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Abstract: This work considers cooperative advertising decisions in a manufacturer-
distributor-retailer supply chain, where the manufacturer is taken as the Stackelberg
leader, using differential game theory. The distributor and retailer are the first and
the second followers, respectively. We introduce the distributor into the traditional
manufacturer-retailer channel through his direct involvement in advertising as being in-
corporated into the non-stochastic Sethi’s sales-advertising dynamics. This is used to
model the awareness share dynamics in which the distributor and the retailer directly
engage in advertising, while the manufacturer bypasses the distributor to subsidise only
the retail advertising effort. We consider a subsidised and unsubsidised channel struc-
tures, where each structure results in a system of three nonlinear equations, which cannot
be solved analytically, but only numerically. However, we show that the unique solution
to each of the systems exists, provided certain conditions are satisfied. The distributor
and the retailer’s advertising strategies are developed for both when subsidy is provided
and when it is not provided. We also obtain the manufacturer’s subsidy rate and the
market awareness share for both when retail advertising is subsidised and when it is not
subsidised. We observe that with the provision of subsidy, the distributor reduces his
advertising effort. However, the resulting increase in the retail advertising effort is larger
than the reduction in the distributor’s advertising commitment, thus making the channel
advertising effort larger with subsidy. It further shows that to avoid being shortchanged,
each player should adopt only his optimal strategy or strategies as the case may be.

Keywords: Cooperative Advertising, Supply Chain, Sethi Model, Stackelberg Game,
Differential Game.
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1. INTRODUCTION

Traditionally, cooperative advertising is an arrangement in which the manu-
facturer pays for a fraction of the cost incurred by the retailer in the process of
advertising the manufacturer’s product. In such a model setting the manufacturer
sells his product through the retailer to the end-users. But in reality, a lot of
manufacturers do not deal directly with their retailers. The distributor is usually
the link between these two. In this work, we develop models which incorporate
the distributor into the traditional cooperative advertising model.

The cooperative advertising literature can be categorized into static and dy-
namic cooperative advertising models. Berger [3] was the first known static cooper-
ative advertising model. This was followed by a good number of manufacturer(s)-
retailer(s) static models (Dant and Berger [7]; Bergen and John [2]; Kali [17];
Huang et al [14]; Xie and Wei [25]; He et al. [13]; Yan and Pei [26]). A major
advantage of these static models is that they are relatively quite easy to anal-
yse considering the factors involved (Huang et al. [14]). However, one of their
drawbacks is that they are based on a single period.

Dynamic cooperative advertising models use differential game theory to study
long-term relationships between various factors comprising various interests of the
channel members. Such models have been considered by Chintagunta and Jain [4],
Jorgensen et al [15], Jorgensen et al [16]. These papers are based on Nerlove-Arrow
model (Nerlove and Arrow [20]). They are generally based on goodwill functions,
which are related to the product’s brand image, influenced through national and
local advertising.

He et al. [12] developed dynamic cooperative advertising models using differ-
ential game theory. Their advertising dynamics was based on Sethi’s advertising
model (Sethi [22]). This Sethi’s model is an extension of Vidale-Wolfe model (Vi-
dal and Wolfe [24]). He et al. [12] addressed the issue of retail advertising and
participation strategies. Taking a leap from the usual single manufacturer and sin-
gle retailer traditional setting, He et al. [11] used the Lanchester model (Kimball
[18]) to address advertising and subsidy strategies in a retail duopoly where the
manufacturer supports his retailer, who is in competition with another retailer.
In an extension of He et al. [11], Chutani and Sethi [6] developed cooperative ad-
vertising models in a manufacturer-retailers channel where the manufacturer sells
his product through two competing retailers. They obtained the optimal retail
advertising strategies and the manufacturer’s participation strategies. Ezimadu
and Nwozo [10] incorporated the manufacturer’s advertising effort into He et al.
[12]. They showed that with both the manufacturer and retailer involved in adver-
tising, the individual and channel payoffs are larger. The papers discussed above
are based on the classical cooperative advertising model where only the manufac-
turer(s) and retailer(s) are involved. For the first time we use differential game
to consider cooperative advertising models where both the retailer and the dis-
tributor are directly involved in advertising with the manufacturer bypassing the
distributor to support the retail advertising effort through subsidy.

This bypass can arise where there is distrust that if the distributor is given



P. E., Ezimadu / Modelling Cooperative Advertising Decisions in a Manufacturer 149

the subsidy, there is the tendency that it may not get to the retailer. Thus the
manufacturer may opt for direct provision of advertising support fund, while still
engaging the distributor(s) for the purpose of locating potential retailer(s) and
engaging in the transfer of goods and services. Another situation where this can
arise is where the manufacturer as the channel leader has firm control over the
channel such that the products are transferred from the distributor to the retailer
at a stipulated margin; and from the retailer to the end-user at a certain margin,
a fraction of which can aid his (the retailer’s) advertising effort. The essence of
this control or strategy is to ensure that advertising support (subsidy) reaches the
retailer, who is the actual source of the channel revenue. It is pertinent to note
that the retailer is closer to the end-users than any of the other channel members.

We note that in recent times there is general effort towards eliminating mid-
dle men from supply channels (where possible). Quite a number of retailers and
consumers now prefer ordering for goods directly from producers. Thus under cer-
tain conditions and appropriate arrangement or agreement, the manufacturer can
bypass the middle man. In this work we note that the distributor’s status as the
middle man does not necessarily imply that the manufacturer cannot have deal-
ings with the retailer. Further, as we will see later, apart from subsidy, the price
margins are very important to the players. The retailer’s price margin depends on
the distributor’s price margin, which depends on that of the manufacturer. Thus,
more generally, the retailer’s decision depends on the distributor’s decision, which
in turn depends on the manufacturer’s decision.

There exists a number of reasons for the involvement of the retailer and the
distributor in advertising. For instance, a new product, recently introduced into
the market may require such efforts. Also, if a product has a substitute that has
a strong influence on the consumers, there may be the need for such a combined
effort if the supply chain members must remain in business. The support for
the retailer stems from the fact that the retailer (the player in direct contact
with the consumers) is the actual determinant of the sale of the manufacturer’s
product. Also, the manufacturer can opt for this considering the retailer to be
more efficient in influencing would-be consumers’ buying behaviour than the other
channel members. This is because he has a good knowledge and understanding
of the locality. This work determines the retailer and the distributor’s optimal
advertising strategies for a situation where retail advertising is subsidised, and
where it is not subsidised. We also obtain the manufacturer’s optimal participation
strategy for retail advertising. We compare these strategies and analyse their
effects on the payoffs.

2. MATHEMATICAL FORMULATION

2.1. The Game Components

In this subsection we state the components of the game.

The Players
The game-model involves the manufacturer, the distributor, and the retailer.
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Players’ Strategies

The Retailer’s Strategy: This is the retailer’s advertising effort ag(t),
t > 0. It is nonnegative.

The Distributor’s Strategy: This is the distributor’s advertising effort ap(t),
t > 0. It is also nonnegative.

The Manufacturer’s Strategy: This is the advertising support ¢(t) € [0, 1]
from the manufacturer to the retailer. It is
also known as subsidy (participation) rate.

