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MOPATUBHBIX KIMEHTOB, COCTOSATEIBHBIX YACTHBIX JIMI, HIIOTEYHBIE MPOrPaMMbl U HHBECTHLIMOHHBIE OAHKOBCKUE yC-
Jyru. YKpanHckue 0aHKH, KOTOPbIE JOCTATOYHO JUBEPCH()UIIMPOBAHBI U YHUBEPCAIbHBI, UMEIOT 3HAYNTEJIbHBIN I10-
TEHLIMAJ POCTa ¥ 3HAHHE MECTHOTO PhIHKA, YTO MO3BOJISIET KOHKYPHPOBATh C K AHOCTPAHIIAMI» ITOYTH Ha PAaBHBIX.

EnuHCTBEHHBIM Cep)KMBAIOMNM (DaKTOPOM JUIsSl CO3/IaHMS JEHCTBUTENIBHO KOHKYPEHTHOW CpEeAbl SIBISETCS TO,
YTO HaIIM OAHKH ITOKA €IIe B CHIIy CBOEH MOJOAOCTH HE TOTOBBI Ha PABHBIX KOHKYPHUPOBATh C HHOCTPAHHBIMH OaHKa-
MU C TOUKHU 3PEHHS] TEXHOJIOTHI 1 MEPOBBIX CTaHAAPTOB Ka4eCTBA YCIIYT.

BimsiHne nHOCTpaHHBIX OAaHKOB Ha OAHKOBCKYIO CHCTEMY YKpaWHbI YaCTO HEAOOLEHHUBAOT. OAHAKO, 10 JaHHBIM
HBY, nonst cpencTs, NMPHUBIEYEHHBIX OT HEPE3MJICHTOB uepe3 OaHKM C MHOCTPAHHBIM KallUTaloM, B OOIIEH cymme
NPUBJICYEHHBIX CPEJICTB OT HEPE3UIEHTOB M0 OAHKOBCKOW cucTeMe cocTaBisieT bomnee 55%.

ITpakTrKa OKa3bIBAET, YTO MMEHHO MOTOMY Ha HaIlleM pPBbIHKE 00BEM INPHUBJIEYEHHBIX CPEJICTB OT MAaTEPHHCKUX
6ankoB mpubmmkaeTcs K | mupa. nomn. ViMeHHo 6naromaps WHOCTpAaHHBIM OaHKaM YBEIHMUYMIICS MPOMYKTOBBIM Psif,
TIOBBICHJINCH Ka9EeCTBO M KyJBTYpa OOCIyKMBaHMS KIMEHTOB, BO3POCIAa KOHKYPEHLUS 3a KIMEHTa, 9TO B KOHEYHOM
UTOTe MOLUIO Ha IT0JIb3y KaKk OaHKOBCKOH CHCTEME, TaK M SKOHOMHKE B LIETIOM.

Ceiiuyac B cpenneM mo 3amaqHoii EBporie ctouMocTh Kpeauta coctasisiet 3,5-4% B eBpo. Takum o0pa3om, HHO-
CTpaHHBIM 0aHKaM BBITOJTHO KPEIUTOBATh YKPAHMHCKHUX 3aeMINUKOB Aaxe 1mox 12%. C oxHO#l CTOpOHBI, 3TO CTaOMIIHU-
3MpYyeT PHIHOK BHYTpEHHEro kpeantoBanus. C Apyroil — MHOTAA CTAaHOBUTCS NMPUYMHON HEepexoia K MHOCTPaHHBIM
0aHKaM KPYIHBIX KJIMEHTOB.

IV. BeiBoabi:

Pe3zromMupyst Bce BBIIIEYyKa3aHHOE, MOXHO CAENATh BBIBO, YTO 4eM OOJIbIIE HA PHIHKE HTPOKOB, TEM CHIIbHEE KOH-
KypeHLYs, a, CJIeIOBAaTEeNbHO, U KA4eCTBO YCIyT. A ecii KOHKYPEHTHI ellle M Ha 0oJiee BHICOKOM TEXHOJIOTHYECKOM M
Ka4Y€CTBCHHOM YPOBHE, TO HECJIb3d HEC OTMETUTH MOJIOKUTECIbHBIC TCHACHIMN B PAa3BUTHUU praHHCKOﬁ J3KOHOMUKH.
[IpuBneuenye CpaBHUTEIBHO IEIIEBBIX KPEIUTHBIX PECYPCOB H3-3a pyOexka JacT MOIIHBIM TOTYOK ISl pa3BUTHUS HITO-
TEYHOTO KPEINTOBAaHUS B YKpaWHe, T.C. OBBICUT yPOBEHb XKM3HU HACEJICHUS HAIEH CTpaHbl., YTO B CBOIO OUYepesb
SIBIISIETCS] HEOTHEMJIEMbIM YCIIOBHEM Pa3BUTHS BHEITHEIKOHOMUYECKUX OTHOIIECHUH YKpauHEI.
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Danilova E.A., Zolotuskaya O.U., Nazhmiddinova E.L.
COMMUNICATION BARRIERS IN NEGOTIATION

This article focuses on the processes by which negotiators influence one another's understanding, beliefs, and outlook — and
ultimately, their behavior. In this article the basic structure and process by which information and meaning are transmitted from
one person to another are discussed.

