TECHNISCHE UNIVERSITAT MUNCHEN

Lehrstuhl fiir Logistik und Supply Chain Management

Procurement Auctions in Logistics and
Transportation

Dipl.-Kfm. Maximilian Budde

Vollstandiger Abdruck der von der Fakultat fiir Wirtschaftswissenschaften der Technis-
chen Universitat Miinchen zur Erlangung des akademischen Grades eines

Doktors der Wirtschaftswissenschaften (Dr. rer. pol.)

genehmigten Dissertation.

Vorsitzender: Univ.-Prof. Dr. Rainer Kolisch

Prifer der Dissertation: 1. Univ.-Prof. Dr. Stefan Minner
2. Univ.-Prof. Dr. Martin Bichler

Die Dissertation wurde am 18.06.2014 bei der Technischen Universitat Miinchen ein-
gereicht und durch die Fakultat fiir Wirtschaftswissenschaften am 15.11.2014 angenom-
men.






Acknowledgements

This thesis represents the results of my post-graduate research work as assistant of Prof.
Dr. Stefan Minner at his Chair of Logistics and Supply Chain Management, from 2009
to 2014. Finishing this thesis would not have been possible without the help of many
people both from the scientific community and from friends and family.

First and foremost, I would like to express my gratitude to Prof. Dr. Stefan Minner
who gave me the opportunity to work on this highly interesting and challenging subject
and supervised my work with a great amount of interest. The outcome of this thesis
would have not been possible without your support, your insightful comments and always
constructive criticisms.

Further I would like to thank my great colleagues at the Chair for Logistics and Supply
Chain Management at the Technische Universitat Miinchen and also at the University
of Vienna for their numerous ideas and their constructive feedback during the years. A
further thank goes to Evelyn Gemkow for her support on proofreading my work. I further
want to thank Prof. Dr. Martin Bichler for taking the time to review my thesis.

Most importantly, I want to thank my parents, brothers and sisters for their constant
support, motivation and encouragement during these four years as well as for their pa-
tience. A special thank goes to Chelsea Tschoerner, who always supported and motivated
me and gave helpful comments to improve the writing of my work.






Abstract

This thesis studies different issues which complicate sourcing decisions. Specifically it
looks at procurement decisions which are made (1) under demand uncertainty, (2) under
capacity restrictions and (3) under the presence of economies of scale. Taking a new
approach, it looks at problems which exist at both the operational and strategic level. At
the strategic level, decisions about designing an auction, about choosing a contract format
and about capacity investments must be made before production can start. In order to
make the right strategic decisions, it is necessary to also consider the influence strategic
decisions have on the operational level. This includes decisions concerning capacity levels,
which require knowledge about how a given level of capacity will influence later production
decisions. It also includes decisions concerning the choice of an auction format, whereby
certain formats influence bidding decisions in different ways. In addition, when different
strategic decisions are made in unison, they can also influence each other. Here, for
example, choosing a specific auction or contract format can influence the capacity decision
process. While a company’s production decision under demand uncertainty can be solved
with techniques from operations research, the interaction of different companies through
competitive bidding or a capacity competition makes it necessary to use game theory
approaches. Thus the interdependence of strategic and operational tasks, as well as the
mix of operations research and game theory approaches, makes this thesis a challenging
but also very worthwhile task.

Through looking at three specific situations where procurement decisions are made,
this thesis provides new insights on (1) how procurement auction should be designed
under the presence of demand uncertainty in order to maximize either the companies or
the whole supply chain profit, (2) how companies with limited capacities should act when
they participate at repeated bidding events and (3) how procurement auctions should be
designed under the presence of economies of scale. This thesis therefore helps on the
one hand the sourcing company to find the right auction design in order to minimize
procurement cost and on the other hand provides new insights to the bidding company
on the optimal bidding behaviour as well as on capacity strategies.
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Chapter 1

Introduction

1.1 Motivation

Nowadays procurement represents a very large fraction of total economic activity. While
the value of public procurement transactions in EU countries is about 16 percent of
their GDP and around 20 percent in the United States, it is even larger in the private
sector. Additionally, private procurement transactions are steadily increasing, which is,
in part, driven by a recent trend in outsourcing (Dimitri et al., 2006). As a result,
procurement is increasingly recognized as a key driver in a more and more competitive
business environment, since an efficient procurement is essential to a company’s success

(van Weele, 2005).

To keep costs low, procurement auctions are widely used in both government pro-
curements and private enterprise purchases. In addition, online reverse auctions have
especially received a lot of attention since electric commerce has matured. Instead of
paper-based bid submission, suppliers now communicate their best offer via an online
system. Today, most large industrial companies use online reverse auctions to procure
their materials. For example, Hewlett-Packard has spent more than $30 billion through e-
sourcing. At some business units they purchase more than 80 percent through e-sourcing
(Moody, 2006).

Used in the right way, reverse auctions, compared to traditional purchasing methods,
allow high cost savings (Tunca and Wu, 2009). Unit cost reductions in reverse auctions
compared to traditional sourcing range from 5-40 percent and lead to gross savings of 15-
20 percent, while an average manufacturer spends 55 percent of its revenue on purchased
goods and services (Hawkins et al., 2010).

If companies decide to conduct their procurement via reverse auctions, they are faced
with suppliers whose production cost they do not know. The purchaser’s target therefore
is to find the supplier that can supply the service for the lowest price. On the opposite
end, the suppliers aim to find a strategy that maximizes their profits. The procuring
company therefore has to search for the (overall) cost minimizing auction design, while
many factors that influence the design of an optimal auction have to be taken into account,
such as the structure of the demand, the suppliers’ cost and their capacity structure.

Even though many problems have to be addressed when searching for the right design,
procurement auctions also promise high savings, if they are conducted in the right way.
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This is also reflected in a growing interest in studying procurement auctions by schol-
ars in e.g. economics, operations research, management science, etc. (see Rothkopf and
Whinston, 2007). This thesis contributes to this field by covering different problems that
arise when procuring via reverse auctions. It answers first off, how an optimal auction
should be designed depending on the designers objective, and secondly, how the optimal
bidding strategy for the supplier should look like depending on the given auction situa-
tion. Section 1.2 will present the different procurement situations that will be analyzed
in this thesis.

1.2 Analyzed problems

Although this thesis addresses more generally the topic of procurement auctions, it looks
specifically at procurement auctions in three given situations: (1) under demand uncer-
tainty, (2) under capacity restrictions and (3) under the presence of economies of scale.
This section introduces each of these three analyzed problems.

1.2.1 Procurement auctions under demand uncertainty

The first issue looked at is uncertainty concerning future demand and the implications
of demand uncertainty on the optimal auction design. Observing the current business
practice, fixed quantity procurement auctions are the predominant form of auctions used
today, even though they are often not optimal, especially when faced with demand un-
certainty. Many practical auction examples exist where demand can be adjusted after
the price has been determined (McAdams, 2007; Li and Scheller-Wolf, 2011) and flexible
auctions receive increasing attention. Take for example the newsvendor as the simplest
single-product problem under demand uncertainty. In this case, the optimal order quan-
tity for a retailer (buyer) depends on the purchasing price. It is therefore not appropriate
to treat these procurement problems as simple single-unit auctions. It has already been
shown that abandoning fixed quantity auctions and allowing the possibility of adjusting
quantities after procurement prices are known results in lower purchasing prices (Hansen,
1988) and enables higher profits for the purchasing company (McAdams, 2007). However,
allowing to adjust quantities after observing prices makes the computation of optimal bid-
ding strategies more complex.

Although there are many possibilities for allocating demand risk within a supply chain,
the two extremes of push and pull contracts are simple and easy to implement. Because
their only parameter is the wholesale price, they find higher acceptance in practice than
complex multi-attribute auctions (Elmaghraby, 2007; Li and Scheller-Wolf, 2011). Under
a push contract, the retailer has to decide about the purchasing quantity before demand
is known and the manufacturer produces the order quantity. The retailer bears all the
risk of ordering too many or too few. Under a pull contract, the retailer postpones the
order until demand is known. In this case, the supplier bears all the demand risk and
must produce or build capacity when demand is still uncertain (e.g. Cachon, 2004). If
the retailer or the suppliers are risk-averse, there is an additional benefit from using push
or pull contracts as an effective instrument to shift demand risk within the supply chain.

To look at procurement auctions under demand uncertainty, we analyze and compare
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simple auction and contract formats in a newsvendor sourcing problem under information
asymmetry about the suppliers’” manufacturing cost and flexible order quantities. To
do this we evaluate the allocation of profits from the retailer’s, the supplier’s, and the
entire supply chain’s perspective. The options considered for auction design are the
two most prominent first- and second-price auctions. For contract design, we limit the
choice to simple, pure push and pull contracts. We extend the work of Li and Scheller-
Wolf (2011) by 1) additionally including first-price auctions, 2) enforcing supply contract
compliance by introducing a common outside procurement option, and 3) considering
risk-averse decision makers either on the supply or retail side. We show the dominance
of first-price auctions and the clear preferences of a push contract under risk-neutrality
and full contract compliance. Furthermore, the numerical results show the impact of
competition (number of bidders), cost and demand uncertainty, and the degree of risk-
aversion on supply chain efficiency and profit allocation in the supply chain through
the investigated auction and contract formats. This thesis contributes to the literature
by applying known formats and results from auction theory to the supply contracting
problems and enabling the comparison of different format-contract setups under risk-
neutral and risk-averse decision making.

1.2.2 Procurement auctions under capacity restrictions

The second topic of this thesis is motivated by the circumstance that nowadays, procure-
ment in companies is not limited to tangible products such as semi-finished products,
raw materials or equipment. Companies today are increasingly buying services. For ex-
ample, a steadily increasing number of companies across industries makes use of third
party logistics providers (Marasco, 2008), which provide convenient, low-cost and reliable
logistic services (Monczka et al., 2009). Third party logistics companies (3PLs) perform
tasks that were previously done in-house, such as: transportation, warehousing, light
manufacturing, managing reverse logistics, etc. (Mangan et al., 2008). Another example
is public procurement of constructions.

There are significant differences between providing a physical product and providing a
service. Physical products can be produced in high numbers and it is possible to build up
inventories to cover fluctuations in demand. In contrast, capacities of service providers
are much more limited. Most construction companies will only be able to work on a
limited number of construction sites at a time, and since a service typically cannot be
stored, even in times of low demand, it is not possible to produce to stock. Thus, service
providers face the problem of how to determine the right capacity level. If capacity
is high, a company can provide services to more customers. A higher overall capacity
increases competition and lowers market prices. Once capacity is set up, it normally
cannot be changed on short notice. Capacity is not set up for only one project. Instead,
it serves several sequential projects. Thus, the company faces a trade-off between capacity
utilization and being able to work on several projects in parallel.

In order to minimize procurement costs, companies and public institutions often pur-
chase services via reverse auctions. An important aspect of the bidding process is that
service providers tend to participate in more than one auction; they repeatedly submit
bids to several auctions. Therefore, they must take the described problem of limited
capacity into account. When a provider wins a contract, he has to commit some capacity
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such as machines, human resources, etc. for the duration of carrying out the contract.
Since providers can only submit a bid when they have free capacity, they might not be
able to submit a bid for an auction while they are still working on a contract won in
an earlier auction. One accompanying problem includes not always knowing when such
auctions take place and that requests for auctions arrive rather randomly. This raises a
question that must be answered before setting up capacity. How do capacity constraints
influence the bidding behavior?

Examples of such repeated bidding events include public procurement activities, such
as contracts for highway and street construction in the U.S., which had an annual cost of
$3.7bn in 2013. This is also relevant for the European Union which plans to invest € 50bn
in infrastructure from 2014-2020. Auctions are used to achieve full and open competition
(see Gupta and Chen, 2013). Jofre-Bonet and Pesendorfer (2003) already found that bids
in a repeated auction with capacity constrained bidders are 18% higher than those made
by unconstrained bidders. A similar observation was made by Gallien and Wein (2005)
in their business example with FreeMarkets.

This thesis studies how capacity constraints influence the bidding behavior and how
a bid is influenced by the average duration of a project or the expected interarrival time
between two auctions. We study a Markov Decision Process with a sealed-bid first-price
auction as the choice of the auction format (the second-price auction is discussed in the
extensions). After showing general characteristics of the repeated procurement auction,
we derive a closed form solution of a model with a maximum capacity of one. In doing so,
we are able to gain insights on how different parameters influence the bidding decision,
as well as the expected procurement cost. In a second step, we look at the influence
of the maximum capacity level on expected cost and profits. This reveals insights on
the optimal capacity decision, including how it depends on different parameters, such as
production time or capacity cost. We discuss how the capacity problem can end up in
a prisoner’s dilemma when both service providers build up higher levels of capacity, but
as a result both are worse off than without any investments. The contribution to the
literature is therefore (1) to show how capacity restrictions influence bidding in repeated
auctions and (2) to provide insight on optimal capacity decisions in such cases of repeated
competitive bidding events.

1.2.3 Procurement auctions under the presence of economies of
scale

A third issue arises when we consider economies of scale in procurement. As mentioned,
more an more companies are using the services of third party logistics providers in order
to keep their cost down and to be able to focus on their core competencies. If we consider
e.g. warehousing or transportation, it appears that economies of scale exist, especially
if a supplier provides this logistics service for several products rather than for only one
product.

Economies of scale also appear in another challenge that has received a lot attention
in the last years: risk management in procurement, especially in the provision of physi-
cal products. Nowadays many successful companies share procurement risks with their
suppliers such as the risk of demand uncertainty (Segerberg et al., 2010). As a result
contracts have been designed to include risk sharing elements such as advanced purchase
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discounts and buy back or pull contracts (see e.g. Cachon, 2004, or Chapter 3 of this the-
sis). Similar to the provision of logistics services, being able to combine the procurement
of different products can lead to cost savings due to reduced demand uncertainty.

Similar to the situations describe before, the companies searching for a provider of
such goods or services are faced with a problem of information asymmetry because they
do not know the exact cost of their potential supplier. Therefore, in suche cases a popular
tool is also a reverse auction, which determines both the supplier and the procurement
cost. Companies often source, instead of just a single product or service, several simi-
lar products or services which could be supplied by either only one or several different
companies. The sourcing company then has to decide whether they should procure those
products as a bundle or if they should procure them separately. Since there might be
economies of scale if one supplier wins several contracts, the supplier’s cost of providing
a service or supplying a good depends on what other contracts he wins. Since lower costs
on the supplier side usually also lead to lower procurement costs for the auctioneer, such
economies of scale would be an incentive to source several services from one company in
order to exploit synergies. One way to achieve this would be to bundle several services in
one auction. In such a bundle auction, the buyer would offer a contract that allows the
supplier to submit bids that take cost reductions through economies of scale into account.

On the other hand, if several services are bundled into one auction, the individual
service might not always be supplied by the company having the lowest cost for that
service. If there is a high variance in the cost of providing such a service among the
companies for the different services, it might be beneficial to exploit the differences in
cost by sourcing the services from several providers, even though this might decrease
potential economies of scale. Thus, if services are sourced separately from each other, cost
reductions through synergies are not ensured, which then is also reflected in the submitted
bid. It appears that taking synergies into consideration makes the procurement of goods
and services more complex. Yet a good purchasing strategy offers possibilities to save
procurement cost and to gain a cost advantage against other companies.

Grimm (2007) studies recurring procurement auctions, where current success posi-
tively or negatively affects future market opportunities, since they increase or decrease
future production cost. By allowing to sub-contract production in the bundle auction,
she shows a clear preference towards bundling by comparing the bundle with a simple
sequential auction. Building on her work, we show that this result no longer holds if there
is no option of sub-contracting and that there might be an incentive to source products
in a sequential auction. The contribution to the literature is the application of a modified
version of Grimm’s model to particular problems in the procurement of logistics services.
To do this we consider two procurement problems. In the first problem the supply cost
follows the cost structure of a Vendor Managed Inventory service provider, where the
provider takes over responsibility for production, transportation and storage of the prod-
uct. Thus, in contrast to a supplier just producing a product, the service provider is
faced with inventory holding and transportation costs in addition to production costs.
The second problem is a newsvendor model, where production must be completed before
final demand is known. We consider the case of a buyer wanting to source the product
via a pull contract, whereby the supplier has to bear the supply risk. By using flexible
resources he is able to pool demand in e.g. the case of winning two auctions, and thus
can reduce the demand risk and, through this, the overall cost. In contrast to Grimm
(2007), we do not allow subcontracting in order to (1) not give a one-sided advantage to
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the bundle auction, to (2) make both sourcing strategies comparable and (3) because in
practice, subcontracting is not always possible and allowed by the contracting party due
to quality reasons.

1.3 Field of research

Defines
resulting
values

Auctions Operations

Theory Research

Solves problem
of information
asymmetry

Figure 1.1: Auction theory vs. operations research

By analyzing the problems mentioned above, this thesis combines two different research
streams: The general field of auction theory and the field of operations research. Both
fields are relevant for the research stream of procurement auctions, because approaches
from both areas help to deal with problems a buyer (or seller) could be confronted with.

Insights from auction theory, for example, help to design mechanisms that find the
best supplier in order to e.g. minimize total procurement cost. It does not help to find
optimal production or order quantities though. Therefore, a procurement manager also
needs insights from operations research in order to find the right procurement strategies,
when e.g. a specific seller is chosen and the per unit procurement cost is determined.
Thus, approaches from operations research help to determine the optimal procurement
quantity, for example, if the purchase price per unit is known but the future demand is still
uncertain, a problem which is better known as the newsvendor problem. Another problem
operations research helps to deal with involves a service provider who has to determine
an order strategy under the presence of fixed and variable ordering costs (better known as
the Economic Order Quantity (EOQ) problem). Thus, the theory of operations research
helps to find the best strategy and further define total logistic costs that result from e.g.
a given single unit procurement (or production) cost (see Figure 1.1). To outline this
approach, we provide a short introduction to the general idea of procurement auctions
and discuss two basic auction models as well as two models of operations research in
Chapter 2.
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1.4 Structure of the thesis

The remainder of this thesis is organized as follows:

In Chapter 2 we discuss how auction design in general works and present some basic
methods of auctions theory and operations research. This chapter further reviews the
relevant literature.

Chapter 3 studies the auction model under demand uncertainty, as introduced in
Section 1.2.3. The results of this chapter have been published in the European Journal
of Operational Research (Budde and Minner, 2014b).

In Chapter 4 we analyze repeated sourcing events with suppliers that have limited
capacities, as presented in Section 1.2.2. This chapter is based on a working paper by
Budde and Minner (2014c).

Chapter 5 investigates procurement auctions under the presence of economies of
scale, as introduced in Section 1.2.3. This chapter is based on a working paper by Budde
and Minner (2014a).

Finally, Chapter 6 provides concluding remarks and suggestions for future research.






Chapter 2

Fundamentals and literature review

In general, procurement auctions (also known as reverse auctions) can be seen as an
instrument to solve a problem of asymmetric information. In the models discussed in
following three chapters, asymmetric information usually concerns the knowledge about
production cost. For example, a buyer who wants to procure a product can choose
from several suppliers whose production costs he does not know. His lack of knowledge is
based upon the suppliers, who hold private information about their individual production
costs. The retailer’s problem here is to find the best (which is in most cases the cheapest)
supplier. The retailer now, instead of negotiating with every single supplier, conducts
an auction, which determines a winner and a price that has to be paid for the product.
Thus, procurement auctions reverse the traditional auction setting, in which buyers bid
and sellers try to achieve a high price. In such a reverse auction the sellers have to compete
against each other by submitting bids to earn the right to deliver a product or service.
Here the buyer’s goal is generally to reduce the price in order to minimize the procurement
cost (see e.g. Jap, 2002). It is therefore up to the sourcing company to design a mechanism
that creates the highest value for itself. The relevant value does not necessarily result
from the profit of the firm though, it can also result from a utility function or from a
company seeking to maximize the system wide profits. Such a mechanism defines the
game of asymmetric information and in general has three components: a set of possible
messages (bids), an allocation rule and a payment rule. The allocation rule determines
the probability that a bidder will win the contract and is dependent upon the bid he
submits and the bids all the other bidders submit. The payment rule then determines
the expected payment of a bidder as a function that depends again on his and all other
submitted bids. In order to provide an equilibrium, these mechanism must fulfill the
properties of incentive compatibility and truthful bidding (for further explanation, see
e.g. Krishna, 2010).

The issue of asymmetric information described above is a crucial problem in many
markets. Historically, auctions have been utilized since antiquity and the earliest reports
of auctions date back to 500 B.C. (Krishna, 2010). However, auction theory, as we
know it today, has not started to be analyzed and defined before the second half of
the 20th century. The first equilibrium theory analysis on auctions was provided by
Vickrey (1961) in his seminal paper on counterspeculation, auctions, and competitive
sealed tenders. The clarification of the Bayesian-Nash equilibrium concept (provided in
Harsanyi, 1967, 1968a,b) further helped to push auctions forward. Ever since, a vast body
of work has been developed in the field of auction theory. By using input from the general
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mechanism design theory, which e.g. provides the fundamental theory of the revelation
principle (introduced by Gibbard (1973) and further developed by Myerson (1979)) or
pushed forward by e.g. the definition of the revenue equivalence theorem (Myerson, 1981;
Riley and Samuelson, 1981), auctions now are widely used in the design of procurement
mechanisms. Since it would exceed the scope of this work to cover all developments in
auction theory, we refer the interested reader to McAfee and McMillan (1987), Milgrom
(1989) and Klemperer (1999) who provide an overview of the actual state of the art in
auctions theory. Even though many of these references refer to forward auctions, they
are basic and applicable to reverse auctions. Furthermore, Elmaghraby (2000, 2007), and
Pinker et al. (2003) provide comprehensive surveys about sourcing, online auctions, and
internet-enabled marketplaces.

As a result of this research on the theoretical and also on the practical level, nowadays,
there exist many incentive compatible designs in which an auction can be conducted that
lead to truthful bidding. The formats of this range, though, between the two extrema
of an open or a sealed-bid auction (Jap, 2002). In general, there are four basic types of
auctions that have been both used in practice and analyzed in research. On the sealed-
bid side, these are the first-price and the second-price auction, while under the open-bid
auctions there are the so-called English and Dutch auction (see e.g. Klemperer, 1999). In
our work we will mainly use two sealed-bid formats, the first-price and the second-price
auction and will neglect the other two formats on the other extreme side, the English
and the Dutch auction. One reason for the focus on the sealed-bid auction is the given
strategic equivalence, most of the time, of the open formats of a Dutch or an English
auction to the closed formats of a first- or second-price auction. Nevertheless, we will
also discuss examples, where e.g. the strategic equivalence of the English and the second-
price auction is not given anymore (see Chapter 3.3). For further information on general
similarities and differences between those four standard auctions we refer to Krishna
(2010) and Klemperer (1999).

Before studying in Chapters 3-5 how bidding strategies for specific procurement sit-
uations look like as well as how the choice of an auction or contract format influences
expected cost and profits, we will discuss some general factors that influence bidding
behavior and the outcome of an auction. Since these factors have a huge impact on a
company’s profits when sourcing with a reverse auction, they should be understood and
considered by any procurement manager before setting up an auction. After this sur-
vey on influencing factors, we present two basic theorems in auction theory, the revenue
equivalence theorem and the revelation principle. As mentioned above, both theorems
are important cornerstones of auction theory and will, explicitly or implicitly, be used
later in this thesis. Since the focus of this thesis is on sealed-bid auctions, we further
introduce equilibrium bidding strategies for simple single unit first- and the second-price
sealed-bid auctions, in order to ease the reading of the rest of this thesis. As mentioned
this thesis combines auctions theory and operations research. We therefore introduce
the newsvendor model as well as the economic order quantity model, since we will use
modified versions of these models in the main body of this thesis. This chapter than
closes with a review of the relevant literature for this thesis.
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2.1 Influencing factors in procurement auctions

As stated by Klemperer (2002): “Good auction design is not ‘one size fits all’. It must
be sensitive to the details of the context.” Therefore, we will discuss some factors that
have to be taken into consideration in order to achieve, from the designer’s point of view,
the best solution feasible. Even though this list of factors is not exhaustive, it provides
a first impression of the influencing factors which should be considered when managers
look to design an auction. Since the design of an auction is highly influenced by the later
bidding process, these factors are also highly relevant for any manager who is about to
participate in a competitive bidding process and has to think about the optimal bidding
strategy for his company.

2.1.1 Objective

When designing an auction, the most important aspect is the objective of the party who
designs the auction. This is in most cases the party procuring the product. Thus, before
conducting an auction, the designer has to answer the question: What is the objective
of the mechanism I want to design? Examples of such objectives include minimizing
procurement costs, achieving efficient allocation (i.e. awarding the lots to the firms with
the lowest cost) or maximizing system-wide profits. This thesis mainly focuses on the
minimization of procurement costs, but will also consider how the choice of a specific
auction influences the system wide profits. Since we do not always consider risk neutral
agents, the designer’s goal might also shift from cost minimization to utility maximization
(see. e.g. Chapter 3.2).

2.1.2 Expected cost, profit and utility

After defining the objective of the auction, the next step should aim to understand how
a specific objective such as profit or cost is determined and how it is related to the
submitted bid in order to make a well-grounded decision concerning the auction design
(see also Chapter 1.3). While in some procurement situations the relevant cost is equal to
the amount paid to the winning supplier, in some set-ups, such as the newsvendor model,
the relevant cost depends on more than just the price of a specific product. In such
cases the price paid per product is just one element of the total relevant cost. This also
holds for the supplier’s side. The more a decision maker knows about e.g. how private
and common cost components influence the total relevant cost, the more he will know
about how different auction formats influence the objective. Thus, only if a procurement
manager knows e.g. how the price paid per item influences the companies profits or how
variable production cost influence the total cost a supplier has for providing a specific
service, he will be able to make a proper decision on the auction design.

Since the structure of the total relevant cost differs from one case to another, each
situation requires a different model to best fit the problem. In this thesis we study
different procurement situations, such as procurement under demand uncertainty or under
consideration of inventory holding and transportation cost. In some settings stochastic
models must be used to determine expected cost and profits under demand uncertainty,
while for some inventory and transportation problems deterministic models can be used
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to describe the cost structure. We further study situations where actors are rather risk-
averse and therefore, the expected utility not only depends on the resulting profit, but
on the variance of these profits as well.

2.1.3 Private vs. common components

While in the first step of designing an auction, a decision maker must know both his
objective and how it is determined, he should also be aware of how and why bids differ
from one supplier to another. Bids tend to be different for several reason, and often rest
on differences in the factors which influence the cost of providing a service. In general a
bid will depend on two components: On the one hand there will be a private component,
that is specific to a company and which is part of the total cost. Most of the time,
the private component is only known to the bidder. On the other hand, there will be a
common component, that is, factors that also influence the total cost, but are common
knowledge and the same for all bidders (see Dimitri et al., 2006). In this thesis the
private component is mainly the direct production cost, that is, the cost of producing a
single product or service, while the common component will, depending on the model,
concern different variables. In the newsvendor auction studied in Chapter 3, a common
component is the cost of an emergency order but also the distribution of the expected
demand, which is a common uncertainty that has to be taken into account for the supplier
to determine the expected cost of a pull contract. When procuring items with economies
of scale, the common component might include fixed set-up cost, transportation time or
interest rate. These will be common for all suppliers. It therefore is important to know
which components are private and which ones are common in order to make a proper
guess on the outcome of the auction. The higher the influence of common components,
the less potential a proper auction design has. If all components are common and there
is no private part in the cost we would face a situation with perfect information and
the auction model would be relatively easy to solve (Klemperer, 1999). A factor which
is actually one of the most influential on the outcome of the auction is the uncertainty
concerning the private component influence. The higher e.g. the spectrum of possible
production cost, the higher the information rent a procuring company has to pay. In
contrast, under high competition (this factor will be explained this later) a large range of
possible production costs also offers potential for lower bids. In the extreme case, where
there is no uncertainty concerning the private component, the procurer would be faced
with a case of perfect information again. Therefore, the influence of the combination of
competition and variance in production cost on the outcome will also be addressed in
this thesis.

