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UNIT 1
SKILLS AND RULES FOR NEGOTIATION

I. Read and translate the text paying much attention to the rules
for negotiation.

Negotiation is a process of bargaining that proceeds an agreement. Most
negotiations are conducted with a view to reaching a compromise agreement.
Both parties together move towards an outcome which is to mutual benefit.
Successful negotiation generally results in a contact between the parties.

Mention should be made that there are different tactics which can help
to conduct negotiations.

It goes without saying that there is no use to discuss business matters
immediately. The topic at the outset of negotiations should be neutral, non-
business. To start with you can touch upon immediate experience, the sort
of journey the partner has had, the morning’s newspaper headlines, com-
mon interests, the last football, hockey championships, the latest political
events, etc.

It’s common knowledge that the most difficult thing is “to break the
ice”. Usually it takes five percent of the negotiating time. The two parties
adjust their thinking and behaviour to each others, that’s why they devote
much time to establishing atmosphere of mutual understanding, friendship,
concern and good relations.

At the every beginning of the talks get agreement covering the purpose,
plan, agenda of a meeting. First of all, draw the attention of your partner to
the main problem. Try to discuss major items, them minor items. Follow the
headline of the plan one by one. Come over to the next point after you have
resolved the previous one.

There’s sure to be difference of views between partners. That’s why you
should be patient, considerable, trying to reach an agreement. Follow some
advice on problem-solving tactics:

Present a problem in general and obtain the other party’s point of view
on it.

Look together at the possibilities of joint advantage.

Suggest practical actions to resolve a problem.

Sometimes you can’t come to any conclusion. If negotiations are diffi-
cult and you are in a deadlock, take timeout. It will help you to build bridges
between your partners when you resume negotiations. Study carefully the
minutes of a previous negotiations. Minutes is written report on the discus-
sions and the decisions that have been taken at the negotiations.



Words to be remembered

bargain - cnenka

agenda — noBecTtka

to be in a deadlock — 3aiiTu B Tynuk
resume — BO30OHOBJIATH

minutes — mpoToKo

I1. There are some special rules for negotiations. Study them tho-
roughly because they will be helpful to you at any kinds of nego-
tiations. Express your attitude to them.

1. Find out how many points are to be negotiated.

2. Start from an extreme position.

3. Assume the other person owes you a concession.

4. Don’t concede without exchange.

5. Don’t give what you can sell.

6. Exaggerate the value of your concessions, minimize the value of the
other person’s.

7. If they insist on “principle”, expect a concession in return.

8. Only threaten what you are prepared to carry out.

9. Don’t show disrespect to the other person.

10. If you’re happy with the result, don’t show “I’ve won!”

I11. Read the rule again and then look at the remarks in list A.
These remarks are not good for negotiating. Instead, use phrases
from list B. Which one would you use in each case? Example: In-
stead of “You see? I knew I’d win!” say “I think we can agree on
these terms.”

A

a) You see? I knew I’d win!

b) I know what you want to
discuss, so let’s start.

¢) | can reduce the price. Does
that help?

d) Delivery? That’s no prob-
lem; no extra charge.

e) It’s against your policy to
give discounts? OK.

B

1) If you increase the order,
then we may be able to reduce the
price.

2) Very well, but if you can’t
give discount, I’'m sure you can ex-
tend...

3) If you can’t accept this, I
may have to reconsider my position.

4) | think we can agree on these
terms.



f) What a ridiculous idea! Don’t
be stupid

g) Another half per cent? Yes,
that’s a very generous offer you’re
making.

h) This is my final offer. If you
refuse, I’ll cancel everything.

5) ’'m afraid that will not be
possible.

6) May we go through the point
to be discussed before we begin?

7) Half a per cent is a very
small amount.

8) Delivery? Well, it may be
possible but only if...

IV. Look through the text again and find the English equivalents

to the following Russian ones:

1. mpouecc 3aKII0YEHUS CAEIKU

2. IPOBOJUTH NEPErOBOPHI C LENBI0 JOCTHXECHUSI KOMIIPOMHCCHOTO CO-

rIaIIeHAs
3. B3aMMOBBITOIHAS ITI0JIH3a
4. TeMBI HaYala IIeperoBOPOB
5. 3aroJIOBKH ra3eTr
6.
7.

HOCJIE/THUE TIOIMTHYECKUE COOBITHS
IpHCIOCcadIuBaTh IOBEICHUE U 00pa3 MbICIel

8. MOCBAIIAaTh MHOI'0O BPEMEHU YCTAHOBJICHUIO aTMOC(i)epr B3aUMOIIO-

HUMaHHWA U XOpOIINX OTHOIIICHUH

9. mpuBJIeYh BHUMaHKE NaPTHEPA K IVIABHOM Npodiieme

10.
11
12.
13
14. TakTHKa pemeHus mpodiemM
15.
16.
17.
18.
19.

BO300HOBJIATH IEPETOBOPHI

HACTaWBaTh Ha YEM-JTHOO

03HAaKOMBTECH (IIOTYYUTE) C TOUKON 3pEHHMs ITapTHEpa

. IPEATIOKUTE TPAKTUIECKUE JCHCTBHUS, YTOOBI PEIIUTh IPOOIIeMy
OBITH B 3aTPyIHUTEILHOM IOJI0KEHUN

. TIIATEIFHO M3Y4NTE IPOTOKOJI MPEIBIAYIINX IIEPETOBOPOB
y3HaiTe, Kak MHOTO Ipo0iieM OyzeT 00CykIaThesl Ha IEPEeroBopax

MpCYBEINYNBACTE ICHHOCTDH BaIeHu YCTYIIKA

HE MOKa3blBaiiTe HEYBa)KeHHUE K JPYroMy MapTHEPY

20 BO3MOKHOCTH IOOUTHCS COBMECTHOTO TIPEUMYIIIECTBA

V. Give the Russian equivalents to the following English ones:

. process of bargaining
. to conduct negotiation

. mutual benefit
. business matters
. at the outset of negotiations

NOoO O WNBRE

6

. to reach a compromise agreement

. to adjust one’s thinking and behaviour



8. to devote much time to establishing good atmosphere
9. mutual understanding and good relations

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.

to discuss major item

problem-solving tactics

to obtain the other points of view

to resolve a problem

to come to any conclusion

to be in a deadlock

to resume negotiations

the minutes of the previous negotiations
exaggerate the value of your concessions
to insist on

20 to show respect (disrespect) to the other person.

VI. Make up a list of things you should do at the negotiations.
Compare it with the list of your partner.

VI1I. While having negotiations you may find yourself in difficult
situation. English-speakers know a key expression for each prob-
lem situation. Learn these expressions by heart and use them in
your practice.

e

sotmne calculations.

-\_“_r_l thind: we need to look at j Just give me a moment to do —w

the exact figures.

__,.,.,_II_SD is that quite clear .7 j L'm somry, could you go —W

through that again?

[ don't think we're talking Yeg, [ think we're tallang at j7
ahout the samne things. Cross-pUrposes.

on this

T__lfCa.n’t we say it's agreed ['ll have to come back to yuuj
hete and now?

come from? bear with tne a rmorment? i

Where this January figure ] Let me just check Could you

calculation herg? fimare to hand.

réo what 1z your basis of j ['m somry, 1 don’t have the j




Which key expression would you use in the following case?

1. You are discussing the date of delivery. And have just realized that
you are talking about the different month.

2. You are discussing the terms of delivery. They offered you DDP
terms (Delivered Duty Paid). On these terms the seller is responsible for all
cost (including) duty of delivering goods to a named place in the buyer’s
country. You ask to give you some time to do some calculation.

3. Your partner assures you that you have broken the contract. He shows
you the sum of your penalty. But you can’t understand where this figure
comes from.

4. The other person wants you to agree a definite price today, but you
need to consult your boss at the office tomorrow before committing yourself.

5. He/she suddenly asks you what discount you would make for a very
large order indeed. You need a minute to work it out.

6. He/she asks to see the commission payments for the last three years.
You didn’t bring these figures because they are not really important.

7. He/she suddenly asks the price of similar products in the range. You
have the price list in your briefcase—somewhere.

8. He/she has already explained the commission system twice, but you
are still not really clear about it.

9. You have been talking about air transportation costs while they have
been talking about costs for transportation by sea. They suddenly realize and
point this out.

10. You have been talking about FOR delivery terms (The seller is re-
sponsible for the delivery of goods to a named railway station. The buyer is
then responsible for all further costs) and your partner has been talking about
FOB delivery terms. (The seller is responsible for delivering of goods onto a
ship or a plane. The buyer is then responsible for all further costs.) Suddenly
you realize the difference.

VIIl. Make up a dialog. Discuss with your collogue all rules you
should follow at the negotiations.

IX. Speak on the rules you should follow and skills you should
have conducting negotiations with your partner.



UNIT 2
RELATIONSHIP BUILDING

I. Read this text and make a list of questions. In groups, discuss
briefly what you have learnt about: a. the purpose of visit to Brazil;
b. the relationship building stage.

Two representatives of Russian Inland, a Russian domestic airline, are
visiting Brazil to have a meeting with representatives of AMB (Aircraft
Manufacturers of Brazil). The purpose of the visit is to hold preliminary ne-
gotiations about the purchase of aircraft from AMB.

First impressions can be important. Therefore, when you meet the other
side before the negotiation begins, you should try to establish a good atmos-
phere. This relationship building stage can set the climate for the whole nego-
tiation

Il. Read the dialogue and decide if the following statements are
true or false.

a. Osario da Silvia has met both of the Russian people before.
b. The visitors suggest having a cup of coffee before dinner.
c. Paulo Santos has met Victor Petrov before.
d. Paulo Santos has met Peter Smirnov before.

Da Silvia: Excuse me. Are you Mr Petrov and Mr Smirnov from Rus-
sian Inland?

Petrov: That’s right. I’'m Victor Petrov, and this is Victor Smirnov.

Da Silvia: How do you do? My name is Osario da Silvia. I’'m the Tech-
nical Sales Manager at AMB.

Petrov: How do you do?

Smirnov: Pleased to meet you.

Da Silvia: So, welcome to Brazil! You must be tired after your long
journey.

Smirnov: No, not too tired. We’ve had most of the day to relax, and the
hotel is very comfortable.

Da Silvia: Good. Paulo Santos will be joining us in the bar in ten mi-
nutes. Then we plan to go to a restaurant. So can | offer you a cup of coffee
now?

Petrov: Good idea...

Da Silvia: Ah, here’s Paulo now.

Santos: Victor, it’s good to see you again. How are you?



Petrov: Hello, Paulo. Very well, thanks. It’s nice to be here in Brazil.

Santos: Oh, yes.

Petrov: Let me introduce my colleague, Peter Smirnov. He’s our new
Purchasing Manager. Peter, this is Paulo Santos, head of AMB’s Overseas
Sales Division.

Santos: I’'m pleased to meet you, Mr Smirnov.

Smirnov: Very pleased to meet you, too.

Santos: This is your first visit to Brazil, isn’t it, Peter?

Smirnov: That’s right. Unfortunately, this is only a short visit, so we
won’t be able to see very much.

Santos: That’s true, and it is very large country. But we’ll certainly try
to show you something of the city. And | hope, anyway, that this will be the
first of many visits.

Smirnov: Indeed. So do we. Maybe next time it’ll be possible to add a
few days’ holiday to the trip.

Santos: Would you like another cup of coffee? Have you drunk pure
Brazilian coffee?

Petrov: I don’t think so.

Santos: By the way, have you seen a coffee plant?

Petrov: No, I haven’t. Is it a large one?

Santos: No, coffee plant is a small tree. It has dark green leaves and
white flowers.

Petrov: What fruit does it produce?

Santos: It produces small red fruit.

Petrov: Where was coffee drink originated?

Santos: The drink originated in Arabia and was drunk there before the
13™ century. During the 17™ century it spread rapidly and became a popular
drink in many countries.

Petrov: Where is the coffee plant grown?

Santos: It is grown in an area about 20 degrees on either side of the
Equator. It can be grown from the sea level to about 2,000 meters, but the
highest quality coffee is provided at about 1,500 meters.

Petrov: Is coffee fruit used anywhere else?

Santos: Besides its importance as a drink(or rather a beverage), the oil
from the fruit is used to make soap, paint and shoe polish.

Petrov: This really is very interesting. Do people drink it a lot?

Santos: Yes, coffee is very popular here. And of course, we also drink a
lot of beer in Brazil.

Petrov: Beer? And is that brewed here or mainly imported?

Da Silvia: We mainly drink Brazilian beer and some of them are very
good.

Smirnov: And what about wine?

10



Da Santos: We produce some wine too, especially in the very south near
Uruguay. But in general, we produce and drink less wine than Argentina, for
example.

Smirnov: That’s interesting. What’s the reason for that?

Da Salvia: Basically it’s too hot. A lot of the country is tropical and
sub-tropical and that’s not a good climate for producing wine.

Smirnov: Thanks a lot. This is very interesting.

Glossary:

domestic BHYTPH CTPaHbI (MECTHBI)
preliminary npeABapUTEIbHBINA

aircraft camoJieT

lobby XOJLT

brew BapuTh (TUBO)

relevant COOTBETCTBYIOIIHIA
subsequent MOCIIETY FOLIHIA
cross-cultural differences MEKKYJIBTYPHBIC PA3THIHs
assumption OPHHATHE Ha ce0s

hand over Bpy4aTb, epeaaBaTh
controversial CIOPHBIH, AUCKYCCHOHHBIN
confidence KOH(HICHIIHATBHBII

social setting
it’s prudent

HEeTpUHYXIeHHas 00CTaHOBKa
pasyMHO, IPEeyCMOTPUTENBHO

I11. Explain the meaning of these word combinations in English.

domestic airlines

hold preliminary negotiations

aircraft

establish good atmosphere

relationship building stage

set the climate for the whole negotiating process
lobby

identify oneself clearly

relevant details about one’s job or company
subsequent meetings

keep a conversation moving

show interest in

brew

use a number of tactics

make related comment

11



standard approach to the use of names

outside circle of family

adjust

cross-cultural differences

be of prime importance

neutral and relaxed environment

hand over a business card

place varying degrees of emphasis on the importance of
build mutual trust and confidence between the two parties
by contrast

social setting

depend on the gender of participants

it’s prudent

avoid controversial topics

IV. Translate these words and word combinations into English.

BHYTPCHHHUE aBUATTMHUH
MPOBOAUTD NPEIBAPUTEIBHBIE TIEPETOBOPHI
camoJieT

CO371aBaTh XOPOIIYI0 aTMOchepy

9Tall CO3JaHus IEJIOBbIX OTHOLIEHUI
YCTaHOBUTH KIIMMAT JUIsL BCEX MOCIEIYIOUINX IIEPEroBOPOB
XOJIJI TOCTHHHUIIBI

9YEeTKO Ha3BaTh CBOE UM

COOTBETCTBYIOIIHE JeTaIH O cebe ¥ KOMIaHUU
MOJIEP>)KUBATh TIEPETOBOPHBIN IPOIEce
BapuTh (O BUHE)

MOCJICIYFOLINE BCTPEUH

UCTIONIb30BaTh PSAJl IPUEMOB

JIaTh HY>KHbIA KOMMEHTapUi

BHE CEMbHU

Ha4aJIbHbIA 3Tall BCTpeY

MPUCTIOCAOIMBATHCS, TOICTPAUBATHCS
MEXKYIbTYpPHBIC Pa3IHIH

OBITH IEPBOCTETIEHHOH BaKHOCTH
00MEHHMBATHCS BUSUTKAMHU

CIIOPHBIN

JIeTIaTh pa3JInIHbIN aKIEHT Ha BaXKHOCTS ...
B3aUMO/IOBEpHE ¥ KOH(UAEHIIMAIEHOCTD
Ha000pOT

JpyXecKasi HeIPUHYKAEHHAas: 00CTaHOBKa
3aBUCETH OT MOJIa yYACTHUKOB

12



pasyMHO, IPelyCMOTPUTEIBHO
n30erath CHOPHBIX NpOOJIeM

V. Read the dialogue again. Then read the notes on the right and

complete the missing words in the extracts.

Extract 1

Osorio Da Silvia: Excuse me, ..............

Mr Petrov and Mr Smirnov from Russian Inland?
VictorPetrov: That’s right. ........ Victor Petrov

And ............. Peter Smirnov.

Extract 2
Paulo Santos: ............ , it’s

Victor Petrov: .......... , Paulo. ......... ,
IS o in Brazil.

Extract 3

Paulo Santos............,it’s.........
............ , Peter Smirnov.

13

Notes

Checks the visitors’
identity

Identifies himself
and his colleague

Greets them

Identifies himself

and gives details of his
job

Greets Victor Petrov
Greets Paulo Santos
adds a favourable
comment

Introduces P. Smirnov
Gives details of his job
Introduces Paulo Santos
And gives details of his
job

Greets Peter Smirnov

Replies



VI. Read the text “Language Summary”. In groups, discuss brief-
ly what you have learnt about greetings at first meetings.

Language Summary
At first meetings it is helpful to:
e identify yourself and other people clearly by name;
e add any other relevant details about your or their job or company.

Checking other people’s identities

Excuse me. Are you Victor Petrov from Russian Inland?

Identifying yourself

I’m Victor Petrov from Russian Inland.
My name is Osorio da Silvia. I'm the Technical Sales Manager at
AMB.

Introducing other people

Let me introduce my colleague, Victor Petrov.
I’d like you to meet

He’s our new Purchasing Manager.

This is Paulo Santos, head of AMB’s Overseas Sales Division.

Greetings for first meetings

Greeting Reply
How do you do? How do you do?
I’m pleased to meet you. Very pleased to meet you, too.

Greetings for second and subsequent meetings

Greeting Reply

14



It’s good (nice) to see you again  It’s good (nice) to see you again, too.

How are you? Very well, thanks. And you?

VII. A Dutch visitor is waiting in the reception area of the Rus-
sian Inland offices in Moscow. The seven lines below are from a
conversation between him and two Russian Inland employees. Put
them in the correct order.

a. Pleased to meet you, Mr Petrov.

b. That’s right.

c. Very pleased to meet you, too.

d. Excuse me. Are you Mr Van de Kleu? <« Start

e. How do you do?

f. Mr Van de Kleu, I’d like you to meet Peter Smirnov from our Sales
Department.

g. How do you do? I'm Victor Petrov, the General Manager

What would you say in the following situations?

Follow the example.

Situation Your words

a. You meet an ex-colleague at the It’s nice to see you.
conference again How are you?
Greet her

b. You go down to the reception

area of your company to meet Hans Backer.
You haven’t met him before.

Check his identity.

c. Greet Mr Becker.

d. You want to introduce your
colleague Peter Smirnov, the Data
Processing Manager, to Mr Becker.
e. You meet a business contact by

chance at the airport.
He asks how you are. Reply.

15



VI11. Look through the dialogue again and decide if the following
statements are true or false.

In order to establish a good atmosphere, it is important to keep the con-

versation moving and to show interest in what the other side has to say.

a. The visitors are unwilling to try Brazilian coffee.
b. The conversation flows easily, without silence or hesitation.
c. The visitors show interest in learning about Brazilian coffee.

d. The Brazilian ask most of the questions.

Read the dialogue again.

Extract 1

Paulo Santos:
To Brazil, .......... , Peter?
Peter Smirnov: ...............o

Unfortunately, this is only a short visit, so we
won’t be able to see very much

Paulo Santos: ................ ,

and it is very large country.

Extract 2

Peter Smirnov: This is very good.
.................................. it a lot?

Osorio da Silvia: ............ Coffee is very
popular.

And of course, we also drink a lot of

beer in Brazil

Peter Smirnov: .................. ?
And ....... brewed here or mainly
imported?

Osorio da Salvia: We mainly drink Brazilian
beers and some of them...... .........

Victor Petrov: and .................. ?

Paulo Santos: We .............. too.
Especially in the very south

16

Then read the notes on the right and
complete the missing words in the extracts.

Notes

Asks a question
Answers
Adds a comment

Reacts
Adds a comment

Asks a question
Answers
Adds information

Shows interest.
Asks a related question

Answers

Adds a comment
Asks a question
Answers

Adds information



near Uruguay.

But in general, we produce and drink less wine
than Argentina, for example.

Victor Petrov:

Shows interest
Asks a related question

IX. Read the interaction summary below and make a list of ques-
tions. In groups, discuss briefly how you can keep conversation

moving.

At the stage of relationship building, before the actual negotiation starts,
it is important to keep the conversation moving and to show interest in what

the other side has to say.

The Brazilians and the Russian used a number of tactics to do this.
When answering questions they gave a little more information than was
asked for, or made a related comment:

Question

This is your first
visit to Brazil, isn’t it?

Answer

That’s right

Do people drink Yes
ita lot?

And what about We produce
wine? some wine

too,

Extra information
Comment

Unfortunately, this is
only a short visit, so we
won’t be able to see very
much.

Coffee is very popular
and of course, we also drink

a lot of beer in Brazil.

especially in the very
south near Uruguay. But in
general, we produce and
drink less wine than Argen-
tina, for example.

They showed interest in what other people said by

— repeating key words

— reacting

—adding comments
—asking related questions

17



Extra informa- Reaction Comment/Question
tion/Comment

Unfortunately, this That’s true, and it’s a very large
is only a short That’s a pity.  country. There are so
visit, so we won’t be many beautiful places to
able to see very much. visit.

Coffee is very Beer? And is that brewed
popular and of course, in Brazil or mainly im-
we also drink a lot of ported?
beer in Brazil.

...especially in the That’s What’s the reason
very south near Uru- interesting. for that?
guay. But in general, we Oh, really?

produce and drink less
wine than in Argentina,
for example.

X. Read the cross-cultural summary below for a comment on each
assumption

There is, of course, no standard approach to the use of names. There are
wide variations from individual to individual and from culture to culture. For
example, within their own cultures, Germans and Japanese will rarely use
first names outside circles of family and close friends; North Americans,
Swedes and the Spanish will generally move to first names at an early stage
in a business relationship.

At the initial meeting stage, it is clearly important to create a climate in
which all participants feel comfortable. In the international context this will
almost certainly mean some adjusting and compromise.

If you are unsure of how the people you are meeting will deal with
names:

Introduce yourself and others by giving the full name.

I’m Marion Black. (not I’'m Mrs Black.)
This is Yoshi Kitawara. (not This is Mr Kitawara.)

18



Pleased to meet you, Tom. Pleased to meet you, too, Rafel.
How do you do, Mrs Black? How do you do, Mr Kitawara?

If you think using first names will be acceptable, suggest this.
By the way, please call me Peter.

Rewrite the dialogue below to make the use of names clear and con-
sistent. Person B is the host.

A: Tom, I’d like you to meet my friend Hari Pannambalam.
Hari and I used to do business together in Sri Lanka.

Hari, this is Mr Jenkins, head of the Marketing Department.
B: I'm pleased to meet you, Hari.

C: Pleased to meet you, too Mr Jenkins.

XI. Answer the questions.

Avre there standard approaches to the use of names?

What does it depend on?

Do Germans and Japanese often use first names?

When do North Americans, Swedes and the Spanish generally move to
first names?

When is it very important to create a climate in which all participants
feel comfortable?

What will it mean in the international context?

XII. Read the cross-cultural summary below for a comment on
each assumption.

1. Different cultures place varying degrees of emphasis on the impor-
tance of relationship building. For example, in many Middle Eastern coun-
tries no business can be done until a relationship of mutual trust and confi-
dence has gradually been built up between the two parties. By contrast, in
Finland, small talk before a negotiation is generally kept to a minimum, and
most of the relationship building will take place afterwards, in a restaurant
or sauna.

2. In many cultures people find it easier to build a relationship with a
potential business partner in a social setting. This is particularly true of many
European cultures, such as Spain, France and the UK.

3. The practice of immediately handing over a business card is probably
most common among the Japanese. It has the advantage of helping you to
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remember unfamiliar names and to understand better the role and status of
the members of the other negotiating team. However, in other cultures, for
example, Germany, it’s more common to exchange business cards at the end
of a meeting.

4. The amount of touching which is acceptable in different cultures also
shows great variation and, of course, varies within cultures depending on the
gender of the participants. In general, Latin American cultures permit more
physical contact between men than, for example, Anglo-Saxon cultures. The
distance at which two people stand from each other also differs. In Latin
American and Arab cultures, people generally stand closer together when
talking than Europeans or Americans do.

5. It is certainly prudent to avoid controversial topics at this stage of the
negotiation. However, the conversational ‘taboo’  topics of politics and
religion may be acceptable if you concentrate on information-gathering type
questions (who/what/how?) rather than questions which imply comment or
criticism. For example, ‘How is your President elected? rather than ‘Why
does your President have such a long term of office?’

XI11. Look through the text again and answer the questions.

Are preliminary meetings necessary?

Can preliminary meetings and talks set the climate for the whole negoti-
ation process?

How can you keep the conversation moving at the stage of relationship
building?

What tactics can be used to keep the conversation moving?

How can businessmen show their interest in what the other side has to
say?

Avre there any standard approaches to the use of names?

What traditions do Japanese and the German follow to? Why?

What climate should be established at the initial meeting stage?

Do all cultures place much emphasis on the importance of relationship
building?

What cultures find it easier to build a relationship with potential busi-
ness partners in a social setting?

When are business cards handed over in different cultures?

What advantages does the practice of immediately handing over busi-
ness cards have?

What amount of touching is acceptable in different cultures?
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What distance at which two people stand between each other is accepta-
ble?
What topics are avoided at the stage of negotiation?

XIV. Translate into English.

Ecnm BEI XOTUTE KYNHTh YTO-TO, HAIPHMEpP, CaMOJIET y Opa3smIIbCKOM
aBHACTPOUTENBHOH KOMIIAHUM, TO BaM CIEOYyeT NOCETHTh 3Ty KOMIIAHHMIO,
9YTOOBI MPOBECTH MPEIBAPHTEIBHBIE NEPETOBOPEI O BO3MOXKHOH MOKYIKE.
[lepBbie BnewatsieHUss MOTYT OBITH OYeHb BaKHBIMH. [lo3TOMY, KOrnma BBI
BCTpEYaeTeCh C JPYyroi CTOPOHOHU 10 Hayaja MeperoBopoB, TO BaM CJIEAYET
cOo37aTh XOpollylo atMocdepy. JlaHHas cTranus, cO3JaHUs B3aHMOOTHOIIE-
HUSI, 9aCTO MOXET c()OPMHUPOBATH KIMMAT JUIS BCEX NEPErOBOPOB.

Ha mepBbIX BCTpeyax MOJIE3HO NMPEACTAaBUTh ceOs M IPYTHX JIIoJeH 4eT-
KO 1o (haMMJIMU ¥ UIMEHH U 100aBUTh HEOOXOAMMBIC JaHHBIE O Ballel padore
WM KOMITaHHH.

J7st Toro 4ToObl CO31aTh XOPOILYI aTMoc(epy 0 TOro Kak HaYHYTCS
CaMH IeperoBophl, T.c. Ha dTalle YCTAHOBJCHHUS OTHOIICHHMII, OYCHb Ba)KHO
HOAJICPKHBATh MPOLECC IIEPErOBOPOB U HPOSBIATH HHTEPEC K TOMY, YTO
Jpyras CTOpOHA JOJDKHA CKa3aTh. YUYACTHHKH IIEPErOBOPOB B ATOM Cllydae
MOTyT mpuberate K psAAy TaKTHYESCKHX HMPUEMOB, 4TOOBI craenaTth 3To. Ha-
IpUMep, OTBeuasl Ha BOIPOCHI, OHU MOTYT JaBaTh HEMHOTO OOkl HHPOP-
Manuu, 4eM 00 3TOM CIipaliiBaIv, Wi CACJIaTh COOTBeTCTByIOHII/Iﬁ KOMMCH-
tapuit. Cnenyer UMeTh B BHJY, YTO YYaCTHHK IIEPErOBOPOB OOBIYHO HPOSIB-
JII€T UHTEPEC K TOMY, YTO TOBOPUT IIPEICTAaBUTENb APYTrOil CTOPOHBI, IIOBTO-
psi1  KIIOYEeBOE CIIOBO, pearupys Ha CKa3aHHOE, N00aBIAs CBOU KOMMEHTa-
puu, 3a1aBasi Hy)KHbIC BOIPOCHI.

KoHeuHo, HeT CTaHAapTHOTO MOJX0JA KaK MPeNCTaBIAThCS (HCIIOIB30-
BaTh uMeHa). CylecTByeT MHOTO BapUaHTOB B 3aBHCHMOCTH OT JMYHOCTH U
OT Pa3IUYHBIX KYJIBTYP.

Hampumep, B 3aBUCHMOCTH OT KYJIBTYp, HEMIIBI H SHOHLBI OYIyT O4YeHb
penxo npuberatb K MIMEHaM BHE CEMbU W OJM3KHUX Jpy3eil; ceBepoamepH-
KaHIIbI, IMBCAbI W HCIIAHIIbI 6yI[yT CKJIIOHHBI K MMCHAaM Ha paHHHUX JTalax
BbICTpanBaHUA JICJIOBBIX oTHomeHnui. Ha stame MEPBBIX BCTPEY OYCHDb BAXKHO
co3J1aTh KIIMMaT, B KOTOPOM BCE YYaCTHHKH YyBCTBYIOT ce0si kompopTHo. B
MEXJIyHapOJAHOM KOHTEKCTE 3TO, €CTECTBEHHO, Oy/leT 03HayaTh Ipucrocad-
JIMBaAaHUC U KOMITPOMMUCC.

Pasznnynble KyJapTyphbl OPUAAIOT Pa3IMYHOE 3HAYEHUE BAXKHOCTU YCTa-
HOBKH JICJIOBBIX OTHOIICHWH. Hampumep, BO MHOTUX CTpaHax CPeJHEro BOC-
TOKa HUKAaKOE JEN0 He MOXXET OBITh OCYLICCTBICHO (CIEJIaHO) [0 TeX Iop,
MOKa He YCTaHOBJICHBI OTHOIICHHUS B3aUMHOTO JIOBEPHS ¥ YBEPEHHOCTH MEXK-
ay nBymst cropoHaMu. CoBceM Hao0opoT B OHHISIHANY, HeGobInne Gecepl
nepest eperoBopaMy, B OCHOBHOM, CBOJSATCS K MUHUMYMY M OCHOBHBIC Je-
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JIOBbIC B3aMMOOTHOLICHUSI OYAYT IMPOMCXOIUTH IOTOM, B PECTOpPAaHE WIH
cayHe.

Bo MHOTMX KyJIbTypax JIOJ¥ HaXOAAT (CUMTAIOT), YTO JIErde MOCTPOUTH
B3aUMOOTHOIICHHS C MOTCHIMAIBHBIM [EJIOBBIM MApTHEPOM B APY>KECKOH
aTMocdepe. ITo 0COOEHHO XapaKTepPHO IS €BPOMEHCKUX KYJIBTYp, TaKHX
kak Vcnaans, @pannusg u CoeTMHEHHOE KOPOJIEBCTBO.

[TpakTka OOMeHa BU3UTKAMU Cpa3y jKe, BEPOSTHEE BCEro, XapakTepHa
cpeau AMoHLEB. B 3ToM ecTh nmpenMyInecTBO — MOMOYb BaM 3allOMHHUTE He-
3HAaKOMBIE MMEHA U JIydlle MOHATh POJIb U CTaTyC WICHOB JIPYrod KOMaHIbI
neperosopos. OnHaKo, B IpyrHX KyJbTypax, Hampumep, I'epmannu Ooiee
XapaKTepHO OOMEHHUBAThCS BU3UTKAMH B KOHIIE BCTPEUH.

B03MOXHOCTh CONPHUKOCHOBEHHS, KOTOpas HpHEMJIEMa BO MHOTHX
KyJIbTYypax, Tak e JAeMOHCTpUpYeT OOJbLIOe pa3Iudyue, KOHEYHO, pa3jinuue
Cpear KyJbTyp 3aBHCHUT OT I0JIa yYaCTHHKOB IeperoBopoB. Boobuie, naTu-
HOaMepHKaHCKast KyJIbTypa Mo3BossieT 0oJpiie GpU3ndecKux NpUKOCHOBEHUH
MEXIYy MYXIHMHAMH, 9Y€M aHIJIOCAKCOHCKHE KyJIbTYphl. PaccrosHue, Ha KO-
TOpPOM CTOST JIBa YEJIOBEKa APYT OT ApYyra, ToXe oTiaudaeTcsa. B marnHoame-
PHUKAHCKOH M apaOCKOH KyJIbTypax JIOJu OOBIYHO CTOSAT ONMKE APYT K IPYyTy
IIPU Pa3roBOpPE, YeM 3TO JeNIal0T aMEPUKAHIIBI i €BPOIEHIIBI.

EcrecTBeHHO, pa3yMHO M30eraTh TEM Ul CIIOPOB HA 3TOW CTaIMH Iepe-
roBopoB. OIHaKo, 3alpeTHbIe TEeMbI Ul 00CYXKICHUS TOJIUTUKH M PEIUTUH,
MOT'YT OBITh IPUEMIIEMBIMH, €CITH BBl CKOHIIEHTPUPYETECh Ha BOMIpOcax o0e-
o xapakrepa (KTo, 9T0, KaK), a He Ha BOIPOCAX, KOTOpbIE TPeOYIOT KOMMEHTa-
pwii wm kputHKy. Hanpumep, “Kak m30upaercst Bam npesunent?”, a ve “Tlo-
YyeMy y Balllero Npe3uieHTa Takoi OOJbIIOoN CpoK NpeObIBaHMs Y BIacTu?”

XV.

1. Describe how you can keep the conversation moving and show inter-
est in what the other side has to say.

2. Compare different approaches to the use of names in different cul-
tures while introducing yourself and your colleagues.

3. Based on your understanding of the importance of relationship build-
ing, outline the cross-cultural differences in building relationship, the practice
of handing over a business card, the amount of touching which is acceptable
and topics the participants of the negotiation process should avoid.

4. Discuss with your partner the importance of relationship building
stage for the whole negotiation.

5. Read this situation and act it out with your classmates: Two repre-
sentatives of Russian Inland are visiting Brazil to have a meeting with repre-
sentatives of AMB. The purpose of the visit is to hold preliminary negotia-
tions about the possible purchase of aircraft from AMB. First impressions
can be important. Therefore, when you meet the other side before the nego-
tiation stage, you should establish a good atmosphere, Try to keep the con-
versation moving.
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UNIT 3
AGREEING PROCEDURE

I. Read this text and make up a list of questions. In groups, discuss
briefly what you have learnt about the importance of agreeing on
the overall objectives and procedure.

At the beginning of the negotiation it is important for both sides to agree
on the overall objectives and procedure. This will ensure that nothing is for-
gotten or left out, and that both sides have a clear idea of the agenda.

Il. Read this dialogue and translate it into Russian.

Santos: I think we should start. First of all, I’d like to say that we hope
that this will be the beginning of a good business relationship for both our
companies.

Petrov: Yes, indeed. So do we.

Santos: Good. Can we now agree on the overall procedure for the next
three days? I’d like to check what you hope to achieve. Obviously, our main
objective is to find out more about your airline’s needs and then talk about
ways in which we would be able to service those needs. Does that fit in with
your objectives?

Petrov: Yes, that’s very much the same how we see it too. The fact that
we’re here means that we’re already very interested in your aircraft. What
we’d like to get from this meeting is a full picture of your current products’
capabilities, your development plans, and how these aspects match our needs.
We’d also like to talk about possible pricing, delivery and support arrange-
ments.

Santos: Good. We seem to have broad agreement on objectives. Could
we now agree on the order in which we want to talk about thing?

Petrov: Certainly.

Santos: Well, | think we should start by looking at your situation and
your needs. Would you go along with that?

Petrov: Yes, that’s fine. We’d be happy to start with that.

Santos: We could then move on to a presentation of our family of air-
craft, and our range of customer services. Does that sound OK?

Petrov: Yes, indeed. We’d also be very interested in visiting your facto-
ry at an early stage of the proceedings, if possible.

