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Abstract 

With the arrival of global economic integration, the enterprise gradually realized the 

joint and downstream enterprises form a complementary advantage on its importance to 

enhance the overall competitiveness of the supply chain. To deal with the corresponding 

challenges, in this paper, we conduct research on pricing and the advertising 

coordination of multi retailer supply chain from the general perspectives of common 

interest maximization. For the two stage supply chain consisting of a single manufacturer 

and single retailer as the background, study retailers to establish online channel and 

manufacturers to establish the online channel and applicable condition, the difference 

between two kinds of the channel model and double channel of supply chain coordination 

mechanism. The core idea of supply chain management is focus on supply chain node 

enterprise specializing in their core business, and outsources non-core business to other 

enterprises, so as to achieve supply chain of all enterprises focus on their good at 

business. Our research optimizes the traditional game theory framework to achieve the 

better model for the issues. The experimental analysis verifies the feasibility and the 

effectiveness of our approach compared with the others. 
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1. Introduction 

With the arrival of global economic integration, the enterprise gradually realized the 

joint, the downstream enterprises form a complementary advantages on its importance to 

enhance the overall competitiveness of the supply chain, so different degree, and different 

levels of the supply chain arises at the historic moment, which makes the operation 

coordination and the cooperation between supply chain members problem has attracted 

widespread attention. If is the integration of the supply chain, namely the members belong 

to the same economies, so at this time all the interests of the members of the target is 

consistent, easy to realize the supply chain coordination. However, most of supply chain 

of real integration, that is, the members of the supply chain is belong to different 

companies, so each member after is the maximization of self-interest, and its goal is often 

conflict, this makes the operation strategy of coordination between each member becomes 

quite difficult, how to design suitable incentive mechanism to induce better coordinate 

supply chain become one of hot issues of supply chain management theory research. 

Referring to the literature review, the general reform of modern supply chain can be 

categorized as the listed aspects. (1) Under the environment of supply chain mode of the 
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production in the collaborative production. To accomplish collaborative production and 

supply of this objective, it is bound to achieve organizational management structure of the 

flat and the network management of the whole. (2) Multi-agent organization model is 

established. Production operation plan decision model of supply chain is distributed group 

decision, the production operation plan formulation should not only consider the single 

enterprise ability and supply of materials, such as the constraints, all members must also 

take into account the synchronicity and the collaborative. (3) The production under supply 

chain operations plan is networked, collaborative production, information sharing and 

risk-sharing to benefit together. Enterprise information response plan has strong control 

ability demand plan information is passed to upstream enterprises at the same time, to 

synchronize access to upstream enterprise feedback and the schedule. (4) To establish a 

strategic cooperative relationship with suppliers, drive supplier to participate in the 

production planning process, it is important to ensure the project carried out smoothly. 

Realize supply chain coordination in the process of abnormal information sharing, and 

strengthen the management of supply chain integration and so on which also makes the 

analysis of the data extract more practical reference value [1-3]. 

Advertising can be delivered to the consumer product feature information such as the 

price, quality, function, influence consumer preferences of products, increase consumers' 

subjective perception difference of the product, that affect the consumers' buying 

behavior. Therefore, advertising is the product of an enterprise and its competitors' 

products form difference and the formation of the effective means of the brand. 

Companies to take advantage of advertising transfer product information to consumers or 

influence consumer preference, to obtain market demand, in the first place to look for 

externality overcome advertising system arrangement. 

 

 

Figure 1. The Supply Chain Risk Management Concept and Principle  

Demonstrated in above figure one, we roughly define the supply chain risk 

management concept and principle. Safe and efficient operation of supply chain is the 

basis of full of nodal enterprises of the core supply chain cooperation, however, the 

supplier and the manufacturer supply chain node enterprise non-cooperative trading 

conditions often occur. To deal with the mentioned challenges, in this paper, we conduct 

research on the pricing and the advertising coordination of multi retailer supply chain 

from the general perspectives of common interest maximization. This paper mainly 

focuses on the conflict between the supply chain analysis, in line with the "win-win" 

purposes, in the supply chain system of each individual: suppliers, manufacturers, 

suppliers, vendors, customers mutual restriction, interdependence with mutual benefit and 
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reciprocity between the interaction as a starting point, focus on the analysis of the 

information sharing between supply chain members, risk-sharing, benefit and the 

reciprocity relationship for the supply chain node enterprise have a stronger guidance. 

