
US 20080147534A1 

(19) United States 
(12) Patent Application Publication (10) Pub. No.: US 2008/0147534 A1 

Ephrati et al. (43) Pub. Date: Jun. 19, 2008 

(54) ELECTRONIC MULTILATERAL Publication Classi?cation 
NEGOTIATION SYSTEM (51) Int- Cl 

(75) Inventors: Eithan Y. Ephrati, Sunnyvale, CA G06Q 40/00 (200601) 

Yoav shohams P2110 Alto’ US. Cl- . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. (US); Michael P. Wellman, Ann 

Arbor’ MI (Us) (57) ABSTRACT 

_ A system and method for managing multilateral negotiations 
‘cjglgleilg’?ielgfs LLP are disclosed. The method generally includes sending a nego 
10050 N FbOTHILL BLVD #200 tiation initiating offer object to a ?rst negotiating party for 
CUPERF‘HNO CA 95014 specifying rules of the negotiation and for forming a negotia 

’ tion initiating offer including speci?cation of at least one 
_ _ attribute. The method also includes receiving the negotiation 

(73) Asslgnee' ARIBA’ INC‘ initiating offer from the ?rst negotiating party, sending a 
_ counter offer object to a second negotiating party for forming 

(21) Appl' NO" 11/982’344 a counter offer to the ?rst negotiating party, receiving the 
_ _ counter offer from the second negotiating party, validating the 

(22) Flled' Oct‘ 31’ 2007 counter offer if the counter offer complies With the rules of the 
_ _ negotiation, and sending the validated counter offer to the ?rst 

Related U's' Apphcatlon Data negotiation party to engage the negotiation parties in an active 

(63) Continuation of application NO 09/426,410’ ?led on negotiation. The counter offer object is adapted for speci?ca 
Oct 25, 1999’ now pat NO_ 7,296,001_ tion of at least one additional attribute. A negotiation facili 

tator system for managing an electronic negotiation and a 
(60) Provisional application No. 60/143,291, ?led on Jul. Computer program product for managing a multilateral nego 

102i 

12, 1999. tiation are also disclosed. 

r 100 
f \ 
BUYER A SELLER A 

1 12 (1 10 112 
BUYER B 

NEGOTIATION 
NETWORK FACILITATOR SELLER B >104 

BUYER c SYSTEM 

BUYER D SELLER c J 
k 



Patent Application Publication Jun. 19, 2008 Sheet 1 0f 12 US 2008/0147534 A1 

r 100 
\ 

I BUYER A ' SELLER A 

112 (1 10 112 

BUYER B NEGOTIATION 

102i NETWORK FACILITATOR SELLER B (104 
BUYER C SYSTEM 

BUYER D SELLER C 
I J 

FIG. 1 

r- 200 NEGOTIATION, OFFER, AND NEGOTIATION 
INITIATOR IDENTIFICATIONS 

OFFER TO BUY, SELL, OR EXCHANGE 

FREE TEXT BOX 

SERVICE/PRODUCT ATTRIBUTE 1 (FIXED/NEGOTIABLE) 
SERVICE/PRODUCT ATTRIBUTE 2 (FIXED/NEGOTIABLE) 

NEGOTIATION AND/ OR OFFER EXPIRATION 
DATE AND TIME 

PARTIES ELIGIBLE/NON-ELIGIBLE TO PARTICIPATE IN 
THIS NEGOTIATION (DEFAULT = ALL PARTIES ELIGIBLE) 

DISCLOSURE RULES (E.G., PARTIES’ IDENTITIES, ALL 
OR PORTION OF DETAILS OF THE OFFERS) 

OFFER RULES (EG. LEVEL OF IMPROVEMENT, TIME 
LIMITATIONS, MAXIMUM NUMBER) 

OTHER NEGOTIATION RULES (E.G., DEAL STRIKING, 
ETC.) 

FIG. 2 



Patent Application Publication Jun. 19, 2008 Sheet 2 0f 12 US 2008/0147534 A1 

r 300 

OFFER AND OF F EROR IDENTIFICATIONS 

SERVICE/PRODUCT ATTRIBUTE 1, 2, 

NEW ATTRIBUTES l, 2, 

FREE TEXT BOX 

OFFER EXPIRATION DATE AND TIME 

DIRECTED OR UNDIRECTED OFFER 

IF UNDIRECTED, PARTIES ELIGIBLE TO 
RESPOND TO THIS OFFER 

IF DIRECTED, TARGET OFFER 
IDENTIFICATION(S) 

FIG. 3 



Patent Application Publication Jun. 19, 2008 Sheet 3 0f 12 US 2008/0147534 A1 

r- 140 

102 120 104 
3 S 

BUYER A SELLER A 

FIG. 4 

< A 
SELLER A 

102 
S 

BUYER A SELLER B r 104 

124 ‘ \ SELLER c 

Q J 
108 

FIG. 5 

r 160 
r 

BUYER A t \ \ ” SELLER A 

\\ \\\ \yrjjx 
\ \ // h \\ 

BUYER B ,YX/ I , SELLER B 104 
, , 

102% _ //’//5"'\\ 
/, /’ / \ 

BUYER c ” // ‘ SELLER c 

// 
// 

BUYER D 

FIG. 6 



Patent Application Publication Jun. 19, 2008 Sheet 4 0f 12 US 2008/0147534 A1 

420 VALIDATED RESPONSE (E.G., 
OUNTEROFFER/ACCEPTANCE) 

41 2 
410 ACTIVE 

NEGOTIATION 

NEGOTIATION 
TERMINATION 
OR BREAK OFF 

RESPONSES (E.G., 
COUNTEROFFERS, 

ACCEPTANCE REJECTIONS, RETRACTIONS) 

414 YES 

41 6 

POST 
ACCEPTANCE 

41 8 

FIG. 7A 



Jun. 19, 2008 Sheet 5 0f 12 US 2008/0147534 A1 Patent Application Publication 

NEGOTIATION 
INITIATING OFFER 

BY BUYER A 
OUTSTANDING 

406 

ACTIVE 
NEGOTIATION 
WITH SELLER B 

ACTIVE 
NEGOTIATION 

ACTIVE 
NEGOTIATION 
WITH SELLER A DEAL WITH SELLER C 

__ OR __ 

POST 
ACCEPTANCE 410C 
AND DEAL 

FIG. 7B 



Patent Application Publication Jun. 19, 2008 Sheet 6 0f 12 US 2008/0147534 A1 

700 f 

{\j PROCESS RULES FOR A 
702 MULTILATERAL NEGOTIATION 

l 
,\J PROCESS PARTIES ELIGIBLE TO 

704 PARTICIPATE IN THE NEGOTIATION 

706% CREATE NEGOTIATION STATE MACHINE 

I 

708,_\/ \ BEGIN RECEIVING RESPONSES 
SUCH AS COUNTEROFFERS 

FIG. 7C 



Patent Application Publication Jun. 19, 2008 Sheet 7 0f 12 US 2008/0147534 A1 

r 800 

N OFFEROR SENDS OFFER OJBECT TO 
802 NEGOTIATION FAcILITATOR SYSTEM 

806 

8 s04 
FAcILITATOR SENDS 

MESSAGE TO OFFEROR THAT YES 
OFFER IS INCOMPLETE AND 
REQUESTS RESUBMISSION OF 

OFFER, ONcE COMPLETE 

______l 
I OFFER VALID/ s10 

QUALIFYING? 8 
FACILITATOR SENDS MESSAGE 
TO OFFEROR THAT OFFER IS 
VALID AND DISCLOSES OFFER 

TO OFFEREE 

FACILITATOR SENDS MESSAGE TO 
OFFEROR (AND OPTIONALLY TO OFFEREE) 

