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Figure 2.2 Google Earth View of a Highway with Side Roads
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Figure 2.3 Computer Network Topology
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Figure 2.5 Message Exchange in Real World
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Figure 2.6 Internet Communication Layers/Protocols
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PAYOFF TABLE States of Nature

Decision Altematives LargeRise |SmallRise  NoChange SmallFall Large Fall
Gold -100 100 200 300 0
Comorate Bonds 250 200 150 -100 -150
Growth Stock 500 250 100 -200 £600
C/D Account 60 60 60 60 60
Govemment Bonds 200 150 150 -200 -150

Figure 5.1 Payoff Table of an Investment Scenario
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Figure 5.2 Decision Tree Analysis Case
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Figure 6.1 Pictorial Description of the Function of a Washing Machine

Beautiful Time-Lapse Video of t... [-)[0J(x]

7

Figure 6.2 Button Arrangement of QuickTime Player

Chapter 7 DEAL or NO DEAL

Environment » Deal /No Deal
! |
Intelligence —'{ Perception }—' Strategy —"‘ Communication ‘

Figure 7.1 Problem Solving Approach — Systems Perspective
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Figure 7.2 Evolution of the Negotiation Phases in Time
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Figure 7.3 Negotiations Dominated by the Communications Phase
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Figure 9.1 Typical Web Site Structure