The Players’ Payoff Functions

The manufacturer, the distributor and the retailer’s payoff functions Py;, Pp,
and Py, respectively, are the players’ rewards obtained when the game ends.

The Timing of the Game

The game is modelled as an infinite horizon game.

Rules of the Game

The game-model is a hierarchical (Stackelberg) game with the manufacturer
as the channel leader. He first unveils his subsidy (participation) rate ¢(¢) and
margin mys. Using this, the distributor unveils his advertising effort ap(t) and
his margin mp. Based on these, the retailer decides on his local advertising effort
ag(t) and his price margin mpg. As a result, the equilibrium is obtained through
backward induction.

State of the Game

The state of the game is the proportion of the market aware of the product at
any given time. This is the market awareness share x(t).
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List of Notations

To aid the formulation of the models and enhance the comprehension of the
work, we have the following list of notations:

t>0

2(t) € [0,1]

To € [0, 1]

aR(t) Z 0
(XD(t) Z 0

¢(t) € [0,1]

Qef € [0, 1]
o€ [O,Clef]
p>0

mn,Mp, MR

Py, Pp, Pr

AMsAD, AR

YM>VDs VR

Time

The proportion (fraction) of the market aware of the given
product at time ¢

The initial proportion (fraction) of the market aware of the
given product

The retailer’s advertising effort at time ¢
The distributor’s advertising effort at time ¢

The cooperative advertising participation (subsidy) rate
offered by the manufacturer to the retailer

The advertising effectiveness parameter
The market awareness share decay parameter
The Discount rate

The margins of the manufacturer, the distributor and the
retailer respectively

The value functions of the manufacturer, the distributor and
the retailer respectively

The intercepts of the value functions of the manufacturer, the
distributor and the retailer respectively

The rates of increase the value functions of the manufacturer,
the distributor and the retailer respectively

2.2. The Players’ Ezpenditures

We consider a supply chain involving one manufacturer, one distributor, and
one retailer. The manufacturer sells his product to the retailer through the dis-
tributor. The retailer sells to the consumers. The retailer and the distributor’s
decision variables are their advertising efforts ar(t) and ap(t), respectively at
time ¢; and the manufacturer’s decision variable is his participation rate ¢.
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Due to the increasing nature of marginal costs associated with advertising, ar-
ticles on cooperative advertising usually consider the cost function to be quadratic
(Deal [8]; Prasad and Sethi [21]; Chutani and Sethi [6]). In line with this view, we
let the cost functions to be quadratic in the distributor and the retailer’s advertis-
ing efforts ap(t) and ag(t) respectively. Thus the manufacturer, the distributor,
and the retailer’s advertising expenditures are ¢(t)ar(t)?, ap(t)?, (1—¢(t))ar(t)?
respectively.

2.3. Market Share Dynamics

We model the dynamic effect of advertising on sale using Sethi’s model (Sethi
[22]). This is a modification of Vidale-Wolfe model (Vidale and Wolfe [24]). This
(Sethi’s) model is given by

2 (t) = aepa(t)\/1 — x(t z(0) =x0 €[0,1], t>0, (1)

where x(t) is the market awareness share; I is the initial proportion of the market
awareness share; a.y is the advertising effectiveness parameter; a(t), t > 0 is the
advertising effort, and ¢ is the decay rate. This model has been modified and
extended into different versions; and has been empirically validated (Sogar [23];
Chintagunta and Jain [5]; Prasad and Sethi [21]; Bass et al. [1]; Naik et al. [19];
Erickson [9]). In this work we extend this dynamics by introducing the distributor’s
advertising effort. Thus we have

z'(t) = aep(ar(t) + ap(t))y/1 —z(t z(0) =z €[0,1], ¢t>0. (2)

2.4. Players’ Decision Sequence

The manufacturer being the channel leader first unveils his participation rate
o(x(t)) € [0,1]. Next, the distributor decides his advertising effort ap(x(t) | ¢(t)).
In reaction, the retailer decides his advertising effort agr(z(t) | ap(t),¢(t)) by
solving the optimal control problem

Paw)= o e ()~ (1-0()an(a(0) | an(0).0(1) }(d;

subject to (2), with ag(t) = ag(x(t) | ap(t), ¢(t)) and ap(t) = ap(x(t) | 6(t)).
In (3) Pgr(x) is the payoff of the retailer; p is the discount rate, and mp is the
retailer’s margin.
In anticipation of the retailer’s reaction, the distributor incorporates same (the
retailer’s reaction) into his control problem, and solves for his advertising effort
p(x(t) | ¢(t)). As such, the distributor’s control problem is given by

Po(z)=  max /me-m[mw(w—ap(x(t)|¢<t>>21dt, (4)

ap (z(t)[¢(t)=0 Jg
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tes <aR (xos) | an(), ¢><t>) tap (wu) | ¢><t>)> VT=a(0) - 5a(t),

2(0) = mo€[0,1],¢>0,

8
~
—~
o~
~—
|

(5)
where Pp and mp are the distributor’s payoff and margin, respectively.
Further, in anticipation of the distributor and the retailer’s reactions, the man-
ufacturer incorporates their reactions into his optimal control problem

Pue) = max [ magalt) - s0an(e(0) | an(o). 60)°|ar @

0<¢(t)<1

S = aef<aR<x<t>|aD<t>,¢<t>>+aD(x<t>|¢<t>>>\/1x(t)6x<t>,

(E(O) = X9 € [0, ].],t > 0.
(7)
where Py; and mp; are the manufacturer’s payoff and margin, respectively.
From the discussion above, we note that the decision variables are implicit
functions of time.

3. THE PLAYERS’ DECISIONS

Proposition 3.1
Suppose the players’ margins are known, then the retailer and distributor’s
advertising strategies are

GefProv1 — 2

21— () (®)

an(a(0) | ap (0,600 ) ~

and

ap (a(0)] o(0)) = LT o)

respectively; and the manufacturer’s participation rate is

2Py, —Pry
o(t) = { SPustPre  2LMz > Pra (10)

, otherwise.

Proof:
From (2) and (3), we have the HIB equation

pPr = max lme(t) —(1=0(t)ar <fv(t) | ap(t), ¢(t))

ar(@(t)|op(t),¢(t)>0

+Pr, {aef (aR(:c(t) | ap(t),d(t)) + ap(z(t) | ¢(t))> V1—x(t) — 5:v(t)” . (11)
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Maximizing with respect to ar, we have

201 9(0)an (5(0) | ap(0):60)) + aes Proy/T= (0] =0,
Thus we have (8).

From (4) and (5), we have

pPp = Dw@)—aD<w@)hﬂﬂ>2

max
ap(z(t)|¢(t)) =0

4P ey (ar(a(t) | ap(0),60) + an u(e) | (1) ) VI 200 - 5m<t>H e
Maximizing with respect to ap, we have
—2ap (z(t) | ¢(t)) + acgPpsy/1 — x(t) =0

which leads to (9).