THAT OFFER IS REJECTED 

FIG. 8 



Patent Application Publication Jun. 19, 2008 Sheet 8 0f 12 US 2008/0147534 A1 

r“ 900 

w FACILITATOR SYSTEM RECORDS AN 
902 OFFER ENTERING INTO NEGOTIATION 

l 
90 ’\¢ UPDATE NEGOTIATION STATE MACHINE 

SELECTIVELY DISCLOSE ASPECTS OF 
906% ACCEPTED OFFER ACCORDING TO 

DISCLOSURE RULES 

l 
SEND COUNTEROF FER, ACCEPT, REJECT, 

908’\/ RETRACT OR BREAKOF F OBJECT TO 
PARTIES AS REQUIRED 

FIG. 9 



Patent Application Publication Jun. 19, 2008 Sheet 9 0f 12 US 2008/0147534 A1 

[-1000 

AC CEPT/REJECTIBREAKOFF/ 
RETRACTION OBJECT 

OFFER IDENTIFICATION 

ACCEPTfREJECT OFFER, RETRACT 
PREVIOUS OFFER, OR BREAK-OFF 

NEGOTIATION MESSAGE 

FIG. 10 



Patent Application Publication Jun. 19, 2008 Sheet 10 0f 12 US 2008/0147534 A1 

1 100 
START 7/ 

I 
DISPLAY EXISTING OFFER COMPONENTS ’\/ 1102 

l 
DEFINE NEW ATTRIBUTES, IF DESIRED ~1104 

l 
FILL IN OFFER COMPONENTS N1106 

l 
SUBMIT OFFER TO NEGOTIATION 

FACILITATOR SYSTEM “V1108 

FIG. 11 



US 2008/0147534 A1 

r 1215 

1211 

a 

Jun. 19, 2008 Sheet 11 0f 12 

1207 Y 

Patent Application Publication 

1209 

FIG. 12 



Patent Application Publication Jun. 19, 2008 Sheet 12 0f 12 US 2008/0147534 A1 

r1201 

[1251 K1253 /1255 K1257 
FIXED REMOVABLE PROCESSOR MEMORY 

STORAGE STORAGE 
A A 1 1 

:1269 4 V 

‘ A A A A} A 

1259 1261 1265 

V / /l209 r f Y K 
DISPLAY ' SOUND NETWORK 
ADAPTER KEYBOARD CARD INTERFACE 

A A 

1203 1211 1263 1267 
Y K v f r f r / 

PRINTER/FAX! 
DISPLAY MOUSE SPEAKERS SCANNER 

INTERFACE 

FIG. 13 



US 2008/0147534 A1 

ELECTRONIC MULTILATERAL 
NEGOTIATION SYSTEM 

CROSS REFERENCE TO RELATED 
APPLICATIONS 

[0001] This application claims priority to US. Provisional 
Patent Application No. 60/143,291, ?led on Jul. 12, 1999, 
Which is incorporated herein by reference in its entirety. 

BACKGROUND OF THE INVENTION 

[0002] 1. Field of the Invention 
[0003] The present invention relates generally to a system 
and method for managing a negotiation. More speci?cally, a 
system and method for structured bilateral and multi-lateral 
negotiations are disclosed. 
[0004] 2. Description of RelatedArt 
[0005] The explosive ?eld of online electronic commerce 
has resulted in a number of online commerce mechanisms. 
Some of the online electronic commerce mechanisms simply 
mirror off-line commerce mechanisms While others are 
unique to the neW electronic commerce medium. Generally, a 
key component of a commerce mechanism is the determina 
tion of Whether a trade is to take place and, if the trade is to 
take place, the determination of the terms of the trade, e. g., the 
goods, services, and/or payments involved. 
[0006] One example of a commerce mechanism is a take 
it-or-leave-it, ?xed-terms mechanism. An off-line merchant, 
such as a local supermarket, is an example of such a mecha 
nism. In particular, the supermarket displays a price and the 
shopper has the option of purchasing the product at the dis 
played price or not purchase the product at all. Similarly, an 
online merchant may display a list of offered products and/or 
services and the associated prices and/ or other attributes, such 
as delivery method and time. An online electronic shopper 
may accept the terms by purchasing some of the offered 
products and/or services via the Internet broWser interface or 
not purchase any of the listed products or services at all. 
[0007] Another example of a commerce mechanism is an 
auction. In an auction, the terms of the deal are typically 
determined through a competitive process in Which multiple 
parties may participate. Generally, the terms of the deal 
include a price and quantity of the product. A single-sided 
auction, both online and off-line, is an example of an auction. 
In a single-sided auction, either a single seller offers one or 
more products and/or services for sale to one or more com 

