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(7) ABSTRACT

In a method and apparatus for managing information relat-
ing to a wireless service provider enterprise, sites having
potential customers are classified based on an ability to
obtain legal rights to install a wireless infrastructure at the
site and an ability of a wireless service provider network to
provide an acceptable signal to the site. Customers at the site
are classified according to the site classification. Information
in the system is displayed in a site-centric format.
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INFORMATION MANAGEMENT SYSTEM

BACKGROUND OF THE INVENTION
[0001] 1. Field of the Invention

[0002] The invention relates to information management
generally, and more particularly to a method and apparatus
for managing information relating to a fixed wireless com-
munications service provider.

[0003] 2. Discussion of the Background

[0004] In many areas, high data rate telecommunications
services such as T1 lines and other broadband data services
are not readily available. In such an area, a customer desiring
high data rate service is often required by the local telephone
company to pay a special construction fee and/or sign a long
term contract in order to obtain the service. Fixed wireless
communications services can provide a competitive alter-
native to wired high data rate service in these and other
situations, both in terms of cost and of the time required for
the commencement of services once they have been ordered.
In other areas, high data rate service is not available, leaving
wireless service as the only alternative.

[0005] Providing fixed wireless services involves a differ-
ent set of problems as compared to providing wired services
or mobile wireless services. In order to provide wireless
service to a potential customer, two distinct hurdles must be
overcome. The first hurdle involves securing the legal rights
to install the requisite wireless infrastructure. As used
herein, wireless infrastructure means the physical devices
that must be installed at that customer’s site in order to
provide wireless communications services to a customer.
Wireless infrastructure typically includes an antenna, wiring
and routers/switches between the customer and the antenna.
Antennas usually must be installed somewhere on the exte-
rior of a building, typically the roof. Obtaining the permis-
sion of the owner of a building to install the antenna and run
wire from the antenna to the customer can be a difficult issue
when the owner of the building is not the potential customer.
While some building owners freely give permission to
install antennas, others will not under any circumstances
while yet others will allow the installation for a price. In
addition to obtaining permission from the building owner,
local regulations and ordinances may also have an impact on
the ability to install the requisite wireless infrastructure. As
used herein, ‘legal rights’ encompasses all of these issues.

[0006] Even if the first hurdle, obtaining legal rights to
install a wireless infrastructure for a building, can be
cleared, a second hurdle remains: the wireless communica-
tions service provider must also be able to provide an
acceptable signal to the wireless infrastructure. Typically,
but not necessarily, this connection requires that there be a
clear line of sight between the antenna installed at the
customer’s site and a wireless communications service pro-
vider’s access point (also referred to as a hub). Given the
complexity of many urban landscapes, making this deter-
mination is often not a simple matter whether or not a clear
line of sight is required.

[0007] Organizing sales activity for a wireless communi-
cations system provides a unique challenge. Ideally, sales
activity should be focused on those potential customers at a
site for which legal rights have been or can be obtained and
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which can be serviced by the wireless communications
service provider. However, providing this focus has proven
to be difficult.

[0008] What is needed is a method and system for clas-
sifying potential customers so that sales activity can be
focused on the most promising potential customers and for
managing the various information associated with a wireless
service provider enterprise.

SUMMARY OF THE INVENTION

[0009] The present invention meets the aforementioned
need to a great extent by providing a method and system for
organizing information relating to various aspects of a fixed
wireless service provider enterprise. In one aspect of the
invention, sites identified as having potential customers are
classified according to sales potential, thereby allowing sales
activities to be directed toward the most promising sites. The
classification process uses indications as to the real estate
friendliness of the site and the ability of the wireless server’s
network to provide an acceptable signal to this site to make
this classification. In another aspect of the invention, com-
missions are tracked as information such as the procurement
of legal rights for a site is entered into the system by users.
In another aspect of the invention, data is provided to users
in a site centric fashion.

BRIEF DESCRIPTION OF THE DRAWINGS

[0010] A more complete appreciation of the invention and
many of the attendant features and advantages thereof will
be readily obtained as the same become better understood by
reference to the following detailed description when con-
sidered in connection with the accompanying drawings,
wherein:

[0011] FIG. 1 is a flow diagram illustrating a potential
customer classification process according to an embodiment
of the present invention.

[0012] FIG. 2 is a screen shot illustrating a real estate
group user interface according to an embodiment of the
present invention.