2.1.4 Competition

Another important aspect in procurement auctions is competition in the supplier market.
Even though the procuring company has in general no or only little influence on the
competitiveness of a market, it is still important to know the competition, as it might
influence a company’s decisions concerning the auction design. If there are, for example,
not enough bidders, since e.g. a monopoly on the supplier market exists, it might not
make any sense to conduct and auction, and thus would rather be better to have a
form of structured negotiations (Klemperer, 2002). But even if the supplier market is
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competitive enough to conduct an auction, it is still important to know about the degree
of competition. One widely recognized important determinant is the number of bidders,
while in general a large number of firms create a competitive environment (Gupta, 2002).
Besides the effect that, in general, a higher number of bidders leads to lower procurement
cost (see Li and Scheller-Wolf (2011) for an example where this is not the case), this thesis
shows that the number of bidders has a crucial influence on the optimal design of a specific
auction. An auction design that is optimal for a low number of bidders is not necessarily
optimal if there are many bidders (see e.g. Chapter 5). Therefore, knowing about the
competitiveness of the market can be a big advantage when a decision about the auction
format must be made. A procurement manager might also come to the conclusion that
the design of the auction is no longer important if e.g. the number of bidders is very high
(Klemperer, 2002). In such a case the focus of the auctioneer might be to design a rather
simple auction, even though it might not be the optimal one.

While the number of bidders is one important determinant for competitiveness of the
market, there are also others. In Chapter 4 for example we show that competition is
also driven by the amount of available capacities and by the number of auctions that
are conducted per period, rather than only be the pure number of bidders. For example,
reducing available capacities on the supplier side decreases competition and leads to a
higher procurement cost, while if there are less requests to participate at auctions, com-
petition increases which then leads to a more aggressive bidding and a lower procurement
cost.

2.2 Basic theorems of auction theory

In the following we will introduce the revelation principle and the revenue equivalence
theorem. Even though many other important theorems in auctions theory exist (and
many of them will be used and discussed in this thesis), these two theorems are among
the most important. The revelation principle and the revenue equivalence theorem are
both central to auction theory and are highly relevant in later chapters of this thesis.
Therefore, a basic understanding of these both theorems helps to follow the thesis when
e.g. a benchmark in the form of an optimal auction is to be set or when different auction
formats are compared.

2.2.1 Revelation principle

The revelation principle is a useful principle of mechanism design that helps to identify
benchmarks for different auction designs. It answers the question: How efficient can
contracting under asymmetric information be? (Bolton and Dewatripont, 2005). We
first define:

Definition 1. A direct mechanism is called a truthful mechanism, if it is incentive com-
patible for the agent to announce his true type for any type.

The revelation principle then states:
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Definition 2. Any allocation that can be implemented by some mechanism, which allows
to infer the agent’s type correctly, can also be implemented with a truthful direct revelation
mechanism.

Therefore, the revelation principle guarantees that, when looking for a profit maximizing
(often referred to as the optimal) mechanism, there is no loss of generality in restricting
the analysis to direct mechanisms (see e.g. Laffont, 1993, for proof). The revelation
principle also provides insights for indirect mechanisms such as auctions, as it enables to
set a benchmark (e.g. in Chapter 3.4 and 5.1.4).

Since each outcome that can be implemented by an indirect mechanism such as an
auction can also be implemented by a direct mechanism, finding the optimal direct mech-
anism also means defining the maximum profit that can be achieved by any truthful
incentive compatible mechanism. Thus, an auction that leads to the same profit as the
optimal direct mechanism is also an optimal mechanism. This is especially interesting,
since in many cases it is easier to implement an indirect mechanism than to implement a
direct mechanism.

2.2.2 Revenue equivalence theorem

In the following we will have a short look at the revenue equivalence theorem. This theo-
rem can be very useful to reduce the number of auction designs that have to be studied,
since it shows under which conditions different auctions lead to the same outcome. The
revenue equivalence theorem states that:

Definition 3. Every auction where risk-neutral bidders sell a single unit yields the same
expected prices and revenues, if:

(i) The bidders’ costs are independently drawn from a common, strictly-increasing
atomless distribution.

(ii) The bidder with the lowest signal always wins.

(i1i) The bidder with the highest-feasible signal expects zero surplus.

This theorem was established by Myerson (1981) as well as Riley and Samuelson (1981),
while the definition above is adapted for the reverse auction. Thus, whenever two auctions
fulfill those requirements, they both lead to the same outcome. This is, for example, the
case for the first- and second- price auction, as well as for both open formats (the Dutch
and English auction) when studying single unit procurement auctions as presented in
Chapter 2.3. Thus, whenever a buyer just wants to buy a single product, the procurement
cost stays the same, no matter which of those four formats he chooses as the sourcing
mechanism. One great advantage of defining the revenue equivalence theorem is that
whenever this theorem holds, the buyer is able to restrict his attention to finding the
mechanism easiest to implement, rather than looking for the profit maximizing contract.

Nevertheless, the revenue equivalence only holds under specific conditions. As we will
see later in this thesis, revenues differ a lot among different auction designs, if we e.g.
consider multi-unit auctions, risk aversion, or asymmetries.
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2.3 Optimal bidding in a single unit procurement
auction

At this point we present a reversed version of the simple single unit auction model as
e.g. presented in Krishna (2010). This helps in understanding the basic idea behind first-
and second-price sealed-bid auctions and how optimal bidding strategies in procurement
auctions can be determined (see also Holt, 1980 and Cohen and Loeb, 1990 for further
information on especially the first-price auction). Even though in the models discussed
later in this thesis we do not consider simple single-unit auctions, discussing a simplified
set-up helps to understand the general nature of auctions, especially since the general
methods used here can also be applied to more complex models.

Consider an auction with a number of n > 2 ex ante symmetric suppliers that compete
for the right to supply a product. Assume that n is common knowledge. The supplier
1’s marginal cost to produce the product is ¢; and private knowledge. Beliefs about a
competitor’s marginal cost ¢ are distributed according to F(c) with density f(c) > 0
which is continuous over [c,¢]. Thus, bidder ¢ only knows his own marginal cost ¢; and
knows that the other bidders’ marginal costs are independently distributed according to
F(c). Further assume that bidders are risk neutral and are trying to maximize their
profits.

The first- and second-price auction now differ as follows: While in the reverse first-
price auction the supplier with the lowest bid wins the auction, delivers the product and
gets paid the amount he bid, in the reverse second-price auction, the supplier with the
lowest bid wins the auction, delivers the product, but gets paid the second lowest bid.
In both auctions the bidders try to maximize their profits by choosing a bid b(¢;) € R.
Further assume that if there is a tie (thus, if two or more bidders submit the same bid),
the contract goes to each bidder with equal probability.

2.3.1 Reverse first-price auctions

The profit of supplier ¢ in the single unit first-price auction is given as follows:

(1)

_Jbi = it by < mamngb;
"o if by > ming.ib;

One can see that the submitted bid, contrary to the second-price auction, directly in-
fluences the payment. Since the profit in case of winning is the difference between the
cost and the submitted bid, it is obvious that it cannot be optimal to bid at cost. Thus,
in order to be able to make a profit greater than zero, the submitted bid should always
be higher than the cost. Since we consider a symmetric auction, in equilibrium, bidders
with the same cost will submit the same bid. Therefore, in equilibrium, the probability
to win the auction is equal to the probability of having the lowest cost (this property also
holds for the second-price auction). We define b(c) as the equilibrium bidding strategy
of a bidder with cost c¢. Thus, if a bidder follows the equilibrium bidding strategy, his
probability of winning an auction by submitting the bid b(c;) is given as (1 — F(¢;))" L.
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As a result, the expected profit in the first price auction is: (b(c;) — ¢;)(1 — F(c;))" !

Consider the profit of a bidder that has cost of ¢ but by submitting a bid of b = b(x)
reveals having cost of . We define his profit as 7 (c, z), which depends on the actual cost
c and the signaled cost x. We then get:

on(c,x)
Ox

= V') = Fx)"" = f(z)(n = D(b(z) — ¢)(1 = F(x))"* (2)

Assume that all other bidders follow the equilibrium bidding strategy. It then holds
that m(c,z) = (b(x) — ¢)(1 — F(z))""*. For b(c) to be an equilibrium, 7(c, z) has to be
maximized at x = ¢. In that case there is no incentive to deviate from the equilibrium

strategy. It therefore has to hold that 6”52"'”) = 0 for x = ¢ and by replacing x with ¢ we
get:
(971'(0, $) / -1 -2
5~ (W) A= F(e)" = fle)(n = 1)(b(c) = ¢)(1 = F(c))" " =0, for z = c

(3)

Define 7’(c) as the deviation of 7(c) for a change in the real cost ¢. Since in equilibrium
or(c,x)

52— =0, we can simplify 7'(c) and get:

m(c) = —(1 = F(o)"™ (4)

Since it has to hold that II(¢) = II(¢,¢) = 0 we have:

and thus (by rearranging the integral limits) we get:

we) = [ - FE) e ©)
In equilibrium it has to hold that II(c, ¢) = II(c). This yields:

00) — L= Fly = [ (1= Flaya: u

and thus for the equilibrium bid we get:
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We see that the bid always increases in the cost and that, for all ¢ < ¢, there always is a
markup on the cost, thus b(c) > ¢ ,Ve < ¢ While for the standard first-price single unit
auction it is easy to derive the equilibrium bid, this thesis will show that this is not the
case anymore, when studying more complex set-ups. This is especially true if we remove
assumptions as e.g. single unit auctions and risk neutrality or if auctions are conducted
repeatedly. As a result it might not even be possible anymore to derive closed-form
solutions for the general case.

2.3.2 Reverse second-price auctions

Deriving the equilibrium bid in the second-price auction is usually much simpler than in
the first-price auction. Again, consider the profits depending on the bids:

(9)

The equilibrium bid for the second-price auction is to always submit a bid equal to cost,
thus b%,..,.4(c) = c¢. The proof is straightforward. Consider a supplier ¢ submitting a bid
equal to ¢;. Assume that all other bidders submit a bid higher than ¢;. In this case,
he would win the auction and would get paid the second lowest bid. Submitting a bid
lower than ¢; would not change the profit at all. He would still win and would still get
paid the same amount. Assume now that there is one bidder that submits a bid below
¢;. In this case, if the bidder submits a bid b(¢;) = ¢; he does not win and his profit is
zero. What would happen if he now lowers his bid? Assume the bidder submits a bid
b(¢;) < ¢; that is low enough to win. In this case, he would have cost of ¢; to supply
the product but he would get paid less than ¢; and thus his profit would be negative.
Thus, it can never pay off for bidder ¢ to submit a bid lower than ¢;. Consider in contrast
submitting a bid higher than ¢;. In case of winning, the submitted bid does not influence
the winner’s payment. Therefore, increasing the bid can never be beneficial, since it would
just decrease the probability of winning without increasing the expected payment. As we
see, in the standard second-price sealed-bid auction, the bidding strategy is very simple
and it is always a dominant strategy to submit a bid equal to the cost. But nevertheless,
this thesis will also study auctions, where it is not optimal anymore for the supplier to
bid at his cost, if e.g. we consider repeated auctions (see Chapter 4).

2.4 Basic operations research models

In this section we study two models, the newsvendor model and the economic order
quantity model. Both are well known approaches in logistics and also basic to this thesis.
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At this point we will present the models with very basic assumptions. Later in this thesis
some of this assumptions might be removed, as e.g. in the newsvendor model we will add
the option to place an emergency order or in the economic order quantity model we will
consider joint replenishment and also include the issue of transportation. However, the
basic insights of the models will be the same.

2.4.1 The newsvendor model

We now briefly introduce the newsvendor model, an approach of optimizing order quan-
tities under demand uncertainty by balancing out the expected cost of understocking
and the expected cost of overstocking. In general the newsvendor problem is not a new
issue and studies of this problem can be traced back to Edgeworth (1888). However, it
did not become a topic of operations research studies before the 1950’s when Scarf et al.
(1958) defined and analyzed the newsvendor problem as we know it today (Petruzzi and
Dada, 1999). Ever since, it has been a subject of much research, and thus, has been
further developed and extended (see also below for some examples of these extensions).
Nevertheless, the basic idea remained the same: The newsvendor model is the problem of
a company that must choose an order or production quantity before the start of a single
selling season that has stochastic demand. In the essential formulation of the model there
is no option of placing a second order or to produce after the season has started (and the
demand is known). Besides the demand uncertainty, a further aspect is that the prod-
ucts are perishable. Thus the products lose their value after the selling season because,
for example, a discount is used to sell the left over units or the product is disposed of
when the selling season is over (Khouja, 1999). While there are further aspects of the
newsvendor problem that can be named (see e.g. Silver et al., 1998, for a detailed list
of properties of the newsvendor model), demand uncertainty and the perishability of the
products are the most crucial ones.

We now define the following set-up in order to analyze the basic newsvendor model:
Consider a company facing uncertain market demand x, drawn from a continuous dis-
tribution on [0, 00) with cumulative probability ®(x) and probability density ¢(z) > 0.
®(z) has a finite mean y and an inverse ®~!(z). Assume a market price p and ordering
cost ¢. The company now has to determine an order quantity ¢ before the final demand
is known. We further assume that left-over inventory can be sold at the end of the sea-
son for a salvage value v, with v < ¢. Assume that unsatisfied demand is lost and that
there is no option to place an emergency order in case of a stock-out. The objective of
the newsvendor is now to maximize his expected profit F(II(g)) by choosing an order
quantity g:

B(@) = ~q-c+ [ @op+ =) 0o@is+ [ q-pota)da (10)

Since (10) is concave in the order quantity, the sufficient optimality condition is:

0E(I1(q))

T (11)
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Solving (11) leads to:

* p—cC
P(g*) =
(¢") p—
S¢=0"! (—p_c) (12)
p—0

(12) provides the well known fractile formula for the optimal order quantity of the
newsvendor. The formula shows that the order quantity always decreases in costs, while
(since ¢ < wv) it increases in selling price and salvage value. This is a quite intuitive
property of the newsvendor quantity. Higher procurement cost or a lower salvage price
increase the cost of having left overs and thus lead to an incentive, to decrease the
expected amount of left overs. On the other hand, if the procurement price is lower or
the selling price is higher, the newsvendor loses more money when he is out of stock and
therefore tries to decrease the probability of having not enough on stock.

A further property of the newsvendor solution is that the order quantity only depends
on the fractile and not the total values of the costs. Thus, for a given demand distribution,
two companies would order (or produce) the same quantity whenever their fractile is
the same. This enables approaches to coordinate the supply chain, such as a buy-back
contract or revenue sharing (Cachon, 2003). In this thesis, for example, we will use this
property to show whether or not a contract coordinates the supply chain by saying it
maximizes the overall profit of the whole supply chain rather than the profit of a single
actor.

So far we considered the newsvendor as a maximization problem: the company tries
to find the order quantity that maximizes the expected profit. Another approach that
provides the same result is to minimize expected cost of ordering too much or too few.
To follow this approach, define overage cost (c,) as the cost that appears per unit of
having too much, if the company ordered more than the final realization of the demand
D. This cost is the difference between the order cost and the salvage value: ¢, = ¢ — v.
The total cost of having too much is then the overage cost times the quantity that has
been over-ordered: ¢, - (¢ — D) (assuming ¢ > D). The underage cost (¢,) on the other
hand is the cost that appears per unit that is missing if the company did order less then
the final demand. Since there is no option of an emergency order we have: ¢, = p — ¢,
thus the profit margin of a single product. Therefore, the total cost of not having ordered
enough is: ¢, - (D — q) (assuming ¢ < D).

Defining the expected newsvendor cost C(q) as the sum of total overage and total
underage cost we get:

Clg) = co- / (g D)pl)dr + e / (o - @é(a)da (13)

Minimizing this cost leads to the same result that we obtain from the maximization
of (10). The minimization of (13) leads to the following expression:



20 2. Fundamentals and literature review
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In this way, the optimal order quantity can be broken down to a very simple, intuitive
equation that also shows that the optimal order quantity only depends on the relation
of relevant cost and prices rather than their total values. An advantage of writing the
newsvendor formula as a relation of overage and underage cost is that it reveals another
intuitive result of the newsvendor model: Whenever the overage cost is higher than the
underage cost, it is optimal to order less than the expected demand (®~'(¢*) < 0.5)
while if the cost of not ordering enough is higher than the cost of ordering too much, it
is optimal to order more than the expected demand.

The derivation of the newsvendor formula shows that it is a very practical tool to
support manufacturing or ordering decision in e.g. the fashion and sporting industries.
It is relevant for a supermarket manager deciding on quantities of fresh meat or veg-
etables and helps a farmer to decide on quantities of different crops to be planted in a
certain season. It can further be used in managing capacity decisions but also to evaluate
advanced booking of orders in service industries, including airlines and hotels (Khouja,
1999; Axséter, 2006). While the set-up presented here is very basic, many extension of
the newsvendor model exist, including the option of emergency orders (Khouja, 1996),
risk-aversion (Eeckhoudt et al., 1995) or the pricing decision of a newsvendor (Petruzzi
and Dada, 1999). A survey of several issues and extensions of the newsvendor that are
especially relevant for the problems studied in this thesis, including the coordination of
the newsvendor, risk-aversion and newsvendor networks, will be provided in Section 2.5.

2.4.2 The economic order quantity model

In this section we discuss the well-known economic order quantity (EOQ) model, a frame-
work that analyzes the trade offs between set-up and holding costs, which is basic to
Chapter 5 of this thesis. The classic EOQ model was introduced by Harris (1913) and
was made popular by Wilson (1934). It is based the following assumptions:

e Demand is constant and continuous at a rate of d items per time unit

Holding cost of h (per unit and time unit) is constant over time

A fixed set-up cost of A is incurred every time an order is placed

Infinite planning horizon

No shortages are allowed

The whole order quantity () is delivered at the same time with zero lead time
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Since no shortages are allowed and further no safety stock is needed, the inventory level
will vary over time as presented in Figure 2.1. A new batch arrives exactly at that point
in time when the previous batch is finished and the time between the arrival of the two
batches is equal the order quantity divided by the demand per time unit.

Inventory level

A

Q

-~ > Time

Q/d

Figure 2.1: Development of inventory over time

The objective of the EOQ model is now to find the order quantity * that minimizes
the total cost C' per time unit which is given as:

@y (15)

The first term in 15 represents the holding cost, which is equal the average stock %
multiplied with the holding cost h. The second term is the average ordering cost per
time unit which is obtained by multiplying the ordering cost A with the average number
of orders per time unit %. Since relevant costs are only costs that vary with the order
quantity, the classic EOQ model does not consider the variable ordering cost (price per
unit ordered). This changes, for example, if quantity discounts are considered (see e.g.
Axséter, 2006). Since C' is convex in @), the optimal order quantity @* can be derived
from the first order condition:

dc h d
0 2 i7" (16)

which leads to the following square root formula, the well-known economic order quantity:

o =2 (17)

and a minimized cost C* of:
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C* = V2Adh (18)

Figure 2.2 allows a grafical interpretation of the EOQ Model: The total cost is minimized
at the intersection of the average holding cost and the average ordering cost.

Cost

total cost _

/
— holding cost

ordering cost™> __ —
-
/ _—~
— - = —
Q*

Figure 2.2: EOQ Cost function
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Even though this model is a simplified version of the reality and some assumptions
of e.g. a fixed demand over the whole time horizon, seem to be unrealistic, it is a good
approximation and many assumptions can be easily relaxed while maintaining a relatively
simple optimal policy (Simchi-Levi et al., 2005). Therefore, the EOQ Model is a useful
tool to determine order quantities, whenever 1) demand is fairly stable over time, 2) the
cost to place an order is reasonably stable and independent of the quantity ordered and 3)
replenishments are delivered all at once, which are conditions that can be found in many
purchasing situations (Hopp, 2011). There further exist several extensions of this model,
including finite horizon, multi-item problems (as in Chapter 5), quantity discounts, finite
production rates, backorders or time-varying demand, making this model a practical tool
for many procurement situations (see e.g. Axséter, 2006 or Simchi-Levi et al., 2005).

2.5 Literature review

In this section we provide a review of the most important works in the fields of auctions
and supply chain management relevant for the topics covered in this thesis. This helps
to follow this thesis, to provide suggestions for further reading, and to distinguish the
contribution of this thesis to the already existing body of literature on procurement
auctions. The review thus discusses the relevant literature for the specific problems
discussed in the main body of this thesis. It does not only cover literature on auction
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theory though; it also outlines relevant literature for logistic problems such as supply
contracts under demand uncertainty or transportation and inventory problems.

2.5.1 Supply contracts under demand uncertainty

Qin et al. (2011) provide a review of the newsvendor problem, including the issue of
risk-aversion. Cachon (2003) provides a survey of supply contracts and coordination.
Lariviere and Porteus (2001) analyze wholesale price contracts in the context of the
newsvendor problem with a manufacturer selling to a retailer that faces uncertain de-
mand. They all show how market size and demand variability influences the optimal
wholesale price set by the manufacturer. Cachon and Lariviere (2001) address the prob-
lem of information asymmetry about demand forecasts and study contracts that allow for
sharing demand forecasts credibly. Cachon (2004) compares push and pull contracts and
proposes an advance-purchase discount where the risk of demand is shared by shifting
the excess inventory risk from the supplier to the manufacturer. This advance-purchase
discount, contrary to the push and pull contracts, allows to coordinate the supply chain
and achieves an efficient production quantity. Comparing push and pull, he shows that
the pull contract leads to a higher efficiency than the push contract. Perakis and Roels
(2007) compare push and pull contracts and characterize efficiency depending on various
supply chain configurations, such as different numbers of stages in the supply chain and
the number of competing suppliers or competing retailers. They show that under a push
contract more competition always leads to higher efficiency. However, in a pull contract
more competition can also decrease supply chain efficiency.

2.5.2 Procurement auctions under demand uncertainty

While in simple single-unit auctions the format does not matter and simple first- and
second-price auctions lead to optimal results, the optimal design of an multi-unit auction
is more complicated, since, for example, fixed quantity auctions might not be optimal
anymore. An important work to mention in that field is Dasgupta and Spulber (1990),
who studied different procurement auctions for companies facing downward sloping de-
mand curves. Chen (2007) enhances this model and derives general conditions for a
firm’s optimal auction mechanism that selects a supplier and determines the procure-
ment quantity and corresponding payments. He proposes an auction where the retailer
determines the optimal quantity-payment schedule. The retailer needs specific informa-
tion concerning the cost distribution of the suppliers to be able to set up this optimal
schedule. As opposed to Chen (2007), we consider price-only auctions where the retailer
does not need any specific information about the suppliers’ cost distribution to select the
optimal contract. Duenyas et al. (2013) provide an extension of Chen (2007) by studying
a more simple auction and show its optimality for ex-ante asymmetric suppliers and a
class of non-linear production costs. Li and Scheller-Wolf (2011) compare different auc-
tion designs for a buyer facing uncertain demand using an open descending price-only
auction format (English auction). Using an open auction format and letting the supplier
determine the service level of supply, they show that intense competition in pull contracts
can lead to lower retailer profits. They propose an enhanced pull contract that enables a
certain service level and they establish how characteristics of demand and supply influ-
ence the retailer’s preferences between a push and an (enhanced) pull mechanism. The



24 2. Fundamentals and literature review

authors show that the retailer prefers a push mechanism if supplier competition is high
and a pull mechanism if demand uncertainty or the supplier cost level is relatively high.
In contrast to Li and Scheller-Wolf (2011), we consider sealed-bid auctions and thus are
able to implement a first-price auction which leads to lower purchasing prices in push
contracts than in an open auction format. By enforcing contract compliance using an
outside option rather than choosing a service level in pull contracts, we can establish that
more competition between suppliers always leads to higher expected retailer profits.

Hansen (1988) considers the impact of endogenous quantities in procurement auctions
under deterministic, price-sensitive demand. He shows that the auctioneer always prefers
a first-price to a second-price auction and that even from the perspective of the total
surplus of the considered economy, the first-price dominates the second-price auction.
Spulber (1995) and Lofaro (2002) analyze a similar framework for Bertrand competition
where rivals costs are unknown. Further, Ausubel and Cramton (2002) show how ineffi-
ciency occurs under multi-unit forward auctions if large bidders have an influence on the
price under a uniform price auction. They show that efficiency and revenue rankings of
the uniform-price and pay-as-bid auctions are inherently ambiguous. In some situations,
the pay-as-bid auction leads to an efficient outcome while the uniform-price auction does
not and vice versa.

2.5.3 Risk aversion in procurement auctions

For a risk-averse newsvendor, Cachon (2003) provides an overview of the literature. Eeck-
houdt et al. (1995) determine comparative-static effects for changes in price and cost pa-
rameters. Agrawal and Seshadri (2000) investigate the role of intermediaries offering the
possibility of emergency orders and buy-back options in supply chains with risk-averse re-
tailers. Gan et al. (2004) study the coordination of supply chains with risk-averse agents.
Keren and Pliskin (2006) set a benchmark by deriving a closed form solution of the risk-
averse newsvendor for a special case of uniform demand. Wang et al. (2009) provide
insights on how selling prices influence the risk-averse newsvendor and thus investigate
some limitations of the expected utility theory.

We follow the common modeling philosophy in supply chain management to analyze
a stand-alone newsvendor. This restrictive assumption of independence from market
considerations is relaxed in Anvari (1987) who uses the capital asset pricing model for
studying a newsvendor facing uncertain demand. If the relevant risk of the inventory
investment is considered in the market-valuation model, results differ in comparison to
the classical expected benefit maximization framework and order quantities are lower.
Gaur and Seshadri (2005) study the impact of financial hedging in a newsvendor set-up,
where demand is correlated with the price of a financial asset. They show that hedging
reduces the variance of profit and increases the expected utility of a risk-averse decision
maker. Ding et al. (2007) consider financial hedging against exchange risks and show how
financial hedging influences operational strategy and can lead to altering global supply
chain choices of a risk-averse firm.

Concerning auctions with risk-averse agents, Maskin and Riley (1984), Matthews
(1987) and Wachrer et al. (1998) provide seminal results for single-unit auctions. Maskin
and Riley (1984) show that first-price auctions are optimal for a risk-neutral seller with
risk-averse buyers whereas Matthews (1987) examines the buyer’s point of view. Waehrer
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et al. (1998) consider risk-averse bid takers and risk-neutral bidders and show that first-
price auctions are optimal in this case. This thesis contributes to this field by investigating
how effects of risk-averse bidding and risk-averse capacity planning affect each other and
influence resulting profits. A combined study allows to investigate how risk-aversion shifts
the preferences towards specific auction and contract designs.

2.5.4 Capacity provision for repeated auctions

Chapter 4 is related to two streams of the literature, 1) industrial organization literature
on how capacities influence competitions and profits, where we refer to Tirole (1988) and
more recently Belleflamme and Peitz (2010) for comprehensive surveys and 2) repeated
(procurement) auctions. The existing literature in this second field shows that much work
has already been done on sequential auctions with a finite horizon. Weber (1981) provides
a survey on multi-object auctions and gives intuition for why prices fall in the sequential
auction for identical objects when bidders have limited purchasing capacity. Bernhardt
and Scoones (1994) investigate repeated auctioning where several different objects are
auctioned off in sequential auctions and show that mean prices fall. They further show
which objects should be auctioned first if valuations are not identically distributed across
objects. While Milgrom and Weber (1982) show that for independent private values prices
in repeated sales auctions should remain constant, a so-called declining price anomaly can
be observed in repeated auctions of e.g. wine and art (see Ashenfelter, 1989). McAfee and
Vincent (1993) explain these decreasing prices in repeated auctions of identical products
with the risk aversion of bidders. Said (2011) discusses a model of discounted sequential
second-price (forward) auctions with an infinite horizon, where objects and buyers (with
single-unit demand) arrive randomly. He shows that bidders take the option value of
participating in future auctions into consideration and as a result they decrease their
bids.

A further stream in repeated auctions are studies on collusion where bidders com-
municate before an auction in order to maximize their profits. Graham and Marshall
(1987) are among the first discussing this topic for second-price auctions and McAfee and
McMillan (1992) analyze collusion for first-price auctions. However, even though this is
an interesting and highly relevant field, we do not consider collusion in this thesis. For
an introduction to this topic, we refer to Hendricks and Porter (1989) and Pesendorfer
(2000), as well as Krishna (2010). Another topic in repeated auctions is the possibility
to learn about the bidders’ cost structure from previous auctions. However, even though
learning effects can appear in repeated auctions, we do not consider them in our model.
For further information on this topic, see e.g. Jeitschko (1998), who gives a comprehensive
survey on the topic and provides new insights on the benefits of being able to learn in
sequential auctions.

