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MACHK HATAJIbA HUKOJIAEBHA
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®E10POB BUKTOP MBAHOBWY

MarucTpaHT
BrnaamBoCTOKCKWIA roCy1apCTBEHHbI YHUBEPCUTET 3KOHOMUKM M CepBuca

AHHoTaumsa: BHeapeHue GepexnuBoro NMpou3BOACTBA B NpodeccuoHanbHoe obpas3oBaHue AOMKHO ObITh
BCTPOEHO B CUCTEMY CTpaTervyeckoro ynpaeneHus obpasoBaTenbHOM opraHusaumen. Ha ocHose aHanmaa
OTEYECTBEHHOW W 3apyOEXXHOI NUTEPaATYpbl aBTOPbI NPeanaralT KOHLENTYanbHO-METOANYECKNA NOAXO0M pas-
paboTku cTpaTernm 6epexnmBoro yHUBepCUTETa, HaNpPaBNEHHbIN HA CO3AaHNe 0CobOoit OpraHn3aLOHHON MO-
[ENV ynpaBrieHns n NpeacTaBnsoWwmin nocnegoBaTensHoe (hopMupoBaHne U peanusaumnio 6a3oBoit 1 dyHK-
LMoHanbHoM cTpaTeruin. B pabote npeactaBneH peTpoCnekTHUBHBIA aHanm3 UCCneaoBaHNn OTEYECTBEHHDIX U
3apybexHbIX aBTOPOB, NOATBEPXKAALUMIA aKTyanbHOCTb W 3HAYUMOCTb JIMH-CTPATErMn B AEATENbHOCTU He
TOMNbKO MPOW3BOACTBEHHbIX NPEANPUATMI, HO 1 06pa30BaTeNbHbIX OPraHM3aLuii, B NEPBY0 04epeab, YHUBEp-
cuteToB. ABTOpamm Takke 060CHOBaHa BO3MOXHOCTb afanTalLyi MHCTPYMEHTapus 6epexnmnBoro npounssoa-
CTBa Kk cucteme obpasoBaHus, npegnonaratollas PEMHXUHUPUHT BceX B13HeC-NpoLieccoB.

KntoueBble cnoBa: bepexnuebiin YHUBEPCUTET, BEpexnnBoe NPOM3BOACTBO, CTPATErMYeCKoe ynpaBneHue,
6a3oBas cTpaterusi, yHKUMOHaNbHas cTpaTerus.

CONCEPTUAL-METHODICAL APPROACH TO THE FORMATION OF STRATEGY OF A «LEAN
UNIVERSITY»

Chernayal. P.,
Masyuk N.N.,
Fedorov V.I.

Abstract. The introduction of lean manufacturing in vocational education should be built into the system of
strategic management of the educational organization. The authors propose a conceptual - methodical ap-
proach to developing a strategy of the lean university, which is based on the analysis of domestic and foreign
literature and aimed to the creating a specific organizational management model and representing the con-
sistent formation and implementation of basic and functional strategies. The paper presents a retrospective
analysis of research of domestic and foreign authors, confirming the relevance and significance of a lean
strategy in the activities of not only manufacturing enterprises, but also educational organizations, first and
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foremost, universities. The authors also substantiated the possibility of adapting the tools of lean manufactur-
ing to the education system, which involves the reengineering of all business processes.
Keywords: lean university, lean manufacturing, strategic management, basic strategy, functional strategy.

BBEAEHUE

BnnsiHne moaepHu3aums oBLIECTBEHHOMO pPa3BUTUS Ha CUCTEMY NPOECCHOHaNbHOrO 06pa3oBaHmMs B
COBPeMeHHoW Poccum NpuHMMaeT pasnuyHble (hopmbl, 06ycraBnmnBas B TOM YUCIE NOUCK HOBbIX MEXaHWU3MOB
ynpasneHns ob6pasoBaTtenbHbIMM OpraHu3auusMin. B aTom koHTekcTe ocoboe 3HaueHWe nomnyyaeT pacnpo-
cTpaHeHue koHuenuun New Pubic Management (NPM, HOBbI rocydapCTBEHHbI MEHEIKMEHT), fOKa3blBato-
e HeobXxoaMMOCTb feLeHTpanu3aLmny ynpasneHus U BHeAPEHUE PbIHOYHbIX MEXaHU3MOB B rOCyAapCTBEH-
HbI CEKTOp (B YaCTHOCTU B chepy 0Bpa3oBaHus U 3apaBooxpaHeHus). Mpu Takom noaxoge nosblLLeHue -
(DEKTUBHOCTW OpraHusauuin, NpeaocTaBnsiowmx obLiecTBeHHble brara, BO3MOXHO Mpexae BCero 3a cyet
YMEeHbLLUEHNS PacXofoB Ha ynpaBrieHYeckni annapart, COKpaLleHns Ynucna npeaocTaBnsemblX rocyaapcTeoM
yCryr Ha OCHOBE aHanm3a COOTHOLUEHUS CTOMMOCTM W KOHEYHOTO pe3yrnbTaTta, YTO B KOHEYHOM WUTOre NpUBO-
LMT K POCTY KOHTPaKTHOW CUCTEMBI, Nepedade psaa rocyaapCTBEHHbIX (OYHKUMIA HA PbIHOK U BBEAEHMIO pe-
XMMa naTHoCTW psga yenyr ansa notpebutenei [1].

B pycne Takoi aeonorum BrosHe 3akOHOMEPEH UHTEPEC K BHEAPEHMIO TEXHONOIMI Bepexnmeoro npo-
W3BOACTBA, NpeanonaratoLLmx CUCTEMATUYECKY0 MAEHTUMMKALMIO U YCTPaHEHUE Tex BUAOB AEATENBHOCTH NO
NPOM3BOACTBY OBLLECTBEHHBIX TOBAPOB U YCMyr, KOTOPbIE HE CO3Aat0T LEHHOCTM Ans notpebutens. B 3apy-
OeXHbIX CTpaHax, rae WcTopus CTaHOBNEHUst «bepexnmBbix rocyaapctB» Havanacb ¢ 2000-x rr. [2], yxe
HaKOMMEH 3HaYNUTESNbHbIN OMbIT MO UCMOMb30BaHWID BEPEXIUBLIX TEXHOMOMMIA Ha pasHbIX YPOBHAX ynpasre-
HWs. Poccuidckast npakTuka noka HeBenuka no BPeMEHHOMY NPOMEXYTKY, OAHAKO OT/IMYaeTcs Temnamut BHe-
PEHUS N OXBATOM TEPPUTOPUMN.

[MoaTBepKAEHNEM STOMY SBNSIETCA NPOEKT «bepexnuBble NOMUKIUHKINY, KOTOPbLIA Ha4an peanu3oBbl-
BaTbC MuHMUCTEpCTBOM 3apaBooxpaHeHus Poccuinckon ®epepauumn coBMecTHo ¢ [ockopnopauven «Poca-
ToM» B 2016 I. 1 JOMKEH OXBATUTb BCHO CTpaHy Yepe3 3—4 roga. 3Ha4MMOCTb BHEAPEHUS NPUHLMMNOB Bepex-
NMBOrO MPOW3BOACTBA OTPaXeHa B rocyAapcTBeHHOW nporpamme Poccuickoin ®epepaumn «Passutue 3gpa-
BOOXpaHeHus», paccuntaHHoi Ha nepwog 2018-2025 rr. [3]. OueBmaHoO, YTO peanu3auust 3TOro U Apyrux
MacLUTabHbIX NPOEKTOB, BKMOYas, Hanpumep, co3paHue «bepexnnBbIxX peroHoBy [4], TpebyeT BKMYEHUS B
Hero BY30B kak 0c0boit BepexnBoit AKOCUCTEMbI, BbIMOMHALLEN PYHKLMM KaTanu3aTopa U3MEeHEHU Ha OC-
HOBE TPaHCNALMW NEPEAOBLIX 3HAHWI 1 TEXHOMOrWA Anst HOPMMPOBAHUS 0CODOBIX KOMNETEHLMI BepexnmBoro
MbILLMIEHNS (NMH-KOMNETEHLMI, OT aHrn. Lean - BepexnuebIin) He TOMBKO Y npenogasateneil u obyyarowmxcs,
BCEX COTPYAHMKOB, HO W BHELLUHWX CTEMKXOMNAEPOB, NPefoCTaBNALLMX CyLLeCTByoLmMe paboume MecTa u co-
34al0LmMX HoBble. B aTOM cMbicne nokasaTenbHo cosgaHne B Hostbpe 2018 r. Accounauum 6epexnmebix BY-
308, 06beanHMBLUMX 11 0Bpa3oBaTesbHbIX OpraHu3aLmin POCcun akTMBHO BHEAPSHOLMX OepexnmBbie TEXHO-
NOrMM B CBOK YNPaBMEHYECKYID CUCTEMY W CUMTAIOLMX MUCCUEN YHUBEPCUTETA NOLTOTOBKY BbICOKOKBaNM K-
LMPOBaHHbIX KaApOB B YCOBUSAX CO34aHWS KOMOPTHON Cpefbl, OCHOBAHHOM Ha MpuHUMnax Gepexnmeoro
npou3BoacTaa [9).

Takum obpasom, npobrema BO3HWUKHOBEHUSI BEPEXIMBLIX YHMBEPCUTETOB B Poccumn npuobpeTtaeT Bce
Bornblioe 3HayeHue, ee cocTaBnstowme (APPEeKTUBHOCTL NPUMEHEHUS KOHLENUMM BepexnmMBoro npounssoa-
CTBa, (POPMUPOBAHME W Pa3BUTHE FNIMH-KOMMETEHLMA Y 0ByyatoWwmxcs 1 nepcoHana) TpebyoT KOMMIEKCHOM
N3y4YeHUs He TONbKO B CUMY CMOXHOCTM BOMPOCA, HO U N0 NPUYMHE BMUSHWS BbI3OBOB W PUCKOB MOAEPHM3a-
Uun obLyecTBa. 3TO 03HAYAET, YTO PELLEHME Ha3BaHHbIX NPOBIEM NEXWT B MIIOCKOCTU (HOPMUPOBAHNS KOH-
LienTyanbHO-MEeTOANYECKNX OCHOB pa3paboTku CcTpaTernm 6epexnmBoro YHMBepCuUTeTa, HEKOTOpbIE NOAXOAbI
K packpbITUIO KOTOPOW ByayT NPeAnoXeHb B paMKax AaHHON CTaTby.
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TEOPETUKO-KOHUENTYAIIbHbIE OCHOBbI «BEPEXIIUBOIO YHUBEPCUTETA»

[MoHaTME «BEepexnmBbIN YHUBEPCUTET» B COBPEMEHHON POCCUMNCKON Hay4YHON MbICIIM HEMb3st Ha3BaTb
YCTOSBLUMMCA M pacnpocTpaHeHHbIMK. 1o aaHHeIM AHgekc Wordstat Ha 30.11. 2018 3anpockl cnosa «6e-
PEXNMBbLIA yHMBEPCUTET» cocTaBunn 143 nokasa B Mecsl, «6epexnnsoe obpasoBaHne» 71— 546, Torga Kak
«bepexnuBoe npou3soacTBo» - 68 627. B cratuctuke noucka Google (Google Trends) gaHHble no «lean
university» nokasbIBatoT NOMNYNSPHOCTb 3TOM TeMbl 0cobeHHO ans KaHaabl, CLUA, BenukobputaHun. 310 go-
CTaTO4YHO TOYHO OTpaxaeT cTeneHb pa3paboTaHHOCTK NPOGNEMbI B HALLEN CTPaHE M 3a pybexoMm.

HecMmoTps Ha aKkTyanbHOCTb CO3faHns GepexnuBbiX YHUBEpCUTETOB Ans Poccuu, faHHas npobnema
ellle He nonyyuna HeobxoauMON KOHLENTyarbHO-TEOPETUYECKON U MeToaNYecKon pa3paboTku, Torda Kak B
3anagHoi SKOHOMWUYECKON Hayke BOMPOCHI «MMH-06pa3oBaHNsy NpeacTaBfieHbl B 4OCTAaTOMHO HOMbLIOM KO-
nuyectse nybnukauumi. Mpn aTom B paccmatpusaeMon npobrneme MOXHO BblAENUTb TPY YPOBHS: COBCTBEHHO
OepexnnBLIN YHUBEPCUTET, a Takke Bepexnnsoe Bbicliee obpa3oBaHue u bepexnnsoe obyyeHne, KOTopble
B3aMMOZONOSHAT M B3aumoobycnaBnuealoT Apyr apyra.

BaxHO OTMETUTb, YTO nepBble nybnukauum no npobnemam «BepexnnBoro Bbicllero 0b6pasoBaHus»
Obinu caenadbl B Havane XXI Beka. B HUX B KOHTeKCTE uaen 6epexnmeoro npom3soacTBa 0coboe BHUMAaHME
yOenanocb MexaHuamam agantauuu obpasoBaTesibHbIX OpraHu3aLmMin K COKpaLLEeHMI0 rocyaapCTBEHHOTO dou-
HaHCUPOBaHWA NpU ycuneHun TpeboBaHNin K pocTy 3GhHEKTUBHOCTU M PE3YNbTATUBHOCTY akageMu4eckoit no-
NINTWKW 1 YCMIELHOCTM peanu3auum MUCCcui By30B [6]. AKTUBHOE UCMOMb30BaHWe NOHATUIA «BepexnuBbIn YHU-
BepcuTeT» U «Bepexnueoe obyyeHue» HauuHaetcs ¢ pabot b. OmunuaHu, paccmMaTpyBarOLLErO BOMPOCH
n3MeHeHust obpasoBaTeribHbIX OpraHnU3aLmMin B KOHTEKCTE PeLLeHUs OCHOBHbIX NpobrieM MoaepHu3aLu npo-
(beccuoHanbHoro 0bpasoBaHus € y4eTOM MpUHLMNOB Bepexnunsoro npoussogcTea [7, 8]. B coBpeMeHHbIi
nepuog ocoboe passuThe nonyyatoT Npobnembl BHeApeHUs BepexnmBoro Npou3BoACTBa B YHUBEPCUTETAX Ha
PasHbIX YPOBHSX YNpaBneH!s U B pasHblX CTpaHax.

Mo MHeHWO 3apyBeXxHbIX UCCreaoBaTenen, yyLune nNpakTUk BepexnMBoro NPOU3BOACTBA, NPUMEHS-
emble By3aMu BKITIOYAIOT : ONTUMMU3ALMI0 NOTOKA NPOAYKTOB U YCnyr; obecneyeHre npoLeccoB 1 TEXHONOTIIA
Ans GecnpensTCTBEHHOM nepefayun 1 AOCTyna K COOTBETCTBYHOLMM JaHHbIM U MHGOPMALMK; ONTUMU3ALMIO
NCMOb30BaHWA NIOAEN; BHEAPEHWE VHTErPUPOBaHHbIX rpynn pa3paboTkv NpOAYKTOB W NPOLLECCOB; pasBuThe
OTHOLLEHWI, OCHOBAHHbIX Ha B3aUMHOM [JOBEPUN; NPOABMKEHNE BEPEXNMNBOTO MbILLSIEHNS HA BCEX YPOBHSIX;
HenpepbIBHOE COBEPLUEHCTBOBAHME. [1pn 3TOM CyLIECTBYET CeMb BaXHbIX KOMMOHEHTOB NEepPefoBON MpaKTu-
Ku, Heobxogumblx Ans opmupoBaHmus JTuH — KynbTypbl, BKIOYas cpegy ANs U3MEeHeHu, nuaepcTso, ajan-
TUBHYIO OPrKyMbTYpY, pacluMpeHre npas 1 BOSMOXHOCTEN COTPYAHWUKOB, 0ByYeHWe, KOMMYHUKaLMO U n3me-
peHue [9].

YyeHble 0TMEYaloT, YTO HECMOTPS Ha 0Bunne cTaTen, peLleHne paccmMaTprUBaeMblX BOMPOCOB Laneko
[0 3aBepluenmns. . XacuH u C. Jletbpumx cpaBHUBAOT UX C alcheprom, rae TeXHOMOrn, UHCTPYMEHTbI U
MeTodbl GepexnMBOro NPOW3BOACTBA, KOTOPbIE BAMUSIKOT Ha NPOLECCHl B YHUBEpCUTETAX, — 3TO BUANMAs
yacTb. OgHako obLmMpHas YyacTb ancbepra HaxoauTcs NOA NOBEPXHOCTLIO U ABMAETCS HEBUAMMON. BmecTe ¢
TEM MMEHHO OHa CBSi3aHa CO CTpaTerueit, onpeaenseT yCnewHoCTb TpaHcqopMauum 1 - ycunueaeT ancbepr
Bepexnuoro nponssoacTsa [10]. [JaHHas npobnema paccmaTpuBaeTCs Takke B reorpadmyeckom acnekte.
Hanpumep, C. Hagey, Bbiaenss YeTbipe OCHOBHbIX PErMOHA AEATENbHOCTU BepexmnuBbIX YHUBEPCUTETOB
(EBpona, brnvxHuin BocTok u KOxHas Adpuka, A3naTcko-TUXOOKeaHCKUiA Per1oH), 0TMeYaeT, YTo cTpaTernye-
CKE U TaKTMYeckue npobreMbl COBEPLUEHCTBOBAHMS OCHOBHbIX NPOLECCOB 06pa3oBaTenbHbIX OpraHu3aLuii
aHanu3MpylTCs 1 peLlalTcs NPenMyLLECTBEHHO aMEPUKaHCKUMM U BpuUTaHCKUMKU By3amu, Toraa kak B Mek-
cuke, GuHnananu, KOxHon Adppuke, VHaumn, Kutae n Caynosckon ApaBun KOHKPETHbIE BONPOCHI BHEAPEHNS
TEXHOMOTUA U WHCTPYMEHTOB 6epexnuBoro NpoM3BOACTBA OLEHWBAKOTCS TOMbKO Ha OnepauvoHarbHOM
ypoBHe [11]. C aTOI TOYKM 3pEHUs UCCNESOBaHNS POCCUICKNX YYEHBIX, KaK MPeCTaBNSATCS, OTHOCATCA npe-
WMYLLECTBEHHO KO BTOPOW rpynne. Bo MHOrom ato 0BycrnoBneHo Tem (hakToM, YTo BHeapeHue 6epexnmBbix
TEXHOIOMMI B BbiCLEM 06pa30BaHMM TONMbKO HAa4anoch, a nybnukauuy npeacTaBneHbl Hay4YHbIMU CTaTbSIMN 1
Te31caMu KOH(epeHLMi, paboTbl MOHOrPatUUECKOro XapakTepa noka OTCyTCTBYHOT.
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[MpoBEAEHHbIN aHanN3 NokasbIBaeT, YTO UCCNEA0BaHNS BepexnmBbIX YHUBEPCUTETOB U BepexnnBoro
0Bpa3oBaHust B HaLLE CTPaHe MOXHO YCMNOBHO pa3buTb Ha ABE HEpPaBHO3HAYHbIE rPYNMbI.

MepBsas rpynna nybnukauuii NnpeacTaBneHa HEMHOMOUYMCNEeHHbIMIU paboTamu 06obLLaroLero xapakre-
pa, CBA3aHHbIMM C ynpaBreHneM BepexnuBbiM YHUBEPCUTETOM Kak MPOM3BOLCTBEHHON CUCTEMON W/ ee
OTAEeNbHbIMK dneMeHTamu. Hanpumep, Anekcangposa C. A., liuxtep A. M., Mepkynos [1. U. u Mepkynosa A.
M. xapakTepusytoT Npobnembl 1 BO3MOXHOCTYM MOAEPHW3ALMM CUCTEMbI YnpaBneHns obpasoBaTesnibHbIM
YYpEeXOEHWEM Ha OCHOBE NMpUHLMNOB «Bepexnuneoro npoussogcTeay [12]. B cratbsax 3umakoson JT1.A., [op-
6atiok [.10., lWetana A.I. [13], Boctpukoson E.O., Mewkosoit A.l., Jlyvesa A.l1. [14] paccmaTpuBatotcs
BO3MOXXHOCTM WCMONb30BaHWA OTAENbHbIX MPUHLUMNOB GEpexnnBoro npousBOACTBA B yHMBepcuTeTax. B
YacTHOCTW, onpefeneHbl Haubonee BaXHble NMPUHLUMNLI ANS aAMUHUCTPATUBHO-XO3ACTBEHHON, 0Bpa3oBa-
TEMNbHON W Hay4HON LEeATEeNbHOCTM, peann3auns KOTOPbIX NO3BOMNT YAYULLMTL Ka4yeCTBO NOAroTOBKM 0byya-
IOLLIMXCS, YCKOPUTb BHYTPEHHUE MpOLecChl W CHU3MTL 3aTpaT yHueepcuteta. Bacunbes B.J1., Cepgos C.A,,
YetioxuHa O.H. aHanuanpys 6epexnneoe Npou3BOACTBO Kak METOZ MOBbILLEHUS 3KOHOMUYECKOH BesonacHo-
CTU NPEeanpUATUA N OpraHn3aumin, Ha npumepe 06pa3oBaTenbHOM OpraH13aLn paccmaTpuBatoT achdeKkTnB-
HOCTb MCMOMNb30BaHMUS TaKUX UHCTPYMEHTOB, KaK BbITATMBAOLLMIA NOAXOA ANS OpraHu3auun npoopueHTaL -
OHHOM paboTbl, «5S» ANA HaBefeHWs Nopsaka B TeKyLlen JesTeNbHOCTH, KapTUPOBaHWS ANs NpeaaunIiom-
HOW npakTuku [15]. [lonbiTka Knaccudukaumm CyLecTByOWMX Noaxo4oB B nybnukauusx no npobnemam
BHeApeHns 6epexnnBoro Npou3BoacTBa B 0bpasoBaTenbHbIX OpraHusauusx caenana B cratee W. W. Tny-
LeHko u B.B. MnyweHko [16].

Btopas rpynna nybnukaLmin uMeeT JOCTaTOMHO LLIMPOKMIA XapakTep W CBSi3aHa C aHann3oM onbiTa YHU-
BEPCUTETOB MO WCMOSMb30BaHWK0 NPUHLMMOB BGepexnuBoro NpoM3BOACTBA ANS COBEPLUEHCTBOBaHWS 0Bpa3o-
BaTenbHOro npouecca. Tak, Hanpumep, B pabote Tpewesa A.M., PomaHosckoin W.A. n Cepreeson O.A. npega-
CTaBMeH OnbIT ACTPaXaHCKOro rocyapcTBeHHOro yHueepeuteta [17], B nybnukaumsx JinteuHa 3.10., Eponku-
Ha A.M. uayyatotcs Npobrembl ynpaBneHnst KOHTUHrEHTOM oByyatolmxcs B MOCKOBCKOM rocydapCTBEHHOM
aBuauuoHHom uHetutyTe [18], B cTatbhe KouHeBoi A.A., CenesHeson A.B., Kasbekoson W.T. npeacrasneHsl
pesynbTaThl BHeAPEHNs GepexnnBoro NPouM3BOACTBA AN YNyYLIeHUs npouecca «okasaHue obpasosaterib-
HOW ycnyru» Ha 6ase lMepMCcKOro HaumMoHambHOro UCCneLoBaTeNbCkoro NOUTEXHUYECKOTO YHUBEpPCUTETA C
Y4ETOM BO3MOXHOCTEN YCTPaHEHWs NMoTepb Ha pasnuuHbix dtanax npouecca [19]. Ocobbin MHTEpec npea-
CTaBNsieT aHanu3 MCnonb30BaHWs BepexnmBbIX TEXHOMOMIA B MEAULIMHCKUX YHUBEPCUTETaX: (abpuku npo-
LieccoB B THOMEHCKOM rocyapCTBEHHOM MeauUMHCKOM yHuBepeuteTe [20].

BblaeneHne pasHblX ypOBHEW ynpaBneHus BHeAPeHUEM GepexnnBoro npou3BoACTBa B Mpodeccuo-
HanbHOe 06pa3oBaHue, HeobX0aMMOCTb HOPMMPOBAHUS «DEPEXNMBLIX YHUBEPCUTETOBY Kak peakuuy aka-
AEMNYECKOro COOBLLECTBA Ha BbI30BbI BHELUHEN Cpeabl NOKa3biBaT BO3MOXHOCTb UCMOMNb30BAHNS B CUCTe-
Me CTpaTerMyeckoro ynpasneHus By30M KOMMIIEKCHOTO METOAMYECKOrO NOAX0AA, NO3BONSIOLLEr0 Y4YUTbIBATL
00LLYt0, KOHKYPEHTHYHO 1 (DYHKLMOHASBHYKO CTpaTErvio yHuBepeuTeTa Ans obecneveHns yyeta BCex BO3MOX-
HOCTEN W PUCKOB B YCIOBUSX OBLLECTBEHHON MOLEPHU3ALMMN.

OCOBEHHOCTU ®OPMUPOBAHUA METOAMUYECKOIO NOAXOAA K PASPABOTKE
CTPATEIMU BEPEXNUBOIO YHUBEPCUTETA

BblaeneHHas ABYXYpOBHEBOCTb 3afay BHeAPEHUs 6epexnnBoro Npou3BOACTBA, MMELLMX PasfinyHyto
BPEMEHHYI0 MepCrekTUBY, JIOTUYHO YKNaAblBAETC B PaMKW KOHLENUWid cTpaTternyeckoro ynpaeneHus U.
AHcodhba [21, ¢. 27-33] n . MuHubepra [22, ¢. 18], onucbiBaoLMX ABE B3aMMOAOMNOMHSIOLME NOACUCTEMDI
cTpaTeruin: «3anfiaHupoBaHHY CTpaTernio» — 0BLLYI0 1 KOHKYPEHTHYIO CTpaTeru Ans ynpasnieHns crparer-
4eCKMMU BO3MOXHOCTSMI Ha OCHOBE aHanu3a W Bblbopa cTpaTernyeckon nosuuuu; «peanusyemyio crpate-
Mo» Kak (OyHKUMOHAmNbHYK0 CTpaTeriio OnepaTuMBHOrO ynpasneHus npobnemamu B peanbHOM MacliTabe
BPEMEHM.

Takoi NoaxoA yxe Hallen OTpaXeHue B 3apybexHON Hay4yHON NuTepaType NPUMEHUTENBHO K OpraHu-
3aUMAM 1 YUpPEXaEeHUSIM KOMMEPYECKOro cektopa. basoBbIM MPUHLMNOM Takoro nogxoAa CYUTaEeTes TO, YTO
BHeApeHue 6epexnnBoro Npon3soacTea bes yueta cTpaTery KOMNaHuM He MPUBOANUT K OKUOAEMbIM Pe3yrb-
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TaTam, 6onee TOro OTCYTCTBME YETKWUX M OMPEAENeHHbIX CTPATErMYeckuX Lienei MoxeT NoaopBaTh 3TOT Npo-
Lecc [23]. MHoroumcneHHble nccrnefoBaHWs NoKa3biBalOT CBA3b CUCTEMbI CTpaTeruin ¢ nokasaTensmm bepex-
NMBOTO NPOW3BOACTBA. [N JOCTUXEHUS U YOEPXKaHNS KOHKYPEHTHbIX NMPeuMyLWecTB ¢upmam B npouecce
peanusauuu, Hanpumep, KOHKYPEHTHOW M MPOAYKTOBOW CTpaTernii pekoMeHZyeTcs OPUEHTMPOBATLCA Ha Ta-
Kue nokasaTenu, kak: CTOMMOCTb (pa3paboTka W OCYLLECTBIEHWE YrpaBfieHYeCKX NpoLeayp, rapaHTupyo-
LMX CHDKEHWE NMPOWN3BOACTBEHHBIX 3aTpaT Ha NPOAYKLMIO); KavecTBO (pa3paboTka 1 ocyLiecTBNEHWE npoLie-
LYP, rapaHTUPYIOLMX YCTAHOBMNEHHbBIN YPOBEHb KaYecTBa NpoayKLun); 3heKTUBHOCTb JOCTaBKK (pa3paboT-
Ka M OCyLLEeCTBIEHWe NpoLeayp, rapaHTUpYHLLMX cobrioLeHNe YCTaHOBMEHHbIX CPOKOB U COKpaLLEHHOe Bpe-
M5t 0BpaboTku); mbkocTb (pa3paboTka M OCyLecTBNEHNE NpoLeayp, rapaHTUPYIOWMX aganTaumio K HOBbIM
npoaykTam, npoueccam u metoaam) [24]. Mpu 3TOM peanu3aums nepapxuveckux Lienen B3anmMoCcBs3aHHbIX
cTpaTeruit ¢ y4eToM TEXHONOTUIA U MPUHLMNOB 6EPEXMBOrO NPOU3BOACTBA COCOOCTBYET YCNEeWwHOMY OCy-
LLECTBMNEHWI0 NIUH-CTPATErMn Kak cTpaTernm ynpaBreHus, HanpaBneHHON Ha YIyyLleHue SKCMiTyaTaumoHHbIX
XapaKTepuUCTUK NPOAYKLWW C TOYKM 3PEHWS YOOBMNETBOPEHHOCTU KMMEHTOB, @ TakKe KOHTPONS Takux napa-
METPOB, kak CTOMMOCTb, Ka4eCTBO, A0CTaBka 1 MMbKoCTb [25].

K nogobHbIM BbiBOgAM NPUXOASAT U poccuickine yyeHble. Hanpumep, A.Ll. Bopobbes, nokasbiasi CBSi3b
BepexnmBoro NPOM3BOACTBA U CTPATENMYECKOro ynpaBneHus Ha NpeanpusTin, npeanaraeT UCnoNb3oBaHue
CTpaTternyeckon Mofenu kak pesynbtata nocnefoBaTenbHbIX AeNCTBUA MO HENpPepbIBHOMY YIyYLLEHWO Ha
MecTax M B Lenom B opraHusauun. Ocoboe BHUMaHWE B 3TOW MOAENM YOENseTcs «Lenoyke LeHHOCTEN,
TEOPETUYECKME UCTOKM KOTOPbIN MOXHO HalT U B CTPATEryeckoi TEOPUM KOHKYPEHTHbIX Npeumylyects M.
MopTepa 1 B KOHLENLMM BepexnnBoro Npon3BoAcTaa [26].

OnpegeneHHoe CXOACTBO C 3TOM noauuuen aemoHcTpupytoT Typosey O.., Poguoxosa B.H., onuchbl-
BalOLLME OPraHM3aLMOHHYI MOZeSb, CTPYKTYpa KOTOPOW BKITOYaeT B cebs nocnenoBatenbHble aTanbl (op-
MWUpOBaHKS 6a3oBo CTpaTerumn (3tan aHanuaa pecypCHOro noTeHumana NpeanpusTus 1 BHELHEN AenoBO
cpedbl; aTan uenenonaraHus Ans OpMyrMpOBaHWUS MUCCUM, LENei U OCHOBHBIX MPUHLMMIOB MPOM3BOA-
CTBEHHOW CUCTEMbI BepexnmnBoro NPOU3BOACTBA; aTan pa3paboTku obLyei cTpaTery peanusauum TeXHOMO-
it 6epexnnBoro NpoU3BOACTBA) U PYHKLMOHAMNBHON CTpaTer (Npoxoasime napannensHo 6a3oBbIM aTanbl
aHanu3a, uernenonaranus, paspaboTku 1 BblIbopa B 4acTU «pPecypChbl/BO3MOXHOCTUY B CTPYKTYPHBIX NoApas-
Aenexnsx). [lanee crepyloT KOHKPETHbIE AENCTBUA MO peanusauun nporpaMMbl 6epexninBoro Npou3BoaCcTBa
C NPOBELEHNEM KOHTPOSNS U OLEHKON 3O(HEKTUBHOCTU OPraH13aLMOHHbIX PELUEHWA Ha dTane peanusauui.
[Mpu Heob6X0AMMOCTI NPOBOASATCS NpoLeaypPbl KOPPEKTUPOBKM BA30BOI M (hYHKLMOHANBLHOM cTpaTeri [27].

B nopo6Hoi noruke npeactasneHa u nosuuus bapasosa B.B., 3anuesa A.B., 3aiiuesa A.A. n Cegnapx
M. [28], koTOpble paccMaTpuBaloT BHeApeHUe GepexnvBoro MpON3BOACTBA Ha MPEANPUSTUN Yepes NpuaMy
MPOLLECCHOro NoaXoAa W [0Ka3blBakoT, UTO (hYHKLUMOHAMbHbIE CTpaTernn SBNAKOTCS dNeMeHTaMu  KOHKYPEHT-
HOWM CTpaTernn, onpeaensiowei 3agaqn SOCTKEHWUS KOHKYPEHTHbIX NPeuMyLLecTB npeanpustus. dunoco-
usa NpeaIOKEHHOT0 MeTo4a OCHOBBLIBAETCA Ha BblaeneHun 6a3oBbIX 3EMEHTOB M3 BblOPaHHLIX (DYHKLMO-
HanbHbIX CTpaTernin nyTem AekoMnosuuun obLLen KOHKYpeHTHON cTpaternn npegnpuatus. CBoeobpasHbiM
pasBUTMEM TaKOro nogxoaa sensetcs nosuuyms Knoykosa HO.M1., packpbiBatoLlero 0cobeHHOCTH AencTBrs op-
raH13aLMOHHBIX MEXAHM3MOB Ha pasHblX dTanax peanusauun CTpaTeruum, HaueneHHOW Ha co3daHue agan-
TUBHOW M TMOKOW CCTEMbI YNpaBNEHUS M MPON3BOACTBA, CNOCOBHON K HENPEPLIBHOMY YNyuLLeHWto [29] .

[MpOBEAEHHbIN aHanM3 W UCMOMNb30BaHNE WHCTPYMEHTOB M MPUHLMMOB HOBOMO FOCYAapPCTBEHHOMO Me-
HeKMEHTa NO3BONSIOT afanTUpoBaTh OMbIT KOMMEPYECKUX NPEANPUATUAA N0 BHEAPEHWO 6epexnneoro npo-
N3BOACTBA K CUCTEME MpodheccroHanbHoro obpasoBaHus. Cneayert cornacutbes ¢ MHeHeM W.A. Bonkosoi
[30], yTO aKTyanusauus npuMeHeHUs BEPEXNMBLIX TEXHOMOMI BO3MOXHA B paMKax Crieaytowux Hanpasne-
HUW:

—  pasBuTME COBPEMEHHOM MHTETPUPOBAHHOW KOHLeNuMn GepexnmBoro NpousBoacTea B 0bpasoBa-
HuK;

—  paspaboTka MeponpuaTAA N0 hOpMUPOBaHMIO 0Bpa3oBaTeNbHON WHAPACTPYKTYPbI, TEXHOMOMM
BOBIIEYEHUS CTYAEHTOB B 0O6pa3oBaTenbHbIA NPOLECC, PErMOHANbHOM CUCTEMbI MOAFOTOBKA M NOBbILIEHNS
KBanuuKkaLuum KagpoB, CUCTEMbI CTUMYMMPOBAHMS NepcoHana Ha npuMeHeHne HepexnmBbIX TEXHOMOTUI;

—  (hopMMpOBaHME YCTOMYNBOM MOAenn Bepexn1Boro noBeaeHUs Ha OCHOBE NOMynspuU3aLnn Kymnb-
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Typbl «BEpPexnMBOCTUY; MHULUMPOBaHUS NPOLIECCOB camoopraHu3aLmm obLiecTsa B per1oHe Ha bepexnusoe
OTHOLLEHME;

—  pasBuTWe MH(OPMaLMOHHOTO 0BpasoBaTeNbHOrO MPOCTPaHCTBA, BKMKYas noabop napameTpoB
NocTpoeHust bepexnmeoro 0bpa3oBaTebHOM NOTOKA;

—  BHeJpeHue CUHepreTU4eckoro noaxoda K ynpasfeHuio 6epexinBbIMU TEXHOMOMMAMM, Ha OCHOBE
NPUMEHEHNS B3aMMOCBS3aHHbIX, AOMOMHSIOLMX M YCUNMBAKOWMX APYr Apyra WHCTPYMEHTOB, U MeTogoB be-
peXnmBoit 06pa3oBaTenbHON OpraHn3aLum.

OyeBWaHO, YTO WUCMONb30BaHWe NOLOBHOMO Noaxoda B CUCTEME CTPATErnyeckoro ynpasneHus BHeA-
peHnem GepexnnBoro Npon3BOACTBA B YHUBEPCUTETE HYXOAETCS B ONPEAEneHHON cucTemaTnaaumm, Hanpu-
Mep, MO YPOBHAM YNpaBseMOCTV W BOBNEYEHNS NepcoHana B peLleHne 3afad pasnnyHbIX BPEeMEHHbIX ropu-
30HTOB. 37O NO3BONISET NPEANOKUTL aBTOPCKUIA METOAMYECKUIA NOAXOS K pas3paboTke cTpaterun bepexnuso-
ro yHuBepcuteta Kak JlnH-cTpaterii, OCHOBAHHOM Ha CTPYKTYPHO-OYHKLMOHANBbHOM METOAe COBEpPLUEHCTBO-
BaHUs OpraH13aLoHHON MOAENM BY3a.

[ins xapakTepucTMK1 NpeanaraemMoro MeTOAMYECKoro Noaxoaa HeobXoaMMO BbILENNUTb NPUHLMIUANb-
HO BaXHOe MOroXeHWe. B COBPEMEHHOM YHMBEPCUTETCKOM MEHEKMEHTE OpraHu3aLMoHHas MOAerNb By3a
paccMaTpuBaeTCs kak cucTema, BkMtovatowwas B cebs Takme obssatenbHble KOMMOHEHTbI, Kak agMUHUCTpa-
TUBHO-yNpaBneHyecknin nepcoHan (AYM), npodeccopcko-npenoaasatensckun coctas (MMC), yyebHo-
BCMoMoratenbHbIv nepcoHan (YBIT), pasnuyHble KOMUCCUW, BPEMEHHBIE HAY4HblE KONMEKTUBbI, COBETbI U T.4.

Bce atv nogpasaeneHns obpasyloT B LENIOM fIMHEHO-(YHKLMOHANBHY Cy6opanHaLmMmM, OCHOBaHHYO
Ha TaK Ha3blBAaEMOM «LUAXTHOM» MPUHLMME MOCTPOEHUS W CheLuanu3aumu ynpaBneHYeckoro npoLecca,
npeanonaraioLLeM Hanuume B Kaxnon YHKLMOHAbHOM NoacUcTeME nepapxum cryx6: ynpaeneHus, oTaensl,
nabopatopuu, LeHTpbl v T.4. [31].

B 6epexnumBoil opraHn3almm B npouecce peanusauum JIMH-CTpaTernm gomxHbI ObiTb BOMMOLLEHBI, Kak
nogyepkusaet . duaenbmaH, Kak MUHUMYM [Ba CTPATErMyeckux NpuHUMNa : NepBblil — KOMMaHUs QOKHa
WCMOBEAOBaTb CTPATErNI0 Pa3BUTUS, BTOPOA — COTPYAHWKM FOTOBbI K NOCTOSHHOMY NEPEeXoay OT ucyepnas-
wux cebs yHKUMIA (onepauuit) Kk HOBOMY Crnocoby paboTbl, BO3HMKILEMY B pe3ynbTaTe YnyulleHWd, B TOM
yncne Ha HoBoM paboyem yyacTke [32]. 310 03HayYaeT, YTo B npoLecce TpaHcGopmaLmumn By3a B 6epexnmBbiif
YHUBEPCUTET JOMKHA ObITb CO3haHa HOBasi OpraHM3aLMoHHas MOAENb BY3a, OCHOBAHHAs Ha MpuHUmMNax rub-
KOro ynpaBIieHns COBEPLUEHCTBOBAHMEM Pa3BUTUEM MOLPA3LENeHn 1 BCeil OpraHn3aLmm, BKIoYas pacnpe-
[EneHne MOMHOMOYNIA MEXOY PasnMYHbIMA AOMKHOCTHBIMU NULAMKU M HaLeneHne OTBETCTBEHHOCTHH MO
BHeZpeHMo BepexnnBoro Npon3BoaCTBa.

