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PIBEHb PO3BUTKY MCUXOJIOTTYHOI
IrOTOBHOCTI MIANPHUEMIIB 1O BEAEHHSA A1JIOBUX IIEPETOBOPIB

Jlaroasunckas BajgenTuna Lagodzinska Valentuna
YPOBEHbDb PA3BUTUS LEVEL OF DEVELOPMENT
MCUXOJOIrMYECKOM TOTOBHOCTH PSYCHOLOGICAL READINESS OF
HPEIINPUHUMATEJIEN K BEJIEHHUIO BUSINESSMEN FOR CONDUCTING
JAEJOBBIX IEPEI'OBOPOB BUSINESS NEGOTIATIONS

Axmyanvricms 0ocniodcenns: Ilpodiema BeICHHS AITOBHUX MIEPETOBOPIB € OHIEIO 13 CKIIAOBUX
npodeciiHoil aisuTbHOCTI (DaxiBIB y Cyd4acHOMY CycrinbCTBi. OfHMM i3 BaXKIMBUX HAMPSIMIB YI0-
CKOHAJICHHsI JisTIbHOCTI MiANPHEMIIB, SIKUHA CbOroHI B YKpaiHi XapaKTepu3yeTbCs NEBHUMHU COLIi-
aJIbHO-€KOHOMIYHMMH Ta MCHXOJIOTIYHUMH TPYAHOIIAMH, € (JOPMYBAHHS y HUX IICHXOJIOTIYHOI TO-
TOBHOCTI JI0 BE/ICHHS [IIJIOBUX IIEPETOBOPIB.

Line docnioscenHss — BU3HAUYUTH PIBEHb PO3BUTKY ICHXOJIOTTYHOI TOTOBHOCTI IMAMPHEMIIB 10
BEJICHHS JIUIOBHX IIEPETrOBOPIB.

Memoouxa ma opzarizayis 0ocnioxcenHs. JJOCniKeHHs IPOBOMIOCH Cepel MiANPUEMIIB Psi-
ny obnactert Ykpainu. Y qociipkeHHi TpuidHsin y4acts 309 mianpuemiis.

Jlns npoBeneHH s TOCIiPKeHHSI BUKOPUCTOBYBAJINCh METOJM ONMMTYBAaHHS Ta TecTyBaHHs. Ma-
TeMaTH4Ha 00poOKa MaHMX 3IMCHIOBANACh 32 JOIOMOT'OI0 KOMII'IOTEPHOTO MAaKeTy CTaTUCTHYHHX
nporpam SPSS (sepcis 13).

Pezynomamu docniodcenHs.

1. Icuxonociuna 2omognicmo niONpUEMYie 00 8e0eHHsl OLI0BUX NEPe208opis SBIE CODOI0 Cy-
KYTHICTb IICHXOJIOTIYHHX SKOCTEH, sSIKi HEOOXIHI MIANPUEMINIO U1l €()EKTUBHOTO IPOBEICHHS Ii-
JIOBUX IeperoBopis. L{s TOTOBHICTh BKIIIOYA€E TaKi OCHOBHI KOMIIOHEHTH: MOTHBAL[IHHUH, KOTHITHB-
HUMA, onepariiHui, 0COOUCTICHUH.

