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Kparok u3zBanok

[IperoBapameTo ce jaByBa KakO KOMYHUKAIMCKO-aHAIUTUIKY MPOIIEC BO
KOj MperoBapaunTe ce BO Mely3aBUCEH OJJHOC U MPEKY Pa3IMIHU OOJIMIM Ha
KOMYHUKAIMja U Koolepalyja BirjaaT Ha BKYITHATa BPEJHOCT HA Pe3yJITaTUTe
U HUBHOTO pacnopenyBambe. OCHOBHU KapaKTePUCTUKU KOU CE€ 3aeTHUUKU 32
eJieH TIperoBapavky Mpolec € MOCTOSHETO Ha JIBe WM MOBEKe MperoBapavku
CTpaHu, MOCTOCHETO Ha 3aeIHMUKM TEMH 32 KOU Ke ce Tperopapa, TOUKa Ha
OTIIOP, OJTHOC Ha Mel'y3aBUCHOCT WTH.

3HauaeH YyeKkop 3a MperoBapauuTe € fa OfpefaT Aajlu MPeroBOpuTe Kou
NpeTcTojaT Ke UM o OJieCHH M300pOT Ha CTpaTervja W TaKTHKa CO Koja Ke
HacTanaT BO TeKOT Ha nperoBopute. KopucTemeTo Ha MOrpeliHy CTpaTeruu u
TaKTUKH Ke JIOBE/IAT /IO JIOIIN Pe3yJITaTh Ha MPOIECOT Ha TPErOBOPambe.

Kako coofBeTHuU cTpaTermu Moxe fa OujlaT TPUCIOCOOYBAHETO,
M30eTHYBamkETO WM KoMnpomucoT. [lo6pute mperoBapaun ce CIOCOOHU Ja
Npeno3HaaT TakBa CUTYallyja v J1a MPUMEHAT COOJIBETHU CTPATErvU U TAKTUKH.

Knyynn 360poBu: unmepaxmusen npoyec, 8pooeHu KOMYHUKAMUBHIU

CNOCOOHOCMU, YHUBEP3AAHA NOJABA, OCAOBHU CUMYAUUU, OEAO0BHU NAPMHEPU,
0€eN06HU KOHGDAUKMU
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NEGOTIATION IN BUSINESS ACTIVITIES
DarkoKostov, TrajkoMiceski

Faculty of Economics, “GoceDelcev’”” University, Stip
darko.kostov@ugd.edu.mk

Faculty of Economics, “GoceDelcev’” University, Stip
trajko.miceski @ugd.edu.mk

Abstract

Negotiation occurs as a communication and analytical process in which
the negotiatiors are in interrelation and they affect the final value of the results
and their deployment by the means of different forms of communication and
cooperation. The main features that are common for a certain negotiation
process are the existence of two or more negotiating parties, the existence of
common themes to be negotiated, point of resistance, interdependence relation
etc.

A significant step for the negotiatiors is to depict whether the upcoming
negotiations will ease their choice of strategy and tactics that they will apply
within the negotiations. The usage of false strategies and tactics will cause
failure to the process of negotiation.

Adaptation, avoidance and compromisecan be used as adequate strategies.
Experienced translators have the ability to recognize such situations and,
therefore, apply appropriate strategies and tactics.

Keywords: interactive process, inbred communication abilities, universal
occurence, business situations, business partners, business conflicts
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1. Bosen

[MperoBapameTo € HaYMH Ha KOj JyfeTo MeryceGHO ce pa3bupaar, ru
petaBaat Mef'yceOHUTE Pa3iIMKU U MHOTY TIpOOJieMu co Kou ce cpekaBaar.Toa
€ MHTepaKTHBEeH MpOLeC Ha KOMYHMKalMja LITO MOXE Jia ce CIy4d Kora Ke
nocakame HeITo Off PYTUTe WK JIPYyru Ke mocakaat HeluTo Off Hac

JeHelmHUTe MEHAlIEpU NOMUHYBAAT I0CTa BPEMe Off CBOETO CEKOj/IHEBHE
TOKMY BO TIpEroBapare cCO BpaOOTEHWUTE, HAJIPEIEHUTE UM CO HAJ[BOPEILHU
uHTepecHu rpynu. YecTo ce paboTu 3a noaenda Ha OrpaHMYeH PecypcH, na
nperoBapavoT Mopa /1a KOPUCTU TAKTUKHU HAa KOMIIETUTUBHO MpEroBapame 3a
/1a OCTBapH LITO € MOXKHO Mojio0ap pe3yJiTar.

Be3 mperoBopu He Moxe Jja ce pelr KOH(IMKT MO MOBOJ IOFOBOP 34
pabora, He MOXe Jla Ce HalpaBM YCIElHa ajiMjaHca MoMery JiBe KOMIIaHWUW,
la ce BOCMOCTaBU f100ap OfHOC Mefy TPOW3BOIUTENOT U BEJIETProBelOT
U 106aByBavOT, HUTY MaK fa ce JIojae [0 JIOrOBOP 3a HEKOja HAJJBOPEIIHO-
Tproscka padora.

Hedhunuparse na noumomnpezosapare
HajennocTaBHo KaskaHo, npezosaparemo € IUCKycuja moMery aBajua uin
MOBEeKe YYECHHUIIM KOU ce OOMIyBaaT Jla HajaaT pelieHne 3a CBOjoT mpobJem’.
[TperoBopuTe He ce MperoBopu KOra efHaTa Ofi CTpaHuTe € (PU3UUKH,
[ICUXUYKU WIA MOJIUTUYKY OECIIOMOLIIHA U HE MOKE 14 Kaxe ,,He " . [TpaBusHO
€ OHa TperoBaparme Kora MperopapaykuTe CTPaHU CJIOOOJHO I'M M3HECYBaaT
CBOWTE MUCJIU, TIPEJJIO3U U OJIITYKH.
[peroBapameTo ce OfjBUBa MOPAX HEKOJIKY MPUUMHK’:
1. 3apjamMoxkar iBeTe CTPaHU Jja Ce CJI0KAT OKOJIY MOfiesI0aTa Ha OrpaHUIeHU
pecypcu, KakBH IIITO Ce 3eMja, UMOT WJI BpeMe.
2. 3apa ce co3majie HEellITO HOBO IITO HUTY €lHa CTpaHa He Ou MO3KeJia cama
Jla TO HarpaBH.
3. 3apa ce peiu npo6JeMOT WM CIOPOT Mef'y CTpaHuTe.
Cure curyaluu BO KOM Ce NperoBapa, BO OCHOBA I'M MMaatr CJICJHUBE
KapaKTePUCTUKMU:

1) “Negotiation,” International Online Training Program on Intractable Conflict, Conflict
Research Consortium, University of Colorado, na Be6G-cTpanara: http://www.colorado.edu/
conflict/peace/treatment/negotn.htm (ocramnso Ha 5.8.2007).

2) Gosselin, T, (2007), Practical Negotiating:Tools, Tactics and Techniques, John Wiley&Sons,
Inc, Hoboken, New Jersey, pp. 3-4

3) Lewicki, R., Saunders, D.M., Barry, B.(2006), Negotiation, McGraw-Hill/Irwin,Singapore,
p.2
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—

[TocTojaT nBe uau noBeke cTpaHu (MOSAUHIU, TPYNU UM OpPraHU3alun).