NPUHLUUNBI U MEXAHU3MbI BHE[PEHUA BEPEXITUBOIO NPOU3BOACTBA B
OBPA3OBATE/bHYIO OPTAHU3ALIUIO

[MpoBeaeHHbIN aHanua 3apybexxHON 1 POCCUICKON IUTepaTypbl NOKa3bIBaeT, YTo Npobrema co3aaHms u
peanu3auuv ctpaterii 6epexnnBoro YHMBEPCUTETA A1t POCCUICKUX 0OPa30BaTENbHbIX OpraHM3aLmin UMeeT
CBOK Cneuunduky, onpesensemMylo B TOM YMCE UX OTPacneBoOn NpUHaAnexHoCTol. Hanpuvep, ans meau-
LIMHCKNX BY30B 3Ta creuudmka B YCNOBUSIX MOAEPHMU3aLMN NpoeccnoHanbHoro 0bpasoBaHnst U CUCTEMbI
NPaKTUYECKOrO 34paBOOXPAHEHNS NOMy4YaeT 0COBYH 3HAYMMOCTb, CBSI3AHHYKO Kak C MHTEPECOM K CamMOM KOH-
Lenuun N NpakTUYEeCKoro MHCTPYMeHTapus 6epexnnBoro NPOU3BOACTBA A1t COBEPLUEHCTBOBAHUS ynpaBre-
HWS OpraHM3auusMi, Tak U C MPOLECCOM CO3AaHust «OepexnmBbIX MNOMMKAMHUKY, Tpebyowmx  JlnH-
KOMNETEHUMA Y HACTOALWMX M ByayWwmx COTPYAHMKOB, COOTBETCTBEHHO Yy 0ByYatoLmxcs 1 npodeccopcko-
npenoaaBaTenbCKoro cocTaBa OTpacneBblX BY30B. B TakOM KOHTEKCTE oveBMAHa HEOBXOAMMOCTb OCYLLECTB-
NEHUs KOMMNEKCHOM CUCTEMbI Mep, BKIOYatoLe B cebs yTouHeHne 1 pa3paboTky NOHATUAHOIO annapata,
pasBUTME KOHLENTYyanbHO-METOAMYECKNX OCHOB M METOAMYECKOTO MHCTPYMEHTapusi pa3paboTku ctpateruu
BepexnBoro yHuBepcuTeTa.

WccnenoBaHus poccuiickux aBTopos [33] A0Ka3bIBalOT, 4TO HepexInBOe NPON3BOACTBO Kak KOHLENUMs
MOXeT ObITb MCMOMb30BaHa B NPOgeccuoHanbHoOM 06pa3oBaHnm Mo CreayLwmnM HanpaBneHUsM:

1 HaBegeHue nopsiaka B TEKYLLEN LesSTENbHOCTM COrNacHo MeToauke «5Sy.
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2 BbicTpanBaHue npoopueHTaLMOHHOM paboTbl COrMacHo BbITATMBAOLLEMY NOAXOAY.

3 MNpoBeaeHne nNpeaannioMHON NPaKTUKK, B TOM YKUCne ANs pelieHns npobnem npeanpusitui ¢ noMo-
LbH0 MPUHLMNOB 6EPEeXMBOro NPOKU3BOACTBA.

4 ®opmupoBaHue JIMH-KOMNETEHLMIA B paMKax AucUMnaMHbl «MeToabl W TexHomnorum 6epexnmBoro
NPOU3BOACTBAY.

5 MNpoBeaeHne Hay4HbIX UCCMefoBaHUiA NO aKTyanbHbIM HanpaBieHnsaM BepexnmBoro Npon3BOACTBaA.

lNpoBeaeHHoe UccrnefoBaHne No3BONMMO CHOPMYnMPOBaTh NMOHATUE «BEpPexnUBOrO YHUBEPCUTETAY C
Y4ETOM €ro 0TpacneBoi NpuHagnexHocT. Hanpuvep, 6epexnmBbii MEAULMHCKMIA YHUBEPCUTET SABMSETCS
KOHLIENUMen YHUBEPCUTETCKOrO MEHEeMKMEHTa, NPEeACTaBNSIOWeEN WHCTPYMEHT afgantauum 6epexnnBoro
NPOU3BOACTBA ANS PeLeHNs TekyLLmMX 1 Byaywmx 3afady B 061acTy BbICLLEro MeauuUMHCKoro obpasoBaHns Ha
OCHOBe ONTUMM3aLMK GU3HEC-NPOLECCOB By3a C MaKCUManbHOW OpUEHTALMEN Ha pPa3BUTWE PbiHKA 3[paBo-
OXpaHEeHNs 1 NOTPEBHOCTH BCEX 3aNHTEPECOBAHHbIX CTOPOH.

Takoi noaxopd nossonseT BblAENUTb U YTOYHUTL MPUHLMMBLI U MeXaHu3Mbl paspaboTki U peanusaumm
cTpaterun 6epexnmBoro NPOU3BOACTBA B NPOGecCMoHanbHOM 0bpa3oBaHuy C yH4ETOM OTpacneBomn cneuudm-
Ku.

MMpuUHLMNbI NpeacTaBnsioT coboit cucTemy npaBun BHeApPeHUs BepexnuBoro Npou3BoACTBa, NPeano-
xeHHyto Typosuom O.I'. u Pognorosom B.H. [33] n aganTupoBaHHyH K YCroBUSM NpodeccoHansHoro obpa-
30BaHus. OHM BKMHOYaIOT:

—  CMCTEMHYI0 HanpaBneHHOCTb, 03HAYAILLYK pacyneHeHre nporpaMMbl BHEAPEHUS BepexnmBoro
NPOU3BOACTBA Ha OTAENbHbIE CBA3aHHbIE Mexay coboi MOZynM U MoANpOrpaMMbl Ha OCHOBE CTPYKTYPHO-
(PYHKLMOHANBHOO NoAX0A4a K CO3AaHW0 HOBOW OpraHnU3aL OHHON MOZeNu By3a C UX NocneaytoLen nHrerpa-
Len B eanHYI0 Nporpammy « bepexrneblil yHUBEPCUTETY;

—  e[MHCTBO W B3aUMOCBA3b 3aday pa3BUTUS YHUBEpCUTETA U NOTPeBOHOCTEN BCEX 3aUHTEPECOBaH-
HbIX CTOPOH C Y4eTOM UX NMPUOPUTE3aLIN B KOHTEKCTE NPOECCHOHANBHOM Cpedbl 1 OTPacneBoi NpuHaanex-
HOCTH;

—  00s3aTenbHOCTb 3KCMNEPTHOM (SKOHOMMYECKOM) OLIEHKU OpraHW3auMOHHbIX peleHnid, npegnona-
ratowjas BbIOOp Hamny4ylwero BapuaHTa MpPOEeKTOB BHeApeHWs BepexnmBoro Npou3BOACTBA B CTPYKTYPHbIX
noapasaeneHnsix 1 Ha ypoBHe Bcer 06pa3oBaTenbHON OpraHn3aLmm Ha OCHOBE KOHKYPCHOrO 0T6opa npoek-
TOB;

—  OTKPbITOCTb W MIACHOCTb, HaNpaBNEHHbIE HA MOBbILEHWE MOTUBALMM COTPYAHUKOB BCEX KaTero-
PUIA 1 pacLLMPeHns X BOBMIEYEHHOCTH B pa3paboTKy W peanu3aLmio NPOEKTOB B paMkax BHEAPEHUS 6epex-
NIMBOTO NPOU3BOACTBA;

— mbkoe ynpasneHue, Npeanonarawllee coshaHne CUCTEMbl MOTUBALMM K OBYYEHMIO U NPUHATUIO
W3MEHEHWUI B CUCTEME YNPABIEHUS 1 CUCTEME NPOU3BOACTBA.

[MpuHUMMBI ABNSIOTCA HEOBXOAMMBIM 3IEMEHTOM MEXaHW3MOB BHEAPEHUS BepexrnMBoro npoussod-
CTBa, KOTOpblE B 0OLUEM BMAE NPEACTaBNAT CUCTEMY OpraHU3aLMOHHO-YNPaBEHYECKNX OTHOLLEHWI, BO3HM-
KatoLmMX BHYTPW 06pa3oBaTenbHOM opraHusauui (Mexay pyKOBOAUTENSAMM pasHbIX YPOBHEN, MeXaY PYKOBO-
AUTENSMU U COTPYOHUKaMU, MeXZy COTPYAHWKaMMW, MEXAY opraHu3aumen u notpebutensamu ycnyr u 1.4.) no
noBodYy W B NpoLecce BHeAPeHNs BepexnuBoro NpousBoacTea. B aToM cnyyae 0CHOBOWM MexaHu3MoB Oyaet
pasBUTWE HOBOW OpraHu3auuoHHoin mogenun. [lpu aToMm cnegyeT cornacutbCs ¢ MHeHueM battanosa A.M.
[34], 4TO MexaH13Mbl BHEAPEHWS KOHLenUu Bepexnneoe npoun3BoACTBO Heobxoaumo pa3butb Ha onepaTtus-
HbII, TAKTUYECKUI 1 CTPATErNMYECKE YPOBHM, YTO NO3BOMMUT Y4NTbIBATH OCOBEHHOCTW BY30B KaK CEPBMCHBIX
OpraHu3auuin, OnpeaennTb YpPOBEHb MOTEPb W BO3MOXHOCTb WX YCTPaHEHWS B BblAENEHHbIX OGu3Hec-
npoueccax 1 nogobpartb COOTBETCTBYIOLWIA UHCTPYMEHTAPUIA AN ONTUMU3ALIUN.

3AKINOYEHUE

PeTpocnekTuBHbI aHann3 3apybexHOn 1 pOCCUACKON nuTepaTypbl No npobnemam BHeApeHus bepex-
NMBOTO NPOM3BOACTBA B NpogdheccroHansHoe 06pasoBaHme NO3BONSET caenaTth Creaytowme BbiBOAbI:
— MOAEpHM3aLMa POCCMINCKOro 06LLecTBa NPeabsBSET HOBble TPeBOBaHMA K BbICLIEN LUKOMbI He
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TOMbKO B 4acTU opraHm3auun obpasoBaTefilbHOr0 KOMNETEHTHOCTHOOPUEHTUMPOBAHHOTO MNpOLEecca, HO W no-
BbILUEHUS 3 EKTUBHOCTM AEATENBHOCTI 0Bpa3oBaTenbHON OpraHM3aLMn Kak TPAHCIATOpa HOBbIX 3HAHUMA U1
TeXHonornn. B Takom koHTekcTe JIMH-TexHonornn u JInH-KynbTypa CTAHOBSATCS MOLUHBLIX MHCTPYMEHTOM W3-
MEHEHWA YHUBEPCWUTETOB, MCMOMb30BaHUE KOTOPbIX HYXAAeTcsd B COOTBETCTBYHLLEM KOHLENTyasnbHO-
MeTOANYECKOM COMPOBOXAEHWMW, OXBATbIBAIOLLEM BCe Chepbl AEATENBHOCTN BY3a;

— YCMELHOCTb U pe3ynbTaTUBHOCTb BHEAPEHUS BEPEXIMBOrO NPOM3BOACTBA 3aBUCUT OT AGeKTUBHO-
CTV (hOpPMMPOBAHNS HOBOM OPraHK13aLMOHHON MOLENN KaK CUCTEMbI B3aUMOLENCTBUA MexXzy NoapasgeneHu-
SMW W COTPYAHUKAMKU, OCHOBAHHOW Ha MPWHLUMNAX rMbKOro ynpaereHws, pacnpefefieHns NofHOMOYMA W
HafieneHne OTBETCTBEHHOCTbIO PasHbIX JOSMKHOCTHBIX UL, B NPOLECCe CO3daHus W peanusauuy ctpaterim
BepexnnBoro NPoM3BOACTBA;

— OepexnuBbIii YHUBEPCUTET — 3TO KOHLENUMS YHUBEPCUTETCKOrO MEHeIKMEHTa, KOTopasi OCHOBaHa
Ha NpWHUMNaX ONTUMArbHOMO YNpaBMeHUs BCEMW BUOAMU PECYPCOB M OPUEHTMPOBAHA, NMpexae BCEro, Ha
hopMMpoBaHME HEOOXOAMMBIX KOMNETEHLMIA GEPEXIMBOrO MbILLMEHNST Y BCEX Y4ACTHUKOB U3MEHEHUIA. [To-
aTomy BepexnuBas opraHu3auns BKMOYaeT TpU COCTaBHble YacTu: BGepexnueoe ynpasneHue, Gepexnnsoe
obyyeHue n 6epexnmeoe obpasoBaHme.

Takum 06pasom, kKoHLenLus bepexnmBoro Npou3BOACTBA CO3AAET METOLOMOMYECKYO NaThopMy AN
MOZJepHM3aLmMn npodeccroHanbHOro 06pa3oBaHus, HO ee HanoHEeHWe 1 pasBuTUE HyxXaaeTcs B pa3paboTke
METOANYECKOrO UHCTPYMEHTapUs, BKNKOYas YNpaBieHYeCKUn anropuT™M CO3AaHUsA W peanusaumu crpaterim
Ha pa3HbIX YPOBHSAX YNpaBneHns opraHu3aLmen.
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[JIABA 2. COBPEMEHHDIE MPOBJIEMbI
[OCYJAPCTBEHHOIO PEI'YJTAPOBAHNA W
YIPABNEHWUA B COEPE BE3OMNAGHOCTU W
OXPAHbI TPYJIA

['OPKOBEHKO CEPIEN MBAHOBIY

K.T.H., BE.Hay4.coTp
['BY «ApKTUYECKUA HAY4YHO-MCCNEeL0BATENBCKUNA LIEHTPY
Akagemun Hayk Pecnybnuku Caxa (Akytns)

AHHOTauma: B CTaTbe PacCMOTPeHbl NPobnembl rocyaapCTBEHHOTO PEryNMpOBaHNS 1 ynpaBneHns B cepe
BesonacHocT M oxpaHbl Tpyaa. Llenbto v 3agavamu mccnepoBaHns Obio BbiSIBNIEHWE NPOTUBOPEYNN,
OFPaHUYEHNA U HEROCTATKOB B MPUHATLIX NOAXOAAX W MPaKTUYECKUX MpoLeaypax, HanpaBNEHHbIX Ha
COBEPLUEHCTBOBAHME TOCYAAPCTBEHHOMO perynupoBaHns W CO3AaHWe COBPEMEHHOM CUCTEMbI YNpaBreHUs
6e30nacHOCTLI0 1 OXPaHOW TpyAa B OpraHM3aumsx. Ha ocHoBe ouumanbHON CTaTUCTMKM NPOBEAEHa OLEHKa
COCTOSHMSI TpaBMaTM3Ma Ha MPOW3BOACTBE M YCNOBWiA Tpyda paboTatwero HaceneHus Poccum u
Pecnybrmkn Caxa (AkyTusi). MpeanoxeH psg CTpaTerMyeckux W NpakTUYECKMX LUAroB Mo MPeOAOMneHuo
BbISIB/TIEHHbIX MPOTUBOPEYUI 1 OrPaHNYEHM.

KnioueBble cnoBsa: perynupoBaHue W ynpaBnieHue, npoGriemMbl, MPOTMBOPEUMS U OrpaHUYEHMs,
COBPEMEHHbIE NMPUHLMMbI M CTAaHAAPTbI yNpaBneHusl, 6e3onacHOCTb 1 oxpaHa Tpyaa, PUCK-OPUEHTUPOBAHHBIN
Moaxod, TpaBMaTU3M Ha MPOW3BOACTBE, BpedHble W OnacHble YCMOBUS Tpyda, AMHAMMKa nokasaTenem,
COBEpLUEHCTBOBAHME 0By4eHNst M pa3BuTie KOMMNETEHLMIA paBOTHUKOB ¥ CNeLManicToB.

MODERN PROBLEMS OF STATE REGULATION AND MANAGEMENT IN THE FIELD OF SAFETY AND
LABOUR PROTECTION

Gorkovenko Sergey Ivanovich

Abstract: the article deals with the problems of state regulation and management in the field of safety and
health. The aim and objectives of the study was to identify contradictions, limitations and shortcomings in the
adopted approaches and practical procedures aimed at improving state regulation and the creation of a
modern system of safety and health management in organizations. On the basis of official statistics, the
assessment of the state of injuries at work and working conditions of the working population of Russia and the
Republic of Sakha (Yakutia). A number of strategic and practical steps to overcome the identified
contradictions and limitations are proposed.

Key words: regulation and management, problems, contradictions and limitations, modern principles and
standards of management, safety and health, risk-based approach, injuries at work, harmful and dangerous
working conditions, dynamics of indicators, improvement of training and development of competencies of
employees and specialists.
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OxpaHa TpyZa — rocydapCTBeHHas cucTema, noaToMy 3dgeKTUBHOCTL ee  (hYHKLMOHMPOBAHUS
OnpeaensieTcs Ka4ecTBOM rocyfapCTBEHHOrO YNpaBeHus 1 perynupoBanus. [ocyaapcTBeHHOe ynpaBneHmne
B cpepe COXpaHEHNS 3A0POBbLS W KU3HM PabOTaOLLEro HaceneHMs CTpaHbl, ABNSSICb OOHUM U3 HanpaBneHui
rOCYAapCTBEHHOM MOMUTUKN, JOIMKHO OTNMYaThCA BbICOKOM COAnaHCMpOBAHHOCTbIO, MOCKOMbKY 3aTparsBaeT
WHTEpechl (Mpuyem, YaLle BCero, NPOTUBOPEYMBbLIE) BCEX YHACTHUKOB COLMANbHO-TPYA0BbIX OTHOLLEWH.

B cooteetctBIM CO CT. 210 TK PO 0CHOBHbIMM HanpaBieHUsIMW roCyAapCTBEHHON NOMNTUKM B 06nacTy
OXpaHbl TpyAa, B YaCTHOCTH, ABNAKOTCS:

- obecneyeHne NpuopuTETa COXPAHEHMUS XM3HU W 300POBbS PABOTHUKOB;

- NpochunakT1ka HeCHaCTHbIX CryvaeB W NOBPEXAEHNS 300POBbS PabOTHUKOB;

- YCTaHOBIEHWE rapaHTUii U KOMNeHcauun 3a paboTy C BpeaHbIMM U (MNK) OMacHbIMU YCIOBUAMM
TPyAa;

- pacnpocTpaHeHne NepefoBOr0 OTEYECTBEHHOTO U 3apybexHOro onbita paboTbl MO YNyuLLEHWHO
YCIOBWI W OXpaHbl TPyAa;

- NpoBegeHne 3 eKTUBHOM HarOroBON NONUTUKW, CTUMYAMPYIOLLEN co3aaHne 6e30nacHbIX YCrnoBMiA
TpyAa, pas3paboTky U BHedpeHWe 6e30MacHbIX TEXHWKA U TEXHONMOMWA, NPOM3BOLACTBO  CPEACTB
WHAMBUOYaNbHOM 1 KONNEKTUBHON 3aLiuTbl pabOTHUKOB 1 Ap.

[Mpn 3TOM NOZYEPKMBAETCA, YTO peanu3aumst OCHOBHbIX HanpaBneHWA rocyaapCTBEHHON NOMUTUKK B
obrnactn oxpaHbl Tpyga obecneynBaeTCcs CornacoBaHHbIMKU AEACTBUSIMU OPraHoB rOCYdapCTBEHHOM BflacTu
P®, opraHoB rocygapcTBeHHOW Bnact cybbektoB P® M opraHOB MECTHOrO CamoynpaBreHus,
paboToaatenen, obbeanmHeHnn pabotogaTenen, a Takke nPoMeccUoHasrbHbIX CO30B, UX 00beaNHEHUIA K
WHBIX YNOTHOMOYEHHbIX PaBOTHIUKaMM NpeaCTaBUTENbHBIX OPraHoB MO BOMPOCaM OXpaHbl Tpyaa.

dakTyeckn B Tex xe hopMynMpoBKax onpedeneHbl Lenu U Mepbl rocyfapCTBEHHOTO ynpaBfieHns
oxpaHom Tpyaa (cT. 216 TK PO).

TpyaHo npefcTaBuTb, YTO KTO-TO BCepbe3 OydeT ocnapuBatb TO, YTO MPAKTUYECKU MO KaxaoMy
HanpaBMEHMIO rocyapCTBEHHON NOUTUKIA W YNPaBNEHWS UMEKOTCA Cepbe3Hble OrpaHnyeHns 1 HegopaboTku,
a TaKkke OTCYTCTBYeT MOMHOE B3aWMOMOHUMAHWe W COrNacoBaHHOCTb B AEMCTBUSX YYACTHUKOB TPYOOBbIX
OTHOLLEHWH.

BrnonHe o4yeBMAHO, YTO rOCYOApCTBO HEMOCPEACTBEHHO He YNpaBnsieT HaemHbiMKU paboTHUKaMM,
OCYLLECTBNSOLMMM TPYOOBYIO AeATeNbHOCTb. OTO 3adava pabortopatens. CerofgHs, kak rocygapCTBeHHOE
perynuposaHue oxpaHbl 1 6e30MacHOCTU Tpyaa, Tak U YNpaBneHue B CUCTEME TPEXCTOPOHHErO NapTHEPCTBa
(«paboTopatenb — HaeMHble PaboTHUKM — NPOMCO3bI» HAa KOPNOPaTMBHOM U, OCOBEHHO, HA 0OBEKTOBOM
YPOBHE He NULIEHbI CYLLECTBEHHbIX NPOTUBOPEYMA W HepocTaTkoB. OB03HaYMM HekoTopble NPoBIeMHbIe
CUTYyauumn n paccmoTpum nx bonee noapo6bHo.

1. TOCY[APCTBEHHOE PEr'YNUPOBAHWE U CUCTEMA YNPABNEHUS OXPAHO! TPYJA B
OPFAHU3ALIMK (CYOT)

- npobnembl KOHLENTYanbHOrO U METOAONOrMYECKOro XapakTepa: AeknapaTWBHOE MPUHSATUE
COBPEMEHHbBIX MOAXOLOB YMNpaBMeHUs MO KpUTEPUSM MPOGECCUOHANBHOTO pUCKa W WX «MACCUBHOE»
NPOABWXEHME;

- «HeBepHas» OLEHKa (haKTUYeCKoro COCTOSHWSI OXpaHbl TPyAa, OCHOBaHHAs WCKIHOYUTENBHO Ha
MaTepuanax OoUUManbHOM CTAaTUCTUKM MpW  CTAaTUCTUMYECKM HeObBOCHOBAHHOW BblOOpOYHON Hase
obcneayembix NpeanpusTUiA M OpraHn3aLmi;

- MPOTMBOpeYMBas HOpMaTMBHas MpaBoBOW Oa3a, HecornacoBaHHas CO CMEXHbIMM CTPYKTypamu
(Hanpumep, ¢ PocnoTtpebHagsopom PO);

- CYOT He oTBEYaET COBPEMEHHBIM NOAX0AAM YNPABEHNS MO KPUTEPUSM NPOECCHOHANBHOTO prcKa
(He moucKk «omacHOCTeN» W UX NPOUNAKTUKA, a BbISBIEHWE HAPYLIEHUA U MPHUMEHEHUE «HaKa3aHWM» K
pabOTHUKY B pasfnnyHbIX hopmax);

- OrpaHNyeHns MeToamuyeckoro obecneyeHns aHanmsa W OLEHKU (hakTUYECKOrOo COCTOSIHUS YCMOBMM
TpyZa paboTHUKOB (HECOBEpLLEHHbIE NpoLeaypbl CneluansHON oueHki yenosuin Tpyaa COYT);
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- nNpobnembl CyLeCcTByIOLEeN CUCTEMbI 0By4YeHNs U MOATOTOBKW CneuuanucToB U paboTHUKOB U psig
OpYrvX.

B nocnegHee Bpems Habniogaetcs  BO3pacTaHWe  aKTMBHOCTM  [EATENbHOCTM  OpraHoB
roCyAapCTBEHHOTO YNpaBMeHNs, NPOECCHOHaNbHBIX COOOLLECTB, OOLLECTBEHHBIX OpraHM3aLuil, y4eHbIX W
npakTukoB B cdepe obecneyeHnss 6e3onacHOCTW, TMrMeHbl Tpyaa M COXpaHeHUs 340pOBbS PabOTHUMKOB.
MpoBoauTCs paspaboTka W MPUHUMAKOTCA HOBbIE 3aKOHbl M HOPMATMBHBLIE NPABOBblE aKTbl MO PasHbIM
acrnekTam oxpaHbl Tpyada, HanpaBneHHbIE Ha COBEPLUEHCTBOBAHME 3TON cucTeMbl. Tonbko B 2018 rogy Bbinm
BHECEHb! [OMOMHEHUS U M3MEHEHWs B NATb (PefeparibHbIX 3aKOHOB, HauWHas C OCHOBOMOMArarwwero -
TpygoBoro kogekca Poccuitckoit ®egepaunmn (pegakums ot 11 oktabps 2018 r.), B YeTbipe NOCTaHOBNEHMS
[Mpasutenscta P®, npuHATO wWwecTb npukasos MuHTpyga PO u Opyrux CMexHbIX BeLOMCTB, YTBEpPXAEHO
wecTb [MpaBui No oxpaHe Tpyaa B pasfinyHbIX OTPACSX SKOHOMUKM.

CyLLEeCTBEHHO YBESIMYMUIOCH YMCIIO  MEPOMNpPUATUA  HayYHO-METOAMYECKOTO W MH(OPMALMOHHO-
Pa3bACHUTENBbHOMO XapakTepa B (hopMe KOH(epeHLM, Cbe3noB CneLmaniucToB, COBELLaHNI, CEMMHAPOB M
7.N. [pUHUMAEMbIe Ha HWX pELLeHus, B LieNOM, xapakTepuayloT obliee coctosHue u MacwTtab npobnem,
BbIAENAKT KOMNMNEKC BAXHbIX Lienen, 3agad n HeobxoamMbiX AENCTBUIA U Mep, HO, K COXaNEH0, B MEHbLLEN
CTeneHw, NpeanararT anropuTMbl UX BbINONHEHWS (MOCNEeL0BaTENbHOCTL LIAroB), OLEHUBAOT NEpPCreKTUBbI U
OXUOAEMYI0 pesynbTaTUBHOCTb MX MpakThyeckol peanusauun. CrefdyeTt cOrnacutbCsi, YTO W CErogHs, no-
NpeXHeMy, OCTaeTCs Hepeann3oBaHHOW «NOTPebHOCTb B pa3paboTke UM MPUHATUM  KOHLENUuu
rocyapCTBEHHOM MONUTUKM B 0BnacT oxpaHbl TpyAa — CTpaTerMvyeckoro AOKYMEHTa, B KOTOpom OyayTt
onpegerneHbl Lenn, OCHOBHble HanpaBfeHUs W aTanbl peanus3auuu rocyaapCTBEHHOW MOMUTUKM B 3TOW
cthepe» ( 3 pesontoums BToporo Beepoccuirckoro cbesaa cneunanicToB no oxpade Tpyaa, anpens 2014 r.).
[MoaTomy, crnefyeT Npu3HaTb, YTO MOKA OTCYTCTBYIOT «YETKUE BEKTOPbI Pa3BUTUS BCEN CUCTEMbI YrpaBneHus
OXpaHoi Tpyda, BblOereHWe NpUOpUTETOB, OMpedeneHue MecTa M 3HAYMMOCTW YYaCTHUKOB CUCTEMbI
roCy4apCTBEHHOTO YNPaBIEHNS OXpPaHON Tpyaay.

OB6cyxaeHre BoNpocoB 0 HEOOXOAMMOCTY COBEPLUEHCTBOBAHUS AEATENBHOCTH B Cpepe OXpaHbl Tpyaa
B COOTBETCTBUM C COBPEMEHHLIMU MPUHLMMNAMU YNPaBIEHUS MO KPUTEPUAM NPOPECCUOHANBHBIX PUCKOB
BO3HMKNM B Poccumn, moxanyn, BMECTe C 3apOXOEHUMEM PbIHOYHOW 3KOHOMMKM U BedyTcs € Tex mnop
perynsapHo. B auckyccusix Ha MeponpusiTUSIX pasHOro YPOBHS YYaCTBYHT NpeacTaBuTenn (eaepanbHbiX 1
pervoHarbHbIX OpraHoB MCMOMHUTENbHON BnacT P®, opraHoB rocygapCTBEHHOTO Haa30pa M KOHTPONS,
BusHeca (pabotogateneit), nNpodcor30B, NPOMECCMOHANBHOTO M HayyHoro coobuwlectBa w ap. [1-4].
Hanpuwmep, B pamkax 3acegaHus [pasutenscta P® (asryct 2015 r.) B uMCne OCHOBHbIX HanpaBneHWM
LEATENbHOCTY MO COBEPLLEHCTBOBAHWIO 3aKOHOAATENBHOMO PErynmpoBaHus B 3Ton cdepe Obino onpegeneHo
«BHEAPEHNE PUCK-OPUEHTUPOBAHHOTO MOAXOA4a Ha MPOM3BOACTBE, KOTOPbIM MO3BOMSET OOBLEKTUBHO
OLeHMBaTb NPOECCHOHAMNbHbIE PUCKM HA KaxaoM paboyem MecTe»  C MOArOTOBKOA NPOGUNbHBIMM
MUHUCTEPCTBAMW MPELSIOKEHUA «B 4acTW (DOPMUPOBAHWUS PUCK-OPUEHTUMPOBAHHOM Moaenn obecneveHns
BesonacHoCT pabOTHMKOB Ha MPOM3BOACTBE, OCYLUECTBEHUS KOHTPONbHO-HAA30PHON LEeSATENbHOCTU B
ciepe OxpaHbl TpyAa, PasBUTUS CUCTEMbl COLMANbHOrO CTPaxOBaHWS OT HECYaCTHbIX CryyaeB Ha
NPOM3BOACTBE M NpodeccuoHanbHblx — 3aboneBaHnidy  [1].  Takke, B  OCHOBHbIX  HarnpaBreHUsX
COBEpLLEHCTBOBAHNS CUCTEMbI YNPABIEHUS OXPaHOW Tpyaa U MeponpusaTUSIX N0 UX peanusauun, NpUHATLIX
MaTbiM Bcepoceuincknm Cbesfom CneumaniucToB no oXpaHe Tpyaa Ha OCHOBAHUM MPESNOXEeHUN Y4aCTHUKOB
TpeTbeit Bcepoccuickoir Hepemu oxpadbl  Tpyda-2017, npegycmaTpuBaeTcsl YCKOPEHWE MPUHSATUE
HOPMaTMBHOW npaBoBOA ©a3bl MO  OUEHKE W YNpaBneHW  NPOPECCUMOHANbHLIMA  PUCKaMM,
rapMOHU3MPOBAHHOW C HOPMATMBHOW MpaBoBOM ©6a30M MO OLEHKE NOXapHbIX PUCKOB W PUCKOB
MPOMbILUMEHHbIX aBapuil (MPOMBILLMIEHHbIX PUCKOB) M paspaboTka TUMOBOA METOAMKM KOMWYECTBEHHOM
OLEHKI NpodpeccroHanbHbIX PUCKOB [3].

K coxaneHuto, NpoAeknapupoBaHHbIA NEpexos Ha PUCK-OPUEHTUPOBAHHbLIN MOAXOL B OXpaHe Tpyda
noka, He B MOSTHOW Mepe, NOAKPENNsSeTcs HeobXoanMbIMM OPraH13aLMOHHO-METOANYECKUMU AOKYMEHTAMM 1
Mepamun. TouHee cka3aTb, UMeeTcs Habop pasnnyHbIX Mep 1 MOPSAKOB WX peanu3auun NPUMEHUTENBHO K
pasHbIM chepam 1 BUOaM AEATENbHOCTW, YTO NPUBOAMT K HEOAHO3HAYHOCTW MOHUMAHUS KOHLENTYanbHbIX
OCHOB 1 COAiepPXaHWs PUCK-OPUEHTUPOBAHHOTO NOAXOLA Y 3aMHTEPECOBAHHbIX YYACTHUKOB AEATENbHOCTU B
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cchepe oxpaHbl Tpyga — paboTopaTenei, paboTHUKOB, CrEUManUCTOB MO OXpaHe Tpyada, NpeAcTaBuTeNen
npoccoto3oB u ap. CoaepxaTtenbHas MHTEPNpeTaLns MEIOLLMXCS Mep M MpoLeayp WX peannsaunm MOXeT
CYLLECTBEHHO pa3nuyaThCsl B 3aBUCMMOCTW OT MPEACTaBNEHUA U MPUHALNEXHOCTM Y4YacTHUKOB. B Takom
CUTyaLuM BaxXHO (HACKOMbKO 3TO BO3MOXHO) (DOPMMPOBAHME MPABWUNBHOTO B3rMsiAa WM OTHOLIEHMS K
MPUHUMAEMbIM PELLEHVSIM 1 NpeaiaraeMbIM Mepam.

BmecTe ¢ Tem, Ha CErofHsIUHMIA [eHb B MEXOYHAPOAHOW MpaKTUKe HaKommneH OGLUMPHBIA OMbIT MO
YNPaBMEHNI0 OXpaHoil TPyAa, MeHemMKMeHTY 6e30nacHOCTV TpyAa M OXpaHbl 300pOBbsi PAabOTHUKOB. JTOT

onbIT 0606LLEH B B1Ae pasHOOOpasHbIX [JOKYMEHTOB: KOHBEHLMIA, CTAHAAPTOB, PYKOBOLCTB, PEKOMEHAALMN.

Tabnuua 1
[loKkyMeHTbI U CTaHAAPTbI NO CMCTEMaM yNpaBneHWUs OXpaHoW Tpyaa,
MeHeaKMeHTY 6e30nacHOCTU TpyAa U OXpaHbl 300POBbA PAOOTHUKOB
MexayHapogHble JOKYMEHTbI U CTaHAAPTbI CootBeTcTBYHOWME

ctaHpaptbl PO

KonseHums MOT Ne187
06 ocHoBax, coaencTBy-
towmx 6esonacHocT 1
rrueHe Tpyga c Peko-
MeHgauusmu Ne 197
(2006 1.)

B ocHoBy KOHBEHLMM 3an0xeH MexaHu3Mm,
COAENCTBYIOLLMI NOCTOSIHHOMY COBEpLUEH-
CTBOBaHMI0 6€30MacHOCTM W rturneHbl Tpyaa
nocpeacTBOM pa3paboTku HaLMOHambHOM
MOMMUTMKM, HALMOHAMNbHON CUCTEMbI W HaLW-
OHanbHOW NporpaMmbl

KoHBeHUms paTuduumposaHa B
okts6pe 2010 .

PykoBOACTBO MO cucTe-
MaMm ynpasJieHus oxpa-
Hom Tpyda MOT-
CYQOT/2001

B ocHoBy PykoBOACTBa 3aM0XeH MeXaHn3M,
obecneynBatoLit 6ecnpepbIBHLINA LMK
yNyyLLEeHMs OXpaHbl TPyAa 3@ CHET OLIEHKM
PUCKOB, NNAHNPOBAHMS 1 KOHTPOMS MEpPo-
MPUSATUI MO X YCTPAHEHMIO UM CHIKEHWNIO

rOCT 12.0.230-2007. Cuctemb!
ynpaBneHus oxpaHom Tpyaa.
Obwwe Tpebosanus (2009 .).
MonHocTbto naeHTnyeH MOT-
CYOT 2001

rOCT P 12.0.007-2009. Cucrema
yrpaBreHus OXpaHou Tpyaa B
opranusaumu. O6wwpe Tpebosa-
HWs No pa3paboTke, NpUMeHe-
HWIO, OLIEHKe 1 COBEPLUEHCTBOBA-
Huo (2010T.)

OHSAS 18001:2007
Cucrema MeHemXMeHTa
300pOBbSA U
6esonacHoctu / Occupa-
tional Health and Safety
Assessment Series

CTaHOapT 0CHOBaH Ha MeTtogonorn «Plan-
Do-Check-Act» (PDCA). lNnaHuposaHue
(plan) - yctaHoBREHMe Lenen u paspaboTka
NPOLEeCCoB, HEODXOANMBIX 115 JOCTUKEHUS
pesynbtatos. OcyLiecTneHue (do) — BHed-
PEHMe MpOLECCOB.

lMpoBepka (check) — npoBeAgHNE MOHNTO-
PUHra 1 U3MepeHus npoueccos. [lenctane
(act) - npuHATME 1 peanu3aumns peLueHunii no
MOCTOSIHHOMY YIyYLLIEHWIO NOKa3aTenen ge-
ATENbHOCTY

FOCT P 54934 - 2012 Cuctemb!
MeHegKMeHTa 6e30nacHoOCTL
Tpyaa n oxpaHbl 30opoBbs (2012
r.). MonHOCTbIO MAEHTNYEH
OHSAS 18001:2007

Mpasuna AFS 2001 (AFS
2008:15) Cucrema me-
HEeKMEHTa 3KONOrn pa-
Bouero mecTa

MpaBuna pa3spaboTaHbl B pa3sutue [upek-
TuBbl 89/391/EEC «O BBEOeHUM Mep, CO-
LENCTBYHOLLMX YNy4LLeHno 6e30nacHoCTy 1
300pOoBbs PabOTHMKOB Ha paboyem MecTe,
B OCHOBE KOTOPOW 3aM0XeH NPUHLMN OLLEHKM
W ynpaBneHust puckamm

Het
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Copepxalymecs B 9TUX LJOKyMEHTaX NPUHLMNbI OpraHu13aLnn SesaTenbHocTh B cdepe 6e30nacHocTy n
OXpaHbl TpyAa W YNpaBreHns no Kputepuio pucka Bobpanu B cebs OCHOBHOWM OMbIT MeXAyHapOAHOro
coobulectBa W pekomMeHaylT Habop Haubornee 3HaYMMbIX COBPEMEHHbBIX  OPraHU3aLUMOHHBIX W
yrpaBfeHYECKNX MEXaHU3MOB 1 MHCTPYMEHTOB.

B Tabruue npuBeaeHbI OCHOBOMOMaratoLLme JOKYMEHTbI M COOTBETCTBYIOLLME CTaHAapThl PO, koTopble,
Ha HawWw B3rNsig, OTPaxalT CYWeECTBYIOWME NOAXOAbl K CO3AAHMI0 COBPEMEHHbBIX CUCTEM YrpaBrieHus,
NPUHATbIE MEXAYHapOAHbIM coobulecTBoM 1 cTpaHamm EC.

Patugukaums KoweHumm MOT Ne 187 u BBefeHWe HaUMOHamNbHbIX CTaHAAPTOB, WAEHTUYHbIX
Pykosogctey MOT u mexayHapogHomy ctangapty OHSAS 18001:2007 (c mapta 2018 r. - MexayHapoaHbIi
ctanHgapt ISO 45001:2018 «Cuctembl ynpaBneHus oxpaHon Tpyda. TpeboBaHus C ykasaHWsMM MO
NPUMEHEHNIOY, NepBasi pedakLns) No3BONSET rOBOPUTL O TOM, YTO Poccren npusHaHbl OCHOBOMONararLye
NPUHUMMBI U MEXaHU3Mbl MEXOYHApPOAHOrO coobLiecTBa MO CTpaTerMm LONrOCPOYHOMO Pa3BUTUSI OXPaHbl
TPyAa ¥ CO30aHMI0 COBPEMEHHBIX CUCTEM YNPaBIEHWS MO KPpUTEPUSM puUcka.

B nekabpe 2017 roga Gbin nognucaH MemopaHaym O npucoeauHeHu Poccun K MexayHapogHoMy
aBwxeHuto Vision Zero (B 0TE4ECTBEHHOW TEPMUHONOrMKM -«HyneBon TpaBmatnamy»). CTpaTerus nporpammbl
— (hopMMpoBaTL MPEBEHTUBHbIE Mepbl AN MPefoTBpalleHns MPOW3BOACTBEHHbIX TpaBM, aBapwid,
npoucllecTBuin. [ns atoro — Heobxoaum aHanu3 AedTenbHOCTM YenoBeka Ha pabodem MecTe: ero
6e30nacHOCTH, COCTOSHUS 300POBbS, €ro HaCcTPoeHUs. locneaHee — HOBLIN TPEHA B E€BPOMENCKONA OXpaHe
TpyAa. Vision Zero — 310 He UMbl MO CHKEHWIO TPaBMATU3Ma, KOTOpble Mbl MOXEM WU XOTUM MPUHST.
Vision Zero — o0 Opyrom: kaxgbld paboTHUK AOMKeH OblTb YBEPEH, YTO KaXAbIA AEHb CMOXET BEpHYTLCA
300pOBbIM € paboTbl. ATO — rNaBHbLIN NpuHLMN Vision Zero.

