerDashboard. The applicant wishes to
note that opposers claim that dashboard is generic in nature: Was not the case
when applicant selected the term DealerDashboard and further states that
DealerDashboard may have been a contributing factor for, not as a result of, any
alleged evolution in the term dashboard.

9.) Through web search, AOL, yahoo, info seek, etc. and applicant doesn’t recall that
goggle was born, as yet. Applicant searched the US Federal trademark site, and
State of Ohio attorney generals site. Applicant also searched ﬁxe international
domain register and purchased every top-level domain, at that time, of the brand
DealerDashboard.

10.) None, but reserves the right to amend as necessary through the course of
discovery.

11.) Top-of mind, one stop shop location for the tools and gauges to effiently
conduct the profitable relationship between dealers, their operations and their
communication with the consumer.

12)) Worldwide, but, mostly USA via. Website content, personal visits, direct

mail and telemarketing.
13.) All automotive independent and manufacture licensed automotive dealers

and the retail consumers.




14.) DealerDashboard.com, net, info, biz, .uk, org, all available search engines,
AOL, yahoo, goggle, msn, Lycos difect mailers, personal logo branded apparel,
business cards.

15.) All major search engines goggle, AOL, yahoo, msn, Lycos.

16.) (a) http://DealerDashboard.com

(b)http://search.aol .com/aol/search?invocationType=comsearch30&query

=DealerDashboard&do=Search

(c)http://search.aol.com/aol/ search?query=Dealer+Dashboard&invocation

Type=spelling

(d)http://www.google.com/search?q=dealerdashboard&rls=com.microsoft:

en-us:1E-SearchBox&ie=UTF-8&o0e=UTF-8&sourceid=ie7

(e)http://www.google.com/ search?hl=en&rls=com.microsoft:en-us:IE-

SearchBox&sa=X&oi=spell&resnum=0&ct=result&cd=1&q=dealer+dashboard&

spell=1

(Dhutp://search.msn.com/ results.aspx?q=dealerdashboard&src=IE-

SearchBox

(g)http://search.msn.com/ results.aspx?g=dealer+dashboard&go=&torm=Q

o]
=
T

(h)http://search.tycos.com/ index.php?sre=ie&querv=dealerdashboard

(Dhttp:// searéh.lvcos.conn/?src=ie&query=dealer+dashb0ard&x=59&y= 12

(j)http:/search.yahoo.com/ search?p=dealerdashboard&ei=utf-8& fr=b2ie7

(K)http://search.vahoo.com/search: vIt=A0geu97E6 tHChEAWXZXNYoA

?p=dealer+dashboard&y=Search&fr=b2ie7&ei=UTF-8




()Embroidered logo branded apparel
(m)Direct mail pieces.

(n)Business Cards

(o)Applications for floorplan finance.

http://dealerdashboard.com/DSCapplicationplusinstruc.pdf

(p)Wayback archive portal

http://web.archive.org/web/*/http://dealerdashboard.com

(17.) Spent approximately $500.00 in prize giveaways labeled DealerDashboard.com to a
Corvette club in Michigan early in 1999 or 2000 for their annual car show. Records were
disposed of, but will submit should they become available.

(18.) DealerDashboard has no direct customers but currently serves approximately 5
dealers, which were sold under the dealerdashboard brand as age'l;t for Dealer Services
Corporation. Applicant has no estimate of future customer potential or gross revenue
estimates. Applicant states that the dealerdashboard brand is promoted 24 hrs. per day
365 days per year via. the website DealerDashboard.com and receives weekly inquiries
regarding services offered which may or may not lead to a continuiﬁg customer. Many
customers are rejected due to credit difficulties.

(19.) $200.00 estimate.

(20.) None, but reserves the right to amend as necessary through the course of discovery.
(21.) Michael Dalton

(22.) Web search, by applicant, in May 2006 revealed a non-secure site listing in search
engines under the term dealerdashboard during normal business involving periodic

defense of trademark brand operated by opposer.




(bttp://www.in.honda.com/RRAADCTM/Content/ AAD/ADS85/DashboardiNadmin.htm).

The opposer was marketing a product utilizing the term dealer dashboard, which created
initial interest confusion. The opposer was marketing a product titled dealer dashboard in
a manner that Honda dealers would associate the brand dealer dashboard with Honda the
manufacture and not the founder and applicant; thus, resulting in delusion of the
applicants brand. Upon applicants cease and desist demand the opposer ceased using
dealer dashboard and instead used the term Dealer Principal and GM - Dashboard
Application. This conversion resulted in the continuation of initial interest confusion as
Meta spiders continued to list opposers site within the top ten search listings, on the
search term dealerdashboard, due to the Meta spider craw of Dealer and Dashboard.
Applicant, Michael Dalton, then advised Honda to cease and desist the continued initial
interest confusion. Honda currently does not appear in search engines under the term
dealerdashboard or dealer dashboard. Applicant is currently unaware if Honda is
currently promoting the brand dealerdashboard or dealer dashboard internally through
secure methods to circumvent applicants brand. |
(23.) A Web search, by applicant, in May 2006 revealed a non-secure site listing in
search engines under the term dealerdashboard during normal business involving periodic
defense of trademark and brand. The opposer was marketing a product utilizing the term
dealer dashboard, which created initial interest confusion. The opposer was marketing a
product titled dealer dashboard in a manner that Honda dealers would associate the brand
dealer dashboard with Honda the manufacture and not the foundér and applicant thus
resulting in delusion of the applicants brand. Upon applicants cease and desist demand

the opposer ceased using dealer dashboard and instead used the term Dealer Principal and




GM - Dashboard Application. This conversion resulted in the continuation of initial
interest confusion as Meta spiders continued to list the site within the top ten search
listings due to the Meta spider craw of Dealer and Dashboard. Applicant then advised
Honda to cease and desist the continued initial interest confusion. Honda currently does
not appear in search engines under the term dealerdashboard or dealer dashboard.
Applicant is currently unaware if Honda is currently promoting the brand
dealerdashboard or dealer dashboard internally through secure methods to circumvent
applicants brand.

(24.) Yes, applicant considered the issue of initial interest confusion and made a cease
and desist demand on opposer. A Web search, by applicant, in May 2006 revealed a non-
secure site listing in search engines under the term dealerdashboard during normal
business involving periodic defense of trademark and brand

(http://www.in.honda.com/RRAADCTM/Content/ AAD/AD85/DashboardiNadmin.htmht

tp://trade) operated by opposer.

The opposer was marketing a product utilizing the term dealer dashboard, which created
initial interest confusion. The opposer was marketing a product titled dealer dashboard in
a manner that Honda dealers would associate the brand dealer dashboard with Honda the
manufacture and not the founder and applicant; thus, resulting in delusion of the
applicants brand. Upon applicants cease and desist demand the opposer ceased using
dealer dashboard and instead used the term Dealer Principal and GM - Dashboard
Application. This conversion resulted in the continuation of initial interest confusion as
Meta spiders continued to list opposers site within the top ten search listings due to the

Meta spider craw of Dealer and Dashboard. Applicant then advised Honda to cease and




desist the continued initial interest confusion. Honda currently-does not appear in search
engines under the term dealerdashboard or dealer dashboard. Applicant is currently
unaware if Honda is currently promoting the brand dealerdashboard or dealer dashboard
internally through secure methods to circumvent applicants brand.

(25) Michael Dalton

(26) Michael Dalton

(27.) None, but reserves the right to amend as necessary through the course of discovery.

Sworn before me this < 3 He day of March, 2008

Notary Public

‘“mt!'lm,,
FEAY % EILEEN E. PINE, Nolary Public
N - 2l and for the Slabe of Ohlo
% i i 8 My Commigsion Expires Nov, 15, 2011
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Certificate of Service

1, Michael Dalton certify that I have submitted his response to opposer’s First Set of
Interrogatories via. electronic email upon attorneys for opposer, Mark Matuschak at

mark.matuschak@wilmerhale.com, and Cora Han at cora.han@wilmerhale.com
this 28" day of March 2008.

/ Michael Dalton /
Electronically Signed




IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD

In the Matter of Application Serial No. 78/339,571
Published: May 30, 2006 at TM 674
Mark: DEALERDASHBOARD

HONDA MOTOR CO., LTD,, Opposition No. 91173105
Opposer,
V.

MICHAEL DALTON,

Applicant

R N N N W N N N N

OPPOSER'’S FIRST SET OF REQUESTS FOR ADMISSIONS TO APPLICANT

Pursuant to Rule 36 of the Federal Rules of Civil Procedure and Rule 2.120 of the
Trademark Rules of Practice, Honda Motor Co., Ltd. (“Opposer”) serves its First Set of Requests

for Admissions to Michael Dalton (“Applicant™).

DEFINITIONS AND INSTRUCTIONS

1. Honda incorporates by reference the definitions and instructions set forth in

Opposer’s First Set of Interrogatories to Applicant.




REQUESTS
Request No. 1
Each document Applicant has produced in response to Opposer’s First Set of Requests
for the Production of Documents and Things is authentic for purposes of admission into evidence

during the testimony period in this proceeding.

Dated: November 21, 2006

WILMER CUTLER PICKERING
HALE and DORR LLP

ByMM@MW(/p

mguerra-Q})Channe
399 'k Avenue
New York, NY 10022
(212) 937-7203

Mark G. Matuschak

60 State Street

Boston, Massachusetts 02109
(617) 526-6000

Cora Tung Han

1875 Pennsylvania Ave., NW
Washington, DC 20006

(202) 663-6000

Attomeys for Opposer
Honda Motor Co., Ltd.
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Certificate of Service

I'hereby certify that a true and complete copy of the foregoing Opposer’s First Set of

Requests for Admissions to Applicant has been served on November 21, 2006 by First Class

Mail to;

Michael Dalton

Box 18137

670 Northland Blvd.
Cincinnati, OH 45218-0137

7 WLy

Doris L. McPherson
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IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD

In the Matter of Application Serial No. 78/339,571
Published: May 30, 2006 at TM 674
Mark: DEALERDASHBOARD

HONDA MOTOR CO,, LTD,, Opposition No. 91/173,105

Opposer,
NOTICE OF RELIANCE
V.

MICHAEL DALTON,

Applicant

)
)
)
)
)
)
)
)
)
)

TAB C




Page |

FOCUS - 1 of 2 DOCUMENTS

Copyright 2003 Elsevier B.V.
All Rights Reserved
Automation in Construction
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ABSTRACT

In this paper, we assess the requirements of architecture, engineering, construction (AEC) decision making and
explain the limitations of state-of-the-art practice and theory in supporting informative formulation, clear and flexible
evaluation, and quick re-formulation of AEC alternatives. We introduce the concept of Virtual Design and Construction
(VDC) through results from several case studies that utilized Product, Organization, and Process (POP) Modeling and
the Product Model and the Fourth Dimensional (PM4D) approaches in supporting design, construction, and life-cycle
performance decisions. While VDC applications contribute to more accurate, informative, and efficient formulation of
AEC alternatives, we discuss the needs for research on a Decision Dashboard to formally represent, organize, and
decouple various decision contents (i.c., options, alternatives, predictions, and criteria) to support better evaluation and
re-formulation of AEC alternatives.

FULL TEXT
1 Introduction

In the field of architecture, engineering, and construction (AEC), professional consultants guide their clients in
making decisions that have both strategic and tactical implications for the quality, cost, duration, and resource allocation
of a project alternative. Once a decision need or a challenge arises, AEC consultants apply their professional skills to
formulate different option plans. They predict and evaluate the performance of such option plans. Bascd on their client's
decision criteria such as budget, risk attitude, specifications, and milestones, the consultants combine option plans to
formulate and recommend project alternatives to their clients for selection. Such decision-making scenarios take place
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in many phases of a design and construction project. In pre-project planning, developers compare financial prospects of
different property sites for investment decisions; in schematic design, building owners compare aesthetics, cost, and the
life-cycle performance of different design proposals for development decisions; whereas in construction engineering
and management, the developers and their contractors compare different acceleration proposals to mitigate unforeseen
delays during construction.

At the Center for Integrated Facility Engincering (CIFE) in Stanford University, we follow a research approach that
strives to balance practical and theoretical advancements. One of CIFE's missions is to promote and extend the use of
VDC technologies to support the visualization, analysis, and evaluation of the multidisciplinary performance of facility
projects in support of AEC decisions [1]. This paper captures our collaboration experience with various industry
partners on the following projects:

- design, construction, and life-cycle analyses of a university auditorium project, with a capacity of 600
seats and a construction cost of about $5US million,

- design coordination and construction of a biotechnology laboratory project, with an area of over 25,500
mZ and a design and construction budget of over $130US million,

- acceleration proposals for a retail complex project during construction, with a construction budget of
over $72US million,

- pre-construction planning on a museum project, with an estimated $300US million design and
construction cost, and

- pre-construction planning on a hospital project, on a 55,000 m? site.

Based on our observations and industry involvement in these cases, we explain why current practice does not
support informative formulation--one of three requirements--of decision alternatives. We then present Product,
Organization, and Process (POP) modeling as well as the Product Mode! and the 4th Dimension (PMA4D) as examples of
VDC approaches and discuss their benefits on the design, construction, and life-cycle performance of the
aforementioned industry cases. In spite of the visual and analytical benefits of VDC technologies, we then illustrate the
need to support the evaluation and re-formulation of AEC alternatives with formal handling of various decision
contents. We motivate the nced of our ongoing research, which focuses on the representation and organization of
heterogencous decision contents (o support a more informative, flexible, and repeatable selection of AEC alternatives,

2 AEC decision making

Decision is an irrevocable allocation of resources {2]. Information, preference, and choice are the three parts of
"Decision Basis", which synthesizes the decision problem and allows for logical evaluation, analysis, and appraisal of
the recommended decision alternatives [3]. Theory in AEC decision making establishes requirements that align with the
decision basis. Value engineering theories [4,5], set-based design [6], the "Level of Influence” concept [7], and
industrial case studies [8] rationalize the benefits of gathering an extensive and balanced information basis, setting up
public and explicit criteria, and generating multiple alternatives in early project phases. In summary, coming up with a
good decision in AEC requires informative formulation, clear evaluation, and quick re-formulation.

2.1 Informative formulation

The quality of decision making depends on its information basis. Parameters such as performance level, cost,
activity duration, and resource needs may separately or collectively influence the sclection of AEC alternatives.
Therefore, the more extensive and balanced the inputs of information (i.c., options, alternatives, predictions, and
criteria, which we call collectively decision contents), the more informed the decision basis becomes.

Prior to the employment of VDC tools on some of our case studics, we observed that practitioners lack the
resources to effectively generate and communicate decision factors. In the biotechnology project, the Director of
Research suddenly came up with an idea of swapping the laboratory spaces with the office spaces late during the design

H-001482




Page 3
Capitalizing on early project decision-making opportunities to improve facility design, construction, and life-cycle
performance--POP, PM4D, and decision dashboard approaches Automation in Constructio

process. The architects and owner representatives foresaw potential ripple consequences that this decision would have
for other consultants and their work in place. In spite of the verbal explanations and the skeplicism expressed by the
team, the Director did not find any solid compelling evidence against his strongly held idea of changing the spatial
configuration. As Section 3.1.1 explains, VDC technologies allow non-AEC professionals to visually comprehend the
physical product of the design while integrating components and systems from different specialty designers.

In the hospital project, construction planners communicated their construction sequencing plans with a binder of 60
color-labeled plans. Each color plan denoted a specific construction activity and referenced to another sheet of schedule
information. This manual, custom, and hence non-repeatable, process required significant time commitment for
planners to generate each alternative and for reviewers to comprehend the binder. In Section 3.1.2, we discuss how
VDC technologies expedite this process by promoting a more repeatable modeling approach while promoting a more
easily understandable means to review the construction sequences.

In the museum project, the pre-construction consultants were contemplating two structural systems--structural steel
and reinforced concrete--to support the roof garden. The project director for the contractor intuitively understood the
organizational advantages of self-performing the concrete roof system over subcontracting the structural steel work.
However, the project director lacked evidence to support his argument. In Section 3.1.3, we explain how VDC
technologics provide simulation results that assess the impact of different ways to organize the design and construction
of projects on project performance. :

In the university auditorium project, the clients were to decide upon two air-conditioning systems--mixed cooling
versus displacement (or underground) cooling. Had the project team not conducted VDC analyses to study the life-cycle
performance of mixed versus displacement cooling systems, the cost-sensitive decision makers would have probably
selecied the mixed system rather than the displacement cooling system. In Section 3.3, we detail the background,
process, examples, and results of the VDC approach to illustrate how the approach contributed to the formulation of
alternative proposals for the clients to make an informed decision early in the project.

in a nutshell, VDC technologies are valuable in automating and supporting informative formulation of AEC
alternatives.

2.2 Clear and flexible evaluation

Given various options and alternatives, the evaluation is dependent on the means of providing decision makers with
pertinent decision contents. An evaluation has to be clear such that all involved stakeholders can understand how the
predicted performance of the alternatives fares against the decision criteria. An evaluation also has to be flexible such
that the stakeholders can shift their decision foci (among macro- and micro-decision issues) and make necessary queries
according to the issues at stake.

In the retail complex project, unforeseen soil contaminants had delayed the construction project critically for 2
months. The developers had to evaluate different acceleration alternatives and balance the conflicting interests of
on-time turnover, low change order cost, and project risks. As with other aforementioned cases, we applied VDC
technologies to simulate the integrated challenges of the physical product design, organization team dynamics, and
process sequence of the project. In addition, we utilized the interactive workspace feature of VDC to support the
description and evaluation of various project alternatives (see Section 3.2). However, in spite of these VDC approaches,
Section 4 explains the limitation of existing theories and methods to provide clear and flexible evaluation decision
supports. We explain the research needs and anticipated implications of developing a Decision Dashboard--a visual
interactive tool for the synthesis of decision options, alternatives, predictions, and criteria.

2.3 Quick re-formulation

The time and the process it takes to re-formulate new alternatives determine the number of alternatives tested by the
project stakeholders. We hypothesize that the quicker and the simpler the re-formulation process, the more alternatives
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the decision makers can create, and the better vaiue the decision-making process generates.

Although the end-users of the aforementioned university auditorium project provided valuable functional inputs to
the designers during a schematic review meeting that took place in an immersive virtual reality environment, the
amount of modet and data customization in preparation of similar interactive mectings limited the number of additional
alternatives the project team could re-formulate in a timely manner [8]. Similarly in Section 4, we cxplain the difficulty
to decouple alternatives to re-formulate them on examples from the aforementioned retail complex project. We also
explain how our ongoing research in developing a Decision Dashboard may address this limitation.