The objective of this article is to determine how different barriers influence an effective communication.

Communication is a core of the negotiating process. While planning, prework, evaluating the bargaining situation, and
strategizing are all key elements to the diagnosis and understanding of negotiation, communication is the central instrumental proc-
ess. Unless negotiators deal with one another strictly by trading bids and offers on slips of paper, communication processes, both
verbal and nonverbal, are critical to the achievement of negotiating goals.

At the begining a basic model of communication is presented and the applicability of this model to the negotiating process, and
then point out the crucial role that perception plays in negotiation is demonstrated.

Most analyses of communication begin with a basic model of the process itself. Probably the most commonly used model, and
one that will serve our purposes well, was developed by Shannon and Weaver (1948).

In a one-way communication cycle — from sender to receiver—this would constitute a completed transmission. A source
who puts his message in writing and sends it by mail to the receiver generally assumes that the message is received and un-
derstood. However, most communication — particularly in negotiation — involves continued dialogue and discussion between at
least two parties. As a result, the receiver takes on a more active role in the communication process in two ways. First, the re-
ceiver provides information on how the message was received, and second, the receiver becomes a "sender" himself and
responds to, or builds upon, the earlier message of the sender. For the current discussion, refer to both of these processes as
"feedback." In the feedback process, the receiver encodes the message—through reading or listening — to assure his own understand-
ing and comprehension of what the sender said, and what the message meant.

One barrier to effective communication is the presence of distractions. A professor was noted for keeping "banker's hours,"
coming to work sometime between 11:30 and noon and leaving between 2:30 and 3:00. When asked about his schedule one
afternoon, and whether he were ducking out early for some tennis or golf, he said, "No, I'm going to go home and see if I can get some
uninterrupted work done!" Ringing telephones, visitors, and distracting noises interrupt clear thought and coherent communica-
tion. All of us have been in a meeting where people are constantly coming in and leaving for one reason or another, and experienced the
frustration that is created by this distracting traffic flow.

A second source of distortion in communication comes from semantics — the use of words or expressions which have a differ-
ent meaning for the sender than for the receiver. Semantic problems typically occur when communicators speak in ambiguous gen-
eralities, or express vague degrees of intention. A negotiator says to his opponent, "We might be willing to make a minor concession
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on this issue if you were to propose something more substantive." Ambiguity fills the statement! How big is a minor concession?
What would be a more substantive proposal? If the proposal were made, would it be sufficient for the concession to be given? Most
negotiators, like most communicators, will not be likely to pursue clarification of these ambiguities, however. Instead, under the
pressure of time, the receiver places his own interpreted meanings on the communication without ever bothering to check whether his
understanding matches the intent of the communicator.

Semantic problems are also created when communicators use technical jargon — usage common to a particular field or speciali-
zation, but not known to those who are unfamiliar with the field. Often, mastering this technical jargon is akin to learning a foreign
language. Most communicators are blind to the jargon of their own fields, but critical of the jargon of other fields. Businessmen
criticize social scientists for using big words to describe simple phenomena, while they themselves are steeped in the jargon of ac-
counting and finance.

A third source of distortion in communication is contributed by the absence of feedback channels. Two-way communication
with discussion and questions of clarification takes longer, but is much more likely to be accurately received. One-way communication, in
contrast, takes a shorter period of time, and is usually more "efficient," but it is more frustrating to the sender. Both teachers and stu-
dents experience this problem. Teachers frequently wish that students would ask more questions, to make sure that a particular lec-
ture is well understood; students frequently wish that the instructor would stop and ask for questions, rather than continuing on without
probing at the right time. Negotiation is, by definition, a "give and take" process, one that requires two-way communication to be effec-
tive. The more "dedicated" or one-way it becomes — for example, from superior to subordinate — the more likely error and distortion will
be introduced because of the absence of feedback channels.

In a well-known article on the impact of climate on negotiations, Gibb (1961) described the difference between supportive and
defensive climates in communication. Defensive communication, like the stereotypic perceptual defensives described earlier, is self-
fulfilling. The communication pattern of the defensive person tends to create similarly defensive postures and attitudes in the other,
which confirms the communicator's initial "hunch" about his opponent's predisposition.