Santos: Certainly. We were thinking of taking you to visit our produc-
tion and test facilities tomorrow. Does that fit in with your plans?
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Petrov: Yes, that’s fine with us.

I11. Look through the dialogue and decide if the following state-

ments are true or false.

a. The Brazilians already have a detailed plan for the next three days.
b. Paulo Santos already knows enough about the Russian company’s

needs.

c. In this meeting the Russian side wants to find out as much as possible

about AMB’s products.

d. Price will also be an item on the agenda.

Glossary:
overall
leave out
agenda
agree on the overall agenda
obviously
find out
fitin
match
principle objectives
supplementary objectives
acceptance of objectives
so far
beneficial

seek

move on to
strengthen by

less direct (dogmatic)
forceful style
summarize

optical fiber
feedback

convey

oOmITHiA

HE YUHUTHIBATh, HE BKIIIOUATh
MMOBECTKA (3aceTaHus)

COTJIACOBATH BCIO IMTOBECTKY
OYEBUIHO

BBISICHUTH

COOTBETCTBOBATbH, HE PACXOJIUTHCS C
COOTBETCTBOBATH, MOJAXOAUTh
TJIaBHBIC 3a7a4H

BTOPOCTETICHHBIE 3a7au

MIpUHATHE (COoTyIachst) 3aa4

IOKa, Ha HACTOSIIUH MOMEHT
ONarOTBOPHBINA, TOJNE3HBIH, TOI0XKH-
TEIIbHBII

HCKaTh, TIIPECcIeNoBaTh  KaKyKO-TO
Leib

MIEPEXOAUTH K

YKPETIATh Y4eM-TO

MeHee IPAMOH (JIOrMaTUIHBII)
CTUJIb JIaBJICHUS, CUIIOBOU
000011aTh

OIITUKO-BOJOKOHHBIN

oOpaTHast CBS3b

BEIpaXKaTh

IV. Translate these word combinations into Russian.

o overall objectives

¢ have a clear idea of the agenda
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e principal objectives

o supplementary objectives

e acceptance of objectives

o identify areas of common interests

e get an agreement on procedure

e state principal objectives

o review of the progress so far

e clear understanding

e agree on a preliminary time schedule
e agree on a new pricing formula

o reach mutually beneficial agreement

o while we are on that subject

¢ we’ll make it the third item then

e interpret as a sign of aggressive behaviour
e see as threatening

o expect more verbal feedback

e convey meaning through words

V. Translate these word combinations into English.

obmue 3aaauu (1eIu)

MMETh YETKOE IPE/ICTABICHHE O OBECTKE BCTPEUU
COIJIacOBAaTh BCIO MPOLEAYPY

TJIaBHBIC 3a/1a41

BTOPOCTETICHHBIE 3a/1a4H

MIPUHATHE 3a71a4

OTIpeNIeNUTh 00JIaCTh OOIINX HHTEPECOB
JIOCTUTATh COTJIACHS 110 TIPOLIEAYpPe

OTIPENICIIUTH TIIABHYIO 33149y

MOZBECTH UTOTH Mpoliecca MmoKa

YETKOE MPEeJICTaBICHHE

JIOTOBOPUTBCS O TIPEIBAPUTEIILHOM rpaduKe
COIJIacoBaTh HOBBIE MOAXO/IbI [0 BOIIPOCAM LieH
JIOCTHUTaTh MOJIE3HBIE /ISl 00EMX CTOPOH COTJIALICHUs
MIEPEXOUTH K

YKPEeTUIATh

MOKa MBI 00CYX/1aeM 3Ty IpodIeMy

TOTa MBI C/IETaeM 3TO TPETHUM ITYHKTOM

MeHee TPsSMOM (JIOTMaTHIHEIH )

CUJIOBOH CTUIIb

paccMmarpuBarh Kak MpU3HAK arpeCCUBHOTO MOBEACHHS
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e 0XxuzaTh Oosble 0OpaTHOI CBA3M

® [IOHHUMAaTh CMBICJI C IIOMOIIIBIO CIIOB

Look through the dialogue again and complete the missing words

in these extracts.
Extract |

Paulo Santos: Can we now ..........
............... for the next three days?
I’dliketocheck .....................

Obviously, ............... is to find
out more about your airline’s needs and
then talk about ways in which we would
be able to service those needs.

Doesthat .............cooeiiiiiniinn,
Extract 2

Petrov: ....we’re already very inter-
ested in your aircraft.

......... from this meeting is a full
picture of your current products’ capabil-
ities, your development plans, and how
these aspects match our needs.

....possible pricing, delivery and
support arrangements.

Notes

Ask for agreement on pro-
cedure

Check the other side’s ob-
jectives

States his side’s principal
objectives

Checks that this is accepta-
ble to the other side

States his side’s principal
objective

States supplementary
objectives

VI. Read the language summary below. In groups discuss briefly
what you have learnt about stating objectives and agreeing on

them with the other party.

At the opening stage of the meeting it is important to state the objectives
clearly and to agree on them with the other party.
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Getting agreement on procedure

Can we now agree on the overall procedure?
First of all, | think we should establish the overall procedure.

Stating principal objectives

Our main objective is to ...
What we’d like to achieve from this meeting is ...

(get)

Supplementary objectives

We’d also like to talk about?
Another objective, as we see it, is ...
Something else we’d like to achieve is ...

Checking agreement and acceptance of objectives

Does that fit in with your objectives?
Is that OK  with you?
Does that seem acceptable to you?

VII. Expand the notes below into an introduction and statement of
objectives. Follow the example.

Example
1. Get agreement on procedure
2. State principal objective: exchange of ideas

Model version Can we now agree on the overall procedure? What
we’d like to achieve from this meeting is an exchange of ideas.

. Get agreement on procedure
. State principal objective: identify areas of common interest

. Get agreement on procedure
. State principal objective: review of progress so far

. Get agreement on procedure
. State principal objective: find out more about your product range

PoONRPRONRPONRE

. Get agreement on procedure
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2. State principal objective: clear understanding of each other’s capabili-
ties

VI1II. Read this text and make a list of tactics to create a climate of
cooperation.

In this early phase of a negotiation, it is generally important to create a
climate of cooperation. The participants in the Russian/AMB meeting used a
number of tactics to achieve this.

The Russian visitors were asked to agree on items of procedure when it
was almost certain they would agree.

This climate of agreement and cooperation was strengthened by the use
of positive responses by the other side.

Asking for agree- Positive response
ment

Could we now agree Certainly
on the order in which we Yes, indeed.
want to talk about Fine.
things?

Suggestion Asking for Positive re-

agreement sponse

I think we should | Would you Yes, that’s fine.
start by looking at your go along
situation with us?

We could then | Does that Yes, indeed
move on to a presenta- sound OK? Certainly
tion.

Tomorrow we can Does that fit in
visit our production facil- with your plans? Yes, that’s
ities fine with us.

IX. These are nine exchanges from the early stage of a negotiation
between a buyer and a supplier. Put them in the correct order.
The buyer speaks first. Follow the example.

a. Yes, that’s good idea. And while we’re on that subject, I’d also like to
talk about delivery costs. Is that OK with you?
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b. Certainly.

c. Fine. We’ll make that the third item then.

d. Right. Well, what’s most important for us is the question of quality
control, so | think we should start by discussing that. Would you go along
with that?

e. We’d then like to talk about delivery schedules. Does that sound OK?

f. OK. So we could spend the first half hour on that topic . Is that OK
with you?

Start — g. Could we now agree on the order in which we want to talk
about things?

g. That’s fine with me.

h. Yes, indeed. We’ve just introduced new quality control procedures, SO
that’s very relevant.

X. Read this text and make a list of questions. Work with the oth-
er students from the same group, check what they understood
from the text.

To create the strongest climate of cooperation in a negotiation, there are
certain choices about the style of language which can be made.

o Use of would like to make requests sound less direct.

I want to check what I’d like to check what
you hope to achieve you hope to achieve

e Use of should, could, might, would to make statements and sugges-
tions sound less dogmatic. It is also better to introduce suggestions with
phrases such as | think, maybe, perhaps.

It’s time to start our meeting. | think we should start our
meeting

I’11 outline our objectives Perhaps | could outline our
objectives.

e Use of questions to make suggestions in a less direct way.

Now we must agree on the Can we now agree on the
overall Procedure. overall procedure?
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The less direct and less dogmatic

choices are particularly useful when

dealing with people who are native speakers of English, for whom a direct

and forceful style may be interpreted as

a sign of aggressive behaviour.

XI. Look at the statements below. They could be used at the be-
ginning of a negotiation to establish the procedure of the meeting.

In each case they are very direct.

Give a version which is less di-

rect, and will help to create a better climate of cooperation. Follow

the example.

Example

a. We’ll talk about price.

b. I want to hear about delivery
procedures.

c. We’'ll deal
clauses tomorrow.

d. We have to finish the meeting
at 5.00pm.

e. We want your ideas on this.

f. We’ll look at the specifica-
tions tomorrow.

g. I’ll summarise our objectives.

with penalty

I think we should talk about
price.

XI11. Read this dialogue.

Bill: As George was remarking, o
proving very popular with both medium
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George: That’s right — our US and Canadian customers are particularly
pleased with the flexibility they offer. And, as I understand from you, Taka-
shi, one of the main purposes of your visit is to look how our range of soft-
ware would suit your developing needs in the optical fibre area. Bill, would
you like to run through today’s programme at this stage?

Bill: Sure. But first, have you guys got any questions? Yeah, Akira?

Akira: No, everything is clear.

Bill: Oh, OK, George.

George: Thanks, Bill. As you can see on the programme in front of you,
I will first be making a short presentation of our product range, concentrating
on the new control systems. Then there is a space for you to present to us
your future needs at Nippon Glass and how we at Setel may be able to help
you. We will then be breaking for lunch. After lunch we plan to go to our
facility in which you will see the new system, as well as some of our other
products, in operation. How does that programme sound to you?

Takashi: It’s fine. We are here because we are interested in your soft-
ware system.

George: Well, Takashi, we think you will be even more interested by
the end of the day.

XII1. Look through the dialogue and say what you have learnt
about:

a. US Setel company
b. Nippon Glass company

XIV. Look through the dialogue again and answer the questions.

What customers are the software control systems popular with?

What are the customers pleased with?

What is the main purpose of the Japanese customers’ visit to this plant?
Did the visitors have any questions?

What was the first point of the programme?

What were the hosts going to concentrate on?

Where did they plan to go after lunch and why?

Did that programme fit in with the visitors” objectives?

What were the visitors especially interested in?

XV. You’ve just read the extract from a meeting. On the one side

there were two representatives of Setel, a US company producing
software systems for use in production process in the optical fibre
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industry. On the other side were two representatives of Nippon
Glass, a Japanese electric glass manufacture.

The comments below were made after the meeting by various mem-
bers of the negotiating teams.

If you think a comment was made by an American, put A in the col-
umn. Put J if you think it was made by one of the Japanese. In each case
give your reason.

Comment JAVA ] Reason

a. I get the impression they don’t like us.

b. Why are they telling us obvious things?
c. They are very sales-oriented.

d. I’ve no idea what they’re really thinking.

XVI. Translate the following into Russian.

Can we now agree on the overall procedure for the next 3 days?

First of all, I think we should establish the overall procedure.

I think we should start.

First of all, I’d like to say that we hope that this will be the beginning of
a good business relationship for both our companies.

Could we now agree on the order in which we want to talk about
things?

I think we should start by looking at your situation and your needs.

I think we should start by explaining our specific needs.

Would you like to run through the today’s programme at this stage?

Your main objective is to find out more about your company’s needs.

Our main objective is to talk about ways in which we would be able to
service those needs.

What we would like to get from this meeting is a full picture of your
current product's capabilities, your development plans.
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Obviously our main objective is to find out more about your compa-
ny’s needs.

And then talk about ways in which we would  be able to serve those
needs.

What we’d like to achieve from this meeting is how these aspects
match our needs.

What we’d like to achieve from this meeting is an exchange of ideas.

Our main objective is to identify areas of common interests.

What we’d like to get from this meeting is a review of our progress so
far.

Our main objective is to find out more about your product range.

What we’d like to achieve from this meeting is a clear understanding of
each other’s research capabilities

We’d also like to talk about possible pricing, delivery and support ar-
rangements.

Another objective, as we see it, is to agree on preliminary time schedule.

Something else we’d like to achieve is agreement on a new pricing for-
mula.

We’d also like to talk about manpower requirements.

We’d also be  very interested in visiting your factory at an early
stage of proceedings.

I’d then like to hear about your range of services.

Does that fit in with your objectives ( plans)?
That’s fine with you?

Is that O.K. with you?

Does that seem acceptable to you?

Would you go along with us?

That’s fine?

Does that sound O.K.

XVII. Translate the following into English.

He mornu 6b1 MBI cefiyac coryiacoBaTh BCIO TPOIENYypY Ha MOCIEAYIO-
e Tpu aHs?

[Ipex e Bcero, s JyMar0, HaM HY>KHO BBIPabOTaTh BCIO MPOIIEYPY.

Sl nymaro, 4TO HaM HY>KHO HauyaTh.

IIpexxne Bcero, MHe OBI XOTENIOCH CKa3aTh, YTO MBI HAJEEMCS, YTO 3TO
OymeT Ha4yaloM XOPOIIMX IEJOBBIX OTHOIICHHH JJIS HAIIUX 00eUX KOMITa-
HUH.
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He mormu 6b1 MBI cefiuac corjiacoBaTh 3aKa3, B KOTOPOM HaMm ObI XOTe-
JIOCh TIOTOBOPUTH O TAaKUX BEIIAX.

S nymaro, 4TO HaM ClIeyeT HaYaTh PACCMATPHUBAThH BAIly CUTYAalUI0 U
BaIIIA HYXKJIBL.

S mymato, 9TO HaM OBI CIIEOBAIO HAYATh C KOHKPETHBIX MPOOIIEM.

He xotemock OBl BaM MPOCMOTPETh MPOTpaMMy Ha CETOAHS Ha 3TOM
sramne?

Hamra rmaBHas 1ienb — BBISICHUTD OOJIBIIE O MOTPEOHOCTSX Baleil KOM-
MTaHHH.

Hama rmaBHas 3amada — IMOTOBOPHUTH O HAIIMX BO3MOXHOCTSIX, YTOOBI
YIIOBJICTBOPHUTH BAIlA HYXIBI.

YToOBl HAM XOTEJIOCH MOJYYHUTh B PE3YJILTATE 3TOH BCTPEUH - MOJHYIO
KapTHHY BalllMX HACTOSIIMX BO3MOXKHOCTEH B IUIAHE MPOJYKIIMK M BaIlMX
IJIAHOB Pa3BUTHSL.

OueBHIHO, YTO HAIlIa TVIaBHAS IIe]Tb — Y3HATH OOJIBIIE O HYXIaX BaIlc
KOMIIAHHWHU , a 3aTeM HaM OBl XOTEeJNOCh OOCYIUTHh TO, KaK OBI MBI CMOTIIH
YAOBJICTBOPUTH  BAaIIH MOTPEOHOCTH.

To YTOOBI HAM XOTEJOCH MOJTYYHUTh U3 3TOW BCTPEYH - KaK 3TH acIeK-
Tl COOTBETCTBYIOT HAIIIUM ITOTPEOHOCTSIM.

UYtoOBI HAM XOTEJIOCH MOTYYIHUTh U3 3TOH BCTPEUH — OOMEH MHEHHSIMH.

Hama rmaBHas 3agaga — onpeneneHue o0aacTeil 00X HHTEPECOB.

To YTO HaM XOTENOCh OBI MONYYUTh U3 STON BCTPEUH - TaK 3TO y3HATH
00 ycrmexax B pCIICHUH HAIIUX BOIPOCOB HA HACTOSIIIUA MOMEHT.

Hama rmaBHas 3a1a4a — BEISICHUTh KaK MOXKHO 00JibIlie 00 acCCOPTUMEH-
Te BalllMX TOBAPOB.

To 9TOOBI HAM XOTENOCH MOJYYUTh U3 3TOH BCTPEUH — SICHOE TIOHHUMa-
HHUE HCCIICJI0BATCILCKUX BO3MOXKHOCTEH  00CHX CTOPOH.

Ham 0Bl Taxxke XOTelIOCh OOCYIWTH BO3MOXKHEIC IICHBI, IIOCTABKH H
IO IICPIKKH.

Jpyras 3agaga, Kak 3TO MBI BUIUM - JOTOBOPUTHCS O TPEIBAPUTEIHHOM
rpaduke.

Eme Ob1 HaM XOTENIOCH JOCTHTHYTH COTJIAIICHHE O HOBOI LIEHOBOW ITO-
JINTHKE.

Ham OB Tarxke XOTeNOCh OOCYAHUTH MOTPEOHOCTH B UYCIIOBCUECKUX pe-
cypcax.

Hawm 651 Taroke Ob1JI0 ObI OYEHb HHTEPECHO NMOOBIBATh HA Balel Gadpu-
K€ Ha HAYaJbHOM JTare Haiieil padoThI.

3aTeM MHE ObI XOTEJIOCh YCIBIIIATh O BallleM pa3HOOOpa3uu yCiyT.

JTO COBIIAJAET C BAIIMMHU LIEIIMU?

DTO0 TO, YTOOBI BaM XOTEJIOCH?

BEI cormacHbl ¢ HamMu?

IToxoxe, 4yTO 3TO MpUEeMIIEMO i Bac?

BEI cornmacubl ¢ HaMu?
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Oro ycTpauBaet Bac?

XVII1. Work in pairs. Read these prompts in Russian and act out
dialogues in English.

[IpennoxuTe coriacoBaTh ClieAyOLIee W NMPOBEPHTE COTNIACHE BAIIEro
MapTHEpa I10 eperoBopam Mo 3TOMy BOIIPOCY:

— 00111yI0 poLeypy COBELIaHUs

— IOBECTKY 3aceaHusl Ha MOCIIEAYIONINe TPH AHS

— BBIPabOTaTh OO0 IPOLEAYPY

— YCIJIOBUSI TOCTAaBKH, IIEHOBYIO NOJUTHKY U BONPOCHI OAIEPIKKU

— 3aKa3, B KOTOPOM BaM OBI XOTEJIOCh OOCYAUTS ...

BEICKa)kuTE CBOIO TOYKY 3pEHHMS € 4ero OBl BaM XOTEJIOCh Ha4aTh MPEK-
e BCETO:

— paccCMOTPETh CUTYALHIO MOTPEOUTEIIS U HX HOTPEOHOCTH

— OOBSCHUTH HEOOXOAUMOCTb MPOCMOTPETH MPOTPAMMY, HMEIOIIYIOCS
Ha CCTOHA

3asBHTE O Ballicii MIABHOM I[EJTH YYACTHsI B 3THX MIEPErOBOPaX:

— BBIACHCHHE HYX]l KOMITAHUH

— IIYTH YAOBJICTBOPCHHUS OTPEOHOCTEH KIMECHTOB

— TOJIyYEHHUE MOJHON KapTUHBI O MPOM3BOJCTBEHHBIX BO3MOKHOCTSIX U
IUIAaHAX PA3BUTHSI

— KaK Ballld MPE/JIOKEHUSI COOTBETCTBYIOT MOTPEOHOCTSIM KIHEHTOB

— 00MeH MHEHHUSIMHU

— omnpeJieNieHre 007IacTH OOIUX HHTEPECOB

— BBUSICHEHHE JOCTHTHYTOTO MPOrpecca Ha HACTOSIIHIA MOMEHT

— OonblIe y3HATh 00 aCCOPTUMEHTE TOBapa

— SICHOE MIOHUMAHKE MUCCIICI0BATEIbCKIX BO3MOKHOCTEH 00€HUX CTOPOH

— BAIlIEr0 MPHUCYTCTBUS Ha MPE3CHTAIUU TOBapa

3asBuTe Balle xelaHue 00CYIUTh BTOPOCTENEHHYIO MPOOIeMy:

— COIJIacOBaHME MPEJBAPUTENLHOTO rpaduka

— COTJIACOBaHKE HOBOU LIEHOBOM MOJUTHKHU

— 00CyXK/IeHHE YEeTIOBEUYECKOTrO pecypca

— Ballle KeJlaHhe MOCETUTh MPEINPHITHE HA PAHHEH CTaJUH MEeperoBo-
poB

— y3HaTh 6oJibIlie 00 ACCOPTUMEHTE TOBapa

— y3HaTh OOJIBIIE O MPe/UTaraeMbIX yCIIyrax
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Bo3moxHbIe BapuaHTbl YTOYHCHUS COTJIaCHUA U OTBETHOI pCaklun Ha
MPEAJIOKCHUSA.

XIX. Look through ex XIII again and read the cross — cultural
summary below for a comment on each assumption.

The reaction of people to the style of this meeting will depend on their
cultural perspective. It is probable that the American participants in the dis-
cussion will feel that the Japanese are far too silent, suggesting that they are
unhappy about something, or that they do not want to be cooperative. From
their side, the Japanese may feel that the Americans are talking too much, and
asking unnecessary questions.

In American culture, meaning is mainly conveyed through words — so
people speak a lot to express what they feel and think. Relatively little is left
to be understood from the context, where what is not said is as important as
what is said. In some other cultures, a lot of meaning is contained in situa-
tions and contexts, and words may be less necessary. People from such cul-
tures are, therefore, often considered to be rather silent and uncommunica-
tive. But, in reality, the communication is taking place in an unspoken way.

XX. Let’s discuss.

What can the reaction of people to the style of the meeting depend on?

What may the American participants feel about the Japanese partners in
the discussion?

What may the Japanese feel about the Americans in the discussion?

How is meaning mainly conveyed in American culture?

Where can a lot of meaning be contained in different cultures?

Are words very important in these cultures?

How are people from these cultures often considered?

What way does communication take place in these cultures?

XXI. Translate this text from Russian into English

YCTaHOBUB XOPOIIKE AETIOBbIE OTHOIIEHUS C MAPTHEPAMH 1 atMochepy
JIOBEpUsl, BBl MOXKETE MEPEXOJHUTh K MEpPBbIM O(QHUIMAIBHBIM BCcTpeuam. B
caMOM Hadyajie IIeperoBOpPOB OY€Hb BaXKHO JUIsi 0OEUX CTOPOH COrIacoBaTh
BCE 3aJa4d W TpoleAypy. Takoe corjacoBaHHWe HEO0OXOIUMO, 4TOOBI yOe-
JUTBCA, YTO HUYECTO HC 336])ITO 1 HEC TPONYIIECHO U , YTO 06e CTOPOHBI UMECIOT
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YeTKOe IpEeCTaBIeHHE O ITOBECTKEe BCTpeud. Ha arame oTKpbITHS  coBelia-
HUSI OYEHb Ba)KHO YETKO 3asBUTH LIEJIX ¥ COTJIAcOBaTh UX C JAPYroi cTo-
poHo#i. CneyeT UMeTh B BUJY, YTO BHAyalle COTJIACOBBIBAIOTCS I1E€PBOCTE-
TIeHHBIE, 3aTeM 3aJa4d BTOPOCTEIEHHOH BaxkHOCTH . He cienyer 3a0bIBath,
YTO BBI JOJDKHBI YTOYHHTB COTJIACHE M NPUHATHE 3TUX 3a1ad ApYyroif cTopo-
Ho. BompmmHCTBO meperoBopoB paboTaroT ydine, Korma o0e CTOPOHBI
KOOIIEPUPYIOTCS, YTOOB! JOCTUTHYTH B3aHMOBBITOHBIX OTHOLIEHHH. BbI Mo-
XKETe cO3aTh ATOT KIMMAT COTPYIHHYECTBA HA PAaHHUX CTalHsiX IEPeroBo-
POB IIyTE€M IIOHCKA ITOJIOKUTEIILHBIX OTBETOB HA CaMble MaJICHbKUE MpooJie-
Mbl. ClieyeT IOMHHTb, YTO CTHJIb S3bIKa MOJXKET IIOMOYb BaM CO37aThb
caMblif KpeNKuil KJIIMMaT COTPYAHHYECTBAa B IeperoBopax. B arom ciyuae
BaM cjelyeT n30erath NpsMOTO W JIOTMAaTHYHOTO CTHJIS, €CNIM BBl MMeEeTe
JIeTI0 C HOCUTEIISIMH aHIJIMHCKOTO s3bIKa. [IpsIMOi CTHIIb M CTHIIb CHJIBI MO-
KET OBITb BOCHPUHAT HWMH KaK CUTHAJl arpecCHBHOTO ITOBEJICHUSI.

XXII. Let’s discuss.

What should you agree on at the beginning of the negotiation?

Why is it very important to agree on these two problems?

Should both parties have a clear idea of the agenda? Why?

How should you state objectives at the opening stage of the meeting?

What objectives should you state first?

Is it necessary to check agreement and acceptance of objectives?

When do negotiations work better?

How can you create the climate of cooperation at the early stage of a ne-
gotiation?

Which style of language can help you to create the strongest climate of
cooperation in negotiations?

How can direct and forceful style be interpreted by your partners?

XXI11. Speak on:

1. Explain why it is very important for both sides to agree on the overall
procedure and objectives, what objectives are stated first.

2. Explain what tactics can be used to create the climate of cooperation,
what style of language will help you to do it successfully.

3. Distinguish between the American and Japanese ways of conveying
the meaning in  discussions. Which style do you support?
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XXIV.

1. Discuss with your classmate purchasing of the latest software control
system from one of the American companies, firstly agree on the overall
procedure, state objectives, express your wish to visit the manufactures’ fa-
cilities to see the range of products and make sure that they meet your re-
quirements.

2. Discuss with your classmate how to introduce and check acceptance
of objectives, how to create the climate of cooperation, how to make sugges-
tions less direct and cross-cultural differences in conveying the meaning in
discussions.
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UNIT 4
NEGOTIATING CONDITIONS.

I. Here are the stages of a negotiation and some expressions which
you may find useful at each stage.

1. Conversation

I’m sure/confident we can reach agreement. (optimistic)
I’m sure there’s room for negotiation.

We have a lot to discuss.

Let’s see how we get on. (cautious)

2. Presenting your position

This is our position.

This is how we see it.

We think the following is reasonable/appropriate.
Out approach is this.

3. Questioning the other’s position
How do you | explain your attitude?
| justify...? account for...? arrive at...?
Why do you want...?
Why sucha | high charge?
| long delivery period?
| low discount?

4. Refusing to accept

I’'m sorry, I can’t accept 2%.

You’ll have to do better than that, I’m afraid.
I’'m afraid it’s not enough.

Other firms offer more than 2%.

5. Refusing to move
I’m afraid I can’t agree to | that
| increase the rate.
| lower the price.
| shorten delivery.
We’ve done our best for you.
We have to maintain a policy.
| have my instructions.
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6. Suggesting a compromise

May | make a suggestion?

If you ... then we may be able to...

We may be able to ... but only if you...

Unless you ... there is no question of our being able to...

7. Reaching agreement
Let’s just go through the terms.
Let’s summarize the conditions.

I1. Read the dialog. You are negotiating the delivery period.

--Well, let’s get down to business. You know this delivery problem re-
quires much attention. We should have some negotiations. I’'m sure there’s
room for negotiation.

--Let’s see how we can get on.

--Well, we can deliver the 1st equipment in 5 weeks and install it 3
weeks after that.

--I’m afraid it’s a long delivery period.

--Well, this is the usual period. It’s pretty normal in this kind of opera-
tion. Do you want it to be delivered quicker?

--We expect 3 weeks maximum delivery and 2 weeks installation.

--1 see what you mean but that would be very difficult. We are heavy
with orders. Our equipment is in great demand, because it’s our high quality
and meets the customer’s requirements. Look, if I can promise your delivery
in 4 weeks, does that help?

--I’m afraid, that’s not enough.

--You see, it goes without saying it’s really a very short deadline in this
business. You really are asking us for something that is very difficult. I've
made a little concession so, I’1l have to consult with my colleagues and come
back to you, but I can’t see what we can do.

--May | make a suggestion? If you deliver equipment in 4 weeks we
might be able to talk about further order.

--Mention should be made on that basis | suppose we might be able to
look at some kind of arrangements. In fact, if you can promise another order |
think we could accept your terms.

--Let’s summarize the conditions: 3 weeks delivery and 2 weeks instal-
lation. Decision on the next order by the beginning of June, not late that the
3rd of June.

--Exactly. If you could confirm this in writing, I’1l be much obliged to
you.
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I11. Complete the dialog using the list of expressions in exercise I.
You are having negotiations with your supplier, you are discuss-
ing the delivery period.

Supplier

You
Supplier

You

Supplier

You
Supplier

You
Supplier

You
Supplier

You
Supplier

You

Supplier

Well, let’s get started. You know, with this delivery prob-
lem, I’m sure there’s room for negotiation.

(1: Cautions)

Right, well this is how we see it. We can deliver the first
machine in ten weeks, and install it four weeks after that.
(3: Long delivery period)

Well, these are in fact the usual periods. It’s pretty normal
in this kind of operation. Did you expect we could deliver
any quicker?

(2: 6 weeks maximum delivery; 4 weeks installation)

| see what you mean but that would be very difficult. You
see we have a lot of orders to handle at present, and moving
just one of these machines is a major operation. Look, if |
can promise you delivery in eight weeks, does that help?

(4: too late)

Well, look...You want the machine in six weeks. Now that
is really a very short deadline in this business. You said
that you couldn’t take it any later, but couldn’t your engi-
neers find a way to re-schedule just a little, say another
week.

(5: Refuse)

Well, you really are asking us for something that is very
difficult. I’ve offered you seven weeks. I’ll have to consult
with my colleagues and come back to you, but I can’t see
what we can do.

(6: if deliver in 6 weeks perhaps talk about further order)
Well, on that basis | suppose we might be able to look at
some kind of arrangement. In fact, if you can promise
another order I think we could accept your terms.

(7: 6 weeks delivery; 4 weeks installation; decision on next
order by 26™ of this month)

Exactly. If you could confirm this in writing I...

IV. In the list below, you will see many of the conditions which
are common in various kinds of business agreement. First, read
the list of conditions and the example.
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Conditions Examples

unit price $15.00 per unit

minimum quantity at least 10,000 units

credit period 30 days after invoice

delivery date 20 June 1993

bulk discount -2%% if over 10,000 units

penalty clause 5% for each month of delay

cancellation clause 50% charge if cancelled less than
six weeks beforehand

exclusivity sole rights over all East Coast states

royalty on sales under license 3% of turnover on licensed good

commission 5% on sales in the territory

early settlement discount -2% if paid within 20 days

option period first option for 12 month after con-
tract

method of payment irrevocable letter of credit

warranty period 18 month warranty from completion

a) Now cover the right-hand column. Try to think up examples of the
conditions you see on the left. Example unit price: $10.00 per unit.

b) Then cover the left-hand column and try to remember the name of
each example on the right. Example 30 days after invoice: credit period.

) now try to question the conditions on the list. Example I’'m not too
happy about the unit price. | think $8.2 would be more reasona-
ble/appropriate. When you have questioned all the conditions, try to do the
exercise again with the left-hand column covered.

V. Look through the information about the terms of delivery. It
will be helpful to you while negotiating the terms of delivery.
Make up a dialog according to the situation. You are negotiating
the terms of delivery with your partner. Choose the best terms
from your point of view and offer it to your partner. But he is of
different opinion. Prove that your terms are the most profitable
and attractive.

Incoterms.

Incoterms are used in international import/export contracts to show the
responsibilities of the buyers (importers) and sellers (exporters). They define
who is responsible for “freight” or “carriage” (transportation), insurance
against risks, “duty” (import taxes) and clearance (import and export docu-
mentation).

42



Ex-works (EXW)
Goods are made available for collection from the seller’s factory. The buyer
is then responsible for all costs of transportation, insurance, etc.

Delivered ex-ship (DES)

The seller is responsible for the goods until they are on the ship at the port of
importation. The buyer is then responsible for import duty, clearance and all
further costs.

Delivered ex-quay (DEQ)
The seller is responsible for delivering goods to the dockside at the port of
importation and for duty and clearance.

Delivered at frontier (DAF)

The seller is responsible for delivering goods to an international boundary or
border and for export clearance. The buyer is then responsible for all further
costs including import duty and clearance.

Delivered duty paid (DDP)
The seller is responsible for all costs (including duty) of delivering goods to a
named place in the buyer’s country.

Delivered duty unpaid (DDU)
The seller pays costs of delivery to a named place in the buyer’s country, but
the buyer is responsible for import duty and clearance.

Cost, insurance and freight (CIF)

The seller is responsible for all costs of delivering goods to the buyer’s
named port of destination. This includes the costs of insurance for the whole
journey.

Cost and freight (CFR)

The seller is responsible for all costs for delivering goods to a named port of
destination, except for insurance which becomes the buyer’s responsibility
when the goods are put on the ship.

Carriage paid to (CPT)
The seller is responsible for transportation costs and for insurance for deli-
very of goods to the buyer’s named destination.

Free on rail (FOR)
The seller is responsible for the delivery of goods to a named railway station.
The buyer is then responsible for all further costs.
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Free on board (FOB)
The seller is responsible for delivery of goods onto a ship or plane. The buyer
is then responsible for all further costs.

Free alongside ship (FAS)

The seller is responsible for the delivery of goods only to the dockside before
they are transferred onto a ship. The buyer is then responsible for all further
cots and for export clearance.

VI. While preparing for negotiations you should draw up a plan
of negations and if you need to give a presentation of a new prod-
uct during negotiations you should draw up a rough plan of the
presentation. Here is the example of the plan which shows the se-
guence of the talk and some of the phrases you intend to use.
Study this plan carefully and make up a presentation of any goods
at the negotiations.

INTRODUCING YOURSELF PREPARING THE AUDIENCE
GOOD MORNING, LADIES AND I’'M GOING TO BE TALKIN!
GENTLEMEN... ABOUT -
WE HAVEN’T ALL MET BEFORE, ’LL START WITH AND
SO I'D BETTER INTRODUCE THEN MOVE ON TO
MYSELF. I'M FINALLY, I'M GOING TO
FROM
I HOPE YOU’LL EXCUSE MY I THINK, IF YOU DON’T MIND
ENGLISH, I'M LITTLE OUT OF WE’LL LEAVE QUESTIONS TO THE
PRACTICE END

~> ~>
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DELIVERING THE MESSAGE

WINDING-UP

FIRSTLY... SECONDLY...

BEFORE CLOSING I'D LIKE TO
SUMMARIZE THE MAIN POINTS
AGAIN

THIS BRINGS ME TO MY NEXT
POINT

THAT’S ALL I HAVE TO SAY FOR
THE MOMENT...

I MUST EMPASIZE...

THANK YOU FOR LISTENENG

AT THIS POINT
WE MUST
CONSIDER

NOW IF THERE ARE ANY
QUESTIONS I'’LL BE HAPPY TO
ANSWER THEM

NOwW, TO
DIGRESS FOR A
MOMENT...

TO GOBACK TO
MY EALIER
POINT...

FINALLY...

V11 While having discussions at the negotiations you need to know
some formulas and tactics which give you the confidence to use
your English in different situations. (The additional list of expres-
sions you can find at the end of the book. Appendix 1.)

Controlling the subject

saying what you hope to I’d like us to reach a decision today.
achieve I’d like us to think about this after the meeting.
This is for information only.
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introducing the subject

keeping to the subject

don’t look back!

don’t jump ahead!
getting this clear

summarizing frequently

Our subject today,/the issue is...

Let’s look at the background to this:
What’s the situation at present?

Let’s look at possible courses of action.

Let’s keep to the immediate subject, which
is:

Can we come back to our subject...

We’ve already discussed that. Let’s not
go over it again.

Let’s not jump too far ahead at this stage.
There seems to be some confusion:

Let’s summarize what we’ve said so far

How to be good at meeting

asking to speak

if you have to interrupt

giving your opinion

disagreement or
disapproving

Could I just say something?

Sorry to interrupt, but...
Can I come in here...

