ETHRAZARELBHUBHERE  EAXHRLARTHRARAMYT FHER
FERBERHERGRA BEAARHGEHE LR X 5 BRBESITHOLER AL H
BWERRHFERBA - AERENERIHGERY  UABREL EALAH  ELBRRIER
ToHEEHEENRA  BAEREREMMG ZBHERYE > BB WATAR ST 4218
BoURRAFTXEFERAR) BRI HJLREMAERALZNER Mo ¥y BLAE
BB REZ MR BER RN B EAARA EHHFE > TARBAHITH B &
Bl ATA 2 BAS -

FATHE R4S s BRI HBEA - HORMTH - AR T RIES - Lo RTS8
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Abstract

This paper presents a novel ambient e-service aiming at distributed marketing through
sensible bartering in foreseeable wireless Peer-to-Peer (WP2P) environments. A variety of
influential factors (e.g., cost, value, relationship) are proposed and formalized for empowering the
bartering mechanism, unfolding a rich arena of ambient distributed trading and a disruptive

paradigm of e-marketing.
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1. &3

BAs AR REE o RF KM F AR - KRS KM BT TR RE &5
o ARRE  MERER  MHFETE AARERFTF RBIZRWEBTHTE o
TATA AR IR AT RBALAEAE LRI EEHHEER £ - #3E M IT45 (Disruptive
Marketing ) 2 #7 69 47 45 £ 4k7 > BLAKAR A ~ S R AT AF B - 45 & R BE ¥ 2 (WP2P)
Yﬂﬂﬁ AR RAMERAT AR 0 R — B PR o BPRF o ERE AR FTHTFE

VAERETHORAEA  ETHEEOERY  RSOENRFN  TRAAZER
%‘Q‘Jﬁ4iﬂ'&‘iﬂ%fﬁ °

1.1 FRZEENHE

RE 3 P sk ol B R M R IR AP e k1 R R R LR R H R A
LHETHEE BHEARGWEAN EFETASFL2ALCRLS SR TTFTHHAANL TIH
JRNE R o AR P HEYREITHER RGN ETRSAANREITH S X0
(Dm%?i%@Qmmﬂ mkkﬁ%$&i%%2ki%$’ﬂ%&ﬂ%é%
Fr & Fﬁﬁ%@ EHOF - ZRAE LR AR H 0 FIEAE KM
W H % R % A8 ik 4 (Hyperlink) » i 2 F T A5 o943k - EB/TH%R EE

oo B B é’J?fM’F

(2)E FE 4 (E-mail) 474 : B4 LS FEAMIY R E > RN E € 86 E T &
MR A RN A AERREOESENE 0 REAESAITHOE T EG > &4
W AT L% B T A 8 09 4 1k BR i & (Hyperlink) - AR RABE L 2§ T
AN A EsE AT B -

CVEERE  SRARBHOTH T BBRERFOIT > WEREREZH
BEF L HEHERAENE ARG LWEETHE

A ERERETHTX > FAGRLROREFSREEFEORALE  Ahd
AR REITH T K HREZRW B EK > 5T T8N 8HERKN G E SN e
THE  mERESHKOER ZE2LRAWT (1) KEVEBRELEERE  $X%8%
AR AEBRZEEZN SR OHAEECRETETHERKE - QRAHHFEEH
THREATREATE &ﬁ%%%#%aﬁ%#AMA"ﬁ%%ﬁ%*%ﬁ%%Fi
12 4F B M RR -

W EERINGRETH TR EEARE>AT 0 % B £# KX (Client-Server
h@@U%E ATH LR E—RERR BB RAESAL SRR ETH T
RTRSAERALBEGRANS  BAEZMEBE>FRIFY AL AL REDAEM
AEMESREARBEGRZREXR - HHBSHOAL > AFRGEFHHE > FEE T B
oy B 3R M 4T 44 (Disruptive Marketing) % X * &4 B AT LA MATHEE » 4o @ FH -
BAEEHEBPDA)ES > AXRAESALHREFX > A+ +EasERE
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SHHETARBLE  RSAZALOADFRMER > EFFRNRETH  RIERE
%%%&ﬂ%ﬁéw&ﬁ%WKME%éﬁém RIETHE T A 8] 0 A R
RoRERMES MmAERTE T @ LWRRIHEHHARERGELE R
BHEABTRETH  ERAETAFAAME—FERIER -

1.2 HREM

R RMATHREN T RG> BEECTAHFLAERITHHFIER
\ﬁ%ﬁ%%W%%*%ﬁ“Aﬁ% Fe AT 8 7k A B R B AT R S ATHHIE R

%%i**ﬁﬁﬁ%Tm%@ — SR RETFASAFOEE > R RPT
TAEE B Rk T

(DEKETEHEAE ZRETHARAMEARNETASRETHTAT  FF L HE%

& Fr g (Banner) s & FHG4RXREERBEL ST LR ARIE > Rt R

JERATE R B A AR e 4T 0 BT K K KT TG %%F THEER > B &
EAGRFEHAA— I+ +EE TRk FEGEEFANEZHE 0 R
EATAANBRE > HEHNETFEFLARENKR > FFATARIKE FEH
PN E) R AEATEEARA o

Q)RIT R EATHRE  BMFFTA BRI EREAORIE > S LH L4 KL
RETHFERMOETR v B — REGREHESED T o KR
RAwEE k% % AT # G 1456l B E & Redt o BARM R F
H AR 6 B P RBAG R EE R B KB TR R BT E -

(Dam%kﬁ&%&ﬁ B FREAABERBAE T T AELE  RFE
REREHZER S TABITERYIRE - MAERFFR T E N2 B2
60 AMARYE AR EFRE T F BT T AR ATORL LY EFTEThRE R
LRATE A HEREL > HIETAGRE LM T ARG ST XKk -

(Qzﬁﬁ%%%%%%%&ﬂﬁ%%%ﬁ%ﬁﬁ’k%@%%%%ﬁﬁﬁ%%%
ITH o LR RTERE RSN ELT ?i%%i%%% — Bk B R L
lkh%%%?&&xﬁa%mrm’ﬁ&$mm% BT ?ﬁﬁ%ﬁ
ZE R A M RS &/ﬁ%%&x@nﬁ%%%l%
HTARGHEZHARA R EREEREARGEZE

5 & @kﬁmﬂﬁkﬁ%’kﬂ*%ﬁ%Aﬂﬁﬁ%%xm%Bﬁ:ﬁ$W%
b BRAMBBEFTXAEZBEETENEREERRN F—Fd > AEEHREEH
{m&%kﬁéﬁ%iﬁ’%%%ﬁ%%%ﬁﬂ%ﬁ%#%ﬁﬁ$’E%%%
TR EZYBAZ - MAFRIRBEARBRFHE - EABREKEH - Ll H
MAGLEEHAEEHT I A AIBABREFTX - FEARE K whe
ARG BEART RS o B EB T T EHH NN R EITHZRE Wl
%%&%%#ﬁ%%ﬁ%%*%%’ﬁﬁﬁiﬁﬂ%‘ AT R R AR R0y Ty
HRR L — B E LR 0 SR B AT AT R R A -
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AKX ERHLZHMy o F M AARPEHRAIFZHHERRABATHALEZ
Bartering 48 Bl #F % © % — 3B 2R RF R HZ F LM - FZF 0B TAHAREZ A
GFEHMERETREF  LEOTETRBIERBERFR S FZBME -  RESRLLEH
33 B R AT R AR

2. MR AW

2.1 Disruptive Marketing 43 7 B35 5

o1k 7 22 2 #4% Clayton M. Christensen & " Innovator’s Dilemma | [6]— Z ¥ R 3%
Bl HIE 5 h mAE A 37 - — A2 % 4 (sustaining) £]#7 » — AT A IE M
(disruptive ) A3 « PR e AIF R EMR T LHBWAEASLSHBEE -
BHATHUME S FLT el - BORMAIIA AR ELHE - @A T
HOESRSIHEE  HRESRASHENRK  RESE AT @ FHEFEFZRILEK
Ry o WA ER  EAHCEMAIFREF > THWAE LR FRFEZ LS - F
REGHRYELST —EETRRA ¢ FEF T 5 A4 H 69 AR T % B 2 A
i A

W £ F# 3+ (dominant design) RIEPT A #EFH ELIFHEWBEY » FLED
Hoy s P F WAL BAR > B RE - A —BEFRERGOBAFE L - SEKF
FE RS —ZRARF AL L BN - AR ARBHE ORI T EFFHaLRA
T RAETHREEL  ITRAGFEFH > ERHTHGESIZE  BRLTEF
HPR BRI EMH ZHAR LGB - F- RO EFRTWAEALBEY L E A
BERFRORSAFHACHARREGE - AEYWAHRBETTREA I RARRE
Py B EFRTOIRE -

4 % ¥ Clayton M. Christensen 4% vA JF F R 6) BB A & A1 FT IR LR LB ER
AR B G0 B 78 P i R 0y A RT G BE 0 RRER AR KB BRI R e BT A — R AR 2
He) TSR AEATRA] AT — R0 EEBAAR YA £ E 3K A ¥ 0 Clayton M.
Christensen 4% B i — 5 R A & b 28 MBI R 2 M AL e o) A R BT - ey T R 48
BB AT AE F R MR EFR RS HBT A S LA E ey ar K %o
REGRARWMARNETERLEF, TR WA B TR EBRFFNBAMEBEY ERY
FEMGH S EERTHE POXLBAEL e 2HRAELEIEE BT
HRBPHEN  RAETRYEAMARL  flivn : BERZERARHNERLZRLAETT
BEBRATRFGEXERENZHE L - Bk > L HAE %09 & RER A
MEAR A B AT RI B GIE oy A FEIRIE - X BRMET - SRR E H AE A
HMERERE R T FH R EFR  EHPE— o) HRRROBELRE -

