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ABSTRACT

Buyers’ Alliances for Bargaining Power

by Suchan Chae and Paul Heidhues

We provide a novel explanation as to why forming an alliance of buyers (or
sellers) across separate markets can be advantageous when input prices are
determined by bargaining. Our explanation helps to understand the prevalence
of buyer cooperatives among small and medium sized firms.

Keywords: Nash bargaining solution, alternating-offer bargaining, bargaining power,
buyer power, cooperatives, input markets.

JEL Classification: C78, L41, L96

ZUSAMMENFASSUNG

Verhandlungsmacht durch Kauferkooperationen

Dieses Papier entwickelt eine neue Erklarung dafir, warum Zusammen-
schlisse zwischen Kaufern (oder Verkaufern), die in unterschiedlichen Markten
aktiv sind, deren Verhandlungsmacht starken konnen. Unser Ansatz kann unter
anderem erklaren, warum sich kleinere und mittlere Unternehmen oft zu
Einkaufsgenossenschaften zusammenschliel3en.



1. Introduction

A large body of industrial organization literature investigates the extent to which coordinated
activities through mergers or alliances lead to market power. It has also been noted that mergers
may lead to considerable “buyer power” in oligopolistic input markets. This paper contributes to
this literature by providing a novel explanation as to why large firms may have greater bargaining
power in oligopolistic input markets than small firms. Our findings can also explain the preva-
lence of buyers’ cooperatives, through which small and medium sized firms conduct their supply

negotiations.

Formally, we consider two independent markets. In each market, an input supplier negotiates
with a downstream producer. If an agreement is reached in a market, a fixed benefit of coopera-
tion is divided between the negotiating parties. Within this setup, we investigate the effect of
forming an alliance between the buyers of the two markets using a variant of the standard two-
person alternating-offer bargaining model. In our model, forming an alliance between the buyers
amounts to delegating negotiations to one of its identical members with the common understand-

ing that the spoils from bargaining are split equally among all members of the alliance.

We will show that forming a buyers’ alliance among risk-averse buyers can be advantageous
in our model. There are two intuitive explanations for this. First, when an integrated party negoti-
ates with each of the other parties, it takes the outcome of the bargaining with the other party as
given. This increases the integrated party’s fall-back position as it is risking only part of its busi-
ness opportunity in each negotiation. To the extent that this makes the integrated party bolder in

bargaining, it increases the share it can capture. We call this the fall-back wealth effect of being



involved in multiple negotiations. Second, when bargaining jointly, the two members of an alli-
ance share the risk of a breakdown. When buyers prefer to risk half the amount twice rather than
the full amount once, the split of the breakdown risk between the alliance members makes them
bolder and thereby increases the alliance’s share. We call this the risk-sharing effect of negotiating

jointly.

We illustrate through some examples (Examples 1 and 2) that risk aversion per se does not
imply the presence of either the fall-back wealth effect or the risk-sharing effect. However, we
show that under certain conditions, namely that preferences can be represented by a HARA utility
function (Example 3), risk aversion implies the presence of these two effects and that forming a
coalition is profitable for risk averse buyers. Since risk aversion plays a key role in our results, we
will devote the next section ( Section 2) to the issue of the plausibility of this assumption on

firms’ attitudes toward risk.

Alliances of buyers (or sellers) across markets are found in many industries. For example,
buyers’ cooperatives through which farmers pool their resources to buy inputs such as seeds, fer-
tilizers, petroleum products, farming equipment, heating oil, and hardware are common in the US
agricultural industry. Similarly, farmers often form marketing cooperatives to sell farm products
to wholesalers and retailers. According to the National Cooperative Business Association
(www.ncba.coop), there are approximately 4100 agricultural cooperatives with 3.9 million mem-
berships. The net business volume of agricultural cooperatives amounted to $105.5 billion in

1994.



In the US cable television market, the business press asserts that MSOs (multiple system

operators) that consist of local companies operating in different cities fare better in input market

negotiations with broadcasters than smaller local cable operating companies.l The Cable Act of
1992 ordered the Federal Communications Commission to establish legal restrictions on the
national size of MSOs. This legislation took place despite the fact that local cable companies typ-
ically had a near 100% market share in the output market. One interpretation of this legislation is

that Congress was concerned about excessive bargaining power of MSOs in input markets.

Similarly, it has been argued that bargaining power increases with the national size of a
movie theater chain. For instance, after monopolizing the Las Vegas movie theater market, Syufy
Enterprises was sued by the Department of Justice for the alleged impact of the merger in the
input (rather than the product) market. Testimony by one of Syufy’s suppliers revealed that, in his

mind, Syufy’s bargaining power was severely limited by the fact that Syufy had only 1.3%

national market share.

Gal-Or (1999a, 1999b) gives an account of the recent increase in the US health care industry

concentration. She argues that an input bargaining model is appropriate for analyzing the health

care industry.3 Her theoretical models provide an interesting perspective for the reason why we

1. Gal-Or and Dukes (2002) investigate media mergers focusing on the effect of informative advertising. In
their model, media merger affect the amount of advertising shown, which affects consumers’ knowledge
about available products, which in turn affects the intensity of competition for consumer goods and
thereby the consumer-good firms’ willingness to pay for advertising. Gal-Or and Dukes (2003) use a sim-
ilar model to investigate under what conditions both media companies and advertisers would like to
engage in exclusive dealing, which reduces the amount of advertising and product market competition in
equilibrium and thereby increases the available rents to the firms.

2. See Waterman (1996) for a detailed discussion.

3. Gal-Or (1999b) also discusses why vertical mergers between hospitals and physician practices can
increase their bargaining power vis-a-vis health insurance providers.



observe alliances between health insurance providers, between hospitals, and between physicians.
Our paper is complementary to her papers in that we provide a new reason why such mergers can

give rise to bargaining power.

Buyer cooperatives are common in other countries as well. In Germany, for example, the first
modern farmers’ cooperative was founded by Friedrich Wilhelm Raiffeisen in 1864. By the turn
of the century, farmers’ cooperatives (Genossenschaft) became widespread. While initially many
cooperatives focused on financing, nowadays cooperatives are commonly used to buy inputs or to
sell farm products (Raiffeisenwarengenossenschaften). Similarly, in many other traditional trades,
small business owners conduct input negotiations jointly through cooperatives (Einkaufsgenos-
senschaften). For example, Edeka - a cooperative of about 5000 small retailers (and some larger

retailers) - coordinates supply (and marketing) activities for its members.

Our model is related to the literature on input-market power. There have been various expla-
nations as to why a larger downstream firm should get a better deal. One explanation is that a
monopsonist who faces competitive input suppliers can reduce its input demand and thereby
lower the input price. Empirically, this suggests that a concentrated downstream market structure

should lead to a lower quantity traded. In most input markets, however, a few sellers face a few

buyers and market power exists for both buyers and suppliers.* It is therefore natural to think of

input market bargaining as determining the terms of trade.

4. See Waterson (1980), Salinger (1988), and Kuehn and Vives (1999) for two stage models of imperfectly
competitive input markets in which the upstream firms compete as Stackelberg leaders in wholesale
prices and the downstream firms compete with each other in the final goods market taking the input
prices as given.



Under the assumption that input-market negotiations are efficient, Horn and Wolinsky
(1988b) analyze mergers that increase bargaining power in oligopolistic input markets. They
show that it can be profitable to form an alliance between suppliers (a workers’ union) since, in
equilibrium, each supplier negotiates on the margin taking it as given that the other negotiation is
resolved. The bargaining parties thus split the incremental surplus of each input-market relation.
If the suppliers are substitutes, twice the incremental surplus is less than the full surplus and a

merger is profitable because the (incremental) surplus is always split equally between risk-neutral

negotiating parties.5 This idea has been generalized by Chipty and Snyder (1999) and Inderst and
Wey (2003), who show in different cooperative models that a downstream merger is profitable if

suppliers have a decreasing surplus function (or increasing net unit cost) because this implies that

twice the incremental surplus is less than the entire surplus.6 In our model, we abstract from these
incremental surplus effects, rooted in the production technology and generated by production-
related interactions between negotiations. Our bargaining effects rely solely on buyers’ prefer-

ences relevant for bargaining.