My own feeling/view is...

I’m not too sure...
I’m unhappy about...

Controlling the people

stopping people who talk

too much

“Essential”? John, do you
think it’s essential?

Sorry to interrupt you, John,
but I’d like to know if the oth-
ers agree.

Can we put this on paper for
later discussion?
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encouraging people to talk

when personal disputes

occur

Would you like to comment,
John?

What do you think about this,
John?

Could you let John finish? I’d
like to have his point of view
on this. John.

That’s an interesting point,
Mrs. Black. Thank you.

Let’s just concentrate on the
arguments/issues.

John, you have experience of
this; I’d like to ask you a
question.

VI, While you were speaking your partner, or your customer,
may interrupt to make a point. You will have to deal with it! Look
at the interruptions listed below and some possible replies. Match

the reply to the interruption.

Interruptions
a) You haven’t mentioned the
price yet!

b) Your product is more expen-
sive than your competitor’s

¢) I’d like the exact specifications,
please!

d) I still don’t understand the dif-
ference between the de-luxe and
economy models

e) Your new model seems much
heavier than the old one!
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Replies

1. I take your point...but have you
taken into account the improved
durability?

2. I’ll be coming to that in a mo-
ment.

3. You’re quite right, but on the
other hand our product has a
number of unique design features.
4. Our technical department will
be able to give you an answer on
that.

5. Let me clarify that for you.



IX. While having negotiations you should feel the audience.

It’s a very good policy to try and anticipate questions or problems,
and to deal with them before your audience raises them. Here are some
examples of how you can anticipate.

[ | can hear you say: why is this so

costly?

[ I wonder why it’s so expensive? J

[ Now, you may well ask, what does

he mean by “up-market”?
anticipates

[ What’s “up-market” ]

[ You will have noticed that I haven’t

given any figures.

‘/ Where’s the statistical data? ]

[ An obvious problem at this stage is

the choice of colours.

Does it only come at black? ]

How would you anticipate the following questlons? Example (Why is it so
heavy?) An obvious problem is the weight.

a) Why is the delivery period so long?

b) What’s “top quality” specifications?

¢) Do the accessories have to be so expensive?

d) Why doesn’t he mention the price?

e) Can he prove what he says with figures?

X. Make up a dialog. You are discussing the terms of delivery
with your partner. Remember 10 golden rules for negotiation,
make some concession and expect a concession in return.
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UNIT 5
APPROACHES TO BUSINESS IN THE USA

I. Think over these questions and try to answer them before read-
ing the text.

a) Do you think it is important that a businessperson should have a histo-
ry of performing and completing agreements?

b) Should a foreign negotiator be particularly concerned about results,
profits, fairness?

c) Do you think that references and introductions could play an impor-
tant role in US business relations?

d) What do you know about American negotiators?

I1. Study the glossary before reading the text.

To contradict — mpoTuBOpeYHTH

To defer to seniority — ¢ yBakeHHEM OTHOCHTBHCS K JFOJSIM CTapIICro
BO3pacTta

Comprehension — moanManue, oxBat

Competitor — KOHKypeHT

Contrary — mpOTHBOIOJIOKHBII

Explore — uccrnenosars, u3y4aTsb

No matter how unorthodox — kak ObI HEOPTOJOKCATBHBI (HEOOBIYHBI)
OHH HU OBLIH

To make up one's mind — npuHsThH peleHne

To underlie — nexatsb B OCHOBE

Signify — o3nauars

Cordiality — cepaeuHocTh, qylIeBHAs TEIUIOTA

To convey acceptance — gaTh MOHSTH, 9TO (TIPEATIOKECHIE) IPHHUMACTCS

Create — co3naBath

Implied — moapazymeBaromuiics

Contract — koHTpaKkT

Insult — ockopGnenue

Disconcerting — o6eckypak uBaroIIn i

Instantaneous — HeMeIJICHHbIH, MTHOBEHHBIH

Feedback — o6paTHas cBsi3b

Issue — (criopHEIit) BoTIpoc

Complex — crnoxHbIit

Crucial — oueHb BaxHbI, pelIAIONINAi

Frustration — He1OBOJIBCTBO, HEYJOBICTBOPEHHOCTD

Authority — aBTopuTeT, MOIHOMOYHS
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Willingness — xxenanue

Hierarchical — nepapxuueckuii

Approach — nonxon

Make an enthusiastic business partner — ObITh YHEPIUYHBIM JACIOBBIM
IapTHEPOM

The extent of experience — creneHp UMEIOIIErOCs OIBITA

Clarity of purpose — sicHocTh Lenu

Directness — mipsimoTa

At the outset — Bravae

To state one's purpose — copMyITupOBaTh HENb

Acknowledgement — 1. moaTBepxacHIE, YBEAOMIICHHE O TOIYICHUH; 2.
NpU3HAHME, 3. MPU3HATEIBHOCTh, 4. HOPHAMYECKOEC TMOATBEPXKICHUE,
ounManbHOE 3asBICHHUE.

Throughout — Ha npoTsokeHnH

Deliberation — pa3smblnuieHue

Principal — rraBa, HauambHUK, TATPOH

Expressly — onpenenento, TO4HO, SICHO

Subsequently — BiociiescTBIH

To follow through — 3aBepiuTs, 1oBecTH 10 KOHIA

Claim — 3asiBisiTh, yTBEpIKAATH, IPEABSBIATE IPETCH3HIO

Lack of authority — orcytcTBHe (HE0CTATOK) MOJTHOMOYHIA

I11. Read the text, paying special attention to the words and ex-
pressions you studied in the glossary.

Approaches to Business

Foreign visitors who meet with US business people may be startled to
find that US colleagues and team members contradict each other openly and
seemingly fail to defer to seniority or authority. In order to expand their com-
prehension, US businesspeople often imagine themselves in the role of their
competitor or customer. They like to argue a position contrary to their own
beliefs just to explore the ideas and viewpoints. They are willing to consider
any technology or other means (no matter how unorthodox) that will give
them greater control or further their goals. By the time they have finished
discussing a topic, they have often made up their minds and are ready to pro-
ceed.

The joy of debate underlies the US businessperson's enthusiasm in greet-
ing a stranger and warmth in hearing new ideas. This friendly, informal re-
ception accorded to a foreign businessperson may signify nothing more than
general cordiality and the US person's intention to participate in the particular
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meeting. It is not intended to convey acceptance or to create any implied con-
tract. For this reason, failure to conclude an agreement in such a friendly at-
mosphere should not be taken as a radical change of heart or an insult toward
the foreign visitor.

Perhaps most disconcerting of all, a US person may demand instantane-
ous feedback—an immediate reaction to an issue or response to an often
complex or crucial proposal. The US businessperson may even express fru-
stration and impatience with an international visitor who does not have the
authority or the willingness to make an independent, immediate decision. To
an international visitor from a culture that is more formal, consultative, and
hierarchical, this behavior appears impulsive and disorganized.

A foreign businessperson who understands the US approach to business
and who prepares ways to meet it will find that a US businessperson can be,
by turns, competitive and cooperative, and can make an enthusiastic business
partner, even if sometimes a bit impulsive and naive. The tactics chosen will,
of course, vary depending on the extent of the US person's experience in the
international arena, but there are generally two keys to success: clarity of
purpose and directness. At the outset of any discussion or meeting, a foreign
person should be certain to state his or her purpose and to receive acknowl-
edgment from the US party. Whether the meeting is to discuss ideas or to
make a decision, the purpose should be clear from the start. Throughout the
relationship, the foreign person should be as direct as possible. If a decision
can be authorized only after deliberation by all the principals over time, that
requirement should be expressly stated. Such a direct statement is likely to
find more acceptance and respect in the US business community than the
action of a foreign trader who subsequently refuses to follow through on a
negotiated plan, claiming lack of authority.

IV. Translate the following questions into English and let your
partner answer them.

1. Kak BeayT ce0s amMepuUKaHCKUE KOJIJIETH BO BpeMsl MEPETOBOPOB —
TIPUBBIKIM JIM OHHM CIIOPUTH OTKPBITO WJIM ABTOPUTET BBINIECTOSINETO Ha-
YaJbHUKA ABISIETCS U1l HUX HelpepeKkaeMbIM?

2. Kak oTHOCSITCSl aMepHKaHCKHE OM3HECMEHBI K HEOOIIENPUHATHIM, He-
OKHJTaHHBIM HJESM U TPEIUIOKeHUAM?

3. Kak amepuKkaHIbl OTHOCATCS K 1ebaTaM B IeperoBopax?

4. O3HavaeT M APYKECTBEHHBIH, He(OPMAIBHBIN IpPHEM, OKa3aHHBIN
aMEepUKaHCKUM OM3HECMEHOM HMHOCTPAaHHOMY IapTHEPY, YTO aMEPUKAHCKHUIT
KOJIJIeTa TOTOB MOAIUCATh MOPa3yMEBAIOUTHICS KOHTPAKT?

5. KakoBo oTHOIIEHHE aMePHUKAaHCKUX OM3HECMEHOB K BEICHHUIO TIEpero-
BOpPOB C MapTHEpamH, HE UMEIOIIHUMH JTOCTaTOYHO MOJHOMOYHIL, HE >KeJlaro-
IMMH TIPUHUMATh OBICTPBIX pEHICHHH 0e3 NpenBapHTENbHBIX KOHCYJbTa-
ui?
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6. MOXXHO JIM 0XapaKTepU30BaTh aMEPUKAHCKOro0 OM3HECMEHa KaK MM-
ITyJIbCUBHOTO U UHOT'JIa HAUBHOTO?

7. KakoBbI J1Ba OCHOBHBIX (hakTOpa ycriexa IpH BEJCHUH IIEPErOBOPOB C
aMepUKaHCKUMHU KoJuleraMu?

8. Kakme marm nHOCTpaHHBIH OM3HECMEH NOJDKEH HEMPEMEHHO Mpen-
MIPUHSTH B CAMOM Hadalle IIEpEeroBOPOB ¢ AMEPUKAHCKUM KOJUIETOH?

9. lo;KHO JIM TOBEEHHUE INEPETOBOPIINKOB MEHSTHCS B 3aBUCHUMOCTH
OT TOTO, IIpeIHa3HA4YEHA JIN BCTpeUa I 00CYXACHHS NACH WU ISl IPUHS-
THS pelIeHu?

10. Yto B moBeeHNH HHOCTPAHHOTO KOJUIETH BEI3BIBAET 0CO00E yBaxe-
HHE aMEpHUKaHCKOTro OM3HecMeHa?

V. Translate these sentences from English into Russian

1. US businesspeople expect international visitors to be polite, cordial
and knowledgeable about business. All people, regardless of gender, age,
race, class, business or income category, are expected to be treated in the
same professional manner.

2. Preferences and introductions generally play a smaller role in US
business relations than in some other cultures. Nevertheless, these may be
useful in establishing credibility with US businesspeople.

3. Reserve on the part of foreign negotiators may be interpreted as dis-
dain or aloofness by US businesspeople. Therefore, foreign businesspeople
should try to counteract such impression, such as by adopting a more direct
style than in similar situations at home.

4. An attitude of seniority on the part of foreign negotiators is superiori-
ty inappropriate, as in any behavior that suggests discrimination. US busi-
nesspeople may unconsciously lecture others, but may be offended if given
what appears to be a lecture by others.

5. Foreign negotiators should be honest and forthright — while also re-
membering to be diplomatic.

6. Topics for conversation to avoid include politics, sex, money, and re-
ligion, although these may be introduced in one form or another by the host.

7. Note that subordinates, colleagues, and spouses of US businesspeople
are likely to be knowledgeable and to express their own opinions; you are
usually expected to listen to and seriously consider such opinions.

V1. Discuss the above statements with your partner. Do these key
beliefs that characterize negotiating culture coincide with the
Russian ones? What is the difference between them?
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VII. Read the supplementary text and retell it in English

How US persons see the world: selected beliefs.

US culture, like every other culture in the world, is enormously complex
and therefore is difficult to understand, let alone to describe in its entirety.
There are, however, a number of key beliefs that characterize US culture,
both by itself and in relation to other cultures.

American Cultural Beliefs

Individual identity is acknowl-
edged and seen as the primary way
of defining “self”. One usually
chooses to join with others in a
group, but it is not required to define
oneself. Individuals take comfort in
their ability to withdraw from the
group when and if they so choose.

Privacy is thought to be a natu-
ral state that everyone needs equally
and a “right” to be guarded and
guaranteed. Lack of privacy is a pu-
nishment that is usually reserved for
inmates and young children.

Competition among individuals
and groups is encouraged and
thought to be a basis for improve-
ment and growth. An unwillingness
to compete is seen as a sure sign of
weakness. Individuals even compete
with themselves for “personal bests”.

Individual control over the envi-
ronment and the circumstances of
life is taken for granted. Fate and
destiny have been replaced by hard
work, good behavior, and the won-
ders of modern science. One’s life is
what one makes of it; there is no one
to blame but oneself if things do not
turn out for the best. All things are
possible for all people.

Beliefs in Many Other Cultures

Membership in one or more
groups defines the individual. People
see and present themselves first in terms
of family, village, religion, ethnic
group, nationality, etc. In the absence of
such group affiliation, the individual is
unlikely to be comfortable with self or
easily accepted by society.

Being alone and therefore able to
be singled out as an individual is not a
good thing. Privacy, which by defini-
tion is physical or mental self-
exclusion, is unnatural, undesirable,
and dangerous.

Cooperation is the basis for
group success and, by extension, in-
dividual success. Competition doesn’t
make sense in the absence of the con-
cept of the individual, and is seen as
leading to self-inflicted damage to the

group.

Fate and destiny define human
lives. They are reflected in one’s
birthright, heredity, family, social
position,, caste, and class. They are
modified only by divine will as mani-
fested in the pre-ordained blessings
and disasters of nature as well as di-
vine responses to personal/community
appeals and devotion.
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UNIT 6
Negotiating style in the USA

I. Read the text and give the main idea of it.

Negotiations.

By and large, people in the US are used to paying the asking price rather
than haggling over items. Thus they have little cultural experience with bar-
gaining. Nevertheless, you should not expect US people involved in business
negotiations to accept your proposals as presented. It is important to realize
that no matter how informal and friendly they may be, US businesspeople —
like those elsewhere — deal with a view toward their own self-interest and not
from altruism.

Do everything possible to minimize miscommunication. This is particu-
larly important when cultural and linguistic differences exist between parties
to the negotiation. Misunderstandings are easy under these conditions and
must be guarded against. People in the US generally tend to trust people un-
less and until something occurs to indicate that they are not trustworthy.
However, once that trust is broken, it may become virtually impossible to
regain it. An essential requirement is that everyone should interpret the terms
of the agreement in the same manner; otherwise simple misunderstandings
can quickly escalate to become deal-breaking conflicts. Without mutual ac-
cord, an agreement may also be unenforceable, even in the courts.

In general, US negotiating style is open and straightforward. Negotiators
seldom resort to outright misrepresentation, although they may be highly
selective in constructing their arguments and presenting their supporting data.
They often rely on prepared financial projections, and you may not be able to
sway them unless you can provide reasonable alternate sets of numbers that
show how to gain the desired results by doing things your way.

Many foreign businesspeople who want to do business in the US perce-
ive that US companies invariably demand the majority of the proceeds in ex-
change for their contributions—including innovations or technology, their
ability to deliver, and their willingness to take risks.

If you are operating in their home office—or on their "turf"—Ilet the US
businesspeople set the tone. In general, most US business negotiations are
informal and people tend to address each other by their first names. Although
some individuals like to warm up by talking for several minutes about gener-
al matters, the majority of US businesspeople begin to discuss the specific
issues almost immediately. However, because the US workforce is multicul-
tural, significant differences may exist; visitors who are alert to these and
willing to adapt their own behavior accordingly will facilitate communication
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The first rule of bargaining is to negotiate over issues, not positions. A
party who takes a firm position tends to commit to defending that position
and attacking contrary positions, deemphasizing the potential for a meaning-
ful compromise or resolution. You should attempt to separate the personali-
ties from the real issues in question. To do so, it is helpful to look behind the
specific positions, try to discover what interests are being served, and reph-
rase alternatives that will satisfy the concerns of the other party. Above all,
negotiators should strive to agree early on objective criteria to measure the
results and effects.

I1. Translate and pronounce:

Bargaining; negotiations; altruism; miscommunication; linguistic; guard;
occur; virtually; requirement; interpret; escalate; accord; unenforceable;
straightforward; misrepresentation; financial; alternate; perceive; invariably;
facilitate; deemphasize; rephrase; criterial.

I11. Give the English equivalents to the following:

Toprosatbcst (IpenupaThes) MO OTACABHBIM IYHKTaM; KaKMMH OBI CBO-
0OIHBIMU B OOILEHUH U IPYKETIOOHBIMU OHM HU OBUTH; CTOPOHBI, y4aCTBYIO-
LIKE B IIEPEroBOpax; UX HaJ0 ocTeperarhes (IPOTHB UX MOSIBJICHHS HAJI0 NpH-
HUMAaTh MEpbI MPeIOCTOPOKHOCTH); BHOBb 00pecTH (3aBOEBATh); HEOCYIIECT-
BUMBIH; mpuOerath K MpsMoMy MCKakeHHIO (pakToB); mokojebars, nepeyode-
JIUTH; TOXOMbI, BBITO/1a, BEIPYUCHHAsI CyMMa; ""Ha UX ToJe", Ha UX TepPUTOPHUH;
pa3MATHCS; IPUIaBaTh 3HaUCHHUE, BHUMATEIBHO OTHOCHTBCS K; 0bJjerdars 00-
IIIEHHE; CIIOPHBIN BOIPOC, TIPEJAMET CIOpa, IPodIeMa; MPUACPKUBATHCS YETo-
TO, OBITH CBSI3aHHBIM Y€M-TO; CTPEMHTHCS 30 BCEX CHIT; KPUTEPHUH - KDUTEPHH.

IV. Give Russian equivalents to the following:

By and large; to accept one's proposals as presented; deal with a view to
their own self-interest; to minimize miscommunication; tend to trust; once
the trust is broken; essential requirement; deal-breaking conflict; straightfor-
ward; supporting data; rely on prepared financial projections; perceive; abili-
ty to deliver; set the tone; specific issues; to adapt their own behavior accor-
dingly; meaningful compromise; real issues in question; rephrase alterna-
tives; above all; to measure the results and effects.

V. What is the reference to the underlined pronoun? (what per-
son, thing or phenomenon is meant?)

a) However, once it is broken it may become virtually impossible to re-
gain it.
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b) Do everything possible to minimize it.

¢) You should not expect US people involved in business negotiations to
accept them as presented.

d) It is important to realize that no matter how informal and friendly
they may be, US businesspeople — like those elsewhere — deal with a view
toward it and not from altruism.

e) In general it is open and straightforward.

f) They seldom resort to outright misrepresentation.

g) An essential requirement is that everyone should interpret them in the
same manner.

h) Although some individuals like to warm up by talking for several mi-
nutes about general matters, the majority of US businesspeople begin to dis-
cuss them almost immediately.

i) Because the US workforce is multicultural, they may exist; visitors
who are alert to these and willing to adapt their own behavior accordingly
will facilitate communication.

j) The first rule of bargaining is to negotiate over issues, not them.

k) You should attempt to separate them from the real issues in question.

1) By and large, people in the US are used to paying it, rather than hag-
gling over items.

m) Many foreign businesspeople who want to do it in the US perceive
that US companies invariably demand the majority of them in exchange for
their contributions — including innovations or technology, their ability to de-
liver, and their willingness to take risks.

n) A party who takes a firm position tends to commit to defending that
position and attacking contrary positions, deemphasizing the potential for it.

0) Above all, negotiators should strive to agree early on them to measure
the results and effects.

VI. Fill the missing parts of the sentences. Then compare your
version with the original

a) You should not expect US people involved in business negotiations to
accept your proposals ... ...

b) Negotiators seldom resort to ... ... , although they may be highly se-
lective in constricting their arguments and presenting their supporting data.

¢) Misunderstandings are easy under these conditions and must be ...
upon.

d) Because the US workforce is multicultural, ... ... may exist.

e) A party, who takes a firm position tends to ... to ... that position and
attacking contrary positions.

f) You should attempt to separate the personalities from the ... ... in
question.
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g) People in the US generally ... to ... people unless and until something
occurs to indicate that they are not ...

h) Simple misunderstandings can quickly ... to become ... conflicts.

i) They often rely on prepared financial projections, and you may not be
able to ... them, unless you can provide ... ... ... of numbers that show how
to gain the desired results by doing things ... ...

j) Although some individuals like to ... by talking for several minutes
about general matters, the ... of US businesspeople begin to discuss the ... ...
almost immediately.

k) If you are operating in their home office — or ... ... ... - let the US
businesspeople set the tone.

VII. Say whether these statements are true or false.

a) American negotiators are fond of bargaining.

b) According to American business culture meeting the requirements of
the other party is the first item on their priority list.

¢) If American negotiators find out that their foreign business partners
are not trustworthy, it will be very difficult to regain their trust.

d) Americans don't like to haggle over items, so they tend to accept your
proposal as presented.

e) US negotiating style is rather evasive.

f) It is important that all parties to the negotiation should interpret the
terms of the agreement in the same manner.

g) American negotiators seldom rely on prepared financial projections.

h) It is sometimes rather difficult to sway American businesspeople
without providing reasonable alternate sets of numbers.

i) American negotiators like to warm up by talking for several minutes
about general matters before getting down to business.

j) In contrast to other countries the US workforce can't be considered
multicultural.

k) The first rule of bargaining is to negotiate over issues, not positions.

1) You should never let the US businesspeople set the tone, because they
will take advantage of it and the deal will be totally one-sided.

m) Most US business negotiations are informal.

n) If you try to adapt your behavior to different customs and traditions of
multicultural US workforce, negotiations will become easier.

0) US companies contribute innovation and technology, never demand-
ing any proceeds in exchange.

VIII. These words and combinations from the article are con-
nected with the idea of negotiating. Explain the meaning of these
words and expressions in English, using synonymous expressions
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Asking price; to haggle over items; people involved in business negotia-
tions; parties to the negotiation; interpret; the terms of agreement; deal-
breaking conflicts; an unenforceable agreement; US negotiating style is open
and straightforward; negotiators; discuss the specific issues; facilitate com-
munication; the first rule of bargaining; to negotiate over issues, not posi-
tions; to rephrase alternatives; to agree early on objective criteria.

IX. Use the following expressions or sentences from the text in
your own situations

a) He (they) is/was (are/were) open and straightforward.

b) You should do (should have done) everything possible to minimize
miscommunication.

¢) This can facilitate communication.

d) No matter how informal and friendly they (he) might be...

e) They (he) deal(s) with a view to their (his) own self-interest.

f) He likes (decided) to warm up by talking for several minutes about
general matters.

g) He (they) has (had) always showed willingness to take risks.

h) He (they) is (are) highly selective in...

1) Once that trust is broken (when the trust was broken)...

j) Misunderstandings are easy under these conditions.

k) He (they) usually tend(s) to...

X. Review the active vocabulary. Work in pairs. One of you is A,
another is B. Each of you translates the Russian part of the dialo-
gue into English and then checks the correct translation of the
partner

A:

— 41 3Hat0, 4TO THI TOJIBLKO UTO BepHyJics u3 CIIA. TleperoBopsl nmpouuin
yCHemHo?

—Yes, very. It's been very important experience.

— TbI HE XOTEN OBI ITOIENUTHECSA UM CO MHOMN?

— Why, sure. What exactly would you like to know?

— Jlymaro, MHe T0JIe3HO ObUIO OBl MONYYUTH JTI00YI0 MH(MOpMAINIO, Ka-
CaloIyIOCs TOrO, KaKk aMepHUKaHIbl BeAyT neperoBopsl. Hampumep, Bcernga
JI aMEPUKAHITBI TOPTYIOTCS TI0 OTAEIBHBIM BOIpocaM?

— I'd say that by and large they are used to paying the asking price rather
than haggling over items. At least that's what | saw at the negotiations. Of
course they deal with a view toward their own self-interest and not from al-
truism — you should bear this in mind too.
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— $] moHuMaro 3T1o. AMepI/IKaHHLI CKJIOHHBI JOBEPATH CBOUM HNapTHECpaM
0 neperosopam?

— Yes they do, but once that trust is broken it may become virtually im-
possible to regain it.

— S caplman, 4TO aMEPUKAHLBI OTKPBITHI B IIEPErOBOPAX M PEAKO MPHU-
0eraroT K MpsIMOMY UCKaKESHHIO (PaKTOB.

— That's correct, but they can be highly selective in constructing their ar-
guments and presenting their supporting data.

— Kak BenyT ce0s1 ameprukaHCKHe OM3HECMEHBI BO BPEMs IIEPETOBOPOB?
4 3Hato, 9YTO OHM OOBIYHO BeAyT cedst HeopMaiabHO, 0OpamaTCs ApYyT K
JpyTy MO UMEHaM — 3TO Tak?

— That's right. One more thing: although some like to warm up by talk-
ing for several minutes about general matters, the majority of US business-
people begin to discuss the specific issues almost immediately.

— TsI cunTaelb, Takoi MOIX0 OOJerdaet obIieHue?

— Opinions differ, but if you want my personal view — yes it does. No
beating about the bush, business right away — why not?

— HOMHI/IH.IL, MbI YUTAJIU, YTO ONEPBOC NPABUIIO IEPETOBOPOB — AOTOBO-
PUTCA IO CIIOPHBIM BOIIPOCAaM, a HC IO NO3ULIHNU B LICJIOM.

— Yes, it still holds true in the US business world. You should be flexi-
ble enough, because if you take a firm position you will minimize your po-
tential for compromise.

— leMaIO, TAaKKXC€ BAXXHO BBIACHUTD, B YbUX UHTEPECAX BEAYTCA MECPETO-
BOpBI, ¥ c(hOPMYIIUPOBATH II0-IPYrOMY T€ BapHAHTHI, KOTOPbIE CMOTYT yIOB-
JIETBOPUTH UHTEPECH] APYTON CTOPOHBI, BEPHO?

— You appear to be a good listener. That's exactly what I've been trying
to say.

B:

— | know you have just returned from the USA. Have the negotiations
been a success?

— Ja, BecbMa. DT0 ObLI OYE€HB MOJC3HBIN OIIBIT.

— Would you mind sharing it with me?

— KoHeuHOo, 4TO UMEHHO ThI XOTEJI Obl 3HATH?

— | think any information about negotiations in the USA would be useful
for me. For example, do people in the US always haggle over items?

— 51 ObI cKazai, 4YTO B LIEJIOM OHM MPUBBIKIM CKOpEe MUIATUTh 3alpaliu-
BaeMyl0 LIEHY, YEM TOpProBaTbCsl MO OTIENbHbIM BompocaM. [lo kpaitneit
MEpE, UMEHHO 3TO S YBHUJCI Ha MNEPETrOBOpaAX. KOHe‘IHO, OHH COBEpHIAOT
CACJIKH C YUYETOM CBOUX COOCTBEHHBIX HUHTEPCCOB, a HC U3 aJIbTPpyU3Ma — 00
9TOM TOJKE HEJIb3s 3a0bIBATh.

— | understand that. Do Americans tend to trust their partners in negotia-
tions?
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— [[a, HO KaK TOJIBKO 3TO AOBEPUC NOTEPSIHO, BOCCTAHOBUTL €TI0 ObIBaeT
MPAKTUYCCKU HCBO3MOKHO.

— | heard that US negotiators are open and straightforward and seldom
resort to outright misrepresentation.

— DOto BepHo. Ho oHM dacTo BechbMa BBIOOPOYHO TOAXOIAT K
TIOCTPOCHUIO apTYMEHTOB U IIPEACTABIICHUIO JaHHBIX, IIOATBEPKAAIOINX 3TH
apryMEHTEI.

— How do American businessmen behave during negotiations? | know,
that generally they are informal and tend to address each other by their first
names. Is it so?

— /Ja, BepHo. U eme oxHO: XOTS HEKOTOPBIE JIIOOST pa3MsThCS,
IOTrOBOPUB HCCKOJIBKO MUHYT Ha O6IlII/Ie TCMBI, OOJIBIIIMHCTBO OM3HECMEHOB B
CUIA nouru cpasy nepexosT K 00CyKIEHHIO KOHKPETHBIX BOIIPOCOB.

— Do you think such approach facilitates communication?

— MHeHus Ha STOT CYET €CTh pa3HbIC. Ho nuuno # Aymaro, 4To
obnerdaer. He Hy)KHO XOIHWTH BOKPYT Z1a OKOJIO, cpa3y K JeIy — pa3Be 3TO
m10xo?

— Remember, we read, that the first rule of bargaining is to negotiate
over issues, not positions.

— Jla, 3T0 mo-mpexkHemy Tak B genoBom mupe CIIIA. HyxHOo OBITH
JOCTAaTOYHO FI/I6KI/IM, NOTOMY HYTO €CJIM 3aHATh TBEPAYHO HNO3ULIHIO, 3TO
CBE€ACT K MUHUMYMY BO3MOKHOCTb KOMITpOMHUCCA.

— | think it is also important to find out what interests are being served
and rephrase alternatives that will satisfy the concerns of the other party.
Right?

— BI)ISICHSIeTCSI, YTO Thl BHUMATCJIBHO CIyIIaJl MCHA, UMEHHO 3TO 4 U XO-
TCJI CKa3aThb.

60



UNIT 7
TECHNIQUES AND TACTICS IN NEGOTIATIONS

IN THE USA

I. Read the text and underline the most important tactics in nego-
tiating.

One of the goals in negotiating should be not only to get the best deal
possible but also to achieve a deal that will not seem totally one-sided and
unfair to the other party. Deals that are heavily unfavorable to one party are
likely not only to unravel but also to spoil future prospects. To this end, it is
desirable to avoid offending anyone, so far as is possible without compromis-
ing your own position and integrity. Therefore, if you are in a strong position,
avoid dictating the terms to the other party. Rather, be magnanimous when
possible. Let them know that you are sensitive to their interests. Also let them
know what your best offer is. To do that, you must have decided the limits of
your offer in advance.

If the other side is adamant and fails to bargain in good faith, one possi-
ble tactic is to refuse to attack their position or defend your own. Try to re-
phrase any attacks on you so that instead they are attacks on the basic prob-
lem, and try to find common elements that can be used to reformulate a dif-
ferent position. It may also be useful to work on less contentious issues first.
In some instances, the central issue is overriding, and no resolution can be
made until it is decided. In others, the parties can agree on certain side issues,
which can bring them closer together and give them more of a stake in reach-
ing a comprehensive solution so as not to lose the benefits already gained.

Always try to be sure that you and the opposition define and agree on
the facts to the extent possible. Restate the argument to be sure that both par-
ties agree on what has been said and proposed. Use the restatement to isolate
specific issues for further discussion, setting aside points that are in agree-
ment or are irrelevant to the main discussion. Acknowledge any contributions
and concessions that the other side has made to you. Attempt to cast the op-
timal solution in terms or principles rather than advantages. Aim for fairness,
pointing out ways in which your suggestions uphold fairness for the other
side. Suggest alternatives and tradeoffs that you would be willing to make to
achieve your main goals.

The tactics and techniques you are likely to encounter in negotiating
with US firms will vary widely depending on such factors as the personalities
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around the table, the company's business policies and international expe-
rience, and its commitment to making international deals. Some US negotia-
tors will employ harsh tactics—known as "playing hardball"—aimed at pres-
suring what are seen as adverse parties in order to gain the supreme advan-
tage in the relationship. For example, a company may start with a greatly
exaggerated offer and then appear to give up substantial interests that in fact
are fairly minor. Another hardball tactic is to use a negotiator who presents a
harsh deal and one who seems more willing to compromise, the intent being
to gain the agreement of the prospective trading partner to what appears to be
the best deal that the more helpful negotiator can convince the harsher one to
accept. Such tactics are not, however, the best because not only will the par-
ties tend to remain resentful and distrustful toward each other, but a US court
may interpret such an agreement strictly against the powerful party so as to
protect the powerless party. The better choice is to avoid pressure tactics and
inequities in the negotiating process.

A basic consideration is the choice of the location for the talks. It is of-
ten preferable to meet at a neutral site—such as a hotel—that is seen neither
as your territory nor theirs. Overseas visitors may be limited in the choice of
a neutral meeting ground because virtually every venue in the US will be fa-
miliar to the US company. On the other hand, there may be some advantages
to meeting in the US, even in the opposite party's offices, because the US
negotiators may be more relaxed, less defensive, and more amenable to com-
promise; you can also leave more easily if the talks break down.

To avoid committing to a deal that is unfavorable, you should prepare
for the negotiating session by deciding exactly which terms you prefer and
which alternatives are totally unacceptable. You should consider your options
in the event that the deal is not consummated, so that if you decide to leave
the negotiations, you know where you are headed. Having confidence in your
future will allow you to assert yourself strongly at the negotiating table and
will show the other side that in the absence of compromise, you have other
resources.

Directness and control are important negotiating tools in the US, which
means that you should request what you feel is necessary in a forthright man-
ner. If you need more time or a recess in the talks to study a proposal, consult
with your associates, or deliberate over the negotiations, you should ask for a
temporary break to regroup. It is appropriate simply to say that you are not
prepared to discuss a particular point at that time. Each party at a negotiation
should honor the reasonable requests of the other with regard to the process,
and the extent of the respect shown at the negotiating table will indicate the
trust and strength of the relationship created.

In a cross-cultural negotiation, the parties should be testing whether a
long-term relationship is feasible. They should show their natural disposi-
tions, structure time for relaxation, and approach multicultural differences
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with understanding, respect, and humor. It is as important to gauge your
prospective trading partner as it is to cut the deal, and in the US both of these
aspects often tend to occur rapidly and at the same time—during actual nego-
tiations. This process therefore plays an extremely significant role in US
business, and first impressions tend to be lasting ones.

I1. Translate and pronounce:

Unfavorable; unravel; compromise; magnanimous; adamant; conten-
tious; overriding; comprehensive; isolate; irrelevant; concession; alternative;
adverse; supreme; exaggerated; substantial; inequities; preferable; neutral,
venue; amenable; consummated; feasible; gauge; occur; extremely.

I11. Give the English equivalents to the following:

OnHa u3 meneil MeperoBopoB; PacIyThIBATh, PEIIATh; [IETOCTHOCTD, Y-
CTHOCTh; BEJIMKOYIIHBIN; HEYMOJINMBIH, TBEPIIbIH; YECTHO, JOOPOCOBECTHO;
CIOpPHBIE BOTIPOCHI; BXKHEHIINH, JOMHUHUPYIOMINI; OONbIIIE 3aHHTEPECOBATH
B; JOCTHYb BCCOOBEMITIOMIETO PEIICHUS; YK€ JOCTUTHYTHIE IIPEUMYILIECTBA;
KOMITPOMHCC, YCTYIIKA; OTKJIAIbIBAaTh; NPH3HABATh, MOATBEPXkIaTh, BBIpa-
KaTh NPU3HATEILHOCTh; 0053aTEIbCTBA, PELIMMOCTh, OTBETCTBEHHOCTh; HC-
II0JIb30BATh JKECTKYIO IIPAKTUKY, AECHCTBOBATH arpECCUBHO, XKECTKO, BpPaX-
JcOHbIe, OTIMO3MLMOHHBIE CTOPOHBI; OCTABATHCS OOMIKEHHBIM, HEJOBEPYH-
BBIM; M30eraTh MPUCTPACTHOCTH (HECHPABEJIMBOCTH) B IEPETOBOPHOM IPO-
Lecce; MECTO BCTpeuH; 0ojiee CKIOHHBI K KOMIPOMHCCY; CBS3BIBAaTh CeOs
00513aTeTIbCTBAMH C; COBEPILCHHO HENPHEMIIEMBIl; B CIIydae €ClIU CHAeIKa He
3aBeplIeHa (He 0BEAEHa 10 KOHIA); OTCTaHBaTh CBOM IpaBa 3((EKTUBHO;
OTKPOBEHHO, NPSMOJMHEHHO, YECTHO; IEPEphIB B INEPEroBopax; oOayMaTh
(B3BECUTD, Pa3MBIIUIATH Ha/) XOJ MEPETOBOPOB; OCYHIECTBUMBIH, BBITTOIHH-
MBI, BEpOSATHBIM; E€CTECTBEHHBIH CKJIa] XapaKTepa; OLEHHUTh (Xapakrep)
MIPEATIOIaraeéMbIX TOPTOBBIX MAPTHEPOB; 3AKIIOUUTH CAECIKY; OOBIYHO IEpBbIC
BIIEYATIICHUS OBIBAIOT CAMBIMH IIPOYHBIMH (JOJIBIIIE BCETO ITIOMHSTCS).