Next, we focus on the literature that considers the aspect of capacity constraints in
repeated procurement auctions. Elmaghraby (2003) studied the sequencing problem of
a buyer wishing to procure two heterogeneous objects in two (sequential) auctions while
facing suppliers with capacity constraints. She shows the critical influence ordering can
have on the efficiency of an auction. For a similar set-up, Reifl and Schéndube (2010)
studied revenue equivalence in a sequential auction with capacity constrained bidders.
While these models consider bidders who only participate in an auction once, we consider
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bidders who participate repeatedly. Jofre-Bonet and Pesendorfer (2000), and Jofre-Bonet
and Pesendorfer (2003) present empirical work in the field of repeated auctions with ca-
pacity constraints by looking at repeated highway construction procurement auctions and
estimating the bids of the competing companies. They show that bids increase in relation
to the fraction of the capacity already committed to other jobs. Similarly, Saini (2012)
provides a numerical approach to a repeated procurement model where production costs
increase in the usage of capacity. Under high capacity utilization, competition becomes
weaker and procurement costs increase. A further interesting work by Rombhild (1997)
develops a decision theory model without explicit (game theoretic) interaction and studies
the problem a producer with limited capacity has when faced with the option of partici-
pating in several bids. By considering a finite-horizon model with known auction events,
known times of production, and externally given winning probabilities, this problem was
solved via backward induction. He also shows that there is a markup for the opportunity
cost of using capacity and that, consequently, bids are higher than in non-capacitated
bidding events.

Considering investment decisions in the auction environment, Arozamena and Cantil-
lon (2004) provide insights on incentives to invest in cost reduction and their effects on
bidding behavior in first- and second-price sealed-bid auctions. By showing that second-
price auctions, in comparison to first-price auctions, lead to higher investment incentives,
they provide relevant information on the general aspect of capacity decision for procure-
ment auctions. Budde and Gox (2000) study an investment problem where a supplier
can invest in cheaper capacity before the bidding process, or else wait until after the
bidding and then buy more expensive capacity if needed. They show that only com-
panies with a lower production cost will invest in advance, while bidders with a higher
cost will wait with their investment until the outcome of the auction is known. Another
interesting work is provided by Perrone et al. (2010), who, in addition to the price, take
the production time as an attribute in service procurement auctions into account. They
provide new insights by e.g. proving revenue equivalence for different auction schemes
and further show that increasing the number of bidders but not the duration of projects
has an impact on prices.

While most of these papers consider finite horizon models where capacity is only
used once (during that horizon), there are - apart from empirical or numerical work - no
models which consider auctions with an infinite horizon and capacity only committed for
a specific time and its later reuse. In contrast to Romhild (1997), we further consider
the effect limited capacity has on competition among service providers, as well as how
capacity decisions influence the outcome.

Concerning Markov Decision Processes, Tijms (2003) and Puterman (2009) provide
great introductions to this topic with several applications. Filar and Vrieze (1996) cover
the more specific topic of stochastic games, similar to Hu and Yue (2007) who provide
an overview of several applications in the field of game theory and auctions in Markov
Decision Processes.

2.5.5 Recurring auctions with economies of scale

Grimm (2007) derives general results for recurring procurement auctions of complemen-
tary or substitutionary goods. She studies a set-up of successive procurement situations
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where current success influences future production cost. By allowing subsequent resale
for bundling auctions, it can be shown that bundling auctions always dominate the stan-
dard sequential auction. As a benchmark Grimm (2007) derives the optimal sequential
auction, where the allocation for the second product depends on new defined virtual cost
function rather then on the actual cost. The optimal sequential auction then dominates
the bundling auction. We extend her paper by first making both auctions more compara-
ble by not allowing subsequent resale under the bundling auction and further applying it
to specific procurement problems of companies. We are then able to show that the choice
for a bundle or sequential auction is dependent on e.g. the number of bidders and the
cost structure. Further related to this thesis is the work of Jofre-Bonet and Pesendorfer
(2006) who derive conditions for an optimal sequential procurement auction and build
the basis for the benchmark auction in Grimm (2007). Jeitschko and Wolfstetter (2002)
compare first- and second-price forward auctions for a sequential bidding game with either
economies or diseconomies of scale. They show that economies of scale lead to declining
expected prices, whereas diseconomies of scale do not always lead to higher prices. They
further show that first- and second-price auctions are no longer always revenue equivalent
and that in the presence of scale economies, second-price auctions lead to higher profits
for the seller than first-price auctions. De Silva (2005) shows empirical results of synergies
in recurring procurement auctions and their impact on bidder behavior. He empirically
shows that if bidders with potential synergies participate in an auction, their probability
of winning increases and they bid more aggressively. This finding goes hand in hand with
the results of our work.

2.5.6 Bundling in auctions

Our work is also closely related to the general theory on bundle auctions. A seminal work
in that field is provided by Palfrey (1983), who studies a monopolist selling several prod-
ucts using an auction mechanism. He shows that with a small number of buyers, a profit
maximizing seller will bundle all his output while with a larger number of buyers, the
seller will have a tendency to unbundle his output. Chakraborty (1999) studies a situation
where an auctioneer has the option to bundle two or more objects before selling them. He
shows that under any auction which fulfills the requirements of the revenue equivalence
theorem there is a unique critical number for each pair of objects such that when the
number of bidders is fewer than that critical number the seller strictly prefers to bundle
the products. When there are more bidders, the seller prefers not to bundle the products.
Armstrong (2000) provides similar results while deriving an optimal auction for the sale
of two products with binary distributed values. Avery and Hendershott (2000) extend
the work of Amstrong by deriving further properties for optimal revelation mechanism.
Levin (1997) and Branco (1997) give additional characteristics of optimal multi-unit auc-
tions for complementary products. While Levin (1997) studies the influence of bundling
on the seller’s revenue and social welfare, Branco (1997) derives the equilibrium bids for
a sequential auction of products with superadditive values. A further stream in literature
where economies of scale play an important role is the topic of combinatorial auctions.
In such combinatorial auctions multiple items are sold simultaneously and, in contrast
to e.g. the model we study later on, it is allowed to submit ”‘all-or-nothing”’ bids on
combinations of these items. Thus, two characteristics that distinguish combinatorial
auctions from standard auction models are the complexity of winner determination and
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further a cooperative aspect (Peke¢ and Rothkopf, 2003). For an excellent survey and
summary on the topic of combinatorial auctions we refer to the work of Cramton et al.
(2006) who puts together insights from theory as well as from practice.

2.5.7 Third party logistics with economies of scale

As mentioned, in this thesis we apply two particular problems that appear in the pro-
curement of logistic services to a modified version of the procurement model of Grimm
(2007).

Therefore, the first application emerges from the field of transportation and inventory
management. One focus we set lies on the topic of inventory models with joint replen-
ishment. Here we refer the reader to e.g. Hall (1987), Aksoy and Erenguc (1988), Goyal
and Satir (1989) or Khouja and Goyal (2008), who provide comprehensive surveys on
this topic. In our work we apply the model of Balintfy (1964), one of the first researchers
to develop models for multi-item inventory problems. He compares different classes of
multi-item inventory problems where a joint order of several products can save a part
of the fixed order cost. He also introduces the can-order policy as one of the first types
of a continuous coordinated replenishment policy. We combine his research with the
work of Blumenfeld et al. (1985), who determine optimal shipping strategies on freight
networks by taking effects such as transportation, inventory and production set-up costs
into account.

The second topic covers providing goods in an uncertain environment (see Section
2.5.1 for the single item case). The literature shows that bundling products in a supply
chain with uncertain demand can lead to huge economies of scale. Van Mieghem (1998)
studies optimal investment strategies for flexible resources in a newsvendor environment.
He shows that besides demand correlation, differences in price and cost have a significant
influence on the optimal capacity provision and the value of flexibility. We study a
simplified version of this model as an application of the sequential sourcing problem that
will be discussed later. A vast number of other works exist which study the investment
in product-flexible capacity in newsvendor networks.

Netessine et al. (2002), for example, study the impact on demand correlation of opti-
mal capacity provision. They provide intuitive results if there are two demand classes by
showing that increasing correlation leads to a shift from flexible to dedicated capacity.
They expand their study to more than two demand classes and show that there are also
adjustments to the resources not directly affected by the correlation change and which
follow, along with a rising correlation, an alternating pattern.

Another example is Bish and Wang (2004), who add ex-post pricing to the capacity
decisions. They study the optimal investment strategy for two products of a price-setting
firm, which employs a postponed pricing scheme and has the option to invest in dedicated
resources as well as a more expensive, flexible resource that can satisfy both products.
The capacity decision is made under demand uncertainty, while pricing and resource
allocation decisions are postponed until the demand is known. They show that the
optimal investment strategy depends on demand parameters as well as on investment
cost. Due to risk pooling effects, investment in the flexible resource can be optimal, even
if demand patterns are perfectly correlated. On the other hand, they show that depending
on the profitability of the two products, even for perfectly negatively correlated demand
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patterns an investment in the flexible resource might not be optimal. For a further
overview on the literature of newsvendor networks and flexible resources we refer to
Van Mieghem (2003) who presents a comprehensive review on capacity management,
investment and hedging.

However, besides the two models we discuss in Chapter 5, there exists a vast number
of other tasks that can be addressed by Third Party Logistics providers. For a general
overview on possible topics, we refer to Sink et al. (1996), Marasco (2008), Selviaridis
and Spring (2007) and further Andersson and Norrman (2002), who provide excellent
surveys on the topic of Third Party Logistics. Especially related to our work are Third
Party Logistic Situations with economies of scale. Examples for such economies of scale
include investment in special equipment (Skjoett-Larsen, 2000) or the ability to use large
truck fleets (Vasiliauskas and Jakubauskas, 2007). These examples are further possible
applications of the auction framework discussed in Chapter 5.






Chapter 3

First- and second-price sealed-bid auc-
tions applied to push and pull sup-
ply contracts

In this chapter we investigate a newsvendor-type retailer sourcing problem under de-
mand uncertainty who has the option to source from multiple suppliers. The suppliers’
manufacturing costs are private information. We compare the combinations of different
simple auction formats (first- and second-price) and risk sharing supply contracts (push
and pull) under full contract compliance, both for risk-neutral and risk-averse retailer
and suppliers. We show the superiority of a first-price push auction for a risk-neutral
retailer. However, only the pull contracts lead to supply chain coordination. If the re-
tailer is sufficiently risk-averse, the pull is preferred over the push contract. If suppliers
are risk-averse, the first-price push auction remains the choice for the retailer. Numerical
examples illustrate the allocation of benefits between the retailer and the (winning) sup-
plier for different number of bidders, demand uncertainty, cost uncertainty, and degree
of risk-aversion.

3.1 Model analysis

Consider a supply chain with a dominant retailer and several competing and identical
suppliers. The retailer faces uncertain market demand x, drawn from a continuous distri-
bution on [0, 7] with cumulative probability ®(z) and probability density ¢(z) > 0. ®(x)
has a finite mean p and an inverse ®~!(z). The distribution is assumed to be common
knowledge. The market price p is fixed and exogenously given. Without loss of generality
we assume zero salvage value.

A number of n > 2 ex ante symmetric suppliers compete for the right to sell a good to
the retailer through contract-bidding. Manufacturers have no production capacity limita-
tions. Supplier i’s marginal cost is ¢; and private knowledge. Beliefs about competitor’s
marginal costs ¢ are distributed according to F'(c¢) with density f(c) > 0 continuous over
[c,¢]. We further assume that ¢+ F'(c¢)/f(c) is increasing in ¢, a regularity condition to
ensure unique solutions (see e.g. Chen, 2007).

In the event of a stockout, the retailer and all suppliers have the option of sourcing
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unlimited additional quantities from a secondary market at a cost z per unit (p > z > ¢,
compare e.g. Gallego and Moon (1993)). In order to be able to provide customized prod-
ucts at a short lead time, this outside option has to be highly responsive. Therefore,
these products can only be supplied by manufacturers with short reaction times. This
high responsiveness leads to the high cost of the outside option (e.g. for investments in
responsive capacities, use of faster supply modes etc.). The manufacturers that partic-
ipate at the auction considered here cannot supply to this market and take advantage
of the high price z, as they have a long reaction time and their production has to start
before demand is known. Left-overs cannot be sold to this market either, as they are
customized for the particular sourcing company. Instead of an outside option, one might
also assume that demand is lost if it cannot be satisfied. If the supplier has to compensate
the retailer for lost sales under a pull contract, an obvious compensation would be the
retailer’s margin p — w, where w denotes the wholesale price. This is equal to setting
z = p. For a study of pull contracts without second order option and where suppliers do
not have to compensate the retailer for lost sales, we refer to Li and Scheller-Wolf (2011).

The retailer chooses the auction format (first-price sealed-bid or second-price sealed-
bid to select a supplier and to determine the wholesale price) and the supply contract
(push or pull). In the first-price auction, the lowest bid wins and the winner has to supply
the product at the bidding price. In the second-price auction, the lowest bid wins but
the buyer pays the second lowest bid for the supplied product.

3.1.1 Auctioning a push contract

The suppliers compete for the right to supply the retailer through price bidding. The
contract is fully awarded to the lowest bidder and the supply quantity ¢r is determined
directly after the auction and thus after the determination of the wholesale price w
through an auction, but before the final demand is realized. The retailer determines the
optimal order quantity, which maximizes the expected retailer profit for a given wholesale
price w.

E(H§“5h|w) = —wWqRr + up — 2 /Oo(ar — qr)o(z)dx. (19)

drR

(19) is concave in the order quantity gr and the optimal solution is gr(w) = ®7![(z —
In a first-price auction, each bidder i = 1,2,...,n submits a sealed-bid b(c;) for the
right to sell the good to the retailer. In an equilibrium, the bidding strategy b(c) defines
the cost dependent bid for every supplier and the probability to win the auction with
the bid b(¢;) is equal to (1 — F(¢;))" !, the probability that costs of all the other n — 1
suppliers are higher than ¢;. In equilibrium, the expected profit of each supplier is

E(IIE™") = (1= F(e;))" ar(b(ci) (b(ci) — ¢5), (20)

where gr(b(c;)) is the quantity the retailer will order if w = b(¢;). Since the retailer’s
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order quantity decreases with the resulting wholesale price, the supplier has to anticipate
the retailer’s order for any wholesale price and the sales quantity becomes endogenous.
For a common bidding strategy b(c) with symmetric suppliers, the first-order condition
is
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i.e. requires to solve a differential equation.

On the right-hand side of equation (21), the numerator is obviously always positive.
The same holds for the denominator. A negative denominator would imply that the bidder
could, by decreasing the bid, increase the profit in case of winning and the probability
of winning at the same time, which is not an equilibrium. Therefore, the whole term is
always positive and bids are increasing in costs since in an equilibrium it has to hold that
b(c) > cfor all ¢ € [¢,¢) while the seller with the highest possible cost ¢ has zero expected
profit and thus b(¢) = .

In a second-price auction for push contracts, it is optimal for the supplier to bid
marginal costs b(c) = ¢. The comparison of the resulting expected prices from both
auction formats yields the first result.

Proposition 1. Under a push contract, the first-price auction leads to lower expected
prices than the second-price auction.

In the first-price auction, the bidder has to consider that the quantity sold decreases
with the bid. This leads to more aggressive bidding, whereas the bid in the second-price
auction does not depend on whether the quantity sold is fixed or variable. The expected
profit for the retailer under a first-price push auction is
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Inserting the optimal bid for the second-price push auction b(c) = ¢ into the retailer’s
profit function (19) and integrating for the costs of the second lowest bidder with proba-
bility density fr7..(c) = n(n — 1)F(c)(1 — F(c))"2f(c) (see Arnold et al., 1993), we get
the expected profit for the retailer in the second-price push auction
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3.1.2 Auctioning a pull contract

The retailer’s order quantity is specified after observing demand and the supplier has to
produce before the retailer specifies the order and bears the whole demand risk. The
optimal order quantity is gs(c) = ®'[(z — ¢)/z] and does not depend on the wholesale
price w but on the production cost ¢ and the secondary market cost z, i.e. this is the
optimal quantity a central planner would choose. For a first-price auction, the expected
profit for the bidding supplier is

B (b(e) = (1= F(e;))" ! (_CiQS(C) +b(ci)p — Z/

For b(c) being an equilibrium bid, the first-order condition (25) provides the differential
equation for the first-price pull contract.

dﬁxngpmﬁdb@)__o
db(c) de
@dﬂ@:;ﬂdm—iﬂ—wdd+wdu—zgiﬁx—%wﬁdﬂmﬂ (25)

de (1= F(c))u

Since in an equilibrium the bidder submits a bid that at least covers expected cost, this

expression strictly increases in ¢ for all ¢ € [¢,¢). Since the supplier with the highest cost
. ¢qs(C)+z fqoso(a) (z—gs(¢))p(z)dz
m .

expects zero surplus, it holds that b(¢)

In a second-price pull auction, all suppliers” dominant strategy is to bid at expected
unit costs. In the push contract, the winning supplier delivers a given quantity, i.e. the
total cost is the supplied quantity multiplied by the marginal cost. However, in the
pull contract the winning supplier has to build up capacity before knowing how much
to deliver and eventually has to buy extra units if demands exceed capacity. Thus, the
total cost depends on the realized demand and at the time of bidding, a supplier can
only assess expected total cost of the pull contract. Therefore, the ex-ante bid is equal to
the expected and not the ex-post cost. Therefore, an equilibrium bid b(c) satisfies that
expected supplier profits in case of supplying the good at a wholesale price w = b(c) must
be zero. Otherwise, a supplier could increase the chance to win the auction by decreasing
the bid without changing the outcome as the realized price is determined according to
the second-price logic. However, as we consider a pull contract, the bid has to account
for the extra cost of taking the entire demand risk. Note that when taking the realized
wholesale price into account, the expected supplier profit is positive.

oo

—cqs(c) +b(c)p — z/ (x — gs(c))p(x)dz =0 (26)

gqs(c)

Inserting the optimal quantity ¢s(c) and solving for b provides the optimal bidding func-
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tion. We further get the expected profit for the retailer:

(x — qs(c))gb(:n)da:) de
(27)

o0

- / “n(n = DF(©(1— PO f(c) (CCIS(C) M /qs(c)

o

Lemma 1. Under a pull contract the revenue equivalence theorem holds. The first-price
and the second-price auctions lead to the same expected prices and profits for the retailer
and every supplier.

Under a push contract, the first-price auction always leads to lower expected prices than
the second-price auction because the order quantity is endogenous and decreasing in the
wholesale price w. Under both pull contracts, the order quantities are independent of
the wholesale price and thus the outcome is independent of the auction format. Since
the revenue equivalence theorem holds for the pull contract, an open-bid auction such
as an English auction would also lead to the same result as the considered sealed-bid
auctions. From the revenue equivalence theorem, the optimal bid of a bidder in the first-
price auction must be equal to the expected lowest bid of the remaining bidders in the
second-price auction, assuming that this bidder has the lowest costs. Thus,

v (c) = /C b*(c,)(n —1)(1 = V(e )" 2v(c,, c)de, (28)

,whereas the cost of the n — 1 remaining bidders are distributed according to V(c,,c),

fler)
1-F(c)*

with density v(c,, c) =

3.1.3 Comparison of auction formats and contract types

Pull contracts lead to supply chain coordination, because ¢%“'(c) = ®'[(z — ¢)/2] for

first- and second-price auctions and the lowest cost bidder always wins the auction. Push
contracts lead to an inefficiently low production volume because ¢4*"(w(c)) = ®~[(z —
w(c))/z] and w(c) > ¢ V ¢ < ¢ Therefore, total supply chain profits are higher under
a pull contract than under a push contract and a social planner would choose a pull

contract. The auction design (first- or second-price auction) is irrelevant.

When comparing both push auctions, we find two opposing effects. On the one hand,
the profit function of the retailer is convex in the resulting wholesale price (see the
appendix for a proof). Since the spread of resulting wholesale prices is now higher under
the second-price auction than under the first-price auction, this effect favors the second-
price auction. On the other hand, we have shown that the first-price auction leads to
lower prices than the second-price auction.

Conjecture 1. The first-price push contract yields higher expected retailer profits than
the second-price push contract.
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Lemma 2. The second-price push contract leads to the same expected retailer profits as
a (first- or second-price) pull contract.

The conjecture is confirmed by all numerical results and will be proven for special cases
(see Section 5).

The pull contract coordinates the supply chain, but under a wholesale price-only
contract, the retailer cannot benefit from the higher overall supply chain profit. If the
retailer chooses a pull contract instead of a second-price push contract, the retailer’s
profit remains the same while the supplier receives the whole surplus created through the
supply chain coordinating pull contract.

This is caused by the fact that under the second-price contract, no matter if push or
pull, the suppliers bid at their actual (in case of push) or expected (in case of pull) cost
and therefore the retailer’s profit depends on the cost of the supplier with the second
lowest cost. For the supply chain profits we can observe a change in the dependency. If a
pull contract is chosen, the bidder with the lowest cost determines the total production
quantity. Under a push contract, the quantity depends on the cost of the supplier with
the second lowest cost. Consequently, as the suppliers profits are equal to the difference of
the supply chain profits and the retailer profits, they increase with a switch from the push
to the pull contract. Comparing both push contracts, a supplier prefers the first-price
contract, as the quantity sold is higher (see Hansen, 1988 and Milgrom, 1989).

As the first-price push contract enables lower expected prices than the second-price
push contract and the retailer is indifferent between a second-price push and a pull
contract, the retailer would never prefer a pull contract to a push contract. The retailer’s
dominant strategy is to not choose the supply chain coordinating contract (see Table 3.1).

Table 3.1: Format ranks

First-price Second-price
Push Retailer: #1 Retailer: #2
Supplier: #3 Supplier: #4
Supply Chain: #3 Supply Chain: #4
Pull Retailer: #2 Retailer: #2
Supplier: #1 Supplier: #1

Supply Chain: #1 (Coordinating)  Supply Chain: #1 (Coordinating)

This result on overall supply chain efficiency and retailer benefit is reinforced by in-
creasing competition between bidders. The retailer and the supply chain always benefit
from increasing supply competition and have an incentive to let as many suppliers par-
ticipate in the auction as possible.

Corolary 1. For both push and pull contracts expected retailer and supply chain profits
increase in the number of bidders.

This result might not be surprising, but in pull contracts where the suppliers can choose
their own service level (see e.g. Li and Scheller-Wolf, 2011), the retailer profit does not
necessarily increase with supplier competition.
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3.2 The influence of risk-aversion

In the previous section, demand risk allocation was implicitly incorporated through the
choice of a push or pull contract. There are additional benefits from shifting the risk
in a supply chain if the decision makers are risk-averse, rather than risk-neutral. Next,
we analyze how one-sided risk-aversion, both on the retail and supply-side, affects the
contract and auction format choice. We define the utility function u(z) to be increasing,
concave, and differentiable, v/(z) > 0, u”(z) < 0, u(0) = 0 (compare Eeckhoudt et al.,
1995).

3.2.1 The risk-averse retailer

Consider the case of a risk-averse retailer and risk-neutral suppliers. The retailer’s ex-
pected utility for a given wholesale price w, Hg(q|w) is

Halglw) = / " ulpr — wg)d(a)da + [ ator = wa — 2o — o) (20)

Hg(q|w) is concave in ¢ and the first-order condition is

dHcZ(q) = —w / o (pr — wq)d()dz + (2 — w) / u(pr —wq = 2(z — q))¢(z)dw
= 0.
(30)

Theorem 1. (i) A risk-averse retailer sourcing via a pull contract always prefers the
first-price auction.
(i1) A retailer with a low risk aversion prefers the push contract to the pull contract, but
iof the risk aversion is high enough, the retailer prefers the first-price pull contract.
(i1i) If the utility function fulfills the property decreasing absolute risk aversion (DARA,
which includes constant absolute risk aversion (CARA)), the first-price push auction
leads to lower expected prices than the second-price push auction.

Under a pull contract, the supplier takes the whole demand risk. For a retailer with low
risk-aversion, the first-price push contract is preferred because of more aggressive bidding
under endogenous quantities. However, a retailer with high risk-aversion prefers the pull
contract to avoid demand risk. Since the bidding behavior in the second-price push and
second-price pull contract does not change, the retailer always prefers the second-price
pull contract to the second-price push contract (for a proof see Theorem 2.1 in Agrawal
and Seshadri, 2000). This implies that the first-price pull contract dominates the second-
price push contract. As the wholesale prices remain the same, a risk-averse retailer prefers
the contract where the supplier bears the entire risk.
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3.2.2 Risk-averse suppliers

Assume a risk-neutral retailer and risk-averse suppliers with symmetric utility functions
Lemma 3. If the suppliers are risk-averse and the retailer sources via a push contract,
the prices for the first-price push auction are lower than with risk-neutral bidders.

As the supplier does not take any inventory risk in a push contract, the only risk is not to
win the auction. Therefore, lower bids than under risk neutrality are submitted. Under
a second-price auction, it is optimal to bid at cost. Thus, the degree of risk-aversion has
no influence on the bidding strategy and bids are still higher than under the first-price
auction.

Under a pull contract, the winning supplier’s expected utility Hys(gs(w,c))) is

gs(w,c)
Hy(gs(w,c)) = /0 u(wx — cqs(w, ¢))o(z)dz

+/ u(wz — cqs(w, ¢) — z(z — qs(w, ¢)))o(z)dz. (31)

S(”LU,C)

The supplier’s optimal quantity and expected utility now depend on the costs and the
bid. The derivation of the optimal order quantity ¢%(b(c), ¢) is analogous to that for the
risk-averse retailer. Since z is constant and higher than w, the optimal order quantity
is a decreasing function of the wholesale price. For the first-price auction the supplier’s
optimal bidding strategy is

db(c) _ f(e)(n = 1) Ha(gz(b(c), ) 2
dc (1 — F(0)) 2200 (32)

The bidder with the highest cost expects zero utility Hp(q%(b(¢),¢)) = 0. The optimal
bid for the second-price contract can be derived as the one for the risk-neutral supplier
(compare (26)), with the difference that for the risk-averse supplier the expected utility
(see (31)) rather than the expected profit must be zero.

Theorem 2. With risk-averse suppliers, the first-price push contract remains the domi-
nant choice for the retailer. The second-price push contract always dominates the second-
price pull contract. The dominances between the second-price push and first-price pull
contract are indeterminate. Depending on the demand distribution and the cost struc-
ture, the first-price pull contract can either lead to higher or to lower expected retailer
profits than the second-price push contract.

Introducing risk-aversion has two effects on the first-price pull auction. Risk-averse sup-
pliers bid more aggressively, but their cost of supplying the good increases because (due
to their risk aversion) the production quantities are not efficient anymore. Taking r(z) as

the measure for risk aversion, it holds that (li)m b(c) = z for the pull contract. There-
r(2)—00

fore, the retailer’s profit can increase and decrease in the suppliers’ risk attitude. In
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the second-price push auction, the retailer’s profits are independent from the suppliers’
risk-aversion as the suppliers always bid at cost.

Table 3.2: Preference ranking under risk aversion

risk-averse retailer risk-averse supplier

low risk-aversion high risk-aversion low risk-aversion high risk-aversion

first-price second-price first-price second-price first-price second-price first-price second-price

Push Retailer: #1 #4 #3 #4 #1 #2 or #3 #1 #2
Supplier: #3 #4 #3 #4 #3 #4 #1 or #1 or #2
#2
Supply #3 #4 #3 #4 #3 #4 #1 #2
Chain:
Pull Retailer: #2 #3 #1 #2 #2 or #4 #3 #4
#3
Supplier: #1 #1 #1 #1 #1 or #1 or #2 #3 or #3 or #4
#2 #4
Supply #1 #1 #1 #1 #1 or #1 or #2 #3 or #3 or #4
Chain: #2 #4

The inefficient production of the supplier leads to a lower overall supply chain profit
under the pull contract. Therefore, for high risk-aversion, the supply chain profit is
maximized under the first-price push contract and not under a pull contract. For low
risk-aversion, it depends on the parameters whether the first- or second-price pull contract
maximizes the supply chain profit. For instance, it depends on the utility function or the
price itself, whether a higher selling price leads to a higher or lower production quantity
and thus a higher or lower efficiency (see e.g. Eeckhoudt et al., 1995 or Wang et al., 2009
for the effect of price changes on the order quantities of a risk-averse newsvendor).

A risk-averse supplier prefers the pull contract if risk-aversion is low. If risk-aversion is
high, the inefficient production quantity cause preferences to switch to the push contract.
Within the contract formats, there is no clear preference for a first- or a second-price
auction. While a first-price auction leads to a lower spread of bids (under a push contract)
and to a higher quantity sold, it will also lead to lower prices than the second-price
contract. For the extreme case without demand uncertainty, pay-offs are a linear function
of the wholesale price and according to Matthews (1987), for JARA (increasing absolute
risk-aversion) the bidder prefers the first-price, for CARA there is indifference, and for
DARA preference for the second-price auction. With demand uncertainty, the pay-offs
are no longer a linear function of the resulting wholesale price and it depends on the
specific parameters, such as the utility function and demand or cost distributions, as to
whether the first- or second-price auction is preferred. The results for the risk-averse
retailer and for the risk-averse supplier are summarized in Table 3.2.