2. TlocTou maHca nim KoH(IMKT, ToTpeda 1 >kesaba nomery fiBe nim noBeke
CTpaHu.

3. Crpanute 10 ofibpajie MperoBapawmeTo, T.e. THUE MperoBapaaT OuiejKu
MHCJIAT JieKa K& NOCTUIHAT TMof00ap pe3yaTar BO MPEeroBOpUTe BO OJJHOC
Ha OHa IITO OU ro Ao0uIe o APyruTe CTpaHu 6e3 MPeroBopu.

4. Kaj nperoBoprTte KOHCTAHTHO C€ OfIBUBA HY/ICHE U 0apare OTCTANKH, T.€.
ce 0YeKyBa U JIBETE CTPaHU BO TEKOT Ha MPEroBOPUTE /1a ' Mouduppaar
CBOWTE NMOYETHU M3jaBU UM Oapatba.

5. CrpaHuTe noBeKke cakaar jja Nperopapaatr OTKOJIKY /ia Bie3aT BO OTBOPEH
KOH(PJIUKT, MOTIOJIHO /1a FO MPEKUHAT KOHTAKTOT WJIM €HaTa CTpaHa BO
MOTIHOJIHOCT /1a IOMUHUPA HaJl ipyraTa.

6. YcnemwHoTo mperoBapame BKIyYyBa M JIOTOBOP 3a MaTepujaJHUTE

(mp. UeHa WM YCJIOBM Ha JIOTOBOPOT) M HEMaTepHjaJHUTE Mpallamba

(mcuxosolka MOTHMBALMja KOja JMPEKTHO WM WHAVPEKTHO BlMjae Ha

TEKOT Ha MPEroBOPUTE).

IIpezosapauxu npoyec

Cekoe [eJIOBHO MperoBapame Mopa Ja Ce 3acHOBa Ha COOJBETCH
nperoBapauk npotiec. [[peroBapauknoT npoiec Ke ro pasriefyBame Bo YeTHpu
thazu: noozomoska (naanuparse), pasmena Ha uHgopmayuu, 00208aparse n
CKAYUYBAE HA CNO2000d, 0OHOCHO 002080D.

I10020mo6Ka OHOCHO TITTAHUPAETO,, CIIOPE]] MHOTY aBTOPH,, € HAjBaXKHUOT
nen of1 nperoBopute. Ce MpeTnocTaByBa jieka MPeroBapambeTo ro COUMHYBaaT
80 % nnanupare u 20 % akumja’.

[Ipy nnaHMpameTo Ha cTparerujata, Mperopapayurte Tpeba na BOAaT
CMETKa He CaMO 3a COINCTBEHUTE, TYKY M 32 MHTEPeCUTe Ha CIPOTUBHATA
crpana. Cekako, MHTepecuTe Tpeda Jja ce PaHrupaT MO BaKHOCT U OfIHAIPES]
ce ofipelyBa Ko paboTh MOXKe Jia Ce JlalaT KaKo OTCTarkKa Ha JipyraTta cTpaHa,
3a pa3jmKa of] OHKE Off KOM He MOXe Jia ce oTKaxkeMe. Taka, moTpeGHo e fia ce
OfipeqM BO KOja Mepa (PMHAHCHUTE MOXKAT JIa TIOCTYKaT KakKo 3aMeHa 3a JIpyru
noTpeOK ¥ BHUMATEJHO Jla Ce TTIAHUPAAT MOTEHLMjATHUTE MTOTE3H TIOBP3aHH CO
¢punancuute .’ MicTo Taka, BO MOArOTOBKUTE 32 MPEroBopH Tpeda jia ce MoCBeTH
BHUMaHUE Ha pasriiellyBarbe HAa 3aKOHCKMTE MMIUIMKALMU Of eBEHTyajHaTa

4) Wyatt, D. (1999), “Negotiation Strategiesfor Men and Women*‘, Nursing Management,Vol.
30 Issue 1, p. 24

5) Cronin-Harris, C. (2004), “NegotiationStrategy: Planning Is Critical®, CPA Journal,Vol.74
Issue 12, p. 44-45
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criorop6a.®

JlokanujaTa Ha Koja ce OfBMBAaaT MPErOBOPUTE MOXE fa BiMjae Ha
Pe3yaTaToT Ha IperoBapameTo. Bo Toj norinen, JoMakKMHUTE Ce BO TICUXOJIOLIKA
NPEHOCT 3apaid TO3HATOTO ONMKpPYKyBame. ['ocTuTe MOXKaT Ja JoXKuBeaT
KYJTYpeH 10K, a UCTO TaKa ce ajeKy Of CBOjOT CHCTeM 3a MpodecroHaIHa
" JIn4Ha nogjpuika. Ocsen TOQA, JIMYHUTE KAPAKTECPUCTUKU HaA MPEroBapavyor
(mp. BO3pacT, MoJ WM paca) MOXKaT Jia BIMjaaT MO3UTUBHO WJIM HEraTUBHO HA
UCXOJIOT Of] IPErOBOpUTE.

Pazmenama na unghpopmayuu tTpeda npaBuiHo ja ce osuba. CBeTCKUTE
eKcnepTH of] 00J1acTa Ha TIPEroBapamkeTo NpejJiaraaT OCHOBHA (hopMyJia BO MeT
YeKOpH 3a pa3MeHa Ha MH(OPMALMK BO TEKOT Ha TPOLIECOT Ha TperoBapame:’

1. Axmueno caywamwe: ToMalKy 300pyBambe, TOBEKe CIylIame, a Co
TOa U Clefiehe Ha HeBepOaJHM 3HAUM W 3aNullyBakhe Ha HajBaskKHUTE
HUH(pOPMalVH.

2. Tocmasysarse Ha omeopenu npawiarsa T.. npailiamba Kou 6apaar UeJoceH
OZIrOBOP, a He camo f1a/ue. [Ipumepu 3a BakBM npaiuata ce: ,,llto nenure
co BawmoT npenyor?” u ,,Kaksu ce Bammre noriaeu 3a noHatamy?”.

3. Pasbuparwe Ha wHueHume uyecmea, TpPEKy corjefame Ha HUBHUTE
pasMuCIyBama, NPeyIo3n U HUBHUTE OUEKYyBaba.

4. [Tlosmopysare Ha yeaume Ha Opy2ama CMpaHa 3apagy MOTBpAA Jieka e
pa3bpaHo Toa LITO € KayKaHO Off Apyrara nperopapavka CTpaHa.

5. Hspasysawe Ha no3umusHu yyscmea MpeKy NMOKaKyBale Ha UHTEpeC U
BHMMATEJHOCT JIeKa Ce LIEH! NperopapaykaTa cTpaHa.

Jloeosaparwemo BKIyuyBa pa3MeHa Ha BPETHOCHU €IMHUIM (BAJTyTH) 3a
CTOKa MAM ycayra. BamyTuTe Ha pasMeHa ce M3efHadyBaaT cO PecypcuTe, mna
MOKaT ia GuaT MaTepujanHu (Ha Mp. nap, CypoOBUHU, MPOU3BOJIM 32 IIMPOKA
MOTPOIIIYBAaUKa, OMpeMa) U HemaTepujasHu (Ha TMp. 3HACHE, Pa3HOBUIHU
yCJIyru, pu3HaHue uin Bpeme)®. EBe HeKOJIKy BaiyTu (BPEHOCHU eIMHULIN):
¢unancuu, syée, objekmu, onpema, npuopumemu, UHGOPMauUU, NPUIHAHUE U
Hazpaou.