3 Virtual design and construction

--to support the roof garden. The project director for the contractor intuitively understood the organizational
advantages of self-performing the concrete roof system over subcontracting the structyral steel work. However, the
project director lacked evidence to support his argument. In Section 3.1.3, we explain how VDC technologies provide
simulation results that assess the impact of different ways to organize the design and construction of projects on project
performance.In the university auditorium project, the clients were to decide upon two air-conditioning systems--mixed
cooling versus displacement (or underground) cooling. Had the project team not conducted VDC analyses to study the
life-cycle performance of mixed versus displacement cooling systems, the cost-sensitive decision makers would have
probably selected the mixed system rather than the displacement cooling system. In Section 3.3, we detail the
background, process, examples, and results of the VDC approach to illustrate how the approach contributed to the
formulation of alternative proposals for the clients to make an informed decision early in the project.In a nutshell, VDC
technologies are valuable in automating and supporting informative formulation of AEC altematives.2.2 Clear and
flexible evaluationGiven various options and alternatives, the evaluation is dependent on the means of providing
decision makers with pertinent decision contents. An evaluation has to be clear such that all involved stakeholders can
understand how the predicted performance of the alternatives fares against the decision criteria. An evaluation also has
10 be flexible such that the stakeholders can shift their decision foci (among macro- and micro-decision issues) and
make necessary queries according to the issues at stake.In the retail complex project, unforeseen soil contaminants had
delayed the construction project critically for 2 months. The developers had to evaluate different acceleration
alternatives and balance the conflicting interests of on-time turnover, low change order cost, and project risks. As with
other aforementioned cases, we applied VDC technologies to simulate the integrated challenges of the physical product
design, organization team dynamics, and process sequence of the project. In addition, we utilized the interactive
workspace feature of VDC to support the description and evaluation of various project alternatives (see Section 3.2).
However, in spite of these VDC approaches, Section 4 explains the limitation of existing theories and methods to
provide clear and flexible evaluation decision supports. We explain the research needs and anticipated implications of
developing a Decision Dashboard--a visual interactive tool for the synthesis of decision options, aliernatives,
predictions, and criteria.2.3 Quick re-formulationThe time and the process it takes to re-formulate new alternatives
determine the number of alternatives tested by the project stakeholders. We hypothesize that the quicker and the simpler
the re-formulation process, the more alternatives the decision makers can create, and the better value the
decision-making process generates.Although the end-users of the aforementioned university auditorium project
provided valuable functional inputs to the designers during a schematic review meeting that took place in an immersive
virtual reality environment, the amount of model and data customization in preparation of similar interactive meetings
limited the number of additional alternatives the project team could re-formulate in a timely manner {8]. Similarly in
Section 4, we explain the difficulty to decouple alternatives to re-formulate them on examples from the aforementioned
retail complex project. We also explain how our ongoing research in developing a Decision Dashboard may address this
limitation.3 Virtual design and constructionOne of the major benefits of Virtual Design and Construction (VDC)
simulation and modeling is the ability to quickly identify different options, quantitatively predict options' behaviors,
evaluate the alternatives, and assess the project alternatives before committing to a major decision. The following
sections explain the Product, Organization, and Process (POP) modeling approach; interactive workspace (iRoom),
which is capable of cross-referencing POP models and information across different computers and displays; and the
Product Model and the 4th Dimensional (PM4D) approach, which we developed and tested in an international pilot
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project.
3.1 POP modeling approach and implications on design and construction decisions

POP models complement 3D product models with process and organization models for a more comprehensive
method for virtual design and construction. Based on our collaboration experience with industry partners, we conclude
that the POP modeling approach supports better coordination, visualization, and planning than conventional practice.
We explain these conclusions with examples in the following sections.

3.1.1 Product modeling

Product modeling tools such as Autodesk Architectural Desktop or Graphisoft ArchiCAD virtually model the
physical components or features of a design (Fig. 1) and allow engineers to leverage the 3D object intelligence for tasks
such as quantity takeoff and thermal analyses. At the same time, the explicit three-dimensional information of product
models facilitates spatial coordination and construction planning among different AEC specialty professionals.

Fig. 1. Graphical view of a product model showing components of architectural walls, structural beams, mechanical
ducts, electrical cable trays and conduits, and fire sprinklers (3D model buiit with Architectural Desktop Version 3.3).

Subsequent to the change requested by the Director of Research in the biotechnology case study, we collaborated
with the project teams to construct a three-dimensional product model of the laboratory facility. During the modeling
process, the team was able to identify several spatial conflicts between architectural, structural, and building systems
components that had not been identified in the two-dimensional drawings. Furthermore, the product models provided
the clients with a vivid representation of the complexity and value of prior architectural, structural, mechanical,
electrical, and plumbing coordination in place. The models helped (he project team members to explain the ripple
effects of a seemingly minor spatial reconfiguration to the clients,

3.1.2 Product-process modeling

4D modeling is an example of product-process modeling, which integrates a 3D product model with a schedule. By
animating a 3D product model based on the linkages to a construction schedule, a 4D model communicates the
sequence of planned work visually and helps planners identify schedule conflicts, safety hazards, and acceleration
opportunities.

In the hospital case, a student team spent approximately 10 person-hours to construct a high-level product model of
the hospital components in 3D; 2 person-hours to develop a process model based on the sequencing information we
gathered from the professionals; and 1 person-hour establishing the product-process linkages (Fig. 2). Instead of reading
through a 60-page binder, reviewers could comprehend the construction schedule more quickly with the 4D model.
Furthermore, the student team was able to leverage the product model and the process model for developing alternative
sequence plans. Rather than manually generating a whole new binder for an alternative schedule, it took 2 additional
person-hours (o develop a schedule alternative with the VDC approach.
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Fig. 2. Snapshot of a 4D model highlighting specific construction activities scheduled for a particular day in the
construction sequence of the hospital project (4D model created with Common Point 4D).

3.1.3 Organization-process modeling

We use ePM SimVision to model and simulate the interaction among teams, organizations, and their associated
responsibilities throughout different phases of a project. Such organization-process modeling allows users to predict
coordination bottlenecks, team backlogs, and hidden work under different staffing and teaming plans.

For the museum project, a student team interviewed various project team members, gathered relevant information,
and modeled the work processes along with the hierarchy and staffing of the project teams in ¢PM SimVision (Fig. 3).
The simulation provided qualitative and quantitative evidence, such as schedule risk, position backlogs, and
communication risk, with which the project director could assess the two design and construction alternatives,

Fig. 3. A partial view of the SimVision organization-process model from the museum project.
3.2 The interactive workspace

Johanson et al. [9] define the Interactive Workspace (iIRoom) as interfaces and an infrastructure that are
characterized by heterogeneity, multiplicities, and dynamism among users, devices, and software applications. In
collaboration with the Computer Science Department in Stanford University, CIFE has assembled an iRoom in its
facility. The ongoing CIFE iRoom research aims at defining and evaluating new ways for project teams to interact with
and visualize project information to facilitate fast and effective decision making in a group context {10]. On the
aforementioned retail complex, museum, and hospital projects, we have tested with industry practitioners the real-time
referencing capabilities that utilize common parameters such as dates and names to unify the focus of POP and related
cost models (Fig. 4).

Fig. 4. A snapshot from the retail complex project in which the iRoom supported the cross-referencing of POP
models and multidisciplinary views.

H-001486




Page 7
Capitalizing on early project decision-making opportunities to improve facility design, construction, and life-cycle
performance--POP, PM4D, and decision dashboard approaches Automation in Constructio

On the retail complex project, the iRoom infrastructure allowed us to evaluate different acceleration alternatives by
touching on a particular milestone on the process-model displays which prompts, e.g., automatic responses by the
adjacent product/process-model displays to show corresponding 4D views of schedule alternatives.

3.3 PM4D approach and implications on life-cycle performance

Collaborating with its Finnish partners, CIFE developed and tested the PM4D approach in the Helsinki University
of Technology Auditorium-600 pilot project [8]. HUT-600 was the first live and large-scale industrial application of the
Industry Foundation Classes (IFC) interoperability standard. We documented the life-cycle studies made during the
early schematic design phase of HUT-600, explained how the PM4D approach supports the life-cycle studies, and
analyze the anticipated implications of the PM4D approach and the life-cycle studies on the long-term performance of
the capital facility [8]. Below, we summarize the insights from this project as they relate to the topic of this paper.

HUT-600 consultants noted, and conferred with the project construction managers, that in the total spending on a
capital facility, 80% of the total cost is spent on the operation and maintenance, whereas the remaining 20% goes to
planning, design, and construction. Henee, it is crucial to capitalize on early project opportunities to optimize the
facility design for long-term performance.

The PMA4D approach relies on product modeling and interoperability standard(s) to eliminate the inefficiency and
risks of data re-entry in conventional practice. The approach aims at leveraging state-of-the-art analytical and
visualization tools to optimize the design, construction, and operation of a proposed facility during early project phases.
The approach recognizes the importance of having cross-disciplinary expertise to improve design and construction
integration and performance. With the goal of improving the quality of design and construction services, the approach
called for utilizing intelligent object-oriented product models and the 1FC interoperability standard to support data
sharing. Furthermore, the approach adopted various visualization tools and analysis tools for life-cycle performance
studies for early-project decision making.

During the early schematic phase, the architects and mechanical engineers designed with object-oriented modeling
: software such as Graphisoft's ArchiCAD and Progman Oy's MagiCAD. The IFC release 1.5.1 interoperability standard
i reduced the needs to re-enter geometric data, thermal values, and material properties {8). Efficient model and data
’ sharing during the schematic design phase allowed the building-systems consultants to simulate various cooling and
heating requircments based on the architectural product model. These thermal values were directly imported to the
Heating, Ventilating, and Air-Conditioning (HVAC) design application, where the mechanical consultants laid out the
distribution paths. The software then automatically sized and balanced the mechanical components. The object-oriented
HVAC application then exported the geometry of ducts and air handling units for the architects to incorporate into the
architectural model and generated a bill of materials for the general contractor.

Synthesizing the readily available bill of materials from the mechanical consultants and the three-dimensional
geometry from the architects, the general contractor for HUT-600 utilized an automated cost estimating and value
cngineering system, again object-oriented and IFC-compliant, to match design components with the contractor's
database for cost estimation, scheduling, and resource leveling.

Compared to a conventional approach, this relatively seamless data exchange and the related automated tools
tremendously expedited design time and improved the quality of interdisciplinary collaboration [8]. As a result, the
project team quickly generated three design and two building system alternatives and other work that directly added
value to the clients' and users' ability to understand the project design and make necessary decisions in a timely and
efficient manner.

Kam et al. also reported that in HUT-600 the use of object-oriented product models and the IFC interoperability
standard resulted in about 50% time savings in design documentation for some disciplines, as a result of the
object-oriented library, parametric properties, knowledge reuse, and data sharing. The PM4D approach expedited the
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traditional schematic design services while helping the engineering and construction professionals to develop more
project alternatives to greater detail than is typically economically possible today. As a result, the project team shifted
their attention from performing routine jobs to conducting life-cycle analyses. Such analyses added value to the project
by reducing the risks of cost overrun or dissatisfaction of long-tcrm performance.

By March 2001, only 3 months into the design phase, a rich set of analytical results were available to the owner and
the project team members. Subsequently, the owner evaluated various project alternatives (e.g., architectural features,
mixed versus displacement cooling systems, etc.) based on their functional performance, projected operating costs,
maintenance costs, and environmental impacts and chose the designs and systems that best met their long-term strategic
goals. In the selection of the air-conditioning system, the owners were confident to invest in the more energy efficient,
environment-friendly, slightly more expensive, and better performance system--the displacement cooling system.

The HUT-600 project team also explored various visualization tools, such as virtual reality-EVE, 4D CAD, virtual
animations, elc., to foster carly and effective communication among the end-users, owner, and project team. In
particular, the HUT-600's project team conducted a series of life-cycle analyses to evaluate the thermal performance,
cost implications, and environmental impacts of project altematives. In the following subsections, we explain how the
project team evaluated two air-conditioning system alternatives--mixed cooling versus displacement cooling systems. In
mixed cooling, the system supplies high velocity cold air from the ceiling. It is simpler in design and cheaper in cost
when compared to a displacement cooling system, which slowly cools the space from the floor and displaces the warm
air up to the exhaust in the ceiling.

3.3.1 Thermal performance

The mechanical engineers utilized Olof Granlund Oy's RIUSKA for thermal simulations and AEA Technology's
CFX to conduct computational fluid dynamics (CFD) analyses. Since the auditorium space was a critical room with heat
emission from 600 users and more than 200 light fixtures, RIUSKA's predictions and CFX's analyses enabled the
engineers to quantitatively compare the profiles of temperature and air velocity stratification between the mixed and the
displacement cooling schemes.

Based on 3D model input, RIUSKA accounts for the dynamic behavior of thermal masses in response to the
changing exterior temperatures through an hourly increment over a 12-month period. Thus, engineers could combine
different spaces and building systems to test various insulation and construction assembly options. Once the indoor air
temperature target was specified, the program took a few minutes to analyze the thermal loads from the occupancy, the
occupants' schedule, the equipment, and the exterior temperature conditions against the different insulation schemes,
window transmitlance, and louver systems. -

Taking RIUSKA's analysis results as its target range and boundary conditions, CFX took about 10 h to iteratively
solve for the finite numeric values of air temperature and supply air velocity across the sectional profiles of the
auditorium space. The CFX results itlustrated that in spite of a supply of lower air temperature of 17 °C, the mixed
cooling system was not as efficient as the displacement cooling system (with required supply air temperature of 19 °C)
in the occupants' zone--the area that matters most. Hence, the engineers learned from numerical values and vivid
graphical profiles (Fig. 5) that the mixed system had to supply cooler air at higher velocity in order to balance the
warmer air around the lighting fixtures in the'ceiling level.

Fig. 5. CFX provided CFD cross-sectional profiles of air velocity, which scales from 0.02 m/s (blue) to 0.20 m/s
(red), in the displacement cooling scenario (left) as well as the mixed cooling scenario (right), graphs courtesy of Olof
Granlund.
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3.3.2 Life-cycle cost analysis

The HUT-600 project consultants employed Olof Granlund Oy's BSLCC software to project the operation and
maintenance costs of project alternatives throughout the facility's expected life span. The consultants and the
construction managers shared their respective knowledge from past projects, facility management data, and
manufacturers' catalogues to estimate energy consumption costs, maintenance costs, and immediate investment costs
(Fig. 6), which all together provided reliable quantitative decision supports for selecting the mechanical system,
choosing electrical lighting and maintenance methods, and qualifying bid packages from air handling unit
manufacturers.

Fig. 6. RIUSKA projected the annual heating and cooling energy consumption for HUT-600 (graphs courtesy of
Olof Granlund). ’

In the mixed versus displacement cooling analysis, HUT-600 consultants assumed the systems had a 50-year
service life span. For both alternatives, BSLCC read the automatically generated bill of materiais from the
object-oriented applications, estimated the cost of initial investment, and projected operations costs based on energy

; consumption and system efficiency. With the analysis tool, the consultants also accounted for the maintenance cost,
: replacement cost, financing cost, as well as inflation cost. The in-depth comparison results informed the decision
makers that the equivalent annual cost of the displacement air-conditioning system was 6% higher than that of the
mixed air-conditioning system.

3.3.3 Environmental impact analysis

With Olof Granlund Oy's BSLCA softward, the building system consultants conducted environmental impact
assessments (o evaluate the environmental influence of the building materials and the estimated energy consumed by the
facility. In particular, the consultants extracted the material properties and quantity information from the product models
of the alternative designs. They deduced the level of environmental impacts to air and water and subsequently, they
quantified the amount of pollution emission, global warming, acidification, etc., in support of material and system
comparison (Fig. 7). '

Fig. 7. Chart from an environmental impact analysis showing the weight of emission (units in y-axis brackets) from
energy consumption (blue) and the building materials (green) over a 50-year period in HUT-600 (chart courtesy of Olof
Granlund).

Tteratively, the designers, consultants, and construction managers evaluated and counter-proposed materials,
structural systems, and building systems among themselves to balance aesthetics, performance, cost, and environmental
impacts during the project design phase.

3.3.4 Lessons from HUT-600

Shared among the owners and the project team of HUT-600 was a committed belief in capitalizing on early project
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opportunities to make a lasting.and positive effect on the facility over its total life span. Leveraging the reduced design
time and improved data exchange that were enabled by the PM4D approach, HUT-600's project team was able to
complete a series of life-cycle studies within the original design schedule. Pertinent decision factors and project
alternatives were available during the early schematic design phase when making a decision had a relatively high impact
and low cost.

In a nutshell, modern technologies are capable of expediting conventional design practices and promoting life-cycle
approaches. Project experiences from the HUT-600 construction pilot demonstrated that owners are empowered to
choose among comprehensive life-cycle alternatives and to align the long-term facility values with their strategic plans,
whereas project team members can differentiate themselves from their competitors with higher efficiency, better
quality, and more effective application of their expertise.

4 Barriers to better AEC decision making

Based on our application experience with the industry test cases, we assess that VDC technologies are promoting
and automating the informative formulation of AEC decision alternatives. However, as we illustrate in the following
case studies taken from the retail complex project, the high-level, predetermined, and static evaluation means and
theories are hindering the clear and flexible evaluation of AEC alternatives; whereas the coupling of options and the
discarding of seemingly invalid options adversely impact the quick re-formulation of AEC decision alternatives.

4.1 Evaluation barriers

For evaluating the conformity of each alternative with respect to the criteria (i.e., the owner's budget and
milestones), the project executive in the retail complex project utilized spreadsheets and slide presentations to represent
a predetermined set of performance predictions (Fig. 8). As the project developers evaluated the performance
predictions against the decision criteria, they realized that they needed to compromise their turnover requirement to
alleviate the budget problems with the acceleration alternative. Please note that this example is realistic, yet fictitious,
i.e., it is based on our observations of the decision-making process and use of VDC technologies, but did not happen in
exactly this way.

Fig. 8. Current SimVision "executive dashboard” (top) and spreadsheet-based evaluation (bottom) treat each
alternative as a new field/case. They neither show the interdependencies among the alternatives nor allow the decision
makers to query or evaluate alternatives at the options level.

In Section 2.2, we explained that the quality of evaluation is dependent on the means and methods to provide
decision makers with pertinent decision contents and that the means and methods have to be clear and flexible. In the
retail complex project, the evaluation was predetermined, static, and limited to a high-level comparison of alternatives.
The predetermined table of evaluation treats all alternatives equally as independent choices; it does not differentiate
whether the choices can be taken together or are truly independent. It does not show the immediate and ripple effects of
a particular option on other options. The comparison is inflexible to shift among different decision foci (e.g., from the
overall steel acceleration performance predictions to the predictions of the retail steelwork). It restricts the evaluators
from querying the performance predictions of individual options (e.g., the time and cost impact of using one versus two
or three welding teams). Furthermore, it is passive and requires manual efforts to generate and update.
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4.2 Re-formulation barriers

Similarly, as the decision makers came to a trade-off conclusion, they relaxed their turnover requirement for some
of the buildings. With this new refinement of the decision criteria, numerous pre-coupled options had to be
reconsidered. In particular, the decision makers wondered what would be the resulting schedule, cost, and risk impacts
of changing one process option by adjusting the construction sequence between the lower parking structure and the
retail steel from finish-t0-start to a parallel execution. While one could describe the pre-coupled acceleration schedule
rather easily with state-of-the-art POP models in the CIFE iRoom, the meeting participants could not test individual
project options (c.g., whether to go overtime or not for steel erection, use a finish-start or parallel sequence, etc.) and
thereby obtain the ripple responses of these isolated changes on their cross-disciplinary performance predictions such as
cost or schedule impacts, Even a minor change or testing of an isofated option's effectiveness requires a new set of
product, process, organization, and cost linkages--a lengthy and intensive procedure that hinders "what-if" analyses.

