nin &HA H4 AFYO J6N » A
248, A8
AATYAS ARAMD AT AFH T4

A Geometrical Model

of the n:n Negotiation Process in the Deal

Sung-Bum Ko, II-Young Won

Department of Computer Science, Chonan National Technical College,

Department of Computer Science, Konkuk University

ABSTRACT

We proposed a negotiation model for the nin

negotiation process in the deal. The proposed
model was based on the geometrical metaphor
concept. We suggested also a negotiation state
space using the metaphors where deals can bhe
done conveniently and effectively. We analyzed
and showed the usefulness of the model for the

both parties concerned in the deal.
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