If input-market bargaining is restricted to prices, the quantity traded is related to the agreed-
upon input price. This yields an additional bargaining affect, for the bargaining frontier is not lin-

ear in this case even if agents are risk-neutral. Indeed, Horn and Wolinsky (1988a) showed that in

5. See also Jun (1989).

6. Chipty and Snyder (1999) assume that each negotiation is settled according to the Nash bargaining solu-
tion taking it as given that all other negotiations are resolved. Inderst and Wey (2003) use the Shapley
value to calculate the benefits of a merger and justify this by showing also that the Shapley value can be
obtained as an equilibrium of a noncooperative bargaining model with contingent offers. These papers
assume independent downstream markets. Shaffer (2001) allows for competition between downstream
firms. The written contract between the manufacturer and the retailer can specify any nonlinear pricing
scheme. Within this model, industry profits are maximized only if there is a retail monopoly. Heidhues
(2000) argues that efficient (rather than a nonlinear pricing) input-market negotiations with a single sup-
plier preclude downstream competition between its buyers.



this case a merger to monopoly between firms that compete in strategic substitutes is not profit-
able as it has an adverse effect on input-market negotiations. To avoid this, in his view absurd,
result, von Ungern-Sternberg (1996) imposes an additional assumption on the “generalized Nash
solution” he uses to determine input prices. In effect, this assumption implies that he uses a pro-
portional bargaining solution, i.e., a bargaining solution according to which the benefits are split
Pareto-efficiently according to a fixed sharing rule a. As downstream monopolization increases
the pie, it makes both parties better off. Horn and Wolinsky’s result has been also qualified by
Dobson and Waterson (1997), who assume that downstream firms compete in prices (i.e., strate-
gic complements) rather than quantities. In their model, a downstream merger has two positive
effects: First, due to the decrease in competition, the benefit that can be split between the down-
stream firm and the supplier increases. Second, the supplier has fewer alternative outlets avail-
able, which increases the incremental benefit of reaching an agreement with a given downstream
firm. This reduces the supplier’s bargaining power and makes downstream firms better off. The
merging firms, however, lose market share to their competitors. They, however, do not provide

conditions under which a merger is profitable.

Our paper differs from the above papers in that we assume away any interrelation between
merging parties based on market demand or technology. Thus we identify pure bargaining effects
of merging two independent parties. Our bargaining effect does not appear in any of the previous
models because they all assume that bargaining parties are risk neutral. Relaxing this assumption,
our paper provides conditions under which a merger enhances the bargaining power of the merg-

ing parties.



One interesting issue is what welfare consequences the increased bargaining power of an alli-

ance has. Indeed, there has been a growing concern on the consequences of buyer power among

antitrust authorities in the US and Europe.7 In the main model of this paper (in Section 3), input-
market bargaining is efficient and thus buyer power has only distributive consequences. We pro-
vide, however, a simple example (Example 4 in Section 4) that shows that there can be welfare
consequences of the increased buyer power due to alliance. In this example, we add an initial
(long term) investment decision with contractual incompleteness. Thus the investing firms face a
hold-up problem as the investment benefits will partially be shared through bargaining with their
negotiating partners. In such an environment, alliance has an effect on investment incentives and

industry development.

Viewed as a contribution to bargaining theory, this paper investigates a noncooperative bar-
gaining model in which an alliance (that is, its representative) negotiates sequentially with two
bargaining partners. Each negotiation is modeled as an alternating-offer bargaining with an exog-
enously given breakdown probability. There is a fixed (monetary) benefit from cooperation that
can be divided in each of the two negotiations independent of whether the other negotiation is
resolved. The ability of an alliance to share its payoff leads to the risk-sharing effect. The effect of
what an alliance receives in one negotiation on the other negotiation leads to the fall-back wealth

effect.

In a sequential setting, it is not difficult to see that the outcome of the first negotiation can

positively affect the amount the integrated party receives in the second negotiation. (Proposition

7. Inthe US, buyer power explicitly enters the merger control guidelines as an efficiency defense (see the
1992 Horizontal Merger Guidelines, with revision on Section 4 on efficiencies in 1997). Similarly, the
buyer power defense enters the 1998 Competition Act of the UK.



1). There is, however, a feedback effect of the second negotiation on the first negotiation, for the
result of the second negotiation is anticipated in the first negotiation. Suppose that as the alliance
gets more in the first negotiation, it gets more in the second negotiation. Then the alliance is effec-
tively facing a negative tax or subsidy on what it receives in the first negotiation. This subsidy
increases the amount of pie to be divided in the first negotiation. Thus the alliance’s opponent in
the first bargaining will demand more. The overall implication of this feedback is not entirely
clear. For instance, Chae (2002) shows that under certain conditions, the subsidy can hurt the sub-
sidized party in bargaining. We show, however, that in the presence of the risk sharing effect and
the fall-back wealth effect, the members of an alliance receive more after integration than before

(Proposition 2).

From the modeling point of view, we can demonstrate our qualitative conclusion regarding
the advantage of forming an alliance in an alternative model where two negotiations are carried
out simultaneously rather than sequentially. In a simultaneous bargaining model, each bargaining
problem is resolved according to the Nash bargaining solution taking as given the solution to all

other bargaining problems. We used this simultaneous bargaining approach in a previous version

of this paper.8 One advantage of the sequential approach of the current model is that it is a nonco-
operative bargaining model with a unique subgame perfect equilibrium, which facilitates the com-
parison between bargaining outcomes for integrated and independent bargainers. In contrast, no

such noncooperative foundation is available for the simultaneous bargaining solutions used in the

literature.

8. Chae and Heidhues (1999a).



In Section 2, we explain why it is natural to assume in our bargaining model that firms’
objective functions are concave in profits. In Section 3, we characterize conditions under which
forming an alliance among buyers (or sellers) increases their bargaining power. In Section 4, we
provide an example where the increased buyer power through alliance can have welfare conse-
quences. Section 5 contains concluding remarks. Some technical proofs are relegated to the

Appendix.



2. Firms’ Objective Functions

It is often assumed that firms are risk neutral, that is, their objective functions are linear in
profits. However, the impact of risk aversion on industry outcomes has also been studied in many
standard models of competition. Sandmo (1971) studies the theory of competitive firms under risk
aversion. Appelbaum and Katz (1986) investigate the impact of risk aversion on comparative stat-
ics in competitive industries. Asplund (2002) determines equilibrium outcomes in standard oli-
gopoly models with risk averse firms. Spagnolo (1999) points out that if firms are risk averse,

multi-market contact facilitates collusion, and Spagnolo (2002) argues that the concavity of the

objective function helps to sustain collusive agreements.9

The assumption that firms are risk neutral in decision making is typically justified on the
grounds that financial markets are perfect and owners’ portfolios are well diversified. In reality,
however, owners’ portfolios are not always well diversified. For instance, think of small busi-
nesses managed by their owners. The owners of such small firms often invest a large share of their
wealth in their own firms and hence their financial wealth is largely determined by the success of
their firms. This implies that business decisions will be influenced by the owners’ risk-aversion.
Within a von Neumann-Morgenstern framework, it is thus natural to assume that these owner-
managed firms behave as if they had concave objective functions. Moreover, it is hard to imagine
that a firm can insure itself against not coming to an agreement in negotiations with one of its sup-

pliers. Therefore, it is natural to assume that the negotiation risk falls on the owner of a small

9. Discussions in this section benefited from the discussions in Spagnolo (1999) but expand them.

10



businesses. In fact, many of the examples we considered in the previous section involve buy-

ers’alliances between small businesses.

While the assumption of risk aversion can be taken literally in the case of buyers’alliances
between small businesses, there is also overwhelming evidence that large firms behave as if they
were risk averse. For example, there is a large body of empirical evidence suggesting that top

managers manipulate accounts and tune production decisions in order to decrease the variability

of profits over time. 10 This income smoothing is indicative of the fact that firms have strictly con-
cave objective functions. Also, firms invest considerable resources in order to hedge through var-
ious kinds of derivatives. Since firms with linear objective functions have no reason to hedge, this
is further evidence that real-world firms behave as if they were risk averse. This strong evidence
is reflected by a large theoretical literature that explains why firms might behave as if they were

risk averse.

One reason given in the theoretical literature as to why firms have strictly concave objective

functions is the tax code.!! Items such as tax credits generate convexity in firms’ tax liabilities
since the present value of unused credits diminishes during carry forward to future periods. This
convexity in tax liabilities gives rise to firms’ concave objective functions. Indeed, the nonlinear-

ity of the tax code is one of the standard arguments explaining why hedging is desirable.

Another reason for why firms may pursue concave objective functions lies in financial mar-

ket imperfections. Past works suggest that due to information asymmetries in capital markets, a

10. See, for example, Degeorge et al (1999), Greenawalt and Sinkey (1988), Kasanen et al (1996), and
Ronen and Sadan (1981).
11. For early papers in finance, see Smith and Schulz (1985) and Myers and Majluf (1984).

11



firm’s cost of external finance is strictly convex. 12 This implies that firms prefer smooth earnings

paths to ensure that internal funds are always available and suboptimal investment policies can be
avoided.!3 Indeed, the convex cost of external finance is a common explanation as to why firms

should and do hedge.14 Furthermore, it has been argued that investors value assets with smooth

returns higher. Some institutional investors face regulations that induce them to prefer assets with

stable returns.!® Small investors, on the other hand, face transaction costs when selling or buying
assets and hence may prefer smooth returns for consumption reasons. Equity holders potentially

gain from reduced variance in earnings through improvement in portfolio optimization decisions.