The meeting participants wanted to test "what-if" scenarios with individual options in new combinations and
evaluate the predicted performance as well as the interdisciplinary consequences. Since it would take a considerable
amount of time to change the pre-coupled models with various VDC tools, the decision facilitators could only
intuitively discuss the merits of each option verbally, dismiss the meeting, regenerate the VDC
product/process/organization/cost models, and then cross-link them all over again before quantitatively assessing the
performance predictions with the decision makers.

As Section 2.3 discusses, quick and direct re-formulation of project alternatives is pivotal to the generation of
multiple and creative alternatives. The coupling mechanism and the abandonment of invalid options may seem
appropriate when decision facilitators formulate alternatives. The retail complex case study shows that criteria change
with new states of information, the presence of a decoupled set of options--both valid and seemingly invalid
ones--might be useful to support "what-if" analysis. Current POP modeling and simulation tools require some time (a
few hours or a few days depending on the size and complexity of the POP models needed for a particular decision) and
resources (a few applications) to isolate particular project options and re-formulate a new alternative using various VDC
tools in the iRoom during "what-if" analyses.

4.3 Decision contents and chalienges

Coming up with a good action plan in AEC requires informative formulation, clear evaluation, and quick
re-formulation. In current practice, there are no formal means of representing the different types of decision contents
(which include options, alternatives, predictions, and criteria), which are relevant but are dispersed among the
multidisciplinary stakeholders. Decision contents are the information basis for AEC decision making. The complexity
and variety of dispersed decision contents, along with the dynamic decision-making process as well as the many
stakeholders, present challenges for achieving the decision-making objectives that are described in the previous section.
We distinguish four types of content that go into the multidisciplinary and iterative decision making process. These
content types are project options, project alternatives, performance predictions, and decision criteria.

4.3.1 Options (product, process, organization, and resource options)

Project options are intradisciplinary interventions. They are heterogeneous because they may include product
options (e.g., a three-level or a five-level parking structure), process options (e.g., finish-to-start relationship or a
start-to-start concurrent relationship; an 8-h work day or an 11-h overtime work day), organization options (e.g.,
employing one, two, or three welding teams), and resource options (e.g., using one set of formwork or two sets of
formwork).

4.3.2 Alternatives

An assembly of intradisciplinary options yields a project alternative, which is a coherent project plan that addresses
interdisciplinary factors. Examples of project altematives include a concrete acceleration alternative, a structural steel
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acceleration alternative, and a hybrid acceleration alternative. Each of these alternatives specifies a unique combination
of options.

4.3.3 Predictions

Modeling, simulating, and estimating the behaviors of a coherent project plan allow decision makers to assess the
perfonmance of a project alternative with both quantitative (e.g., cost estimate and schedule) and qualitative predictions
(e.g., risk concerns).

4.3.4 Criteria

The quantitative and qualitative predictions in turn allow the decision makers to evaluate the anticipated
performance of an alternative against the explicitly predefined purpose, priorities, preferences, and goals that arc part of
the decision criteria (e.g., specifications, milestone, and budget).

The handling of decision contents relies on the ad hoc and implicit knowledge of the professionals and thus
undermines the information basis, evaluation clarity and flexibility, as well as the quickness of re-formulating new
altematives. State-of-the-art VDC technologies describe each alternative as a set of pre-coupled options by interlinking
information views from different disciplines. While this linkage has the potential to contribute to a balanced
representation, and thus comprehension, of a particular project alternative during the decision-making process, the
inability to decouple pre-coupled options hinders the effectiveness of formulating, evaluating, and re-formulating
project options and alternatives to address the changing scope, cost, schedule, and organizational needs or opportunities.

Curvent theory offers a qualitative framework and concepts that foster value-adding decision making. The
realization of its benefits depends on the stakeholders involved, the processes undertaken, and the means to handle
complex and heterogeneous decision contents. AEC information-processing theories do not support the integrated
representation of producl-organization-process-resource options and their inter-relationships, nor do they explicitly
differentiate the characteristics of options, alternatives, predictions, and criteria for decision support. For instance,
theories about value engineering [4,5,11] as well as time/cost tradeoff methodologies [12-14] deal with specific option
types and neglect the multidisciplinary relationships or ripple effects among AEC options. On the other hand, the
Critical Path Method [14] considers options on an isolated basis as it centers on the management of risks and
uncertainty of a specific project alternative. Hence, current theory is lacking a formal means to support the synthesis
(i.e., the representation, differentiation, organization, preservation, and manipulation) and evaluation of decision
contents (i.e., valid and seemingly invalid options, alternatives, qualitative and quantitative predictions, and criteria) in
an integrated reference model throughout the many phases of AEC decision making.

Hence, the challenge is to keep the stakeholders (particularly the decision makers) informed of all the contents
(particularly the options and the decision criteria) during all phases of the decision-making process (particularly the
briefing and analysis phases). There are strong needs for an integration of contents that is resourceful and transparent,
such that the stakeholders can comprehend the issues at stake with good information breadth; evaluating the alternatives
with clarity, focus, and flexibility; while re-formulating new alternatives with quickness and repeatability.

4.4 The decision dashboard approach

Building on POP models, we are developing a Decision Dashboard that is both a synthesizer and a visual interface
with the decision contents. The Decision Dashboard is not a tool for automatic generation or coupling of project
options, but a visual and interactive tool for the synthesis of ideas, predictions, and requirements among AEC
stakeholders. To carry out the synthesis function, we are developing a schema and a new relationship set for the
Decision Dashboard to handle heterogeneous decision contents, which are represented by Decision Objects and
Functional Requirements Objects. Based on the attributes within and the relationships across these representation
agents, the Decision Dashboard constructs a Decision Network, an interactive graphical network.
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We anticipate that the Decision Dashboard will reduce the need to couple options or discard seemingly invalid
decision contents; foster better decision foci through clear and flexible evaluation; and enable efficient manipulation of
various decision contents on capital projects.

5 Conclusions

| In conclusion, the decision basis in AEC requires informative formulation, clear evaluation, and quick

| re-formulation of altematives. We illustrate the benefits of VDC technologies in support of informative formulation

| through explanation of POP modeling, the iRoom infrastructure, and the PM4D approach. Assessing the limitations of

! current theories and tools to support clear evaluation and quick re-formulation of alternatives, we motivate the rescarch
needs of a Decision Dashboard, which synthesizes heterogencous decision contents (i.e., options, alternatives,
predictions, and criteria) to support the formulation, evaluation, and re-formulation of AEC alternatives.
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" analyses.4.3 Decision contents and challengesComing up with a good action plan in AEC requires informative
formulation, clear evaluation, and quick re-formulation. In current practice, there are no formal means of representing
the different types of decision contents (which include options, alternatives, predictions, and criteria), which are relevant
but are dispersed among the multidisciplinary stakeholders. Decision contents are the information basis for AEC
decision making. The complexity and variety of dispersed decision contents, along with the dynamic decision-making
process as well as the many stakeholders, present challenges for achieving the decision-making objectives that are
described in the previous section. We distinguish four types of content that go into the multidisciplinary and iterative
decision making process. These content types are project options, project alternatives, performance predictions, and
decision criteria.4.3.1 Options (product, process, organization, and resource options)Project options are intradisciplinary
interventions. They arc heterogeneous because they may include product options (e.g., a three-level or a five-level
parking structure), process options (¢.g., finish-to-start relationship or a start-to-start concurrent relationship; an 8-h
work day or an 11-h overtime work day), organization options (e.g., employing one, two, or threc welding teams), and
resource options (¢.g., using one set of formwork or two sets of formwork).4.3.2 AlternativesAn assembly of
intradisciplinary options yields a project alternative, which is a coherent project plan that addresses interdisciplinary
factors. Examples of project alternatives include a concrete acceleration alternalive, a structural steel acceleration
alternative, and a hybrid acceleration alternative. Each of these alternatives specifies a unique combination of
options.4.3.3 PredictionsModeling, simulating, and estimating the behaviors of a coherent project plan allow decision
makers to assess the performance of a project alternative with both quantitative (e.g., cost estimate and schedule) and
qualitative predictions (e.g., risk concerns).4.3.4 CriteriaThe quantitative and qualitative predictions in turn aliow the
decision makers to evaluate the anticipated performance of an alternative against the explicitly predefined purpose,
priorities, preferences, and goals that are part of the decision criteria (e.g., specifications, milestone, and budget). The
handling of decision contents relies on the ad hoc and implicit knowledge of the professionals and thus undermines the
information basis, evaluation clarity and flexibility, as well as the quickness of re-formulating new alternatives.
State-of-the-art VDC technologies describe each alternative as a set of pre-coupled options by interlinking information
views from different disciplines. While this linkage has the potential to contribute to a balanced representation, and thus
comprehension, of a particular project altemative during the decision-making process, the inability to decouple
pre-coupled options hinders the effectiveness of formulating, evaluating, and re-formulating project options and
alternatives to address the changing scope, cost, schedule, and organizational needs or opportunities.Current theory
offers a qualitative framework and concepts that foster value-adding decision making. The realization of its benefits
depends on the stakeholders involved, the processes undertaken, and the means to handle complex and heterogeneous
decision contents. AEC information-processing theories do not support the integrated representation of
product-organization-process-resource options and their inter-relationships, nor do they explicitly differentiate the
characteristics of options, alternatives, predictions, and criteria for decision support. For instance, theories about value
engineering [4,5,11] as well as time/cost tradeoff methodologies [12-14] deal with specific option types and neglect the
multidisciplinary relationships or ripple effects among AEC options. On the other hand, the Critical Path Method {14]
considers options on an isolated basis as it centers on the management of risks and uncertainty of a specific project
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alternative. Hence, current theory is lacking a formal means to support the synthesis (i.e., the representation,
differentiation, organization, preservation, and manipulation) and evaluation of decision contents (i.e., valid and
seemingly invalid options, alternatives, qualitative and quantitative predictions, and criteria) in an integrated reference
model throughout the many phases of AEC decision making.Hence, the challenge is to keep the stakeholders
(particularly the decision makers) informed of ali the contents (particularly the options and the decision criteria) during
all phases of the decision-making process (particularly the briefing and analysis phases). There are strong needs for an
integration of contents that is resourceful and transparent, such that the stakeholders can comprehend the issues at stake
with good information breadth; evaluating the alternatives with clarity, focus, and flexibility; while re-formulating new
alternatives with quickness and repeatability.4.4 The decision dashboard approachBuilding on POP models, we are
developing a Decision Dashboard that is both a synthesizer and a visual interface with the decision contents. The
Decision Dashboard is not a tool for automatic generation or coupling of project options, but a visual and interactive
tool for the synthesis of ideas, predictions, and requirements among AEC stakcholders. To carry out the synthesis
function, we are developing a schema and a new relationship set for the Decision Dashboard to handle heterogeneous
decision contents, which are represented by Decision Objects and Functional Requirements Objects. Based on the
attributes within and the relationships across these representation agents, the Decision Dashboard constructs a Decision
Network, an interactive graphical network.We anticipate that the Decision Dashboard will reduce the need to couple
options or discard seemingly invalid decision contents; foster better decision foci through clear and flexible evaluation;
and enable efficient manipulation of various decision contents on capital projects.5 Conclusionsin conclusion, the
decision basis in AEC requires informative formulation, clear evaluation, and quick re-formulation of alternatives. We
illustrate the benefits of VDC technologies in support of informative formulation through explanation of POP modeling,
the iRoom infrastructure, and the PM4D approach. Assessing the limitations of current theories and tools to support
clear evaluation and quick re-formulation of alternatives, we motivate the research needs of a Decision Dashboard,
which synthesizes heterogeneous decision contents (i.e., options, alternatives, predictions, and crileria) to support the
formulation, evaluation, and re-formulation of AEC alternatives.AcknowledgementsWe thank the following people and
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ABSTRACT

This paper explores the design of visualizations that support mandated organizational compliance processes. We
draw on the research literature to show how visualizations can operate as effective user interfaces for complex,
distributed processes. We argue that visualizations can reduce the complexity of such processes, making them casier to
manage, and can facilitate the communication and collaboration that are critical to supporting compliance. We describe
the design and pilot deployment of a visualization that supports the IBM Sarbanes-Oxley Act compliance process,
discussing design alternatives, the final design, its deployment, and lessons fcarned. [PUBLICATION ABSTRACT]

FULL TEXT

This paper explores the design of visualizations that support mandated organizational compliance processes. We
draw on the research literature to show how visualizations can operate as effective user interfaces for complex,
distributed processes. We argue that visualizations can reduce the complexity of such processes, making them casier to
manage, and can facilitate the communication and collaboration that are critical to supporting compliance. We describe
the design and pilot deployment of a visualization that supports the IBM Sarbanes-Oxley Act compliance process,
discussing design alternatives, the {inal design, its deployment, and lessons learned.

INTRODUCTION

Since the advent of the Sarbanes-Oxley Act (SOX), which established new or enhanced standards for corporate
accountability, systems for tracking and managing compliance testing have become critically important to
organizations. One of the challenges to designing such systems is managing the interface between people and the
system's computational processes. By their very nature, compliance systems require that humans monitor processes and
investigate and fix problems: There is no such thing as an "automatic" compliance system. The point of a compliance
system is to ensure that humans are involved, because ultimately one or more persons must take personal and legal
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responsibility for compliance. Another challenge is the fact that, in an organization of any appreciable size, monitoring
and other activities are likely to occur among a number of people in disparate locations. These challenges are
compounded by the fact that human performance differs from that of computers: People are prone to make a variety of
errors of perception and calculation, including forgetting to enter information, neglecting to enter it in a timely fashion,
and sometimes overlooking items. In short, compliance management systems are complex sociotechnical entities whose
smooth functioning involves a blend of technical, human, and social factors.

Our concem is with the design of socio-technical systems that span large organizations. In this paper, we report on
the design and use of a shared, dynamic visualization of organization-wide processes to aid tracking and managing
compliance. We argue that the use of a visualization can amplify human cognition at an individual level, and that when
it is visible to all participants, it will evoke social processes that can aid in managing compliance. At the same time, the
shared nature of the visualization means (hat privacy becomes a key issue for ethical, cultural, and legal reasons, and so
the design of the visualization involves making careful choices about the circumstances under which information is
made visible to others.

MANAGING RiSK AND COMPLIANCE

While there arc a number of eminently practical reasons that companies should be concerned with managing their
risks, the current interest in this domain is driven by recent legislation by the United States Congress. It is useful to
understand this legal context, as it is the direct driver of the current push to devise better tools to support risk and
compliance.

The Sarbanes-Oxley Act

SOX was signed into United States law on July 30, 2002, largely in response to a number of major corporate and
accounting scandals. It establishes new or enhanced standards for corporate accountability. All publicly traded
companies in the United States need to comply with this legislation. The scope of the law and the nature of the controls
it specifies mean that compliance requires considerable work on the part of companies. In view of this, SOX is being
put into effect on a staggered schedule, each section going into effect on a different date. The following are the main
sections of the law:

* Section 302/906-Corporate Responsibility for Financial Reports
* Section 404-Management Assessment of Internal Controls

* Section 409-Real-Time Issuer Disclosures

* Section 802-Records Management

Section 302 of SOX is already in effect. To comply with section 302, the chief financial officer (CFO) and chief
executive officer (CEO) must personally certify the accuracy of financial statements and the efficacy of internal
disclosure controls. Disclosure controls must be established and enforced at ail levels within the company, with
quarterly evaluation of the efficacy of controls by the company. All significant deficiencies, material weaknesses, and
acts of fraud must be disclosed o the audit committee. The company must establish and emphasize a culture of
integrity, and the CEO and CFO must have confidence and trust in the people and process.

Section 404 for accelerated filers (companies with a public float greater than 575 million) went into effect in
November 2004. For nonaccelerated filers, the date has been extended to July 2007. It requires that management file
annual reports on internal controts, and that these reports be attested to by external audit firms. All controls relating to
financial reporting must be documented and tested for efficacy. All gaps and deficiencies of such controls must be
reported. Companies must demonstrate an ability to monitor control compliance.
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Sections 409 and 802 are not yet in effect. The ongoing implementation of section 404 and the pending
implementation of sections 409 and 802 suggest that the way organizations manage their risk and compliance processes
will be in flux for the near future, and that, in turn, there will be a significant need for approaches that facilitate an
organization's ability to deal with these issues.

Before the advent of SOX, IBM already had a welldefined control process. This process was further developed to
support SOX, and particularly SOX 404 reporting, the latter focusing on management oversight of internal controls,
including quarterly evaluation of each control.

By the time we started working with the IBM controllers, all the controls had been identified and categorized by
business process and by country. For example, one contral-in the Accounts Receivable process category-requires that
adjustments be checked to ensure that management has approved all adjustments that are not financial in nature; this
control is tested in several countries, including Argentina, Australia, Austria, Belgium, and Brazil.

As one would expect, the process of testing controls is not automatic. Even if this were possible, it is not desirable,
because SOX requires that individuals take personal responsibility for certifying the accuracy and efficiency of the
control processes. Thus, people are an integral part of the system. Each process has an owner who monitors the set of
controls in effect for that process (a process owner may own several processes); each country has an owner who
monitors the controls for that country; and each control has an owner who is responsible for seeing that the appropriate
number of tests are run each quarter (or each testing period) and that defects arc investigated, reported, and remediated.
Process owners are responsible for coordinating the people who own their process controls and for determining that the
defects are real, rather than a problem with the control itself.

Monthly reporting from the globally distributed owners for cach control is supported by a formbased front end to a
database, and all control information is stored in the database. A quarterly scorecard is generated that provides summary
information about the control status, such as the number of unremediated defects since inception to date, the number of
defects for the current quarter, and the number of samples for the current quarter. The scorecard is rolled up by business
unit and business process.

Overall, IBM monitors on the order of hundreds of controls spanning dozens of countries (though not every control
is relevant to every country). This generates a significant amount of data, and the problem of managing it is nontrivial,
particularly because of the dynamic and distributed nature of the controls and control-related information.

IMPORTANCE OF VISUALIZATION

This section addresses why visualization is a promising approach to compliance management. This discussion
draws on work in the field of social computing (e.g., Erickson and Kellogg and Olson and Olson2).

The term visualization might refer to a wide range of representations, from static depictions of data to full
interactive applications. We primarily discuss interactive visualizations, though some or even many of the cognitive,
motivational, and social benefits of visualizations that we discuss could be realized as static displays. However, in most
cases the benefits are enhanced when the user has the ability to filter, interact with, and manipulate the data. In the
section "Lessons Learned," we contrast dashboards (a static representation and not always of visualized data) with
interactive visualizations. For an interesting cxample of an interactive visualization, see Reference 3.

Visualization at the individual level

There is a large body of research literature on information visualization and the cognitive effects of perceiving and
conceptualizing information; summarizing it is beyond the scope of this paper.

Instead, we draw on the categorization and explanation of the benefits of visualization by Card et al., particularly
how visualizations can increase people's visual capabilities and amplify cognition.4 They outline six ways in which
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visualizations can provide benefits: (1) by increasing memory and processing resources available to the user, (2) by
reducing the search for information, (3) by enhancing the detection of patterns, (4) by enabling perceptual inference, (5)
by using perceptual attention mechanisms for monitoring, and (6) by encoding information in a malleable medium.