IV. Give the Russian equivalents to the following:

Totally one-sided; to spoil future prospects; to this end; it is desirable;
therefore; sensitive to their interests; in advance; fails to bargain; to rephrase;
to reformulate; in some instances; to agree on certain side issues; to the ex-
tent possible; set aside points that are in agreement or irrelevant to; in terms
of principals; aim for fairness; vary widely; in order to gain the supreme ad-
vantage; exaggerated offer; a basic consideration is; virtually every venue; if
the talks break down; consider your options; it is appropriate; a long-term
relationship; multicultural differences; to occur rapidly.
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V. What is the reference to the underlined pronoun? (what per-
son, thing or phenomenon is meant?)

a) Therefore, if you are in a strong position, avoid dictating them to the
other party.

b) Deals that are heavily unfavorable to one party are likely not only to
unravel but also to spoil them.

c) Let your partners know that you are sensitive to them.

d) In some instances, it is overriding, and no resolution can be made un-
til it is decided.

e) Use it to isolate specific issues for further discussion, setting aside
points that are irrelevant to the main discussion.

f) Some of them will employ harsh tactics — known as "playing hard-
ball".

g) For example, a company may start with it, and then appear to give up
substantial interests that in fact are fairly minor.

h) To avoid it you should prepare for the negotiating session by deciding
exactly which terms you prefer and which alternatives are totally unaccepta-
ble.

i) They are important negotiating tools in the US, which means that you
should request what you feel is necessary in a forthright manner,

j) If you need more time or a recess in the talks to study a proposal, con-
sult with them.

k) In a cross-cultural negotiation, the parties should be testing whether it
is feasible.

1) It is as important to your prospective trading partner as it is to do it.

m) The tactics and techniques you are likely to encounter in negotiating
with US firms will vary widely depending on them.

VI. Fill in the missing parts of the sentences. Then compare your
version with the original.

a) A basic consideration is the choice of the location for ...

b) Overseas visitors may be limited in the choice of a ... because virtual-
ly every venue in the US will be familiar to the US company.

¢) There may be some advantages to meeting in the US, even in the op-
posite party's offices. Because the US negotiators may be more ..., less ...
and more ... to compromise.

d) You should consider your options in the event that the deal is not ...,
so that if you decide to leave the negotiations, you know where you ... ...
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e) Directness and control are important negotiating ... in the USA,
which means that you should request what you feel is necessary ina ... ...

f) If you need more time or a ... in the talks to study a proposal, consult
with your associates or ... over the negotiations, you should ask for a tempo-
rary break to ...

g) Some US negotiators will employ harsh tactics — known as “... ... -
aimed at pressuring what are seen as adverse parties in order to gain the ... ...
in the relationship.

h) For example, a company may start with a greatly ... offer and then
appear to give up substantial interests that in fact are ... ...

i) Each party at a negotiation should honor the ... ... of the other with
regard to the process, and the extent of the ... shown at the negotiating table
will indicate the ... and ... of the relationship created.

j) In a cross-cultural negotiation, the parties should structure time for ...,
and approach ... differences with understanding, respect and ...

k) The process of gauging your prospective partner and then cutting the
deal plays an extremely ... role in US business, and first impressions tend to
be ...

1) The tactics and techniques you are likely to encounter in negotiating
with US firms will vary widely depending on such factors as the ... around
the table, the company's business ... and international ..., and its ... to mak-
ing international deals.

m) Another harshball tactic is to use a negotiator who presents a ... ...
and one who seems more willing to ..., the intent being to gain the agreement
of the prospective trading partner to what appears to be the best deal that the
more helpful negotiator can ... the harsher one to accept.

n) The better choice is to avoid pressure tactics and ... in the negotiating
process.

0) Such harshball tactics are not, however, the best because not only will
the parties tend to remain ... and ... toward each other but a US ... may in-
terpret such an agreement strictly against the powerful party so as to ... po-
werless party.

VII. Say whether these statements are true or false.

a) Virtually none of US negotiators are familiar with harsh tactics in ne-
gotiations.

b) There are a lot of factors that can influence the variety of the tactics
and techniques you may encounter in negotiating with US partners.

¢) Negotiating tactics known as "playing hardball" is aimed at interrupt-
ing negotiations.

d) One of the examples of harsh tactics is when a company may fail to
appear at arranged time or change the location for the talks on short notice.
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e) Sometimes US negotiators may use two negotiators, one of them be-
ing difficult to get swayed, the other being more helpful.

f) If the deal is accepted by the other party as a result of US negotiators
"playing hardball”, a US court will protect the powerless party.

g) The choice of the location for the talks is generally of secondary im-
portance for negotiating parties.

h) If you want to achieve success in negotiating you should insist on
meeting on your "turf".

i) The US negotiators become ruthless, harsh and unwilling to compro-
mise if negotiations take part in their offices.

j) You should figure out the terms that are acceptable to you as well as
the ones you can't compromise well in advance; doing so you can avoid cut-
ting a deal which could be highly unfavorable to you.

k) It is often advisable that you should conceal certain facts from the US
negotiators; it is considered to be an important negotiating tool in the US.

1) You should never ask for a break even if you need a recess to delibe-
rate over negotiations. In this case you should better consult your associates
during negotiations, trying not to draw the attention of the other party to your
secret consultations.

m) The more respect to the other party you will show in negotiating
process, the more trust and strength of the relationship will be created.

n) You should bear in mind that US partners are very sensitive to first
impression.

VIII. These words and word combinations from the article are con-
nected with the idea of negotiating. Translate them into Russian.

To employ harsh tactics; "to play hardball”; adverse parties; a greatly
exaggerated offer; a negotiator who presents a harsh deal; a negotiator who
seems more willing to compromise; a prospective trading partner; more help-
ful negotiator; to avoid pressure tactics; commitment to making international
deals; a neutral meeting ground; venue; if the talks break down; to prepare for
the negotiating session; to consider one's options; the deal is not consum-
mated; to leave the negotiations; to assert oneself strongly at the negotiating
table; important negotiating tools; a recess in the talks; to study a proposal; to
deliberate over the negotiations; to show respect at the negotiating table; in a
cross-cultural negotiation; to gauge your prospective trading partner; during
actual negotiations.

IX. Review the active vocabulary. Work in pairs. One of you is A,

another is B. Each of you translates the Russian part of the dialogue
into English and then checks the correct translation of the partner
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1) A

- 3HAro, 41O y Bac 0OO0JIBIION OIBIT BCICHUA IMIEPCTOBOPOB C aMCpPHKaH-
CKHMMH NapTHCPpaMU. Bceraa JIM TJIaBHOM HECJIbIO MEPETOBOPOB AOJKHO OBITh
CTpeMJICHHUE 3aKIIIOYATh HanOoJee BHITOJHYIO I ce0sl caenky?

— Deals that are heavily unfavorable to one party are likely not only to
unravel but also to spoil future prospects.

— Ho pa3Be 370 BO3MOKHO — HE YILEMJISITh HHTEPECHI APYTOl CTOPOHBI,
HE 3aTparuBasi CBOI0 COOCTBEHHYIO O3HIINIO?

— That's quite possible. If you are in a strong position, you should avoid
dictating the terms to the other party. Let them know that you are sensitive to
their interests. Be magnanimous when possible.

— A uTO ACJIaTh, €CJIN Apyrad CTOpOHa HEMOKOJIeOMMa U HE XOYET BECTU
YEeCTHBIE MIePErOBOPHI (4ECTHO TOPTroOBaThCs)?

— Try to rephrase any attack on you so that instead they are attacks on
the basic problem, and try to find common elements that can be used to re-
formulate a different position.

— Mosxet OpITh, OBUIO OBI MONE3HO MOpabOTaTh CHadama Hala MEHee
CIIOPHBIMH BOIIPOCAMHU, KaK ThbI CUMTaCIIh?

— That's a good idea of course, there may be different situations. In some
instances, the central issue is overriding, and no resolution can be made, until
it is decided.

— Jla, KOHEYHO, HO OBIBAIOT CUTYallMH, KOTJa CTOPOHBI MOTYT JOTOBO-
PUTBCA TI0 ONPCACICHHBIM BTOPOCTCIICHHBIM BOIIPOCaM, YTO MOXKET C6J'II/I-
3UTh WX, @ 9TO B CBOIO OYepe]lb MPUBEJET K TOMY, UTO OHH OyayT Oomee 3a-
HHTEPECOBAHBI B TOM, 4TOOBI TOCTUYL BCEOOBEMITIONIETO PEIICHUS MpodIIe-
Mbl. TakuM 00pa3oM OHHM HE MOTEPSIOT TEX MPEHMYIIECTB, KOTOPHIE YKe
ObUIH 3aBOCBAaHbI, BbI COTJIaCHBI?

— Completely. I would also recommend you to acknowledge any contri-
butions and concessions that the other side has made to you.

— KakoBo Balre MHEHHE O B3aHMHBIX YCTyHKax B IEPEroBopax B LIGJ'IOM?

— They are quite useful. Suggest alternates and tradeoffs that you would
be willing to make to achieve your main goals.

B:
— | know that you are experienced in negotiating with American part-

ners. Do you think that getting the best deal possible should always be the
main goal in negotiating?
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— CILGJ'IKI/I, KOTOPBIC SIBHO HC BBII'OAHBI JJId OL[HOI71 13 CTOPOH, HE TOJIBKO
HE o6neran, HO JaXX€ OCJIOXKHIAT (I/ICHOpTﬂT) OTHOLICHUSA CTOPOH B IMCPCICK-
TUBEC.

— But is it possible to avoid offending the other party without compro-
mising your own positions and integrity?

— DTO BIIOJHE MOKHO CcaeciarTh. Ecnu BB 3aHMMaeTe CHIBHO IIO3UIHIO,
BaM clenyeT m30erate IUKTOBATH YCIIOBHS ApPYrod cropose. [laiite um
TIOHATH, YTO BBl C MOHMMAaHUEM OTHOCHUTECH K HX HMHTEPECAM. CTapaﬁTeCL
TIPOSBJIATH BEJIUKOAYIINE TaM, TI€ 3TO BO3MOKHO.

— What should we do if the other side is adamant and fails to bargain in
good faith?

— Ilocrapaiitecs nepedopMyIHpoBaTh JIO0BIE aTaKk Ha Bac TakKUM 00-
pazom, yTOOBI BMECTO JTOI0 OHM CTAJIA aTakaMy Ha OCHOBHYIO npoGneMy;
TaK¥XKE HOCTapaﬁTeCB HaWTH 061111/16 3JIEMECHTbI, KOTOPBHIE MOKHO ObUIO OBl
UCIIOJIb30BATh, YTOOBI NIO-HOBOMY C(I)OpMyJ'II/IpOBaTL APYTYIO O3ULIAIO.

— It may be also useful to work on less contentious issues first. What is
your opinion?

— 9TO, KOHCYHO, XOopouias MbIC/Ib, HO CUTyalluh MOTYT OBITH Pa3HbIMH.
B HeEKOTOpHIX cCHy4asx LEHTPANBHBIA BOMPOC CIIOpa MOXKET OBITh
OCHOBOIIOJIAraroM, U HU OJIHa PC30JIIOIUA HC MOXKCT OBITh NPpUHATA, [TOKa
HE pPCIICH 3TOT BOIIPOC.

— Yes, that's right, but there are situations when parties can agree on cer-
tain side issues, which can bring them closer together and give them more of
a stake in reaching a comprehensive solution. Thus they won't lose the bene-
fits already gained. Do you agree?

— AGcomotHo. 1 OBl TakKe INOPEKOMEHIOBaJll BaM BbIpaKaTb
MPU3HATEIILHOCTh 32 JII0OOW BKJIAJ, CACJIAHHBIA APYrod CTOPOHOI B A€j0
TIPOABIKEHHS TIEPETOBOPOB, 32 JIOOYIO CACTAHHYIO €0 YCTYIIKY.

— What is your opinion about trade-offs in general?

— OHu BecbMa mnoie3Hbl. Bcerma mis OOCTKEHUS BalluX LEIeH
Hpez[naraﬁTe AJIbTCPHATUBHBIC PCHICHUA, HAWTE Ha YCTYIKH, €CJIIM BbI
CUHNTACTC UX BO3MOKHBIMU.

2) A

— A ot dero, mo-BamieMy, 3aBUCHT TO, C KaKOH TaKTUKOW M C KaKUMHU
npueMaMu MOXKHO CTOJIKHYTBCS BO BpPEMs BCIACHHUS ICPETOBOPOB C aMEpH-
KaHCKUMH MapTHEpaMu?

— The tactics and techniques in negotiating with US firms will vary
widely depending on such factors as the personalities around the table, the
company's business policies and international experience. Have you ever
heard the expressions "playing hardball"?
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— I[a, clplman. OTo 03Ha4yacT, 4YTO aMCPUKAHCKHUEC TICPEroBOPILIUKU
NPUMCHSAIOT JKECTKYIO TaKTHKY, HAPaBJICHHYKO Ha TO, yTOOBI OKa3bLIBATh
AaBJICHUC Ha IMPOTHUBOIIOJIOKHYIO CTOPOHY, KOTOpas pacCMAaTpUBACTCA Kak
BpaxkieOHast.

— Right you are. The goal is to gain the supreme advantage in the rela-
tionship. For example, a company may start with a greatly exaggerated offer
and then appear to give up substantial interests that in fact are fairly minor.

— Jlpyrasi pa3HOBUAHOCTh TAKOW TAaKTUKH, HACKOJBKO SI IIOMHIO, - 3TO
HCIOJIb30BaHNUE OJHOIO MEPETrOBOPIIMKA, KOTOPBIA MpeyiaraeT CAEIKY Ha
KECTKHX YCIIOBHAX, U IPYTOTO, KOTOPHIH OoJiee CKIOHEH K KOMIIPOMHUCCAM.

— You are right. | should say that such tactics are not the best. The par-
ties will remain resentful and distrustful to each other; besides the US court
may interpret such an agreement strictly against the powerful party.

— JIst Toro, 4TOOBI 3aIIUTUTH 00JIee CIa0yI0 CTOPOHY?

— Exactly. So it's better to avoid pressure tactics and inequities in the ne-
gotiating process.

— A Kak ciexyeTr BRIOMpATh MECTO IIEPETOBOPOB?

— It is often preferable to meet at a neutral site — such as a hotel — that is
seen neither as your territory nor theirs.

— Jla, HO Benb 3apyOC)KHBIC IMApTHEPHI BCErla OrpaHHYCHBI B BEIOOpE
HeﬁTpaJ'IBHOFO MECTa BCTPCUH, T.K. IPAKTUYCCKU mro6oe 6YZ[GT 3HAaKOMO
aMEpUKaHCKOM CTOpPOHE.

— That's a correct observation. On the other hand, there may be some ad-
vantages to meeting in the US, even in the opposite party's offices. Guess
why?

— Bo3MoxHO, Ha cBOel TeppUTOPUH aMepHKaHCKHE MapTHEpHI Oosiee
CBOOOIHBI U 3aHUMAIOT MEHEE OOOPOHHUTEILHYIO MTO3UIIHIO?

— Certainly. They are more amenable to compromise; you can also leave
more easily, if the talks break down.

—Yro CJICAYCT ACJIaTh B TCX ClIy4dasax, €CJIN BaM Tpe6y€TC$I CAciaaTh Iie-
PEPLIB B IIEPETOBOPAX I U3YUYCHUA TOJTYYCHHOI'O HpeZ[HO)KCHI/Iﬂ?

— You may also need to consult with your associates or deliberate over
the negotiations. In all these cases you should ask for a temporary break to
regroup.

— IIpaBmiipHO 1 OyneT CKa3aTh, YTO BBl MPOCTO HE T'OTOBHI ceifyac 00-
CYXKIaTh 3TOT KOHKPETHBII Bonpoc?

— Yes, quite appropriate. Directness is an important negotiating tool in
the US. You should request what you feel is necessary in a forthright manner.

— HaBepﬁoe, CYHICCTBYIOT KAKUC-TO PCKOMCHJAAIMU IO NEPETroBOpaM C
YYETOM KYJIbTYPHBIX PA3JIMYUI CTpaH, MPeICTaBISIEMbIX IEPErOBOPILIUKAMU?

— That's a very good question. In a cross-cultural negotiation the parties
should show their natural dispositions, structure time for relaxation and ap-
proach multicultural differences with understanding, respect and humor.
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— Hackonbko s NOHMMAro, y3HAaTb XOPOWLIO CBOCTO MNPEAIOIaracMoro
TOProBOIo MmapTHEpa Tak K€ BaXXKHO, KaK 3aKIIIOUYUTh CACIIKY.

— That's precisely my own opinion. In the US both of these aspects often
tend to occur rapidly and at the same time — during actual negotiations.

— [a, KOHEYHO, ATOT MPOLIECC UTPAET BEChMa BaXHYIO POJIb B OHM3HECE B
CIIA...

— ... if you take into consideration the fact that first impressions tend to
be lasting ones.

— Oompmoe crmacnbo 3a TOMOMmB. S TONYyYHMN OYEHb LEHHYIO
HHPOPMALIHIO.

— 1 am delighted to have been of any help to you.

B:

— What could tactics and techniques you are likely to encounter in nego-
tiating with US partners depend on?

— TakTtnka u HOPUCEMBI TIEPETrOBOPOB € AMCPUKAHCKUMHU KOMIIAHUAMU MO-
ryT OBITH BECbMa pa3HOO6paSHbIMI/I B 3aBUCHMOCTH OT TaKHUX (i)aKTO]I)OB, Kak,
HalpuMep, 4TO 3a J0AU co6pan1/1c1> 34 CTOJIOM, KaKylO IOJUTUKY B ousHece
BCACT JaHHas1 KOMIIAHHs, KaKOB €€ Me)KZ[YHaPO,Z[HHﬁ ombIT. BEI Korjga-
HUOYAB ciblmany BeIpakerne "playing hardball"?

—Yes, | have. It means that some US negotiators employ harsh tactics
aimed at pressuring what are seen as adverse parties.

— ]Ia, Bbl IIpaBhbI. Heﬂb — HOCTHYb HAMUBBICHIECTO IIPEBOCXOJACTBA B
oTHOmIeHUAX. Hampumep, ¢pupma MOXeT HadaTh C BEChbMa 3aBBIIMICHHOTO
NpeaIoKCHUA, a 3aTeéM CACJIaTb BUA, YTO HACT Ha 60J'II>L[II/IC YCTYIIKH,
KOTOPLIC Ha €JI€ BECbMa HC3HAYUTCIIbHBI.

— Another hardball tactics, as far as | remember, is to use a negotiator
who presents a harsh deal and one who seems more willing to compromise.

— Bu IpaBbI. I[OJ'I)KCH CKa3aTb, 4YTO TaKasl TAaKTHUKA — HE U3 JIydIIHUX.
CropoHBI OyAyT HEIOBOJIBHBI M HEAOBEPUYHUBHI JPYT K OPYTY; KPOME TOTO,
aMepI/IKaHCKI/Iﬁ CyA MOKET BBIHECTH PCEHICHHE HE B IOJb3Yy CHJILHOM
CTOPOHBI.

— So as to protect the powerless party?

— Wmenno tak. IlostomMy mydmie u3beratb TakTHKH JaBICHHS U
NIPUCTPACTHOCTH B IIEPETOBOPHOM IIPOLIECCE.

— And how should you choose the location of the talks?

— Yacto MPCANOYTUTCIIBHBIM CUHUTACTCA BCTPEYATHCSA B HeﬁTpaHbHOM
MECTC — HAIIpUMEP, B TOCTUHULIC, - KOTOPOC HC CYUTACTCA HU UX, HU BaIeun
TeppUTOPUEH.
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— Yes, but overseas partners are always limited in the choice of a neutral
meeting ground because virtually every venue in the US will be familiar to
the US party.

— Ot0 BepHoe HaOmoaeHne. C APYroil CTOpPOHBI, MIPOBEJCHUE BCTPEUH
Ha Teppuropun CIIIA, maxe B mX oduce, MOXET HMETh NPECUMYIIECTBA.
HoransiBaeTech, Io4eMy?

— The US negotiators may be more relaxed and less defensive on their
territory.

— Koneuno. Onu Oojee CKIOHHBI K KOMIIPOMHCCY; BaM Jierde OynmeT
YHITH, €CIIH TIeperoBOPHI OYAYT IIpEepBaHEIL.

— What should you do if you need a recess in the talks to study a propos-
al?

-K TOMY K€ BaM MOKET HOHaZ[OGI/ITLCH IMPOKOHCYJIBTUPOBATHCA C TOBA-
puiaM WA [NOpasMbINLJIATD. Bo Bcex »artuHX Cllydasix BaM cJIenyer
NOoNpoOCUTHh CACIIAThL NEPEPHIB, YTOOBI neperpynmnupoBaTbCs.

— Is it appropriate simply to say that you are not prepared to discuss a
particular point at that time?

— AOcomoTHO TpaBWIbHO. IIpsAMOTa — BaXHBIA HHCTPYMEHT
neperoBopo B CIIA. Bel HOMKHBI BBICKAa3bIBaTh BCE Balll IPOCHOBI
OTKPOBEHHO.

— There must be some recommendations concerning negotiations in re-
gards of cultural differences.

— OT0 oueHb XOpouui Bompoc. Bo BpeMs meperoBopos MpeacTaBUTEIN
Pa3HBIX KYJIbTYP MOJDKHBI MPOSIBIIATH CCTCCTBCHHBIC CKIIOHHOCTH (OCOOCHHO-
CTH UX XapaKTepoOB), INIAHMKPOBATH BPEMsI JJIs OTIbIXa U BOOOIIE MOIXOAUTH
K pas3In4ubaM B KYJIbTYpax ¢ IOHMMaHUEM, YBAXKCHHUCM, YyBCTBOM IOMOpa.

— As far as | understood, it is as important to gauge your prospective
trading partner as it is to cut the deal.

— HNwmenno TtakoBo m Moe MHeHme. B CIIIA o6a 3Tu acmekTa 4acto
IPpoOUCXo AT 6BICTpO 1 OAHOBPEMCHHO — BO BPEMs CaMUX IIEPETrOBOPOB.

— Yes, sure, this process plays an extremely significant role in the US
business...

— ... 0COOEHHO €CJIM IPUHATH BO BHUMaHHUE TOT (PAKT, 4TO MEepBbIC BIIe-
YaTJCHUA — CaMbI€ IIPOYHBIC.

— | really appreciate your help. | have received very important informa-
tion.

— bbu1 pajs okazaTb BaM IIOMOLIb.

X. Guess the meaning of the word by its definition:

a) When a person doesn't want to make any concessions in negotiating,
you can say that he is a...
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b) When you are trying to solve a very difficult problem it means that
you are u... it

c) If a person doesn't dictate the terms to the other party and tries to take
into consideration the interests of the other party to the extent possible, he is
being m...

d) How do we call the issues on which the parties won't agree? (C...)

e) When an issue is very important, you can call it o...

f) What is the synonym to the words objective, aim? (J...)

g) How do we call the feature of the person who never lies, is trustwor-
thy and loyal? (I...)

h) If you reach a solution which comprises all important issues you can
callitc...

i) If a person negotiates honestly, without trying to deceive the other
party, he negotiates in good ...

XI. Use the following sentences and expressions in your own di-
alogues or situations.

a) To unravel/to spoil future prospects.

b) They are adamant and fail to bargain in good faith.

¢) They always try to find common elements.

d) No resolution can be made until this central issue is decided.
e) They set aside points that are irrelevant to the main discussion.
f) These are the trade-offs we would be willing to make.

g) What can you say about the personalities around the table?

h) US negotiators decided to play hardball.

i) Adverse parties.

j) That negotiator was more willing to compromise.

k) The parties remained resentful and distrustful to each other.

I) The location for the talks.

m) More relaxed, less defensive, more amenable to compromise.
n) The deal is not consummated.

0) To assert oneself strongly.

p) To test whether a long-term relationship is feasible.

XI1. See how well you remember the text. Answer these questions,
using the vocabulary of the article

a) What are the goals of negotiating?
b) Why shouldn't you strike a deal, which is heavily unfavorable to one
party?
¢) What should you do if you are in a strong positions?
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d) Should you change the limits of your best offer during the negotia-
tions or should you have decided the limits of your offer in advance?

e) What should your tactics be like if the other side is adamant and fails
to bargain in good faith?

f) How should you react to any contributions and concessions that the
other side has made to you?

g) In negotiations, should you try to deceive the other party if the oppor-
tunity arises?

h) Depending on what factors will the tactics and techniques in negotiat-
ing with US partners vary?

i) How is the harsh tactics of some US negotiators called?

j) What is such harsh tactics aimed at?

k) Give examples of "playing hardball"

I) Can such tactics be called the best? Why not?

m) What is the alternative to such harsh tactics?

n) What can you say about the choice of location for the talks?

0) What are the advantages of meeting on the US territory?

p) What should you do to avoid committing a deal that is unfavorable?

g) What are important negotiating tools in the US?

r) What could be the reason for your wanting to have a recess in the
talks?

s) What would be an appropriate way to ask for a recess?

t) How should each party behave when asked for a recess?

u) How should the parties be testing whether a long-term relationship is
feasible?

v) Is it important to gauge your prospective trading partner? Why?
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UNIT 8

COMMUNICATION ACTIVITIES

I. Categorizing skills and traits in negotiation.

Negotiators absolutely need certain kinds of skills and characteristics.
Other skills and characteristics, while useful, are not absolutely essential.
Below are words that could be used to describe a negotiator. Categorize and
rank 30 of these skills and characteristics. If you do not know what a word
means, focus on the words you do know.

1. analytical 14. disciplined 28. idealistic

2. angry 15. dogmatic 29. indirect

3. arrogant 16. efficient 30. informal

4. aware of other's 17. empathetic 31. logical
position 18. ethical 32. naive

5. calm 19. experienced 33. openminded

6. competitive 20. fair 34. patient

7. confident 21. firm 35. perceptive

8. considerate 22. flexible 36. persistent

9. cooperative 23. formal 37. realistic

10. courteous 24. goal-oriented  38. sarcastic

11. creative 25. honest 39. sensitive

12. diplomatic 26. hostile 40. serious

13. direct 27. humorous 41. tolerant of conflict

Es- Useful Not useful

sential
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I1. Discussion.

In small teams, discuss the following questions:
What are the advantages and disadvantages of merging with or acquiring
another company?
Advantages Disadvantages

aprwpE

What are some of the dangers involved in acquiring companies over-
seas?

What should a company look for when deciding IF and WHEN to ac-
quire another company?

I11. Summarizing negotiation steps

The following passage is from a book by Robert B. Maddux, entitled
Successful Negotiation. Read it and then summarize the key points below.

Below is a brief summary of the six steps common to each negotiation.
Keep these in mind before you engage in your next negotiation.

Stepl

I plan to get to know the party with whom | will be negotiating. My ob-
jective will be to keep initial interaction friendly, relaxed and businesslike.

Step 2

I expect to share my goals and objectives with the other party. At the
same time | anticipate learning the goals and objectives of the other side. If
possible, the atmosphere during this step will be one of cooperation and mu-
tual trust.

Step 3

To start the process, specific issues will be raised. | plan to study all is-
sues before the negotiations begin to identify where my advantages might lie
insofar as splitting or combining issues is concerned. Once this has been
done, the issues can be dealt with one by one.
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Step 4

Once the issues have been defined it is essential to express areas of disa-
greeing or conflict. Only when this has been done will it be possible to re-
solve the differences in a way that is acceptable to both parties.

Step5

The key to any successful negotiation is when both parties reassess their
positions and determine what level of compromise is acceptable. During this
step | plan to remember the give-get principle (basically, you have to give
something in order to get something).

Step 6

The final step is when both parties affirm any agreements that have been
reached. I plan to ensure that there is no misunderstanding later by putting the
agreements in writing (when applicable), and sending a copy to the other
side. Mutual agreement is the ultimate objective of any negotiation.

Key words
Stepl

Step2

Step3

Step4

Step5

Step6

IV. Get acquainted with the text about cultural tendencies in
business.

Various writers have discussed cultural differences that complicate
business relationships and negotiations. Below are some tendencies that have
been noted for Americans and Japanese. Look at the tendencies and, from
your background knowledge, where your own national tendencies would be
on the spectrum. Circling a "10" indicates that your culture's tendency is very
similar to the Japanese tendency, while circling "1" shows that your culture's
tendency is very similar to the American tendency. If your cultural tendency
is in the middle, or you are not sure where it falls, circle "5" or "6." When you
finish, discuss your tendencies with others.
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Japanese

<

10987654321 C——> American

Focus on group

10987654321

Focus on individual

Focus on consensus

10987654321

Focus on compromise

Formal

10987654321

Informal

Passive speakers

10987654321

Assertive speakers

Patient

10987654321

Impatient

Quiet and reserved

10987654321

Outgoing and talkative

Indirect 10987654321 Direct and frank

"Yes" is for 10987654321 "Yes" is for agreement
understanding

Saying nothing is 10987654321 Saying "no" is preferred

preferred over "no"

Status is respected

10987654321

Status is downplayed

10987654321

Focus on short-term

Focus on long-term

V. Read the passage below to prepare generally for the final team
task. After each paragraph, write a sentence in your own words,
which summarizes the main idea of the paragraph.

Making strategic alliances work.

1. In today's highly competitive world marketplace, strategic mergers
and acquisitions make a lot of sense. The purchases of Columbia Studios and
SBS Records by SONY helped to give the hardware company much more
access to the software side of its business. Matsushita's purchase of MCA,
which owns Universal Studios is another such move. In addition to M & A's,
however, there lies the whole area of cooperation between competitors
through joint ventures and other cooperative arrangements. Witness, for ex-
ample, the cooperative arrangements between IBM and Apple Computer, two
fiercely competitive giants in the personal computer industry, which see dis-
tinct advantages in joining forces to forge better futures for both.

77



Main idea

2. As with M & A's, joint ventures carry with them many dangers.
Strong differences in company cultures or top executive personalities can
doom such alliances to failure. One company may contribute fairly while the
other works only to its own advantage. In addition, whenever two companies
are joined in some way, decision-making will typically slow down. In an age
when speed is increasingly an essential part of business, such delays can be
extremely frustrating. Then, too, each company legitimately has different
priorities, and some of those priorities may be more important than the al-
liance. Alliances need time to mature so as to fully benefit both parties.

Main idea

3. If strategic alliances are so dangerous, then why should top executives
risk their careers and their company futures on cooperating with competitors?
There are various reasons. First, there may be important new research being
done by one company that may leave others lagging behind. In such a scena-
rio, two or more smaller companies may need to join forces for combined R
& D work. Second, one company may have expertise in a market where
another has a new product that might do very well in it. A strategic alliance in
that market may help both to prosper where, without the alliance, both might
have suffered. Third, joint ventures can be useful ways to bypass government
restriction. There are many other reasons as well; desire for increased profits,
opportunities for more efficient production, acquisition of manufacturing
skills, decrease of financial risk, increase of capital, and so on.

Main idea

4. If a company is thinking about entering into an alliance with another
company, what things does it need to consider? Among many other things, it
is essential to study everything ahead of time. A S.W.O.T. analysis can help a
lot in this regard. Planning is a key, from taking care of what seem to be mi-
nor details in the operation to communicating to various stakeholders in the
process, e.g., consumers, suppliers, employees, community leaders, etc.
Gaining some kind of consensus among the managers who will be connected
with the process is another key. The partner one chooses is critical. Does it
make sense over the long term or is it merely a tactic to get something for
nothing. Joint ventures are like marriages in some respects. Sensitivity to the
other's needs and patience in ironing out the problems is important as well.
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VI. Final task: negotiating a strategic alliance. Form negotiating
teams of 2-3 persons. Half the teams will be from a Japanese in-
dustrial company with deep pockets and a desire to enter a new
market. The other teams will be from a company from the U.S.A,,
which hopes to become better-capitalized in order to become more
competitive in the market. In your teams, do the following:

1. Study the role instructions for your side, the instructions for the Japa-
nese Team are on page 78, and the instructions for the American Team are on
page 79.

2. Prepare your team and individual strategies and tactics for the upcom-
ing negotiations. If you have time to spare, practice your strategies and tactics
with each other.

3. Meet and conduct negotiations with your counterparts from the other
company.

4. After the negotiations have concluded, hold a mutual press confe-
rence, with visual aids, to announce the results of the negotiations.

5. You do not have to come to an agreement with the other side. Only
come to an agreement if you are comfortable that the deal will serve your
side's interest.

VII. Negotiation summary. Write a clear and concise report, in-
cluding the following items:

1. The decision. Was there agreement?

2. If there was agreement, list everything agreed to in the negotiations.

3. If anything was not agreed upon, explain the stumbling blocks that
need to be overcome.

4. If there was no agreement at all, and the negotiations ended in failure,
explain what happened to cause the failure.

5. Your assessment of the other team's negotiating strategies, tactics and
communication styles.

6. What you have learned about negotiating or about communicating
fromthis task.

VIlI. Role play. You are going to reproduce negotiating between
American and Japanese teams.

A. The task for a Japanese team.

Your company is a well-established, cash-rich, industrial products com-
pany in a sunset (mature, low-growth) industry in Japan, but which has little
real experience or market overseas. Consensus has been reached within your
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company that an acquisition of a company overseas would be a good oppor-
tunity to expand into a new industry and new markets. An American compa-
ny has just approached your company about forming some sort of strategic
alliance with them. Your task is to negotiate the acquisition of that company.
In your negotiations, be sure to focus on the following:

1. Acquiring the company, not just participating in a joint venture or
loose strategic alliance. You estimate the purchase price to be $700,000,000.

2. Getting access to the new technology and markets that the other com-
pany possesses.

3. Establishing control over the other company's operations, including
quality control, accounting, information systems, etc.

4. Keeping the top executives or the American company so that opera-
tions continue smoothly.

5. Establishing a regular reporting system to ensure clear and complete
communications between the two companies.

6. Any other concerns you have. If you cannot acquire the company, you
should make as good a deal as possible so that you are in a position of con-
trol, not just partnership. You want to use this venture to prepare for greater
overseas expansion in the near future.

SPECIAL NOTE: Try to use Japanese communication tendencies
throughout the negotiations.

B. The task for an American team.

Your company is a relatively new company with a new, high technology
product that promises to become very popular throughout the industrialized
world. However, in order to produce and market the product on a wide scale,
you need a partner to capitalize your big manufacturing and marketing push.
You have learned that a well-established, cash-rich, industrial products com-
pany in a sunset (mature, low-growth) industry in Japan is interested in in-
vesting in a company such as yours. You have approached them and they
have agreed to enter into talks with you. Your task is to come up with an
agreement that will enable your company to succeed internationally without
losing control of the company to the Japanese. You would like them to pur-
chase a 15% stake in your company for about $150,000,000. You would also
be willing to sell them exclusive distribution rights in Japan. In your negotia-
tions, be sure to focus on the following:

1. Joining a strategic alliance with the Japanese company, not merging
with or becoming acquired by it.

2. Maintaining control over and limiting their access to your new tech-
nology. Companies have been known to steal the secrets of another company
and then abandon the partnerships. Be careful.
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3. Maintaining control over your operations, such as information sys-
tems, accounting, and so forth. If you can get help in improving your quality
control system without risking the loss of your technological secrets, that
would be desirable. But can you do that?

