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Annomauusn
B cmamve paccmampusaromes mescOyHapoOHble nepecosopbl KAK CUMYAyust MENCKYIbMYPHO20 U MENCIUUHOCHHO20
00UjeHUs, AHATUBUPYEeMCsl GIUAHUE KYIbMYypbl U €€ OCHOBHbIX CMPYKMYPHLIX NPUHAKOE HA NOBCOCHUE YUadCMHUKOS
MEJICKYTIbMYPHO20 83aumModeticmausi. Agmop npugooum cpagHenue SManos nepe208opHO20 NPoYecca KaxK CUmyayuu ooujenus
C YPOBHAMU MENCTUHHOCIMHO20 83AUMOOCUCMBUsL, YO NO360JISIeN GbIAGUMb GO3MOICHBIE CUMYAYUU KYJIbIMYPHO20 OUCCOHAHCA
U ONMUMU3UPOBAMb NPOYECC Nepe2o8opos. B cmamve maxace npusoosamces Kpumepuu oyeHKu Q@ ekmusHoCmu yuacmHuKa
nepe2o8OPHO20 NPoyeccd, 8 OCHOBY KOMOPLIX NOLONCEHA CeneHb CPOPMUPOBAHHOCIU MEXHCKYIbIMYPHOU KOMNemeH YUl
KioueBble cji0Ba: MEXIyHapOIHBIE MEPErOBOPHL, KYIBTYpa, MEXKYJIbTYpHOE OONICHHE, KOHIENT, KYJIbTYPHBIHA
JIMCCOHAHC, [IEHHOCTHBIC OPHUCHTAIINH.
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ENHANCING INTERCULTURAL NEGOTIATIONS — COGNITIVE-AFFECTIVE-VALUE INDUCED
APPROACH
Abstract
The article deals with international negotiations as a situation of intercultural and interpersonal communication as well
as the influence that culture and its main structural features have on the behavior of participants in intercultural interaction.
The author provides a comparative analysis of the stages in negotiation process matching them to the levels of interpersonal
interaction, identifying possible situations of cultural misunderstanding in order to improve the process of negotiations. The
article also outlines criteria for assessing effectiveness of a negotiator in situations of intercultural communication.
Keywords: intercultural negotiations; culture; intercultural communication; concept; cultural misunderstanding; cultural
values.

xiology of negotiations lies in the understanding of the phenomenon of "culture™ that includes values as its structural

feature and performs regulatory functions influencing behavior of participants in negotiations. No wonder that "... an
Englishman wants to see the world as a factory, a Frenchman — as a salon, a German — as a barracks, and the Russian — as a
church. Englishmen crave for profit, the French seek for fame, the Germans want power, and the Russians — sacrifice. The
Englishman expects benefits, the Frenchman wants to impress, the Germans need dominating, and the Russian does not want
anything ... [14, p. 387].

Culture "permeates all events ... life and consciousness of people ..." [4, p. 45] and is defined as a "conceptual monster»
[15, p. 109]. There is a comprehensive definition of culture, such as "once assimilated, culture becomes the means by which a
person sees, but rarely becomes what he actually sees» [16, p. 14]. That is why participants in intercultural negotiations even
with high level of language command, discursive and social competences often experience cultural misunderstanding and face
difficulties when interacting with partners of other cultures.

Culture consists of explicit (rituals, folk art, symbols, etc.) and implicit (norms, values, beliefs and assumptions)
components. Preparing for international negotiations we must bear in mind implicit constituents that play the most significant
role in communication. Intercultural communication is a dialogue of cultures, during which implicit components of different
cultures come into interaction and start modeling and shaping cultural identity as well as communicative and cognitive
behavior of participants. Cultural values come into interaction at conceptual level [3, pp. 325 — 328], when perception and
understanding of a foreign and your own cultures and concepts prevail. Situational and contextual features of intercultural
negotiations are influenced and modified by implicit components of culture, which sets the appropriate combination of
intercultural negotiation parameters that define their context specificity. Situational and contextual features of negotiation
processes are interrelated and constitute axiology of negotiations.