C uenblo aganTayuy NPUMHUMNOB NPUMEHUTENBHO K Nto6OMY NPeanpUSTUI0 BbIENEHO «CEMb 30/10TbIX
npasuny Vision Zero. OHu oTpaxatoT 6a30Bble NPUHLMNbI YNPaBNEHNs OXpaHoit Tpyaa 1 6e30nacHOCTLI0 Ha
paboyem mecTe.

1. O nuaepctBe ¥ AEMOHCTPALMM OTBETCTBEHHOrO OTHOLLUEHMS W MPUBEPKEHHOCTW MPUHLMNAM
nporpammbl. MeHegxMeHT 6epeT Ha cebs 3TW (YHKUMM M paboTaeT Haj NPEBEHTUBHLIMA MepaMu Mo
NpeaoTBPaLLEHNIO TpaBMaTU3Ma.

2. 06 onpegeneHnn puckoB 1 yrpo3 Ha paboyem MecTe.

3. O6 ynpaBneHWn puckami: Ha OCHOBAHMM YCTAHOBIIEHHBIX PUCKOB, AOMKHbI ObITb pa3paboTaHbl
NPEBEHTUBHbIE MEPbI W MPOrpaMMa Mo CHKEHWO W NPe0TBPaLLEHNO TpaBMaTM3ma.

4. O cuCTEMHOM NMOAX0Ae K YNPaBREHUI0 PUCKamMu 1 X NPeSOTBPALLEHMIO.

5. O koHTpone obopyaosaHus 1 paboyero mecTa.

6. OB 06y4eHnn 1 pasBUTUM KOMNETEHLMIA pabOTHMKA.

7. O BoBneyeHun pabOTHMKOB B CO3QaHWe CUCTeMbl ©E30MacHOCTM ¥ MPeaoTBPALLEHNSt PUCKOB.
Pabouvie, BbINOMHSS Ty UMK UHY0 paboTy, pasyMeeTcs, NOMHOCTLI0 MOHUMALOT, KaKie PUCKW C HEl CBSA3aHbI,
nMerT BuaeHne 06 ux npegoTepalleHuu. JltoaM LOMKHbI y4acTBOBaTb B MpOrpamme NINYHO, UMETb
BHYTPEHHIO MOTWBALIMIO K 0CO3HaHHOW Ge3onacHoCTL.

Takum 06pa3om, OCHOBLIBAsICh Ha CYLLECTBYHOLWMX COBPEMEHHbIEX MOAXOAAX K YNpaBMeHWHo, KpaTko
KOHLIENUMIO 1 CTpaTerio pasBuUTUS OXpaHbl Tpyaa MOXHO CGOpMynMpoBaTh Tak: pyKOBOAsLAs uaes —
LOCTWXEHVE W NOLAEPXaHWe BbICOYAMLLEr0 YPOBHS  (DU3NYECKOrO, MCUXMYECKOr0 W COLManbHOro
Bnarononyyns paboTHUKOB BCEX MPOCECCUN; TMABHbIA OPUEHTUP —> 3aliMTa 340poBbS pPabOTHMKA W
obecneyeHre Ge3onacHOCTM Tpyaa NyTEM BHEAPEHWS CUCTEMbI YNpaBneHUs NpogeccMoHarnbHbIMU puckamm
W BOBMEYEHWE B yNpaBneHne 3TUMI PUCKaMM OCHOBHbIX CTOPOH COLMAanbHOro NapTHEPCTBA.

Mcnonb3yemble B MEXOYHApPOAHbIX [JOKYMEHTaX NOAXOAbl OCHOBaHbl Ha APYroi, OTAMYHOW OT
aKkTyeckn npuHATOM cerogHs B Poccun, nageonornn: nepeHoc NPUOPUTETOB  LEeATENbHOCTU €O
BCEOXBATbIBALLETO M CMOLIHOTO KOHTPONS (KOTOPbIA 1 OpraHW3oBaTb-TO B NOMHOA Mepe HEBO3MOXHO) W
noCredywWwyx 3a HAM Haka3aHuil (CaHKUMi) — K BbISBIEHWIO NOTEHLMANbHBIX OMACHOCTEN U NPUHATMIO
afeKkBaTHbIX MeP MO UX YCTPAHEHWHO, UCKIIOYEHNIO, CHUXEHMIO. [Tpn 9TOM Mepbl KOHTPOMBHOTO XapakTepa,
KOHEYHO, OCTaKTCS.

lMepexon K COBPEMEHHOW MoZenu ynpaBneHus B cdepe OXpaHbl TpyAa npegnonaraet Bbibop Takux
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MPUHUMMOB ¥ TEXHOMOMMW YNpaBneHWs, KOTOpble Mo3BONsAnM Obl peann3oBbiBaTb MPOLECC YNPEXAEeHWs
NOSIBIIEHWS ONACHbIX (HaKTOPOB 1 CUTYaLMi M obecneumBaTh YCTPaHEHUE UK CHUXKEHWE Yilepba B criyyae ux
peanusauun B BUAE NPOUCLLECTBUS.

B obuwem Buae TpynoBas AeATENbHOCTb COAEPXMT B cebe ABa MPOTUBOPEYMBLIX M B TO XKE BPEMS
B3aMMOCBSA3aHHbIX npouecca. C OfHOW CTOPOHbI — 3TO MPOLECChl, OOBLEKTUBHO OTpaXatolme Hay4Ho-
TEXHUYECKWIA NPOrpecc, onpeaensioLme ypoBeHb 1 06beMbl BbiMyckaeMOn NPOAYKLMKM, @ B UTOre — YPOBEHb
BnarococTosiHMS B LIMPOKOM CMbICIE (YPOBEHb W KA4eCTBO XM3HM), a C APYron CTOPOHbI — obecneyeHne
©e30nacHOCTK (COXpaHEeHWe XM3HW W 300pOBbS) YenoBeka B 3TWUX Mpoueccax, B MHOroobpas3un CBOMCTB
KOTOPbIX O6BEKTUBHO MPUCYTCTBYKOT CBOMCTBA W COCTOSIHUS, OMacHbIE Ans YenoBeka. Mogxoabl K peLleHmto
3ajay Ans ykasaHHbIX B3aUMOCBS3aHHbIX NPOLECCOB Pa3fnyHbl: LieneBon Noaxod Ans nepsbix NpoLeccos,
Basnpylonincs Ha CBOMCTBAX AMHAMMUKMA B3aWMOCBS3W COCTaBMSIOWMX, U, ANS BTOPbIX - WCKYCCTBEHHOE
BblJENEHNE YenoBeKka 13 peanbHbiX MPOLECCOB, NEPEBOA Er0 B CTATUYHOE COCTOSHME, ANs KOTOPOro yAoBbHO
yCTaHaBMBaTh «HOPMbI BesonacHocTuy [5, ¢. 355).

YKkasaHHble MpOTMBOPEUMS ONpedenstoT CoAepXaHue W rpaHuuybl NpobnemHon cuTyauuu, Ans
paspeLLeHns KOTOpon AomkHa ObiTb cchopmynmpoBaHa obulas 3agaya: Heobxogumo paspaboTtatb Takue
MPUHLMNbI, KOTOPbIE NO3BONMAM Bbl paccmaTpuBaTth 06a ykasaHHbIX U NPOTUBOPEYMBBLIX MpoLecca Kak Of4HO
Lenoe W npegycmMaTpuBalWMe He TOMbKO WX COCYLIECTBOBaHWE, a B3aWMOZEWCTBUE, MPU KOTOPOM
BO3HMKatOLLME BO3MYLLEHUS B OOHOM W3 MPOLECCOB, Bbi3blBanu Gbl COOTBETCTBYIOLLYIO peaKLuio B ApYrom, 1
yCTpaHEHWe paccornacoBaHns OCyLWEeCTBNANOCh B oyHKUMM oaHOM oben Lenn. dakTuiecku pevb MaeT o
NPUMEHEHNN KAYECTBEHHO HOBOW TEXHOMOIMS MOMYYEHUS OLIEHKM OXMAAEMOro pesynbrata — TEXHOMOormu
(Npouecca) ynpexaeHust onacHocTen. HoBoe kayecTBO npouecca YNpexmaeHus MOXeT ObiTb KpaTko
CChOPMYNMNPOBAHO €r0 OCHOBHbIMM CBOWMCTBAMU: HEMPEPLIBHOE peLleHWe W HenpepbiBHOE OOHOBREHME
COCTaBMSAIOLMX, B3aUMOCBSA3b MPUYUHHO-CIEACTBEHHbIX XapaKTEPUCTUK, CTpaTerus W OnepaTMBHOCTb BO
B3aWMOCBSI3W, OTKPLITOCTb, MOKOCTb, AMHamuka [6, c. 94]. Ero HOBM3HA B MpaKTUYECKOM acnekTe
3aKM0YaeTCca B TOM, YTO 3TO TO, YTO €XEAHEBHO AenaeT (nubo AOMKEH AenaTb) cneuuanucT no oxpaHe
TPyAa, HO NOA APYIUM YoM 3pEHUS — HEe MOWUCK HApYLLEHWIA, @ MOUCK ONacHOCTEN.

PelueHne ykasaHHOW 3agaqn, Hapsay ¢ OOBEKTUMBHBIMU CRIOXHOCTAMM, TOPMO3UTCS NCUXONOMYECKAM
thakTopoMm. Vi3meHeHre ngeonorun 1 NoaxodoB K pelleHunto 3agay obecneyeHns 6e3onacHOCTM paboTHUKOB
He TpebyloT 3HauuMTenbHbIX 3aTpaT. TeM He MeHee, OHM Haubonee TpydHbl, HEPEAKO BbI3bIBAIOT
NpOTMBOAENCTBUS 1 TPEOYIOT ONPeAeneHHOr0 BPEMEHM AN OCO3HAHWS, MOCKOMbKY 3aTParMBaloT OTHOLLEHUS
Mexay NAbMI, UX NPUBbIYKK, B3NS4kl U TPAAULMOHHbIE NPEACTABNEHUS.

CnpaBeanuBOCTM pagu, Hado 3aMeTUTb, YTO CErofHs, PUCK-OPUEHTUPOBAHHBIA MOAXoH oduLManbHO
MPUHAT B KA4eCTBE OAHOrO 13 OCHOBHbIX NPUHLMMNOB OpraHn3aumm 38-Mu BULOB roCyAapCTBEHHOMO KOHTPONS
(Hagaopa) [7], B TOM uucne, ANS NNaHUPOBAHWS M OCYLIECTBMEHWS HAO30pHOM [esTenbHOCTM 3a
cobniogeHnem TpyLoOBOro 3aKOHOAATENbCTBA M MHbIX HOPMATUBHBIX NMPABOBbLIX AKTOB, COAEPXKALLMX HOPMb
Tpygosoro npasa [8,9]. B koHuenuuu noBbleHns apdekTUBHOCTM obecneyverns cobnoaeHns TpyaoBoro
3aKoHogaTenbcTBa ...[8], BHEAPEHWEe PUCK-OPUEHTUPOBAHHOMO Moaxoda K OpraHusauun deaepanbHoro
Haa3opa B Cdepe Tpyda SBNSETCS OAHOM M3 OCHOBHbIX 3adad AN LOCTWKEHWS! MOCTaBMEHHbIX Lienei
(obecneyeHune cobniogeHns yCTaHOBNEHHbIX HOPM W NpaBun B chepe perynmpoBaHus TpyLoBbIX OTHOLIEHNA,
OCHOBAHHOE Ha COTpyAHUYecTBe paboTHWKOB, paboTogaTenen (Mx opraHn3auuit) n heaepanbHoN MHCNEKLMH
Tpyda W noBbllieHne 3PGEKTUBHOCTUM (hefepanbHOro roCyLapCTBEHHOr0 Haasopa 3a cobnioaeHvem
TPYAOBOTO 3aKOHOAATENbCTBA M WHbIX HOPMATWBHBIX MPABOBbIX aAKTOB, COAEPXALUMX HOPMbl TPYZOBOrO
npasa, NOCPeACTBOM BHEAPEHUSI MHHOBALIMOHHbIX NPUHLMNOB, (hOPM 1 METOAO0B HaA30pa).

Kak cnegnyet n3 ykazaHHOM KoHuenuuu, BHeAPEHWE PUCK-OPUEHTUPOBAHHbBIX NOAXOAO0B K OpraHu3aLmm
theaepanbHOro Hagsopa B cdepe Tpyaa (BHEAPEHWE CUCTEMbl YNPaBIEHUS pUCKaMK MPUYUHEHUS Bpeaa)
OyneT 03Ha4aTb nepexod K CUCTEME NNaHUPOBAHWS KOHTPOMNbHO-HAA30PHON AEATENbHOCTM, OCHOBAHHOW Ha
aHanuse CTPYKTYpbl HapyLeHWn TPYAOBOTO 3akoHOAATenbCcTBa B Cybbektax P®, B pasnuyHbix OTpacnsx
BMAAX 3KOHOMMYECKOW AEATENbHOCTU, B TOM YWUCME B 3aBUCUMOCTM OT pa3mepa Npeanpustuin 1 Opyrux
(haKTOpPOB, OLEHKE PUCKOB MPUYMHEHWSI Bpeda B CryyYae HapyLIEHWA TPyLOBOro 3aKOHOAATENbCTBA,
Knaccudmkaumm obrnactenm pucka, onpegeneHun auddepeHUMpoBaHHbIX MOKa3aHWA (KpUTepueB) aNs

MOHOTPAGMA | WWW.NAUKAIP.RU




n COBPEMEHHBIE NTPOBNIEMbI YIIPABNEHWA W PETYNIUPOBAHNA

OpraHusauMm 1 npoBEAEHNS KOHTPOMbHBLIX MPOBEPOK XO3SNCTBYHOWMX CyObekToB. [lpUMEHeHWe puck-
OPMEHTMPOBAHHBIX MOAXOLOB B KOHTPONbHOW AEATENbHOCTW (hefepanbHoi MHCMeKuMn Tpyda notpebyer
pa3paboTk/ KnaccuukaLumm PUCKOB MPUYMHEHMS Bpeda W BbipabOTKM HOBbIX METOAOB MPOBEAEHUS
KOHTPOMbHbIX MeponpuaTuin. Heobxogumo ByaeT onpeaenuTb KpUTEPUW OLIEHKM prCKa NPUYMHEHMS Bpeaa, a
Takke paspaboTaTb METOAWKM OLEHKUM CTEMEHW pucka MpUYMHEHUs Bpeda B cdepe KOHTpoONs 3a
cobniogeHnem TPyLOBOrO 3aKOHOAATENbCTBA. YMpPaBMeHWE puUcKamy MPUYMHEHMS Bpeda AOMKHO CTaTb
cuctemaTmyeckon  paboToit,  BKMIOYAIOWEN — OUEHKY  3(O(DEKTUBHOCTW  MPUMEHSIEMBbIX  MeEp W
npegycmaTpusaroLLel HenpepbiBHOe 0GHOBMEHWE, aHaMu3 U NEPECMOTP OLIEHKM PUCKOB NPUYUHEHUS Bpeda !
MEeTOOB OCYLIECTBNeHWs defeparnbHOro Hagsopa B cdepe Tpyaa. B uensax MuHMMM3aLmMM puCKOB
Npu4nHeHns Bpeda pefeparnbHas MHcnekuns Tpyda bydeT paspabatbiBaTh U peanu3oBbiBaTb MeEPbI 4115
Ka)XOOM KaTeropum pucka npuyvHeHus Bpeda. PaspaboTtka puCK-OPUEHTUMPOBAHHBLIX MOAXOLOB U MX
UCMOSb30BaHWe MNpW  NMAHWPOBAHUM  KOHTPOMNbHO-HAA30PHLIX MeponpuATMA  NO3BONAT  dhefepanbHON
WHCNeKUMKM Tpyda AndepeHumMpoBaTh NOAX0A K NPOBELEHNIO KOHTPOMbHBIX MEPOMPUATUIA B 3aBUCUMOCTU OT
CTENEHN puUCKa NpUuMHEHWS Bpeda (ywepba), YTO CyLeCTBEHHO MOBbLICUT 3QEKTUBHOCTb PACXO40BaHUS
PeCypcoB NyTeM COCPEAOTOYEHUS YCUIUA MHCMEKTOPCKOrO COCTaBa Ha Haubonee 3HauMMbIX, NOTEHLMANbHO
OMacHbIX HanpaBeHNsX.

Nlornyeckum  pasBuUTHEM YyKasaHHbIX nonoxeHun KoHuenuuv saensetcs Metoguka (cucTtema)
Knaccudmkaumm KaTeropuin pucka ans obbekToB Hagsopa B cdepe Tpyda [9], KoTopyt B cratyce
«yTBEPXOEHO» Ham OOHapyxuTb He ygdanocb. TeM He MeHee, B [EATENbHOCTU pervoHasbHbIX
rocyfapcteHHbIx uHcnekuun Tpyaa (MC) yxe, no-suanMomy, NpUMEHsTCS (hopMann3oBaHHble Npasuna,
NO3BONAOLLME MPOBOANTL OLEHKY YPOBHSI pUCKa NOAHAA30pHbIX CyObekToB (paboToaaTtenen), N NPUMEHSTL
Mepbl AMddhepeHUMPOBaHHOMO NNaHMPOBaHUS HaA30PHbLIX MEPONPUATUNA, UCXO4S U3 YPOBHS BbISBIIEHHON
noteHunansHom onacHoct. Hanpumep, TMC B Pecnybnuke Caxa (Akytvs) onpeaeneHbl nepeyHu
paboTtopatenen (opUan4ecknx 1 PU3NYECKUX NKL), OTHECEHHBIX K KATErOpMUsAM BbICOKOrO M 3HAYUTENBHOIO
pucka. lMpu 3TOM, B OOHWMX M TeX Xe MepeyHsX OKasanuCb XO3AUCTBYKOLWME CyOBbeKTbl (Npeanpuatms u
OpraHusauum), xapakrep LesTeNbHOCTU KOTOPbIX MPUHUMNMANBHO pasfiyeH C TOUKU 3pEeHUst Hammuums
NOTeHUManbHbIX NPOMECCUOHaNbHbIX PUCKOB AMNS XM3HU U 300POBbS PabOTHWUKOB. Hanpumep, K kaTeropum
BbICOKOIO (3HAYMTENbHOr0) prcka OTHECEHbI NPeanpuaTUS ropHogobbIBatowWwero npoduns (YTo He Bbi3biBaET
BOMPOCOB) W OyxranTtepus MyHUUMNanbHOrO 06pa3oBaHusl, YYpexaeHue BbICLEro NPOGeCCUOHAmNbHOMO
00pa3oBaHKs 1 yupexaeHne Hayku (Heckonbko pecnybnmkaHckux 6ombHuy, OO0 no cogeincTemio pa3suTus
npeanpUHAMaTensCTBa U T.1.).

MOXXHO NPeanonoXuTb, YTO 3TO CBA3AHO C HELOCTATO4HOM npopaboTkoi B [9] BONpocoB 06OCHOBaHUS
N BblbOpa KPUTEPUEB OTHECEHWSI XO3SNCTBYIOLMX CYOBEKTOB K KaTeropum pucka MpUYMHEHUS Bpeda
OXpaHsieMbIM LieHHOCTSM B cipepe Tpyaa. Hanpumep, B KONMYECTBEHHOM OLIEHKE KPUTEPUS «YPOBEHD TSKECTU
NOCNEACTBAA MPUYMHEHUS HENOCPEACTBEHHOTO Bpeda KM3HWM W 300POBbK PabOTHUKOBY» OTCYTCTBYET
nokasaTtenb, XapakTepusylLWMUi YpOBEHb MPOU3BOLCTBEHHOTO TpaBMaTU3Ma C «fEerkMM UKCXOdoM», a
TPaBMaTM3M C «TSDKEMbIM  MCXOAOM»  (PaKTUYeckn AybrmpyeTcs ABYMS CXOAHbIMM  MoKasaTensmu:
YNCNEHHOCTb PabOTHWKOB, NOCTPAAABLUMX B pesynbTaTe HECHACTHbIX Cly4aeB C TskenbIM ucxogom Ha 1000
paboTatoLx B OTPACM W KOMMYECTBO HECYACTHbIX CyyYaeB C TsxkenbiM ucxogom Ha 1000 pabotarowmx B
oTtpacnu. CTporo roBops, [AaHHble MoKasaTenn OTPaXawT He «TSHKECTb MOCMEACTBUN», a «4acToTy
NPOMCLUECTBUIY, 0OAHAKO 6onee NpobrnemMaTYHbIM SBASIETCA TO, YTO B (DOPMYTe «CBEPTKU» 3TUX eANHUYHBIX
rnokasareneit B WHTErpanbHbld MokasaTerb OHW Y4YMTLIBAKOTCA C OAWHaKoBbIM BecoM (1/3), a ¢ yd4eTom
BbILUECKA3aHHOrO, HecyacTHble cnydvan (HC) ¢ TsxenbIM UCXOLOM «BECAT» B [Ba pasa Oonblue, Yem «Co
CMepTenbHbIM Mexodomy». Ha Haw B3rnsg, Gonee npaBunbHO ONpedensiTb [aHHbIA KPUTEPUA Yepes
nokazatenm Tsxkectu HC, Hanpumep, B BuAe «OHEA HETPYAOCMOCOBHOCTW», MO KOTOPbIM UMEETCS
ouumansHas cratuctka ansg «nerkux» n «Tskensix» HC. Ona HC co cmepTenbHbIM MCXOAOM Mo
WMEIOLLMMCS U NPU3HAHHBIM MEXAYHAPOAHbIM COOBLLECTBOM OLEHKaM 3TOT MoKa3aTeNb MPUHUMAETCS B
pasmepe 5000-6000 uyenoseko-gHen. B aTom crnyyae, gaxe camas rpybas oueHka LaeT COOTHOLIEHWE
«BecoBbIX Koahduumento» kak 0,95 : 0,04 : 0,01, yto B Gonbluen Mepe COOTBETCTBYET (DAKTUYECKUM
ywep6am Xn3Hn 1 300pOBbI0 PABOTHUKOB.
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BbI3biBalOT BOMPOCHI M KOHLUENTYarbHble (MCXOAHbIE) NONOXEHNS HacToswen MeToaukn, a UMEHHO:
«MOTEHUMANbHBIA  PUCK  MPUYMHEHWS Bpeda OXpaHseMbIM 3aKOHOM LEHHOCTAM B cdepe Tpyaa
paccMaTpuBaeTCs Kak CMeACTBME HapYLUEHWUS XO3ANCTBYIOLWMM CyOBEKTOM TPYAOBOrO 3aKOHOAATENbCTBA W
WHbIX HOPMAaTMBHbIX MPABOBbIX aKTOB, COAEPXKALUMX HOPMbl TPYAOBOrO npaea. [lpUHMMaETCs, 4To
OCYLLECTBIIEHNE AEeATENbHOCTU XO3SAMCTBYIOLEro CybbekTa B YCroBUSAX MOMHOrO cobiogerus TpeboBaHuit
TPYZOBOMO 3aKOHOAATENbCTBA M MHbIX HOPMATMBHbLIX MPaBOBbLIX aKTOB, COAEPXALUMX HOPMbI TPYAOBOrO
npasa, He (OPMUPYET HEJOMYCTUMOTO YPOBHS pUCKa NPUYMHEHNS BPeAa OXpaHSeMbIM 3aKOHOM LIEHHOCTAM B
cthepe Tpyaa». MpuHATOE AOMYLLEHNE HEKOPPEKTHO, MOCKOSbKY COBMIOAEHNE MHOTOUNUCTIEHHbIX TpeboBaHuiA
SIBNSAETCA Ha NPaKTVKe HETUMUYHBIM (UCKITIOYMTENBHBIM) CIlyYaeM W HE rapaHTUpYeT OTCYTCTBUE YCNIOBUN ANs
CYLLEeCTBOBaHUS 1 NOSIBIIEHWS NOTEHLMAbHbIX OMaCHOCTEN U PUCKOB BO3AENCTBUS Ha paboTHUKOB. MMpu aTOM,
onpegeneHne M Kakue-nmbo OLEHKM KpUTepust «HedomyCTUMbIA puck» B MeTogmke OTCYTCTBYOT, a
nokasatenu, xapakTepuaytLLue noTeHUmarnbHble onacHble (TpaBMupytoLLme) akTopbl (He ycroBus Tpyada) He
YYUTBIBAIOTCS.

CnepyeT OTMETUTb, YTO MepeyeHb CMOPHbIX M NPoBMeMHbIX BOMPOCOB MO peanu3auun puck-
OPMEHTUMPOBAHHOIrO MOAXo4a B OXpaHe Tpyda, rae Hags3op (KOHTPOMb) SBRSKOTCA  HEOTbEMMEMbIM
HanpaBneHueM [OesTeNbHOCTM U (DyHKUMeR ynpaBrneHus npoueccoMm obecneveHns 6e3onacHOCTy
pabOTHMKOB, OCTaeTCs OTKPbITBIM M MOXeT ObiTb npogomkeH. OfHako, MPUHUMNMAMBHO BaXHbLIM
NPOTUBOPEYNEM SBASIETCA TO, YTO KnaccuduKkaLms kaTeropuin pucka ans o6bekToB Haasopa B cdepe Tpyaa
HUKaK FOTMYECKM He CBS3bIBAETCH C «PUCK-OPMEHTUPOBAHHOW Mogenbto obecneyeHus BesonacHOCTy
pabOTHWKOB Ha MPOW3BOACTBE» (8 (hOPMYIUPOBKE hocmaHoseseHus npasumenscmea PO [1]). Ha camom
[ene, Takas CBA3b, UCXOAA U3 304paBOr0 CMbICra, UMEETCS, NOCKONbKY puck obbekTa (puck paboTogatens,
KOMNEKTUBHBIN PUCK) (POPMUPYETCA U3 PUCKOB PabOTHWUKOB (MHAMBUAYANbHbLIX PUCKOB) AaHHOrO OObekTa.
JTuMKM pa3paboTkamu, KcTaTh, LOCTATOMHO AABHO W AeTanbHO, 3aHWManuchb cneuyuanuctbl KnuHckoro
WHCTUTYTa OXpaHbl U yCnoBuii Tpyaa (cm., Hanpumep, [10]), oaHaKo, 3Th pa3paboTkM HUKaK He «NPOSIBUNNCHY
BNOCNEACTBWM, YTO BbI3bIBAET, NO KpailHem Mepe, YAWBMEHWE, YYNTbIBAS, YTO WHCTUTYT MPOBOANUT
ncenenosaxns no 3akasdy Muntpyaa Poceuu.

2. DAKTUYECKOE COCTOAHUE EE30MACHOCTU U YCNOBUMN TPYIA

AHanua aKT4eckoro cocTosHMA 6e30nacHoCT U ycrnoBuin Tpyaa paboTarllero HaceneHus MoXeT
ObITb BLINONHEH HA OCHOBE OdhMumanbHoi cratucTukm [11,12,13] kak B uenom no Poccuu, Tak 1, Hanpumep,
No OTAENbHOMY CeBepHOMY cybbekTy P® ¢ goctatoyHo TunMYHOM Ans NogobHbIX PErMoHOB OTPacneBOM
CTPYKTypon akoHoMukn (Pecnybrmka Caxa (Akytus)). 3TO NpefcTaBnsieTcss BaXHbIM C TOYKU 3PEHUs
NPaBUIbHOTO MOHUMAHUS CRIOXMBLUEICS CUTYyaLuu, OLEHKM BO3MOXHOCTEA M NEPCMeKTUB Pa3BUTUS Kak
cchepbl Be30nacHoCT M OXpaHbl TpyAa, Tak U, HampuMep, YacTHbIX acnekToB (CMCTEMbl KOMMEHcaLuin 1
pethopMMPOBaHNS MEHCUOHHOW cUCTeMbI) [14].

Ha puc. 1 npuBeaeHa OMHamMuMKa OTHOCUTENbHbIX MOKasaTeNied TpaBMaTW3Ma Ha MpOM3BOACTBE
(konmyecTBO nocTpapaBwmx B pacdete Ha 1000 paboTHukoB, Ky M 4YACNO  YENOBEKO-AHEW
HETPYA0CNOCOBHOCTM B pacyeTe Ha OAHOro nocTpagasLuero, K7). BugHo, 4To 3a npeaLlecTByowmin 15-neTHui
nepuog HabnogaeTcs NONOXMTENbHAsA TEHAEHLMUS CHKEHNS 06LLero NPoN3BOACTBEHHOMO TpaBMaTM3Ma Kak
B PO, Tak n B PC (1) c BecbMa cxofHbIM Xxapaktepom nameHenus. K 2017 rogy Ky TpaBmaTtuama cHU3MICS B
3,3 — 3,6 pasa no CpaBHEHWO C MakcumanbHbIMM 3HadeHusmn (2000 rog). BmecTe ¢ Tem, TsxecTb
NOCNEACTBUN HECHACTHbIX CIy4aeB 3a paccMaTpuBaeMblil NEPUOA YCTonumMBO BospacTana u k 2017 rogy
npesbicuna B 1,7 n 2,1 paza MuHnMansHble 3Haverus 2000-2001 rr. cooteeTcTBEHHO Anst PO n PC ().

[vHamuka nokasaTeney NPoW3BOACTBEHHOTO TpaBMaTU3Ma CO CMepTenbHbIM WCXOAOM MoKa3aHa Ha
puc. 2. KonmyecTBo «CMEPTENbHBIX» HECHACTHbIX CITy4YaeB Takke CHXAETCs, OOHAKO MEHee 3HauNTenbHO (B
1,9 — 2,7 pasa cootsetctBeHHoro ans PC (A) u P®), npuyem B oTAeNbHble rogbl OTMEYancst pocT 3TuxX
nokasatenew. B pecnybnuke 3ToT nokasaTtenb CyLECTBEHHO NPEBLILWAET 0OLLEPOCCUICKNIA YPOBEHD 1 UMEET
BbIPaXXEHHbIN HEYCTONYMBBINA XapakTep U3MEHEHMS.

Mo oueHkam pspa uccreposatenen [cMm., Hanpumep, 15] Habniogaemble TEHOEHUMW (CHWKEHMe
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KONM4ecTBa NOCTPaAaBLUKMX W BO3pacTaHWe TSHKECTW NOCREACTBWN) MOryT ObiTb CBSA3aHbl C COKPbITUEM
HeCYacTHbIX cny4yaeB (0COBEHHO C «NerkuM» 1CX04OM), HEMOSHBIM UX YYETOM U OTCYTCTBUEM perucTpaLmu
MWKPOTPaBM. B 3HaYnTENbHOM CTENEHN AaHHbBIN BbIBOA NOATBEPXAAETCA OLEHKON COOTHOLLEHUS KONMYecTBa
HEeCYaCTHbIX CMy4yaeB CO CMEPTENbHbIM W C nerkum ucxogamu B PO u B 3apybexHbix cTpaHax. 3710
COOTHOLLEHWE, KaK CBMAETENbCTBYET CTAaTUCTUKA TPaBMaTM3Ma, MMEeET AOCTaTO4HO CTaburbHOe 3HaYeHue U
OTpaxaeT NpeanofioXeHNe O Hannume YCTONYMBOM NPUYMHHO-CNEACTBEHHON CBA3N MEXAY NPOMUCLLECTBUAMM
PA3NUYHON CTENEHU THKECTW. YKasaHHbIE Waen 1 NPeanonoXeHUs HaLMW OTpaXeHWe B, Tak HasblBaeMblX,
«nmpamunge MeitHpuxay [16], «nMpamnae NponCLLIECTBUIAY, «NUpaMIULE PUCKOBY 1 T.N. B 0CHOBaHWUM NOLOGHbIX
«nupamugy» nexart nmbo onacHble OENCTBMS (MOTEeHUMarbHble HecyacTHble cryyau), mbo HecyacTHble
crnyyam C nerkuM MCXoAoM (MMKPOTpaBMa), a B BepLUMHE NMpamuabl — CMePTb (NeTanbHblii MCXOA)
noctpagaslero. BnonHe o4eBMOHO, YTO 3HAYEHUs 3TUX COOTHOLEHWA pasniyHbl: MexayHapogHas
opranusaums Tpyaa (MOT) npuaumaet 1:1000, no gaHHbiM EC — 1:1445, B criyyae COOTHOLLEHWS «CMepTby 1
«onacHble genctaus» 1: 30000 (70000). OgHako, NpUHLMNMANBHO BaxHbIM ABNSETCA Apyroe: ans Poccum
3TV COOTHOLLEHWS B paccMaTpuBaeMin Nepuoj HEyKITOHHO CHxanuck (puc. 2) u B cpasHeHun ¢ MOT n EC
noytn B 50 pa3 meHblie (1:22,4 B 2017 roay), a ans PC (A) — meHblie Ha gsa nopsigka (1:11). Mcxoos us
atoro, MOT otHocuT Poccuio K CTpaHam C HECOBEPLUEHHbIM YY4ETOM KOMMYECcTBa MOCTpadaBLIMX Ha
MPOV3BOACTBE.

YkasaHHble 06CTOATENbCTBA, HECMOTPS Ha  MONOXWUTENbHbIE TEHAEHUMM CHUXEHUS  YPOBHEN
NPOM3BOACTBEHHOrO TpaBMaTM3Ma Mo abCOMOTHLIM M OTHOCUTENbHBIM MOKasaTensm  oguLnanbHoOMR
CTaTUCTUKN, BbI3bIBAIOT CEPbE3HYI 03ab0YEHHOCTb W He MO3BOMAKT FOBOPUTb O CHWKEHUM OCTPOTbI
npobnembl 06ecneyeHns Be3onacHoCTi paboTatoLLero HaceneHus cTpaHbl. B nonb3y aToro BbiBoAa, CreayeT
OTMeTUTb elle oaHo obcTosTenscTBo. MonyyatoT TpaBMbl M nornbatoT Ha NPoU3BOACTBE, B Bonbluei Mepe,
PabOTHUKU-MYXXYWHBI: UX YAENbHbIA BeC B 0OLLen YncneHHocTn noctpagaswmx coctasun B 2017 rogy 94 %
(cmepTenbHbIit ncxod) M 69 % (nerkue W Tsxenble HecYacTHble criydaun). B gaHHOM crniyyae, npu pacuyete
OTHOCWTEMNBHOrO MoKasaTens 4acToTbl TpaBMaTM3Ma Mo BCEi YMCTEHHOCTU paboTHUKOB 6onee KOPPEKTHO
UCMONb30BaTb CpedHee B3BELUEHHOE 3HaYeHWe 3TOro nokasartens. Torga 3HaveHus oblero (C y4eToMm
UACTMEHHOCTU MYXYWH W KeHWwuH) Ky TpaBmatuama OyaeTr CyleCTBEHHO [PYTUM B CPaBHEHUM C
«omumanbHeIMUy nokasatensmu, Hanpumep, B 2017 rogy Kucw B P® coctasut 0,089, yto noytn Ha 70 %
npeBblILLaeT 3HaveHne nokasatens Poccrata PO.
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Puc. 1. lMHaMunKa U3MeHeHUs NokasaTenen obLero TpaBMaTM3Ma Ha Npou3BoacTee B Poccum u
Pecny6nuke Caxa (Akytus)
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Puc. 2. lnHamnka U3MeHeHUs1 NoKa3aTenei NPOM3BOACTBEHHOro TpPaBMaTU3Ma CO CMepTeNbHbIM
ucxoaom B pacyete Ha 1000 pa6oTHUKOB (Kycw) M OTHOLIEHME 0OLWEN YNCNEeHHOCTHU nocTpagaBLuux (N)
¥ YUCINIEHHOCTU NOCTPaJaBLILKX CO CMepTenbHbIM ucxofoM (n) B Poccuu n Pecnybnuke Caxa (AkyTus)

[anee, kak nokasbiBaeT aHanus oduumansHon cratuctukm [11, ¢. 169-170, 1795], [12, c. 132-134], [13]
NPeACTaBNEHHbIN HIBKE, 3adady Mo YIyYLIEHWUO YCIIoBUA Tpyaa paboTHUKOB TaKkKe Henb3s CYUTaTh YCNELHO
peanu3oBaHHOM M OTCYTCTBYHOT Kakne-nnbo pasymMHble OCHOBAHWS MCMOMNb30BATh M3MEHEHWS YCMOBUIA TpyAa
B KQYECTBE apryMeHTa B Nonb3y YBENMYEHMs NEHCMOHHOMO BO3pacTa.

B uenom, nokasaTenb ygenbHOro Beca pabOTHMKOB, 3aHATbIX Ha pabotax C BpeaHbIMM U (Mnn)
onacHbIMK ycnosusimu Tpyaa B P®, 3a nocnegHue cemb net ysenuumsancs (¢ 29,0% s 2010 roay), goctur
MakcuManbHoro 3Hayenus (39,7% B 2014 rogy) u HesHauuTenbHo cHusuncs k 2016 rogy (38,5%). B
Pecnybnuke Caxa (Akytns) (PC () xapaktep W3MEHEHUS [OAHHOrO MoKasaTens COOTBETCTBOBAI
obLLepoCCMMCKUM TeHOEHUMAM W Obin CcywecTBeHHO Bbiwe: 36,3% (2010 rog), makcumanbHoe 3HayeHue
52,4% (2015 rog) n 49,0% (2016 rog). B Poccumn B 2016 rogy noyt nomnosuHa paboTatoLmx MyxumuH (45,7%)
N vetBepTb (24,6%) paboTatowmx XeHwmH Oblav 3aHATbl Ha paboTax C BpeAHbIMM W (MKM) OMacHLIMM
YCNOBMAMM TpyAa, NPUYEM NONMOBWMHA M3 HUX HAXOAWMMUCb MOA BO3LENCTBMEM, MO KpanHel mepe, Tpex
HebnaronpuATHbIX (PaKTOPOB NPOM3BOLCTBEHHOMN Cpedbl 1 TPYAOBOrO npouecca.

TeHaeHUMn U3MeHeHus nokasaTens yaenbHoro Beca paboTHUKOB, 3aHATbIX Ha paboTax ¢ BPeaHbIMU
(Mnm) onacHeIMK YCOBMAMM TpyAa B OTPacneBoM pa3pese no obcneayembiM 0TpacnsimM akoHoMukn PO n PC
(A) npuBeaeHbI Ha puc. 3 n 4.

BuaHo, 4To B TeYeHWe NOCNEAHEro AeCATUNETIUS KONMMYECTBO «MNMOXMUX» C TOYKM 3pEHNS YCNOBUN TpyAa
paboumx MECT HEYKMOHHO BO3pacTaro Kak B uenom no P®, tak u B PC (A), gocturHys B 2014 - 2015 rogax
MaKCUManbHbIX 3HaYeHWn (N0 YAenbHOMY BeCy 3aHATbIX Ha HuUX paboTHukoB) 32 — 68 % no Bcem
obcneayembiM 0TPacnsM SKOHOMMKM, 3a UCKMOYEHWEM OTPacnmM «CBsA3by. B nocneaHue gBa roaa HameTuncs
MOMOXMTENbHbIA «NEPenom» 3Toi HebnaronpPUATHON TEHAEHLMM BCNIEACTBUE, K COXANeHN0, HEOAHO3HAYHbIX
NpU4mMH: B0 peanbHOro ynyyleHns ycrnosui Tpyda paboTHukoB, NGO  dopmanbHOrO — B pesynbrarte
N3MeHeHus (C BBEOEHMEM  CheuuanbHOW OLUEHKW YCNOBWW TPyAa) METOAMKA OLEHKW (pakTopoB
NPOW3BOACTBEHHOM Cpedbl W TPYOOBOTO MPOLECCa, MCKMIOYAIOWen 3HAYMTENbHOE YUCNO OLEHUBaeMbIX
nokasarenei Ans MHorux paboumx MecT (Mo CpaBHEHMHO C aTTecTauuen pabounx MecT no ycroBuam Tpyaa), a
TaKke C BBEAEGHMEM [NS 3TUX LIENeil MEHEE «KECTKUX» TUTMEHMYECKMX HOPMATMBOB, OPUEHTUPOBAHHbIX Ha
HOpPMMpPOBaHMe 3apybexHbIX CTpaH (Hanpumep, No BMGpOakycTuYeckum aktopam).
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(B % oT obwen YncneHHoCTM pabOTHMKOB COOTBETCTBYIOLLEH OTpacnu)

prﬂHO He cornacutbCs C HeobXOAMMOCTbIO rapMoHu3aLnn 0Te4eCTBEHHOINo TMrmeHN4ecKoro

HOPMMPOBaHMS C 3apyOeXHbIM 3aKOHOAATENbCTBOM, OAHAKO He CTOMT 3abblBaTb, YTO NMpodeccuoHanbHas
natonorms paboTHWKOB B CBS3W C BO3AENCTBMEM (PU3MYECKMX (PaKTOPOB (rMaBHbIM 0Bpa3om, BuGpauum v
wyma) B PO 3aHumaeT «nunaupyrowee» nonoxexue (47,8% B 2016 ropy) [17, c. 82]). YuuTtbiBas, utO
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[EecTBIE 3TUX (haKTOPOB MPOMUCXOAMUT MO 3aBMCMMOCTM «A03a — 3DEKT», YBENMYEHNE CTaxa TPpYLOBOM
[EATENbHOCT Ha MATb NeT (4ns MyX4uH), 6€3 COMHEHUs, MOBbLIWAET PUCK (COYETaHWe BEPOSITHOCTU U
nocneacTBUiA) BO3HUKHOBEHUS MPOdEeCCUOHANbHOM NaToNorum.