A #F % J# Clayton M. Christensen #43% 69 B3 M A #7# A » 328 7 A1 F WP2P 3%
BTHERARRIHGER AR EGHNETARARLS HF XN RFIEEmANBR » LEEHEFT
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HATEE T X > A RBEME GG HOR AT - ERSE - MEE MO BAR  E—F %
—EAH - RSk - ey 4744 (disruptive marketing ) o

Clayton M. Christensen #4% & " The Innovator's Solution: Creating and Sustaining
Successful Growth | — Z F[7] Bt —F % F] » B3 A ¥ (Disruptive Innovation) it
TREZERIFHASBBRABE MABIERA T HEHEHE @4 7
WESRBERTGOIIAE - BRI EARATDOENRGS - dAAELE
B E R ERATEE RS A #T3% Ak > AAE O E 0 m RS HRER B
A - BMAWAETSES FAGHTHEE L §HIOEF A BB YIKRE T 5
R T HERGEEE S RMF SRR LML " S #HMHH K, (asymmetric
motivation ) » g EZE AT HF AN T HE ML > 2L TR T FE N B - RIFEHK
LA o AT R4 B AR T4 (disruptive marketing) » BB E ARG F 6 0 AR
BAETY LA R S MEs - A A &2 # 25 (wireless Peer-to-Peer ) #9478 K &
REM BB EE R E—FEFDENTHAN  REXWRETHAAZ
FRAK ~ AT ARSI - ERAIERA TG F A ATHRE - AR M ey BT AL
Mo EBIHOEMATAZ B O - ARMHBBEMRTH Y  HEEXTATHERES LT E
#ABAZS

(1)'é-;t/\;],1v1- 4478 & (handheld device) 894745 3R » M AATEE A T it

TR 38 A SO REH -

(2)?&‘1‘\ ABBBETEARAERARLENGNTERTAGRYE - BRBEEHT L -
HHAFEATHE TR B RGTHZATHH LR HTRGES » M AR
WATAE R ATt N A @ B RE Ry VBB B R MR ER S AR AT R A
1S A B M AT A e AR R RS

(3)"""“49\?'1 RBEBEZIIBEARLE o EAGENM R IR LR

WHR B ARG AR - REQEIRTH TR MESRE SR &
&/ﬁﬁ%%%T%ﬁ ARRATH T XRBEEXATH LI T £98
0y & S0 E R T R TR R R R e A de A 0 W AF B AR R 60 A R e
HAE R H RN AR B LA RAMEME  BABIEMATH ORI HFME -

(AiEFE s B LRI AARARAANER  BBAH R ZAEMLEY R

%ﬁﬂ’kﬁﬁ%ﬁ%%i%{ﬁﬁﬁﬁ&m% EAT R PTFZHA - &

WP MR GRABATEEMEZ T ARG MRS 0 KA XA L Sensible
Barterlng o Sensible Bartering ¢ = AR HR A F 7 T F AR A ~ H1F A
HEF  RAKRRBOATRR S LML E THEF L AR AEEANMITE X
5% 18 B 0 % 3 64 7 7F - WP2P Sensible Bartering ¥4 il % ¢9R 5] /1 & K » 1T 5
BHATH WG ME S Koyt

(5)@ i BT R R BIBAE > SN G) BER A EITIH G - 2 8] &R MEAT 4
Z BBy o
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Bt 2B AT ey RAER AT R ANT KBSy £ RBIRK
FEXEAEST SRR ERE R ENRA T THERLRMET O EREFR
o G H F SRR R R YBLERRTE o

BB IERATHZAZAS KRB 1 AT T -

EE@/ ‘J,\!pn
c; cecens c;

i & or fEE » gl & or B

.- o

imism 8 pulEda=] =] s =1

R A R -

Bl B ...;in.en-;ibirlzlartﬂmr;!:.. Sinsible Bartering .
1 : Disruptive Marketing Process

Clayton M. Christensen #3245 8|37 F £ 5 & L K Bl 4t > $Wm%ﬁ%”%ﬁﬁ@
BARM L P RE T efMiTRRBRFE A THELERORBEBRE - BIiTHM
AT o e AT 4T BR IR 58 09 51 F 52

Mg — 8 ?¢ﬁﬁ7ﬂﬂéfﬁ%%%% Mol o F—EHERE
A FETHMA —CRENREETH > LA REBENARBRKYESEIR -
o 2P AP ERARERBEBEEAN A RRKYGAERER  A—ETHLE
CRHASCHOERREHE  BR—ERE B Py oBctsg - 2FR AR
BE (HARZLARGOWBEE) TRAEZETFTTHALEZZREGREMRE > £25%
BAGEE (HAESELRKNBE) REZXR DM - B P EENREL AL
FAEH Key 4l -
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| Ermme
| why
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2 IRIRIMERIFRIEEY

FoAHSRER  HBETHATHRAANT AR BOERAIAERS  HE R
B R SRR R BRI EIRELZILEERKNRERER o

2 PR S E & l;lh B A A b ERBEBEEIABMETHRFTRZYAR
BABALENAFEFOGHAEIFNAES  BAELSG T HHANEE > ABRIF
ey F 8 o

FoAAM AR R AR T AR A BT E ] o M AE R HI S
BE LT HMRERERSOEERITHAESIE - GHMEAIEIRAEFLEY
B R oA RE R FFE S o RRAIF Ao TR - AEFMAI IR
B¥ o mRETFAATIGEGE > BEAETHRRESGHME » T LKA T §H I
AL LR AT BR A Wt > T AR R E R T A B -

HMOEMAHERRAEZERIFOESRLBBRABE > MTHOERA Ty fhETH
Bogfeb o PREYAESRBERTSOHIMEE - HAR I ELHATARR » 4
MR HTHE AR ARG TR BT ABFRAIORA T - AT L AR
W o A2 R R OHIE MR S AT R AFELEZTF - KABHKOBME - KFF M
REZ TR GITHTFERACLHIEMATS  EFR S REITHERY AZHE £
fBA » FARRAGITH TR - WREFTIHGAETLSE - AB 2 KRR - BOIEHEATS 4 R
BOEMAFT A A ABAERETWITH TR EBEETRATOHKEN &K
BEHERRERDRGERRSG  mAESRGHE TR LREENFERETF -T2
#] F WP2P Sensible Bartering i 47 474Y » & & 478 % EL %t}ii%‘ VA R AR B 4T
e R BRAGERAERE  RATHEFRMNELR ARBEBRE T -

H#AEBYRERAE ?

B E R B ORI A BT AR E G R AER A RHsE 0 SRl (DERE
REREF T ERUA TR ZEETHR FREIME - RREGFH FT o
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PRI ERFRY ARG FERERNZANARBEOLG SR ABFTA
EFCBRTRATEANR > RTREMABRZERG T - QBEESHKESMEE R TR
BRI - EAREELTRGERT » BMELABESMEMAE R  BRAER T WER
B FEHRIROSZUMBAES  EF RS AGMERRARRK MHREKKE
FLHERG  AHETARGBE S FAMBERER S EF - PTEIRHEE -
B)EEAESRF BRI LFEAE EAESEEASEFHE A 25 EF -
LEAEEHEF  MALE  REB/OACHBZIEE  WAKHRBEZZ — - (4)
BIBAESRAETAHOBMMAL M LEHEEEGIHES > AHGEER - AR
ARG TFE » — 2O A AT @M - TR A R RAE4T — 18335 6 R
&R e

B GAIEN AP Rs — 4 BB BRI T IHEE o @A
RAGREMEEESOMEFRTER L@ TTROLZESEZEZRET P oy@se
WA S RAEE RIBAGPTA BAL o Flde » IBM Ao A0 TG A R R MOR TS M
WMBREEZGOER  BARFSHERRARGEAR  CENHEEIRLT — A
% ABFTA ESRARSAZHWEMER T o RMATARERR S FERNLE ST R
B > TRAI B RATZHE SR - iwE SR ELE  FHEERRRT - EHKiE—F
HE > A RAREARX S FE THREAHFER AL - B A P55 371 57 B & 69 A%
A @ o

2.2 Bartering Model

Bartering £ R[5, 15|44k & 05 2 o4 AR A ALBE M Z AR o FR ML H R R A & — 1@
S X3 H 335 (cooperative computing environment ) » 2% Bl {E 8244 A T oY A R F2 4t
Bk RREB)FTHRBEIGE R > A BEARES S0 5FTHRFLF ARG
HATHER  ZBRAAKNFHE 2R FHE SV ERFEAAHIE S Ve credits - A
& FERRTFE S U REORIE - A E R R A% Bartering Model &9 52
HARF o R B A G G R A HE A CTHEA LR EZGRE R T
AR 0 PR AT A TR 69 R & # 5 F) & 0 5w F) Bartering Model ¥ credits #) #&
— %k > " — 1 F] 89 & Bartering Model F| A 15 = 69 & $AR F] — 42 4 R & credits » M H,
BRG] RIREE T HBRERCRBEEI HH W -

