Cyber-Salesman : An Agent negotiating with Customers
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1A & F2% MM F4TE(negotiation)E A YsA &
e Al ok e 43 )58 A4 IF

HARAA) gge A FAYNN Exst  OJBM EF Aol olg SANIE q¥S &
L 37 Az Aeto 2 RE] wujzist AujE o ¥ =AM e oled Y T wge A
A5EA AT ol LHE y|utog HgHE 3R LE et ARAEAYY F2E AU
okl A" w}7® (digital marketing)ol B& o bgdde AqACN Y dd F8E ofold
77k ol 2R m gtk gAY wpAYS chFd A E& F3) mHIA Ao, A F sbx 549
2} oA E wAEe] o] L5 npHE AHE 2 Tujztel BEF FUE B2 98% A FAS
AAFE RoB, EF FEY WE RE 7E dtgdte) B2E de 92 £y dd 24
B-to-C A e 29He 722 dold 111 v Actx el AdelXe 1 S d84 gy
¥ (One to One Marketing)o] ¥ d7t} e A3 Ae] BF EAMEA Hed, /HEd Alad
AAAATY A2 EE BEXY th4o Lujzt g BFAAE U3 P3ALY dAE gEHA
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2. dlo|ME Zut A7 A4
A A=

A=}t %A @ (Electronic Commerce)@ RH, AE,
29 Fo dig el uf AL AFHE T3
o 71439 8HNN Fsle AL AUt
Ell A8z} 4o Eutz ol =719 Al MEE b
Z2uU2e] g7 AARAAHN S453] gAY,
olfg #AFE 3 ololREZ AR IAUN &4

Selt Be 77t AAHA o NES o] £

AR AN] dF 27)ls /) dodEE £3%
YFol} Aolol i A7 Bo] o]Fo| A} o
8 T2+ CNP(contract net protocol) 7} ¥ 3
o] (Reid G. Smith et al. 1980), ¢]& #7343} A
Ad A &87] A& AFI do] ok g
I Aojel F2E UNou Nilg] F2& 0|31, of
¥ T2E A9sld NMY FE FY%le A7 %
ol FJHH(Jong-Jin Jung et al. 1998). o]l & F)
dolHE e Y HEL 3 FuiAe o
AANAF7] A8 AHESEIAT 28U AE Y Aol
HuA g 2P EdAY, 459 o) B A
B7h Bjad 44 dojxle= AdedAe 9 e
FNE B3 AAUSH] HgsA @oh ¢ F
Neg FHoZ st AAAAY 2= Faxty A
AR MEEE 7Htog Fi7) o)Foixng A4
A= HFsA &3 7L o] FoAAAY, EAE
T 929 Fujztet GoliArt 289 87 E 3
Sta M27te] 23L& S8 Bk U Aol ¥y
IR E e 22 E X YA Eae EAE] A4
o} ol AL BET AT AFE FAUWALY
#g THoZ ¥3AY F A A F2 g
AT AgHol g HEHQ g2 MIT Media
A4 9] Kasbah7} 9l tHAnthony Chavez et al. 1996).
o] do]HEE /1A UL st A&7 AFA
AAE 713 AA AN FEYE 71F & AA s
HAE S oojHdEG 713 & EALE 1119 v

FEHQ Y2 nANADE AOE, o8B T2
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o A Al EAHE o= A= AT 4
Atk 22 dlels F AR BARel sled, R
AL ol HES YA k2 ST AN ¥
I wA Adel AAE 2A4H Aol we} FFH
e Rolth AR AFE VI BTE YA

T ok A=Y H5H IS ZFAAL KL A
EA F2AA Y 288 FE F e €A

Aol el 3 FA dido s 713 gt ng 3

£ ZA-E du. AAACME dgTd gAe
g dailA Qo] FyHAA T ZHbe] A
e Az dB3B/AZ dol Ed AR AA
o5 Wzl dgE F F Ut olE HAY £ Q)
B 122 JdejREe gizgdd  FZ(Dialogical
Framework)7t 9131(P. Noriega et al. 1996), ©] +
ZE 33 wEA =4 7Nty Y FZ
(Argument Based Negotiaion Framework)7} ¢lth
(C. Sierra et al. 1997). o]g]& Fx¢] o]l L& HE
A EHo] JMEsithe=d Atk AAFHA FAe
TEE AGE MR Fagon Ad3 47 3t
Aol ottt HYANME 7RH o2 29 gry}
°]5& AuigddA #IAFHE EFE AR ¢
o8 oE Wgdds FFIF "Eeslith B Q3
e 99 F2E X8l oo i AT E I
ol sl