From (6) and (7), we have

pPy = max [me(t)_(b(t)aR(m(t)|04D(t),¢(t))2

0<e(1)<1

Pus [aef (aR<x<t> L ap(t), 6(1)) + o (2(t) | ¢(t>)) V=20 - w)H - (13)
Putting (8) and (9) into (13), we have

tefPrav1 — x)z

pPy = maxSl [me(t) N ¢(t)< 2(1 = (1))

0<o(t)

2(1 - o(t)) 2

Maximizing with respect to ¢, we have

 Pr. {(1 — 9)> +20(1 - ¢)
2 (1- o)

+PMx{aef(aefPRzm +aefPRwM) Nerof W)H_ (14)

:| + Py =0
which leads to (10). O

Proposition 3.1 presents the general form of the retailer, the distributor, and
the manufacturer’s strategies agr, ap, and ¢, respectively. From (8), we observe
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that the advertising effort apg is directly proportional to the advertising effec-
tiveness parameter a.f; the rate of increase of the retailer’s payoff Pr, and the
manufacturer’s participation rate ¢. Thus with improved effectiveness, the retailer
will be motivated to advertise. Further, with an increasing rate of payoff, he would
be motivated to advertise. This is understandable owing to the fact that the cen-
tral goal of the players is larger payoffs. We also observe that with assistance
given to only the retailer, whereas both the retailer and distributor are involved
in advertising, the retailer is expected to justify this unilateral assistance. Thus
his advertising effort increases with subsidy.

A further look shows that the retailer’s effort is inversely proportional to the
market awareness x(t). As the market awareness increases, the retailer reduces
effort since the number of those to be wooed into buying the product would have
reduced. Similar explanations apply to (9), where the distributor’s advertising
effort is directly proportional to the advertising effort a.y and rate of increase
Pp., and inversely proportional to the awareness share x.

Equation (10) shows that a certain condition must be satisfied before subsidy
can be provided. The rate of increase of the manufacturer’s payoff Py, must be
twice greater than the rate of increase of the retailer’s payoff Pg,.

Now, using (8) and (9) in (11) and (12), we have

ang}%x(l —x) aifPRg:PDm(l —x)

Pr = — Pro 15
pPr = mpx + 21— () + 5 Rz0T (15)
e 2 P3,(1—2) a2 ProPpa(l—2)
acy He(l—T acrPre pe(l — T
Pp = — Ppgd 16
PL D me—l- 4 + 2(1*@5@) DzO0T ( )
respectively.

4. EQUILIBRIUM DECISIONS

The next result presents the retailer and the distributor’s advertising efforts
when retail advertising is not subsidised. It also gives the players’ payoffs.

Proposition 4.1
Suppose the manufacturer does not participate in retail advertising, then the
retailer and the distributor’s advertising efforts are

an(slt) | 6(0)) = 2B (1)

and

ap(a(0) 9(0)) = L2 (18)
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respectively; and the players’ payoffs are

Pr(x) = Ar + Rz, (19)
Pp(z) = Ap +pz, (20)
Pr(z) = A+ ymz, (21)
where 4
mpr
_ , 22
T TGt 9+ (it 20) 2
4mD
_ , 23
= o5 0) + a2y + ) >
2mM
_ , 24
™ = 2o+ 8) + (o + 70) 2y
a? + 2
>\R _ efPYR(ryR ’YD)’ (25)
4p
aZ;vp(Yp + 27R)
ef
= 2
)\D 4p ) ( 6)
2
_|_
Ny — aey (YR +790) (27)
2p
Proof:
Since ¢ = 0, we have that (8) and (9) become
et Prev1 —
an(a(0) [ap(n)) = SRR (28)
and
e P x 1-
op (x(t)> _ afo vi-a (29)
respectively.

Since the manufacturer does not participate in retail advertising, we have that
(15) becomes

angIQ%w(l —x) N angprpw(l —x)

pPr = mpx + 1 ) — Prydz; (30)
equation (16) becomes
a2, P2 (1—=z a2, Pr.Pp.(1— 2z
pPp = mpx + ef D ) 1+ Re P ) — Ppgox; (31)

4 2
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and equation (13) becomes

aﬁijhPMx(l — ) aifPDIPMw(l — )

pPy = mpx + 5 + 2 — Pyaox. (32)
Let
PR({E) = AR + YR, (33)
PD(JZ) = Ap + VD, (34)
Pry(x) = Ay +ym, (35)
= Pre =vr, Ppz=7D, Pums=7M. (36)
Using (36) in (28) and (29), we have (17) and (18) respectively.
Using (33) and (36) in (30), we have
af’y21—x a?,v*y 1—=x
p(Ar +7rT) = mpa + —L il ) SRRl i ) _ yrOz.  (37)

4 2

Equating the coefficients of x, we have (22). Equating constants, we have (25).
Using (34) and (36) in (31), we have

aZyp(1l —x) n aZyryp(1 — )
4 2

p(Ap +7px) = mpx + — ypoz. (38)

Equating the coefficients of x, we have (23). Equating constants, we have (26).
Using (35) and (36) in (32), we have

aZvrym (1 — ) N aZypym (1l — )
2 2

p(An + M) = myz + — ydz. (39)

Equating the coefficients of x, we have (24). Equating constants, we have (27).
O

The next proposition is a version of Proposition 4.1 in which retail advertising is
subsidised by the manufacturer.

Proposition 4.2
Suppose the manufacturer bypasses the distributor to subsidise the retail ad-
vertising effort, then the retailer and the distributor’s advertising efforts are

ar (0 | ap(t).o(t) ) = “LE ARV (40)
and -
ap (a(0)] 9(0)) = L1/ (a1)

respectively; and the players’ payoffs are

Pr(z) = A + YRz, (42)
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Pp(z) = Ap + vp, (43)
Py (z) = An + Y (44)
where 8
Mg
_ , 15
" 8(p +6) +aZ;(vr +4vp + 27M) )
4mD
_ , 46
w A(p +0) +aZ;(Yyr + D + 27M) (46)
B 16mpr — agfﬁ% (47)
"M T 16 + ) + 4aZ;(vr + 290 + a1)
a?vr(YR + 47D + 2701)
aZp(YrR + YD + 27M)
_aZAvm(yr + 29D + ) + 7% (50)
M 16p ’
Proof:
Since retail advertising is subsidised, we have that (8) and (9) become
Qe f(2Ppry + P, 1—2z
an(a() [ap(0). ol ) = e EE Tnely 1)
and
aetPpsv1—x
ap (a(0)] o(0)) = LT (52)
respectively.
Using (10) in (15), (16), and (14), we have
az 2Py + Pry)Pre(1 — x aiPRwPDml—x
Py = e + et PPN s)R( ) | e ; U=D)  pse, (53)
a2, P2 (1—=z a2, (2Pye + Pry)Pp.(1l — x
Py = mpr 4 DZ( )+ o7 (2Py f) D ( )—PDw5x (54)
and
azf(4PJ2V[z_P}2%a:(1_x) aif(QPMl-—FPRx)PMJJ(l—JJ)
pPyr = mpx — +
16 4
a2, Pp,Py.(l —x
et Pl 2 0) s (55)

2
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respectively.

