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Abstract 

In electronic commerce markets, agents often should acquire multiple resources to fulfil a high-level task. In order to attain such 
resources they need to compete with each other. In multi-agent environments, in which competition is involved, negotiation would be an 
interaction between agents in order to reach an agreement on resource allocation and to be coordinated with each other. In recent years, 
negotiation has been employed to allocate resources in multi-agent systems. Yet, in most of the conventional methods, negotiation is done 
without considering past experiments. In this paper, in order to use experiments of agents, a hybrid method is used which employed case-
based reasoning and learning automata in negotiation. In the proposed method, the buyer agent would determine its seller and its offered 
price based on the passed experiments and then an offer would be made. Afterwards, the seller would choose one of the allowed actions 
using learning automata. Results of the experiments indicated that the proposed algorithm has caused an improvement in some performance 
measures such as success rate. 
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1. Introduction 

   Today, use of artificial intelligence rather than traditional 
approaches has improved performance of systems in E-
commerce. In electronic commerce markets where agents 
are usually selfish, attempts are made to acquire multiple 
resources in order to accomplish a high-level task with the 
highest utility. Thus, agents would try to negotiate with 
others to obtain the demanded resources [1]. Additionally, 
the issue of learning in negotiations has become a hot spot 
within the related studies as a mean for achieving a well-
coordinated behaviour. Since, agents do not recognize the 
factor rewards that are associated with different actions in 
the environment, selection of the actions would be difficult 
task. Leaning through setting out selection of actions of the 
agents, based on the collected data over time, could meet 
such purpose. In multi-agent systems, utility of one agent is 
usually influenced by those of others. It will make the issue 
of learning in multi-agent systems more complicated, since 
the agents have to learn not only the effects of their actions 
butalso, coordination manner of their actions with others. 

Current works have proven that learning often ends up to a 
coordinated behavior. Learning automata is one of the 
learning algorithms[2]. 
In negotiations, agents employ a variety of strategies 
(negotiation strategy is act of guiding for decision making 
about different actions in a certain round) to allocate 
resources; but, in most of them, past experience does not 
play a role in resolving new problems[3]. For example 
Peyman Faratin et al. [4] proposed a service-oriented 
negotiation in 1998, in which a range of strategies and 
tactics such as time-dependent tactic was presented in 
bargaining stage for proposal and counter- proposal. Then, 
Jennings et al. [5] expanded the service-oriented 
negotiation model by using genetic algorithm and presented 
the relative success of different tactics against different 
opponents in different environments. Nyugen et al. [6] had 
presented a heuristic model for concurrent bi-lateral 
negotiations in incomplete information settings in which 
the agents had no a priori knowledge about the preferences 
of their opponents. It was later expanded in [7] so that the 
ability of decision making for commitment/decommitment of 

www.sid.ir


www.SID.ir

Arc
hiv

e 
of

 S
ID

 

 

56

th
Be
an
ef
de
pa
so
pr
Co
art
ba
ag
Th
Se
pr
ba
Se
an
6c

2. 

Re
di
ca
ar
ca
co
Du
de
iss
(A
str
Th
de
wo
re
co
co
su
pa
ne
Th
fo
1. 
m
2. 
co
3. 
in
ne
str

M.Haghig6

e deals was in
ecause, the bu
nother agents,
fficient manne
ependent strat
apers in [7]; 
ome efficienc
rofit. 
onsidering th
ticle aims to 

ased reasoning
gents' decision
he remainder
ection 2intro
roblem. Sectio
ased reasoning
ection 5repor
nalysis of the 
concludes the 

 Multi Resou

esource alloca
stributing mu

an affect distr
e distributed?

an be mention
ompetitive ag
uring negotiat
ecision or rea
sue. System o

Ag, S, P) wher
rategy of nego
he framework
ependent nego
ork[8], where
source alloc

onsumers (buy
onsumer agen
uccessfully acc
articipate in 
egotiations are
he issue of n
llowing featur
Buyer agents
aximum price
Agents coul

ost of paying a
Negotiation a
formation abo

egotiations (se
rategy are priv

ghatjoo et al.  