Bartering Model 6 F7 H 41 % Fl i LA WmAE A & @ Bp 59134 T A ) A 4 A A6 JE 3
M EERAER G ERMOFF R ARG B 6 peer L L H R AEA &+ 1A
BCHmAMAN (BEL) RB-HFFO TR CHEEF ) SRHAT AL T RGEXS
4 Bartering Model #) % /R 4 2 #EA 5 % — % & ° 4t Bartering Model W £ % ey 454 4
A 5 o F A% 0 dfe WP2P 3835 % » 30478 % & (handheld device ) {# #]/1%
B2 — PSR B A BP & AR AY - F L3R 0 A b Bartering Model 2 WP2P 3% 3% % 4 3R
RGBS —B R G AR SH > &£ WP2P 3R3E T » 7% % & (handheld device )
RBMER > XHBETHE > O@AN EEAZFATFEHRIIARETR W REA
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XA #AT 2% (monetary) HEHF X MHBREFROXHAL - 5 —F @ #Hb%
A AR A TR A RZ B ARINERE R Fidb %mﬁa%ﬁiﬁﬁn
718 % (coupon) X A24k » #]F peer M A B A A AR LG ARAY T X » T ELHF A
A M ik 4RIk > 2% R 0 B 3k Bartering Model & A R 2 @& HE X - B L AT RIK
4T " Bartering ;| A AARHLA N L o

Peer-to-Peer 44 Bartering vy =18 4 5% 41 5%, -

(H)&E k4% F . %% Resource Description Language 3% peer #% it 4 #%q'itﬁﬂi/\§é§
R b Bartering X ATe9 A R KT S » EA K (local) 89 F R AL IZ %

(remote) FR#EITR 5 » B — 1875 F Al £ &% # Query Language 5}"\&”7 peer &
iﬂi%& \ R e E R o AR F AR F i (resource description) #4542 5 & peer
J& % € B ¥ A b coupon ( {coupon description, to A} ) » 418 peer ¥ § THA =
;r? AAE ] B 35 #i A coupon description AL AL » 5 FAF I B BB E Aa T ey LAk
peer F £ SEH 4 peer HEE Z WA AN EAM T AIRMA - RKIARZIETREN
(resource query) #% f & peer &4 € A& Koy coupon ( {requested coupon
description, to A} ) o &8 peer ¥ & T 5 KX A A ] £ 7 demand coupon
description 4L 42 - H: FAF S G HOR Z A8 v 04 1 peer F E 0 3R A8 peer £F
snE K peer 89 FE LA AN K o AFF %2 coupon description 3% 1 OWL[17]x 4=
BB T RA o H S RFE R A R L A3 5 %] A push #2 pull & £ Bartering
BXRET -

QERE UM A 22 BRHEA & T @€ peer £ b MAsgm BEHR G TR
tickets » A X 5 Koy peer RBHE TR - KM RAFRAL » T4 AR B M
LIERAMORRGEAE  BIAFRAB T AL LAYy 22 H

(@%ix%ﬁé#hnx%ﬁéﬁvﬁ%#ﬁ%x%%%mﬁwﬁ%%%‘Ema
5 3By [ P2P TIT FOR TAT | [16] %5 K S ik £ RS HEA L peer
E—EENIHITAEE  FEREFTRFRTARRLS » LB (reward) L4
ﬂ(mmm)ﬁ%R@ﬂT*@éﬁi%ﬁ’ﬁ%’%i%m%%@%p%mﬁ
R G4tk 28 £ 4% (history ) de b — RPFP AR B EF IR 5175 > £k
FFHAT LWL 0 & TR P2PTIT FOR TAT %X 5 Rws £ A8 4E T 358 » R KT WA
PR L AE & R BLRAT 0y peer» B RAF R B ey peer 2 F X HFH R R LR
%k 3 peer MK 5 TR AT A A 09 7T Atk do JLBP B3 v peer Ml 895 5 B o
MAERFARGERI G FER > ATH LRI HITLUEL  EERAISHN
RARFHANETARAGEEAHEERBE L EABEAR—ZIHR AAR 5B
AP AN 7 EEAERBLA LN T A RBEARBRGER > R ETRER
MR GiTH -
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3. Bt R T ik

e WP2P 335 > peer £HEITA RN G A €HF E— TRy RA F > FF peer Af
J 0 M B~ AR A 6938 e B peer ¥ peer M 77 e 0 B &y Bl R SLARBE B AR AR @R E B kAR
ARG ER - MAEREHE AL RAUMABELBEI S A RGONENE
E opeer BEHRBMOVI  BITREIGHRR > BHRAORXFFTXAEH B AL peer
BZERBAGEERARERAFTNFE > M A ARG G HRIK i peer K
BRRR G HAEFH T AREE W%HWT/%\RK@’iﬁ%%%\ﬂﬂ”’
EERA TR GHEAR T ER R HE T E R mE R E—F AR HEX
HERAEL ARG EIZ — -

¥eE o BOEMAT4S (Disruptive marketing) #) R EME 4500 RS T4 H Kk
Mo BATES A RBRETH  HABCBRELETRNAZERRR S ML T HRR
Loy FIRR S A 0 ABF 4% — 18 Bartering Framework & =18 & A & g4 A
(Bartering Pattern ) » 1 ¥ A # T HEW F AR S ARG T2 =B E 2 dmb > FPE3
R A B4 & ~ peer P e 1 BL 0 K AR 1A A & peer B MR 00 44 0 BB RS AL TR
AR AETRERAREZRASAFZR - M =MBE 2 HHA (Cost pattern » Value pattern
1 Social pattern ) 77 R A =B B A (AR E R EH LT RA TR HER)-

B 3 A%MEFRGERARZHETER - KIMSAHEEAHFELY - LITE Y
ST PR A TR 0 FRAE 0 T A IRIR S I H &ﬁa@x%%ﬁﬂ’ R 1A AT AREE
RPEARABERHGRME - B 4NAERARIHEAHE IBEERHHAGTER - g
FIEIT R R GRS 3.2 B 3.3 B P Bl o

Disruptive Marketing

wpPp2p

BT UECREE T B Aa

5= =

ZZ BB

S ==

WFSEER SR

B 3: AMEERAREREE
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Cost Pattern : -
& prEisiit )
:> Value Pattern
St
B4 AMELSENESEEHRRNTIER
3.0 BinER

$%%ﬁﬁCmmM%OmMMmﬁ%ﬁ@%%m%’&m%%ﬁ%&%’m%
BRI A AR TR AARSGEAMAEREEET R MEARKRA B
Ry ik o R BEMATA 00 B 8 o f b 2] B AR 4% 9 Bl BE M AT AE AR M 08 P B e
% 1:

&= 1 IR ITH R ERITHAV SR LS

AIEMATEY | 1R GRATH
A oA, =
AR U 3k E e i
Fimm = 3
E R TSRS | BHEg

EARFRAR > ARG BRBEY - HTEHNAELTARGERNZ S AEEGBR R
BBk FPRAENE AR ARG BRI M EHEITE AN RS (Bartering) -
7 3% % Barter Framework & X B a9 A = 77 » A b b U %@ % L dfeey — it h » 32
B2 L AR RECLER  BITARARARTN=ZBEEIRZEARY
A
® WRARAKRMPEGRY ARIHTERELEBILH KRG L  SHEIHIT LY

ko RAAAKEE K32% (FIRO Theory of Needs) [18] 432 3 & i #F

3 PP 2 % William Schutz [18]2 35 h AR T &% S B fode 4 5 AR E K ;
w R PTIE L B AR B fTHE » P EZHEFTHARTEREART -

B FoyF K (Need for Affection) : Rk —BARERBETTHBE -

B 7B E K (Need for Inclusion) : 357 E FANFIABE Py EZE -

B 34 E K (Need for Control ) @ 77 & T £ 2 ABSRBIAE | 69 AT % 2 o %

GARFHEE -

A#E 58 4% 89 Social Pattern 4z & TRy =4 F £ o & Social Pattern ¥ -

RATE BB R AT R Hoy = ﬁi%%kw*$ £ 343 ¥ At Social

Pattern -

Z 3
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& ARGBERY RHEFTHMAEBERX-—EAFRHBACTAHAMNIZER  BHY
B3R ATIR T » A#F 5 A 4L € % #% 32 3% (Social Exchange Theory) 43 8 & /& % 5
T4 ¢
John w. Thibaut #= Harold H.Kelley & £] X 3 #%[8] > R & M4 T #H & 2o T3

0 R B A AR AR 04 3 R ARR AR o IREH A BMCGRAH T ERER - Fl e dF ey KT

BRKBREREERF  HARBAHBBELGREEF T AR TOBEROENTH AR E

B oo MRy SR E S KA K 2 K Outcome & = 5 A #F 2] a9l - CL

(comparison level ) %4+ % 894X 4§ » CLalt ( comparison level of alternatives ) & ¥ &%
oy A LB 1E o 454 > 47CLalt > Outcome > CL”#4 ¥ » X 5 4845 3 04 481 % 50 4F