Cognitive psychologists have built up an empirical picture of these benefits over the last 30 years. For example,
visualizations can increase working memory and the cognitive processing resources available to a user because some
visual elements can be processed in parallel by the (relatively fast) human perceptual system; some work that would
otherwise be performed by the slower and limitedcapacity cognitive system can be offloaded to the perceptual system;
and keeping pertinent details "in the world" rather than in the user's head can increase the amount of working memory
that can be devoted to problem solving.7

Visualizations can reduce the effort needed to search for information because they are dense, portraying a large
amount of data in a small space. They can enhance pattern detection through aggregation and abstraction of data (when
this is combined with the ability to focus down to details, it can be particularly effective). Visualizations support
perceptual inference, making some problems obvious and allowing a large number of elements to be monitored. Finatly,
when visualizations are interactive and malleable, they can be directed by users to examine particular areas of interest.

Visualization for groups

Visualization is also a powerful tool when used by groups of people to collaborate, particularly across distances.
Erickson and Kellogg use the concept of social translucence to explain why this is so: Visualizing people and their
activities leads to awareness and mutual accountability. Socially translucent systems create common resources by which
\ people can more effectively coordinate their behavior. Such systems also support the emergence of social
| dynamics-such as peer pressure, imitation, the creation of nomms, accountability, and other phenomena-that help to
| motivate collective effort toward common goals. In a series of studies of a socially translucent group-chat tool called
| Babble, Erickson and colleagues documented several effects on group process, including encouraging informal
expression, minimizing the social overhead required for information exchange, and allowing remote members to keep in
touch and quickly reestablish context.10,11

; Similar social dynamics can emerge from information visualizations. Erickson et al. describe the task proxy, a

; visualization of the state of a task by individuals throughout an organization. In this representation, information about
the task is in the foreground, so that its overall state can be discerned at a glance, but the elements of the task state
reflect whether individuals have completed their bit of the task or not. Exposing such a visualization to the people in the
organization generates social dynamics, such as peer pressure ("V'd better get this done; I'm almost the last one™),
requests for assistance ("] see Tessa is already done; I'll ask her if the update messed up her system"), or offers of
assistance ("No one in John's group has started on this; I'd better let them know"). The visualization provides a mirror to
the organization of its own behavior and common ground for task participants to discuss what is happening and to
coordinate task completion.

Halverson and colleagues have taken a similar tack in creating a customizable interactive visualization for
bug-tracking data in software development (see Reference 13 for a screen capture of the actual visualization). This
visualization supports software developers and project managers in managing both technical and social issues. It does
this because the visualization is compact, yet allows users to monitor for problems throughout an extremely large data
set (over 10,000 bugs), and when shared among all the development team members, this visualization provides a basis
for negotiating the priority of various bug fixes.

DESIGN PROCESS
The process of designing and deploying the risk and compliance visualization spanned almost two years. In this

section, we describe the basic methods brought to bear on the process and the participatory approach we used to develop
and deploy the design.
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Figure | provides a high-level overview of the types and distribution of methods involved, and their relationship to
the deployment. The key points illustrated by the figure are that we employed a number of different methods to advance
the design process and that the different methods were often pursued in parallel (although there is a tendency for those
in the upper portion of the figure to be used earlier than those in the lower portion of the figure). While it is not
uncommon for design to be portrayed as a linear process, in our experience, such interleaved parallel activity is the
usual case, especially when the design process involves working with multiple stakeholders in various organizations, as
this one did (see Reference 14), Some activities, such as design experiments, can be started immediately by members of
the core team, whereas others, such as structured interviews, may require lead time to set up (arranging to interview the
CEO of a major financial institution can require considerable political work as well as waiting for an opening in his or
her schedule), and still others, such as deployment, may be constrained by organizational processes.

Methods used

We began by familiarizing ourselves with the design territory. In addition to reading background material and
literature, we interviewed people involved in compliance management. In parallel, we began a series of design
experiments, which helped us develop a sense of the possibilities afforded by visualization techniques. We then
implemented an early technical prototype and moved fluidly between design experiments, technical prototype
development, and design conversations with our users and stakeholders. This work eventually culminated in a
deployment, although we continued our other activities.

Structured interviews

We used structured interviews early in the design process to learn how 1BM executives were thinking about risk
and compliance. These interviews helped us understand the risk and compliance domain in general and the concerns of
executives (who, under SOX 302, must certify the compliance process) in particular. The executives were primarily
concerned with achieving a standard and unified approach to controls testing and reporting processes used in different
parts of the organization. They viewed unification as essential if they were going to be able to monitor, manage, and
track the controls testing data for the current quarter.

Design experiments

Learning by creating visualizations was an important part of the design process. Some visualizations took the form
of quick sketches to explore an idea, such as exploring how to present a high-fevel view of an organization's
compliance. Others were detailed explorations of a particular design feature; for example, we created four alternative
designs to explore how to represent the state of compliance of a business process, and we did a series of sketches to
investigate how to structure the compliance representation to best reveal interesting patterns in the data. We used
storyboarding techniques to explore the details of interactions through a particular use of the visualization. For example,
we created a storyboard to demonstrate to 1BM controllers how they would use a compliance visualization to identify
and focus on a pariicular defective control that needed attention.

Design conversations

We held detailed conversations with end users and stakeholders about specific design problems. The conversations
ranged from e-mail exchanges to semiformal meetings, and topics ranged from general issues to discussions focused on
a specific design issue, storyboard, or iteration of a design solution. For example, after meeting with controllers to leamn
about their process and discuss the design problem, we exchanged e-mails in which we asked specific questions about
their process, such as how it was represented and encoded in the controls database, how they used the controls database
to support their process, and their scheme for numbering controls.

Technical prototypes

To ensure that our designs were technically feasible, we built working prototypes of some that we were considering
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deploying. Many were user-interface prototypes to explore the interactions we were proposing. We also conducted
studies of how to structure the Extensible Markup Language (XML) from which the visualizations are generated.
Finally, we used our technical prototypes to investigate performance and communication between the underlying
analytic components and databases that we were intending to use.

Participatory approach

Our purpose was to create visualizations that would support real-world risk and compliance processes. As a

consequence, it was crilical to deploy our prototypes to the actual people who would be using the real system and to
provide access (o the actual data.

Doing this introduced a number of difficulties. The real nature of the work and the demands of the organizational
contexts in which it took place often shaped what we did and how we had to do it. For example, because of the quarterly
financial eycle, our prototype had to be ready to deploy for the fourth quarter, even though it was not as fully featured as
we would have liked. Running a prototype against the actual SOX database was another challenge. The technology staff
who hosted the SOX database was unwilling to let us deploy technology on their working server, and so we had to run
against a replicated copy of the database. This limited our ability lo create a visualization that reflected up-to-the-minute
information in the database, as we could replicate only twice a day without affecting database performance. Although
we were reassured by the executive controllers that the update frequency was sufficient, it proved to be insufficient for
other stakeholders in the controls process.

Furthermore, we wanted the controllers to feel that they owned this system. That was one reason that we involved
them early, engaging them in interviews and in conversations about various design experiments and technical
prototypes. In addition, we decided that we should make use of their process for deploying new technology. Thus,
although we hosted the prototype on our server, they created the training materials for it, announced it, and distributed it
by means of a link from the corporate controls Web site.

WORKING VISUALIZATION

Our goal was to create an interactive picture lo capture and summarize compliance data. We wanted users to see at
a glance the processes and controls that needed further investigation. A good visualization should reveal patterns in the
data that are important for understanding the current state of the compliance process and the actions that need to be
taken. For example, the visualization should make it easy to see common controls tested in different countries that have
unremediated defects or to see controls that repeatedly have remediated defects each testing period. It should then be
possible through interaction with the visualization to obtain the information needed for necessary action on the part of
the user, such as contacting the person responsible for a control.

Rationale

We anticipated that a visualization would support the monitoring of control status and the analysis of patterns of
defects. In particular, a visualization should enable stakeholders in the control process to answer the question, "How is
our organization doing?" Rather than the typical dashboard approach of providing a high-level summary to answer this
question, we thought that it was important to provide a picture so that people could actually "see” how the organization
was doing. This was accomplished by two tactics: using small colored shapes (o represent the data of interest and
grouping the data closely together so that visual comparisons were facilitated. Thus, for example, grouping controls by
business process would allow people to monitor a particular process and to compare that process with others.

These tactics were critical to support monitoring and pattern recognition throughout this large data set. Pattern
recognition is a central benefit of visual processing, and an appropriate visualization can support this process, changing
the task from a cognitive one to a perceptual one.6 A visualization that contains a visual representation of each control
and groups these controls along dimensions that are important for the control process should make it easicr to spot
patterns in the control data, Patterns that could be shown in a compliance visualization include processes with defective
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controls, controls with defects that have the same control process but are run in different countries, and repeated control
defect-remediation cycles.

Although it is important to get an overview of the entire data set, it is also essential to be able to restrict the view in
order to see more detail. Thus, filters are important so that more specific questions can be asked. Time and place are
always important and allow for such questions as: "How is the United Kingdom doing?" and "How did we do last
month?” Similarly, specific information about a process or control is also necessary to follow up on observed
problematic patterns. Thus, clicking on different parts of the visualization should reveal more information.

Deployed prototype

Figure 2 is a visualization for the IBM SOX compliance process. (1t is for illustration purposes only; the data is
fictitious.) At the top is a gray header that contains the legend, a "View By" dropdown menu, and check boxes that
allow the user to configure the control types shown in the visualization. Below the header, the screen is divided into
three columns. The first column (left) contains a scrollable list of business processes ordered alphabetically. (In
actuality, there are approximately 150 business processes.) Each colored shape represents a control for that process.
Shading indicates whether the control had a defect the previous quarter, and its color indicates its status. The second
column (middle) provides a more detailed view of a single process: It shows the controls for a selected process broken
down by country. The third column (right) provides a view of the details of a single control. Thus, the visualization
shows, from lefi to right, a view of all processes, a view of all controls of a single process broken down by country, and
the details of a single control within a process.

An executive viewing the processes in the first column might wish to explore the topmost process, Accounting,
noting that it has four magenta controls (i.., controls with defects), and a number of other controls that are under-tested
(yellow) or have no data at all (gray). Selecting this process would provide an expanded view of it in the middle column
(as shown), with its controls grouped by country. Thus, the executive could quickly see that-while the controls in ltaly,
the United Kingdom and the United States are in fairly good shape-Canada, China, Denmark, and Spain give more
reason for concern.

When the executive clicks on a particular control in the middle column, the details for that control appear in the
right column. These details include a description of the control and the root causes and action plans for any defects. The
control that is selected in the figure is in Denmark and is indicated by a heavy blue border around the shape. lis details
are shown in the right column. Some other controls in the middle column (in Canada and China) are also highlighted by
a thin black border. These represent the same control, but run in different countries. These controls are also listed at the
bottom of the right column.

From the drop-down menu on the left, the user can group the contrals in the first column either by the business
process, as shown in the figure, or by country. When the left-column view is by country, the middle column becomes a
breakdown of the controls for the country by process. Using the check boxes, the user can tum the display of controls of
a certain status or type on and off. Thus, for example, the user might choose not to show controls that are fully tested,
and when he or she unchecks that option, the green squares are not shown in the visualization.

The end result is an interactive visualization that shows aggregate status at one instant with the ability to selectively
explore particular elements in greater detail. A consequence of this approach is that users will have to negotiate a
leaming curve to interact with the visualization effectively. Without some training and experience, they may find it
difficult to understand the significance of what is shown, to navigate the data, or to best configure the visualization to
serve particular needs.

DEPLOYMENT

The deployment took place between December 2005 and February 2006. The deployed version was written in
Squeak (an open-source version of Smalltalk) and required downloading a plug-in. The availability of the compliance

H-001503




Ry

Page 9
Seeing is believing: Designing visualizations for managing risk and compliance IBM Systems Journal April 2007 - June
2007

visualization was announced on the front page of the IBM corporate controls Web site, and there was a link (with a
"NEW" bubble icon) to a page describing the visualization and the pilot deployment. The visualization was updated
twice daily with a current snapshot of control data.

Because we ran the pilot near the close of a financial quarter-a very busy period for our users-the pilot involved
only 20 participants, The global controls coordinators, both those responsible for particular processes worldwide and
those who were responsible for particular countries, were the main participants. They are responsible for monitoring the
controls for a specific process or set of processes, or a specific country or set of countries.

We used a number of methods to collect feedback. First, a "Provide Pilot Feedback" button on the visualization (see
Figure 2) was used to point the participants to a wiki where they were able to provide written feedback. second, we
interviewed seven of the controls-process and country owners who participated in the pilot deployment. Third, we
conducted an online survey that gathered input from seven different controls-process and country owners, asking them
about their role in the controls process, their experiences using the controls database and scorecard, and their feedback
on the visualization. Finally, we talked to the controls process executive team-the group that provided input during our
participatory design processabout the deployed design.

LESSONS LEARNED

In this section we report on the lessons learned to date, based on the nearly two years of work described herein.
This is a work in progress and is directed toward a very particular situation. Nevertheless, we believe that these
observations can provide value to others pursuing similar efforts.

Visualizations as user interfaces to control tasks

A visualization should be thought of as a user interface to a control task, not as a report or a report component. The
visualization was designed to support the controllers, and in particular, the team of controllers who were overseeing the
SOX controls process. It was this team that participated in our design process, and consequently, their needs and
influences shaped what we produced. When we were doing our design work, they were looking for a reporting solution,
that is, a view that would substitute for the quarterly scorecard which they used to summarize their data. Because their
main interest was in seeing compliance status across all their processes, we chose not to support the input of control
data in the prototype, but, we learned this did not serve the needs of other controllers. Several controllers who did not
participate in the design process reported that while they liked the visualization that provided an overview and allowed
them to see the controls status and compare global controls across countries, they still needed access to the database. As
one informant said, "Any time | see something that doesn't look right, I need to do something."

From our post-pilot interviews and surveys of the participants, we learned that the controls testing, monitoring, and
reporting tasks are complex. There are many subtasks and items that need to be tracked. Examples mentioned by our
interviewees include: keeping track of how many tests need to be run and at what intervals; ensuring that defects are due
to particular ervors, as opposed to systemic issues with that control; and tracking the e-mail exchanges about control
remediations and action plans. They also mentioned other activities that occur in support of compliance management:
c-mail exchanges, phone meetings, surveillance of the CFO dashboard, forays into the controls database to find out
detailed information about a particular control, and filling out forms to add information to the controls database. This
suggests that controllers are already using many tools and doing many small subtasks as part of their overall
responsibilities. This, in turn, necessitates continual switching between tasks and tools and leads to overload and
frustration. Thus, although our visualization was quite attractive to those whose primary job was overseeing the state of
compliance, it was "just one more tool" to those who were involved in managing details of the process. Nevertheless,
we believe that an interactive visualization of the sort we designed has promise as a single online place that controllers
can go to perform compliance-related tasks. In addtion to providing input to the database, it should provide an
integrated view and allow access to all the functions that controlters require. It would be even better if the visualization
also provided integrated support to track the state of all the components of subtasks, even those initiated in a separate
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tool, such as e-mail; it would be useful if the visualization could allow controllers to see the ¢-mail trail for a particular
control.

To create a visualization thal provides this additional functionality is a considerably larger and more complex
design task. The complexity is.not so much due to the work of integrating the additional functionality as it is to the
logistic and political issues raised by deploying an application that changes and updates the data in the actual corporate
SOX database. Such changes would require that our work become an integral part of the complex and lengthy software
development process for technology that is created and deployed for IBM internal business support. The decision to
begin our design work with a visualization that could be pointed at a cordoned-off replica of the real data was not just
due to the interests of those controllers involved in our design process; it was also a politically feasible way to integrate
a research system into the core practices of a working organization.

Visualizations as landscapes

Visualizations should show a landscape, not an isolated summary view. A common type of solution to manage risk
and compliance is the executive dashboard.16,17 We started our design work by exploring such dashboards. They
typically provide a series of portlets that show the summary status of different aspects of a business. The Hyperion
dashboard is one of the best dashboards in the industry. The executive user can view the summaries reported in these
portlets to get an overview of the current status of the organization and can hone in on any problem areas. Typically, a
user can click on an item and be provided with more detailed information. From our interviews with executives early in
the design process and from our own experiences designing such dashboards, we learned that such summary
visualizations do not provide the executive with an adequate integrated picture of the status of the organization. While
the dashboard provides iconic abstractions representing the data of the individual controls, the picture of the
organization that it provides is at too high a level. The patterns that are important for users to manage arc at the level of
the controls. For example, executives told us that they needed to be able to see which controls are failing in multiple
countries, or which countries have muitiple controls with open action plans. Most important, the executives told us that
they needed to see the specific defective controls, as these were the ones of concern. One commented: "Here's the real
issue. Let me get underneath. 1 look at this report and I don't know whether I'm in trouble. The fact that I have an
unremediated defect is not a show stopper.” Reporting the data abstracted away from the control details means that the
executive must inspect each of these separate reports, determine the details, and integrate these details into a coherent
mental picture. This is a lot of work.

Also, depending on the metrics used to create the visualization, the summary status can be misleading.
Understanding the true status of an organization's compliance requires "seeing" the details underlying the summary.
That sumimaries are misleading was evident in a number of our design explorations in which we attempted to use a
single object to represent a whole body of processes. The downfall of this idea was that one was unable to see how
many processes comprised that object. Often even the smallest of trouble spots needed immediate attention, but these
small trouble spots were overpowered and lost in the status of the majority. In short, to monitor compliance, averages or
other summary statistics are often not what is needed. One needs a display that brings the problem areas to the
foreground and permits their immediate identification, even if they are proportionately small.

For example, in one of our initial designs, individual controls were not shown; rather a block representing the
business process was shown, and the color of that block was to be determined either by averaging the status across
controls or by showing the color of the control with the "worst" stalus. To see the status of individual controls required a
mouse-over on a particular process. Even using the "worst" control status to determine the color of the process block did
not give the controllers sufficient information to determine which process needed their immediate attention. Because it
was important to know how many controls for a process had defects, using the average control status to determine color
was not helpful either, as there might be the same number of controls with defects in a large block of magenta as in a
smaller block of magenta. A heat-map visualization, by its very nature, draws attention to large blocks of magenta,
whereas, for controllers, blocks of both sizes need their attention.
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In response to this, we created a representation that depicted the actual controls along with the use of color to show
status. With this, the controllers can visually inspect the representation and compare the relative size of the blocks of
color to determine the extent to which a particular business process is in compliance. The feedback we collected
suggests that this representation appealed to the controllers and was readily understood. One drawback, however, is that
several controllers did complain that the control shape was too small in size, and the difference between the shapes was
hard to discern. This is the downside of a landscape approach, which puts all the information on one screen.

Although our initial analysis of dashboards had led us to discount summary statistics, feedback from the
deployment caused us to reconsider this position and arrive at a more nuanced understanding. Controllers told us that
summary statistics do provide a useful high-level orientation. One remarked, "A graphical view would be useful in
reporting if | could capture a view and put it in a status report. Sometimes you get lost in the spreadsheet numbers,
where a graph can make a point a whole lot better."