6)Rouse,M.J..Rouse,S.(2005),Poslovnekomunikacije: kulturoloskiistrateskipristup,Masmedia,
Zagreb, p. 195

7) “Negotiation,” International Online Training Program on Intractable Conflict, Conflict
Research Consortium, University of Colorado, Ha Be6-cTpanara: http://www.colorado.edu/
conflict/peace/treatment/negotn.htm (roctanuo Ha 5.8.2007).

8) Gosselin, T, (2007), Practical Negotiating: Tools, Tactics and Techniques, John Wiley& Sons,
Inc, Hoboken, New Jersey, pp. 48-49
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Crayuyearwe 002060p

[To mperoBapameTo ce CKIydyBa crioroyida, OqHOCHO foroBop. Bo Hajrosiem
Opoj Ha clyyaud LEeNTa Ha MPEeroBOpuTe € MOTIUIIYBakhe JOrOBOP. 3a HUB,
JIOrOBOp € KOHeueH 30Mp Of] paBa U 0OBPCKM KOW ja Haj3upaaT copaboTKaTa
Mefy JIBe CTpaHU U OfipeflyBaaT Koj, IITO, Kora u Kako ke padoru. O ipyra
CTpaHa, BO a3UCKUTE 3eMjH 1IeJITa Ha PErOBOPUTE € CO3/IaBakhe JICJIOBEH OJJHOC.

Bo cayuaj Ha mpomMeHa Ha OKOJHOCTH WJIM TI0jaBa HA HOBU MOTEHIUjaTHU
napTHepH Jloara 1o HOBU nperoBopu. Bo oBoj ciyyaj, efHaTa UM BETE CTPaHU
MOKAT Jia IO MPOMEHAT CBOJOT MOUYETEH CTaB.

Pu3sux 00 aow 002060p

HorBopoT Tpe6a ja Oupie MPaBUIIHO TOCTaBeH. J[IOKOJKY TOj € JIOLIO
COCTaBEH MOXKE Jla MpeAu3BHKAa MHOTY HaJIBOPEIIHO-TProBCKU pusuiu. Toj
MOpa ia ' COAP>KU CUTE BAKHU €JIEMEHTU BO MHTEPEC HA CUTE MOTNUCHULU
3a J1a MOKe, BO MpaBa CMHUCIHA, a Oujie u3pa3 Ha BOJjaTa Ha JIOrOBOPEHUTE
cTpanu’.

Bo Mef'yHapoHMOT JOrOBOP € MHOTY BaXKHO Jia ce ie(hMHUPAaT PACTIOHUTE
Ha PU3MK OJf CTpaHa Ha MOEUHEeYHU NOroBOpHU cTpaHu. Ha mpumep, Koj ke
CHOCH PU3UK OJf TyGeHETO Ha CTOKATa ako OpOIOT, KAMMOHOT, aBUOHOT I
JKeJIe3HUIATa KOja ja peBe3yBa CToKaTa JIosKuBee coobpakajHa Hecpeka?'”

MeryHapoiHUOT JIorOBOp Tpeba Ja COAp>KM OMUC Ha CTOKaTa WITO ce
npojiaBa, Hej3MHATA 1IeHa, YCIIOBUTE Ha MCTopadka (Bpeme, HAUMH U MECTO)
U Makame Ha cToKaTa (Bpeme, HauMH M BajyTa). MeryHapojiHuTe I0roBOpH
4yecTo coppxkaT U T.H. ofipenda op moBucoka cuia (force majeure), koja
JI03BOJIyBa OTCTArKH Off JIOTOBOPEHUTE OOBPCKH, JGTYMHO WIIM 1I€JIOCHO, BO
Clly4aj Ha BOjHA, IITPAjKOBYU U rparaHcku Hepeau''.

Emuxka 6o npezosaparwemo

Etuukute cTaHgapy Ha €HO APYILITBO T'M OfpefyBaaT npudaTiuBuTe U
HenpudaTAMBUTE HAUMHU HA OJJHECYBALE, TAJIM € HEIITO JJOOPO WM JIOLLIO.

[pernpujaTueTo Mopa BO CEKOja JIeJIOBHA CUTYal|]ja Jia IPAaBU PAMHOTEXKa
Mef'y joorBKaTa (Koja MOKe 1a Oujie BUCOKA M HUCKA) U eThKaTa (Koja MOKe J1a
Oujie BUCOKA U HUCKA). PU3MYHO e morpeiHo Ja ce oy Ha OU3HUC KOj Ce COCTOU

9)Unkovié,M.,Staki¢.B.(2009) Spoljnotrgovinskoideviznoposlovanje, UniverzitetSingidunum,
Beograd, pp. 278-279

10) Unkovi¢, M., Stakic. B. (2009) Spoljnotrgovinsko i deviznoposlovanje,
UniverzitetSingidunum, Beograd, p. 279

11)  Unkovi¢, M., Stakic. B. (2009) Spoljnotrgovinsko i deviznoposlovanje,
UniverzitetSingidunum, Beograd, p. 279
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Of1 BUCOKA JIOOMBKA M HUCKA €THKa, OW/IejK1 Ha TOj HAUMH NPETPNUjaTUETO '
ryOu MOTPOILIyBaYUTe 3apajii OTCYCTBO HA HMBHO 33JI0BOJICTBO'.

CranpjapiuTe Ha J€JOBHA €THMKAa MHOTY Ce€ pa3jIMKyBaaT BO Pa3lW4HU
KyaTypu. Ha npumep, Bo ucnamckuTe 3eMju JeJIOBHATa €TMKa OfiroBapa Ha
OMIITUOT HAYMH Ha >KMBOT, KOj BO rojieMa Mepa ro OfjpelyBa pejurujara.
BkiydyyBa yuyecTByBamwe BO PEJIMIMCKM LEPEMOHUM, HOPMU Ha OJJHECYBaHe
Mery TIOJIOBUTE U MOYUTYBaHE HA POJIUTEIUTE.

IInpoko pacnpocTpaHETO € MUCIEHETO IeKa YCIEXOT BO MPEroBapaeTo
€ 3arapaHTHpaH aKko ce ynoTpeOyBaaT NMpeBapaHTCKM TAaKTHKH, Kako LITO ce
Onedupare, npeTepyBame, peodpas3yBare, riymMa 1 oTBopeHa sara'’. Jloneka
HEKOM aBTOPHM 'O OCYJAyBaaT MaMeHETO BO MPEroBapameTo, HeKou apyru'
cMeTaar jeka OM3HUCOT MMa COICTBEHa €THKa KOja JI03BOJIyBa yrnoTpeba Ha
Pa3aYHU TaKTUKU, KOU HaIBOP Off OM3HUCOT OM O1sie HEJJ03BOJIMBH.

