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Shipping company online pre-sale pricing model considering shipper

valuation uncertainty
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Abstract: A quantified payment pre-sale model of a shipping company is developed based on that shippers’
valuation uncertainty and disappointment aversion have effect on shippers’ decision. The paper discusses the
online pre-sale pricing decision of the shipping company considering shipping e-commerce, then it analyzes
the effect of shipper’s valuation uncertainty, disappointment aversion on online pre-sale strategy, pricing deci-
sion, and revenue. The online pre-sale strategy and pricing decision are decided. Results indicate that pre-sale
discount strategy is the best strategy for shipping company both in shipper’s valuation declining market and
rising market; pre-sale price and revenue are monotonically decreasing functions of shipper’s disappointmen-
t aversion; when shipper’s disappointment aversion changes in a small range, pre-sale strategy considering
disappointment aversion is the best choice; when shipper’s disappointment aversion changes in a large range,
pre-sale strategy doesn’t considering disappointment aversion is the best choice. The results can provide sug-

gestions for shipping managers in relevant decisions in reality.
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Fig. 1 The decision-making sequence of shipping company under pre-sale strategy
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S A T AR NS R 2 A6, B LA B R IE BHEIE AT LT Blpy = v, sk py = vy, 58
NAE TR B SO A 2 4 Ja 70T R B4k 22 SO A R IR uy = f, (B(V) — py), Hob f, FOoR T8 A SO
ST G 4k S 4] AR O ME . TS 115 A 58 e IO FEIE N AET AR A SE AR BRI oy, = — (1 — f)) a.
aFR R TS AFEIE N AT e 5 SR AT SCAT I RIE 4, a = ay Py, TAHEIE 415 58 W B EL 6. A E(A)FIE(W) 4>
AR FFEIE N FUE SR E R 4, E(A) = fL(E(V) —P1) —aip, (1= f,), E(W) = e (E(V) —Dy),
WAL I N\ AE T A 0 3% 25 4, AEIT AR IAT AR, e ARRIT R WIHEIE AT RE L Sh I ME R, B A1 — eNiT
FE R W R % BT 12 N TE 1T AR B BT AR 8 Th 1O M S5 A0 [R). ¥ B R I8 BLEGIE N T8 AT fe 1 25 1
JRE(A) > E(W) HE(A) > 0, &

[EWV)=Piwy 20, fV—Prwy >e(E(V) D),

Hp Wy = fl +a; (1 — fl)
N2 PR LRI AL B R SRS RS = v AP = vy,

_ * l
ﬂwyﬂm%ﬂmmmﬁﬁna<ﬁ=EW”ﬁU@+”?ﬁ¢s:mnC&,gﬁ.m%@%ﬁk
2 u u
o B T S T B B
P = (py—c) fy N, +a (1 — f1) N; + I (v) — w, 3)

B(V)(fi—¢) +eu

Wa

Horh w Ny HURSF & FINBEF 6 BiiE SO A 3 21, et s e L g ey =

h
%@:thﬁﬁmmmﬁ@un<ﬁzE%“ﬁﬁ¢e:mn@xa(ﬁ{)m%@%@A%gﬁ
2 u u
T S T R 25 B O
" = (P —c) fy Ni+a (1 — fi) Ni+ IO (v) — w, “)

E0V)f

BT ERREALE NP} = —
2




64 R 4 TR ¥ #H 536 %

222 EEREAXRPRENAEEA

1) W AE AR 72

T B A ERIFEE N, 4V — py > OFF, IrE i AT, A E BTSN\ PR 2 i i —FE, s
LSS AT I M W B = 0 BLE DS = vy, A IR RIS AT SR IR i 25 6 8k, T 15 is A
METT S B A B R R

IL = —cQ + P> min{Q, D (P2)} .

EI2 g mIT IR A EFAENQ = Dy (P,).

HWEBR PTG BARG AL 4%, AE AL A 53T M6 B A6 7 5 A7 Bk HL ST, Fiad b i 3T fe B0 2 ek i 5%
FATHEIAMALFEAF B QI M R E. Bt AR T M HARCR AL EEAF 2 NQ = Dy (P2).

Mps = oI, BIFTA I B ZERAEIE NS, D, (v) = Nu, 5218 AIT I I O 2 A7 B QLA %
PEAT R 0 2 B8 B T 43 )k

QZQ — Nuv
I} = (v, —¢) N . (5)

24p5 = v I, BRI HALCEY = v, I B A ZE BRI NITHE, #D2 (vh) = q Nu, 1325 A0IT e HIfe A =
TERQY AR T A I AS iR L 53 5 A

Q5 =qN,,
Iy = q (vh —¢) N - (6)
2) TEE AR SR o 72
i ,/'ﬂ. E(V)-p,+elE(V)-p,-E(S))
HE AR
A

4 EBEREAKRBRERIPRKTIE

Fig. 4 The decision process considering shipper’s disappointment aversion
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Table 1 The pre-sale strategy of shipping company in shipper’s valuation declining market
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Table 3 The pre-sale strategy of shipping company in shipper’s valuation declining market
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Table 4 The pre-sale strategy of shipping company in shipper’s valuation rising market
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