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Game study of the choice behavior of the members of the supply chain channel
SUN Junyan'?, WU Bingying', XIA Tian', FU Weiping®
(1. College of Mechanical and Electrical Engineering, Shaanxi University of Science & Technology,
Xi’an 710021, China; 2. School of Mechanical and Precision Instrument Engineering,
Xi”an University of Technology, Xi’an 710048, China)

Abstract: To explore how the supply chain members choose the best channel reasonably, the
game matrix of manufacturer and retailer channel selection is established on the basis of the evo-
lutionary game theory according to the factors affecting the channel choice behavior. The effects
of network channel revenue and its distribution coefficient, the compensation cost of distributors
and their distribution coefficient on channel selection are studied. The pricing strategies of manu-
facturers and retailers in dual channel are further analyzed. The results show that the supply
chain members’ choice of dual channel behavior is positively correlated to the network channel
revenue of the supply chain and that it is negatively correlated to the compensation cost by dis-
tributors. There is an optimal disposition of the income coefficient @ and the compensation cost al-
location coefficient 8, so that manufacturers and retailers have the maximum probability in choo-
sing the dual channel strategy. In the dual channel model, the price of supply chain members of
the manufacturer dominated is the highest with the price of the manufacturer dominated the sec-
ond; when the manufacturer and the retailer are in balance, the price is the lowest.
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Tab.1 Profit matrix between manufacturer and retailer
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Fig.3 The impact of C and M on manufacturer and

retailer’s choice of dual channel strategy
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