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Abstract:  The purpose of this study is to construct an intelligent sup-
port system for collaborative learning over the computer network. In the
case of collaborative learning, verbal communication plays an important part.
Thus, we construct an intelligent discussion supporting system which identi-
fies a state of discussion process and gives advice to make the discussion more
active. We focus on the process to reach an agreement and describe the nego-
tiation process model with participants’ intention-information including their
utterance in this paper. Moreover we describe the model of a participant’s
self-involvement in discussion process.
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No. description relation

effect

01 Oﬁer(a’ls Uy, —)
02 question(ag, ug, u1)
03 offer(ay, us, uz)

04 offer(az, ua, u1)

05  offer(a;, us,uq)

06  accept(as,us)
07 offer(ar, us, u1)

08  accept(as,ug)
09  accept(az,us)

R(uq,u3) : {answer}

R(uy,u4) : {ezclusion}

R(uq,us) : {exclusion}

R(u1,ug) : {independence}

negoject(ay, u1)
significance(az, u1, fail)
attitude(a, , us, accept)
significance(az, u1, unknown)
attitude(ay, uy, not.accept)
significance(az, u1, success)
negoject(az, uq)

attitude(ay, uy, not_accept)
negoject(ay, us)

attitude(as, ug, accept)
attitude(ay, uy, accept)
negoject(ay, ug)

attitude(as, ug, accept)
attitude(az, ug, accept)
agree(ug)

3: negotiation process model {2 & ZFC#
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