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Stereotyping, "The Halo Effect”, Selective Perception and Projection. Measuring,
Observing and Interpreting Human Behaviors. Principles of Reading Others’ Behaviors.
Techniques for Reading Human Behaviors.

First Meetings, First Impression. ‘“Breaking-the-Ice” Technique. Self-
introductions and Self-presentations.

Common Types of Communicative Behaviors: Assertive, Aggressive, Passive
and Passive-Aggressive Patterns. Behavioral Tips on Handling Them by Carthage
Buckley.

The Importance of Non-verbal Communication and Its Interpretations.
“Cluster-based” Interpretation. Seven Elements of Non-Verbal Communication.
Interpretation of Paralanguage (vocal signs) and Non-verbal Signs: Proxemics,
Kinesics, Oculesics, Haptics, Chronemics and Sensory.

Appropriate Behaviors in Business Communication. Sampling of Standards
of Desired Behaviors. Detecting and Interpreting Signs of Lies in Communication and
Responding to Them. Signs to Spot a Lie at Work by Carol Kinsey Goman.

Successful Negotiator’s Behaviors. Avoiding Irritators, Counter-proposals,
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Building Rapport With Prospective Partners. Helpful approaches. Useful
Language.

Business Presentation & Public Speaking Behaviors. Non-verbal and
Paralinguistic Behaviors in Public Speaking. Interpretation of Speaker’s Behavior:
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Exaggeration, Reframing, Over-interpretation.
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Moayas 2 Unit 11 Understanding and Reacting to Challenging Behaviors.

Understanding and Reacting to Challenging Behaviors. Internal, External and
Interactional Approaches to Interpretation. Interpretation and Handling Manipulative
Behaviors: Aggression and Intimidation, Invalidation, Flattery and “Poor Me” Patterns.
Effective Responsive Tactics. Difficult Communicator Types.

Recognizing Conflict-warning Signs in Business Communication: Extremes,
Pattern Repetition, Gossip, Blaming and Avoidance, Ruminating about "The Good Old
Days". Early Warning Signs of Conflict Between Individuals. Signs of Conflict
Between Groups of People. Conflict-management Styles: Competing, Accommodating,
Avoiding, Collaborating and Compromising. Helpful Responsive Behaviors to a
Conflict in the Workplace.

Handling Interpersonal Conflicts. Destructive Behaviors: Name Calling &
Verbal Attacks, Criticism, Dismissive Non-verbals, Silent Treatment, Assuming,
Focusing on Being Right, Focusing on Being Defensive, Controlling the Situation,
Outburst of Anger. How to Deal with Provocative Behaviors and React to Challenging
Remarks.

Group Behaviors: Groupthink, Groupshift and Deindividualization. Group
Dynamics. Constructive and Destructive Group Behaviors. Creating the Group Loyalty.
Development of Group “Norms”.

Principles of Influencing and Persuasive Behavior. Robert Cialdini’s Theory
of Six Principles: Reciprocity, Scarcity, Authority, Consistency, Consensus, Liking.
Persuasive Verbal Behavior by Kevin Hogan.

Disagreeable and Diplomatic Behaviors. Types of Disagreeable Behaviors:
Name-calling, Being Personal, Responding to Tone, Contradiction, Counterargument,
Refutation, Refuting the Central Point. Diplomatic behaviors in response to
disagreeable ones. Reading the Signs of Agreement and Disagreement in
Communication.
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2.2 MeTtoanyeckue MaTepHAaJIbI 1JIsl MPOBEIEHUs 3aHATHI

MeTolmqeche PEKOMEHIANUMN I10 BBIITOJIHCHUIO ITPAKTHICCKOI'O 3aHATHUA 110 TEMC 7
“Building Rapport With Prospective Partners. Helpful approaches. Useful Language”.

