










  

 

 

about how you can reduce your own "impenitentness" by preparing in advance, and how to increase 
the "impenitentness" of the other party through some methods. 

6. Conclusion 
Above we discuss the simple model in business negotiation based on the ideas and methods of 

game theory. On this basis, some problems can be further studied, such as: knowing each other's 
retention price; only one party knows the other party's reserve price; knowing each other's reserve 
price with a certain probability; both parties show at the same time the bottom solution; the situation 
of negotiating with multiple merchants at the same time. 
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