Because all controls could not be seen on one screen, users wanted to know the number of controls of different
status, for example, how many controls had unremediated defects. Although summaries are a good way of reporting
whal happened during the quarter, they arc not a good approach for day-to-day management of compliance. It does not
help a controller to know that four controls have defects; the controller needs to know the specific controls, who owns
them, and what is being done to remediate those defects. Further, knowing that there are four controls with defects this
quarter and there were four controls with defects the previous quarter does not let the controller know whether these are
the same four defects, and so on. Thus, while summary statistics are insufficient on their own, they are not without
value. The best solution is a combination: summary statistics that provide orienting information and a landscape
visualization that provides an overview of processes and controls and a way to obtain detailed information from an
integrated context.

Visualizations as part of an evolutionary process

Visualizations must be able to evolve as the process for an individual or a group evolves or as the overall
compliance process evolves. While the controls database is defined to support the generic controls process, individual
processes may have exceptions. For example we were told by one of the process controllers that his process is not
broken down in terms of countries (as is defined by the generic process), but in terms of brands. To use the controls
database, the unique structure of this process was mapped to the database structure. However, because this was done by
creating an individual process for each brand, comparisons of controls across brands could not be made. Such a
comparison would be useful, because the same control runs in different brands, just as for other processes the same
control runs in different countries. A second example described by an interviewee is a process in which some of the
controls are tested on a schedule that is different from the quarterly schedule set up in the database. This means that for
some of the conirols, there will be missing dala one quarter, because that control is only tested twice a year, Having the
visualization show "Missing Data" for that control is misleading, as the data is not missing; it is just not expected to be
there. The information about how often each control should be tested is not kept in the database, but in a separate
spreadsheet.

Not surprisingly, exactly what information controllers need to see depends on what they need to do. For example,
executives who have responsibility for overseeing the whole control process need to have a view of all the processes
and be able to see the proportion of controls with defects. They would also like to see how important a defect is in
relation to financial risk. In contrast, controllers who are overseeing a specific country or process need to see just those
controls for which they are responsible and the undertying details. It is these detailed views that are important to them,
as they need to make sure that appropriate actions are being taken by control owners to remediate the control. Although
we did not talk to any control testers, presumably they would want to see how their controls were doing, ensure that
their status was accurately reflected in the database, and that no mistakes had been made in data entry.

In addition, for a particular controller or group of controllers, what they need to see and do depends on where they
are in a reporting period. The work is cyclic, and the tasks change across the testing and reporting cycles. For example,
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controllers told us that during the quarter when they are monitoring the status of controls and checking on any
remediations in progress, they need to be able to focus on the data for a particular control. At the end of the quarter,
when they are reporting the results of the testing, they need to see overviews and summary information. Being able to
associate the kinds of views they are looking at with a personal or organizational time line would add significant value
to such a visualization.

We had assumed that the overall compliance process was defined, thus defining the visualization needed to show
the patterns in the compliance data. However, we leamed through our experience working with the controllers that the
compliance process is continually being refined. As controllers go through the process and make use of the data, their
understanding of how a compliance process might work evolves, their notion of what data can be collected changes, and
they use the data to answer new kinds of questions. For example, when we interviewed process owners, they requested
that trends be added to the visualization so that they could see the behavior of controls over time. They had recently
started to experiment with viewing data this way and integrating trend analyses into their quarterly reports. When
probed further, we leamned that as the controls process had now been running for some time, there was sufficient
historical data to make trend analysis worthwhile. We found this point interesting, as we had probed the importance of a
historical view of the data in some of our original design sketches. However, because these design sketches had not
received particularly positive reactions at the time they were presented, we had placed such views lower in our design
features list.

The evolution of the controls process leads to new requirements for the visualization. This suggests that-just as the
visualization needs to allow individuals and groups to create custom views to support their unique variants of the
process-the overall visualization needs to be malleable as the generic controls process evolves. For example, a
customizable visualization would maintain the same visual elements, but allow these elements to be associated with
different organizational structures. It would also allow visual features, such as color, to be associated with different
control attributes.

Visualizations as support for communication and coordination

A single picture created from a “visual language" that maps to the domain elements can support communication
and coordination among people who are focused on different parts of the task and concerned with different granularities
of analysis. Controllers work in teams and need to coordinate with respect to the current status of the controls. They
reported that the scorecard is insufficient for coordination as it does not provide detail down to the control level. It is at
the level of the individual control that problems typically need to be addressed, and communication among a control
owner, country owner, and process owners about individual controls are typical. Controllers do coordinate by
referencing the database to see a description of the defect. One conlroller pointed out that this description was missing
from our visualization (a feature we needed to add immediately). Controllers also usc the database for initial
information on what actions have been taken regarding a particular control. Although controllers use the database in
these ways, they spend a large amount of time communicating by c-mail and telephone. In particular, controllers whose
responsibility it is to monitor processes or countries typically act as alerters, that is, they send an e-mail to the
appropriate people when they need to attend to an issue at a particular time. Also, groups working on one process tend
to have regularly scheduled status meetings to ensure that everyone is aware of any change to controls and of the
progress made on problematic issues.

Our design participants felt that the visualization could support their coordination tasks and make their alerting role
casier. Unfortunately, due to limitations of the deployment (too few users and too short a deployment time), we were
unable to verify this. However, we believe that the visualization could be extended to better support alerting activity
with the addition of alert tracking and timing features. For example, allowing the controtler to specify alerts of the form:
"Send an alert to Marge Johnson if control 10 is not remediated by June 24, 2006." Further evidence that such an
alerting feature is important came from some process owners who stated that the visualization might reduce the number
of e-mails being exchanged among those managing the overall SOX compliance process and the process owners. At the
same time, they also raised the concern that such a visualization might lead to micromanagement, because it increased
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the desire to ensure that there would be no magenta on the display each quarter; that is, there would not be any controls
with unremediated defects. They felt this would not be a good thing, as often there was a reason for a control to have an
unremediated defect, and as long as that control was being managed appropriately, there was no need to bring additional
pressure to bear on process owners (which would, in turn, require additional e-mails to explain what was happening).
As one participant commented, "1 don't need anyone looking over my shoulder. '"Missing' could be misinterpreted by
someone unfamiliar with the process. [...] | don't want someone jumping to a conclusion. I don't have that concern with
the scorecard because no one is looking. {But] ! like this visualization a lot better than the scorecard. I like this." One
way to manage this issue, explored by Erickson et al., might be to restrict the ability of users to see and communicate
with owners of controls for which they are not directly responsible. Another possibility would be to refine the set of
states for controls to include a classification for "unremediated but being effectively managed” controls.

The need for personalization and customized views is problematic from a social computing standpoint. Fora
visualization to enable coordination of work, it needs to provide a shared view of the information. This allows people to
point to something on the screen and have a shared context for conversation. Once people start customizing views, the
shared context is lost. As one informant put it, "I wouldn't go completely away from the canned views. They are
valuable, especially where reporting, {it] is useful that everyone is looking at it the same way." For this reason, we
would argue that customized views need to be shareable. Furthermore, there needs to be a single visual language used
so that the concepts and objects important for SOX controllers have a single and consistent visual referent. For example,
in our visualization, the visual language represents an operational control as a small circle and a defect as a magenta
color. These shapes and colors can be reused in different custom views, so long as the mapping between the visual
language and the domain is maintained. Thus, a process name wrilten in magenta text, for instance, would probably
indicate to all peoplc familiar with the visual language that the process had a defect.

CONCLUSION

Visualizations can play an important role in facilitating compliance processes throughout an organization. Reducing
the complexity of the process by turning cognitive operations into perceptual ones is key to this simplification.
Providing a picture that can be used as a common point of reference for conversation and communication is another
crucial attribute of visualizations. This is particularly importanl when compliance is a global process involving multiple
languages and cultures. While a single picture is important, individuals who have different roles and responsibilities
within the process have different tasks they need to perform, and thus must be able to create custom views of the whole.
These customizations can be achieved through filtering and support for multiple organizations. Custom views and filters
must maintain the same visual language and be shareable so that they support effective communication among
stakeholders about the status of the compliance process.

Organizational processes are dynamic; they evolve in response to organizational pressures and learning.
Visualizations that support such processes must be malleable if they are to continue (o be used as the process evolves.
This requires support for customizing so that those most familiar with the changing process, typically the end users (the
controllers in the case of the SOX visualization described here), can transform their visualization as the process
changes.

In this paper, we have focused mainly on a specific example of a design process and the resulting system for an
internal risk and compliance application. However, we believe that many aspecls of both the design process that we
describe and elements of the solution hold as well for a wide variety of similar application areas. In particular, there are
numerous other regulations that require organizations to assess and address risks and to ensure that they are in
compliance. In the United States, such areas include tax laws, equal opportunity laws, Occupational Safety and Health
Administration standards, accessibility standards, environmental standards, privacy, and ensuring the physical security
of people, plants, assets, and data. Although these laws, standards, and regulations differ from country to country, the
basic issues of awareness, comprehension, and compliance are universal. In each case, there is a need for cooperation
and collaboration, the issues are complex, and a well-designed visualization can help. In all of these areas, a great deal
of change has occurred as business and the regulatory environment have co-evolved, and there is every reason to believe
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that change will continue. Thus, fostering an organizational culture that is conducive to competence in these areas and
providing a compelling interactive and visual way to approach issues of compliance can be expected to be more
effective and less confusing than simply issuing employees an ever-changing set of rules and regulations.
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SIDEBAR

A visualization should be thought of as a user interface to a control task, not as a report or a report component
SIDEBAR

The patterns that are important for users to manage are at the level of the controls
SIDEBAR

" Visualizations must be able to evolve as the process for an individual or a group evolves or as the overall
compliance process evolves

SIDEBAR

We learned through our experience working with the controllers that the compliance process is continually being
refined
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ABSTRACT

Today's dashboards draw directly from data warehouses or even from multiple databases, and are far more
interactive. "Organizations have become much better at creating a smooth data surface for dashboard reporting,”
{Mychelle Mollot] says. "The ERPs and data warehouses are much better as source transaction systems." The
technology to allow users to drill down and ask a series of related questions is robust, and customers are gaining
competitive advantage from it.

ABSTRACT

Decision-making in organizations is based on a complex mix of rational and intuitive thinking. One way to help
make sense of enterprise data is to usc a dashboard to support business performance management, Dashboards provide
summary data from business intelligence (Bl) systems so that CEOs, managers and employees can get an instant
reading of key performance indicators for their organization's activities. A recent survey of corporate decision-makers,
conducted by the Business Performance Management (BPM) Forum, indicated that only 26% of the organizations had a
well-established, formal process for making decisions. Dashboards are developed from the top down to reflect the
strategy of the company, says Cognos VP of market strategy and strategic communications Mychelle Mollot. Usability
is a key factor in the success of dashboards, according to MicroStrategy VP of products Mark LaRow.

FULL TEXT

Decision-making in organizations is based on a complex mix of rational and intuitive thinking. Amidst abundant
data, organizations find it difficult to make decisions in which they are confident. One way to help make sense of
enterprise data is to use a dashboard to support business performance management.

Dashboards provide summary data from business intelligence (B1) systems so that CEOs, managers and employees
can get an instant reading of key performance indicators for their organization's activities. Increasingly, the dashboards
are presenting information that is updated on a daily or even real-time basis. The indicators can be in the form of
speedometers, gauges, traffic lights or other graphical representations, and are often colorcoded to provide red, yellow
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and green alerts. Dashboards are available from essentially all of the leading BI companies, and third-party companies
have developed many specialized dashboards.

A dashboard developed for Novartis (novartis.com), using business intelligence software from Cognos (cog
nos.com), is a typical example of how dashboards can be used effectively. The drug manufacturer has a complex
distribution network and was unable to see patterns in orders that would support decision-making. Using the Order
Management Dashboard in conjunction with its AS400 order management system, Novartis staff can spot unusual order
patterns early, allowing the company to adjust inventories. In addition, the summary data allows Novartis to assess how
much product is still in transit and better predict potential return quantities.

Confidence level

In today's environment of abundant data, it might be assumed that data-driven decisions are the norm. However, a
recent survey of corporate decision-makers, conducted by the Business Performance Management (BPM) Forum
(bpmforum.org), indicated that only 26 percent of the organizations had a well-established, formal process for making
decisions. In addition, only 40 percent of the respondents had a high level of confidence in their organization's current
process for making decisions.

Moreover, a gap existed between the C-level executives and low- to mid-level managers. While 64 percent of the
upper-level group had a high level of confidence in their organization’s decision-making process, only 36 percent of the
lower-level group held that opinion. One possible interpretation for the confidence gap between management levels is
that the upper-level executives have access to better data; another is that they are intrinsically more confident.

Gaining insight into information

Whatever the case, there are many indications that the decision-making process in organizations could stand some
improvement. Articles abound in the business media with titles such as "Why Good ClOs Make Bad Decisions," and
examples of decisions that had major adverse effects on corporations are also prevalent. Despite the overall lack of
confidence, only about 14 percent of the survey respondents reported turning to a technology solution, such as planning,
forecasting, reporting analysis, scorecarding or dashboarding. Some poor decisions can be alleviated by the use of
technology, while others cannot.

"Having an unclear corporate vision, mission or goals was identificd as a leading root cause of poor decision
making," says Scott Van Camp, cditorial director of the BPM Forum. "It would be difficult for a technology application
to overcome this type of deficiency.” Nor can it directly counteract fraud and deception, although it can make such
activities more transparent.

Where technology can help the most is in the analysis and presentation of data. "Many organizations are
information-rich and insight-poor," says Mychelle Mollot, VP of market strategy and strategic communications at
Cognos. "They have lots of databases where information is stored, but no means to get it out and used.”

The value of the dashboard is not just in the summary it presents, but also in the process through which the
organization travels in order to develop it. "Dashboards are developed from the top down to reflect the strategy of the
company,” says Mollot. In much the same way that business process management software forces companies to make
their processes imore explicit, business performance management solutions require thought about what is really
important to measure.

Dashboards can also be set up to show summaries of data from multiple systems that are not interoperable. That is a
great advantage for organizations that want to compare data across departments; they can set up a single warehouse into
which the data is delivered or even draw it directly from the disparate systems. For companies that have grown through
acquisition and are trying to achieve a unified view across divisions that do not have a common IT infrastructure, that
ability is particularly useful.
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Early versions of dashboards were called exccutive information systems and had a similar goal, but they were not
connected to original source data. They were derived from various databases and required significant input from the IT
department. In fact, they were not sustainable.

Today's dashboards draw directly from data warchouses or even from multiple databases, and are far more
interactive. "Organizations have become much better at creating a smooth data surface for dashboard reporting," Mollot
says. "The ERPs and data warehouses are much better as source transaction systems.” The technology to allow users to
drill down and ask a series of related questions is robust, and customers are gaining competitive advantage from it.

Another difference in more recent dashboards is that they can be set up to present different views depending on the
user's role. "Dashboards are often designed to cascade," says Mark EaRow, VP of products at MicroStrategy
(microstrategy.com). At the top level, data is rolled up to show the big picture, but depending on roles, functions and
levels, other users see a smaller slice of data. Once the system is set up, the underlying data can be used to provide a
concise snapshot to a wide range of recipients with varying needs.

At Corporate Express {corporate express.com), a supplier of office and computer products, MicroStrategy's Bl
solution allows 2,000 employees to monitor business performance at various levels. Known for its ability to deal with
large databases, MicroStrategy's product operates against a 4.5-terabyte Oracle (oracle.com) data warchouse. The
executive team relies on a dashboard to monitor customer buying trends and enterprise performance. At Lowes
(lowes.com), MicroStrategy provides merchandising and executive dashboards.

Usability is a key factor in the success of dashboards, according to LaRow. "You should not undercstimate the
value of convenience and clarity.” The right information needs to be in the dashboard, naturally, but the dashboard
should also engage the user.

"The real power of dashboards,” he adds, "is that you can take multiple sets of data and array them on a screen that
leads you to want to sec another set of data right next to it." For example, an HR dircctor looking at a spike in attrition
might want to check out demographics, salary, length of tenure or other factor in attempting to explain the trend. The
dashboard should allow this interactivity.

Fine-tuning the interface should be deferred for a whilé, though. "Don't try to make the interface pixel-perfect right
away," advises LaRow. "The dashboard is likely to evolve over the first four to six months, then stabilize. Spend some
time on the iterations, then finalize the look." Developers can get bogged down in making the dashboard attractive,
deflecting too much attention from its functionality.

Like any decision support tool, dashboards must be used wisely. Some important determinants of success that
operate within a firm cannot easily be quantified, and therefore are rarely measured. Failing to incorporate those factors
into the decision-making process can send an organization down the wrong path. Other forces operating outside the
company, while quantifiable (such as interest rates), may not be reflected in the dashboard, even though they may exert
an influence greater than any under the organization's control. But to the extent that what can be measured can be
managed, dashboards offer a valuable option for helping companies cope with the data avalanche.

By Judith La mont, KMWorld senior writer
Judith Lamont is a research analyst with Zentek Corp., ¢-mail jlamont@sprintmail.com
GRAPHIC: llustrations
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When Marc Krens joined John 1. Haas Inc. 12 years ago, the privately held company was hardly a font of
technological sophistication. The 10 businesses that constituted Haas, the world's largest supptlier of hops for brewing,
all used different accounting and financial-reporting software. Worse, the programs didn't talk to one another. As for the
company's inventory-management system, "the code was in German,” recalls CFO Krens, "and the guy who wrote it
died."

Today, Krens is busy updating the information systems of the 81-year-old company. Much of the effort is aimed
squarely at strategic planning, which until recently involved an Excel spreadsheet and a homemade model that he
devised. Three years ago, Krens and his team convinced senior management at $80 million (in revenues) Haas to
purchase OFA, a financial-analysis program designed by Oracle Corp. More recently, the CFO has championed the
deployment of an Oracle dashboard at the Washington, D.C.-based company.

When the rollout of the dashboard is finished (it is scheduled for May 2004), Haas managers and department heads
will be able to track key performance indicators from a desktop portal. Krens himself plans to monitor a greatest-hits
collection-metrics culled from the dashboards of other users. "Every day," he says, "managers will be able to see how
they're doing on their benchmarks."

This kind of approach has big appeal for finance managers-a fact not lost on makers of applications for finance
managers. Over the past year or so, several marquee business-software vendors have acquired smaller
budgeting-and-planning (B&P) outfits. Geac Computer bought Comshare, Lawson Software acquired Closedloop
Solutions, and Hyperion Solutions acquired Brio Software. In the process, they've picked up considerable dashboard
and scoreboard capabilities. Likewise, enterprise resource planning (ERP) vendors like Oracle and SAP AG have begun
to beef up the dashboard features of their enterprise offerings. '

The dashboards are selling, too. According to a June survey of 100 companics conducted by AMR Research, nearly
50 percent of respondents said they will {or plan to) roll out dashboards in the coming months. John Hagerty, a vice
president at AMR Research, says that overall, sales for B&P software are up about 6 percent from the same period in
1002, and dashboards are helping fuel the increase. "Forecasting is very hot right now," says Hagerty. "Most people
reed a forward-looking view."