So far we have argued that owners or investors have reasons for wanting their firms to follow
concave objective functions, i.e., to behave as if the firms were risk averse. There is also a large
body of literature explaining why managers want to maximize a concave objective function even
if the owners would have linear objective functions. Fudenberg and Tirole (1995) develop an opti-
mal contract model in which owners cannot commit to long-term contracts. In their model,
incumbent managers earn rents and new performance measures are better signals than old ones. In
equilibrium, shareholders may find it optimal to replace a manager in low profit periods even if
these low profit periods follow high profit periods. Since managers earn rents while being

employed, they are willing to incur positive costs in order to smooth reported profits and divi-

12. See, for example, Hubbard et al (1993).

13. See Froot et al (1993).

14.Note also that the literature on the “credit channel of monetary policy” is based on the idea of an external
finance premium, i.e., the idea that external financing (issuing equity or debt) is more costly than internal
financing (retained earnings). For a survey of this literature, see Bernanke and Gertler (1995)

15. For an empirical analysis of this question in a debt dominated country, see Kasanen et al (1996).

12



dends and thereby reduce the chance of being fired. The managerial incentives thus induce the

managers to behave as if they had strictly concave objective functions. !0

Another standard explanation for income smoothing and hedging is that managers are finan-

cially constrained and risk averse.!” Indeed, in the large body of literature that views the relation-
ship between shareholders and managers as a principle-agent problem, the well-known trade-off
between incentives and risk sharing follows from the assumption that managers are more risk

averse than owners.

Joskow and Rose (1994) report evidence that corporate boards tend to cap managers’

bonuses, thereby supporting an earlier observation made by Healy (1985). 18 This gives managers
an incentive to transfer wealth from periods in which they are above the cap to periods to which
they are below the cap, i.e., to engage in income smoothing, providing another reason for why

firms behave as if they had concave objective functions.

Following the seminal paper by Jensen and Meckling (1976), it is often assumed that manag-
ers want to invest into pet projects or follow other pursuits such as the firms’ growth and power.
This implies that managers may invest even if the pecuniary return from investing is negative. For
these type of investments, the managers are financially constrained. Thus managers prefer to have

some free cashflow every period and this makes them averse to variations in firms’ profits.

16. See also DeFond and Park (1997), who provide some empirical support for this argument.
17. See Stulz (1984).
18. See also Holthausen et al (1995).

13



Debt financing gives rise to the risk of bankruptcy. Managers are strongly averse to the risk
of bankruptcy because it ruins their future earnings opportunity. Bondholders also have an incen-

tive to reduce the variability of earnings to minimize the probability of financial distress and its
associated bankruptcy costs.'? In the presence of stochastic shocks, this keeps managers from
maximizing expected profits and leads them to avoid bankruptcy.20 Managers thus behave as if

they had strictly concave objective functions.?!

19. For more details, see Smith and Stulz (1985).

20. A complementary argument is that if bondholders can observe neither the firm’s ability to smooth
income nor the underlying variance of the firm’s earnings, then managers have an incentive to smooth
reported income in order to lower claim holders’ perception of the variance of the underlying earnings
and thus the risk of bankruptcy. The reason is that this decreases the firm’s cost of borrowing. See True-
man and Titman (1988).

21. The above arguments lead Greenwald and Stiglitz (1993) to state that “because of financial market
imperfections... firms act in a risk averse manner.”

14



3. Buyer Power through Alliance

There are two parallel markets. In each market, a seller and a buyer bargain over the price of

a good.22 The value of the good to a buyer is T, while it has zero value to a seller if unsold. The
two sellers have identical preferences and the two buyers have identical preferences. The buyers
in markets 1 and 2 are called buyer 1 and buyer 2, respectively, and the sellers in markets 1 and 2

are called seller 1 and seller 2, respectively.

Suppose the two buyers form an alliance. The alliance delegates bargaining to one player.
Since the two buyers have identical preferences, it does not matter to whom bargaining is dele-
gated. The buyer to whom bargaining is delegated will be simply called “the buyer”. When bar-

gaining with the sellers is completed, the two buyers split the spoils.

The buyer first bargains with seller 1 in a Rubinstein-type (1982) alternating-ofter protocol.
After each rejection, there exists a fixed probability of breakdown. If the bargaining ends with an
acceptance or if the bargaining breaks down, the buyer immediately starts bargaining with seller 2

in the same alternating-offer protocol, possibly with a different breakdown probability.

Denote the von-Neumann Morgenstern (vN-M) utility function of an individual by u;,

(i = b,s). We assume that u; is smooth, u,(0) = 0, u;,' >0, and

(d/dx)” log(u,(x) — u,(d)) <0 forany x >d =0. (1)

22. This paper was originally motivated by bargaining between a cable operator and a broadcaster in a televi-
sion market. See Chae (1998) for a policy analysis in this market using a bargaining model.

15



The last condition implies that the log of utility gain is strictly concave. It is satisfied if players are
weakly risk averse or risk neutral, i.e., u," < 0. But it is also satisfied by some risk-loving prefer-
ences. For instance, it is always satisfied if players’ preferences can be represented by vN-M util-

. . . . . . 1-
ity functions with constant relative risk aversion, u,(x) = x " where 0 <r<1.23

Given a payoff x, a breakdown payoff d, and breakdown probability 1 — p, define an indi-
vidual’s certainty equivalent c;(p, x, d) as the payoff y such that pu (x) + (1 -p)u,(d) = u,(»).
The amount an individual is willing to pay in order to avoid an infinitesimal chance of breakdown

will be called the marginal risk concession. It is formally defined and denoted as

—c.(p, ’d
W d) = tim P D 9 gy

ui(x) _ui(d)
p-1  1-p op '

ui'(x)

Observe that (1) is equivalent to

9

H;(x,d) >0 forany x>d >0.
Ox

We can analyze the model backward starting from the bargaining between the buyer and

seller 2. This part of the model is similar to a standard two-person Rubinstein bargaining game.
Let x' denote what the buyer (that is, the alliance) received from bargaining with seller 1. Also,
let x° denote what the buyer receives from bargaining with seller 2. Both x' and x” are split

equally between buyer 1 and buyer 2. Given X' , the feasible utility set and the disagreement point

are, respectively,

23. See Chae and Heidhues (1999a).

16



2 2o
S (x D%’bmz 2D’ u (m—x )D 0<x

DLﬂD

1
A (x') = %oﬁ

Since this game is a standard two-person bargaining game, it is well known that there exists a

unique subgame perfect equilibrium. In the equilibrium, bargaining ends immediately and in each

subgame a proposing player’s offer ensures that the receiver is indifferent between accepting the

offer and facing the risk of a breakdown in order to become a proposer himself. The equilibrium

payoff vector (xz, m— xz) can be obtained as follows: Let (y,, z,) be the equilibrium payoff vec-

tor when the buyer is the initial proposer, and let (z,, y,) the equilibrium payoff vector when the

seller is the initial proposer. If the breakdown probability is 1 —p, then

1 1
ub%Jr%E I~ g}b + (1 - )ub%%,

S

ug(z,) = puy(y).

That is,

0 o v, x xpg x'O0

Zb = 2[pb ,_+_1 ——{1,
0 %7 2 2’20 20
ZS = CS(p’yS’ O) *

The solution can be obtained by combining these with the feasibility conditions

Yptzg = T

17
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zpty, = T (5)

For convenience, let us assume that the buyer is the initial proposer in bargaining with a

seller, and let K= ¢ (xl) =y, . We will now determine x' in the bargaining between the buyer

and seller 1. For this problem, the feasible utility set and the disagreement point are, respectively,

1 1
I i AR A N N <! <8
S %AbDEwLTD,uS(T[—x )E.OSx ST%,
1 _w(0)
d' = 55 0.
Put v, (x,) = u b((xl/ 2)+{q¢’ (xl)/ 2} ) and assume that the function v, satisfies the strict log-

concavity condition (1), which was assumed of u, . Then there exists a unique subgame perfect

equilibrium for the bargaining game between the buyer and seller 1. The assumption that v, satis-

fies (1) is equivalent to

1 1
i[ub((x /2) +{¢ (x )/2},(¢U(0)/2)}>0 ©)

0x L+ (x)
Since (x1/2) +{ (f(xl)/2} is an increasing function of x' and (0/0x)(Mp(x, d)) >0 for any

x, d , a sufficient condition for (6) is

(pp"(xl) <0 for any X

For instance, if the buyer’s preferences exhibit constant absolute risk aversion, then, as will be

seen in Example 2 below, ¢’ (xl) = 0 for any x' and thus (6) is satisfied.