ntegrated with
uyer agents m
, so a buyer 
er. In 2010, Bo
tegy called H
this comparis

cy criteria su

he type of str
evaluate per

g and learnin
n making in m
r of this pap
oduces the 
on 3presents 
g. Section 4 p
rts experimen

properties of
paper. 

urce Negotiat

ation in multi-
ultiple resourc
ributions. The
?"[9].To answ
ned as a met

gents for the 
tion, a group 

ach an accept
of negotiation 
re Ag is a fini
otiation and P 
k of this arti
otiation model
e the issue 
cation betwe
yers) in E-ma
nts may req
complish their

multiple ne
e not successfu
egotiation in 
res: 

s only knew th
e that could be
ld decommit 
a penalty. 
agents were as
out other agen
et of proposals
vate informati

/ Improving A

h the one in the
might need to 
could reach g

o An et al. [8]
HBA and com

son showed 
uch as succe

rategy that w
rformance of 
ng automata 

multi-agent sys
per is organ

multi-resou
learning aut

presents the p
ntal results 
f proposed m

tion Problem

-agent systems
ces among se
e question is:
wer this ques
thod of coord
issue of res
of agents wi

table agreeme
is illustrated 

ite set of nego
is negotiation

icle was insp
l as described
of automated
een provider
arket is studie
quire multip
r tasks. There
egotiations. I
ful, consumers

this article in

he total reserv
e spent for all 

from tentativ

ssumed to hav
nts. For examp
s it received) a
ion. 

Agent Perform
and Case

e previous mo
make deals w

good deals in
 proposed a ti

mpared it with
increased rate

ess and expe

was selected, 
employing c

as a strategy
stems.   
nized as follo
urce negotia
tomata and c
proposed meth
and presents

model and Sec

 

s is the proces
everal agents 
 "How resou
stion, negotia
dination betw

source allocat
ill make a mu
ent on a spec
by multiple 

otiator agents, 
n protocol[10]
pired by a ti
d in Bo An et 
d negotiation
rs (seller) 

ed. In this mo
ple resources
fore, they nee
If all of th

s gain nothing
ncludes the th

e price (know
resources). 
ve agreement

ve incomplete 
ple, status of th
and negotiatio

mance for Mult
e-Based Reaso

odel. 
with 
n an 
ime-

h the 
e of 

ected 

this 
case-
y for 

ows. 
ation 
case-
hod. 

s an 
ction 

ss of 
that 

urces 
ation 
ween 
tion. 
utual 
cific 
N = 
S is 

]. 
ime-
al.'s 
for 

and 
odel, 
s to 
ed to 
hese 
. 
hree 

wn as 

ts at 

he 
on 

 
Fig
pro
nee
neg
buy
eac
Sell
bas
 
φt

a→

 
Wh
rou
and
Ij a
cho
pro
cho
out
(lin
fun
Buy
If S
no 
bar
acc
Bar
agr
agr
is r
are 
rou
agr
agr
all t
Buy
buy
any
leas
(2):

     w
inv
set 

ti-Resource N
oning 

Fig. 1.Buye

gure 1 show
oblem. Where
eded by Buyer
gotiation dead
yer and seller
ch other. Ass
ler s about re

sed on Eq. (1):

→s= I Pj + (RP

here Rpt
j is Buy

und t, IPj is Bu
d δt

j is Buyer a
at round t. S
oices: (1) ac
oposal, or (3) 
oosing a neg
lined in [4],

near, conceder
nction (e.g., tit
yer a, negotia
Seller s rejects

agreement. 
gaining proce

cept and reject
rgaining betw
eement is re
eement is ma

reached or on
able to decom

unds after reac
eement by pa
eement will b
their final agr
yer a tries to 
yer a gains no
y resource in I
st one final a
: 


I

a

j

RPU

where τ + λ 
olved in nego
of final agre

Negotiation Us

er a's multi-resour

ws Buyer a's
e,I = {I1, I2,.
r a to accomp
dline. In this 
r agents barg
suming that B
esource Ij. Fir
: 