For many finance managers, the view from their existing budgeting tools-usually a patchwork of Excel
spreadsheets-seems more like a glance through the rearview mirror. Often, managers must piece together budgets based
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on extremely historical data: last year's results. And creating a strategic plan from Excel-based forecasts offered up by
scores of operating units can be a real pain. "Planning is important," says Colleen Johnston, managing director and CFO
of Toronto-based Scotia Capital, which recently rolled out a planning system from INEA Corp. "But the work is
disproportionate [to the reward]."

Web-enabled or portal-accessed performance dashboards, now part of robust B&P applications, offer some relief,
At the very least, the technology can eliminate a lot of scut work. In many cases, dashboards sit on top of data
warehouses or relational databases and are powered by superfast calculating engines within B&P software. The
combination, consultants note, can make reforecasting a snap.

That's a considerable accomplishment, considering that many CFOs would rather have wisdom teeth extracted with
bailing twine than run a reforecast. Before deploying a B&P program and dashboard from Clarity Systems last April,
for example, monthly reforecasts at Jim Beam Brands took two weeks to complete, says Don Rogers, controller at the
whiskey maker. "We dreaded it," he notes. "People were pulling their hair out.”

And now? "Reforecasting takes five minutes."

Worts and Ali<br/> Ironically, dashboards would have arrived on the scene much earlier if it hadn't been for, well,
dashboards. In the 1980s, software providers began flogging fancy dashboard products under the highfalutin name of
executive information systems. While the systems promised plenty-and looked great-they took forever to roll out, and
delivered little. Rejiggering a system required a phalanx of consultants and up to a year of recoding.

Today's breed of dashboards are much casier to use and much casier to put up. Online loan broker LendingTree
Inc., for example, rotled out its Hyperion-designed dashboard in a matter of months. "Most of the employees involved
with the dashboard are financial folks," notes CFO and senior vice president Keith Hall. "The tech people did not put
this together."”

That ease of design, coupled with a generally improving data infrastructure at most corporations, has finance
executives tracking all sorts of nonfinancial metrics on their dashboards. Gary Willenbrecht, manager of corporate |
reporting at medical-instrument maker Beckman Coulter Inc., says he uses his dashboard (from OutlookSoft Corp.) to |
monitor, among other things, the number of diagnostic machines the company has sold or leased to hospitals,
laboratories, and the Jike. This installed base, he says, provides insight into future revenue streams from the company's
consumables line of products. .

samples, and only reagents sold by Beckman Coulter work with the testing equipment sold by Beckman Coulter. "As
you place units out there, you have a semicaptive audience," explains Willenbrecht. "If you see the installed base is

|
\
i
How? The Futlerton, California-based company's medical-diagnostic machines require reagents to test blood : }
|
growing, the consumables base is increasing.” !

At Haas, CFO Krens is still evaluating the metrics he wants on his dashboard. He'll probably include standard |
gauges like revenues (actual, historical, and budget), cash flow, and receivables. But given the unique nature of the hops
business, it's fair to say that Krens's dashboard will feature some oddball items as well.

For example, Krens notes that some brewers place their orders for hops in January and February, although most
hops aren’t harvested until the fall (hops serve double duty, protecting beer and adding flavor and aroma). Hence, it's
crucial for Haas to know how much product the company will have available to fill orders-not exactly a slam dunk
when you're talking about a crop.

To get a handle on crop yield, Haas maintains an agronomy department in the Yakima Valley in Washington State,
and the company operates a production facility for each of its three 1,000-acre farms in Washington and Oregon. The
department tracks temperature and rainfall information, predicts harvests based on past weather/yield patterns, and
conducts testing of growth on the vines.
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The crop report, along with metrics taken from the dashboards of managers in other departments such as human
resources and sales, will probably end up on Krens's dashboard. "The department heads know their business better than
1 do, so they're developing their own metrics," he notes. "I'll glean one or two from each to get a full view of the
company."

Red Light, Green Light<br/> The view on many B&P dashboards can be color-coded, to help users spot variances
and avoid nasty surprises. On LendingTree's "Packer chart," for example, a 5 percent or better favorable variance to
budget is green, says Hall, while a 5 percent or worse unfavorable variance is yellow.

Most dashboards feature a traffic-light setup, with a red signal flagging sizable negative deviations. That sort of
eye-grabbing visibility can cause problems, however. "If a certain business sector is having a bad quarter, you can end
up with too much red on the screen,” notes Beckman Coulter's Willenbrecht. That can stir up hard feelings among '
employees. "Some people say il's too distracting," he adds.

Indeed, some users say the technology can be overwhelming at times. Not surprisingly, vendors that tout
dashboards and B&P software as part of 2 corporale performance-management suite tend to trumpet the full-and we
mean full-capabilities of their products. In some cases, screens contain 20 or more charts, graphs, and visuals. "The
[vender's} argument,” says Lee Geishecker, research vice president at consultancy Gartner, "is, 'Your business is
complicated, and our software gives you everything you need.™

Sometimes, more than you need. Progress Rail, an Albertville, Alabama-based railroad services and products
specialist (2002 revenues: $900 million), recently deployed a dashboard product from SAS. CFO David Klementz says
the company's management is pleased with the product so far. In fact, he says the next phase of the rollout will involve
adding a greater degree of "resolution” (granularity) to the information presented on screen. But, Klementz cautions, it's
crucial to balance resolution with perspective, It's important to keep the data useful, he explains, but users could end up
with a system that's impossible to manage if there are too many metrics being tracked.

Finance executives know exactly what Klementz is talking about. They're also pretty familiar with long, costly
rollouts of software, Mark Dani, financial systems analyst at Accelrys Inc., says the San Diego-based scientific-software
maker recently decided to move from Excel-based budgeting to an enterprisewide approach-a big step up. But, he says,
officers wanted an application that would be readily picked up by employees. They settled on Active Planner, a program
marketed by Best Software Inc. "It has an Excel-ish look,” nofes Dani. "We wanted the learning curve to be minimal.”

That appears to top the wish list for many shoppers of dashboards and B&P offerings. Controller Rogers says that
when Jim Beam's managers began shopping for a B&P product, they looked at an exiremely powerful offering from a
well-known business-intelligence (BI) vendor. But they decided not to buy it. How come? "You need Jedi [knights] to
run the stuff,” claims Rogers.

What's Wrong with Quicken?<br/> Ultimately, Jim Beam purchased a B&P program from Clarity Systems. The
application cost $50,000, compared with $250,000 for the app from the spurned BI vendor. Initially, the dramatic price
difference was a cause of concern for Jim Beam's management. "The [Clarity] software was so cheap,” says Rogers,
"we wondered if we were buying Quicken to close our books.”

In reality, the wildly varying prices probably say more about marketing strategies than software. Most ERP
vendors, for instance, don't sell B&P apps (or performance dashboards) scparately. Rather, they market the programs as
modules within larger, enterprisewide packages. The vendors stick to enterprisc pricing as welk: dashboard deployments
with those software makers can run as high as $500,000.

Niche players offer more-reasonable prices, often below $250,000. In fact, according to an AMR Research study of
Jashboard rollouts, 37 percent of respondents said they had budgeted less than $100,000 for their dashboard and
scorecard projects.
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But shoppers who have come to expect serious discounting from software vendors may be in for a bit of a surprise
when dealing with B&P outfits. Unlike customer relationship management software, planning apps are in demand right
now. "[B&P) vendors are not that hungry," says AMR Research’s Hagerty. "There's some ability to negotiate, but the
vendors are not giving it away."

On the other hand, high sticker prices might have a silver lining-if, that is, they prod buyers to make better plans for
buying planning software.

John Goff is technology editor of CFO.
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“The meaning of EIS," quips Cliff Conneighton, an analyst at the Gartner Group Inc., "is changing from 'executive
information system' to 'everybody's information system." "

Historically, executive information systems have offered a carefully crafted view from the executive suite into the
repository of corporate data-familiarly known as the "glass house." But with data and processing migrating from the
mainframe to the desktop, looking at centralized information often provides only part of the picture. Moreover, as
organizations decentralize, workers further down the organizational chart need access to the fast-changing,
user-focusable perspectives that an EIS can offer. The result is that old-style, centralized executive information systems
arc evolving into-or competing with-more distributed desktop systems.

While cheap desktop MIPS (millions of instructions per second) and robust local area networks are often part of an
EIS, workstations and networks are widely viewed as expediting, rather than enabling, the deployment of the exccutive
system. "The trend is lo take advantage of the fact that users already have familiarity with some PC tools," says
Conneighton, program director for office information systems at the Stamford, Conn., consultancy. "In addition, more
and more of the important data is no longer just the transactional data off the financial system. It's likely to be
application data found on the LAN, on a departmental file server, or in somebody's spreadsheet,” he points out.

Exactly what an EIS is has always been somewhat elusive, observes Claire Gillan, manager of application
solutions for International Data Corp. in Framingham, Mass. "When EISs started to take off, the distinction between
decision support systems and exccutive information systems was that a DSS was more of an interactive, analytically
intensive tool, while an EIS focused more on summarizing critical data, offering someone who was not a computer
'power user' an easy way to look at data,” says Gillan.

As hardware and software technologies have evolved, end uscrs have come to expect an EIS to deliver both a
aser-friendly interface and access to analytical routines that tum data into information and then support tracing that
information back to its source data.

One such EIS application is in usc at Heidelberg Harris USA, a $300 million manufacturer of sheet-fed printing
presses in Dover, N.H. Tom Fontaine, VP of IS, explains how Harris came to build its distributed, PC-based suite of
applications, known internally as the "Financial Dashboard." This set of applications replaced the "Blue Book," a
financial "planned-versus-actual” report that didn't come out until the I5th of each month, says Fontaine. The Blue
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Book also required a lot of time to read and interpret. "Now, depending upon how they set up their view, managers can
be as current as the last order processed through accounts payable,”" he says,

The Financial Dashboard collects data-some of it in real time from manufacturing stations-to assemble information
and present a view of Harris's operations. That's quite a feat, given that operations span a 700-node wide area network
with sites in Durham and Dover, N.H.; Nashville, Tenn.; Westerly, R.1.; and Fort Worth, Texas, in addition to offices in
Mexico, France, and Germany.

Despite its name, the EIS at Harris is not reserved for upper-level managers alone. "Senior management didn't
want to see pie charts unless they felt comfortable that the underlying data was good; they wanted the operating
management to review it. We were almost forced into moving [the EIS] down the organizational chart," recounts
Fontaine. "Now, at the highest levels, they're seeing very summary-level information. But they know they can bore
down through that and get to the real data."

The consistent user interface the EIS provides is one of its major benefits, says Fontaine. "Financial Dashboard
was just a forerunner of downsizing most of our applications," Fontaine explains. "Every time [ changed from a
mainframe-based application to a PC-based application, I had to change all the reporting mechanisms. This way, | can
give my users a constant interface. Even though I'm changing the world, it's transparent to them; everything looks the
same."”

ON BOARD THE ENTERPRISE

User interface consistency is a hallmark of Pratt & Whitney's Enterprise Support System (ESS). East Hartford,
Conn.-based Pratt & Whitney, a division of United Technologies Corp.. manufactures jet engines for commercial and
military aircraft. The company's ESS is based upon Commander, an EIS from Comshare Inc. in Ann Arbor, Mich,

"Traditional systems that service an organization's information needs require a tremendous commitment to
training,” says Walter Dempsey, manager of ESS development in the business management and planning department.
"Those sysiems are impregnated into departments based on functions, and when you switch to another function, you
have no idea how to get information. You've got to be trained all over again.”

But Dempsey says Pratt & Whitney's ESS will change all that. "We'll see many more systems with EIS front-ends
because they're intuitive," he says. "A very intuitive user interface eliminates the training process. It eliminates the
tremendous time lag to bring useful information back to the business. And it's the biggest productivity enhancement you
can find."

Like Harris, Pratt & Whitney is making the transition from a mainframe-based, centralized environment to a
networked, desktop one. But that move is not essential to successfully implementing the company's ESS. "EIS is
technology transparent,” Dempsey contends. "Some people say, 'If [ don't have a data infrastructure in place, [ can't
proceed with an EIS.” But that's not true. You'll never have the data infrastructure in place because the business is
always changing.”

Pratt & Whitney's ESS is the company's most serious effort to date to distribute the right information to everyone
that needs it, says Dempsey. That information concerns insights into operations that are continually in a process of flux.
"We're not talking about data that exists; we're talking about brand new data that we have to go out and collect,” says
Dempsey.

in an ever-changing business environment, one thing remains constant: The customer comes first. Pratt &
‘Whitney's customers have have one fundamental nced: to keep their planes in flight. "The real sin in our business is an
aircrafi on the ground; it results in a direct loss of revenue to our customers," explains Dempsey. How does the ESS
help with customer service? The system is designed to not only ensure that adequate spare parts are available whenever
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and wherever needed, says Dempsey, but also to monitor management of the company's engines in the field, to assess
engineering and R&D investments, and to understand how customer support representatives can improve product
reliability.

Because the ESS cuts across departmental boundaries, development does not take place in traditional ways. "It's
not the old development technology or mentality," maintains Dempsey. "At Pratt and Whitney, it involves a partnering
between MIS and the business units. We'll talk about what the needs are, but it's no longer the needs of marketing or of
product support, it's the whole business.”

DISTRIBUTED DATA

At Tropicana Products Inc. in Bradenton, Fla., manager of sales planning Steve Goodfriend is upgrading the
company's }3-year-old sales information system to an EIS from Effem Services Inc. of Mount Olive, N.J. "One of the
key changes we've made is that the system is no longer a 'headquarters only' tool: we've distributed the information out
to our regional offices throughout the United States," says Goodfriend.

Corporate executives use their X-terminals to access Tropicana's EIS and take advantage of its graphical
capabilities. Regional and traveling managers dial-in for a character-based version of the system's suite of pre-defined
reports and views. But the system not only provides more comprehensive and timely information, it has also caused
some fundamental organizational changes. "There's been a lot more teamwork between sales and MIS. The EIS is not
just a sales system nor is it just an MIS system," says Goodfriend.

Harry Grossman, director of management science at Citicorp's U.S. Card Products Group in Hagerstown, Md., also
says his EIS has altered some fundamental business processes at his company. Based on a system from Pilot Executive
Software in Boston, Grossman's EIS tracks operational statistics of Citicorp's customer service telephone
representatives. "Our Automatic Call Distributors [ACD] consist of two components: one that distributes calls to the
agents and monitors the call flow and one that generates statistics on that flow," says Grossman. "The ACD normally
generates lots of paper reports. We went into the ACD and wrote some code that electronically transfers those reports to
our EIS every half-hour.”

The raw data on employee performance is structured into a series of views that provide both summary and detailed
data on productivity, availability, and work quality. "We recognized as we were building the system that we were
providing good information to senior executives. But the real solutions to problems rested not with the senior executives
but with several levels of management down-with the line managers who were really responsible for achieving our
productivily goals,” Grossman says. "The system will allow us to identify who our top performers are and to implement
a fact-based, pay-per-perfonmance system.”

United HealthCare Corp. in Minnetonka, Minn., offers a variety of management and specialty services to
health-care providers. The company uses its Comshare EIS, workstations, and communication linkages to provide
health plan managers, employee benefit managers, and pharmacy managers with performance and cost information.
"The system helps them better manage their costs and utilization of services,” says Rochelle Wooley, director of
managed care reporting systems.

United HealthCare's EIS is unusual in that access (o it is provided on a fee basis to its customers. "It's a wonderful
marketing tool for the health plans to help their customers understand the kinds of services their employees are
receiving," Wooley says. "If, for instance, there is a high incidence of back pain for a particular employer group, the
plan can work with that group to put together health education programs.”

At Xerox Canada Inc. in Ontario, a Comsharc-based EIS system is providing executives with automatically
updated information on service activities. "We have about 1,700 sales reps in Canada; we track how many calls they're
getting on a day-by-day basis, how many calls they're able to complete, and how many customers' problems haven't
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been resolved,” says Sheilah Reid, manager of decision support system for the company's IS division.

Another major change is that the system forces a commonality of perspective and definition across the entire
company. "It's no longer possible (o be in a management committee meeting and have somebody present their numbers
followed by somebody else with totally ditferent numbers on the same topic," says Reid. "We have concurrence on
terminology that moves us away from private ownership of data; now it's on the executive system."
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dead heat

death camas

James Dean

ed, -head+ing. -heads. — tr. 1. To pilot or drive (a vehicle)
carrying no passengers or freight. 2. To pull (dead or dying
blossoms) off a flower. — adv. Without passengers or freight.
dead heat #. Sports. A race in which two or more contestants
compete evenly or finish at the same time.
dead letter n. 1. An unclaimed or undelivered letter that after
a time is destroyed or renirned to the sender by the postal
service. 2. A taw, directive, or factor formally in effect but no
longer valid or enforced.
dead lift n. Sporis. A weightlifting event in which the weighr is
lifted from the floor to the level of the hips and then lowered
by controlled effort 1o the floor.
dead-light (déd’lit’) n. 1. Naur. a. A strong shutter fastened
over a porthole in stormy wearther. b. A thick window in a
ship’s side or deck. 2. A skytight thar cannot be opened.
dead-line (déd’lin’) n. 1. A time limit, as for payment of a
debr. 2. A line in a prison that prisoners can cross only at the
risk of being shot. — tr.u. -lined, -lin+ing, -lines. To govern
by setting a time limit.
dead toad n. The fixed weight of a structure or piece of equip-
ment, such as a bridge on its supports.
dead-lock {(dad’I5k’) n. A standstill resulting from the oppo-
sition of two unrelenting forces. —tr. & intr.y. -locked,
Jock+ing, -locks. To bring or come to a standstill.
dead-ly (d&d/1¢) adj. -liver, -ll-est. 1. Causing or tending to
cause death. 2. Suggestive of death. 3. Wanting to kill; im-
placable. 4.a. Destructive in effect: a deadly critigue. b, Tend-
g 10 take away vitality, effectiveness, or force. 5. Absolure;
urter: deadly concentration. 6. Extreme or terrible. 7. Ex-
tremely accurate; unerring. 8. Dull, tedious, and boring.
—adv. 1. So as to suggest death. 2. To an extreme. ~ dead’-
lisness n.
deadly nightshade n. 1. Sce beltadonna 1. 2. Sec bittersweet
nightshade.
deadly sin »n. One of the seven sins — anger, covetousness, eavy,
gluttony, lust, pride, and sloth — that are regarded as fatal 10
one’s soul.
dead-man’s float (déd’mihz’) n. Sports. A prone floating po-
sition in which the swimmer’s arms are extended straight EH-
ward above the head and the legs arc held together.
dead march n. Mus. A slow, solemn funeral march.
dead nettle n. Any of several weedy plants of the genus La-
mium, having clusters of small, usu. purplish flowers.
dead-on (déd’6n’, -5n’) adj. Informal. Precisely accurate and
to the point.
deadpan (déd/pin’) n. 1. An expressionless face. 2. A per-
son, esp. a performer, who has or assumes a blank expression.
— adj. Impassively matter-of-fact, as in style or expression:
deadpan bumor. — adv. With a deadpan face. — tr. & intr.v.
-panned, -pan-ning, -pans. To cXpress O express oneself in a
deadpan way.
dead point n. Sce dead center.
dead reckoning n. 1. A method of estimating the position of
an aircraft or a ship without astronomica! observations, as by
applying to a known position the course and distance traveled
since. 2. Prediction based on inference; guesswork. (Poss. al-
teration of ded., abbr. of deduced < deduce, to trace from the
beginning. See penuce.}

Dead Sea {déd). A salt lake, c. 397 m (1,300 ft) below sea level,
berween Israc) and Jordan; the lowest point on the earth.
dead weight n. 1. The weight of a heavy motionless mass.
2. An oppressive burden or difficulty. 3. See dead load.
dead+wood (d&d’ wobd’) n. 1. Dead branches or wood on a
tree. 2. One that is burdensome or superfluous. 3. Naut. The
vertical planking berween the keel of a vessel and the stern-

post.

deaf (d&f) adj. deafeer, deaf+est. 1. Partially or complercly
lacking in the sense of hearing. 2. Deaf. Of or relating to the
Deaf or their culrure. 3. Refusing to listen. — . 1. Deaf peo-
ple considered as a group. 2. Deaf. The community of deaf
people who use American Sign Language. {ME def, deef < OE
déaf.} — deaf’ly adv. — deaf/ness n.

