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Negotiation

Negotiation is everywhere around us.

Many human deficiencies:
Leaving money on the table, bounded rationality
Biases & emotions, time & costs [
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Negotiation support requirements
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Automated negotiation challenges
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Automated negotiation challenges
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The Automated Negotiating
Agent Competition
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Baarslag et al., Evaluating Practical Negotiating Agents: Results and Analysis of the 2011 International
Competition, Artificial Intelligence, 2013.
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State of the art:
No uncertainty
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Key future challenge:

full uncertainty
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New concepts required:

Elicitation on-the-fly:
which gueries to ask?

What is (costly) user
information worth?
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First results: personalized privacy
negotiations

Tested with mobile app and real, personal, publically
published data

Results show that negotiation gives users control, and
more meaningful consent

+44 7333 333333
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Baarslag et al., Negotiation As an Interaction Mechanism for Deciding App Permissions, CHI Late
Breaking Work, 2016.



Current applications

Internet of Things privacy
management

Social media preferences

Smart energy cooperatives

Timeline and Tagging

Who can POst on your timeline? R Friends »
Who can see what others Post on your timeline? Mi Frie
8 NoOne

Review Posts friends tag you in before they appear on your
timeline of >

Who can see POSts you've been fagged in on yoyr timeline? 1 ¥ Custom j
e

Review tags friends add to your own POsts on Facebook off »

Who sees 1ag suggestions when photos that look like You are
uploaded?




Further pointers S 1 e
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SCHWERPUNKT: ZUKUNFT DER ARBEIT PRASENTIERT VON MONTBLANC ~ DIGITALE REPUBLIK  NEXT DIGITAL LE Autonomous vehicles might negotiate with each other for right of way
How artificial intelligence could negotiate better deals
for humans

Type Message Here:

Wie wiirde eine Maschine unsere Gehaltsverhandlung fiih-

Lewis et al. Deal or No Deal? End-to-End Learning for Negotiation Dialogues. Facebook Al, 2017.
Baarslag et al. How would a machine conduct our salary negotiations? Wired, 2017.
Baarslag et al. How atrtificial intelligence could negotiate better deals for humans. Science, 2017.