3. 7133 A N=d9 =

3.1. A= +4

TH4HE ANa"de 7BHoE JHA7 Y (Virtual
Enterprise)oll thd 7}4 3lo] o] FolHr} o714

- —-Customer
request | | : g
| Cyber-Salesman [

[T : S
1w i Agent

Marketing
i~  Management ||
i Agent o

Other Agent or Human
in Virtual Enterprise

Market
Analysis
Agent

Virtual Enterprise

(2% 1] 7Hddde 2838
dAZAN AA 7=
ZtRE 1 Y 747192 Ficherst Mullero] <&l
A4=Hu AdE AVE(Agents in Virtual
Enterprises)(Fischer K et al. 1996)2 7|®9to 2 31
At olg 3 7Hdrig-e 7|&e] AHATIg el g
A @73 ARIee olfolgts 2HE o



ol AES Q79 FYHE T3 A 3
Z3E AL ¥ ok HEAEA dolA
olg & 7Hd g WlelA AA nATe] A
Agste dodez A9 AFY AT F& o
Aol AETL A AL wysle 222 A
F2 A ngHe] AQE gRste dolHE
2do]t}.

AR HLE ALste ARLAHY do|FAEE 4
AA AL 29 7FAHY Y (Cyber-Salesman)of] ©] A
Eg} A YR oA S FFdte vAE ool A
E(Marketing Agent), o} A8 ool HEE x| UFHEA
BA} W 2z oo]HENA AlF EY R85 E A
T A BA o o) H E(Market Analysis Agent) 2
FAET 99 do]AEEL e JHIVIEY T
4 847 Ao

744 dolHEL |E3(Applet) o2 T F o]
FojAtzt ool HEE 273 HE 2R o|F3d
o A gAe 8 FE AAdoh HAEL L AV
e viAE oo]AE Fo g do|HES HHE
F3 %3 3t dlolE Mol A8 HI st YAl
ged HHBE /MRS U
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32. 7H3R3 49 +=x
MY delMEE WF-Hoz o9 (a9 2]¢%
rig=3
! ‘_': S ——— ;;f,;;,m . T I
i |
‘ “ Protocol Transiation Module AE

Cyber-Salesman agent Mental Mogel -
(Selier Agent)

e —

. o
' MessageRouter E ‘

JR—

I Message Queue J i

| | | Message Interpreter J  Mesangs Generater
D

e ——

| Befief i Negotiator

\ ‘1 (Negotiation Expert)

i i

Ao 1

1‘ 1‘ Company Policy Model ! b ]

‘ 1 : I Game Treat

; S Engine

| i : §'
| T
Mode!
|
|

[ 2" 2] /M deodES 7=

A EYe] R F2E A F BEoZ H4AEY
9l wujz} o o] HE(seller agent)2A Y R FFX
(mental)$} Fojatele]l A5 zEE 9% AL
El#ol & R E(user interface module)2 thdch A}
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7 YEHolA BEE ooMEY ZZEFS
AbER e Hol 20 vtg o2 WA T2 AERLE
u2S dolHES TREZEZ WA= ZREF
9 R E(protocol translation module)e] 3= o
1=

do|AESe =AFFzE 7A7Igd fg
(company policy model)¥® “Fujzte] g =
(customer model), 221 A FAAA WY 4
el (negotiation state)st Al YAFE A utciol oyt
2 & (negotiaion node belief)& WHol| E3slz
o F4 AL Fuiatst AHE7IEY olE5& ANt
3t 2.E(payoff evaluation module)® A %) o} &4
wel QJALEA A S X3t B E(game treat engine)
2 ol2olx gt Elm FAY Ay Y&s AL
Aoz HAstn P 3 2E (History)7F AAA
HAde Ay Fujxte wgg VES Fut dA

o
=]

o
]

A He REL AR F(mesage quene)2t W AR
#]4] 7} (message  interpreter), HIAIX]  AA 7]
(message generator), WAIA  4-A17](message

router) & E g3 gloh,

3.2.1. AHEA Aol BE

7Y A2 A AE-z} QIE o]~ EEL F
7IXY EXE 71X 3 Qi) sAREE FoiRbe ¢
Aol Mzl Qe 28 AT Y3 B4
MR, EAZ 7 A odoAE FHeAME A}
22 e H ol A28 T3 FuAE Y FHE H
g o ool M E(Buyer Agent)E BlHE 4 A
& &t
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Agent