[0013] FIG. 3 is a screen shot illustrating an output of a
coverage prediction display according to an embodiment of
the present invention. FIG. 4 is a screen shot of a sales group
home page according to an embodiment of the present
invention.

[0014] FIG. 5 is a screen shot of a list of priority sites
according to an embodiment of the present invention.

[0015] FIG. 6 is a screen shot of list of tenants at one of
the sites of the list of FIG. 5.

[0016] FIG. 7 is a screen shot of a site centric data display
according to an embodiment of the present invention.

[0017] FIG. 8 is a hardware diagram of an information
management system according to an embodiment of the
present invention.

DETAILED DESCRIPTION OF THE
PREFERRED EMBODIMENTS

[0018] The present invention will be discussed with ref-
erence to preferred embodiments of methods and system for
managing information relating to a fixed wireless service
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provider. For ease of understanding, certain method steps are
delineated as separate steps; however, these steps should not
be construed as necessarily distinct nor order dependent in
their performance. Specific details, such as specific types of
information and specific commercially available programs
with which the invention can be utilized, are provided in
order to provide a thorough understanding of the invention.
The preferred embodiments discussed herein should not be
understood to limit the invention.

[0019] In its broadest sense, the invention is a system and
method for organizing the information necessary for an
enterprise offering wireless services. This information
relates to all aspects of the business and includes informa-
tion pertaining to portfolios of roof rights (as used herein,
“roof rights” refers to a legal right to install a wireless
infrastructure, which is typically, but not necessarily,
installed on the roof a building) held by the wireless service
provider and roof rights that can be obtained by the wireless
service provider, commissions, inventories and locations of
wireless infrastructure equipment, engineering data, leases,
contacts, and other types of information.

[0020] Referring now to the drawings, wherein like ref-
erence numerals designate identical or corresponding parts,
a data flow diagram 100 of one aspect of the invention is
illustrated in FIG. 1. The aspect of the invention illustrated
in FIG. 1 relates to the classification of potential customers
to provide guidance as to where sales activities should be
focused to reach the most promising potential customers and
also to provide guidance on potential areas for future expan-
sion of the wireless service provider’s network.

[0021] The process begins with marketing data 110, which
is a list of sites that has been identified as containing
potential customers. As used herein, the term site refers to a
location at which a wireless infrastructure may be installed.
Typically, but not necessarily, a site refers to a single
building. However, there are instances in which a site is
different from a building. For example, in some buildings
that include an addition, it is cheaper and/or easier to install
two separate wireless infrastructures rather than attempting
to service the entire building with a single infrastructure as
running cables between the original building and the addi-
tion may be difficult. The information used to identify the list
of sites can come from a variety of sources, including
responses to mass-mailed advertisements from potential
customers, sales leads, the fact that a site not currently being
served by the wireless service provider is owned and/or
operated by the same owner as another site to which services
are provided and various other sources.

[0022] In the preferred embodiment, the invention is site-
centric in that the site is used as the primary method of data
organization. Thus, a site rather than a specific customer, is
what appears on the marketing data list even though only a
single potential customer from that site (which may include
several other, distinct potential customers) has indicated
interest in the wireless service provider’s service offerings.
This is not to say that data concerning individual customers
iS not maintained; rather, it is primarily grouped and
accessed by site.

[0023] Sites in the market data 110 undergo two separate
evaluations. First, a determination is made at step 112 as to
whether a site is “real estate friendly,” that is, whether legal
rights have or can be obtained for a site at a reasonable cost,
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and under reasonable terms and conditions. This determi-
nation is based on input 114 from users in a real estate group,
who are responsible for carrying out negotiations with the
landlord of the site. An exemplary user interface 200 through
which a real estate group member may input the information
is shown in FIG. 2. The interface 200 includes a user
identification field 202. By requiring users to log on to the
system and provide a password, the system can track input
to the system by user, which facilitates such functions as
tracking commissions as discussed in further detail below.

[0024] The user interface 200 also includes a site identi-
fication field 204, a site address field 206, a field 208
indicating the number of tenants, and a sales volume field
210. Other fields 212 and 214 indicate the closest base
station to the site and the distance to the site from that base
station, respectively. Notes pertaining to real estate aspects
of the site, such as the name of the landlord and/or man-
agement company for the site, permit requirements for the
site, and/or, if known, the cost of obtaining roof rights, are
maintained in field 216. Field 218 allows the real estate
group user to indicate the real estate friendliness of the site.
Possible choices in some embodiments are “in review,
*“accepted” and “reject.” The user presses the save button
220 when the appropriate indication as to real estate friend-
liness has been made.