Pt
j− I Pj )δt

j     

yer a's curren
uyer a's initial
a's concession
Subsequently, 
ccepting the 

making a co
gotiation strat

which are 
r, conservative
t-for-tat).If Se

ation terminate
s the proposa
If Seller s 

eeds to anoth
t the proposal

ween two age
eached or (2

ade), when on
ne agent quits 
mmit from the
ching an agree
aying the pen
be finalized an
reements[8]. (s
make agreem

othing if it fa
I. The utility f
agreement for

 
  I FAgAgj j



Pr

is the maxim
otiation and d
ements for re

sing Learning 

rce negotiation pr

s multi-resou
.., IL} is a s
lish its task an
negotiation m

gain by makin
Buyer a is n
st, Buyer a m

                      

nt reserve price
l proposal pric
n rate with res

Seller s wo
proposal, (2

ounter-propos
tegy from a
the time-dep
e) and the beh
eller s accepts
es with a tenta

al, negotiation 
makes a c

her round and
l, or make a c
ents terminate
2) with a c
ne of the two 

the negotiati
e tentative agr
ement and ma

nalty. Otherwi
nd both partie
see more deta

ments for all it
ails to make a
function of a w
r each resourc







t

Agc



0

)(

mum period th
decommitmen
esource Ij at τ

Automata 

 
roblem [8]. 

urce negotiati
set of resourc
nd τ is Buyer 
model, a pair 
ng proposals 
negotiating w

makes a propo

                    (

e of resource I
ce for resourc
spect to resour
ould have thr
2) rejecting t
sal by random
a set of tact
endent functi

havior-depend
s the proposal
ative agreeme
terminates w

ounter-propos
d the buyer c
ounter-propos
es (1) when 

conflict (i.e.
agents' deadl
on. Both part
reement within
aking a tentat
ise, the tentat
es need to ful
ails in [8]). 
ts resources a

an agreement 
when a makes
ce is defined 

 t
out

t
in      

hat buyer a w
nt, Fagj

+ is t
τ + λ, t

out is t

ion 
ces 
a's 
of 
to 

with 
osal 

(1) 

Ijat 
e Ij 
rce 
ree 
the 

mly 
tics 
ion 
ent 
l of 
ent. 

with 
sal, 
can 
sal. 
an 
no 
ine 
ties 
n λ 
ive 
ive 
lfill 

and 
for 
s at 

as 

(2) 

was 
the 
the 

www.sid.ir


www.SID.ir

Arc
hiv

e 
of

 S
ID

 Journal of Computer & Robotics 7 (2), 2014 55-62 
 

 

57

penalty buyer a pays to other agents at t when it 
decommits, and t

out is the payment of penalty buyer a 
receives from other agents at t if they decommit[7]. 

   
 






II FAgAg t

t
out

t
ina

j j

AgcU





0

)(Pr                 (3) 

3.     Learning in Multi Agent System 

 3.1. Learning Automata 

Learning automata is a machine that can perform a finite 
set of actions. Each selected action will be evaluated by a 
random environment and a respond will be sent to learning 
automata. Learning automata uses such responses to select 
its action for the next round. 
 

 
Fig. 2. Relationship between learning automata and environment[11]. 

 

The relationship between learning automata and the 
environment is shown in Figure 2. The ultimate aim is that 
automata can learn how to choose the most optimal action 
from its set of actions. The optimal action is the one which 
maximizes probability of wining reward from the 
environment[11].  The environment can be illustrated by 
E=<a,b,c>, where },...,,{ 21 r   is set of inputs, 

},...,,{ 21 m  is set of outputs, and 

},...,,{ 21 rcccc  is set of penalty probabilities. When 

β is a two-member series, the environment would be of 
type p. In such an environment,β1=1 and β2=0 are 
considered as penalty and reward, respectively. In the Q-
type environment, β(n) can discretely take a value within 
finite values of [0.1]. In the S-type environment, β(n) is a 
random variable within [0.1].ci is the probability that act αi 
has an undesirable result. In static environments, ci values 
remain unchanged while in non-static environments, these 
values change over time. 
Learning automata can be classified into two main 
categories: 1. fixed structure learning automata and 2. 
Variable structure learning automata[12].In the first 
category, Markov chain theory is the main tool and, in the 
most of cases, an appropriate behavior is obtained by 
choosing state transaction probabilities in response to the 
output environment. Given that this paper used variable 
structure learning automata, below, are a few descriptions 
have given about variable structure learning automata. 
     Variable structure learning automata is a quintuple <α, 
β, p, T(α,β,p) >, where α is set of action , β is an 
environment response set( input automata) and p is the 
probability set containing r probabilities, each being the 
probability of performing every action in the current 