Differences in status and power between communicators can make the "one-way" communication problem more acute. Re-
search tends to show that managers spend a great deal of their time "telling" their subordinates what they want to have accom-
plished — in other words, higher status and power tends to lead to one-way communication from manager to subordinate. In con-
trast, communication upward tends to be characterized by distortions that are self-serving to the subordinate — to make him look
good in the superior's eye, or to keep him from looking bad. Subordinates often don't communicate with superiors "freely" on an
open and honest basis. When power differences exist between negotiators, differences in communications are likely to parallel the
differ ences in power. In contrast, we might expect low power parties to use a variety of appeals in order to persuade the high power
party to be more equitable, fair, and just in his/her use of power in the negotiation.

We tested communication skills of the TNU students in Russian and English languages, respectively. The number of respon-
dents is 77. The results showed (see Table 1, Table 2) that the students preferred to work in groups, because each student felt less
responsible for their decision making. The participation in a group discussion is more preferable than writing papers. Some stu-
dents feel discomfort in English communication because the level of their knowledge is poor. A group discussion let the students
work creatively and get over communication barriers.

In this article, a model of the communication process has been described. In assessing the components of this model, we have
suggested that many of the elements are prone to error and distortion, and that human perception can often compound this distor-
tion. Such distortions are very likely to occur when communicating parties have conflicting goals and objectives, and strong
feelings of dislike or disdain for one another. Since conflicting goals, objectives, and a negative view of the other party are typical
characteristics of many negotiations, it follows that perception and communication in negotiation are frequently prone to the
same distortions and breakdowns that characterize other conflict settings. The most common distortions in perception include
stereotypic reactions to the other party, halo effects, selective perceptions, projection and perceptual defense. These perceptual
hazards are often compounded by breakdowns in communication, and five typical sources of breakdown were identified: distrac-
tions, semantic problems, the absence of adequate feedback mechanisms, defensive climates, and status power differences between
the two parties.

Communication from the perspective of both parties, and the channels and mechanisms used by each is revealed. The tech-
niques used by one party to structure messages so as to be maximally persuasive to the other in negotiation deliberations should be
taken into consideration in negotiating.

English (NO)
Table 1
Question %o
4. I am afraid to speak up in conversations 70,12
14. 1 feel relaxed while giving a speech 77,92
18. T am very calm and relaxed when I am called upon to express an opinion at a meeting 75,32
21. I am very relaxed when answering questions at a meeting 74,02
32. I would enjoy submitting my writing to a professional journal for evaluation and publication 79,22
37. When I hand in a writing project I know I am going to do poorly 74,02
41. Expressing ideas through writing seems to be a waste of time 76,62
42. I have a terrible time while writing 70,12
50. Taking a writing course is a very frightening experience 72,72
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Table 2. Russian (YES)

Question %
1. 1 am calm and relaxed while participating in group decisions 92,06

7. Ordinally I am very calm and relaxed in conversations 76,19
9. 1 like to get involved in groups discussions 85,71
11. 1 have no fear of giving a speech 69,84
13. 1 have no fear of speaking up in conversations 73,01
15. 1 am usually calm and relaxed when participating in meetings 73,01
17. Generally, I am comfortable while participating in a group discussion 88,88
26. People seem to enjoy what I write 76,19
30. It is easy for me to write well on writting projects 73,01
31.1 feel confident in my ability to clearly express my ideas in writing 82,53
35.1 look forward to writing my ideas 68,25
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HNBanenxo U.A.
ITEPCIIEKTHUBbI PA3BUTHUS PBIHKA EBPOKAIIUTAJIA B COBPEMEHHBIX YCJOBHUAX

YcnoBus Ui BOSHUKHOBEHHSI U PAa3BUTHUS PIHKA €BPOKAINUTAa BO3HUKIIM B PE3YJIbTATE CO3AaHMUs MOJHOW OTMEHBI B 70-X TO-
nax XX B. OTpaHUuUCHUI Ha MEPEMEICHUE KalUTana B pa3sBUTHIX cTpaHax [1]. Takum oOpa3oM OCYIIECTBISATh 3aMMCTBOBAHHS Ha
HMHOCTPaHHBIX PBIHKAX OKAa3aJI0Ch 3HAYUTEIBHO BHITOJIHEE, YEM Ha HAallMOHAJIbHBIX. Ha MpOTSIKEHNHU MOCIEeIHUX AECATUIETUI 1os-
BHIJIOCH OOJIBIIIOE KOMMYECTBO PA3IUYHBIX HHCTPYMEHTOB MPHBIICUCHNsT (PMHAHCOBBIX PECYPCOB HA PBIHKAX €BpOKamuTana. B cBsa3u
C 3TUM y YYaCTHHKOB PBIHKA BO3HHKJIA MpoOiieMa BEIOOpa M3 MHOXKECTBA €BPOMHCTPYMEHTOB TAaKHUX, KOTOPBIE ObI MAaKCHMAIBEHO
OTBEYaIIM UX TPEOOBAHUSM U CIIOCOOCTBOBAJIN ITOBBILICHHIO dKOHOMUUECKON 3()(EKTUBHOCTH.