[0025] 1In some embodiments in which individuals in the
real estate group are paid commissions based on the pro-
curement of legal rights, the system also tracks commis-
sions. For example, individual sites in the market data 110
may be assigned to specific personnel in the real estate
group. As roof rights for each site are secured, a lease record
is created. The lease record includes all of the terms and
conditions of the lease. The lease record is then linked to
each site to which it pertains. This triggers the system to
credit a commission to the appropriate individual. In other
embodiments in which the commission is based not only on
securing legal rights but also is based on actual sales of
services to customers at the site, the system also tracks the
necessary sales information in order to ensure that the proper
commission is credited to the member of the real estate
group who procured the legal rights.

[0026] Referring now back to FIG. 1, in addition to the
determination of real estate friendliness at step 112, a
determination as to whether a serviceable signal can be
provided to the site is made at step 116. In preferred
embodiments, this determination is made using commer-
cially available programs sold under the trademarks deciBel
Planner (Marconi Corporation) and MapInfo (MapInfo Cor-
poration); however, other tools could be used in other
embodiments of the invention. Generally speaking, the
deciBel Planner program integrates electromagnetic wave
propagation models that interface with a Maplnfo spatially-
enabled terrain database. The terrain databases can be
obtained from commercial entities such as Maplnfo Corp.
that perform fly-overs of a desired area to obtain photo-
graphs and terrain information for the desired area. An
example of a screen output 300 from the deciBel Planner
program is shown in FIG. 3. The screen output includes a
photograph 302 of an urban area including a potential site in
the form of a building 310. The screen output 300 includes
color coded (with the colors representing signal strength)
representations of a coverage area 312 over the building 310
as well as other coverage areas 313. The coverage arca 312
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over the building 310 signifies that the building 310 is
serviceable by the wireless service provider’s network and
that an antenna for a wireless infrastructure may be placed
in the coverage area 312 on the roof of the building 310.

[0027] Also shown in FIG. 3 is the address 314 of the
building 310. In one embodiment the address information
was obtained by sending out a person with a handheld GPS
(global position sensor) device and recording GPS coordi-
nates for potential sites. Once the deciBel planner has been
initially configured (including entering the location of the
wireless service provider’s hubs, specification of hub trans-
mitting power and required signal strength, and preparing
the terrain/picture database), the only input that is required
to obtain an output such as the screen output 300 is the
specification of a desired latitude/longitude. By preparing a
database of site addresses and associated GPS coordinates,
it becomes possible to obtain the output screen 300 of FIG.
3 by simply specifying the address and using the aforemen-
tioned database to translate the address into latitude and
longitude coordinates. In some embodiments, the deciBel
planner is integrated with the other portions of the program
such that an address can be specified to the deciBel planner
by simply clicking on it; in other embodiments, the deciBel
planner is a stand-alone application and a user is required to
manually enter the address into the deciBel planner and an
indication as to whether a serviceable signal can be supplied
to the site must be entered manually at step 116.

[0028] Referring now back to FIG. 1, once the determi-
nations as to real estate friendliness and whether the site is
serviceable by the wireless service provider have been made,
the sites are evaluated by the qualification manager 120. If
the site has been evaluated rejected by the real estate group
as not real estate friendly, the site is listed as a reject at step
122 and data for the site is placed in an archive 124. If the
site has been evaluated as real estate friendly by the real
estate group and the engineering group indicates that a
serviceable signal is can be provided, the site is designated
as a priority site at step 126 and is entered on the sales group
priority sites list 128. Finally, if the site is real estate friendly
but it is not possible to provide a serviceable signal given the
current state of the wireless service providers’ network, the
site is classified for coverage optimization at step 130 and is
entered on the coverage optimization list 132 for consider-
ation by engineering. This list facilitates the decision as to
where the wireless service provider’s network is to be
expanded in the future. Although it is not the only factor in
the decision, the existence of a concentration of real estate
friendly sites in one area might be a reason why network
expansion should occur in that area.