3. 06 0By4eHnM 1 pa3BUTUM KOMNETEHLMI PABOTHIKOB M CneyuanicToB

OpgHnm 13 BeccrnopHbIX NPUOPUTETOB COBEPLLEHCTBOBAHWS OXpaHbl TPYAa SBMSETCS OLEHKa kagpoBoro
noTeHuMana 1 noBblUEHNE KayecTBa OOy4eHWUs M MOArOTOBKW CneuyuanncToB W paboTHUKoB. TO, 4TO
[eNCTBytoLas cuctema obyvyeHuss «rpelunT» (opManmu3mMoM, a MHCTPYKTaXM He peako MpoBOAATCS Ans
«ranoykn» (B CMbICNe «MpoKykapekar, a Tam XOTb He paccBeTam»), H1 41 KOro He cekpeT. [JoBOmbHO YacTo,
Lenb obyyeHns nepcoHana no 6e30nacHOCTM K OXpaHe Tpyda paccMaTpuBaeTCs TOMbKO Kak HE0OX0AMMOCTb
cooTBeTcTBUS  TpeboBaHWMAM  TPYLOBOrO  3aKOHOAATENbCTBA,  YyCTaHaBnuMBawowero  06s3aTenbHOCTb
npoBefeHns 0byyeHnss paboTHMKoB 6esonacHbIM MEeTodam U MpueMam BbINONHEHUs paboT W OkasaHuio
nepeoA MOMOLM NOCTPadaBLWKMM Ha MNPOM3BOACTBE MOCPEACTBOM MPOBEAEHMS PasnUYHbIX  BUOOB
WHCTPYKTaxa Mo OxpaHe Tpyaa, CTaXMPOBKM Ha paboyeM MecTe W NpOBEPKW 3HaHWM TpebGoBaHWM OXpaHbl
TpyAa (ctatbmn 212, 219 TK P®). CootBeTcTBytOWMM [MOPSAKOM MO NPOBEAEHMIO 0ByYeHMs No oxpaHe Tpyada
(MoctaHoBnexne Muntpyoa PO n MuHobpasosanust PO ot 13 aHeaps 2003 r. Ne 1/29) KOHKpeTM3MpoBaHbI
TpeboBaHus K kaTeropusm obyyaemblx, K popmam 006y4eHUs U BUAAM WHCTPYKTaxa, K NepuoauMyHOCTY KX
npoBefeHns n ap. TpeboBaHns, a Takke yCTaHOBMEHbI TpeOoBaHMS K OpraHM3aLmsM, y4acTBYOWMM B 3TOM
npouecce (Mpuka3 MuHagpascoupassutus Poccun ot 1 anpens 2010 r. Ne 205H). OgHako Bonpockl kadecTsa
N 3 eKTUBHOCTN 0DyYeHWs Kak-TO «BbiManu» W3 MOMsS 3PEHWUs W SBRAKTCA, (DaKTMYeckn, BOmpocamu
[0BEPUS, @ He NPEAMETOM XOTb Kakon-To, Tem Gonee cucTeMaTu4ecko OLeHKM. Mo3ToMy CTaTUCTHKa TakuX
rnokasaTeneit MpoCTO OTCYTCTBYET, a WMELUMECS «BanoBble» NOKa3aTenu, OTpaXatole KONU4ecTBO
obyyatowmx opraHuaumnii 1 0byYeHHbIX CreunanucToB W paboTHWKOB, OTPaXalT MNULUb OnpeaeneHHble
TEHOEHUMN, HO HUKAK He XapakTepusylT pe3ynbTaTMBHOCTb [enCTBylolen cucteMbl obyyeHns. Paau
CnpaBeanuMBOCTM, Hago CKa3aTb, YTO BbIOOP W WM3MepeHue nokasaTenen KadectBa M IPEPEKTUBHOCTM
00yyeHus ABNAETCS HEMPOCTOM 3adaqen, TpebytoLlen BCECTOPOHHEN, B TOM YKCHE, U Hay4YHOI NpopaboTku.

[Ans NOHMMaHUS CNOXWBLUENCA CUTyaUuW W OLEHKW NEPCNeKTUB PasBUTUA CUCTEMbl 0ByveHus
BesonacHoCTV 1 OxpaHe Tpyda Heobxoaumo 3adaTbCst HEKOTOPLIMW BOMPOCAMM: YTO HY)XHO NPeanpuHSTD,
yTobbl 0ByyeHne cTano Gonee [EACTBEHHOW NPOCUNAKTUYECKON Mepon? YTO Hago M3MEHSTb W
KOppekT1poBaThb (Noaxodbl, NPUHLMMbI, OpMbl, METOdbl, cogepxaHue)? KTo MHULMMPYET M3MEHEHWS W
OTBEYaeT 3a HeobXxoaumble NEPEMEHbI, KTO U KakuM 0bpasoM peanusyeT 3T nepeMeHbl? Heobxoguma nu
OLEHKa ka4ecTtBa 1 3hPEKTUBHOCTH 0By4EHMS, KOMY 3TO HEOOXOAMMO U KakuM 0Bpa3om 3TO MOXHO caenaTh?
BriornHe NOHATHO, YTO ykasaHHbIN CICOK BOMPOCOB SBASETCS OTKPbITHIM U MOXKET ObITb AOMOSHEH.

[na nonyyeHnss OBOCHOBaHHbLIX OTBETOB, MO-BUAMMOMY, HEODXOAMM [AeTanbHbld aHannu3 BCeX
3HaYMMbIX acnekToB cUcTeMbl 0ByyeHus (y4ebHOro mpouecca) Kak OOHOTO M3 KOMMOHEHTOB «BOMbLUOH W
CMOXHOW» OpraHM3aLMOHHON CUCTEMbI - cuCTeMbl obecneyveHust ©e3onacHOCTU W 3aWWTbl 340POBbLS
paboTHWKOB. B aTOM cnyyae, nepeoHavanbHO A5 Lenen aHanusa npobnem obyyeHus Heobxoauma Moaenb
y4ebHoro npouecca. B kayectBe nonHon ghopmanbHON MOLENM-OCHOBAHWS ANt HEe MOXHO B3ATb MOAEMNb
pesTenbHocT  Boobwle  (B3aMMOCBSI3aHHbIE  KOMMOHEHTbl  06beKT-CyObekT-CpeacTea),  npuaas
COOTBETCTBYIOLLYIO WHTEPNPETaUMi0 BXOZAWMM B Hee KOMMOHeHTaMm. [ns aHanu3a opraHW3aLMOHHbIX
acnekToB y4ebHOro npouecca €ro MOLeNb-OCHOBaHWEe MOXET BKMOYaTb Cheaylme obssatenbHble
KOMMOHEHTbI: «npenogaBaTtenby - «obyvaemble» - «npegmet» - «cpeactBa 06yyeHus» [18]. OcHOBHble
CTPYKTYPHblE  (MpoLecCyarbHble) KOMMOHEHTbI J1I0B0A YenoBeYecko [AesTEnbHOCTH, B TOM  4uCre
AEeATENbHOCTY Mo 00y4eHNo, MOryT ObITb NPeACTaBNEHb! Kak: «MOTPeBbHOCTb — MOTUB — LieNb — 3afaun
— TEXHOMNOorus — [AENCTBME —> pe3ynbTaT — OLeHKay», KOTOpble COOTBETCTBYKT OAHOMY «LMKMY»
pestenbHocT [19]. MoTpe6HOCTM M MOTMBLI 00YCNaBnMBAOT ONPEAEneHne Lenu Kak Xelaemoro
pesynbTata Oxugaemon (npepnonaraemoit) gestensHocT. C y4eToMm ycroswid, TpeboBaHWNA, HOPM K
MPUHLMNOB AEATENbHOCTM LieNb KOHKPETU3NpYyeTCs B Habop 3aaauy. [Janee ¢ y4eToM BbiGpaHHON TeXHONOrMK
(cuctembl ycriosuit, opm, METOAOB U CPEACTB PeLUeHUs MOCTaBMEHHON 3afaum) BblBUpaeTcs HeKoTopoe
peincTBue (BbIOOP M NPUHATME PeLLeHUsl, MEPOMPUATUS W T.N. U UX OCYLLECTBNEHME), KOTOPOE NPUBOAMT K
onpegeneHHoOMy pe3ynbTaTy [LesTenbHOCTW. Pe3ynbTaT LesTenbHOCTM OueHMBaeTcsi N0 COOCTBEHHBIM
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(BHYTPEHHUM) W (Mnn) 3agaHHbIM - (BHeWwHWM) KpuTepuaM. OueHka SBMSETCS OCHOBaHWeM Ans
camoperynaumn v (unv) ynpaBneHusi (KOPPEKTUPOBKM) MOTWUBaMM, LeNsiMi, 3ajadamut M TexHomorven
LEeATENbHOCTH.

BrionHe NOHATHO, YTO TakoW (CMCTEMHbIA) NOAXOA K MOMCKY OTBETOB Ha 0603HAYEHHbIE BOMPOCHI - 3TO
Xenaembll, HO BecbMa CMOXHOW W TPYLAOEMKWA MyTb, KOTOPbIM B YCMOBMAX peasibHbIX OrpaHUYEHUn U
HeobXoaNMbIX AOMYLEHWA He BCerda MpUBOAUT K XenaeMbiM pesynbratam. [103TOMY, C TOYKW 3peHus
LOCTWXEHUS MPaKTUYECKUX pesynbTaToB, MOXHO MNOWTH ©Goree «nerkumy» nyTem, BOCMONb30BABLUMCh
anpobupoBaHHbIMK  NOAXOAaMM, MPUHLMNAMA U OMbITOM PELUeHUs aHarornyHblX 3ajady C  Y4eTom
LOCTUTHYTBLIX Pe3ynbTaToB B paccMaTpuBaeMon cepe AesTenbHOCTM.

OfHMM 13 TakuX BaXHbIX, HA Hall B3rNsg, pe3ynbTaToB fBnseTcs paspabotka NpoheccroHanbHoro
CTaHfapTa creuumanucTa no oxpaHe Tpyaa (YTB. npukasom MuHucTepcTBa Tpyda W coumansHOM 3awuTel PO
ot 4 asrycta 2014 r. Ne 524H). Cogepxalymecs B HEM ONUCAHWA U XapaKTEPUCTUKU TPYAOBbIX PYHKUUIA U
[EUCTBUA, a Takke HeoOXOAWMble 3HaHUS W YMEHWS AnS WX MCMOMHEHUS NOBbILWAKT CTaTyC 3TOro
cneynanucTa OO YpOBHA MeHegxepa no 6e3onacHOCTM M OxpaHe Tpyda, T.e. Creuuanucta, 3aHsToro
NpoeCCHOHanbHOM  yrpaBneHYeckon LesTenbHOCTb0 (M0 MaHMPOBaHUIO, OpraHU3auuW, KOHTPOMI W
COBEpLLEHCTBOBAHWIO YNpaBneHUs OXpaHoW Tpyda) B annapate YnpaBfeHWs opraHvsauuu, obnajaroLiero
cneyyanbHbIMIU KOMNETEHLMAMM U HaZEeNEeHHOro NS 3TOr0 BNACTHbIMW MOTHOMOYUSIMA.

Mcxogs M3 ycTaHoBREHHbIX B cTaH4apTe 0606LeHHbIX TPYAOBLIX (OYHKLMIA creuuaniucTa no oxpaHe
Tpyaa (BHeapeHue n obecrneveHne yHKLMOHMPOBAHNS CUCTEMBI YNPaBEHUS OXpaHoW Tpyaa, MOHUTOPUHI
(DYHKUMOHMPOBAHMA ~ CUCTEMbI  YNpaBMeHUs  OXpaHOW  Tpyda, NnaHWpoBaHue, paspabotka W
COBEpLLEHCTBOBaHWe CUCTEMbI YNIPaBREHUs OXPaHoM Tpyada), K TakuM crneupanbHbIM U «Ka4eCTBEHHO HOBbIMY
KOMMETEHLMAM, B YaCTHOCTMW, MOTYT BbITb OTHECEHDI:

1) TpyooBble [ENCTBMA NO BbLISIBMEHMIO NOTPEOHOCTEN B OByYeHWW W MNaHUPOBaHWKO 06y4YeHMs
pabOTHMKOB MO BOMPOCaM OXpaHbl TPya Ha OCHOBE YMEHUS:

- paspabatbiBaTh (nogbupatb) nporpamMmmbl 0By4YeHUs MO BONpPoOcam OXpaHbl Tpyaa, MeToau4eckue n
KOHTPOIbHO-M3MepUTESbHbIE MaTepuansl;

- KOHCYNbTMPOBATb MO BOMPOcaM pa3paboTku NporpaMM MHCTPYKTaxXeW, CTaXMPOBOK, 0By4eHns no
OXpaHe TpyAa 1 NPOBEPKU 3HaHUN TpeboBaHW OXpaHbl TPYAa;

- NONb30BaTLCA COBPEMEHHBLIMI TEXHUYECKUMM CPeAcTBaMU 0ByyeHuUs (TpeHaxepamu, cpeactsamm
MynbTUMeaua);

- oLleHMBaTb 3 HEKTUBHOCTb 0By4eHMs paboOTHUKOB MO BONPOCaM OXpaHbl Tpyaa v ap.

Ha ocHoBe 3HaHus:

- OCHOBHbIX TPeboBaHWUI K TexHOMormam, 0bopyaoBaHMi, MalwuHaMm W NpUCNocoBreHnsmM B YacTtu
obecneyeHus 6e3onacHoCTM TpyAa;

- TexHonoruun (hopm, CpeacTB 1 METOLOB) NPOBEAEHUS MHCTPYKTAXEN N0 OXpaHe Tpyaa, 0byyeHns no
OXpaHe TpyAa 1 NPOBEPKU 3HaHUN TpeboBaHW OXpaHbl TPYAa;

- METOZOB BbISIBIEHNS NOTpebHOCTEN B 0By4eHUM paboTHUKOB MO BOMPOCaM OXpaHbl TPYaa;

- OCHOB CUXOSOr1K, NeSarorukn, MHPOPMaLMOHHBIX TEXHOSOTMIA U Ap.

2) TpyooBble (yHKUMM No obecneyeHnto KOHTpoOns 3a cobntogeHnem TpeboBaHWi OXpaHbl Tpyaa U
KOHTPOIS 3a COCTOSHWEM YCNOBWA Tpyda Ha paboumx MecTax Ha OCHOBE YMEHUS:

- NMPUMEHATb METOAbI OCYLLECTBIIEHUS KOHTPONs (HabmogeHune, aHanu3 [AOKYMEHTOB, OMpoC) W
pa3pabatbiBaTb HEOOXOANUMBIV AN 3TOrO UHCTPYMEHTAPUN;

- aHanu3upoBaTb MpWYMHbI HecobrogeHus TpeboBaHU OXpaHbl Tpyaa, OueHMBaTb W BbIOMpPaATb
afieKBaTHble MepbI MO YCTPAHEHMIO BbISIBNIEHHbIX HAPYLLIEHNI;

- upeHTUMUMpOBaTL oOnacHble U BpedHble MPOU3BOLACTBEHHblE (PAKTOPbI, MNOTEHUMANbHO
BO3JeNCTBYIOLLME Ha PabOTHWUKOB B MpoLEecce TPYOOBOW AeATENbHOCT, NPOM3BOAMTL OLIEHKY pucka WX
BO3JENCTBUS;

- BbIIBNATb W aHanu3MpoBaTb MPUYMHBI  HECYACTHbIX Cly4yaeB Ha MPOWM3BOACTBE M
npodeccoHanbHblX  3aboneeaHnii M 0BOCHOBLIBATb  HEOOXOAUMbIE  MeponpuaTUs  (Mepbl) Mo
NPpeaoTBPaLLEHN0 aHANOTYHbIX NPOUCLLIECTBIN W Ap.

MOHOrPA®UA | MLHC «HAYKA W NPOCBELLEHWEN




COBPEMEHHBIE MPOBNIEMbI YNIPABNEHWA W PETYNIUPOBAHIA

Ha ocHoBe 3HaHus:

- thakTOpOB NPOM3BOLACTBEHHON CPEAbl ¥ TPYOOBOrO MPOLECCa, OCHOBHbLIX BOMPOCOB MMIUEHUYECKON
OLIEHKM 1 KnaccudmkaLmm ycrnoBui Tpyaa;

- OCHOBHbIX TEXHOIOTMYECKIX NPOLIECCOB 1 PEXMMOB NPOU3BOACTBA, 0B0PYAOBaAHUS N NPUHLMMNOB €ro
paboTbl, NPUMEHSEMOM B NPOLIECcCe NPOM3BOLCTBA CbIPbs 1 MaTepUasnos v ap.

3) TpyZoBas (hyHKUMS MO onpeaeneHnto Lenen n 3agad (MonuTuky), NpoLeccoB YNpaBneHNs OXpaHou
TPyAa W OLEHKN 3 (EKTUBHOCTM CUCTEMBI YNPABIIEHNS OXPaHOW Tpyaa Ha OCHOBE YMEHMS:

- aHanu3upoBaTh NyuLyl0 NpakTuky B 06nact hopMUpOBaHUS U PasBUTUS CUCTEMbI YNpaBneHus
OXpaHoil TpyAa ¥ OLleHMBaTb BO3MOXHOCTW ee afanTauum;

- BbIJENATb KMtoyeBble Lenu W 3agauv B obnactu oxpaHbl Tpyda, nokasaTtenu 3deKTUBHOCTY
peanusauun MeponpuUsaTA NO YAYULLEHMIO YCNIOBUN TPYAA, CHUKEHWIO YPOBHEN NPOECCHOHANBHBIX PUCKOB;

- aHanu3upoBaTb  CreuuduKy  MPOU3BOACTBEHHON  [esATenbHOCTM  pabotopatens,  ero
OpraHu13aLMoHHyI0 CTPYKTYPY U MPOEKTUPOBaThb CTPYKTYPY yNpaBneHus oxpaHo Tpyaa 1 ap.

Ha ocHoBe 3HaHus:

- NPUHUUNOB U METOAOB NMPOrPaMMHO-LIENEBOT0 NMAHMPOBAHWA W OpraHu3aLuy MeponpusTUiA no
oxpaHe Tpyza;

- METOAO0B aHanu3a U NPOrHO3UpOBaHMA, TexHonorMn cbopa HGopMaLmn (onNpoc, aHKeTUPOBaHKe,
3asBKM);

- NYYLLNX OTEYECTBEHHbIX W 3apyOexkHbIX NPaKTUK B 061acTh ynpaBneHust OXpaHoi Tpyaa;

- COBPEMEHHbIX TEeXHOMOrMM YnpaBneHMs NepcoHanoM, MPUHLMNOB, METOLOB, TEXHOMNOrMM
WHOPMUPOBAHMS U YOeXaeHNs;

- Hay4yHOW OpraHu3auua Tpyaa W 3PrOHOMMKW, OCHOB MCHXONOTMM W KOHCNIMKTONOrWW, AENOBOMO
9TUKeTa, OCHOB (DMHAHCOBOIO MIaHNPOBaHWS 1 pa3paboTku BIogXETOB U Ap.

[MpuBeaeHHbIN NepeyeHb (YHKUMA W KOMMETEHUMW, Ha Haw B3rnsd, BO-NepBblX, OTpaxaer
Ka4yeCTBEHHO HOBbII NOAXOA K OpraHM3aLMy AesTenbHOCTY No 6e30MacHOCTM M OXpaHe TpyAa Ha YpOBHeE
«KMKYeBOro» cybbekTa (cneymanncTa) CUCTEMbI YNpaBneHUs ¢ BOSMOXHOCTbIO NMPUBMEYEHNS K aKTUBHOMY
y4yacTmio paboTHMKOB (MOCPEACTBOM Nepedady, NMpexae BCero, 3HaHWM U YMEHWW), BO-BTOPbLIX, SBMSETCA
CBOE0bpasHoN coaepXaTensbHOM OCHOBOM Ans OTBETa Ha OAMH U3 rMaBHbIX BOMPOCOB (YeMy obydatb?), B-
TPETBMX, JAET OCHOBaHUE 6onee akTMBHO NPUMEHSITb HAKOMNEHHbIN OMbIT 1 HABOP COBPEMEHHBIX MOZENen 1
NYYLLUMX NPaKTUK MEHEZ)KMEHTa.

CylecTByeT [OCTAaTOMHO MHOMO MeXOyHapoaHblX Moaenen obyveHuss paboumx MOMHOMY ChEKTpy
3HaHUA, YMEHUN W [EeACTBMM, HEODXOAMMbLIX AONS aKTUBHOTO y4vacTus B npoueccax obecneyeHus
Be3onacHoCTH 1 rurneHsl pabounx mecr [20].

CoBpemeHHas Mmetogonorus obpasoBaHus 6asupyeTcs Ha norndyeck 0OOCHOBAHHBLIX MPUHLMNAX
obpa3oBaHust AnNs B3POCMbIX MIOAEA W B KayecTBe CTUMYMa MCMOMb3YET KOHUENUMIO «MOnyNsipHOro» umm
«CTUMynMpYtoLLero» obpasoBaHus - NOAX0L K OpraHu3aumm y4ebHOro npouecca, OCHOBaHHbIM HAa aKTUBHOM
yyacT B Hem obyyaembix W BasupyloLMNCst Ha «peanbHOCTUY (CUTyaumsx, daktax, cobbiTusx v T.n.), ¢
KOTOPOW OHY CTanNKWMBAKTCS B CBOEN NPOMECCUOHANBHON AEATENBHOCTH.

CuCTeMHbIN NoAxoZ K aHanuay notpebHocTeit B 00y4eHMm BKMoYaeTCcs B cebs psig NOrMYeCcKuX Laros:
naeHTudmkaums n aHanus npobnem, onpeaeneHue notpebHocTeln B 00y4eHum, paHxmupoBaHne noTpebHocTen
B NMOPSIAKE UX CPOYHOCTY M OnpeaeneHue Lenei u 3agay obyveHus.

Woentndgomkaumsa npobnem. Tunbl npobrnem, KOTopble NOALAITCS PELUEHWNIO NOCPEACTBOM 00yyeHus,
BKMOYatoT B cebs:

- Npobnembl, KOTOPbIE BbISBASIOTCS MOCME TOro, Kak Yyxe MPOM3OLNM HecYacTHble cnyyan. B aTom
cnyyae npobrnembl mMoryT BbiTb OnpedeneHbl MOCPEACTBOM 0630pa M aHammsa CTaTUCTUKM HEeCYaCTHbIX
cryyaes;

- npobnembl, KoTopble MOryT oxugatbcs. OnacHocTM MOryT BbiTb BbISBMEHbI O TOrO, Kak Oyget
HaHeCeH peanbHbIA Bped. Hanpumep, onacHOCTW MOryT NpeaBMUAETHCS NPW BHeAPEeHUM Ha pabodem mecte
HOBOr0 060pyA0BaHNS, Cbipbsi (BELLECTB) UMW TEXHOMOMMUIA, ECMN CYLLECTBYIOLIME HA HEM TEXHOMOTMM HUKOTAA
He noABeprannch TWaTenbHOMY aHanuay, Unu ecnm npakTMYeckne Metogpl paboTbl HAXOAATCS B KOH(IMKTE
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C N3BECTHbIMK NpoLeaypamu obecneyerns 6e3onacHoCTy;

- CyLlecTBOBaHWE «BHELIHUX» TpeboBaHui. [pumepamu BHELHUX TpebOBaHWI SBNAKOTCA HOBbIE
3aKoHoaaTenbHble TPebOBaHWS, KOTOpblE HanaratlT KOHKPETHble 0053aHHOCTU Mo 0byyeHuio B cdepe
Be30nacHOCTH 1 rMrveHbl Tpyaa, unn apyrue TpebosaHus, cosgatolme notTpebHOCTb B 06y4eHnn.

OnpepneneHve pewenu. Mocne Toro kak npobriema npoaHanu3MpoBaHa, CREAyHLLMM  LaroM
SIBNSETCA onpefeneHne NoaxoasLumx pelleHunin. Ecnn obyyeHne SBNseTcs peLleHnem Unm YacTbio PELLEHUS,
TO HeobX0AMMO OnpeaenuTb KOHKPETHbIE NOTPeOHOCTH B 0ByyeHnn. Kakasi KOMOMHALMA HaBbIKOB M 3HAHW
HeobxoamMma 1 KoMy? BaxxHOM YacTbto N3ydeHust noTpebHocTen B 06y4eHNM SBNSIETCS OLieHKa BOBMNEYEHHbIX B
Hero niogen. Takas OuUeHka WUMeeT TPOWHylo uenb. Bo-nepsbix, nogu, BeposiTHO, MoryT ObiTb Gonee
obs3aTenbHbl B 0By4eHUn (1, Takum obpa3om, Bonee CKIOHHbI Y4NTHCS), €CIIN OHU CaMi UTPann HEKOTOPYHO
ponb B onpeaeneHnn notpebHocTeit B 0byyeHnn. Bo-BTopbIX, YacTo HEOBXOAMMO OLEHUTb TEKYLMIA YPOBEHD
HeobX0aNMbIX HaBbIKOB W 3HAHWA Y LENeBOW rpynnbl paboTHUKOB B-TpeTbux, AOMKHbI ObiTb WM3BECTHbI
6a3oBble 0BOpasoBaTenbHbIE YPOBHW, MPAMOTHOCTb M A3bIKOBblE HaBbIKM, ANS TOrO YTOObl MOXHO 6bINO
NPUMEHSTb COOTBETCTBYIOLLME METOALI NPEnoAaBaHus.

OnpepeneHne NpUoOpUTETOB W NOCTaHOBKA Lieneit. Mocrne Toro kak YeTko onpefenunncs notTpebHoCTy
B 0Oy4eHnu, criedyloLmM Warom SBSETCS OnNpeaeneHne NpuopuTeToB U MOCTaHOBKa Lienen. Heobxognmo
0bpaTuTb BHUMaHWe Ha OTHOCWUTENbHYID CPOYHOCTb pasHbiX noTpebHocTen B 0byyeHuu. Llenm obyyveHus
LOMKHb! ObITb KOHKPETHbIMU, OO €CNW OHW TaKOBbIMW HE SBRAKTCS, TO OLEHUTb YCMELWHOCTb 0ByveHus
OyneTt oyeHb TpyaHO. KOHKPETHO MOCTaBMEHHble LEenu NOMOraloT Takke ONpeaenuTb COOTBETCTBYHOLLEE
coepxaHne 0byyeHns n MeTo ero NPoOBELEHNS.

Bbi6op nogxoaswmx metoaos 0byveHns. Metogel 0ByyeHust BKMOYAKT B cebs psag Takux TEXHUK, Kak
NeKUMN, yNpaxHEHUs Ha NPUHATME pPeLLEHMi A, HeBOMblUME AMCKYCCUOHHble rpynnbl W PONEBbLIE MIPbI.
BbibpaHHble MeTOAbl AOMKHBI COOTBETCTBOBATL LieNsaM O0By4YeHUs U TOMY, YTO WU3y4aeTcs (3HaHWe nn 3To,
HaBbIK MMM KOHUenuuu). Y B3pocrbix 0By4aemblX CYLLECTBYIOT pasHble YPOBHM M3y4YeHus Matepuana.
Hu3wum ypoBHEM SBNSETCS NpoCyLuMBaHne nHgopMaumn. CreaytoLwmm ypoBHEM SBNSETCS npuobpeTeHne
3HaHWs. 3aTeM - BblpaboTka NOHUMAHWUS 1, HAKOHEL,, HA CaMOM BbICOKOM YPOBHE, CMOCOBHOCTb MPUMEHSTH
TO, YTO M3YYEHO, B PasHbIX NMpaKTMYeckux cutyaumsx. Metogbl oby4eHns Takke AOMKHbI 6asMpoBaTbCs Ha
060CHOBaHHbIX NpUHLMNax Hanbonee ahheKTUBHLIX hopM y4ebbl Ans B3POCbIX MogeN.

MpuHLMNbl yuebbl Ans B3pocnbIx nogen. Cnocod nonyveHns 3HaHui B3pOCbIMU II0AbMM OTINYaETCS
0T cnocoba Mx MonyyveHuss AeTbMU NO HECKONbKAM BaHbIM MapameTpam. Bapocrble nogxoasT K 3agaye
U3y4yeHus Yero-nnbo, MMest B CBOEM PACMOPSKEHNN XN3HEHHBIN OMbIT U Pa3BUTOE MOHUMAaHWE COBCTBEHHO
nmyHocTK. Mpouecc y4ebbl ABNSeTCH MHAMBUAYANbHbIM NEPEXUBAHNEM, NPOUCXOLAALMM BHYTPU YYaLLerocs
W 3aBUCALLMM OT €ro KenaHus y4nTbCs, CNOCOBHOCTH CBA3ATb CBOM COBCTBEHHDIN OMbIT C TEM, YTO M3yYaeTcs,
W NOYYBCTBOBATb LIEHHOCTb TOTO, YTO U3y4aeTcs.

OByyeHunio B3pocCrbIX Mtogeit cnocobCTBYIT creayllme ¢akTopbl: MOTWBaUMS, BU3yanbHOE M
CNyXOBOE BOCMPUSATUE, NPaKTUKA, CBA3b C NMPAKTUYECKMM OMbITOM, y4acTie B y4yebHOM npouecce, obpaTHas
CBSA3b, NPOBEPKA UAEMN.

OueHka kavecTBa 06y4yeHust. Llenbto oLeHku kayectBa 00yyeHust SBNSETCA yCTaHOBNeHMe Toro, Obinm
NN BbIMOMHEHbI MOCTABMEHHbIE Lenu 0By4eHus, 1, ecnv OHW Bbinn BLIMOMHEHbI, TO MPUBENO NN 3TO K
peLeHnto Tex npobnem, Kk KoTopbIM Bbinn obpalleHbl 3T Lenu. MNoaroToBka K OUEHKE KayecTBa 00y4veHus
[OMKHA HAYMHATLCS Ha CTaguW €ro nnaHupoBaHus. [pyrumu crnosamu, JOmkHa bbiTb sicHa npobrnema, Ha
PELLEHNEe KOTOPOW AOMKHO ObiTb HanpaeneHo obyyeHue, uenn obyyeHns SOMKHbI BbiTb KOHKPETHbIMK, a
Takke OOMKHO ObiTb M3BECTHO MOMOXEHWE Aen neped Hadyanom obyveHus. OueHka kayecTBa 0by4veHus
MOXET NPOBOANTLCSA Ha Pa3HbIX YPOBHSAX. Ha nepBOM ypoBHE LiEMNbio ABNSETCS OLEeHKa peakuun obyvaembix
Ha y4ebHyt0 nporpammy (moHpaBWnacL N WM Nporpamma, npenogasaTtenb M y4ebHblil MaTepuan Kypca?)
Takoi noaxon MOXeT ObiTb MOMesHbIM B OLEeHKe Toro, Bbina Ny nporpamMma BOCMPUHATA Kak HEYTO LieHHOe
unn Het. CriedyloWwmmM YpOBHEM OLIEHKM KayecTBa OByyeHWs SBMSETCS OLEHKa TOro, Obinn N BbIMOSHEHDI
noctaBneHHole Lenu obyyeHus. Llenm obyyeHnst cB3aHbl C ero CogepxaHuWeM W OnpedenstT, 4To
obyyaemble JOMKHbI YMETb AenaTb UMK 3HaTb MOCne OKOHYaHust 0byyeHusi. Takas oueHka MOXET ObiTb
npoBefeHa NOCPeACTBOM TECTUPOBaHUA YYaCTHUKOB B KOHLE Kypca. [lpakTWyeckue HaBblkM MOTYT
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OLEeHMBATLCA MOCPEACTBOM MNpsMOro HabnogeHns 3a obyyYaembiMM, AEMOHCTPUPYHIOLUMMU MOMYyYEHHbIN
HaBbIK. TPETHUM YPOBHEM OLIEHKN KayecTBa 00YUEHNS ABNSETCS OLEHKA TOrO, MPUMEHSIIOTCS NN NONYYEHHbIE
3HaHWS W HaBbIKW B peanbHON NpakTuke. Takas OLeHKa MOXET MPOBOAUTLCS MyTEM NPSIMOro HabnoaeHus B
KOHKPETHbIE NPOMEXYTKM BpeMeHu nocne 06yyeHns. CambIM BbICOKMM YPOBHEM OLIEHKM KayecTBa 00y4YeHus
SBNSIETCA onpeaenexue Toro, bbina N paspeLLeHa npobrnema, Ha KoTopyto Obifio OPUEHTUPOBAHO 0ByYeHNE.

lMpencTaBneHHbIi MaTepuan OTpaxaeT NWlb HEKOTOPbIE acneKTbl TakoW BakHOW Npobnembl kak
MOBbILUEHNE Ka4yecTBa 1 pe3ynbTaTUBHOCTK 00yyeHus B ccepe GesonacHocTM 1 oxpaHbl Tpyga. OpHako, ¢
MONHON ONPeaeneHHOCTLI0 MOXHO Cka3aTb, YTO COBEPLLEHCTBOBAHME npoLecca 00y4YeHNs 1 MOArOTOBKM, Kak
HEOTHEMIEMOTO KOMMOHEHTa OXpaHbl TPyAa, AOMKHO OCHOBBIBATLCS HA MPUHLMNAX COBPEMEHHOM KOHLIENLMH
OXpaHbl Tpyda — CMUCTEMHOCTb, KOMMMEKCHOCTb, MPEBEHTUBHOCTb, MOKOCTb, MEepCOHMMUKaLMS,
COTPYAHMYECTBO, NPUAAB UM COOTBETCTBYIOLLYIO COAEPKATENBHYIO MHTEPNPETALMIO.

3AKINIOYEHUE

Bonee akTMBHOE BHEAPEHWE KOHLIENLMIA 1 COBPEMEHHBIX NOAXOAO0B K YNPaBMEHWO 1 PETYNPOBAHMIO B
chepe obecneyeHns 6e30MacHOCTN 1 COXPaHEHWs 340pOBbS PAbOTHUKOB, a Takke pa3paboTaHHbIX Ha UX
OCHOBE CTaHAApPTOB W PEeKOMEeHAauwit - 3TO BrOMHE OrMYHoe, LenecoobpasHoe W NOTeHUManbHO
9(h(HEKTUBHOE pELIEHME BOMPOCA COBEPLUEHCTBOBAHUS OXpaHbl Tpyda, T.K. MNpaKkTMka MCMonb30BaHus
HaKOMMNEHHOro NOSNOKUTENBHOTO OMbITa B MUPE SBMSETCA NPU3HAHHON U JaeT XOpoLUne pe3ynbTaThl.

[ns aToro, Ha Haw B3rnsg, Heobxoaumo co3aaTb YCrnoBusa U paspaboTaTb npakTUYeckue npoueaypbl
ANs BHEOPEHUS 3TUX CTaHZAPTOB M PeKOMeHZaumin Takum obpa3som, 4Tobbl OHM apdekTnBHO paboTanu Ha
poccuickux npegnpuatusx. C y4eTom OCOBEHHOCTEN COCTOSIHMA W YCHOBUA (PYHKLMOHUPOBAHWUS HaLUUX
NPEAnPUATUA B HACTOSILLEE BPEMS BPSA N CTOMT pacCuMTbiBaTb Ha MOMHOMAcLUTabHOE M MOMHOLEHHOe
NPUMEHEHNE YKa3aHHOMO MEXAYHapOAHOro OnbiTa M COOTBETCTBYKOLWMX CTAHOAPTOB. TemM HEe MeHee,
HeobXxo4MMO MCMonb30BaTh X MOEONOMMI0 U OCHOBHbIE MPUHLMMBI ANS 3a4aHus 0BLLero BeKTopa passuTus.
TpyoHOCTW peLLeHns 3TOi 3afayn CBs3aHbl C HEOOXOAMMOCTHI0 M3MEHEHWSI OTHOLLEHWSt K Be3onacHOCTy
TpyAa (oxpaHe Tpyaa), C HeOHXOAMMOCTbHO «PaCLUMPEHNS» (AONONHEHMS) MO0 C OTKA3OM OT TPaAMLIMOHHBIX
METOLOB YNpaBneHWs 1 OpraH13aLun NPOU3BOLCTBEHHOM AEATENbHOCTH.
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[NIABA 3. COCTOAHWE 3/10P0BbA MIETE B
ONEHEBOAYECKMX MOCENKAX KPAHHETO
CEBEPA (HA TPUMEPE GEJIA CEBAH KHOEJIb
PECIYBJINKN CAXA (AKYTWA))

WBAHOBA 0Jibl A HNKOJIAEBHA

A.M.H, npoceccop
OrAQY BO Cesepo-BoctouHblit egepanbHoin YHusepeuteT Mmenn M.K.AmmocoBa

B npouecce npombliLneHHOro ocBoeHust Tepputopuit CeBepa HabnOOAeTCA CHWKEHWE COLMarnbHO-
9KOHOMMYECKOrO MOMNOXEHMUS 1 300POBbS KOPEHHbIX ManouncneHHbix Hapogos Ceepa. [leTckoe HaceneHve
ApKTUYECKMX YNYCOB MPOXMUBAET B SKCTPEMAsbHbIX KNMUMAaTUYECKUX YCIIOBUSX, B HEMPUCMNOCOBNEHHOM XWrbe
no Tuny Yyma. B nutaHun geter npeobnagaet MACO ONEHeM, KOHCEPBbI, MakapoHbl, ynoTpebneHue CBexux
OBOLLEN W (PPYKTOB MUHUMASTBHO.

[Mpobnembl OXxpaHbl 340POBbS AETCKOr0 HaceneHus npefcTaBnstoT 6onblwne npobneMbl B CBA3N C
BbilLeyKa3aHHbIMK 06CTOATENLCTBAMM.

lMpoBeaeH aHanu3 poxaaemocTy, 3aboneBaeMoCT 1 CMEPTHOCTW AeTckoro HaceneHns PC () 3a ne-
puog ¢ 2014 no 2016 rogp!.

OCHOBHbIMKM MOKa3aTensMu neanaTpuyeckon Crykkbbl SBNAKOTCS POXOAAEMOCTb, MMafeHYeckas w
petckasi cmepTHocTh. Poxgaemoctb no Pecnybnuke Caxa (Akytus) B 2016 — 17,4, no [anbHEBOCTOHHOMY
®egepanbHomy okpyry — 13,4, no Poccuitckon ®epepaumm — 13,0. Poxgaemoctb no ganHsim APMUALL M3
PC (A) no PC () Bbiwe, yem no [ansHemy Boctoky n Poccun. Nokasatenu MnageH4Yeckon CMepTHOCTY Nno
PC (A) cooteetcTBytOT nokasatensam no [AB®O 6.7. PoxagaemocTb coctasuna 17,1 Ha 1000 Hac (P®-13,3,
[0 -13,9).

Obwas cmepTHOCTL cHuaunack Ha 13,3 % go 8,5 (P$-13,0, 1d0-12,6).