peting buyers, or a single buyer offers to purchase one or more 
products and/or services from one or more competing sellers. 
Off-line auction commerce mechanism is Well knoWn While 
online auction commerce mechanism is currently an explod 
ing ?eld. 
[0008] Yet another example of a commerce mechanism is a 
bilateral negotiation. In a bilateral negotiation, a buyer and a 
seller trade offers and counter-offers back and forth until 
either a deal is struck or the bilateral negotiation is somehoW 
terminated. A residential real estate buyer and a residential 
real estate seller trading offers and counter-offers back and 
forth is an example of a bilateral negotiation. Examples of 
bilateral negotiation mechanisms also exist in the online elec 
tronic medium. Typical online electronic bilateral negotiation 
mechanisms generally comprise a structured Way of making 
an initial offer folloWed by an unstructured bilateral negotia 
tion process betWeen the tWo parties. In these online bilateral 
negotiation mechanisms, the electronic medium merely 
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serves as a communication tool, similar to a telephone, fac 
simile machine, or electronic mail, as Well as a vehicle for 
posting the outcome of the negotiation, if desired. 
[0009] The negotiation system of Altra Energy Technolo 
gies, Inc. (WWW.altranet.com) provides an example of an 
online bilateral negotiation for the energy industry. In Altra’s 
online bilateral negotiation system, the negotiating parties 
can trade in an anonymous automated exchange. In addition, 
the negotiating parties have the option of selecting a listed 
offer and entering an informal negotiation process “under the 
radar screen.” During the negotiation process, the offer is 
marked as being under negotiation and, upon successful con 
clusion of the negotiation process, the terms of the negotiated 
deal are posted. 
[0010] The negotiation system of CheMatch system (WWW. 
chematch.com) provides example of an online bilateral nego 
tiation for the petrochemical industry. Similar to the Altra 
negotiation system, the negotiating parties post structured 
offers in the CheMatch system. In particular, the posted offers 
specify the various attributes of the product for sale, such as 
price, quantity, purity level, location, delivery time, etc. The 
negotiation process involves the sending back and forth of 
English text messages. The fact that an offer is under nego 
tiation is generally signaled to all the market participants. 
HoWever, unlike the Altra negotiation system, the ?nal terms 
of the deal betWeen tWo parties, if a deal is struck, are not 
released to the other market participants. 
[0011] The online bilateral negotiation has the advantage 
being open-ended to alloW the negotiating parties to express 
any comments or offers in natural language, closely resem 
bling the process in the off-line bilateral negotiation process. 
HoWever, there are many disadvantages to the conventional 
online bilateral negotiation process. For example, in the con 
ventional online bilateral negotiation process, the negotiating 
parties are not given assistance in reaching a successful con 
clusion. In addition, there are no guarantees on the length of 
the negotiation and there is no coherent notion of the What the 
current state of the negotiation is that the negotiating party 
could take in at a glance. Another disadvantage to the con 
ventional online bilateral negotiation process is that there is 
generally no meaningful Way to recover the state of negotia 
tion if the system crashes, i.e. the conventional online bilat 
eral negotiation process does not provide for recoverability. 
Further, there generally is no coherent notion of What com 
mitments to Which any negotiating party can be held prior to 
the conclusion of the negotiation. 
[0012] Some negotiation systems overcome some of these 
disadvantages. See, for example, WWW.interneg.org. As an 
example, each offer is typically precisely de?ned as values for 
certain attributes, such as price and Warranty type. The state of 
the negotiation at any given point in time is thus generally 
clear to the negotiators. In such negotiation systems, an infor 
mal, natural-language note can augment the structured offer 
and it is up to the negotiation parties to decide to What extent 
to rely on the formal versus the informal components of the 
available information. 

[0013] Nonetheless, the emphasis in the conventional 
negotiation systems is the bilateral negotiation. Any multilat 
eral considerations are typically merely secondary. For 
example, the conventional negotiation system may simply 
collect backup offers until the current negotiation terminates 
and thus does not render the negotiation system a true multi 
lateral negotiation system. Thus, What is needed is an elec 
tronic negotiation system that manages bilateral and multi 
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lateral negotiations Within the context of an overall 
multilateral negotiation environment. 

SUMMARY OF THE INVENTION 

[0014] A system and method for managing multilateral 
negotiations are disclosed. The system and method provide 
for structured and managed multilateral negotiations. Several 
inventive embodiments of the present invention are described 
beloW. 
[0015] It should be appreciated that the present invention 
can be implemented in numerous Ways, including as a pro 
cess, an apparatus, a system, a device, a method, or a com 
puter readable medium such as a computer readable storage 
medium or a computer netWork Wherein program instructions 
are sent over optical or electronic communication lines. Sev 
eral inventive embodiments of the present invention are 
described beloW. 
[0016] The method for managing multilateral negotiations 
generally includes sending a negotiation initiating offer 
object to a ?rst negotiating party for specifying rules of the 
negotiation and for forming a negotiation initiating offer 
including speci?cation of at least one attribute. The method 
also includes receiving the negotiation initiating offer from 
the ?rst negotiating party, sending a counter offer object to a 
second negotiating party for forming a counter offer to the 
?rst negotiating party, receiving the counter offer from the 
second negotiating party, validating the counter offer if the 
counter offer complies With the rules of the negotiation, and 
sending the validated counter offer to the ?rst negotiation 
party to engage the negotiation parties in an active negotia 
tion. The counter offer object is adapted for speci?cation of at 
least one additional attribute. 
[0017] A negotiation facilitator system for managing an 
electronic negotiation and a computer program product for 
implementing the methods for managing a multilateral nego 
tiation are also disclosed. 
[0018] These and other features and advantages of the 
present invention Will be presented in more detail in the 
folloWing detailed description and the accompanying ?gures 
Which illustrate by Way of example the principles of the 
present invention. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0019] The present invention Will be readily understood by 
the folloWing detailed description in conjunction With the 
accompanying draWings, Wherein like reference numerals 
designate like structural elements, and in Which: 
[0020] FIG. 1 is a schematic of a multilateral negotiation 
system utiliZing a multilateral negotiation system and 
method; 
[0021] FIG. 2 shoWs an example of a negotiation initiating 
offer object; 
[0022] FIG. 3 shoWs an example of an offer object for an 
initiated negotiation; 
[0023] FIG. 4 is a schematic illustrating parties to a bilateral 
or one-on-one negotiation; 

[0024] FIG. 5 is a schematic illustrating parties to a one-to 
many multilateral negotiation; 
[0025] FIG. 6 is a schematic illustrating parties to a many 
to-many multilateral negotiation; 
[0026] FIG. 7A is a state diagram illustrating global states 
of a negotiation as maintained by a negotiation facilitator 
system; 
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[0027] FIG. 7B is a state diagram illustrating local states of 
a negotiation as maintained by a negotiation facilitator sys 
tem; 
[0028] FIG. 7C is a ?oWchart illustrating a process for 
setting up a multilateral negotiation by a negotiation facilita 
tor system; 
[0029] FIG. 8 is a ?owchart illustrating a process for vali 
dating an offer by the negotiation facilitator system; 
[0030] FIG. 9 is a How chart illustrating a process for pro 
cessing a validated offer by the negotiation facilitator system; 
[0031] FIG. 10 shoWs an example of an object for submit 
ting an acceptance, a rejection, a break off, or a retraction 
message; 
[0032] FIG. 11 is a ?owchart for a process for forming a 
counter offer by a party in response to an initial offer or to 
another counter offer; 
[0033] FIG. 12 illustrates an example of a computer system 
that can be utiliZed to execute the softWare of an embodiment 
of the invention and use hardWare embodiments; and 
[0034] FIG. 13 illustrates a system block diagram of the 
computer system of FIG. 12. 

DESCRIPTION OF SPECIFIC EMBODIMENTS 

[0035] A system and method for managing multilateral 
negotiations are disclosed. The folloWing description is pre 
sented to enable any person skilled in the art to make and use 
the invention. Descriptions of speci?c embodiments and 
applications are provided only as examples and various modi 
?cations Will be readily apparent to those skilled in the art. 
The general principles de?ned herein may be applied to other 
embodiments and applications Without departing from the 
spirit and scope of the invention. Thus, the present invention 
is to be accorded the Widest scope encompassing numerous 
alternatives, modi?cations and equivalents consistent With 
the principles and features disclosed herein. For purpose of 
clarity, details relating to technical material that is knoWn in 
the technical ?elds related to the invention have not been 
described in detail so as not to unnecessarily obscure the 
present invention. 