The above leads us to the idea of studying and comparing cultures in preparation for negotiations based on the cognitive
approach. This approach allows us to consider culture in a broader sense as a "learning process inside and outside of human
mind" [13, pp. 55 — 56]. In this sense culture determines concept as a mental reflection of the elements of culture [12, p. 24].
Values are the core element of concept [8]. Concept is a unit of cultural analysis, while system of values is the main parameter
of comparative cultural analysis and the impact of cultural values on cross-cultural business communication. The process of
studying culture "... is not purely cognitive but cognitive-affective-value induced, and defines human mentality at all levels —
motivation, ideas, behavioral " [13, p 54]. Following this logic, it might be stated that concept appears as a "basic perceptual-
cognitive-affective item of a dynamic nature, spontaneously functioning in cognitive and communicative activity of an
individual" [6, p. 39].

These quotes reinforce the assumption of the necessity of complex training of future participants in international
negotiations based on cognitive-affective-value induced approach which helps shape ideas about the basic beliefs and values of
other cultures within their comparative analysis. This enables us to develop a cognitive image of the situation of intercultural
communication under the influence of the system of values and beliefs, which are the basic parameter of cultural comparative
analysis. Modeling cognitive image of negotiations context is possible when comparing cultures through conceptual analysis,
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based on axiological and cognitive-communicative approaches to the study and comparison of cultures that allows you to apply
the semantic concept of culture. Such approach considers negotiation process beyond commonly accepted linguopragmatic
approach and refers to the study of communicative reality located beyond linguistic structures. Complexity and diversity of the
concept of culture largely complicates the process of studying cultural differences. Based on the semantic concept of culture,
we attach to this process awareness, and therefore greater efficiency.

Considering negotiation process in context of communication, we analysed Russian and foreign scientific works in the
field of structure of communication process. The analysis revealed that negotiation process is related to the following stages of
communication:

a) interaction and behaviour:

- structure of communication (perception, communication, and interaction) [1];

- structure of rapport [10];

- structure of behaviour (cognitive, affective, practical) [11];

b) communication:

- intercultural communication model (perception, communication, interaction) [2, pp. 93 — 107];

- structure of interpersonal interaction (cognitive, affective, and behavioural) [5];

- structure of action and performance (causative-motivational, estimated research, the executive phases) [9, p. 11];

- speech (causative-motivation, analytic-synthetic, performing levels of meaningful perception) [7].

The main cognitive skills are commonly involved in the process of intercultural business negotiations, which makes this type
of communication a meaningful process of perception consisting of three levels — the causative-motivation, analytic-synthetic, and
performing. Meaningful process of perception can be noticed at all stages of intercultural communication (Fig.):

1) the first two stages of negotiations correspond with perceptive communication level — mutual cognition stage;

2) the third stage of negotiations means interaction, building rapport, setting and maintaining relationship based on
information derived from the previous two levels of interaction;

3) the forth negotiation stage refers to the level of communication leading to possibility of mutual understanding and
consideration.
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Fig. — Negotiations process structure related to structure of communication, interpersonal interaction, and intercultural
communication model

\ /( behavioural component

Having outlined the stages of international negotiation process, we may assume that developed intercultural competence in
future negotiators is likely to guarantee effectiveness and efficiency of negotiations. Alongside with negotiations stages
preparation process includes four levels, which may serve to assess a negotiator:

1) Level A — cultural identity and intercultural awareness (the awareness and recognition of my own and other cultures,
recognition of their influence on mentality and behaviour of partners) — corresponds to affective component;

2) Level A+ — tolerance and intercultural sensitivity (perception and understanding of cultural differences and values,
background information about the situational and contextual features of negotiations, as reflected in cultural scenarios; ability
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to use cognitive skills, including observation, identification, comparison, analysis, classification, modelling situational and
contextual negotiation parameters) — perceptual component;

3) Level B — cross-cultural orientation and cognitive modelling (identification and mapping, analysis and interpretation of
the situational and contextual parameters of negotiations; decoding of frames of images by cluster modelling of cultural
portraits of participants in the negotiations; identifying areas of cognitive misinterpretation; recognising and changing cultural
scenario of negotiations) — cognitive component;

4) Level C - ability to successfully apply the knowledge and skills appropriate to the situation of intercultural negotiations;
willingness and ability to effectively participate in cross-cultural communication with partners in different countries; ability to
exercise flexibility, show willingness to recognize the differences in cultures, partially neutralize the dominant values of your
own culture in order to achieve mutual understanding with partners — behavioral component