Tabnuua 1
PoxgaemocTb (Ha 1000 HaceneHus)
Tepputopus 2014 2015 2016
PC(A) 17,8 171 174
[1B®O 14 13,9 13,4
P® 13,3 13,3 13,0
Tabnuua 2
MnapeHueckas cmepTHOCTb (Ha 1000 poAMBLUMXCA XUBLIMK)
Tepputopus 2014 2015 2016
PC(A) 8,0 7,6 6,7
[1B®O 9,0 75 6,7
PO 74 6,5 59
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Ta6bnuua 3
Yucno peten, ymepmx B Bospacrte ao 1 roga gaHHble TO ®OC no PC (A)
Tepputopus 2014 2015 2016
PC(A) 136 125 112
PO 14145 12664

Temn pocTa ecTecTBeHHOro npupocta coctasun +23 % po 8,6 Ha 1000 wac.(P®-0,3, [d0O-1,3). Mo

[aHHbIM CTAaTUCTUKM OCHOBHOM MPUYMHOM MnadeH4yeckoi cMepTHocTu no Pecnybrnivke Caxa (AkyTus) sens-
I0TCS NepuHaTanbHble NPUYMHBI, BPOXAEHHbIE NOPOKM pasBuTUS. Cpeau NpUYNH HEOHaTanbHOW CMEPTHOCTU

NpeBanupyrT NepuHaTanbHbIe NPUYNHBI 1 BPOXAEHHbIE NOPOKM pa3BuTHs (Tabnuua 4).

Tabnuua 4

CTpyKTypa NpvuMH paHHeW HeoHaTanbHon cmepTHocTh no PC(A) (no aaHHbIM MO) abeontoT.uncna

[MpUYMHBI CMEPTY

2014

2015

2016

Bcero ymepno o1 0 o 6 gHen

61

95

39

MepuHaTanbHble NPUYKHBI

49

40

34

BpoxaeHHble NOPOKM PasBUTHS

12

10

4

BonesHu cuctembl KpoBOOOpaLLEeHNS

TpaBmbl 1 OTpaBIEHMS

bonesHn HepBHOM CUCTEMbI

bonesHu OpraHoB [bIXaHNA

bonesHn SHAOKPUHHOM CUCTEMBI

He yTOYHEHHbIE NPUYKHBI CMEPTH

=N ==

Tabnuua 5

CTpyKTypa NpUYMH NOCTHeOHaTanbHoW cmepTtHocTh no PC(A) (no gaHHbIM MO) abcontot.uncna

[pUYrHBI CMepTH

2012

2013

2014

2015

2016

Bcero ymepno ot 29 gHs go 1 roga

61

64

50

53

48

I'IepMHaTaanble NPUYAHBI

9

8

10

8

BpoxaeHHble NOPOKM pasBUTHs

19

13

—
o

TpaBMbI 1 OTPaBleHnA

10

10

bonesHu OpraHoB AbIXaHnA

CBC

VIHEKLMOHHbIE 60nesHN

BonesHn HepBHON CUCTEMBI

HoBoobpasoBaHus

BonesHu opraHoB nuLLeBapeHns

BonesHn kposw

BonesHu cuctembl KpOBOOOpALLEHNS

N (N [N [N D oo

1 WIN N (NN OY|0 || ©

BonesHn MoYenonoBow cUCTEMbI

BonesHu SHOOKPUHHON CUCTEMDI

Mpoyne bonesHu

||\)|—\r\)|—\10‘|w:©

L= = NN =010

He YTOYHEHHbIE NPUYNHbI

1

Cpeau NpuymH NOCTHaTanbHOM CMEPTHOCTY NPEBANMPYIOT NepUHaTanbHble NPUYKHBI, BPOXAEHHbIE Mo-
POKM pa3BUTKS, TPaBMbI 1 OTpaBeHus, GonesHn opraHoB AbixaHus (Tabnuua 5).
Takum obpasom, B Pecnybnnke Caxa (FkyTus) oTMeYaeTcs NoBbILLEHWE NoKasaTenen poxaae-
MoCTu B TeveHne nepuoga 2014-2016 rogbl Npu CHUXEHUM NOKasaTeneil MnageHYeckon 1 4EeTCKOW CMepTHO-
CTW. [JaHHblE JOCTUXEHUS ABNSIOTCS pesynbTaTaMu COBMECTHbIX YCUnMn  paboTHWKOB [Neanatpuyeckon
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cnyx6bl Pecnybrnnku Caxa (Akytum) u Munuctepctea 3apaBooxpaHerus Pecnybnnku Caxa (Akytus).

[anee mMbl NpoBenu aHanu3 CTPYKTypbl 3aboneBaemMocTu aeTeit ceBepHbix ynycos Pecnybnnku Caxa
(AkyTns).

MpoBeaeHo obcnegosaHne 300 aeTein B Bo3pacTe OT 3 40 14 neT, NpoXMBatOLLMX B CEBEPHbIX yrycax
Ha 6a3e nonmkNMHUYeckoro otaenexns lMegmaTpuyeckoro LeHTpa HaumroHanbHoro ueHTpa Meauumtel Pec-
ny6nukaHckon 6onbHuuUbl Ne1 Pecnybninkn Caxa (Skytus). B cTpykType 3aborneBaHuit opraHoB AbIxaHus y
[EeTeil faHHOW rpynMbl NPeBanMpyT 3a60neBaHNs BEPXHUX AblXaTenbHbIX MYTEN: XPOHUYECKUE TOH3NMMUTDI
(47%), xpoHuyeckne n peunamsmpytowme Bponxutbl (30%), peunamsmupytowme o6CTPYKTUBHBIE BPOHXUTBI
(27%). K rpynne yactobonetowmx geten MOXHO 0THeCTH 56% Bcex obcneaoBaHHbIX.

TOH3UANUTBI peunanBUpYoLLUIA 06CTPYKTUBHbIE
6pPOHXUTBI B6pPOHXUTBI

Puc. 1. CtpykTypa 3abonesanun nerkux y aeten CeBepHbix ynycos Pecny6nuku Caxa (Akytus)
Bbicoka 3ab0neBaeMoCTb NaToNornen XenyaouHo-KuLLeYHoro TpakTa. B cTpykType 3aboneBaHui xe-

NYyAOYHO-KULWIEYHOTO TpaKTa BbISBNEHbI Crnegytowme 3aboneBaHus: AUCKMHE3WM XENYEeBbIBOAALMX NyTe
(44%), XpOHUYeCKMe racTpuTbl U racTpogyoaeHuTbl (32%), nambnmosbl (23%).

50% -

40% -

30% -

20% -
10% -

0% T
3abonesaHMA XeNyA04HO-KULLIEYHOTO TPaKTa

B 1XKBI1 M racTpuTbl M racTpo4yOAEHUTDI naméanos

Puc. 2. Ctpyktypa 3aboneBaHuii nerkux y aeten CesepHbix ynycos Pecny6nuku Caxa (AkyTtus)
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Y geteit 0b6cnefoBaHHOM rpynnbl BCTpeYanuch 3aboneBaHns cepaeyHo-CoCyanCTON CUCTEMbI: BPOX-
[eHHble nopokn cepaua (2,4%). 3abonesaHWs MO4YenomnoBOi CUCTEMbI BKMKYaNW Aucmetabonnyeckue
HedpponaTim (9,4%), MHIEKLMM MOYEBLIBOASALLMX NYTEN.

B rpynne obcnenoBaHHbIX AeTelt CTpykTypa 3abonesaeMOCTV annepronatonoruu npeactaBrneHa cne-
aytowmm obpasom: 6poHxmanbHas actMa (16%), annepruyeckue BporxuTsl (12%), anneprveckme puHUTBI 1
KOHBIOKTUBUTBI (17%).

3,5 A

2,5 A

1,5 ~

0,5 -

anneprmuyeckme 3abonesaHus y getemn

B 6poHxManbHaA acTmna B aTonuyeckuin gepmatuT2 aNnepruyeckuii puHUT
Puc. 3. CTpykTypa annepruyeckuit natonoruum y geten CeBepHbix ynycos Pecny6nuku Caxa (AxkyTtus)

Cpepun 06cnenoBaHHbIX AETel BbICOK MPOLEHT YacTo bonetowmx geten. B cTpykType 3aboneBaHuii Ya-
CTO BCTPEYAKTCSH XPOHUYECKIE TOH3UNUTLI U PELIMANBUPYIOLLME BPOHXUTDI.

Takum 0bpasom, Bbicokas 3abonesaemocTb Yy aeteit KpainHero CeBepa cBsisaHa C NPOXUBaHWEM B JKC-
TpEManbHbIX KIMMaTo-reorpaduyecknx yCroBusX, U3MEHEHVEM XapaKTepa MUTaHWS 1 CHIKEHWEM CoLpanb-
HO-3KOHOMMYECKOrO YPOBHS! XW3HW HaceneHusi, 4to TpebyeT BHegpeHus nporpaMm NpodunakTikv 3abonesa-
€MOCTM 1 03[0POBNEHUS AETCKOro HaceneHnst CeBepHbIX yIyCcoB.

B 2018 rogy npoBefeHbl 3KCNeANLUMOHHbIE UCCIE[0BaHNS B PaCnoONIOKEHHOM B BepXosiHCKMX ropax no-
cenke CebsiH-Kketonb.

JKutenu nocenka CebsiH Kenb 3aHAMAIOTCS ONEHEBOLCTBOM, 3BEPOBOLCTBOM, OXOTHUYLYM MPOMBICIIOM
AMKOrO OfeHs, NyLIHUHOW, pbiBonoBcTBOM 1 3BepoBoacTBOM. [locenok CebsH Kioenb Haxogutes B yaaneH-
HOM MeCTe Ha nnaTo BepXosHCKWX rop, rae HeT Jopor, BCe NepeBO3kn OCYLLECTBNSAIOTCA NOCPEACTBOM BEP-
ToneTa.

Takasi TpaHCMOpTHas CMCTeMa CO34aeT OnpeaeneHHble TPYAHOCTM MO [JOCTaBKe NEeKapCTBEHHbIX
CPEeACTB, NPOAYKTOB MUTAHMS U BCEX BWAOB rPy30B, HEOOXOAMMBIX ANs y4acTkoBon GonbHWLbl. B nocenke
npoxuaeT 750 4enoBek, U3 HUX AETCKOro HaceneHus 243 yenosek, nogpocTkoB 39 yenosek. JleyebHo-
npodpunakTnyeckyto paboty B paiioHe nposogut CebsH-Kioenbckas yyactkosas bonbHuLa. Ha MOMEHT me-
AMLMHCKOrO OCMOTpa neguatpa B nocenke He 6bino. B nocenke CebsH kenb NpoXUBaOT NpeacTaBuTeni ma-
now HapogHocTti CeBepa-3BeHb!.

Llenb npoBeaeHHON aKCNeanLMM - U3y4nTb CTPYKTYpY 3aboneBaeMoCTi AETCKOrO HaceneHus nocenka
Cebsn-Kioenb

O6cnepoBaHo 133 pebeHka B pamkax MeauLMHCKOro obcnefoBaHust KkCneanuun MeanUMHCKOro MH-
ctutyta CeBepo-BOCTOMHOMO (hefepanbHOro yHuBepcuteTa. Becem getam nposedeH o6l aHanm3 Kposu 1
MOYK, BUOXMMMYECKOE NCCRER0BaHNe KpoBW. 10 MeaNLMHCKAM nokasaHuam caenaHo Y3WM BHYTPEHHUX opra-
HOB.
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Bcero 6bino ocmotpeHo 133 peberka B Bo3pacTe ot 1 mecsiya Ao 14 ner.

Bce aetu Obinu ocmoTpeHb! neanatpoM. Becem AeTsM NpoBeaeHo U3MepeHne pocta v Beca. He Bbisis-
NEHO HU OAHOrO CryYast oxupeHus. OTCTaBaHue B pOCTe OTMEYEHO Y 3 YEMOBEK, TMNOTPOMM Y 2 YESIOBEK.

3aboneBaHus KOCTHO-MbILeYHOW cucTembl BbisneHsl y 10% obcnegosaHHbix. Camon pacnpocTpa-
HeHHo naTtonorueit 6bimn  nnockocTonme 6%, cyTynocTb 5%, ckonnos BuiSBNEH Y 4% LeTeit (PUCYHOK 4).

10% -
9% -
8% -
7% -
6% -
5% A
4% -
3% -
2% -
1% -
0% T
naTonorna pecnMpaTopHOro TpakTa y aetei

B 6poHxManbHaa acTma B XpOHUYECKMIA HAa30PaPUHTUT annepruyeckuii pUHUT

Puc. 4 CtpykTypa annepruyeckux 3aboneBanHuin y aeteit nocenka CebsH-kioenb
B pauuore geten nocenka CebsH- Kioenb MOMOYHbIE MPOAYKTbI MCMONb3yoTes 1-2 pa3a B Hefento, Tak
KaK CTOMMOCTb MOIIOKa, 3aBO3MMOrO Ha BEPTONETE AOCTATOYHO BbICOKAs, B A€PEBHE Pa3BOLSAT TOMbKO Ofle-
HeR, TaK Kak nacTouLL Ans KpynHOro poraToro ckota Her.

B cBsian ¢ TeM, YTO HaceneHue NbeT 03epHyto Boay M3 03epa CebsH-kioenb Bbicoka 3aboneBaemocTb
KapWeCoM, KaK €NHIYHbBIM TaK U MHOXECTBEHHbBIM (PUCYHOKS).

B 350poBble
N ety C Kapuecom

Puc. 5 PacnpocTpaHeHHOCTb Kapueca Yy AeTcKoro HaceneHus n.CedsH Kroenb
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YunTbIBas BbISBNEHHYH BbICOKYH0 3aD0NeBaeMOCTb NaToNori KOCTHO-MBILLEYHON CUCTEMBI U Kapueca
HeobXxoaMMo BBefeHWe BUTaMWUHHBIX KOMMIIEKCOB W NPEnapaToB KanbLus B eXeAHEBHbIA NpUeM aeTen B ne-
PUOA HU3KMX TEMMepaTyp.

B Tabnuue 6 npuBegeHbl AaHHbIE O pacNPOCTPAHEHHOCTW NaTONOTUN CEpPAEYHO-COCYANCTON CUCTEMbI Y
petein. Bereto-cocyancras auctoHust BbisiBneHa y 11% obcnenoBaHHbIx AeTei, hyHKUMOHANbHBIA CUCTOMNN-
yeckuit wym y 8% obcnenoBaHHOMO HaceneHus, BPOXAEHHbIE NOpOoku cepaua y 2 % LeTeit n manble aHoma-
nuv cepaua y 4% neten (pucyHok 3).

12% -

10% -

= OCL
8% 1 mBCA
6% - " BMNC
m MAC

4% -

2% -

0% T
MaTonorms cepaeuHo-CoCyAnCTON CUCTEMDI

Puc. 6. PacnpocTpaHeHHOCTb NaToONOrMmu CepAE4HO-COCYAUCTON CUCTEMbI Y AETCKOrO HaceneHus
n.CebsH Koenb

Mpu aHann3e AaHHbIX O 3a60MeBaeMOCTU NaTomnorien XenyaouHO-KULLEYHOMO TpakTa y obcneaoBaH-
HbIX AEeTell BbiBNEHa BbiCOKas PacnpoCTPaHEHHOCTb (hyHKLMOHaNbHbIX 3anopoB 6%, CMHAPOMA pa3apaxeH-
HOTO KuLeYHnKa 6%, XPOHNYECKUX racTpuToB 8%, OUCKUHE3NIA XKENYEBLIBOAALLMX NyTen y 6% (PUCYHOK 7).

7% -

6% -
m }KBN
5% -
W [acTpuT
4% -
B PyHKLMOHA/IbHbIE 3anopbl
3% -

H CMHAPOM pasaparkeHHoro

2% -
% KnwevyHunKa

1% -

0% 1
MaTtonorua xenygo4yHO-KMLWEYHOro TPaKTa

Puc. 7. PacnpocTpaHeHHOCTb NaToNorMm xenyao4yHO-KMIWEYHOro TpaKTa Y AeTCKOro HaceneHms
n.CebsH Kioenb
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Bce cnyyan 3aboneBaHnin Xenygo4HO-KULLEYHOTO TpakTa CBSi3aHbl C NMUTaHWEM (MPEeUMYLLEeCTBEHHO
MSICOM OfleHsl), YacTbiM ynoTpebrieHMeM YrreBodoB (caxapa, Cnagocten), NMPOAYKTOB C KOHCEpBaHTaMy
(MAICHble 1 OBOLYHbIE KOHCEPBbI, KOMMOTbI W Ap). B nuTaHuu aetent kpailHe peako UCMonb3ytoTest PpyKThI,
OBOLLW, MOMOYHbIE NPOAYKTHI, TAK KaK TPAHCNOPT NPOLYKTOB Ha BEPTOSETe JOCTaTOYHO JOPOrOCTOSLLMM.

BbISiBNeH JOCTaTOMHO BbLICOKMI YpOBEHb 3ab0neBaeMoCTy NaTonorieil pecnupaTopHoro Tpakta B
rpynne obcrenoBaHHbIX AeTei (pucyHok 8 ). Tak, BpoHxuanbHas actMa otMeveHa y 3%, annepruyeckuin pu-
HUT ¥ 3%, XpoHu4eckune HasoapuHruTbl Y 10 % obcnenoBaHHbIX geTen. KkcTpemanbHble yernosus obcneno-
BaHHbIX JeTei NPOXMBAHWA AeTel B YCIOBUAX HU3KWUX TemnepaTtyp 8-9 mecsaues B rogy SBNSHOTCSA Npuym-
Ho YacTbix OPBW. BupycHas uHgekums CeHCMOMnM3npyoT AETCKUA OpraHnamM 1 opmmpyeT annepruye-
ckue 3ab0neBaHNs pecnnpaTopHOro TpakTa.

10% -
9% -
8% -
7% -
6% -
5% -
4% -
3% -
2% -
1% -

] 6p0mean bHaA aCTMma

H XPOHUYECKMIN Ha30papUHIUT

anNepruyeckuin PUHUT

0% T
NaToNorMA PecnMpaToOpPHOro TpaKTa y aAetei

Puc. 8. PacnpocTpaHeHHOCTb NaToNorMu pecnupaTopHoro Tpakra
y AeTckoro HaceneHus n.Ce6sH Kioenb

Takum obpasom,  ycnosust KpanHero CeBepa MOXHO Ha3BaTb 3KCTPEMAmbHbIMU ANS MPOXUBAHUSI.
Bce aTn hakTopbl OTPaXaKTCA Ha COCTOSIHUM OpraHuama pebeHka, Ha ero paboToCnoCOBHOCTU  aKTUBHOW
XU3HU. 300POBLE AETEN, KOTOPbIE XMBYT B CYPOBbIX KNMMMATUYECKMX YCIOBUSX MOABEPraeTCs NOBbILLEHHOMY
pucky. Bcem 6onbHbIM ETSM AaHbl peKOMeHAaLMm Mo NeYeHN 1 NpodmunakTuke 0BoCTPEHMN.

Takum 0bpa3om, BbISBNIEH BbICOKWIA YpOBEHL 3aboneBaemocTn y aeten nocenka CebsiH-ktoens. Heob-
XOAMMO BBEAEHWE B €XEOHEBHbIN NPUEM AeTell BUTaMUHHBIX KOMNIEKCOB 1 NpenapaToB KamnbUus U Kanus
ANs NpodUNaKTUKKM XPOHUYECKOW naTonorum y aeTein. B nocenke Heobxoaum neamatp Ans BegeHus, Habnto-
AeHust 1 neveHust geteit nocenka CebsH kioenb. Heobxoanmbl exerogHble 0CMOTPbI Y3KUX CneuuanicTos
(aHOoKpMHOMora, remaTonora , kapauonora, optoneaa-TpaBMaTtonora 1 p) ANs BbISBNEHUS NpUoBpeTeHHo
naTonoruu y aeten 1 noapocTkos nocenka CebsH-koenb.
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[JIABA 4. YTUNW3ALIUA OPT AHWYECKWX
0TXO0[0B ATPOMPOMbILIIEHHOI0
[NPOW3BOACTBA HA TEPPUTOPUW
WHHOBALIWOHHO-NPOW3BOACTBEHHOI 0
LIEHTPA «MHHOKAMD

CHNNENb NPUHA AKOBNEBHA,

K.X.H., BOLEHT
®IrAQY BO «KasaHckui (MpuBormkckuit) pegepanbHbI yHUBEPCUTETY,
HabepeXHOUENHUHCKMIA MHCTUTYT

AHHoTaums: B paboTe npefcTaBneH aHanma aKomorMyeckix nocneacTauin 06pasoBaHNs U HaKOMNEHNUS OTXO-
[0B XWBOTHOBOACTBA: 3arpsi3HEHUSI MOYB, BOAHbLIX OGBHEKTOB TOKCUYHBIMI BELLECTBAMM U NATOrEHHOM MUKPO-
cnopon, yyactvs B 3BTPOMKaLMM BOLOEMOB, BKlada B MapHUKOBLIA adekT. PaccMOTpeHbl MeToabl U TeX-
HOMOIMW YTUNK3ALMN OpraHNYeCKNX OTXOAOB arpoNPOMbILLNIEHHOrO NPOU3BOACTBA, AMHAMWKa 06pa3oBaHMs
OpraHn4yeckMx OTXOLOB XMBOTHOBOACTBA B MHHOBALMOHHO-MNPOU3BOACTBEHHOM LieHTpe «MHHOKamy». lNpeano-
KEHa CepuiHas TexHororusa nepepaboTkm OTXOLO0B arponpPOMbILLIIEHHOrO NPOW3BOACTBA, BKMKYatLLas pas-
AEneHne 0TX00B Ha XUAKYHO M TBepAYo pakLyy C NOMyYeHNEM OpraHNYecknx YyaobpeHuin u nogcTUKM Ans
XMBOTHBbIX, NPEANOXEH KOMMIEKC CTauMoHapHoro obopyaosaHus ans nepepabotkn Haeoza KPC gns arpo-
(bepMbl, paccunTaH 3KOHOMUYECKNA SGHEKT.

KnioyeBble cnoBa: opraHNyeckue 0TX0Abl XMBOTHOBOACTBA, YTUNN3aLMA OTX0A0B, (PpaKLMOHNPOBaHNE OT-
XO[0B, CPOK OKYMaemocCTy.

UTILIZATION OF ORGANIC WASTES OF AGRICULTURAL PRODUCTION IN THE INNOVATION AND
PRODUCTION CENTER "INNOKAM»

Sippel Irina Yakovlevna

Abstract: The article presents an analysis of the environmental consequences of the formation and accumula-
tion of animal waste: soil pollution, water bodies with toxic substances and pathogenic microflora, participation
in the eutrophication of water bodies, contribution to the greenhouse effect. Methods and technologies for utili-
zation of organic wastes of agricultural production, the dynamics of the formation of organic animal waste in an
innovative production center Innokam. The technology of utilization of agro-industrial waste, including the sep-
aration of waste into liquid and solid fractions with the production of organic fertilizers and litter for animals, the
complex of stationary equipment for processing of cattle manure for agricultural farms, the economic effect is
calculated.

Key words: organic animal waste, waste disposal, waste fractionation, payback period.
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YKNBOTHOBOACTBO SIBMSAETCS OAHOM W3 BaXXHEMLLMX OTPACNel CenbCKoro Xo3sncTea, obecneynBaroLen
OKOIO MOSOBWHbI €70 BaNoBOW NPOAYKLUMK. B TO e Bpemst KMBOTHOBOAUECKME NPEANPUATUS SBNSAKOTCS CEpb-
€3HbIMM 3arpsA3HUTENAMM MOYBbI, aTMOCEPbI, MOBEPXHOCTHBIX U NMOA3EMHbIX BOA, UCTOYHMKaMK 0bpa3oBa-
HWS M HAKOMNEHNS1 OPraHUYECKUX OTXOLOB, NPK TOM KOMMYECTBO OTXOAOB HEPELKO MpeBbiliaeT 06bem Bbl-
nyckaeMomn npoayKumn. B Hallern cTpaHe HET CTOMb XeCTKMX TpeboBaHMiA 1 BbICOKMX LUTPAGIOB 3a HapyLUEHWe
npasun 6e30nacHon yTUNN3aLMm 0TXOA0B CENbCKOrO X035NCTBA, KOTOPbIe BBEAEHbI B €BPONENCKINX CTPaHaX.
Tak, B EBpone yxxe Heckonbko NneT AeiCTBYET 3aKOH, 3anpeLLaroLnin BbIBO3UTL Ha Nons HenepepaboTaHHble
OpraHu4eckue 0TXoAabl. Takke B €BPOMENACKMX CTpaHax M3-3a OMACHOCTU MPOHWUKHOBEHUS ChIpbs B FPYHT 3a-
npeLleHo 3arnybreHHoe XpaHeHe 0TX0A0B, KOTOPOE B POCCMM NPUMEHSIETCS NOBCEMECTHO.

ExerogHbin 06bEM 06pa3oBaHNs OTXOLO0B XWBOTHOBOACTBA B Hallel cTpaHe cocTasnsieT 149 MnH. 7B
nepecyeTe Ha Cyxoe BeLLECTBO, U3 KOTOpbIX 104 MMH. T NPUXOANTCA HA HABO3 CENbCKOXO3ANCTBEHHbIX XU~
BOTHbIX [1]. JIuwb 16% HaBo3a ucnonbayeTcs B kavyecTBe YAobpeHuit B CENbCKOXO3SAMCTBEHHOM NPOU3BOS-
CTBE, OCTarnbHOe KOMWYECTBO HaKanmMBaeTCs, Bbi3biBas 3arpsi3HEHME OKpyXKatolen cpeapl. B otxogax, no-
MWMO NOMEe3HbIX ANS pacTeHU 3rIeMEHTOB, TakuX, KaK Kanuii, (hocdop, a3oT, MOryT COLepXaTbCs NaToreH-
Hbl€ MMKPOOPraHW3Mbl, CNOCOBHbIE COXPaHSATb CBOK XW3HECNOCOBHOCTL B TEYEHUE ANMTENBHOrO BPEMEHM
(bonee ABYX neT), YTO YpeBaTO ONACHOCTLH) 3apaXeHUst UMK MOYBbI, MOBEPXHOCTHBLIX M PYHTOBLIX BOA. [1o-
MWMO 3TOrO, B HAaBO3e COAEPKUTCA BOMbLIOE KOMYECTBO CEMSH COPHbIX PACTEHUM, YTO OCMOXHSAET UX UC-
Nonb30BaHME B NPOMbILLIIEHHOM PaCTEHWEBOACTBE.

B T0 e Bpems 0TXofbl XMBOTHOBOACTBA SBMSAOTCS LIEHHBIMU BTOPUYHBIMWA SHEPreTU4ecKUMmn pecyp-
CaMmn 1 MOTYT CMYXXUTb CbIpbeM AJ15 NONYYEeHNs OpraHNyecknx yaobpeHnin, KopmoBbIx 4oBaBok, nepepaboTku
B 61ora3 1 BbIpaboTKK Ha €ro OCHOBE 3MEKTPUYECKOMN M TENMOBON 3HEPruM. [peanpuaTis arponpoMbILLeH-
HOrO CeKTopa B pe3ynbTaTe CBOei NPOM3BOACTBEHHOM AEATENBHOCTI CO3Aal0T, MOMUMO LENEBbIX MPOAYKTOB,
MOMHOLIEHHYI0 CbipbEBYI0 Ba3y, HE MEHEE MHTEPECHYI0, YEM CO3AaHHYI0 NPUPOAON C TOUKM 3PEHMS U3BIEYe-
HWS1 3HEPrETUYECKMX W NPOAOBONBCTBEHHBIX PECYPCOB. Ha CTbike 9KONOrMM 1 SKOHOMUKM NosiBUNach Broako-
HOMWKa — OTpacib 3HaHWS, U3yyatoLLas B3auMOLENCTBME YenoBeka U NpMpoabl B NpoLecce UCnomnb30BaHNS
NPUPOAHbIX PECYPCOB.

PaspaboTtka 1 BHepeHWe METOA0B YTUAN3aLMKM OTXOLOB XMBOTHOBOACTBA SBMSAETCSH BAXHOM W aKTy-
arnbHoi Npobnemoit, peLleHe KOTOPOH NO3BOMMT YMEHbLWWTL HEraTUBHOE aHTPOMOreHHOEe BO3LENCTBME Ha
OKPYXXaloLLYto Cpeay, CBA3aHHOE C HAKOMMEHMEM OTXOLOB, M UCMOMb30BaTb OTXOAbI Kak LIEHHbIN 3HepreTnye-
CKMI 1 Bronornyecknin pecypc.

1.1. SKONOrMYECKUE NOCNEACTBUA OBPA30OBAHUA U HAKOMIEHUA OTXOA0B
NMPOMBILWIEHHOIO XUBOTHOBOACTBA

[nowagb nonen, 3arpsi3HEHHbIX OTXO4aMK KUBOTHOBOACTBA U MTULEBOACTBA B Poccum nmpesbillaeT
2,4 MITH. ra, 13 koTopbix 20% SBNAKTCSA CUNBHO 3arpsi3HEHHbIMU, 54% — 3arpsisHeHHbIMU U 26% — cnabo 3a-
[PS3HEHHBIMM [2]. XapakTep BIUSHUA OTXOLOB XXMBOTHOBOZLCTBA Ha OKPYXKA'OLLYH0 Cpesy 3aBUCUT OT MHOMUX
(paKTOPOB: KOHLEHTPALMK 3arps3HAILLMX BELLECTB B Bbibpocax v copocax, Cunbl U HanpasneHns BeTpa, Bu-
[ia pacTUTENbHOCTH, OKPYXatoLLEen KOMMMeKe, u Ap. 3arpssHstoLLme BelyecTsa 0GHapyKeHbl B NOYBE W OTKPbI-
TbIX Bogoemax B paguyce 4o 15 kM oT xumBoTHOBog4Yeckux depm [3]. CyliecTByeT onacHOCTb HaKOMMEHNs
naToreHHbIX BO3byauTenen B MaxOTHbIX MOYBAX, 3€PHOBbLIX KyrbTypax, BOAHbIX 0ObekTax, Bosgyxe. [ns
YMEHbBLUEHWS OMACHOCTU 3apaxeHusl, NOBbILLEHNS ANNAEeMUONOrnyeckon 6e30nacHOCTH OTXOAb! XMBOTHOBOA-
CTBa JOIMKHbI BbITb NogBeprHyThl 0be33apaxuaHnio. OUMCTKy 1 0bessapaxuBaHme XUAKOro HaBo3a crieayet
NPOM3BOANTL BUOSNOTMYECKUMM, XUMUYECKUMMU U puandeckumm MeTogamu. [ins obe3sapaxmBaHns XUBOTHO-
BOAYECKMX CTOKOB NpeanoxeHa ux obpabotka B kaBUTaLMOHHOM none [4].

OpfHako, Ha NpaKTUKe OpraHMYeckue OTXOAbl YacTo BbIBO3ATCS Ha nons 6e3 obpabotku. B HacToswee
BPEMS Ha TeppuTopun Poccun 04eHb HEMHOTO XMBOTHOBOAYECKMX KOMMIIEKCOB, Ha KOTOPbIX Ans nepepaboT-
KM OTXOZOB MCMOb3YHTCH OUUCTHbIE COOPYXEHUS. B BONbLINHCTBE XO35MCTB NPUMEHSIIOTCS NaryHbl - KOTMO-
BaHbl, KyAa cbpacbiBaeTcs cbipbe. [locrne 3anonHeHus naryHbl €e CoaepKMMOoe BbIHOCUTCS Ha nons 6e3 ka-
kon-nnbo nepepaboTku [5].
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B cocTaB MBOTHOBOAYECKMX CTOKOB arpOnpOMBbILLIIEHHbIX NPEANPUATUI BXOAMUT 3HAYUTENbHOE KOMu-
YECTBO COEAMHEHWUIN a30Ta: HUTPATOB, HUTPUTOB, aMMOHUMHBLIX coneit [6]. Mpu nonagaHun UX B OTKPbITbIE
BOJOEMbI HanpsAMYK UK BMECTE C rPYHTOBLIMU BOZAMKU MOTYT NpoTekaTb NpoLecchl 3BTPOMKaLmMmM, KOTo-
pble CONPOBOX/AAKTCA POCTOM NPOLAYKTUBHOCTU (DUTOMMAHKTOHA, CBA3AHHbLIM C MOCTYNNEHNEM MUHEPaTbHBIX
conen. B pesynbTate pefoKC-ypOBEHb CUCTEMbI: OKUCMUTENBHO-BOCCTAHOBUTENbHbIE MOTEHUMAnN u pe , —
PE3KO YMEHBLUAKTCS, U HAYMHAKOTCS NpoLEeCChl CyNbgaT-peayKLmnmn, ConpoBOXaAOWMECS CUHTE30M CEPOBO-
[0pofa W ero Npou3BOAHBIX, TOKCUYHBIX NS XMBbIX OpraH13mMoB. [1pn 3TOM KayecTBO BOAbl 3aMETHO YXy -
LIaeTCs, OHa CTaHOBUTCS HEMpUroAHOW Ans UCMONb30BaHUS. YBENUYEHWe KOHLEHTpaLuM CepoBogoposa B
BOAOEMAX MOXET BbI3BaTb rMbenb pbib 1 Apyrux BOAHbIX OPraH3MOB, OCOOEHHO B BECEHHWI N OCEHHMI ne-
p1oabl, Korha B BoLOeMax NpoUCXOANT UHTEHCUBHBIA BOLOOBMEH MeXIY 3MUIMMHUOHOM U TUMONIUMHUOHOM.

O6pasoBaHie 1 HakomnneHne 0TX040B arpoNpPOMBbILLIIEHHOMO NPOM3BOACTBA NOPOXAAET ELLE OOHY BaX-
HYI0 3KONOrMYeckylo npobrnemy COBPEMEHHOCTU — YBEnuYeHWe BbIOPOCOB B aTMOCKEPY MeTaHa, KOTOpbIiA
OTHOCUTCS K NapHUKOBbIM razam. OpraHuyeckue 0TXoabl XUBOTHOBOACTBA NP XpaHeHUN 1 nepepaboTke Bbl-
AENSI0T MeTaH, noatoMy B EBpone npuHsato obpabatbiBaTb HaBo3 kpynHoro poratoro ckota (KPC) Takum 06-
pasoM, 4Tobbl JOBUTHCA MaKCUManbHOTO CHIKeHNS BblgeneHns CHa B okpyxatoLLyto cpeay.

MeTaH SBMSETCA BaXXHEMLUMM MAapHWKOBLIM ra3oM Hapsgy € BOASHbIM Napom, okcugom yrnepoga (1V),
030HOM, (bTOpXSIOpyrnesogopodamu (ppeoHamm); B CyMMe ykasaHHble BellecTa obecneunsatoT 98 % nap-
HWKoBOro adhpekTa [7]. ObLyee KonNMYECTBO MeTaHa B aTMocdepe cocTaBnsieT npumepHo 5-10%5 kr [8], yto
3HaunTenbHO MeHblue cogepxanns CO2 n H20. [lo nocnegHero BpeMeHn ponb MeTaHa B pa3BuUTUN NapHUKO-
BOro agpdpekTa HeoOLEHMBaNacb, OCHOBHOE BHUMaHMWe yaensnoch okeunay yrnepoaa (IV) u auHamumke pocra
€ro KOHLEHTpaLuW B aTMocepe B pe3ynbTaTe aHTPONOreHHON LeaTeNnbHOCTU.

MeTaH 0bpasyeTcs v BblgenseTcs npu pacnage HaBo3a CeSbCKOXO3SAMCTBEHHbIX XUBOTHBIX U OpraHu-
YeCKMUX KOMMOHEHTOB CENbCKOXO3ANCTBEHHBIX CTOKOB. XpaHeHue 1 nepepaboTka XMOKX OTXOAO0B XMBOTHO-
BOAYECKUX MPeanpUsTIAl B OTCTOMHWKAX, SMax, Npyaax, naryHax cnocobeTByeT CO3AaHMo aHaspobHbIX yCno-
BMI, YTO NpUBOAUT K 0BpasoBaHMi0 Buorasa, OCHOBHbIM KOMMOHEHTOM KOTOPOro sBnsieTcs meTaH. Konuve-
CTBO MeTaHa, BblAeNAILEerocs Ha nnaHeTe B pe3ynbTaTte YyTUAU3aLMM HaBo3a eXerogHo COCTaBMSET OKOMO
237 mnH 1. CO2 E, unu nopsaka 4% Bcex aHTpornoreHHbIX Bbibpocos aToro rasa [9]. CeegeHus 06 obemu-
poBOM 0ObeMe MeTaHa, BblAENSIOWEroCs U3 CenbCKOXO3ANCTBEHHbIX CTOKOB, HA CETOAHSLUHUA LeHb OTCYT-
CTBYIOT.

CpepHee Bpemsi NpebblBaHNS MeTaHa B aTMOc(epe CocTaBnseT npumepHo 12 neT. MapHukosas ak-
TMBHOCTb METaHa NPUMEPHO B 22 pasa Bbille, Yem okeuaa yrnepoaa (IV) u, HecmoTps Ha To, YTO €ro cogep-
XaHue B aTMOCepe HEBENUKO (CPeaHss KOHUeHTpauus coctaenseT 1,8 ppm [8]), BnusHue mMeTaHa Ha no-
BbILUEHME CPEAHEN TeMMepaTypbl HA MOBEPXHOCTW 3eMNN BECbMa CYLLECTBEHHO. Hanbornee BaxHbIMU NapHu-
KOBbIMM ra3amu SBMSOTCS BOASHOM nap 1 okeup yrnepoga (1V), copepxalumecs B atmocdepe B HaMbomMbLUMX
KOHLEHTpaLMsX No CPaBHEHUIO C ApyrMu. BoasHOM map MHTEHCMBHO MOMMOLLAET MH(ppaKpacHoe M3fydeHue,
ucryckaeMoe NoBEPXHOCTLIO 3eMnK, B AnanasoHe AnvH BorH 5-7 Mkm 1 Bonee 14 mkm, okenp yrnepoga (IV) — B
[vanasoHe AnvH BonH 4-5 mkm 1 Bonee 12 mkm. Obnactb AnuH BomH 8-11 MKM He nornoLaeTcst 3TMMK KOMMo-
HEHTaMU U SBMSIETCS MPAKTUYECKW MPO3payHoi Ans u3nyyveHus 3emnn. ATy obnacTb AfUH BOSH Ha3blBakoT
«OKHOM NpO3pa4YHOCTU» U 0BacTbio Npo3payHocTh atmocdepsbl. [hk. AHOpy3 06pasHO CpaBHUN €€ C OTKPbITOM
(hOPTOUKOIA, Yepe3 KOTOpYHo TEMroBOe M3nyyeHne 6ecnpensaTcTBeHHO nokugaet atmocgepy 3emmm [10]. Ons
MeTaHa MakcuMym nornoweHnst MK-uanyyeHus npuxogutes Ha obrnactb 7,66 MKM, YTO nepekpbiBaeT obrnactb
NPO3PaYHOCTL W YCUIMBAET NApHUKOBbLIN 3PAEKT.

CpaBHUTENBHO HENPOZOMKUTENBHOE CpeaHee BpeMs NpebbiBaHns MeTaHa B aTMOCEPE B COMETaHNM
C BbICOKOW NapHWUKOBOW akTUBHOCTbIO MO3BOSSIOT paccMaTpuBaTh TOT NAPHUKOBLIN ra3 Kak BaXHEeNLWnin gak-
TOP YMEHbLUEHUS NAPHUKOBOTO 3peKTa 1 CBA3AHHOM C HUM rrobarnbHOro notenneHus. BrnsHue meTtaxHa Ha
NapHUKOBbIN 3PEKT 3HAUMTENBHO CUbHee, YeM nNpoaykToB ero cropanus: CO2 n H.0O, — noatomy BoBreve-
HWE MeTaHa B TEXHONOrMYeckue NpoLEecchl NO3BONT YMEHbLLINTL 0GBEMBI €r0 NOCTYNNEHUS B aTMOCGEpY 1
COKpaTUTb €ro BIIUSHIE Ha NOBbILIEHWE CPeaHEeN TeMnepaTypbl Ha NnaHeTe.