3.3 Closed-form results

Lofaro (2002) analyzes the equilibrium for Bertrand competition with incomplete cost
information which can be interpreted as a push auction model. This framework assumes
that demand is uniformly distributed on [0, 1] and marginal costs ¢ of each single supplier
are independently and uniformly distributed on [0, 1]. Further, we assume p > z = 1.
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3.3.1 Push contract

For the first-price auction b/-F4"(¢) = T +n +1 +nc is the unique strictly monotone function

which solves the differential equation (21) and is thus the unique symmetric Bayesian-

Nash equilibrium. The expected values for wholesale price w/ """ retailer profit HQP“Sh,
f Push

and supply chain profit IIg are

2 1 1 An? +5 2
E(wf,Push) _ n+ 27E(H2Push) _ - . n _'_2 n -+
(1+n) 2 (n+1)%(n+2)
2n +1
E(T1]FPushy — b '
(Ise™) 2 2(n+1)2

For the second-price push auction, the respective expressions are

2 1 An + 2 p 1
E s,Pushy _ E Hs ,Push - . E H&Push _ v _ )

3.3.2 Pull contract

As first- and second-price auctions are revenue equivalent for the pull contract, it is
sufficient to analyze the second-price auction. From (26), b5 (c) = ¢(2 — ¢). The

expected values for wholesale price w* %! retailer profit H;’,P“”, and supply chain profit
Hg’g“” are
E(ws,Pull> _ dn + 2 E(ﬂs,Pull) _ 1 (p . dn + 2 )
(n+1)(n+2) T F 2 (n+1)(n+2))’
1

s, Pull p
E(lse™) = 2 n+2

3.3.3 English auction

An open descending price-only auction (English auction) is proposed in Li and Scheller-
Wolf (2011). Under our assumptions, the English auction will lead to the same results as
a second-price auction for a pull contract. Therefore, we only analyze the English auction
for a push contract. A dominant strategy for a supplier with cost ¢ is to bid starting with
the price that maximizes the profit if no other supplier exists, and then descend to the

break-even price c. The ideal starting price under the above conditions is ﬂ Then,
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E e,Push E He,Push ro
( ) 1+n’ () 2 2+3n+n%
epushy D 1—2704
B(ITg," )—5— =

3.3.4 Comparing auction and contract formats

As AR = BT — BIIR™) = ooty > Af = BOTE™) - BOIE™") =

2(n+1)2(n+2)
% > 0, .the retailer’s profit in the ﬁrst—price push auction is the h'ighest of
all considered auction formats for any number of bidders. For the supply chain profit,
the pull contract dominates the push contract, AL, = E(ITE4) — B(ITLS*") = AR <

o = B(IIEYH — B(IG5"") = % < Aje = EIIEEY) — B(IES"™") = smmm-
Since for any realization of ¢, the wholesale price in the second-price push auction is not
lower than the wholesale price in the English auction, the expected retailer and supply
chain profits in the English auction are higher than in the second-price push auction.
The retailer profits are therefore also higher than in the pull contract. Compared to the
first-price push auction, the English auction leads to lower profits for the retailer and
the supply chain. However, the gaps close with an increasing number of bidders. Since
AJ;C AP if the product is purchased with a pull auction instead of a first-price push
auction, the winning supplier gets exactly one half of the profit increase from the higher

total supply chain profit and the other half from the reduced retailer profit.

I
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(a) Retailer profits (b) Supply Chain profits

Figure 3.1: Auction formats, profits and number of bidders

Figure 3.1 illustrates an example with p = 1. Both retailer and supply chain profits
increase in n, but with decreasing increments per extra supplier. The profits of the
English auction are always between those of the first-price and the second-price push
contract. The retailer’s fractions of total supply chain profits under first-price auctions
are
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f,Push Pull Push Pull

mEEesh — 42 M 4+ 1070 TEeh TET T (n+1)(n+2)

For the first-price push contract, the retailer’s share increases from 50% for n = 2 to 100%
for n — oo. For the pull contracts, the share is % for n = 2 and approaches 100% under
perfect competition. Ay > 0 V n shows that supplier competition is higher under the
first-price push contract than under a pull contract and even compensates the additional
total supply chain profit under pull contracts from the retailer’s perspective.

3.4 Numerical results

Although general results on the ranking of simple auction and contract formats were
obtained and the closed-form expressions in the previous section allowed for further in-
sights into the magnitude of certain effects, especially the distributional assumptions were
rather restrictive. Therefore, we numerically provide further insights into the dependency
of the results on the different parameter values: number of bidders, degree of demand
uncertainty, degree of cost uncertainty, and the impact of risk-aversion. The effects are
driven by competition, cost and demand uncertainty and result in price and quantity
effects of different magnitudes. Similar to Chen (2007) and Li and Scheller-Wolf (2011),
we assume that the suppliers’ marginal costs are drawn from a uniform distribution and
that demand follows a truncation of the normal distribution with mean p and standard
deviation . The base-set of parameters is n = 2,4; (¢,¢) = (1,10),(3,8); p = z = 10;
pw=10; 0 =2,4,6,8,10. The two cost settings exhibit a mean preserving spread and the
secondary procurement cost is set to the maximum reasonable value to exclude distor-
tions of the results from further second sourcing benefits. The supplier profits (or utility)
refer to the winning supplier.

3.4.1 Risk neutrality

The results for risk-neutral decision makers are summarized in Table 3.3. Let A; =
Push _17Pull
HHTT;[L 100, i € {R, S, SC} define the percentage difference between the first-price

pusﬁ and the pull contracts. Comparing the results with the optimal benchmark shown
in the columns opt (see e.g. Chen, 2007), the optimal contract always leads to higher
profits for the retailer, while the supply chain profit and the retailer profit are lower
than in the simple auction formats. One reason is that under the optimal mechanism
there is no trade if the lowest marginal cost among the suppliers is too high (since the
optimal order quantity is given as ¢(c) = ®~![c + £

f(e)
Z=cy+ 1;(;)) ). Competition under the optimal mechanism increases while supply chain

efficiency decreases.

|, there is no trade if ¢ > ¢, with
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Table 3.3: Performance comparison

Retailer Profit Supplier Profit Supply Chain Profit a

ngsh nEull

n (¢,¢) o Opt. push pull Agr Opt. push pull Ag Opt. push pull Age Opt. push pull WW
2 (1,10) 2 32.85 25.76 24.41 5.3 13.37 25.47 29.08 -14.2 46.22 51.23 53.49 -4.4 0.67 0.86 0.93 0.50 0.46
4 28.37 21.79 19.10 12.3 11.80 21.80 28.08 -28.8 40.17 43.59 47.19 -8.2 0.59 0.74 0.86 0.50 0.40

6 25.04 19.01 15.51 18.4 10.58 19.09 26.82 -40.5 35.62 38.10 42.32 -11.1 0.53 0.65 0.81 0.50 0.37

8 22.87 17.30 13.42 224 9.76 17.24 25.62 -48.6 32.63 34.54 39.03 -13.0 0.50 0.59 0.76 0.50 0.34

10 21.43 16.19 12.15 25.0 9.20 15.99 24.64 -54.1 30.63 32.18 36.79 -14.3 0.47 0.55 0.73 0.50 0.33

(3,8) 2 31.41 29.83 29.51 1.1 11.26 15.17 16.23 -7.0 42.68 45.00 45.74 -1.6 0.80 0.88 0.92 0.66 0.65

4 25.51 23.34 22.65 3.0 9.51 13.72 15.73 -14.7 35.02 37.06 38.39 -3.6 0.69 0.77 0.85 0.63 0.59

6 21.23 18.83 17.83 5.3 8.15 12.26 14.95 -22.0 29.38 31.09 32.78 -5.4 0.60 0.68 0.78 0.61 0.54

8 18.58 16.19 15.00 7.3 7.24 11.05 14.10 -27.6 25.82 27.24 29.10 -6.8 0.54 0.61 0.73 0.59 0.52

10 16.89 14.57 13.29 8.8 6.64 10.17 13.38 -31.6 23.53 24.75 26.68 -7.8 0.50 0.56 0.69 0.59 0.50

4 (1,10) 2 49.20 47.46 46.91 1.2 13.79 17.59 18.98 -7.9 62.99 65.05 65.90 -1.3 0.87 0.93 0.96 0.73 0.71
4 43.47 41.18 40.06 2.7 12.95 17.26 19.89 -15.2 56.42 58.44 59.95 -2.6 0.80 0.86 0.92 0.70 0.67

6 39.09 36.45 34.86 4.3 12.19 16.72 20.29 -21.4 51.25 53.17 55.16 -3.7 0.74 0.81 0.89 0.69 0.63

8 36.09 33.34 31.45 5.7 11.57 16.09 20.28 -26.1 47.66 49.43 51.73 -4.6 0.70 0.76 0.86 0.67 0.61

10 34.06 31.27 29.18 6.7 11.11 15.51 20.10 -29.5 45.16 46.78 49.28 -5.3 0.67 0.73 0.83 0.67 0.59

(3,8) 2 42.77 42.44 42.28 0.4 9.00 9.76 10.17 -4.2 51.77 52.20 52.44 -0.5 0.90 0.92 0.94 0.81 0.81

4 35.74 35.14 34.81 0.9 8.29 9.50 10.30 -8.4 44.03 44.64 45.11 -1.0 0.82 0.84 0.88 0.79 0.77

6 30.44 29.67 29.19 1.6 7.59 9.07 10.18 -12.1 38.04 38.74 39.36 -1.6 0.75 0.77 0.83 0.77 0.74

8 27.00 26.14 25.57 2.2 7.02 8.59 9.88 -15.1 34.02 34.72 35.45 -2.1 0.69 0.72 0.79 0.75 0.72

10 24.75 23.85 23.23 2.6 6.58 8.16 9.57 -17.2 31.33 32.01 32.80 -2.4 0.65 0.68 0.75 0.75 0.71

Retailer Profit

The first-price push contract always leads to higher expected retailer profits than the pull
contract, which confirms Conjecture 1. The gap Ag between the first-price push and the
pull contracts increases if demand uncertainty increases, the spread of unit production
cost increases, or the number of bidders decreases. If n = 2, the retailer’s absolute profit
decreases with the spread of production cost under the first-price push contract for small
demand uncertainty and increases for high demand uncertainty. For n = 2, the expected
cost of the second-lowest bidder increases in a mean preserving spread of production
cost and thus the suppliers bid less aggressively with a higher spread. A second effect is
that the suppliers bid more aggressively if the demand uncertainty is higher. The higher
the spread of production cost, the more this effect influences the retailer’s profit. Thus,
for low demand uncertainty the retailer’s profit decreases, whereas for a high demand
uncertainty it increases in production cost uncertainty.

Supply Chain Profit and Profit Allocation

The pull contract maximizes the supply chain profits while the differences Age between
pull and push become smaller in the number of bidders, but increase in demand uncer-
tainty. The supply chain profits (stronger under push than under pull contracts) increase
in the spread of production cost as this decreases the expected cost of the lowest bidder.
Although expected supply chain profit and expected retailer profit decrease in demand
uncertainty for the pull contract, the supplier’s profit can increase because the cost of
offering a pull contract for a given production cost ¢ increases in demand uncertainty,
which lowers supply competition. In Table 1, this effect only appears for n = 4 when
supply competition is relatively high. For a push contract, the cost of supplying the
product is equal to unit production cost and there is no such effect. Besides the ob-
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viously deteriorating effect of increasing demand uncertainty on absolute retailer and
supply chain profits, increasing demand uncertainty decreases the retailer’s share of total
supply chain profit for both auction formats, which, however, is less pronounced for the
first-price push contract. For the pull contract, lower competition for higher demand un-
certainty drives this effect. For the push contract, this effect is caused by higher demand
risk purely allocated to the retailer. Only for a high cost uncertainty and a low number
of possible suppliers, this share does not decrease under a push contract, because the
retailer’s demand is highly sensitive to price changes and competition is relatively low.
For an increasing number of bidders and a decreasing cost spread, the retailer’s profit and
its relative share of supply chain profits increases for both auction formats. Under the
pull contract, the retailer’s expected profit always decreases in the spread of production
cost if n = 2, as the suppliers do not bid more aggressively when demand uncertainty is
higher. For n = 4, the retailer’s profit always increases in the spread of production cost,
independent of the contract, as with a higher number of bidders the expected cost of the
second lowest bidder decreases in the spread.

Define « as the share of the products procured from the supplier and 1 — « as the
share of the products procured (by the retailer or, under pull, by the supplier) from the
outside option. The study shows that « is the highest under the pull contract, while
it is the lowest under the optimal push contract (for the case that under the optimal
push contract there is no trade between the retailer and the supplier, it is assumed that
the retailer satisfies demand from the outside option). Not surprisingly, we can further
observe that « increases in the number of bidders and decreases in demand uncertainty.

3.4.2 The risk-averse retailer

Under risk-aversion, additional effects arise from the possibility of allocating risks through
the different auction and contract formats. In addition to the previous assumptions,
we specify the utility function to be of the CARA-type, u(k) = 1 —e . Let A, =

f,Pull f,Push
HR _HR

TP -100. For our numerical study, we varied r on [0, 0.1] and computed results

for n = 2,4; (¢,) = (1,10),(3,8); p = z = 10; = 10; 0 = 2,4,6. We find similar
patterns for different set-ups and thus summarize our findings. Since we know from
Theorem 1 that the retailer always chooses a first-price auction, we will focus on that
format. Figure 3.2 and 3.3 illustrate the results for the example of (¢,¢) = (1,10) and
n=2.

Retailer Utility

The results of our numerical study show that the push contract dominates the pull
contract for low risk-aversion, but a retailer with high risk-aversion prefers the pull con-
tract (see Figure 3.2). For sufficiently large risk-aversion, we face a win-win situation:
the retailer and the winning supplier both prefer the first-price pull contract. A lower
cost spread further promotes the pull contract because a lower spread lowers the possible
informational rent for both strategies and the retailer prefers to shift the demand risk to
the supplier.
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Figure 3.3: First-price push auction with the risk-averse retailer

Under the first-price push contract, the retailer’s share of the supply chain profit
increases in risk-aversion while the supply chain efficiency decreases due to the lower order
quantity of the retailer (see Figure 3.3, where the supply chain profit of a coordinating
pull contract under risk neutrality is taken as the benchmark for efficiency). Under the
pull auctions, the retailer orders realized demand and the profit and its allocation are not
affected by risk-aversion.

3.4.3 Risk-averse suppliers

In order to show how the choice of the contract format influences the profits and their al-
location, we again compare the first-price push and the first-price pull auction. Using the
same CARA-utility function for all suppliers with r on [0, 0.3], we will again summarize
our findings.
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Figure 3.4: Relative retailer profit with risk-averse suppliers

Retailer Profit

Defining A% = %ﬁ - 100, Figure 3.4 shows how the retailer profit develops under
the suppliers’ risk-aversion (with (¢,¢) = (1,10) and n = 2). Since the retailer profit
under the second-price push auction does not change with the suppliers’ risk-aversion,
this is taken as the reference value. The first-price push contract is the dominant choice
for the retailer and the second-price pull is the least preferred contract. The first-price
push contract takes maximum advantage of the suppliers’ risk-aversion and the retailer’s
expected profit increases with increasing supplier risk-aversion (see Figure 3.4a). Fur-
thermore, while under risk neutrality we observe that for a low number of bidders the
retailer’s profit decreases in the spread of production cost for low demand uncertainty
and increases for high demand uncertainty, this effect disappears if risk aversion increases.
Thus, for high risk aversion, the retailer’s profit increases in the spread of production cost
even for a lower demand uncertainty. The reason is that risk aversion leads to a more
aggressive bidding on the supplier’s side, which has a stronger effect if the spread of
production cost is higher.

For the first-price pull contract, we can observe that for low risk-aversion the effect
of aggressive bidding dominates the effect of higher cost of supplying the product (see
Section 3.2.2 for further explanation). If the risk-aversion is high, this result changes and
the retailer profit decreases in the risk-aversion of the suppliers (see also Figure 3.4b).
The study further showed that higher demand uncertainty enforces these effects, while
a higher number of bidders leads to an earlier decrease of A/?“!  The reason is that
the competition increases in n, which reduces the effect of aggressive bidding under risk
aversion and thus the effect of higher cost becomes more dominant.

Supply Chain Profit and Profit Allocation

For the push auction, one can observe that supplier risk-aversion has a coordinating
effect and the supply chain profit increases with the suppliers’ risk-aversion because the
suppliers bid more aggressively. Suppliers are willing to give up some profit in order to
reduce the risk of not winning the auction and consequently not making any profit at all.
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Figure 3.5: Supply chain profit and allocation for the risk-averse supplier

This effect changes the allocation of profits and the retailer gets a higher share of the
total supply chain profit. While supply chain efficiency under the push contract increases
in the suppliers’ risk-aversion, it decreases under the pull contract. This is because under
the pull contract a risk-neutral supplier maximizes the supply chain profit, whereas risk-
aversion leads to an inefficient production quantity.

Consider now the retailer’s share of the total supply chain profit under the pull format.
There are several effects that influence the profit allocation. Risk-aversion leads to more
aggressive bidding and the supplier further follows a less risky capacity strategy and gives
up some expected profit to reduce demand risk. These effects lead to an increase of the
retailer’s share. On the other hand, a risk-averse supplier needs a higher compensation
to take over the demand risk. Thus, if this effect dominates, the retailer’s share of the
supply chain decreases. We can now observe that the retailer’s share first increases, but
decreases again if risk-aversion is strong (see also Figure 3.5, where the supply chain
profit of the pull contract under risk neutrality is again taken as the benchmark).

3.5 Conclusion

The analysis provides clear preferences between push and pull contracts and proves that a
risk-neutral retailer should source via a push contract in a reverse auction. One benefit of
the push contract presented is its simplicity. The retailer does not have to set up a price-
quantity scheme (see e.g. Chen, 2007; Duenyas et al., 2013) and the order quantity follows
the well-known newsvendor model. The retailer chooses the first-price sealed-bid auction
rather than a second-price sealed-bid auction in order to minimize the procurement price.
If we consider a social planner who maximizes the total supply chain profit, the pull
contract is preferred as it leads to supply chain efficiency and the auction format does not
matter. Therefore, under pull contracts first-price and second-price sealed-bid auctions
lead to the same profits as does an open bidding format like the English auction. Sourcing
through a push contract and using a first-price sealed-bid auction leads to an aggressive
bidding. This is enabled by introducing a flexible auction where the retailer can decide
about the order quantity after the wholesale price has been determined.

Compared to other papers that propose pull contracts leading to an inefficient low
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production volume (see e.g. Li and Scheller-Wolf, 2011), we provide new insights on the
efficiency of those contracts. We show that only the supplier can benefit from such an
efficient pull contract, whereas the retailer profit is maximized under a push contract. For
both push and pull contracts we show that retailer and total supply chain profit increases
in the number of suppliers participating at the auction. Consequently, more competition
on the supply side increases efficiency and further lowers the difference between auction
designs.

For a risk-averse retailer, the push auction is no longer always preferred. A retailer
with a high risk-aversion prefers the first-price pull contract avoiding demand risk. With
risk-averse suppliers, a risk-neutral retailer prefers first-price to second-price pull con-
tracts, but the preferences towards first-price pull and second-price push are not unique
anymore.



Chapter 4

Optimal capacity provision for ser-
vice providers with subsequent auc-
tioning of projects

In this chapter repeated sourcing events with suppliers that have limited capacities are
studied. Sealed-bid reverse auctions are used to select the providers. A service provider
that wins an auction has to allocate some capacity to that project for a certain duration.
If all capacities are utilized, a provider is unable to participate in upcoming auctions until
a project is finished. The decision problem is for every service provider to determine the
optimal bidding strategy for a given capacity level and to set up the optimal capacity. Our
research shows that in repeated auctions, it is optimal for a provider to submit higher bids
than in a single, non-repeated auction. In addition, we investigate how production times
and the interarrival time of auctions influence the bidding behavior. Our findings show
that the bidding service providers’ profits do not always increase with a higher capacity
level. By studying a capacity game of two service providers, we show the potential
existence of a prisoner’s dilemma, which occurs when both providers increase capacity,
even though they would have been better off with both having a lower capacity level.
Finally, our results show a first mover advantage when capacity decisions are sequential
rather than simultaneous.

4.1 Model analysis

We split the service providers’ problem into a strategic capacity decision and an opera-
tional part of bidding. Both decisions depend on each other. Therefore, we first study
how capacity restrictions influence the bidding behavior and then analyze the problem of
capacity decision (see e.g. Schneeweiss, 1998).

Consider an auction where n service providers compete through a first-price sealed-
bid auction to win a contract for a project. For the general model and its insights it
does not yet matter if n is known. Nevertheless, we will later discuss both cases with
a known and with an unknown number of providers. Each service provider submits a
sealed-bid of b, the lowest bid wins and the winner sells the service to the buyer for
the auctioned price. Provider ¢’s marginal cost ¢; of carrying out the project is private

49
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knowledge and ¢; is constant over the time horizon. Beliefs about competitors’ marginal
costs are distributed according to F(c), with density f(c) and is continuous over [c,¢].
Without loss of generality, we assume that the buyer’s reservation price is ¢, thus he does
not accept bids over the highest possible production cost. This assumption ensures that
for cases where service providers assume to be the only participating company, they do
not set an infinite bid.

We assume a market with an exogenously given set of auctioneers who offer contracts
for sale. Since these companies do not coordinate their procurement activities, requests
to participate in auctions arrive randomly with an exponentially distributed interarrival
time with mean A. If a provider wins the auction, it takes an exponentially distributed
length of time with mean p to finish the project. Ex ante, p is the same for all providers.
The maximum capacity of every service provider is K. Thus, he is unable to work on
more than K projects at a time. We define states ¢ with free capacity level of i units.
The allowable set of actions in state ¢ is to submit a bid b(c); € [0,¢|. If the provider
wins an auction, he moves from i to i — 1, receives the payment of b(c);, and the cost of
¢ to carry out the project occurs. If the provider looses the auction, he stays in state ¢
and no payment or cost occurs. Whenever he finishes a project, one capacity level is set
free again and he moves from ¢ to ¢ + 1. If there is a request to participate in an auction,
the provider can only submit a bid if there is free capacity (¢ > 1). While K is known,
we assume the actual state of a service provider to be private information.

We assume that service providers do not actively incorporate learning about the com-
petitors’ cost into their decisions. This is of course a limiting assumption, but supported
by the belief that costs of competitors might change over time. This allows us to study
the auction as a Markovian, and thus memoryless process. We suggest further research
on this topic and also refer to the wide body of literature covering this aspect (see Section
2.5). This enables us to focus on the expected average profit per time unit over the infi-
nite time horizon. For an example of a discounted sequential (forward) auction, see e.g
Said (2011). In Section 4.4.3, we further discuss an extension of production cost, which
are a random for each new project.

4.1.1 General model

The described optimization problem is analyzed as a continuous time Markov decision
process with an infinite horizon. In equilibrium P(b(c);) is the probability that the
submitted bid is the lowest bid of all service providers if the provider is in state ¢ and has
cost ¢ (see Figure 4.1).
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P(b(c);) is therefore the probability to win an auction and depends on the state as
well as on the cost. This defines the transition rates t(i[i — 1,b(c);) and ¢(i]i + 1,b(c);).
If the service provider is in state ¢ > 1, the transition rate to move to state ¢ — 1 by
winning an arriving auction is t(i|i — 1,b(c);) = w. The probability that production
of a previously won auction terminates, and thus the transition rate from i to i 4+ 1, is

t(i)i +1,0(c);) = Kp L. Whenever the provider moves from i to i — 1, he receives a reward
of b(c); — c¢. Define p; as the long-term fraction of time a service provider is in state i.

The steady-state probabilities are given by the following system of linear equations:

B PO (PO | it oK
p A A
1 Pib(c)x) K P(b(c))) &
D= IR T —E s
Pr-1 P Pxr b\ » Po P P1 \ ’i:o bi (33)
Solving this set of linear equations (33) gives the steady state probabilities:
m i K—i . _K!
(IT Pn) x
a=i+1
(34)

Di =
; ( [T P(b(c )a)> N pRT

a=j+1

The objective is to maximize expected average profit per time unit F(II) by setting a
bidding strategy b(c); for every state i = 1, .., K.

K

E(IT) = max (b(c)i —c) - p; -

1
be)i€lod < v Po(e)s) (35)

The service provider wants to maximize the expected profit in each state by choosing
the optimal bid. In equilibrium, the bids are therefore defined by the following set of
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non-linear differential equations:

=0, i=1,.,K (36)

As those equations cannot be solved to a closed expression, we derive general properties
of the bids in repeated auctions. We therefore define b,,, as the bid in the non-repeated
auction and get:

Theorem 3. b(c),, < b(c); < b(c)i—1

Consequently, the higher the level of free capacity units, the lower the bid and the bids
will always be higher than a bid in a non-repeated auction.

While we provide the proof for this theorem in the appendix, the reason for this effect
can be explained as follows: If a service provider facing an auction has only one unit
of capacity left, he knows that if he wins the auction, he will not be able to participate
in auctions that arrive while working on full capacity. Thus, this factor needs to be
considered as an opportunity cost and a higher bid than without limited capacity will be
submitted. If, for example, a service provider has two free capacities, he already takes
into account that winning an auction and moving to state 1 increases the probability of
working under full capacity in the future. Therefore, the submitted bid in state 2 is also
above the bid in the non-repeated game. Nevertheless, since the provider first moves from
state 2 to state 1 where he is still participating in arriving auctions, the increase of the
bid in state 2 is not as high as in state 1. The same holds for all other states. The bid
decreases with a higher capacity as it gets closer to the bid in a non-repeated auction.

4.1.2 The special case
Assume that the maximum capacity is K = 1. The expected average profit per unit of

time is:

(b0) = o) - Pb(e)
PO = 3P - o

In most auctions it is assumed that the number of competing bidders is common knowl-
edge. However, it is more likely that the bidder might not know how many other service
providers compete. Possible competing providers might enter or exit the market or they
may not have free capacity to participate in an arriving auction.

Definen = 1,2, ..., N as the set of potential providers and let n C 7 be the set of actual
providers participating in the arriving auction and having free capacity. Assume that the
number of participating providers is uncertain, but that the probability of a certain
number of providers participating in the auction is common knowledge. Further, assume
that all providers hold the same beliefs about the likelihood of meeting different numbers
of rivals. These beliefs do not depend on the type (cost, amount of free capacity) of the
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provider (see also Krishna, 2010). All potential providers draw their values independently
from the same distribution, where w(i) denotes the probability that n = i.

From Harstad et al. (1990), we know that in the first-price auction the unique sym-
metric equilibrium bidding function with a random number of bidders is:

be) = Y w(n)bu(e) (38)

where b, (c) is the bid if the number of bidders is n. The optimal bid is thus the average
of the bids for a known number of n participants, weighted with the probability that the
actual number of bidders is n. To derive the optimal bid, it is sufficient to know what
the bid for a given number of providers looks like.

Theorem 4. For a maximum capacity of K = 1 and a given number n of service
providers, the optimal bid b(c) is:
A n-1y, (¢ _(A=F@E)" "
(5 + A= F)"™) - [ s fapmyrde
1

(1= F(e)

b(c) =c+

(39)

The optimal bid depends only on the ratio of p and A, and thus on the relation of the
service time and the average time between two auctions. As long as £ is the same, ceteris
paribus, the optimal bid is also the same. For comparison, the bid in the non-repeated
auction (see Holt, 1980 and Cohen and Loeb, 1990) is:

(40)

Comparing Theorem 4 with Equation (40) reveals that the bid in the repeated auction
will always be higher than in the non-repeated auction, since % + (1= F(c)" ! > % +
(1 — F(2))"'Vz > ¢. Service providers submit consistently higher bids in a repeated
first-price auction than in a non-repeated first-price auction (see Theorem 3). Hence,
the expected price in a repeated first-price auction is higher than the expected price in a
single auction. The optimal bid increases in cost and in service time p and decreases in
the interarrival time A. Thus the opportunity costs of winning the auction (compared to
the possibility to win a later auction with a higher bid) increase and as a result the bid
increases. If there is a longer time period between two auctions, the provider will miss
fewer auctions while working on a won project.