Negotiation System 

[0036] FIG. 1 is a schematic of a multilateral negotiation 
system 100 generally comprising one or more buyers 102, 
one or more sellers 104, and a multilateral negotiation facili 
tator system 110. The buyers 102 and the sellers 104 are in 
communication With the negotiation facilitator system 110 
via a netWork 112. The netWork 112 may be the Internet, an 
intranet, or an extranet, for example. An extranet may be a 
private netWork connection provided exclusively among tWo 
or more parties such as dealers, Wholesalers, resellers, or 
suppliers. 
[0037] The buyers 102 may submit multi-attribute offers to 
the negotiation facilitator system 110 via the netWork 112. 
Similarly, the sellers 104 may submit multi-attribute offers to 
the negotiation facilitator system 110 via the netWork 112. A 
multi-attribute offer is one in Which the party submitting the 
bid may specify a plurality attributes of the goods or products 
subject to negotiation. Although any combination of goods 
and/or services may be the subject of the negotiation, the 
examples given herein assume that only goods are the subject 
of negotiation merely for purposes of clarity. The plurality of 
attributes speci?ed preferably includes a price as Well as other 
attributes of the goods. 
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[0038] The attributes speci?ed optionally include various 
quality characteristics of the goods, the time and location of 
delivery, the quantity, and/or a nominal or baseline price. For 
example, in the case of a semiconductor chip, quality charac 
teristics such as feature siZe, speed, poWer consumption, 
operating temperature, expected life, Warranty, and/or other 
quality characteristics may be speci?ed by the buyer and/or 
the seller. 
[0039] The negotiation facilitator system 110 manages the 
overall ongoing multilateral negotiations among the sellers 
and the buyers. At any point in time, the multilateral negotia 
tions managed by the negotiation facilitator system 110 may 
include one or more bilateral negotiations and/or one or more 

multilateral negotiations. A bilateral negotiation is a one-to 
one negotiation betWeen one buyer and one seller. A multi 
lateral negotiation can be one-to many, i.e., one buyer and 
multiple sellers or one seller and multiple buyers, or many 
to-many, i.e., multiple buyers and multiple sellers. A multi 
lateral negotiation generally includes one or more one-to-one 
and/ or one-to many negotiations each involving the same or 
similar goods. 
[0040] The negotiation facilitator system 110 receives the 
multi-attribute offers from the buyers 102 and sellers 104, 
facilitates the negotiation among the buyers 102 and sellers 
104, and selectively discloses information regarding the 
negotiation to the buyers and sellers, depending upon their 
respective status in the negotiation. The various statuses of 
buyers and sellers Will be explained and Will become apparent 
in light of subsequent discussion. The functions and method 
ologies for the negotiation facilitator system 110 Will also be 
described in more detail. 

[0041] As shoWn in FIG. 1, there may be one or more 
buyers 102 and there may one or more sellers 104. Further, the 
number of buyers 102 need not equal the number of sellers 
104. For purposes of discussion and clarity only, a buyer 
refers to a purchasing party and its associated set of offers for 
a given multilateral negotiation. Similarly, a seller refers to a 
selling party and a single set of offers for the given multilat 
eral negotiation. Although any of the purchasing and selling 
parties may optionally also participate in other multilateral 
negotiations With other sets of offers associated thereWith, the 
terms “buyer” and “seller” do not refer to those sets of offers 
associated With other multilateral negotiations. In other 
Words, a buyer and a seller are speci?c to a given multilateral 
negotiation. 

Negotiation Initiating Offer 

[0042] FIG. 2 illustrates an example of an object 200 for 
posting an initial offer by a negotiation initiator. The term 
object may broadly refer to ?elds or data structure for an 
action. In particular, the negotiation initiating object 200 
includes a negotiation identi?cation and an offer identi?ca 
tion, typically assigned by the negotiation facilitator system, 
and an identi?cation of the negotiation initiator, Which also 
may be a value assigned by the negotiation facilitator system. 
The identi?cation of each offer submitting party, even if not 
disclosed to other parties, is preferably utiliZed by the nego 
tiation 20 facilitator system for keeping track of the history of 
the particular negotiation and/or any other purposes. Prefer 
ably, each party must register With the negotiation facilitator 
system prior to entering a negotiation and provide its identi 
?cation information such as contact information, geographi 
cal location, ?nancial eligibility such as credit rating, and/or 
list of preferred and/or exclusive trade partners. The negotia 
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tion facilitator system may then assign an identi?cation num 
ber unique to the party, for example. Further, the negotiation 
initiator must also identify the offer as an offer to buy or sell. 
The negotiation initiator may also enter free text in free text 
box, such as “Serious offers only” or “I intend to make similar 
offers Weekly.” 
[0043] The negotiation initiating object 200 optionally 
alloWs the negotiation initiator to select the type or category 
of goods that is the subject of the offer. Using the selected type 
of goods, the negotiation facilitator system preferably alloWs 
the negotiation initiator to specify or select certain attributes 
associated With the goods being offered for sale or purchase. 
The negotiation facilitator system may also automatically 
include certain attributes, such as quantity or price, and/or 
require the selection of one or more attributes from each set of 
attributes. Typical attributes include quantity, price, delivery 
date, delivery location, and/or quality, such as level of con 
taminants in parts per million, and/ or speed. The attributes are 
generally selected from a library or database of attributes 
associated With each type of goods as provided by the nego 
tiation facilitator system. 
[0044] The negotiation facilitator system may select a set of 
common attributes for the type of goods by default and/or 
require inclusion of certain attributes in the negotiation, such 
as the price and quantity. For each attribute, a domain of 
acceptable values for the attribute may be de?ned and pro 
vided by the negotiation facilitator system. For example, the 
domain of values for the Zip code of the manufacturing and/or 
the delivery location attribute may be all ?ve and/ or nine digit 
numbers or all valid Zip codes in the US. and/or other coun 
tries. As another example, the domain of values for the price 
is optionally all values expressed in dollars and cents and/or 
other suitable currencies.As yet another example, the domain 
of values for a siZe may be non-numerical such as extra small, 
small, medium, large, and extra large. The negotiation initia 
tor generally speci?es a value for each of the attributes 
selected for the negotiation. 