Hekou op hakTopuTe Kou ofipeyBaaT BO KOja Mepa nperopapadnre Ke ce
ApKaT JI0 eTUYKN HOPMHU Ce:

— Pacnonarame co KoJuuMHATa HA JOCTAMHU MH(OPMAIUU, KOU OHAIIPEN]
6u ce cobpare 3a ofipeficH! NPETIOCTABKY U Oapamba.
— 3anasyBame Ha OJJHECYBaHE CO JIpyrara cTpaHa Koja OOMYHO € yCJIOBEHa

o1 kenbara 3a pa3BuBame Ha MeryceOeH JI0NroTpaeH OfjHOC.

— OpHecyBameTO Ha JpyraTa CTpaHa ynaTyBa Ha pEUMIpPOTUTET BO

OJTHECYBAH-ETO.

— BaxdocT Ha penyTauujaTa Off JIBETe CTpaHM ymaTyBa Ha JIBOCTPAHO
npedeprpame Ha MOPATHUTE HOPMU HA OJTHECYBAHhE.
— Kopucrewe Ha npaBHM MexaHW3MHM (TIp. MOCTOCHE Ha I0rOBOP), OUIejKu

OBO3MOXKYBa CIpeuyBamhe Ha M0jaBa Ha HEETUYKO OJJHECYBAE.

Emoyuu 6o npezosaparsemo

EMoupuTe ro counHyBaaT UHTETPATIHUOT fEJT Off Pa3yMOT U MPOLECOT Ha
oJuTyuyBame.'> BeylHocT, ce mpeTnocTaByBa ieka OTCYCTBOTO Ha EMOLIMU UMa
UCT HEeraTUBEH e(PeKT Ha OIyuyBame, KAaKO U CUJTHUTE HETaTUBHU €MOLUH, a

12) Milisavljevié¢, M. (2001) Marketing, dvadesetoizmenjenoizdanje, Savremenaadministracij
a,Beograd, p. 64

13) Cramton, P.C.& Dees, J.G. (1993) “PromotingHonesty In Negotiation: An Exerciseln
Practical Ethics“ Business Ethics Quarterly,Volume 3, Issue 4, p. 360

14) Carr, Albert Z. (1968), “Is BusinessBluffing Ethical?” Harvard Business Review.January-
February, pp. 143-159

15) Fromm, D. (2007), “Emotion In Negotiation, Part I”’, The Negotiator Magazine, Ha BeG-
cTpaHara: http://www.negotiatormagazine.com/fromm_november2007.doc (nocramnHo
20.10.2008)
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MOTUCHATUTE EMOLMM MOXKAT J]a TM NOPeMEeTaT KOTHUTUBHUTE CIIOCOOHOCTH U
MeMopHjata.

3a HeKoj /1a CTaHe HABMCTHMHA BEIUT Mperopapad € BayKHO He caMo /1a '
KOPHUCTAT KOTHUTUBHUTE CTPATErMy U BELITUHU, TYKY U J1a Oujie eMOTUBHO
uHTeaureHTeH'*. EMOTHBHO MHTEJIMIeHTHUOT MperoBapay € CBeCeH 3a CBOMTE
U TyfuTe eMOLM M YCIeBa CTPATErMCKU J1a TM KOPUCTU BO MNPOLECOT Ha
NperoBapame.

[MoBekeTo nH(pOpMaIKK 32 EMOLIMKUTE Ce PEHeCyBaaT HeBepOaJIHO, KAKO
LITO € CJIy4ajoT U CO MOBEKETO KOMYHMKAIMK BOOMITO. Toa 3Hauu Jleka MHOTY
noBeke MHGopManuK ce JoOuBa off HeBepOaHaTa KOMYHUKAIMja OTKOJIKY Off
W3rOBOPEHUTE 300POBH.

Tabeaa 1. YyscTBa 1 puznuku Manugecraumu'’
Table 1. Feelings and physical manifestations

Yyscmea Dusuuka manupecmayuja
CraB co pare Ha KOJKOBUTE, YyKamke Ha CPLETO, Op30
JlyTemwe
TMICHe
CTernaTy NECHUIW, CTY/ICH M BKOYAHET MOTJIe], TIIACeH 1
I'ues, Oec
Op3 roBop

3amMop, HaBeHATA MOJI0X06a Ha TENO0TO, 06ecXxpabpeHocT,
TIIeflake BO ef]HA TOYKa, CIIOPOCT, TPENepeyKH riac,
YEeCTO JWIICHE 1 U3ANIIYBaHe
3arpuxeHoct Hewmmp, yyKkame Ha cpueTo, 6p30 IUIIeHe

Jenpecuja, ouaj,
MOTULLTEHOCT

Bonka Bo MycKysuTe 1 riaBata, TeH3Uja BO BpPaTOT U

Crpas, naHuka
pamemaTa

[To3uTvBHUTE eMoIMM BOAAT [0 YECTM OTCTANKW, IO CTUMYJMpaar
KPEaTUBHOTO pelllaBakeé Ha TMpoOJIEeMOT, ja 3rosieMyBaaT 3aefHNYKaTa
noOvBKa, ja HaMaiyBaaT ynoTpebaTa Ha HEMpHjaTeliCKM TaKTUKU U TO
3roJIeMyBaaT KOPUCTEHETO Ha KOOMEpPATHBHU TMPEroBapavyku TakTHKU. Of
Apyra cTpaHa, HETaTMBHUTE €MOLMM ja 3aCHilyBaaT TMOYeTHATa MO3WIHja, IO
HaMaJlyBaaT JaBaH-eTO OTCTAINKM, BOJIAT [0 OfIOMBamke HA KOHEUHUTE TIOHY/IH,

16) Fromm, D. (2007), “Emotion In Negotiation,Part I, The Negotiator Magazine ,ha Be6-
cTpaHara: http://www.negotiatormagazine.com/fromm_november2007.doc (nocramnHo
20.10.2008) u Fromm, D.(2008), “Emotion In Negotiation, Part II:Dealing With Strong Negative
Emotions”, The Negotiator Magazine, Ha Be6-cTpaHara: http://www.negotiatormagazine.com
(mocramno 20.10.2008)

17) U3Bop: Stein, S. & Book, H. (2000), The EQ Edge: Emotional Intelligence and Your Success,
StoddartPublishing, Toronto, p. 48.
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ja 3rojiemyBaaT ynorpebaTa Ha KOMIETUTUBHU CTpPATerMu M ja HamallyBaaT
kenbara 3a copaboTka 3a BO WHMHA. Ha npumep, JTyTewmeTo Mmpeu3BUKYBa
npe3eMame MOroJieMd pU3ULM, TOBEKe TpellKd W Torojema (hUHAHCUCKA
3ary6a Bo nperoBopure.'® Pesynrature of mpakcaTa mokaxkyBaar jieKa JojieKa
MO3UTUBHOTO PACTIONIOXKEHNE BOJM JIO CO3/laBale MOroJeMu BpPEJHOCTH,
JIyTEHETO TIIABHO € MOBP3aHO CO Gapame Win mojienda Ha BpeHOCTH.