BB ARABR —ETHEORBEELTHKRE  BAH L CHRE S H8K

o 73 £ (“Satisfying, Unstable, Happier elsewhere”) o
AR %3 48y Cost Pattern ¥ Value Pattern Bp 5% ¥t & X3 M 432 L oy ¥ 26 - £ 48 ¥

oA AR + BB H RS -

2\% 2 : Six Relational Typologies (& # % & : Interpersonal Communication: The Social Exchange Approach [8])

Relative Value of Outcome, CL, CLalt State of the Relationship
Outcome > CL > CLalt Satisfying, Stable, Dependent
Outcome > CLalt > CL Satisfying, Stable, Nondependent
CLalt > CL > Outcome Not satisfying, Break relationship, Happy
elsewhere
CLalt > Outcome > CL Satisfying, Unstable, Happier elsewhere

Not satisfying, Break relationship, Continue

CL > CLalt > Outcome
unhappy

Highly unsatisfying, Can’t break away,
Dependent and unhappy
& bR —MEY  KMFTFEFEFNERY - BBRAERN R HHERMEA

HEZGEEFTANTFURY AT AARTELHNTA X HITLE

ITRIEAREE AN ROREHHR » KM HELER L F®H (Social

Learning Theory ) 2K H :

Bandura eyA@ 2 F KB RALBRE T Rt LR AGER - § —MEA
B B —AEAT A AR R R RER AR RAZIT L ABRIEF ] AT
Bk RATIT B A OB RE A — R R R AN A S b e —
BOAFRME » 2 H MR BB B ST AR AR R R ERIRE WA T R AT
(1] -

CL > Outcome > CLalt




46 SNEESR FT0O8 F—H

%k%x%kﬁ%“@’iﬁ””%Tuﬁx%ﬁ%%ﬁiﬁﬂkﬁk%kA%
XEFE RGBAREE P RGBEEHRGSEE - M HTAHE
Social ~ Cost » Value pattern ’ ;1%1\{—;2:\ & pattern 49 X 5 BBy 0 LBLH R B E
AN 0 EE T RA NIkl ik FARYE -

3.2 EMBERE

AR EME MBI A RBLELEHE  RTRE —BE ST AR ST @R LR
Mo BBLF BB BB TABTAFEDGRETLH L EREHR P ER SR
#4ETHHNNABATEH K E (handheld device) #HH # * MATH K EHA £ 09 A
GRAIT AR —BEE T T RBETERLT A RBREE > L EEAREHRGTHE
E%ﬁ%wiﬁ‘*@maﬁﬁ’&@mm%ﬁﬁﬁﬁﬂ%&&@@ﬁ’E5%%?

AR EHZ TETE
Message source@
|b \
Receiver/Delivery peer g E
gy e

SN SN
el B W

5: B HELEE
WL A RATE W B L ey 8] L 8 B (Message source ) * # R 8Y E
L R AFAE B AR IR F] SL 2 peer 0 B & peer Ml Z AR L NIRRT S HAE R

8 — 12+ +1EBE O F X > 12K B pui@ & P oy — 18 peer > peer M 49 F R
1& 4% Cost pattern » Value pattern »A % Social pattern & it 4T o

5)**

)
&Fﬂn\%

= =
\;dmcm

3.3 BX51EE ( The Bartering Framework )

3.3.1 & S &Rt = ( The Bartering Universe )

JE b sk & & AFF %0y Barter Universe B={P. 1, ¢, R, Sd, St} » P={Pi,i=1, ...., m}
Lpeer Y& I={l,j=1,....n}5XHHEAREES mE—EEARLHRAS
RW%& @mm%@m%&m&&A%fﬂz FEHT E LW ME(mxn)ey4E k- 7

TR & — BB & PiA [ sk dnF Al Rij>0: 48R 6 - 4w R Pi sk Tj
WRWW %%%MT X G L BIHEFRIj=0; B SISty RT AL BT
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% F IB B F AT PR AL B

*“&m

B (Pl &PIoTER) WRREHREE (BH40R) it
ZREEH (Bl b 04)-

BEREATBRRIH 2 T Tij & Pi TG E RN L oy & Z - B — K4 : demander
peer & B3 iF4E4T T3k A JE , X coupon o JbBF [j= T3k JE coupon v HEIFH 54
% A JE coupon VAME & WL A0y R iE 9  Jb ¥ demander peer 8§ Rij= -5 0 & 3 —
coupon owner peer i H | B E A FiEk o BRI ) X =ML R AL X coupon - [E
ZEMBERRG > T REXHE > RTRADARFA3 -

T w7850 R AT W ABMEH -

R PidEA sk 80 < Tij < Rij;dm PizaskiAlj-a0 = Tij = Rij-

Imi=lTij =0k 7 E—@AR ] > BB B MBAOREFARF - MAH AR
48 (total) : total(T) = 1/2 ¥ ni=1 ¥ mj=1|Tjj| -

R B NMATAE B AR R 4 coupon B R RRALEE LR HE 2
coupon > EALAE R H G R T ANER > FIRRAAX S THAEML T > K

ﬂiTﬁ%Zﬂikxgygéﬁﬂik’“'Rx% 4 (maximal trade set) T o
VAT & —183EF ey F 7%‘}@ — A& A E ) F M Maximal trade set T :
1= T"ikAJE coupon -’ Pl = rdemanderpeelu »RI11= "-5,>P2= T owner peer -’

R21= T3 o B¥#FEL K :0 = T1l = R11#20 < T21 < R21 B 0 = T1l =
S50 =T21 =3 P XTIAT21=0 FIAARELER) HEERSHMIRT > F
%1 T11 =-3 » T21 =3 » % 4% % Maximal information trade set T = % 5 & % 3 -

4t maximal trade set X 2 R 5 X B AR T » peer # H RBELA ARG\ F IR H+
B A AR AR W F  peer BT e 1 B aY H AR LA B peer M BAR 69 44 0 AR AE R AT
SATFRAMFRBERAL S 7 o 52 0 £ A5 R ¥ Bartering Pattern § &y =18
# sk (Cost Pattern ~ Value Pattern ~ Social Pattern) » ) b = 18 4% dg 3% 4405 3k %5
SF R B LA A AR SR G (Peer Utility) o

3.4 The Peer Utility {EEEF 35T

LT HFRRFEAFRAZIRAT AL 7K AT AR @R FH R E peer
utility o K& 4§12 — /4 peer utility = %41 % (Cost Pattern - Value Pattern + Social
Pattern ) - i% i® gk = 1@ utility pattern 1% 89 3% & » Bp 7] 3+ H & peer utility 2 {& » TR
5 F & & BARYE peer utility A2 A RBOR HHRRER -

DR EARINAELCEFPAAVETHEREEN » BRABMTE— TR HHERTH - & ER
RHEFEXHAERE  BATHAEINSEHRCERT /-
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3.4.1 Cost Pattern B 5 &8

Cost Pattern 535 B &

RN ATHEF O RBLEBOIF G REEMEGERREAT » X H 4 &R
% #EZ o Bp2 e Outcome > CL #9450 F » R 5 4 € s = » M cost pattern 3% ]
RAR AR HHH K ERAXEEHFE AR S ™R Z coupon » fEA R AL A B
I A s 64 B R 92 35 A Ak K KA B AT B TR A 69 coupon » L BT 8 LA AUE ST
5 » Costpattern Asb it - B 6 AR BHTERE -

context

f f |
Time Location Activity Preference
time distance kind type
weight weight Btime

6 BN HIBREE

BT AN — — 44 & Costpattern P g8l £ B XA HHEBLA £ o

— ~ Activity

EEEER L Sl peer TAX T AT B AT F KL ABBEAARSHNE
BAERE WA EE s> B A B -C D-E R BEHMAERE EHegRMAAEI- (3
PR TEHXERF AKX XY i 8%k X & —18 class» Y B & class % property ;
# K& X[Y]H » X & — function * Y & function = % ¥4 - )

#< 3 Activity |E1E X E5

® Activitykind =4 RTRRES > AARERLERAAESLNBEAL > #lde : RE
Ao RAFERNRFS -

® Activity.kind =B R TP ES > AREREPE MO E BIRE > flde : EF
AS o MM EREE

® Activity.kind = C &7 LY KAFERE LIARE Ry MR L Flde 0 LI
B RERABR &R S ARFF -

® Activitykind = D kT LR BRFRBEZAFTRAGMAMAL » flde + XA
Esm o RATAEMEFFE -

® Activitykind =E R TRAENZ BAFRAEBKABHOA R ol R g H0
WABAS  BRITEAETSE -
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— ~ Preference

BEAFeY A £ opeer TR T A T EMFE AR Al EFOEREKRE R >
EAITF By bnf; A4 opeer T X EREHEARAR LN - k435N
B Preference 1535 H % o

7% 4 : Preference (515X &R0

type

®  Preference.type =A kT H K" R AAM 0 E % F IR Blde B AERA IR K
FEHERANEFSF -

®  Preference.type =B R HER TR A6 A S E R Blde @ &AL IR0 R
ERAA R REANESF -

®  Preference.type = C kT FK "M |, A AR AR > o I BoyslE
EEER S RAEARBEENES -

®  Preference.type = D f{d‘ﬁ%/‘ﬁ T AR A R AR > Bl @ R BIEE GRS
I RIEHE A MEF

®  Preference.type = E %’zn /Krﬁﬁaﬁaé@éwf’ﬂ Blde : FERETR
B RERRESF

®  Preference.type =F RFHK T4 MM E R AR Blde  RBESEER
Mo RFHLEOTRFF -

Btime

®  Preference.Btime % EMRAF A AR 5 o9 M o flde 1 1200-1600 » & T4 F 4 12
TEE| T ss A A MR BN RN R SRR S e R A -