Cultural differences appear to be the variables that are the most important and, at the same time, difficult to understand.
Participation in intercultural negotiations means possessing background knowledge and skills that enable to understand and
interpret information and behaviour accurately based on cognitive activity of awareness, identification, comparison and
interpretation of national and cultural concepts specific to a certain native or other cultures.
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Henumena 3.A.
Houent, Kanaunart KyibTypoiaoruu,
HuxHeBapTOBCKHI TOCY1apCTBEHHBI YHUBEPCUTET
CEMUNOTHYECKAS COCTABJIAIOIIAA KYJIBTYPHO-KOMMYHUKATUBHOTI'O ITPOCTPAHCTBA
Annomauusn
B cmamve npugooumcs 2mumonocuteckull aHanus NOHAMUA «KOMMYHUKAYUAY U NPUMEPbL MO20 UNU UHO20 ee 3HAYeHUA U
obocnosanus 6 mpyoax PasIUYHLIX YYEHbIX U Mblcaumeneli, a makdce 00BACHAEMCA ee pONb 6 JCUSHU COBPEMEHHO20
obujecmea ¢ MoOyKU 3peHus 2100aANU3AYUY MeNHCKYTbMYPHOU KOMMYHUKayuu. B oannom xonmexcme Kyabmypa npeocmasnena
KaK CHOCOOHOCMb 4eNoseKda K CUMBOIUZAYUU NOCPEOCMBOM A3bIKA, KOMOPUIL 8 C80l0 0uepedb ecmb HAYUOHATbHOE
Camosbipadicenue KOHKPemHo20 IMHOCA, €20 MEeHMAaiumemad, HayUOHAIbHO20 Xapakmepda, cucmemvl YeHHOCmel, GUOeHUs]
mupa 6 yenom. Aemop evixooum Ha OOHY U3 GadNCHEUWUX Nnpobrem obwecmea, a UMEHHO HA NpodIeMy MAHURYIAYUU
co3HaHuem modell U CIMUPaHus KyibmypHbIX cpanuy, KOmopds cmana euje 6onee 803MONCHOU 8 COBPEMEHHOM Mupe, 20e C
KadCcObIM 2000M UCHE3AI0M KOMMYHUKAMUGHbIE Oapbepbl Paziuidnou npupoobl U WUPOKO UCNOAbIYEMCA MEeXHUYeCKUll
npoepecc. Hmenno sa3vlk (3HaK, A36IKOGOU CUMBOL) MOJCEM NOCIAYIHCUMb CPEOCMBOM (803MOICHOCMBIO) COXPAHEHUSA
KVAbMYPHO20 KoOa KYIbmypbl (ee JAU4HOU napaouemvl), max Kax 3HAK npeonoiazaem osHavaemoe, m.e. HEKYIO
npeoMemHoCcnb, KOMOopas euje He eCmb 3HaK, HO NOHAMHA Ha 0COOOM MEHMAbHOM YPOGHE HOCUMEINAM A3bIKA.
KaroueBble cioBa: CHMBOJ, S3bIK, 3HAK, KyJdbTypa, KOMMYHHUKauus, TIio0anu3amus, oOILEeCTBO, 00pa3oBaHHE,
MaHUITYJSIOUA CO3HAHUEM.
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SEMIOTIC COMPONENT OF CULTURAL AND COMMUNICATIVE SPACE
Abstract
The article provides the etymological analysis of the concept of «communicationy and examples of one or another of its
meaning and reasons in works of various scientists and thinkers, and explains its role in life of modern society from the point
of view of globalization of cross-cultural communication. In this context culture is presented as a person's ability to symbolize
through language, which in turn is national expression of specific ethnos, his mentality, national character, values and vision
of the world in general. The author brings up one of the most important problems of society, namely the problem of people's
minds manipulation and erasing cultural borders which has become possible even more in the present world where every year
communicative barriers disappear and technical progress is widely used. Language (sign, language symbol) can serve as
means (opportunity) of preserving a cultural code (its personal paradigm) as a sign is meant a certain concreteness which is
not a sign yet, but is clear to native speakers on mental level.
Keywords: symbol, language, character, culture, communication, globalization, society, education, mind manipulation.

