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eNegotiation Project meeting (Virtual) minutes 
13:00-14:00 CET on 18th of December 2020
By Hisanao Sugamata
Attendees:			    
Hisanao Sugamata	Project leader
Lance Thompson		UNECE
Gerhard Heemskerk	Netherland
Bormans Michel		Belgium
Jorge Alvarado		Switzerland
Lauri Railas		Finland
Wassilios Lytras		Switzerland
Wumi Kayode		USA
Cortney Robinson		ICAO
Shinji Nakadai		Japan
Norio Yanag		Japan
Kazuhiro Takahashi	Japan
Hideaki Fujimori		Japan
Tatsumi Adachi		Japan
Ayan Sengupta		Indea
Takashi Tabe		Japan
Tomoaki Satoh		Japan
--------------------------------------------------------------
Agenda:
1. Roll call
· There were 17 participants.
· Al the participants made the introduction by themselves.

2. Project overview
· Shinji Nakadai made the following presentation. 
· Principle for the eNegotiation BRS
· Implementation guidelines
· There were following comments.
· Regarding “contract”, not only the technical aspect but also the legal aspect should be considered.
· The project may have some relations to the following international conventions.
· UN Convention on Contract for the International Sale of Goods (CISG)
· Vienna Convention: multilateral treaty establishes a uniform framework for international framework
· “Contract” and “Negotiation” should be considered separately. 
· There is a BOOKING standard within UN/CEFACT which covers requests, amendments and cancellation.

3. Project formation
· The terms for the project structure should be as follows.
“Project organizer” => “Project leader”
“Working team” => “Subgroup”
“Leader” (of the subgroup) => “Lead editor” (of the subgroup)
“Members” => “Editors”
· Project leader is Hisanao Sugamata.
Shinji Nakadai, Jorge Alvarado, Wumi Kayode, Gerhard Heemskerk, Lauri Railas are supporting the project leader in organizing the project team temporally called “project organizing team”.
· The project consists of 4 subgroups.
· The subgroup-1 is working for defining of the negotiation framework specified in BRS.
· The lead editor of the subgroup-1 is Shinji Nakadai.
· Hisanao Sugamata, Bormans Michel, Gerhard Heemskerk and Wassilios Lytras volunteered editors for the subgroup-1.
· The subgroup-2 is developing the guideline for the bid process in the maritime transport area.
· The company who is expected to provide the requirement specification for the guideline has withdrawn their contribution. 
· The project organizing team will contact the candidate groups who may be interested in the eNegotiation for bid process in Maritime transport, Air cargo industry and/or any Procurement.
· The subgroup-3 is developing the guideline for the air cargo space adjustment process.
· Cortney Robinson will ask for candidate editors who are interested in eNegotiation in the air cargo industry group.
· Wassilios Lytras will ask for candidate editors who are interested in eNegotiation in the maritime industry group.
· Gerhard Heemskerk will ask for candidate editors who are interested in eNegotiation in the transport group of UN/CEFACT.
· The subgroup-4 is developing the guideline for the scheduling process in the manufacturing industry.
· Gerhard Heemskerk will ask for candidate editors who are interested in eNegotiation in the automobile project team.
· Hisanao Sugamata will ask for candidate editors who are interested in eNegotiation in Japan Automobile Manufacturing Association (JAMA).
· The BoostAero International (BAI) association may be one of the candidate editors.

4. Project schedule
· Hisanao Sugamata proposed the project schedule as follows.
· The 1st call (18/Dec/2020)
Discussion:
Project formation & Project Schedule 
· The 2nd call (End of Jan/2021)
eNegotiation BRS 1st draft (by Subgroup-1) review
The subgroup (2 – 4) formation finalized
Scope of the guidelines of the domain implementation agreed
· The 3rd call (Mid of Mar/2021)
eNegotiation BRS 2nd draft (by Subgroup-1) review
Review for the requirement gathering for the guidelines 
by Subgroup (2 - 4)
· The 4th meeting in the Forum (Mid of Apr/2021)
Review of the outline of the deliverables:
· eNegotiation BRS
· The guidelines of the domain implementation
· The 5th – 7th call (Jun, Aug, Oct /2021)
Discussion:
· eNegotiation BRS
· The guidelines of the domain implementation
· Public review (Oct/2021 – Nov/2021)
· The 8th call (Dec/2021)
Discussion on the comments received from public review
· Project exit & publication (1Q/2022)
· The issues around the above schedule are commented as follows. Those issues will be fixed at the next call.
· The project proposal sets a draft development finalization for 2 September 2021. The proposed schedule says that there are development meetings through to October 2021. 
· The deliverable 4 defined in the project proposal is an implementation guideline, but it seems 3 guidelines suggested in the project formation and schedule.
· The public review for the guideline is not for mandatory. 
· If the finalized project is expected to be presented to the 2022 Plenary, it would be best to try to aim for a finalization in November 2021 (as the document would need to be approved by the Bureau on its first call in December 2021).

5. Any other business
· Shinji Nakadai introduced PACTUM which is an AI tools for commercial negotiation development supported by the government of Estonia for reference.

6. The next call
14:00 – 16:00 CET on 28th of January / 2021



Attachment 1 : Principle of the eNegotiation
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Attachment 2 : Implementation guidelines
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Variant: Mutually Dependent Negotiations

To represent a complex negotiation in real business, protocols for 

mutually dependent negotiations are required to be modeled.
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Use case: Marine Transport

A trading company chooses marine transport companies once a 

year. The company can compare bids by using a bidding system, 

while transport companies cannot do it due to the lack of standard.
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Use case : Freight Space Adjustment

A sudden change in demand or supply (e.g. COVID19) induces a 

negotiation for deciding price, delivery deadline, compensation, 

and so on. Complicated negotiation (e.g. nested) actually happens.
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Use case: Demand Forecast in Manufacturing

Cross Industry Scheduling defines a negotiation-like message 

exchange. But, the lack of obligation induces supplier’s excess 

stock or over work. Obligations should be defined at first.
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Initiator (e.g. Customer)

Baseline: Alternating Offers Protocol

Standardization for bilateral negotiation may start with the 

simplest protocol called Alternating Offers Protocol (AOP). 
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Raw and Annotation

Our BRS defines semantics of negotiation by raw representation, 

while mapping to annotation representation is also written in BRS.

Our Implementation Guideline uses Annotation representation

Raw: domain independent Annotation: domain dependent
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