[MocTojat iBa MOXKHYM HAUMHY 32 PETYIMPAH-e HA EMOLMUTE: HOMUCHYBAH>E
UAU KOHMPOAUPAHE HA eMOYUUME NO NAN HA HEU3PA3YBAe N PeGUOUPAsE UAU
npeucnumyearbe, m.e. KOHMpOAUParLe Ha emoyuume co poMeHa Ha HAUMHOT
Ha KOj pasmuciyBame BO ofipefieHa cutyauuja. CriopenyBajku T edpeKTuTe
Ha OBUE [BC CTpaTeruv, HUCTPAXXKYBAUUTE OTKPWJIC JE€Ka MNperoBapavnuTe
KOM I'M NOTHUCHYBAJIC €MOUUUTE HMAJIC HApYIIEHW KOTHUTUBHU npouecm2°.
UcTtpaxkyBamata Jlypu MoKaxkase M JeKa U3pa3yBambeTo Ha eMOLMU MOXKe Jja
Ce CJTy4u HEe3aBUCHO Of] YyBCTBATA, T.€. IeKa MOXKEME Jla U3pa3umMe eMOLMN KOU
HE ' 4YyBCTBYBaMe€.

Emnupucko ucrpaxypame

OBOj eMIMUPUCKY JIeN Off MarMCTEPCKUOT TPY/ MMa LeJ Jla TO HaJl0MOJIHI
TEOPETCKUOT JIeN Ha UCTPAsKyBAaHETO U JIa JIajie OIOBOPU Ha MOBEKe Mpaiiamba
KOW C€ MPEJIMET Ha UCTPaKyBatbe.

Bo wucrpaxyBamwero Oea anketupanu BKynHo 200 wunpuBupyun (140
Bpaborenu u 60 MeHaliepu), KoM oOfroBopuja Ha BKynHo 10 mnpamiama.
Bo mnoHaTaMOIIHMOT TEKCT Ce HaBeeHM TpallarbaTa W Of[fOBOPUTE Ha
UCTIUTAHULUTE.

IIpeaMeToT Ha eMNMPUCKOTO MCTPAXKYBaHe € COrJieflyBame Ha JIEIOBHO
KOMYHULIMPAe U NPeroBapame BO PaMKUTE Ha UCIIUTYBAHUTE OPraHu3alCKU
CyOjeKTH.

AHKeTaTa, Kako METOJ] Ha MCTpaxKyBame, Oellle CHpOBefeHa MpeKy
(hopmynupare Ha NpallajHULM CO CTaHfapiu3upaHu mpatuama. CobpaHuTe
nofaTouy 6ea CTATUCTUIKU 00paboTeHn

ITpu ucrpaxyBameTo Gellie mocTaBeHa reHepaliHa XMIoTe3a Koja raaceriie:
L okoaky menayepom npu KOMYHUYUPAEMO UAU NPE0BAPAHLENMO 60 DAMKUNE
Ha OpeaHU3auuUjama Kopucmu 3Haere U UCKYCmeo, 60 op2anusayujama Ke ce

18) Fromm, D. (2008), “Emotion In Negotiation,Part II: Dealing With Strong NegativeEmotions”,
The Negotiator Magazine, Ha BeG-cTpanara: http://www.negotiatormagazine.com (JOCTarHO
20.10.2008)

19) Neale, M, A. (2005), “Emotional Strategy* Negotiation, p. 4, Harvard Programon Negotiation

20) Neale, M, A. (2005), “Emotional Strategy* ,Negotiation, Harvard Program onNegotiation,
p.4
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passue ycnewHa pabomua ammocgepa u 3a00804cmeo mezy epabomenume,
Kou Ke npudoHecam 60 pa3eojom Ha opzanudayujama.

Pe3yntaTtu on nctpaxxyBameTo

PesynaraTure oOff aHKETHMOT TpAllaJIHUK Off HUCTPaXKyBameTO Ce
npeTcTaBeHy Bo Tabena 1, Mo 1ITO cieii MojeTaHa aHalIu3a Ha JoOueHHuTe
OJIFOBOPU 32 CEKOE Mpalllare MOSAUHEYHO.

ITpeomo npamawe raaceiue: [Jaau cmemame 0eka 60 Op2aHU3aAuuUjama
NOCMOU NPAGUAHA KOMYHUKAYUU]A NOMeZy 8pabomeHume u meHayepom?

IlenTa Ha oBa mpailame € fa ce yKa’ke Ha OCHOBATa Ha pe3yJITaTUTe Ha
NpPEeTNpUjaTUETO — MPABUIIHA KOMYHHMKALMja Mel'y BpaOOTeHUTE U MEHAIIEPOT.
Pesynrature of oBa mpaiiame ' NpuKakyBame TabenapHo (Tabena 1) u
rpacguyku (rpacpukoH 1).

Tabeaa 1. [Janu cmeTare eka BO OpraHu3aiyjata nocToU MpaBUiiHa
KOMYHHUKalMja nomery BpaboTeHUTe 1 MeHaliepoT?
Table 1. Do you think there is a proper communication process being
conducted among the employees and their manager?

[Tpawame Op. 1
[anu cMeTaTe fieka BO
opraHu3zanujaTa nocTou npaBuiiHa Menayepn | BpaGotenn BKynHo
KOMYHHKAIIHja TIoMer'y BpabOTeHUTE U

MeHayepoT?
a) [la 72 72 143
6) He 15 15 29
B) He 3Ham 14 14 28
Bxkynho 100 100 200

x2 = 48,930

AKo M norJieffHeMe TIPeCMETKUTE Of] JIaIcHUTe OJIrOBOPHU 3 JIBETe TPy
Ha Mpalliarba, fo01eHaTa BPeHOCT 3a X>-TECTOT U BPE/IHOCTA Ha KOS(PUIIUEHTOT
HAa KOHTUI'eHLIU]a CJIeMIU:

X20.05 = 5,991 (TabnuuHa BpegHOCT)

xza05 = 48,930 (mpecmeTaHa)

X2 005 npecMeTaHa>x>;  TabJIMyHa BPEHOCT

C =0,443 (mpecmeTaHa)

Oy oBa MOXeMe Jla 3aKIyunMe JleKa MpecMeTaHaTa BPETHOCT 3a X*—
TecToT usHecyBa 48,930, mTo e morojieMa off TabauyHaTa BpefHocT Ha x%. Co
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TOA Ce J]aBa 10 3HACH:E JIeKa OfI'OBOPUTE Ha MEeHaljepuTe U BpabOTEHUTE MO OBa
npailame He COOJIBETCTBYBAAT.

KoeduyueHToT Ha KOHTMHIEHIM]ja, KOj IO MOKaXKyBa MHTEH3UTETOT Ha
MeryceOHa MOBP3aHOCT MOMefy OfI'OBOPUTE Ha MEHallepuTe U BpabOTEeHUTE,
uma BpepHocT 0,443, ITo 3Hauu yMepeHa MoBP3aHOCT.