 

2. The Supply Chain Coordination and Multi Retailer Model 
 

2.1. The Multi Retailer Model 

In a decentralized supply chain system, the supply chain members are to focus on is the 

maximization of self-interest, it is difficult to achieve the optimal supply chain 

performance, then raises the study of supply chain coordination problem. Took advantage 

of the contractual relationship between the enterprises as a coordination mechanism is the 

most commonly used method in modern market environment. When each entity in the 

supply chain to aim at its own utility decisions respectively, and the gross profit of supply 

chain as the focus coincide with the decision, to coordinate the supply chain. Retailers 

leading supply chain, the retailer dominated, have stronger bargaining power, therefore in 

the process of large retailers often use their strong position encroach on the interests of the 

suppliers, such as low as possible suppliers of bulk price, vendor payment in arrears for a 

long time and force suppliers to pay the entry fee, and additional costs, such as holiday 

promotion fees, retailers of all sorts of the unfair trading practices led to a dramatic zero 

for conflict [4]. 

Consider a composed of single manufacturer and the single retailer two-stage supply 

chain, production and sales of a single product to meet market demand. In order to obtain 

greater profits, the supply chain members to consider creating online channel. Under the 

proposal, we have the following aspect of the model for further processing. 

 Traditional channels, also known as single channel, that is, both sides do not build 

the online channel for optimization. 

 Retailers double channels, which namely retailers to build the online channel. 

Due to resource constraints, such as equipment human not to consider both sides 

at the same time to build up the double channel [5]. 

 Manufacturer of double channels, namely manufacturers to build the online 

channel. 

To take advantage of the revenue sharing contract to build the multiple retailers 

horizontal transfer coordination model, first consider introducing an external independent 

third party transfer company, and assuming that the company can be observed in the 

system all retailers' private information about the order and demand, reprint price and 

revenue sharing proportion coefficient was formulated. The related benefit could be 

defined as the follows [6-7]. 

     1
M aker t e e e e

D nD w n D p c                                                                             (1) 

   R ea l t t t e e e
D p w c n D p w c                                                                              (2) 

Avoid retailers lying about their private information and the phenomenon of profit, 

affect the overall system coordination, but also affect the effective implementation of the 

transverse transfer. The third party transfer company can observe all the retailers' private 

information, including all kinds of cost parameter information, inventory information and 

requirements. We could therefore obtain the restriction condition as the formula 3. 

, ,
i i ji i j ji i j ji

c c s s v v                                                                                           (3) 

Where the 
j i

  represents the common coefficient and the other parameters are defined 

as the basis. When retailer suppliers give lower purchase price become the common 

knowledge of game, supplier on bulk price when considering the cost of the resulting 
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pressure and improve the product batch price. The end result is the retailer to purchase 

price down and suppliers basic offset the increase in the price of bulk, retailers to obtain 

the actual purchase price will not change, retailers could not benefit from oppression 

supplier this behavior. To theoretically analyze the issues, we separate the definition into 

three levels [8]. 

 

 Single channel model. For the common channel model, the model in the model 

manufacturers wholesale products to the retailers, retailers directly in retail sales. 

The channel, the upstream and downstream of the interactive decision-making 

process is as follows: maker decided to wholesale price first, then the 

manufacturers to control online channel and traditional retailers control channels 

through the price competition market demand. The corresponding elements are 

defined as the follows. 

M a k e r t
D w                                                                                                                        (4) 

 R ea l t t t
D p w c                                                                                                          (5) 

 Retailers double channel model. Retailers under model keep existing retail 

channels at the same time, to build an online retail channel sales as channels and 

the original homogeneous products, there is competition. Current research about 

retailers double channels in the process of analysis, often only consider the 

decision-making behavior of retailer itself, and not considering the decision of 

manufacturers. In order to induce the retailer choose prompted system the optimal 

order quantity as need to coordinate the system by the parameters of the revenue 

sharing contract. 

 M a ker t e
D D w                                                                                                             (6) 

   R ea l t t t e e e
D p w c D p w c                                                                                (7) 

Expected profit obtained using revenue sharing contract is greater than or the equal to 

not expect profits obtained using revenue sharing contract, so the revenue sharing contract 

is the optimal choice for retailers. Simple analysis it is not hard to see which first is must 

satisfy constraints, if the profit is less than the newsboy and then there is no incentive to 

choose the retailers horizontal transfer. Among various kinds of contract mechanism 

research, the typical is the revenue sharing contract. It through the supply chain members 

in product sales at the end of the cycle, the sales revenue allocation reasonably, realize the 

share the market risk to improve the overall performance of supply chain operation. 

