
magnete. ЛЬеr die \·e1·Ьindнng zwische11 Toui·ismus нnd Nt1tt1rschutz ist 
J1aпfig wid rsprucl1;,v1>ll. So profiti .rt der 'fourisшu eir1e1·seits vo11 dei­
Attraktivit t einer intakten atнr, kюш jedocl1 dш·ch ul,erma ige N\1-
tzung de l mwelt zerstnre11. Anderer its kanн 'l'oнrisшus auch ln,· 
tn1mcnt tle1· Sicl1er1ing der пaturliclien Ressourcen sein. 

Die Erhnltung dP.r· al.t1r ein!'rseits und ihre Er cblie tiлg fur die 
Bes11che1· a11dererseitE sind zwei Ziele. ctie auf tle11 ersten BLir.k schwer 
111i t!'iнander z11 vereшbaren sind. Dies ka11n aber gelingen, 1Nern1 zun1 ciнen 
Т ur1ste11 11nd Toнristiker sich aJs Kooperatioп.s-Partner der Gro sct1u­
tzgchiHe selten uncl dereri Sclш tz- und Entwicklungsziele шit trager1. 
Aucl1 ze1gt (Не Erfn11ru11g pi·oduktiver Pa1·tnerschaften, dass dJe Zu­
santnнmurbeit vor1 Touriюnш~ uncl :-latur rhutz - als Kont'likt· und Ko­
operationspnrt11er - fur beide (u11d t·ur weiLere Akteure) ро iiive Effekte 
zeitigen kanп. 

В.А. Коршун 
БГЭУ (Минск) 

INTERNATJONAL NEGOTIATIONS 
МЕЖДУНАРОДНЫЕ ПЕРЕГОВОРЫ 

Автор µаiiоты раt'с;11атр11вает таt<тиюr ведения переговоров. J<аче<'· 

тва, необхОl\J1~ые 1\д11 ус11ешн0Ро заключ.еюt.11 сде:rок, роль меж~t).'.1Ь· 

турноrо вд ttяния. Переговоры KllJ< средство урегулироввю1.11 ко1:1фш1к·1-
ных 11 кризисных ситуациi'1 и обеспечения сuтрудш-rчествв рв:мячных 

социальRых субъектов nрнходят на смеН)' силовым 11 командвы~ мето­

дам, обес·печнвая на11более гармошr•шое разв1tт11е социальной н эконо­

м1JЧеской жизни. 

Politics l1as ofteп been defiлed as the "art of the possiЬle". Kno,ving 
about tl1e i11tricacies uf rnultilateral negotiations one тау Ье tempted to 
define tl1e trade as t11P "ar·t ot' t.Ьt> impossiЬle". So many uncertюnt1es. so 
m1шу conЛict.inк needs and o\Jjectives р]ау шajor rolcs th11t 01Jtside 
observers t1·uly wonder l1ow agreements <'Ou1d ever Ье succeнsfull. ne · 
goti t,e(i. \ hy are negoti11tions so difficult iп Он_• first place? 

Tl1ere lias been а great denl ot' researr.!1 i11to t11e art of Пf'gotiation, and. 
in paгt!t:11l11r into what inakc::; n j!'ood negotiator. One ('(1int шost re­
~1,>urcl1ers seP.111 to agre" on is tlшt go{)d n!'gotiators try to сгРаtе и 
l11н·111onjous atшosphcre ot thr start of tl1e 11egt1tiatio11 'Гhеу шnk!' ан 
effort to esta\JlisJ1 ~(lud ruppurt \Yitl1 thejr count rp;irt, so tl1at tltl'r j ti 

\Yilli11g11(!s!i - on both sides - to 1ш1.kе conces юнs. if thi вl10uld prov~ 

nece sary. 
CtJO(i 111.~gotiatмs genera!l:y wish to reach а11 agreen1ent \Vhicl1 1111•et, 

the iнtere t.s of Ьot.h ide ·. Thcy therefore te11d to take 11 Jong- f'rm view. 
C'nsнriщ:; tlшl the ag1·eC'111P11t ,.,,111 i111prn\1f', rн• nt lен t 11щ; l 11r 11, 01 •11• 
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re]вtion witl1 tl1e other pnrty. On t11e other hвnd, а poor negotiat r te11d& to 
look for ir11111ediate gains, forgi-tting that tl1e real beпefits of а deal may 
саше muc}1 later. 