\

%

= ~ Time

R B E 3 & o R R peer B9 FT A MLE] B S E B M FAL TR > & T
EEAR G FERAGAALERFIHGH L FEARAY LA E - peer FRZH—
18 & 36 K 3AAR » o peer 42 E B B og3 Kk #8FM (time) *» HE F KXok 5 H%‘f'fﬁ
T F R B (weight) ARE RN F TR ZAREZE > RS HRAAEMOERE £ i
B o

£ 5 Time 518X =50

Time
® Timetime: i & LM A B YA i T agnFm -
Example : % Time.time 3 € & 45> kT2 B B o430 FE BRI & 45 545050 -
weight
® Time.weight : peer ¥} 0¥ M by & AL HE & 4
Example : Time.weight = 0.55° &k =4 & & 55% > st 05 M 4 & 92 96 g 04 42 F 48w >
#4% 100% -

2 AT R KRAE & KA A EIE A sensor BF 0 A 4 T i 18 agent Bp B4 8] K peer 6945 F o BPT#e i B
HHFRTHER > TUARKBATATHFMZE
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~ Location

WEAIEEE E » R TH peer (YFTEME] B oM T B0 ERE - FlAkey 0 A TR
ARG FERaBFERFIHH L T f%x%iﬁA$ peer & & T A —MEA
Sn A AL 0 Wy peer B EHLE| B a8y Kk #9354k (distance) *» ZR F XAk 6 HEHR
Foy M FE (weight) BREAF EREAREZL R OBRARRBRIEFER £t
Bl o

R 6 : Location [F1Z X =57E8

distance
® [ocation.distance : | iE & W6 B 69 M PT F o B B o
Example : % Location.distance 3% € & 230 &k 73| 3| B oy ¥ ey gp g & 230 N R -
weight
® Location.weight : peer ¥t FE oy T T H o
Example : Location.distance = 0.45 » &k T4 & & 45% > I a4 E M aF M oy &
A8 7m2& 100% -

Cost Pattern = H i A E

JE 3B T VA J—_VB #& Cost pattern &4 % 3 3L & A % 1% > peer #2 peer M]3k T vA4& 4% Cost
pattern 893 B BAT B MR T RBARBRANTHE > ok 7 -

< 7 : Cost calculate process

Cost calculate process :
Cost = (Time.time / St) * Time.weight + ( Location.distance / Sd) * Location.weight

3.4.2 Value Pattern Bz 5 1E 8

Value Pattern F A E K oy A $r 4

(1)Convenience: & #] M8y » R B¥ A /7% % & (handheld device ) » 4o : PDA -
FMEL S BPIEE AR (anytime )~ /£4T3 8 (anywhere) JiF A
Bt & & o A 3R 2 )Sc’hﬂ‘z'ﬁ» flde £ K B35 % B0 BT R & & 693718 4~ 1 PDA
PP o] 2 e IR AF

(2)Emergency: &4 E Koy B 0 ARFFETAKRRAT  TREARLEETHEI L
W F A TG E RO E AR S - 1?' de o AR KGR B FEK
HoE E R £ — S EMG T AR A A - RBIRAFEMIEE T -

POET R AR F R A EIRIE % sensor BF 0 £ 4 T 1518 agent Bp I AR] & peer 942 F 0 Bp T L i B
HHZIBHE S TARNKEBATATIFMEZE
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(3)Accessibility: 5 £ 34f ~ HHReG Ik - KA FAME > LHHIFM > 2
B PRARARAK o e ¢ R A PRI R B Lo HERBMEFRNEAN
AR F A A P BP T B R

(4)Selection: ” & By IF M e Fy 4% HA T MY A HEIFME - W ST RRA
Oy B] R B ITAE A o de L RE EIFTIATARZ T R P A ob 48 B F Ak
KA BERLBYERAREL - FEATAZTMEALI - A& ABETA
By R Boe il R R IRAF o

Value Pattern #1469 %X 5 & 84E 2B 5

oA LR B R E KR & BIEEA (Value Pattern ) 2 4% 1 £ 2 w4
TRERARE LT > peer (9 ERFRF BRI ERGEAEFAA ZE - ATH
FIR v AEF A RE RGBT OELER ik 8 BT T ©

xR 8 BEENLC R EMEBELIES

WA AT R HAR o R AR
Convenience time = location > activity = preference
Emergency time > location = activity = preference
Accessibility activity > time = location = preference
Selection preference > time = location = activity

Value Pattern S X H A2 5

A7 & 3% 2] » Value pattern 6§ £ % F 49 &3k peer R TR R T » & &4 peer
AR G ATHEIFZARME  FTALE MBI TR WA EE > TRARE Ko%K
mERFERL G EREARBRABRD  REXLETRE LG FTEES  TAFE S
% F peer HARX HMBMASIE BEAS  IHZKELCR KRIMFALIHIERERZ S
peer % bartering probability (bp) » i &3 & 9E A/ R L bl e Sk T - 248
MR FLEAGAERARIGU AT BHEFEwk 9 ARG HEHEXD &
Outcome > CL B » ¢ § 4 & & 5> Satisfying & Stable » B A % peer & R I35 69 &4 1
BARAEFETE A G #E K bp A& X - LK & Outcome AKX
CL A4y » R bartering LA # E 3| TR 5 # 549 bp 14 » Value pattern s £ 4%
demander % bp ¥ neighbor = bp da ey > ML ALMMEA S T A H OB EM -

YR P A A2 M B E AR B A 7S AR IE Value Pattern B E Ry wAH M2 B EBRERR bl HAEA
M E 4% (convenience) Z EM » NAFEARAATHE B EAEMEFR (time) ~ fE{73 8 (location) H4F
BLAEASAN &#Mﬁ # o Ebifr (time) #3b 2 (location) A BB XF & 0 @& H(activity) L £ 47
(preference) i & £ X
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% 9 : Value pattern automation decision algorithm

Function Automation-Decision (demander.bp, neighbor.bp)
Input:
bp[demander] /* demander’s bartering probability */
bp[neighbor] /* neighbor’s bartering probability */
Begin
ABR = bp[demander]* bp[neighbor] /* automated bartering rate  */
End

3.4.3 Social Pattern &3z &8
Social pattern ¥ B 1% ¢4 & 5T i% #® Relationship Table & 2% & * & #l4n & 10 o

< 10 : Social pattern relationship setting

Relationship setting example :

Relationship[Family] = [Jacky, Jason] /*% % & family & group /A ¥ & sk B */
Relationship[Colleague] = [Alan, Joan, Joseph] /* & - 7 college #9 group N H W & mk 8 */
Relationship[Friends] = [Peter, Mary] /* % = f& friends &4 group W H W % &k B */

Social Pattern & 42 & # X,
f 3% & %F Relationship Table 6y B 15 & £ 2 1% » WRBEFT XAAw K 11 -

#Z< 11 : Social pattern multiple receivers process

Social pattern delivery process :

1. peer A delivers coupons to a designated group:
{group:Relationship[group name], coupon description, from A}

2.  Group receive the message, each member of the group decides either to receive the
coupon or to reject it and then sends to A a confirmation message t:
{A, coupon description, from member of Relationship[group name]}

3. peer A receives the family member’s confirm message and then records the message
to message table:
msg = {Coupon description, Relationship[group name]: member of Relationship[group
name] }
then peer A sends the coupon to Relationship[group name]:
{msg, [coupon]}

4. family member send back the acknowledgement to A:
{A, receipt, from member of Relationship[group name]}

Social Pattern Relationship Degree Setting

Al & 3% € % Relationship Table % & 7 3% hv & A2 4E 69 /@ AL » @ Relationship
Degree (RD) BIZ AAR 5 FE LERALK BB R 5 H E4 8 - 18 F H RN LM%
RERZZE RD  ELABAAR SRR TR GEZA > THEEHAFHFD T HEY
AL F kR 3 & AR § 2 & 4 Social pattern 42 » 4§ A B Bl 44 f w4 € & =18 group
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89 & 48 > & % & Family » Colleague - Friends » ¥ &8 group A # A% 69 RD {i4m %k 12
B

[

7= 12 . RD default value

RD[ Relationship[Family] ] = 0.8

RD[ Relationship[Colleague] ] = 0.5

RD[ Relationship[Friends] ] = 0.3

RD ~UJ[0,1] /* 2 %k #|# Relationship table 8] RD default value % 0*/

3.5 The Barter Matching Process BilE ¥ 1EFF

Matching Rule ¥ H 5 &
Je 4 1% peer utility 49 =18 pattern 3+ H 4% KA HEARE AL RA AT H
utility 15 » B $ F 3% 5 5% 4244 Barter Value (BV) « BV (a6 & » 6 — — a8l o
G sk ek AE B &4 Cost pattern 891 AR T BT T AL H oY BIE ¢
/*1.7% & &9 | B Check Activity.kind : */
BV =1, /*¥*BV default {&*/

If (demander.Activity.kind not null) and (demander.Activity.kind <> neighbor.Activity.kind)
then {BV =0}

/*2. E%F & | B Check Preference.type : */

If (demander.Preference.type not null) and (demander.Preference.type <> neighbor.
Preference.type)
then {BV =0}