 

2.2. The Supply Chain Coordination Procedures 

Supply chain is composed of the different interest subjects cooperative system, is a 

typical, needs to coordinate system. However, there exist many competing enterprises in 

supply chain system, the complex network structure, the market information is 

incomplete, the interests of the main body of information asymmetry that make supply 

chain system seriously distorted which affect the efficiency of a supply chain. Before 

analyzing the issues, we should propose the premise condition. (1) Scope of the supply 

chain coordination including the coordination between the internal enterprises of supply 

chain and supply chain as a whole and the external economy, the coordination between 

natural and social environment, the internal and external coordination. (2) A single supply 

chain is the basic composition unit of the supply chain, the so-called single supply chain 

is an ideal state, or any enterprise in supply chain has a unique upstream and downstream 
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of only enterprises. To visually demonstrate the steps, we should the general procedures 

of the supply chain coordination in the figure two [9]. 

 

 

Figure 2. The General Procedures of the Supply Chain Coordination 

When vertical integration in the supply chain has more than one retailer and one 

supplier, centralized management from the perspective of suppliers than retailers decide 

replenishment alone have more advantages and the inventory management, namely risk 

pooling, not only can maintain lower average inventory levels but also can guarantee a 

certain amount of safety stock. The demand for the chain performance is defined as the 

formula 8. 

( , , , ) ( ) ( )
i i j i j i i i p j i m j i

D p p m m p m p p m m                                                                  (8) 

To achieve the above performance, we should obey the listed conditions. (1) Model of 

the production cost and inventory cost associated with the production management level 

of the enterprise itself, every enterprise's production cost and inventory cost can 

approximate think no change during the decision-making. (2) Each layer of the enterprise 

according to their own production capacity, to multiple downstream enterprises with raw 

materials and accessories, to multiple upstream enterprises purchasing raw materials and 

accessories. (3) This paper studies the supply chain belong to the type of supply chain 

alliance, is an enterprise with core competitive ability, or the technology members; 

Dominant in the supply chain, it has a very strong radiation and influence on other 

members [10-11]. 

* * * *

0

m a x ( )( )
M i j i j

J R i j J R J R J R J R
w

w c p p m m     


                                                            (9) 

Based on the formula 9, as in order to maximize the total profit of the supply chain, 

supply chain companies will strive to eliminate the bottlenecks in the supply chain profit 

margins, but after a margin of bottleneck is eliminated, there will be another margins 

bottleneck, in the process, continuously improve the overall supply chain profit, until all 

the profit margins on supply chain completely consistent and the total supply chain profit 

maximum. 

The reality of the supply chain members are independent of each other, the supply 

chain is a distributed control structure. Because effects of "marginalized", no coordination 

mechanism under the retailer's optimal order quantity is often less than the optimal order 

quantity of the supply chain as the whole, namely the supply chain as a whole did not 

achieve the optimal profit. So set a reasonable contract, by making the supply chain 

members share the profits and risks, to achieve overall profit of the supply chain 

optimization, so as to realize supply chain coordination. Sales remaining expectations 

value could be defined as the follows. 

      
0

, p , | ,
q

I q e q x f x p e d x                                                                                 (10) 
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Consider is the majority of retailers which will market forecast information as the 

retailer's private information, and allow all types of demand forecasting, it can be a high 

risk, but also low risk and the cost of production is the supplier of personal information, 

should not only consider the newsboy also considering the production planning problem, 

and suppliers on the retailer's private information without any liens, such a supply chain 

model is more common. 

2

0 , 0

m ax ( ) ( (1 ) / 2
M

M m
w x

( βp m ) w c Δm A m βp m ) x m      
 

                                    (11) 

Theorem shows that an effective and reliable mechanism, each agent is impossible 

between information costs. If the supplier can be obtained from two different cost 

functions of same production planning function, even if one of the cost functions of cost 

is higher, the profit is still the same which could be reflected from the formula 11. 

