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Abstract : The strategic behavior that customers decide the purchase time based on the rational expectations will
cause the supply chain (SC) difficulty in decision-making and affect tits profits. Consider a supply chain (SC)
consisting of a manufacturer, a retailer and two kinds of customers with high or low willingness to pay (WTP), the
centralized decision models and decentralized bi-level programming models of supply chain, when high WTP
customers are strategic customers or myopic customers and the loss of stock-out is considered, are set up
respectively by using the equilibrium analysis method and rational expectations theory. These four models are
solved and the comparison analysis is performed as well as humerical emulation and sensitive analysis. The
numerical examples prove the rationality of models and validity of conclusions. The study shows that when the high
WTP customers are strategic customer, the centralized SC has higher order quantity, but lower profit of supply
chain due to lower retail price comparing with the decentralized SC. The profits of decentralized SC and centralized
SC with strategic high WTP customers are lower than those with myopic high WTP customers. The higher the unit
loss of stock-out is, the more the order quantities are, but the less the profits of SCs are in each mode. The
strategies such as selling with limited quantities, buying back the surplus products, improving the product value in
the heart of customers and so on, can effectively reduce the affection of customer strategic behavior on SC. The
theoretic research and management practice of SC are promoted based on customer strategic behavior.

WS EHEE: 2013-01-18;

E&xan:

ExRBEARFESAMITE(70961006); PEMTERNFES(20100481186); PEBTERFESISHIEINIRE
(2012T50593); "\ IHE + A EmFR SEMN 5 T2 &N

Email Alert
RSS

{EEEN: 155(1972-), B(XK) IFEMEA MEAFEENZSTREAS L 8%, RS IEES. YiRSHIHEEE.

SIBAEX:
ETHERE T AMRERAIMBINSEEN SITREKE[I] FESEERIS, 2015,V23(5): 48-55

[1] #E P& WEEERFENRIRENIESH]. FmRETAFFRGEIERFEMR), 2008, 21(1): 50-54.

[2] Shen Z M, Su Xuanming. Customer behavior modeling in revenue management and auctions: A review and new research opportunities[J].
Production and Operations Management Society, 2007, 16(6): 713-728.

[3] AvivY, Pazgal A. Optimal pricing of seasonal products in the presence of forward looking consumers[J]. Manufacturing & Service Operations
Management, 2008, 10(3): 339 - 359. __ mi

[4] Su Xuanming. Inter-temporal pricing with strategic customer behavior[J]. Management Science, 2007, 53(5): 726-741. erosl®

[5]1 HEEHEE RREE TRENSMIEHESMESTNED]. SEREER, 2010, 13(7): 16-25.

http:/iwww.zgglkx.com/CN/abstract/abstract15209.shtml 1/2



2018/12/3 BT s SRS AT R BR DA S I AL A s A 5 1) D e SR

[6] XUB%lE, BEiH. ETRIEELESEZNRMITIORR]. EETRESFIR, 2009, 23(4): 182-186.

[7]1 NUBelE, & BT RIEEHBENSENNSENSEFRE]. EERFFIR, 2009, 12(5): 18-26.

[8] Cachon G P, Swinney R. Purchasing, pricing, and quick response in the presence of strategic consumers[J]. Management Science, 2009,
55(3): 497-511.

91 xu Xianhao, Chen Wen, Qian Chen. Rationing and pricing with strategic consumer behavior.Proceedings of the 18t International Conference
on Management Science & Engineering, Chengdu,China,Dctober 1-2,2011.

[10] BH) 458, 3K B SE PRI T IR EREEN SEFEH[I]. EE5EE, 2010, 19(3): 15-22.

[11] Su Xuanming, Zhang Fugiang. Strategic customer behavior, commitment, and supply chain performance[]]. Management Science, 2008,
54(10): 1759-1773.

[12] Z0B8, &5, g BT IEARRIT A TR RFERISAR]. FEEERS, 2007, 15(4): 77-82. Jig

[13] &0, =% BT ISR TR KT SRS ] T B SR HIIER S, 2010,16(9): 1984~ 1991.

[14] 7S, 70, BIE MERB TS KIS REF FNEFES =], EERIEAFIR,2011,14(12):50-59.

[15] Muth J F.Rational expectations and the theory of price movements[J]. Econometrica,1961,29(3):315-335. eros®!

[16] FH, i8Sk IRk IR I T O AT R R RE D A S ] ETRRIZ 4R, 2012, 15(2):47-57.

[1] ERRERR, SRR, R BREITERMEFRIETHRMMHERE]. PEEER, 2015,23(4): 86-95

[2] ER BFMERBEUTMRETTHRRERERBMERR]. FESERS, 2015,23(4): 96-104

[3] KSR, R, BT I ERIETT N TET CVaRTIEIGRLI AR RHERRIREI[)]. PEEIERIZ, 2015,23(2): 80-91
[4] FER, XURIHK, FISREE, R0 FIRETRBER TROMBRITNRAIRIT]. PEEERS, 2013,21(5): 57-67

[5] RERE, IR, AR BT RISHESETANGIHAS MK ENEFRIE]. PEEER, 2012,20(6): 78-86

(6] B, 8, K. B RS T AT MBI RS RIEETR]. FEEERS, 2011,19(3): 70-78

[7] SR, AR, FIRE. BEMERIEIT AN BIEREN SHRERE SENHAR]. FEEERS, 2010,18(2): 32-41

Copyright 2010 by FEEERE

http://www.zgglkx.com/CN/abstract/abstract15209.shtml 2/2