18



From now on, we will study the limit solution as the breakdown probabilities go to zero.?

Let (p(xl) =lim, | I(p” (xl) . Then, as will be shown in the Appendix, K= (p(xl) is the solution

to

2

11
Zpb% +%%E = us(n—xz,O). (7)

Similarly, as will be also shown in the Appendix, given the function (p(xl) , one can obtain

the buyer’s equilibrium payoft in his bargaining with seller 1 as
2 o, o) 0 !
—=— o, + B BED (i 0). ®)
Lty 22200

. : ~1 ~2 ~1
Denote the solution to the above equation as x , and let x™ = @(x ).

Now we will compare a buyer’s payoff obtained above to his payoff when the two buyers do
not form an alliance. Without alliance, a buyer and a seller bargain in each market according to
the standard alternating-offer procedure with a fixed probability of breakdown after each rejec-

tion. As is well known, as the breakdown probability goes to zero, the unique subgame perfect

equilibrium outcome (x, TT—x ) approaches the Nash (1950) bargaining solution that maximizes

uy(x) Oy (11— x ). Denote a buyer’s equilibrium payoft at the Nash bargaining solution by P

Then it satisfies

u,(x", 0) = py(m-x",0). ©)

24. The breakdown probability of the bargaining between the buyer and seller 2 can be in principle different
from the breakdown probability for the bargaining between the buyer and seller 1.
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Observe that in the special case in which all players are risk-neutral, p(x + d, d) = x and hence a

buyer receives TU2.

We will now show that under the two conditions below, forming an alliance benefits the buy-

ers, i.c., ()Ac1 +)Ac2)/2 >Xxy-
Strong Fall-back Wealth Effect (SF): p.(x+d,d) <y, (x+d',d") forx>0,d>d".
Weak Risk-sharing (WR): 1,(2x, 0) = 21,(x, 0).

Alternatively, one may require the following two conditions, weakening SF and strengthen-

ing WR.
Weak Fall-back Wealth Effect (WF): p,(x+d,d) <y (x+d',d") forx>0,d>d'.
Strong Risk-sharing (SR): [,(2x, 0) >2p,(x, 0).

SF says that the marginal risk concession of a player is decreasing in one’s fall-back position.
WF relaxes SF to a weak inequality. WR requires that, for a zero breakdown point, doubling the
amount of stake at least doubles the marginal risk concession of a player. In other words, WR says

that when the breakdown point is equal to zero, the marginal risk concession is convex in x.

Example 1. Suppose that an individual is risk averse and the individual’s preferences can be

represented by vN-M utility functions with constant relative risk aversion (CRRA), i.e.,

u(x) = x' " where 0 <7 <1. Then
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bt did) = T{rd)-d' (e )

Differentiating the right hand side with respect to d, one obtains

1

D + r QE_{_@*(lir)D
—l_r[l—g(l—r)mu]d 070 70 E <0.

(The last inequality holds, for it we let f{y) = (1—r)y" +rv " " then f{1) = 1, f'(v) >0 for
y>1if 0<r<1.) Thus SF holds. Since W;(x,0) = x/(1—-r), one has p,(2x,0) = 21,(x, 0).

Thus WR holds, but SR is violated.

Example 2. Suppose that an individual is risk averse and the individual’s preferences can be

represented by vN-M utility functions with constant absolute risk aversion (CARA), i.e.,

u(x) = (1—e “)/(1-e "), where a>0. Then W(x +d,d) = (e" —1)/a.

Thus WF and SR hold, while SF is not satisfied.

Example 3. Suppose an individual’s preferences can be represented by vN-M utility func-

tions with hyperbolic absolute risk aversion (HARA), i.e.,

1 -yQax Y
(x) = — +
u;(x) v Oy v bH
with the parameter restrictions —c0o <y <1, a >0, and b > 0. This is a broad class of utility func-

tions such that the CRRA (b = 0)and CARA (y = — and b = 1) utility functions are limiting
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cases. The restriction y <1 ensure that agents are risk averse. We will show in the Appendix that

both SF and SR hold for this class of utility functions.

Theorem 1. Suppose that the buyer s preferences satisfy [SF and WR] or [WF and SR].

Then forming an alliance is profitable, i.e. ()Ac1 + )}2)/2 > Xy

The theorem will be proved by the following two propositions:

Proposition 1. Suppose that the buyer s preferences satisfy [SF and WR] or [WF and SR].
Then a buyer representing an alliance receives a larger share of the benefit than an independent
N

. . ~2
buyer in market two, i.e. x” >x .

Proof. If the buyer’s preferences satisfy SF and WR, one has

2 11 2
x ,x x O 2
2w+ 3 5 <2, 0y 0) 10

since xl, x>>0. If the buyer’s preferences satisfy WF and SR instead, the weak and strict ine-

qualities in (10) are exchanged. Thus, in either case, one has, by (7), 1 (TT— )Acz, 0)<pu b()ACZ, 0).1f

. 2 N
one compares this with (9), one can see that x™ >x . Q.E.D.
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The proof of the above proposition shows how [SF and WR] or [WF and SR] work together
to the buyer’s advantage. Depending on which pair of conditions is used, the role of one property

1s more conspicuous than the other.

The fall-back wealth effect can be intuitively explained as follows: When bargaining with
seller 2, the buyer’s breakdown payoff is what he receives from the bargaining with seller 1. Thus,
if the bargaining with seller 2 breaks down, the buyer still receives some payoff from the earlier
bargaining with seller 1. Due to SF (or WF), this lowers the buyer’s marginal risk concession and

thus the buyer can credibly demand a larger share of the pie.

The risk-sharing effect can be intuitively explained as follows: The two members of the alli-
ance share the spoils from bargaining. Due to SR (or WR), dividing a given payoff between two
individuals leads to a lower marginal risk concession than giving the undivided payoft to one indi-

vidual. This increases the bargaining power of the alliance.

It is interesting to note that when players with constant relative risk aversion (CRRA) form an
alliance, there is positive fall-back wealth effect but zero risk-sharing, while when players with
constant absolute risk aversion (CARA) form an alliance, there is positive risk-sharing but zero

fall-back wealth effect.

We will now analyze the outcome of the bargaining between the buyer and seller 1. In this
bargaining, both sides understand that if the buyer receives more in the current round, he will be

able to extract more from his opponent in the next round. It is as if the buyer is subsidized on what

d.25

he receives in the current roun: This effect favors the buyer. The reason is that in order to
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increase the “perceived” pie, more should be given to the buyer. But, once the pie is increased in
this way, the seller I may demand more from the increased pie. The overall effect is not clear a

priori. Nevertheless, we establish

Proposition 2. Suppose that the buyer’s preferences satisfy [SF and WR] or [WF and SR].

Then a buyer representing an alliance receives a larger share of the benefit then an independent

. . ~1 N
buyer in market one, i.e. x >x .

Proof. Suppose to the contrary that ' <x". Then by Proposition 1, one has ' <%* and thus

us(n—£1,0)>us(n—5c2, 0). (11)

From (8), (7), and (11), it follows that

2 L2 ey N 2o L x AD
L+ Q') Wiy * 5 750 = W= 0)> (M=, 0) = 20, 7 5 5

1.€.,

Thus, one has

25. See Chae (2002) for an analysis of tax incidence with bargaining.
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1.e.,

A1
L 0., eon
bpO"™ “p0 2 O

Thus, one has s @(0) . Since @(0) = X by (7), (9), and WR, one has s xN, which leads to a

contradiction. Q.E.D.

We have derived our results in a sequential bargaining environment. Our modeling choice is
motivated by the fact that real-world negotiations often seem to take place sequentially. The cen-
tral result that a buyers’ alliance yields buyer power, however, does not rely on this modeling
choice. In an earlier working paper version (Chae and Heidhues 1999a), we modeled input-mar-

ket negotiations in such a way that each bargaining problem is resolved according to the Nash bar-

gaining solution taking it as given that all other bargaining problems are resolved.?® Under this

alternative modeling choice, forming an alliance is profitable under the same set of conditions as
the ones used to prove Theorem 1 in this paper. One advantage of the sequential approach adopted
in this paper is that the equilibrium is unique. Thus the comparison of the outcomes for integrated

bargaining and independent bargaining is made easy.

