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CTPATETTi BEJEHHS JIJIOBUX IEPETOBOPIB B
YKPATHCHKOMY BI3HEC-CEPEJOBHUILI

AHoTamiss. B cydacHUX CyCHUIBHO-TIOMITUYHUX YMOBaX 1 CKJIaAHIN
CoIliaIbHO-€KOHOMIUHIM CUTYaIIli JJIs YCIIIITHOTO BeIeHHs 013HeCy He0OX1THUMHU
€ HaBUYKM NpodeciiHOro BEACHHS IIJIOBUX IEPEroBOpiB. MeETor CTarTi €
y3arajbHEHHS! BUJIB CTpaTerii BeJACHHS AUIOBUX MEPErOBOPIB B YKPATHCHKOMY
Oi3Hec-cepenoBuIi. byno BHSBIEHO, MO cTparerii  BEASHHS JIIJIOBUX
MEPETOBOPIB, SKI BUKOPHUCTOBYIOTHCS B YKpaiHCHKOMY Ol3HEC-CepeIOBHIIIL,
OCHOBaHI Ha TaKuX TMpaBWiIax: BIJIOKPEMJICHHS JoJeld BiJ mpobiemu,
30CEpE/IKEHHSI Ha 1HTEpecax, a He Ha MO3UIISX, CTBOPEHHS PI3HOMAaHITHUX
BapIAHTIB NEpeJ] TUM, SIK JOCSTTH YroJH, 1 HANOJISITAaHHS Ha TOMY, 100 yroja
IPYHTyBajacs Ha 00’ €KTUBHIM OCHOBi. BcTaHOBIEHO, 0 TIEperoBOpH B Oi3HEC]
BiOyBalOTbCSI B HACTYNMHUX (opmax: OOTOBOpEHHs BHUTpaT 1 YMOB 3
MOCTavYaJbHAKAMH Ta TPOJABISIMH, 3aBEPIICHHS YroAW KyMHiBIi-TIPOJAKY,
BCTAHOBJICHHSI YMOB KOHTpPaKTy, 3allUT Ha 30UIbIICHHS CYMH KOHTpPakTy abo
BIJIIIKO/TYBaHHSI BUTPAT, & TAKOXK 3alUT HA BUJILJICHHS OIOJKETY Uil MPOEKTY.
EdexTuBHa cTpaTeris moisrae B ToMy, o0 MpeCTaBUTH IEPETOBOPHU K CIIOCIO
BUPIIIUTHA MPoOIeMy. 3 UM TOB’A3aHO PO3KPUTTS MOTHBAIII] Ta Iijiel Oi3Hec-
napTHEPY HaJICKHUM YHWHOM. YCHIIIHI cTparerii OCHOBaHI Ha OTpPUMaHHI
netanbHOi 1H(OpMariii mpo crenudiky Oi3Hecy 1HIIOI CTOpPOHH, 1i BeOCauTy,
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mpec-peii3iB Ta cTaTel, HAMCAHUX MPO KOMIAHII0; O3HAHOMIIEHHS 3 JIOCBIJIOM
napTHepa uepe3 Oiorpadii Ha BeOcaitti kommanii, mpodini B LinkedIn Ta
iH(dOpMaIlio B IHTEPHETI; aHATI3 MOAIOHUX YO, MIMUCAHUX KOHTPAreHTOM, Ta
iXHIX YMOB, a TaKOX MPOMO3UIINA Ta I[iH, MPEJCTABICHUX IHIIUM MapTHEPOM.
EdextuBHa cTpaTerisi BEIEGHHS TIEPETOBOPIB € pPE3yJIbTAaTOM PO3YMIiHHS
MIEPETOBOPHOTO TPOIECY Ta BU3HAUCHHS IMEPErOBOPHOI CTparterii mapTHepa. 3
OTJIsTy Ha HEOOXITHICTh BUBUCHHS IHHOBAIIMHUX CTPATETid BEACHHS IIIOBHUX
neperoBopiB 'y €Bpomi, CIIIA, Kanami Ta 1HmMmMX KpaiHax 1 MOJIHUBOCTI
BUKOPHUCTAHHS MIKHApPOJHOTO JIOCBiAYy B YKpaiHChKOMY Oi3HEC-CepeOBHUILIL,
OKPECJICHO MPAaKTUYHE 3HAYEHHS Ta NEPCHEKTUBH MaWOyTHIX JOCIHIIKEHb.
[Toganeioro qociiKeHHs MOTPEOyOTh KOMYHIKATUBHO-TICUXOJIOT14HI TAKTHKU
JIJIOBOTO CHJIKYBaHHS Ta MOBHI 3aCOOM BILTMBY Ha CMIBPO3MOBHUKIB Y KOHTEKCTI
TEXHIK €EMOIIIMHOTO THTEJIEKTY.