Hns  O6onee  3(h@PEKTUBHOTO M3Y4YEHHsS  BBIJCICHHOW TEMbl CTYAEHTaM
PEKOMEHAYETCsl MPOCYIIATh BOBPEMSI OCHOBHBIE T€3UCHI TAHHOW T€Mbl B U3JIOKEHUU
npenojaBaress, a UMEHHO CIIeYIOIIEee:

Definition: Rapport is a state of harmonious understanding with another individual or
group that enables greater and easier communication. In other words, rapport is getting
on well with another person, or group of people, by having things in common, this
makes the communication process easier and more effective.

Sometimes rapport happens naturally, you “hit it off” or “get on well” with somebody
else without having to try, this is often how friendships are built. However, rapport can
also be built and developed by finding common ground, developing links and being
empathic.

To attempt building rapport is the first task in successful business contacts. Building
rapport is all about matching ourselves with others. For many, starting a conversation
with a stranger is a stressful event; we can be lost for words, awkward with our body
language and mannerisms. Creating rapport at the beginning of a conversation with
somebody new will often make the outcome of the conversation more positive.
However stressful and/or nervous you may feel the first thing you need to do is to try to
relax and remain calm, by decreasing the tension in the situation communication
becomes easier and rapport grows.

Rapport is important in both our professional and personal lives; employers are more
likely to employ somebody who they believe will get on well with their current staff.
Personal relationships are easier to make and develop when there is a closer connection
and understanding between the parties involved.

Although initial conversations can help us to relax, most rapport-building happens
without words and through non-verbal communication channels.

We create and maintain rapport subconsciously through matching non-verbal signals,
including body positioning, body movements, eye contact, facial expressions and tone
of voice with the other person.

When meeting somebody for the first time simple tips will help to reduce the tension in
the situation enabling both parties to feel relaxed and communicate more effectively:

a Use non-threatening and ‘“safe topics” for initial small talk. Talk about
established shared experiences, the weather, how you travelled to where you are.



Avoid talking too much about yourself and avoid asking direct questions about
the other person. Communicate a respectful and polite behavior mode.

b Listen to what the other person is saying and look for shared experiences or
circumstances - this will give you more to talk about in the initial stages of
communication. Communicate active listening behavior mode.

¢ Tryto inject an element of humour. Laughing together creates harmony, make a
joke about yourself or the situation/circumstances you are in but avoid making
jokes about other people. Apply your sense of humour where appropriate.

d Be conscious of your body language and other non-verbal signals you are
sending. Try to maintain eye contact for approximately 60% of the time. Relax
and lean slightly towards them to indicate listening, mirror their body-language
if appropriate. Apply congruent non-verbal communication for more signals.

e Show some empathy. Demonstrate that you can see the other person’s point of
view. Remember rapport is all about finding similarities and “being on the same
wavelength” as somebody else — so being empathic will help to achieve this.

f Make sure the other person feels included but not interrogated during initial
conversations. Just as you may feel tense and uneasy meeting and talking to
somebody new, so may they. Put the other person at ease, this will enable you to
relax and conversation to take on a natural course.

Behavioral tips

Cultural diversity in business cooperation is a great opportunity because different
mindsets can support innovative decisions and ideas. Encourage individuals to be
creative and generate ideas, try to engage everyone with the ideas of others positively
in order to find innovative solutions.

Cooperative Behavior implies the interaction of two or more persons or organizations
directed toward a common goal, which is mutually beneficial. An act or instance of
working or acting together for a common purpose or benefit, i.e., joint action. (From
Random House Dictionary Unabridged, 2d ed).

CryneHTaMm mpeayiaraeTcsi U3y4uTh TEOPETUYECKHUM aHTIION3BIYHBIN MaTepUal 1Mo
3aIaHHON TeMe, MPOaHAIU3UPOBATH KOMMEHTAPUU U MPUMEPHI, TOCIE YE€ro MOXKHO
NEPEeXOJUTh K BBHIMIOJIHEHUIO TNPAKTUYECKUX 3ajaHuil. B Xole WX BBINOJHEHUSA
CTYJICHTaM PEKOMEHJIyeTCs 00paliaThCs K CISAYIOIMNM UCTOUHUKAM:
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Read about some very general approaches negotiation behaviors across cultures:

a) Attitude to time can vary markedly across cultures: Americans are impatient,
often expect negotiations to take a minimum amount of time; Latin Americans, French,
Spanish, ex-Soviet and Russian partners may neglect the time limits; German, English
and Japanese partners feel happy to be ahead of time with the discussions; Scandinavian
and Western Europeans prefer to be in time and it is advisable to respect the time limits.