NmeHo, u o TaGenaTta u of rpaMUKUOT NPUKa3, Ma 1 Off MPEeCMETaHUOT
x2-TecT, ce IyefjaaT CTaBOBUTE HA CTIMTAHULUTE BO BPCKA CO MPABUIIHOCTA Ha
KOMYHHMKalujaTa Mef'y MeHallepuTe 1 BpabOTEHUTe BO OpraHu3augjara, Kaje
LITO Ce pa3iMKyBaaT UCKa3UTe Ha MEHAllepUTe Off KICKa3UuTe Ha BpaOOTEHUTE.

Hajronemuor men on MeHayiepute, wiu noToyHo 93 % opn HUB, cMeTaaT
ieKa MoCTOM MpaBUIIHA KOMYHMKalja Mef'y BpaOOTeHUTE M MEHallepuTe BO
opraHuzaiujaTa, fojieka Mnak CUTyalujaTta € MHOTY MOMHAKBA Kaj BpaOOTeHUTE,
kaje wro 50 % op HUB cMeTaaT jileka MeHalJlepuTe He MpUMeHyBaaT MpaBUTHA
KOMYHHMKalja BO OJHOCUTE CO HMB BO PaMKM Ha OrpaHu3alyjara.

MM MV

m?? m?? m??R? m?? m?? m?N?

21%

0% 7%

I'pagpuron 1. [Jani cMeTate 1eKa BO OpraHu3aiijaTa mocToM MpaBUTHA
KOMYHMKaI{ja noMer'y BpaboTeHuTe 1 MEHalIepoT?
Figure 1. Do you think there is a proper communication process being
conducted among the employees and their manager?

[TpaBuiiHaTa KOMyHMKalMja Mel'y MEHallepuTe u BpabOTEHUTE € OCHOBA
Ha JOOMEHUTE pe3yJTaTh Of JIelyBalkeTO Ha OpraHu3alyjaTa Ha Mas3apor u,
04YEKYyBaHO, MMa Pa3JIMKa BO JJaIcHUTE OATOBOPH HA OBA MpaLlamke Off CTpaHa Ha
MEHalepuTe 1 BpaboTeHnTe.

Bmopomo npamame riacemie: /laau cmemame Oeka cme 3a0080AHU 00
KOMYHUKayujama co epabomenume/meHayepom 60 opanusauujama?
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Ilenra Ha oBa mpaulame Oelle [Ja ce yKaxKe Ha 3HaueHheTO KOe o uma
3a/I0BOJICTBOTO ILLITO 'O YyBCTBYBAaT BPAOOTEHUTE U MEHAIEPUTE Off TIPOLIECOT
Ha KOMYHMKal|ja ITO ce ofBuBa Mefl'y HuB. Pe3ynrature o oBa mpaiiame ru
npuKaxKyBame TabenapHo (Tabdena 1.2) u rpapuyku (rpadpukoH 2).

Tabenaa2. [lanm cMeTaTe AeKa cTe 3a[0BOJIHU Off KOMYHHKANUjaTa co
Bpa0oTeHNTe/MEHAIIePOT BO Opranu3amnujara?
Table 2. Are you satisfied with the communication you have with your
employees/manager?

[Ipawame 6p. 2

Jlanu cMeTate ieKa cTe 3a0BOJIHI
OJ1 KOMyHHUKalujata co Bpadotenute/ | MeHanepu | Bpaborenn BxkymnHo
MEHALIEPOT BO OpraHu3auujara’?

a) [la 63 63 126
6) He 18 18 36
B) He 3Ham 19 19 38
BkynHo 100 100 200
x? = 34,596

AKo M norieffHeMe TIPecMETKUTE Of] JIaIecHUTe OJIrOBOPHU 32 JIBETe TPy
Ha Mpaliama, J00MeHaTa BPEJHOCT 3a X> TECTOT U BPEHOCTA HAa KOS(DUIIUEHTOT
HAa KOHTUI'eHLIU]a CJIeMIU:

X20,05 = 5,991 (TabnuuyHa BpegHOCT)

X2 005 = 34,596 (npecmerana)

X2 005 npecMeTaHa>x>;  TabJIMyHa BPEHOCT

C =0,384 (mpecmeTaHa)

Oy oBa MOYKeMe Jla 3aKITyYrMe JIeKa MPeCMeTaHaTa BPEJHOCT 3a X—TeCTOT
usHecyBa 34,596, mto e morosema ojf TabandyHaTa BpefHocT Ha x2. Co Toa ce
yKaxKyBa JieKa OIFOBOPUTE Ha MeHallepuTe 1 BpaGOTEHUTE U 110 OBA Mpalliakbe
HE COOJIBETCTBYBAAT.

KoeduiueHToT Ha KOHTHHTEHIIM]ja, KOj IO MOKaXyBa MHTEH3UTETOT Ha
MefyceOHa MOBP3aHOCT MOMely OfI'OBOPUTE Ha MEHAllepuTe U BpaOOTEHUTE,
uma BpeaHocT 0,384, To 3HauM ymMepeHa MoBP3aHOCT.

Nwmeno, u o TabenaTa u off rpapMuKUOT MPHUKa3, Tia U Of IPECMETAaHUOT
X2 —TecT, ce IJeflaaT CTABOBUTE HA MCIUTAHWIUTE BO BPCKa CO TMPUMEHATa
Ha 3HACHETO M MCKYCTBOTO BO OpraHu3anujaTta, Kaje INTO Ce pa3jiMKyBaar
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MCKa3UTe Ha MEHAIIepUTE Of] UCKA3UTe Ha BPAaOOTECHUTE.

Hajronemuot men on mMenaniepute, wiu norouno 80 % op HUB, cMeTaaT
JeKa ce 3aJI0BOJIHU Off KOMYHUKalljaTa co BpabOTeHUTe BO HUBHATA pupma,
JofieKa Nak cUTyanujaTa € coceMa NOMHaKBa Kaj BpaOOTEHUTE, KJIeLLTO CaMo
46 % cMeTraar feka ce 3aI0BOJIHM Of KOMYHMKaIMjaTa cO MEHallepuTe BO
HUBHATA (pupma.

2222?7222 ? ?

E?? E?? m?RP? m?? E?? mPPR?

3%

I'pacpukon 2. [lanm cMeTaTe ieKa cTe 3aI0BOJTHHU O] KOMYHHKANHjaTa CO
Bpa0oTeHNTE/MEHAIIePOT BO Opranu3amnujara?
Figure 2. Are you satisfied with the communication you have with your
employees/manager?

OBa npaiuarme NpousJerysa of ejiHa oj IOCTaBeHUTe XUIOTe3H, T.€. OHaa
LITO BEJIM /IeKa OCHOBATA 32 Pa3BOjOT HA €[JHO NPETIPUjaTHE € BO 33JI0BOJICTBOTO
Ha BpabOTeHUTE Ofi KOMyHMKalMjaTa cO MEHAlJepuTe BO PaMKHUTE Ha CBOETO
npeTnpujaTue.

Tpemomo npawawe raaceue: /Jaiu cmemame Oeka 60 op2aHudayujama
ce nouumyeaam npUHYUNUMe 3a emuiHoO 0OHeCy6armwe U 6adoeerwe Ha 000pu
MeZyuose K 0OHOCU (MeHauepu-8pabomenu, spabomenu-epabomenu)?