KuarouoBi cioBa: 0i3Hec, IIJ0BI MEPEroBOPH, CTpaTEris, MapTHEPCTBO,
yroja.
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BUSINESS NEGOTIATION STRATEGIES IN THE UKRAINIAN
BUSINESS ENVIRONMENT

Abstract. In modern socio-political conditions and a difficult socio-
economic situation, the skills of professional business negotiations are necessary
for successful business. The purpose of the article is generalization of strategy
types for conducting business negotiations in the Ukrainian business environment.
It has been found that the strategies of business negotiations, which are used in
the Ukrainian business environment, are based on such rules: separating people
from the problem, focusing on interests rather than positions, creating multiple
options before reaching an agreement, and insisting that the agreement be based
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on an objective basis. It was found that in business, negotiations can take the
following forms: discussion of cost and conditions with suppliers and sellers;
closing the sale; determination of contract terms; a request for an increase or
settlement of the amount of money under the contract; request for allocation of
budget funds for the project. Effective strategy is to present negotiations as the
way to solve the problem. Related to this strategy is disclosing the business
partner’s motivations and goals in an appropriate manner. Successful strategies
involve a thorough study of the specifics of the other party’s business, a review of
the website, press releases, articles written about the company, etc.;
familiarization with the experience of the business partner with whom business
negotiations will take place, based on viewing his biography on the company
website, LinkedIn profile or information on the Internet; analysis of similar
agreements concluded by the other party and their conditions; studying the offers
and prices offered by the business partner with whom negotiations are planned. It
was determined that an effective negotiation strategy is the result of understanding
the negotiation process and determining the business partner’s negotiation
strategy. The practical significance and prospects for further research are based
on the need to study innovative strategies for conducting business negotiations in
Europe, the USA, Canada, etc. and opportunities for using international
experience in the Ukrainian business environment. The issue of communicative
and psychological tactics of business communication, linguistic means of
influencing the interlocutor in the context of emotional intelligence techniques
requires further research.

Keywords: business, business negotiations, strategy, partnership, agreement.

IMocranoBka npoodJaemu. [1IBuaki TeMIM pO3BUTKY CBITOBOI €KOHOMIKH i
MOCTIHI 3MIHM B MDKHAPOAHIN CyCHUIBHO-TIONITHYHINA CUTYaIlli CTaBJISITh HOBI
BUKJIMKH MI€pe] CydacHUM Oi3HeCOM, 30KpeMa ykpainchkuM [1; 2]. Biarak, ycmix
013HeCy 3aJIeKUTh Bif crienndiky BeACHHS I1JI0BUX meperoBopiB. Ctparerii, ki
BUKOPUCTOBYE O13HECMEH, BIUIMBAIOTh HAa PE3YyJIbTAT MEPETOBOPIB Ta YMOBU
YKJIaJICHUX JJOTOBOPIB.

JI1710B1 TIeperoBOpM BU3HAYAIOTHCS SIK OOTOBOPEHHS MIXK JUIOBUMU
nMapTHEPAMH 337151 TOCSATHEHHS 3r0u a00 IMOIIYKY KOMITPOMICY 3 KOHKPETHOTO
nutanHs [3]. Bi3Hec-napTHEpU MarOTh SK CIUIbHI 1IHTEPECH, TaK 1 MPOTUIICHKHI.
Tomy 3aBmaHHSIM JIJIOBUX IMEPErOBOPIB € PO3B’s3aHHS MPOOJIEM, 110 BUMarae
no0pe pO3BHHEHOI apryMeHTallii, KOMYHIKaTUBHUX HaBUYOK Ta BMIHHSA
KOHTPOJIFOBATH €MOIIIi i MOBEAIHKY I11]1 Yac IEPErOBOPIB.