[0029] Tt should be understood that the above-described
classification process is not necessarily a one-time, static
event. Rather, the process can be ongoing with additional
potential sites being added to the marketing data 110 as new
information becomes available and as the wireless service
provider’s network continues to change. Furthermore, it is
expected that the real estate and engineering groups will
communicate with each other during the evaluation process
such that a particularly attractive site from the real estate
group’s point of view will be evaluated by engineering
before other, less promising sites. Also, buildings that were
once classified as rejects may be moved back into the
marketing data for further evaluation in the event that the
previous situation changes (such as when ownership of a site

Nov. 20, 2003

changes hands). Simply put, the classification process can be
a dynamic process that is performed continuously, periodi-
cally, or sporadically over a long period of time as dictated
by the needs of the particular users of the system. It should
also be understood that order in which the determinations as
to real estate friendliness and serviceable signals are made is
not important and may differ. For example, sometimes roof
rights to a portfolio of sites managed and/or owned by a
single entity are obtained. In such a situations, some, none,
or all of the sites may have been previously evaluated by the
engineering group to determine whether a serviceable signal
could be provided.

[0030] Once sites have been classified as priority sites,
they become the focus of sales activity. The invention
provides a home page 400 for the sales group as shown in
FIG. 4. As indicated by the user field 405, the home page
requires the sales group user to log in, both to protect the
confidentiality of the sales data and to allow the system to
track actions performed by each user. The home page 400
includes a plurality of links 410 to other information and
system resources, as well as a number of information fields
420, 430. The home page 400 also includes a ‘My Buildings’
button that allows the sales group member (which may be a
regional sales manager or account executive) to view sites
that have been assigned to that member. A ‘My Buildings
With No AEs’ button allows a regional sales manager user
to view only those sites to which no account executive has
yet been assigned. Finally, window 460 allows sites to be
selected on the basis of the account executive to which the
site is assigned and/or applicable geographical market (e.g.,

city).

[0031] When sites are selected via either of the site buttons
440 or 450 or via the window 460, they are presented to the
user in a sites window 500 as shown in FIG. 5. The sites
window 500 includes a field 510 that identifies the site
identification number, a field 520 that identifies the site
name, fields 522, 524, 526 that identify the address of the
site, a field 530 that identifies the base station, or hub,
through which the site is connected to the wireless service
provider’s network, a field 540 that identifies the number of
tenants at the site, a field 550 that identifies any current sales
promotions directed toward a site, and fields 560 and 570
that identify the account executive and regional sales man-
ager to which the site has been assigned. Another field 580
indicates the site status: On Net (meaning a wireless infra-
structure has been installed and the site is in communication
with the service provider’s network), Leased (meaning that
a lease for the site has been signed and the process of
installing a wireless infrastructure is underway); Target
(indicating that the site has been approved by engineering
and is real estate friendly), Coverage Optimization, and
Reject. A Customers field 590 serves as a link to a list of
current customers at the site. Some of the fields in the
window 500 also include links to further information. For
example, clicking on the number of tenants field 540 will
produce a tenants window 600 that provides information for
all tenants at the associated site. This information may be
used for, among other things, producing a mailing list for a
site-specific sales promotion.

[0032] FIG. 7 is a screen shot of a site information web
page 700 illustrating another site-centric information dis-
play. The web page 700 includes a site basics tab 710, a
customers tab 720, a leases tab 730, a dB Planner tab 740
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and a files tab 750. Selecting the site basics tab 710 calls up
the window 712, which displays various information relative
to a site, such as the site address, real estate information
related to the site, and an identification of the nearest and
next-nearest base station (hub) to the site. Selecting the
customers tab results in the display of a list of customers for
the site. Selecting the leases tab will provide images of lease
documents pertaining to legal rights for the site. Selecting
the dB Planner tab will result in the display of a propagation
model image for the site such as the image 300 of FIG. 3.
Finally, selecting the Files tab will result in a display of any
other miscellaneous files associated with the site.

[0033] FIG. 8 is a hardware diagram of a system 800
according to one embodiment of the present invention. The
system 800 comprises a plurality of storage devices 810-812
that store the various databases (e.g., the information used
by the deciBel Planner application, site information, etc.)
used by the system 800. The storage devices 810-812 are
connected to a database server 820 (in preferred embodi-
ments, the storage devices 810-812 are physically located
inside the server 820). The database server 820 is connected
to a web server 830. The web server 830 is connectable to
a display device 840 (such as a personal computer with a
web browser) for providing various web pages 780, such as
the pages illustrated in FIGS. 2-7, to users of the system. It
should be understood that the system 800 is exemplary only
and that any number of modifications (e.g., replacing either
server 820, 830 with a cluster of servers; implementing the
system on a single physical device) are possible.