Combining Theorem 4 and Equation (38), we obtain the optimal bidding function for
an unknown number of service providers:
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A+G(e) p) - [7 a—dz
G(o)

, with G(e) =Y w(n)(1—F(c)""  (41)

n=1

b(c) =c+

4.2 Capacity expansion problem

While so far we assumed the capacity level to be externally given and to be the same for
all service providers, we now study the optimal choice of the capacity level. In order to
do this, we analyse under what conditions a company should invest in capacity and under
what conditions it should not. For simplicity, we assume N = 2 service providers and a
choice between a capacity of 1 or 2. Each company starts with a basic capacity of one unit
and has the choice to increase its capacity level to two units. Having an extra capacity
available will cause a fix cost of k£ per time period. The fix cost for the first capacity
unit is considered to be sunk. For simplicity, we assume that the service providers learn
their final cost ¢ after capacity is set up and that the capacity decision is observable.
Even though we assume the general effects of capacity expansion to be similar, knowing
about cost before setting up capacities will have some impact on the service provider’s
decision. Since service providers with low costs will have a higher incentive to invest
in capacity because they will have a higher utility rate of their capacity, setting up
capacity could therefore be a signal of having lower costs and will therefore influence
the opponents’ bidding behaviour. We suggest further research on this topic. We define
K
B(I)™ = maxye,epg o (b(c)s — ¢) - pr. - + - P(b(c)y’) as a service provider’s expected

k=1
profit if he sets up a capacity of ¢ and his competitor sets up a capacity of j, where

P(b(c)} is the probability to win an auction by submitting a bit of b(c);, (see Figure 4.2).

e N
Player B
K=1 K=2

\_ _J

\( 1,1 1,1 \

K=1 E(N)™, E(N)™E(M)™, E(N)>"

Player A

K=2 | E()>, E(M)™2E(M)¥2, E(M)*?

N J

Figure 4.2: Payoff matrix

Due to higher competition and without having the option to compensate this with
a higher capacity, it always holds that E(IT)"! > E(II)?. A provider who invested in
extra capacity always bids lower prices than a provider who did not invest. This also
holds if he already has one capacity in use. The reason is that if a service provider with
K = 2 1is in state 1 and were about to win an auction, he does not stay in state 0 as long
and misses less auctions than a winning provider with K = 1, since the probability of
leaving state 0 is £ and increases in the installed capacity. Therefore, since he misses less
auctions in state 0 if K is higher, the opportunity cost of winning decreases in K and as a
result the bid decreases too. For a similar reason, it always holds that E(IT)*! > F(IT)*2.
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In a capacity expansion problem with N = 2 service providers and capacity options of
K =1V K = 2, possible equilibria can be categorized in four partitions. In partition
I setting up an extra capacity does not pay off, even if the competitor does not expand
his capacity to K = 2 (E(II)» > E(I1)%!). As a result, none of the providers expand
their capacities. In partition /1 expanding from K = 1 to K = 2 only increases profits
if the competitor did not already set up a second capacity unit. Thus, in partition 77
E(I)* < E(I)*!, but E(I)%? > E(I1)*2. Partition 111 defines the so-called prisoner’s
dilemma. In this case, both service providers have an incentive to invest in capacity since
E(M < B(I)*! and E(IT)? < E(IT)*?. But if both invest, they increase competition
and are both worse off (E(II)'' > E(I1)*>?). The well-known dilemma is that even
though they know that they are both worse off if they both invest, individual incentives
will always lead to investment. In partition IV the providers always have an incentive to
invest (E(IN)'! < E(I1)*! and E(IT)? < E(I1)%?), but in contrast to partition 171, the
investment pays off (F(II)1' < E(I1)*?). The four partitions are summarized in Table
4.1. We later show how the partitions I — I'V depend on specific investment costs, the
interarrival time and the service time.

Table 4.1: Partitions

Part. Condition Result

I E(IH > EO1)*! No company expands
I E(IH < E(IT)%! A E(I)12 > E(I1)%2 One company expands
111 E(IM" < EID)%! A E(IHY? < E(IT)%2 A E(IH)Y > E(IT)%?  Prisoner’s dilemma
IV E(I)M < E(I)*' A BE(IN)'? < E(I)?2 A E(IH)M! < E(IT)*>?  Both profits increase

The structure of the partitions shows that if one company is able to signal a capacity
investment early (or if capacities are observable and are determined sequentially), it
might have a first mover advantage. This is the case in partition I7. If the early mover
signals that he invests, the follower will not invest anymore, and the early mover is
able to increase profits. This can also be analyzed as a capacity investment similar to
Belleflamme and Peitz (2010) in their chapter on strategic incumbents and entry. Since
in this case the investment in higher capacity leads to lower opportunity costs, because
the probability to work on full capacity decreases, the effect is the same as investing in
capacity that reduces the cost. In both cases, the bids decrease, which makes it harder
for the incumbents to make enough profits to pay off the investments.

On the other hand, if it is not possible to deter the competitor from building up
capacity or if capacity decisions are made simultaneously, service providers should look
for strategic collusion to avoid ending up in in the prisoner’s dilemma. Since service
providers face a repeated game for an infinite horizon, it would be possible to set up
other equilibria with punishing strategies. It would, for example, be possible to avoid
the prisoner’s dilemma by setting up a Tit for Tat strategy. If one provider decides to
deviate from the agreement to stay with one capacity unit, the other will follow and from
then on, both will compete with two capacity units and achieve lower average profits.
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4.3 Numerical results

4.3.1 Expected bids and profits for different capacity levels

Assume the cost to be uniformly distributed on [c,¢] : [1,10],[3,8], and a maximum
capacity of K units with a total number of N = 5 or 2 service providers. E[b] denotes the
expected price per auction and thus gives the expected procurement cost of a company
sourcing a service via a repeated auction. E(II) denotes the expected average profit (per
time unit) of a service provider. We vary A and p fixed at 1. To show the influence of a A,
we vary it on a range of [1/20,5] for N =5 and [c,¢] = [1,10]. Since the effect is similar
for other set-ups, we only consider A\ = 1/2,1,2 when varying the other parameters,
which keeps the number of variations low. In the non-capacitated case (K — o0), service
providers face several single auctions, since winning an auction today does not influence
the capacity level for the future.

Table 4.2: Numerical example

[c,e] N A K E[b E(II) K E[b E(II) % in State 4 K E[b E(II) % in State ¢
0 1 2 3 0 1

[1,10] 5 1/20 oo 4.0 6.0 3 6.54 5.01 385 21.2 176 228 1 9.86 4.13 948 5.2
1/2 40 06 4.32 057 2.0 6.5 163 75.2 7.84 145 485 51.5

2/3 40 04 4.27 0.44 1.2 4.7 14.6 79.5 7.32 1.06 38.1 619

1 40 0.3 4.25 0.30 0.5 2.8 12.0 84.6 6.56 0.64 254 74.6

3/2 4.0 0.2 424 020 02 1.5 94 8838 5.88 0.37 16.3 83.7

2 4.0 0.15 4.24 0.15 01 1.0 7.7 913 546 0.25 11.8 88.2

5 4.0 0.06 424 006 0.0 02 3.6 96.2 4.61 0.08 4.3 95.7

2 1/2 7.0 3.0 7.64 2.71 6.2 17.1 32.0 44.7 9.42 248 62.3 377

1 7.0 1.5 7.59 146 1.7 80 26.7 63.6 8.96 1.58 42.5 57.5

2 7.0 0.75 7.58 0.75 03 29 181 787 843 0.86 246 754

3,8] 5 1/2 4.67 0.33 483 032 2.0 6.5 163 752 6.80 0.80 48.5 51.5
1 4.67 0.17 480 0.16 0.5 2.8 12.0 84.6 6.09 0.36 254 74.6

2 4.67 0.08 4.80 0.08 01 1.0 7.7 913 548 0.14 11.8 88.2

2 1/2 6.33 1.67 6.54 1.51 6.2 17.1 32.0 44.7 7.68 1.38 62.3 37.7

1 6.33 0.83 6.51 0.81 1.7 8.0 26.7 63.6 7.42 0.88 425 57.5

2 6.33 0.42 6.50 0.41 03 29 18.1 78.7 7.13 048 246 754

Table 4.2 summarizes the results. A first effect the numerical study shows is the
influence A/p on the service providers’ profits and the expected procurement cost of the
sourcing company. If A decreases, this has two effects on the retailer profit: A direct
effect of more auctions arriving and therefore being able to win more auctions per time
unit, and an indirect effect, since as there are more requests to participate at auctions,
more capacity is in use and therefore, competition decreases and prices increase. Both
effects lead to a higher profit of the service provider, while the second effect leads to
higher procurement cost for the sourcing company, too.

The study further shows how bids and profits change with the number of participating
service providers. A decrease in the number of providers leads to higher procurement
prices, higher profits for the providers and a higher utilization rate of capacities. This
effect is more pronounced if K is lower. Because a lower number of providers has two
effects: A direct effect of less competition due to a lower number of providers, and an
indirect effect through a higher utilization rate and a higher number of bidders that might
operate under full capacity utilization, which also reduces competition. Both effects lead
to higher bids.
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Another issue is the influence of the variance in possible service cost on bids and prof-
its. To study this issue, we vary the spread of possible production cost by keeping the
expected cost the same. When doing so, we observe the standard outcome for procure-
ment auctions. For a low number of service providers a lower spread ([c,¢] : [3, 8]) leads
to lower procurement cost, while for a high number of providers a lower spread increases
the expected procurement cost. Concerning the providers’ profits, a lower spread always
leads to a decrease in profits, since a lower spread increases competition. For a high
spread in cost, a service provider is able to achieve a higher mark-up on his actual cost,
which is no longer the case if the costs differ only slightly among the providers.

The numerical results further provide insight on the influence of the capacity on bids
and profits. The results show that if the capacity decreases the bids increase but the
providers’ expected profits do not necessarily increase. We observe that for the game
with low capacity (K = 1), when A is not too small, the expected profits decrease with
a higher capacity (increase to K = 3). In contrast, if capacity is already high (K = 3),
a further increase in capacity also leads to a higher average profit. If capacity is equal
to one, providers who win the auction always leave the bidding process while they are
working under full capacity. This leads to a lower competition for the remaining providers,
as there are less service providers competing for the contract. Thus, it is possible to
increase the bids such that the bid increase in comparison to the un-capacitated case
overcompensates, so that the winner of the auction cannot participate for some time.
However, this observation only holds for relatively high interarrival times between the
auctions. If there are many auctions arriving, the service provider would be better off
with a higher capacity, even if all other providers have a higher capacity. There is a
reservation price for the highest bid, where the maximum bid is ¢. Consequently, if
he misses too many auctions during production, he cannot compensate this with a bid
if ¢ too low. If capacity is higher, this is no longer the case. Competition is higher,
since the average number of providers participating in the auction is higher. Therefore,
a provider who has only one free capacity left cannot raise the bid to the same extent
as he could if all the other providers also had low capacity. And as a result, he is not
able to compensate missed auctions while running on full capacity and thus his average
profits are lower. It would therefore be beneficial to have a higher capacity, even if
all other providers have a higher capacity. Then, the probability not to participate in
an auction will decrease. Thus, setting up more capacity has two effects. On the one
hand it decreases competition and therefore lowers the prices, which decreases the service
providers’ profits. On the other hand it enables the service providers to participate at
more auctions, an effect that increases profits. It now depends on other parameters, such
as the service time, the time between two auctions or the number of service providers, if
a higher capacity increases or decreases the service providers’s profits.

4.3.2 Capacity expansion

Assume the ex-ante expectation for the cost to be uniformly distributed on (¢, ¢) = (1, 10)
and p = 1. Figure 4.3 shows how the Nash equilibrium depends on the investment cost
k and 2.

Y
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Figure 4.3: Capacity expansion

The figure is divided into the four partitions I — I'V defined in Section 4.2. The
thresholds E(I)1 = E(IT)*>!, E(I1)? = E(I1)*? and E(IT)"! = E(I1)%*? directly follow
from the definitions of the partitions (see Table 4.1). The study shows that if the costs
are high or £ is small, no provider invests in additional capacity. If now the frequence of
auctions arriving increases (£ increases), the outcome switches, while the result further
depends on the investment cost. If k is relatively high, such that F(IT1)»? > E(II)*?
only one provider invests in capacity (Partition /7). In this case the investing service
provider is able to increase his profit, while the profit of the other provider decreases.
If k£ is lower than this threshold, both providers will build up an extra capacity unit.
Depending on £ (whether it is higher than the threshold where E(II)"! = E(II)*>?, or
lower), the equilibrium will be in partition I77 or IV. In partition 111, both providers
invest in capacity, but they are worse off than in partition I. The study shows that this
case can also occur if building up capacity does not cause any extra cost. In partition
IV, both providers invest and are better off. The cost-thresholds increase in £, thus the
more auctions one might miss while working on a project, the more attractive it becomes

to invest in capacity.

Thus, the study shows that a lower investment cost for capacity does not always lead
to a higher profit for a provider. In Partition /11, one or even both providers might be
better off if the investment cost were higher and less capacity were built up (depending on
whether higher investment cost would lead to Partition /7 or I). A higher capacity level
leads to higher competition, and a higher competition leads to lower prices. In Partition
117 this overcompensates the benefits of being able to participate in more auctions when
investing in capacity.
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4.4 Extensions

So far we made restrictive assumptions concerning e.g. the auction design, the develop-
ment of cost over time, or information concerning the competitors state. Therefore, we
now study how results change, if e.g. auctions are conducted via a second-price auction,
or if the state of a service provider is observable by the competitors.

4.4.1 Second-price auctions

The expected average profit in the second-price auction is:

B(IT) = f ( / ;i(b o). ¢<b>db) s (42)

where b is the lowest bid submitted by the n — 1 remaining providers and ¢(z) denotes
its probability density function aggregated over all possible states. As in the first-price
auction, the service provider wants to maximize E(m;) at each state by choosing the
optimal bid. In the first-price auction, the provider has a direct influence on the resulting
price in case of winning while in the second-price auction, it depends on the bids submitted
by the competitors. While in the standard non-repeated auction, it is optimal to submit
a bid equal to cost, this does not hold for the repeated auction. The provider now has to
take into account how he might miss auctions if he works on full capacity. Therefore, the
provider should submit a bid that is higher than his own costs. An asymmetric game is
e.g. the game described in Section 4.2, where service providers set up different capacities
and thus are, for the subsequent bidding game, no longer symmetric. In a symmetric
game, K is the same for all providers. Ex-ante symmetry also holds if K differs from one
provider to another, but K is private information and not observable by other providers.
If then each provider holds the same beliefs in their competitors’ capacity levels, the
bidding game is still symmetric.

Theorem 5. For the symmetric repeated auction with capacity constraints, the revenue
equivalence theorem holds.

Since the revenue equivalence theorem holds, the provider is indifferent between the two
auction formats and the auctioneer will face the same expected cost, independent of the
auction format. However, revenue equivalence only holds for the symmetric game. If
the game is asymmetric, first- and second-price auctions lead to different revenues. For a
study on the differences of investment incentives between first- and second-price auctions,
we refer to Arozamena and Cantillon (2004). Even though they study investment incen-
tives in cost reduction for a single non-repeated auction, their insights are transferable
to our set-up, where we interpret investment in a higher capacity level as a reduction of
opportunity cost.

As mentioned, the capacity expansion in Section 4.2 leads to an asymmetric game.
Thus, first- and second-price auctions lead to different results. However, the general
insight derived from the first-price auction still holds for the second-price auction. The
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general effects of an investment and its influences on the participants’ profits are the
same. Nevertheless, there are two differences in the outcome between the first- and the
second-price auction. One the one hand, we know from Proposition 3 in Arozamena and
Cantillon (2004) that if capacity decisions are sequential, rather then simultaneous, in the
second-price auction the incentive to invest for the first mover is higher in comparison to
the first-price auction. On the other hand, Arozamena and Cantillon (2004) and Maskin
and Riley (2000) suggest that for a given but asymmetric capacity level, the first-price
auction may lead to a lower expected cost than the second-price auction. We can confirm
this with numerical examples.
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Figure 4.4: Difference in the expected procurement cost

For illustration, we compare first- and second-price auctions in Figure 4.4 (the set-up
is the same as in Section 4.3.2). Define for the asymmetric case where the first mover
sets K = 2 and the follower sets K = 1, AFlsLEb] a5 %If}[bf] with E[bsland E[bs] as
the expected procurement cost in the first- and second-price auctions. Since for A = 0
(requests to participate at an auction auction arrive constantly) the bid is b[¢] = € in both
auctions. For A — oo bids in both auctions approach the single, non-repeated auction,
where the revenue equivalence theorem holds again. As a result the gap for A = 0 and
A — oo is zero. For all other values, we can observe that the first-price auction leads to a
lower expected cost than the second-price auction. This leads to an interesting result. If
investment costs have a value where the leader in the second-price auction would invest
in capacity, while under the first-price auction he would not, the second-price auction
leads to a lower expected cost. On the other hand, if in both cases the first mover were
to invest, while the follower would not (Partition II in Figure 4.3), the first-price auction
leads to a lower expected cost.

The reason for the different outcomes of the auction formats is that under the first-
price auction, the follower reacts to both the higher capacity level and the more aggressive
bidding of the leader by lowering his bids. Under the second-price auction, the followers
do not adapt their bids (only indirectly over their lower opportunity cost) and thus
the bidding behavior is less aggressive under the second-price auction, leading to a higher
procurement cost. This higher cost also leads to increased profits for the service provider,
which is the reason why the investment incentive is higher under the second-price auction.
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If both providers invest, the revenue equivalence theorem holds again.

4.4.2 Observable states

In Section 4.1.2 we assumed that the available capacity states are not observable, thus
service providers do not know how many competitors can actually participate in an
upcoming auction. We now study how, for a basic example, the results change if we
assume that states are observable. To be able to derive closed form solutions, we assume
the number of service providers on the market to be N = 2 and the capacity level to be
K =1. We then get a two-dimensional Markov chain with four states.

1-F(c)
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“ 1 y N
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Figure 4.5: Markov chain for two service providers (from the provider’s view)

In state (0,0), both providers are working on a project and have no available capac-
ity. In state (1,0) and (0, 1), one of the providers is working while the other provider
has available capacity. In state (1,1), both providers have available capacity and can
participate in the auction.

In equilibrium it must hold that for a provider with cost ¢ and free capacity, the
probability to win is 1 — F'(¢) if his competitor has available capacity. If the other
provider has no available capacity, the probability of winning an upcoming auction is 1
while the optimal bid is b(c); o = ¢ The equilibrium state probability equations for a
provider with cost of ¢ are given by the following system of linear equations where (i, )
denotes the available capacity ¢ of the provider, j of his competitor and p; ; denotes the
probability for this state (see Figure 4.5 for the Markov Chain ).

> =

1
2-popo - ; = (po1 + p10) -

1 1 1 1
(= D) = - F
D1,0 ()\er) P00 p+ D1 \ (c)
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This leads to the expected profit of:
2AA+p)(b(c)1p —c)(1 = F(c)) + (¢ — ¢)p(p + 2AF (c
(A +p) (222 + 2Xp + p?)
As for Theorem 4, we can derive the equilibrium bid for state (1,1) and get:
- p(de e (SFE)dz - @R ()
b@hJ:C+Jﬂ (z))dz= | (46)

1— F(c) (A+p)(1=F(c))

since f F(2)dz > (¢ — ¢)F(c)Ve < ¢, one can see that also for observable capacities,
providers submlt higher bids than in the non-capacitated case. We can rearrange to:

M =F(z)dz  ple—o)

6(0)171 =c+ ()\ +p)(1 _ F(C)) ()\ —l—P)

(47)

an expression that helps us to compare the outcome of a model with observable states
with a model with unobservable states. Since in both cases the optimal bid in state (1,0)
(no competitor) is to submit b(c) = ¢, it is sufficient to compare the model with observable
states to the one with unobservable states for the case that there are two providers with
one free capacity (state (1,1)). Consider (41) from Section 4.1.2, for a given number

of n = 2 providers and thus G(¢) = 1 — F(c¢). Now, since (A + p) f@%dz <

[1—F(2)dz Ve > c and further [“1—F(z)dz < ¢—c, one can see that (41) < (47), thus
providers in the auction with observable states submit higher bids than the ones where
states are not observable.

This is due to the assumption that, in the model with observable states, winning
or losing an auction has an influence on the expected capacity level of the remaining
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providers, whereas in the unobservable model, losing or winning an auction is assumed to
just influence the provider’s capacity level while not having any influence on the provider’s
beliefs about the competitor’s capacity. Thus, if the provider takes the influence of
winning an auction on the capacity level of the competitor into consideration, he submits
higher bids, since if he loses the auction, there is a high chance that he will not face any
competition during the next auction. Consequently, he can submit a bid b[c] = ¢ and will
win with certainty:.

4.4.3 Randomly varying production cost

We have assumed that service costs do not change over the time horizon. Since this
might be a critical assumption, we now analyze the outcome under the assumption that
service providers’ production costs change from one project to the next. Assume service
providers only know their production cost for an occurring auction, while they do not
know their cost for future auctions with certainty. Further, assume that the costs for
different projects are independent, thus learning the cost for one project has no impact
on the beliefs about the cost for future projects. Service providers’ beliefs about their
future marginal costs are distributed according to F'(c) with density f(c). Beliefs about
a competitor’s current and future marginal costs are also distributed according to F'(c).
Consider the case with K = 1 and n providers. For simplification, assume that n is
known and constant over the time horizon (the equilibrium for an unknown number of
providers can be derived in the same manner as in Section 4.1.2).

The expected average profit per time unit if costs are random over time (E(IT)"*"?)

now depends on the expected future cost, where in equilibrium the probability to win is
(1= F(c))"

iyt = [ LT e s)

T NN A F@) T

A service provider who wins an auction produces for an average time of p and - on average
- misses a potential income of p- E(I)"™%. Since this expression does not depend on the
current cost, it is the same for all service providers. Therefore, a current auction can be
simplified to a standard single auction with procurement cost ¢ and common opportunity
cost p - E(IT)". This leads to the optimal bidding function (see Holt, 1980 and Cohen
and Loeb, 1990):

+ p - E(IT)red (49)

Inserting this expression in (48) leads to:
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and for the expected average profit we get:
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In contrast to the model with constant cost over time, a service provider with production
cost ¢ submits a bid that is higher than his cost. While in the constant cost model a
provider with ¢ = ¢ has opportunity cost of zero, because he will never win an auction,
this is not the case if production costs vary over time. A provider with a current cost
of ¢ might have lower cost in the future and therefore be able to win an auction. As
shown above, the opportunity cost does not depend on current cost and therefore, even
for cost of ¢, the bid is higher than the pure service cost. Figure 4.6 compares the bid for
constant cost (b(c)"s*) with the bid for changing marginal cost for the example of n = 3
providers, where AT = p(c)r@md — p(c)t [c,¢] : [1,10] and A = p = 1.

While for high cost the example shows that the model with random cost leads to
higher bids, it shows that, for low cost, the bid with a random cost over time is lower
than the bid with a constant cost. This is because the opportunity cost for the random
cost case does not depend on the realization of the actual cost, while they increase for the
case of constant cost over time. Thus, for a relatively low production cost, opportunity
costs in the constant cost model are higher than in the random cost model. This shows
that when participating at an auction, managers of service providers have to take the
characteristics of their future costs into consideration when submitting a bid. In case of
randomly varying production cost, they should bid aggressively if current costs are low,
but less aggressively if costs are high. In that case it might be beneficial to not win the
current auction and to wait for lower cost in the future.
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Figure 4.6: Bids: Constant vs. randomly varying production cost
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4.5 Conclusion

We derive the general equilibrium conditions for repeated first-price sealed-bid auctions
with capacity constraints. The analysis shows that repeated auctions always cause higher
expected prices than single auctions. We show that only the ratio of the production time
and the expected time between two auctions, rather than their absolute values, influences
bidding behavior, where a long production time or a high frequency of auctions leads
to higher bids. The analysis further shows that the providers’ profit does not always
increase with a higher capacity level. While it might be beneficial to invest in capacity if
interarrival times between auctions are relatively short, it does not always pay off to invest
if interarrival times are long. By studying a capacity game where two service providers
have the option to set up either one or two capacity units, we show that a prisoner’s
dilemma could occur such that both providers invest in increasing their capacity, even
though they are worse off than with having just one capacity unit. If a service provider is
able to signal a capacity investment early, we can detect cases where this provider would
have a first-mover advantage by deterring others from building up capacity, as well. For
observable capacities, we discuss that it is also possible to avoid the prisoner’s dilemma
by having agreements on the capacity levels with the competitors and following a Tit for
Tat strategy if one company deviates from the agreement.

As a result, this chapter provides valuable managerial insight for service providers.
It supports capacity planners by showing how capacities influence profits and how their
optimal level is driven by the amount and the duration of projects. This work further
shows managers how signaling capacity early or strategic interaction with competitors can
increase a company’s profits. Our results also help to understand the value of capacity
in the service sector and how it influences competitive bidding. A comparison of first-
and second-price auctions supports procurement managers in choosing the right auction
format for their purchasing activities.






Chapter 5

The impact of economies of scale on
bidding for logistics services

This chapter investigates successive procurement situations for transportation and logistic
services with economies of scale. Two services are auctioned via second-price sealed-bid
auctions. In the case that a service provider wins both auctions, economies of scale appear
which cannot be realized if contracts are assigned to two different providers. We compare
sequential and bundle auctions to show under which conditions it is beneficial to either
procure the services separated from each other or to bundle the services in one auction
event. We apply this set-up to actual problems of the procurement of logistics services
including vendor managed inventory and supply contracts under demand uncertainty.
Our findings show the decision for or against bundling has a huge impact on expected
procurement cost. When the number of competing service providers is low, bundling is
the right choice in order to minimize procurement cost, while under high competition, a
sequential auction should be choosen. Our results further show that economies of scale
reduce the differences in expected cost between bundling and sequential selling.

5.1 The auction model

We consider a supply chain with a dominant retailer and several competing providers
of logistic services. The retailer wants to procure two contracts. Due to e.g. different
lead times or because requirements for different parts of a new product are specified
at different times, we assume that the contracts need to be acquired in two successive
periods. Service providers privately observe their cost at the beginning of each period
(the second period costs are not known in the first period). A number of n > 2 ex
ante symmetric service providers compete for the right to provide their service for one
or both of the contracts through contract-bidding. Service provider i’s marginal cost
in period j is cé- and of private knowledge. Beliefs about competitor’s marginal costs ¢
are distributed according to Fj(c) with density f;(c) > 0 continuous over [c;,¢;]. The
competitor’s belief about his second period cost ¢, also follows the distribution Fy(z) while
he privately learns his cost at the beginning of period 2. As a result, bids submitted in
the bundle or in the first period of the sequential auction only depend on ¢, which allows
for the determination of unique solutions. Each auction involves a business volume of d;

67
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or do. When winning the auction the service provider’s total cost function is given by
Cy,+4,(c1, c2), which is assumed to be concave in the total business volume. Examples for
such concave cost functions are given in Section 5.2. For simplification define the cases
Cayto(cr, e2) and Cyrg,(c1, c2), thus whenever only one service is supplied as Cy, (¢1) and
Cy,(c2). Further define E[Cyynaie] and E[Cl,| as the expected procurement cost in the
bundle and sequential auction.

5.1.1 Equilibrium bid in the sequential auction

We first study the optimal bidding behavior in the sequential auction. We consider
an auction with two bidding events, where the service providers submit their bids in a
second-price sealed-bid auction. Since this problem has a finite horizon, we can solve the
game via backward induction. We know from Vickrey (1961) that in the second period
it is a (weakly) dominant strategy for the service providers to bid their true cost that
occurs with this last auction. The optimal bidding strategy now depends on the marginal
cost ¢; as well as on the outcome of the auction in the first period. If the provider won
the auction in the first period the optimal strategy is to bid

b (c1, ¢2) = Ciyvay(c1, c2) — Cay (1) (52)

where C; is the cost that occurs if a contract with volume of j is supplied. If the provider
did not win the first auction his optimal bid is

b (c2) = Cy(c2), (53)

thus exactly the cost that occurs when just providing the second contract with volume
ds to the retailer. Consider now the expected prices and profits that occur in the second
period. If the service provider won the first auction, his expected profit for the second
auction is given as:

blost (6)

E(ll(er, )" = / (X = (Cuyrar(e1,02) + Cay (1)) fo, ™ (X)dX (54)

pwon (Cl ’02)

where "™ () denotes the density function of the lowest cost service provider of the
remaining service providers for having total cost of Cy,(ce) = . If the provider did not
win the first auction, his expected profit on the other hand will be

blost(a)

Bl e = [ (X = Canlea)) 5 (X)dX (55)
b OSt(Cg)
where fé;r(lOSt)(X ) denotes the density function the lowest cost provider of the remaining

service providers to supply the second service, including the providers who won the first
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auction, where the total costs X are given as Cy, (c2) for those who lost and Cy, 14,(c1, ¢2)—
Cy, (¢q) for the one who won the first auction.