4. Finding out what exactly the Japanese company expects for their in-
vestment and when they expect it. This will include how and how often re-
porting requirements are to be met.

5. Any other concerns you have. You may have to sell more of the com-
pany than you would prefer to get the capital you need, but you should make
sure that you will still control the company in the end. You want this venture
to help your company become an international presence in your industry.

SPECIAL NOTE: Try to maintain American communication tendencies
throughout the negotiations.
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UNIT 9
SUPPLEMENTARY
1. Grammar notes and exercises

Grammar notes

It is assumed that students have already completed a course of basic
English grammar. These notes are designed to help students refresh their
memory of some structures, so that they won't have difficulty translating
some sentences given after the grammar notes.

. Modal verbs:

a) Expectation or probability: should, ought to.

Should and ought to are often used to indicate what is regarded as prob-
able or what may reasonably be expected.

The introduction of new machinery should contribute greatly to better
profits next year.

Should and ought to + perfect infinitive refer to expectations in past
time, and may indicate that expectations were not realized or fulfilled:

He should have passed the examination easily.

This sentence will yield two interpretations:

Perhaps he has passed—this, at least, is what | expected, (said, probably,
before the examination results are known),

Or:

He didn't pass—this is not what | expected (said, probably, after the re-
sults are known).

b) Inference and logical conclusion: must, can't

We use must to assert what we infer or conclude to be the most likely in-
terpretation of a situation or events:

He must be at least sixty.

We don't know for a fact that this is true, but taking everything into ac-
count, we think that it is almost certainly so. The opposite of must in this
sense is can't:

John: He must be at least sixty.

Peter: Oh no! He can't be anything like as old as that.

John is almost certain that 'He' is sixty, and Peter is equally certain that
'He' is not. In reported speech, this dialogue becomes:
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John said he must be at least sixty, but Peter thought he can't be any-
thing like as old as that.

To refer to past time, we use must and can't (or couldn't) with the per-
fect infinitive.

It must have been a great shock to him. (It was a great shock, | feel
sure.)

You can't (or couldn't) have understood what he said. (It seems clear
that you didn't understand.)

I1. Conditionals

Type 1: open conditionals.

If we catch the 10 o'clock train, we shall (can, may, etc.) get there by
launch time.

If you wake up before me, give me a call.

In these sentences, the conditional clauses represent ‘open' conditions;
that is, conditions that may or may not be fulfilled. We make such statements
when the action or event mentioned in the conditional clause is being actively
considered, or is under discussion, or appears likely to happen. Such state-
ments can even be comments on decisions already taken.

The commonest sequence of tenses in this type of sentence is:

(If) present tense, (Main) Future (or Modal verb) or Imperative.

Note that will and shall are not used in a predictive sense in the condi-
tional clause, even though it is the future that is referred to.

Type 2 Conditionals. Tentative, hypothetical and unreal conditions
(present or future time reference)

If we caught 10 o'clock train, we would (could, might, etc.) get there by
lunch time

If I came into a fortune, | would give up working.

If I knew how it worked, I could tell you what to do.

In these sentences, the conditional clauses represent what is a possible, b
hypothetical/imaginary, or ¢ contrary to present fact. The verb form in the
conditional clause represents the attitude of the speaker towards the condi-
tion; it does not represent time, which is indicated (if at all) by other elements
in the context or situation.

The three sentences are formally identical: they all have the same se-
quence of tenses:

(If) past tense, (Main) conditional

However, contextually (i.e. in their meaning and use) they are rather dif-
ferent. They represent three points on a scale of decreasing probability, from
a) suppositional, to b) hypothetical but not impossible, to c¢) contrary to
present fact, and hence unreal. Note that the conditional tense is not used in
the conditional clause.

83



Type 3 Conditionals. Unreal conditions (past time reference)

If we had caught the 10 o'clock train, we would (could, might, etc.) have
got there by lunch-time.

This sentence is completely hypothetical, and represents what is con-
trary to past fact. In this case, the past perfect tense is used to indicate past
unreality - we didn't catch the 10 o'clock train, so we didn't get there by
lunch-time.

I11. Wish-sentences.

We also use the past tense to refer to present unreality after the verb
wish

I wish (that) | were rich

We never use the present tense or a future form after wish. We use either
the past tense as illustrated above, or would (not 'will") no invite someone's
cooperation or to indicate that people or events frustrate our desires:

I wish you would be more polite.

I wish it would stop raining.

We use the past perfect to refer to something wished-for in the past:

I wish you had mentioned this fact earlier (but you didn't).

IV. Verb+ing/verb+infinitive.

Stop Enjoy .
Finish Mind Fancy Admit
Dela Suggest Imagine Deny
Y 99 Regret Avoid
Consider Involve : )
. Practice Risk
Miss Postpone

If these verbs are followed by another verb, the structure is usually
verb+ing

I considered taking the job but decided against it.

Jane gave up trying to persuade him.

Agree Offer Decide Learn (how)
Refuse Attempt Plan Pretend
Promise Manage Arrange Dare
Threaten Fail Hope Afford
Appear Forget Seem Tend
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If these verbs are followed by another verb, the structure is usually
verb+to+infinitive:

There is a continuous form (to be doing) and a perfect infinitive (to have
done). We use these especially after seem, appear and pretend

I pretended to be sleeping

After dare you can use the infinitive with or without to

I wouldn't dare to visit her

I wouldn't dare visit her

But after daren't you must use the infinitive without to

I daren't visit her

Some verbs are normally used in the passive when they are followed by
a 'to" infinitive clause.

Believe Feel Know Sa
Understand Consider Find Reyort
Think Expect P

Pay attention to the Russian translation of such sentences:
He is said to be an experienced negotiator

T'oBOpPAT, OH ONBITHBII IEPETOBOPLIUK

The strike is expected to begin tomorrow.

O)KI/IJlaeTCH, 4yTO 3a0aCTOBKA HAYHETCS 3aBTpa.

Grammar exercises

l. Insert the correct prepositions:

a) If you are operating ... their home office — or ... their "turf"- let the
US businesspeople set the tone.

b) Although some individuals like to warm up ... talking ... several mi-
nutes ... general matters, most often get down ... business right away.

¢) The first rule ...bargaining is to negotiate ... issues, not positions.

d) By and large, people ... the US are used ... paying the asking price
rather than haggling ... items.

85



e) ... mutual accord, an agreement may also be unenforceable, even ...
the courts.

f) Negotiators often rely ... prepared financial projections.

g) It may also be useful to work ... less contentious issues first.

h) Aim ... fairness, pointing out ways ... which your suggestion uphold
fairness ... the other side.

i) Some negotiators employ harsh tactics aimed ...pressuring what are
seen ... adverse parties ... gain the supreme advantage.

j) A basic consideration is the choice ... the location ... the talks.

k) If you need a recess ... the talks to study a proposal, consult ... asso-
ciates, or deliberate ... the negotiations, you should ask ... a temporary break
to regroup.

I1. Translate the sentences from Russian into English. Use the ex-
pressions from the texts “Negotiating style in the USA” (unit 6)
and “Techniques and tactics in negotiations in the USA” (unit 7).
Consult grammar notes above, if necessary.

1. busHecMeHBI B AMEpHKE CKIIOHHBI OOpamiaThCs APYr K APYry MO
HMCHAM.

2. Ecim 661 OH He mpuberan K MpsiMOMY UCKaXEeHUIO (DaKTOB, UX CIIEITKA
ObL1a OBl YCTICIITHOM. A BelIb S MPEeIyNpeskaal ero He JeaTh STOro.

3. 51 661 He OcMeNMIICS TIpeAIaraTh €My ITOIITUCHIBATh TaKOW KOHTPAKT.

4. - OH He IPUBBIK TOPTrOBATHCS.

- MHe ka)keTcs, paHbIlle OH YaCTO TOPrOBaJICS.

5. Eciu ObI MeX Ty HalIMMHU CTpAaHAMHU HE CYIIECTBOBAJIO KYJIbTYPHBIX U
JIMHTBUCTHUYECKUX PA3UUUiA, HE ObLIO ObI U HEJONMOHMMAHUSA. A HEIOTOHHU-
MaHHE UHOT/Ia TPOUCXOINT.

6. Bam creioBasio HHTEPIPETHPOBATE YCIOBUS COTIIALICHUS OJUHAKOBO.
[Touemy BBI 3TOTO HE caenanu?

7. T'oBOPST, OH OYCHP OTIBITEH B 3aKIIOYCHHUH CIICIIOK.

8. T'oBOpSIT, OH COXKAJIEeT O TOM, YTO TOAIMCAI 3TOT JOTOBOP.

9. Tebe He cirlemoBaNO Cpa3y MPHUCTYIATh K pa3roBopy o Om3Hece. AMe-
PHUKaHIIBI CKIIOHHBI HAYWHATE CO CBOETO POJa Pa3MUHKH.

10. Xouy npexynpeauTs TeOs: eciau X0dellb 00JIeryuTh O0IIeHNe ¢ Te-
PErOBOPIIMKAMH, YUYUTHIBAM Pa3inuus B KyJIbTYpe U MPUCIIOCAOINBANCS K UX
MIOBEICHHUIO.

11. Hekotopeie 6u3HECMeHbI U30eratoT 00CyX1aTh KOHKPETHBIE BOTIPO-
CHI Cpazy Xxe.

12. OH He NPUBBIK IJIATHTH 3aIPAIINBAEMYIO IICHY U BCETJa TOPTyeTCs.
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13. Ecniu Obl OH He 3a0bL1, YTO AEHCTBYET «HA UX TEPPUTOPUMY, TO BEI
Ob1 cebst mo-apyromy. Ho ceiiyac pesynbraTbl NEperoBOpOB H3MEHUTH
HEJIB3SL.

14. ToBopsT, OH 4acTO ONMUPAETCS HA 3apaHee IOArOTOBIICHHbIE (PUHAH-
COBBIE IIPOEKTHI.

15. DToT OM3HECMEH MPEINOYNTACT BCE ACTATh II0-CBOEMY.

16. OH momsITaNCs ONPEAEeTNTh, HPAaBUTCS IM UM HAYMHATH IIEPErOBOPEI
¢ 00IIMX TEM WM C HUMHU CIIEAYET cpa3y IepexXoaAnThb K aery. OnHaKo eMy He
YZAJI0Ch BBISICHUTB 3TO.

17. Ecnu 161 He OyAenb TUKTOBAThH YCJIOBHS JPYTOW CTOPOHE W MOIIHI-
Taelbcsl YYECTh €€ MHTEPECHl, TBOE BEIMKOAYIINE (= TO, YTO ThI BEIHKOAY-
1IeH) OyeT OLEHEHO.

18. Tebe cenoBano nHaye chOpMyITHUPOBATH CBOU apPTyMEHTHI.

19. CooOmaercst, YTO OHHU JOCTHUININ BCEOOBEMITIOLIETO PELICHUS! BCEX
npoOJeMm.

20. S moroBopwmIiCS HadaTh MEPETOBOPHI 3aBTpa B 6. ['0BOPAT, OH HUKO-
IZla He OTa3/bIBAcT.

21. Ecnm 05l ero menpio ObLTO M30EKaTh OOHJ CO CTOPOHBI aMEpHKaH-
CKHX KOJIJIET, C/IEJIKA HE OKa3ajach Obl TAKOW OJHOCTOPOHHEH M HEYECTHOH.
Ho, xaxercs, ero 1enpio ObU1a IMECHHO HEYECTHAS CIICITKA.

22. OH WMeeT CKIOHHOCTh OBITh HEMOKOJEOMMBIM B JIFOOBIX 00CTOSA-
TEJILCTBaX. becrose3Ho CropuTh ¢ HUM.

23. Bee cniopHbie Bonpocs! pemenbl? Het? Tebe cienoBasno ObiTh Oosee
BEJINKOIYIIHBIM.

24. PemieHre He MOXET OBITh TPHHATO, NOKA Bbl HE JAJUTE UM 3HATh,
YTO TyMaeTe U 00 X MHTepecax.

25. XKanp, 4TO BBl HE Y4IM WUX MHTEpPECHl. BBl MOIJIM JOCTHYbL ONTH-
MaJIbHOTO PELICHHs IPOOIeMBI.

26. OH NPUTBOPWIICS, YTO YUTAET JOTOBOp, HO, T0O-MOEMY, OH 3apaHee
YCTaQHOBHJI TIPEZIEIIbl BO3MOXKHBIX YCTYIIOK.

27. Ecnu ObI BBl OTHECHIHCH K Ballell mapTHepIne Mo OW3HeCy ¢ yBaxe-
HHEM, TAaKOTO HETIOHMMaHUs He BO3HHUKJIO Obl. OHa TepreTh HE MOXKET, KO-
IJia K Hell OTHOCATCSl KaK K MpeACTaBUTEbHUIIE cJIaboro moa.

28. T'oBOpsT, OHA HAMEPEHHO MpPHHSIA MYXXCKOW CTHJIb TOBEJCHHUS BO
BpEMsi IEPErOBOPOB.

29. Twl xoraa-HHOYIb XOTENa, YTOOBI TEOS HEHHIH 32 MPOGECCHOHAb-
HBIN BKJIaJ B paboTy, a He 3a TO, KaK ThI BRITJISAHIIL?

30. Xamp, urto pabounii NeHb KEHIIMH AONbIIE M OHU PabOTaIOT 3a
MEHBUIYIO 3apa00THYIO ILIATY.

31. Ee Bcerna BocipuHUMAaNHN Kak Cephe3HOT0 nmpodeccronana.

32. Kak gacto oH npuderan K mpsIMOMY HCKaKeHHIO (haKTOB?

33. Oty nerotel Morym OBl ynepkaTh ee Ha padore. Ho oHa 0 HuUX He
3Hasa ¥ ynuia (¢ paboTsr).
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34. MHe He HpaBUTCS CTHIIb e¢ noBeaeHus. OHa Bcerja Oblia TaKou Je-
JIOBOW M HEYCTYIMYMBOW? (= TBEPIOH, HEIPUCTYITHOMN)

35. XKanp, 4TO BBI HE TOCTHUIIIN OOJIee BCEOOBEMITIONIETO PELICHHMSI.

36. OH npurpo3ui NpepBaTh MEePEeroBOPhl, HO €My HE yIalloch yOenuTh
MIEPETOBAPHBAIOILYIOCS CTOPOHY CAETATh YCTYIIKH.

37. JKanb, 9YTO OHU 3aKIIOYMIIM CHEJIKY, B BBICILIEH CTEIIEHU HEBBITOJI-
HYI0 JUIsl OHOM U3 cTopoH. I'-H BbpayH cuuTaer, 4TO 3T0 UCOPTUT AAJIbHEN-
M€ IEPCIEKTUBHI.

38. I'oBopsIT, OH Beerna u30eraeT JUKTOBATh YCIOBHUS BO BpeMs Mepero-
BOPOB.

39. YcnoBus 310it cnenku ceiyac Gopmynupyrorcst 3aHoBo. OH ckasai,
YTO OHU CMOTYT HAWTU KOMIIPOMICC.

40. Ecnu ObI OH He TOLIeT Ha KOMIIPOMHUCC, HETIOHUMaHHUE Tepelnio Obl
B KOH(INKT, IEpeYEPKUBAIOLINN BOZMOXKHOCTD 3aKIIFOUEHHS CIICIIKH.

2. Texts for Rendering

Render the following texts into English paying attention to the main
rules, tactics and skills while negotiating.

Text 1

Kommepueckre neperoBopsl OpraHU3yIOTCS 0 MHULIMATHBE OJHOTO U3
YYaCTHUKOB IYTEM JIUYHON JOTOBOPCHHOCTH IMPHU BCTPCUE, INMEPCIUCKU, 11O
TeneOoHy U T.I. ¥ HAUMHAKOTCS C TOTO MOMEHTA, KOTJa OJ[Ha M3 CTOPOH BHI-
CTYIIUT C MPCAJTIOKECHUEM O6FOBOpI/ITI) JCTaJIn U YCJIOBUA 3aKJIIOUCHHSA KOH-
TpaKTa.

Koraa Bropast cTOpoHa MPUHUMAET MPEUIOKECHUE, HACTYMAST OJUH U3
Ba)KHEHIIIMX ITAOB — MOATOTOBKA K meperoBopaM. IMEHHO Ha 3TOM 3Tare
BO MHOTOM 3aKJIaJ[bIBA€TCSI OCHOBA JUJISl YCIEIIHOTO MPOBEJCHUS TIEPErOBO-
poB. OT TOro, HAacKOJBbKO TIHIATENLHO OYAYT MOATOTOBJIEHBI MEPErOBOPBI,
3aBUCHT HE TOJIKO PE3yNIbTaT, HO U CaM MpoIecC: OYyAyT JM MeperoBOpbl
JUTUTEITIbHBIME, KOH(QJIUKTHBIMU WA OHH OPOUIYT OBICTPO, 6€3 CPHIBOB.

IToaroToBka K meperoBopaM BKIIFOYAET [[BA OCHOBHBIX HAIPABJICHUS pa-
OOTHI: pEeIICHHEe OPTraHH3AIMOHHBIX BOMPOCOB M MPOPabOTKa OCHOBHOIO CO-
JIepKaHUs TIEPErOBOPOB.

K opraHu3aisioHHBIM BOIIPOCAM IMOJTOTOBKU IIEPETOBOPOB CIEAYET OT-
HECTH Ompe/Ie/iCHHe BPEMEHH M MeCTa BCTpeud, (OPMHUPOBAHHUE KOJIHUYESCT-
BEHHOT'O U Ka4eCTBEHHOI'0 COCTaBa JIeJIeralHH.
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Text 2

Kommepueckuii nmeperoBOpHbIi Mpolecc COCTOUT U3 TpeX IMOCIea0Ba-
TENbHEIX 3TAIIOB:

B3aMMHOE YTOYHEHHE WHTEPECOB, TOUCK 3PEHHs, KOHIETIHN U TI0-
3ULMUNA yYaCTHUKOB;

ux oOcyXaeHue (BBIIBIKCHHE apryMEHTOB B MOJIEPKKY CBOHX
B3TJIIIOB U IPEJIOKCHAN, X 0O0OCHOBaHHE);

COTJIACOBAaHME MO3UINN M BEIPaOOTKA IOTOBOPEHHOCTEH.

Iepsvlii sman — 83aumHoe ymoyHeHue NO3UYULL YUACMHUKO8 Nepe2o8op-
HO20 npoyecca — OYCHb BAXKCH, MOCKOJBKY IS BBIPAOOTKH TOTOBOPEHHO-
CTei Tpexkie BCero HeOOXOMMO BBISICHUTH TOYKU 3PEHUS IPYT ApPYyra u 00-
cynuth ux. [locnemHocTs 37ech KpaifHe HexXelaTeNnbHa, TaK Kak OTHOIICHHE
K CaMOMy MpoIecCy MEePeroBOpOB y IEJOBBIX JItoJeH pazHOe. AMEPUKAHIIbI
TO0SIT cpa3y «OpaTh ObIKa 3a pora», 03 TYMaHHBIX PACCYKICHUHN U 3aTATU-
BaHUI1. SITIOHITEI ke He JIO0AT CIEMKH. B oTmdne oT cTpeMUTEIbHBIX aMe-
PHUKaHIIEB SMOHIBI YOEXKIIECHBI, YTO yCIeX MEeperoBOPOB 3aBUCUT OT KOJIHIeE-
CTBa YacoOB, 3aTPAYCHHBIX Ha JCTANBHYIO MOATOTOBKY. IloaTOMY mpm mepero-
BOpax C HAUMH HYXHO OBITH TOTOBHIMH K JJIMHHBIM Iay3aM, KOTOpPBIC OHU
9acTO YCTPaWBaIOT, YTOOBI HCKIIOYUTh MANCHINYIO YIpo3y PAaCXOKICHUS
MHCHHI B CBOEM KPYTY.

Text 3

Bmopotii sman — o6cyscoenue nosuyuii u mouex 3peHus Y4acmHukos —
HaTpaBJICH, KaK MPaBWIO, Ha TO, YTOOBI MaKCHMAJIBHO pealn30BaTh COOCT-
BEHHYI0 No3ulrio. OH 0COOCHHO Ba)KEH, €CJIM CTOPOHBI OPHEHTUPYIOTCS Ha
pelieHre npooIieM MmyTeM Topra.

Ipu 00CcyxIeHUH MO3UIMIA 0C000e 3HAUCHUE MPUOOPETAET apryMeHTa-
must. OHa MOXKET HCIOBb30BAThCS ISl )KECTKOTO OTCTAUBAHMS CBOUX IMO3H-
uuii. B TO ke BpeMsl apryMeHTanusi Hy)KHa W JUIsl TOTO, 4TOOBI 1OKa3aTh
MapTHEPY, HA YTO CTOPOHA HE MOXET MOWTH U moyeMy. B aToMm ciydae stan
O6Cy)K)IeHI/I$[ ABJACTCA JIOTUYCCKUM IMPOJOJDKEHUEM dTala YTOYHCHUA MTO3U-
HHﬁ. BI)I}IBI/IF&S[ APTYMEHTEI B XOA€ JUCKYCCHU, BbICKA3bIiBast OLICHKHU U MPECA-
JIOKEHU, CTOPOHBI TaAKUM 06p330M YKa3pIBarOT Ha TO, 4YTO, IO UX MHCHHUIO,
HE MOYKET BOWTH B 3aKJIIOUUTEIbHBIN JOKYMEHT, ¢ YEM OHU NMPUHIUITHAIIBHO
HE COIIaCHBI U IOYEMY WJIM, HAIIPOTUB, YTO MOKET 6I)ITI> MMpeaAMEeTOM Aajlb-
HEHIIero 00CyXICHNU.
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Text 4

TexHnka BeJEHMS KOMMEPUYECKHX MEPErOBOPOB MOAPa3yMEBAeT [Ba
MPUHONIHAANBHO OTIMYAIOLMIMXCA APYT OT Apyra MOAX0Ma, KOTOPBIE MOXKHO
paccMaTpuBaTh Kak METOJBI MX BEACHHUS. DTO METOA MO3HIMOHHOTO TOpra 1
METOJ TaK Ha3bIBA€MbIX NPUHLIUIHAIBHBIX MIEPETOBOPOB (MU IEPErOBOPOB
10 cyImecTBy). PaccMoTpyM BHadaie METOA MO3UIIMOHHOTO TOPTa.

CyTb MeTOZa MO3UIMOHHOTO TOPra 3aKII0YacTcs B TOM, YTO 3aHHMa-
IOTCSI TIO3UIMH, KOTOPBIE 3aTEM YCTYIAIOTCS B HEKOTOPOH IOCJIEAOBATEIN b-
HocTH. HaumHaeTcss OH ¢ M3MOKEHMS MCXOIHBIX IO3UIMH, Mpeanoararo-
IMX BECbMa 3HAYNWTEIBHOE 3aBBINICHHE IEPBOHAYAIBHBIX TPeOOBAaHMUIL.
BeinBuraercst kpaifHsst mo3unus (HampuMmep, MakCHMalbHas [IEHa TOBapa),
KOTOPYIO YIIOPHO OTCTaWBAIOT ITyTeM HeOONbIIMX ycTynok. Uem Ooiee xe-
CTKYIO TO3UIIMIO BBl 3aHIMAETE M Y€M HE3HAUMTENbHEE BAIlld YCTYIIKH, TEM
0oJbIIe BPEMEHH W yCHIHH MOTpedyeTcs, YTOO0Bl 0OHAPYKUTH BO3MOXKHO
COTJIAIICHUE WM HET.

Lenp MO3UIMOHHOTO TOPra — peaan30BaTh CBOIO HCXOAHYIO, KaK MpaBH-
JI0, 3aBBIIICHHYIO MO3HIMIO HanOoJee IOJHO M NPH MUHHMAJIBHBIX YCTYII-
kax. [Ipx 3TOM TOpr OpHEHTHPOBAH Ha HEKYIO MTPY, MPEIIIOJAraonyo Ma-
HUITyTUPOBaHNE TTOBEJCHNEM ITapTHEPA, JABICHUE Ha HETO U T.II.

[To3uIIMOHHBIN TOPT B 3aBUCUMOCTH OT €r0 peaM3alliy OApa3AeIsieTCs
Ha /IBa BapHaHTa. B OCHOBE IEpBOTO JIEKHUT MPEATIONOKEHUE, YTO BBIUTPHIII
OHOTO M3 YYacTHHKOB PaBEH IPOWIPHIINIY APYrOro, a CaMH IEpPEroBOPHI
paccunTaHbl Ha B3aUMOJICHCTBIE, OCHOBAaHHOE HA albTepHATHBE: JIHO0 abco-
JIIOTHBIM BBIMTPBILI, JIMOO TIOJHBIM MPOWTPHIII, WHBIMH CIOBAMHU «BCE WIIN
HHUYETO».

Takoll KpaliHE yIPOILEHHBIM BapUaHT TOPra B KOMMEPUYECKHUX IEpero-
BOpax BCTpeuaeTcsl OUeHb peliko. Yalle Bcero neperoBopsl HOCAT Ooliee 1Iu-
BHUJIM30BaHHBIN (XOTS U HE B JOJDKHON Mepe) Xapakrep. ITOT BapuaHT MpH-
MEHHM TOTJa, KOrja KOH(POHTAIMsA CTOPOH BBIPaXKEHA MEHEe SIPKO M OHHU
001a1a10T IPUMEPHO PAaBHON CHIIOH. YUYaCTHHKH ITyTEM TOpra CKOpee BCEro
BBIHAYT Ha HEKOE «cepenHHoe pereHne». OTHAKO Uy TOH My Ipyrol cro-
POHBI MOXKET BO3HUKHYTH YYBCTBO HEYAOBICTBOPEHHOCTH.

[To3UIIMOHHBIN TOPT KaK XKECTKUH METOJ BEJCHUS KOMMEPUYECKHX Iepe-
TOBOPOB B IIEJIOM MAJIONPOAYKTHBEH, MOCKOJBbKY OH XapaKTepu3yeTcs: He-
MIPEACKa3yeMOCThIO PE3yNbTaTa, OONBIINMH 3aTpaTaMU BPEMEHH, BO3MOXKHO-
CTBIO YXY/IICHUS B3aMMOOTHOIIEHHH C MapTHEpaMH H, COOTBETCTBEHHO,
BEPOSITHOCTBIO OTKa3a OT COTPYJHUYECTBA B OyIyIIeM.

Text5

Bonee 3(1)(1)CKTI/IBHBIM METOAOM BCJCHHSA KOMMEPYCCKUX MEPETOBOPOB
SIBJISIETCSL MemoO MAK HA3bl8AeMblX NPURYUNUATIbHBIX nepecoeopos (I/IJ'II/I e-
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pPEroBOpoB 1O CYIIECTBY), pa3paboTaHHBI B ['apBapJCKOM yHUBEpPCHTETE
CHIA u noxpo6HO onucanHblii B kHure Pomkepa @umepa n Yunbesama FOpu
«ITyTh K COTJIAIICHNIO, WIIN TIEPETOBOPHI O€3 MOPAKECHUS.

OTOT METOJ COCTOUT B TOM, YTO IAPTHEPHI HE TOPTYIOTCS MO MOBOIY
TOTO, Ha YTO MOJKET ITOMTH WM HE MOMTH KaXJasl U3 CTOPOH, a HCXOIST U3
CYTH JieJIa U CTPEMATCS HAHTH B3aUMHYIO BBITOIY TaM, I'ZIe 3TO BO3MOXXHO, a
TaM, TJIe UX WHTEPECHl HE COBIAJAIOT, JOOMBAIOTCS TAKOTO PE3yiabTaTa, Ko-
TOpBIH ObLT OB 0OOCHOBAH CIIPaBeTMBEIMA HOPMaMH, HE3aBUCHUMO OT BOJIU
Ka)XJ0U U3 CTOPOH.

I'maBHOE B meperoBopax — MPUHSTHE yJOBIETBOPSIOLIETO BCE CTOPOHBI
pemieHust mpoOJIeMbl, OCHOBAaHHOTO HAa MAapTHEPCKUX B3aUMOOTHOIICHHUSX
paBHONPABHBIX CyOBEKTOB. OTCIOa M MHOE NOBEJCHUE Ha NEPEroBopax —
3HAYUTEIBHO OOINBIIAsl CTENECHb OTKPBITOCTH. HeT 37ech M HadanpHOTO 3a-
BEIIeHUA TpeOoBaHwuii. [y Toro 9TOOBI IeperoBOpHI ObUTH Oosiee 0OBEKTHB-
HBIMH ¥ CIIPaBEIIMBBIMY, IPUIJIAINAIOTCS TOCPEIHNKH, HAOIIONATEH, He3a-
BUCHMBIE SKCTIEPTHI.

Text 6

MeTton NpUHIMIHAIBHBIX IIEPErOBOPOB O3HAYaeT KECTKUH IMOIXOA K
PacCMOTPEHMIO CYIECTBa Jela, HO IIpeaycMaTpHUBaeT B3aUMOIIOHHUMAaHHE
MeX]ly yJYaCTHUKaMH IeperoBopoB. I1omp3ysack 3TUM METOIOM, MOXHO JOC-
THUYb TOTO, YTO BaM U BallleMy MapTHepy IojlaraeTcs Mo Mpasy.

MerTo/ IPUHIMITHAIBHBIX IEPETOBOPOB MOXKET OBITH CBEJICH K peann3a-
LIUH YETHIPEX yCIIOBUIA.

Ilepsoe ycnosue: cnenaiite pasrpaHU4eHUE MEXAY YIaCTHHKaMHM Iepe-
TOBOPOB U MPEAMETOM IIEPEroBOPOB, T.€. HE paccMaTpUBaTe UX U MpPEIMET
0o0CYXJeHUsI KaKk OluH U TOT ke (akTop. MHaue OyayT HE0OOCHOBaHHbBIE
00BUHEHHS U OOHIBI. DTO BUAHO XOTS ObI M U3 TAKOrO OBITOBOTO MPHUMEDPA.
Ecnu s ckaxy cBoelt xene: “B Hamelt kyxHe Oecriopsiiok” — BCEro JIMIIb C
€IMHCTBCHHOM I1eJIbI0 0003HAYMTh YBHUJICHHBIH (DaKT, TO OHA, CKOpEee BCEro,
BOCTIPHMET 3TO 3aMEYaHHe KaK JINYHOE 0OBHHEHHE.

Heo0xoanumMo nocTaBuTh cedst HA MECTO CBOMX ITaPTHEPOB U MOCTAPATh-
¢s IOCMOTPETh Ha Po0IeMy HX TJIa3aMH.

He nenaiite BEIBOJAa O HAMEPEHHIX MTAPTHEPOB MUCXOS U3 COOCTBEHHBIX
coobpaxxenunil. He mpuHuMaiiTe CBOM OMaceHHs 3a HaMEpeHHUs APYrod cTo-
POHBI.

Huxorzna He oOBuHSITE BalMX MapTHEPOB, JaXKe TOT1a, KOTAA OHH 3TO-
T'0 3aCITy’KHBAIOT. DTO OYEHb HEMPOAYKTHBHO, IIOCKOJIBKY BCSIKOE OOBHHEHHE
BBIHY)KJIa€T APYTYIO CTOPOHY 3aHUMATh OOOPOHHUTEIBHYIO TO3UIIHIO.

BuuMarenpHO ciymaiTe W MOKa3bIBalTe, YTO BBI CIBIIIAIH TO, YTO OBI-
1o ckazaHo. [lepecnpamuBaiite (“IIpaBUIBHO JTU sI TTOHSUI, YTO BB TOBOPUTE

91



0...”), IporoBaprBalTe CBOE MOHUMAaHHE TOTO, YTO MMeJa B BUAY Apyras
cropoHa (“Bammy T0BOIBI S MOHSIT TakK...” ).

T'oBopute o cebe, a He 0 BamMx napTHepax. Hanpumep, mydrie ckas3ars:
“S] wyBcTBYIO ceOst 0OMaHyThIM” BMecTO: “Bbl Hapymmim cBoe CioBO”, T.e.
BBl JIOJDKHBI TIPUHTH K TIOHHMMaHUIO TOTO, YTO BaM HEOOXOAMMO, paboTas C
MapTHEpaMH, perarh IpodIeMbl, a He pa30HpaThCs APYr C APYTroM.

Text7

Bmopoe ycnosue: cocpeoToubTeCh Ha MHTEPECAX, a HE HA TO3ULUAX.
He cTouT KOHLIEHTPUpPOBaTh BHUMAHHUE HA IO3ULHAX YYACTHHUKOB, TaK KakK
Lenb IEPErOBOPOB — YAOBICTBOPEHUE MOJICIYJHBIX UHTEPECOB CTOPOH. Ilo-
3TOMY 4TOOBI JOCTHYb Pa3yMHOI'O PEIICHHs, HEOOXOAUMO MPUMHPHUTH HHTE-
pechl, a He NMO3UIMU. TPyJHOCTh 3aKIII0YaeTCs B TOM, YTOOBI 32 MO3ULUSIMHU
NapTHEPOB Pa3IIAIETh UX UHTEPECHI.

Ecnu BBI 3ax0THTE, YTOOBI Apyrasi CTOPOHA NPHHSUIIA BO BHUMaHHUE BalllH
HHTEpECHl, HaZlo OOBSICHUTH, B UeM OHH 3aKJIIOUAIOTCS M TOUYeMy OHHM IS Bac
BakHBL. [Tpu 3TOM OyIbTe TOUHBIMH M KOHKPETHBIMH, IIOCKOJIBKY 3TO MOBBI-
1I1aeT J0BEPHE K BaM.

[Tpu3HaiiTe MHTEpECH APYTrOil CTOPOHBI YacThIO pellaeMOi MpoOIeMbl.
IToxaxute, 4TO BBl MOHSIM UHTEPECHl IAPTHEPOB, IOAYEPKHUTE CBOE CTPEM-
JICHUE MOHATh UX HYKIBL.

Text 8

Tpemve ycnosue: pazpaboTaiiTe B3aUMOBBITOJHBIE BapHaHTHI, KOTO-
pbie Obl YYUTHIBAJIM Ballld MHTEPECHl M HMPUMUPSUIN Obl HECOBIAJAIOIINE
HHTEPECHI.

B OonpmMHCTBE CilydaeB Y4YaCTHHKU MEPEroBOPOB JIONMYCKAIOT TPH
CEpbE3HBIX IpOcYeTa, KOTOPble MPEMSATCTBYIOT IMOMCKY B3aMMOBBITOIHBIX
BAPUAHTOB.

IIpocuer Nel: xpuTHUecKoe OTHOIIEHHE K BBICKA3aHHBIM BapHAaHTaM.
Her nuyero Gonee BpeaHOro miisi MX pa3pabOTKH, Y€M TaKOe OTHOIIEHHE,
MIOCKOJIbKY TIPEXJAEBPEMEHHOE CYXKJCHHE IO MOBOIY JHOOOW HOBON MBICIH
MIPEISATCTBYET BOOOPAKEHUIO — OCHOBHOMY T€HEpaTOpy HOBBIX HIEH.

[Ipocuet No 2: mouck eIMHCTBEHHOTO 0TBeTa. CTpeMsCh C cCaMOoro Havya-
JIa HAWTU €IMHCTBEHHBIN JIUIIUN OTBET, BBl JE€JIa€T€ HEUTO BPOJE KOPOTKO-
IO 3aMbIKaHMs B ITPOIIECCE BHIPAOOTKU PELICHHH, TTO3BOJISIONMX HAWTH MHO-
IO OTBETOB, U3 KOTOPBIX MOKHO BbIOpaTh HAMITYUILHU.