User Interface
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4. 713 A9 4 nd
(Negotiation Model)

HAold A 27re Z5(conflict)o] Az EAjd ]
3l A3AE L Edd M2 E58 4 e dF
MG ol BAo T} do]HEAA AL F
qolAET AaA Ao £ F e AFJE
o] wAFANA stel g Folrte #HAoIH F

e FdA ver e 7 dolHEA TR o
52 25 ¥, dojdEe A WFHA A
S ooldESe) WA o5 s WAl o Fol
Ad Aotk ey AR BedolAE B
ol ololERS] BAL B4 FERAAS BF

g F Qi olgd VFEez HyAS FHEAHQY
(cooperative negotiation) 7 3} H FH A
(noncooperative negotiation) 222 ol d 4 9l
3, HlPEAHA AS dolHE} FAAL 7 ool
E AR FE £33 Ade oldg & o]F9
AA @, 7HdEde A PdrIdae g8
{2 ol FolA ol a0y Fuizlole: P A, nPHF
Hado] &5 o] Fojxjol gt

e WAL P eI e A A &
zol @ HAZ Basteh

- ¥4 doj(Negotiation language) @ @4 A A9
= 2 € Z(protocol)# 2} v] 7 Z(semantics), ¥4
9] o} (Object Structure)

- ¥249 A8 7 (Negotiation Process) : 49
A8 "z (procedure)®t 2ol ME PF T
(Behavior)

- oA 2R R Y (decision making model) : &8
(utility), A} = (matching ), & 5 (Preference) %
o W 4xAZAA HF(strategy)

2 =Nt odY H3EAY WY TR R
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% 2459 F2E 44 Adstn FEIHRSG o
&9 HEA ol dal THAHLZ HHHEE
Lidss

4.1. 3g%H AF JF4 =24
(Strategic Automated Negotiation
Model)

AAANA v 2Ys 22 aAe go] B
AARQ BAE o]F1 YE dlojHES FHo
gt ol2d AL do|AEZN FAL 7+ o
2 A e £33 Ha9 o] L EF)E
3} o] FolAA Hrl, gt 22 873 slolA oo
AEE P42 A3 AFHeoz g5 Bart A1
o} olg} e AFE THI T AEE 4 e 2R
EZ7 AT 2L WY F UE dAEACNE
o] Ry ojol 3l o|E AL HAIF YHE]
Zopge), o1& $8te AHAQA AT HFY =4
Ql SNeF(Strategic NEgotiaion Framework)& €+
Foly olgjd mde 7| F4-& wat /MEEYY
A9 AAL& HASAE 7|&9 Fof A =
A hle] A FelRst 4 FA ool gt A}
421 AEEE I dFEHE HFA HAE T
7t AEste AFLS Foste Zdoidnt. 2y
A AAMe Ao AyFH A uet A 8
T AL btz A E Aol Aot} ol &
e 3t7] 93 SNeFolME =471 P4 Ze Yy
& 7lvto 2 suY.
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42. 73349
] A}l o] (Negoatiation Language)

A Aage] Z2EZL AA F IHAE Y
o}At} WA KQMLE 7|02 #3y Z2EER
Fulziel BupRzZEe] HAY T2EF] U FA
el dig BELS A ZREZC] o 72 A
A Z2EZL 9F doj7t HI FAd el dig
BEES UF do7k I g4 didel gid 2dL

!
?‘ﬂ;__.
gedely oA,

Lo

AN Z2EELS offs} 2ok

(£ 1] AN Z2EE

modify Fojure] A WAY o
reply askoll g g (tel)s <&
request STAEE AEE 9

do]HE Aol &3 Qe AL A
inform S}M\C’]@Eﬁﬂﬂ\ 28 uf ALEHoR
propose 743 Qo) Fuixiel A & T dig

Ahe @ @ A s oIt

Ao oeldES 8TE & A4
@ W Agso,

ool A= Ade] W& FoHS Belief
g %59 W Ao
ARARAA_ TR aTe
o Abgsoj 2t

reject /accept

confirm

buy_request =




4373449 d4
o] A (negotiation object)

¥4} o)A (negotiation object)& FAE T &9
o =g@ol e FAe FEE AA T AukE
o2 olfr(Issue)dt BEoh( o3} olfpEtn AA
&) olsre A AEY HAwWS XFEHE Ao
obUd Ao ed F e BE AYSE EF
stAErL.