 

3. The Pricing and Advertising Coordination with Interest 

Maximization 
 

3.1. The General Law of Economic Activity 

Information economics is one of economic activity in information factors and its 

influence on the economic analysis of the economics, for information and the technology 

and industry economics to study the change of economic as the produce and other 

economics have specific era background. Human economic activities should not only 

have the objective conditions, and the subjective conditions, any economic activity will 

include psychological factors. Labor the economic activities, for example, Marx said, but 

are the human physical and mental labor or other general physiology in the sense of 

spending. In the labor productivity, including the person's psychology quality, working 

enthusiasm is man's subjective psychological impact on labor. Visible, psychological 

factors in economic activity are a kind of objective existence. 

 

 

Figure 3. The General Law of Economic Activity in the Current Industry 

As illustrated in the figure three, the general law of the economic activity and the 

industrial distribution pattern are reflected. Starting from the development history of the 

information economics, combined with the practice of global informatization steps and 

national economy development, carries on the empirical analysis, to determine the 

specific content of practice of information economics research, induction and systemic, it 

than from history and reality, is engaged in the "specification" what content should be 

talked about in the abstract information economics, to be more scientific and more close 

to the general life [12-14]. 
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The history of information economics, of course, will also continue the new situation 

new problems emerge in endlessly, the content of the information economics will be 

extended and refined. The primary component is the growth rate of economic activity 

defined as follows. 

 
2

1
xd k d

x B t
d t t d x





 
     

 

                                                                                           (12) 

As the information of use value, value of goods, cost, price but the supply and demand 

of information commodity has its inherent characteristics, not only depends on the 

production, supply and related to communication, can cause the new requirements in the 

process of meet demand. Information at the same time the cost of the goods are not for the 

use of the goods from the degree of transfer, and the formation of the information 

commodity price also has a special law, it not only affected by cost, but also related to the 

effectiveness of information goods size. They are often greater than direct indirect 

benefits. With as little cost as possible set up and improve the efficiency of the best 

possible information system or network, is one of important principles must be carried 

out. The government and enterprises and institutions to be used for information system, 

information network input increasing, such as to make the investment to play a bigger 

role, in the urgent need of the research on information system, information network cost 

and benefit analysis of evaluation methods and methodology. 

 

3.2. The Advertisement with Retailers 

Conflicts between suppliers and retailers not only affect the cooperation relations, and 

even make their own interests and the interests of the consumers are subject to the losses. 

Retailers more than suppliers understand the market demand and changes, more than 

retailers and the suppliers to understand their own production capacity as both sides with 

their respective advantages, in order to obtain more profits and the fierce game. The 

empirical study of the dependencies for advertisement with retailers could be summarized 

as the follows. 

 Rely on the perception gap and the channel conflict. When a channel member 

consciousness to another channel member is blocking, interfering it to achieve 

their goals, or are engaged in some kind of the harm, threat its interests, or to 

damage the expense for scarce resources activities, it will feel the conflict [15]. 

 Dependence, perception and the perception gap. It just let supplier know it has to 

be powerful enough to change their behavior or force and under certain conditions 

can use, suppliers' behavior might change. Is there is often a secondary power, 

can let the person know you have the power and believe that will use this power 

is important. However, due to the dual data collected in the marketing channel is 

very difficult, so this study not only less quantity and the progress is small. 

With the development of the advertising technology as well as the cooperation among 

supply chain members is increasingly close, the cooperative advertising in channel 

marketing decision-making plays an increasingly important role. In general, in the supply 

chain by the manufacturers and retailers advertising respectively referred to as domestic 

advertising and the local. Assuming a cooperative advertising is located in the same 

market different retailers in the period of the local advertising effect on demand factor, the 

same is the region's total expected demand function that could be expressed as the 

formula 13. 

 1

n

jj
D a q




 





                                                                                                  (13) 

In the cooperative advertising program, manufacturers and retailers are as independent 

interest subjects, expected profit maximization as the goal in itself. Assume that the 
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system is composed of a manufacturer and n retailers and the manufacturers to establish 

the relationship between them become as the main parties and the retailers as a master-

slave countermeasures from the side of the model. To optimized method is obtained as the 

formula 14. 

2

0 , 0

m ax ( ) ( (1 ) / ( )
M

M m m
w x

( βp m ) w c A m βp ) x m w c    
 

                                            (14) 

Using bargaining model to effective supply chain cooperative advertising combined the 

distribution of the profits of manufacturers and retailers in the problem are studied, further 

analyzes the main factors influencing manufacturer and retailer's bargaining power. To 

deal with the mentioned issues, we propose the novel game theory framework as the 

follows [16]. 