Ipocuer Ne 3: MHEHHE, YTO «PEUICHHUE UX MPOOJIEMBI — HX MPOOIEeMaY.
Ecnu BBl XOTHTE HOCTUYB COTJIALICHHUs], KOTOPOE OTBEYaso Obl BalllUM COOCT-
BEHHBIM HUHTEpECaM, HYXKHO NPEIJIOKUTh TAKOE PELIEHUE, KOTOPOE OTBEYAIIO
OBl MHTEpecaM M BaIIMX MapTHEpoB. J{JIs co3MaHUs TBOPUYECKHUX MOIXOM0B K
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TIOMCKY BapUAHTOB IIOJIE3HO BOCIOJIB30BATHCS CIEAYIOIIMMH pPEKOMEHIa-
HUASIMU:

OTHEJSIITE STal MOMCKa BApUAHTOB OT dTamna OLEHKU;

paciupsiTe Kpyr BApUAHTOB BMECTO TOT'O, YTOOBI UCKATh CTUHCTBCH-
HBIA OTBET;

WIIUTE B3aUMHYIO BBITOJY;

mpeUlaraiiTe Takue BapHaHTHL, YTOOBI JAPYrOH CTOpOHE OBLIO Jierde
MIPUHATH PELICHHUE.

Text9

Yemeepmoe ycrogue: HaCTaUBalTe HAa TOM, YTOOBI Pe3yJbTaT IEePEroBo-
POB OCHOBBIBAJICS. HAa OOBEKTHBHOW OLIEHKE MJIM HA WCIIOJIBH30BAaHHU OOBEK-
TUBHBIX KpuTepueB. CienyeT Bcerza MoAYepKHUBaTh, YTO YNPSMCTBO U He-
MIPUCTYIHOCTh HE SABJSAIOTCS JOCTAaTOUHBIMU apryMEHTaMM M 4TO COIJIaIlle-
HHUE JJOJDKHO OTpakaTh ONpeAeICHHbBIE HOPMBI, @ HE 3aBUCETh TOJIBKO OT BOJIN
KaX/10i1 U3 CTOPOH. DTO HE O03HAYAET, YTO YCJIOBHS JIOJKHBI OCHOBBIBATHCS
Ha HOpMaxX, KOTOpbIe BHIOMpAETE BhI, a [OJpa3yMeBaeT HaJMYHe KaKux-I1u0o
CHpaBeUIMBBIX KPUTEPHEB, KOTOPBIC U JIOJDKHBI ONpPEeuTh pe3ynbrar. O0-
cyXkaas Takue KpUTEpHH, a He JKeJlaHUE MM, Ha000pOT, HeXeJTaHHe OTHOCH-
TEJIFHO 4ero-jinbo, HU OJiHa CTOPOHA He OyAeT BBIHYKAEHA YCTyNaTh ApY-
roii: 00e MOT'YT HaJesAThCs Ha CIIPaBeINBOE PEILICHHE.

OOBEKTUBHBIMH KPUTEPHSIMH B KOMMEPUECKOM IEPErOBOPHOM IIpOIleC-
ce MOTYT, HallpuMep, BBICTYIaTh YCTOSABIINECS PHIHOYHBIC IICHBI, HMEIOIIHE-
s IIpeIeICHThI, IKCIIEPTHBIE OIIEHKH, TAMOKCHHBIE ITPaBUiIa U T.II.

Text 10

Craquu BeJieHHs IEPETOBOPOB

Ha cmaouu ananuza HeoOXOIUMO H3YUUTh MPOOIIEMBI, KOTOPIE CTOSIT
nepesl y4aCTHUKAMHU [ePEeroBOPOB, YCTAHOBHTH UX 3HAYMMOCTD: OMPEICTUTh
CBOU MHTEPECHI U MHTEPECHI IPYroi CTOPOHBI, 00paTHTh BHUMAHKUE Ha BapU-
AHTBI 00CYXK/ICHHS M Pa300paThCs B KPUTEPHUSX, MPEAJIOKECHHBIX B Ka4eCTBE
OCHOBBI JJISl TOCTHKEHHSI JOTOBOPEHHOCTH.

Ha cmaouu naanupoeanusi Ipex ie BCEro HYXKHO 00yMaTh, KaK PEIIUTh
npobieMy B3aUMOOTHOILICHUH C MapTHEPaMu, KaKie U3 UHTePecoB HanboJee
Ba)KHBI, B YeM 3aKJIFOYAIOTCSl OOBEKTHBHBIE MpernsTcTBus. JKerarenbHo Tak-
e TPEyCMOTPETD JIOMOIHUTENLHbIE BAPUAHTHI U KPUTEPHH JUIS TOTO, YTO-
OBl BEIOpATh U3 HUX IPUEMIICMBIE.

Ha cmaouu ouckyccuu, xoraa Bel o0IIaeTech ¢ mapTHEpaMH, HEOOXOaH-
MO BBISICHHUTB, €CTh JIM Y Bac OIIYIICHUE HEJOBOJILCTBA, U TOMPOOOBATH pa-
300paTbes B 3ToM. Kaxkast cTopoHa JIOJDKHA MOHSTh, KAKOBBI HHTEPECHI IPY-

93



roif cropoHbl. OHH MOTYT COBMECTHO BBIABHHYTH BapHAHTHI, SBIISIOIIHECS
B3aMMOBBITOAHBIMH, W TIOMOIIBI0 OOBEKTHUBHBIX KPHUTEPHEB CTPEMHTHCS K
COTJIAIICHHUIO M COTIIACOBAHUIO TIPOTUBOTIONOKHBIX HHTEPECOB.

Text 11

IIpaBuiia BegeHMs1 NeperoBopoB

IIpasuno nepeoe. Ilpexae Bcero Haxo MOCTapaTbCsl OTBICYH BAIIETO
MapTHEPA OT 3aHMUMAEMbIX MM JECTPYKTHBHBIX MO3UIHH, JaBas MOHSITh, YTO
KOHCTPYKTUBHOCTB Ha IIEPETOBOPAX BHITOHA TPEK/IE BCETO EMY CAMOMY.

Ilpasuno eémopoe. Ecny ONIOHEHT NO-NIPEKHEMY 3asABIAET O CBOEH
TBEpAOH MO3ULIMH, HE OTBEPraiTe, HO U HE MpUHUMaiiTe ee. Korna onnoHeHT
aTaKyeT Ballld WJACH, HE 3alIMIIANTE UX, a TIEPEXKIUTE U JalTe eMy BO3MOX-
HOCTH BEITOBOPHUTHCS. Kopoue roBops, OTKaxxuTe ce0e B yAOBOIBCTBHU OTBE-
TUTH ONIIOHEHTY yJapoM Ha yaap. BmecTto Toro, 4ro0bl oTpaxarh €Tro Ha-
THCK, BHUMATEJIFHO BBHICTYIIAHTE BCE BO3PAKCHUS M MOKAXKUTE, YTO MOHU-
MaeTe O YeM HIET pedb, a 3aTEM HaIlPaBbTE CBOU YCHIINS, HA N3yUCHUE HHTE-
PECOB, KOTOPBIE CTOSIT 32 TAKUMH BO3PasKCHUSIMH.

IIpasuno mpemowe. IIpeyioxuTe mMapTHEPY HECKOJIBKO BAPHAHTOB pellie-
HUsI ipobneMel. [lonpocute ero naTh CBOM BapHaHTHL. 3aTeM OOpaTHTE BHU-
MaHHE Ha COBEPUICHCTBOBAHME 3THX BapuaHTOB. [lompolyiite 00CyanTs T'H-
MIOTETUYECKH, YTO TIPOU3ONET, €CIIM OJJHA M3 €ro MO3UNHUil OyAeT MpuHSTA.

IIpasuno uemsepmoe. IloompsaiTe KPUTHKY BMECTO TOTO, YTOOBI OTOH-
BaThcsl OT Hee. He mpocuTe MpUHSTH WM OTBEPTHYTH HJCI0, CIPOCHUTE, YTO
BaIlleMy OIIOHEHTY Ka)KeTcs HeNpaBWIbHBIM (Hampumep, «Kaxme obcros-
TEJILCTBA MEMIAIOT BaM NPHHATH BO BHIMAaHHE MOE MIPEATIOKECHHUE?).

[Noompsist KPUTHKY, cTapaiTeCh HAPaBUTh €€ B KOHCTPYKTUBHOE PYCIIO
Tak, YT00Bl M3MEHHUTh CUTYalHIO W 0OPAaTUTHCS 38 COBETOM K CBOEMY OIIIIO-
HeHTy. CripocuTe, 4TO OH cenal Obl Ha BallleM MecTe.

IIpasuno namoe. VIcnonp3yliTe B AWAJIOTE C BallUM MApTHEPOM BOIIPO-
CBI, @ HE YTBEP)KACHHS. Y TBEP)KACHHS BBI3BIBAIOT CONPOTHBIICHHUE, B TO Bpe-
M1 KaK BOTIPOCHI BBI3BIBAIOT OTBETHI.

Ilpasuno wecmoe. Yame nenaiite maysbl, 0COOEHHO IOCIIE BOIIPOCOB,
KOTOpBIe BBl 3ajanu. Ecnm BaM crenmanu Hepa3yMHOE MpeyIoKEHHE WU
TIPEATIPHUHSIIA HEOOOCHOBAHHYIO aTaKy, caMoe JIydIee — CHJIETh U He TOBO-
PHTH HU CJIOBA.

Text 12

AMepuKaHCKMZZ cmuib 8e0eHus. nepecoeopos OTINYACTCA AOCTATOYHO
BBICOKHM HpO(l)eCCI/IOHaJ'II/BMOM. B aMCpHKaHCKOﬁ Acjerangun peiKo MOKHO
BCTPETUTH YCJIOBCKA, HCKOMIIECTCHTHOT'O B TEX BOIIPOCAX, IO KOTOPbLIM BEAYT-
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cs ieperoBopsl. [Ipu 3TOM 10 CpaBHEHUIO C MPEACTABUTENSIMU JIPYTHX CTPaH
YJIEHbl aMEPUKAHCKOM JieJerallid OTHOCUTEIBHO CaMOCTOSITENbHBI MIPU MPHU-
HATHU PELIeHU.

Ipu penreHuy npoOIEMBI OHH CTPEMSATCS OOCYAHMTH HE TOJBKO OOIIHE
MOAXO/bl, HO M JETANM, CBA3aHHBIE C peaju3aluuell JoroBopeHHocTel. s
HUX XapaKTepHBI OTKPBITOCTh, YSHEPTHIHOCTD H Ipykemrodne. Takum mapT-
HEpaM UMIIOHHPYET He CIUIIKOM oduIuamsHas atMocdepa BeIeHHS IIepero-
BOpOB.

Text 13

Anenuiickuti cmunb 8edeHuss KOMMepUecKux nepe208opos XapakTepusy-
€TCsl TEM, UTO aHIIMICKKE MapTHEPHI BOIPOCAM ITOATOTOBKH YACISAIOT OYEHb
Masio BpeMeHH. OHHM MOIXOIAT K TaKUM IIEPEeroBopam ¢ OONbIION Ioneit
IparMaTyu3Ma, 1oJiarasi, 9To B 3aBHCHMOCTH OT ITO3HIMH MapTHEPa HAa CaMHUX
TIeperoBopax M MOXET OBITh HaliIeHO Hawydmiee pereHue. [Ipu 3ToMm oHM
JOCTaTOYHO 'MOKM M OXOTHO OTBEYAIOT HA MHHUINATUBY IIPOTHUBOIOIOKHON
CTOPOHBL. AHITTMMCKUM MapTHEpaM CBOWCTBEHHBI ITParMaTHYECKUH MOIX0] K
JeIy, SMIUAPU3M. TpaguIlOHHBIM U HUX SIBISIETCSl YMEHHE M30erath ocT-
PBIX YTJIOB.

AHrnmiickue OM3HECMEHBI — OJHHU M3 CaMbIX KBaJH()HUIIMPOBAHHBIX B
nenoBoM mupe 3amana. OHM BEIPaOOTaHM OMPENEIICHHBI PUTYall AEIOBOTO
00ImeHns, KOTOPOTO HY>KHO CTPOTO MPUAEPKUBAThCA. TaK, IPekae 4eM MpH-
CTYIHTH K IEPETOBOPaM ¢ HUMH, HEOOXOIMUMO XOTs ObI B OOIIMX YepTax BbI-
SICHUTh (DUPMEHHYIO CTPYKTYPY PBIHKa TOTO HJIM HHOTO TOBapa, MPUMEPHBIH
YPOBEHb IIEH M TEHACHIMIO W3 JBIDKCHUS, a TaK)Ke MOIYYUTH CBEACHHS 00
0COOCHHOCTSIX HYXXHOHM BaM (MPMBI U O JIIOASX, KOTOpbIE HAa HEH paboTaloT.
U TonpKo 1mocie 3TOro MOXHO JOTOBAPHBATHCS O BCTPEUE.

[leperoBops! ¢ aHMIMICKUMH HapTHEpaMH JIydIlle HAYMHATh HE C IIpe]-
MeTa O0CY)XIEHUs, a C YUCTO KUTEHCKUX Mpo0ieM: Toroja, CIopT, IETH U
1.11. [Tocrapaiitech pacroyokuTh UX K cede, MOKaXKHUTE UM, YTO Ul Bac 00-
I1e4eI0BeYeCKHe [IEHHOCTH €CJIM HE BBIIIE KOMMEPUECKHX HHTEPECOB, TO 110
KpaiiHell Mepe paBHbI MM. HeoOXxonuMo mom4epkHyTh Baime go0poe pacrio-
JIO)KEHHE K OpUTaHCKOMY HapoJy W HjeajaM, KOTOpble OH paszenseT. Bce
BOIIPOCHI JIOJDKHBI OBITh BBIJEPKaHBI U KOPpeKTHB. Bo Bpems Oecens! mo-
cTapaiTech Paclo3HaTh HAKJIOHHOCTH W NPHUBBIYKM Bamero maptHepa. He
MEHee Ba)XHO HE 3a0bIBaTh OKa3blBaTh BHUMAaHUE TE€M, C K€M BbI KOTJa-ibo
BCTpEYaJIUCh MIIH BEJIN TIEPErOBOPEI.
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Text 14

Dpanyyzckuti cmuib 8e0eHUsi KOMMEPUEeCKUX nepe2ogopos OTINIACTCS
TeM, 4TO (paHI(y3CKHEe KOMMEpPCAHTHI CTaparoTcs M30eratb OQHUIMaIbHBIX
00CYXeHUI1 KOHKPETHBIX BOIIPOCOB «OAWH Ha OIUHY.

Ha neperoBopax ¢paHIy3ckue mapTHEPH OUYEHb CIEIST 3a TE€M, YTOOBI
COXPaHUTH CBOIO HE3aBUCHMOCTh. OIHAKO X MOBEACHUE MOXKET KapIUHAIb-
HBIM 00pa30M N3MEHHUTHCS B 3aBUCHMOCTH OT TOTO, C KEM OHU MMEIOT JIEIO.

Taxue mapTHEps! OOJIBIIOE BHUMAHHUE yJEISIOT NIPEABAPUTEIBHBIM J10-
TOBOPEHHOCTSAM U MPEANOYHUTAIOT 10 BO3MOKHOCTH 3apaHee OOCYIWTH Te
WIN UHbIE BOMPOCH. Ilo CpaBHEHMIO C NPEACTABUTEISIMH aMEPHKAHCKOM
CTOPOHBI (PpaHILy3bl MEHEE CAMOCTOSTENBHBI IPH IPUHATHH OKOHYATEIBHBIX
peLIeHUH.

DpaHIy3cKne y4aCTHHKH IEPETOBOPOB TPAJUIHMOHHO OPHUEHTHPYIOTCS
Ha JIOTWYECKHE J0Ka3aTelbCTBA U HCXOAAT M3 «0OmMX mpuHOHIOB». OHK
JOCTATOYHO KECTKO BEIYT IMEPETOBOPHI U, KaK MPABMIIO, HE NMEIOT «3amac-
HOI» mo3unuy. Yame BCeTo OHM BBIOMPAIOT KOH(PPOHTANMOHHBIA THII B3aH-
MOJEHUCTBHS, XOTS CTPEMATCA NPH 3TOM COXPAaHHUTh TPAJUIMOHHBIC IS
(paHIy3cKOl Hamuy 4epThl MOBEACHHS: YYTHBOCTH, BEXJIMBOCTD, JIHOOE3-
HOCTP ¥ CKJIOHHOCTb K IIYTKE ¥ HETPHHYXICHHOCTH B OOIICHUH.

Text 15

Hemeyxuil cmunb 6edenus KoMMep4ecKux nepe2ogopos B OTIUYHE OT
(paHITy3cKOTO CTHIISL XapakTepusyeTcs OOJbLIeH CYyXOCThIO W MEJaHTHYHO-
ctpio. Kpome Toro, Hemenkue mapTHEpHl BCerza O4eHb pacueTiauBel. OHHM
BCTYHAIOT B IIEPETOBOPHI TOIBKO TOT/IA, KOT/Ia YBEPEHBI B BO3MOXKHOCTH Ha-
XOXKICHUS PELICHUS.

Taxue mapTHEpbl 0OBIYHO OYEHb TIIATENHHO NMPOPadaTHIBAIOT CBOIO I10-
3UIMIO eIlle JI0 NEPeroBOpoB, a Ha CaMHX IEpPEeroBopax JIO0AT 00CYXIaTh
BOIIPOCHI ITOCIIEAOBATEIHLHO OJMH 33 APYTUM, TAKXKE TIIATEIbHO paccMaTpH-
Bas BCE M3 JETallH.

Benst meperoBopsl ¢ HEMEIKMMH KOMMEpPCaHTaM1, HEOOX0IMMO yUHThI-
BaTh UX IPHUCTPACTHE K TOYHOCTH, MYHKTYaJIbHOCTH U CTPOTOH periiaMeHTa-
iy noseaeHus. HyxHo oOpariaTs BHUMaHUE U HA NIPUBEPKEHHOCTh K THTY-
naM. [ToaToMy emie 0 Havaja MEPEroBOPOB CIEAYET YTOYHUTH BCE TUTYJIBI
Ka)XXJIOTO WICHAa HEMEIIKO Jiesieranu.

B mpornecce o0cyxieHnsI C TAKUMH NApTHEPAMHU MX M CBOMX ITO3MINI
HAJI0 CTPEMHTHCS K SCHOCTH, YETKOCTH M KPATKOCTH U HE yNOTPEOIATh ITycC-
TBIX HUYErO HE 3HayYalllMX CJIOB M BEIpakeHUs. Bce mpemioxkenus u 3ameda-
HUSI IOJDKHBI HOCUTB CYT'y0O JI€JIOBOI M KOHKPETHBIH XapakTep.
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HCMHLI KaK ACJO0BbIC MApTHECPLI BCETAa OUCHDb aKKYpAaTHbI U IETICTUIIb-
HbL. Eciiu BBl COMHEBaeTeCh B TOM, YTO CMOXKCTC COOJTIOCTH BCe yciaoBus a0-
TOBOPCHHOCTHU C HUMHU, JIYULIC 3apaHCC OTKA3aThCA OT CBOUX HpCHHOX(CHHﬁ.

Text 16

Anonckuil cmunb 8edeHUss KOMMePUECKUX nepeco8opos XapaKTepu3yerT-
csl TeM, 4TO SMOHCKHE MNpEeACTaBUTENH, KOIJa UM JeNaloT OOJIbIINe YCTYIKH,
OTBEYaIOT TeM e. Ha mo0bIx neperoBopax ¢ HUIMHU yrpo3bl JIAl0T O4€Hb Ma-
Tyt 3QPEeKTUBHOCT, XOTsI CaMH SAIOHIIBI Ha IEperoBopax oOoiee cinaObIMu
MapTHEpaMH MOTYT UCIIOJIb30BaTh YTPO3bl KaK MIPUEM JaBICHHUS.

Bo Bpems odunuanbHBIX MEPEroBOPOB SIMOHCKAs CTOPOHA CTPEMHUTHCS
n30erath CTOJKHOBEHHMS O3UIMH. /|11 Hee He XapaKTepHbI 0COObIE TTOIBUXK-
KM B MO3UIMU UM 3HAUUTEJIbHbIE U3MEHEHUS B TAKTHKE BEICHUs MEPEroBo-
poB. B T0 ke Bpems smOHCKHE OM3HECMEHBI YIENSIOT MHOTO BHUMaHUS pas-
BUTHIO JINYHBIX OTHOLIEHUH ¢ mapTtHepamu. [loaToMy He cienyer pa3doupath
YeJI0BeUeCKre MpoOIJIeMbl XOJI0AHO U 0€3y4acTHO, MO0 TEM CaMbIM Bbl MOXKe-
T€ 3aTPOHYTh 3MOLIMOHAIBHBIM HACTOH SMOHCKOro naprHepa. IlokassiBaiite,
YTO BBI JOOPOXKENATENbHBl U UCKPEHHU. DTU 4ePThl €My OCOOEHHO CHMIIa-
TUYHBL.

SInoHckue TpeanpUHUMAaTEM Ha TIeperoBopax OOBIYHO CTaparoTcsi 00-
CYJMTh TEMBI, HE UMEIOLINE 0CO00 3HAYMMOCTH, 3aTeM 00CYKAAIOT APYrue
TEMBI, TaK)ke He OTHOCAIIMECS K OCHOBHBIM. 1 ueM cephe3Hee CTOSIINE Ha
MIOBECTKE JIHS MPEJIOKEHHUs, TeM OOJIbIle BHUMAHUS yAEIsIeTCs Majlo3Hada-
UM JeTasIM. 3a 3TUM KpoeTcs TPaJUIMOHHOE CTPEeMJICHHE CO3/aTh COOT-
BETCTBEHHYI0 aTMoc(epy Ha IeperoBopax, YCTaHOBUTH B3aMMOIIOHHMAaHHE,
KOTI'Jla BCE BTOPOCTETIEHHBIE BOIPOCHI PEIICHBI M MOXHO MPUCTYHATh K IJIaB-
HbeIM. DopcupoBaTh NePeroBOPs! APYroil CTOPOHE HE CIEAYeT.

Text 17

Cmune 8edeHuss nepezo8opos IHCHOKOPEUCKUMU Ou3HecMenamy B OT-
JIMYME OT CTWJIS BEIEHHs IEePEroBOPOB SIIOHCKUMH IPEANPHHUMATEISIMA
XapaKTepu3yeTcs MPEeXkIe BCEro TeM, YTO OHM NPEANOYHMTAIOT «OpaTh ObIKa
3a pora» cpa3y Iociie TOro, Kak yCTaHOBJIEHO B3auMornoHuMmanue. OHU He
JO0ST OOIIMX PacCyX IEHUH U TOTOBBI 00CYXIaTh BO3MOXKHOCTh MapTHEPCT-
Ba MPH HAJTMYHUU PEaSIbHOM U JeTAIbHO pa3pabdoTaHHO| NPOrpaMMBI.

B cBoem moBeneHnu Ha meperoBopax mpenctasurenn HOxHoit Kopen
BCET/1a CTPEMSATCS K JIOTHYECKOH MOCIIEI0BATEILHOCTH U YETKMM B3aUMOCBSI-
3sM. OHH GoJiee BCEro CKJIOHHBI K MPOCTOTE U OYEHb HE JIFO0ST a0CTPaKTHBIX
paccyxnaeHuil. I caMmu KOpeu1pl UeTKO U3JaratoT CBOU MPEJIOKEHUS U TyTH
HX KOHKPETHOT'O PELICHHUS.
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[Ipn mpoBeneHNN NEPEroBOPOB ¢ KOPEHIIAMU HAJO0 HMETh B BHIY, UTO
UM HHUKOIZIa HE XOYETCS IOKa3blBaTh CBOC HENOHMMAaHME MM OTKa3bIBATh
cobecennuky. 1 ecnu kT0-1100 U3 HUX KMBAET T'OJIOBOH, 3TO BOBCE HE O3Ha-
YaeT corjacue. Bo MHOTHX citydasx TOpAOCTb M OOSI3HBb «IIOTEPSATH JIUIIO»
IIPOCTO HE MO3BOJIAIOT UM OOHApPYXHUTh HEMOHNMaHHE. VIMEHHO TO3TOMY Tak
9JaCThl CUTYaIllH, KOTAa CTOPOHBI HCKPEHHE yOEKAEHBI, YTO JOCTHUTIIH JOTO-
BOPEHHOCTH, OJHAKO KaX[bIii TOHMMAET €€ IT0-CBOEMY, YTO M OIpEIeIsieTCs
BIIOCJICACTBHH.

Kopeiiiel OTKpBITO HE TOBOPAT O CBOEM HECOTJIACHH C NMAPTHEPOM U HE
JOKA3BIBAIOT €r0 HEMpaBOTY (M TOTO JKe XKIyT OT cobecemHnkoB). Ho ecnu
peIIeHHE MPUHSTO, KOPEHCKasi CTOPOHA BBIPA)KAaeT TOTOBHOCTh K HEMEIJICH-
HBIM JAeHCTBHAM. [lo3TOMY y KOpeicKHX OM3HECMEHOB BBI3BIBAIOT HEJOYMeE-
HHUE W JaXXe pa3fpa’keHHE YKIOHYMBBIC OTBETHI Thma: «Hamo momymats» n
MIPOJIOJKUTENBHBIE COTJIACOBAHUS.

OHu Takxe OBIBAIOT CHIIBHO pa30dapoBaHbl, KOT/IA JIUIIO, IpeObIBIIee Ha
NIEpETOBOPEl C HUMH, HE MMEET IOJHOMOYHMH NPHHUMATh OTBETCTBEHHBIC
pELICHUS.

Text 18

Kumaiickuii cmune 6edenusi kommepueckux nepe2osopos XapakTepusy-
€TCS YSTKUM pasrpaHNueHUEM OTACTBHBIX HTAIOB: MEPBOHAYAIEHOE YTOYHE-
HUE TIO3UINHA, UX 00CYKICHHE U 3aKITI0UNTENBHBIHN dTamn. Ha HawaapHOM 3Ta-
e 0OJBIIOe BHIMAHHUE YAEIACTCS BHEIIHEMY BHIY MApTHEPOB U MaHEpEe HX
moBeneHus. Ha 0CHOBe 3TOTO AENaroTCs MOMBITKH OMPEACTUTh CTaTyC Kax-
JIOTO YYaCTHHKA.

B npanpHeileM B 3HaYMTENBHON Mepe WAET OpPUEHTALUs Ha JIOJEH C
Ooiee BBICOKMM CTaTycoM. B meneranmuu mapTHepa KHATAHIBl BBIICISIOT
JOAEH, KOTOPHIE BBIPAXKAOT CHMIATHIO WX CTOpoHe. MIMEeHHO uepe3 3THX
JOAEH OHU BIIOCIICACTBUU CTaparOTCS OKa3aTh CBOC BIUSHHE HA IMO3HIIHIO
MIPOTHBOIIONIOXHON CcTOpoHEI. Hamo ckas3aTh, 4TO IS HUX BOOOIIE «IyX
JIpY>KOBD) Ha ITEPErOBOPaX UMEET OYCHB OOJIBIIOE 3HAYCHIE.

IleperoBopbl ¢ KHTalCKMMH TapTHEPAMH BKIIOYAIOT TEXHUYECKUN H
KOMMepYecKHi 3Tambel. Ha mepBoM 3Tame ycreX IeperoBOpOB 3aBHCHUT OT
TOT0, HACKOJIBKO YAACTCS YOSIUTh MapTHepa B MPEUMYIIECTBAX COTPYIHHIE-
cTtBa ¢ BaMH. [103TOMYy B COCTaB y4YacTHHKOB IIEPETOBOPOB HEOOXOIMMO
BKITIOYATh BBICOKOKBATH(HUIIMPOBAHHBIX CIIEIHAIMCTOB, CIIOCOOHBIX Ha MEC-
T€ pemaTh CIOKHBIE TEXHUIECKHE BOTPOCHI, a TAK)KE XOPOIIEro IMepeBO Y-
Ka, 3HAIOIIETO CICU(PUYECKUEe TEPMUHBI BAIllero Jeia. 3aTeM HauWHAeTCs
KOMMEpYECKHI 3Tal ImeperoBopoB. Kwuraiickue KOMIIaHWH 00NaJaioT, Kak
[PaBUJIO, XOPOLIO MOATOTOBJIEHHBIMU B KOMMEPYECKOM OTHOIICHUU H
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OTBITHBIMH KaJpaMH, PaclojiararoT OOMMPHON KOHBIOHKTYPHOH MH(pOpMa-
IHeH 1 B TIpOIIecCe MEePErOBOPOB YAaCTO CCHUIAIOTCS HA paHee 3aKIIOYCHHEIC C
0OJBIION BHITOAOH IS ceOs KOHTpaKThl. Bamra xommepdeckas MO3WIUS
JOJDKHA OCHOBBIBATHCS HAa XOPOIIIEM 3HAHWU KOHBIOHKTYPHI MEPOBOTO PBIHKA
U TOJKPETUIATHECS TPAMOTHBIM TEXHUKO-YKOHOMHYECKHUM aHAIH30M M KOH-
KPETHBIMH MaTepHaJaMH.

IIpu nenoBoM 3HAKOMCTBE ClIEAYeT MPEACTaBUTh CBOIO BU3UTHYIO Kap-
Touky. JKenarenbHO, YTOOBI BalllM PEKBM3HMTHl ObUIM HamedaTaHbl WU IO-
KHTalCKH (3TO MOXHO czenats B Kurae). Bo BpeMs MpUBETCTBHS MPUHATO
oOMeHUBaThCs pykonoxarusimu. CHavala )XMYT pyKy HauOosiee BBICOKOIIO-
CTaBIICHHOTO JTUIIA.

Kax npaBuio, KuTaiickuil mapTHEp NMEPBBIM Ha NEPETOBOPAX «OTKPBIBA-
€T KapThl», T.€. IEPBBIM BBICKA3BIBACT CBOIO TOYKY 3pEHIUS, ITEPBEII JenaeT
MIpeUIOKEHUsI. YCTYIIKA OH JeflaeT OOBIYHO B KOHIIE TIEPETOBOPOB, IOCIHE
TOTO KaK OIEHUT BO3MOXKHOCTH IPOTHBOIIOJNIOXKHOW cTOpOoHBEL [Ipm 3TOM
OIINOKH, NOIYIICHHBIE €0 B XOJ¢ MEPEroBOPOB, YMENO HCIONB3yIOTCA. Ha
9TOH CTaM KUTAKCKasi CTOPOHA MOXKET MPUMEHSTh pa3inuHble OPMBI OKa-
3aHUA JaBJICHUS.

OxoHYaTeIbHbIC pEIICHUS NMPUHUMAIOTCS KUTAWCKUM IapTHEPOM, Kak
MPaBUJIO, HE 32 CTOJIOM IEPEroBOpoB, a goMa. O00peHne JOCTUTHYTHIX J10-
TOBOPEHHOCTEN CO CTOPOHBI PYKOBOJCTBA MPAKTHUECKU 00s3aTeiabHO. boib-
mioe 3HaueHHME KHUTaiickas CTOPOHA NPHUAACT W BBHIMOJHCHHIO JOCTHUTHYTBIX
JIOTOBOPEHHOCTEH.
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APPENDIX

1. LIST OF EXPRESSIONS WHICH WILL BE USEFUL
AT ANY KIND OF NEGOTIATIONS.

I. Beryniienune

My today's report deals with the
analysis...
It is natural (usual) to begin with...

Today I'm going to speak about...

I'd like to offer some information
concerning ...

I'd like (o give you the fresh infor-
mation relating to (about)...

We shall begin by saying that...

We will begin with a brief consider-
ation of...

The first point to be made is...

We shall begin with the following
observation...

We may start by noting that...

I'd like to begin with...

CerogHsanrHee MoOe€ BBICTYIUICHHE
KacaeTcsl aHaIu3a...

Brnonne ecTecTBEHHO (JOTHYHO)
Hayarh C...

CerojHs st COOUPAOCh TOBOPUTH O...
MHe X0Tenoch Obl IPEACTaBUTh BaM
HHPOPMAITHIO O...

MHue xotenock OBl COOOIIMTH IIO-
CIIeIHIOI  WH(OPMAIHIO, OTHOCS-
ryrocs K (0)...

MEI HaYHEM € TOTO, YTO...

Haunem c¢ kpaTkoro paccmoTpe-
HUSL...

IlepBoe, 0 YeM HaJ0 CKa3arh,
3TO...

Haynem co cnenyromiero Ha0irose-
HUS...

HauneM ¢ 3aMeuyaHust 0 TOM, 4TO...

SI ObI XOTeN ObI HAYATH C...

2. BoIpaskeHue IJ1aBHOM HieH BbICTYIIEHUS

the report discusses...
expresses the view that...
concentrates on...
focuses attention on...
highlights...

points out...

stresses that...

suggests that...

sums up, summarizes...

B nokmazge obcyxmaercs...
BBIPAXKACTCA TOYKA 3PpCHU HA...
KOHLICHTPUPYETCSI BHUMAHME Ha...
KOHLICHTPUPYETCSI BHUMAHME Ha...
OCBCHIACTCA...

YKa3bIBa€TCs Ha...
MNOAYCPKUBACTCH, YTO...
TOBOPUTCH, YTO...

(strongly) criticizes...
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(strongly) condemns/denounces
reveals...

reviews...

considers...

comes out /against. ..

is opposed to...

TIOABOJUTCS UTOT, CYMMHUPYETCHL. ..
comes out/in support...

the report carries some information
on...

the work reports at length that...

the report carries a lot of comment
on...

takes a critical view of...
this theory dominates the report.

this idea is given much comment...

(0cTpO) KPUTHKYETCHL. ..

PE3KO OCYKAACTCHL...

BCKPBIBAETCH. ..

paccMaTpuBaeTcs, Aenaercsa 0030p...
paccMaTpUBaeTCHL. .

BBICTYIAeT IPOTHB...

BBICTYIIAeT IPOTHB...

BBICTYIIAeT B MOJJICPIKKY

B JOKIaje MPEeNOCTABIACTCS HWH-
thopmarus o...

B CTaTbe IMOJPOOHO paccMaTpuBaeT-
col...

B JIOKJIaJie TIOMELIAI0TCS MHOTOYHC-
JICHHbIE KOMMEHTAPHU T10 TIOBOAY ...

KPUTHYCCKHU OICHUBACTCHAL. ..
9Ta TEOpHWs 3aHUMAeT CaMO€ BUIHOC
MECTO B JOKJIAJE.

9Ta Hes MHAPOKO KOMMEHTHPYETCHL...

3. XapakTepucTuka npeamMera uccjeJ0BaHus

a detailed analysis...

an objective analysis...

a systematic analysis. ..

a total analysis (of)...

a profound analysis. ..

a serious analysis. ..

an essential part of the analysis...
analysis in terms of...

at some level of analysis. ..

to carry out the analysis. ..

to turn to another plan (level) of
analysis...

to confine oneself to this sort of
analysis...

to contain an exhaustive analysis of...

to subject to analysis. ..
to conduct a research. ..
to carry out a research. ..

MOPOOHBIN aHATIN3

00BEKTUBHBIN aHAIU3

CHUCTEMHBIN aHaIu3

MMOJIHBIN aHaIu3

riryOoKuil aHanus3

CEpbE3HBIN aHAIN3

3HAYNTEJIbHASA YacTh

aHaJlu3 B paMKax...

Ha ONpPEAEIICHHOM YPOBHE aHaJIN3a
BBIITOJHHUTE aHAIN3

00paTUThCsT K JIPyroMy YPOBHIO
aHam3a. ..

OTPAaHUYUTHCS TIOJOOHBIM YPOBHEM
aHaIM3a...
coJIepKaTh
3. ..
[OJIBEPTHYTh aHAJIU3Y
MIPOBOJIUTH UCCIIEAOBAHHUE. ..
BBIITOJIHHUTE UCCIIEOBAHME. . .

