
 Advances in Production Engineering & Management ISSN 1854-6250 
Volume 15 | Number 2 | June 2020 | pp 192–203 Journal home: apem-journal.org 
https://doi.org/10.14743/apem2020.2.358 Original scientific paper 

Coordination of dual-channel supply chain with perfect 
product considering sales effort 
Hu, H.a,*, Wu, Q.a, Han, S.a, Zhang, Z.a  
aSchool of Economics and Management, Yanshan University, Qinhuangdao, P.R. China 

A B S T R A C T A R T I C L E   I N F O 
As more and more people use e-commerce for shopping, manufacturers are 
willing to open online sales channels in order to obtain more profits. This  
paper discusses a dual-channel supply chain (DCSC) composed of a retailer 
with a traditional channel and a manufacturer with a direct channel. In the 
external environment of uncertain market demand and defective products  
produced by manufacturers, manufacturers make efforts to promote online 
products, and consumers hav e free rider behaviour. Therefore, three game 
models under the leadership of manufacturers are established: (a) non-
cooperative game model; (b) coordination model under revenue-sharing 
contract; (c) coordination model under profi t-sharing contract. The results  
indicate that the product defect rate has a certain influence on channel pricing 
and sale efforts. The competi tion between the actors of the dual -channel is 
beneficial to the consumers who pursue the price. Considering the overall 
profit of the DCSC, the cooperation between the manufacturer and retailer is  
more profitable than the channel competition, and they are more willing to 
make product sale efforts. The retailer's expected profit under revenue-
sharing contract is less than that under profit-sharing contract, but the total  
profit of coordination model is more than the latter. 
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P O V Z E T E K    P O D A T K I   O   Č L A N K U

Ker	vse	več	ljudi	uporablja	elektronsko	poslovanje	za	nakupovanje,	so	proiz‐
vajalci	pripravljeni	odpreti	spletne	prodajne	kanale,	da	bi	ustvarili	več	dobič‐
ka.	Ta	članek	obravnava	dvokanalno	dobavno	verigo	(DCSC),	ki	jo	sestavljata
trgovec	 s	 tradicionalnim	kanalom	 in	proizvajalec	 z	neposrednim	kanalom.	V	
zunanjem	okolju	negotovega	tržnega	povpraševanja	in	izdelkov	proizvedenih	
z	napakami,	si	proizvajalci	prizadevajo	za	promocijo	spletnih	izdelkov,	potro‐
šniki	pa	se	vedejo	svobodno.	Za	analizo	smo	vzpostavili	 tri	modele	po	teoriji	
iger	 pod	 vodstvom	proizvajalca:	 a)	 nekooperativni	model,	 b)	model	 usklaje‐
vanja	v	okviru	pogodbe	o	delitvi	dohodka,	c)	model	usklajevanja	po	pogodbi	o	
delitvi	 dobička.	 Rezultati	 kažejo,	 da	 ima	 pogostost	 napake	 izdelka	 vpliv	 na	
določanje	cen	in	truda	za	prodajo.	Konkurenca	med	akterji	dvojnega	kanala	je	
koristna	 za	 potrošnike,	 ki	 si	 prizadevajo	 za	 ustrezno	 ceno.	 Glede	 na	 celotni	
dobiček	DCSC	je	sodelovanje	med	proizvajalcem	in	trgovcem	bolj	donosno	kot	
konkurenca	med	njima,	hkrati	pa	se	proizvajalci	in	trgovci	v	primeru	sodelo‐
vanja	bolj	trudijo	za	prodajo	izdelkov.	Pričakovani	dobiček	trgovca	po	pogodbi	
o	delitvi	dohodka	je	manjši	od	prihodka	po	pogodbi	o	delitvi	dobička,	vendar	
je	skupni	dobiček	od	modela	usklajevanja	večji	od	slednjega.	
©	2020	CPE,	University	of	Maribor.	All	rights	reserved.
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