internal automaton state. Function T is the reinforcement 
algorithm, which modifies the action probability vector p 
with respect to the performed action and received response. 
In this type of automata, if action αi on step n is chosen, and 
this action has received favorable responses from the 
environment, probability pi (n) increases and other 
probabilities are decreased. The possibility of unfavorable 
responses Pi(n) decreases and other probabilities are 
increased. 
     Favorable responses from the environment: 
 

ijjnpanp

npanpnp

jj

iii



)()1()1(

)](1[)()1(
                     (4) 

 
     Unfavorable responses from the environment: 
 

ijjnpbrbnp

npbnp
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ii
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)()1()1(
                  (5) 

 
     Where a and b are reward and penalty parameters, 
respectively. Values for a and b can be considered in three 
modes :when a and b are equal, the algorithm is called LRP, 
when b is much less than a, the algorithm is LRεP and when 
b is 0, the algorithm is LRI[13]. 

3.2. Case-Based Reasoning 

     Case-based reasoning (CBR) that was proposed by Prof. 
Roger of the United States for the first time in 1982 is an 
important issue in the field of artificial intelligence. In 
CBR, there is a set of cases stored in the case base as 
primary source of knowledge. The very primary idea of this 
method is making an experience from past and choosing 
the most similar case to the current problem, simply 
because similar problems would have similar solutions[14]. 

 
Fig. 3. CBR cycle[15]. 

 
     The CBR cycle is illustrated in Fig. 3: 
1. Retrieve the most similar case or cases; 
2. Reuse the retrieved information and knowledge; 
3. Revise the proposed solution; 
4. Retain the revised solution to be useful for future 
problem solving[1 5]. 
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Re-using the results of the problems that have been solved 
in the past can lead to an increase in efficiency for 
resolving new problems rather than deriving them from the 
beginning. Moreover, CBR is a method for continuous 
incremental learning because each new experiment will be 
stored by resolving a problem and its results will be 
immediately accessible forsolving the upcoming problems. 
This feature of CBR leads to learning. In fact learning in 
CBR occurs after resolving a problem. Hence, as the 
problem is successfully solved, its experiment will be 
stored for re-using in future similar problems[16]. 

4.    Proposed method 

     In this section, a method is proposed for solving 
resource allocation problem using case-based reasoning and 
learning automata based on negotiation called IHBA. To 
illustrate the issue of resource allocation in multi-agent 
systems that utilize negotiation, it can be said that the set of 
agents Ag={buyer agents, seller agents} as well as 
negotiation protocol determine a set of allowable actions 
for each agent set including accepting the proposal, 
rejecting the proposal and making a counter- proposal. 
In the proposed algorithm, it was assumed that there were 
two types of case-bases: 1- case-base of the proposals that 
were accepted and 2- the case-base of the proposals that 
have been rejected while each case consisted of resource 
name, price and the resource provider's name. The buyer 
agent's goal is to examine accepted proposals of the case-
bases, find out the price of its required resources whose 
negotiations are successfully done in advance and finally to 
offer the lowest price of the selected price to the resource 
provider. If it does not find a similar case, it will use a 
time-dependent strategy (Equation 1) to make a proposal. 
Then, the Seller agent must choose one of the allowed 
actions. In this case, the agent's strategy for negotiation 
would be CBR algorithm and learning automata so that the 
seller agent could choose one of the allowed actions. Then, 
it will be checked whether the action is appropriate or not 
and, based on the given answer automata will give a reward 
or a penalty to the action. Considering that the environment 
is p model, if this proposal is accepted and the parties reach 
an agreement, the output will be considered as desirable; if 
the offer is rejected and no agreement is reached, the output 
will be known as undesirable. Afterwards, the agent 
updates probability of action selection based on learning 
automata algorithm until an agreement is reached among 
the agents or negotiation of the agents is finished. The 
automata that has been employed in this article used reward 
and penalty functions of (4) and (5). 
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Fig. 4. Proposed method 

 

 

 

5.    Experiment result 

     Various parameters were considered for evaluation such 
as performance measures that included[8]: 

 Success rate : 
 

RSUC  = Nsuccess / Ntotal                                                          (6)   
 
Where Ntotal is total number of runs and Nsuccess is number of 
runs reaching consensus. 
 

