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Abstract: Some characteristics of a negotiation support system (NSS) confronted
with fuzzy information as well as some considerations on the state of the art in the
software application implied are presented. The paper discusses a new attempt to
find a method “- structure 2 negotiation process in order to develop an efficient tool
for computer- isted negotiation process. Results from different research fields in
order to support the negotiation process are integrated.
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1. Introduction

Negotiation means an activity in which participants are motivated both to
cooperate and to compete with one another in order to reach one or more desired
objectives.

Decision making means to choose an optimal alternative from a set of
alternatives. Participants are cooperantly implied in this process.

Often, negotiation or decisional processes participants in are confronted with
uncertainty, imprecision or fuzziness.

A mnegotiation process between conflicting parties could be supported by
software applications in which fuzzy models occupy a central place. These tools are
considered to be the so-called fuzzy negotiation support systems (FNSS). They offer
an analytical assistance for negotiation process in which one is confronted with
fuzziness.

This paper describes some critical poirt< in negotiation process and the method
to avoid unfeasible negotiation. Also, an ituprovement of NSS software is proposed.

2. Fuzzy Negotiation Models

As specialists have established, in order to achieve a desired gquality of an
agreement, the theoretical framework is the so called integrative bargaining model.
In this model the negotiators carry out a principled negotiation in which the both
sides maximize their objectives. In practice, the integrative bargaining is impeded by
analytical difficulties and socio- emotional events. The negotiators’ reasoning could
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be improved by providing better rules for :gotiatic  This
incomplete, uncertain or imprecise data are includes t n

A common set of stages a negotiation process, mc
bargaining, is structured as follows (Anson et al. (1990):

I. Pre-session :

A. Pre-pegotiation strategy formulation;

B. Agreement to engage in negotiation;

IL. Session :

1. Setting the stage:

A. Establishing rules;

B. Developing positive frames;

2. Formulating the problem:

A. Defining the problcmf

B. Defining the issues;

3. Processing the issues:

A. Tracking time deadlines;

B. Focusing on specific issues;

C. Role reversal;

D. Paraphrasing;

E. Maintaining equality

4, Resolving the issues

A. Generating alternatives;

B. Analyzing alternatives;

C. Evaluating issues; .

D. Developing solutions;

E. Completing the agreement.

From the point of view of the negotiator, the following points : LA., IL1.A,
11.2.A, 11.2.B., IL4.B. are critical because of the fuzzy information imy :d by the
negotiation framework. These obstacles could be avoided by considering models
from the fuzzy set theory impl ated in decision-making problems (Kacpr =
(1983)) and data base problems  temale (1984)), also the LA approa (Sycara
(1990), Filip (1991)). This ideal framework is called expert fuzzy negotiation support
system EFNSS.

The gap between negotiation and decision-making is determined by the
difference between these two concepts. This gap between negotiation process and a
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as suggested by Sycara(1990). The aim of this technique is to model the dynamics
of negotiation, i.e., the gradual modification of negotiating positions, the gradual shift
in the negotiators’ perceptions, and the incorporation of new and/or changing
information.

Considering all these structures and their logical links as a minimal
methodology, a negotiator could construct a efficient NSS for his task.

3. Suggestions for NSS Software Improvements
The existing software for negotiation processes does not emphasize on the
possi  inclusion of fuzzy aspects and does not attempt to include them. That is why
we propose a necessary improvement of the existing NSS software such as:
COMPUTER DECISION TREE MODEL, DECISION ANALYSIS, DECISION
ER,1 G- ANALYTICAL MEDIATION, MEDIATOR, NEGO, POLICY PC,
RUNE, PERSUADER.
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