JI71s1 611BIIOCT1 AUIOBUX MEPETOBOPIB XapaKTEPHI TPU HOPMH, SIKUX MAIOTh
JTOTPUMYBATUCS YYaCHUKH TIEPErOBOPIB: PIBHICTH (PIBHUN PO3MOJLI PecypciB),
CIpaBEIMBICTH (PO3MOILT BIAMOBIIHO /IO BHECKY) 1 HEOOXITHICTH (PO3MOALT Ha
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KOPUCTh TOTO Y4YacCHUKa MEPErOoBOPIB, KUK OTPUMYE HAWOIIbITY BUTOIY Bill
pecypcis) [4].

AHAJI3 oCTaHHIX JOCTiIKeHb i myosikanii. [locaipkeHH0 ocobamBocTei
Cy4acHOro Oi3HeCy Ta CTpaTeriii BEJICHHS JUIOBHX MIEPEroBOPIB y O13HEC-CEPEeTOBHIII
npucBsiueHo HaykoBi po3Biaku 1. ITaBnosoi [5], C. bectyxesoi [6], 1. FOp’eBoi [7],
I'. T'apsieBoi [ 7], A. AmieBoi [8], . XmeneBcwkoro [9], H. ®ponooi [10] Ta iH.

MeTta craTTi —y3arajJbHEHHS BHJIB CTpaTerii BeJCHHS JUIOBUX
MIEPEroBOPiB B YKPaiHCHKOMY Oi13HEC-CEpETOBHUILI.

Bukyag ocHoBHOro Mmarepiajy. B ykpaiHcbkomy Oi3Hec-cepenoBHILI
BUKOPUCTOBYIOTHCA CIIELIaNIbHI CTPATETIi 1]l 4Yac BEICHHS J1IJI0OBUX MEPErOBOPIB.
KirogoBumMu knacudikaiiiHUMU O3HaKaMu OOpaHUX CTpaTerii € mepeayciMm
piBeHb iX e(EKTUBHOCTI Ta MpaKTHYHA 3HAYyHIicTh. Ha OCHOBI aHaIITUYHOTO
orjisiy Oyjio MmpoaHaji30BaHO Pi3HI CTpaTerii BEJICHHS AUIOBHX IEPEroBOpiB 1
BU3HAYCHO Ti, K1 € HAWOLIbII €PEKTUBHUMHU Ta MAIOTh HAWBUIIY MPAKTHYHY
3HAUYIICTh came i Oi3Hecy. Binmrak, posrisHemo ctparerii, oOpaHi 3a
KBamQiKamiiHUMU o03HaKaMu €(GEeKTHBHOCTI ¥ MPAKTUYHOI 3HAYYIIOCTI.
[lepenycim 1e cmpamezcis 03epKaIbHO20 8i000paAdCeHHs, SKa TONSITaeE B
MOBTOPEHHI JESKUX CIIIB, CKa3aHUX CIIBPO3MOBHHUKOM, Y 3alIUTaIbHOMY TOHI. Ll
TOHKUW MPUKOM, KM 3a0X0Uy€ 1HIITY CTOPOHY HaJaTH JOJATKOBY 1H(OPMALIiIIO
Ta MaTH YiTKiIIe ySBICHHS po ii mpobiemu ta BuMoru. Hanpukiiaz, moBTOpeHHS
KJIFOUOBUX TEPMIHIB, SIKI MOTPEOYIOTh pO3’SICHEHHS W OCMHCIECHHS, MOXeE
JOTIOMOTTU JICTaTh Bija Oi3Hec-mapTHepa moTpiOHy iHdopmaniro. Kpim Toro,
CTpateris BIOA3EpPKaJEHHS Ja€ MOXJIUBICTh MNIATPUMYBAaTH pPO3MOBY Ta
JoTIOMarae IIBUJIIE TpUiiMaTH pilieHHs B mneperoBopax. lle cmonykae
IOpUCIyXaTUCs A0 CHIBPO3MOBHUKA Ta ONPAIbOBYBATH OTPHMMAaHYy BiJl HBOTO
iHopmMmartito 6e3nocepesHbO0 Ha Micili. BapTo 3ayBaxuTu, Mo BiIOOpaKeHHS
Moke OyTu BepbanbHuM a00 HeBepOabHuM. BepOanbHe BiioOpakeHHs 03HAYa€e
MMOBTOPEHHS CIIIB, CKa3aHWX IHIIOK JIFOAWMHOIO, TOAl SK HeBepOaabHe
B1JI00pa)KEHHS — 11€ B1IOOPaKEHHSI MOBH T1JIa CITIBPO3MOBHHKA.