2.V mpoteci aHaizy 0coOIMBOCTEH PO3BUTKY MOMUBAYILUHO20 KOMNOHEHM) TICUXOJIOTT4HOT TO-
TOBHOCTI MiANPHUEMIIB 10 BEICHHs iJOBUX IIEPEroBOpIB BUSABIEHA MEBHA JAUCIPONOPLIs Y PiBHI
PO3BUTKY CKJIaJ0OBHX MOTHBALifHOTO KOMIIOHEHTY. Lle 3HaX0auTh BiOOpaXEHHS y TOMY, II0 MO-
THUBH, SIKI MalOTh (hIHAHCOBO-€KOHOMIUHY CIIPMOBaHICTh ((iHaHCOBO-puOyTKOBI MOTHBH (80,6 %)
Ta MOTHUBH €KOHOMiYHOTO Oiaromony4us (74,6 %)) 3a piBHEM CBOTO PO3BHTKY NEpPEBAKAIOTh HAJ
MOTHBaMH, KOTPI MalOTh PO3BHBAIOYO-CTHMYJIIOIOYY CHPSMOBAHICTh (MOTHUBH A PO3LIMPEHHS
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MO>XKJIMBOCTEH MiANPUEMHHLIBKOI AisuibHOCTI (59,2 %); MOTHBH NpodeciiiHOro po3BUTKY Ta 0cobuc-
TicHOI camopeanizauii (34,3 %)). Kpim Toro, mianmpueMHHULBKI Ta 0COOUCTICHI MOTHBH 3a piBHEM
PO3BHUTKY IEPEBAXKAIOTh HAJ| COLlIAIbHUMH MOTHBaMHU.

3. 3adikcoBaHo psiz poOIEM Ha PiBHI PO3BUTKY KOSHIMUEHO20 KOMNOHEHMY TICHXOJIOTi4HOi ro-
TOBHOCTI MiANPHEMIIB 0 BEICHHS JII0BUX neperoBopis. Lle 3HainuIo, 30kpeMa, BinoOpaxeHHs y
TOMY, 1110 IIOBHICTIO BIipHI» BIAIMOBII, B IKUX BiZI0Opa)KarOThCs BCI ICTOTHI XapaKTePUCTHKU AiJI0-
BHX IIEPErOBOPIB, a TAKOX PI3HUIFO MK IIJIOBUMH Ta HEAIJIOBHMH IEpPEeroBopamu, 3a(ikcoBaHO
JIMIIE Y HE3HAYHOI KUIBKOCTI ONUTYBaHUX (BiAnoBinHO y 3,4 % ta 'y 2,9 %). Ilpn npomy mignpuem-
1l poOIATh OUIBIIMI aKLEHT HA OpraHi3aLiitHO-1110BIH 1 MaTepianbHO-()iHAHCOBIH CTOPOHI JIIOBUX
[IePEeroBOPiB, HIX HA MICUXOJIOTI4HIH.

4. Anaini3, 0coGIMBOCTEH PO3BUTKY onepayitinoco KOMROHeHny TICUXOJIOTiYHOT TOTOBHOCTI MiJi-
MPHEMLIB JI0 BEJICHHS IUIOBUX [IEPErOBOPIB II0KA3aB, [0 MEHILE HIXK [UIsl TPETHHH OMHUTAHHUX Xapa-
KTEPHUIT BUCOKHMH PIBEHB MiJrOTOBJICHOCTI 10 BE/ICHHS IIOBUX NEPErOBOPIB 1 KOHCTPYKTUBHOI 1O~
BE[IHKM Yy T[eperopopax, TOOTO peamizallisi MPUHLHUIIB MOBard 10 MHapTHepa, THYYKOCTI
BUKOPHCTaHHS METO/IiB MAPTHEPCHKOI B3aeMoii (Bixmosiano 27,9 % i 27,4 %).