[0034] In the embodiments of the invention described
above, the steps are described as being performed by persons
associated with (e.g., employed by) the wireless service
provider. In other embodiments of the invention, customers
are allowed to perform certain steps. For example, in one
embodiment, a potential customer who desires wireless
service may initiate the process by entering its site on the
Market List 110. Additionally, the customer may take other
actions, such as indicating that, if a serviceable signal can be
provided, legal rights will be granted on the wireless service
provider’s standard terms and conditions. Customers may
also be given access to the deciBel planner to determine
whether a serviceable signal can be supplied to that site. The
types and amount of access to the system that can be given
to potential customers can vary widely from none to total.

[0035] Obviously, numerous modifications and variations
of the present invention are possible in light of the above
teachings. It is therefore to be understood that within the
scope of the appended claims, the invention may be prac-
ticed otherwise than as specifically described herein.

What is claimed is:
1. A method for classifying a potential customer for a
wireless communications service comprising the steps of:

identifying a site in a target area the target area including
portions that are currently served by a wireless com-
munications service provider and portions that are not
currently served by the wireless communications ser-
vice provider, the site having associated therewith at
least one potential customer;

accepting, from a user, an indication as to whether legal
rights to provide or gain access to a wireless infrastruc-
ture for the site can be or have been obtained;
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accepting, from a user, an indication as to whether the site
is in a portion of the target area that can be served by
the wireless communications service provider;

assigning a priority classification to the site if the site is
in a portion of the target area that can be served by the
wireless communications provider and the legal rights
for the building can be or have been obtained; and

classifying potential customers at the site as priority
potential customers of the site is classifies as a priority
site.

2. The method of claim 1, wherein the site has associated
therewith a plurality of potential customers.

3. The method of claim 1, further comprising the step of
assigning a rejected classification to the site if the legal
rights cannot be obtained.

4. The method of claim 1, further comprising the step of
assigning a coverage optimization classification to the site if
the legal rights can be obtained and the site is in a portion
of the target area that is not served by the wireless commu-
nications provider.

5. The method of claim 1, further comprising the step of
recording that a commission is payable to a user upon an
indication from the user that legal rights for a site have been
obtained.

6. A system for managing data for a wireless service
provider, the system comprising:

a storage device for storing a database, the database
comprising information pertaining to a plurality of
sites, each of the sites having associated therewith at
least one potential customer;

a processor connected to the storage device, the processor
configured to perform the steps of

accepting, from a user, an indication as to whether legal
rights to provide or gain access to a wireless infrastruc-
ture for a site can be or have been obtained;

accepting, from a user, an indication as to whether the site
is in a portion of the target area that can be served by
the wireless communications service provider;

assigning a priority classification to the site if the site is
in a portion of the target area that can be served by the
wireless communications provider and the legal rights
for the building can be or have been obtained; and

classifying a potential customer associated with the site as
a priority potential customer if a priority classification
has been assigned to the site.

7. The system of claim 6, wherein the site has associated
therewith a plurality of potential customers.

8. The system of claim 6, wherein the processor is further
configured to perform the step of assigning a rejected
classification to the site if the legal rights cannot be obtained.

9. The system of claim 6, further comprising the step of
assigning a coverage optimization classification to the site if
the legal rights can be obtained and the site is in an area that
is not served by the wireless communications provider.

10. The system of claim 6, further comprising the step of
recording that a commission is payable to a user upon an
indication from the user that legal rights for a site have been
obtained.
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5
11. The system of claim 6, wherein the database further 12. The system of claim 11, wherein the estimate is
includes information pertaining to a wireless service pro- displayed as an image of the site with color-coded areas
vider network and the processor is further configured to indicating signal strength superimposed on the image.
perform the steps of: 13. A system for displaying information comprising:
accepting an address from a user; a database, the database comprising information related to
. . . . a plurality of sites being served by a wireless service
transiatmg the address to latitude and longitude coordi- provider; and
nates;
. . . . . a processor, the processor being configured to accept a
sending the latl.tude. and loqgltude coordmates to a signal designation of a site from a user and, in response to the
coverage estimation routine, the routine having access designation of the site, display a site identification
to the database; number, a site address, a lease pertaining to roof rights
receiving an estimate of signal coverage from the routine; for the site, an image showing estimated signal cover-
and age for the site, and a list of customers at the site.
displaying the estimate. L
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