Negotiation Offers Subsequent to the Initial Negotiation 
Offer 

[0045] FIG. 3 illustrates an example of an object 300 for 
posting all offers, including counter offers, subsequent to the 
initial offer by a negotiating party. The negotiation offer 
object 300 generally includes a subset of the negotiation 
initiating object 200. For example, the offer object 300 
optionally includes an offer and offeror identi?cations, typi 
cally assigned by the negotiation facilitator system, an iden 
ti?cation of the offer as an offer to buy, sell, or exchange, a 
free text box, and an offer expiration date and time. 
[0046] In addition to the subset of the negotiation initiating 
object 200, the negotiation offer object 300 may also specify 
additional neW attributes not speci?ed by the negotiation 
initiating offer or another previous offer, such as a counter 
offer. Thus, throughout the negotiation, the number of 
attributes speci?ed in an offer can increase. Each neW 
attribute is preferably selected from the database or library of 
attributes of the negotiation facilitator system by the negotia 
tion party submitting the neW offer. 
[0047] Further, the negotiation offer object 300 may also 
include Whether the offer is directed or undirected. If the offer 
is undirected, a list of parties eligible or non-eligible to 
respond to this offer may be selected. This is typically a subset 
of the parties eligible to participate in the negotiation as 
speci?ed by the negotiation initiator in the negotiation initi 
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ating object. Alternatively, if the offer is directed, the target 
offer identi?cation is to be provided by the offering party and, 
as is evident, only the target party is eligible to respond to this 
offer. In some cases Where there is only one possible target 
offer, the target offer identi?cation need not be provided by 
the offering party and/or is already provided by the negotia 
tion facilitator system. 
[0048] For each offer object 300 submitted, the negotiation 
facilitator system must ?rst validate the offer prior to disclos 
ing the offer to other parties. An offer is valid if it is deter 
mined that the offer complies With or satis?es all the relevant 
rules of the negotiation. If the negotiation facilitator system 
validates the offer, the offer may automatically be admitted 
into an active negotiation or the offer may be disclosed to the 
offeree and the offeree determines Whether to enter into an 
active negotiation With the offeror, depending upon the rules 
speci?ed by the negotiation initiator. Generally, if the nego 
tiation facilitator system does not validate the offer, the nego 
tiation facilitator system sends an offer invalid message to the 
offeror and the invalid offer is not disclosed to other parties. 
Types of Negotiations FIGS. 4, 5, and 6 are schematics illus 
trating a bilateral or one-on-one negotiation 140, a one-to 
many multilateral negotiation 150, Which can be either sWit 
chable or concurrent, and a many-to-many multilateral 
negotiation 160, respectively. The bilateral or one-on-one 
negotiation 140 is a simple case of the one-to-many multilat 
eral negotiation 150 and the one-to-many multilateral nego 
tiation 150 is in turn a simple case of the many-to-many 
multilateral negotiation 160. The speci?c type of negotiation 
implemented by the negotiation facilitator system is gener 
ally dependent upon the rules speci?ed by the negotiation 
initiator and/ or by the default rules. The negotiation rules Will 
be described in more detail subsequently. Each of the three 
types of negotiations Will be described in more detail beloW. 
[0049] As shoWn in FIG. 4, the bilateral or one-on-one 
negotiation 140 alWays has exactly one active or ongoing 
negotiation as designated by an active negotiation link 120 
betWeen tWo active negotiation participants to the active 
negotiation, a buyer 102 and a seller 104. An active negotia 
tion betWeen the tWo active participants is de?ned as a state in 
Which the tWo active participants can actively exchange coun 
teroffers therebetWeen. A solid line 120 is utiliZed to illustrate 
the active negotiation. 
[0050] In the bilateral negotiation 140, the buyer 102 or the 
seller 104 submits or posts a negotiation initiating offer. For 
purposes of discussion and clarity only, it is assumed that the 
buyer 102 is the negotiation initiator. Information regarding 
the offer is generally available to the sellers eligible to par 
ticipate in the negotiation to enable the sellers to counter offer 
or otherWise respond to the negotiation initiating offer. A 
seller eligible to participate in this negotiation may respond 
With an acceptance of the offer or a counter offer to the initial 
offer. An acceptance in a one-on-one bilateral negotiation 
Would typically result in a deal and thus terminate the nego 
tiation. 

[0051] With a counter offer, the negotiation facilitator sys 
tem examines the counter offer to determine Whether the 
counter offer satis?es the rules of the bilateral negotiation. If 
the counter offer satis?es the rules of the bilateral negotiation, 
the buyer may outright reject the counter offer. A rejection of 
a counter offer has the effect of the counter offer having never 
been made. Alternatively, the buyer 102 may admit the 
counter offer into the negotiation such that the negotiation 
and the active link 120 are established betWeen the tWo par 
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ties. Upon admitting a counter offer, a bilateral negotiation is 
established and no other sellers may participate in the bilat 
eral negotiation. Typically, no other sellers may submit offers 
to either the buyer 102 or the seller 104 involved in an active 
one-on-one bilateral negotiation. Alternatively, other sellers 
and/or buyers may submit backup offers that is optionally not 
disclosed to the actively negotiating parties 102, 104 of the 
bilateral negotiation 140 but are stored by the negotiation 
facilitator system, such as in a buffer. 

[0052] Once a counter offer is established, the buyer 102 
may submit a counter offer to the counter offer of the seller 
104. Once a bilateral negotiation is established, the offeree of 
each counter offer may accept, counter offer, or reject the 
counter offer. A rejection of a counter offer has the effect of 
the counter offer having never been made. A rejection returns 
the negotiation to the state prior to that counter offer being 
made and is in essence a request for another counter offer. In 
addition, an acceptance generally forms a deal and terminates 
the negotiation. Thus, the buyer and seller may accept, 
counter offer, or reject the counter offer from the other as Well 
as retract its oWn counter offer prior to the other party 
responding thereto. 
[0053] In addition, prior to the other party responding to a 
counteroffer of one party, that party can optionally retract its 
latest offer. A retraction of the party’s latest offer may be 
made if the other party to the negotiation has not responded to 
the offer being retracted. A retraction of a counter offer has 
the effect that the retracted counter offer Was never made and 
the state of the negotiation returns to prior to the counter offer 
Was made. 