 Message per resource 
 


 



 
total

total i

N

i i

N

i

IS

j

j
i

aver
IS

M
M

1

1 1      (7)     

     Where Ntotal is total number of runs, ISi is number of 
resources in the i-th run and Mj

i is number of messages for 
resource j in the i-th run. Since the number of resources that 
each buyer obtains at anytime could be different, 
comparison between the number of messages that have 
been sent/accepted for each resource is essential. 

 Expected utility 

  total

N

i i NUU total 


1exp
                       (8) 

     Where Ntotal is total number of runs and Ui is utility of 
the i-th run. 

    To evaluate such measures a number of experiments was 
carried, in which agents were subjected to different market 
types, densities and deadlines. 

Table 1 
Experiment setting 
 

Unfavorable Balanced Favorable Market type 
66-95 36-65 6-35 No. of agents 
Long Moderate Short Deadline 

 
 

According to Table 1, when the number of agents ranges 
between 6 and 35, the market is sparse (similarly in the 
ranges of 36 to 65 and 66 to 95, in which market is 
moderate and dense, respectively).The lifespan of an agent 
in e-market (i.e. its deadline) is randomly selected from 
(10, 80). In the experiments, such deadlines ranges between 
10 and 30 that are considered short (similarly in the ranges 
between 35 and 55 and 60 and 80 which are considered 
moderate and long respectively). In the present 
experiments, HBA and IHBA had the same conditions (for 
instance, the number of resources they needed to obtain), 
except that they used different negotiation strategies. 
Moreover, in IHBA, reward and penalty parameters for 
learning automata were considered 0.004 and 0.0001, 
respectively. 
 
5.1. Observation 1 
 
    Table 2 shows results of the experiments for 1000 runs. 
As noted in the table, IHBA has a higher rate of success 
than HBA. Success rate increases by5.5% and the number 
of messages sent/received by the buyer for each resource is 
declined by 6.3%.While using learning automata and CBR, 
agent tries to make a proposal using past experiences that 
has been accepted. This process results in reaching a faster 
agreement among agents. 
 
 
Table 2  
Experimental results for 103 runs 
 

 Uexp Maver RsucStrategy
 0.206 83 0.54 HBA
 0.36 80 0.57IHBA

 

 
5.2. Observation 2 
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longer deadlines, since agents have more time for making 
the agreement and use their learning, therefore, they make 
more utility than the time they are faced with shorter 
deadlines. 
 

 
 

 

 
 

Fig . 7.  The number of resources and expected utility (a:short;   
b:moderate;  c:long) 

 
In Fig. 8, results of the experiments show that: (1) Results 
of the negotiation improved for two kinds of buyers by 
increasing deadline; (2) Considering equal deadline, IHBA 
agent gain a higher expected utility than HBA agents, 
especially when the market is unfavorable and the buyer 
agent has sufficient time for reaching an agreement. Also, 
in shorter deadlines, since IHBA used previous 
experiences, therefore, they obtained higher expected utility 

than HBA, because in short deadlines, they could make 
more agreements, which led to obtaining higher expected 
utility. Furthermore, this advantage is decreased when the 
market is favorable. 
 

 
 

 

 
Fig. 8. The deadline expected utility ( a:unfavorable  b:balanced   

c:favorable ) 

6.     Conclusion 
     In negotiation, for making use of agents’ experiments, a 
modelbased on case-based reasoning and learning automata 
has been proposed. In this model, a learning automata has 
been placed per agent; these learning automatas lead the 
agents for opting an appropriate act to reach an acceptable 
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agreement. Besides, it improves performance measures 
such as success rate, and the number of messages that have 
been sent/received by each buyer in the negotiation. 
Moreover, in future, the learning automata can be used for 
selecting appropriate tactics in order to present a 
recommendation and recommendation response. 
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