BeayLyas ponb XMBOTHOBOACTBA B OMUCCUW MeTaHa B aTMOC(epy SBNSeTCs okadaHHbIM akTom [9].
KonnyecTtBo KpynHOro poraToro ckoTa CocTaBnsieT npumepHo 1,5 mnpa. ronos. C y4eToM TOro, 4TO AHa KOpo-
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Ba MpOM3BOANT OKOMO 250 N MeTaHa B CyTKW, CyMMapHbIi BbIbpoc B atMocepy cocTasnseT 80 Tr/rog meTa-
Ha. MeTaH OTHOCUTCA K NnerkuM rasam u umeet nnoTHocTb 0,718 kr/m3 npu H.y. B otnnume ot tsixenoro COy,
nmetowlero nnoTHocTb 1,980 kr/m3, meTaH nerko AnddyHAMPYeT Ha rpaHuLy Tponocdepbl 1 cTpaTocdepsbl U
aKTWMBHO y4acTBYeT B NApHUKOBOM 3pepekTe.

Bcreacteue HepacTBOPUMOCTW MeTaHa B BOZE U HEBO3MOXHOCTM €r0 MOKPOTO OCaX[eHus C aTMo-
ChepHbIMW OCaaKaMmM eCTECTBEHHbIN CTOK 3TOT0 MapHUKOBOTO ra3a 13 aTMoCcepbl MPOMCXOAUT B pesyrbTaTte
€ro yyactus B (hOTOXMMMUYECKUX peakLmusx B Tponocdepe, KOTopble NpoTekatoT no cBobogHOpaauKaibHOMY
MexaHuamy [7, 9]. Hanbonee peakuMoHHOCNOCOBHbLIM SBASETCS MMAPOKCUAHBIA pagukar, UCTOYHKamu obpa-
30BaHMs KOTOPOTO B Tponocdepe SBASKOTCA Napbl BOAbI, YTNEBOAOPOAbI U HEKOTOPbIE Apyrie BelecTsa. pu
B3aMMOLENCTBIAN TMAPOKCUAHOTO pagukana ¢ MeTaHoM obpasyeTcs MeTUrbHbIA pagukan, KOTOpbIA C KACNO-
POAOM B MPUCYTCTBUM TPETLETO Tena M gaeT Apyryto HeyCTONYMBYIO YacTULY — METUNNEPOKCUAHBIA pagunKan:

CH4 + OH- — CHs+ H20

CH3 + O2 + M — CH300-+ M*

M - TpeTbe Teno, KOTOPOE B pesyrbTaTe peakuum NepexoamT B Bo3byxaeHHOe cocTosHne M*,

Pacnag pagukana CH300:- B Tponocgepe npuBoguT K 06pa3oBaHni0 METOKCUIBHOMO pagukana:

2CH300 — 03 + 2CH30-

CTOK METMNNEPOKCUAHOTO paankana BO3MOXEH Takke B pes3ynbTaTe B3auMOAENCTBUS C rMAPONEpOK-
CMAHbIM pagykanom unu okeugom asota (11):

CH300:+ HO2: — CH30-+ O + OH:

CH300-+ NO — CH30-+ NO

OKMCreHe METOKCUNBHOMO pagukana MOMEKYNSpHbIM KUCIOpOgoM NpUBOAMT K oBpasoBaHuio cop-
Manbaeraa, KoTopblii 0bnagaeT 3HauMTeNbHO 6OMbLUEeR YCTOMYMBOCTLI, YeM CBODOAHbIE paaumKarbl U ABNs-
€TCS NPOMEXYTOYHBIM NPOAYKTOM OKUCNEHUS MeTaHa B aTMocdepe:

CH30-+ O — CH20 + HO2

B pesynbTate nornowjeHns cBeta B ynbTpaduMoneToBOM AuanasoHe Monekynbl opmanbaernia
npetepnesatT oTonuTUYeCkUin pacnag ¢ obpasoBaHuem okcuga yrmepoga (Il), Takke sBnswoLlerocs
YCTOYMBBLIM NPOMEXYTOYHBIM NMPOLYKTOM OKUCTIUTENBHON TpaHC(hopMaLun MeTaHa:

CH20 + hv — CO + Hy

AnbTepHaTUBHOE HanpaBneHue CToka hopmarbhernaa — B3auMoLencTBIe C rMAPOKCUAHBIM paauka-
nom ¢ obpasosaHuem opmunbHoro pagukana HCO:, koTopblit pearupyeT ¢ ruapoKCUAHbIM pagukanom ¢
obpasoBanvem okcuaa yrnepoga (I1):

CH20 + OH — HCO-+ H.0

HCO-+ OH — CO +H20

Mpu B3ammogeicTeun okcuaa yrnepoda (Il) ¢ rugpokenaHeiM pagukanom obpasyerca okcuga yrne-
poga (IV), KoTopblIi IBNSETCS KOHEYHBIM NPOAYKTOM OKUCIIMTENBHOM TpaHC(OopMaLMi MeTaHa B Tponocepe:

CO+0OH — CO2+H

MMapannensHo ¢ NpuBeAEeHHbIMU peakumsMy NpoTeKakT NPoLeCcCs!, NpuBoasLLmMe K 06pa3oBaHuio Mypa-
BbWHOW KUCIOTbI, SBASIOLLENCSH NPOMEXYTOUHBIM NPOAYKTOM OKUCIEHWNS MEeTaHa:

CH2 =0+ HO2: «> CH2(OH)OO:-

CH2(OH)OO+ NO — CHy(OH)O- + NO;

CHz(OH)O-+ O2 — HCOOH + HO2

KoHeuHble NMpoayKTbl OKUCTIUTENbHbIX NpeBpaLleHni MeTaHa B Tponocdepe CO2 n HoO Takke sBnsiotcs
MapHUKOBbLIMI ra3aMm, HO MEHEE arPeCCUBHBIMU, YEM METaH.

1.2. METO[bI YTUNU3ALIUK OTXOAOB NPOMbILLNEHHOI O XXUBOTHOBOJCTBA

B HacToswee Bpems Haubonee pacnpoCTpaHEHHbIM CMOCOOOM YTURM3aLMN OPraHUYeCcKUX OTXOL0B
KMBOTHOBOACTBA ABMSIETCS BbIBO3 Ha NONS B KayecTBe YAobpeHus, Tak Kak HaBo3e coaepkatcs GuoreHHble
anemeHTbl (npexae Beero, rpynnbl NPK). OdhheKTMBHOCTb TpaHchopMaLmn asoTa KOpMOB B MULLEBYH NPO-
AYKUMIO XMBOTHBIX U NTULbI cocTaBnsieT okono 40 %, octanbHas YacTb npespajaetcs B HaBo3 [1]. OgHako,
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coaepxalumecs B 0TX04ax TOKCUYHbIE KOMMOHEHTbI 1 MaTOreHHbIe MUKPOOpraHu3mbl, obragaroLye BbICOKON
XM3HECMOCOBHOCTLI0, MOTYT BbI3BaTh 3apaxeHne 0DLEKTOB OKpyxatowwen cpedpl. Mo gaHHeIM BecemupHom
OpraHu3aLyumn 34paBoOXpaHeHNs, B OTXOAAX XWBOTHOBOACTBA MOXET codepxaTtbcs bonee 100 Buaos Bo3by-
putenen 6onesHen XMBOTHbIX 1 Yenoseka [11, 12]. Kpome Toro, B 1 T HaBO3a MOXET NpMCyTCTBOBATb A0 5
MITH. CEMSIH COpPHSIKoB [13]. 3arpsi3HeHne NoYB NaToreHHoM MUKPOIOPON U CEMEHaMW COPHbIX PacTEHMI 3a-
METHO OCMOXHSIIOT UCNONb30BaHNe HenepepaboTaHHbIX OpraHMYeCKNX OTXOAO0B XKMBOTHOBOACTBA B KAaYECTBE
yAoOpEeHUiA B NPOMBILLNIEHHOM 3eMnegenuu.

CoBpeMeHHble XMBOTHOBOAYECKME KOMMIEKCHI MPUMEHSIIOT pasfinyHble Cnocobbl yTUNM3aLuum opraHu-
4eCKuUX OTXOAOB arponpPOMbILLIEHHON AesTenbHOCTH. [MpeanaraeTcs HECKOMbKO CXeM NPOBEAEHUSt LJaHHOM
npoLeaypbl: HABO3 OYMLLAIOT NyTeM pa3feneHns Ha TBEPLYID W XMAKYI paKuuu; CTOKM UCMOMb3YT AN
NPOM3BOACTBA TOPO-KOMMOCTHOM CMECH, BbIBO3MMOI Ha nons Guotepmmnyeckoro 06e3sapaxuBaHus; HaBo3-
HblE CTOKM OUMLLAKT MPX MOMOLLM HABO3OXPaAHMAMLL, (NaryHbl M pe3epByapbl, KOTOPbIE NPeA0TBPALLaT Npo-
HWUKHOBEHME BPeHbIX BELLECTB B MOYBY, BOZY 4 aTMOC(eEpY); HABO3HYI0 Maccy NOABEPraioT aHaspobHoOM ne-
pepaboTke unu copaxusaHuio, B pe3ynbTaTe Yero rmbHyT BCe NaToreHHble MUKPOOPraHM3MbI.

OpgHnm 13 cnocoboB YTUIM3ALMW OpraHUYECKX OTXOAO0B XKUBOTHOBOACTBA, B YacTHOCTH, HaBo3a KPC
SIBNSieTCA nony4yeHne buorasa no TEXHONOMM aHaspobHOro cOpaxuBaHms, T.K. HaBo3 boraT MeTaHobpasyto-
e mukpodpriopon [14, 15]. B nutepaType WMPOKO OCBELLEHbI BOMPOCH! TEOPUM W NPaKTUKW nepepaboTku
OpraH14yeckux OTXOLOB XMBOTHOBOLCTBA C LieNbl0 nomnyyeHust 6uorasa 1 opraHuyeckux yaobpenuit, npuso-
OATCS CBefeHns 0 cocTaBe M cnocobax nonyyeHus buorasa u3 opraHU4eckux OTXOL4OB, O MPOEKTUPOBAHWM
CUCTEM M TEXHOSOTMYECKOro 0bopyaoBaHUs AN yTUNM3aumm 0TX040B XMBOTHOBOACTBA [14-19] ¢ Lenbto ne-
peaboTkn Buorasa B SNEKTPUYECKYIO M TEMMOBYIO SHepruto. Mpon3BoacTBO 6uorasa 13 0TX040B NO3BONSET
peLaTb He TOMbKO 3KOSorMyeckue npobrembl, CBA3aHHblE C HAKOMMNEHWEM HaBO3a, HO TaKKe SHepreThyeckue
W XO35NCTBEHHbIE.

B ocHoBe TexHonoruu nomnyyeHus buorasa 13 HaBo3a NEXUT aHaspobHas epMeHTaLus OpraHNYeckuxX
BELLeCTB, NpeAcTaBnaowas coboil MHOroCTyneHYaTblil NpoLecc, 3PGEKTUBHO NPOTEKAOWMA B YCIOBUSX
BnaxHoi (npumepHo 50 %) cpeapl npu Temnepatype o1 35 fo 40 °C. buoras obpasyertcs B pesynbTate MeTa-
HOBOro BpoxeHnst Guomacchl Nof AeNCTBUEM TMAPONN3HBIX, KUCIIOTOOBPa3yLWMX 1 MeTaHOOpasyowmx 6ak-
Tepuin. B Buorase, nonyyaeMom 13 opraHUYeCKux 0TxoaoB, copepxutcs 50-87 % metaHa, 13-50 % CO2, He-
3HauuTenbHble konudyectsa Hz 1 H2S. Bbixon buorasa 3aBucuT OT BUga U cocTaBa OTXOAOB. Tak, U3 1 T HaBo-
3a KPC obpasyetcs 50-65 m36uorasa ¢ cogepxanmem metaHa 60 %. MpumeHeHne BycTepos, ynbTpassyko-
BbIX UMW XWOKOCTHbIX KABUTATOPOB M HEKOTOPbIX APYriX METOAOB MO3BOMSET YBENMYNTL Bbixog 6uorasa Ao
95 % [18]. B HacTosiLlee Bpemsi CENbXO3NPOM3BOANTENSAM NpeanaraeTcs Lenbln psg 61orasoBbix YCTaHOBOK,
OTIIMYAKOLLMXCS MPON3BOAMTENBHOCTBI), BbIXOAOM MeTaHa, SKCMyaTaUMOHHbIMKA XapakTepUcTMkamu, CTou-
MOCTbHO.

BHeapeHve 61ora3oBbIx YCTaHOBOK NO3BOMSIET pelaTh Crieaytowme 3agadu, CToswme nepes arponpo-
MbILUMEHHBIMW NPEANPUATUAMM:

1. MonyyeHne GuoTtonnmea u3 BO30OHOBISEMbIX UCTOYHUKOB BCREACTBME PALMOHANBHOTO UCNONb30-
BaHMS 3HEPrUM BOMACChl OTXOLOB CEeNbCKOXO3SAMCTBEHHOIO MPOU3BOACTBA.

2. MonyyeHne opraHnyeckux yaobpeHuit 1 nosbileHne brnarogaps WX UCMONb30BAHUIO YPOXANHOCTM
CEMbCKOXO3ANCTBEHHbIX KYNbTYP.

3. CoxpaHeHue 1 oboraLLeHe ryMycoBoro Cros, yBenuyeHue nnogopoaus noys.

4. bonee nonHoe BoBneyeHne 6uoreHHbIx anemeHToB (C, N, P, K) B CTECTBEHHbIN KPYroBOPOT.

5. YMeHbLUEHME 1 NpefoTBPaLLEHUE 3arpsi3HEHNS OKpYXXatoLel Cpeabl 0TXOAaMM XMBOTHOBOACTBA,
YNyYLieHNe AKOMNOTMYECKON, CaHUTAPHO-TUTMEHNYECKON CUTYaLUn B paiioHaX pacnonoXeHust arponpesnpus-
TUI, yMeHbLLEeHNEe 06beEMOB 0Bpa30BaHNS 3arpsS3HEHHBIX CTOYHbIX BOA.

6. Peanusauus gononHUTENbHOM NPOAYKLMM, YTO OKYNKT 3aTpaThbl 1 NPUBEAET K POCTY Npubbinu.

MonyyeHne 6uorasa M3 OTXOLOB KMBOTHOBOACTBA C MOCMeEdylOWMM NMPUMEHEHWEM €r0 B KayecTse
SHEPrOHOCUTENS UM MOTOPHOTO TOMMMBA MO3BOMISET PELUNTDL ELLE OAHY BaXHYHO 3KONOTMYECKyo npobnemy —
nNpeaoTBpaLLeHne BbIGPOCOB B aTMOCHepy MeTaHa, KOTOpbIii OTHOCUTCS K MapPHUKOBbLIM ra3am.

OpHako, HECMOTPS Ha BMAMMbIE NPEUMYLLECTBA, YCTAHOBKM N0 MOMy4YeHno GuomeTaHa He nony4arT B
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Poccum wnpokoro pacnpoctpaHenust. MpuinHamm 3Toro SBASIOTCS BbICOKasi CTOMMOCTb 060pYyA0BaHMS, OTHO-
CUTENbHO HU3KME LIEHbI Ha ra3 W 3reKTPO3HePrio (Mo CPaBHEHWIO CO CTpaHaMu EBpONbI), a Takke AnuTenb-
HbIE CPOKW OKYMaeMOCTH, KOTOpbIE MOTYT COCTaBNsATb A0 8 NeT, YTO HeNpueMIEMO Ans arponpOMBbILLIIEHHbIX
npeanpusatuin. OTCyTCTBME HOPMATWBHOM 6a3bl, onpeaenstowen NopsaoK UCNONb30BaHNS B 3NEKTPUYECKUX
CETSAX 3NEKTPO3IHEPTIN, MOMNYYEHHON Ha BUOra3oBoM CTaHLWMW, OrPaHUYMBAET PbIHOK CObITA 3NEKTPOIHEPTUN.
Mo 3TOM Npn4nHe HeobXoaMMa XecTkas NpuBsA3Ka G1Ora3oBbIX CTAHLMIA K KPYMHBIM NOTPEBUTENSIM 3nekTpo-
SHEPrum, KOTOpbIE 3a4acTy0 OTCYTCTBYIOT B CEMbCKOXO3ANCTBEHHBIX PalOHaX.

OgHnm 13 3theKkTUBHBIX CrnocoboB nepepaboTkm OTXOLOB XKMBOTHOBOACTBA ABMNSAETCS MOMyyYeHUe Ha
WX OCHOBE OpraHW4eckMx KOMMOCTOB. B kayecTBe KOMMOHEHTOB KOMMOCTHbIX CMeCel NpuMeHsiTcs Topd,
cornoma, oTxofbl AepeBoobpaboTku, opraHNyeckne OTXOAbI MPOMBILLAEHHbBIX MPeaNpUATUIA 1 Apyrie cocTas-
nsowpe. PaspabotaHbl GuoTEXHONOrMYECKe NPOLECChl 1 CO34aHO NPOMbILLNEHHOe 060pyaoBaHWe Ans ne-
pepaboTky OTXOZ0B XMBOTHOBOACTBA B KOMMOCTbI C BbICOKMM COLEPXaAHMEM NUTATENbHbIX BELLECTB U rymyca
[20-24]. B xopne npolecca NpoucXoauT pasnoXeHne opraHMYeckoro BeLecTBa 0TX040B accoumaLmsamm MUK-
POOpraHM3mMoB B adpobHbix ycnosusix npu Temnepatype 50-60 °C. MopaepxaHue BbICOKOM TemmnepaTypbl
cnocobcTByeT 06€33apaxmBaHNI0 OTXOLOB, YHUMTOXEHWIO NATOrEHHOM MUKPOopbl, 6ONe3HETBOPHbLIX Bak-
TEpPUiA 1 BUPYCOB, ANL, FENbMUHTOB, CEMSIH COPHAKOB

[MpoBeaeHne npouecca KOMNOCTUPOBAHUS HaBO3a C COMOMOW, TOPGHOM, ONUIIKaMU U APYTMMW OpraHu-
4eCKUMK 0TX04amu NO3BONSET HE TOMbKO YNyYLIUTb (u3ndeckne cBonCTBa yaobperns ans obneryeHus ero
XPaHEHWS, NEPEBO3KM 1 BHECEHWS HA MONS, HO TaKKe YBENUYUTL 0OBEM OpraHMYeckux yaobpeHuit n cokpa-
TUTb NOTEPU BUOreHHbIX BELLECTB NpU MX XpaHeHuW. Mpn 3TOM KOMNOCTbI NPUOBPETAKOT HOBbIE KAaYecTBa: B
pesynbTate GUOTEPMUYECKUX NPOLLECCOB MPOMCXOANUT TPaHCHOpMaLMs NUTaTeNbHbIX BELLECTB, U3 TPYAHOAO-
CTYMHbIX NS PacTeHun (hopM 3NeMeHTbl NEepPeXoAAT B NErKOyCBOSIEMbIE; NPOUCXOANT obe33apaxmBaHue,
YHUUTOXEHWE NAaTOreHHON MUKPOIOpbI.

PaspaboTaHbl 1 NPUMEHAKOTCA [Be TEXHOMOrMM a3poBbHOr0 KOMNOCTUPOBAHUS: nepeasi NpegycMaTpu-
BaeT NpoBefeHne npoLecca B cneumarnbHbix kamepax-buoepmeHTaTopax npy nogaye Bo3ayxa B cMech OT-
XO0B, BTOPas — Ha OTKPbITbIX NAoLWajkax 415 KOMNOCTUPOBAHMWS B YCIIOBUAX aKTUBHOMW aspaLumn bypTos Me-
XaHuyeckum  MetogoMm. Hambonee  adhdhekTWBHbIM - ABNSIETCS  MPOLECC B 3aKpbiThIX  Kamepax-
BuohepmeHTaTopax BCEACTBME CO3AaHNS ONTUMArbHbIX YCMOBUM ANS pasBuTUS MUKpoBuoLeHo3a, cogep-
Xalerocs B HaBose KPC.

[MpoBeneHne (hepmMeHTaLMN Ha OTKPbITLIX NOLaaKkax npegycMaTpusaet 2-3-kpaTHyto aspaumio byptos
MexXaHW4eCKUM MeTo4aMW C MOMOLLbI0 CMecUTenen-aapaTopoB. YKa3aHHas TEXHONMOrUS npegycMaTtpuBaet
BO3MOXHOCTb MHOrOTOHHaxHOM nepepaboTku otxonoB KPC ¢ npogomkutensHocTbio 30-36 cyTok. MpoaykTom
SIBNAKTCS BbICOKOIEKTUBHbIE Bronornyeckue yaobpenus, npuMeHnmble Ans cTabunuaauny u noBbIleHNs
MOYBEHHOTO NNOAOPOANS (NOA0POAUS NOYB), NOBBILIEHNS MX NPOAYKTUBHOCTM NPU rapaHTUPOBAHHON 3alLj -
T€ OKpYKatoLLen cpedbl.

[lononHuTenbHble 3aTpaThbl, CBSI3aHHbLIE C MPOM3BOACTBOM KOMMOCTOB, OKYMAKTCS MOBbILEHNEM YpO-
aHOCTI CEeNbCKOXO3SAMCTBEHHBIX KyMbTYp M YNyYLIEHNeM NOYBEHHOrO nrogopoaus. [Ang npousBoACTBa Ka-
4EeCTBEHHbIX OPraHMYEeCcKX KOMMOCTOB M COKPALLEHNS CPOKOB X CO3peBaHust HeOBX0AMMO NpOBOAWTD TLa-
TENbHOE NepeMeLLMBaHIe U U3MESTbYEHNE KOMMOHEHTOB CMECH Kak B Nepuog 3aknaaku BypTos, Tak v npu ux
Co3peBaHMu. B 9TOM cryyae ynyyiiaeTcs noCTynneHne KUCnopoga BO BCe 30HbI KOMMOCTHbIX Kyd, UCKoYa-
eTca 0bpa3oBaHMe «MepTBbIX 30H», YCKOPSIOTCS MUKpoburonornyeckue npoueccl. Mog BIUSHUEM MUKPOOP-
raHW3MOB W MOBbILLEHHbIX TemnepaTyp 60nee MHTEHCUBHO HAYWMHAKT NPOTeKaTb NPOLECChl MUHEpanu3aLmm
OPraHN14yeckoro BeLYecTBa, N HauYMHAEeT MPOMCXOAMUTb MOCTENEHHbIA NEPEXOM NUTATENbHbIX BELECTB KOMMO-
HEHTOB KOMMOCTHOW CMeCW B JOCTYMHYK Ans pacTeHun qopmy. TexHonornyeckoe obecrneveHre npouecca
KOMMOCTMPOBaHWS HECMOXHO 1 He TpebyeT goporocTosilero 06opyaosaHns. OCHOBHBIM TEXHUYECKUM Cpea-
CTBOM SIBNSIETCA adpaTop-CMeCcuTenb, NpeaHa3HaueHHbIn Ans nepeMeLLnBaHnst U U3MenbYeHns KOMMNOHEH-
TOB, (bOPMUPOBaHNS BypTOB, MEXaHNYECKOI a3paLiyu, YBMaxHEHUS KOMNOCTHbIX cmecei. OauH 13 BapuaHToB
TaKOW TEXHMKI OTEYECTBEHHOTO NPOU3BOACTBA NPEAsIoxKeH B pabote [23].

YcKopeHHoe GMoTepMnyeckoe KOMMOCTUPOBAHWE PEKOMEHAYETCA MPUMEHSTb HENOCPEACTBEHHO Ha
KMBOTHOBOZYECKNX (hepMax pasnmuyHbIX TUMOB C MOACTUMOYHBIM U BECNOACTUNOYHBIM COAEPXKAHNEM KUBOT-
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HbIX; 9Ta TEXHOMOMMS MOXET ObiTb BHEAPEHA NMPU PEKOHCTPYKLMM Yxe (PYHKLMOHMPYIOLMX NNOLWagok Ans
Npou3BOACTBA KOMMOCTOB. [1poLecc KOMNOCTUPOBAHUS, B OTAMYME OT aHaspoBHOro copaxmBaHus, conpo-
BOXAAETCA BblaeneHnem 60nbLIOTO KONMMYecTBa TeNnoThl, MO AENCTBMEM KOTOPOW npoucxoant obessapa-
XMBaHWE NaTOreHHo MMKPOIopk!, AEBUTANN3aLMs CEMSIH COPHSAKOB, @ Takke cnapeHne n3bblTOYHON BOAbI
C A0BEAEHMEM BNaXHOCTK komnocTa 4o 55-60 %. B otnnume ot npoueccoB aHasapobHOro copaxmeaHus, rae
NCMONb3YITCA OTXOAbI C BRAXHOCTbO 92-94 %, B TEXHOMOrMsSX KOMMOCTUPOBAHWS BAXHOCTb cybcTparta
LOMKHA BbITb CHUXEHUM 0 75 % nyTem BBEeEHWS BaronorfowatoLLnx KOMNOHEHTOB, Npexae BCEro, Coro-
Mbl. Hanpumep, k 1 T otxogos KPC BnaxHocTbto 88 % cnegyet nobasute: 0,7 T BOAbI AN1St NOSyYeHUs Cyb-
cTpaTa Ans aHaapobHoro copaxusaHus BNaxHOCTbIO 24 %; 0,24 T conombl BnaxHocTbio 20 %, 4tobbl nony-
YNTb KOMMOCTHYK CMECh BRAXHOCTBIO 75 % [24].

PaspaboTaHa TexHonorvs nepepaboTki HaBO3a B KOHLEHTPUPOBAHHbIE XKUAKME OpraHnyeckue yaobpe-
HMS (KOMMOCT) C NpUMEHEHWeM BG1onorMyecky akTMBHON 0-A06aBkK, KOTopas yCKopsieT npouecc 0be33apaxu-
BaHUs Maccbl OTXOA0B NyTeM BbICTPOro € HarpeBa U HaCbILLEeHWs BUONOrMYECKN aKTUBHBIMI KOMMOHEHTaMMU.
MMpeanoxeHHas TEXHOMOIMS BHeAPEeHa Ha PSAe CenbCKOX03ANCTBEHHbIX NpeanpusaTuii PoctoBekoit obnacty,
4TO NPMBESIO K POCTY YPOXANHOCTH 3€PHOBLIX KymbTyp [25, 26].

[NepcnekTUBHLIM METOAOM PELMKIIMHIA OTXOL0B NPOWU3BOACTBEHHON AEATENBHOCTH XMBOTHOBOAYECKMX
KOMMNMEKCOB SBMSAETCH TEXHOMOrMS BEPMUKOMMOCTUPOBAHUA — (PepMeHTaLMs OpraHUYeckux OTXOLOB MOA
[ENCTBMEM BEPMUKYNbTYPbI C MonyyeHnem buorymyca. BepMukomnoctupoBaHue (OT naT. vermi — YepBb) —
nepepaboTka 0TXOA0B (CENbCKOXO3ANCTBEHHbBIX, KOMMYHAmbHbIX 1 Ap.) NOCPELCTBOM MPUMEHEHNUS YepHO3e-
MOOBpa3syIoLLMX OPraHM3MOB, B YaCTHOCTH, AOXAEBbIX (KannopHUICKMX) Yepaen. Yepsn noTpebnstoT npak-
TUYECKN BCe opraHnyeckne oTxodbl: HaBo3 KPC, nomeT nTuu, nuwiesble 0TXoabl, onurku, bymary. Mpu atom
06bem 0TX0f0B yMeHbLuaeTcs npumepHo Ha 50 %. MpoayKToM BEpMUKOMMNOCTMPOBaHUS SBNseTcs Buorymyc
(BEPMUKOMMOCT), NPeACTaBASOLLMIA COBOM ECTECTBEHHO rPaHYIMPOBAHHYK OpraHOMWUHEpPArbHY0 Maccy TeM-
HOTO LiBETa, HE UMEILLYI0 3araxa, He CNeXwBaloLLyCs Npu XpaHeHUU. Buorymyc — akomornyeckm ynctoe
opraHuyeckoe yaobpeHue, cnocobHoe noBbIWAaTh NNOLOPOAUE MOYB M YBENMYMBATL YPOXKANHOCTL CENbCKO-
XO34MCTBEHHbIX KyNbTyp. Mpu nepepaboTke HaBo3a C MOMOLLLI AOXAEBLIX YepBE CEMEHa COPHSKOB, CO-
Aepxallpecs B 0TXo4ax, TEPSIOT CBOK BCXOXKECTb, 3HAYUTENBHO YMEHBLLLAETCS KOMMYECTBO NAaTOreHHOM MUK-
POCHIIOPbI, CHKAETCS CofepX)aHne NOABMKHBIX (hOPM TSKENbIX MEeTanoB [27], ynyylwaeTcs CTpyKTypa noy-
Bbl 1 €€ Guodmanyeckne cBoMCTBa. BHegpeHne TEXHONOTMM BEPMUKOMMNOCTMPOBAHWS MO3BONSET PeLnTb
npobnemy yTunusauun 0TXO40B XUBOTHOBOACTBA U NOMYYEHMS LieHHbIX YaobpeHui. Mpyu BHECEHUM B NOYBY
MWUHeparbHbIX YA06PEHUiA Mnn HaBo3a BO3MOXHO MPeBbILLEHNE HEOHX0AMMON LO3UPOBKM M CBS3AHHOE C 3TUM
YXyAOLUEHNE KayecTBa CEMbCKOXO3ANCTBEHHOM NPOAYKUMM, B TO BPEMS KaK TyMyC MOXHO BHOCUTb B MNHOBbIX
KONMMU4YecTBax. TEeXHOOrMs BEPMUKOMNOCTUPOBAHMUS XOPOLLIO npopaboTaHa 1 HaxoauT LMPOKOe NpUMEHeHWe
BO MHOMX CTpaHax mupa [13, 27, 28]. MNpakTuka npuMeHeHUs BEPMUKOMMNOCTUPOBAHNS HACUNTLIBAET HE OHO
pecatuneTue. B CLUA B 1979 r. BbIn NPUHAT 3aKOH, B COOTBETCTBUM C KOTOPbIM 3anpeLLeH BbIBO3 U3 CTpaHbl
KanuOpHUICKUX YEPBEN 1 UX KOKOHOB, HO K 9TOMY BPEMEHW TEXHOSOMMM BEPMUKOMMNOCTUPOBAHMUS 1 BOCTPO-
W3BOACTBA BEPMUKYNbTYpPbl ObifM LIMPOKO pacnpocTpaHeHbl B pasHblX CTpaHax, M MPUHATUE 3aKoHa He
HaHecro aToMmy npoueccy GonbLoro yiwepba [28].

B Hawel cTpaHe TEXHOMOrMs BEPMUKOMMNOCTMPOBAHUS HE CTOMb PacnpoCTpaHeHa, Kak B PerMoHax C
Tennbim knumatom (CLUA, Anoxns, Kutain, EBpona) no npuymHe 3aBUCMMOCTY LESTENBHOCTU BEPMUKYBTYPbI
OT TemnepaTypbl OKpyxatoLiei cpedbl. MpenumyLecTBOM BEPMUKOMMNOCTUPOBAHUS SBNSIETCS BO3MOXHOCTb
nepepaboTkn OTXOZ4OB M NOMyYEHNS LIENEBLIX NPOAYKTOB HA MECTE XPaHEHWS, OTCYTCTBME NOTEPb NUTATENb-
HbIX BELLECTB, YHUYTOXEHME 3anaxoB npu nepepabotke. [anbHenwee pa3suTie U pacnpocTpaHeHNe TEXHO-
norvM B HalLen CTpaHe CAEPKMBAET OTCYTCTBUE rOCyAapCTBEHHON NOAAEPXKU, NPobrnembl cO CObITOM roTo-
BOW MpoayKuum — buorymyca, a Takke HegoctaTouHas MHOPMMPOBAHHOCTb CENbXO3MPOU3BOAUTENEN O BO3-
MOXHOCTSIX 1 MPEeUMYLLECTBAX BEPMUKOMMOCTUPOBAHMS.

OThenbHoO crnefyeT OCTaHOBUTBLCS HA POMM OpraHUYeckux yaobpeHuid, nonyyaemblx 13 HaBo3a, B BOC-
CTaHOBIEHUM NMIIOA0POAMS MoyB. 10 JaHHbIM POCCUICKON akageMun Hayk, Ang nogaepaHus nnogopoaus
NaxoTHbIX NOYB W, MPEXAE BCEr0, COAEPXKaHNS B HUX ryMyca HeOBXOAMMO BHOCUTL 40 650 MIH. T opraHude-
CKUX yRoOpeHuit B rod, peanbHble Undpbl 3HaUMTENBHO MeHbLue [29]. MuHeparnbHbIX yaobpeHuin exerogHo
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BHOCWTCS B CpeiHEM MO OTpacnu 4o 34 Kr JenCTBYHOLLEro BellecTsa Ha 1 ra nocesHoi nnowaau. Mpw atom B
NOYBEHHOM 3eMNEAENUM CIOXUNCA OTPULATENbHbIA 6anaHc nUTaTeNbHbIX KOMMOHEHTOB: X BbIHOC COCTaBMI
10,4 MIH. T, @ NOCTYNNEHNE BMECTE C OpraHnyeckumm yoobpennsamm — 4 MaH. T, 3a 10 neT oTpuLaTenbHbIi
6anaHc goctur 93,3 mnH. T. [29]. B aToi CBA3M NPOM3BOACTBO U NPUMEHEHME 3KONOMMYECKN YNCTbIX OpraHu-
4eckux yaobpeHnn SBNSETC OAHUM U3 BAXKHEMLUMX YCIOBUA NOBbILLEHWS NNOAOPOANS NOYB U YPOXANHOCTY
CENbCKOXO3ANCTBEHHbIX KyIbTYP.

BbI60p KOHKPETHBIM CENbCKOXO3AMCTBEHHLIM NPEANPUATUEM TEXHONOTUM YTUAU3ALMM OTXOLOB XUBOT-
HOBOACTBA 3aBMCUT OT Pa3MepoB NPeANPUATIS, Ero creLmanm3aumu 1 MECTOHaXOXAEHMS, MOronoBbs XNUBOT-
HbIX, XapaKTEPUCTUK OPraHUYECKNX OTXOLO0B

1.3. OBPA3OBAHME OTXOA0B ArPOMPOMbILNEHHOI O NPOU3BOACTBA B
WHHOBALIWOHHO-NPOU3BOACTBEHHOM LIEHTPE «AHHOKAM»

Kamckuit M'HHOBaLMOHHBIA TeppUTOpUanbHO-NPON3BOACTBEHHBIN Knactep (MHHOKam) Bbin cosgaH B
pecnybnuke TatapctaH B COOTBETCTBMM CO CTpaTerneit MHHOBALMOHHOMO pa3suTis Poccuiickon deaepauymm
Ha nepuog fo 2020 roga [30]. Mopyyenuem MNpencenatens Mpasutensctea Poccuiickon ®egepaumm B 2012
r. Obl yTBEPXOEH NepeyeHb MHHOBAUMOHHBLIX TEPPUTOPMANbHBIX KTacTepoB, BKIOYAKOWMA 25 KnacTepos
[31]. MIHHOBALMOHHbLIA TeppuTOpUanbHbIA Knactep NpeacTaBnser cobon COBOKYMHOCTb 0BpasoBaTenbHbIX
yypexaeHun, busHec-uHKy6aTopoB, TEXHOMAPKOB, Pa3nnYHbIX LLEHTPOB UCCNEA0BaHUS U TEXHOMOTUA U T.4. CO
ChopMUPOBAHHON MHHOBALMOHHOM CTPYKTYPOW M CO 3HAYNMOI AONEN UHHOBALMOHHON MPOAYKLMM, KOTOPbIE
B3aMMOCBS3aHbl 1 B3aMMOLAENCTBYIOT Mexay coboi, Haxoasch B ONpeseneHHOM pervioHe Ui onpeaeneHHoN
Tepputopun. Llenbto Takoro knactepa SBNseTcs Co3AaHne MHHOBALMOHHBIX TOBApOB M YCNyr, a Takke nony-
YeHWe NULEH3NIA, NaTEHTOB W OMbITHbIX 0Bpa3LOoB, KOTOPbIE MOMYT CTaTb OCHOBOW Pa3BUTUS TOW UK UHOW
OTpacny Kak B pervoHe, Tak u B cTpaHe 1 B mupe [32]. MHHoKam pacnonoxeH Ha 6eperax p. Kambl v Bknova-
€T B CBOW COCTaB NATb MyHULMNANbHbIX painoHoB: Enabyxckuit, 3anHckuin, MeHgeneesckuin, HuxHekamckui,
TykaeBckuit, — a Takke ropog HabepexHblie YenHbl. MuHucTepcTBoM akoHOMUKKM Pecnybnvkn TaTapctaH B
2013 ropgy Obina paspabotaHa [lporpamma noadepxku Kamckoro MHHOBAUMOHHOTO TeppuTopuarbHo-
NPOV3BOACTBEHHOTO KnacTepa C LieSibio NPUBREYEeHNs MHBECTULMIA B ero pa3suTue [33], nosxe Obina npuHsTa
lMporpamMma pa3suUTIS Kamckoro MHHOBALMOHHOIO TEPPUTOPUAnbHO-NPOM3BOACTBEHHOIO KnacTepa Ha nepuog,
po 2020 ropa [34].

Ha TeppuTOopUy MHHOBALMOHHO-NPOW3BOACTBEHHOMO LieHTpa «/HHHOKaM» HaxoasTes npeanpusTis as-
TOMOOMNECTPOEHUS], IHEPTETMKM, HEPTEXMMUYECKON, HedhTenepepabaThiBatOLLEN, XMMUYECKON MPOMBILLNEH-
HOCTU; €XerofHbIn 06beM NPOMbILLIIEHHOrO MPOU3BOACTBA B KracTepe cocTaBnseT 667 mnpg. pybnen. 3aech
COCpPenoToYeHbl Hanbonee 3Haummble npeanpuaTus pecnybnukn: «TaTHedTb», «TaHekoy», «TAND-HK»,
«HwxHekamckHedTexumy, «KAMAS», Ford-Sollers, «AMMOHWIA» 1 Ap., pacnonoxeHa ocobas 3KOHOMUYecKas
30Ha «Anabyra». Bmecte onn gatot yetBepTb BPI1 pecnybnvkn (410 mnpa. pybnei), u UMEHHO 3TV NPOEKTbI
paccmMaTpuBaloTCs Kak TOYkM pocta B cTpateriv passutus 2030. B MHHOBaLMOHHO-NPOM3BOACTBEHHOM LiEH-
Tpe «MHHOKam» CKOHLIEHTPMPOBAHO OKOS0 27 MPOLEHTOB BCEX OCHOBHBIX (hoHAOB Pecnybnuku TatapcTaH u
NPOW3BOAMTCS OKOMO 57 NPOLEHTOB NOMIMMEPOB CTUPONA, 24 NPOoLEHTa NNacTUKOB M 45 NPOLEHTOB CUHTETU-
4eckux kayyykoB Poccum, 55 npoueHTOB rpy30BbIX LKH POCCUMIMCKOrO NPOM3BOACTBA. [lons rpy30BbiX aBTOMO-
6unen KAMAS3, npoussogumblx B Kamckoi arnomepauyi, Ha poCCUICKOM PbIHKE rPY30BUKOB (rpy3onogbe M-
HOCTbIO 14 — 40 ToHH) no utoram 2016 roga coctasuna 51 %. B Kamckon arnomepauum Haxogsates 5 u3 7 mo-
HoropoaoB Pecnybnuku TaTtapcTaH, npoxusaeT 6onee 1 MnH. Yenosek (okono 26% Hacenenus Pecnybnuku)
[35]. Ha TeppuTopun arnomepauun pacnonaraetcs ocobas akoHoMudeckas 3oHa «Anabyra», obecneyunsato-
was bonee 70% nponssoactaa Bcex 033 Poccuiickon Gegepaumm.

OfHUM M3 NPUOPUTETHBIX HaNpPaBnEHU Pa3BUTUS MHHOBALIMOHHO-NPOU3BOACTBEHHOIO LieHTpa «MHHO-
Kam» sBnsieTcs arponpoMbILLEHHOE NMPOWU3BOACTBO, COCTABNAOLLEE CaMOCTOATENbHbIN knactep. Hanbonee
KpynHbiMiM  npeanpuatuamn  knactepa  aensotcs  3AO  «Arpocuna  Tpynn», OOO  «[Mtuuekomnnekc
«4YYJIMAH», OO0 «Kamckuir 6ekoH», OO0 «YenHbl-6ponnep», OO0 «baxetne Arpoy, AO «YenHbl-xneod»,
000 «YENHbI ®Y[l». Bepywee npeanpustue otpacnu, npeanpustne 3A0 «Arpocuna pynn» WHTEHCUBHO
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pa3BMBaET XMBOTHOBOAYECKOE HanpaBfieHue, MMes B BOCbMM arpocupmax obluee noronosbe 37 ThIC. rOMOB
KPC n peanusys notpebutensm exerogHo bonee 4000 1. msca n 6onee 60000 T. Monoka.