[0054] The negotiation may terminate upon expiration of 
the negotiation or upon the failure of one party to make a 
counter offer Within a speci?ed period of time for a counter 
offer to be made. Furthermore, at any time during the nego 
tiation, either party may also break off the negotiation to 
terminate the negotiation. Although not preferred, the nego 
tiation facilitator system may alternatively alloW the party 
Who did not break off the negotiation to continue With the 
negotiation as the neW negotiation initiator, either With the 
initial offer or counter offer or the most recent offer of that 
party open for response. Thus, another bilateral negotiation 
may be established With the same rules of the original bilat 
eral negotiation. 
[0055] As there are only tWo parties in active bilateral nego 
tiation, all information, except the identities of the parties, if 
desired, are optionally disclosed to the tWo parties. Typically 
little or no information is disclosed to those outside of the 
negotiation. If any information is disclosed to those outside of 
the negotiation, such information may include all or a portion 
of the negotiation initiating offer submitted by the buyer 102, 
and/or the identities of the parties 102, 104 to the negotiation, 
for example. 
[0056] FIG. 5 is a schematic illustrating the one-to-many 
multilateral negotiation 150. 
[0057] The one-to-many multilateral negotiation 150 
shoWn includes one buyer 102 and three sellers 106. As noted 
above, a one-to-many multilateral negotiation may altema 
tively include one seller and tWo or more buyers. HoWever, for 
purposes of clarity, it is assumed in the examples described 
herein that the buyer is the negotiation initiation party of the 
one-to-many multilateral negotiation. 
[0058] The one-to-many multilateral negotiation 150 may 
be a sWitchable bilateral 20 negotiation, as shoWn in FIG. 5, or 
a one-to-many multilateral negotiation. The sWitchable bilat 
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eral negotiation has exactly one active negotiation as desig 
nated by the solid line illustrating the active negotiation link 
120 betWeen the one buyer 102 and an active seller 106 in 
active negotiation. The sWitchable bilateral negotiation may 
have one or more inactive links as designated by the dashed 
lines illustrating the inactive negotiation links 122, 124 
betWeen the one buyer 102 and tWo inactive but participating 
sellers 108. The inactive sellers are not in active negotiation 
but may submit competing offers to the buyer 102. Such 
competing offers from inactive sellers are recorded in the 
memory of the negotiation facilitator system. The competing 
offers submitted by inactive sellers 108 are disclosed to the 
buyer 102 and may be partially or Wholly disclosed to the 
active seller 106. 
[0059] In the sWitchable bilateral negotiation, certain rules 
may be implemented regarding competing offers from inac 
tive sellers. For example, a competing offer may be required 
to be better than the most recent counter offer of the active 
seller 106 or may be required to exceed the most recent 
counter offer of the active seller 106 by a predetermined 
amount, e. g. 10%, as measured by some objective criteria 
such as a scoring function. 

[0060] If the negotiation facilitator system determines that 
the rules relevant to competing offers are not met, the nego 
tiation facilitator system may send an offer invalid or offer 
rejected message to the offeror and the offer is optionally 
never disclosed to other parties. Alternatively, if the negotia 
tion facilitator system determines that the rules relevant to 
completing offers are met, the active link may automatically 
be sWitched to betWeen the buyer 102 and the neW active 
seller. In other Words, the seller 106 Would be dropped from 
the active negotiation With a drop message to the seller 106 
and the buyer 102 and there Would no longer be an active link 
betWeen the buyer 102 and the seller 106. Seller 106 becomes 
an inactive seller Who can noW submit competing offers. The 
buyer 102 begins active negotiation With the seller 108 that 
submitted the qualifying competing offer. Alternatively, the 
active link may be sWitched by the buyer 102 such that the 
qualifying competing offer is disclosed to the buyer 102 for 
consideration of Whether to sWitch the active link by dropping 
the seller 106, rather than automatically dropping seller 106 
for the seller 108 With the qualifying competing offer. 
[0061] The sWitchable bilateral negotiation may terminate 
upon a break off of the negotiation by the buyer, but not by the 
active seller. In addition, the sWitchable bilateral negotiation 
may also terminate upon expiration of the negotiation, upon 
failure of one party to make a counter offer Within a speci?ed 
period of time for a counter offer to be made, or upon the 
formation of a deal, e.g. upon an acceptance of the negotia 
tion. 

[0062] Alternatively, the one-to-many multilateral negotia 
tion 150 may be a concurrent bilateral negotiation. As the 
name suggests, a concurrent bilateral negotiation is simply 
one or more bilateral negotiations taking place concurrently. 
Accordingly, a concurrent bilateral negotiation may have 
more than one active negotiation link betWeen the one buyer 
and one or more of the sellers. Thus, there is no sWitching of 
the active link and no rules regarding the automatic or manual 
sWitching of the active link. 
[0063] Each seller in a concurrent bilateral negotiation may 
submit a counter offer to the buyer 102, assuming the counter 
offer satis?es all relevant rules. Once the negotiation facili 
tator system validates the offer, an active negotiation may be 
automatically established betWeen the buyer and the offer 
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submitting seller or the buyer may have the option to manu 
ally choose to enter into active negotiation With the seller by 
responding With a counter offer. 

[0064] The concurrent bilateral negotiation may terminate 
upon a break off of all the concurrent negotiations by the 
buyer, upon expiration of the negotiation, or upon the forma 
tion of a deal, e.g. upon an acceptance of the offer by the 
buyer. The formation of a deal is typically more complex than 
in the case of the sWitchable bilateral negotiation. Although 
the buyer is involved in more than one bilateral negotiations 
concurrently, presumably the buyer only desires to enter into 
one deal With one of the sellers. As is evident, by being 
involved in more than one bilateral negotiations concurrently, 
the buyer Will have more than one offer outstanding, With 
some offers more favorable to the buyer than other offers. In 
the case Where the buyer submits an acceptance to a seller’s 
counter offer, a break off message is sent to all other sellers 
and a deal is made With the terms of the seller’s counter offer. 

[0065] HoWever, the case Where a seller submits an accep 
tance to the buyer’s offer to that seller may be more complex. 
For example, Where Seller A submits an acceptance to the 
buyer’s offer to Seller A, the negotiation facilitator system 
may require a deal to be made With the terms of the buyer’s 
offer to Seller A. More preferably, the negotiation facilitator 
system may send a request for ?nal offer message to all the 
sellers such that each seller, including Seller A, can submit 
one ?nal offer, if desired. The negotiation facilitator system 
preferably requires each of the seller’s ?nal offer to be an 
improvement, such as by 10%, over the most current offer 
from that seller in order for that ?nal offer to be validated by 
the negotiation facilitator system. The deal is preferably 
selected from the ?nal offers submitted by each of the sellers. 

[0066] Of course, other deal striking schemes may be 
implemented. For example, upon an accept message from 
Seller A, the negotiation facilitator system may alloW nego 
tiation by all the parties for a predetermined amount of time, 
e.g., 20 minutes, the deal being the best offer selected from 
the outstanding offers at the expiration of the ?nal time 
period. In each case, all subsequent offers by each seller must 
be better than the mo st current offer of that seller in order for 
that subsequent offer to be validated by the negotiation facili 
tator system. 

[0067] FIG. 6 shoWs a schematic of the many-to-many 
multilateral negotiation 160. At any point in time, the many 
to-many multilateral negotiation 160 includes one or more 
individual negotiations involving the same or similar goods. 
An individual negotiation refers to a bilateral negotiation or a 
one-to-many multilateral negotiation, either a sWitchable 
bilateral negotiation or a concurrent bilateral negotiation. The 
general concepts and methodologies of the bilateral, sWitch 
able bilateral, and concurrent bilateral negotiations are as 
described above With reference to FIGS. 4 and 5. 