 

 

Figure 4. The Proposed Modified Game Theory Framework for Analysis 

3.3. The Advertisements Supply Chain and Pricing 

The core idea of supply chain management is focus on the supply chain node enterprise 

specializing in their core business, and outsource non-core business to other enterprises, 

so as to achieve supply chain of all enterprises focus on their good at business, so that it 

can give the core enterprise and the entire supply chain to create additional value, reduce 

the overall inventory, reduce the total cost and rapid response to customer demand. 

However, to realize the management goal of the first important step is: core enterprise 

must choose from a large number of suppliers in a number of the excellent supplier and to 

establish a long-term, stable relation of cooperation. The core of supply chain 

management and the key is to establish and maintain the partnership between enterprises, 

for some of core enterprise in supply chain, to choose the appropriate enterprise as a 

partner is crucial [17-18]. 

o p tim ized t t
D M p r                                                                                                      (15) 

With an increasingly competitive market, retailer's bargaining power increase 

gradually. This part focuses on the manufacturers and retailers to negotiate cooperation 

with the Nash cooperative game model, at this time the two sides to aim at the optimal 
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supply chain as the whole. In the above formula 15, we use the proposed game framework 

and the combination of the different factors to form the modified strategy. From the 

theory, we could obtain listed conclusion and suggestions. (1) Manufacturer's profit 

margin is higher, the more it into the national advertising, but is not affected by the 

influence of the retailers' profit margins, the manufacturers to the retailers is, the more 

share of the local advertising. (2) Retailer's profit margin is higher as the more local 

advertising investment, and its mass is proportional to the manufacturer's profit of margin. 

(3) Marginal profit motive place of the channels are the two sides put into advertising, and 

reduce the cost of production or operation cost is an effective way to increase the 

marginal profit, this requires manufacturers to continuously improve production 

technology and other means to reduce general production costs, retailers introduce 

advanced management experience to reduce operating costs. 

 

4. Experimental Analysis and Verification 

In this part, we use the data captured to test the feasibility of the proposed model.  

From the Figure 5, we test the numerical performance as the result could reflect the 

property as the follows. Manufacturers and retailers to share proportion of incremental 

profits associated with the degree of risk aversion, and have nothing to do with the 

bargaining power of both parties, at the same time, the degree of risk aversion small 

proportion of the profits from one side. If two sides equal by the degree of risk aversion, 

so both sides of the profit allocation proportion is equal, and which one will be able to get 

the other side of the subsidy depends on bargaining power of both parties. The Figure 6, 

simulates performance of the proposed optimized supply chain compared with the general 

ones. The Figure 7, shows the coordination of multi retailer curve with interest 

maximization with the regression analysis. 

 

 

Figure 5. The Numerical Simulation on the Proposed Model 
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Figure 6. The Performance Evaluation of the Proposed Supply Chain 

   

Figure 7. The Coordination of Multi Retailer Curve with Interest 
Maximization 

5. Conclusion  

This research proposes the novel perspective on the pricing and advertising 

coordination of multi retailer supply chain from the general perspectives of common 

Interest maximization. With the arrival of global economic integration, the enterprise 

gradually realized the joint as downstream enterprises form a complementary advantage 

on its importance to enhance the overall competitiveness of the supply chain. Through the 

general analysis and mathematical modelling, we found that the manufacturers and 

retailers to share proportion of incremental profits associated with the degree of risk 

aversion, and have nothing to do with the bargaining power of both parties, at the same 

time, the degree of risk aversion small proportion of profits from one side. We propose 

the novel Nash game theory framework to assist modelling the prior theory. The 

numerical simulation verifies the feasibility of the proposed approach. In the later 

research, we will combine more game theory and regression model to help enhance the 

overall performance of the current proposed model. 

 

 

 



International Journal of u- and e- Service, Science and Technology 

Vol.9, No. 8 (2016) 

 

 

Copyright ⓒ 2016 SERSC  247 

Acknowledgment 

This research is supported by the General Project of the Social Science Fund of 

Shaanxi Province (Grant No.2014D31). The project name is: Research on the Pricing of 

Agricultural Land Expropriation Compensation in the Process of Improving the New 

Urbanization in Shaanxi province. 