26. That in each bilateral negotiation players take the outcome of all other bargaining problems as given is a
standard cooperative modelling approach for input-market negotiations (see, e.g. Chipty and Snyder
(1999), Horn and Wolinsky (1988b), Dobson and Waterson (1997)). For a noncooperative foundation, see
Bjoernerstedt and Stennek (2001).
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4. Welfare Consequences

So far, we have focused on how the downstream alliance structure affects buyer power.
Within the model of the previous section, buyer power has only distributive consequences and has

no efficiency consequences. In this section, we will touch on this issue by providing a simple

incomplete contract example in which buyer power has efficiency consequences.27

Example 4. Consider two buyers whose preferences satisfy [SF and WR] or [WF and SR].
Either they have formed a buyers’ alliance or they are staying independent. Suppose they face two
sellers who can exert effort in order to increase the likelihood of producing a high quality input.

Assume that the sellers’ effort choices are noncontractable. A buyer’s vN-M utility function is
denoted U(x), while a seller’s vN-M utility function is U(x) — e, where e is the seller’s effort
level. By exerting effort e, a seller can produce a high quality input with probability p = f(e).
Denote the inverse function of f by g, i.e., e = g(p).

For simplicity, we set the value of a low quality input to be zero and suppose that each buyer
values the high quality input at a value 1. Furthermore, let g(0) = 0, g’ >0, g" >0, and
g(1)>U(m.

After the quality of the input is determined, the sellers negotiate with the buyers. A seller who

produced a low quality input, receives a payoff of zero. In the case where only one seller produced
a high quality input, the seller gets a share T/2 if he faces an independent buyer and gets a share

o <1/2 if he faces a buyers’ alliance. Similarly, if both sellers have produced a high quality

27. For different approaches on this issue, see Chae and Heidhues (1999b) and Inderst and Wey (2003).
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input, each seller gets a share T/2 when facing an independent buyer and gets a share 3 < 1/2

otherwise. Thus a seller’s effort choice satisfies g’'(p) = U(TV/2) when facing independent buy-

ers and satisfies

g'(p) = ADUPB)+{1-AeB} U(a) <U(V2)
otherwise, where el is the other seller’s effort. Hence, a seller’s effort decreases when facing a

buyers’alliance, which is socially undesirable in this example.

It should be noted in the above example that if the buyers rather than the sellers had to make
a noncontractable effort choice, then a buyers’ alliance would increase social welfare. A general
lesson from the above example is that the alliance structure affects bargaining power and thereby

investment incentives and industry development.

That the increase of buyer power can have efficiency consequences has been the topic of
some of recent works, even though this literature does not deal with alliance. For instance, Chen
(2003) develops a model to investigate Galbraith’s countervailing power hypothesis. In the first
stage of his model, a single supplier sets a price for a competitive fringe of a given downstream
market. He then negotiates a two-part tariff with a given large downstream buyer that has a pro-
duction cost advantage over the competitive fringe. Finally, the large downstream buyer set the
product price in the final goods market (and the competitive fringe firms supply the good up to the
point where marginal cost equals the market price). Chen models buyer power through an exoge-
nous bargaining power parameter that determines the share of the (second stage) surplus which

the buyer can extract from the seller. His model shows that an increase in buyer power can
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increase total surplus because it gives an incentive for the seller to lower the retail price he sets for
the competitive fringe and thereby leads to a lower product market price. He thus shows that the
consequences of retail buyer power can indeed be advantageous for the consumer as envisioned

by Galbraith - even though his mechanism differs. Chen’s model, however, does not explain the

1.28 By providing a model in

causes of buyer power as it is an exogenous parameter in his mode
which the buyer power depends endogenously on the alliance structure, we provide a complemen-

tary insight that justifies the use of his model in addressing antitrust questions.

As another example, consider the paper by Iyer and Villas-Boas (2003) on channel coordina-
tion. They investigate the relationship between a supplier and a retailer in an incomplete contract
environment in which demand is uncertain, the retail price is unobservable by the supplier, and
there is nonspecificability of the product. In their model, an initial contract is written, the retailer
sets a price, demand is realized, and then the supplier and retailer renegotiate the terms at which
the retailer buys the input to satisfy actual demand. Within this model, an inefficiency arises that
is similar to the double markup problem. Hence, if the bargaining power of the buyer rises, the
channel coordination (or the joint profits) increase. Iyer and Villas-Boas (2003), however, model
the buyer power through an exogenous parameter and thus cannot predict how the organization of
the downstream market affects the extend of channel coordination. This question, which is obvi-
ously important from an antitrust perspective, can be addressed if one uses the complementary

insights that we have developed in the current paper.

28.In an extension of his basic model, Chen allows the downstream firm to choose the number of local mar-
kets it serves and assumes that the downstream firms’ buyer power increases in the number of local mar-
kets in which it is active. Our model provides condition under which the buyer power does increase
endogenously and is thus complementary to his result.
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5. Conclusion

In this paper, we provide a novel explanation as to why downstream mergers or buyers’ coop-
eratives can increase buyer power. Throughout, we focused on the case of downstream alliance
that does not affect the product market outcome. While we view this mainly as a modeling device
that allows us to abstract from well-known benefits of monopolization in a product market, we
will now briefly discuss two industry examples in which abstracting from product market compe-

tition may be taken literally.

In the US cable industry, a downstream firm is typically a monopolist. A MSO can thus be
naturally viewed as an alliance across independent local markets. Under this assumption, Chipty
and Snyder (1999) tested whether their bargaining model - in which players negotiate over the
incremental pie (taking it as given that all other negotiations are settled in equilibrium) - can
explain mergers in the cable industry. Based on their model and data on supplier advertising reve-
nues, Chipty and Snyder maintain that, in the absence of any efficiency gains, mergers between
cable operators would lower the effective pie over which downstream firms bargain. Hence a

merger would lower the share that the downstream firms could receive.

Why then do cable company mergers occur? According to Chipty and Snyder, mergers must

lead to (non-specified) efficiency gains. Upstream suppliers should gain from a downstream

merger according to this efficiency gain explanation.29 In contrast, in our model, upstream pro-

29. This explanation, however, conflicts with our arm-chair observation that independent broadcasters
actively lobby against relaxing national ownership restrictions on MSOs.
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gram suppliers should be hurt by the increase in cable operators’ buyer power. This suggests a

simple empirical test to differentiate between these two theories.

In the European agricultural sector, the EU determines prices for and/or quantities of numer-
ous agricultural products. In this system, a buyers’ cooperative in the input market cannot affect
the product market. Thus an input supplier can be viewed as bargaining with a given farmer or
farmers’ cooperative over the fixed quasi-rent generated by his input. This may make the sector
especially appealing for future empirical work aimed at testing between our and other buyer

power theories that abstract from product market competition.

In an empirical study on wholesale pharmaceuticals, Ellison and Snyder (2001) finds that
“Price discounts depend more on the ability to substitute among alternative suppliers than on
sheer buyer size. In particular, hospitals and HMOs, which can use restrictive formulae to enhance
their substitution opportunities beyond those available for drugstores, obtain substantially lower
prices. Chain drugstores only receive a small size discount relative to independents, at most two
percent on average, and then only for products for which drugstores have some substitution
opportunities (i.e., not for on-patent branded drugs).” Even though Ellison and Snyder interpret
their result as an evidence favoring “collusion models” of countervailing power over existing bar-
gaining models, this conclusion should be interpreted carefully, for bargaining power of merged
buyers would depend on the nature of competition on the seller side even in bargaining models.
Given their result, however, it remains a theoretical challenge to determine qualitatively and/or
quantitatively how the structure of competition on both sides of the market affects the bargaining

advantage of an alliance.
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Another issue our paper dealt with is the welfare consequences of the increased buyer power
through alliance. We provided a simple example where alliances, which change buyer power,
have an effect on investment incentives and industry development. In this example, there is an ini-
tial investment decision with contractual incompleteness and the investing firm faces a hold-up

problem as the benefits from investment will partially be shared with their bargaining partners.

There has been a growing concern on the causes and consequences of buyer power among
antitrust authorities and we submit that our paper helps to clarify these important issues. A full

understanding of these issues, however, requires more future research efforts.

31



Appendix

Proof of Equation (7). From equations (4) and (5), one has

Yp—=2Zp T Vg~ Zs-

Thus, using (2) and (3), one obtains

2 g2 2
Le.,
1 1
Yoy o b2y 20
ZDZ 2 ’ 2 2 2D:ys—cs(p,ys,0)
1-p 1-p :
Thus
1 1
R :
2 Olim 2 2 2 2 2 = 1i ys_cs(p’ys’ '
p—1 l-p p-1 1-p

By L’Hopital’s rule,

from which (7) follows. Q.E.D.
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Proof of Equation (8). In the unique subgame perfect equilibrium, the equilibrium payoff

1 1 )
vector (x , TT—x ) can be obtained as follows:

Let (¥, z,) be the equilibrium payoft vector when the buyer is the initial proposer, and let
(2, y,) the equilibrium payoff vector when the seller is the initial proposer. If the breakdown
probability is 1 — ¢, then
2, @ (Zb)D By & (yb) (0
Uy qup s+ ——1 +(1_)bD2 0
[Q D 2

u(z,) = quy(y,).