b) Attitude to hierarchy, status and gender differences: hierarchy and status
differences implies seniority and demands respect in most countries of the world.
Equality in partners’ age and positions facilitates a successful exchange of technical
information. When negotiating across cultures, the United States do not particularly care
about ceremonies and minimize status differences: their use of first names promotes
equality and informality, including equality in gender. The Japanese, Koreans and
Chinese (guided by Confucian sense of seniority & hierarchy) must know the other
person's company and position, a grammatically correct form of addressing; they always
exchange business cards before a conversation. Note that women have increasingly
risen to high-ranking positions over the recent years. Germans almost never address
colleagues by their first names. Russians are close to the Americans about fewer
formalities. Friendly relationship and hospitality is highly appreciated.

c) Some common stereotypes about negotiation behaviors across cultures: these
stereotypes have some common sense, but MAY BE misleading if you only rely on
them. Take into account professional, vocational, educational and other personal aspect,
not the origin only. Undertake research on the Internet before a face-to-face session, get
aware of national “dos” and “donts”, specific regional aspects in doing business and
relationships, some glimpses of the culture. Still, some hints may be helpful at the start
of your inter-national activities:

- Japanese: are often perceived as imprecise about issues, seeking to avoid
loss of face, still care about the partner’s “face factor”;

- Russians: are often perceived as making high demands, have patience,
capable of rapid concession-making as the end of negotiations approaches;

- Chinese: are often perceived as cultivating and using friends to achieve
objectives, justify positions in terms of principles;

- Latin Americans: are often perceived as highly emotional, use power plays,
seek face-saving, decisions are centralized in their negotiation team;



- Americans: are often perceived as arrogant, impatient, poor listeners,
insular, legalistic, naive, friendly, fair, flexible, risk takers, pragmatic, well
prepared and very cooperative.

d) Negotiation behaviors by the cultural priorities

“Fact” Culture (USA, UK, Germany, Switzerland, the Netherlands, the Scandinavians,
Central & East Europeans (France, Poland):

 Think short-term, focus on business

 Get straight down to business

 Fixed agenda, concrete decisions

* Plenty of facts and info pre-prepared
“People” Culture (Latin (Italy, Spain, Portugal) and Non-Latin Mediterranean (Greece,
Turkey), Latin Americans, Gulf States, (Russia, Romania):

» Think long-term, focus on people

* Long introductions and “circular” agenda

« Emotional and even heated

 Seldom result in decisions at 1st meeting
“Trust” Culture (Asians: Japan, China, Korea, Thailand, India (Hong Kong, Vietnam,
Philippines):

+ Long-term expectations, focus on trust

* Lengthy exchange “proposals VS counter-proposals”

« Emotions hidden, keep the face

 Flexible agenda, flexible agreements
TASK 1

Question 1 Identify a false statement about priority negotiation behaviors by cultures:
a Fact cultures plan meetings thoroughly in advance.
b Trust cultures expect contacts to be binding.
c People cultures often postpone a final decision until more meetings have been
held.
d Fact cultures aim for a long-lasting business relationship.
e People cultures take a while to get down to business.

Question 2 Identify a false statement about priority negotiation behaviors by cultures:
a Fact cultures like to keep track of the discussions.
b Trust cultures will keep you guessing until you hit on what it is they really want.
¢ People cultures tend to discuss topics in a fairly random order.
d Fact cultures want some kind of result at the end of the meeting.
e Trust cultures put forward precise and clearly defined proposals.

Question 3 Identify a false statement about priority negotiation negotiations by cultures:
a People cultures make quick, thoroughly calculated decisions as they go along.



Trust cultures reveal their interests subtly.

Fact cultures like to track what’s been agreed so far.
Trust cultures try to “read between the lines”.

e Fact cultures are equipped with plenty of supporting data.