[o 2020 roga B pamkax KoHuenuuu [33] 6yayT peanu3oBaHbl Cneaytowme MHBECTULMOHHBIE NMPOEKTbI
NpeanpuaTUiA Knacrepa:

-CTPOUTENBLCTBO NEMPENPOAYKTOpa 2-r0 nopsigka ¢ UHKybaTopuem (MHBECTULMW COCTaBAT 3,7 MNpA.
pybneit); CTpoMTENbCTBO OTKOPMOYHOM mnowagkn Ha 55000 TOHH msica NTuupbl (MHBECTMUMM cocTaBsAT 3,1
Mnpa. pyonen);

-CTPOUTENBCTBO arpONpPOMBILLIIEHHOTO Napka «3akamCKUA PEervoH» (MHBECTULMM COCTaBAT 2,7 MIpA.
pybned);

-CO3[aHne CenekUMOHHO-TEHETUYECKOrO LieHTpa Mo CBMHOBOACTBY Ha 3750 CBMHOMATOK MAaTOYHOrO
cTapa B TykaeBckom paiioHe Pecnybnuku TatapcTaH (uHBecTuumm coctassat 1,7 mnpa. pybnen);

-CTpPOMTENBLCTBO MsiconepepabaTbiBatoLLero komnnekca no nepepabotke msica MHAEKW B NrT. Kamckue
nonsiHbl (MHBECTULMM OKONO 16,9 Mnpa. pybnen);

-npeanpusaT e no yboto ntuubl Ha 10,5 ThiC. ronoB B Yac (MHBECTULMM COCTaBaT 3,7 Mipg. pyonein);

-Liex rnybokomn nepepaboTkn Msica NPOM3BOAMTENBHOCTLI0 144 TOHHBI B CYTKU (MHBECTULMM COCTaBAT
2,4 mnpa. pyonen).

BmecTte ¢ pa3suTeM 1 poctom 06BEMOB CENbCKOXO35MCTBEHHOMO NPOM3BOACTBA YBENNYMBAKOTCSA 00b-
éMbl 06pa30BaHWs OTXOAOB, W BO3pacTaeT HeraTUBHOE BO3LEWCTBME HA OKpyxatowlyto cpedy. Mo gaHHbIM
MuHuCTepCTBa CEeNbCKOro Xo3ancTea W npogosonbcteus Pecnybnuku TatapctaH, B 2017 1. Ha TeppuTopum

WHHOBALIMOHHO-NPOU3BOACTBEHHOIO LieHTpa «HHOKam» 6bino obpasoBaHo 867714 T 0TXO4OB XMBOTHOBOA-
CcTBa, 13 HIX 340242 T — Hao3 KPC (puc. 1).
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Puc. 1. O6pa3oBaHue 0TXOA0B XUBOTHOBOACTBA B
MHHOBALMOHHO-NPOM3BOACTBEHHOM LieHTpe «MHHOKamy:
1 — Enabyxckui p-H; .2 — 3anHckuit p-H; 3 — MeHaeneeBckuit p-H;
4 — HWKHEKaMCKUI p-H; 5 — TyKaeBCKWiA p-H.

Haunbonblume 06beMbl 06pa3oBaHMs OTXOLOB OTMeYeHbI B TykaeBckoM panoHe— 571099 T B rog, 4to
CBSI3aHO C HANMMYMEM B pervoHe KpymnHbix arponpombineHHbx npeanpustuit: 000 «Kamckuin 6ekoHy», OO0
«YenHbl-6ponnep», 000 «Arpodupma Kama», AO «YenHbl-xneb», 000 «Kamckas Husay, OO0 «4EHbI
oY[l», OO0 «l'vranTy, MK «Kamckuiny, OO0 CXI «Anmas» u ap. XpaHeHne 0TX0L0B XMBOTHOBOACTBA OCY-
LLECTBNAETCS Ha CneyuanbHO BblAeneHHbIX U MOArOTOBMEHHbIX nnowagkax. B HacTosee BpeMs Ha Teppu-
TOpUM MHHOKaM nmeeTcs 94 nenCTBYIOLMX HaBO30XpaHUnuLa, U3 Hux B Enabyxckom paioHe — 17, B 3auH-

ckom — 19, MeHgeneesckom — 15, HimkHekamckom — 12, Tykaesckom — 29, B ropogax HabepexHble YenHbl 1
HwxHekamek — no 1.
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[nHamuka 06pa3oBaHMs OpraHMYecknX OTXOLOB KMBOTHOBOACTBA Ha TEPPUTOPUM WHHOBALMOHHO-
NpPou3BOACTBEHHOTO LeHTpa «MHHOKamy» 3a 2013-2017 rr. npefcTasneHa Ha puc. 2.
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Puc. 2. 06bembl 06pazoBaHUs OpraHUYECKUX OTXOA0B CeNbCKOro X03SMCcTBa
Ha TeppPUTOPUN MHHOBALIMOHHO-NPOM3BOACTBEHHOrO LieHTpa «MHHOKam»
3a 2013-2017 rr., T/rop

VIHTEHCMBHOE pa3BuTWe arponpOMBILLNEHHOrO NPOU3BOACTBA NPUBOAWT K Aerpafjauuy CenbCKoXo3sii-
CTBEHHbIX MOYB. 10 AaHHBIM MUHUCTEPCTBA 3KOMOMW M NPUPOAHbIX pecypcoB Pecnybnukn TatapcTaH, B no-
cnefHve rofbl HabNAAETCS HEYKMOHHOe YXYALWEeHWe arpodn3nyecknx CBOMCTB NaxOTHbIX NOYB PETMOHA, YTO
BbIpaXaeTcs, Npexne BCero, B CHWKEHWUM TOSLUMHBLI TYMyCOBOMO ropu3oHTa. B HacTosillee Bpemsi cpeaHee
COAEpXaHWe rymyca B MoYBax Ha TEPPUTOPUM CeNbCKOXO3ANCTBEHHBIX NPEeanpUSTUA UHHOBALMOHHO-
NPOM3BOACTBEHHOMO LieHTpa «MHHOKamy» coctaBnseT 4,4 %, 4TO MeHblUe aHanorMyHoro nokasartens no Pec-
nybnuke TaTapcTaH, pasHoro 4,9%. Mpu atom B Enabyxckom paiioHe cpefHee cofepxaHue rymyca B Ceflb-
CKOXO3SICTBEHHBIX NOYBaX SBNSETCA MUHUMAanNbHbIM B pecnybnuke u coctaenseT 3,1 %, B MeHaeneeBckom
paioHe — 3,4 %, TykaeBckomM panoHe — 5,0 %, HuxkHekamckoM panoHe — 5,1 %, 3auHckom painoHe 5,4 %. B
LLeSIOM Ha TeppuTOPUM CENbCKOXO3ANCTBEHHBIX PaNOHOB, BXOAAWMX B WHHOKaM, 3a nocnegHue 40 net co-
AepxaHue rymyca B NaxoTHbIX novBax yMeHbumnock Ha 1,2 % [36]. MpuunHo ABNSETCSA MHTEHCUBHOE 3EM-
negenve N HeJOCTaTOYHOE KONMUYECTBO BHOCUMbIX B MOYBY OpraHNYeCcKuX yaoopeHui.

Takum obpasom, 0bpasoBaHne 3HaUNTENbHbIX 06BbEMOB OTXOLOB KMBOTHOBOLCTBA B PETMOHE, C OLHOW
CTOPOHbI, W NporpeccupytoLLas aerpagaums naxoTHbIX MOYB, C Apyroi, 06yCnaBnMBaT BaXHOCTb W akTyasb-
HOCTb NepepaboTkn OTXOAO0B CEMbCKOTO XO3ANCTBA HA TEPPUTOPUM MHHOBALMOHHO-NPON3BOACTBEHHOTO LIEH-
Tpa «MHHOKam» 1 nonyyeHus Ha ux OCHOBE LiEHHbIX YaobpeHuit. BHeapeHne coBpeMeHHbIX TEXHOMOrMiM nos-
BOMUT PELUMTb NPObeMy yTUNnU3aLum CesbCKOX03ANCTBEHHbBIX OTXOLO0B, YMEHBLUMTL 3KOSOrMYECKYH0 Harpy3Ky
Ha OKpYXaloLlyl cpedy, YBENNUMTb YPOXKAMHOCTb CENbCKOXO3ANCTBEHHBIX KyNbTyp, MOBLICUTL PeHTabernb-
HOCTb MPOW3BOACTBA W MOBbICUTb KOHKYPEHTOCMOCOBHOCTb CEeNbXO3NPOU3BOANUTENEN, YNYULLMTD SKOMOMnYe-
CKyt0 06CTaHOBKY B MECTax HakonneHus u cknaguposanus otxogos KPC nytem nepepaboTku Ux B opraHuye-
ckoe ynobpeHue.

1.4. NIEPEPABOTKA OTXO[10B ArPOIMPOMBILINEHHOIO NPOU3BOACTBA B UHHOBALIMOHHO-
NPOMU3BOACTBEHHOM LIEHTPE «AHHOKAM»

C uernblo yTUNM3aLUmum OTXOA0B XMBOTHOBOACTBA Obin MPOBEAEH aHanu3 METOAO0B 1 060pYA0BaHHS KX
PEeLMKNMHra, B pesynbTaTe Yero npeanioxeHa TexHomnorus nepepabotku Hasosa KPC 1 ocyLecTsneH noadop
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cepuitHoro 06opyaoBaHNA 4N arponpPOMBILLMEHHOTO NPEANPUATUS 3aKaMCKOro pernoHa, HaxoasLerocs Ha
TEPPUTOPUM MHHOBALIMOHHO-NPOM3BOACTBEHHOIO LieHTpa «/HHHOKamy. Bbibop obopynoBaHus npomssoauncs
Ha OCHOBE aHanu3a UMEILMXCA Ha PbIHKE KOMMEPYECKUX NPEANOXKEHNNA B 06NaCTV PELMKIMHIA OTXOA0B Xu-
BOTHOBOZACTBA C y4eTOM 0COBEHHOCTEN NpeanpusaThs, ero UHaHCOBbIX BO3MOXHOCTEN, 06bEMOB 06pa3oBa-
HWS OTXOLOB.

OcHoBHble Cepbl AEATENBHOCTY NPEANPUATAS — PacTEHMEBOACTBO W XMBOTHOBOACTBO. [1pon3soa-
CTBO MOJIOKa BEAETCS Ha NSATU XKUBOTHOBOAYECKNX (DEPMaX, PEKOHCTPYMPOBAHHBIX U OCHALLEHHbIX COBpe-
MEHHbIM JoWNbHbIM 060pyaoBaHMeM upMbl Delaval, npoaykums exegHEBHO MOCTaBNSETCA KPYMHEMLLMM
nepepabotunkam pervona: 3A0 «[aHoH TonbsaTtty, 000 «3penbBeiic KasaHby, 3aMHCKMIA MONOYHbIN KOM-
OuHaT «Bamuhy.

ExerogHo Ha kaxgon arpodepme obpasyetcs B cpeaHem 5000 T opraHMYecknx 0TX040B XKUBOTHOBOA-
cTBa. Ha npegnpuaTui nMeeTcst TEXHOMOMMYECKUI PErNameHT UCMONb30BaHWS XUBOTHOBOAYECKUX OTXOLOB B
Ka4yecTBE OpraHn4eckux yaobpeHun.

[laHHbIN pernameHT onpegenseT nopsaok XpaHeHusl, TPAHCMOPTMPOBKM U BHECEHWS B NOYBY HABO3a B
KayecTBe OpraHuyeckoro yaobpeHns B NoapasaeneHnsx XMBOTHOBOACTBA arponpOMbILLIEHHOMO Npeanpus-
TUsA. CUCTEMbBI YOaneHNs XWaKoro HaBo3a W3 KMBOTHOBOLYECKWX MOMeELLEH 06ecneynBaroT CBOEBPEMEHHOE
yAaneHue 9KCKPEMEHTOB, MaKCUManbHYK YMCTOTY XMBOTHOBOAYECKMX MOMELLEHUA U PEKOMEHOYEMbIA MMK-
POKNMMAT. Y[aneHue XuaKkoro HaBo3a 13 XXMBOTHOBOAYECKMUX MOMELLEHUI NPOU3BOAAT MEXaHUYECKUM, ra-
paBnMYeckuM (rnapocmblB, CamoTeyHble cUcTEMbI) NyTeM. HaBos, 1Cnonb3yemblin Ans noBbILEHWS NNOLOPO-
[us NOYB M oboralieHms ux asoToMm U ApYrMW dnemMeHTamy NUTaHWs, nogBepraeTcs npeaBapuTenbHOMY
06e3BpexnBaH1IO Ans NpuBeAeHUs B COOTBETCTBIUE C TPEOOBaHUAMM LEACTBYOWMX HOPMATUBHBIX JOKYMEH-
TOB; OH He [OIKEH COLepXaTb NaTOreHHON MUKPOIOpPbI, B TOM YUCNE CanbMOHENN U XM3HECTOCOBHBIX AL
reflbMUHTOB. HaBO3 OTHOCUTCS K OMacHbIM OTXOAaM NPOU3BOACTBA B CBSA3MN C BOIMOXHbIM 3arpsi3HEHUEM MOY-
Bbl, MOBEPXHOCTHbBIX U FPYHTOBBIX BOA MAaTOrEHHbIMM W YCIIOBHO-NATOrEHHbIMU HaKTepUsMK, BUPYCaMn U Sii-
LilaM1 refbMUHTOB, a TaKKe XMMUYECKAMM BelyecTBaMn. BmecTe ¢ Tem, npu onpeaeneHHo NoAroToBke HaBo3
— BaXHeilLee opraHnyeckoe yaobpeHue.

YKnakuin HaBo3 XpaHWUTCS B CrielmanbHo 060pyaoBaHHbIX 06beKTax pasmeLLeHNst HABO30XPaHUMMLLAX C
obecneyeHrem ux nsonauun ans cpefpl 06utaHus. Cpok XxpaHeHus CoCcTaBnsieT oT 4 ao 6 mMecsiLeB B 3aBu-
CMMOCTM OT CTPYKTYpbl, BMI@XHOCT MAacchl 1 TEXHONOMM XpaHeHns. CKOCbl 1 AHWLLLA HABO3OXPaHUINLL, UMe-
toT TBEPAOE NOKPbITHE.

[ins TPaHCMOPTUPOBKM M BHECEHUS HABO3a Ha NOBEPXHOCTb NOYBbI HA MPEANPUATAN NPUMEHSIOT Cre-
LnanbHble LMCTepHbl-pasbpacbiBaTeny. TpaHCNOPTUPOBKA W BHECEHWE Takoro HaBO3a OCYLLECTBASAKTCS MO
CXeMe: HaBO30XPaHWMNLLE — UMCTEPHA — Mone. TeXHONOorms BHECEHUSI YA0DPeHUI 3aknioyaeTcs B crieayto-
LieM: HaBO3 BbIrPyXatT 13 HABO30XPaHWUNNLLA B LUMCTEPHbI-pa3bpacbiBaTeni, BbIBO3ST ero B none v pasbpa-
CbIBalOT C NocneaytoLein 3aaenkoi B noysy. Ha nnowaasx, rae NpUMEHSIOTCS HaBO3 B KavyecTBe opraHuye-
CKOro yaobpeHus, BO3AENbIBAOTCA KyNbTypbl, NPOAYKUMS KOTOPbIX MAET Ha KOPM CKOTY W TEXHUYECKME Lienu:
KOPMOBas 1 caxapHasi CBeKrna, s4MeHb, MHOroneTHe TpaBebl, Kykypy3a Ha cunoc. [ing obecneyeHuns akonoru-
yeckon Ge3onacHoOCTV Npu opraHu3auun cbopa u yaaneHus OpraHnYecknx OTXO40B XMBOTHOBOACTBA OT CO-
TpyAHuKOB TpebyeTca cobriogeHne cneayoLmx npasun:

-BO M36exaHue nNponuBoB cneayet obecneyunTb Hagnexalluin pexuM XpaHeHUs, TPaHCNOPTUPOBKK W
BHECEHMS HABO3a;

-BHECEHWE XWAKOro HaBo3a HeonycTUMO BBNN3M BOAHbIX 06bekToB (6nvke, Yem Ha 10 MeTpoB);

-BHECEHWe HaBO3a OCYLLECTBNSETCA Ha NPEeABAPUTENbHO BCMaxaHHYH 3eMo;

-HeonyCTMMO BHECEHME HAaBO3a Ha KPYTbIX CKIIOHAX U BO BPEMS! NUBHS;

-HeJOoNyCTUMO NMPUMEHEHWE XKUOKOTO HaBO3a 3MMOI Ha 3aTOMMSEMbIX NIOLAAsSX U CKOHaX, rae BO3-
MOXEH ero CMbIB NPY BECEHHEM CHETOTasHUM.

[ns peuunknMHra OTXOAO0B XMBOTHOBOACTBA paccMaTpuBaeMoro npegnpustus 6bino BeibpaHo obopy-
[0BaHve, npeanaraeMoe KomnaHuen ««brokomnneke» v npeaycmaTpusatollee pasgeneHie Hasosa KPC Ha
XMOKYI0 M TBEPAYIO dpakuymm ¢ fanbHeiwen nepepaboTkoi TBepAOM hpakumn B MOACTUIKY AN XMUBOTHBIX W
NCNONb30BaAHNEM XUOKOK (Ppakumn B kayecTBe opraHudeckoro yaobpenms [37]. MNMogobHoe obopynoBaHue
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BHEAPEHO 1 YCMeLWHO 3KCnnyaTupyeTcs Ha AecsaTKax XMBOTHOBOAYECKUX npeanpusTtuin ctpaHbl: 000 «Op-
ckuin GekoH» (OpeHbyprckas obnacts), OAO «[mutposa opa» u AO nnemsasof «3aBormkckoe» (Teepckas
obnactb), 000 MK «POMKOP» (YensibuHckas obnactb), 000 T® «CaxanuHckuit 6ekoH-2», ArpoXonauHr
"Benropogckit 6ekoH", 3A0 «Aropolrapg» (Jluneukas obnacts), OO0 «Pyckom-Arpoy» (Omckas obnactb) u
ap. Komnnekc obopynoBaHus BKIKOYAET CUCTEMY MO (hpaKLMOHMPOBAHUIO HABO3a Ha XUAKYH U TBepAyto da-
3bl, CUCTEMY 3MNEKTPONUTNYECKOTO 06€33apaxunBaHmns Xugkoin dpakumm ¢ yyactnem noHos meau (I1), WwHeko-
BblIil cenapaTtop Ans NoACYLWKK N 0be33apaxnBaHns TBEPLON dpakumu.

CTOKM XWNBOTHOBOAYECKUX NPEANpUATUIA NPeaCcTaBsAT COOON reTeporeHHbIe CUCTEMbI, COCTOSILLME U3
XMOKOM (ha3bl 1 B3BELUEHHbIX B HEW TBEPAbIX YacTuL, pasnnyHoON cTeneHn aucnepcHoctu. OTaeneHue Teep-
[01 (pasbl HeobXo4MMO NPOM3BECTU MPEXIE, YEM COAEPKaLLMECH B HeW BpeaHble BELLeCTBa PacTBOPATCS B
XXMOKOCTU 1 NONagyT B OKPYXatoLLytoCs cpeay, BbidblBas €€ 3arpssHeHne. CBOeBpeMeHHOe pa3feneHune CTo-
KOB Ha TBEPAYHO M XWAKYo hpakuum No3BOMMNT YMEHbLUMTL 06 bEM OTCTOMHUKOB B 2,5 pa3a, YNpOCTUTb TEXHO-
NOrMI0 BHECEHUS YO0BPEHNs Ha NONs, COKPaTUTb CPOKN XPaHEHUS U YMEHbLLWTL BPEAHOE BRMSHUE Ha compe-
AENbHbIE TEPPUTOPUN.

Mcxops u3 pacyéta, Npou3BeAEHHOMO B COOTBETCTBUM C AENCTBYIOLLMMM HOPMAMM MO UCXOAHbIM JaH-
HbIM @aHanW3UpPyeEMOro NPeANpUATUS (BOMHbIE KOpoBbI, norornoBbe — 800), Xnakue CTOKM HaBO3a UMEKT Ce-
Aytowme nokasatenu (6e3 yyéta atMocepHbIX 0CaaKoB M UCTapeHui): cogepxanue Bnar — 92,1%; cogep-
XaHu1e B3BELLEHHbIX CyXuX BewwecTs — 7,9%; 06beém cTokoB — 83 m¥/cyTku, 30295 m¥/rog.

B HacTosiLee BpemMst Ha MHOMX XUBOTHOBOAYECKNX KOMMMEKCaX NPUMEHSETCS BbIBO3 HABO3HbIX CTOKOB
W3 NaryH Ha nons ¢ MOMOLLbK0 CaMOBCAChIBAKLLMX TPAKTOPHbIX LMCTEPH. [pn 3TOM UUCTEpHbI NPOU3BOASAT
OTKaYKy MpeunMyLLECTBEHHO XMAKOWM PpaKkuumn, a OTCNonBLUAsCS TBEpAAs (hpakums OCTaeTca nnasaTb Ha Mo-
BEPXHOCTM NaryHbl B BUAE KOPKM, MOCKOMbKY 3PGEKTUBHBIX NEPEMELLMBAIOLLMX CPEACTB Y X03AMCTB, KaK npa-
BMNO, HET UMK WX He J0CTaTouHO. KonnyecTBo TBEPAOH dpakumn ObICTPO YBENMUMBAETCSA M HAcTynaeT Mo-
MEHT, Korga BblbpaTb HaKOMMBLLYKOCA TBEPAYIO (hpaKLMio MOXHO TONMBbKO 3KCkaBaTopamu. B pesynbTare nné-
HOYHAs NOBEPXHOCTb NPUXOQMUT B HErOAHOE COCTOSHUE M MaryHbl BbIXOAAT U3 CTpos. [ns Toro 4tobbl n3be-
XaTb NogobHOM cUTyaLuu NpearnoxeHa cucTeMa MaluH Ans nepepaboTku U YTUNM3ALMM XMOKUX CTOKOB
HaBO3a, KOTOpas MpeycMaTpUBaeT NEpPBUYHOE pasfeneHne Ha TBEPAYIO M Xuakylo dpakuuu. Llensbio aToi
onepauuv sBnseTcs obecneyeHne YCKOPEHHOro 0be33apaxmBaHns CTOKOB, WX AerenbMUHTM3aumMs v ygane-
HWe 3anaxa.

[MpOM3BOACTBEHHBIE CTOKM HABO3a CO BCEX MPOM3BOACTBEHHbIX KOPMYCOB arponpOMbILLSIEHHOTO npea-
NPUATUS NOCTYNAKOT MO LEHTPaNbHOMY CamMOTEYHOMY KOMMEKTOpY B MPUEMHbIA BETOHHbIN pesepByap —
yCpeOHUTENb Liexa pasgeneHuns (npeanaryHa), CMOHTMPOBAHHbIN MeXay HaBO3OHAKONUTENAMI (naryHamu) u
NPOM3BOACTBEHHLIMM Kopnycamu. [Ans obecneyeHmns npouecca yecpeaHeHns NpuMeHseTca MeLanka (Mukcep-
rOMOreHn3aTop), Kotopast Co3gaéT O4HOPOAHYK KOHCUCTEHLMIO BellecTBa Ha Bxoae. peanaraemoe obopy-
[0BaHWe — 3T0 MUKcep-romoreHnsatop TBM 4/4, KoTopbl NPUMEHSIETCS NS NepeMELLMBaHUS NOCTYNALLMX
B pe3epByap CTOKOB W UCKITIOYEHUS BbIAENEHNS 0cagka B pesepByape. Mukcep MOXeT MCNONb30BaTLCS B M0-
BbIX TMNax pe3epByapoB KOMMMEKCOB. [11 MOHTaxa 1 0BCNyXuWBaHUS MUKCEPA NMPUMEHSIETCS MOHTaXHbIN
MOBOPOTHbI KPOHLUTENH C MexaH14eckon nebeakoit M3 HepxaseroLlen cTanm.

Hacoc ¢ u3mernbyatowmm MexaHu3MoM, pexyLMi KpOMKaMmn nepekaynBaeT OaHOPOAHYHO XKy B Ce-
napatop. brarogaps BCTPOEHHOMY NepenyckHOMY KranaHy W3bbITOK CTOKOB BO3BpallaeTcs obpaTHO B pe-
3epByap CaMOTEKOM. [MOrpyXHOW Hacoc C uamenbyarowmm mexaHusmom — cepust PTS 4-100. MorpyxHon
Hacoc cepun PTS oTnnyaeTcs BXOAHbIM OTBEPCTUEM BOMbLLOTO AnaMeTpa ¢ MHOroKaHamnbHbIM paboynm Ko-
NecoM OTKPbITOro TUNa, CHAGXEHHBIM MOLLHBIM ABOMHBLIM PEXYLLAM W U3MENbYAOLLMM MexaHu3mamu. Kow-
CTPYKUMS Hacoca cneumansHo paspaboTtaHa 4ns nepekayvkm 04eHb KOHLEHTPUPOBAHHBIX, arpeCcCMBHbIX U T5-
KEIbIX XMAKOCTEN, KOTOPbIE TPeBYIOT NpeaBapuTENbHOTO U3MENbYEHNS TBEPAbIX COCTABNSAOLLMX MaTepuana,
COAEPXaBLUErocs B nepekavnBaeMon KAKOCTH.

[ins MOHTaxa 1 0BCnyXMBaHNS HacoCa NPUMEHSIETCS MOHTAXHbI KPOHLUTENH C MexaHuyeckomn nebea-
KOW. YnpaBneHue paboTon Hacoca M MeLarnku OCyLLeCTBMSETCS C NyNnbTa YNpaBieHns cenapaTopoM B aBTo-
MaTUYEeCKOM PEXMME U B 3aBUCUMOCTY OT CUrHaNoB 4aT4MKOB YPOBHS 3anOfHEHMS pe3epByapa.

[ns obecneyeHns pa3geneHns BCero CyTo4HoOro obbema nNpon3BOACTBEHHbIX CTOKOB HaBO3a MocTyna-
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HOLLMX C NPOM3BOACTBEHHBIX KOPMYCOB, NPUMeHsieTCs cenapatop cepum SM 260/75.

BHYTpW BMyCKHOWM CeKkuMM ocumnnsaTop cosgaet konebaTernbHoe AaBneHne B XWAKOCTU. OTO BedeT K
YNYYLLIEHHOM NPOM3BOANTENBHOCTW M Bonee BbICOKOW NPONYCKHOM CNOCOBHOCTM, 0COBEHHO BA3KOW XMAKOCT!.
B cuTe BONOKHMUCTbIE TBEPAbIE BELLECTBA OTAELNATCA OT XKUAKOCTU. BornokHa co3gatoT (unbTpyHoLwmiA Chon,
KOTOpbIA 3adepxuBaeT Bonee Menkue Yactuubl B XUOKOCTU. JlonacTu WHeka NpoABUraloT 3TOT COW K Bbl-
nyckHOMY OTBepCTMIO. [TOBEPXHOCTb CUTa OunLLEHa 1 0BpasyeTcs HOBbI OUMNbTPYIOWMA CrON. KOHCTPYKLMS
cuTa He ponyckaet obpasoBaHus npobok. [laBneHne B NepBON YacTW CUTa HU3KOe, KOTOPOe YBENMYMBAETCS
Mo Mepe BO3pacTaHus KOHLEHTpaLun TBepablX BELLECTB B BbIxoAsLeM npoaykte. Cuna TpeHus Teepaoi 3a-
[AYLUKK B LAMHAPUYECKOM pacTpybe 1 ABONHOM 3aCMOHKM perynsTopa BbIXOAHOTO OTBEPCTHS, CO3AaET Npo-
TBOAaBneHne. Cuna npeccoBaHus perynupyeTcs nNpoTUBOBECaMU, OnpefenstLmmMm obpaTHoe AaBneHve,
CO3JaBaeMoe Ha BbIxofe cenaparopa.

[MpON3BOAMTENBHOCTL 3aBMCUT OT BMSHWUS PasnuyHbIX (DaKTOPOB: pasMepa SYEMKU CuTa, UCXOLHOM
BMaXXHOCTN CTOKOB, TEMNepaTypbl, CPOKa XpaHeHUs HaBo3a, NOSIOXEHUS NMPOTUBOBECOB, PETYNUPYIOLLMX CTe-
neHb oxMMa. Paboyas npon3BoaNTENbHOCTL CenapaTopa npy 3a4aHHOM COAepXXaHUM Cyxux BELLECTB B CTO-
kax: SM 260/75 — 18 m*/yac. lNorpyHOI HacoC C N3MENbYALOLLMM MEXaHU3MOM, NepeKkaunBaeT OQHOPOAHYHO
XKy B cenapatop. bnarogaps BCTpoOeHHOMY nepenyckHOMY knamnaHy, U36bIToK CTOKOB BO3BpaLLaeTcs obpar-
HO B pe3epByap CamMOTEKOM.

CToKM, NONaB B KaMepy LUHEKa, cHavana obpabaTbiBaeTcs BMOPALMOHHBIM YCTPOMCTBOM, 3TO Cnocob-
cTByeT 6onee achpekTMBHOMY 0OE3BOXMBAHWIO HA MOCREAYIOWMX CTaausax cenapupoBaHus. [anee, yacTb
cBODOAHON Bnarn OTAENseTCs Yepe3 KpyroBoe CUTO cenapatopa camoTékom. OTaenéHHas Boaa BbIXOAMUT
yepes BbINyckHoi naTpybok cenapatopa. Boga, cBsisaHHas B TBEPAbIX COCTABMALLMX CTOKOB, BbHKMMAETCS
NPy NPECCOBaHMM MaCcChl, KOTOPOE NPOVUCXOANT Ha NOCAEAHMX ABYX BUTKAX LUHEKA cenapaTopa.

lMocne oTaeneHuns TBepabl Matepuan MoxeT BbiTb nepeBe3éH 06bIYHbIMK CPpeaCcTBaMI MeXaHW3aLmm,
Hanpumep, TpakTopoM ¢ npuuenoM. OTAenéHHas XWAKOCTb HanpaBnseTca B OTAENEHUE 415 OCBETNEHHON
hpaKuum, BbIrOPOKEHHOE B MPUEMHOM pe3epByape CTOKOB MMM HaxoasLeecs otaentbHo. Cuna npeccoBaHus
perynupyeTcs npoTMBOBECAMM, OMpelenstommm 0bpaTHoe AaBreHne, CO3naBaeMoe Ha BbIXofe cenaparto-
pa.

lMockonbKy cenapaTop MOXeT pacronaraTbCs Kak Ha ynuue, Tak U B MOMELLEHUW, MPEASIOXEHO YCTaHO-
BUTb 0B0OpYyLOBaHME MEXY UMEIOWMMICS NaryHamm Ans HakonneHus HaBO3HbIX CTOKOB. [1ns npeaoTBpaLye-
HWS nonagaHus aTMOCepHbIX 0CaaKoB Ha nepepaboTaHHbI HABO3 Ha NOWaaK, 3aHMaeMon cenapaTopom
W nepepaboTaHHbIM HAaBO30OM, PEKOMEHAOBAHO Pa3MeCTUTb TEHT.

lMpou3BoauTENLHOCTL Cenapatopa coctaBnseT 18 m3/u. Beero B cyTkm obpasyetca 20-21 kr HaBo3a OT
OQHOW KOpoBbl. Tak Kak Ha paccmatpusaemon tepme cogepxutcst 800 kopos, obpa3oBaHe OTXOOOB CO-
craensieT 16800 kr B cyTku. pn NnoTHOCTU HaBo3a p=6,9 M3/T 06wt 06bEM 0TX0a0B cocTasnsieT 115,9 m3,
Mpu nponsBoauTensHoOCTU cenapatopa 18 M3y cyToyHas HopMa HaBo3a nepepabatbiBaeTcs 3a 6,4 4acos.
MuHumarnbsHas Npou3BOAUTENBHOCTL cenapaTopa — 8 M3/4. [pyn MUHUMaNBHOW NPOU3BOAUTENBHOCTU CyTOY-
Has HopMa HaBo3a byneT nepepaboTaHa 3a 14,4 vacos. [pn 3TOM M3 OAHOMO M3 HepasdeneHHbIX CTOKOB
HaBo3a nonyyaetcs 0,194 m3 unn 0,47 T noacTunky, 4to coctaBnseT 54,47 m3 /cyTkn unm 22,48 T /cyTkn nog-
CTMNOYHOrO Matepmana. B rog nepepabotka oTxo4oB no3sonuT nonyunts 8205,2 m3 unn 19881,55 1 noactu-
NOYHOro MaTepuana.

YnpaBneHue paboToin cenapatopa OCyLLECTBNSETCS B aBTOMATUYECKOM PEXMUME C NyNbTa YrpaBnieHus.
JKnakoctb, OTAENEHHYK cenapaTopoM, MOXHO NepekaunBaTtb OBbIYHbIM HACOCOM ANSt CTOYHbIX BOA MMM
TPaHCNOPTUPOBATL CAMOTEKOM [axe Mo TOHKAM Tpybam, NOCKONbKY B HEN COAEPXMTCA AOCTAaTOYHO Mano Cy-
XMX BELEeCTB 1 pa3nuyHbix npumecen. XXuakas ppakums, OTAENEHHAs Npy NOMOLLM cenapaTopa, COAepXMT
TONbKO MENKoANCNEepCHbIE TBEPAbIE YaCTULbI, HAXOASALLMECS B PaCTBOPEHHOM COCTOSHUM.

XKupgkas cpakuus nocne cenapauum xapakTepuayeTcs HemTparnbHOW peakumeit, cbanaHcpoBaHHbIM
COOTHOLLeHMeM chocdopa, azoTa u kamust — 1,4:1,0:1,6. CogepxaHne KONMoMaHbIX B3BELLEHHbIX BELLECTB —
MeHee 1%. Xuakas pakums UCnonb3yeTcs Npy NOBTOPHOM FMAPOCMbIBE WM B KA4eCTBE OpraHU4eckoro
yAobpEeHMst Npy OPOLLIEHNN MOYB.

[ns 06e33apaxnBaHns 1 yaaneHune 3anaxa 13 OTAENEHHON XMAKOM (PpaKumn HaBO3a NpeanoXeHa cu-
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cTema anekTponuTyeckon crepunusauun bruoOnuromar [38]. MpuHuMn paboTbl CMCTEMbI OCHOBAH Ha OMMUro-
AVHaMUYECKOM 3PheKTe, KOTOPbIA 3aKIHOYaETCA B ANEKTPONIMTUYECKOM NPOMYCKaHUN Yepes XUOKYo dpak-
LMo HaBo3a 1oHoB Meau (I1), obnagatoLmx NPOTUBOMUKPOBHLIM AENCTBMEM U Bbi3bIBaAOLLMX TMOEMNb MUKPO-
OpraHu3MoB 1 GakTepui, CoaepKaLLMXcs B HABO3HbIX CTOKAX.

MMpu obpaboTke OTXOAOB C MOMOLLBID CUCTEMBI NEKTPONUTUYECKON cTepunuaum buoOnuromar fo-
CTUraeTcsa MoyTH NOMHAs CTEPUNN3ALMS NATOrEHHbIX MUKPOOPraHW3MOB, NPUCYTCTBYIOLLMX B XWUAKWX CTOKAX.
B pesynbTate obpaboTku noHamu meau (I1) B yCrioBusx anekTponuaa npoucxoanT 4e3040pUPOBaHIe XNUaKON
(bpakuMmM HaBo3a C NpefoTBPALLEHNEM MOSBIEHUS HEMPUATHBIX 3anaxoB Npu eé JanbHereM XpaHeHun 1
arpoOHOMWYECKOM WCMOMb30BaHWW. JNEKTponmMTMYeckoe Bosaenctame noHamu meau (ll) npuBoauT Takke K
cTabunusaummn opraHuyecknx BeLlecTs, cogepxalmxcs B otxogax KPC. OtaeneHHas xugkas gpakums, noa-
BeprHytas 06paboTke No TEXHOMNOrMM SNEKTPONUTMYECKON cTepunuaauumn noHamn meau (I1), MoXeT mcnonb-
30BaTb AJ1 NOBEPXHOCTHOIO BHECEHMS B Ka4ecTBE YA0bpeHus.

OtcenapupoBaHHas TBepaas pakuus: cyxas, nopucras, paccoinyatas bromacca ¢ HU3KOM aaresven,
— upgeanbHO NOAXOAUT AN ucnonb3oBaHust B kavectse noactunku ans KPC, nepepaboTku B BbICOKOKaYe-
CTBEHHOE OpraHuyeckoe yaobpeHue 3a cyeT KOMMNOCTUPOBAHWUS B YACTOM BUAE UMM Kak TOMAMBO ANS NUpo-
TNM3HbBIX TENMOreHepaTopos.

lMogaBaTb Ha cenapaTop NepBUYHOE BELLECTBO BO3MOXHO pasnuyHbiMu cnocobamu. CenapaTop MoXeT
ObITb CMOHTMPOBaH M paboTaTb B Noboe Bpems roga noa OTKPbITbIM HEBOM WK Xe UMETb NErkun Hasec.
ECTb BO3MOXHOCTb MOHTMPOBATL CEMapaTop Ha aBTonnatgopme. ATOT BapuaHT 04eHb Ya0beH, ecnv nmeeT-
CSl HECKOMNbKO NMEPBUYHBLIX EMKOCTEN-HAKOMMUTENEN, PAacnoNOXeHHbIX Ha yaaneHHoM pacctosHun. Cenapatop
HeKoTopoe BpeMs paboTaeT Ha O4HOM MeCTe, NOCHe 3TOr0 ero NepeBo3sT Ha HOBOE MECTO.

KomnocTtuposaHue TBepaon (hpakuuum MOXeT ocylecTBnsaTbes 3a 14-21 gHen 6e3 goporoctosiero
obopynoBaHWs Ha cneumarnbHO BblAENeHHbIX NOoLaaKax ¢ NpUMEHeHeM npocTenLlen nepebpachiatoLen
TEXHUKW. [OTOBbI KOMMOCT — BbICOKOKQYECTBEHHOE OpraHnyeckoe yaobpeHue, BHOCUTCS Ha nons, dacyercs
B MELLKM UV Ha €ro OCHOBE MPOU3BOAATCS rpyHTOMaTepuansl. Mpu CxuraHnym TBepaoH dpakLmm B kKayecTse
TOMAMBA B MUPONMW3HBLIX TennoreHepaTopax rnoryyaemas TennoBas SHeprus MOXeT ObITb HanpaBneHa Ha
OTOMfIeHWEe NOMELLEHMIA, hepM, TENNUL, 1 Np., a TaKKe AN NOMyYeHNs napa.

Hanbonee npuBnekaTenbHbIM AN arponpoOMbILNEHHbIX MPEeanpuATUl  SBNSIETCS MCMONb30BaHME
TBEPAON 0TCENnapupOBaHHOM (hpakLi OTXOAO0B B KA4ECTBE NOACTUNKMA NS XUBOTHBIX.