Let
Pr(x) = Ar + YR, (56)
PD(LC) =Ap +vpzx, (57)
Py(z) = Av + ym, (58)

= Pry =R, Ppz=7D, Pmz=7Mm- (59)
Using (59) in (51) and (52), we have (40) and (41) respectively.
Using (56) and (59) in (53), we have
a2 Ry + )1 — )  a2yryp(1—
p(AR + YrT) = mpx + s VA i ) 4+ ( ) — yRox.

8 2

Equating the coefficients of x, we have (45). Equating constants, we have (48).
Using (57) and (59) in (54), we have

aZvp(l—x) N aZyp(2ym +vr)(1 - 2)

— ypox.
4 1 YDOX

p(Ap +vpx) =mpx +

Equating the coefficients of x, we have (46). Equating constants, we have (49).
Using (58) and (59) in (55), we have

aZs (4} —29%)(1 —x) N a? v (2 +YR) (1 — )

oAy +ymx) = mpyx — 16 1

+agf7D'7M(1 —z)
2

Equating the coefficients of x, we have (47). Equating constants, we have (50).
U

— Ypox.

Proposition 4.1 gives the feedback Stackelberg equilibrium characterising the
retailer and the distributor’s advertising efforts for a situation where retail adver-
tising is not subsidised. We observe from (19), (20), and (21) that the rates of
increase Vg, Yp, and yps are very important to the retailer; the distributor, and
the manufacturer respectively. Now, we see from (22), (23), and (24) that the
players’ margins are pivotal to these rates of increase. This is also the case with
Proposition 4.2 where vr, vp, and 7v5s depend on the players’ respective margins
as can be seen in (45), (46), and (47) respectively. Further, with the manufac-
turer’s participation, the retail advertising effort improved from being influenced
by only the rate of increase of the retailer’s payoff, to being influenced by the
rates of increase of both the retailer and manufacturer’s payoffs. Clearly, this is a
reflection of the subsidy from the manufacturer.
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5. EXISTENCE OF UNIQUE SOLUTIONS

Observe that it is appropriate to consider the retailer’s payoff to increase with
increase in the market awareness. Thus we write Pgr, = yg > 0. Considering
(22)-(24) and (45)-(47), we observe from (22) that for yr to be positive, mp and
acy must both be positive. Similarly, from (23) and (24), we observe that yp and
vm can only be positive if mp and mys are respectively positive with a.s also
positive. Similarly, considering (46) and (47), we note that mg, mp, and as
must be positive for yg and yp to be positive. Now, from (47), we observe that
~m can only be positive if my; and a.y are positive, and 16mys > agfﬁ%.

In addition to the discussion above, we observe that based on the nature of
the payoffs in (19)-(21) and (42)-(44), it is impossible for the rates of increase of
the payoffs to be negative, else, we will have a situation where the players are
running at a loss. We also note that having v = 0, yp = 0, vyg = 0 will imply
Ar =0, Ap =0, Apy = 0 (from (25)-(27) and (48)-(50)), consequently leading to
zero payoffs.

Also, considering the advertising efforts as given by (8) and (9), we observe
that Pr, < 0, Pp, < 0 (that is yg < 0, vp < 0) would imply negative or zero
advertising efforts, of which the admissible class of decisions have been earlier
taken to be non-negative. Thus, it would be unrealistic to have any of the rates
YR, YD, YM as negative. As such, the rates g and vp, and hence from (24), v
are positive.

Further, considering (40), we observe that vy < 0 (Pa < 0) would imply
vr < 0 (Pgrs < 0) since the condition for the provision of subsidy as given by (10)
requires that 2Py, > Pr, (that is 2vy; > ygr). But yg > 0, hence v, > 0. Also,
from (41), it is clear that yp > 0.

5.1 Ezxistence of a Unique Solution when Retail Advertising Is not Subsidised
We rewrite the system (22)-(24) as

Mg

- , 60

VR 2Q + aZ;(Yr + 27p) (60)
Mp

- , 61

w 2Q +aZ;(2vr + D) (61

M
. M (62)

N Q+aZ;(vr+p)’
where M = 4mpg, Mp = 4mp, My = 2my, Q = 2(p + §). From (60)

—(2Q + 2ypaZ;) + \/(2Q +2ypaZ;)? — da?;(— M)

= 63
TR 2a§f ) ( )
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and from (61) we have

. A/,%Gir +2Qvp — Mp

TR
2ypaZ;

Now from (63) and (64), we have
3aZ;vp + 8aZ;Qv + (AMga?; +4Q* — 2Mpal,)vh — Mp = 0.
Now, let
G(yp) = 3agpvp + 8a2;Qup + (AMpaZ; +4Q* — 2MpaZs)vh — Mp.  (65)

We observe that as yg tends to +00, G(vp) tends to +oo. Also, it is clear that
the function is negative at yg = 0.

Now, observe that G is continuous and differentiable passing through the yp-axis
at least two times. Thus we have that

if there is only one negative real root, then there are three positive real roots.

if there are three negative real roots, then there is one positive real root.

if there are two negative real roots, then there are two positive real roots.

if there are only two real roots, then while one will be negative, the other will be
positive.

Suppose that the four roots are yp(1), vp(2), vp(3), and vp(4), then (65) can be
expressed as

G(vp) = (vp —vp(1))(vp —p(2))(vD — 7D(3))("D —YD(4))

where vp(4) > vp(3) > vp(2) > vp(1). Observe that the slope at yp(3) is
negative.
Differentiating G, we have that

G'(vp) = 12a§ffy,33 + 24a§fQ’le) + 2(4MRa§f +4Q?% — 2MDa§f)'yD > 0.

Hence with
AMpal; +4Q° > 2MpaZ;

there exists only one positive real root to (65), which by extension implies the
existence of a unique positive vp. With the existence of unique yr and ~p, it
follows from (62) that 3 a unique ;. Hence 3 a unique (ygr,vp, ym) to the system
(22)-(24). This implies that there exists a unique solution to the differential games
(2)-(7) when retail advertising is not subsidised.

5.2 Ezistence of a Unique Solution when Retail Advertising Is Subsidised
We rewrite (45)-(47) as follows:
2N +aZ;(yr +4vp +27m)’

TR
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N aZ;(vr + D + 270)’
Ny _agf'ﬁ{
T =

AN +4aZ;(vr + 27D + M)’

where Ng = 8mpg, Np = 4mp, N = (p+9).
From (66), we have that

Np —2N7R — a2yR® — 202 ;7MY

D =
7 4aZ VR

From (67) and (69), we have that

Nr —2N~vRr — azf732 — 2a3f7M'yR
4a§f7R

4a2f Npvr

(67)

 4aZ;Nvg + dal;vR? + a2 (Ng — 2Ny — a2 72 — 202 ;ymYR) + 8ty VR

Thus
=VUZ+V +U
B T
w
where
U = —12yz%a8 N 16Nyr%al; +4NR'7RG{
Vo= 14y —384Na1°’m +96Nracfyr' — T68Npa;f e’
—192N?af yR* +48NR agsvR’,
W = 24aef'YR .