Comparing both profits we can observe several effects. First, winning the first contract
leads to a lower cost of providing the second service (since C(d) is concave in d, (C(d; +
dy) — C(dy) < C(dy)). Thus, for a given retail-price the profits in the second auction
are higher, if the service provider wins the first contract, compared to not winning the
first contract. Secondly, the probability to win the the second contract increases if the
service provider already wins the first contract. There are two effects that influence this:
First of all, the provider’s costs are lower. Thus, he can submit a lower bid. And second,
competition is lower than in the case where another provider would have won the first
auction. This also leads to a third effect. For a given low-bid, the expected resulting price
is higher, if the winning bid is submitted by the provider who won the first auction than
if it would be the bid of one of the other providers. Thus, the expected profit margin, in
case of winning, is higher for the provider who won the first auction.

We further define F(P;) as the expected procurement cost for the second period:

[y blost (z2)
= [* ([ o) st 50

WO (c1,c2)

where f/I(X) denotes the density function the provider with the second lowest cost X
of supplying the second service, including the service provider who won the first auction
and fi(c;) = n(1— Fy(x))" L fi(c1), is the density function of the lowest marginal cost c;
for the first period.

We now consider the first period bidding problem. In the first period the service
provider is not only confronted with his cost of supplying the good, but also with the effect
that winning or not winning the first auction will have on the expected profit in the second
period. Now, the optimal strategy is to bid at his cost minus the effect winning has on the
expected profit in the second auction: b(c;) = C(dy) — (E(I1(cy, ¢2))v" — E(I(cy, c2))'%t).
Since the costs for the second period are not known yet, this expression changes to (see
also Grimm, 2007):

ber) = Caler) = [ (B(Ier, ) = E(er, )™ o) (57)

c2

Which leads to expected procurement cost for the first service of:

Br) - [ (cch(cl) - [ @wac, e - B, x))m)ﬁ(x)dx) (e

c2

(58)

with fil(z) = n(n — 1)F(z)(1 — Fi(2))"2fi(z), as the density function of the second
lowest marginal cost. Equation (56) and (58) further give an expression for E[Cj,]:
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E[Cseq) = E(P1) + E(P2) (59)

5.1.2 Equilibrium bid in the bundle auction

We now consider the optimal bid in the bundle auction. In the bundle auction, the
providers submit their bids for both services at the same time in a second-price sealed-
bid auction. At the moment of submitting the bids, the service provider does not know
the cost for the second service yet. Thus, his optimal bid is

ber) = / Cuvsar(er, @) fola)da (60)

which leads to expected procurement cost of:

BlChna] = [ B (/ ' Cvealer, D)oo ) 1) (61)

While we study here the bundled buying of the two services, one could alternatively
consider buying both services in a separated, but simultaneous auction. But since at that
point the service providers do not know their cost for the second service, the outcome for
such a separated auction would be the same as for the bundle auction. The reason is that
all providers have ex ante the same beliefs about their cost ¢o while winning the auction
leads to economies of scale. In any possible equilibrium, the providers bid at expected cost
and since M > 0,7 = 1,2 and E|cy] is the same for all service providers, the
provider with the lowest ¢ has to win both auctions. Any auction where the provider with
the lowest ¢; does not win the contract for both services cannot be a Nash equilibrium.
One possible equilibrium that fullfills the requirements of the Nash equilibrium would be
to always bid by = E(Cy,(c2)) + €+ ¢1 and to bid by = E(Cy,44,(c1,02) — Cyy(c2)) — € - 1,
where adding and subtracting € - ¢; makes sure that in the second period, the provider
with the lowest c¢; always wins the contract, where € refers to a very small number.
Alternatively, one could conduct the auction with the rule that in case of a tie of bids
for one service, the contract is allocated to the provider who has submitted the lowest
bid for the other contract. Following this rule, there is no incentive to e.g. submit a
higher or a lower bid. Submitting e.g. a higher bid for by and a lower one for b, would
never increase, but could decrease profits if all other service providers follow the described
bidding strategy. In that case, it could be that the service provider wins the contract
for the first service, but that he might not win the contract for the second service. It
then can happen that he has to provide the first service for less than his cost and thus
will make a loss. There is an unlimited amount of possible combinations for equilibrium
contracts, but the outcome is always the same and the expected cost for the procurer are

always: ff (ff Cay1ay(C1, .’L’)fg(l’)dl’) I(¢y)dcy, thus the same as in the bundle auction.
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5.1.3 Sequential vs. bundled procurement

Denote X7 = Cy, 14, —Cl4, as the extra cost of supplying the second contract for the service
provider who won the first contract (the incumbent), and X = Cy, as the cost for the
provider who did not win the first contract (the contestant). Then X ) and X denote
the jth order statistics of all random variables in X except for Xi, (the 1ncumbent’s cost)
and respectively, X, one representative contestant’s cost. It then holds that:

Theorem 6. If E[X; — X1 X!

E[Csey| and vice versa.

< Xi] > BIX) = Xo; Xo < X)), then E[Chunae] >

2) @) (1)

It further follows from the bidding functions that if there are no economies of scale the
bundling contract leads to lower procurement cost, if F[X] < E[X(9)]. Thus the buyer
prefers to bundle the auctions if the expected cost in the second stage are lower than
the expected cost of the service provider with the second lowest cost in the second stage.
Since E[X] does not change in n while F[X ()] decreases in n, this leads to the result that
the sequential auction is preferred, if the number of providers is high enough, while for a
low number of providers the bundling is preferred, which is a generally known result for
the comparison of bundled and not bundled auctions (see e.g. Chakraborty, 1999).

Theorem 7. If Xi(c,¢3) < Xi(c2) Ve € [c1, @), then ElChunaie] = E|Caeq).

Thus, the bundle and the sequential auction lead to the same expected procurement
cost, whenever the economies of scale are so high, such that in the sequential auction the
winner of the first auction will always win the second auction, even for the case that the
winner realizes ¢, = ¢ while one of the competitors realizes c; = c,.

Corolary 2. If Theorem 7 is not fulfilled, it holds that

(i) If n =2, then E[X\ — X(5); X5} < X1] = 0 and E[X{} — Xe3 Xeo < X)) > 0.

= Xey Xe < XY

(i1) If n — oo, then E[Xl—X_I;X(_Ql (1) gk

@) ) < X < E[X
Corollary 2 states that if n = 2, bundling leads to lower procurement cost than the
sequential auction, while the opposite holds for n — oco. Thus, if n > 2, it now de-
pends (besides on n) on the cost structure and cost distribution, whether the bundle or
sequential auction should be preferred.

5.1.4 The optimal sequential auction

To define a benchmark for the performance of the sequential and bundle auction studied
above, we now derive the expected total procurement cost of the optimal sequential
auction. Stage one and stage two allocation rules are denoted by #}(¢) and 6%(q) with
j = I for the incumbent and j = C' for the contestant. It is assumed that the auctioneer
has to commit to a set of rules prior to period one and cannot modify those rules after
the first period (see also Grimm, 2007).
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Definition 4. Define the virtual cost (x;) of the two service provider types in the second
of the sequential auctions as follows:

Yr) =xr  for theincumbent
n Fyou(ze)
n—1 faci(rc)

Ye) =0+ for the contestant (62)

where further F(C(z)), F514(C(x)) and Fy o (C(x)) with density f;(C(x)) denote the
distribution of the total cost C'(z), which can easily be derived from the cost distribution
of the marginal cost F'(x) using the given cost structure C'(z) as defined above. This
leads to:

Theorem 8.

(i) The procurement cost of the sequential auction are minimized if the auction in the
first period follows a simple first- or second-price auction, while the contract in the
second period is allocated to the service provider with the lowest virtual cost Vo (x;)
as defined in Definition 4. This service provider is paid the highest cost he could
have had, such that his virtual cost were still the lowest.

(i) In the cost minimizing, incentive compatible procurement mechanism where service
providers participate voluntarily at each stage, expected procurement cost is given

by:

[ . Fii(Ca(z)) (1 — )yl . .
BR) = [ (Cate) + TG ) 21 FlCo () A Car(x)Con (0

Ca14az(c1,e2)—Car(c1)
/ / (Cd1+d2(01, ZIT) - Cdl(Cl)) ei(x)fQ,I,t(ClerdZ(cla 56) - Cd1(01))d$

Cai+az(c1,e2)—Cqi(cr)

Caz(e2) B . n FQ,C,t(OdQ(IE)) 9 . . . . )
+/Cd2(62) ((n Y (Cd2( )+ n—1 f2,C,t(Cd2(ZL’))> ol )> Jf2.04(Ca(x))dz frn(cr)des
(63)

Theorem 8 shows that the optimal strategy favors the incumbent. By doing so, the auc-
tioneer makes winning the first contract more valuable, and thus the difference between
the incumbent’s and the contestants’ expected profits for the second period increases.
The definition of the incumbent’s virtual cost also shows that it is crucial for the opti-
mal sequential auction, that the auctioneer has to commit to the announced allocation
scheme. If the rule is not binding for the second period, the auctioneer would prefer
to implement another allocation rule (following a regular first- or second-price auction),
because this would minimize the expected procurement cost in the second period. The
benefit of committing to the payment scheme in Theorem 8 is in increasing the value of
winning by increasing the expected profit of the winner in the second period and decreas-
ing the profit of the loser. As a result, the service provider bids more aggressively in the
first period. In the optimum the allocation rule balances out the marginal decrease of
the first period procurement cost with the marginal increase of the second period pro-
curement cost (see also Jofre-Bonet and Pesendorfer, 2006). The difference between the
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real and the virtual cost is %M thus - times the information rent of a standard
n—1 fa c(zc) n—1

procurement auction.

5.2 The supply chain

Especially in logistics cost functions are often driven by economies of scale. In many
cases providers of logistic services are able to decrease cost when the can combine two
or more contracts. Two examples for drivers of such economies of scale are depot and
portfolio effects (see e.g. Eppen, 1979 and Eppen and Schrage, 1981). We now present
two particular supply chain problems, with typical a cost structure. The first model
will discuss a Vendor Managed Inventory problem while the second model describes a
capacity decision model under demand uncertainty. While both models describe two
different situations in the supply chain, they both have in common that economies of
scale appear, when not only one, but two or more services are supplied together. In the
Vendor Managed Inventory problem the depot effects lead to cost reduction, while in the
second problem, the service provider can take advantage of the portfolio effect by using
the same capacity for several products.

5.2.1 Vendor Managed Inventory

Assume a retailer or manufacturer (we will later refer to him as the retailer) who wants
to procure a Vendor Managed Inventory (VMI) service: The products the retailer wants
to buy will, after production and shipping, be stored at the retailer’s warehouse. The
products will be shipped on a consignment base, thus the retailer does not pay before he
consumes the good. One could alternatively assume that the retailer pays a fixed fee for
the whole contract independent on when he is consuming the good. Since the provider’s
cost still depend on the point of time the retailer consumes the good, the results are the
same. The price the retailer pays per unit he takes out of the warehouse (or as mentioned,
for the whole contract) will be determined via a reverse auction. The relevant costs of
the service provider are the cost for storing the good at his production site (e.g. interests
for bounded capital which depend on the production cost), the cost for storing at the
inventory warehouse, the cost for production and the cost for transportation of the goods
from the production site to the warehouse. While the service provider can freely organize
the shipping and inventory control by himself, it will be part of the VMI-agreement, that
the product must always be available when needed. We assume a deterministic demand
model where the retailer consumes the parts (product 1 and product 2) at a steady rate
(dy,dy). Tt is assumed that the service provider, who is also the manufacturer of the
product, produces at the same steady rate. As stated in Section 5.1, we assume that
even though the auctions are sequential, the service will be conducted over the same
period of time. Thus, if a provider wins both contracts, he is able to achieve economies of
scale by shipping both products with one truck. The bidding process has been described
in Section 5.1.

The presented supply chain problem is a modified version of the model from Blu-
menfeld et al. (1985) where we add the production cost per unit to obtain the service
provider’s cost per unit of supplying the VMI service. Define T' as the transportation
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time and t as the reorder cycle length. The fixed cost per transport from the production
site to the warehouse are given by A and the maximum capacity of one single transport
vehicle is W. Since these values depend on the transportation mode rather than the
product, we assume A and W to be the same for different products. Thus each product
uses up the same capacity of the transport vehicle and the cost per transport does not
depend on how many units of Product 1 and how many units of Product 2 are shipped.
The inventory is in average half a shipment at the origin waiting to be shipped, and half
a shipment at the destination waiting to be consumed, plus d- T parts in transit. Assume
h to be the average holding cost (as a percentage of the production cost), for simplifica-
tion to be assumed the same at the origin, destination and during transport. Thus, even
though the value for h is the same for two different products, the total holding cost per
product differ if the production cost differ. Consider the one product case with marginal
production cost ¢. From Blumenfeld et al. (1985) it is known that the optimal shipment
size S* is given by:

S* = Min (Z,W) (64)

where

Z:V?E (65)

Thus the optimal total cost for a single item shipment problem are given by:

d- 2Vd-c-h-A+d-c-h-T HZ<W
C*(c):{ c+ c +d-c 1 < (66)

d-c+4d+c-h-Wod-c-h- T ifZ>W

While Blumenfeld et al. (1985) consider the optimal shipping size for the single product
case, we now, by applying Balintfy’s approach on the multi-item economic order quantity
(EOQ) problem, derive the optimal shipment size for the joint shipment. Therefore, define
¢; as the marginal production cost for product i. For simplification and without loss of
generality we assume the demands for both products and therefore the production rates
for both products to be even (d; = dy = d) (see Balintfy, 1964, for cases with differing
production rates). We first consider how the reorder period for the items influences the
cost. This interval then defines the optimal shipping size. Since the fixed costs are the
same, whether one or two products are shipped, the total cost function for joint shipping
(TCJ) is given as:

A
TCJ:d'(Cl+CQ)+h'(01+CQ)'d't—i‘?—i‘d'(Cl—i‘Cg)'h'T (67)

which leads to
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. A
—\/h-(cl+02)-d (68)

and further

fopt _ h~<c‘1fcz)~d if ¢ (2-d) < W (69)
= ift*-(2-d)>W

The optimal order quantities are now given by

g =1""-d (70)

and we get the optimal total cost for the joint shipment problem:

d-(c1+ca)+2v/h(ci+ca)-d-A+d-(ci+c)h- T if2d-t* <W
d- (e +cp) + MW L 2A 4 g (o f )b T if2d-t* > W
(71)

C;(Cl, CQ) = {

The transit time 7" has no influence on the optimal shipping size, since each item, inde-
pendent of when it will be shipped, has to spend T time units in transit. Thus a longer
shipping time only has a linear influence on the total cost, which is depended on the price
dependent holding cost per item. The comparison of equations (66) and (71) shows that
there are economies of scale if two products are supplied together rather then separately.

5.2.2 The flexible newsvendor

In the following we will study a stochastic program with recourse: the newsvendor model
with flexible capacities. Since our focus lies on the sourcing strategy, we consider a very
simple example with only one flexible capacity while auction design presented in Section
5.1 also works for other set-ups, including a mix of flexible and dedicated resources as in
e.g. Van Mieghem (1998).

We consider a capacity decision problem for the provision of two products. Assume
that due to long set-up times companies have to decide on the amount of installed capaci-
ties before final demand vector D € R? of the two products is known, which is a standard
assumption of the newsvendor. In the later sourcing design this will be right after both
auctions have been conducted. Thus the service providers know which auctions they
have won, but they do not know the final demand. The sourcing company faces uncer-
tain market demand for product i. D is drawn from a continuous distribution on [0, c0)
with cumulative probability ®;(D) and probability density ¢;(D) > 0. ®;(D) has a finite
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mean /; and an inverse ®; (D). The distributions are assumed to be common knowledge.
We assume that the service providers offer pull contracts by saying that the sourcing com-
pany can wait untill it observes demand and then orders what it needs. Thus, part of
the service the provider offers is, besides the pure production of the product, to take over
and handle the demand risk the retailer faces. Therefore, instead of a retailer ordering
under demand uncertainty, we now consider a problem of a service provider, setting up
his capacities while demand is still uncertain. Assume now that the capacity that has to
be installed is flexible and can be used for the production of both products. The cost to
invest in one unit of that resource is k and the same for all service providers. K denotes
the capacity level the companies decide to set up. The differentiation of the products
takes place during production and causes variable manufacturing cost ¢; and ¢, whenever
Product 1 or Product 2 is produced. Thus, while k& occurs whenever capacity is set up,
independent on whether it will be used or not, the manufacturing cost only occurs, when
the product is produced and thus depends on the later production quantity rather then
on the capacity level. The manufacturing cost differs among the providers and products
and are private knowledge. We assume that the service provider has to fulfill a service
level of 100%, thus he always has to fullfill demand. In the case that demand exceeds the
installed production capacities, there is the option of an emergency supply. We assume
that the cost for this outside option is common knowledge and the same for all providers.
The prices of the emergency supply of Product 7 is u; and the quantity ordered at the
emergency market of Product 7 is z;. To avoid trivial solutions assume that k + ¢; < u;.
While the assumption of an emergency market is one extreme case, many other options
extist concerning how shortages could be managed. Examples include a penalty cost for
shortages, agreements on a specific service level, or the provider might choose the service
level that maximizes his profit (see e.g. Li and Scheller-Wolf, 2011). Nevertheless, these
assumptions would not change the general insights of our model. After demand is known,
the service provider chooses, while constrained by its earlier resource investment, a vec-
tor x = (y1, Yo, 21, 22) € ]Ri of production quantities, where y; represents the quantities
produced of product i. The studied model is a simplified version of Van Mieghem (1998)
and thus follows its model description, with the difference that the goal is to minimize
cost rather than to maximize profits. The firm’s manufacturing process and production
decisions are modeled as follows. After the company has chosen the capacity level K,
the provider observes a demand vector D and chooses its production vector x in order
to maximize its profit. Since after conducting the auction the prices are fixed and the
provider always has to fulfill demand, his profit is maximized when his cost is minimized.
Thus the optimization problem is given as:

mg}l@y1'61+y2'02+21'U1+ZQ'U2 (72)
YiiZi +
8.t
ity <K 73

(73)

1 < Dy (74)

Yo < Do (75)
1+ 21 =D (76)
Y2 + 290 = Dy (77)
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The optimal objective value of the product mix problem (72)-(77) is the minimal op-
erating cost and is denoted by k(K,D) = (c1, ¢, ur,us) x(K, D) where z(K, D) is an
associated optimal production vector.

We now consider the investment problem of the service provider. Define C'(K) = k- K
as the service providers total investment cost if he chooses the capacity level K. Thus,
the company’s total cost of supplying a pull service are given as:

V(K) = Ex(K, D) + C(K), (78)

the expected operational cost plus resource investment cost. We denote the optimal
minimal value of V() by V* and call any minimizer of V' (-) an optimal investment vector.

A
D,

Figure 5.1: Production quantities and shadow prices

We can solve that capacity decision problem backwards by first solving for the opti-
mal contingent production decisions z(K, D) and the associated variable (K, D) of the
optimal dual variables of the capacity constraint (73). To reduce the number of cases that
need to be discussed, we define the product with the higher difference between manufac-
turing cost and emergency order cost as Product 1, so that u; — ¢; > ugy — ¢o. Analyzing
the linear program leads to a partition of the demand space Ri for a given K into three
domains as shown in Figure 5.1, where the thick-lined Q(K), is the service provider’s
capacity region. In €y production equals demand, in §2; production of Product 1 equals
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demand while for the second product the remaining capacity is used up and demand that
exceeds this will be ordered at the emergency market. In €2, the whole capacity is used to
supply (parts of) the demand for Product 1. All demands that exceed that capacity are
satisfied from the emergency market. The optimal contingent primal and dual variables
then are: z = (D1, D,0,0) and A = 0, if D € Qo; © = (D1, K — D1,0,D; + Dy — K)
and A\ = uy — o, if D € Qq; 2 = (D1,0,D1 — K, Ds) and A = uy — ¢, if D € Q.
Since V/(+) is convex, the Kuhn-Tucker first-order conditions are necessary and sufficient
to minimize V(). Define P(€;(K)) as the probability that demand falls into partition
Q;, if the provider invests K. We can now reformulate Proposition 1 from Van Mieghem
(1998) to:

Proposition 2. An investment K is optimal if and only if a v exists such that

(UQ - CQ)P(Ql(K*>) + (Ul - Cl)P(QQ(K*)) =k—v (79)
VEK* =0 (80)

where K* is unique.

For a given capacity K and given cost ¢; and ¢ we get the following expected pro-
curement cost:

K rK-di
V(K) =k-K +/0 /(; (Cldl + ngg)¢2(d2>dd2¢1(d1>dd1

K o)
+/ / (c1dy + co(K — dy) + ug(dy — K 4 dy))pa(da)dda) 1 (dy )ddy
0 K—dq

+/OO </Ooo(clK +ui (K —dy) + U2d2)¢2(d2)dd2) ¢1(dr)ddy (81)

K

Equation (81) together with Proposition 2 now determine, for given per unit manufac-
turing and capacity costs, the expected minimized total cost of supplying a pull contract.

While the model above fits if the provider has to deliver two products in a pull contract,
we now shortly study the one-dimensional problem, in case a provider only needs to supply
one product. In the single-product case, the problem changes to the standard newsvendor
problem. Assume the provider has to deliver product . His optimization problem then
is the following:

K 00
V) =k K+ [ diecolddd+ [ (Kot G- Kpupold)dds (82
0 K
Since (82) is concave in the order quantity k;, the optimal solution is k;(c;)* = @ '[(u; —

¢;)/u;]. Defining V (k;(c;)*) (V (kitj(ci, ¢j)*)) as the expected total cost of supplying prod-
uct i (¢ and j7), it always holds that V(kia(c1,co)®) < V(ki(c1)*) + V(ka(ca)*) (for given
¢; and ¢y). Thus, having flexible capacities allows economies of scale, if two products
are sourced from one service provider rather than having them supplied by different
companies.
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5.3 Numerical study

In Section 5.1 we showed that there are no unique preferences towards bundling or se-
quential auctioning when products with economies of scale are purchased. In Section 5.2
we presented sourcing situations, where economies of scale appear and thus provided ap-
plications for the theoretic auction framework in Section 5.1. In this section we present
numerical results that, on the one hand, show under which circumstances it is better
to bundle products rather than selling in sequential auctions and, on the other hand,
quantify the effect the auction design has on the expected cost. We first study a general
model with economies of scale to show some general effects of the auction model and then
present numerical examples for the applications introduced in Section 5.2.

5.3.1 A simple model with concave cost

For the first numerical study we assume a simple set-up, where the service providers’
marginal costs are drawn from a uniform distribution with (ci,¢1) = (1,10) and (cp,¢2) =
(1,10), (3,8). Since a mean preserving spread of the cost distribution in the first period
cost has no effect on the expected profits, we only vary the spread for the second period
cost. The total costs are defined as Cy, y1q4,(c1,¢2) = ¢1 - dy + ¢o - do + \/2A(dy + d)h.
The cost structure involves a direct variable cost c;,ce, holding cost h (per piece and
unit of time) and indirect concave overhead costs A (economies of scale driver). Thus
the cost structure follows a simple EOQ model with constant holding cost h that does
not depend on the production cost. Therefore, the production cost has no influence on
the economies of scale and is rather a fixed term, determined by A,h and the demand.
While a more complex model with holding cost, dependent on production cost and thus
having cost dependent economics of scale, is discussed in Section 5.3.2, this simplified
model allows us to study the influence of differences in the demand of the two products
on the outcome of the sourcing process. For the parameters we have chosen A = 10, 20,
d; = 10,20, dy = 10,20,30,40, h = 1 and n = 2,3,4,5 with A% = %CE]W -100, where
s, b, 0 refer to sequential, bundle and optimal. Since changing h leads to the same effect
as changing A by the same factor, we keep h fixed and only vary A.

Table 5.1 shows that the sequential auction becomes more attractive when the number
of service providers increases. The reason is that while £[X] does not change in n, F[X ()]
decreases in n. Since the bid in the bundle auction is based on E[X] and the one of the
sequential auction results from X7, a higher number of potential service providers leads
to a preference towards the sequential auction. Therefore, if n > 3 a higher demand
for the second period product favors the sequential auction, while for n = 2 we get the
opposite result. While the gap between the expected procurement cost in the sequential
and the optimal sequential auction decreases if the number of service providers increases,
this does not hold for bundling. Comparing the gap between bundling and the optimal
sequential (or also normal sequential) auction, one can see that, even for a high n, it does
not close and rather increases. The reason is that for the second period, all providers
in the bundle auction will always bid their expected cost, which is ex-ante the same for
all providers and therefore does not change in n. In the sequential auction, on the other
hand, the second period cost will be the lowest actual cost of all providers around and
therefore, always decrease in n.
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Table 5.1: Cost comparison

(27 C_2) dl d2 A E[Cseq] E[Cbundle] AILS E[Coptimal] A07S Ao,b

155.90  145.00 752  141.26 10.36 2.6
129.75  130.00 -0.20  121.83 6.49 6.70
113.74  121.00 -6.00  109.16 4.20 10.85
103.01  115.00 -10.43  100.17 2.83 14.80
162.12  153.28 5.76  149.99 8.08 2.19
138.00  138.28 -0.20  131.07 5.29  5.50
122.68  129.28 -5.11  118.78 3.28 8.84
112.41  123.28 -8.82  110.09 211 11.99

(1,10) 10 10 10

20

20 10 10 229.62  219.50 4.61 216.12 6.25 1.56
189.23  189.50 -0.14  183.04 3.38  3.52

164.50  171.50 -4.08  162.06 1.51 5.82

147.95  159.50 -7.24  147.37 0.39 8.22

10 20 10 230.02  204.50 12.48 195.66 17.56 4.51
189.11  189.50 -0.20  169.66  11.47 11.69

164.59  180.50 -8.81  151.98 8.30 18.76

148.10 17450 -15.12  139.25 6.36 25.31

30 303.62  263.28 15.32  249.25 2181 5.63
247.83  248.28 -0.18  216.81 14.31 14.52

21457  239.28 -10.33 19420 1049 23.22

192.20 233.28 -17.61 177.73 8.14 31.26

40 376.83  321.62 17.17  302.37 24.63 6.37

306.12  306.62 -0.16  263.58 16.14 16.33
264.02 29762 -11.29 236.06 11.85 26.08
235.74  291.62 -19.16 215.85 9.21 35.10
148.18  145.00 219 143.39 3.34  1.12
129.82  130.00 -0.14  126.45 2.66 2.81
117.66  121.00 -2.76  115.81 1.59 448
109.50  115.00 -4.78  108.46 0.97 6.03

20 21591  204.50 5.58  202.24 6.76  1.12
189.20  189.50 -0.15  180.42 4.87  5.03
172.52  180.50 -4.42  166.28 3.75  8.55
161.32  174.50 -7.55  156.46 3.10 11.53
30 283.00  263.28 749  259.64 9.00 1.40
24791  248.28 -0.15  233.30 6.27 6.42
226.51  239.28 -0.34  215.88 492 10.84
212,11  233.28 -9.08  203.73 412 14.51
40 349.66  321.62 8.72  316.30 10.55 1.68

306.20  306.62 -0.14  285.61 721 7.36
279.97  297.62 -0.93  265.03 5.64 12.30
262.33  291.62 -10.05  250.59 4.69 16.38
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For example, consider the set-up with A = 10, (¢1,¢) = (c2,¢) = (1,10) and d; =
dy = 10 and let the number of service providers run towards infinity. The expected cost
for the sequential auction is 47.9: the total cost of two separate providers with production
cost of ¢; and ¢ minus the expected profit of the provider who wins the first auction. For
the bundling auction the expected payment is the cost of a service provider with ¢; = ¢
and being able to achieve economics of scale while bidding on the estimated cost E[cs],
which in this case leads to expected procurement cost of 85. Thus, the lower bound for

the bundle is almost 100% higher than the one of the sequential auction.

When considering the demand rates, one can see that dy has a high influence on the
preference for one specific auction format since the gap between the two auction formats
increases in dy. Thus, for a higher number of service providers, a high level of dsy favors
the sequential auction. If, on the other hand, d; increases, the differences between both
auction formats become smaller since the second period has less influence. If e.g. d; — 0o
or dys — 0 both auctions would lead to the same result and they would basically be just
a one product auction. Therefore, the higher the influence of the second period product,
the more important becomes the right choice of the auction format.