5. CTOCOBHO 0COOIUBOCTEN PO3BUTKY OCOOUCICHO20 KOMNOHEHMY TICHUXOJIOTIYHOI TOTOBHOCTI
HiIPHEMLIB 10 BEACHHS ALIOBHX [IEPETOBOPIB, JOCITIPKCHHS MTPOJIEMOHCTPYBAJIO HEOCTAaTHIO BU-
PaXEHICTh y MiANPHEMIIB MPAKTUYHOrO THITYy MUCIeHHS (28,6 %). Takox TUIbKM y TPETHHM OMNU-
TYBaHHUX BHUSBJICHO BUCOKHI piBeHb PO3BUTKY KpeaTuBHOCTI (29,8 %). KpiM Toro, BcTaHOBJIEHO, 1110
HETaTUBHI CTpaTeril J0JIafo4y0l MOBEAIHKY y HANpy>KCHUX CUTYyallisx (Hempsmi Jif; acomiaybHi Aii;
IMITyJIBCHBHI [Iil; arpecuBHI Aii; YHUKHEHHS) JELI0 MEpeBaXKaloTh HaJl MO3UTUBHUMHM CTPATETisIMU
(acepTHBHI [ii; MONIYK COLiaIbHOI M ATPUMKH; BCTYI Y COLIAIbHUN KOHTAKT; obepexHi aii). Ocob-
JIUBO CJIiJ{ BIAMITHTH, [0 BHCOKHI PIBEHb MAHIMyISTHBHUX Ta aCOL[aJbHUX MOJIENCH MOBEIIHKH
npeJcTaBIeHui OlIblIe HiX Y TPETHHH ONMTYBaHUX (BixnosigHo y 36,0 % i 35,8 %).

Bucnoeku. Y 1inoMy pe3ybTaTH AOCHIKEHHS MOKa3ald HeJIOCTaTHIH piBeHb PO3BUTKY MCUXO-
JIOT1YHOI TOTOBHOCTI MiJMPHEMIIB A0 BEJACHHS IITOBUX MEPErOBOPIB i HEOOXIAHICTH CHEliabHOL
[ICHXOJIOTTYHOT MITOTOBKH IiAMPUEMIIIB 10 JaHOMY HAMPSIMKY JisTbHOCTI.

Jlaroasincbkuii Bitaaiii Boiogumuposuy,

K.1.H., CIIELIiaJICT CITy>K0H y crpaBax ciM’i, aiTeil Ta MOJO/II
KuiBcbkoi 06:1acHOi gepxaBHOT agMiHicTpanii
logos2005@ukr.net

JUIOBI IEPETOBOPH SIK BAXKJIUBUM 3ACIB 3IMCHEHHSI
NIANPUEMHULILKOI TISIJIBHOCTI B COEPI TOPTIBJII

Jlaroasunckuii Butammii Lagodzynskiy Vitaliy
JEJIOBBIE NIEPEI'OBOPBI KAK BUSINESS NEGOTIATIONS AS AN
BAKHOE CPEJACTO OCYWECTBJIEHUSA IMPORTANT ACTIVITY OF
HOPEJANPUHUMATEJIBCKOM IMPLEMENTATION OF ENTREPRENEURS

JEATEJBHOCTHU B COEPE TOPI'OBJIM

Axmyansnicms 0ocnioxncennsa. CbOrojiHi akTyaJabHOIO Ta MPAKTUYHO 3HAYYILOIO Y TEOpii Ta mpak-
TULI HiJNPHEMHULTBA 3JIHLIAETHCS MMpoOIeMa AUIOBUX meperoBopis. [ioBi meperoBop posrisiga-
FOTBCSI SIK BKITMBHUI 3aCi0 3A1fICHEHHS M APUEMHHUIIBKOI AISUTBHOCTI, 30KpeMa, y cqhepi mopeieii.

Mema docnioxycenns: 3MICHATH TEOPETHUHUI aHaNi3 (PCHOMEHY «[IJIOBI MEPEroBOPM» SIK Ba-
MJIMBOTO 3200y 3AiHCHEHHS MiINPUEMHUIIBKOI IisTIBHOCTI B cepi TOPriBiIi.

Pesynemamu 0ocnioxcenns.

IMounnaroun 3 60-x pokiB y BCbOMY CBIiTi HaHYIOTh HOBI IIPUHIUITH €KOHOMIUYHUX BiJHOCHH, IO
IPYHTYIOTBCS Ha ifei CriBpOOITHHUIITBA Ta MEPCOHAIBHOI 3HAYYHIOCTI KOXKHOI JIFOJUHH, KA BKIIFO-
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