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Incentive contract design in distribution channel w ith asymmetric inform ation

TIAN Houping, LIU Chang-xian
School of E conan ics and M anagement NanjngU niversity of Science & Technology, Nanjing 210094 Chna

Abstract Contracts in distrbutbn channels w ith asymmetric infom atbn are sudied by which supp liers mo-
tivate their retailers to mpmove service quality to sellmore Principatagentmodels under asymmetric nbma-
tion are given and nbmation value is canputed The results show that the supplier could ganmorewhen his
refaikrs’ sale ability is stronger furthemore the supplief s profits are the square of retailer’ s sales ability.
The resulis also show that suppliers suffer a loss due to lack of nfom ation of retailer’ s sewice quality and it
ismore obvbuswhen the retailers’ sales ability is stonger So nfomatobn value is bigger in ths situatn,
and the motives for supp liers to collect infom ation about retailer’ s service quality are stronger

Key words supply chan managemeni contract desgn principalagent mode] infom aton valug
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