3a nepexkoHanHaM B. IOpi, y4acHMKM NEperoBOpiB MOXYTh 1 ITOBHHHI
IIyKaTH CTpaTerii NeperoBopiB, $AKI MOXYTh JOINOMOITH OOOM CTOpOHaM
OTpUMaTH OiJbII€ TOTO, IO BOHH XOUYyTh. YB@KHO CIyXarO4d OAWH OJHOTO,
CTaBJISYMCh OJHMH JI0 OJHOIO YECHO Ta CIUIBHO JOCIIKYHOUYH BapiaHTH
M1JBUILLIEHHS HIHHOCTI, YYaCHUKU MEPErOBOPIB MOKYTh 3HAUTH CIIOCOOU OCATTH
TakK, 100 3MEHIIUTH NOTPEOyY MOKIAAATUCS HA TAKTUKY dKOPCTKUX MEPErOBOPIB 1
HenmoTpiOH1 moctynku. Tak, BianmoBiaHo g0 kodnenuii B. IOpi Baprto
BUOKPEMJIIOBATH TaKi MpaBWIa AUIOBUX MEPETOBOPIB, SIK BIJOKPEMIICHHS JTIOJEH
BiJl MpoOJeMHU, 30CEPEKeHHsSI Ha 1HTepecax, a He Ha MO3HUIIfAX, CTBOPEHHS
PI3HOMaHITHUX BapiaHTIB NEpPe] TUM, K JOCITTH YIOJiH, 1 HANIOJISITAaHHS HA TOMY,
mo6 yroaa rpyHTyBajacs Ha o0’ekTuBHIA ocHOBI [11]. OcoOmmMBOCTI meporo
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npaBujia — BIJIOKpEMJICHHS JIIOJied BiJl MpoOJeM — MOJsra€ B TOMY, 110 HOTO
BUKOPUCTAaHHS J03BOJISIE CTOPOHAM BHPINIyBAaTH MPOOJIEMH, HE TCYIOUU iXHi
crocynku. [lo-mepmie, 1€ momomarae iM OTpUMATH YITKIIIE YSBICHHS IPO
CyTTEBY IpobiieMy. Jlo KrouoBHX Ipo0sieM, siki BAHUKAIOTh Y TIPOIEC] TIJTOBUX
NIEPErOBOPIB, HAJEKaTh BIAMIHHOCTI y CHPUHHATTI MK CTOpPOHaMH, €MOLIi Ta
cnuikyBaHHs. [lo-gpyre, xopoln yroam 30cepepkeHi Ha 1HTepecax CTOpIH, a He
Ha iXH1i no3uuli. BusHaueHHs npoGiemMu B TEpMiHaX MO3HUIIIN O3HAYae, M0 X04a
0 ogHA cTOpoHA Tporpae cynepedky. Komu mpoGiema BU3HAYA€THCS 3 TOUKH 30PY
OCHOBHMX 1HTEPECIB CTOPiIH, YaCTO MOXHA 3HAWTHU PILICHHSA, K€ 3a/10BOJbHSIE
iHTepecu 000x ctopiH. Ilo-Tpere, HEOOXiIHO MPOAYMATH KiIbKa MOMKIMBUX
BapiaHTIB Tepediry AIOBUX IEperoBopiB, MO0 MaTu aJlbTEPHATHBH.
[lo-ueTBepTe, KOJMM 1HTEpECH TPSIMO MPOTUIICKHI, CTOPOHM TOBUHHI
BUKOPHUCTOBYBAaTU O0’€KTHUBHI KpUTEpli JUIsl BUPIIMIEHHS CBOIX PO301KHOCTEH.
JI03BOJIUTH TaKuUM PO301KHOCTSAM CIPOBOKYBaTH OOpOTHOY BOJII 3pYyHHYE
BIJIHOCHHH, I1¢ Hee(PEKTHUBHO 1 HaBPSA YU NMPHU3BEIC 10 MyAPUX yroi. PimeHHs,
3aCHOBaHI Ha PO3YMHHUX CTaHIapTax, MOJIETIIYIOTh CTOPOHAM JOCATHEHHS 3T0I1
Ta 30epeKEHHS XOPOIIUX BITHOCHH.