Skilf11I negotiators are flexiЬle. Tlley do not "lock theшse]ves" into а 
pusition of" losing t.heir face if tl1ey l1ave to comproшi~e. They Jiave а ruпge 
of objectives, thus alLowi11g themselves to шаkе concessio11s, for exan1plP, 
"l aim to buy tl1is mзcl1iнe for $ 2000" and not "I must buy for $ 2000''. 
Poor negotiators have limit.ed objectives. and may not evt>n work ощ а "full 
back" position. 

Successft1l negotiators do not want а лegotiation io b1·euk down. 1f 
proЫems arise, they sнggest ways of resoJving theш. 'Гhis suggesLs that 
tertacity is n importanL quality. Finally. ii lt1 esseпtial to Ъе 8 good 
listener. 1''iпaJly. it is esseлt.iaJ to Ье а good li ·tener and tu check fr uently 
that Pverything has been uпderstood Ьу lюth parties. 

The iпabilit.y to burgain errectively Cl:\11 reiщJL in coпseq~•ences far 
beyond the rnere loss of шоnеу as it ltappeнed i11 1938 wl1en ti1e Printe 
Minister Cha.mberlain did ап incrediЬly poor job 111 Mu11icl1 ut t!1e 
пegotjations with Hitler as а result of whicJ1 CzechosJovaki1.1 ceosed to 
exist.. Chaшberlaш, businesstnan iun1cd polШr.ian, /щd lost t.he gt·eatest 
нegotiot.ion of all tiшes. Лs а resu!t, 25 mi\liQn people 'vcre l!<JOll to lose 
t.J1ei1· l1ves. 

ln the bargsining process t.l1e person is representing the face of his 
natJnn, c<Juntry or company. That's wl1y it is so responsiЫe and iшportaпt 
to nщke it successful. For example, the president of the USA is oftt>n 
criticized for tlie \Vrung pronunciaLior1 and ассепt. But l1e сап rnake trse oJ' 
t'1is 111istake to show l1is closeness to ordinary people. The hesds of Ьig 
companies don 't have strcl1 privilege. 

Taking into consideratioп national features and cultures proves to ЬР 
extremely iп1porta11t. Negotiators l1ave dlfferent national cultttraJ bac­
kgroнnds. It i essential tliat ihey sJнtre the natц_ral culture and valнes of 
tl1e country t.!1ey repгesenL, because otherwise they will not Ье trusti:d Ьу 
Lheir o\m side. 

Tl1e negot.iators creatP. profesюonal cнlture, whic/1 co11sid!!raЬly faci­
Jitates t/1e negotiatioп process, as it is always easier to cotnпншicate wit/1 
people from otl1er co1щtries sharing the same profes1>ional c11ltur-e t!tan 
\vitl1 those who do ноt. Jf one knows tbe approximaLr• pos1tio11 of u 
cotiniry's nationul щ1Jtural value sysiem on tl1e vario11s cultнral dim<' · 
nsioщ;, he са11 predict aspects of t.he negoLiation style of its p11rticipa11ts. 
о it is iniport· nt tl1at r.11lt11ral dit"l'erences iп int.ernatio11ul 11egotiut.iu11s hP 

rccognized as а Jegitimate рhсnотепоп. worthy of study. апd as а lia!Jility 
t.lшt skilled вntl well-traiпcd 11egotiator can turn into (tп a::;i;et . 
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