The study shows that the differences between the auction formats decrease in the
fixed cost A. This goes in hand with Theorem 7 since higher fixed cost also lead to
higher economies of scale and therefore, the higher A is, the higher the probability is to
win both sequential auctions.

An interesting result comes up when studying a mean preserving spread of the second
period production cost. While a change in the spread of production costs for the first good
(as long as mean preserving) has no influence on the expected procurement cost, this does
not hold for a change in the spread of the cost for the second good. Whereas under the
pooling contract, the spread does not influence the result as long as the mean is preserved
(the bid is based on expected values and total costs are a linear of the production costs),
it has an influence on the sequential auction. For the sequential auction we can therefore
observe that for a low number of providers costs decrease in a lower spread. In contrast,
if the number of providers is high, costs increase in a lower spread. As a result, for a low
number of providers, a higher spread favors the bundle auction, while for a high number
of providers, it favors the sequential auction.

One can further observe that if the spread becomes very small, the bundle and sequen-
tial auction lead to the same result. This threshold is reached as soon as ds - (¢z — ¢2) <

V2Adih + \/2Adsh — \/2A(dy + da)h, thus the maximum cost difference for the second
product, weighted by its demand, is lower than the economies of scale if one provides both
products. In this case, in the sequential auction the incumbent will always win the second
auction. The expected cost for both auction formats then will be the same (see Theorem
7), even though, ex post, they might differ, since in the bundle, the service provider bids
on the expected cost for the second period, while for the sequential auction, the second
period cost depends on the lowest cost of the remaining incumbents. This shows that
the variance in possible production cost of the second product has a large influence on
the retailer’s preferences: If 1) the variance as well as the number of competing service
providers are high, the retailer prefers to procure the items in a sequential auction. If
2) the variance is high, but there are only a few service providers that compete against
each other, the retailer prefers to bundle the items in one auction. And finally, if 3) the
variance is very low the retailer is indifferent between bundling and sequential auctioning,
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independent on the number of service providers.

5.3.2 The transportation and inventory model

This section presents a numerical study on the transportation and inventory model pre-
sented in Chapter 5.2.1 to show how different paremeters influence the preferences towards
bundling or separate selling. Since the general influence of a change in the spread of pro-
duction cost as well as a change in demand is already studied in the previous section,
we now vary parameters such as holding costs, fixed order costs, transportation time or
transportation capacity.

Table 5.2: Transport auction

A h T A\ n E[Cseq] E[Cbundle] Ab,s E[Coptimal] JANGE Ao,b
10 1 2 >W 2 487.78 445.02 9.61 42713 1420 4.19
3 404.12  395.53 217 364.84 10.77 8.41

4 346.63  365.72 -0.22  323.23 7.24 13.15

5 30751 345.79 -11.07 29297 496 18.03

3 2 627.80 570.02 10.14  543.57 15.50 4.87

3 514.55 505.53 1.78  462.19 11.33 9.38

4 438.84  466.72 -5.97  407.84 7.60 14.44

5 387.69 440.79 -12.05 368.36 2.25 19.66

2 3 2 501.81 460.42 8.99 450.92 11.29 2.11

3 414.46  413.17 0.31  385.78 744  7.10

4 361.76 384.82 -5.99 34281 2.53 12.26

5 324.06 36592 -11.44 312.19 3.80 17.21

% >W 2 32793 299.51 949 289.03 13.46 3.62

3 27234  266.34 225 246.83 1034 7.90

4 23390 246.35 -0.05  218.65 6.97 12.67

5 207.71 23298 -10.85 198.21 4.79 17.55

2 >W 2 79588  724.02 9.92  690.67 15.23 4.83

3 655.18 642.68 1.95 588.78 11.28 9.15

4 560.07  593.70 -5.67  520.69 7.56 14.02

5 495.63 560.97 -11.65 471.16 5.19  19.06

5 1 2 467.95 42451 10.23 40544 1542 4.70
3 38277  376.34 1.71  344.15 11.22  9.35

4 326.12  347.35 -6.11  303.25 7.54 14.54

5 287.89 32798 -12.23  273.59 2.23 19.88

20 2 516.81 474.02 9.03 457.72 1291 3.56
3 434.62  422.62 284 39395 10.32 7.28

4 37589 391.70 -4.04  351.31 7.00 11.50

5 33544  370.97 -9.58  320.22 4.75 15.85

The service providers’ marginal costs are drawn from a uniform distribution with
(c1,¢1) = (c2,¢2) = (1,10). For the further parameters we have chosen A = 10,20,
di=dy =10, h=05,1,2, A=5,10,20, T =2,3, W =>W,3 and n = 2,3,4,5. Define



5.3 Numerical study 83

W = (dy+dy) - /W. Whenever W > W, the vehicle size is no constraint, since

the optimal batch size (compare Equation 69 and 70) would be less than or equal to the
vehicle size, even if both products would be sold for the minimum possible cost.

The numerical results (see Table 5.2) show again that for a low number of service
providers, the bundling auction should be chosen, while for a high number of providers,
the sequential auction is the preferred format while the gap increases with the number of
providers. The thresholds for n — oo for the example of A=10, h=1,T =2, W > W,
(c1,¢1) = (c2,¢2) = (1,10) and dy = dy = 10 are 129.67 for the sequential and 271.42 for
the bundle auction. Thus, the lowest expected cost for the bundle that can be achieved
through a high number of providers is still more than double the cost of the sequential
auction. The reasons are the same as in Section 5.3. As a result one can further see that
in comparison to the optimum, the gap between the sequential and optimal sequential
auction becomes smaller with a higher number of providers while the one between the
bundle and optimal sequential auction increases with the number of providers.

A very interesting observation comes up when varying the transportation capacity.
The study shows that that a lower transportation capacity favors the sequential auction,
since it reduces economies of scale, especially for service providers with higher cost, since
order quantities decrease in cost. Thus if the transportation volume is limited, it becomes
more beneficial when the contract is awarded to two different providers, since economies
of scale decrease, especially if production costs are low. Regarding the fixed cost, we can
observe that if n = 2, higher fixed cost lead to a lower gap between the two formats, since
the higher the fixed cost, the closer both formats converge (see also Theorem 7). Thus,
for n = 2 lower fix cost favor the bundle auction. On the other hand, if n > 3, lower fixed
costs favor the sequential auction, since lower fixed costs increase the potential benefit of
allocating the contract to two different companies.

5.3.3 The flexible resource model

In this section we present a numerical study on the flexible resource model that we pre-
sented in chapter 5.2.2. Providers’ marginal costs are drawn from a uniform distribution
with (c1,¢) = (1,10) and (cp,¢) = (1,10),(1,5),(3,8),(6,10) and u; = uy = 20. For
the further parameters we have chosen k = 2,5,10, 1y = po = 10, 012 = 0,4,6,8 and
n=234,5.

If 015 = 0 we actually have a case without demand uncertainty and thus without
economies of scale. Therefore, this case can be taken as a benchmark that enables to
separate the effect of economies of scale on the bundling decision from general preferences
concerning bundling and seperate sourcing. For (cp,¢2) = (1, 10) and without economies
of scale, bundling leads to lower costs than the sequential auction if n = 2, to the same
cost if n = 3 and to higher costs, whenever n > 3 (see also Chakraborty, 1999, who
analyses such thresholds for forward auctions with independent values). Thus, for the
flexible resource problem economies of scale support sequential auctioning, even though
it reduces the total differences between the formats. The higher the demand uncertainty,
the higher this effect wil be. This does not hold anymore, if expected production cost
for the second product decrease. For this case, we observe that bundling becomes more
attractive, while the opposite is true, if expected production cost for the second product
increase. A reason for this effect is that when the expected cost for the second product is
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higher, the benefits of changing the service provider in the second period are higher than
for lower expected cost. A lower mean preserving spread of these costs lead to smaller
differences between the different auction designs. For bundling, a lower spread always
leads to higher cost, while for the sequential auctions this is only true for n > 3.

Table 5.3: Newsvendor auction

E [CSCQ] E[Cbundle] Ab,s E[Coptimal] PANGE Ao,b

240.00  225.00 6.67  220.00 9.09 227
210.00  210.00 0.00  199.20 0.42 542
192.00  201.00 -4.48  185.50 3.50  8.36
180.00  195.00 -7.69  175.76 241 10.95

o G k o1 (op)

4 4 256.74  251.16 222 240.36 6.82  4.50
236.20  237.56 -0.57  226.47 4.30 4.90

222.66  229.20 -2.85  217.38 243 544

213.54  223.54 -4.47  210.74 1.33  6.08

6 6 264.15  261.07 1.18  250.40 5.49  4.26
246.38  248.04 -0.67  237.78 3.62  4.31

23453  239.95 -2.26  229.65 212 449

226.48 234.44 -3.40  224.00 1.11  4.66

8 8 269.88  268.07 0.68  256.11 5.38  4.67
253.75  255.44 -0.66  244.40 3.82  4.52

243.04  247.56 -1.83  237.18 247  4.38

235.72  242.17 -2.67  232.16 1.53 431

10 4 4 344.84  343.01 0.53  327.46 0.31  4.75

330.30  331.93 -0.49 31847 3.72  4.23
320.18  324.87 -1.45  313.60 210 3.99
313.20  319.92 -2.10  308.38 1.56 3.74

2 191.99 181.79 5.61 172.06 11.58 5.66

166.80  167.21 -0.25 155.61 719 745

150.88  158.40 -4.74  144.69 4.28 948

140.25  152.50 -8.03  136.71 2.59 11.55

1 5 5 229.25  227.19 091 206.69 10.92 9.92

21497  214.28 0.32  202.34 6.24  5.90
205.42  206.36 -0.46  194.99 2.35  5.83
198.80  201.00 -1.09  191.63 3.74  4.89

3 8 253.49  251.63 0.74  237.64 6.67 5.89
238.06 238.18 -0.05  227.06 4.84  4.90
227.78  229.84 -0.90  222.09 256 3.49
220.93 224.16 -1.44  215.68 244 3.93
6 10 275.36  274.96 0.15  252.52 9.05 8.89

260.14  260.61 -0.18  239.16 8.77 897
250.41  251.79 -0.55  230.49 8.64 9.24
243.76  245.85 -0.85  224.40 8.63  9.56

Ul W N T WN TR WN TR WRN Ol WD O WNOUERE WN OUERE W Ok W |2

A reason for this effect is that for a high number of providers, the expected cost for
the second-lowest provider increases in a mean-preserving spread, while it decreases for
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n = 2. Further, since the cost function is convex (see Van Mieghem, 1998, for proof
of convexity), expected costs further decrease with a higher, mean-preserving spread in
potential production cost. As a result, for the sequential auction, bids first increase
with a higher spread and then decrease again. Since under bundling the expected cost
for the second-product does not depend on the number of service providers and thus
always decreases in a mean-preserving spread, we observe that under bundling expected
procurement costs always decrease in a mean-preserving spread of potential production
cost.

5.4 Conclusion

We have shown that the decision of procuring two services or products as a bundle or
in a sequential auction has big influence on the expected cost. In contrast to Grimm
(2007) we show that bundling is no longer dominant if there is no subcontracting. For
a low number of service providers, the bundle will be preferred while for a high number
of bidders the sequential auction will be the contract of choice. We further show that
high economies of scale lead to lower differences between both auction formats and if
these economies are high enough, it does not matter anymore which format is chosen.
Another interesting insight is that for these auctions it does not hold that the differences
between the auction formats become marginal for a high number of service providers.
For a high number of service providers with economies of scale that are not to high, there
will always be a significant gap between bundling and sequential auctioning, no matter
how many providers participate at the auction. This is especially interesting, since in
many other sourcing situations, the differences between the auction formats decrease
when competition increases (see e.g. Chapter 3).

We additionaly applied this model to actual sourcing problems. By doing so, we were
able to show what impact the choice of bundling or sequential ordering can have on the
expected cost in a VMI contract and in a newsvendor setting.

As a result, this work is a helpful tool for managers confronted with the decision
of either pooling their services into one auction, or buying them separately. It helps
managers to incorporate the cost-structure of the service providers into their sourcing
strategy, in order to better understand how different parameters such as competition,
differences in production cost or drivers of economies of scale have an outcome on different
sourcing strategies. Finally it supports them in finding the fitting strategy for their
sourcing situation.






Chapter 6

Summary, limitations and future re-
search

This thesis has shed new light on different procurement problems including procurement
under demand uncertainty (Chapter 3), optimal capacity provision and bidding for service
providers (Chapter 4) and procurement auctions under the presence of economies of
scale (Chapter 5). By providing new insights on these topics this thesis contributes to
the emerging field of literature on procurement auctions. While we studied different
problems and settings that occur in supply chain management, our major focus lies in
the optimization of the procurement and bidding processes. In doing so, we have provided
useful insights for both buying and selling companies.

In Chapter 3, we investigated procurement auctions under the assumptions of the
newsvendor model. By studying two simple sourcing contracts, the push and pull con-
tract, we showed the importance of the right auction design in order to minimize procure-
ment cost. We also showed how a procurer would always choose the push contract, while
a social planner prefers the pull contract. Further, we studied the influence of risk aver-
sion and showed how preferences concerning the auction design switch when agents do
not have linear utility functions anymore. The findings of this chapter help procurement
managers to find the right auction which fits their specific goals.

In Chapter 4 we covered the aspect of capacity restriction in repeated auctions. We
showed how and why bids increase, if bidders have limited production capacities. We
then showed the influence of the total capacity level on bids and profits and investigated
how a supplier should set up capacity. By doing so, we discovered a prisoners dilemma,
in which suppliers are given incentive to invest in further capacities, even though these
investments end up in lower profits. This chapter helps buyers on the one hand to have
an appropriate idea of expected procurement cost and helps suppliers on the other hand
to set up the right bidding and capacity strategy.

Chapter 5 discussed auctions for products with economies of scale. Here we showed
how the preferences of a buyer concerning sequential buying or bundled buying depend
on parameters such as the number of bidders or the service providers’ cost structure.
We applied this model to concrete procurement problems and showed the differences
between sequential and bundle auction for a VMI model as well as a newsvendor set-up.
As a result, this chapter provides helpful insights to decision makers wanting to procure
products in the presence of scale economies.

87
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The three topics covered in this thesis reveal that procurement auctions are an in-
teresting and challenging field that have a high relevance to both buyers and sellers.
Nevertheless, even though this thesis provides many new insights, there is still a lot of
research to do.

Concerning newsvendor auctions, we have, for example, shown that while a simple
pull auction maximizes the supply chain profit, it does not maximize the retailer’s profit.
Therefore, a challenge would be to find mechanisms which are able to allocate more profit
to the retailer when choosing a coordinating pull contract. It might also be interesting
to investigate combined push-pull contracts, rather than just the two extremes. The out-
side option is also an interesting aspect for further research. So far we have assumed the
external market to be given. It might be interesting to investigate how contracts should
be designed when a supplier acts on both the primary market and the emergency mar-
ket. Another limitation of our analysis has been the assumption of symmetric suppliers.
Therefore, asymmetries in cost and demand information are an important next step for
research.

While for the repeated auction model in Chapter 4 we basically studied single unit
auctions, it might be very interesting to investigate how the results change if project sizes
differ and winning an auction does not always consume the same amount of capacity.
While it might be obvious that bids will increase in project size, it will be challenging to
study how exactly the project size would influence the bid. We further do not consider
learning or collusion, although it might be an interesting topic for future research to
investigate how learning or strategic interaction of providers would influence the bidding
behavior in repeated auctions with capacity constraints.

Concerning economies of scale in procurement auctions, it might be interesting to
apply apply the third approach (in Chapter 5) to other relevant problems in the field
of supply chain management. Also, in our model the distribution of the costs were
independent from each other. It would therefore be interesting to study how the insights
change when the distributions of the costs of the different products are correlated, for
example, by saying that a company that has a low production cost for the first product
will most probably also have a relatively low production cost for the next product and
vice versa. Another challenge would be to look for an easy way of how to implement an
optimal auction and to further extend this model to the case of more than two services. In
addition, it would be interesting to have a look at first-price auctions and how the results
differ in comparison to the studied second-price auction set-up. While for the bundle
the choice of the auction format would have no influence, it will have an influence under
the sequential auction. The results of Arozamena and Cantillon (2004), who study the
influence of investment into cost reduction on the bidding behavior, suggest that the prices
for the second contract would be lower under the first-price auction in comparison to the
second-price auction. On the other hand, the benefit of winning the first contract might
therefore be higher under the second-price auction, which would lead to an incentive to
bid more aggressive in the first stage. A buyers preference for the second-price auction is
supported by the results of Jofre-Bonet and Pesendorfer (2006) who have already shown
that for sequential auctions with only two service providers the second-price auction
leads to lower procurement cost in comparison to the first-price auction, if the services
are complements. It might be interesting to study if these results also hold for more than
two service providers. A confirmation would provide interesting insights: While under
the newsvendor auction (see Chapter 3) it was beneficial for the retailer to implement
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a maybe more complicated first-price auction instead of a second-price auction in order
to minimize the procurement cost, this would not be the case for the procurement of
complements, where it is better to implement the simple second-price auction.






Appendix A

Proofs

A.1 Proof of Proposition 1

Since qr(w) decreases in w, the proof follows the same lines as in Hansen (1988) and we
omit it here.

A.2 Proof of Lemma 1

According to the revenue equivalence theorem (see Myerson, 1981, which we adapted for
the reverse auction), every auction where risk-neutral bidders sell a single unit yields the
same expected prices and revenues, if i) the bidders’ costs are independently drawn from
a common, strictly-increasing atomless distribution, ii) the bidder with the lowest signal
always wins, and iii) the bidder with the highest-feasible signal expects zero surplus.

i)

ii)

iii)

E(C(c)) = cqs(c) + zqu — qs(c))o(z)dx gives the expected cost in case of

winning (see 24). % > 0 and since c is drawn from a strictly-increasing

atomless distribution, the total expected costs follow a strictly-increasing atomless
distribution, being the same for all suppliers. From (24), dglf((c‘;) =0, i.e. the quantity
for a given demand distribution is independent from the bid and only depends on

: BML M b(e:)) - -
the private costs. Therefore, 0 = p. Thus, the supplier’s profit is linear

in the resulting wholesale price and can be analyzed as a single-product auction
with risk-neutral preferences.

It is sufficient to show that in both, first- and second-price auction, the bids increase
in cost as in both auction formats the lowest bid wins. Since the optimal bid in the

. JE(C()
second-price auction is to bid the expected average cost per unit, db ( ) = >
0. For the first-price auction, we know from (25) (together with (26) ‘and (28)) that

bf(c >0Ve<e

b*(c) = b/ (c) = @: Any bidder with the highest cost expects zero surplus.
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Thus, the expected prices for the first- and the second-price pull auction are the same.

Consider now the expected retailer profit. Under a pull contract, the quantity sold
is equal to the realized demand. Therefore, the retailer’s expected profit is equal the
expected demand multiplied by the market price minus wholesale price: E(ITL“!) =
E(z - (p — w)). Since the realization of demand and wholesale price do not depend on
each other, E(z-(p—w)) = p-(p— E(w)). Thus, the expected profit under a pull contract
is linear in the wholesale price and is therefore the same for two different auction formats
as long as the expected wholesale price is the same. The equivalence of E(w) for both
pull auctions has been shown above. Therefore, both auctions lead to the same expected
profits for the retailer, even though the distributions of the bids in the first- and second-
price auction differ. Since production quantities do not depend on the wholesale price
either, revenue equivalence also holds for the expected profits of a supplier and for the
profits of the whole supply chain.

A.3 Proof of the Convexity of Equation 19

Differentiate at the optimal point (qr(w) = ¢&(w) = ®7'[(z — w)/z]) with respect to w
using the envelope theorem:

By (w)) _ ER"" (w))

W) PR 0D g (w) = 07— )] (53)
Since E(ITL“""(0)) = up we get:
BT w) = p = [ #7(z )/ 2ld (34)
Therefore,
E(IR"" ()" = —qp(w), B(E"" (w))" = qp(w)’ (85)

Since the optimal order quantity is decreasing in w, E(I15“h" (w)) < 0 and E(IIE*" (w))”
0. Thus, the retailer’s optimized profit under a push contract is a decreasing convex func-
tion of w.

v
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A.4 Proof of Lemma 2

The proof follows from a comparison of expected retailer profit under the pull contract
(27) with (23). Both expressions are equal because gs(c) = qr(c). The revenue equiv-
alence of the first- and second-price pull auction has been shown in Lemma 1, what
completes the proof.

A.5 Proof of Corollary 1

Consider the push contract and let b(c),, denote the bidding strategy when marginal cost
is ¢ and there are n bidders.

%fm) = —qrp(w) = - (2 —w)/2] <0 (86)

and since W < 0, E(I1Lus") is a decreasing convex function of w. Consider the
first-price push contract. Using (21),

(@) _ F©OM)(Bari(e) = albusa(c))
dc) .. (1— (
fle)(n —1) bu(c))  (db
7 (1= F(c))(q(bu(c)) + (bu(c) — ) %) (d0>n (87)

—
>
3
-~ |~
o
~
|
-

as long as dq/db < 0 which is valid for all ¢ > 0. Therefore, b(c),+1 < b(c), for ¢ < €
and b(¢),+1 = b(¢),. Considering the cost of the lowest bidder ¢; with the probability
density of the lowest cost bidder given as fr.,(c) = n(1 — F(c))" "' f(c) (see Arnold et al.,
1993), then fﬁ Ini(lc()c) = m +1)(7117 ) increases in c. cy., therefore third-order stochastically
dominates c;., 11 and ¢; stochastically decreases with n. Thus, the expected retailer profit
increases in n under first-price push contracts. In the second-price push contract, the
cost ¢yy of the second-lowest bidder with probability density fr7.,(c) =n(n —1)F(c)(1 —

F(c))"2f(c) determines the resulting wholesale price. It is therefore sufficient to show
7S = G
is increasing in ¢ and thus ¢, third-order stochastically dominates c¢j.,11. Since the
pull contracts lead to the same expected retailer profit, it is also proven that the expected
retailer profit under a pull contract increases in n. From the total supply chain profits
under a push contract E(IIL%") = —cqr(w(c)) + pu — quolj(w(c))(x — qr(w(c)))p(x)dx
we get %}S:gm) = —qr(w(c)) = —®7'[(z — w(c))/z] < 0. Because w < 0,
E(TIEgsh) is a decreasing convex function of w. Since the wholesale prices in the first-
and second-price push auction stochastically decrease in n, the proof is completed for

push contracts.

that c;; stochastically decreases with n. This always holds since
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For the pull contract, it is sufficient to show that F(IIL%) is a decreasing convex

function of c¢. From E(IIEY) = —cqg(c)+pu—2 ch;o(c) (r—qs(c))p(z)dx, we get %55”) =

—qs(c) = =07 (2 — ¢)/2] < 0 and since W < 0, the proof is completed.

A.6 Proof of Theorem 1

i) Waehrer et al. (1998) show that in a reverse single-unit auction with a risk-averse buyer
the auctioneer prefers the first-price over the second-price auction. Since under the pull
contract the order quantities do not depend on the price, this contract is equivalent to
a single-unit auction and the retailer prefers the first-price pull to the second-price pull
contract.

ii) Define risk aversion by the Arrow-Pratt measure r(z) = —u”(z)/u/(z) (or more
generally an increase in risk aversion as a concave transformation of the utility function,
see e.g. Eeckhoudt et al. (1995)). It is sufficient to consider the extreme cases with r =0
and r — oo. For r = 0 we have the case of risk neutrality where the retailer prefers the

push
push to the pull auction. For r — oo, Eeckhoudt et al. (1995) show that dq% < 0 and

since demand is continuous on [0,7] and p > z > ¢ it holds that lim q%"Sh = 0, because

r—00
the wholesale price will always be greater than ¢ > ¢. Since wP*! < z, we then get:

T T
lim HE"" = / u[(p — 2)z]¢(x)dr < lim HE" = / ul(p — wPz]p(z)dz (88)
r—>00 0 r—00 0

Further, since under any incentive compatible push contract with a risk-neutral supplier,
where the Q*(c) is strictly decreasing on [c, ¢,], the retailer’s total payment W*(c) to the

winning supplier with cost ¢ is given by: W*(¢) = cQ*(c¢) + e Q*((lzzg(zgi?fn_ldz

e.g. Chen, 2007, for the risk-neutral retailer)). Thus, the average per unit procurement
cost is always greater than ¢ > ¢ and it holds that Hgr(W*(c)) < Hg(c - q(c)) with ¢(c)
chosen according to equation (30). Therefore, Theorem 1 also holds for an optimally
chosen push contract and any other incentive compatible push contract.

(compare

iii) Under DARA preferences, the optimal order quantity (strictly) decreases in the
wholesale price (see Eeckhoudt et al., 1995) and thus Proposition 1 holds.

A.7 Proof of Lemma 3

The suppliers’ expected utility in the push contract is

E(U(e,b(c))) = (1 = F(e))" ul(q(b(0)) (b(c) — c)]. (89)
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The optimal bidding strategy for the first-price auction is given by

db(c) f(e)(n = Du((b(c) = c)q(b(c))) | o)
de w'((b(c) — ¢)q(b(c)))(1 — F(c))(q(b(c)) + (b(c) — ¢) d(il(bb((cc))))

Comparing with the risk-neutral bidder by using (21) and given that the seller with the
highest possible cost ¢ has zero expected profit b(¢) = ¢, it follows

(db(C)) _ 9= 1D)(b(e) = c)q(b(e) db(c)
de riskneutral (1 -

whenever Zf,((zz)) > z which is fulfilled for all strictly concave functions with u(0) = 0 and

z > 0. The risk-averse bid is always lower than the one by the risk-neutral bidder for all
¢ € [¢,©). The retailer has a higher expected profit with a risk-averse bidder than with a
risk-neutral bidder.

A.8 Proof of Theorem 2

Since the second-price push contract is not affected by the suppliers’ risk-aversion but
risk-aversion in the second-price pull contract results in an inefficient production quantity,
the retailer prefers the push contract. As proof of the second part, consider the extreme

cases of the first-price auction. Since (li)m bPul(c) = z, the retailer prefers the second-
r(2)—00

price push contract to the first-price pull contract, provided risk-aversion exceeds a certain
threshold level. In the case without demand uncertainty, the push and pull contracts lead
to the same results and only in the first-price auction the risk-averse bidder bids more
aggressively and the retailer always prefers the first-price auction (see also Lemma 3).

A.9 Proof of Theorem 3

Define ETi| as the future expected payoffs if the service provider is in state i. Assume
that an auction occurs. The provider’s optimization problem is to maximize the expected
payoff from the auction, as well as to incorporate the future expected payoffs. Define E(r;)
as the expected profit of a provider who is in state ¢ and facing an occurring auction (in
contrast to F(II) from (35), the long-term equilibrium). If the provider wins, he gets the
payoff and moves from state ¢ to state ¢ — 1, otherwise he remains in state i. We get the
following functional equation:
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E(m;) = P(b(c)i) - [b(c)i — ¢+ E[i — 1] + (1 = P(b(c):)) - Eli] (91)

Maximizing E(m;) over b(c) we get:

dE;i(:Z) _ P(Z(Cc)z) -[b(c); — ¢+ E[i — 1] — E[i]] + P(b(c);) -

dc

=0 (92)

(For the proof it only matters if E[i — 1] — E[i] is positive or negative, since we only rank
the bids, given the specific properties of future payoffs. Thus ¢, only holds for the single
decision and has no influence on E[i] or E[i — 1] and therefore ddi[i} =0). In equilibrium,
the provider follows the bidding strategy and reports truthfully. We can replace ¢, with

¢ and rearrange equation (92) to

db(c);  —PU) b(e); — c+ Bli — 1] — Eli]]
e P(H(c)) )

While for the bid b(c),, in a non-repeated auction it holds that:

- o (94)

Since in both auctions the provider with the highest possible cost expects zero surplus,
in equilibrium we have b(¢) = ¢, and db(gz)" < dbgc)’”Vc < ¢if Ei — 1] < E[i] and
db(c); db(¢)nr

=t > Fove < ¢ if Bli — 1) > Eli]. Consequently, the bid in the repeated game at

state ¢ is higher than the one in the non-repeated game whenever E[i — 1] < EJi] and
vice versa.