E(exkTuBHICTD I1JI0OBUX MNEPETrOBOPIB 3aJE€XKUTh BlJ TUITY 3allUTaHb 1 MOBH,
Ky BUKOPUCTOBYE Oi3Hec-mapTHep. ToMy 1 [OCATHEHHS 1€l MeTH
BUKOPUCTOBYIOTh TAaKUU MemoO OO0CNIONCeHHS AK — ONnumyeanHs, mobd MaTu
skomora Oinble 1HopMmauii Big maptHepa no mianory. Ilig dac meperoBopis
3alMTaHHS CIPSMOBYIOTh PO3MOBY B TOTpiOHE pycino. BoHu Takox naroTh
MOXJIMBICTh 1HIIIA CTOPOHI OUIBII JeTalbHO OOMIpPKYBaTH MHUTaHHS Ta
MOJUTUTUCS CBOIMHM JyMKaMu. BiaKpuTi 3anmuTaHHs — 1€ YyJOBHM CIOCiO
noyatu abo MPUCKOPUTU TEPeroBopu. BOHU TakoX KOPHUCHI B MEpPEroBopax,
OCKUJIbKH JIONOMararoTh OTpuMaTH iHGopMalliro Bij Oi3Hec-mapTHEpiB. Binkputi
3alUTaHHS BUMAararTh PO3TOPHYTOI BIJIMOBII, a HE BIAMOBIII «Tak» ab0 «HIY.
Bonu 1aroTh 3M0Ty TOMY, XTO TOBOPUTH, BUCIIOBUTH CBOI IMTOYYTTS, IONIOMArarTh
Kpalie 3pO3yMITH CHUTYaIlll0 3 TO3UIlli MapTHepa; 3alUTAHHS «SIK?» 1 «0?»
JIOTIOMAararoTh 1HIIN CTOPOHI 30CEPEAUTHCS Ha KIIOYOBHX TEPMIHAX 1 Kpaiie
NOSICHUTH CBOIO TMO3HILIKD. YYACHUKM OI13HEC-TIEPEroBOPIB MOXKYTh BECTH
MEPETOBOPH METOJIOM MO3KOBOTO INTYpMy, IIyKaTH KPEaTUBHI PIllIEHHS,
BUSIBJISITH BIIMIHHOCT1 y BIIOJIOOQHHSX, SIKI MOXKYTh MPU3BECTHU O KOMITPOMICY 1
no0yoBu noBipu. [leperoBopu B 6i3HECI MOKYTh MAaTH Taki (GOpMHU:

e 00roBOpEHHS BapTOCTi Ta yMOB 3 MMOCTauYaIbHUKAMH Ta MPOJABISIMU;

® 3aKpUTTS MPOJIAXY;

® BU3HAYEHHS YMOB JIOTOBOPY;

e TMPOXaHHS NPO MiJABUIIEHHS a00 BPETYJIOBAHHSA TPOILIOBOI CyMH IO
JIOTOBOPY;

® 3aIWT Ha BUJIJICHHS OFOHKETHUX KOIITIB HA MPOEKT.
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Jlnst Toro, moO0 [iOBI TEperoBopu B 3a3HaueHuUx (opmax Oynu
YCHIIITHUMU, CICIialibHI  CTpaTerii BUKOPHCTOBYIOThCSI Ha BCIX eTamax.
Cmpameczia niocomosku tependadae pereabHe BUBUYEHHS cHenu(iku Oi3HECy
1HIIIOT CTOPOHM, Meperisii BeO-cailTy, mpec-peri3iB, CTaTeil, HamucaHUX MPO
KOMIIAHIIO TOIIO; O3HAWOMIIEHHS 3 JOCB1IOM Oi3Hec-mapTHepa, 3 SAKUM OyIyTb
BiIOyBaTHUCS IUIOBI TIEPETOBOPH, HA OCHOBI TIEperysiay Horo Oiorpadii Ha caiTi
komriadii, mpodimo B LinkedIn a6o indopmartii B iHTepHETI; aHATI3 MOAIOHMX
yroJi, siki 0yJiv yKJIaJieHi 1HIIIOI0 CTOPOHOIO Ta IXHIX YMOB; BUBUEHHS ITPOMO3UIIIMA
1 L1H, 3aIIPOTIOHOBAHUX O13HEC-TTAPTHEPOM, 3 SIKMM IJIaHYIOThCs nneperoBopu [11].

