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ANCTpaKT:
MperoBapakeTO € KOMYHMKALMCKKM Npouec Ha mefycebeH pasrosop,
pa3bupatbe 1M goroBaparbe 3a ogpeseHn Npobaemn Kou ce NOCTaBEHW KaKo npegmer.
Toa e MHTepPaKTUBEH NPOLLEC HA KOMYHMKALMja LWTO 0B6MYHO ce cyyvyBa 3a OCTBapyBakse
Ha 3aeAHKU4Ka Len. NperoBapakbeTo Ce jaByBa KaKO KOMYHMKALMCKO-aHAIUTUYKM
npouec BO Koj NperosapaynTe ce BO Mefy3aBMCEH O4HOC W BPLUAT B/IMjaHUe BP3
nprosapaykuTe pesyntaTu.
OCHOBHM KapaKTepUCTUKKU KOU ce 3ae4HUYKM 33 efeH Nperosapayvkuy npouec ce
NOCTOEHETO Ha ABe MM NoBeKe NPeroBapayvykm CTpPaHM, NOCTOEHETO Ha 3ae4HUYKM
TeMM 33 KoM Ke ce nperosapa, TOYKa Ha OTNop, O4HOC Ha Mefy3aBMCHOCT UTH.
YcnexoT Ha NnperosopuTe 3aBMCKU 04, NPaBUAHO onpeaeneHnTe CTpaTernm U TakTUKK.
KopucTereTo Ha NorpeLLHn cTpaTermm U TakTUKKU Ke 4oBeaat 40 Iowu pesyaTtaTtm
Ha CamMMOT NpoLLeC Ha NperoBoparbe. Kako cooaBeTHM cTpaTerMm moxe ga bugar
npunaroayBareTo, n3berHyBareTo uan Komnpommcot. lobpute nperosapaym ce
cnocobHu aa Npeno3HaaT TakBa CUTyaumMja U Aa NPUMEHaT COOABETHM CTpaTernmn u
TaKTUKWN.
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RULES REFERENCE AS A FACTOR FOR BUSINESS SUCCESS

Abstract:
Negotiation is a communication process of mutual conversation, understanding
and negotiating for certain problems that are set as an object. It is an interactive
process of communication that usually happens to achieve a common goal.
Negotiation occurs as a communication-analytical process in which negotiators are in
a relationship of interdependence and influence the negotiation results.
Basic characteristics that are common to a negotiating process are the existence
of two or more negotiating parties, the existence of common topics to be negotiated,
a point of resistance, a relationship of interdependence, etc. The success of the negotiations
depends on properly defined strategies and tactics. Using wrong strategies
and tactics will lead to poor results in the negotiation process itself.
Adjustment, avoidance or compromise can be appropriate strategies. Good negotiators
are able to recognize such a situation and apply appropriate strategies and

tactics.

Keywords: communication, interactive process, partners, business strategies,

business conflicts, compromise.



