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1. Negotiation, as a means to resolve conflict, has been examined and used for years in business transactions, political affairs, etc. With the development of information and communication technology, Internet-based applications thrive. Internet based negotiations, which is also referred to as online negotiations became popular in both academic and practice domains. The idea of conducting negotiation with the support of information technology was first implemented in decision support system (DSS) [Bui, 1992]. Evolved from Group Decision Support System (DSS), Negotiation Support System (NSS) is a man-machine interaction system, in which operation theory, game theory, decision theory, behavior science, computer technology, information technology and man-machine engineering are applied to help negotiators to analyze and solve negotiation problems. [Wei, 2001] Early studies on NSS are mainly from DSS perspectives. Well-known NSS, such as Negotiator [Bui, 1999], and Negoisst [Schoop, et al., 2003], focus on how to help the users making better decisions and maximize their profits.
2. There are three domains involved in studies on negotiations: psychology, economics and decision sciences. From psychological perspectives, agents’ behaviors in negotiations are described in theoretical models which are usually tested with empirical evident. From economics perspectives, negotiation and agents are represented by normalized analytical models, the results of which are trying to predict the agents’ behavior as well as the negotiation’s final solution. From decision science perspectives, negotiation and agents are examined in a pre-descriptive way. Proper decision processes and criteria are believed to help the agents get better off in negotiations. We will review the basic concepts of negotiations research before we focus mainly on the economic perspectives.
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