/*3.%% B B M &9 H] B Check Preference.Btime : */

If (demander.Preference.Btime not null) and (demander.Preference.Btime not matching)
then {BV =0}

/*4 3t & cost, value, social pattern &4 utility value (ul ) : */

| ul = 1-Cost; /*cost pattern*/ u2 = ABR; /*value pattern*/ u3 = RD; /*social pattern*/ |
/*5.3+ & BV*/

wl = (1/3); [*ul e44% & default {4 » HALLT 48 A FT3% 2/
w2 = (1/3); [*u2 ey A% & default {4 » WAL T 48 A FT3% 2/
w3 = (1/3); /*u3 whHEF default 15 - AT 46 7 F B AT3% 52 %/

if (BV <> 0) then {BV = wl*ul + w2*u2 + w3*u3}
/*6.mathcing result (MR ) */
if (0 <=BV) and (BV <= 0.33) then

MR = Low

elseif (0.34 <= BV) and (BV <= 0.66) then
MR = Medium

else

MR = High;
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3.5.2 Learning Process H A £E

EHEMRERE  FARARXGFEARK M T HERRBLOERN T A FTHK
REXGWHHEZ > RAXGAHRMADILNRY - RACKHERAL R RBREHEY
#2 ;- (Learning process ) 56%7“* FERFST ERBU ARG AT ARGEALS

F & ARG A By g

User Decision Making & A f¢ # 2 5 i 4%

BRARXG FEAANRHERH =4 : Low > Medium ~ High » 254% % 2 5 4k &
EE RN R Y £ Wﬁﬁ%%H@WHMﬂ°W?%@Q%&“ﬂx%%%
1E : Medium RB|EE# 5 5 Low Al R#ETR S - SEAFXHRERXTEFH IR
B AAARBEIGERFERNFERRSE  TERAZREOR G ERLAT AR
& # 4T Learning Process * #§ 4 R0k E1F TR A 4 h && R 09IR¥E o

Inference Process A ABMH L H 5 ik

LA FZRGRBRRRTETF ISR AARRERHZERBEREZERR
o FTHRESZRERYENRIE  BA S L 0FEER (Multlple Regression Model)
RFAR R ZIMEAZ I HEA « B4 FEALAAHIHRE - REFEHEA %EE
(confirmation)Z 42 /& - B & & A %‘%?&é’@?%iaﬁéiiﬁ%%%ikﬂ% AR %
@ fF A A (Multiple Regression Model ) k16 E x4 F %2 X HAEA o

# % % > Learning Process 04k H X AN & T & & %4 H & 69 =18 pattern Z utility
value ul ~u2 u3 AFAREHE  MEAFHARERY (1: X5 0: xR 5) &
vvvvvv SR M AR peer MEAEMTHI A MR HOIBFIE > M A% E A ul ~u2 > ul
BRBERNFEHRRERRETR  ARNSRARDERNELIATHEELEA ¢

Y =w0+wl’ul + w2’u2 + w3’u3

Z 3 ¥ i & % regression coefficients (w0’, wl’, w2’, w3”) UJH}:E;Q%EE&’J

7 TR Jﬁﬂ FEAIGUERREE - REERL s L EFGELY AL
BRL G0 RRTARN E AAEAE - AZE] — AT~ A FHAFEY TR -

4. TErFt Ly

AR T2 Ak WP2P 3835 F peer #L peer 2 H @ &b K TR itk
i » R 3%k Disruptive Marketing B 4% » B b A EREH Y BAZZ AT HF HFHEAw T 4
BEZFA (1) BORMEATHAFERR AT 2 (2) BIRMEATH AT EIER A BAR?
() HAR G AR F AL 2 (4) TR Ty ik Z H B M B E Lo AT 2



EARRIE T BRI GIEENRZRUMA 55

x

Friendly User Interface
v v A
Information Exchange Module Utility-base matchmaking
(explicit) (implicit)
User Profile ™ Cost
Profile-base -+ Caleulation
matchmaking ( }
Value Social
Domain  —p Caleulation CRIERcn
Ontology = -~
\—' Discovery —/
Communication Gateway
A ] i_] A | A |
Reguest ) ) K] Ly
Information
=

Peer

7 E M%ﬁ‘ ;K*%

ERITERERAAZIN  ANBAHRERUALKEM (B 7 A7) K5
RAR IXTA FEEATHRARRMBTAE - A RAKREMT EAXFEITEARISA
WmAEF R H—F A A T8y A AL S %18 Information Exchange Module $2 1 4 peer
BITEARG F_RAERAHERBEZILZHKH A H S 5 X £ Utility-Based
Matchmaking Module » % #:4&#% Cost ~ Value » Social A2 3t H » R X H = peer
Voay R K I AT B B R G IAE

TR EREMG
REBRZAEFES TR AT AEEGEZRE L LR AR K EEENME

BLPTA A E P BOK ] A B B ERGR S ;}g N Y Y ETE ST
BORMEAT8H 2 B AR AR A 3 2 F 3 R R ek e AR MR o A Sy B AR BRI AR 0%
REMGEF  FFRXAAIHERAAN R r @ AFTHRAM IXTA F
& v AT A Stk Peer ¥ Peer Ml X H AR % 83 & peer group RAEE B AT B X
BEaL S 0 B RSAFAEM P X peer 3 0 i 18 K B of B W SHIE RGP A5 A A K 7 K
TRk 2 E o @R ¥ 2 peer group MPPRALE B T A BRI - F AR
M M & A S > ffe &8 R ER TR B AR THORMATA P R SR
Z AT AF M o VATF & 42 10,000 18 B 4Z peers L T ° R [ &9 peer group ¥ Fri¢ B ey nF
B> TR THSMT -
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AE S TEE  EABRNEHAKTHERER LA R BREETFMes R
AT EEARER A 185 RF groups 8 EBRE REBERABEE  BEA>I A
5 FAREREER R ES - £ARE 20 EFFRZ G ERER BRI %%ﬁﬁfﬁW
AT HTAE L —18 10,000 A A A4 HE » EBATREWATE - TAMNEK
FH 10 220 MegBrsk > X R R&8F - -(RT2 AT RIAIEMATH AR5 2 4
# coupon A AN HEIRAT AR S TR ABARIRTREAARSZES 10
Z20M B AR S RAELRGH R RAZERIEFHMEE )

T

200000

180000 —%
160000 | \
140000

120000 \

\ — o1
00000 GroupNumber

: —®—time
80000 | \
60000

40000 \

20000 \\

0

Time (ms)

1 5 10 15 20 25 30 35 40 45 50

Group Number

8 ARMFF AR

42 BEMlFERE ZREFFMH

AT E 3R WAUE AT A AR KR AT RA A EAERR TRV E
B EHIRGILE R HEMERAZ R R AETHEERTH TR AL — R A
PP R Z A MR G LA RA > BV AR KFRORE - BTk V1% F 054+ B 04 85 B
BA (BHE—FERDERLY  FERES VRV AKET R TR AE RS
ARG EZ /AL ) Hib > KREBRAE peer M AAR H @A BFET AL
EHET Y RBTAE S AEFRTRAARI G2 ERZFNARZK AR G BALTR T
FOHOREE > AAFHSHBOERITHZIERE  TREFHEHNE AR FAKRES
B R AR 0 R B B AT AN R AR R AR A

FERERADE DT MR 4R » BITA ARG AR T TME o B — 13
AMATHEARREET &ﬁfﬂﬁéazcmtvmw&&MMﬁy%%@m&ﬁ
FRERL G SR BT EREH - A —RABEBZ A RAF A H (F B Cost
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Value ¥A & Social 2 {# )+ /£ Cost {7 g » RAVFI A £ FEMKE £ S BT X REBRZH
SAE B ey B X A A 0 Bl F R R F ML (TimeWeight) ¥ 36
# b & (DistanceWeight ) » 3t 5 & Cost {5 ; 7 Value A7 & » KAH A A L BE# & 4
RARZ IR LR AR &2 B AR RIR S 0 ST Value A 5 &4 Social
B AEBAREF - REAI G MEAEAZ 03] 1 B HAGER - 2L =18
MATAE AR F utility 2 A B BPTHRNZERZ G TRAET G B HRERSLTE
Al FRREZ R A 1 BB R RGBT RAR G Lo 2 &AM 69 F 542 A A 10,000
ROGBERZ HHS  BE-RXGHFFRERRE > Kt THE I FT*®
B R

4000
3500 \

3000 \
2500 \

# 2r
g 2000 \ —a g
1500

1000

. \-\.\‘\‘*_

I
12 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19

B 9: HEXHERMER

EEIPZBMEREIREMEAZEBRLARETARAIG I FTEFREES
YR PRI G RE  ARHBERT  RERTFEHRIERITHEZA ARG
AR BT ERMEFEEEALIAREFFAAT AT ZIRE BV THH
JE A 6 B BE M AT AN 04 F IR S AL T 0 10,000 Sk 8y peer HIRR F 0 & H — R BPik F]
R ERGRBMLEITIS R BERSARE 19 RGEARFR 2284 — kS
R RGBT FROREE 2.68 Kk HAAKAR HA B RRRE > 56 0R AT 4
ZARRR AR L FEHSE 1 REAAETATERMGEAZFAZEZERETZBREANRT »
HOREMATHZ MR G T RS RS THERTEHZIEALETRNER Wk
B I8 MFBATXIRBEEMLNR KB 9 PTHELE  RFEFZIXHREEH I
RZAT» BFTALEBOEMATA Y » R REBGZZAEZER (KA R) LA KEE
& B ERERGBOGEMTH AR HRAE > AUEMTHIARGLEAR T LS
0 AR HFRA ARG A RARZARKE TSI TR AR BRI AT -
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43 Bl X B RERETMY