From (68) and (69), we have that

(Nnm — agf’YRQ)(‘Lagf'YR)

(70)

(71)

T™M =

From (71) and (72), we have that

9437184N°a }vr® + (9437184N Nga.} + 14155776 N NysalG)vr"

+(7077888Na Ngal} +2359296 Npaly + 5308416 N3 a L + 18874368 Ne N2al 1)V
+(14155776 N Ny Nra; + 4718592N N al 1) vR°
+(943T184N> Nyl — 3538044N ) Ng*al; — 2359296 N al,

+147456 Npag; — 12288N%aZ;)vr*
+(24576 N NgaZ; — 4718592N Njal)vr®

16NaZ g + 4a2;[4a2 ;yr* + 2(NR — 2NR — a2y VR? — 202, ymYR) + 462 yrYM]

(72)

6
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+(147456Np Ngal; — 12288a2 ;N — 12288Ng N? 4 589824 Nal ¢ )vr”

+24576 N Ng2vg — 12288N}, = 0. (73)
Letting
ko = 12288N3},
ki = 24576NNg2,
ky = 147456NpNga?; — 1228802, N} — 12288NpN? + 589824 N ral
ks = 24576NNga?; — AT18592N N} a,
ks = 9437184N2Np?al, — 3538944Ny Np’al, — 2359296 N al
+147456Npa}, — 122838N2a2,,
ks = 9437T184N2Np’afl, — 3538944Ny Np’al, — 2359296 N al
+147456Npa?, — 12283N2a?2,,
ke = TOT7T888NarNralh + 2359296 NZalh + 5308416 N3 al% 4 18874368 NpN2a?,,
kr = 9437T184NNgal} + 14155776 N Nasal)
and
ks = 9437184NZ%al9,

then (73) can be expressed as
G(Vr) = ksYr®+ k1R +heVR® +hsVR® +havr® +hsVr® +hovr® +h1vrR—ko. (74)

Suppose ko, k1, ..., kg are positive, then as yr approaches oo, G(vgr) approaches
+oo. Further, we observe that at yr = 0, G(vr) < 0.

Now, observe that G is continuous with its graph passing through the vyg-axis
at least two times.

Now, if all eight roots are real, then there are seven positive roots and one
negative root; six positive and two negative roots; five positive and three negative
roots; four positive and four negative roots; three positive and five negative roots;
two positive and six negative roots; or one positive and seven negative roots.
Further, suppose that there are just two real roots, then one is positive, while the
other is negative.

If the roots are Yr(1), Yr(2), ... , Yr(8), such that vg(8) > vr(7) > ... > vr(1),
then G can be expressed as

G(vr) = (v —vr(1))(vR — YR(2))...(YR — VR(8)).

We note that the slope at vr(2), vr(4), Yr(6), Yr(8) are negative. That is
G'(VR) ha=vr@, G'(VR) lha=yr@) G'(VR) lva=yr () G'(YR) lya=yr(®)< O-

But with kq, ks, ..., ks > 0, we have that
G/('YR) = 8]68’737 + 7]67’71:36 + ... + 2koyp + k1 > 0.

Thus we conclude that with

9437184N>Ng2al ;4147456 Npag ; > 3538944 Ny N al ;+2359296 Ng al ;+12288N2aZ
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24576N Nga?; > 4718592N Njad

and
147456 Np NgaZ; + 589824 Npal; > 12288a2 N + 12288 N N2,

there is only one positive real root, and hence 3 a unique solution to (74), implying
the existence of a unique solution to the system (45)-(47).

It is important to note that differential game problems generalize optimal con-
trol problems involving two or more controllers or players. Conceptually, differ-
ential game models are more complicated than optimal control models. This is
because unlike optimal control problems, determining what makes up a solution is
not apparent in the case of differential game, but is based on the admissible class
of decisions, which are based on the model requirements and assumptions.

Thus, these conditions (having the rates of increase to be positive) are not
merely imposed, but are obvious requirements for the feasibility /implementation
of the model.

6. AWARENESS SHARE

Let (¢ = 0) and (¢ > 0) be subscripts denoting situations where retail adver-
tising is not subsidised and where it is subsidised, respectively.
Now, using (17) and (18) in (2), we have

a? —o) + _ a? —o) + —_oy) + 26
Z'(t) = ef(’YR(qb 0)2 YD($=0)) _ ef(WR(qs 0) 27D(¢ 0) T (75)

Using the integrating factor

azt(Yr(s=0) + YD(4=0)) + 20 it — a2 (Yr(s=0) + VD(4=0)) + 20
exp 5 t| = exp 5 t|,

(76)
then from (75) and (76) we have that

a? —o) + —o0)) + 26 a? —o) + _oy) + 26
exp[ =t (YR(¢=0) 2%:)((;5 0) x,] +exp[ =t (YR(#=0) 2’7D(¢ 0)) t}

« {aif(VRw—O) +YD(p=0)) + 20 x]
2

— ox a?f (YR(¢=0) + YD(s=0)) + 2515 azf('YR(qb:O) + YD (¢=0))

Thus we have that

az;(Yr(s=0) + YD(4=0)) C

. (77)
aﬁf('YR(cb:O) + YD (p=0)) + 20 exp [azf("YR(¢0> 27D<¢:0>)+25 t}
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When ¢t =0, x = x¢. As such we have that

agf(’YR(qs:o) +YD(¢=0))

C= o — .
aZ;(VR(¢=0) + YD(s=0)) + 20

Using (78) in (77), we have that

agf (Yr(¢=0) + YD (=0))
a2 (YR(s=0) + VD(4=0)) + 20

T(g—0)(t) =

(a2 (YR(g=0) + YD(9=0)) + 20)T0 — a2t (YR(g=0) + YD(9=0))
a? ;(Yr(g=0) + YD(s=0)) + 20

_|_

az(Yr(s=0) + VD(y=0)) + 20 .

X ex —
P 2

As t — oo, we have that

agf (Yr(¢=0) + YD ($=0))
azy(Yr(o=0) + VD (6=0)) +20°

T (p=0)o0 (t) = (80)

By similarly substituting (51) and (52) into (1) and following a similar argument,
we have that

aZ ; (2(Yar(¢>0) + VD(6>0)) T VR(6>0))
a2 (2(Yar(p>0) + VD(p>0)) + VR($>0)) + 40

T(p>0)(t) =

agf(2(7M(¢'>0) +YD(¢>0)) + VR(6>0)) + 40) 10 — aif(2(’rM<¢>0) +YD(¢>0)) + VR(6>0))

+
a?(VR(p>0) + VD(>0)) + 20
a?q(2 + + +46
X exp | — ef( (7M(¢>0) VD(Z>0)) 7R(¢>0)) n (81)
wd aZ 1 (2(Yar(¢>0) + VD(6>0)) T VR($>0))
T(p>0)00(t) = (82)

a2 (2(Va(¢>0) T VD(6>0)) + VR(p>0)) + 40

Equation (79) is the awareness share for a situation where the manufacturer does
not subsidise the retail advertising effort, and (80) is it’s long-run value. This
means that irrespective of the improvement on the retailer and/or the distribu-
tor’s advertising effort, the market share has a limit, which cannot be exceeded.
Also (81) is the subsidised awareness share while (82) is the long-run subsidised
awareness share.
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7. NUMERICAL ILLUSTRATION

7.1. Parameter Values

This work involves a manufacturer, a distributor, and a retailer playing a Stack-
elberg game. The manufacture is the channel leader, while the distributor and
retailer are the first and the second (last) followers respectively. Since the manu-
facturer enjoys the first mover’s advantage, it follows that my; > mp > mpg. Thus
we let mar = 0.6, mp = 0.4, mp = 0.2. The advertising effectiveness a.y € [0, 1].
Thus we let a.y = 0.4. The awareness share decay parameter § € [0,acy]. Thus
we take § = 0.2. The game is played on an infinite horizon in which the players
are considered to be foresighted. Thus we let p = 0.04.