B CBSI3M C YCHJIMBAIOIIMMCSI BIMSIHHUEM TJIOOAM3AIMK Ha BCe cephl KU3HU U JIEATENLHOCTH COBPEMEHHBIX T'OCY/IapCTB,
0cOOBIN Hay4yHBI WHTEpPEC BBI3BIBAIOT TEOPHM KOMMYHHKAIMM, paccMaTpHBaeMble B paMKax (YHKIMOHHUPOBAHHMS
KynbTypbl. COBpeMEHHOE OOIIECTBO JIOOOTO TOCYIapcTBa OTIMYACTCS CIIOKHOCTBIO OpraHM3allMd M TpeOyeT IUIsl YCIEHIHOTO
(hyHKIIMOHUPOBAHUS COBEPIICHHOW KOOPIWHALMM JICHCTBUII BCEX YYaCTHHUKOB (TpaXk[aH), ONMHparolieiics Ha KOMMYHHUKaTHBHbIC
nporiecchl. M3MEHHINCh MECTO M POJIb caMOil KOMMYHMKAIlMM, B CHJIy 4Yero OHa CTaja OOBEKTOM M3y4YeHHS B Pa3IMYHbBIX
KOHIIENTAX: ICHXOJIOTMYECKOM, COLIMOTIOTHYECKOM, (PHUIOCOPCKOM, KYJIbTYPOIOTHYECKOM H T.JI.

CymiecTByeT HECKOJIBKO MOJXOJOB K MOHHMAHMIO M OMNPEAETICHUIO IMOHATHUS «KOMMYHHUKAIs». B 3aBHCHMOCTH OT
STHMOJIOTHH CJIOBA B IIMPOKOM CMBICIIE KOMMYHHKAIMS TOHUMAETCS KakK coobrienne (0T JIJATHHCKOTO cloBa communicatio —
coo01eHne) — HeoOX0IMMOe YCIOBHE Ul Pa3BUTHS HayKH M OOIIECTBA B LIEJIOM (HAlpUMEp, «TEOpUsi KOMMYHHUKATHBHOTO
nericteus» 10. Xabepmaca [1; 2, c. 25], a Takke ero uaean cBOOOJHON KOMMYHUKAIUH, KOTJIa HA OJWH U3 YYaCTHUKOB HE
MOJBEPraeTcsi OrpaHUUYEHHUAM CO CTOPOHBI BIACTHBIX CTPYKTYp U HOpMaTUBHBIX IpaBun). Y K. Scnepca npoBoaurcs paznuuue
MEX1y «00BEKTHOI» KOMMYHHMKaIMeH, 00ycIOBIEHHOH 00mel opraHu3anuei NpeacTaBIeHUH Jr0Je — oOIre MHTEPECH,
KyJIbTypHas MPUHAANEKHOCTh, M («OK3UCTEHIMAIbHON» — BO3MOXKHOM JIMIIb KaK MPUYACTHOCTh JBYX Pa3HBIX
WHJMBHyaJIbHOCTEl elnHOM CyTH Mupa (B CHTyallMiM OOILICHUS ABYX «CaMoCTeW», T.e. OOIIeHHe, KOTOpOe 3aTparuBaeT
MOTAaeHHBIE TIIyOWHBI YenmoBeueckod mmaHocTH) [3, c. 102]. Tak ke KOMMyHHKamHs MOXXET pacCMaTpHBaThCS (OT JaT.
communicare — menaThb 0o01MM, COO0IIATh, COBEIIATHCS C KeM-Jm60) KaK BO3MOXHOCTh IS «S MHIMBHAA» CTaTh CaMUM
co0oii uepe3 obHapyxeHue cedst B Apyrom [4].

KoMMyHuKanust Tak >Xe BBICTYIIAeT IPOIEAYPOH BOCIPOM3BENCHHsI HEKOEro curHama (OoT Jjar. commuriicatio —
cooOmieHne, Iepenada), Kak B3aUMOOOMEH CBEACHHMSAMH, HJCSMH, OIPEIEICHHBIM COJEpXKaHWEM KOJUIEKTHBHOTO JIHOO
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