Onna 3 eeKTUBHUX CTpaTerii — cmpameeis peanizayii MoXdcIugicmi
cninbro po3s’sazamu npooaemy [12]. lllo crocyeTbes 1i€i cTparerii, HE0OX1THO
HAJIC)KHUM YMHOM IMOSICHUTU [IJIOBUM MapTHepaMm Il Ta 3aBaaHHa. OJHaK
BKJIMBO YBAKHO BHUCIIyXaTH 1HIIY CTOPOHY 1 3pO3YMITH il MO3HUIIIIO Ta KIIFOYOB1
npo0iemMu, Tepi Hixk GOpMyITIOBaTH BIAMOBIAL. B 11bOMy KOHTEKCTI eeKTHUBHA
CTpateris BEACHHS IEPEroBOPIB € Pe3yJbTaTOM pPO3YyMIHHS IEPErOBOPHOTO
Ipoliecy Ta BU3HAYEHHS MIEPErOBOPHOI cTpaTerii 613Hec-napTHepa.

Po3noainpul meperoBopu CHHPAIOTHCS HA MKOPCTKY TAKTUKY BEJIECHHS
MEPEeroBOpiB, paHHE TMO3UIiOBaHHA 1 THCK. Ctparerii AUCTPUOYTUBHUX
MIEPETOBOPIB BKIIOUAIOTH Ccmpameziio ni02omoeKy HAWKpPAIoi albTepHATUBU
yroai, sika Oyne AOCATHYTa B pe3yibTaTi MaiOyTHix meperoBopiB [13]. Yitke
BU3HAUEHHs 1Ii€i cTparerii Ha paHHIM cTajali Ta JOTpUMaHHA 1i Mg 4ac
NepEeroBOPiB BIUIMHE Ha KIHIIEBUI pe3ybTaT. bi3Hec-napTHEpU BUKOPUCTOBYIOTh
I[}0 CTpATerito, MO0 3HATH, IO POOUTH, SIKIIO HE BIACTHCS JOCATTH 3TOJIU.
VYceBiomneHHs 1boro ¢GakTy JI0MOMOKe MO0YyayBaTH JOBIPY MPOTITOM YChOTO
NEPErOBOPHOro MpoIecy. TakoX IMiJl 4ac MEPEeroBOPHOIO MPOIECY BaKIUBO
BU3HAUUTHU HaWKpally ajbTEpPHATHBY YTOMl, SIKy Ol3Hec-mapTHEp po3poOuB y
mpoleci MiArOTOBKHU. YYaCHUKU MEPErOBOPIB MArOTh 310paTH sKomora OiibIiie
iH(dOopMaIlii Tpo adbTEPHATUBH 1HIIOI CTOPOHHU.

HactynHoto € cmpamezisa 6cmanoéieHHs 8UCOKOi NAAHKU — METH, SKY
Oi3HEeC-TTapTHEp IparHe JIOCSITTH B Pe3yJbTaTi MPOBEIECHUX IMEpPeroBopiB. Ynm
BUIIA LI META, TUM OUTbIIA HMOBIPHICTh YCHIIIHOI Yroau. YITKICTh 1 pO3yMIHHS
METH JOMOMOKE ITOCTIJOBHO BiJICTOIOBATH BIIACHY TO3MIIO 1, 3pEIITOI0, IICTATH
srogy maptaepa. CyTh cmpameeii nepuioi npono3uyii TOJIATae B TOMY, 100
NEepIIMMH TPEACTaBUTH CBOi YMOBH, SIKI BIUIMHYTh Ha NepeOir meperoBopiB, a
OTXKe, 1 Ha iXH1i pe3ynbTaT [14]. TpaauiiiiHo nepeBary B JUI0BUX MEPErOBOpPax
Ma€ TOW, XTO IEPILIUM 3aIIPOIIOHYBAB CBOI YMOBU.