7.2. The Effect of Advertising Efforts on the Payoffs

03 04

ols L
00 01 2
Unsubsidised retail advertising effort

Figure 1: The Effects of retail advertising on the players’ payoffs when retail advertising is
unsubsidised

We note that each of the games (2)-(3), (4)-(5), and (6)-(7) is an optimal control
problem. The control obtained by solving such a problem is not a single fixed
value, but a function which gives the time path of the control variable. That is
why ar(z(t)) (in (17) and (40)) and ap(z(t)) (in (18) and (41)) are not just single
values but functions of the awareness share z, which is a function of time ¢. Thus
agr(z(t)) is an implicit function of time. Observe that these advertising efforts
vary as the awareness share changes over time. The varying effects of ag(z(t))
and ap(x(t)) affect the payoffs Pr(x), Pp(x), and Py(x) as can be seen in (3),
(4) and (6).
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Players’ payoffs

00 02 04 06 08

Figure 2: The effects of retail advertising on the players’ payoffs when retail advertising is
subsidised

From the parameter values, we have that when retail advertising is not subsidised
'YR(dJ:O) = 055797 'YD((Z?:O) = 1.2022 and 7M(¢:O) = 15756 Wlth the provision
of subsidy, we have that ygr(¢~0) = 0.5265, vp(g>0) = 1.0008 and var(g>0) =
1.2326. Using the parameter values in (79) and (80), we have that the long-run
unsubsidised awareness share x(4—g)o = 0.4132. Similarly, the lung-run subsidised
awareness share (4~0)oc = 0.4997. Thus expressing the payoffs in (11), (12), and
(13) in terms of the retail advertising effort ag, we have that

106282548823  16737v163ar

Prig—o) = — 2502, 83

R(¢=0) ~ "62500000000 50000 R (83)
, _ 18033v/163ag | 156021746507 (54)
D=0 = 95000 62500000000

and

11817163~ 80716054143
12500 15625000000

respectively, which leads to the plots in Figure 1.

Thus, we allowed ar to vary while using the parameter values. Using a similar

approach, we obtain the plots in Figure 2 to Figure 4.

Par(g=0) = (85)

Players’ payofls

02 3 04 05 06 07
Distributor’s advertising effort when ¢ = 0

Figure 3: The effects of the distributor’s advertising effort on the players’ payoffs when retail
advertising is unsubsidised
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Figure 1 shows how the retail advertising effort affects the players’ payoffs. For a
situation where retail advertising is not subsidised, both the manufacturer and the
distributor enjoy ever-increasing payoffs as the retail advertising effort increases,
while the retailer experiences reduction in his payoff after a relatively slight in-
crease. The retailer should focus his advertising effort on the optimal value. At
this optimal value his payoff is maximized and both the manufacturer and the
distributor’s payoffs are put in check. He should not engage in advertising expen-
diture beyond this level since this will certainly lead to a lower payoff for him. We
observe a similar trend in Figure 2, which illustrates the effect of retail advertising
on all the players’ payoffs in a situation where subsidy is provided. In this case the
distributor’s payoff increases continuously as the retail advertising effort increases.
On the other hand, both the manufacturer and the retailer’s payoffs increase with
retail effort to a point, and thereafter reduce continuously. It is thus clear that
the retailer should resort to his optimal advertising effort if he is not to be short-
changed. As for the manufacturer, we recall that his subsidy to the retailer is
contributory to the increase in the advertising effort. However, we observe that
the manufacturer’s payoff reduces with increasing effort (resulting from increasing
subsidy spending). This suggests that the manufacturer’s subsidy to the retailer
must not exceed the optimal value. This will restrain the retailer from unnecessary
advertising spending.

Players’ payoffs
\

00 01 02 03 04 0s 06 07
Distributor’s advertising effort when ¢ > 0

Figure 4: The effects of the distributor’s advertising effort on the players’ payoffs when retail
advertising is subsidised

In Figure 3 and Figure 4 we see how the distributor’s advertising effort affects the
players’ payoffs in a situation where retail advertising is subsidised, and where it is
not subsidised, respectively. In both cases both the manufacturer and the retailer’s
payoffs increase continuously as the distributor’s advertising effort increases, while
the distributor’s payoff increases to a certain point, and thereafter starts declining.
Thus a continuous increase in the distributor’s advertising effort would lead to a
continuous increase of both the manufacturer and the retailer’s payoffs, but to the
detriment of the distributor except at his optimal advertising level. Further, it is
interesting to note that the distributor’s optimal payoff for a situation where retail
advertising is subsidised is larger than that of the situation where retail advertising
is not subsidised.
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Player’s Payoff
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Figure 5: The effects of retail advertising and distributor’s advertising on the payoffs when retail
advertising is not subsidised

Player’s Payoffs

Figure 6: The effects of retail advertising and distributor’s advertising on the payoffs when retail
advertising is subsidised

7.8. The Effect of Subsidy on the Payoffs

Now, considering (14), (15), and (16) we observe that Pr(x), Pp(x), and Pys(x)
depend on ¢ € [0,1]. Each of these functions has a specific value corresponding
to the specific value ¢ = 0.6480 (obtained using equation (10)). These values are
Pr =2.1043, Pp = 4.5027, Pp; = 6.7710, and correspond with the result given by
the plots in Figure 7, which show how various possible values of ¢ can affect each
of the player’s payoff. Further, Figure 7 shows the difference in the payoffs of the
players for various possible values of ¢.

As was earlier observed, the manufacturer must not totally subsidise retail
advertising. In Figure 7 we see that with the provision of subsidy, both the retailer
and the distributor’s payoffs increase continuously, while the manufacturer runs at
a loss. Particularly, the manufacturer will run at a total loss if he totally subsidises

retail advertising.
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00 02 04 06 08 10
Subsidy (participation) rate

Figure 7: The effects of the manufacturer’s subsidy on the players’ payoffs

In spite of the fact that the manufacturer enjoys the first mover’s advantage, there
is the tendency for the distributor and the retailer’s payoffs to eventually become
larger than that of the manufacturer. That is Pr > Pys. Now, from (11) and (13),
we observe that if Pr = Py, then

1

Himre(t) = (1= (1) (x<t> L an () ¢<t>)

+Pry [aef (aR(m(t) | ap(t),d(t)) + ap(z(t) | qS(t))) 1—a(t) — (5x(t)H

= % [me(t) — ¢(t)ar(@(t) | ap(t), ()"

#Pure aur (an(elt) | ap(0),.600) + a(a(t)| 9(0) ) V=200 - WH .
Substituting for ar, ap, Pry, Pye, we have that