To now compare E[i| for different states, we start comparing E[0] with E[1]. At state
0, the provider cannot participate in an occurring auction and has to wait until he moves
to state 1 before he can participate again. In state 1, a movement to state 0 implies a
payment of b(c); — ¢ > 0Ve < ¢. Since E[i] > 0 Vi (a provider never bids under his cost),
E[0] < E[1] and thus b(c); > b(c),-. At state 2, winning an auction implies a payment of
b(c)a—c and a movement to state 1. Since P(b(c),7)-[b(¢c),r—c] > P(b(c)1)-[b(c)1 —c] > 0,
E[1] — E[0] > E[2] — E[1] > 0 and therefore b(c); > b(c)s > b(¢), as long as E[i — 1] <
E[i]¥i > 2. This holds for all ¢ >. To show that E[i — 1] < EJi], consider the other end
of the chain and compare E[K — 1] and E[K]. To show that E[K — 1] < E[K], let us
first assume the opposite. Assume that EF[K — 1] > E[K]. In this case we would have
b(c)k < b(¢)ny. Since the provider in K always has the option to bid the non-repeated
bid (the bid that maximizes P(b(c)) - [b(c) — ¢]), E[K — 1] can only be higher than E[K]
if either state K — 1 or one of the previous states generates a higher expected profit from
the next occurring auction (given as P(b(c)) - [b(¢) — ¢]) than the one in the non-repeated
auction. But since b(c),, maximizes P(b(c)) - [b(c) — c], this cannot be the case. Thus
E[K — 1] < E[K]. Since we have already shown that E[0] < E[1], we even get that
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E[K — 1] < E[K]. We can apply the argumentation from state K to every state, and
thus it holds that E[i — 1] < E[i] and therefore, b(c);—1 > b(c); > b(¢)nr. Thus, the bid
in the repeated auction is equal to a bid in a non-repeated auction plus a mark-up that
depends on the opportunity cost, while the higher the level of free capacity, the lower the
bid, but it will always be higher than the bid in the non-repeated-auction.

A.10 Proof of Theorem 4

Since A = 1 and thus bidding is only possible in State 1, the bidding strategy only
depends on the cost, rather than on the state. Thus, in equilibrium, the probability of
winning an auction is equal to the probability of having the lowest cost of all competing
providers (the number of providers that have a free capacity level). Assume that the
provider reports his cost as ¢,. The expected profit and deviation for his real cost are:

(b(er) = ) - (1= F(e))"" (1 - )™

H T - , H, —- —
(C C) N+ (1 — F(CT))n_l p (C) A\ + (1 _ F(CT))n_l p (95)
In an equilibrium, sellers choose honest revelation and Il(z, ¢) = Il(¢, ¢). Thus
— (1 =F n—1 1—F n—1
ey~ B =0 (A =F@y™ | (= Fl) .

At (I=F()ytp " X+ (I=Flo)tp

Since it has to hold that II(¢) = II(¢,¢) = 0 we have

(v [ (A=F@E)"
I(c) —/C II'(2)dz —/C T (A= F()) .pdz (97)

Since in equilibrium it has to hold that Il(c,c) = II(c) we get

(b(c) =) (L= F(e)"™" _ [°  (QA-FE)"
A+ (1 =F(e)t-p /c A (1= F(z)) 1 .pd (98)

Therefore,

(99)
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A.11 Proof of Theorem 5

To proof Theorem 5, we show that if future profits are not influenced by the choice of the
current auction format, then the first- and second-price auction are revenue equivalent.

Therefore, consider a service provider who faces an auction and has the choice between
the first- and second-price auctions, while for all subsequent strategy a first-price auction
will be conducted (alternatively one might assume that a second-price format is chosen
for all subsequent auctions).

E(IT) future (c) is the expected future profit, without the payment of the current auc-
tion, but depending on whether or not the provider wins the auction he faces now.
E(IT) fyture(c) only depends on the state the provider will be in after the auction, thus
whether the provider wins the current auction or not, but not on the payment of the cur-
rent auction. Therefore, if for a given cost and state the probability of winning an auction
is the same for two auction formats, E(II) future(c) is also the same for both formats.

Determine I1%,,,,.(c) as the future profits if the provider wins the auctions and
E(IT)% yure(c) as the ones if he looses. We can now consider the actual bidding problem
as a single unit bidding problem with total cost ¢, = ¢ + E(I1)} e (¢) = E(ID)%,0(c)
where E(I1)}, 0 (¢) = E(I1)% 40 (c) are the opportunity costs of winning the auction (c;
is increasing in ¢ for any incentive compatible auction). ¢; depends on ¢, as well as on
the actual state of the provider, but ex ante all providers hold the same beliefs on the
distribution of ¢; for the other providers. Thus, the provider is faced with a single auc-
tion decision, where in equilibrium the provider with the lowest bid submitted wins and
the provider with the highest feasible bid expects zero surplus. Since further costs are
independently drawn from a common, strictly-increasing atomless distribution, the bids
of the auction will hold the same expected revenue for both the first- and second-price
auction (see Myerson, 1981, which we adapted for the reverse auction). This comparison
can be applied for all future auctions. Thus, whenever the provider faces an auction, he
is indifferent between the first- and second-price auction. This proof also holds for other

standard auctions like the English or the Dutch auction.

A.12 Proof of Theorem 6

For the proof we refer to Lemma 2 and Proposition 3 in Grimm (2007) and their proof.

A.13 Proof of Theorem 7

Consider the expected profits in the second of the two sequential auctions. Since the
winner of the first auction always wins the second auction it holds that (E(II(cy, c)) " =
E[Cy,(271)] — E[C4,1a,(c1, ) — Cg,(c1)] and E(II(Cy, x))"*) = 0. Thus the extra value

of winning the first auction is the difference between the expected cost of the winner in
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the second auction and the expected lowest cost of the remaining service providers in
the second auction. This is equal to the expected payment E(P,) in the second auction
minus the expected cost of the winner and we get

b(c1) = E[Cay(21 )] = E[Cay1ap(c1, ) — Cay(e1)] (100)

which leads to

B - | . (czh(cl) + Corsarler.e2) — Cay () — E[Pz])f(02)d02> ¢ (c2)de

‘r c2

(101)

We then get

E(P) + E(Py) =

/ . <Cd1 (e2) + /  (Carsar(er,ez) — Ca () — E[Pz])f(@)d@) T B[P (e1)der

c2

(102)

and since E(P,) does not depend on the cost of the winner, we can eliminate E(Fz)

B(R) + B(P) = | . (cch @+ [ " (Corsarler,er) — G (01))f(02)d02> ¢ (c2)de

Cc1 c2

(103)

and further simplify to

E(P) + E(Py) = / ) ( / " (Cear(er Cz))f(62)d62> g (e1)der (104)

which is equal to the expected cost in the bundle auction (compare equation (61)).

A.14 Proof of Corollary 2

The first part follows directly from Theorem 6. Further, since E[X¢] do not change in

the number of bidders, while E[X (_2)1] and E [X(_l)c] decrease in n, the second part also



100 A. Proofs

follows from Theorem 6.

A.15 Proof of Theorem 8

For the proof we refer to Lemma 2 and Lemma 3 in Grimm (2007) and her proof. Modi-
fying for marginal cost in the second period to be distributed on [cy, G3], using the density
function for the lowest cost service provider defined as: f1.,(c) = n(1— F(x))" 1 f(z) (see
e.g. Arnold et al., 1993) and not allowing providers of only one service, we get Theorem

8.
|

A.16 Proof of Proposition 2

We refer to the proof of Proposition 1 from Van Mieghem (1998), since we just provide
a simply modified version of that Proposition.



Appendix B

Derivations

We here derive the of closed-form expressions for the different auction formats presented
in Section 3

B.1 First-price push contract

Since b/ (c) = 1 + i ¢ it follows
E( fPush) 1 +/1 (1 )n—l n d 1 + n
: = n(l—c)" e c=
v I+n 1+n I+n  (1+mn)?

! 1—cnl+nc ! (I1—-c)n
E(TIPeh) = 73—/ 1=t | / 0 — do| d
() 2 Jo n(1 =) +n nel (e ( l+n ) ¢

- %( _éff)f&fz))

! 1 n (1—-c)n 1 4n? + 5n + 2
E Hf,Push _ / 1 — n—1 o d - _
(II5e™™) 0”( c) 1—|—n+1—l—nc c cto\p (

1+n 2 n+1)2(n+ 2)
_ n? +1 AP +5n+2 )\ p 241
T mtr12m+2) 2\C T mr12m+2)) 2 2mr1)?

B.2 Second-price push contract

2
n+1

1
E(ws,Push) _ / n(n — 1)0(1 — C)n72CdC =
0
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1
E<H§épu8h) _

0 l1—c

prnf%aiﬂo

N = NS

B. Derivations

—/7W%Jkﬂ—@"%ﬂ—d+ 6 — (1— c)do]de

paggy = a0 [0 (A22) @ - on - e

1—c¢

B.3 Pull contract

4n + 2
(n+1)(n+2)

E(wsh = /o n(n —1)e(l — ¢)"2¢(2 — ¢)dc =

s,Pully 1 4n + 2
B ) = §(p_(n+1)(n+2))

B.4 English Auction

1+c

Since the ideal price in the monopoly case is 3¢,

1

E(w®Pushy = /2 en(n — 1)e(1 — ¢)" 2de
0

+
w:»—‘\

227"
14+n

1

BT = g - /02 n(n —1)c(l — )" ?[c(1 —c) + 0 — (1 — c)df)dc

1—c

1 1 2¢c—1 1 c
- (/ i L du —I—/ cdx) n(n —1)e(1 — ¢)" 2dc
¢ \Jo 2 21
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_/; (/020_1[1 _41:2 + /i o— (% - x)d@]dm) nln— 1)(1 - &)™ 2de
_[ (/2:_1[0(1 o) +/1;9— (1— ¢)do] da:) n(n — 1)(1 — ¢)"2de

2

p  14+2n—2"0+p

2 2+ 3n + n?

E(ITF 5y + /0 ® = el — o) {(1 — Y-t /0 ) xdm)} de
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1 2c—1 1 — 2 c
—I—/ </ ( 4x) dx + / (c—x)(1— c)dx) n(n —1)(1 —¢)" 2dc
1 0 2c—1
P 1 — 9—(+n)
2 1+n






Bibliography

Agrawal, V. and Seshadri, S. (2000). Risk intermediation in supply chains. IIE Transac-
tions, 32(9):819-831.

Aksoy, Y. and Erenguc, S. S. (1988). Multi-item inventory models with co-ordinated
replenishments: A survey. International Journal of Operations € Production Manage-
ment, 8(1):63-73.

Andersson, D. and Norrman, A. (2002). Procurement of logistics services - a minutes

work or a multi-year project? Furopean Journal of Purchasing & Supply Management,
8(1):3-14.

Anvari, M. (1987). Optimality criteria and risk in inventory models: The case of the
newsboy problem. Journal of the Operational Research Society, 38(7):625—632.

Armstrong, M. (2000). Optimal multi-object auctions. The Review of Economic Studies,
67(3):455—481.

Arnold, B. C., Balakrishnan, N., and Nagaraja, H. N. (1993). A First Course in Order
Statistics. John Wiley & Sons, Inc., New York.

Arozamena, L. and Cantillon, E. (2004). Investment incentives in procurement auctions.
The Review of Economic Studies, 71(1):1-18.

Ashenfelter, O. (1989). How auctions work for wine and art. The Journal of Economic
Perspectives, 3(3):23-36.

Ausubel, L. and Cramton, P. (2002). Demand reduction and inefficiency in multi-unit
auctions. Working Paper.

Avery, C. and Hendershott, T. (2000). Bundling and optimal auctions of multiple prod-
ucts. The Review of Economic Studies, 67(3):483-497.

Axséter, S. (2006). Inventory control. Springer, 2nd edition.

Balintfy, J. L. (1964). On a basic class of multi-item inventory problems. Management
Science, 10(2):287-297.

Belleflamme, P. and Peitz, M. (2010). Industrial Organization: Markets and Strategies.
Cambridge University Press.

Bernhardt, D. and Scoones, D. (1994). A note on sequential auctions. American Economic
Review, 84(3):653-57.

105



106 BIBLIOGRAPHY

Bish, E. K. and Wang, Q. (2004). Optimal investment strategies for flexible resources,
considering pricing and correlated demands. Operations Research, 52(6):954-964.

Blumenfeld, D. E., Burns, L. D., Diltz, J. D., and Daganzo, C. F. (1985). Analyzing
trade-offs between transportation, inventory and production costs on freight networks.
Transportation Research Part B: Methodological, 19(5):361-380.

Bolton, P. and Dewatripont, M. (2005). Contract theory. The MIT Press.

Branco, F. (1997). Sequential auctions with synergies: an example. Economics Letters,
54(2):159-163.

Budde, J. and Gox, R. F. (2000). The impact of capacity costs on bidding strategies in
procurement auctions. Review of Accounting Studies, 4(1):5-13.

Budde, M. and Minner, S. (2014a). Economies of scale in sequential bidding for logistics
services. Working Paper.

Budde, M. and Minner, S. (2014b). First-and second-price sealed-bid auctions applied to
push and pull supply contracts. European Journal of Operational Research, 237(1):370—
382.

Budde, M. and Minner, S. (2014c¢). Optimal capacity provision for service providers with
subsequent auctioning of projects. Working Paper.

Cachon, G. P. (2003). Supply chain coordination with contracts. In Graves, S. and de Kok,
A, editors, Handbooks in Operations Research and Management Science: Supply Chain
Management, volume 11, pages 227-339. Elsevier.

Cachon, G. P. (2004). The allocation of inventory risk in a supply chain: Push, pull, and
advance-purchase discount contracts. Management Science, 50(2):222-238.

Cachon, G. P. and Lariviere, M. A. (2001). Contracting to assure supply: How to share
demand forecasts in a supply chain. Management Science, 47(5):629-646.

Chakraborty, 1. (1999). Bundling decisions for selling multiple objects. Economic Theory,
13(3):723-733.

Chen, F. (2007). Auctioning supply contracts. Management Science, 53(10):1562-1576.

Cohen, S. and Loeb, M. (1990). Implicit cost allocation and bidding for contracts. Man-
agement Science, 36(9):1133-1138.

Cramton, P., Shoham, Y., and Steinberg, R. (2006). Combinatorial Auctions. The MIT
Press.

Dasgupta, S. and Spulber, D. F. (1990). Managing procurement auctions. Information
Economics and Policy, 4(1):5-29.

De Silva, D. G. (2005). Synergies in recurring procurement auctions: an empirical inves-
tigation. Economic Inquiry, 43(1):55—66.

Dimitri, N., Piga, G., and Spagnolo, G. (2006). Handbook of procurement. Cambridge
University Press.



BIBLIOGRAPHY 107

Ding, Q., Dong, L., and Kouvelis, P. (2007). On the integration of production and
financial hedging decisions in global markets. Operations Research, 55(3):470-489.

Duenyas, 1., Hu, B., and Beil, D. R. (2013). Simple auctions for supply contracts. Man-
agement Science, 59(10).

Edgeworth, F. Y. (1888). The mathematical theory of banking. Journal of the Royal
Statistical Society, 51(1):113-127.

Eeckhoudt, L., Gollier, C., and Schlesinger, H. (1995). The risk-averse (and prudent)
newsboy. Management Science, 41(5):786-794.

Elmaghraby, W. (2003). The importance of ordering in sequential auctions. Management
Science, 49(5):673-682.

Elmaghraby, W. J. (2000). Supply contract competition and sourcing policies. Manufac-
turing & Service Operations Management, 2(4):350-371.

Elmaghraby, W. J. (2007). Auctions within e-sourcing events. Production and Operations
Management, 16:409-422.

Eppen, G. and Schrage, L. (1981). Centralized ordering policies in a multi-warehouse
system with lead times and random demand. Multi-level production/inventory control
systems: Theory and practice, 16:51-67.

Eppen, G. D. (1979). Effects of centralization on expected costs in a multi-location
newsboy problem. Management Science, 25(5):pp. 498-501.

Filar, J. and Vrieze, K. (1996). Competitive Markov decision processes. Springer New
York, Inc.

Gallego, G. and Moon, I. (1993). The distribution free newsboy problem: review and
extensions. Journal of the Operational Research Society, pages 825-834.

Gallien, J. and Wein, L. (2005). A smart market for industrial procurement with capacity
constraints. Management Science, 51(1):76-91.

Gan, X., Sethi, S. P., and Yan, H. (2004). Coordination of supply chains with risk-averse
agents. Production and Operations Management, 13(2):135-149.

Gaur, V. and Seshadri, S. (2005). Hedging inventory risk through market instruments.
Manufacturing € Service Operations Management, 7(2):103-120.

Gibbard, A. (1973). Manipulation of voting schemes: a general result. Econometrica:
journal of the Econometric Society, pages 587-601.

Goyal, S. K. and Satir, A. T. (1989). Joint replenishment inventory control: deterministic
and stochastic models. Furopean journal of operational research, 38(1):2—13.

Graham, D. A. and Marshall, R. C. (1987). Collusive bidder behavior at single-object
second-price and english auctions. The Journal of Political Economy, 95(6):1217-1239.

Grimm, V. (2007). Sequential versus bundle auctions for recurring procurement. Journal
of Economics, 90(1):1-27.



108 BIBLIOGRAPHY

Gupta, D. and Chen, Y. (2013). A note on incentive functions in government procurement
contracts. Working paper.

Gupta, S. (2002). Competition and collusion in a government procurement auction mar-
ket. Atlantic Economic Journal, 30(1):13-25.

Hall, R. W. (1987). Consolidation strategy: inventory, vehicles and terminals. Journal
of Business Logistics, 8(2).

Hansen, R. G. (1988). Auctions with endogenous quantity. RAND Journal of Economics,
19(1):44-58.

Harris, F. W. (1913). How many parts to make at once. The Magazine of Management,
10(2):135-136.

Harsanyi, J. C. (1967). Games with incomplete information played by 'Bayesian’ players,
part . The basic model. Management Science, 14(3):159-182.

Harsanyi, J. C. (1968a). Games with incomplete information played by 'Bayesian’ players,
part II. Bayesian equilibrium points. Management Science, 14(5):320-334.

Harsanyi, J. C. (1968b). Games with incomplete information played by 'Bayesian’ play-
ers, part III. The basic probability distribution of the game. Management Science,
14(7):486-502.

Harstad, R., Kagel, J., and Levin, D. (1990). Equilibrium bid functions for auctions with
an uncertain number of bidders. Economics Letters, 33(1):35-40.

Hawkins, T. G., Gravier, M. J., and Wittmann, C. M. (2010). Enhancing reverse auc-
tion use theory: an exploratory study. Supply Chain Management: An International
Journal, 15(1):21-42.

Hendricks, K. and Porter, R. H. (1989). Collusion in auctions. Annales d’Economie et
de Statistique, (15/16):217-230.

Holt, C. (1980). Competitive bidding for contracts under alternative auction procedures.
The Journal of Political Economy, 88(3):433-445.

Hopp, W. J. (2011). Supply chain science. Waveland Press.

Hu, Q. and Yue, W. (2007). Markov decision processes with their applications. Advances
in Mechanics and Mathematics. Springer, Dordrecht.

Jap, S. D. (2002). Online reverse auctions: Issues, themes, and prospects for the future.
Journal of the Academy of Marketing Science, 30(4):506-525.

Jeitschko, T. (1998). Learning in sequential auctions. Southern Economic Journal,
65(1):98-112.

Jeitschko, T. D. and Wolfstetter, E. (2002). Scale economies and the dynamics of recurring
auctions. Economic Inquiry, 40(3):403-414.

Jofre-Bonet, M. and Pesendorfer, M. (2000). Bidding behavior in a repeated procurement
auction: A summary. Furopean Economic Review, 44(4):1006-1020.



BIBLIOGRAPHY 109

Jofre-Bonet, M. and Pesendorfer, M. (2003). Estimation of a dynamic auction game.
Econometrica, 71(5):1443-1489.

Jofre-Bonet, M. and Pesendorfer, M. (2006). Optimal sequential auctions.

Keren, B. and Pliskin, J. S. (2006). A benchmark solution for the risk-averse newsvendor
problem. European Journal of Operational Research, 174(3):1643-1650.

Khouja, M. (1996). A note on the newsboy problem with an emergency supply option.
Journal of the Operational Research Society, 47(12):1530-1534.

Khouja, M. (1999). The single-period (news-vendor) problem: literature review and
suggestions for future research. Omega, 27(5):537-553.

Khouja, M. and Goyal, S. (2008). A review of the joint replenishment problem literature:
1989-2005. European Journal of Operational Research, 186(1):1-16.

Klemperer, P. (1999). Auction theory: A guide to the literature. Journal of Economic
Surveys, 13(3):227-286.

Klemperer, P. (2002). What really matters in auction design. The Journal of Economic
Perspectives, 16(1):169-189.

Krishna, V. (2010). Auction theory. Academic press, 2nd edition.
Laffont, J. J. (1993). A theory of incentives in procurement and regulation. MIT press.

Lariviere, M. A. and Porteus, E. L. (2001). Selling to the newsvendor: An analysis of
price-only contracts. Manufacturing €& Service Operations Management, 3(4):293-305.

Levin, J. (1997). An optimal auction for complements. Games and Economic Behavior,
18(2):176-192.

Li, C. and Scheller-Wolf, A. (2011). Push or pull? auctioning supply contracts. Production
and Operations Management, 20(2):198-213.

Lofaro, A. (2002). On the efficiency of bertrand and cournot competition under incom-
plete information. European Journal of Political Economy, 18(3):561-578.

Mangan, J., Lalwani, C., and Butcher, T. (2008). Global logistics and supply chain
management. Wiley.

Marasco, A. (2008). Third-party logistics: a literature review. International Journal of
Production Economics, 113(1):127-147.

Maskin, E. and Riley, J. (1984). Optimal auctions with risk averse buyers. Econometrica,
52(6):pp. 1473-1518.

Maskin, E. and Riley, J. (2000). Asymmetric auctions. The Review of Economic Studies,
67(3):413-438.

Matthews, S. (1987). Comparing auctions for risk averse buyers: A buyer’s point of view.
Econometrica: Journal of the Econometric Society, 55(3):633-646.



110 BIBLIOGRAPHY

McAdams, D. (2007). Adjustable supply in uniform price auctions: Non-commitment as
a strategic tool. Economics Letters, 95(1):48-53.

McAfee, R. and Vincent, D. (1993). The declining price anomaly. Journal of Economic
Theory, 60(1):191-212.

McAfee, R. P. and McMillan, J. (1987). Auctions and bidding. Journal of Economic
Literature, 25(2):699-738.

McAfee, R. P. and McMillan, J. (1992). Bidding rings. The American Economic Review,
82(3):579-599.

Milgrom, P. (1989). Auctions and bidding: A primer. The Journal of Economic Perspec-
tives, 3(3):3-22.

Milgrom, P. R. and Weber, R. J. (1982). A theory of auctions and competitive bidding.
Econometrica, 50(5):1089-1122.

Monczka, R. M., Handfield, R. B., Giunipero, L. C., and Patterson, J. L. (2009). Pur-
chasing and Supply Chain Managment. Cengage Learning, 4th edition.

Moody, P. E. (2006). With supply management, technology rules. Supply Chain Man-
agement Review, pages 41-48.

Myerson, R. B. (1979). Incentive compatibility and the bargaining problem. Economet-
rica: Journal of the Econometric Society, pages 61-73.

Myerson, R. B. (1981). Optimal auction design. Mathematics of Operations Research,
6(1):58-73.

Netessine, S., Dobson, G., and Shumsky, R. A. (2002). Flexible service capacity: Optimal
investment and the impact of demand correlation. Operations Research, 50(2):375-388.

Palfrey, T. R. (1983). Bundling decisions by a multiproduct monopolist with incomplete
information. Econometrica: Journal of the Econometric Society, 51(2):463-483.

Peke¢, A. and Rothkopf, M. H. (2003). Combinatorial auction design. Management
Science, 49(11):1485-1503.

Perakis, G. and Roels, G. (2007). The price of anarchy in supply chains: Quantifying the
efficiency of price-only contracts. Management Science, 53(8):1249-1268.

Perrone, G., Roma, P., and Lo Nigro, G. (2010). Designing multi-attribute auctions
for engineering services procurement in new product development in the automotive
context. International Journal of Production Economics, 124(1):20-31.

Pesendorfer, M. (2000). A study of collusion in first-price auctions. The Review of
Economic Studies, 67(3):381-411.

Petruzzi, N. C. and Dada, M. (1999). Pricing and the newsvendor problem: A review
with extensions. Operations Research, 47(2):183-194.

Pinker, E. J., Seidmann, A., and Vakrat, Y. (2003). Managing online auctions: Current
business and research issues. Management Science, 49(11):1457-1484.



BIBLIOGRAPHY 111

Puterman, M. L. (2009). Markov decision processes: discrete stochastic dynamic pro-
gramming, volume 414. Wiley.

Qin, Y., Wang, R., Vakharia, A. J., Chen, Y., and Seref, M. M. (2011). The newsvendor
problem: Review and directions for future research. Furopean Journal of Operational
Research, 213(2):361-374.

ReiB, J. and Schondube, J. (2010). First-price equilibrium and revenue equivalence in a
sequential procurement auction model. Economic Theory, 43(1):99-141.

Riley, J. G. and Samuelson, W. F. (1981). Optimal auctions. The American Economic
Review, 71(3):381-392.

Rombhild, W. (1997). Preisstrategien bei Ausschreibungen. Duncker & Humblot.

Rothkopf, M. H. and Whinston, A. B. (2007). On e-auctions for procurement operations.
Production and Operations Management, 16(4):404-408.

Said, M. (2011). Sequential auctions with randomly arriving buyers. Games and Eco-
nomic Behavior, 73(1):236-243.

Saini, V. (2012). Endogenous asymmetry in a dynamic procurement auction. The RAND
Journal of Economics, 43(4):726-760.

Scarf, H., Arrow, K., and Karlin, S. (1958). A min-max solution of an inventory problem.
Studies in the mathematical theory of inventory and production, 10:201-209.

Schneeweiss, C. (1998). Hierarchical planning in organizations: Elements of a general
theory. International Journal of Production Economics, 56-57:547-556.

Segerberg, P., Simchi-Levi, D., and Rothstein, A. (2010). High performance in procure-
ment risk management. Technical report, Accenture.

Selviaridis, K. and Spring, M. (2007). Third party logistics: a literature review and
research agenda. The International Journal of Logistics Management, 18(1):125-150.

Silver, E. A., Pyke, D. F., Peterson, R., et al. (1998). Inventory management and pro-
duction planning and scheduling, volume 3. Wiley New York.

Simchi-Levi, D., Chen, X., and Bramel, J. (2005). The logic of logistics. Springer.

Sink, H. L., Langley Jr, C. J., and Gibson, B. J. (1996). Buyer observations of the us
third-party logistics market. International Journal of Physical Distribution € Logistics
Management, 26(3):38-46.

Skjoett-Larsen, T. (2000). Third party logistics—from an interorganizational point of view.
International Journal of Physical Distribution € Logistics Management, 30(2):112-127.

Spulber, D. F. (1995). Bertrand competition when rivals’ costs are unknown. Journal of
Industrial Economics, 43(1):1-11.

Tijms, H. C. (2003). A first course in stochastic models. Wiley.

Tirole, J. (1988). The theory of industrial organization. MIT press.



112 BIBLIOGRAPHY

Tunca, T. I. and Wu, Q. (2009). Multiple sourcing and procurement process selection
with bidding events. Management Science, 55(5):763-780.

Van Mieghem, J. A. (1998). Investment strategies for flexible resources. Management
Science, 44(8):1071-1078.

Van Mieghem, J. A. (2003). Commissioned paper: Capacity management, investment,
and hedging: Review and recent developments. Manufacturing & Service Operations
Management, 5(4):269-302.

van Weele, A. J. (2005). Purchasing and supply chain management: Analysis, strategy,
planning and practice. Cengage Learning, 5th edition.

Vasiliauskas, A. V. and Jakubauskas, G. (2007). Principle and benefits of third party
logistics approach when managing logistics supply chain. Transport, 22(2):68-72.

Vickrey, W. (1961). Counterspeculation, auctions, and competitive sealed tenders. The
Journal of Finance, 16(1):8-37.

Waehrer, K., Harstad, R. M., and Rothkopf, M. H. (1998). Auction form preferences of
risk-averse bid takers. RAND Journal of Economics, 29(1):179-192.

Wang, C. X., Webster, S., and Suresh, N. C. (2009). Would a risk-averse newsvendor order
less at a higher selling price? Furopean Journal of Operational Research, 196(2):544—
553.

Weber, R. J. (1981). Multiple-object auctions. Northwestern University Press.

Wilson, R. (1934). A scientific routine for stock control. Harvard business review,
13(1):116-129.