 

References 

[1] A. Parmigiani, R. D. Klassen and M. V. Russo, “Efficiency meets accountability: Performance 

implications of supply chain configuration, control, and capabilities”, Journal of Operations 

Management, vol. 29, no. 3, (2011), pp. 212-223. 

[2] H. An, W. E. Wilhelm and S. W. Searcy, “Biofuel and petroleum-based fuel supply chain research: A 

literature review”, Biomass and Bioenergy, vol. 35, no. 9, (2011), pp. 3763-3774. 

[3] D. D. N. Moser, M. A. M. Primo and D. V. D. Nascimento, “How Relationships with Multinational, 

Downstream of a Supply Chain, can lead to an Internationalization Process?”, the Case of a Battery 

Industry. Paper presented at the annual meeting of the BALAS Annual Conference, BALAS Annual 

Conference, (2012). 

[4] D. E. Cantor, P. C. Morrow and F. Montabon, “Engagement in environmental behaviors among supply 

chain management employees: An organizational support theoretical perspective”, Journal of Supply 

Chain Management, vol. 48, no. 3, (2012), pp. 33-51. 

[5] C. J. Chung and H. M. Wee, “Short life-cycle deteriorating product remanufacturing in a green supply 

chain inventory control system”, International Journal of Production Economics, vol. 129, no. 1, (2011), 

pp. 195-203. 

[6] D. J. Ketchen, K. D. Wowak and C. W. Craighead, “Resource gaps and resource orchestration shortfalls 

in supply chain management: The case of product recalls”, Journal of Supply Chain Management, vol. 

50, no. 3, (2014), pp. 6-15. 

[7] M. Laeequddin, “Trust building in supply chain partners relationship: an integrated conceptual model”, 

Journal of Management Development, vol. 31, no. 6, (2012), pp. 550-564. 

[8] M. Barratt and R. Barratt, “Exploring internal and external supply chain linkages: Evidence from the 

field”, Journal of Operations Management, vol. 29, no. 5, (2011), pp. 514-528. 

[9] S. K. Sarpong, “Green supply chain practices evaluation in the mining industry using a joint rough sets 

and fuzzy TOPSIS methodology”, Resources Policy, (2014). 

[10] J. Mylan, “Eco-innovation and retailers in milk, beef and bread chains: enriching environmental supply 

chain management with insights from innovation studies”, Journal of Cleaner Production, (2014). 

[11] A. Ellinger, “The influence of supply chain management competency on customer satisfaction and 

shareholder value”, Supply Chain Management: An International Journal, vol. 17, no. 3, (2012), pp. 

249-262. 

[12] H. An, W. E. Wilhelm and S. W. Searcy, “A mathematical model to design a lignocellulosic biofuel 

supply chain system with a case study based on a region in Central Texas”, Bioresource technology vol. 

102, no. 17, (2011), pp. 7860-7870. 

[13] B. Y. Lee, “The impact of making vaccines thermostable in Niger's vaccine supply chain”, Vaccine vol. 

30, no. 38, (2012), pp. 5637-5643. 

[14] K. Govindan and M. N. Popiuc, “Reverse supply chain coordination by revenue sharing contract: A case 

for the personal computers industry”, European Journal of Operational Research, vol. 233, no. 2, (2014), 

pp. 326-336. 

[15] A. Chavez and A. Ramaswami, “Articulating a trans-boundary infrastructure supply chain greenhouse 

gas emission footprint for cities: Mathematical relationships and policy relevance”, Energy Policy, vol. 

54, (2013), pp. 376-384. 

[16] S. Aram, C. Eastman and R. Sacks, “Requirements for BIM platforms in the concrete reinforcement 

supply chain”, Automation in Construction, vol. 35, (2013), pp. 1-17. 

[17] J. Kong and M. Rönnqvist, “Coordination between strategic forest management and tactical logistic and 

production planning in the forestry supply chain”, International Transactions in Operational Research 

vol. 21, no. 5, (2014), pp. 703-735. 

[18] H. Cavusoglu, H. Cavusoglu and S. Raghunathan, “Value of and interaction between production 

postponement and information sharing strategies for supply chain firms”, Production and Operations 

Management, vol. 21, no. 3, (2012), pp. 470-488. 

 

 

 

 

 

 

 



International Journal of u- and e- Service, Science and Technology 

Vol.9, No. 8 (2016) 

 

 

248  Copyright ⓒ 2016 SERSC 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