A¢* + Bo +C =0,

so that
6= —B++vB? - 4AC
B 24 ’
where
A = 2zvpym — 2$azf’YD7R + 2azf’YD'7R — 2a§f’yD’7M +dmpx + 46z
—46xyr — dmpyx
B = dwaZyypyr — 2valpymr — 4xalypyar + 22 ym VR + 4007
—daZ;yp YR + 802VR — 862YM + 8myx — MR
Cc = ZCLgf’}/D’)/R - Zazf’yDVM — 2agf’yM7R + 40xyp — 40xyR + dmpx
—Admyz — xazf*y%/f + aﬁf'yMQ + 2xazf7D7M + Qmazf'yMyR
—2xaZ YpYR
and

B < +B?%-4AC.
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We recall that ¢ € [0, 1], as such it follows that

—B+vVB? —4AC
S (36)

Similarly, from (12) and (13), we have that if Pp = Py, then

1

! [m,ﬂ(t) ~an(+0) 160

+Poe g (an(a(t) | ap(0).60) + an a(t) | (1) ) VI= 200 - 6x<t>H

= % [me(t) — ¢(t)ar(@(t) | ap(t),(t))”

P s (an(a(®) | ap(0). 60) + ap(at) | 6(0) ) VT =00 - M)H .
Substituting for ag, ap, Prz, Pye we have that

Up? +Vo+W =0,

so that
oo TV EVVE O
B 2U ’
where
U = zalh — a2k + 202 ypym — 2202 v + 20275
_2a§f'YD7M + 40z — 4dzyp + dmpx — dmyyx,
Vo= 2x‘lgf’YD’YR - 2wa§f’wm - 450@3,0’)’17%\4 + 4xa§ffy% — 3ma§ffy%z

+2a§ﬂmM + 4agf7D’YM - 2a§ﬂmR + 3a§f’7123 - 4a§f7123
+8dxyp — 8dxyprr + 8xmpy — 8xrmp,

W = dmpzr—4mpyzx+ xazfﬁ% — agfﬁ% + 2mazf'yD’yM + Qxaﬁf’vaM
—2aaZ ypYR — 220l Yp + 202 YpYR — 202 ;YD YM — 205 YRYM
+2a§f'y% + 40z — 40xyp

and
V < VV2—4UW.
Since ¢ € [0,1], it follows that
—V+VVZ-4UW
¢ = 5T . (87)

As stated earlier, this is as a result of excessive subsidy by the manufacturer.
Obviously, any additional subsidy above the level in (86) will lead to a decline
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in the manufacturer’s payoff, thereby making it smaller than the retailer’s payoff.
Similarly, any additional subsidy above the level in (87) will lead to a reduction in
the manufacturer’s payoff that will lead to the distributor’s payoff becoming larger
than that of the manufacturer.

Now consider a situation where the manufacturer gives subsidy rate above
0.8153 (based on our choice of parameter). This will make the manufacturer’s
payoff to be lower than that of the distributor. Similarly, a subsidy rate above
0.8776 will make the manufacturer’s payoff to be lower than both the distributor
and retailer’s payoffs. Thus the first mover’s advantage, which is supposed to be
enjoyed by manufacturer in decision making, and expected to lead to a better
payoff, will become unachievable since these situations will lead to Pp > Py or
even Pp > Pr > Py (for subsidy above 0.8776). Thus, it is very important that
the manufacturer determines the optimal subsidy rate and ensures not to provide
subsidy above this level.

The unilateral changes in the advertising efforts stated for instance in (83),
(84), and (85), which were used to obtain the plots in Figure 1 to Figure 4, are
intended for easy understanding of the effect of a particular advertising effort on
the payoffs.

Basically, it is a fact that to effectively study and appreciate the effect of a
given variable on a system, it is appropriate to keep every other variable fixed
while allowing the variable of interest to vary. This leads to two dimensional plot
which is easy to comprehend. However, it is pertinent to note that these plots
are achievable without unilaterally changing the advertising efforts, thus leading
to plots in three dimensions. Three dimensional plots can be achieved by plotting
the payoffs on the retailer’s advertising vz and the distributor’s advertising effort
vp on separate axis. This is achieved in Figure 5 and Figure 6, which illustrate
the combined effect of the advertising efforts on the payoffs. Actually, the effect
of each advertising effort will be well appreciated from this three dimensional
plots. However, two dimensional plots provide quick interpretations of the effects
of both advertising efforts, which is obvious when viewed from the plane of a given
advertising effort.

7.4. The Effect of Subsidy on Advertising Effort

Figure 8: A comparison of the retailer and the distributor’s advertising efforts through the market
awareness share
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We note that the advertising efforts ar and ap are functions of the awareness
share x, which is a function of time ¢. Thus using = as given in (79) and (81),
which in the long-run becomes (80) and (82), respectively, we have that (17), (18),
(40), and (41) would become functions of time, leading to the plots in Figure 9
and Figure 11.

Apart from showing that the channel advertising effort increases with the pro-
vision of subsidy in spite of the distributor’s reduced advertising effort, Figure 9
and Figure 11 further show that each follower as well as the channel initial adver-
tising efforts should be large enough to create enough awareness. Thereafter, it
should eventually reduce to a certain level (not 0 (zero)). This advertising level
should be maintained to keep the firms afloat with a certain proportion of the
market share. Observe that the awareness share x increases over time. This is
clear from (79) and (81), which show that = increases with time and eventually
becomes (80) and (82), respectively, and becomes constants in the long-run. Thus
irrespective of the advertising expenditure, these long-run awareness levels cannot
be exceeded. Hence, it would amount to a waste of resources to spend above this
long-run advertising level in the hope of increasing awareness above this level.

04 v

01 [,

Advertising efforts
,

00 L

Figure 9: A comparison of the retailer and the distributor’s advertising efforts over time

Advertising efforts
o o

o

00 02 04 06 08 10
Awareness Share

Figure 10: A comparison of the channel’s advertising efforts through the market awareness share
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R(g>0) T AD(g>0)

Rie=0) + Tpe=0) |]

Figure 11: A comparison of the channel’s advertising efforts over time

Figure 8 and Figure 9 show that with the provision of subsidy, the retail advertising
effort increases while the distributor’s advertising effort reduces. Now recall that
the essence of both the retailer and the distributor’s involvement in advertising is to
increase the market awareness. Thus, with the provision of subsidy leading to more
commitment towards local advertising, the distributor will become less committed
knowing that the retailer’s effort covers-up his lapses. This can be explained in
Figure 10 and Figure 11, which show that the increase in retail advertising due
to subsidy actually covers the reduction in the distributor’s advertising effort.
Clearly, when the manufacturer subsidises retail advertising, the channel’s total
advertising effort ar(¢~0) + ap(g>0) is larger than the effort agy—g) + app=0),
which is the channel effort for a situation where retail advertising is unsubsidised.
That is
AR(¢>0) T AD($>0) > AR(¢=0) + AD(p=0), V7,1 = 0.

Thus the distributor’s reduction in advertising spending resulting from the pro-
vision of subsidy does not lead to a reduction in total channel advertising effort.
This is clear from Figure 8 and Figure 9. Rather the channel advertising effort
increases with subsidy as shown in Figure 10 and Figure 11. This implies that the
subsidy from the manufacturer has much influence on the entire channel effort.
It is pertinent to note that with increase in advertising, there is the tendency for
the awareness share to increase, thus leading to larger payoffs. Hence, irrespective
of the distributor’s advertising effort, the manufacturer should ensure that the
retailer is provided with subsidy.

