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Abstract
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AHF3 Yot olHF FAHE B Foze dS dgd AHEYel FAFN =3 7
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Mechanism Definition
Static Call On-line catalog with fixed prices
Dynamic Call On-line catalog with continuously updated prices and features
Product Tailored Offerings are tailored to meet individual customer specifications
Price Tailored Prices change based on purchase history or loyalty
Reverse Buyers posts desired price for seller acceptance
Spot Buyers and sellers bids clear instantly
Negotiation Bargaining between one buyer and one seller
Seller Auction Buyers bids determine final price of sellers offerings
Barter Buyer and seller exchange goods
Continuous Replenishment [On-going fulfillment of orders under preset terms
Bundled Seller combines multiple products into a prepackaged offering
Bulletin Board/Clearance |Offerings limited by availability of product or by discount
Partnership Integration of buyer and seller processes
Referral Link to non-owned mechanism/commercial Web site

olgig AolE F FRoA Tgd wyle AHE AFste A& All-in-One Market#}h il
sled o] 3k All-in-One Market2 A dAlzo 442 d-E BATH]1]
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tH7). FA7E gAdold ddid ¥4 (one-to-one negotiation)g B3ln (KE I>oAE 7td
3l o]RAWE HAolztm TR QUth) v FAeld ootk /M (many-to-many
negotiation)& vt T & EHFEHE FAAF(EAA Fod mE FRoE
distributive negotiation® integrative negotiation®.2 FE3% 4 JtH8]. distributive
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Z%o dis T F39 A wAUYZSZbiddingg e AL 94uE®  combined
negotiation®] & g AFolut Mul2g g A vAUFLE JAdste AS on g
oH9, 101 dl& €W AF TRES AA Z Fo wlX3}r] HeiMe Hdy TUE a2
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The Number of The Number of The Relationship of The Number of
Parties Attributes Market Protocol
Bilateral Distributive Competitive Combinatory

Multi-lateral Integrative Cooperative Combined

2.2 A8AN=9

olsh B T WAL ALY AYey) AT ATEL AA B EobdH AP0
el oE UE Avlnd 2 AN A & ¢ Ak AAE G4 21 A5
g 234 BEZ & Aotk A5HY YHID Y AFH B N2 929 FFE
of o W V5ol FYHE AL Wi Ao 74 FEsE AL vz o] AR
A glol AFHE) 3l AFo2 FaAsolol drke Aotk Y Algel Wopd ¥
ol wlg BRAYE BTFHT 712 A7 2 AFHY 44 NolHESE A Ay
WOHYAY B3e $32 27sAE FEDIL Maesol Qs AZ Q4D A% o

it

i)

- 175—-



oJAE 4 F 3t /MY doHEEL dsf Bojxrt HA do|AE L E3
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A 2AEstd 4L Y8 JAgFS AHEE7IE @ Olivere dolHEA Bt &3
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AtH14 1 .

e AFdEgdE g4 AL AQAFE ol Ent FAA YA 2" (Negotiation Support
System: NSS)oltl, ol FAIANA Hed AAE2AH HABE AT FAY £ A3
o2 g% g de AT g . AFsE A do)HdESGE 28 NSSt AH#e=
HE Aletzde Y, 27FAEAY 23 HF JAEA L AR A & ol
NSS 94 % 7tx12 FEHo AE=d  solution-driven NSS9  process support NSSo)t,
Solution-driven NSS¥& e S A F3) Fo} olgig gadsEL o9 et Aol A
225 =d old AlEEHE RHEZE Social Judgement Theory Models, Hypergame
Decision Models. Bargaining Models, Multi-objective Linear Programming, 283 A §-7}
A 2= Eo] A}2¥ Tl Process support NSS¢ ZA$dles diES AAE £ AL oYy
o FgHgeM 2ed ddd FAAEY H5¥EF IS ALY gF-E9 NSS+=
slution-drivenoll £3l9 2§39 #HE F83n JYH15] 59 <X 3>AAME <3t
AN 2= EY F/H M A3t

<E 3> §AANLHE FTF

No Machine Leamning

Automated Negotiation - -
€ Machine Learning

Solution—driven

Negotiation Support System ;
Process-driven
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2¥g ZREZ 3o},

A MIT W&ol Media Laboratoryoll Al $3l AzadA oo vl 5 23 (CBB Model:

Consumer Buying Behavior ModeDol 93%d TFolzxle <a2g 1>dlA B vie) 2ol @
The Identification of The Need, @The Product Brokering, @The Merchant Brokering, @
The Negotiation, ®The Purchase and Delivery, ®The Service Evaluation®] oA th# 4]
ue FelgEo] o] Foit
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1. Need Identification
2. Product Brokering

. Merchant Brokering

. Negotiation

3
4
5. Payment & Delivery
6

. Service & Evaluation
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