UCUEPIIbIBAOLIMI  aHa-
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to require special research...

current research in ...

previous investigation (research) in
the field...

according to the research of...
aresearch into ...

a comprehensive research...

a step-by-step research...

thorough research...

an extensive research...
scrupulous research. ..

an empirical approach to...

a theoretical approach to...
previous / -early approaches...
another recent approach to...

traditional approaches to...
the only possible approach to...

a reasonable approach to...

a sound approach to...

the necessity of such an approach..
inadequacy of such an approach...

a generally accepted approach to...
from the point of view of the ap-
proach adopted in the present..

work to develop an approach...

to discuss various approaches...

the essentials /basic ideas/...

the subject in a question...

to survey a subject...

to form the subject of...

the problem under
consideration/investigation / discus-
sion...

to consider a problem...

to dwell on / deal with the problem

TpeOOBaTh CIIEUAIBLHOTO HCCIEN0-
BaHUSL. ..

COBPEMEHHBIE UCCIIEIOBAHUS B...
NpeAbIayIIUe HCCIe0BaHus B 00-
JACTH...

COTJIACHO HCCIIEIOBAHMIO. . .
HCCleToBaHue (4EeTo-11.). ..
BCECTOPOHHEE HUCCIIEIOBAHUE. . .
MOCIIeI0BATEIbHOE (TIOATAITHOE) HC-
cleIoBaHHe. . .

HIMPOKOE MCCIIEIOBAHME. ..
TIIATEJILHOE UCCIIeIOBaHME. ..
CKpYITYJIE3HOE UCCIIE/IOBaHUE. . .
OMITUPUYECKHUHN MOJXOJ K...
TEOPETUYECKUM NOJXON K...
TIPEAIIECTBYIOMINE B3TIISIEL. . .

elIle O/IMH COBPEMEHHBIN B3I HA...

TPaJIMIIMOHHBIC B3IIIS/IBI HA...
€IUHCTBEHHO BO3MOXHBIA IIOAXOL
000CHOBAHHBIN B3I HA...

37paBblil B3I HA...

HEO00X0IUMOCTb TaKOI'0 IMOJIX0/a. ..
HEMPaBOMEPHOCTh TAKOTO MOIX0/1a
OOIIECIPUHSTHIN MOIXO K...
C TOYKH 3PEHHS MMOIX0/1a,
r0 B IAHHOH pabore...
BBIPabOTaTh MOJXO. ..
00CyXIaTh pa3HbIC IMOIXOMIBI (B3TJISI-
JIBI). ..

Ba)KHbIe (OCHOBHBIE, CYIIECTBEHHbIE)
HIEeN. ..

paccMmarpuBaeMas Tema. . .
pPacCcMOTPETh TEMY. ..

MPECTABISTh TEMY ...

obcykaaemas mpoOiema. ..

IIPUHATO-

paccMarpuBath pooJiemMy. ...
KacaTbCsl MPOOJIEMBL. ...
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to be confronted with a problem. ..

to raise a problem...

to approach a problem...

to handle a problem...

to solve a problem. ..

the problem is greatly complicated
by...

the problem still remains unsolved.

the problem is by no means confined
to...

the problem arises...

to draw /collect material from...

to classify the material...

to enlarge the material...

to narrow down the material...
reliable material...

a sufficient corpus of material...

sufficiently extensive material...
valid results...

sufficient results...

markedly different results...

to yield interesting results. ..
to arrive at certain results. ..

to achieve significant results...
the application of results...

to adopt a method...
to apply the method to....

CTOJIKHYTBCS C TPOOJIEMON. ...
HNOJHATH Npo0eMy. ..

MOJTIOUTH K MpodIieme. . .

peniats npodiemy. ..

PEIuTh MpodIeMy. ..

npobieMa 3HAYUTEIBHO OCIIOKHEHA
(1eM-To)...

3Ta mpobieMa Bce elle ocTaeTcs
HEPELLEHHOM. ..

mpobjeMa HH B KOEM cCilydae He
CBOJHTCS K...

BCTaeT npoobieMa. ..

cobupaTh MaTepual us...
Ki1accuuupoBaTh MaTtepual. . .
pacumpsaTh MaTepHall. ..

OTpaHUYHUTH MaTepHall. ..

HaJIeXKHBII MaTepHa /ACTOYHHKH. .
3HAYHMTEJIBHOE KOJIMYECTBO Mare-
puana...

JOCTaTOYHO IIUPOKUHA MaTepHall. ..
00OCHOBAHHBIC PE3YJIbTATHI. ..
JIOCTaTOYHBIE PE3YJIbTATHI. . .
3HAQYUTEJBHO OTIMYaIoIIuecs pe-
3YJIBTATHI. ..

JlaTh HHTEPECHBIE PE3YIIbTATHI. . .
IPUNUTU K OIPEIEICHHBIM pe3yibTa-
Tam...

JOCTUYb 3HAYHUTEIBHBIX Ppe3yJIbTa-
TOB...

UCIIONIBb30BAaHUE PE3YJIbTATOB. ..
HPHUHATE METOL. ..

HNPUMEHUTH METON K...

4. ®opmyupoBaHue LeJiei u 3aaa4

my report deals with...

my report is devoted to the analysis
of the situation in...

the article is devoted to the question
of...

the description of...

.B MOEM JIOKJIajie TOBOPHUTCH O...
MO€ COOOIIEHHE MOCBSIIEHO
M3y 0OCTaHOBKH B...

CTaThs MOCBSIIEHA BOIPOCY O...

aHa-

OIIMCAaHHIO. ..
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there is a general feeling that...

there is much specification as to
whether or not...

the present work is concerned
with/deals with...

the main concern of the work is...

what we are interested in is...

we shall consider briefly the problem
of...

the present paper is devoted to...

we'd like to dwell on the problem of...

we'd like to concentrate on...

what we are aiming at is...

the present paper aims at...

this work is intended to show...

the aim and purpose of the present
paper is...

our task is to show...

our task consists in..

the idea of this chapter is...

BOOOIIIE CYIIECTBYET MHCHHE O TOM,
4TO...

CYIIECTBYET MHOTOYHCIICHHOE TIpEJi-
TOJIOKECHHE B OTHOIIICHHUE TOTO, OYET
W He OyZerT...

HacTosIIIast paboTa UMEET JENO C...

OCHOBHas mpodremMa paboThl —3ToO...
YTO HAC HHTEPECYET, TaK 3TO...
paccMOTPUM KpaTKO MPOOIIeMy...

HacTosIas paboTa MOCBsIIEHA. ..

MBI ObI XOTEJIM OCTAaHOBUTHCS Ha TPO-
oneme...

MBI OBbI XOTEJIH COCPEIOTOYHUTHCS

HA...

MBI HaMEKaeM MMEHHO Ha...

LeNTb JAaHHOU paboTHI - ...

EeTb ATOH PabOTHI - ITOKA3AaTh...

LENBI0 TAHHOH pabOTHI SBISAETCSL. .

Halia 3aga4a- 11okKasarthb...
Halla 3aa4a 3aKJIr4acTCsd B...
OCHOBHAJ 11€J1b ATOH I'JIaBHI - B...

5. CooO1ieHnne 0 TOM, YTO HCCJIEIOBAHHE
HCXOJUT U3 U3BECTHBIX IM0JIOKEHHIl

it's an open secret that...

it was revealed (disclosed) that...

it is common knowledge...

as everybody knows...

it is usually assumed at present that...

it has often been claimed at present
that
it has become customary to think...

HE TPEJCTaBIsIeT CeKpera TOT (aKT,
qTo0...

CTaJIo JOCTOSTHUEM TJIACHOCTH, UTO...
00I1IEU3BECTHO, YTO...

KaK BCEM M3BECTHO...

B HACTOsAIIEC BpeMsi OOBIYHO IMOJIa-
raroT, uTo...

B MOCIIETHEE BPEMsl YaCTO 3asBIISIOT
0 TOM, 9TO...

MPUBBIYHBIM CTAJIO TOJIATAaTh...

104



it is generally believed that...

it is commonly held (known)

it has repeatedly been stated

it is general y agreed that...

it is generally recognized that. ..
it is always taken for granted...

it is a well-established /common,
well-known/ fact. ..

it has become traditional to assume
that...

it is common place to say that...

00BIYHO IOJIATAIOT, YTO...
OOIIEU3BECTHO. .

HEOJTHOKPATHO YTBEP)KAAJIOCh...
0OBIYHO BCE COTJIACHBI C TEM, UTO...
OOBIYHO TIPU3HAETCS, YTO...

OOBIYHO CUHUTaeTCs caMo coboi pa-
3YMEIOIINMCH, YTO...

BCEM H3BECTHO, YTO...

TPagUIIAUOHHO IIpE€ANOIararT, YToO...

0O0IIIEM3BECTHO, UTO...

6. IIpoxosxenue nHpopMupoBaHUs

here is a piece of the information
referring to ...

the report goes on to say...

we shall now proceed to show...

we can now turn to / pass on to...

then comes the next point / the prob-
lem

a further point to be made....

we now move to...

let us now consider...

the next point concerns...

BOT HEKOTOpas HMH(OpPMAIHs, OTHO-
CSIIASACS K...

Jajee B I0KJIajie TOBOPUTCHL...

Tenephb MOKAXKEM...
Temepr MBI MOXEM
CsI/TIEpEeNTH K...

U BOT CJICAYIOIIHUI MOMEHT...

00paTuTh-

CJIeIyIOIIee, O YeM HaJ0 CKa3arh...
0OpaTHMCs TeTepsb K...

JlaBaiiTe pacCMOTPHM...
CJIeTyIOIINI MOMEHT KacaeTcsl. .

7. CBs13b € MpeIIIecTBYIOIMMH U MOCTeTYOIUMU
3JIeMEeHTAMH COO00LIeHUS

in this connection it's worth mention-
ing

mention should be made of the fact...
the authors give no details as to...

there is no mention about...

B 3TOi CBS3U CTOHUT YIOMSIHYTH O
TOM, UTO...

HEOOXOJIMMO  YIOMSIHYTH O
4To...

aBTOpHI HE COOOINAOT KAKUX-THOO
MOAPOOHOCTEH B OTHOIICHHH. ..

B JIOKJIA/IC HE YIIOMHHACTCHL. .

TOM,
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as we will see...

later I'll come on to...

i'll be coming back / returning to that
later...

so far we have discussed...

as | said / mentioned earlier...

it has been already pointed out...

as we saw earlier...

it has already been stated above...

it follows logically from what has
been said that...

this obviously leads to...

furthermore. ..

moreover...

and yet...

nevertheless. ..

despite this...

in spite of this...

Kak OyZAeT BUIHO...
3areM s MOJIOUNY K...
MBI €1IE BEPHEMCS K 9TOMY ...

JIO CHX TIOp MBI 00CYKIalHu. ..
Kak y»ke ObIIO CKa3aHo...

Kak y»ke ObIIO TIOKa3aHo...

KaK MBI y)K€ BUICIN. .

Kak y»ke ObIIIO CKa3aHO BHIIIIE...
U3 BCETO CKa3aHHOTO JIOTUYHO BBITE-
Kaer, 4To...

9TO SIBHO HABOJIMT Ha...
Janee...

6onee Toro...

Y BCE-TaKH. ..

TEM HE MEHee. ..

HECMOTpsI Ha 3TO. ..

HECMOTpsI Ha 3TO. ..

8. OcraHoBKa B H3/10;KEHUH

it calls for a digression / here a
digression is called for...
to see the point we must go back to...

it brings us back to...

we shall now go back and say...

two more remarks are necessary
before we begin...

in this connection the following
observation can be made...

3/1eCh HEOOX0/IMMO OTCTYIUICHHE

YTOOBI Pa3bACHUTL O3TOT MOMCHT,
HY>KHO BEPHYTHCS K...

3TO BO3BpAILlAET HAC K...

ceiyac BEpHEMCS K....

NpeXe 4eM HadaThb, CIENAeM eIle
JIBa 3aMEYaHUs

B 3TOH CBSI3M MOXXHO CHENaTh Cle-
JIyroliee 3aMeyaHne

9. BHecenue 100aBJ1eHNii, pa3bsicHeHHEe BHICKA3aHHOT0

mention should be made...

speaking of... it's necessary
(interesting) to note that...

analyzing (describing) the situation
in...

cieayeT yInoMSHYTb, YTO...
TOBOPA O..., HEOOX0TUMO
(MHTEpECHO) 3aMEeTHTB, YTO...
aHANMM3UPYyst (OTHCHIBAs)
MIOJIOXKEHHUE. ..
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it’s necessary to emphasize that...

to clarify the point...

what we are going to say is hot meant
as...

by this we mean that...

in other words. ..
otherwise stated. ..
we may also put it in a different way.

a few words of comment are... ob-
viously necessary here...

we should make it clear that...

it requires some explanation...

it should be added in this connection
that...

HE00XOANMO MOTYEPKHYTH TO, YTO...
YTOOBI MPOSICHUTH ATOT MOMEHT...
MBI BOBCE HE COOMpaeMcsi CKas3artb,
4TO...

MOJl 3THM MBI MIOHHMaeM / TeM ca-
MBIM MBI TIOJIaraeM, 9To...

JIPYTHMH CJIOBAMH. . .

MOJKHO C(OPMYIHPOBATH HHAYE. ..
MOJXKHO TaKXke cOpMyIHPOBATH ITO
MO-NHOMY ...

31ech HE0OX0AUMO KOe-uTo...
KOMMEHTHPOBATh. ..

ClIelyeT HOSCHUTB, UTO. ..

3T0 TpeOyeT HEKOTOpOro OOBsICHE-
HUS

B OTOH CBsBH cJexyeT n00aBHTh,
qT0...

po-

10. MiunrocTpanus nojokeHuil npuMepamMmu

the report gives figures illustrat-

ing...

analyzing this information it's ne-
cessary to illustrate...

this is illustrated by the following
examples...

a typical example is to be found in...

a slightly different example is pro-
vided by...
this can be best illustrated...

here are some examples of...
it is not difficult to exemplify it...

two examples will be sufficient to
show that...
let us take as an example...

for purpose of illustration we have
chosen...

B JIOKJIaae NPUBOIATCS LHUOPBI, M-
JIOCTPUPYIOILKE. ..

aHaMM3Upyst ATy  UHpOpPMaLHIO,
HE00XOAUMO NPOAEMOHCTPUPOBAT...
CIEAyIOIUE IPUMEPBl HIUIIOCTPHU-
PYIOT 3TO MOJIOKEHUE. ..

TUNHUYHBI [pPUMEpP MOXKHO HaWTH
B...

HECKOJBKO WHOW NpHMEp IPeICTaB-
JIEH....

3TO JIydIle BCEro IpPOJIEMOHCTPUPO-
BaTh...

BOT HECKOJIBKO ITPUMEPOB. ..
HETPYJIHO MPOJEMOHCTPUPOBATH 3TO
Ha NMPUMEpax...

JIOCTATOYHO JBYX HPHUMEPOB, YTOOBI
MOKa3aTh, YTo...

B KayecTBE IpHMepa JaBaiiTe BO3b-
MEM...

JUISL WIUTIOCTPALIMK MBI BBIOpa. ..
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11. AkTHBHU3aIUsI BHUMAHHS CJTYHIAKOIIET0

i'd like to draw your attention to the
fact that...

we should lay special emphasis /
stress on...

it would be interesting to mention
that...

it is noteworthy that...

it is also important to show that...

it seems essential to emphasize that...

it should be borne in mind
the point has to be stressed that...

s X04y TpHBJICYb Ballle BHUMaHUE K
ToMy (akry, 4To...
obpatum ocoboe BHIMaHUE HA...

HUHTEPECHO, YTO...

MPUMEYaTeIbHO, UTo...
TaKXXe Ba)KHO MIOKa3aTh, UTO...
IPEACTaBIAETCSl O4YEHb  BaKHBIM
HNOJ4EPKHYTb, UTO...

clenyeT HOMHUTD, 4TO...

cinenyer HOqUepKHYTh, UTo...

12. Yka3aHue Ha UTOT, BLIBO/IbI

in this connection (respect) it's
worth while mentioning (the fact)...
there is a general feeling that...

we may how summarize by saying...
it enables us to make a conclusion
that...

from this point we can conclude...
in conclusion I'd like to say...

we cannot but conclude that...

slimming up the results of our re-
search we'd like to say...

we thus arrived at the following
conclusions

from this it may well be concluded
that...

these observations have led to the
following conclusion...

to sum up...

B OTOW CBSI3U (B 3TOM OTHOIIICHHH)
CTOUT YIOMSIHYTb, 4TO...

BOOOIIE CYNIECTBYET MHEHUE O TOM,
9T0...

MOJIBOJISL UTOT, MOXKHO CKa3aTh...

3TO MO3BOJISIET HAM CHEJIATh BBIBOI,
9T0...

OTCIOJIa MBI MOKEM 3aKJIIOYHTb...

B 3aKJIFOYEHUE 51 OBl XOTEI CKA3aTh...
HeNb3sl HE ClieNlaTh BBIBOJ O TOM,
4To0...

MOJIBOJISI UTOT pe3yibTaTaM HcCIIe-
JIOBaHHsI, HEOOXOJAUMO CKa3aTh...

TaKuUM o6pa30M, MbI NPULILINA K CJIC-
JAYHOIIUM BBIBOAaM
OTCrOJa MOKHO CICJIaTh BBIBO...

9TH HAOJIOJCHUS TPHBEIH HAC K
CIIEYIOIIEMY BBIBOLY...
MOJIBOJISL UTOT...

108



13. Ouenka BbICKA3bIBAHNUSA

giving an appraisal of the situation
in...

it’s necessary to point out that...
there is a lot of comment on...

there is very likelihood that...

there is every reason to believe
that...

the report is in favour of...

the report is opposed to...

it would be wrong to assume that...

it remains to be seen (whether)...

it's hard to predict the course of
events in future, but there is some
evidence of...

it is considered useful to...

it would be most desirable / helpful

it is worth noting that...

it seems worthwhile to remind that...
it is necessary therefore...

we find / think it (absolutely) neces-
sary to...

it will be futile to...

there is no point in assuming...

it is possible to assume that...

it is quite possible that...

it is not difficult to see...

we could easily see...

it is difficult to assume...

we have no reason to state...

it would be no less \ erroneous to
believe that...

there is no reason why...

there is no (little) doubt that / as to...
It can hardly be doubted that ...

It goes without saying that...

It is true that...

JaBas OICHKY 00CTaHOBKHU B...

HEOOX0MMO yKa3aTh Ha TO, YTO...
AMeeTCsl OOJBINOe YHCIO (KOJUde-
CTBO) KOMMEHTAPHEB 10 TIOBOIY...

€CTh BEPOSITHOCT TOTO, UTO...
HAMEIOTCS BCE OCHOBAaHHUE I10JIaraTh,
4TO...

aBTOp JIOKJIAJa MOANCPKUBACT. ..
aBTOp JIOKJIaJla BBICTYIMACT IPOTHB...
OBUIO OBl HEMPABHJIBHO MPEIIION0-
SKHUTh, UTO...

OymyInee MoKa3bIBaeT, uTo...

TPYOHO TIpeAyramaTh, KakoB OynmeT
XOJl COOBITHIA, HO €CTh HEKOTOpHIC
JI0Ka3aTeJIbCTBA. ..

CUHTACTCS IEeJICCOO00Pa3HBIM...

OBLI0 OBI BEChbMa JKeJIaTeabHO/
ITOJIE3HO

CTOUT OTMETHUTE, YTO...

CTOUT 3aIIOMHUTE, YTO...

TakuM 00pazoM, HEOOXOAUMO...

MBI cuduTaeM (COBEpIIEHHO) HEoO-
XOIMMBIM...

OBLI0 OBI OECITONE3HO. ..

HET CMBICIIA TIPEAIOJIATaTh...

MOJKHO IPEIIOJIOKHUTh, UTO...
BIIOJIHE BO3MOXKHO, UTO...

HETPYTHO YBUJETE...

MOJKHO OBIJIO OBI JIETKO YBUETh
TPYAHO TPEIIOTIOKHTb. ..

Y Hac HET MPUYUHBI YTBEPKIATh...
HE MEHee OIIUOOYHBEIM OBLIO ObI
MPE/IIOI0KHTb...

HET NPUYUH, T0YeMy OBL...

HET COMHEHHUH, YTO...

TPYAHO COMHEBATHCSI B TOM, UTO...
camo co0oii pasymeeTcs, 4To...
BEPHO, UTO...
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It becomes clear / obvious / evident
that...

we have every reason to believe
that...

there are all reasons for thinking
that

it is doubtful that...

it is not quite clear...

it remains unclear...

the question still remains open...
there is no reason to think that...

it is not sufficient to say that...

it is questionable whether...

it is hardly acceptable

it is far from being proved

it would be unfair to suggest that

CTaHOBUTCA SICHBIM...

y Hac ecTb BCE OCHOBaHHMs I0JIa-
rarsb, 4TO...
ecTb  BCE
9ro...
COMHHUTEJBHO, YTO...

HE COBCEM SCHO...

0CTaeTCs HESCHBIM...

BOIIPOC OCTACTCS OTKPBITHIM. ..

HET OCHOBaHHM M0J1ararh...
HEJI0OCTaTOYHO CKa3aTh, YTO...
BBI3BIBAET COMHEHHUS. .

BPSIIT JIX MOKHO COTJIACUTBCS

3TO BOBCE HE JOKA3aHO

ObUTO OBI HECTIPAaBEAJTUBO TOBOPHUTH,
9T0...

OCHOBAaHHA IIOJIaraThb,

14. llponosKeHUEe pedn MocJie MpepbIBAHMUA

does that answer your question?
may | continue?
if I could go on to...

sl OTBETHJI Ha Balll BOIpoc?
MO>XHO MHE TIPOJO0JIKATH?
€CIIU MO3BOJIUTE, 51 IPOJOIIKY...

15. 3aBepuieHue peuu

that brings me to an end of my re-
port

that seems to be all | wanted to tell
you

that's about all | wanted to say

i've spoken out

the report concludes by saying
that...

the report draws a conclusion that...

in conclusion the author suggests
that...

Ha 9TOM 5 KOHYAI0 CBOM JOKJIag

9TO, KaXKETCs, BCE, O YeM MHE XOTe-
JIOCh BaM paccKasaTth

9TO, KaXKETCs, BCE, O YeM MHE XOTe-
JIOCH BaM COOOIINTH

A 3aKOHYHUII CBOC BI)ICTyHJ'IeHI/Ie
aBTOp JOKJaJa 3aKiIIouyaeT CBOE
BBICTyHJ'IeHI/Ie, I‘OBOpH, qTo...

aBTOp JIOKJaaa JenaeT BBIBOA, TO-
BODSI, UTO...

B 3aKJIFOUYCHHUE aBTOP TOBOPHUT O TOM
4TO0...
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2. LIST OF EXPRESSIONS WHICH WILL HELP YOU TO
ANSWER QUESTIONS, EXPRESS YOUR AGREEMENT
OR CERTAINTY, SUGGESTIONS OR THANKS AT THE

NEGOTIATIONS.
Agreement Coruacne
| quite agree with you. 51 cornacen
I think so too S mymato Takxke
You are quite right there BBI TOSTHOCTBIO TIPaBEI
Exactly TouHo Tak
Quite so To4HO Tak

I should say so

That's just what | think

| suppose so

You may well be right, but...

To a large extent you are right, but...
| agree with you to a certain extent,
but...

Up to a point I'd agree with you,
but...

| see what you mean, but...

| appreciate your point of view,
but...

| take your point, but...

You would be right, but...

That's an interesting idea, but...

| agree with you up to a point, but
-in a sense...

-in a way...

| see what you mean, but...

That may be true, but (on the other
hand)...

Disagreement
| don't agree (with you) (there)
| disagree (with you) (there).

MHe cnenyer ckazaTh Tak

3TO TO, UTO 5 AYMAIO

4 monarato Tak

Bo03MO0kHO, BbI IIpaBkl, HO...

B Gosibliieii cTeneHu BBl MPaBsl, HO...
S coryaceH ¢ BaMU B KaKOW-TO CTe-
IIEHY, HO ...

UTo KacaeTcsl CMBICIA, S COIVIACEH C
BaMH, HO...

Sl BWXKY, YTO BBl UMEETE B BUAY,
HO...

S neHro Ballle MHEHUE, HO...

Sl mpuHUMaro Bamie MHEHHE, HO...
Bb1 ObuTH TIPaBHI, HO...

OTo0 MHTEepecHas unes, Ho...

B rimaBHOM 5 cornaceH ¢ BamH,

HO YTO KacaeTcsi CMbICA...

HO YTO KacaeTcsi crocooa...

S moHMMAaro, 4TO BEI UMEETE B BUILY,
HO...

OTo0 MOXeT OBITh TpaBAOi, HO C
JIpYroil CTOPOHBI....

Hecoraacue
S1 He corjaceH ¢ BaMH
S1 He corjacen
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I'm afraid | can't agree (with you)
(there).

On the contrary

Personally. I..

As a matter of fact...

I wouldn't say so.

Are you sure?

I can't quite go along with you there.

I don't think I really like the idea.
No, | think you are mistaken here.

No, I'm sorry, | have to disagree
there.

No, | disagree.

| disagree entirely; I can't agree at all

| don't agree with you at all on that
point.

That's not right I'm afraid; that's
quite wrong.

| really must object to that comment,
you know.

Disappointment
I am / was rather (very) extremely
disappointed.
It disappointed me.
| found it rather / very disappointing.

Well, to be frank it wasn't as
good/nice as I'd expected

Well, to tell the truth I'd expected it
to be (much) nicer.

Certainty
Yes, definitely.
Yes, certainly.

Boroch, s He MOry cOrJIacCUTBhCS C
BaMH.

Hao6opor...

JIngHo 4...

Ha camom nere...

S1 OBl HE cKa3aj Tak

Bl yBepens1?

51 He MOry BIIOJHE COTJIACHUTHCA C
HaMH.

S He nymaro, 4TO MHE HpPaBUTCS
ujes.

Her, s nymar, BbI
3/1€Ch.

W3BuHMUTE, MHE NPUXOTUTCS HE CO-
IJIalIaThCs.

Her, s He cormaces.

51 He coriaceH MOJIHOCTHIO. S1 BoBce
HE MOTY COTJIACHUTBHCA.

Sl He corjaceH ¢ BaMH IOJHOCTBIO
10 ATOMY BOIIPOCY.

Boroce, 3TO HE mpaBWIBHO.
MOJIHOCTHIO HE MIPABUIILHO.

Sl nedcTBUTENBHO [OJIKEH BO3pa-
3UThH HpOTI/IB 3TOr0 KOMMCHTapI/ISI.

omnbaerecn

9T0

PazouapoBanue
51 xpaitHe pazodapoBaH.

OT0 pa3oyapoBao MEHS.

S oOHapyxwui, 94TO 3TO pa3zoyapoBa-
JI0 MEHSI.

Eciu 4uecTHO, 3TO HE 0Ka3aJI0Ch TEM,
9TO S OKUIAT.

Ecnu dectHO, s ObI XOTE, UTOO 3TO
OBIJIO HAMHOTO JTyYIIIe.

YBepenHocTb
[Ha, onpenenexHHo.
Ja, xoHeyHo.
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I'm (quite /absolutely) sure / certain.
I'm sure of it/ that.
There's no doubt about it / that.

Uncertainty
I'm not sure / certain
I'm not quite / at all sure / certain
| can't / couldn't / say (for sure / cer-
tain)
I don't think so
As far as | know.
If | remember rightly
If I'm not mistaken
If my memory doesn't fail me...

Suggestions
Let's...
Why don't we...?
Why not...?
What (How about) ... ing?
| suppose we could (might)...
| suggest that...
| propose that...
That's a very good idea
That / it might be interesting
Good idea
I don't mind
I don't mind, providing/as long as...
I'm not very keen on...
I'm not very fond of...
I don't feel like it

Thanks
Thank you very / so much
Thank you very much indeed
Thanks a lot

Sl HOTHOCTBIO YBEPEH.
51 yBepeH B aTOM.
Her comuenusi.

HeonpeneneHHocTs
51 He yBepeH
51 He BHIONTHE (COBCEM yBEpEH)
Sl He Mory cka3aTth (C yBEpeHHO-
CTBIO)
S He nymaro Tak
Hacxkombko 5 3Hat0
Ecnu 51 moMHIO TpaBUIIbHO
Ecmu s He ommbaroch
Ecnu MHE HE U3MEHSET TaMSATh...

Hpennonoxenne
Jaaiire...
[Toyemy ObI HaMm He...?
[Touemy Obr...?
Kak Hacuer...?
SI monararo, MBIl MOIJIA OBL...
S monararo, 4ToO...
51 mpeamnonararo, 4To...
3T0 O4eHb Xopomas ues
310 MOTII0 OBI OBITH HHTEPECHO
Xopouas uues
51 He Bo3paxaro
S He BO3paxaro, Mpu yclIOBUU, YTO...
MeHs He UHTEpecyerT...
MHe He HpaBUTCHL...
MHe He HpaBUTCS

Baaroaapuocth
Criacu6o
Boubiioe cnacubo
OrpoMHoe criacuoo
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Many thanks
I don't know now to thank you
I can never thank you enough

I'm very grateful

Approval or Disapproval
Excellent
Fine
I'm sure you did right

I'm sure that was the right thing to
do

Good for you

Well done!

You've done a wonderful job

That was clever / sensible / though-
tful (of you)

You've done wonders with the...
Very thoughtful

That isn't a very good idea

That's (was) thoughtless

It's your fault (really).

Preference and Lack of Preference

| prefer

I'd prefer

I like them both (all).

I haven't got any particular prefe-
rence

I can't say | prefer any particular

They both / all have certain advan-
tages. /and disadvantages/

It's all the same to me

It makes no difference to me

It's up to you (lo decide).

| leave it / that to you (to decide).

ITpemuoro 6aaroxapeH

51 He 3Hal0, KaK Bac 6JaroaapuTh

51 HuKOTr/IAa HE cMOT'y O0TOJIaroJapuTh
BacC B JIOCTaTOYHOM CTETIEHH

51 Bam pemMHOTO OIarogapeH

Ono0peHue Wi Heo100peHHe
OTIMYHO
3amMeyaTeanrHO
51 yBepeH, BBI MOCTYIHIIN MPAaBHIIb-
HO
51 yBepeH, 4To clienaHo MpaBUIBHO

Xopowo

OtmmaHas pabota!

BEI cienany oTIHYHYI0 padoTy

OT0 YMHO/pazyMHO/ coIepKaTEIFHO

Bbr1 nobunucs gyna c...

OueHb comepKaTebHO
OTtanuHas uaes

3t0 HEoOAyMaHHO

OT0 (HeHCTBUTENBHO) Ballla BUHA

HpennhoeHne HUJIA OTCYTCTBUE
npeanovYTreHus

S npennouunTaro

51 61 penmoven

MsHe HpaBsiTcs 00a

Y MeHs HeT 0c000ro0 MPeaIOYTEHU

51 He MOry cka3aTb, 4TO s NPEAIO-
YHUTAI0 YTO-HUOYAb MO0

Onu 00a /Bce/ UMEIOT OMpEeieH-
HblE IPEUMYILECTBA /U HEAOCTATKH/

MkHe Bce paBHO
MkHe Bce paBHO
Bawm pemats
Bawm pemats
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I'll go along with whatever you
decide

Regret
I wish | had...
I wish we hadn't...
If I only had...
It's a pity | didn't...
I wish | could...

Attracting Attention
May /can | have your attention,
please
Attention, please
| say
Just a minute
I'd like to draw your attention

I'd like to pay much attention to the
fact that...

May / can | draw your attention to
the fact that...?

S COrjlaCyroCb € BalluM peuie-
HUEM

CoxajieHue
Kanb, 4TO y MEHS HET...
Kans, yTO y Hac HeT...
Ecmu Ov1 y MeHS OBLIL...
Kayp, 9o I HE caenman...
Kans, yTO 5 HE MOTY...

HpI/IBJIe‘IeHI/Ie BHUMaHUsA
MoxHO IMpUBJICYb BalllC¢ BHUMAHHUC

Brumanue, noxanyiicra
[ocnymaiite

MunyTKy, noxainyicra

51 OB XOTenm MpHBICYb Balle BHH-
MaHne

Sl OB XOTEN OOPaTUTH Ballle BHUMA-
HHE Ha TOT (axT, 4To...

MoO>KHO NpUBIIEYb Ballle BHUMaHUE K
(hakry, 4ToO...
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3. NEGOTIATIONS: US BUSINESS SLANG
DICTIONARY

METOJUYECKHUE YKA3AHWA 10 PABOTE CO CJIOBAPEM

JIro60i1 cTynmeHT WiiH MpennpUHUMAaTEeb, H3YYaIOMNN pa3IudHbIe cde-
pBI OHM3HECA, PaHO MM TO3IHO CTOJIKHETCSI C aMEPHKAaHCKHM cieHroM. CBon
KapTOHHBIE CJIOBA BCET/1a OBIIM y MPEACTaBUTENCH 1000 CrIeHaIbHOCTH, U
COBPEMEHHBIN JKaproH MpeANpUHIMAaTEIeH — He NCKITIoYeHue. IHOCTpaHHBIH
OM3HECMEH, BIIAJICIOIIUIA TOJNIBKO KIACCHYECKUM aHIJIMHCKHM, PHUCKYET OBITh
HE TOHATHIM CBOMM aMEPUKAHCKUM IapTHEPOM, MOITOMY €My HHUKaK He
00oiTHCH 0e3 3HAHUS aMEPUKAHCKOTO CIICHTA.

B nanHOM ciioBape BEIOOPOYHO MPEACTABICHBI JKaprOHHBIE CIIOBA U BBI-
pakeHms, HauboJiee YaCTO BCTPEUAIOIMIKECS B chepe MEeKAYHAPOTHOTO OM3-
Heca U puHaHcOB. TepMuHBI B CIIOBape pacroiokKeHbl B ali(hpaBUTHOM IO PSI-
Ke, IIPH 3TOM TEPMHHBI, MUIIYIIHECS Yepe3 JIeduc, cieayeT paccMaTpUBaTh
KaK CIIMTHO HAlKMCaHHbIC CJIOKHBIC cioBa (Hampumep deep-six). B croBape
NIpUHSTa aMepHuKaHcKas opdorpadus. B cBsa3u ¢ pasnoodpazuem opdorpa-
(uUecKUX BapHAHTOB psila MHOTOKOMIIOHEHTHBIX TEPMHHOB B aMEpHKaH-
CKOW MenoBoil nmTeparype (CIUTHOE, pas3zienbHOe, Ne(hUCHOE HalncaHue)
MOT'YT BO3BHUKHYTBH PACXOXKIACHHUA MCKIAY BapUAHTOM, IPUBCACHHOM B CJIOBaA-
pe, ¥ BapuaHTOM, yNOTpeOJIEHHOM B KOHKPETHOM TekcTe. B cioBape npuHsi-
TO HanboJee YacTo BCTpeyarolieecs HalucaHue.

OOBsICHEHNE >KapTOHHBIX CIIOB M BBIPRKCHHWH JAeTCsl HAa aHIIIMHCKOM
sI3bIKE. 37IECh K€ MPUBOJUTCS MPUMEP YIOTPEOJICHHS 3THX CIIOB M BBIpaXe-
HUH B peun. CtyneHTam mpeyiaraerest oopamaTrs 0co00e BHUMAHHUE NMEHHO
Ha 3TU KOHKPETHBIC MPUMEPHI, TIOMOTAIOIHE JIydIIe OHITh JaHHBIC TEPMHU-
HBI B KOHTEKCTE.

American businessmen tend to use a lot of slang in negotiations. Study
the dictionary, paying special attention to the example sentences, illustrating
the usage of slang expressions. Consult an English — American dictionary if
necessary.

A

Ace In the hole/ace In the pocket/ace up one's sleeve. An undisclosed
advantage, usually one that will ensure success when revealed. "The new
process we've developed is our ace in the hole - it will allow us to keep our
costs so low that no one else will be able to match our bid (or this project)."

Acid test. The worst possible conditions that can be devised to test
whether an idea or product might be successful. "Let's put this contract to the
acid test. Give it to our attorney."