8. CONCLUDING REMARKS

The work considered cooperative advertising in a manufacturer-distributor-
retailer channel. It involves a situation where both the distributor and the retailer
directly engage in advertising with the manufacturer bypassing the distributor to
subsidise retail advertising.

We developed three differential game models involving these players. The sales
dynamics was based on Sethi’s advertising model. This new dynamics was ob-
tained by incorporating the distributor’s advertising effort into this (Sethi’s) sales
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dynamics. Thus the distributor was introduced through his involvement in adver-
tising.

The work considered an unsubsidised channel structure and subsidised channel
structure. In both cases, we obtained the retailer and distributor’s advertising
efforts, the market awareness share, and the players’ payoffs. We also obtained the
subsidy rate that the manufacturer should use to subsidise the retail advertising
effort.

We observed that with the provision of subsidy, the distributor reduces his
advertising effort, thus enjoying a high payoff with reduced effort to the detriment
of the other channel members. As such, it is necessary for the players to come to a
compromise on his (the distributor’s) advertising effort/expenditure or a bargain
in which he (the distributor) will either share part of his payoff with the other
players or re-invest it into the channel. This can be an extension of the work.

Considering the fact that the long-run awareness share is bounded, the retailer
and the distributor should avoid the temptation of unnecessary advertising spend-
ing in the hope of increasing the market awareness beyond the possible upper
bound. Similarly, the manufacturer should provide only optimal subsidy. They
(the retailer and the distributor) should determine their long-run advertising ef-
forts which correspond with the long-run awareness. The advertising effort should
be focused on achieving and retaining (maintaining) this awareness level.

This work considered the manufacturer as the Stackelberg leader, and the dis-
tributor and retailer as followers. An extension can consider a situation where any
of the followers is the channel leader. This is possible where such a follower is pow-
erful enough to dictate business terms to the manufacturer. We can consider the
players involvement in a Nash game, a situation where all the players are powerful
and influential enough to be considered as equals. This can be another insightful
extension.

REFERENCES

[1] Bass, F.M., Krishnamoorthy, A., Prasad, A., and Sethi, S.P., “Generic and brand advertising
strategies in a dynamic duopoly”, Marketing Science, 24 (4) (2005) 556-568.

[2] Bergen, M., and John, G., “Understanding cooperative advertising participation rates in
conventional channels”, Journal of Marketing Research, 34(3) (1997) 357-369.

[3] Berger, P.D., “Vertical cooperative advertising ventures”, Journal of Marketing Research,
9 (3) (1972) 309-312.

[4] Chintagunta, P.K., and Jain, D.C., “A dynamic model of channel member strategies for
marketing expenditures”, Marketing Science, 11 (2) (1992) 168-188.

[5] Chintagunta, P.K., and Jain, D.C., “Empirical analysis of a dynamic duopoly model of
competition”, Journal of Economics and Management Strategy, 4 (1) (1995) 109-131.

[6] Chutani, A., and Sethi, S.P., “Cooperative advertising in a dynamic retail market oligopoly”,
Dynamic Games and Applications, 2 (4) (2012) 347-375.

[7] Dant, R.P., and Berger, P.D., “Modeling cooperative advertising decisions in franchising”,
The Journal of Operational Research Society, 47 (9) (1996) 1120-1136.

[8] Deal, K.R., “Optimizing advertising expenditures in a dynamic duopoly”, Operations Re-
search, 27 (4) (1979) 682-692.



176 P. E., Ezimadu / Modelling Cooperative Advertising Decisions in a Manufacturer

[9]

(10]

(11]

(12]

(13]

14]
(15]

[16]

(17]
(18]
(19]
20]

(21]

[22]
23]
[24]
[25]

(26]

Erickson, G.M., “An oligopoly model of dynamic advertising competition”, European Jour-
nal of Operational Research, 197 (1) (2009) 374-388.

Ezimadu, P.E., and Nwozo, C.R., “Stochastic cooperative advertising in a manufac-
turer-retailer decentralized supply channel”, Journal of Industrial Engineering Interna-
tional, 13 (1) (2017) 1-12.

He, X., Krshnamoorthy, A., Prasad, A., and Sethi, S.P., “Retail competition and cooperative
advertising”, Operation Research Letters, 39 (1) (2011) 11-16.

He, X., Prasad, A., and Sethi, S.P., “Cooperative advertising and pricing in a dynamic
stochastic supply chain: Feedback Stackelberg strategies”, Production and Operations Man-
agement, 18 (1) (2009) 78-94.

He, Y., Liu, Z., and Usman, K., “Coordination of cooperative advertising in a
two-period fashion and textiles supply chain”, Mathematical Problems in FEngineer-
ing,http://dx.doi.org/10.1155/2014 /356726, Article ID 356726, 2014.

Huang, Z., Li, S.X. and Mahajan, V., “An analysis of manufacturer-retailer supply chain
coordination in cooperative advertising”, Decision Science, 33 (3) (2002) 469-494.
Jorgensen, S., Sigue, S.P.; and Zaccour, G., “Dynamic cooperative advertising in a channel”,
Journal of Retailing, 76 (1) (2000) 71-92.

Jorgensen, S., Taboubi, S., and Zaccour, G., “Retail promotions with negative brand image
effects: Is cooperation possible?”, Furopean Journal of Operational Research, 150 (2) (2003)
395-405.

Kali, R., “Minimum advertised price”, Journal of Economics and Management Strategy, 7
(4) (1998) 647-668.

Kimball, G.E., “Some industrial applications of military Operations Research methods”,
Operations Research, 5 (2) (1957) 201-204.

Naik, P.A., Prasad, A., and Sethi, S.P., “Building brand awareness in dynamic oligopoly
markets”, Management Science, 54 (1) (2008) 129-138.

Nerlove, M., and Arrow, K.J., “Optimal advertising policy under dynamic conditions”,
Economica, 29 (114) (1962) 129-142.

Prasad, A., and Sethi, S.P., “Competitive advertising under uncertainty: A stochastic dif-
ferential game approach”, Journal of Optimization Theory and Application, 123 (1) (2004)
163-185.

Sethi, S.P., “Deterministic and stochastic optimization of a dynamic advertising model”,
Optimal Control Applications and Methods, 4 (2) (1983) 179-184.

Sorger, G., “Competitive dynamic advertising: A modification of the case game”, Journal
of Economic Dynamics and Control, 13 (1) (1989) 55-80.

Vidale, M.L., and Wolfe, H.B., “An operations research study of sales response to advertis-
ing”, Operations Research, 5 (3) (1957) 370-381.

Xie, J., and Wei, J., “Coordination advertising and pricing in a manufacturer-retailer chan-
nel”, European Journal of Operational Research, 197 (2) (2009) 785-791.

Yan, R., and Pei, Z., “The Strategic Value of Cooperative Advertising in the Dual-Channel
Competition”, International Journal of Electronic Commerce, 19 (3) (2015) 118-143.