BOEMTHI AR A% bEHEARADIGIHEY  RAKAHERALS
ZHERRXEHEEMAZARER  REF RGO ARG HAELSK > B> R &%
BRI ERL T RE—F G MAFEZIN ATRIATIWAELR AR
BRHE  ARKTRARERZIMLAHZ » 254 F (1) jRAEE (costoriented) : &
FTRFM R0y A F (2) & (value oriented) @ #HA K & £ AT IE B E T oy ik
A% (3) A& 8@ (social oriented) : JEF ¥ H 4k peer ZHF LA F (4) 4246%
1) (mixed user) : Cost » Value » Social &4k 1/3 #94& F1 & - R E B A& 13 Pl = 48 $ 4
FARBE R LI AR R B FA A ey R K -

x13: HEEEEREREAEENLE

User Type Information Weight

Cost Oriented COST: 0.8 VALUE :0.1 SOCIAL:0.1
Value Oriented COST: 0.1 VALUE:0.8 SOCIAL:O0.1

Social Oriented COST: 0.1 VALUE:0.1 SOCIAL:O0.8
Mixed User COST, VALUE, SOCIAL &4k 1/3 €48t &

x 14 B S5 EEEAN
#aE L= (1 - |CostWeight*i-COST| / CostMaxScale*i) +
(1 - |ValueWeight*i-VALUE| / ValueMaxScale*i) +
(1 - |SocialWeight*i-SOCIAL| / SocialMaxScale*i) ] / 3

RV E AR GAFERE R A RARBOELRERNE  ALRZEREAR
FTRILE  EFTA R G RANELERFY (K ER2%1=10,000 %) Z3tFrA Cost
Value ¥ Social {f » st =18 utility /4 - BRE R I3 XA R EMRLE > 3 H A0
KRR AR A H 2 R AR - HE ARk 14 575 -

J£ 3t A Cost Oriented 18l # & BT A XA : AF—FFTARY > %A Cost»
Value #A % Social /i » AKX F = CostWeight Bp &% % 13 # A £ Cost TRILFIE
0.8 » i CostWeight*i & Cost g ¥ {4 fn » @ COST (A& FTH R R &% A A= Cost
i 4 Fe > CostWeight*i-COST Bp & FT A M % X 5 & 3R Cost 18§11 % ) % {4 480 2 1
4y £ 3B o dn 5k 4y CostMaxScale*i Bp & TR EME R A RAMRMABRZI R KT £
- A3k > CostWeight & 0.8, 1 Cost % 0 2] 1 = M - PFuddfe 2 7 5 CostMaxScale
208 (FEM= Cost & 05T ) e d “(1 - |CostWeight*i — Cost| / CostMaxScale*i)

THEXBoBMA PR TAFEEAEZETLE AN >RLS o LB R
A0 L 1 = ey B Cost a3 -
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M3 23 A Value 38 4 > ¥ ValueWeight £ %k 4.3 Ff £ 4% 0.1 > @ Value /% 0
)1 =R > @k ValueMaxScale & 0.9 » TIAE HJZE A 0 5 1 = BB Value 49
¥ M B4 Ho /3T A Social #8 40 f & SocialWeight £ % 13 Ff 2 £ 4 0.1 @ Social
/30 3] 1 2 M » Bk SocialMaxScale % 0.9 » TR B A A7 0 8] 1 2 BB #»
Social &9 5% -

& # Cost » Value ¥L & Social 5 m48 F T3 » Bp 7T 43 5| Cost Oriented {& il % =
KRN TFEZ 4R - B 4 » Value Oriented ¥4 & Social Oriented = {& fl % - 3t
B 7 K 92 Cost Oriented 48R » £ B A %k 13 X HAERILET RE @K £ 5 F ey Weight
VAR Max Scale * Tk » FiH AR Emeg i A S THA R 42 AKEHETRALS 2
HAR H A Z R B B R G M AR -

Ao ABFRA S =8 utility L R ERMBEAMEEREMEEE 13 EFRE
AR —FafE R A PTR et AR B A RAA —1EE F42 K (learning process)k
EATRAE TR ARG EE $RAT IR HBLERE T A
B R B2 4k 2% RGR A utility 2 o & - mBEF RS FHREEAZETHRA RSk
REH  BRATRELANZHBERZI ST ETRAXCEBETERFBEHELEZR S
o RAVEBRA L= RF e 24k B % ¢ Cost» Value A& Social &k & > 1
FlAFEAE A A A TR R R T AR EFR20830 FEAIH Y (A ZKAHTEX
R B R 5 AA) IR H % x5 % Cost » Value ¥A & Social {5 - #| &l % =
RERIF AR - E# R 13 X RARBITHBRTAEA T A MR AHFEE
#+ & ¢4 Learning Table » & #] i 421439 8% & #+ 547 & i% > #¢ Learning Table ¥ 4% i =48
FRERAHEZ S LR REERK B RBERMNTAFRZEFBZIFH ARG ER
BLA 7 & ¢ Cost Oriented & Fl % :TY = 0.49 + 0.78U1 - 0.36U2 - 0.39U3 ,; Value
Oriented 4 Bl % :"Y=0.12-0.17U01 + 1.1U2 - 0.15U3 ,; ¥X & Social Oriented & f % :

'Y =0.25-0.29U1 - 0.2202 + 0.99U3 |- 1R B s =18k RAER > # 236 26,830 £ 5
A EFHARBIBVE  RABHEEXLHIRBEREZGRY » BREERY
AR FETHAEEE S THEE 10 Z5HWE&R EBTTAFESL &
Learning 1% % #5 #£ & » Cost Oriented & 0.82 » Value Oriented % 4 ) % 4 0.74 » Social
Oriented = & Al % % 0.82 » AR H X WL A BAFHIRI -

4.4 BRI RIEREM

SRI H5 3% 4 #7410, 11, 1213658 1950 > can R A S ERE » K& T KR HE®R
M ERA ML £ 1960 5F o A ke S —FETARI 6 ik 0 1970 F Shell 2 )
RN IE R IS HT iR A R A 4 09T 0 1980 S 4 Porter 8 Competitive Strategy Z ¥ 3%
F| » Scenario % & £y HTER G E R TR - A KAHAH A SRIEEE 54 0 A
o2 2 #7 & & mobile marketing 2 £ B » DA RBOE M AT A 2 A R B AT IE ST o AT @ Y
BRI AHHARAERG AW XL ZEFEEIE > BITARG TR - W AHHN
AP AT & 60 B BREAE 0 A SRI M o4 ik 0 AT AR M7 45 2 Mobile marketing
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i

EEPZT FREANESLS  BITHREIN - BABERTH AWM E B4 2515 ¢
PR AR s R RAIME - RS o

FEBRATES LB > H Z AT 0 287 & B a7 Mobile marketing & £ 69 Bl 4tk R B T ¢
(D477 & @ % mobile marketing #4777 KXoy Hdls A& ()% M © F# - PDA
HEMMIEE QARSI ITHEIMZIARTELE D) BEFTK  ERAEZTLR
J& o % 4k 0 & Mobile marketing & ¥ ¥ 649 48 £ 3 B R F @45 : (1) Vendor : 4% i 47 mobile
marketing Z R % B (2Q)User: FI A E L EH T RERLZMERNFK -

%bﬁlﬂﬁ&( Learning Process

| memaw |

ost oriented: Score 0.82
¥alue oriented: Score 0.71
ocial oriented: Score 0.8

10 : Learning Process 14 2 {&HEE D #ii5 5

ARAFE LB AERRE FHRAAAZER T > BTk E — Probability-Impact £ K » 3
SER LM RRE FHRIASERN TR A RARERI TR s s PE
J& (Degree of Impact) & L F.& & ¥4 » 45 dh 5 R #E 2 & (Degree of Uncertainty )
WAEELHKIEG 5 RBEF T R 1S B -

AR S b H TR AERR® - ZFAR 0 T R ROER T & 0 A AT
KREINGERZ G H A% » Bk #5 mobile marketing & £ 69 FH &L 54y »
W R ARG [19]; RO ATERIRAEE S B HARRGBERL
JG AN AR - AR B T F] PDA oy RS A R AR @ AR R B b R R R M AL R R K
8y [20]; £ A S & » #54 mobile marketing & ¥ 0 AT OB LI
Rk ERfRHARRIBEEMK  MEAHERBETRTR  EoAMfaR
wHEa A ARRZITEIHS  BEFRMHAE X ER > A BET K
#7h kR o9 mobile marketing F & & &Y 0 mBAE T KA G 2 L kAa Bl 4748 £ E A
B mAPEA Rt MEFTRERARGFELHTZHH [21]-
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BORMEAT 452 ) B mobile marketing & ¥ FHRE AR ENFERE A EEW
B » B @ oA 2 F o~ A H5FEE o RIE £ 15 % Probability-Impact 4 & >
RAVT A EATHE B0 AT gk - e & R T BT &