o

= olgig & 7HA FAHLAEE FeET

@ 492 Identifier) : ¢} oS AR T

@ #t(value) : 1577 AVE &

® =(types) : °l77F 7HA & U= #4 EHY

@ B7} ¥ & (evaluation expression domain) :
ol79] Zh(value)oll W& FH7H( typeol <814
274dh)

® #A HH(relation expression domain) :
ga o5 ate BA ey #3 5d

® M3 % ¥¥(preference expression domain) :
ols72] ol 7HA & UE T EIYY BHY
gtoll A A gsta z1lel MFZ=E e &
¥

@ ¥% 52 FE (llocutionary expression
domain) : request, warn(threaten), appeal,
rewards 8l Aoide dF ¥W3E FHAI=
BEIAE

de 22308 M5 (Persuade)

Zojt}, propose? 3% T2

2 yae e

[# 2 ] illocutionary protocol

(reward (request (issue))(offer (issue)) )
AZ Eo/F% BE AF3tes BARH
(appeal (if (issue)) (then (issue)) )
AZ 319 B olEo] i 48T
(warn (if[not] (action) ) (then (issue)) )
AE AV A F2 | A= gl
gt Aageh

EY 27z BEY 9 A&

warn

request

o8 g9

“goalmaster7 RUEHE Al$H ofal  1302HY
5% € 7tdez AA g ete REL of
#e o] XA

(propose
(reward (request (issue (name monitor)
(value goalmaster7)))
(offer (issue (name total_price)
(value 1300000))
(issue (name discount )
(value 0.05))))

44. 7HEH49 ¥4 4R

(Negotiation Process)

FulAbe A4 A WA AAHY AAE [2
Y 419 ge=st ok

requestinegotiation) . accept | request(specification) M“::b"’
Qo omoh, o s g wmRor g Lo
reply (because)
g M cus -> cyb
inform(belief) N .
reject Cb>CUS  changs(spediication) modify(specification)
cus > cyb cm o cus -> ¢yb
+ copfi Jfication propase(specification)
o ﬂf?_:?:xh 7) . . oyb.->es -8
reject {because, request)
ask_alifinfo) « b cus -> cyb
cyb -> m_analysis ask-one{{question)
i 0 cyb -> sales
e
* replyfinfo) salep->cyh ‘ accept
; 9 n_analysis -> cybi 10 cus ->cyb
] eject
as->op
; . . . confirmicontrac) request{contract) ¥
inform{question)
. cyb >cus cyb ->cus
: @ R T P R
: break_off
T __as>op

* cyc © cyber-salesman agent
* cus . customer
* m_analysis : market analysis agent

* sale | maketing management agent

(29 4] 9444 4=
FAAF L oS o dAZ vHAA U

O ¥4 HAY A%

Fola7t ARG LAY ol gAU] +&
Fo2A Adzt Aza,

of Al RS HAHRE U5 £ Y
Ao nhI=S YA BT,

(e 1 - A 3)

@ FHA 87 FAH HY
FolAE Aol A she EF3 ool g A
EEE 7leatd LA LoA BT of FANE
2ARAY AR RSl v F Atk o
ARe FoAsL pol 2ol @ AAG Aurt
& 5 Ut AL 44T W og 45 9
ThOYENs - Ae 4)
® 7HpEde) Foj 27 WAl g B
AdEde 27 A7t YUY A4S o2 9T
a7 A FolelA 49l dAds shel dae
A2 AYeT AYHde] da g Fuz
7 GAE FAAAA Hjo] FojAte Talg w
%2 Bo BEs 330 FREL.
(e} 4 - e )

@ 4AY B}
bgel F BAg wBHoz SYPoeH 43 B
g &t A% =88 F Ao

ol #

e 7 - B 10)
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- R Ao RES At

AR o AEE BAre] 712 A FohR
o9 27 YAl mek AT YAzl FulatlA
BT Ak WEe wEd LA R
AEY 4= du, BEFuY HuAgel B
AYY F= ek o] BN Aol wet 74
gl e o HES B Hdg FH3HA
G

- 7H3 A9 o] HES Agtel Wig Ht
Tzt 2N Ful g Mg de] Aol
A4S Bdsla Aigtel g =83 AH9
oS EAY = Utk A A EUFE A
3} oo 3 T o]l B £ itk 7
29 Agto]l gl (nothing)a< 71 4 U1, 9l
AS Fulzle) 2 2R L &I E 7t ASS
ool gd}, olo A& Foixte FoiAAE F&3)
A AN 2F AL @30 & AUAL 8
3+ A