Usage Note: Some writers have lately introduced a dis-
tinction between the lowercase noun deaf, which is used to
refer simply to people with extensive hearing disorders, and
the capitalized noun Deaf, which refers to the community that
uses American Sign Language as a primary means of com-
munication.

deafsen (déf’on) v. -ened. -en-ing, -ens. —ir. 1. To make
deaf, csp. momentarily by a loud noise. 2. To make sound-
proof. w intr. To cause deafness. — deaf’en-ingly adv.

deaf-mute also deaf mute (déf’mycot’) Offensive. ~n. A
person who can neither hear nor speak. — adj. (déf-mycot?),
Unable to speak or hear.

deal? (dal) v. dealt (delt), dealsing, deals. — . 1. To give out
as a share or portion; apportion. 2. To distribute among sev-
eral recipients. Sce Syns at distribute. 3, To sell: deal cocaine.
4. To administer; deliver: dealt bim a blow. 5. Games. a. To
distribute (playing cards) among players. b. To give (a s ecific
card) to a player while so distributing. ~ intr. 1. To be oc-
cupied; trear: deals with the Middle Ages. 2. To behave in 2
specified way toward another or others; have transactions:

deals bomestly with me. 3. To take action with res

treat. 4. To do business; trade: dealing in diamony,
8. Games. To distribute playing cards. —n. 1. The aq 4.
round of apportioning or distributing. 2. Games, a. Dig,
bution of playing cards. b. The cards so distributed; 2 hu
¢. The right or trn of a player 1o distribute the cards. 3¢,
indefinite quantity or degrec. 4. An agreement often arrag.
secretly, as in politics. 5.a. A business transaction, b, 3.
agreement, esp. one that is musually beneficial. 6. Informsl s
sale favorable esp. to the buyer; a bargain, 7. Informal. T
ment received: a raw deal. [ME delen < OE di&lan, 10 ding
share. Sce dall-*.)

deal? (dét) n. 1. A fir or pine board cut to standard dimensin
2. Fir or pine wood. [ME dele < MDu. and MLGer. &;
plank.]

deea«late (dé-a’lar’) or de-a-lated (-Ja’'tid) — adj. Huy.

lost the wings. Used of insects that shed their wings she;:
mating flight. —#. A dealate inscct. —de’a<la’tionn.
dealser (déflar) n. 1. One engaged in buying and sclling .1
drug dealer. 2. Games. The onc who distributes cards, |
deal-ereship (déflar-ship’) n. A franchise 1o sell spedke;
items in a certain area.
deal+fish (dél’fish’) a., pl. dealfish or -fish-es. An Al
ribbonfish (Trachipterus arcticus) having a compressed, o
pering silvery body. [< peat)
deal+ing (dé/ling) n. 1. dealings. Transactions or relae
with others, wsu. in business. 2. Method or manner of @
duct in relation to others; treatment: bonest dealing,
deram-i-nate (dé-im/s-nit’) tr.v. -nateed, -nat+ing. -nataf
To remove an amino group, NH,, from {an organic ar
pound). — de-am’l+na’tion ».
deram-i-nize (dé-im/>niz’) trv. -nized, -nizeing, b
To deaminate. — desam/}eni-za’tion (-ni-z3/shan) n.
dean (dén) ». 1.2. An administrative officer in charge of 10
lege, faculty, or division in a university. b. An officer o
college or. high school who counsels students and supere
the enforcement of rules. 2. Eccles. The head of the dup
of canons governing a cathedral or collegiate church. 31s
Cath. Ch. A pricst appointed 1o oversee a group of puk
within a diocese. 4. The senior member of 2 bod{ or gt
{ME deen < OFr. deien < LLat. decdnus, chief ot wn <G
dekartos < deka, ten. Sec dekm®.] —dean/ship/ n.
Dean (dén), James Byron. 1931~55. Amer. actor whose '
include East of Eden and Rebel Without a Cause (both 1%
Deane (dén), Slias, 1737 -89, Amer. diploma who persust
France to supply aid to the Revolutionary cause.
deaneer+y (dé’na-ré) n., pl. -les. The office, jurisdiction,
official residence of an ecclesiastical dean.
dean's list (dénz) n., pl. deans’ lists. A list of students, &/
a college, who have atrained high academic rank.
dear? (dix) adj. dear-er, dear-est. 1.3, Loved and cheri®
my dearest friend. b. Greatly valued; precious: lost cvery™
dear 1o them. 2. Highly esteemed or regarded. Used in e}
address, esp. in salutations. 3.a. Hif,h-priccd; expa¥
b. Charging high prices. 4. Earnest; ardent. 5. Obsolete. ¥
ble; worthy. — n. 1. One that is greatly loved. 2. A8
ing, lovable, or kindé(rson.‘ -~ adv. 1, With fondmﬁ;f&

tionately. 2. At a high cost: sold their wares dear. —
Used as a polite exclamation, chiefly of surprise of s
{ME dere < OE déore.) — dear’ly adv. — dear/ness &
dear? (dir) adj. Severe; gricvous. {ME dere < OE déor)
Dear-born (dir/ bérn', -barn). A city of SE Ml W of D
Pop. 89,286. .
Dearbora, Henry, 1751~1829, Amer. soldier and 79
who fought in the American Revolution. . M
Dearborn Helghts. A city of SE MJ, a suburb of Detro®

reque®

o
hodi'

,838.
Dear John (dir) n. A letter, as to a serviceman,
divosce or ending a personal relationship.
dearth (dirth) n. 1. A scarce supply; a lack. 2.§
food; famine. [ME derthe < OE *dforthu, costlines$

someone or someching: dealing with complaints. See 5)'ns: K

costly. See pearl.} "

death (déh) n. 1. The act of dying; termination of h!;‘
state of being dead. 3. The cause of dying. 4 A ma
dying: @ heroine’s death. S. Often Death. A Ecrsomﬁ';‘;
the fcstroycr of life, usu. represented as a skeleton
scythe. 6.3. Bloodshed; murder. b. Execution. 7.
death. 8. The termination or extinction of 5“"&"
— idloms. at death's door. Near to death; gravelf %5
jured. be the death of (someone). To distress o
{someone) to an intolerable degree. put to death. 10
to death. To an intolerable degree; extremely. [
OE dzath. Sce dheu-2*.}

death angel n. Bot. Sec death cup.

Qeath-bos (dsh!bid) n. 1. The bed on which 8 P
2. The last hours before death.

death benefit n. Insurance money payable to 2 d
son’s stipulated beneficiary. &t

deatheblow (déth’/bi’) n. 1. A stroke or blow
death. 2. A destructive event or occurrence. ! mEJ

death camas also death camass 7. Any of severa] P

genus Zigadenus of western North A
of greenish flowers and are poisonous
geath cup . A»pmsonous, usu, whire
phalloides) having a prominent cup-sh:
geath duty n. Chiefly British. A 1ax on .
\eheritance 1ax.
geath house ». See death row.
geath Instinct n. Psychiar. 1. A primitiv-
tion, decay, and death, manifested by
pleasure, postulated by Sigmund Freud ;
opposing the life instinct. 2, Death wis
deatheless (déth/lis) adj. Not subject to
ymmortal. — death/less-ly adv. —dea
deathly (déth’18) adj. 1. Of, resembling
deah: a deathly silence. 2. Causing deat
the manner of death. 2, Extremely; ver
death mask #. A cast of a person's face
death penalty n. A sentence of punishm:
geath rate . The ratio of toral deaths n
aspecified community or area over a spe
death rattle n. A gurgling or rartling soun
the throat of a dying person, caused
through mucus,
death row (s8) n. The part of a prison
have received the dcaplh pcnalg’. focl
death’s-head (d&ths/h&d’) n. The human
d‘xanol"r:;aliry or gcath.
thseman (d&ths’man) n. Archaic.
death tax . 1. See inheritance tax. 2{\2:
deathtrap (d¥th’trip’) n. 1. An unsaf.
structure, 2. A perilous circumstance or
Death Valley. An arid desert basin of E C
de;("I}swanaqt n 21 SLaw‘ }.;\n official orde
execution. 2. Somethi
mﬁn; oecution. 2 thing that desiro
swatch (déth/ wich’) n. 1. A vigi
dead person. 2. One who) ards a ::%)‘rll:ccx
execution, 3. A deaxhwatci“bcctle.
deaihwatch. beatle 1. Any of several woor
of the family Anobiidac, esp. Xestobium r
head makes a clicking sound that was supe
15 2 portent of death. P
death Wish n. 1, Psychiat, A desire for sel
accompanied by feelings of depression, hoj
:pr:ach. 2. The desire for the death of
. art whom_onc has unconscious hostiliry
aU+ville (da/vil, d6-vEl?). A resort city of
“Ensh'sh Channel. Pop. 4,682. ve
s {9b) n. Informal, A debutante
b abbr. Debenture, )
Pi'cle (di-ba’ kal, -bikal) n. 1, A sudd
3 » o defeat; a rour. 2. A toral, often
- The breaking up of ice i iver
b i inariver. 4. A
’ e[: gitb&ch.-r, to unbar < OFr, desh,
De Ba'i(ey (dl:,bgllti: < Lac. baculum, rod. S
o imalsny ¢), Michael Eliis. b. 19¢(
&‘x“)f the fiest rortally artificial |
*0ar | é-bic?) tr.v, -barred
o shor 08 ) , -bar+ring, -bt
o <‘8'F rba;ejm To forbid, hinder, or
i ane, bar, el ret, to unbar : des-, di
ebark (di-biir’k’) A:’ ).] = de<bar’ment
Toad, 3, P sh'v' -barked, -bark«ing, b
barguer 1 Ip or an airplane, —~ intr. ",
e &, f;om (< OFr. de-; see px-
Gerbage (:ﬂ-b'.?u ).1 —de’barska’tion (di
—_ 357) tr.v. -based, -bas-ing, -ba:
+ quali ‘
jality, or value; degrade. See
an | ~de-base’ment n, — de+|
s ]05 (d'f-ba't?-bal) adj. 1. That can
desbaty (di’baﬁt}f; :}o (:;;;:u:, —bdu-bat’a-bl
onsie . -batsed, -batsing, -bat:
%m:‘ ;°;"Clhl.ng; deliberate. 2. Toqcngagn
. argﬁ.E,OSIng points. 3. To engage in
(A dclibem:m' 4. Obsolete. To fight ¢
o dsone on; consider. 2, To dispute
‘_-Obsolm T:rl‘ argue {a question, for ex
inﬁ'clvi;\s o ight or argue for or over. -
u;.,,d‘mio“ aplrsfg\g pflnms; an argument.
onna. e 3. tmal contest of argume
lotmf'."gc‘:ams defend and anackgl g
& golcre ~ nflic; strife. (ME debaten <
o "’0. 10 beat; sce sarral.) —di

iy La“‘_{_io'bfch') v. -bauchied, -bauch-i
S or e, orrupt morally. b. To lead av
L drchgs: e 2. To reduce the value or qu
2 GSiipn'io,: Ciu’s'c 0 fTo_;lsake allegiance. —
o 7. 1. The aa i

%-hﬁ. ‘[lhb débaucher < OFr?«;c:be:bolg
\Q'biuch;gd? : dzs‘-, de- + bauch, beam

¥ (-b67chid-1é) adv. — dest
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deof nettle

/ .

581

called also respeqtivdy n ‘lran:mf.ulon di
deafness, ot 5 percep! or
perve deafaess, and (3) eentral deafness, cortical deafness, or
psychic deafness
deal nettlon : 3 dead netele (Lamium purpureum) .
deaf putn aut with no kernet 23 a thing without profit
de=air \()eie\ ¥ {de~ + air {p.)]} ! 10 remove sir from (wet
clay) by pugging under vacuum thereby increasing wet
strength and density
1desl \'dEl, esp before pause or consonant %I\ n -s {ME deel,
del, fr. OF dzl; akin to OE dal division, portion, OHG 1eil
pnr'(. ON deild share, Goth dails part] 3 0bs { PART, PORTION,
SHARE 2 3 an indefinite quantity, degree, or extent (it makes a
00d ~ of differeace) (it means a great ~ 10 him) (he hasn't
got a great ~ of money) 3 & ! the act, process, or m;ghnd of
distributing cards to playersina card game B¢ zh'c privilege or
duty of acting as dealer (ivsmy ~) ¢:a period in the play of
a card pame embracing ait phases {rom the shuffle through the
determination or scoring of the resull—compare HAND 102(4)
22 large quantity : LOT (a ~ of years —Raymond Moley)
adeal \"\ vb deall \'del\ dealt \"\ dealing \'delin\ deals
\'dé(ayiz\ {ME delen, fr. OE d&lan: akin 10 OHG ‘reilen to
divide, ON deila, Goth dalljan; denominative {r. the root of £
tdeal] vt 1 0bs i DIVIOE, SEPARATE, SEVER 24 :togiveasone's
share OF poOrtion : DISTRIDUTE, APPORTION, METE (dealt justice
0 all men) — usu. used with out {dealt out three sandwiches
apicce) b (1) ¢ to distribute (one or more playing cards) to a
player or the players in a card game (2) * to distribute the
cards lor (a specified card game) {~ gokcr) (3) 3 to actas
i 5; specified game) (~ craps) 3 ! ADMINISTER, DE-
LivER, DESTOW (~ the boy 8 scotding) ~ vi 1 0bs ; 10 be a sharer
I'sHARE 2 a } to distribute the cards in a card game U : {0
have the function or duty of distributing cards to the players in
acard game Cllosciasa dealerina :nmbh_ng game Ja:to
have 10 do ¢ concern onesel I TREAT — used with with (lhe,book
s with all aspects of the subject) b : to become occupied of
busy — used with in (~ing in matters of no concern to him)
{fond of ~ving in farge generalities) 43 to act toward a person
or regarding @ thing ; DO — usged with b(v or with (return .
and 1 will ~ well with thee ~Gen 32:9 (AV)) § archalc ©
have dealings — used with with (~ing with witches ~Shak.)
6 archaic : 10 act 3s intermediary make arrangements
2 NEGOTIATE — uscd with with or between 7 310doa retailing
or distributing business $ TRADE, TRAFRIC — used with in before
a thing {he ~s in (lour) and with with before a person ¢he ~3
fairly with all his cusiomers) 8 obs : CONTEND, STRUGOLE,
QUARREL — used with wizk 9 3 10 take action (as in regard to
some object, problem, or source of difficulty) & come 1o grips =
used with with (he may ~ a1 he pleases with his own pr_oper({,)
(had 1o ~ wilh a catastraphic inflation) (deals with his prob-
Jems as they arose) (dealt harshly with the rebels) 8yn see
DISTRIAUTE, TREAT
3deal \"\ n'-5 1 obs 2 DEALINGS, INTERCOURSE 3 & ¢ an act of
buying and selfing ¢ an offering ol » combination of products
at & speciul price (a X ~) 3 a reciprocal are t or

ive deal

agreement § BARGAIN H e tr 3
from another (3 raw ~) or from impersonsl forces or circum-
stances (& tough ~) ¢ usucap ;3 pacticular policy of national
administration esp, 0 ofr poli affairs
Theodore Rooscvelt's Square Dtaf) (the New Deal) (the

air Deal) 3 ¢ an often clandestine arrangement to gain

[\t tory \d&+\ n [LL deambulatorium, {r. L. deam-
bulatus + orium -0ry]) § AMBULATORY

de.amidate \()de+\ or des.amidate \(")des-+\ vs {de. or
es- + amidate} : 10 remove the amido group from (a com-
ound) - de.amidation \()dé+\ or des.amidation

(ydes+\ n -5
go-amidization \(Dd&+\ or des-amidization \()des+\ n
-§ ¢ the process af ceamidizing : DEAMIDATION
de.amidize \()dE+\ or des.amidize \(')des+\ vi [de- or
des- 4 omide + -lze) 3 DEAMIDATE
de.am.{.nase \(?dc'nm: n3s, -3z\ also des.am.i.naso
\()Yde'sam-\ # -5 (de- or des- + amin- + -ase] } an enzyme
that hydrolyzes amino compounds (as amino acids) with the
removal of the amino group
de.aminate \()d&+ \ vt [de- + aminate) ; 1o remove the amino
group {rom (a compound)
de.amination \()de+\ or des.amination \()des+\ n ¢ the
pracess of deaminating (the cnzymatic oxidative ~ of glycine
to glyoxylic acid and ammonia) = compare AMINOLYSIS 2
de.aminization \(})d&+\ n -s ; the process of deaminizing
3 DEAMINATION
de.aminize \("YdE€+\ vr [de- + aminize] : DEAMINATE
idean var of YOERE
1dean \'dén\ s -$ [ME deen, fr. MF deien, fr. LL decanus,
lit., chicf of ten, fr. L decem icn + ~anus -un — more at TEN)
1 0bs :achicfof 10 men ¢ TITRINGMAN | 2 8 1 2 head over
10 monks in a monastery he hend of the chapter or
body of canons_or prebendarics in a collegiate or cathedral
church_ € 2 a pricst of the Roman Catholic Church appointed
by a bishop to supervise the affairs of u group of parishes
within the diocese — called also vicar forane 3 @ ! a resident
fellow at an English university chorged with the dlscnghnc
rather than the instruction of undergraduates b : the head
of one of the divisions, faculties, colleges, or sehiools of a
university (the ~s of several leading medical colleges) (the
~ of the faculty of arts) {the student must obtain the approval
of the appropriale ~s and Lhe chairmen of the depariments
concerne: ¢ 3 an administrative officer at a coliege or sec-
ondary school who | d: on J matters
{as choice of program demi di

deathsmen

2doasil \"\ # -5 : a charm performed by going three times about
an object 1n the directior: of the suo and samctimes carrying
fire in the right hand

de.aspirate \(')de+\ vt (de- + aspirote} ¢ to pronounce
without aspiration

de.assimilation \{dg+\ n [de- + assimilation] 3 CATABOLISM

death \'deth\ , p! deaths \-lhs sometimes -ur\ ME deeth,
deth, fr. OE d2ath: akin 10 OHG &0 death, ON daurhi,
Goth dauthus: derivative (1. the root of ON deyja ta die —
more at Die) 1 ¢ the ending of all vital functions without
possibility of recovery either in animals or plants or an‘y aris
of them 2 the end of life  the act, fqocess.'cf‘la:( o J’m
32 a ; the cause or occasion of loss of life (drinking was the ~
of him) : a deadly weapon or agency (a cobra with ~ in its
{angs) b archaic : PLAGUE — see BLACK DEATH 3 usw cap ! the
bringer of death per ified a I P d
a5 a skeleton with a scythe ¢ the destroyer of life : GRIM REAPER
4 a : the state of being no longer alive (in ~~ as in life) D 3w

ioylen dull 1asicless existence : the state of being without

ull possession or er_x[cymenl of the intellectual or physical
faculties (ihe ~ in lile of long years spent in 3 hospital bed)
€ ¢ cessation or absence of :Pmunl hfe variously conceived
as al on_from God, deady to the appeals of spiritual
ideals, annihilation of the spirit as s result of sin, or irredcem-
able damaation — called also spiritual death {to be carnally
minded is ~—Rom 8:6 EAV)) 6 : the passing or destruction
of something inanimate {the ~ of the rackety old Third Ave-
nue Ei —Newsweek) or intangible (the ~ of all his hopes)

the ~ of vaudevilie) : the process of such passing (the ~ of
the empire ¢ EXTINCTION (the ~ of a spccies) 6 3 CIVIL DEATH
7 3 lethal or murderous violence : KoMICIDE {mcrchants of ~)
{a man of ~—Francis Bacon) 8 Christian Science ¢ the lic of
life in matter ¢ that which is unreal and untrue & HLUSION
— at death’s door : close to death : critically ill ¢ in real or
apparent danger of dying — be death on 1 : 1o have marked
1alent for sccomplishing or deating with (his npfronch shots
are erratic but he Is death on puns) 2 ;10 dislike or oppose
vigorously Cthe boss is death on latecomers) -= in at the death
s present at the conclusion of 3o event-—to deathadv ito the