That is,

2, 9G) _ B $00) d(OF

= b , , 12
T2 eyt Ty T E (12)
z, = ¢,(¢, ¥, 0). (13)
The solution can be obtained by combining these with the feasibility conditions
yptz, = T, (14)
Zpty, = T (15)
Since p and ¢ are independent, we will first take the limit as p approaches 1. Thus replace
(f(yb) and (p”(zb) by @(y,) and @(z,), respectively, in (12).
cp(zb) Vb <P(yb) @(0)7
7+ T e (16)
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Let ®(z,) =(z,/2) + ®(z,/2) . Then the function @ is increasing due to the assumption that

o(vp) QO)T
> ,T% Since y, —z, = y,—z, from

S' is convex, and one has z, = o %b%]. )%) +

(14) and (15), one has

- m@) 0
o By 2 S (p(z Doy a0,
1e.,
_qfl% % &JJF(p(yb) @(0)
B2 2t 2 y-e(9,,,0)
l-¢ l-g¢q '
Thus

q)—l% (P(Vb) (_)[1]

. b 2 |I| — . ys_cs(Q’ys’O)
hm lim ,
g -1 1 —q g -1 l-g¢q

By L’Hopital’s rule,

aa_qcb%’)i)—f—w M

2 20 9
- = —c,(1,z,0).
®'(y,) ay

from which (8) follows. Q.E.D.

Au(x + d, d)

5d <0 for

Proof'that HARA Preferences satisfy SF and WR. First, we establish that

x > 0. One has
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(x+d)+l% Oa l%m

(x+d) Z%V !

U(x+d,d) =

d d M d -y
y (x+y)+bD Oa ,% Ea(x+) +1f

(x+d)+b% Dad bEyW(X+d) ZH

and thus

O

ou(x+d,d) _ 1-y g [a(x+d)+ADjD
od ay gl-y

_Ya_ mz(x+d) ;%‘VE ad ,%V‘IE

1= -y 0
First, consider the case where 0 <y <1. In this case, we have W <0 if and only if
y y-1
ﬂ +b la—d +b
—(1- -y — —Y <
L=(-v) (x+d)+ a(itrd) 0
1-y 1-y

This is equivalent to

[a(x+d)+% +ymad ”% Dad +bH+yDad ”%y 1@1(x+d)+bg

Note that for x = 0 the left hand side is equal to the right hand side. Furthermore,
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Ox s -y T\/ ’
while
ORHS ad -1 ¢
= + _
Ox yDl % l% -
Thus we have OLaI;IS < 613%9 which establishes that W <0 for x > 0. Similarly, one

can show that SF is satisfied for the cases where y = 0 and y<0.

2
Next, we establish that izu(x, 0) <0. From above, one has
Ox

1=y
u(x, 0) = —%‘7 _pvHax e
Hence,
; ;
b
—u(x 0) = —Dl (1-y) g>0,
YO 42X 4|0
O -y O
and thus

02 _ VDD ax (1+y) |:|
gu(x 0) = ab Djl—yH%r >O'D

Hence, SR is satistied. OQ.E.D.

36



References

APPELBAUM, E. and E. KATZ (1986), “Measures of Risk Aversion and Comparative Statics of

Industry Equilibrium”, American Economic Review, 76(3), 524-529.

ASPLUND, M. (2002), “Risk-averse Firms in Oligopoly”, International Journal of Industrial

Organization, 20, 995-1012.

BERNANKE, B.S. and M. GERTLER (1995), “Inside the Black Box: The Credit Channel of

Monetary Policy Transmission”, Journal of Economic Perspective, 9(4), 27-48.

BJOERNERSTEDT, J. and J. STENNEK (2001), “Bilateral Oligopoly”, mimeo, Research Insti-

tute of Industrial Economics (IUI).

CHAE, S. (1998), “A Bargaining Model of Retransmission Consent and Must-Carry Rule”, Infor-

mation Economics and Policy, 10, 369-387.

CHAE, S. (2002), “Tax Incidence with Bargaining”, Economics Letters, 77, 199-204.

CHAE, S. and P. HEIDHUES (1999a), “Bargaining Power of a Coalition in Parallel Bargaining:

Advantage of Multiple System Operators”, WZB Working Paper FS IV 99-35.

CHAE, S. and P. HEIDHUES (1999b), “The Effects of Downstream Distributor Chains on

Upstream Producer Entry: A Bargaining Perspective”, WZB Working Paper FS IV 99-35.

CHEN, Z. (2003), “Dominant Retailers and the Countervailing-Power Hypothesis”, RAND Jour-

nal of Economics, forthcoming.

37



CHIPTY, T. and C. SNYDER (1999), “The Role of Firm Size in Bilateral Bargaining: A Study of

the Cable-Television Industry”, Review of Economics and Statistics, 81(2), 326-340.

CONGRESS OF THE UNITED STATES (1992), “Cable Television Consumer Protection and

Competition Act of 19927, (Public Law 10-385).

DE FOND, M.L. and C.W. PARK (1997), “Smoothing Income in Anticipation of Future Earn-

ings”, Journal of Accounting and Economics, 23(3), 115-139.

DEGEORGE, F. J. PATEL and R. ZECKHAUSER (1999), “Earnings Management to Exceed

Tresholds”, Journal of Business, 72, 1-33.

DOBSON, P. and M. WATERSON (1997), “Countervailing Power and Consumer Prices”, Eco-

nomic Journal, 107, 418-430.

ELLISON, S. and C. SNYDER (2001), “Countervailing Power in Wholesale Pharmaceuticals”,

MIT Working Paper 01-27.

FROOT, K.A., D.S. SCHARFSTEIN and J.C. STEIN (1993), “Risk Management: Coordinating

Corporate Investment and Financing Policies”, Journal of Finance, 48(5), 1629-1658.

FUDENBERG, D. and J. TIROLE (1995), “A Theory of Income and Dividends Smoothing Based

on Incumbency Rents”, Journal of Political Economy, 103(1), 75-93.

GAL-OR, E. (1999a), “Mergers and Exclusionary Practices in Health Care Markets”, Journal of

Economics and Management Strategy, 8(3), 315-350.

38



GAL-OR, E. (1999b), “The Profitability of Vertical Mergers Between Hospitals and Physician

Practices”, Journal of Health Economics, 18, 623-654.

GAL-OR, E. and A. DUKES (2002), “On the Profitability of Media Mergers”, mimeo, University

of Pittsburgh.

GAL-OR, E. and A. DUKES (2003), “Negotiations and Exclusivity of Contracts for Advertis-

ing”, Marketing Science, 22 (2), 222-245.

GREENAWALT, B.C. and J.F. SINKEY (1988), “Bank Loan-Loss Provision and the Income-
Smoothing Hypothesis: an Empirical Analysis”, Journal of Financial Services Research, 1,

301-318.

GREENWALD, B.C. and J.E. STIGLITZ (1993), “Financial Market Imperfections and Business

Cycles”, Quarterly Journal Of Economics, 108, 77-114.

HEALY, P.M. (1985), “The Effects of Bonus Schemes on Accounting Decisions”, Journal of

Accounting and Economics, 3, 305-360.

HEIDHUES, P. (2000), “Employers’ Associations, Industry-wide Unions, and Competition”,

WZB Working Paper FS IV 99-35.

HOLTHAUSEN, R. D. LARCKER, R. SLOAN (1995), “Annual Bonus Schemes and the Manip-

ulation of Earnings”, Journal of Accounting and Economics, 19, 29-74.

HORN, H. and A. WOLINSKY (1988a), “Worker Substitutability and Patterns of Unionization”,

Economic Journal, 98, 484-97.

39



HORN, H. and A. WOLINSKY (1988b), “Bilateral Monopolies and Incentives for Merger”,

Rand Journal of Economics, 19, 408-19.

HUBBARD, R.G., A.K. KASHYAP and T.M. WHITED (1993), “Internal Finance and Firm

Investment”, NBER Working Paper No. 4392.

INDERST, R. and C. WEY (2003), “Bargaining, Mergers, and Technology Choice in Bilateral

Oligopolistic Industries”, Rand Journal of Economics, 34(1), 1-19.

IYER, G. and J. M. VILLAS-BOAS (2003), “A Bargaining Theory of Distribution Channels”,

Journal of Marketing Research, 40(1), 80-100.

JENSEN, M. and W. MECKLING (1976), “Theory of the Firm: Managerial Behavior, Agency

Costs and Ownership Structure”, Journal of Financial Economics, 3, 305-360.

JOSKOW, P.L. and N.L. ROSE (1994), “CEO Pay and Firm Performance: Dynamics, Asymme-

tries, and Alternative Performance Measures”, NBER Working Paper No. 4976.