Across the board. Involving everything. "This contract has problems
across the board. Every clause needs to be reworked."
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Advance. Funds paid to someone before work is performed. "They in-
sisted on an advance because our order is a custom design."

Ahead of the game. In the lead position. "We will be ahead of the game
when we introduce this product at the end of the month. Our competitors are
still working on the design of their model and haven't even started production
yet."

air (to) a) To broadcast. "This commercial will air on seven West Coast
television stations beginning tomorrow." b) To share or publicize. "Let's air
that idea and see what others think about it."

Appeal. Attractiveness. "Our ads need more mass appeal."”

Art Photographs, illustrations, and other visual presentations used in
publications and advertisements. "We'll have to redo the art for these ads.
The appeal isn't broad enough."

Asleep at the switch Neglectful or inattentive. "Let's take advantage of
the trends now, while our competitor is asleep at the switch."”

B

Baby boomers The now middle-aged generation of the US population,
which was characterized by a high increase in birth rate following World War

1. "Baby boomers represent a substantial market for our hair dye. We
should be certain to target our advertising to them.” The term "baby boomer"
refers to the generation born during a smaller surge in US populations that
began in the 1980s and has continued into the 1990s as baby boomers began
to have children.

Backlog Work not yet completed or orders not yet filled. "What a back-
log! I can't see my desk through all the papers!"

Back burner Relatively insignificant position. "We should put this issue
on the back burner for now and concentrate instead on completing this other
project before the deadline.”

Back down (to) To yield. "This deal won't happen unless you back
down on your demands."

Back to square one (to the drawing board) To forget about Ideas or
approaches that are not working, return to the basic issue, and begin anew.
"This advertising concept is not working; we need to go back to square one."

Ball out (to) a) To help solve a problem. "Thanks for bailing me out. I'll
pay you back for the loan as soon as the check from the buyer clears the
bank." b) To abandon a failing project or product before losing more money,
time, or labor. "I think we should bail out of the plan to make purple and
green piano keys. It looks like a deadend."

Bait and switch The practice of luring buyers by advertising an item for
sale at a special price, then selling them a different item at a higher price.
Often, the original item was never available. "The computer store advertised
a laser printer for US$800, but when 1 got there, all they had were models for
US$950.1 was a victim of bait and switch tactics."
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ballpark figure Rough estimate. "Even if you don't have all the hum-
bers yet, could you give us a ballpark figure of the total cost?"

(the) ball is in your court Sports term meaning "Thenext move Is up to
you."

bat a thousand (to) To succeed in all aspects of a venture. In baseball,
it means that a player makes a base hit every time at bat. "Everyone you
asked to the meeting is coming. You're batting a thousand this week."

Beantown Boston, Massachusetts.

bear a) A person who believes stock market prices or activity will fall.
See "bull." b) Someone who is gruff and generally difficult to deal with.

bells and whistles Extraneous but alluring features. "This contract has
some interesting bells and whistles, but some of its basic terms are totally
unreasonable."

bench strength Sports expression for access to talented people or other
resources in depth. "This company has superb bench strength, particularly in
the knowledge and skill of its top and middle managers."

best shot Superlative effort. "We'll give this deal our best shot. We real-
ly want it to work out."”

Big Apple New York City, New York.

big cheese/big enchilada/big wig Person in charge. "You had better
look busy. The Big Enchilada is coming down the hall."” See "food chain."

Big Easy New Orleans, Louisiana.

biggest bang for the buck The best result in relation to the money
spent. "For this product, the Midwest market gave us the biggest bang for the
bucks. The ads we placed there were less expensive and received a larger
response than the ones we placed on the East Coast."

Big Six (formerly Big Eight) The six largest US public accounting
firms: Arthur Andersen & Co., Ernst & Young, Deloitte & Touche, KPMG
Peat Marwick, Coopers &Lybrand, Price Waterhouse.

big-ticket items Large, costly items, such as cars, furniture, computers,
or refrigerators.

bite the bullet Face reality in a losing situation. "I guess it's time to bite
the bullet on this deal. | don't think it is going to happen, and I'd rather not
spend any more time on it."

black hole An endeavor or a company that absorbs unlimited sums from
investors with no hope of profits in the near future.

black knight A potential Investor who attempts a hostile takeover of a
corporation. "The controlling shareholders of our largest competitor are fight-
ing a black knight." See gray knight. Opposite: white knight (a savior).

blue chip A well-known company with a solid history of profits or divi-
dends. In poker, the blue chip is usually the most valuable. "My wealthy con-
servative aunt doesn't like surprises. She prefers blue chip stocks."
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bogus A sham or something spurious or deceptive in nature. "This sales
pitch has some basic flaws; it seems bogus to me."

boiler plate Standard contract provisions, often printed in small type
and referred to as "fine print." "Let's use the first paragraphs of this form as
boiler plate in all our manufacturing contracts."”

boom A period of explosive economic growth, characterized by excess
demand for goods and services, rising interest rates, and an optimistic public
attitude. Opposite: bust.

boondoggle An undertaking that wastes money, time, or energy. "That
idea was really a boondoggle. We should have put it to an acid test before we
went to market."

bottom line a) Net profit of a business. "Our bottom line this year was
US$2.4 million." b) The final or short answer to a question. "I'm tired of
going back and forth on this issue. What's the lowest price you will accept?
Give me your bottom line."

brainstorm (to) Creative session in which a group of people propose,
discuss, and develop ideas. "I don't know what to do about the Bidley ac-
count. Let's call a meeting and brainstorm.”

brand image Consumers' perception of a company's product. "If this
proposed product lacks quality, our brand image could suffer, and consumer
sales of all of our products could be affected.”

brass tacks The basic issues. "All right, let's put aside all these details
and get down to brass tacks."

break-even point The time when income equals the cost of doing busi-
ness; in other words, neither profit nor loss is being made.

break the ice Overcome awkward barriers when first meeting someone.
"Its important to have a good introductory line to help break the ice."

bring to the table Present issues or ideas. "We have four concerns to
bring to the table when we meet with the client to negotiate this deal."”

buck One US dollar.

buck the trend (to) To go against the conventional way of thinking. "I
know the market is advancing, but I'm going to buck the trend and sell short."”

bug Problem. In the computer industry, a malfunction, usually a logical
error, in a program. "We need to eliminate all the bugs and get our production
line running more smoothly."

bull a) A person who believes stock market prices or activity will in-
crease. See "bear." b) A derogatory expression used for something one be-
lieves to be of no validity. "That argument is all bull."

bust A period of economic deflation. Opposite: boom.

buyout Acquisition of a company, or a division of a corporation, by an
investor or group of investors formed for that purpose. "The XYZ Group was
organized quickly so they could do a buyout of Transocean's freight divi-
sion."
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buy the farm To terminate or go out ol business. "His shop was in such
a poor location, that after just six months in business, he bought the farm."

by the numbers (by the book) According to the rules. "Let's not attract
the attention of the Securities and Exchange Commission. Be sure to do eve-
rything by the numbers."

C

call one's bluff To insist that a person who has made a promise act so as
to carry it out. "You say that you can deliver 500 ducks by Friday. I'm going
to call your bluff, and if you actually make the delivery, I'll pay you double
the wholesale market price."

can someone (to) To fire or dismiss ("axe") someone from a job. "That
clerk got canned for losing the account."

cannibalize (to) a) To take something apart, salvaging what is useful
and abandoning what is not. "The new owners have completely cannibalized
the research and development department.” b) To take sales away from one's
own product with a new product. "The new model was a success except that
it cannibalized the existing product.”

cap (to) To limit. "Their salaries should be capped at US$60,000 a year
for the next three years."”

cash-strapped Short of liquid funds. "Craminex put so much money in-
to research and development that now they're strapped for cash.”

cash cow A company or product that generates more cash than it uses.
"XYZ is a cash cow. Revenues are substantial, even though we haven't spent
much on advertising."

CD-ROM Compact disk-read only memory. Technology allowing a
large amount of material to be put on an optically-read disk. "We can get the
whole series on CD-ROM and save the shelf space the books would need."

CEO Chief Executive Officer, usually the person in charge of a compa-
ny. "When the CEO speaks, the rest of us act.”

chain of command Hierarchy. "You should check with my boss. He's
first in the chain of command, and has authority to give you a discount.” See
"food chain."”

clean house (to) To review employees, usually with an eye to reducing
personnel. "Our new supervisor thinks we're overstaffed and is looking to
clean house."

clean up (to) To make a large profit quickly or to buy or sell something
under very advantageous conditions. "1 cleaned up on that sale. The buyer
was so eager that 1 was able to sell the entire shipment for twice the list
price."

close a deal Complete a transaction; reach final agreement on contract
terms. "We finally closed a deal with our supplier. The bolts will be delivered
next week."
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clout power or political influence. "If you want to cut the red tape, you
have to know someone with the right clout.”

cold call (to make a) To make an unsolicited visit or call to a company
or individual to sell a product. "It's hard to call up total strangers, but some of
my cold calls have resulted in big sales."

collar (white, pink, or blue) A class of employees— white being sala-
ried, generally office, employees; blue being employees typically paid on an
hourly basis and who wear uniforms or work clothes; and pink being em-
ployees in occupations (such as nursing and clerical) traditionally held by
women.

comeback Winning response. A term derived from sports, meaning that
a losing team has been able to score enough points at the end of a game to
become the victors. "That was a shappy comeback. You must have memo-
rized the slang dictionary."

corner the market Control a particular market. "We have cornered the
market. No other companies are selling this product.”

corporate raider One who buys a company in the face of significant re-
sistance from current owners, often breaking it up afterwards to pay for the
purchase.

cover all the bases (to) To be complete. *With the addition of these two
clauses, this contract seems to cover all the bases. Are you ready to sign it?"

cover up Conceal or obscure facts, usually for purposes of making a sit-
uation look better than it is.

crash course Accelerated instruction, usually covering only the essen-
tial information about a topic. "1 need a crash course in US culture tonight so
that 1 can feel confident when 1 meet our US supplier tomorrow."

crown jewel A company's most valuable asset. "The West Coast divi-
sion is our crown jewel; they've posted top sales for the fifth year in a row.”

cut a deal Agree on favorable terms to both parties. "Let's cut a deal. I'll
buy 500 of these widgets at 40 percent of the list price, and I'll pay in ad-
vance on condition that you deliver by the end of the week."

cut and dried Standard or already arranged. "These terms are cut and
dried, but we can make adjustments to these other items if you desire."

cut throat Ruthless. "The competition in computers is becoming cut
throat."

cutting edge The forefront. "If you want to be on the cutting edge of fa-
shion, you have to follow the trends in Paris and Milan."

D

Dead end No exit or hope for success. "This project is a dead end.
There's no chance it will turn a profit.”

dead time Period of no business activity. "We had to pay for dead time
last month while our computer system was down."
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debug Fix errors. A term derived from the computer industry, in which
software is commonly "debugged" before being marketed.

demo Demonstration; sample product. "We need to make some demos
to show to potential buyers at trade fairs."

demographics Segments of the population, divided for marketing pur-
poses into groups based on such factors as age, race, religion, gender, in-
come, domicile, and home ownership. "We've looked at all the demograph-
ics, and | think we've identified our market niche."

deep-six Eliminate or forget about something. "Let's deep-six this idea. |
see no profit in it."

doable Possible. "If you want to meet with all the company's principals
next week, I think it's doable."

DOC US Department of Commerce.

dock (n) Loading platform or pier.

dock (to) (v) To reduce, to cut. "Charles has left work early every day
this week, so I'm going to dock his pay."

dog and pony show Slightly derogatory metaphor for a presentation,
promotion, or advertisement that is primarily intended merely to impress a
client.

dog eat dog Ruthless competition. "It's a dog-eat-dog world out there.
We've got to target the right market to survive."”

DOT US Department of Transportation.

down Inoperable; broken. "Our computer is down."

downside The negative, less desirable alternative. "I like the idea of
making them wonder, but on the downside, stalling too long could cost us the
deal." See "upside."

downsize (to) To reduce operating costs, usually by laying off em-
ployees and restructuring the company. "I lost my job when the company
decided to downsize its operations.”

down time A period during which a business cannot operate. In relation
to computers, the time during which a computer is inoperable. "We had some
downtime last July when the dockworkers went on strike. We couldn't get the
goods off the ships and onto the trucks."

draw a (the) line Fix a boundary. "This is taking too much time. We
need to draw the line at two hours. Whatever it looks like at that time, goes to
print."

E

eager beaver Employee who appears to be excessively hardworking,
and often irritating to co-workers. "It seems that the new accountant is trying
to take over all the new accounts in our office. That eager beaver has been
working late every night just to make the rest of us look lazy."

earnest money Funds paid to make a contract binding.
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eggs in one basket Holding the same investments without diversifying.
Often heard in securities and investment sectors, but may have a more gener-
al application. "By concentrating on courses in taxation, that graduate has put
all her eggs in one basket and now she has limited job opportunities.”

eleventh hour At the last minute. "The dockworkers were supposed to
go on strike at dawn. Lucky for us they negotiated all night and agreed on
labor contracts at the eleventh hour, so our shipment should be unloaded to-
day."

empower To give local or subordinate workers the authority to structure
their jobs in hopes of gaining efficiency and improving employee morale.

E-mail (to) To send messages or documents by electronic mail, which is
transmitted by computer through a central, national center. "Please E-mail
this document to our supplier. | want it to get there as quickly as possible.”

ETA Estimated Time of Arrival. "I'm on my way now. My ETA is 3
pm."

Eximbank Export-Import Bank of the US. A US export financing bank
created by law to promote exports. Refer to "Financial Institutions™ chapter
for discussion of this Institution.

even keel (to be on an) To be balanced and steady. “"When this product
was first introduced, sales were extremely high. Then they dropped by half.
Now that we have reevaluated the market, sales are rising at a constant rate. |
think we are finally on an even keel."

eye-opener An enlightening or surprising revelation. "The survey result
was a real eye-opener. Who would have guessed that this product would sell
in that market?"

eyes only, for your Private, confidential. "When you send the docu-
ments to me, be sure to label them for my eyes only. No one else should see
them."”

eye-to-eye Similar beliefs or viewpoints. "We get along well because we
see eye-to-eye on most issues."

F

fallout Repercussions, usually negative. "We're going to get some fal-
lout from that court decision on patent infringement."”

fast buck Money quickly earned, often, but not necessarily, through
questionable or even devious means. "We were able to turn a fast buck this
time, even though we had to cut quality to do it."

fast track Quickest procedure or path to a desired result. “That em-
ployee has been promoted four times in just eight months. He is on the fast
track to the executive suite."”

fax Facsimile. A document transmitted over telephone lines.

FDA US Food and Drug Administration.

(the) Fed The Federal Reserve System. "If inflation keeps getting
worse, we think the Fed will raise short-term interest rates again."
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(the) Feds Any US federal government authorities. "Our shipment of
baskets was held up by the Feds at the border, where they inspected every
carton for illegal drugs, but of course didn't find any."

feel the pinch Aware of, and even suffering from, an unfavorable condi-
tion. "l seem to have less money to spend these days. I'm feeling the pinch of
inflation."

fleece (to) To confuse another party, or to gain materially from another
person's ignorance. "We could have fleeced that company on this deal, since
the CEO had no background in this market, but our honesty will probably
benefit us over the long term."

fly-by-night operation Shaky or shady business. "I think ABC Compa-
ny doesn't hold up to scrutiny. Joe says it's a fly-by-night operation."

food chain Hierarchy. "In this corporate food chain, the CEO is at the
top—Iike a shark—and I'm at the bottom—just one of the little fish."

fringe benefits Employee perquisites, such as discounts on company
merchandise, expense accounts, or free parking.

front runner Candidate most likely to succeed. "Right now, the Har-
vard graduate is a front runner for the )ob."”

frozen assets Property holdings that the owner is not permitted by law to
sell or otherwise transfer. "During the Persian Gulf War, the US President
froze Irag's assets in the US."

G

game plan Method or approach. "We need to devise a game plan before
we start marketing this new product.”

gatekeeper Person, often a secretary, who controls access to a person.
"The boss needs a good gatekeeper to keep him focused on the essentials."

get out from under (to) To be relieved from an obligation. "Let's just
pay them off and get out from under that contract so we can move ahead."

GIGO Garbage In-Garbage Out. Results are only as good as the input.
"1 don't trust this analysis. After all, remember GIGO. Il the initial concept is
flawed, how can we really expect to profit from selling this product?"

go for broke (go for it) Take whatever risks are necessary. "This project
could succeed or be a disaster. But we've thought through the alternatives,
and this seems to be the best one. I think we should go for broke."

go-getter An ambitious person. Often one who works too hard to get
ahead.

go public (to) Disclose information to the public. "We found a defect in
the exhaust systems. | think we should go public with this information and
recall the systems right away."

gold mine A very profitable business. "The Martin family doesn't have
to worry about money any more. Their car dealership is proving to be a gold
mine."
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grapevine An informal network of communications that usually in-
cludes gossip. "I heard on the grapevine that you may have to sell your prop-
erty in Honolulu." See "scuttlebutt."

gray knight A potential investor who makes a bid to take over a corpo-
ration but whose motives are unknown. "I just heard that a gray knight has
entered into the acquisition negotiations. This will certain complicate our
fight to keep our controlling shares, at least until we know the motives behind
this latest offer."

gray market a) Unofficial marketing channels in which products are
bought and sold in violation of restrictions and contractual rights imposed by
the manufacturers. "That's a gray market because those brandname goods
were made in the US, purchased overseas at prices lower than those available
directly from the US manufacturer, reimported to the US, and sold as resale
items."” b) Segment of the population past the age of retirement (65), also
known as senior citizens. "The gray market accounts for much of the cruise
business out of Florida."

green card The official identification card for Immigrants to the US
who have been admitted as permanent residents and thus have the right to
work in the US. "Anyone who applies for this job must have proof of US
citizenship or a green card."

green technology Applications designed to clean up and preserve the
environment. "This environmental engineering firm has developed a number
of innovative green technologies that might work in our plants."

gut feeling Intuition. "I have a gut feeling that this is the person we've
been looking for to take charge of this program for us."

H

haggle (to) To bargain. "Let's not haggle over the price of everything in
your store. You must be able to cut me a deal on these few items If | buy this
television at the asking price. What's the bottom line?" See "cut a deal” and
"bottom line."

half the battle Partly completed (but not necessarily halfway). "Getting
the names into the computer was only half the battle. Printing them onto
mailing labels and then doing the mailing is next."

hammer out Negotiate, usually over final or detailed terms. "Now that
we've agreed to the basic terms, we need to sit down and hammer out the
details."

happy hour (cocktail hour) Usually late afternoon or early evening pe-
riod (4 pm to 6 pm) when people socialize after work, often with alcoholic
drinks and appetizers. "Let's continue this discussion over happy hour at the
bar on the corner—it has reduced drink prices and free snacks."

hardball Overly strong or harsh approach. "Competition is intense In
this area. We are going to have to play hardball to break into this market."
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hard copy Tangible material printed from a computer, as opposed to
copy that exists only on a disk.

hardware Computer equipment. See "software."

haves and have nots Persons who have a good standard of living and
those who do not.

head honcho The person in charge. "If you want 60 percent of the
price, you'll have to speak to the head honcho."

head hunter Job recruiter for executive posts. "We use a head hunter to
fill all our top management positions."

hidden agenda Undisclosed concerns or intentions. "Something in that
latest sales pitch made me wonder whether the company has a hidden agenda.
We need to be cautious in agreeing to any deals with them. They might in-
tend to put us out of business."

hired gun A person, generally from .outside of an organization, who has
specific expertise or is asked to perform a task that involves aggression or
that is considered less than distasteful. "For this Intense negotiating session,
they brought in some hired guns. When | sat down at the table, 1 was facing a
formidable row of attorneys - all from highly reputable and expensive firms."

hype (to) To promote, usually with exaggeration. "They're really hyping
their new convertible as If no one's ever heard of a removable top for a car

|

Icon A computer command shown as a picture (or image) on the com-
puter screen. "If you wish to print out your letter, just press the icon that
looks like a printer."

ID Identification, usually personal. "1 can accept your check, sir, but on-
ly Il you have some 1D with your picture on it."

In hock Indebted, financially or otherwise. “"We are in hock to that other
department; they lent us several employees to help us work through our back-
log."

Input Ideas. "l called this meeting because | would like some input from
everyone about this new project.”

INS US Immigration and Naturalization Service.

inside track Having knowledge or familiarity not commonly available
to others. "The only person on the Inside track around here is the secretary of
the boss."

interface a) Meet or converse. "We need to Interface over this issue to
work out the details." b) Linkages between computer programs and uses.

IRA Individual Retirement Account.

IPS US Internal Revenue Service, which is the US government's taxing
authority.
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J

junk bond Wall Street term for bonds with a low credit rating, usually
regarded as speculative investments.

jet lag Condition of exhaustion and/or disorientation caused by flying
on an airplane through several time zones. "The flight to Miami from Munich
gave me a bad case of jet lag, and | am still waking up on German time."

jump through hoops (to) To overcome obstacles, often ones that are
tedious and unnecessary. "1 had to jump through hoops just to get past the
receptionist. Now I'll have to do the same thing to get past the office secre-
tary,"

K

kickback A hidden rebate given by a seller lllegally or secretly as a
payoff to secure a contract or order. "It seems odd that XYZ Limited chose
another supplier, when our price for the same type of products was lower.
Maybe there was a kickback involved."

kiss off (to) to abandon; walk away from. "That CEO hasn't returned
any of my calls. I'm going to kiss off the Idea of retailing through those
stores."

knock-offs Copies of an original, often counterfeit or made without au-
thorization. "The purses in this shipments are knock-offs. The logos duplicate
the brand-labels of several fashion designers, and therefore entry Is denied
based on US trademark protection law."

know the ropes (score) Fully comprehend a situation. "After you have
been here for a while, you'll get to know the ropes,"

L

lay It on the table (lay it on the line; lay the cards on the table) To
speak directly about the circumstances, to tell the (acts about a situation. "The
time has come for me to lay it on the table so that you can understand why
I've been so cautious about this deal. Then maybe you can help me figure out
what to do next."”

light a fire To encourage development or action. "Sales have slowed in
the past two months. 1 think we need to light a fire under our agents.”

liquid Having immediate access to cash. "We have stayed liquid so that
we would have the funds available to take advantage of the opportunity.”

lock, stock, and barrel Everything; the entire holdings of a company.
"Blue Bell Dairy doesn't exist as a separate company anymore. Swanberg
bought the company lock, stock, and barrel."

long haul (run) A lengthy time. "Once we start, we will be in this for
the long haul because we will have Invested to much to stop before the
project is completed.”

loop, in the Informed about activity in the company or within one's cir-
cle. "She knows all about the proposed cutbacks. The boss keeps her in the
loop." See "out of the loop."
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loop, out of the Passed over or not given information that is circulated
among others in one's circle. "Information about the pending sale should not
be released generally. Until the sale Is finalized, everyone but the managers
should be kept out of the loop."

loose cannon Unpredictable person who has trouble maintaining self-
control. "Dan's really a loose cannon. He can make a million-dollar deal one
day, and then lose it the next by insulting the client.”

M

make a killing Realize a large gain on a transaction. “We bought those
widgets at half-price and sold them at double the market price. We sure made
a killing!"

make or break A pivotal act that will cause success or failure. "This is
our last attempt. It will either make or break this business."

Mickey Mouse Petty, trivial, or subordinate. "Let's move on to the im-
portant issues and get away from the Mickey Mouse stuff."

miss the market (to) To fail to buy or sell at a certain price, usually fol-
lowed by a transaction with unfavorable terms. *When we decided to wait six
months before purchasing those rolls of plastic, we missed the market. The
price has tripled since then."”

monitor Computer screen.

monitor (to) To watch or evaluate a situation. "Louise hasn't worked on
this type of project before so I'm going to monitor her work for a while."

muddy the waters Cause confusion. "These extra issues are muddying
the waters. We need to concentrate on the core issues."”

N

network System of increasing contacts by sharing Information and
forming relationships; also used as a verb. "I'm going to that open house at
the new store tonight. A lot of dealers will be there and | want to network."

nickel-and-dime (to) To attack a little, often inconsequential, piece at a
time; to bring slowly to financial ruin. "At the rate we're negotiating, this deal
may never close. The other party keeps arguing over small details, even
though we haven't worked out the overall plan, yet. | think they're trying to
nickel-and-dime us."

nitty gritty Necessary procedural details.

nose to the grindstone Work hard. "I kept my nose to the grindstone all
week, and 1 have only three small deals to show for all that work."

nuke it Delete, eliminate, remove from consideration. "This Idea will
cost too much to develop. 1 think we should nuke it and concentrate on the
other options."”

nuts and bolts Basic, essential ingredients.

O

off the record Not made public or recorded; confidential. "I'll comment
on that issue only if we are off the record.”
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online a) Hooked up to a computer or an information system. "We can
go online to get the latest data." b) Operational. "The new factory is ready to
go online next week."

out of it Unaware, often tired or depressed. "I feel out of it today. I fi-
nally closed the deal we've been working on for weeks, but I'm not even ex-
cited about it."

outsourcing A company's use of independent contractors or consultants
to perform specific jobs, with the requirements and price of each contract
separately negotiated. "To make our operations more cost-efficient, we are
going to have to start outsourcing some of the work."

P

PBX Private business exchange A telephone system used by small busi-
nesses and offices to route calls.

PIN Personal Identification Number. A security access code, usually se-
lected by the user. "It seems like everything has PINs these days—from bank
cards, to credit cards, to hotel room keys."

pitch Speech to a potential client or customer. "No wonder she's our
best salesperson. You should have heard her pitch to the Carson Group.™ Al-
S0:

to pitch a product is to promote It.

players Persons involved in a deal or transaction. "We certainly have
the right mix of players for this project. Everyone has a past related success."

poison pill A corporate strategy designed to avoid hostile takeovers by
reducing the desirability of the acquisition. "We need a poison pill right away
to try to avoid losing our interests in this company. One option is to acquire
some large debts. Any other ideas?"

pool (to) Combine separate talents or assets for the benefit of all parties.
"Let's pool our resources. With your distributors and our agents, we should
be able to corner the market on this product.”

promo Promotional material. "Our promos include pens, notepads, cof-
fee mugs, and t-shirts, all with the company name and logo in silver on a blue
background. Do you like the design?"

puff up Inflate; make something appear better than it Is in fact. "Those
sales figures must be puffed up. It's hard to believe that a start-up company in
this type of industry can be doing so well."

punch up Make more interesting. "The only way that this advertisement
is going to appeal to a teenage crowd is if we punch up the copy with some
younger generation lingo."

Q

quid pro quo Latin phrase meaning "this for that" and used in negotia-
tions to mean exchanging a concession for a concession. "Hey, you can't ex-
pect something for nothing. Here's the quid pro quo on this deal."
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quote Bids or estimates of cost, usually for a particular job or project.
"Let's get some quotes on this project before we choose which firm to hire for
the job."

R

R&D Research and Development. rag trade/rag business The fashion
apparel industry.

rain check (to take a) To postpone; to suggest rescheduling a meeting
or appearance for a later date. "I can't get away from the office today. I'll
have to take a rain check on lunch."

rally (to) To recover from a slump or decline. "Stock prices are rallying
after the announcement that interest rates aren't going up again."”

RAM Random access memory. Computer memory that can be written
over and reused.

rank and file Employees who are not part of management.

rat race Life at a fast pace. "We moved to the country to get away from
the rat race of the city."”

red-eye Overnight flights, usually between the east and west coasts of
the US. "1 can make the meeting in New York tomorrow if 1 take the red-eye
from Los Angeles tonight.”

red flag A warning. "Every time | see an indemnity clause In a contract,
it puts up a red flag; | review it very carefully and usually have to insist on
changes."

red ink (in the red) Deficit or loss in business. "Our books are covered
with red ink; we better start showing a profit soon or we will have to find
new jobs."

reengineer Restructure or redesign; usually refers to the reorganization
of a company's operating procedures.

rep Representative, usually in sales. "We have 42 reps operating in 20
states."

RFP Request for proposal. An invitation to bid on a job. "We just got an
RFP from the Able Company on their new project. We need to put together a
response right away."

road, on the Traveling. "I'll be on the road (or the next two weeks, so
we'll have to meet after | get back."

romance (to) Courting a company, making preliminary contacts and
raising interest in forming a long-term business relationship. "We'll have to
romance this company some more before we get a signed contract."

rolling in dough Wealthy; rich. "Don't be fooled by the jeans and raggy
shirt. That guy is rolling in dough.”

roll up one's sleeves (to) To get to work on a project immediately.
"Now that we've agreed to the terms, I'll roll up my sleeves and get the con-
tract written."
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ROM Read only memory. Computer memory that can only be read and
not reused or recorded over.

rubber check Negotiable instrument that is signed without sufficient
funds to cover it, so it will "bounce" like rubber.

rule of thumb General guideline. "As a rule of thumb, you should make
friends, not enemies."

gave face Avoid injury or embarrassment; salvage a situation or reputa-
tion from potential destruction. "That accidental toxic spill could have been a
major public relations disaster for our company, but we managed to save face
by our immediate and controlled response."

SBA US Small Business Administration.

schmooze (to) To socialize; to converse with casually, particularly with
potential business contacts. "I thought this deal would never go through, but
all it took was a little schmoozing over dinner, and the client signed the con-
tract."

scuttlebutt Rumor or gossip. "The scuttlebutt on Jim is that he threat-
ened to quit if he didn't get that promotion.”

seed money Funds used to start a company; risk capital; funds used for
research and development. “Before we establish this company and start oper-
ating, maybe we better first find some seed money and research the market
for the product.”

get in stone Inflexible, unchangeable. "This deal is set in stone now.
Changing it will be nearly impossible, and probably costly."

shark A lawyer. See also "black knight."

shot in the dark A guess. "I'm not sure what to do first, so let's take a
shot in the dark and see where we end up."

Silicon Valley A region south of San Francisco—encompassing San
Jose, Sunnyvale, Cupertino, and Palo Alto—famous for Its concentration of
high-technology companies, especially those that first worked with silicon
chips.

sleeper Undervalued product or company with a huge but unrealized
profit potential. "I think the Tidy Clam Finder is a sleeper. We just have to
figure out the marketing strategy, and we'll be selling millions."

slush fund A company's account used for entertaining important clients
and influential persons; may also refer to secret funds used for possibly Im-
proper purposes. "The slush fund is running a bit low since we've been dining
out with the CEO and all the other officers of that corporation. We'd better
close the deal soon."

smokeout A buyer's contractual condition that the seller disclose all or
most of the details about a product or company before the purchase is com-
pleted.

skyrocket (to) To increase tremendously and quickly. "The sales of our
newest product line have skyrocketed off the charts."”
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state-of-the-art The most current technology; the best available. "I love
listening to music in Jane's studio. Her stereo system Is state-of-the-art."”

stay on top (to) To retain control and to be immediately informed.
"We'll have to stay on top of this problem or we might lose more than a few
clients.”

stonewall (to) To be inflexible or refuse to acknowledge. "We haven't
received their response to our proposal. | think they are stonewalling to see it
we will offer more favorable terms."

straw bid A buyer's false offer to pay more than the buyer can afford.
"MFC, Inc. offered to buy out our company for an outrageously high sum. |
believe the offer is just a straw bid, particularly because MFC declared bank-
ruptcy just six months ago."

suitor A company intending to acquire another concern, possibly under
hostile conditions. "Have you heard that the giant conglomerate, Gifts, Inc.,
has become a suitor of Brassware, Ltd.?"

table (to) Place aside for consideration in the future. "I think we should
table this idea for now. We need some more facts and figures to make an In-
formed decision.”

take it on the chin (to) To bear up under attack or stress; to withstand
abuse or overwork.

talk turkey Discuss honestly. "Let's stop hinting around. I'm ready to
talk turkey."

tap out (tapped out) Out of money. "I'd love to advance the money, but
I'm tapped out."

TGIF Thank God It's Friday. "It's been a really rough week. TGIF. How
about a relaxing dinner?"

thin ice Taking a risk. "You are on thin ice when you insult my business
and then expect me to invest in your project.”

Third Age Age 65 or older. People of age 65 or older are often called
senior citizens.

throw light on Make clear. "1 do not understand why the delivery was
delayed so long. Could you throw some light on this for me?"

tight money Cash is hard to find; a restrictive monetary policy, and of-
ten high interest rates.

tip of the iceberg A small visible portion. "This little problem may be
just the Up of the iceberg; there may be some major Issues that we don't
know about yet."

track record A company's history, including its policies, financial sta-
tus, and performance record, "This company's track record for the past 10
years shows wise financial strategies and steady » growth."

TRO Temporary restraining order. A legal term referring to a court or-
der that restrains or prohibits certain actions for specific time. "That compa-
ny's production is under a TRO until it complies with environmental laws."
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turf Area of activity or influence.

turkey An embarrassingly unsuccessful performance, product, or per-
son. "My broker sold me a real turkey. That stock dropped 10 points right
after | bought it."

turnaround A company that successfully emerges from a period of fi-
nancial problems. "1 know they've had their difficulties, but Acme Co. is a
classic turnaround case. It's really improving the bottom line." See "bottom
line."

turnkey A project or product that is sold on the basis that it can begin to
function as soon as it is delivered.

U

union shop Company or corporation in which all the employees are re-
quired to belong to a labor union.

upside The positive, favorable alternative. "A change in the location of
our factory will be costly, but the upside is that the new factory will be closer
to our distribution center and will save transport costs.” See "downside."

upstream merger Subsidiary corporation merging with its parent.
"We've been working for months on this upstream merger so that when the
consolidation occurs, the employees will feel positively about the new chain
of command.” See "chain of command.”

user-friendly Easy to operate or use. "1 don't know anything about
computers so 1 need a user-friendly software program.”

venture capitalist An investor who supports new companies with mon-
ey and other resources. "Those guys started their computer company on their
own, but they were lucky enough to get money from a venture capitalist."”

\Y

VIP Very Important Person. "A delegation of VIPs is arriving to meet
with our CEO and the Board today."

virus A set of directives encoded into a computer software program in-
tended to cripple or destroy totally the system of the user. "Every time | put a
new diskette into my computer, my software checks for hidden viruses. One
little virus could infect our entire network."

voice-over Speech of an unseen narrator on a television or radio com-
mercial. "We'll show a picture of the new house with a voice-over by a per-
son who sounds like a sincere lending officer."

W

waffle Fluctuation or equivocation. "I'm waffling on this question. I'm
not sure what would be the best decision."

wave of the future A trend. "Global marketing is the wave of the fu-
ture."

wet behind the ears/not dry behind the ears Inexperienced. "This Is
Tom’'s first marketing job, so he's still a little wet behind the ears."
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white knight Person (or company) that rescues a corporation from a
hostile takeover, either by making an equity Investment in the target concern
or by causing a friendly takeover. Opposite: black knight. See "gray knight."

whole hog Completely. "We need to saturate the market with these new
ladders. Let's go whole hog in our sales efforts."

window dressing Making something look as attractive as possible. "Our
fourth quarter financial statement needs some window dressing to show our
shareholders the most optimistic outlook for next year."

Windy City Chicago, Illinois. (Also known as Chi-town and the Second
City.)

work this out Reach a conclusion or resolution. "Our goals are the
same, so we should be able to work this out to benefit both of us.”

world class Highest caliber. "This is a world-class company; it delivers
only the finest quality service to its clients."

write-oft A deduction claimed against taxable Income, resulting In a tax
savings.

WYSIWYG Acronym for "what you see is what you get." In computer
terms, it means that the printout will look exactly like what is on the screen.

X

xerox (to) To photocopy, not necessarily on a Xerox brand machine.
"I'm xeroxing copies for the whole staff."

Y

yo-yo Something with an unstable or constantly fluctuating nature. "He's
a yo-yo. He changes his mind every time we talk."

Z

zap a) To eradicate, erase. "If you're finished reading that computer
memo, please zap it. | don't want anyone else to see It." b) To send a message
quickly, for example by E-mail.
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