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Enterprise’s Channel Conflicts Counter—Strategy Based On Game Theory.
ZHANG Shi—xin,SUN Wei-ping
(Lanzhou University Of Technology, Lanzhou 730050 )

Abstract: Among the distribution channel management practices, the price conflict is an important form of
channel conflict, there are many inconsistencies in the pricing strategy between enterprise and intermediate mer-
chants, in most cases, one of them require high—priced and the other require low—priced. This paper’s research
work are began from the revenue function, then their weighted average yield which based on mixed strategy Nash
equilibrium are calculated and the factors which affect intermediate merchants are cleared. The last part gives a
reasonable explanation of the price conflict and provides some respond strategies.
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