JUN, B. H. (1989),“Non-cooperative Bargaining and Union Formation”, Review of Economic

Studies, 56, 59-76.

KASANEN, E., J. KINNUNEN and J. NISKANEN (1996), “Dividend-based Earnings Manage-

ment: Empirical Evidence from Finland”, Journal of Accounting and Economics, 22, 283-312.

KUEHN, K.-U. and X. VIVES (1999), “Excess Entry, Vertical Integration, and Welfare”, Rand

Journal of Economics, 30, 575-603.

40



MYERS, S.C. and N.S. MAJLUF (1984),“Corporate Financing and Investment Decisions when
Firms have Information that Investors do not have”, Journal of Financial Economics, 13, 187-

221.

NASH, J. (1950), “The Bargaining Problem”, Econometrica, 18, 155-16.

National Cooperative Business Association, <www.ncba.coop>.

RONEN J. and S. SADAN (1981): Smoothing Income Numbers: Objectives, Means and Implica-

tions. Reading, MA: Addison-Wesley.

RUBINSTEIN, A. (1982), “Perfect Equilibrium in a Bargaining Model”, Econometrica, 50, 97-

1009.

SANDMO, A. (1999), “On the Theory of the Competitive Firm under Price Uncertainty”, Ameri-

can Economic Review, 61(1), 6-73.

SHAFFER, G. (2001), “Bargaining in Distribution Channels with Multiproduct Retailers”,

mimeo, University of Rochester.

SPAGNOLO, G. (1999), “On Interdependent Supergames: Multimarket Contact, Concavity, and

Collusion”, Journal of Economic Theory, 89, 127-139.

SPAGNOLO, G. (2002), “Substitution, Markets and Cooperation”, mimeo, University of Mann-

heim.

41



SALINGER, M.A. (1988), “Vertical Mergers and Market Foreclosure”, Quarterly Journal of Eco-

nomics, 103, 345-356.

SMITH, C. and R. STULZ (1985), “The Determinants of Firms’ Hedging Policies”, Journal of

Financial and Quantitative Analysis, 20(4), 391-405.

STULZ, R. (1984), “Optimal Hedging Policies”, Journal of Financial and Quantitative Analysis,

19, 127-140.

TRUEMAN, B. and S.D. TITMAN (1988), “An Explanation for Accounting Income Smooth-

ing”, Journal of Accounting Research, 26 (Suppl.), 127-139.

UK PARLIAMENT PUBLIC ACTS (1998), “Competition Act of the U.K.”

US DEPARTMENT OF JUSTICE AND US FEDERAL TRADE COMMISSION (1997), “1992

Horizontal Merger Guidelines [with April 8, Revision to Section 4 on Efficiencies]”.

VON UNGERN-STERNBERG, T. (1996), “Countervailing Power Revisited”, International

Journal of Industrial Organization, 14, 507-520.

WATERMAN, D. (1996), “Local Monopsony and Free Riders in Mass Media Industries”, Infor-

mation Economics and Policy, 8, 337-355.

WATERSON, M. (1980), “Price-cost Margins and Successive Market Power”, Quarterly Journal

of Economics, 94, 135-150.

42



Biicher des Forschungsschwerpunkts Markt und politische Okonomie
Books of the Research Area Markets and Political Economy

Sebastian Kessing

Essays on Employment Protection
2003, Freie Universitat Berlin,
http://www.diss.fu-berlin.de/2003/202

Daniel Krahmer

On Learning and Information in Markets and
Organizations

2003, Shaker Verlag

Andreas Stephan

Essays on the Contribution of Public Infrastruc-
ture to Private: Production and its Political
Economy

2002, dissertation.de

Hans Mewis

Essays on Herd Behavior and Strategic
Delegation

2001, Shaker Verlag

Andreas Moerke

Organisationslernen iiber Netzwerke — Die
personellen Verflechtungen von
Fihrungsgremien japanischer
Aktiengesellschaften

2001, Deutscher Universitats-Verlag

Silke Neubauer
Multimarket Contact and Organizational Design
2001, Deutscher Universitats-Verlag

Lars-Hendrik Roéller, Christian Wey (Eds.)
Die Soziale Marktwirtschaft in der neuen
Weltwirtschaft, WZB Jahrbuch 2001
2001, edition sigma

Michael Trége

Competition in Credit Markets: A Theoretic
Analysis

2001, Deutscher Universitats-Verlag

Tobias Miarka

Financial Intermediation and Deregulation:
A Critical Analysis of Japanese Bank-Firm-
Relationships

2000, Physica-Verlag

Rita Zobel

Beschiftigungsveranderungen und
organisationales Lernen in japanischen
Industriengesellschaften

2000, Humboldt-Universitat zu Berlin
http://dochost.rz.hu-berlin.de/dissertationen/zobel-
rita-2000-06-19

Jos Jansen

Essays on Incentives in Regulation and
Innovation

2000, Tilburg University

Ralph Siebert

Innovation, Research Joint Ventures, and
Multiproduct Competition

2000, Humboldt-Universitat zu Berlin
http://dochost.rz.hu-berlin.de/dissertationen/siebert-
ralph-2000-03-23/

Damien J. Neven, Lars-Hendrik Rdller (Eds.)
The Political Economy of Industrial Policy in
Europe and the Member States

2000, edition sigma

Jianping Yang

Bankbeziehungen deutscher Unternehmen:
Investitionsverhalten und Risikoanalyse
2000, Deutscher Universitats-Verlag

Christoph Schenk

Cooperation between Competitors —
Subcontracting and the Influence of Information,
Production and Capacity on Market Structure and
Competition

1999, Humboldt-Universitat zu Berlin
http://dochost.rz.hu-berlin.de/dissertationen/schenk-
christoph-1999-11-16

Horst Albach, Ulrike Gortzen, Rita Zobel (Eds.)
Information Processing as a Competitive
Advantage of Japanese Firms

1999, edition sigma

Dieter Koster
Wettbewerb in Netzproduktmarkten
1999, Deutscher Universitats-Verlag

Christian Wey

Marktorganisation durch Standardisierung: Ein
Beitrag zur Neuen Institutionenékonomik des
Marktes

1999, edition sigma

Horst Albach, Meinolf Dierkes, Ariane Berthoin Antal,
Kristina Vaillant (Hg.)

Organisationslernen - institutionelle und
kulturelle Dimensionen

WZB-Jahrbuch 1998

1998, edition sigma


http://dochost.rz.hu-berlin.de/dissertationen/zobel-rita-2000-06-19
http://dochost.rz.hu-berlin.de/dissertationen/zobel-rita-2000-06-19
http://dochost.rz.hu-berlin.de/dissertationen/siebert-ralph-2000-03-23/
http://dochost.rz.hu-berlin.de/dissertationen/siebert-ralph-2000-03-23/
http://dochost.rz.hu-berlin.de/dissertationen/schenk-christoph-1999-11-16
http://dochost.rz.hu-berlin.de/dissertationen/schenk-christoph-1999-11-16

Lars Bergman, Chris Doyle, Jordi Gual, Lars Christian Goseke

Hultkrantz, Damien Neven, Lars-Hendrik Roéller, Information Gathering and Dissemination
Leonard Waverman The Contribution of JETRO to

Europe’s Network Industries: Conflicting Japanese Competitiveness

Priorities - Telecommunications 1997, Deutscher Universitats-Verlag

Monitoring European Deregulation 1
1998, Centre for Economic Policy Research

Manfred Fleischer

The Inefficiency Trap
Strategy Failure in the

German Machine Tool Industry
1997, edition sigma



Fredrik Andersson
Kai A. Konrad

Lars-Hendrik Roller
Christian Wey

Talat Mahmood
Klaus Schémann

Talat Mahmood
Klaus Schomann

Jos Jansen

Jos Jansen

Glnter Franke
Harris Schlesinger
Richard C. Stapleton
Tomaso Duso
Johan Lagerlof

Paul Heidhues
Olivier Cadot
Lars-Hendrik Roller

Andreas Stephan

Justus Haucap
Christian Wey

Heidrun C. Hoppe
Emre Ozdenoren

Rainer Nitsche

Daniel Krahmer

J. Peter Murmann

Kai A. Konrad

Robert Nuscheler

Fredrik Andersson
Kai A. Konrad

DISCUSSION PAPERS 2002

Human Capital Investment and Globalization in
Extortionary States

Merger Control in the New Economy

Die Determinanten der Mirgrationsentscheidung
von IT-Hochschulabsolventen aus Pakistan —
Empirische Befunde zur Ausgestaltung der
deutschen ,,Green Card*

The Determinants of the Migration Decision of IT-
graduates from Pakistan: Empirical Evidence for

the Design of a German "Green Card"