[0068] In the example shoWn in FIG. 6 and only for pur 
poses of clarity, a buyer is alWays the only buyer negotiation 
With one or more sellers in each individual bilateral or one 

to-many negotiation. In other Words, each of the individual 
bilateral, sWitchable bilateral, and/or concurrent bilateral 
negotiations making up the many-to-many multilateral nego 
tiation 160 alWays includes a single buyer and one or more 
sellers. The negotiation facilitator may determine that each 
individual negotiation is one buyer With one or more sellers 
(or vice versa), if, for example, a buyer is the negotiation 



US 2008/0147534 A1 

initiator. Alternatively, such determination may be made by 
the negotiation facilitator system, by default, or any other 
suitable mechanism. 
[0069] In the example of the many-to-many multilateral 
negotiation 160 shoWn in FIG. 6, Buyers A, C, and D are 
engaged in sWitchable bilateral negotiations With Sellers A, 
B, C, Sellers A, B, C, and Sellers A, C, respectively. In the 
three sWitchable bilateral negotiations of the many-to-many 
multilateral negotiation 160, Sellers A, C, and C are active 
sellers in active negotiation With Buyers A, C, and D. Further, 
Sellers B and C, Sellers A and B, and Seller A are inactive 
sellers in the sWitchable bilateral negotiations With Buyers A, 
C, and D, respectively. Each of the active negotiations 
betWeen one of the sellers and one of the buyers is represented 
by a solid line While each of the inactive negotiations betWeen 
one of the sellers and one of the buyers is represented by a 
dashed line. Although Seller B is neither an active nor an 
inactive seller in the sWitchable bilateral negotiation With 
Buyer D, Seller B may submit a qualifying or validated offer 
to Buyer D such that an active or inactive link Would be 
established betWeen Seller B and Buyer D. 
[0070] The many-to-many multilateral negotiation 160 fur 
ther includes a concurrent bilateral negotiation betWeen 
Buyer B on the one hand and Sellers A and B on the other 
hand. Although no active link is established betWeen Buyer B 
and Seller C, Seller C may submit a qualifying offer to Buyer 
B such that an active negotiation link Would be established 
betWeen Seller C and Buyer B. It is noted that only active 
links are established betWeen a buyer and a seller in any given 
concurrent bilateral negotiations. 
[0071] Although the above described bilateral negotiations 
has assumed all active links as in the case of concurrent 
bilateral negotiation or a single active link as in the case of 
sWitchable bilateral negotiation, it is to be understood that a 
hybrid bilateral negotiation may be established as a stand 
alone bilateral negotiation or as part of a many-to-many mul 
tilateral negotiation. A hybrid bilateral negotiation may 
include more than one active links as Well as one or more 

inactive links. In other Words, a hybrid bilateral negotiation is 
a combination of the sWitchable bilateral and the concurrent 
bilateral negotiations. For example, the hybrid bilateral nego 
tiation has deal forming rules similar to those of the concur 
rent bilateral negotiation and formation of an active link rules 
similar to those of the sWitchable bilateral negotiation. 

[0072] In addition, in the many-to-many multilateral nego 
tiation 160, an additional rule preferably speci?es Whether a 
given party may serve as the active negotiation party in one or 
more active negotiations. For example, a given buyer may be 
in a bilateral negotiation With one of the sellers and also in a 
sWitchable bilateral negotiation With tWo or more of the other 
sellers. Each of the tWo negotiations Would be independent of 
each other during the negotiation process. Of course, the tWo 
negotiations Would no longer be independent of each other 
When an acceptance is submitted or during a deal forming 
process, for example. 
[0073] In the many-to-many multilateral negotiation 160, a 
party may submit an offer that is directed or undirected. As 
discussed above, a directed offer generally must also include 
the target party’s identi?cation While an undirected offer may 
also specify parties eligible to respond to the offer. Once a 
directed offer is validated in a sWitchable bilateral negotia 
tion, a link, Whether active or inactive, is established betWeen 
the tWo parties, if a link did not previously exist. In a concur 
rent bilateral negotiation, the link Would be an active nego 
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tiation link betWeen the tWo parties. For an undirected offer, 
the negotiation facilitator system may determine to Which 
targets the undirected offer Would be valid, and, in essence, 
the undirected offer then becomes similar to a directed offer 
directed to those targets. 
[0074] The information disclosed to the parties involved in 
the many-to-many multilateral negotiation 160 optionally 
folloWs the disclosure rules as described above for the sWit 
chable and concurrent bilateral negotiations. For example, the 
disclosure of information Within the sWitchable bilateral 
negotiation betWeen BuyerA and Sellers A, B and C is similar 
to that described above for sWitchable bilateral negotiations. 