BucHoBku. 3’scoBaHO, IO JO CTpaTerid AUIOBUX IEPEroBOPIB, SKi
BUKOPUCTOBYIOTHCS B YKpAaiHCHKOMY Oi3HEC-CEpeIOBHILl, HAJIEXKATh cmpamezis
03epPKANbHO20 BI00OPAdICeHHs, cmpamezisi Ni020Mo6KU, cmpamezis peanizayii
MOJICIUBOCMI  CRIIbHO — pO38’a3amu  npobiemy, cmpamezio  Ni02omoeKu
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HatKpawoi anbmepHamueu y2ooi, cmpamezis 8CMAHOGNIEHHS 8UCOKOI NIAHKU,
cmpamezia nepuioi npono3zuyii. byno BHSIBIEHO, IO TMEPEroBopu B Oi3HECI
BiIOyBalOThCS Y (opMi OOrOBOPEHHSI BUTPAT 1 YMOB 13 MOCTa4aibHUKaAMHU Ta
MPOJIABIISIMHU, 3aBEPIICHHS YTrOAW KYyMiBIi-TIPOJAXy, BCTAHOBIEHHS YMOB
KOHTPAKTy, 3alUTy Ha 30UIbIIEHHS BapTOCTI KOHTPAKTY a00 BIJIIKOAYBaHHS
BUTpAT, @ TAaKOXX 3aIUTy HA BUIIJICHHS OIOKETY ISl MPOEKTY. TaKUM YUHOM,
ONTHI€I0 3 HalehEKTHBHINNX € cmpamezis nid2omoexku, Mo Tepeadadae
MOSICHEHHSI HAJIEXHUM YMHOM Ol3HEec-MapTHEpaM METH 1 3aBAaHb MEPEroBOPIB.
Crparteriss miArOTOBKM BKJIIOYA€ PETENbHE BUBYEHHS JAeTalied Ol3Hecy I1HIIO1
CTOPOHM uepe3 Meperiia BeO-calTiB, Mpec-pemi3iB 1 cTaTedl Mpo KOMIIaHI;
O3HAaMOMJICHHS 3 JIOCBIZIOM TapTHepa uepe3 meperdisan Oiorpadiii Ha BeOCcaiTi
kommnaHnii, npodiniB LinkedIn ta indopmariii B iHTEepHETI; O3HAMOMIICHHS 3
JIOCBIJIOM MIapTHEPa B MPOBEJICHHI IEPEMOBHH Yepe3 Meperiisl aHAIOTTYHUX YTo/l
Ta IXHIX YMOB, a TaKOXX IMPOIMO3UIIN Ta IiH, 3pOOJICHHX I1HIIIOK CTOPOHOKO B
neperoBopax. EdexTuBHa crTpaTerisi BeNEHHS TEPETrOBOPIB € PE3yJbTaToOM
PO3YMIHHSI TIEPErOBOPHOIO MPOILIECY Ta BHU3HAUEHHS IMEPErOBOPHOI CTpaTerii
naptHepa. lIpakTuyHe 3HAYEHHS Ta NEPCIEKTUBU MOMATBIINX JOCIIIKEHb
MOJISATAIOTh Y HEOOX1THOCTI BUBUCHHS 1HHOBAIITHUX CTpaTeriil BeIeHHS A1TOBUX
neperoBopiB 'y €pomi, CIIA, Kanaal Ta 1HIIKMX KpaiHax 1 MOXJIMBOCTEH
BUKOPHUCTAHHA MIKHAPOJHOTO JOCBIAYy B YKpaiHCbKOMY Oi3HEC-CEpeIOBHIIIL.
[ToganpIoro qOCHiKEHHS MOTPEOYIOTh KOMYHIKATUBHO-TICUXOJIOT14HI TAKTUKHU
JIJI0BOTO CHIJIKYBaHHS Ta MOBHI 3aCO0M BILJIMBY Ha CIIBPO3MOBHUKIB Y KOHTEKCTI
TEXHIK €EMOIIHHOTO 1HTEJICKTY.
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