(DR ARG » Al 7 AR R iy £ > LR R e RAE T MK - R e R R WY 4T
A5 L o BROBEMEATAN L F M B SR & Rl HRE A KR AR A M A2 BOR M AT 45 B 1k
AEMAEZMARR ZZIHATE T X ART ARG Z P4 > BER
HAEBSGERT » LRIIEEES Kekk @ MACEMITAEBBEERN A
PEH) B G ATE Tk RATHE ERANAEET DL FRE AR KR
B ERAFEZRRERAR  BOEMTHKE LAY -

High i A & MEER
Degree
or
Impact
Low R i A b hE
Low High

Degree of Uncertainty

< 15 : Probability-Impact %a &

(2)#& & 3% 4& ¢ KR mobile marketing & ¥ 2 AT MLARRE XM T FA R oy B Ami 3 -
HOFMATA I A A AT A R R Ay AT AR R e B R MR I 2 Rk
BEERZ SR @ BORMTH G LT @A BT
FE¥ 5 AT A ARIE A AT RRI > BEPSHEE A mFHE
gL b@Z ot AATAAF > HBEEZZIEAMNAERS  HEREX
Kk Bk RATHE AERE R THRRIIZSAETEEAIAR
e B ERBEORRERT » BOEMATHAN R LATHES -

G)EFMETFE - ARRERAE > Hir T MRS mEFaRRES  BMEYEE
Z SR A A AR IE R Bk BOR AT B AR R R X A SR B
H R SAR S AR - AR AR BT R TR RS
AT T AT BEAM o 2l E ER BRI E R £ XMk B Koy £
Bl BOREMAAHBAEE LI RXGET RS > HANAEERR  BEKTRE T
FRYTHEN > ARANMFFE L FRBEZEFTAZEOETARS > Bt
BOEMATH R FRBREEBEY -

(DM RE L L BORE M ATA O B R T & AR EL ARG HAELN S
& - R XM R CAAHRR  BER Ry EK  mEAET KR8
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BB ERIPERITHEZIBOAT AR GER BB EE oSN ER TR -
PERATHEFRAARETHZIRROERZAR  TEBRATAZIAEEL
MEFARREEETHETN FERABEEHA TR EREEL - ATHH
BERE  RIEMATA R EATH R AT AR ARSI AT NEETFY 0 B —
ﬁ@% HREAERE  BOEMITHRRAEHH A CHERAZIE R #iT
il by A AL e M R 5 > 3 ) A Learning Process 15 E B8 & 7T 62 AR B £
ﬂ MAIRGEARGHEL  FEMEFTL > B EHEETEL B
BERATAS A BRI TR R S ATA -

5. &3

AR RMATH KRBT ARG REN > BEEACEBRITOEFOERN L 54 R
TR REAH T E RBRBEA AR EITHER  MREALRRITHAFZTRYE
Ao AhERRKG FRMAERAEFTEIAAIS T ERNLE  ERAXFER
oy By & o A HF % 4% 49 Bartering Framework & =18 & 3R % % #9 £ A ( Bartering
Pattern ) 1 ¥ A F THEM A AR GRS X Z =ML &7 PEARAGEE
peer Ff fe Hr 3% 69 A AR (L VA & peer M Bl 17 o0 44 > BB RS EAFRAZ RE AR
BRRZEEZR G FT A e

AFRZERAT (1) BIKRETHRA  ATALS F R KT A — 1%
+tREe Rk HAEGEEANZEHE  REFTE AN BIRE - HEIEE
BRR  TABIKE THEF N RETHRA - 2) RIFRETHGRE - KT R
m%ﬁiaﬂmﬁyﬁgﬁrﬁé%%%%iﬁﬂé’ﬂ%%%éﬁﬁmﬁxm%¢

R ORI RE R SR H XA TRIM R EATHNRE - (3) ARLMEFT K
é@fizié- %KfﬁmTé'J A SRR IR A 0 B AR R o AR R R R K AT K AR R AT 6y
REZE  HHFETRERAGEITARGGEREZ > AE %@ &TK@%%
A4 RSGHEHFWREZETE FJ%MM&%EﬁkA» i 0 R &
Bt RV EAEEZI R REGORE > BLTRSEA %ﬁh‘/‘ﬂié} A R MR

ERRGBLE - (5) AR HmHEZ LTS ERNETHSLAREEEE R
BA% -
#ﬁ*i AR HEZ A ARE T EABRERESH AL HHATS
WARBRT LA AR REAEF X BBEANET K R AR R kﬁﬁg
is‘tl xié' I EREITAHZRR MR H LA A RSB — T :\47};%
1 ERARREG T ERRL —BRELLRENNRETHZA NS
R -

ARBIBEHITHZARTOLFEDAABEAGEREA BRI FRAET
Fleg B RBEAEEF @ > flde e cost 3 HF » KRR FEH AL NI HL Time
Fn Location® K R &Y R T sk s Z A MBAG B MAKRMG T R> T >
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) —#a %1 49 coupon R A REMEIN HA L FE O ERBA > o 0 AR FHAL T 50
i A FEK AR BR AN HAZERAZRAE SO A RBARSATEL
R KRYFRIEE EZERE LG0T RAFAHEZ 5 BIRIE coupon X F IRIT 47 14
’ﬁﬁﬁé?ﬁ%“ﬂ@ﬁ’%?%%“ﬂﬁﬁ’bﬁﬁ%ﬂhﬁmﬁﬂwzﬁ
2‘:?7}“’42 (2) Learning Process #y45itt : X B A2 F R KX 2 E @ T » #lde Logit
Regression # X, - (3) WP2P A4 A K M4 : S @ peer BAX G AL AL AR M
THERHOERTHIEMARAE BTN AKRAREOEA R G LR EFEAT
RIS MRK THBRREARGRA X T RRGBER 280 aH T LR
AAT ﬁﬁ] CE b KRR RTEE WP2P 242 B RO R - BT ZIF A A MHE MR
o GRALEMAATA A S ihk i — ?éﬁﬁfi&‘ﬂ‘ (4) FAARZJER © KB R A AL A
ARATH ARG R > EACEMM S RMET » TRABI RIRALIEA AR & 463
6948 3% Know-How + 4| ] K #F %#Z'G’f%/@} KR AR Y SRR BUE M A AT R 0 AT
ARG IR  HABAREHEFRTY » HFHNORA - FTRARIFARFT
s o

H
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M} &% . Value Pattern bp Setting Algorithm

ek POEERE > REBETRE RO REAEH X ETHEME peer 2 A HILE

WEM (bp) -

Function Convenience()
variable:
bp = 0.00 /* Bartering Probability */
begin
if Convenience.time is matched then /*{s|4v : f& {8 KX & 35 4 ¥ 85 M) P9 BRAY
coupon¥*/
bp = bp + 0.3
else if Convenience.location is matched then /*{s]4v : £ 3C #& 335 A5 B 4F d A3
#8 4% a4 coupon*/
bp = bp + 0.3
else if Convenience.activity is matched then /*{s]4o @ 3% 2> #3858 F o] B4 2> F
s Jg FE IR/
bp = bp + 0.2
else if Convenience.preference is matched then /*]4v @ f£ /A 48 8% %] 48 B AT
8 & & 4F P4 uycoupon*/
bp = bp + 0.2
end
end

Function Emergency()
variable:
bp = 0.00 /* Bartering Probability */
begin
if Emergency.time is matched then /*f5|%u : & B-#% 64 48 % B ] AL BRAF 30 ) B 3RH/
bp =bp + 0.4
else if Emergency.location is matched then /*{s]%o © ££ K % 335 T HBAF 4 H O FIR*/
bp=bp+02
else if Emergency.activity is matched then /*f5]4o @ f& @ 3% L ERAF B & &4 T30/
bp=bp+02
else if Emergency.preference is matched then /*{5]4w : f£AZ 8% R &9 £ BER& 38 b =T BAF B 4F

DRSS SR
bp=bp+0.2
end
end

Function Accessibility ()
variable:
bp = 0.00 /* Bartering Probability */
begin
if Accessibility.time is matched then /*f5|4o © £ 4 fE 42 F 3R &9 05 R BR4F L3R
- il
bp=bp +0.2
else if Accessibility.location is matched then /*{5]4v @ & 5 &9 A fEfE B R 42 BRAF
TR AR K/
bp=bp +0.2
else if Accessibility.activity is matched then /*f5|4v : 5 $h7E &) oF > T BRIFIR I
B/
bp=bp +0.4
else if Accessibility.preference is matched then /*{5|4v @ f& F 48 8% R BRAT 45 £ &

Ji& Y coupon */

bp =bp +0.2
end
end

Function Selection ()
variable:
bp = 0.00 /* Bartering Probability */
begin
if Selection.time is matched then /*{s]%o @ F L E4FHELL O R &Y BF R ERIF R
P E S IRRLE Y/
bp=bp+0.2
else if Selection.location is matched then /*{5|4o : fo 485k PY BRAF AT BB AL 2
2 H R/
bp=bp+0.2
else if Selection.activity is matched then /*{5] 4o @ 2| & P 3 5 =] BRAF T &
AR F 3/
bp=bp+0.2
else if Selection.preference is matched them /*{5| 4o @ 4R AE A sl 4 H4F -
W 2] 48 Bl 497 5% & 3R K coupon*/
bp=bp+0.4
end
end
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