N ol
honors, or failure) and who in addition has some disciplinary
authority pertaining (o such matters as breach of dormitory
rules, unexcused sbsences, cheating and plagiarism, suspen-
sion, or dismissal i~ of men) (~ of women) (~ of freshmen)
~ of the senior class) 4 : a high officct of the orders of the
histle and of the Bath who is always a clergyman — compare

CHAPLAIN B 1 the senior of a group of men : DOYEN 13

adean \"\ vl -ED/-ING/S ¢ to act as dean (wss asked to ~)

408-N0Y var of DEENER

dean.ery \'den{a)re, -ri\ n -es (ME denerle, {r. deen, den dean
+ -erie -ery] 1 & § the office cr;psmon ol a dean b ¢ the
residence of a dean 3 ¢ the jurisdiction of a dean

deanery of christianity usu cap C 3 any of various British
deancries comprising certain city or town parishes (as Exeter
or Lincoln)

d0an.¢s8 \-nds\ n £ 3 & nun who serves as dean in a convent

dean of & peculiar ; a titular dean of the Church of England
either without peculisy jurisdiction (as the dean of the Chapels
Royal) or with jurisdiction but without a chapter .

dean of christianity usw cap C ¢ a holder of one of certain
rurat deancrics in England

mutuat 8¢ for those 3aneg d se( 3
of an issue (As A lawsuit) (law . . . has 3 way of beginning with
ideals and ending with ~s —H.A Overstrect)
oR1 \"\ n s [MD or MLG dele plank; akin to OHG dill,
ditla plank, plank floor ~~ more at THILL] 1 & Brif 5 3 board of
fir or pine cut 10 any of several specified sizes — see DEAL END,
L7 DEAL, STANDARD DEAL, WIOLE DEAL b in the U.S. export
trade ¢ sawed yellow-pine lumber nine inches and wider and
three, four, or five inches thick 3 1 pine or fir wood § deais
in the aggregate (a floor of ~) .
saoml \*\ adf: made of deal; broadly ; made of plain t}nﬁnuhnd
wooy (a ~ table
dend apple n [4deal) : the cone of the white pine or of the

it

de.nlate \d&'8,18, < 131\ n +s [de- + alate]) ¢ a dealated insect
,:,. Tugure sexual individual of a kind of insect that uadergoes

ealation

de-alat-ed \\¥d-5d\ od) [de- + alated]: divested of the wings
~ used of postauptial adults of certan insects {as ants and
termites) that drop their wings after & nuptisl {light — de.ala-
tiox. \(,)d& X' shan\ n -5

de.al-bate \d&alble, -'01-\ ad] [L dealbatus, past part, of
dealire 1o Whitewash — more at DAUB) dos  covered with an
opague whiic powder

deal board n {4deal] § u fir or pine board : OEAL

deat end # {¢deal] +'a desl board less than six feet long — usu.

used ‘n ph
deal.es \"d@ia()\ n -s [ME delere, fr. OE d¥lere, {r. d¥len
10 divide + -ere -er — more at DEaL] 1 : one that divides,
distritutes, or delivers 2 obs ! NEGOTIATOR, AGENT, GOv
RETWESN 3 1 one that acts or conducts himself in some spec-
ified way toward others (noted as a plain ~) 4 : onc that
does business : TRADER, TRAFFICKER, MIDDLEMAN & person
who makes a business of buying and selling goods esp. with-
out altering their condition (a ~ in dry goods) {~ in stocks)
(an autamobile ~) — compare MANUFACTURER 6.2 onc that
buys and sells (as securities, commercind paper, or forcign cx~
change) on his own IcCOUNT — cOMPare BROKER 1b 6 @ Brit
1 STOCKIOBRER 3 — distinguished from broker b ! a member
of a stork exchange who buys and sells as principal rather
than a3 ugent for a customer 7 & (1)  a person who deals
cards (2) 1 a machine or device for dealing cards b (1) 12
gambler or employee of a gambling house who officiates at a
g:"lg‘q or yaming table (as a stickman, tourneur, croupier, or
ps ier) (2) 3 the chief among such persons : the person in
arge of the table (as the stickman in ¢raps or the tourneur
3t toulette)
deater

N b p h
of a knowi dermang ¥ by a retail because
dg_ﬁlu' help n 2 promotional aid (as samples, counter or window
isplays, beiefings for clerks) that is furnished retailers by
i) trs and whol, s 10 fate sales of adver.
p“mg;:gu:ts or to gain retajlers’ goodwill and continued
dealer's cho'ce n i a card i i

Sho. 3 2 card game (as poker) in which the dealer

dne\al,yedrulzna!c the varinni to be plag‘e’d ll)w set the stakes
Sosi "\“IP \-,ship\ n - : an authorized sales agency ¢ the
deal}'i“;s of a distributor (an automobile ~) (a ~'for planes)
Sh \'s»\ n {¢deal + Jish] ¢ any of several long thin

fishes of the 3 .o n
=ll{e‘d o ’Mﬁl’\‘\;[:‘hfmchypnm: inhabiting the decp sea

deal frame n {4deal) ; L0G FRAME
d::ldm i 310 lnclude (a specified player) among those to whom
du\'us are dealr (deal me in)
cou:s‘z" E deling, Ir, gerund of delen 1o deal) 1 ¢ INTER-
Py mc(.hnumc = Usu. used in pl. (~s with the devil
atal i h%i?'f_h;:.sg;eslssor manner orconduc: {underhand ~§
ge-alkatization \(az+\ n
'-a\xalm \ Y&+ \ w}dc-
d{(;r?:rcduce the alkalinily of (as
. “Z‘?f'ﬂ NCOMEEN 1 [de- + alkylaie] : 1o remove alkyl
l%\;n ] v,.‘omround) = ge-aikylalion \()dZ+\ n -s
1ges \hdn.{a) -\ m, usu caﬁ D {ir. Dea!, municipal
ormetty n the Strait of Dover, Kent, England) ¢ » lugger
the shis on the southeast coust o esp. in
ana otl i £ e deyice
“hang in,:xl;iég deul the last band of a poker game oz the last

Qea) ich one intends 1o participate
urdg'xa!':'dz:ﬂ omit (a specified player) from those to whom

:al Dine n {¢deal) » wirre wine 12

L% o/ o .
BN o e 0 e o b

2 the process of destkalizing
‘+ alkalize} : to remove sikali
a T

¢+ the president of & in

ast (tired 10 death) 3 beyond endurance i EXCES-

siveLy (that kind of plot has been done fo death) — to the
dea! : 1o death 2 : as fong as life lasts ¢ to the end
¢ without wavering or compromise (war fo the death) (follow
our leader 1o the death) ¢hunting a criminal fo the death)

death addor » : a highly elapid snake {4 h
antarcticus) of the Australian region having a stout body and
2 spine on the end of the tail; also § any of several other related
venomous snakes of Austraiia and Tasmanis

death alder # {50 called fr. its poisonous effect on cattle}
s & spindle trec (Euonymus europaeus)

tdoath angeol a : AZRAEL

1death angel n 3 peaTH cuP 1

death appie n : MANCHINEEL

deathbed \'«i-\ n (ME deeth bed, {r. deeth death 4 bed) 3 the
bed in which a person dies:the Tast hours of life (~ baptism)

deathibed deed m, early Scors law ¢ a decd made after contract-
ing a sickness that ended in death within 60 days slter the
date of granting and without such convalescence as is indicated
by the grantor going unsupported 1o kirk or market

death bsll a 3 PASSING BELL .

death benefit n : money payable 1o’ the beneliciary or estate

ean o :

churches of the Anglican Communion .
doan of guild 1 :the head of 8 guild (as in medieval and some
existing European guilds) having the power to summon the
members (0 mectings 2 ¢ a magistrate of a Scoltish burgh
or town formerly having jurisdiction of mercantile causes
within a burgh ond still entrusted with the inspection of and
control over the construction, alteration, or repair of buildiags
dean of the arches usu cap D&A Lir. the Court of Arches,
the court of appeal for the province of Canterbury] : a lay
judge in an ccclesiastical court {n the chancery court of the
province of York) $ the official principat of the archbishop
of Canierbury
deans pf of unu‘:_gn d sing of DEAN
doan schedule \'deén-\ n, usw cap D&S [after Albert F. Dean

1933 Am. actuary) system for measuring the rclative

ire hazard and determining fire insurance rates for a property

of ad under s policy of life or accident insurance or 8
pension rlan -

death bil a ; an ccclesiastical list of dead to .bedprqycd for

deathbiow \'¢j«\ a ¢ a mortal blow (he reccived his ~ in his
lxrzt battie) ¢ a stroke or event that kills, destroys, or puts an
&

nd_to
death board » : a plank on which a corpse islaid for seg burial
death camas » & any of several plants of the genus Zigade-
nus (38 Z. venenosus and Z. glaucus) that cause poisoning of
grazing animals in the western U.S.
aeath candle n : CORPSE CANDLE
death cell a : a prison cell for one awaiting cxecution A
death certificate n $ a certificate in which various information
(as age, race, occupation) relating 10 3 dead person is given
and in which a physician certifies the cause of death )
aeath chamber a ¢ a room in which a person is dying or lies
."‘}9; specif 3 a place of execution within a prison

by an analysis of location, structural features,
and ex?osun: . .
dean’s list a : a list of stud special 1
from the dean of a college because of superior scholarshi
idoar \'di(a&r -i3\ odf -€r/-e5T [ME dere trave, bold, hard,
severe. fr. OF déor; prob. akin to OE dZor beast — more at
DEER] t SEVERE, SORE (our dearest nced) (his dearest enemies)
2dear \*\ adj -er/-est (ME dere, fr. OE déore; skin to OHG
tiuri costly, ON dprr} 1 obs : GLORIOUS, WORTHY, HONORABLE
2 s regarded very affectionately or fondly 3 highly valued or
esteemed 3 BELOVED (ran for ~ life) (his son was very ~ to
him) (the cause of democracy ... is 50 ~ to us —MR.
Cohen) — often used formally or affectionately in address
(Dear Sir) {my ~ James) (Mother ~) 3 i LOVING, AFFEC-
TIONATE, POND (for the ~ love 1 bear him) 4 @ obs ; SCARCE
b ¢ high-priced or expensive cither absolutely (butter is cheap
when 1t is plentiful and ~ when it is scarce —G.B.Shaw) or
relatively (that wretched suit would be ~ al any price) 6 obs
 VALUABLE, IMPORTANT 6 & : close (0 the heart  present in
mind : engaging the attention {my ~est wish is for your happi-
ness) B © HEARTFELY, EARNEST (one whose ~esf prayer has
been granted—G.B.Shaw) Syn sce COSTLY
sdear \*\ adv(MEdere, fr. OE déore, (r. déore, adj.] 1 : DEARLY
(the cffort cost him ~) 2 I FONDLY, AFFECTIONATELY
4doar \"\ n -s {ME dere, Ir. dere, adj.] 1 ¢ a dcar one : DAR-
LING, SWEeETHEART (that Kiss | carried from thee ~ —Shak.)

q ¥ \.#{)s'se\ 1, dial Eng . BERD ROBERT
d:an;'cord ntarope vsed for hanging a person — called also
feath ro,

death cnpp‘n 1 also death angel t a very poisonous mush-
room (Amanita phalioldes) of wide distribution ranging in
color from pure white (as usu. in the U.S.) to olive or yeilow
and having 8 prominent volva at the base 2 I the prominent
cuplike enlargement at the base of the stipe in some fungi of
the genus Amanira that is characteristic of poisonous forms
though present also {n some that are harmless

deathday \'e,s\ n [ME deerthday, ft. OF deathdxg, {r. d2ath
death + d#g day — more at DAY] : the day of a person's
death or its anniversary

death duty n, chiefly Brit $ DEATH TAX

deatn fire or death l?b! n_: DEADLIGHT 3, CORPSE CANDLE

death.ful \'dethial\ adj (ME deethful, Ir. deeth death + oJul]
1 archaic ¢ full of or threatening death  DEADLY, MURDEROUS,
DESTRUCTIVE, 5L00DY 2 archaic | lisble to undergo death
$ MORTAL 3 t like death $ having the appearance of death
$ DEATHLY {on his ~ face . . . & look of pain and baffled anger
—Richard Hofstadter) — death.fully \-aI2\ adv

death herb n ¢ DELLADONNA | ; ;
death house n 3 the section ol a prison for persons awaiting
exccution

death.in \'dethsn\ n -s {prob. fr. death + in) 1 : & water
hcmlockL (Cicq{u glr,am) of Euro poisonous plant

2 : u lovable person (pretty little ~3) t an person
or being (carry this in for me, like a ~) .
sdear \“\ vt -£0/-ING/-§ {ME deren, fc. dere, 3di.} 1 obs

% to make dear : make high-priced 2 & 1 to address as dear
b obs : ENDEAR
sdear \“\ interj [ ¢dear) — used typically to express annoyance

or dismay

dear-born \'di(a)r,born, - barn\ 2 s _sometimes cap [after
Henry A. S, Drarbomjlﬁsl Am. politician and writer who
maintained such a carriage] ¢ a light 4-wheeled carrisge with
curtained sides

dearling obs var of DARLING

dear-1y adv [ME derely, (1. OE d¥orlice, {r. d¥ore dear + -lice
“ly — more at DEAR] ¢ in & dcar manner: as & obs i PRE-
CIOUSLY, WORTHILY, RICHLY ¥ ¢ with affection ; FONDLY,
AFFICTIONATELY (10 loVe One ~) € : HEARTILY, EARNESTLY,
DEEPLY, KEENLY (the peace we 50 ~ seck —D.D.Eisenhower)
4 : at a high rate orEpncc {the victory was ~ won)

dear.ness n -gs (ME derenesse, ic. dere dear + -nesse -ness}

pe 2 3a
( P } closely related to the water hemlock
death instincta : ious or 1 tond:

toward
self-destruction .
doatk knell n 1 3 PASSING BELL 2 ; ap action or event presag-
ing death or destruction (the coming of the power press
was the death knell of the hand press) B
death-1ess \'dethlss\ ad/ ¢ not subject to death, destruction,
OF exXtingtion $ IMMORTAL, UNDYING, IMPERISHABLE {~ fame)
(~ poems) — death.less.ly adr — death.less-ncss n -s
death.like \'s.«\ adj : DEATHLY .
death.li-ness \'dethlénss, +lio-\ n -s ; the quality or state
of being deathl,
death.ling \-lig\ # -5 3 one liable to death I MORTAL
death.ly \‘de&mli. -li\ adj {ME dethlich deadly, mortal, (r.
OE d2athllc mortal, ir. d¥ath death + -lic -ly] 1 t DEADLY,
FATAL, MORTAL, DESTRUCTIVE 2 ¢ like or having the ¢harac-
teristics of death (a ~ stillness)- 3 3 of, relating to, or sug-
estive of death (I marked cach ~ change in him —Robert
rowning) Syn sce DEADLY ;
2deatnly \“\ adv in 8 way or to a degree resembling or ap-

't the quality or state of being dear: as &  LOVABLENESS
¢ endearing quality B ¢ recipl 1 aff, H

€ 3 COSTLINESS R

dearness allowance n, /ndia & a bonus or pay increase to meet
a rise in the cost of Jiving

1dearth \'darth, 'd3th, 'daith\ » -3 {ME derthe, fc. dere costly,
desr + -the sth—— more at DEaR} 1 0bs $ DEARNESS ¢ highness of
price 2 ! scarcity thal makes dear ; WANT; speclf : FAMINE
ghcre came a ~ over alt the land of Egypt —Acts T:11 (AV))

¢ lack of a present ity § def or inad sup-

ply of something (as news) or of some quality {as courage)

adoarth vt -E0/-ING/-s [ME derthen, {t. derthe, n.) obs ¢ to
make scarce, gear, or high-price:

deary or dea: \'dirg, -rif n, pl dear-fes {¢dear + -y, -le]
¢ litile dear ; DARLING ~ often used as a_term of address

deas \'ds, -k--e-\ n -Es {ME deis, dees raised tabls, raised
platform = more at DA} Scof ! BENCH, SETTLE; esp tone
that can also be used as a table .

de.ash \()d&+\ »f {de- + ash {residuc of combustion)]
1 10 remove ash {from

1dea.si) also dei-seal or des-sil \'dz3l. *desth)sl\ adv [Sc-

P! death (~ sick

death march n t a march (as of prisoners of war) in which
those unable to 20 on are left to die as they fall

death mask n & & cast taken {rom the face of a dead person

death penny 2 1 2 a coin placed with @ buried corpse as if 10
pay passage 10 the otherworld 2 : DEATH WEIGHT

acath point » : = limit (as of degree of heat or cold) beyond
which an i or living p i} cannol survive

death rate a§ the ratio between number of deaths and aumber
of individuals in a specified population and period of time usu.
expressed as number of deaths per hundred or per thousand
populstion ; N N

death rattle » ¢ a rattling or gurgling sound produced by air
passing through mucus in the lungs and air passages ofonedying

death YOpe a : DEATR CORD

death row n : a row of death cells

deaths pl of DEATH

death’s-head \'dethshed\ n_ 1 § a human skull as the
emblem of death @ the head of Death 2 : a finger sing bearing
the fizuze of a skuli R