TASK 2

Read the negotiation case. Taking into account theoretical knowledge and the case
details, suggest your ideas on possible negotiation behaviors by both partners from
different cultures, proceeding from cultural tips (5 sentences for each) and their high
motivation for this deal.

o O T

Case description:

“A” is the Purchase Manager from the British tour operator, Cityscape. They want to
replace their current fleet of city tour buses (coaches). They are at the first business
meeting with one of manufacturers, an Argentinian bus manufacturer, Autovista. So,
“A” discusses a purchase of some brand-new comfortable “Panorama” coaches. They
are limited in funds but they are ready to yield in to really excellent features of the coach,
which will make their city tours unbelievable for your customers and profitable for the
company.

“B” is the Autovista Sales Manager, an Argentinian manufacturer of tour buses. Their
brand-new coach “Panorama” is a hit now. They are holding the first business meeting
with UK-based tour operator, Cityscape, to discuss the sale of some top-of-the-range
“Panorama” coaches. They are ready to advertise their superb product immensely. They
strongly believe it’s worth the highest price. They will be happy to obtain the exclusivity
clause (making you sole supplier) for any future orders for this UK company.

2.3 MeToauvecKkne peKOMEeH/IAIMHU 10 HANMMCAHUIO KYPCOBBIX PadoT

Ilens HamucaHuWs KypcoBOW palOOThI — YIIIYOJICHHME TEOPETHYECKUX 3HAHUM,
OpUOOPETEeHHE YMEHUN CaMOCTOATENBHOIO aHajin3a M O00O0OIIEHUS H3YYEHHOI'O
TEOPETUYECKOr0 U MTPAKTUYECKOI0 MaTEpralia, HABBIKOB TBOPUYECKOI'O UCCIIEIOBAHNUS B
COUYETaHUU Teopuu c mpakTukoi. KypcoBas paboTa BBINOIHSETCS MO AUCIUIUIMHE
«CTparerum KOMMYHUKAaTHUBHOI'O TMOBEACHUS» B COOTBETCTBUM C NPUMEPHOU
TEMaTUKOW  KYpPCOBBIX  paboT  KadeAapbl  MEXKKYJIbTYPHOM  SKOHOMHUYECKOMN
KOMMYHUKAIINHU

KypcoBasi pabGora BBIMONHIETCS CTYAEHTOM TOJ PYKOBOJCTBOM HAyYHOTO
PYKOBOAUTENSA, KOTOPBIM IMOCJIE MPOBEPKU PELIAET BOMPOC O JIOMYCKE €€ K 3alIUTE.
Cpoku mpenoCTaBiICHUSI U 3alUTHl KYpCOBOM pa0OThl YCTAHABIMBAET 3aBEAYIOIIMI
kadenpoil. [Jomymiennas k 3ammure padboTa 3amluIiaeTcsl Mepe] Ha3HAuYeHHOM Ha
kadenpe xomuccuend. PesynbTaThl oneHuBaroTcs no 10-0amibHON cucteme. OueHka
BHOCHUTCS B 3a4ETHO-3K3aMEHALIMOHHYIO BEOMOCTh U 3a4YE€THYI0 KHUKKY CTYJIEHTA.



TpeOoBaHus K COJAEpPXKAHUIO W OQOPMIICHUIO PadOTHI  OMPEICNISIIOTCS
«COOpHUKOM CTaHJIAPTOB» benopycckoro rocyAaapCTBEHHONO 3KOHOMHYECKOTO
YHUBEPCHUTETA.

«KypcoBas pabora sBIsieTCSI CaMOCTOATENbHON paboToi cTyneHTa. OHa HOCUT
yueOHO-UCCIIeIOBATENILCKUI XapaKTep U MO3TOMY JO0JDKHA 0a3MpoBaThCS HA HOBEHIIMX
JTOCTHXKEHUSX HAyKW B CBOEH 00JIacTH.

