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Study on marine shipping contract allocation and pricing policy under ship—
per’ s pricing reference effects
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Abstract: The shipping contract allocation and pricing problem is studied with shipper’ s reference effects for
a two-stage marine supply chain. The contract allocation and pricing optimization model is proposed with and
without considering the shipper’s reference effect and the effects of shipper’s reference behavior on the for—
warder’ s ordering quantity and the carrier” s pricing policy are studied comparatively by a analysis of the prop—
erties of the model and digital simulations. Then we get some valuable conclusions: the optimal contact orde—
ring quantity was affected simultaneously by the price of the contract and shipper’ s reference effects while the
carrier’ s optimal contract price will be less than that without reference effects furthermore with the increas—
ing of the reference effects the optimal contract price and profit of the carrier will decrease. At the same
time we find that the carrier will choose only spot market as the shipper’s reference effect increase to some
extent and which is the upper-bound of the shipper’s reference effect.

Key words: marine supply chain; shipping contract; pricing; pricing reference effect; behavioral operations

management



