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The Operations Management of Fresh Product’s Online Retailing
Based on the Cooperative Game Theory

LUO Chunlin YU Dongdong WANG Biao ZHU Ying

( School of Information Management Jiangxi University of Finance and Economics Nanchang Jiangxi 330013 China)

Abstract: Modern electronic commerce and logistics facilitate the consumption of distant fresh product. In this pa—
per based on the generalized Nash negotiation approach in the cooperative game theory the online retailing problem
of the fresh products is investigated including the pricing and ordering strategies of the fresh products and the firms”
performance under the platform—selling mode and the self-eselling mode. The results show that the wholesale and
retailing prices are both increasing with the freshness increase of the fresh products. But the wholesale price is inde—
pendent of the allocation percentage while the retail price increases in the allocation percentage. The ordering quan—
tity decreases in the allocation percentage but increases in the bargaining power of the retailer. The ratio between the
retailer’s profit and the supplier’s profit is dependent on the price elasticity of the fresh product and their relative
bargaining power while the ratio between the retailer’s profit and the platform”s profit is dependent on the price
elasticity of the fresh product and the allocation percentage.

Key words: fresh products; online platform; online retailing; cooperative game



