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Contracting under competing supply chains with cross sales

LI Xiaoing' Al Xing<sheng® TANG Xiao-wo’
1. School of Business Sichuan Normal University Chengdu 610101 China,
2. School of Management and Economics University of Electric Science and Technology of China Chengdu

610054 China

Abstract: In a competing supply chain model consisting of two manufacturers and two retailers each manu-—
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facturer produces a substitutable product and sells to two competing retailers which is defined as a cross sale.

There are two different contracts for the manufacturers to choose: A wholesale price contract or a revenue sha—
ring contract. The resulting contract configuration is compared and the effect of horizontal competition on con—
tract choice in a cross sale setting is analyzed. It is found that the contract choice depends on the competition
between the manufacturers as well as competition between the retailers with the former playing a key role.

When the competition degree of the manufacturers is relatively small and the negotiation on revenue sharing
rate is successful the revenue sharing contract is more valuable. Otherwise the manufacturer and the retail
trade only under a wholesale price contract.

Key words: competing supply chain; cross sale; revenue sharing contract; wholesale contract
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Self-service diffusion from the perspective of interpersonal relationship

ZHAO Bao—guo' YU Zhou-ing’

1. School of Economic & Management Beijing University of Posts and Telecommunications Beijing 100876
China;

2. Electronic Banking Sector Postal Savings Bank of China Beijing 100808 China

Abstract: With the application of self-services companies can keep down costs and customers can enjoy con—
venient services. However the market penetration ratio of many self-services is not high. Thus figuring out
the market diffusion law of selfservices is significant to the development of self-services. A lot of researches
have proved that the interpersonal relationship network has an influence on selfservice diffusion. However
none of them analyzed the influence of individuals in communities. Therefore on the base of the Shaikh’ s
mixture diffusion model this paper analyzes the influence caused by the number of individuals in different so—
cial groups and the number of adopted individuals and builds an HOGI model and an HEGI model. This paper
also takes email service and instant messenger service for examples and gives a comparative analysis of the two
models by means of econometric analyses. The result shows that under community pressures the HOGI model
has a better fitting efficiency. However taking the mutual functions between individuals into consideration
the HEGI model has a better fitting efficiency.

Key words: self-service; diffusion; interpersonal relationship; mixture model