® A3

Foj7h ARE S8 AARAL o F wAY
deldEe] Rulx olo] tE $AL QojA Fulzt
oAA Ak Wee Hun Ao g wETh

A9 Hye A WY AL SHAA Bk

573249 YA aA =nd

7H3EY R gAaEAL YPAR o]Fo
AA o oA 548 deotsta oA"Y e A
Fe AT Y H=s T A9 dde ==
Axe 7H3EY Ao E o] Fojd £ gle #AY
olt}. ol & Hal upAY oo]HET} Ao T
A8 g 7HA 3 doie] dgd AL Ao Foz
o Az Y S FAH FuiAA A_E AHES
T FA ok JHEEYe olHE e @AY
Fo] A2 A e TlE ez HotA FALY] FAS W
Fata oA E ool ME oJs) e Fujate]
54 AR g dEs A AL 1YsiA €
o ol @ AFE S 7Ee] AFHL P
W AY ol&& AHgsHATH

51. Al &

A o] &(Game Theory)2 AAAY AU FF
& ooz mdyg o]Eolrh MEHA AL
Ad el #7tA(player), Z7MAES A FH(strategy),
L AVMREe] MFS Y AFY=R A He BAY
(payoff) 2.8 FA R Ado|&2L& AY ALETY
A3 F&£EHo e P wEk AL vt
olid7bol] wel ¥ 3 A (cooperative game), B F H 3
Al ¢) (noncooperative game)2. & utdth, EE A
A7 A} Brrxbe) AR}, Ao WE R4S
H8s ofx YA AR AY(complete information
game)¥ %X £33 EgAd AR AY(incomplete
information game)2. 2 vl 28 AlYge] I3
Azt wrEHQste] el A H(static), FH
(dynamic)2 & YUHI1 & AdL ohA {3 9E

(finite game), ¥3 ¥HE A Y(infinite game)2.2 Y}
Ak 9o 7|1Fo wet AAAEYH FolRzEY A
Qe v BAAAR oA T3 wrEAq
o] gt wFHHY AL gd F&Ho] e Y
of met AAHA o)L A FFIHE RHel ofY
g Edd p4£80] gleE Fa §lo] Aol 1Ay
7] WFoln] BEg4AAR RS AUt ZFF 8
T FES 4R §F sMedidE Ao, F&
wEAYgoeor EFHEdE F 7HA of7F =,
AR 4ol Aa Ad = & =AYy Fale
2 AgEE ZHA wEHoln, 3Ho] TF
713e) oA BEAL Fuld = ke FWHolA B
& ukRHo)A Hrth 99 B EFo oA AY
ol F HaAARS Y FAHU AHAY REE F
Aoz AalAdd wdg AASFAY

5.2. ¢4 AW T3 wHy
Al¢Y 29 (dynamic incomplete
information bargaining game)

Edd ARAYL Aol 3 A7 A H 7R
o #¥L AHYs B2 AN Ay gt
Aesle AlYS 23 dd AR E A
o2 4 ¥¥(Nash Equilibrium)¢] AFE5H =4, 2
g4d AR Aol o E HLagE v ELHS
PR dg Mrt FREI}YE TAH UG
ol& &|Fsty] 98] wlol= HE(Bayisan rule)&
Ag3le] 52 nelE TFF o] wo|=
# #3% R d(Bayesian Nash equilibrium)e]t}. o} &
Ao €43 T AYBargaining game) Z o]
it} of B2 oW AE g FLulxte] F3AH
7HXE AEs| RE uf, TRt HEH S AR 4
A5HE FHF JMAE GEZ2 Ugd, oo me}
A& A= Aldelt. dE Eof ofjH EA
Wak Fellate] 7Hx) 71 100093 15009 Y A7 9
I zzte] &Eol p, 1-pet & o, FuixE 1000
L& ANE Be FuiAE g4 Felg Ro] vidl
HE2 BeE 100090 Hi, o] 2ot 8jf 15009
< AN FS FoRy Fo stEAEE e
1500 (1-p)9) 7id) B5E zHA ok o] wo 2}
AA L 1000 > 1500 (1-p)e] 4%, & P> 1/32¢}h
2 ASE 100098 AASn 2¥A 4L Fee
15009 & AAIEHA "o} ol3lg P4o] A&Hoz
AYPHA A AAZIA LS #Eo 2sA 10004 3
15009 Alole] EAgoz HAAHA "o oy
2de mde R me & HEo] 7153l
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3 P; (s)= situation solAd Z+ A7tA1E o] Ak
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