CPA Negotiation Conference Call Minutes – 20 February, 2002

taken by Peter Ogden

Attendees

Marty Sachs (IBM)

Heiko Ludwig (IBM)

Jean Zheng (Vitria)

Pallavi Malu (Intel)

Dale Moberg (Cyclone Commerce)

Peter Ogden (Cyclone Commerce)

Progress Reports

Jean has received no feedback on her most recent (2/11/2002) Negotiation Message Content document. Heiko committed to review it and provide feedback by the end of the week, and Marty asked others to do the same.

Heiko posted a draft glossary to the list last week (2/12). Marty implored people to read and comment, and said that we needed more review before he asks for it to be approved by the team. Peter committed to review it by the end of the week.

General Discussion

Heiko reviewed his Negotiation Pattern Overview presentation, which he posted prior to the San Francisco F2F. Regarding the process diagram on slide 4 (reproduced below for convenience), he pointed out that the “Simple Process” has three phases:

· Query-response – not legally binding, information exchange only. It is at this point when parties in a CPA Negotiation would exchange NDDs.

· Proposal – this is where the parties sort out the parameters for an agreement. Non-binding, “hypothetical”. 

· Offer – One party sends the offer to the other; if accepted, it’s binding. 

Heiko pointed out that what is legally binding is different in different legislations. We discussed whether addressing the legal issues surrounding CPA negotiation was within the scope of what this group is trying to accomplish, and decided it was not. Marty will update the requirements document with a statement to that effect.

There was some discussion over the transition between proposal/negotiation and offer/acceptance. Also, Marty pointed out that there might be a race condition after the rejection of a proposal and the submission of a counter proposal if the latter takes place in a separate business transaction. 
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There was substantial discussion regarding how the proposal iteration occurs within the framework of the BPSS “one request, one response” pattern. As the taker of these minutes understands it, the following possibilities were discussed:

1. Proposal is submitted from PartyA to PartyB in a request message. PartyB’s response is either “accept” or “reject”; a “reject” response may include a counterproposal. 

2. Same as #1 except that counterproposal is not part of PartyB’s response but is contained in a new request from PartyB to PartyA. Possibly, the response from B to A contains a flag indicating that a counterproposal is forthcoming. 

3. (Heiko’s suggestion) PartyA sends a proposal to PartyB as a request, PartyB’s response is simply an acknowledgment that he received the request. PartyB then sends PartyA a request containing “accept”, “reject”, or “counterproposal”. In other words, Proposal, Accept, Reject, Counterproposal are all separate business transactions. 

Peter expressed concern that in approach #3, the response to a proposal is not governed by the proposal’s business transaction (and therefore not subject to the proposal request’s timing constraints). Pallavi noted that a business process contains a timeToPerform constraint that governs the entire negotiation process. 

Discussion on this topic will continue next week. Marty will extend a personal invitation to Mr. Hayes, whose business process expertise will be welcome.
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