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* Negotiation Definition

e Limitation of current Negotiation Systems for DE
 The ONE Project: Definition & Objectives

o Architectural view

 Application Scenario
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 In literature many definitions for fendeee Offerer
negotiation with some common elements. ‘

* Negotiation is a process

« Two or several entities —

e Reach a common agreement (win-win
SI'[U&'[IOH) Contract-Signature

« Commit to a course of action.

Combining the most important parts of the various definitions we can say:
"Negotiation is a process involving dealing and communication
among two or more parties (physical entities or organizations),
which intend to reach a mutually accepted agreement, on a given
matter and commit to a course of action".
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* Previously developed NSS
— Support A fixed negotiation protocol
— Users cannot dynamically change the protocol
— Support only bilateral negotiations
— They are not proactive (it is a passive DSS)

— Their behavior must be hard-coded by the designer

— They are not capable to adapt to the user preferences
and learn how to behave (what to suggest)

— They do not consider an ecology of negotiators
— They are centralized
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IN[elcobiation
Eimvizonment

ONE Is an open, decentralised, p2p negotiation
environment that will enable organisations of
different business ecosystems to negotiate contract
agreements for supplying complex, integrated
services as a virtual organisation/coalition

........ not a simple auction!
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The ONE negotiation platform will:

— Provide tools allowing users to create negotiation protocols and
negotiation strategies, and runtime mechanisms for executing
negotiations using different negotiation protocols,

— Enable users to dynamically modify the negotiation during the
negotiation process.

— Develop decision support tools helping the users to execute a
negotiation taking advantage of the learning technologies and
Improvements proposed by reccomender and optimising their
negotiation strategies,

— Create trust mechanisms to enable the sharing of trustworthy
knowledge between partners;
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Traditional negotiations are based on bilateral,
multilateral, or multi-bilateral negotiation processes over
a single or multiple issues of one or more well-, partly, or
I1-defined objects and involve cooperation and/or
competition among the negotiation agents. The process
focuses on underlying objectives instead of price as an
Indicator of preference and may include interactive
technologies such as trade-offs, logrolling and
simultaneous improvement. Traditional negotiations are
rarely completely structured and comprise negotiation
situation in which hagging, bartering and tendering take
place.”.
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Negotiation

Participant 1 Participant 2 Parti nt3 Participant 4
Participant 1 Partlp !pant . Participant 3 15t Level
Initiator
Initiator .
Multiparty
Negotiation
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Negotiation (Multiparty Negotiation)

Multi-party negotiation

Buyer

Invitation

Seller 1

Seller 2

e |nitiator is the buyer

 Sellers provide offers
(bids)

e Buyer choses the
winner

* Bids from sellers can
elther be
complementary or
competitive



o
Negotiation (Nested Negotiation)
~ Characteristics

Buyer Seller Seller 1 Seller
2n

ller 2
1st level 2n level level

" * Multi-party negotiation
'''''' e over several layers

Transfer invitation

Counter-offer -
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SMI Group

— 3 layered group
» Shareholders
» Affiliated Companies
* Network partner

— 24 Operating countries

— Ewolving with the market
* EMEA coverage
* Flexibility
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e JLLS Building Owner

— has the property of the buildings, and insures that all services will be provided by
SMI.

e Customer
— rent the JLLS buildings and asks for services.
e Service Management International -SM1I (General Services Contractor)

— alls service suppliers for each site in Europe and collects proposals. SMI is in contract
with one service contractor in every state.

» CoopService (National Service Referent)

— incharge to provide all requested services. If he does not provide directly every kind
of services, he negotiates a whole service proposal with local suppliers.

« Klue (National Service Referent)

— Incharge to provide all requested services. If he does not provide directly every kind
of services, he negotiates a whole service proposal with local suppliers.

e Local Suppliers
— provide services to the national referent.
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