[MpamameTo ce ofHeCyBa Ha Toa JieKa eTHKAaTa Ha OJJHECYBaHe € HEeLlTO
mTo Tpeba Jia ce MoYMTyBa BO pAMKUTE Ha OpraHu3alyjaTa, Kako 1 Ha OJHOCUTE
Mely WHAVBMJYUTE W TpynuTe BO OpraHmsauujata. Pesynartarure o oBa
npaniame T npukaxysame TadenapHo (tadena 1.6) u rpacpuyku (rpadpukoH
6).
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Tabeaa 3. [lanu cMeTare Jieka BO OpraHu3alujara ce nouynuTyBaaT
NPpUHUMNUTE 3a €TUYHO OJHECYBAHE U BJIA/ICCH-E HA JlO6pI/I Mef‘y‘-lOBe‘-lKl/l
ofiHOCH (MeHallepu-BpaboTeHN, BpaOOTEHU-BPAOOTEHN)?

Table 3. Do you think that the organization is committed to the principles
of ethical behavior and the rule of good interpersonal relations (managers-
employees, employees-employees)?

[pamame 6p.3

Jlamu cmeTate fieka BO OpraHusanyjaTta
ce MOoYUTyBaaT NPUHLMINTE 32 €TUYHO
OJJHECYBaH-€ U BIIajIeeHe Ha 00pU Menayepu | BpaboreHu BkynHo
Mery40BeUKH OJHOCH (MEHallepy-
BpabOTEHU, BpAOOTEHU-BpaObOTEHN)?

a) a 58 58 116

6) He 15 15 30

B) He 3nam 27 27 54
Bkynno 100 100 200

x2=35,632

AKO M NoryiefiJHeMe NMPECMETKUTE Off AAJICHUTE OJITOBOPU 32 IBETE Py
npaiama, To0ueHaTa BPEIHOCT 3a X>-TECTOT U BPEAHOCTA HA KOE(PUIMEHTOT
Ha KOHTHUTeHIIM]a CJIC/IN:

X2 0s= 5,991 (Tabnan4Ha BpeaHOCT)
x?= 35,632 (mpecMeTaHa)

2 2
X">X 0.05
2 2
x 0,05 npecmerano>x 0.05

C =0,389 (mpecmeTaHna)

Oy 0Ba MOYKEMe J1a 3aKJTyYrMe JIeKa MPeCMeTaHaTa BPEJHOCT 3a X —TeCTOT
n3HecyBa 35,632, mTo e morosiemMa off TabanmyHaTa BpefaHocT Ha x2. Co Toa ce
yKaxKyBa JieKa OJIrOBOPUTE Ha MEHALIEpUTE U BpaOOTEHHUTE 110 OBa Mpallambe He
COOJIBETCTBYBaaT.

KoeduipeHTOoT Ha KOHTHHTEHIM]a, KOj TO MOKaXKyBa MHTEH3UTETOT Ha
Mef'yceOHa MOBP3aHOCT MOMEly OfI'OBOPUTE Ha MEHALlepUTE U BPabOTEHUTE,
nma BpeHocT 0,389, mTo 3HaUM yMepeHa MOBP3aHOCT.
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Nwmeno, op TabenaTta u of rpaMyKMOT NpUKa3, Na U Off MPECMETAHUOT
x%-TecT, ce IWiefaaT CTABOBUTE Ha MCIUTAHUIMTE BO BPCKA CO BIIAJICCH-ETO
Ha TIPUHLMINUTE HA €THYKO OJHeCYBame M JA00puTe MefyceOHM OfJHOCH BO
opraHu3aumgjaTta, Kaje WITO Ce pa3iuMKyBaaT HCKa3UTe Ha MeHallepuTe Of
MCKa3UTe Ha BpaOOTEHUTE.

Hajronemuor nen o menaniepute, unu notouHo 70 %, oproBopuiie aeka
opraHu3aiyjaTa Bo KOjallTo paboTaT uMa coCT0joa Ha BiajieeH-e Ha MPULUNUTE
Ha €THYHO OJIHECYBam-e 1 J0OpU Mel'yceOHU OfIHOCH, JIOfleKa MakK CUTyauujara e
MOMHAKBa Kaj BpaboTeHuTe, Kajie ITo 46 % ce n3jacHusie MO3UTUBHO BO OJIHOC
Ha UCTOTO TIpalliame.

Ertukara u mMefy4oBEeUKUTE OJHOCHU C€ OIJIe[]aJio Ha MPO(eCUOHATTHOCTA
M JOCTOMHCTBOTO Ha efjHa opraHm3auuja. TOKMy 3aroa ce MHCHCTHpa Ha
BOCTIOCTaBYBalkh¢ Ha MPUHLMIN HA €TUYHO OJIHECYBAae M OpPXKYBame Ha
NO3UTUBHU Me'y4OBEUKHM OfJHOCH BO pAMKH Ha OpraHu3anujara.

222 M? ? 2222772

m?? W?? m?27772 H?? m?? H?22P%?

I'pacpuxon 3. [Jlanu cMeTaTe ieKa BO OpraHu3aiyjata ce nounTyBaaT
NPUHOUIIMTE 3a €TUYHO OJHECYBAHLC U BJIAICCH-C HA }106})1/[ Mef‘ YUYOBEUYKMN
ofiHOCH (MeHallepr-BpaboTeH!, BpabOTEHU-BPAOOTEHN)?

Figure 3. Do you think that the organization is committed to the principles
of ethical behavior and the rule of good interpersonal relations (managers-
employees, employees-employees)?

Crparerunte cekoram Tpeba fa Oupat ¢opMUpaHd oOfHamIpen 3a
npe3eMare akiiyja, a He f1a OfilTy 4yBaaT Kako Jla Ce HampaBy HEeILITO OTKAKO BeKe
ce cayunso. CTpaTeruure, UCTO Taka, Tpeda Jla ce axKypupaaT NepuoIMuHoO 3a
J1a ce 3a/10BOJIaT MOTpeGUTe Ha MeHYBakhe Ha paboTHATA CPEeIMHA, BKIYUYyBajKu
1 HOBU MO2KHOCTH U HOBU HAIIOPU Ha rpynara.
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EMHl/lpI/lCKOTO NCTpaXyBameC MOKaxa eKa OJiIrOBOPUTE HA UCTIUTYBAHUTE
MeHaliepyu U BpabOTEeHU He COOJIBeTCTBYBaaT. Toa HajBepojaTHO c€ JOJIKU
Ha HUBHUOT IMOIJIE]] HA HELITATa O] pa3jinyHa IJi€lHa TOYKa WJIu MO3KeOUu Ha
o0jekTrBHUTE cocTojou. Cekoj fesoBeH cyOjeKT uMma mnoTpeba ofi crnocodeH
MeHayep/u Koj Ke ro BOIM UCTHOT HU3 MPOOJEMUTE M MPOMEHUTE CO KOU Ce
COOUyBa.

ITocTrojaT MHOry mpuMepu BO CEKOjAHEBMETO BO KOU JIypu U HEKOM
roJIeMH U MO3HATH OPraHM3alMy HE MOXAT fla Ce MPUCNOoco0aT Ha pasiuieH
TUI MPOMEHU, Mel'y KoM M NpodsieMu COo MefyuoBeUYKM OffHOCH 0a3upaHu Ha
HeTpaBUJIHA KOMYHUKALIU]a.