Negotiation State Machine of the Negotiation Facilitator Sys 
tem 

[0075] For each negotiation, Whether bilateral, one-to 
many multilateral, or many-to-many multilateral, the nego 
tiation facilitator system 110 sets up and maintains a nego 
tiation state machine as shoWn in the global state diagram 400 
of FIG. 7A. At state 402, the negotiation is in an inactive state. 
The inactive state is merely prior to the formation of an active 
negotiation and, generally, no negotiating party has been 
identi?ed. HoWever, a negotiation may remain in an inactive 
state even Where a negotiation initiating offer has been made. 
In such a case, the negotiation is in a buffered inactive state as 
shoWn by the dashed line 404. The buffered inactive state 404 
may occur if, for example, the negotiation facilitator system 
only initiates a negotiation at certain times and/or on certain 
days. 
[0076] Once a negotiation initiating offer is made by either 
a buyer or a seller and validated by the negotiation facilitator 
system, the negotiation is in an offer outstanding state 406. 
The negotiation may remain in the offer outstanding state 
even Where a validated response to the negotiation initiating 
offer has been made. In such a case, the negotiation is in a 
buffered offer outstanding state as shoWn by the dashed line 
408. The buffered offer outstanding state 408 may occur if, 
for example, the negotiation facilitator system requires the 
negotiation initiating offer to be posted for a predetermined 
period of time prior to admittance of responses such as coun 
teroffers or acceptances. 
[0077] Upon admittance of a validated response, such as a 
counteroffer or acceptance, the negotiation is in an active 
negotiation state 410. Additional responses 412 such as addi 
tional counteroffers and rejections and retractions of offers, 
etc., maintains the negotiation in the active negotiation state 
410. 
[0078] Upon receipt of an acceptance validated by the 
negotiation facilitator system, the next state of the negotiation 
depends upon Whether the negotiation rules provides for a 
post-acceptance state shoWn in state 414. If so, the negotia 
tion is then in the ?nal post-acceptance state 416. The ?nal 
post-acceptance state 416 may include a call by negotiation 
facilitator system for a single ?nal offer from each of the 
negotiating parties Within a predetermined period of time or a 
call by the negotiation facilitator system for all subsequent 
offers Within a predetermined period of time such that each 
negotiating party may submit as many post-acceptance offers 
as desired Within the time limitations. 
[0079] Upon termination of the post-acceptance state 416, 
a deal state 418 is the ?nal state of the negotiation. Altema 
tively, if the negotiation rules does not provide for a post 
acceptance state, such as typically is the case With a bilateral 
negotiation betWeen tWo parties, the negotiation proceeds 
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directly to the deal state 418. The deal is made based upon the 
rules of the negotiation as applied by the negotiation facilita 
tor system. 
[0080] Alternatively, the negotiation may reach a negotia 
tion break off or termination state 420 When the negotiation 
breaks off or When the parties fail to strike a deal Within some 
predetermined time limit, for example. 
[0081] FIG. 7B is a local state diagram 450 generally illus 
trating by Way of example the local states of the active nego 
tiation state of a sWitchable bilateral negotiation betWeen 
Buyer A and Sellers A, B, and C, similar to the sWitchable 
bilateral negotiation shoWn in FIG. 5. In the example shoWn 
in FIG. 7B, the negotiation transitions from the initiating offer 
by BuyerA outstanding state 406 to one of the active nego 
tiation states 410 upon the admittance of a response from one 
of the Sellers A, B, and C, such as a counteroffer or accep 
tance, validated by the negotiation facilitator system. The 
negotiation state diagram of the sWitchable bilateral negotia 
tion betWeen one buyer and three sellers is merely exemplary. 
As is evident, the negotiation state diagrams for a concurrent 
bilateral negotiation and for a many-to-many multilateral 
negotiation Would be more complex. 
[0082] As shoWn, When the negotiation is in any of the 
active negotiation states 410A, 410B, 410C betWeen BuyerA 
and Sellers A, B, and C, respectively, the negotiation can 
remain in that active negotiation state or transition to one of 
the other negotiation states. In the latter case, the negotiation 
state essentially sWitches from one active negotiation state to 
another active negotiation state. 

Negotiation Rules 

[0083] Various rules that govern the negotiation are option 
ally speci?ed by the negotiation initiator and/ or set to default 
values or states by the negotiation facilitator system. The 
rules de?ne the type of negotiation, i.e., one-to-one bilateral, 
one-to-many sWitchable bilateral, one-to-many concurrent 
bilateral, and many-to-many multilateral negotiation. 
[0084] The rules are generally static and/or dynamic. The 
negotiation facilitator system can determine Whether the offer 
satis?es the static rules by examining the offer in isolation, 
Without reference to the history of the negotiation or the 
current state of the negotiation. On the other hand, to deter 
mine Whether the offer satis?es the dynamic rules, the nego 
tiation facilitator system must examine the offer in vieW of the 
history of the negotiation and/or the current state of the nego 
tiation. 
[0085] Examples of static rules include rules relating to 
Which parties are eligible to participate in the negotiation, 
rules relating to Which Zip codes of the delivery location are 
alloWable, rules relating to the negotiability of the attributes, 
and rules relating to the format of the input for a given 
attribute, e. g., dollars and cents for price. Examples of 
dynamic rules include rules ensuring that the offer is an 
improvement over or better than the current outstanding offer, 
rules limiting the number of offers submitted by each buyer or 
seller, and rules that each offer must be made Within a prede 
termined period of time since the last offer. 
[0086] The negotiation initiator may specify the negotiabil 
ity of the attribute value, i.e., Whether the value speci?ed for 
each of the selected attributes is ?xed and non-negotiable or 
negotiable. Thus, another party cannot submit an offer With a 
different value for an attribute that is ?xed and non-nego 
tiable. In addition, the negotiation initiator may specify 
acceptable ranges of values of the selected attributes from the 
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domain associated With the attribute such that another party 
cannot submit an offer With a value outside of the acceptable 
range associated With that attribute. For example, the nego 
tiation initiator may specify that the Zip code of the manufac 
turing and/or the delivery location attribute is some subset of 
the domain of all US. Zip codes, e. g., Zip codes corresponding 
to the SouthWest region of the US. The ?xed and non-nego 
tiable attribute rule and the acceptable range rule are addi 
tional examples of static rules. 
[0087] The negotiation initiator preferably speci?es the 
expiration date and time of the negotiation. The time limita 
tion rules are typically dynamic rules. If no convergence or 
settlement of the negotiation is reached by the expiration of 
the negotiation such as in the form of a break off of negotia 
tion or an acceptance of the terms of an offer, the negotiation 
is deemed terminated. The negotiation initiator may option 
ally specify the expiration date and time of the offer itself. 
Thus, if there is no response to the initial offer, such as in the 
form of an acceptance of the initial offer or a counter offer to 
the initial offer, by the expiration of the offer, the initial offer 
is deemed WithdraWn and the negotiation terminated. 
[0088] Although not preferred, the negotiation initiator 
may choose not to specify an expiration of the offer or the 
negotiation such that the initial offer remains outstanding 
until a counter offer is received by the negotiation initiator, 
until break off of negotiations, or until the initial offer is 
WithdraWn. 
[0089] The negotiation initiator may also select parties eli 
gible or non-eligible to participate in the negotiation. This is 
another example of a static rule. The negotiation facilitator 
system preferably defaults to alloW all parties to participate in 
the negotiation. 
[0090] Further, the negotiation initiator may optionally 
specify disclosure rules, such as disclosure of the identities of 
offer submitting parties, and if disclosed, Which parties are 
privy to the identities of the offer submitting parties. For 
example, the negotiation initiator may specify that all parties 
are to remain anonymous. In addition, the disclosure rules 
may include rules governing the disclosure, Whether none, 
portions, or all, of the details of the offers, depending upon 
Whether the offer is the current active offer or a backup offer, 
for example. The disclosure rules may further include rules 
governing the disclosure of the details of the deal made 
through the negotiation. Although some disclosure rules may 
be dynamic rules, the disclosure rules are generally static 
rules. 
[0091] Typically, the disclosure rules alloW the disclosure 
of the information contained in the free text box, as the intent 
of the free text box is to convey all additional information to 
others. Thus, although the negotiation facilitator system dis 
closes information according to the Well de?ned disclosure 
rules, each party may disclose the same and/ or various other 
information in the free text box. HoWever, such information 
may not be deemed as credible by the receiving party. Thus, 
the disclosure rules are important in that the negotiation 
facilitator system may serve as a facilitator and/or source of 
information With greater credibility. 
[0092] The negotiation initiator may also de?ne rules relat 
ing to offers. For example, a rule may specify Whether and 
When offers are to be submitted to the party to Which the offer 
is targeted for consideration When the target is already in 
active negotiation With another party. As another example, a 
rule may require each offer to improve upon the existing 
current offer by a certain amount, e.g., 10% as measured by 








