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摘要 本文针对供应链中厂商和销售商之间的合作促销问题,使用博弈论的方法主要就最优的合作促销费用投入和定价进行了研究。首

先讨论了传统的厂商为领导者,销售商为跟随者的情形,接着考虑到如今销售商地位的提高,对此进行了拓展,讨论了销售商为领导者的

情形。最后以前两种情形为参照,建立了厂商和销售商之间Pareto改进的合作促销模型,并利用Nash讨价还价和效用理论得出了

Pareto改进情形下的最优结果。
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Abstract： A game theory approach is used to discuss the cooperative promotion programs between the 

manufacturer and retailer in a supply chain.We develop three strategic models to determine the equilibrium fees of 
cooperative promotion.The first is the traditional Stackelberg model where the manufacturer is the 
leader.Then,incorporating the trend of retailing power shifting from manufacturer to retailer,we analyze a model 
where the retailer is the leader.In the third model,we discuss a Pareto efficient cooperative promotion 
program.Finally we use Nash bargaining approach and utility theory in the Pareto efficient scheme to determine 
the best cooperative program. 
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