The Effects of Disclosure Regulation on Innovative
Firms: Common Values

The Effects of Disclosure Regulation on Innovative
Firms: Private Values

Multiplicative Background Risk

On the Politics of the Regulatory Reform:
Econometric Evidence from the OECD Countries

On the Desirability of an Efficiency Defense in
Merger Control

Contribution to Productivity or Pork Barrel? The
Two Faces of Infrastructure Investment
Unionization Structures and Firms’ Incentives for

Productivity Enhancing Investments

Intermediation in Innovation

On the Effectiveness of Anti-Predation Rules

Entry and Experimentation in
Oligopolistic Markets for Experience Goods

The Coevolution of Industries and National
Institutions: Theory and Evidence

Terrorism and the State

Physician Reimbursement, Time-Consistency and
the Quality of Care

Taxation and Education Investment in the Tertiary
Sector

FS IV 02 -01
FS IV 02 -02
FS IV 02 -03
FS IV 02 -03a
FS IV 02 - 04
FS IV 02 -05
FS IV 02 - 06
FS IV 02 -07
FS IV 02-08
FS IV 02 -09
FSIV02-10
FS IV 02 -11
FSIV02-12
FSIV02-13
FS IV 02-14
FSIV02-15
FSIV02-16
FSIV02-17



Jan Boone

Kai A. Konrad
Helmut Bester

Kai A. Konrad

Kjell Erik Lommerud
Bjorn Sandvik

Odd Rune Straume
Steffen Huck

Vicki Knoblauch
Wieland Muller

Ralph Siebert

Jurgen Bracht
Saul Lach
Eyal Winter

Steffen Huck
Kai A. Konrad

Daniel Krahmer
Thomas Knaus

Robert Nuscheler

Kurt R. Brekke
Robert Nuscheler
Odd Rune Straume
Kai A. Konrad

Sebastian Kessing

Sebastian Kessing

Michal Grajek

Robert M. Adams
Lars-Hendrik Roller
Robin C. Sickles

Tomaso Duso
Damien J. Neven
Lars-Hendrik Roller

Tomaso Duso
Astrid Jung

‘Be nice, unless it pays to fight’: A New Theory of
Price Determination with Implications for
Competition Policy

Altruism and Envy in Contests:
An Evolutionarily Stable Symbiosis

Delay in Contests

Good Jobs, Bad Jobs and Redistribution

On the Profitability of Collusion in Location Games

Learning by Doing and Multiproduction Effects
over the Life Cycle: Evidence from the
Semiconductor Industry

Modeling Oligopolistic Price Adjustment in Micro
Level Panel Data

Strategic Trade Policy and the Home Bias in Firm
Ownership Structure

Delegation versus Authority

Incomplete Risk Adjustment and Adverse
Selection in the German Public Health Insurance
System

Quality and Location Choices under Price
Regulation

Inverse Campaigning

A Note on the Determinants of Labour Share
Movements

Employment Protection and Product Market
Competition

Identification of Network Externalities in Markets
for Non-Durables

Market Power in Outputs and Inputs: An Empirical
Application to Banking

The Political Economy of European Merger
Control: Evidence using Stock Market Data

Market Conduct and Endogenous Lobbying: Evi-
dence from the U.S. Mobile Telecommunications
Industry

FSIV02-18
FSIV02-19
FS IV 02 -20
FS IV 02 - 21
FS IV 02 -22
FS IV 02 -23
FS IV 02 -24
FS IV 02-25
FS IV 02 - 26
FS IV 02 - 27
FS IV 02 -28
FS IV 02-29
FS IV 02 -30
FS IV 02 - 31
FS IV 02 -32
FS IV 02 -33
FS IV 02 - 34
FS IV 02-35



Annette Boom

Kai A. Konrad
Wolfram F. Richter

Stergios Skaperdas

Johan Lagerl6f
Roman Inderst
Christian Wey

Sebastian Kessing
Robert Nuscheler

Lars Frisell
Paul Heidhues
Nicolas Melissas

Pablo Beramendi

Daniel Krahmer

Ralph Siebert

Vivek Ghosal

Vivek Ghosal
Andreas Blume
Paul Heidhues
Sebastian Kessing
Tomaso Duso
Astrid Jung
Thomas R. Cusack
Pablo Beramendi
Kjell Erik Lommerud

Frode Meland
Odd Rune Straume

DISCUSSION PAPERS 2003

Investments in Electricity Generating Capacity
under Different Market Structures and with
Endogenously Fixed Demand

Zur Berucksichtigung von Kindern
bei umlagefinanzierter Alterssicherung

Restraining the Genuine Homo Economicus:
Why the Economy cannot be divorced from its
Governance

Insisting on a Non-Negative Price: Oligopoly,
Uncertainty, Welfare, and Multiple Equilibria

Buyer Power and Supplier Incentives

Monopoly Pricing with Negative Network Effects:
the Case of Vaccines

The Breakdown of Authority

Equilibria in a Dynamic Global Game: The Role of
Cohort Effects

Political Institutions and Income Inequality: The
Case of Decentralization

Learning and Self-Confidence in Contests
The Introduction of New Product Qualities by
Incumbent Firms: Market Proliferation versus

Cannibalization

Impact of Uncertainty and Sunk Costs on Firm
Survival and Industry Dynamics

Endemic Volatility of Firms and Establishments:
Are Real Options Effects Important?

Private Monitoring in Auctions

Delay in Joint Projects

Product Market Competition and Lobbying
Coordination in the U.S. Mobile
Telecommunications Industry

Taxing Work: Some Political and Economic
Aspects of Labor Income Taxation

Globalisation and Union Opposition to
Technological Change

SP 112003 - 01
SP 112003 - 02
SP 112003 - 03
SP 112003 - 04
SP 112003 - 05
SP 112003 - 06
SP 112003 - 07
SP 112003 - 08
SP 112003 - 09
SP 112003 - 10
SP 112003 - 11
SP 112003 - 12
SP 112003 - 13
SP 112003 - 14
SP 112003 - 15
SP 112003 - 16
SP 112003 - 17
SP 112003 - 18



Joseph Clougherty

Dan Anderberg
Fredrik Andersson

Eugenio J. Miravete
Lars-Hendrik Réller

Talat Mahmood
Klaus Schomann

Talat Mahmood
Klaus Schomann

Suchan Chae
Paul Heidhues

Industry Trade-Balance and Domestic Merger
Policy: Some Empirical Evidence from the U.S.

Stratification, Social Networks in the Labour
Market, and Intergenerational Mobility

Estimating Markups under Nonlinear Pricing
Competition

On the Migration Decision of IT-Graduates: A Two-
Level Nested Logit Model

Assessing the Migration Decision of Indian IT-
Graduates: An Empirical Analysis

Buyers Alliances for Bargaining Power

SP 112003 - 19

SP 112003 - 20
SP 112003 - 21
SP 11 2003 — 22
SP 112003 - 23
SP 112003 - 24



Bei Ihren Bestellungen von WZB-Papers schicken
Sie bitte unbedingt einen an Sie adressierten Auf-
kleber mit sowie je paper eine Briefmarke im Wert
von 0,51 Euro oder einen "Coupon Reponse Inter-
national " (fiir Besteller aus dem Ausland)

Bestellschein

Please send a self addressed label and postage
stamps in the amount of 0.51 Euro or a "Coupon-
Reponse International” (if you are ordering from
outside Germany) for each WZB-paper requested

Order Form

Wissenschaftszentrum Berlin
fur Sozialforschung

Presse- und informationsreferat
Reichpietschufer 50

D-10785 Berlin-Tiergarten

Hiermit bestelle ich folgende(s)
Discussion paper(s):

Absender / Return Address:

Please send me the following
Discussion paper(s):

Bestell-Nr. / Order no.

Autor/in, Kurztitel /Author(s) / Title(s) in brief




	paul03-24Bck.pdf
	Essays on Herd Behavior and Strategic Delegation
	Multimarket Contact and Organizational Design
	Competition in Credit Markets: A Theoretic Analysis
	Wettbewerb in Netzproduktmärkten
	BestellscheinOrder Form


	paul03-24Cvr.pdf
	Buyers’ Alliances for Bargaining Power
	
	
	
	
	JEL Classification:  C78, L41, L96





	Verhandlungsmacht durch Käuferkooperationen

	paul03-24Cvr.pdf
	Buyers’ Alliances for Bargaining Power
	
	
	
	
	JEL Classification:  C78, L41, L96





	Verhandlungsmacht durch Käuferkooperationen

	paul03-24Bck.pdf
	Essays on Herd Behavior and Strategic Delegation
	Multimarket Contact and Organizational Design
	Competition in Credit Markets: A Theoretic Analysis
	Wettbewerb in Netzproduktmärkten
	BestellscheinOrder Form