[IpoGiemMe ucciae0BaHUS HHCTPYMEHTOB PhIHKA €BPOKANUTANIA B TOM MM MHOW CTEMEHH MOCBSIICHBI pa0OThl TAKUX YUCHBIX,
kak JI.M. Muxaiinos, T.b. bepnuukosa, C.B. Jlsiun, M. Dur, B. Pomem, O. 0. Pomamiko, M. I1ebpo, A. I'. CapkucsHil, 1 PyTHX.
BMmecTe ¢ TeM HEIOCTATOYHO MPOPAOOTAHHBIMH OCTAIOTCS BOIPOCHI CPAaBHEHHUS MEKAY COOOW OTIENBHBIX WHCTPYMEHTOB PBIHKA
eBPOKAINuUTAala, BHISBICHHUS NPHHIUIHAANBHBIX PA3InIUil MEXIY HUMH C IETbI0 IPEI0CTaBUTh OPUCHTUPHI YIaCTHUKAM PHIHKA €B-
pokamuTana. B cBA3M ¢ 3TUM LIENIBI0 HACTOSIICH CTaThHU SBJSETCS OCYIIECTBICHHE KOMILICKCHOTO aHAIHM3a PhIHKA €BPOKANHTANa,
OIpeJiesIeHHEe ero KOJINUECTBEHHbBIX  KAUeCTBEHHBIX XapaKTEPUCTHK, apaMeTPOB, TEHACHIIMH 1 EPCIEKTUB Pa3BUTHS.

B cocTaBe phIHKa eBpOKaNUTaga MOXKHO BBIICIUTh TAKUE OCHOBHBIC KOMITIOHEHTBI: PHIHOK €BPOOOJIUTAINIA, PHIHOK €BPOAKIIHA,
PBIHOK EBPOKPEINTOB U PHIHOK KPSAUTHBIX yeayT (puc. 1).

PbIHOK eBpokanurana

EBpokpenuTHsrit

PBIHOK 1I€HHBIX €B-
poOymar

PBIHOK

PeiHOK eBpo0OIH- PriHok kpenut- PriHOK eBpokpeau-
ranumn HBIX yCJIyT TOB

PrinoK eBpo- Prinok eBpoak-
KOMMEP-KUX LUK
Oymar

Puc.1. Ctpykrypa eBpOphIHKa KalUTaIa.

Haubonee kpymHbIM U ANHAMHUYHO PAa3BUBAIOIINMCS CETMEHTOM EBPOPBIHKA SIBJISETCS PHIHOK eBpoobuuranuii (eurobonds). Ha
CETrOMHSAIIHUN JICHb €ro J0JIsA B 00IeM 00beMe phIHKa eBpoOyMmar coctaBisieT 6osiee 90%. EBpooburaiiu npecTaBisitoT co0oit
obyranuy, pa3MeriaeMbele OTHOBPEMEHHO HA HECKOJIBKUX HAI[HOHAJBHBIX (DHMHAHCOBHIX PHIHKAX W HOMUHHPOBAaHHBIE B BAJIOTE,
OTJIIMYHOH OT BaJIOTHI CTPAHBI SMUTEHTA U Kpenuropa. [lepBast sMuccus eBpoobimranuii 6puta ocyniecTsieHa B 1963 r. B Jlonnone
amepukanckor gupmoit Warburg. C Tex mop peIHOK Bo3poc ¢ 75 muH. gomt. (1963 r.) mo 230 mupa. gomn. (1991 r.) u 720 mupa.
ot B 1997 r. O0wmuit 06seM pbiHKa eBpoobauranuii mo coctosHuio Ha koHen 2001 r. coctaBuin 7,085 tpnH. gom. [2].

CTpeMuTenbHOE Pa3BUTHE PHIHKA €BPOOOIUTalMil 0OBACHAETCS LENBIM PSJOM MPUYHH, OCHOBHAs M3 KOTOPBIX - OTCYTCTBHE
rOCY/IapCTBEHHOTO PEeryJHpoBaHus. VIMEHHO HeperyJimpyeMocTh phIHKAa €BpOOOJIMranuii, OTCYTCTBHE HAJIOrOOOIO0KEHHs, Pa3HO-
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