Cekoj MeHallep € CBECeH 3a BpEJJHOCTa Ha MpaBWiIHaTa ynoTpeba Ha
NpOLECOT HAa KOMYHMKallMja BO paMKUTe Ha opraHusauujata. be3 coopseTHa
KOMYHMKal{ja Jypy W HajioOpuTe CTpaTerMyd M LEeJd MOXKaT ja OCTaHaT
Hepealu31paHu.

Cekoj MeHaljep MOpa KOHTMHYHUPAHO /la PabOTH Ha CBOE OCNOCOOYBaHhe
U yHampejlyBame BO MOTJie/] HA KOPUCTEHETO Ha 3HACHETO U UCKYCTBOTO NPH
KOMYHUKal{jaTa co CBOUTE BPaOOTEHH.

Hpegpepupawe na modea 3a npasuino 0eA06HO KOMYHULUDAIbE U
npezosaparse

3a fa fojae 10 NmperoBOpU € MOTpPeOHO U JIBETe CTPaHU Jla TO cakaaT
Toa. Kora mperoBopure ke OupiaT 3akakaHW TOrail € BHCTHHCKO Bpeme jia
3aMoyYyHaT, a Co CaMOTO 3alOYHYBame Ha MPEroBOPUTE MpEeroBapavnTe Mopa
J1a ce MpUP>KyBaaT KOH ofipefieHn npasuia. CylmTrHaTa Ha IperoBopure e jia
ce cospazie atMocdepa Ha copaboTKa, a He aTMocepa BO Koja CTpaHUTE Ke ce
HaTMpeBapyBaaT 3a /1a Ce OCTBAPHU LUTO € MOXKHO TMof00ap BreyaTok 3a cede
WJIM HA OHOj UMM UHTEPECU C e3acTanyBaar.

OTKaKo Ke OuplaT OCTBapeH! OBME MPBUYHM YEKOPH CJICIU 3all0UHYBaHbe
Ha mnperoBopute. CUTe NMpPeroBopu MMaaT CBOj TMOYETOK, CPEefMHAa U Kpaj,
0e3 orJieji Ha Toa 1ajy ce MOMAJIKY WM MOoBeKe (popMain3upaHy U 1alnd BO
NPEroBOpUTE yuecTByBaaT NMPeroBapaun Kako MOeMHIM UM MaK BO TUMOBH.

[MpumeHaTta Ha OfpefieH TaKTUKU € KapakTePUCTHUYHO He camo 3a
BOJICH,CTO Ha MPEroBOpH, TYKYy M 3a HUBHO 3aBpulyBawe. EnHa oy ycneuHuTe
TaKTHUKH Ha 3aBPIIYBake Ha MPErOBOPUTE € JOOPOTO yIPaByBake CO BPEMETO.

Bo 3aBpuiyBameTO Ha NMPEroBopuTe crafa M MOXKHATa paruuKaimja
Ha JIOTOBOpPMUTE KOja BO HEKOM ClIyuyal € HEeOonxojiHa Tpep (pOopMajHOTO
3aKJIyuyBame Ha JIOTOBOPOT. BeylHOCT, 3aBplIyBameTo Ha MPEroBopuTe M
CKITyUyBamETO Ha JIOTOBOP € TociiefHaTa (a3a off MperoBapavykuoT MpoLec.

Bo oBaa ¢aza of nperopapaunTe ce oueKyBa CpoBeyBatbe Ha OfjpefieHH
KJIyYHM aKTUBHOCTH KaKoO IITO Ce: MOIHECYBahe Ha M3BEILTA]j 32 MOCTUTHATOTO,
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aHa/iM3a Ha MpOUECOT 3a NpEeroBapame, aHra>kMaH OKOJIY HU3BpPLIYBamh€ Ha
JOrOBOPEHOTO U MOBTOPHA MOJAIrOTOBKA 3a HOBU MPETroBOPU.

IIpouecor Ha mnperoBapame MoOpa fa COJP>XKHU OfIpeeHH aKTHUBHOCTH
3a gpaderse HA OOHOCU cO Opyama cmpard. Bo Toj morsies Kako noceGHu
aKTHBHOCTHU cCe: MOANOTOBKA, I'Pajiekhe OJIHOCH, pa3MeHa Ha HHpopmauuu,
yBEpYBare, MOXKHU OTCTANKU U JIOTOBOP.

3akay4yok

IIperoBapameTo € cocTaBeH Jiesl Ha CEKOjJHEBUETO, a MOXHOCTHUTE 3a
NperoBapame ce HaceKajie OKOoJly Hac.

Nmajku rv npeyiBuj] aHKETUTE U PETXOJHOTO U3HECYBake BO OBOj TPY/I,
MOXKeMe fla 3aKJy4ylMe JieKa MperoBapamheTo € HEMUHOBEH MPOLEC Ha CEKOj
MOEJIMHEL, BO CEKOjIHEBHUOT >KMBOT. [IperoBapameTo cTaHyBa CE MOBaXkKHA
MEHalJepcKa BeLTHHA M MPEeTCTaByBa OCHOBEH HAYMH 3a NPOHAorame Ha
peleHrja Ha rojieM 6poj Mpo6sIeMu U KOH(IIMKTH BO JIEIOBHOTO OKPY>KYBaHhe.
[TperoBapameTo e efieH 0] OCHOBHUTE OOJIMIIM Ha YOBEUKATa KOMYHUKAIH]ja, KOe
4YeCTO ro KOPUCTUME U TOralll Kora He cMe CBeCHM 3a Toa. Toa € MHTepaKTUBEH
Npoliec KOj ce cllydyyBa Torail Kora cakame ja jo0uemMe HelTo Off APYruTe
WM TIaK Kora ipyraTa cTpaHa caka jja foove Hewro ofi Hac. IIperoBapameTo e
COCTaBEH JIeJ1 O CeKOj OU3HUC U HE MOXKe Jja ce n3berHe 6e3 pasziimka Ha Toa 3a
KaKOB BUJ] Ha OM3HKC CTaHyBa 3060p.

3a J1a MOXKe J1a ce Mperopapa Mopa jia ce MCIOJHAT Of[pe/IeH! YCIIOBU:
[a ©Ma MUHUMYM JIB€ CTPAHU YUYECHUIM BO MPEroBapame, Ja uMa MmpeaMeT 3a
nperoBapame MoMery fIBeTe CTpaHu M fla MOCTOjaT Pa3jiuuHU LEeNu MoMery
nBeTe cTpaHu. IIperoBapameTo € OCHOBHO CPE/ICTBO 3a Jia JoOMeMe OHa ILITO
ro cakame Of] OCTaHaTUTE.

KomyHunppameTo U MperoBapambeTo Kako BEUITHMHU CE HEOMXOfHMU 3a
cute (PYHKUMM IITO T'M BPIUM €fleH MeHalep (IUlaHWpame, OpraHu3Mpambe,
pakoBojiele M KOHTpoJMpame). IIperoBapamero e ocoO0eHO 3Ha4yajHO U BO
MPOLIECOT Ha IOHECYBAHE OfITTYKH.
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