Lensamu KypcoBoil paOOThI SABISIOTCSL:

— 3aKpeIvieHue, YrIIyOJieHWe | pacIIMpeHHe TEOPETUUECKUX 3HaHHI,

MPAKTUYECKUX YMEHUH U HABBIKOB B COOTBETCTBUM C COJEP’KAHHEM H3y4aeMOM

JUCLIATUIAHBL;

— OBJIaJICHUE HaBBIKAMU CAMOCTOSITEIILHOM paboTHhI;

— BbIpabOTKa yMeHHsS (OPMYJIMPOBaTh CYKIEHHS W BBIBOABL, JIOTUYECKU

NIOCJIEA0BATENBHO U I0KA3aTEIbHO UX W3JIaraTh;

— BbIpabOTKa yMEHUS IMyOJIMYHOMN 3aIlIUTHI;

— MOJATOTOBKA K PELICHUIO 00JIee CII0KHOM 33]]Ja4ll — BBIMOTHEHUIO AUILIOMHOMN

pabote» (COOpHUK CTaHAAPTOB, C.23).

«CTpyKTypa KypcOBOIH pabOThI JOHKHA CIIOCOOCTBOBATH PACKPBITUIO N30paHHOM
Tembl. OHa COAEPKUT: TUTYJIbHBIN JTUCT; pedepaT; cofepkaHue; MepeueHb COKpaILEHHH,
YCIOBHBIX OO0O3HAYEHHM, CHMBOJIOB, €IWHHMII U TEPMHHOB (IIPU HEOOXOAUMOCTH);
BBEJICHHE; OCHOBHYIO 4YacTbh; 3aK/IFOYEHHE; CIHCOK HCIOIb30BAHHBIX HCTOYHHUKOB;
IPWIOKEHUS (TIPU HEOOXOAUMOCTH).

«Bo BBenieHNNM 000CHOBBIBAETCS AKTYyaTbHOCTh BEIOPAHHOM TEMBI, OMpeAeseTcs
00111as 11eJ1b KypCcOBOM paboThl, €6 KOHKPETHBIE 331a41 M METOJIbI MCCIIEOBAHUSI.

[Ipu ompenenenuu Lened W 3agady MCCIENOBaHUI HEOOXOIMMO TIPAaMOTHO HX
dbopmynmposars. <...>

OcHoBHas 4acTh paObOThI BKIIIOYAET, KaK MPABUIIO, TPU paszeia (TEOPETUYECKH,
pacyeTHO-aHAIMTUYECKU M KOHCTPYKTHBHBIN), KOTOpbIE pa3feieHbl Ha MOAPa3/ebl.
Jlomyckaercs BHIIOJIHEHHE KypCOBBIX pabO0T, COCTOAIIMX W3 IBYX WJIU YETHIPEX Pa3JIelioB.
Kaxxaplit pazaen (moapasien) NOCBSILIEH PEICHUI0 OTHON U3 3a1a4, CPOPMYIUPOBAHHBIX
BO BBE/ICHUH, TIO3TOMY €0 Ha3BaHHE HE IOJDKHO OBTOPSATH Ha3BaHUE KYPCOBOM pabOTHI
(paznena).

[Ipy BBINOTHEHUU TEOPETUUYECKOM dYacTu (TEPBBIM pas3zesl) TEeOpEeTUYECKUE
MOJIOKEHHS, 3aMMCTBOBAHHBIE W3 JIMTEPATYPHBIX U JIPYTMX HCTOYHUKOB, HEOOXOIMMO
NPUBOJIUTh CO CCBHUIKOM Ha MCTOYHHMK, B KauyecTBE KOTOPOrO HE PEKOMEHAYETCs
UCIIONB30BaTh ydeOHoe mocoOue mo aucuumminHe. Hammcanwe KypcoBoi paboThI
npeznonaraer 0osee riyookoe u3ydeHne n30paHHOM TeMbl, HEeXKEIIM OHA PACKPBIBACTCS
B yueOHOU nureparype» (COopHuk cranmaproB, c.24). Jlurepatypa: COOpHHK
crangapros / B.B.IlaneBuu [u ap.]. — Munck: BI'DY. — 88 c.