MepepaboTka TBEpAON (paKLmMM B MOACTUNKY OCYLLECTBNSETCS Npu nomowm «buopeaktopay, nocras-
nsemoro komnaHuen «buokomnnekcy, npeacraenstolero coboin epmentep GapabaHHoro Tuna Ans ycko-
PEHHOTO KOMMOCTUPOBAHUS C MEXaHU3MPOBAHHOM CUCTEMOM NOLAYM M pacnpefeneHns Cbipbsi U CUCTEMOM
aspaumu [37]. «BbropeakTop» npumeHsieTcs Ang NOACYLWKK 1 06e33apaxnBaHns TBEPAbIX COCTABMNSAIOLMX 3a
CYeT TEXHONOTUN YCKOPEHHOTO KOMMOCTUPOBAHUS. Tak Kak MpoLecc KOMNOCTUPOBaHUS MPOXOaUT npu aspo6-
HbIX YCMOBMSX (MPW NOCTOSHHOW NPOAYBKE BO3AYXOM) M CONPOBOXAAETCA NOCTOSAHHO BbICOKOW TEMMNEepaTypon,
pocTuratowlen 72 °C, noacyLuka Macchl npoucxoaut 6e3 4ononHUTENbHbIX 3HeproHocuTenen 3a 24 yaca. Mpu
MeZaJfieHHOM BpalLeHun 6apabaHa BOKpYr CBOEH OCK NPOUCXOANT NepeMELLVBAHNE W NepeaBKeHne MaTepu-
arna 3a cyet cneumanbHbIX fonaTok BHyTpu kopnyca 6apabaHa. Nepuoa npouecca nepepaboTku coctaBnseT
1 OeHb.

lMepepaboTka TBepAOM Gruomacchl B MOACTUNKY He UCKNKOYaeT eé NpUMEHEHNe B kavecTse YaobpeHus.
HaBo3s, nepepaboTaHHbIii B MOACTUNKY, @ 3aTeM UCNONb3oBaHHas NOACTUNKA, nepepaboTaHHas B yaobpeHue
— 3TO TPOMHOE UCMOMb30BaHNe OAHOTO MaTepumana.

KopoBHUKM 1 CTOMNA SBNSIOTCS 3aMEHUTENAMM OPUrMHAmNbHON OKPYXatOLLEN Cpedbl XMBOTHOMO, KOTO-
poe B AMKO NPUPOAE HAXOAWTCA Ha OTKPLITOM BO3AyXe, Ha nacTobuwax u B necy. B KOpoBHMKE XWBOTHOE
OrpaX4eHo OT BNUSIHUS Pa3HbIX HEraTUBHbIX (hakTOPOB, HO €r0 COAEPKaHue B HeBone TpebyeT nogaepxaHus
BnaronpuaTHLIX CaHUTapPHLIX YCNoBun M obecneveHns yaobeTea xmBoTHOrO. CToiNa MOXHO XOPOLLO OYu-
LaTth, HO BONPOC obecneyeHnst NOAXOASALEN NOACTUNKM 4N KOPOB B AAHHOE BPEMSI CYUTAETCS TPYOHO pe-
WwaembIM. [TpuMeHeHe TpaauUMOHHLIX MaTepuanoB B KayecTe MOACTUIKW: CONOMbI, ONUIOK, AePeBSHHbIX
CTPYXeK UMEET onpeaeneHHble Npobnembl, YTO CBS3aHO C BOMbLUMM KOMMYECTBOM 3aTpayYeHHOro Tpyada
OLLYTUMbIMA (PUHAHCOBLIMM pacxofamu. Pe3nHOBbIE KOBPUKM 1 MaTbl MO3BOMSIOT YMEHbLINTL KONMYECTBO
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3aTpayeHHoro Tpyaa ¥ ynyyLwmnTb YCNOBUS COOEPXaHMS XUBOTHBIX, HO OHWU AOPOro 06X0AATCS NpU NOKYMKE 1
obcnyxuaHuu. Ha HEKOTOPbIX MOMOYHbIX (hepMax B Ka4ecTBe MOACTUIKM UCMONb3YEeTCH NECOK, 9TO NO3BO-
NAEeT yNyYlWWUTb CaHUTAPHbIE YCMOBKS, HO NECOK OY4EHb CUMBbHO BIMSIET HA M3HOC 0DOPYAOBAHNS 1 OYUCTKY.
OtcenapvpoBaHHas TBepaas pakumus 0TX0A0B ABNSeTCH yA0OHOM B MPUMEHEHWMN, BETEPUHAPHO 1 SKOMOTM-
yeckn 6e3onacHon NOACTUNKON ANS XUBOTHbIX.

Ha paccmatpusaemoit arpopepme B HacTosiLLee BPeMS UCTOSb3YKTCA PE3UHOBbLIE KOBPUKM U MaTbl
L1 COAEPXaHNs XMBOTHbIX. [IpUMEHeHNe OTAeNEeHHON TBEPAOMN PpaKLyMn HaBo3a B Ka4eCcTBe NOACTUIIOYHOIO
MaTtepuarna uMeet criefyrolue npenMyLLecTsa Ans Cenbxo3npon3BoauTeNs: OTCYTCTBUE PacXOQO0B Ha 3akyn-
Ky W TPAHCMOPTMPOBKY PE3MHOBbIX MaTOB; BO3MOXHOCTb NPOU3BOAUTL HEOOXOANMOE KONMYECTBO NOACTMOY-
HOro matepuana B nboe Bpemsi, BCMEACTBME Yero oTnagaeT HeobXoanMoCTb B MOMELLEHUSX NS XpaHEHNs
NOACTUNOYHOTO MaTepumana; 6e3BpegHOCTb MOCTUNKM ANS XWBOTHBIX. MIcnonb3oBaHHas NOACTUNKa 13 TBep-
[0M (hpaKLmm HaBo3a — LieHHOE OpraHuYeckoe yaobpeHue, He 3arpssHatoLLee nons.

[Mpy MCNONb30BAHUM BbICOKOKAYECTBEHHOW MOACTUIKMA, MPOM3BOAMMONA M3 HaBo3a, 3aboneBaeMoCTb
XMBOTHbIX MAaCTUTOM 3aMETHO YMEHbLUAETCS, COKpaLLEeHWe NPOUCXOAUT B AECATKN pa3 40 eAMHUYHBIX Cryya-
eB [39]. 310 CBA3AHO C BETEPUHAPHOM M 3KONOTMYECKOM YMCTOTOM NOCTUNOYHOTO MaTepuana, B KOTOPOM OT-
CYTCTBYIOT NaTOreHHbIE MUKPOOPraHU3Mbl, Bbi3blBatoLMe MacTuT. Kpome TOro, YMeHbLIAeTcs TpaBMaTU3Mm
XMBOTHbIX, TaK Kak NOACTWIKA U3 HAaBO3a HE CKOMb3WUT NpuW nonagaHuy BoAbl, B OTAMYME OT PE3VNHOBBLIX MaToB.
lpUMeHeHre MOACTUIKM U3 OTXOAOB MO3BOMUT COKPATUTb PacxXofdbl Ha NEYEHWe XMBOTHbIX, YMEHbLUWUTb
TPaBMUPOBAHHOE MOrONoOBbLE, YBENWYUTL HAZOWM W peanu3aumio MOSioka BbICOKOrO kavectsa. V3bbiTku noa-
CTUNOYHOTO MaTepuasna MOXHO pearM3oBbiBaTb HACeNeHNo, YT 06eCneymnT LONONHUTENBHBIN UCTOYHKK 4O-
xopa.

[Mpou3sedeHo 9KOHOMMYECKOe 060CHOBaHWe LienecoobpasHOCT BHEAPEHWs CUCTEMbI nepepaboTku
HaBO3a Ha paccmaTpuaeMoM npeanpuaTun no metoamke [40]. TexHonorns BKNOYAET pasgdeneHne 0TX040B
KMBOTHOBOZCTBA Ha CYXYI0 M XWUOKYI0 (Ppakumio; cyxas pakums 1Ccnonb3yeTcs B kayecTBe NOACTUNKM Ans
XMBOTHbIX, XWOKas ABMSETCA LEHHbIM OpraHu4eckum ynobpeHuem ns opowweHus nonei. BHegpeHue yka-
3aHHOW CUCTEMbI YTUNM3ALMM HABO3a BKITOYAET MOKYMKY M MOHTaX 0bopyaoBaHus no nepepaboTke OTXOM0B,
obyyeHne nepcoHana. Kpome kanuTarbHbIX BROXEHWN MPOeKT TpebyeT criepytowmx Tekywmx 3aTpat: no-
TpebneHne anekTpoaHeprum, 3apaboTHas nnata onepaTopa, BOAUTENS, aMopTM3aums 0bopyaoBaHus

PacueT kanuTarnbHbIX 3aTpar.

KanutanbHble BnoxeHus KB, Tbic. py6. paccumtaHbl no hopmyne:

KB = 06 +CMP,

roe O6 — cMeTHast CTOMMOCTb MOHTMPYEMOro 060py0BaHHS.

CMP — cmeTHas CTOMMOCTb CTPOMTENBbHO-MOHTaXHbIX paboT.

Komnnekc obopynosaHns no nepepaboTtke 1 yTUAN3aLMM HaBO3a BKITIOYAET CReaytoLmne KOMNOHEHTbI:

1. CucTema no pasgeneHunio HaBo3a Ha TBepAyH W XUOKYH paKymio.

2. Cuctema anekTponuTuyeckon ctepunusauum «brnoOnuromaty» Ans OTAENEHHON XWAKON (hpakumm
HaBo3a.

3. LHekoBbIN cenapaTtop Ans NOACYLLKW 1 0be33apaxuBaHus TBepaon (pakumm.

Cymma KanuTanbHbIX 3aTpaT CoCTaBNser:

K=3006495+270577+4023110+323220+1990000+217558=9831218 py6.

PacyeT cyMMbl rofoBbIX TEKYLMX 3aTpaT 4O M NOCNe BHeAPEHUs cUcTeMbI nepepaboTku HaBo3a.
|. PacyeT TekyLiux 3aTpaT nocrne BHeAPEHWS TEXHONOrM nepepaboTki OTXOL0B.

1. 3aTpatbl Ha ANEKTPOSHEPTUIO:

3o = z Wigr - Qa5 -t

roe  Wier— aKTMBHBIN pacxog anekTpo3Heprim, KBT/;

asi» — CTOMMOCTb 3NEKTPO3HEPriM AN1s npeanpusTis (3,43 pyb./kBTu);

t — Bpems (rog).

1.1. 3aTpaTbl Ha AaNEKTPO3HEPrnto Ans paboTsl cenapatopa SM 260/75

3a5 (SM 260/75) =4kBT/4-8 u/cyTkn-365 aH/roa-3,43 py6/kBT-u= 37609,6 py6/ron
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1.2. 3aTpatbl Ha ANeKTPO3HEPrM0 Ans paboTbl NorpyxHoro Hacoca PTS 4-100

3o (PTS 4-100) = 3,5 kBt/4-8 u/cyTkn-365 gx/ron-3,43 py6/kBT-y = 32908,4 pyb/rog

1.3. 3aTpatbl Ha anekTpoaHeprio Ans paboTel Mukcepa TBM 4/4:

315 (TBM 4/4) = 3,5 kBT/u4-8 u/cyTkn-365 gu/ron-3,43 py6/kBT-u = 32908,4 pyb/rog

Bato = ara(sM260175)+ ala(PTs4-100)* ara(TBM4i4) = 37609,6 +32908,4 +32908,4 = 103426,4 py6/ron

2. 3atpartbl Ha 3apaboTHylo NnaTy TpakTopucTa ¢ y4eTom coumansHoro Hanora 30 % u 1,2 % Ha Tpas-
MaTu3M:

3an =1 yen. -9850 pyb/mec. -12 mec-1,312=120 441,6 pyb/roa

3. 3atpatbl Ha amopTu3aumio 06opyaoBaHKs npumepHo 10% OT cToMmocTM 060pyA0BaHUS

3 aw=253794-0,1-38,737=983121,82 py6./rop.

4. 3aTpathl Ha npuobpeTeHne yaobpeHuir:

ExerogHo npeanpusTve Ha OpoLLEHME NOMeN 3akynaeT B kayecTBe yaobperuin 448,5 T ammunayHoi ce-
nMTpbI cToMMocTbio 13 ThiC. py6./T. 1 asothocka B konmyectse 92,147 T ctoumocTbio 18 Thic. py6./T. BHegpe-
HWe 06opyA0BaHNS NO PELMKIMHTY OpraHMYeCcKNX OTXOAOB XMBOTHOBOACTBA M MONYYEeHUE U3 HAaBO3a OpraHi-
4eckoro yaobpeHus No3BonseT 0Tka3aTbCs OT MOKYMKM a30(pocka, OCTAKTCA 3aTpaThl NULb Ha NOKYMKy am-
MUaYHOW CENUTPBI.

3y1=448,5 1-11000py6. = 4933 500py6

5. lMpouue 3atpaThbl, He y4TeHHble B NpeablayLLmuX CTaTbaX:

3 mp = 45567,34

VToro cymma rofoBbIX TEKyLWMX 3aTpar:

3 Tek.nocne BHeap.= 39/3 + 33/r| + 3aM +3yp, + 3r|p

3 rexnocne srenp.= 103 426,4+120 441,6+983 121,82+4 933 500+45 567,34 = 6186057,16 py6.

Il. PacyeT TeKywmx 3aTpaT 40 BHEAPEHUS TEXHONOTMM NepepaboTkM OTXOA0B.

1. 3aTpaTbl Ha 3apaboTHY NaTy BOAUTENS TpakTopa ¢ y4eTom coumansHoro Hanora 30 % u 1,2 % Ha
TpaBMaTu3M:

3an =1 4en.-9850py6/mec.-12 mec-1,312=120441,6 pyb/rog

2. 3atpartbl Ha npuobpeTeHne yoobpeHuit:

2.1. 3aTpatbl Ha NPMOBPETEHNE aMMUAYHON CENUTPBI:

448,5 1-13000 py6. = 4933 500 pyb

2.2. 3atpatbl Ha NprobpeTeHne azodhocKm:

92,1471-18000 py6.=1566 500 py6.

3. 3atpatbl Ha NoKynky yaobpeHun — 6,5 MiiH. pyb. B rog.

4. 3atpatbl Ha NPUOBPETEHNE NOACTUIIOYHBIX MATOB (CPOK CryxBbl — 5 ner):

Ha nnowaab 1335 M2 Heobxoanmo npumepHo 763 maTa

3 noger. = 763-3800/5(net)=427 280 py6.

CymMa roioBbIX TEKYLLWX 3aTpaT A0 BHEAPEHUS TEXHOMOTMM YTUNM3aLMU OTXOA0B Ha NPEANPUATUN:

3 TeK. 10 BHeap..= 33/n + 3yp|. +3 MoACT.
3 rexo srenp.= 120441,6 + 6500000 + 427280=7047721,6 py6.

Pacuet akoHoMKYeckoro acpdekTa.

1. Pacyet unctoro geHexHoro notoka (YA0M)

UnCTbIN EHeXHbIN NOTOK OnpefenseTcs:

YA = (3rek.go — 3rek.nocne + Mmon. + 3np.)(1 —H) +A, pyb/roa

roe 3 TeK.[0 — TeKyLume 3aTpaThbl NPeanpusTUS 40 BHEAPEHUS NpoekTa, py6./rop;

3 Tek.nocne — TekyLue 3aTpaThl NPeanpUsTIAS Nocne BHeApeHUs npoekTa, pyd./rog;
1 mon. — NpubbINb OT YBENMYEHNS HAZOEB MOMOKa;

anp. — npoyast 3KOHOMUS;

A — amopTH3aLMOHHbIe oTuMcneHus, py6./roa;

H - Hanor Ha npubbinb.
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lMpakTuka NPUMEHEHUS NOLACTMIKM, NONYYEHHOM Npu nepepaboTke HaBo3a, AN COAEPKaHUS KUBOTHBIX
rnokasana, 4To 13-3a NPUMEHEHUs NOACTUIKN U3 OPraHNYECKOrO BELLECTBA YA0M MOMIOKa YBENNYMBAKOTCS Ha 2
nuTtpa B cyTku. Mpubbinb OT yBenuyeHns Hagoes mornoka 1 Mon cocTaBuT Ans paccmaTpuBaeMont hepmbl
7672971,6 py0. B rog.

/3-3a ynyJiieHns ycroBuin COAEPXaHUs XMBOTHBIX YMEHbLIAIOTCS CryYan MacTUToB, 6onesHem Hor,
MOYEMOSIOBbLIX OPraHoB, YTO NO3BOMWT YMEHbLUMTbL 3aTpaTbl HA NMEYEHNE KMBOTHbIX, KOTOPbIE COCTaBUNN B
2017 r. 755000 py®.

Yan = (7047721,6 - 6186057,16 + 7672971,6 + 755000)-0,8 + 983121,82=

= 9289636,04-0,8 + 983121,82 = 8414830,65 pyb/rog

2. PacyeT umncroi Tekywen ctoumoctu (UTC)

UncTas Tekywas cToMMocTb Ha 5 neT onpegensercs:

T
gre—3 Py
= 1+ R)
roe:
YA — yncTbIN AEHEXHbIN NOTOK;
t = 5 — TekyLmin nepuop NpoekTa, neT;
KV — kanuTanbHble e4MHOBPEMEHHbIE BMOXEHMUS.
YN anCKOHTUPOBaHHBIA paccumTbiBaeTcs kak npoussegeHne YN Ha koahpuuMeHT AUCKOHTUPOBA-

1
aA+RrR)""

roe:
t — TekyLumi nepuog NpoekTa,

R - cTaBka guckoHTUpoBaHus, pasHas 0, 2.

YucTas TekyLas CTOMMOCTb ANS MPOEKTa Npu CTaBke AUCKOHTUPOBaHMS R=0,2 Ha 5 net

5
yrC = ZW —983121818=2513157915-983121818 =1530036Q97

~ (1+0,2)

HUA

3. Pacuet BHyTpeHHero koagduumeHTa okynaemoctut (BKO)
[Ana obecneveHns aeKTUBHOCTU KanMTanoBNOXEHUA B NMPOEKT LOCTaTO4HO, YTODbI BbINOMHANCH
crepytoLme yenoBus:
YTC = 0; BKO>R
BHyTpeHHW1 KO3 ULIMEHT OKYNaemMoCTh onpeaenserTcs:
BKO=R" +—— 1€ .(R"=R")=R
YTC" +[dTC| !

roe:

BKO — BHYTpeHHHI1 KO3(hPMLMEHT OKYnaemMocTy;

YTC*, YUTC- — nonoxutenbHble U OTpULATENbHBIE YACTbIE TEKYLLME CTOMMOCTH NPOEKTa, NoMyYeHHble
NPV pasHbIX 3HAYEHUSX CTABKN AUCKOHTUPOBAHUS;

R*, R - CTaBkM CpaBHEHUs (OMCKOHTUPOBAHWSA), COOTBETCTBYIOLUME NONOXKUTENbHBIM W
OTpUUATENbHLIM YACTLIM MOTOKAM NnaTexenl COOTBETCTBEHHO. Ecnu ycrnosue opMyIibl BbIMOMHAETCS, TO
NPOEKT 3PGEKTUBEH.

Paccuntaem BHYTPeHHMI koadhuumeHT okynaemoctu. Haitgem UTC npu R=1, yBennuum Hopmy
AVCKOHTa A5 onpeseneHuns BHyTPeHHero KoadhuumeHTa okynaemocTi.

5
yrc =y 81483965 o53151818 = ~167935099

= @+1°
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15300360,97 (1-0,2)=0,2 15313928,17

BKO=0,2+ . 24
15300360,97+167935099 1697971196

0,8=0,92

4. Pacyet cpoka okynaemocTu.
Cpok okynaemocti Tor. (AMUCKOHTUPOBAHHbBIA WMNKM NPOCTON) — 3TO MPOAOMKUTENBHOCTL Nepuoga ot
Ha4yanbHOr0 MOMEHTa 40 MOMEHTA OKynaemocCTy (T.e. Korga uncTbin 4oxoa byaet HeoTpuuateneH) [40].
[MCKOHTUPOBAHHBI CPOK OKYNaeMoCTI paccyuTaH no opmyrne:
KV —S
m

=m+
OK.Np.

m+1

roe:

Toknp. — CPOK OKYNnaemocTu, Nepuoabl;

m — TEKYLLW HOMEp neproga, Npu KOTOPOM AOSMKHO BbINOMHATLECA YernoBue Sm<KV<Sp+1.

KV - nepBoHayanbHble KanuTanoBnoXeH!s B NPOEKT (MM NpuBedeHHble K MOMEHTY BpeMeHu t=0 pas-
HOBPEMEHHbIE MOTOKM KanuTanoBnOXeHMN).

Sm, Sm+1 — cymma Y[ 3a m 1 3a m+1 nepunog COOTBETCTBEHHO, KOUMLLEHHAS» OT BENUYUH UMEIOLLMX-
CS KanuTanoBnoXeHWA 3a 3T NepuoabI;

Mm +1 — BenmumHa UMM 3a m +1 nepuog («ounLLEHHas» OT KanuTasioBfIOXEHUIA, eCn OHU UMEIOTCS B
AaHHOM nepuoge), pyo.

983121818—-701235888
T, ., =1+
e 58436324

B pesynbTaTe BHeapeHus npeanaraeMoro obopynoBaHus NpeanpusTie MOXET N03BONUTL cebe oTka-
3aTbCs OT YacTn yaobpeHuit, npuobpeTaemblx y Apyrux upmM. SKOHOMMSA Ha yaobpeHusix coctasut 1566600
pybnen exerogHo.

BbicylweHHas dpakums HaBo3a nocrne obessapaxuBaHus MOXET UCMOMNb30BaThCA B KA4eCTBE NOACTUN-
KW Ons COAEPXaHUs XMBOTHbIX, YTO NO3BOSISET 0TKA3aTbCA OT NPUOBPETEHUS PE3MHOBLIX MAaTOB. OKOHOMMS
no 3TOMy MyHKTY cocTasnsieT 427280 pybnei B rog. YBenuyeHue HagoeB MOMoka NO3BOMMT NOMyYuUTb npea-
NpuATMIO NpubbInb B pasmepe 7672971,6 B roa. Kpome TOro, B CBS3N C YNyYLIEHNEM YCMOBUN COAEPKAHMS
XMBOTHbBIX 1 YMEHbLUEHNEM CBS3aHHOM C 3TUM 3ab0neBaeMOoCTH arponpOMbILLNEHHOE NPeanpUATUE MOXET
NONy4NTb SKOHOMMIO 0 755 Thic. pyb. B roga.

PesynbTaTbl pacyeTa nokasblBaKT, YTO NPOEKT Lienecoobpas3eH 1 3KOHOMUYECKN 3dhpeKTMBEH. UHTe-
rpanbHbIA AKOHOMUYECKUI 3CheKT OT NpUBEAEHHBIX MEPONPUATUIA 3a 5 NeT peanu3auum NpoekTa COCTaBuT
15313928,17 pybneit, BHyTPEHHUA KOIGDULIMEHT OKynaeMocTu — 92%, 4To 60MnbLUe BENUYMHBI CTABKM CpaB-
HeHus. [IPOeKT UMEET HU3KYH PUCKOBAHHOCTb. [IMCKOHTUPOBAHHbIA CPOK OKyNaeMoCTW MPOEKTa — NPUMEPHO
1,5 neT, YTO ABNAETCS BNOSHE NPUEMMEMbIM AN IHBECTOPOB.

=148

3AKNOYEHUE

C uenbl yTUnu3auuu OpraHUYecKMX OTXOLOB arponpOMbILNIEHHOMO MPEANPUSTUS NPEeanoXeH KOM-
nrekc cepuiHoro 0bopyaoBaHns ans pasneneHns Hasosa KPC Ha xuakyto n TBepayto hpakumio ¢ AanbHei-
Wwum obessapaxueaHuem obeunx dpakumit. CenapupoBaHie HaBo3a NO3BONNT NPEAOTBPATUTL HAKOMMEHWe
BonbluMx 0GBHEMOB OTXOAOB HA TEPPUTOPUM MPEANnpUsTUS B sMax Bekkepa, MOBbICUB JKONOrMYecKyto Ges-
OMacHOCTb MPOM3BOACTBA, @ TaKKe UCKMIYMUTL TPYAO3aTpaThl HA CKMaaMpoBaHWe W NOCTeaytoLLee n3Bneye-
Hue oTxoaoB M3 siM. OTaeneHHas u obessapaxeHHasi TBepaast hpakuns sBnsieTcs yAo6HON, BETEPUHAPHO U
aKONornyeckn 6e3onacHoi NOACTUMKON AMNS KMBOTHBIX, YTO YNyYLIAET YCMOBUS UX COAEPXaHMs, YMEHbLIAeT
3aboneBaeMocTb 1 TpaBMaT3M. MogseprHyTas obeszapaxuBaHuio xuakasi pakumMs SBRSETCS LEHHbIM Op-
raHU4eck1M yaobpeHnem ans opolueHusi noneit. Cpok okynaemocTv npoekTa cocTtaensiet 1,5 ner.

BHeapeHue npeanaraemMoii TEXHONOMM Ha NpeanpusTN NO3BONSET PeluMTb Npobnemy yTunn3aumm
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OpraHnYeckix OTXOLOB XMBOTHOBOACTBA, YTO ByaeT cnocobCTBOBATL YMEHBLLEHWIO aHTPOMOTEHHOMN Harpyaku
Ha OKpyXaloLlylo cpefly, Co3AaHMo 6E30TX0AHOr0 arponpOMBILLIIEHHOTO MPOW3BOACTBA, 0BecneyeHuto Boc-
NPOM3BOACTBA MOYBEHHOTO MMOAOPOLNS, U, B KOHEYHOM UTOTE, NepeBody NpeanpuUsTUs Ha penbebl Grosem-
negenvs ¢ MAHUMarnbHbIM NPUMEHEHNEM MUHEPanbHbBIX YAOOPEHMIA N XUMUYECKIX CPECTBa 3alluUThl pacTe-
HUA.
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AHHOTaUMA: LEenbl0 NPOBEAEHHOrO UCCNEAoBaHUs SBUNCS aHanWu3 (OUHAHCOBOW LeATeNbHOCTU anTeyHOoW
opraHmsauum CTaBpOMONbCKOro Kpasi, OLEHKa (PUHAHCOBOTO MOMOXEHUS OpraHu3auuy Ha OCHOBE
npeacTaBneHHon Byxrantepckoit otyeTHOCTH 3a 2017-2018 rr. MpoaHanuanpoBaHbl CTPYKTYpa WU AMHaMMKa
aKTVBOB 1 MAcCMBOB, OTPAXEHHbIX B DyxranTepckoi OTYETHOCTM anTeyHoW OpraHM3aLmm; NpoBefeHa OLEeHKa
nnaTexecnocobHOCTN W (DMHAHCOBOW YCTOWYMBOCTY; OLEHEHA PEHTAbenbHOCTb anTeYyHOW OpraHu3auum;
paccynTaHbl YUCTble aKTWBbI; MpoaHanMU3upoBaHbl (aKTOpbl (UHAHCOBOMO Kpuauca; paspaboTaHbl Mepbl
(hMHaHCOBOW CTabMnM3aLmy anTeYHON OpraHM3aLmuy.

KnioueBble cnoBa: anteyHass opraHusauusi, CTaBpononbCKMA Kpal, (OMHAHCOBasi YCTOWYMBOCTD,
nnaTexecnocobHOCTb, AenoBast akTUBHOCTb.

ANALYSIS OF THE FINANCIAL CONDITION OF THE PHARMACY ORGANIZATIONS OF THE
STAVROPOL TERRITORY

Kovaleva Tatyana Georgievna,
Kulik Valentina Vladimirovna

Abstract: the purpose of the study was to analyze the financial activities of the pharmacy organization of the
Stavropol Territory, to assess the financial situation of the organization based on the submitted financial
statements for 2017-2018. Analyzed the structure and dynamics of assets and liabilities, reflected in the
financial statements of the pharmacy organization; solvency and financial sustainability were assessed;
estimated the profitability of the pharmacy organization; calculated net assets; analyzed the factors of the
financial crisis; developed measures of financial stabilization of the pharmacy organization.

Keywords: pharmacy organization, Stavropol Territory, financial stability, solvency, business activity.

B03MOXHOCTb CTabMIbHOTO (PMHAHCOBOTO Pa3BUTUS aNTEYHON OpraHU3aLuy peanuayeTcs Npy pauno-
HanbHOM MCMOJb30BaHUM (DMHAHCOBOrO MOTEHLMana opraHu3auun (MMKBULHOCTW, peHTabenbHOCTL, NOTeH-
LiManbHO BO3MOXHbIX MHBECTULWIA, NNaTexecrnocobHocTH). [Ins BbIpaboTKM M OCYLLECTBNEHUS CTpaTern pas-
BUTUS OpraHn3aumn HeOOXOAMMBIM YCIIOBUEM SIBMSIETCS YYET MOMOXUTENBHBIX 1 OTPULATENbHbIX TEHAEHLMIA
B AEATENbHOCTY anTeky, BbISBNIEHNE UX NPUYMH 1 MaclwTaba. Mo pesynbTaTam 3TOrO aHanu3a nnaHupyeTcs
KOMMeKC Mep, NO3BONAKOLLMX NPEOAONETb KPU3NC U BbIATY 13 HEro B Hanbonee KOpoTkie CPOKM C MUHUMY-
MOM NOoTEpb.
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PelweHnem atoi npobnembl SBnseTcs pa3paboTtka NONMTUKKM (PUHAHCOBOW CTabunusaumy AesTensbHo-
CTW anTeyHOW OpraHu3aluu, OTBEYatLLen peanusiM COBPEMEHHOTO (hapMaLeBTUYECKOTO PbIHKA, BKIHOYat0-
Lel onepexaroLime MeToabl MEHeMKXMEHTa (MPOMUNAKTUKY U NPOTrHO3 KPUUCHBIX CUTYaLMI), paLoHanbHY0
CMCTEMY KPaTKOCPOUHbIX W JONTOCPOYHbIX Mep CTabunnsaumm.

MpubbInb 1 MHAHCOBOE COCTOSIHME anTEYHOW OpraH13aLun HaxoaaTcs B HENOCPEACTBEHHOMN 3aBUCU-
MOCTU OT 3hHEKTUBHOCTI OObIYHBIX BUAOB LESATENBHOCTYW, KOTOPble CBS3aHbl C peanuaauyeil ToBapos an-
TEYHOrO0 acCOPTUMEHTA, OKasaHWeM ycnyr v ap. PeHTabenbHOCTb Npofax ABMSEeTCs onpefenstowmum hakTo-
POM, BIUSIOLLMM Ha CyMMapHbIi NokasaTtenb (MHAHCOBOrO COCTOSIHUS anTekW U pesynbTaTUBHOCTU paboTbl —
peHTabenbHOCTbL akTUBOB (kanuTana). OgHOBPEMEHHO, peHTabenbHOCTb NPOAaX onpeaensieTcs COBOKYNHO-
CTbl0 (haKTOPOB, OTPaXALLMX YPOBEHb AEKTUBHOCTM UCMONb30BaHNS (PUHAHCOBLIX (OCHOBHBIX CPEACTB,
000pPOTHBIX aKTUBOB, TPYAOBbIX 1 MaTepUanbHbIX PECYPCOB) M NPOM3BOLACTBEHHBIX CPEACTB.

Onpefenutb BIUSHWE BHYTPEHHUX (haKTOPOB Ha Pe3ynbTaTUBHOCTb AEATENBHOCTU U (PUHAHCOBOE CO-
CTOSIHWE OpraH13aLy no3BonsoT METOAMKA OLEHKN 3(hDEKTUBHOCTI UCMONb30BAHWS PECYPCOB, AN peanu-
3auMmM KOTOPbIX MCNONb3YI0T AaHHble GyXranTepckom ((oMHAHCOBOM OTYETHOCTM). BHYTPEHHMIA (hHAHCOBLIN
(KOMNNEKCHbI1) aHanu3 0bbI4HO NPOBOAMTCS B TPY B3AMMOCBA3aHHbIX dTana:

- Ha nepBOM aTane (aHanu3 abconoTHbIX NokasaTenem) NPOM3BOAAT FOPU3OHTaIbHBIN, BEPTUKAIbHBIN,
(PaKTOPHBI M CPABHUTESBHBIN aHanu3 AaHHbIX banaHca;

- Ha BTOPOM 3Tane Npou3BoOANTCS KOI(MULMEHTHbIN aHanN3, pacCYUTLIBAKOTCH OTHOCUTENbHbIE MOKa-
3aTenu YeTbipex OCHOBHbIX rpynM: KO3PPUUMEHTBI IMKBUOHOCTH, KOIPMULUMEHTI peHTAaBENBbHOCTH, KOId-
(PMLMEHTbI (PUHAHCOBOW YCTONYMBOCTM U KOIDPULMEHTbI [ES0BOM aKTUBHOCTW (0BopaunBaemMocTh);

- TPEeTbUM, 3aKMYUTENbHBIM 3TarNoM (PUHAHCOBOTO aHanu3a, SIBNSETCS OLEeHKa C UCMOoNb3oBaH1eM
(PMHAHCOBBIX MOJeNei, pe3ynbTaToM KOTOPOU SBNSAETCS BCECTOPOHHEE 3aKITHOYEHME O COCTOSIHUM U nepcnek-
TUBaX Pa3BUTUS anTEYHON opraHusauum 2, c.4].

AnTeyHble opraHu3auun B YCNIOBUSIX COBPEMEHHOMO PbIHKA W UMEIOT 3HauMTENbHY0 cBo6OAY BbibOpa
NapTHEPOB, NPUHATUS YNPaBNEHYECKNX PELUEHNIA, MOUCKA UCTOYHUKOB (PUHAHCUPOBAHWS. 3aUHTEPECOBAHHbIE
nuua (MHBecTopbl, COBCTBEHHWKM, NOKYNaTenu, NOAPSAYMKA, NOCTABLUMKA W p.) 3aUHTEpeCcoBaHb! B nomnyye-
HWW JOCTOBEPHOW MH(OPMaLMM O PUHAHCOBOM MOSOXEHUU U pe3ynbTaTax AesTerlbHOCTM OpraHusauni, ¢
KOTOPbIMM OHU YCTaHaBNMBAKOT AENOBblE CBA3W. [NaBHbIM, AOCTYMHbIM W AOCTOBEPHBIM UCTOYHUKOM TaKom
WHopMaLmmn aensetcs byxrantepckast OTYETHOCTb. banaHc W NPUNOXEHUs K HEMy CryxaT WHCTPYMEHTamu
KOHTPONS W NIaHUPOBAHWS JOCTUMXXEHWS SKOHOMUYECKUX LieNel anTekn, OCHOBHbIE U3 KOTOPbIX — MONyYeHue
NpubbINK, COXPaHEHUEe 1 NPEYMHOXEHWE KanuTana npy BbINOMHEHUM B KayecTBe NepBOOYEPEHON 3adaun
couuanbHon gyHkumm [1, ¢.141].

®nHaHcoBble NPOBEMbl anTeYHOM OpraHM3aLMK BO3HUKAOT U3-3a HECOBMALEHNS acnekToB eé (huHaH-
COBO-XO35IMCTBEHHON OEATENbHOCTM TpeboBaHMAM (hapMaLeBTUYECKOrO PbiHKA. BbioenswT aBe OCHOBHbIE
rpynnbl NPUYKH KpU3Ca anTeYHON OpraHu3aLmum:

e  BHELLHWe, He 3aBUCALLME OT AEATENbHOCTW anTeku (AKOHOMUYECKAs U NONUTUYECKAs HeCTabunb-
HOCTb, U3MEHEHMWS B HAIOroBOW 1 BIOIKETHOM NOUTUKE, MHAPNALMOHHBbIE Npouecchl 1 Ap.). K BHeWwHUM npo-
Bremam OTHOCATCS OrpaHUYeHHas MokynaTernbHas CMoCOBHOCTb HACENEHWs, POCT LiEH HA NEKapCTBEHHbIE
cpeactea, 060CTPEHNEe KOHKYPEHLMM MEXOY OpUrMHanbHbIMKU Npenapatamu 1 JKeHepukamn, BBEAEHUE HO-
BbIX HaNOroB M CHATWE HamnoroBbIX NbroT. HeaocTaTok MHBECTULMI U HebraronpusTHas gemorpaduyeckas
CUTYyauus He NO3BONAKT PYKOBOAMTENAM antek 4oOUTbCS OT CBOMX NpednpusTuii Bonee BbICOKOrO YPOBHS
peanuaauuv NpoAyKLUMM, COEPXMBAIOT UX PasBUTHE.

e BHYTPEHHWE, 06YCrOBNEHHbIE AEATENBHOCTHI0 CaMOi anTeyHoW opraHu3auun (HepaunoHarnbHoe
NCMOSb30BaHWe OCHOBHbIX CPEACTB, YBENUYEHME Pa3MeEPOB AeOUTOPCKON 1 KpeaUTOPCKON 3af0MKEHHOCTM 1
ap.). K BHyTpeHHUM npobnemam anTek OTHOCATCS OrpaHUYEHHbI NPOU3BOACTBEHHbIA NOTEHLMAN, OTCYTCTBIE
y paboTHWKOB npaBa COBCTBEHHOCTH W HEI(EKTUBHAS OpraHM3aLMOHHas CTPYKTypa. YacTo pa3sutue anTek
3aTpyaHSeTCs OrpaHNyeHHbIM UHAHCMPOBaHUEM M OCODEHHOCTSAMI KaapOBOro pecypca.

Kpunanc B anTeyHoit opraHusaumm npeactaBnseT cobon SKOHOMUYECKUA NPOLIECC, CBA3aHHbIN C ee Aes-
TeNbHOCTLI. OCHOBHON (HOPMOM NPOSIBIIEHUS KPU3UCa SBMSETCS HapyLeHWe (PUHAHCOBOrO paBHOBECHS an-
TEKU, KOTOPOE XapaKTepu3yeTCst CHUXKEHWEM NNaTEXeCnoCOBHOCTH, CHIKEHEM PUHAHCOBOW YCTOMYMBOCTM U
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Apyrvmu napametpamu. OcobeHHOCTbI0 (IMHAHCOBOTO KpU3nca anTekn SBNSETCS e€ BbICOKas 3aBUCMMOCTb OT
BHELLHWX (DAKTOPOB: YPOBHS PerynmpoBaHus (OMHAHCOBOW LeATENbHOCTM NPEeanpUATUS, KOHBIOHKTYPbI PbIHKa
n 7.n. OfHaKo, KPU3NC YaCcTO BO3HUKAET M NOJ BO3LENCTBMEM HeraTMBHbIX BHYTPEHHUX (hakTopoB. Kpusuc B
anTeke NPUBOAMT K YXYALWEHWKO XO3SMCTBEHHON AEATENbHOCTM, Yrpoxas 3koHoMudeckoi BesonacHocTu. B
Crnyyae 3aTSKHOrO XapakTepa, OH MOXeT 3aBepLUMTbCA HaHKPOTCTBOM anTeku 1 eé nuksuaaLmen.

OcHOBHOM Lienbto MHAHCOBOW CTabunusaummn anteku SBNSeTCS BOCCTAHOBNEHME €€ nnaTexecnocob-
HOCTU W (PUHAHCOBOW YCTOMYMBOCTU. B CBA3W € 3TUM B anTeke paspabaTbiBaeTcs U peanusyeTcs NonmTuka
(h1HaHCcoBOW cTabunusauuu, coctoswas 13 paspaboTku KoMNekca Mep NpeaBapuTENbHON OLEHKN BEpOsiT-
HOCTU BO3HWKHOBEHWS KpU3Ca U METOLOB, HanpaBrieHHbIX Ha (DMHAHCOBOE 030poBieHue. [ing npeogone-
HWS (DMHAHCOBOIO Kpu3mnca NPUMEHUMO HECKOITbKO CMOCob0B, OT BbIOOPa KOTOPbIX 3aBUCAT 3KOHOMUYECKME
coumanbHble NOCNeaCTBUS AeATENbHOCTMY anTeku.

Obs3atenbHbIMM NpoLeaypamu NMONTUKM (PUHAHCOBOW CTabunuaaunm SBNSOTCA: OLeHKa (PUHAHCOBO-
9KOHOMUYECKOrO MONOXKEHWS anTeku; onpeseneHne NPUYMH OTKNOHEHUS OT HOPManbHOTO PasBUTUS; BbIGOP
cTpaTterny 1 TakTUKM (PUHAHCOBOTO O3[0POBNEHUS; peanu3auuns NepBooYepeaHbIX MEPONPUATUA NO UHAH-
COBOMY 03[0POBMEHNIO (BOCCTAHOBIEHWE MNATEXECNOCOBHOCTU, NOBbILEHWE (PUHAHCOBOW YCTOMYMBOCTH,
obecneyeHmne NpubbINbHOCTM EATENBHOCTM anTekn).

[ns hapmaLeBTUHECKOrO pbiHka P® XapakTepHbIMU SBNAKTCS CReaytoLyme TeHOEHUUN: KpU3ncHas cu-
Tyauust B 3KOHOMMKE OTpuULATENbHO MOBMUSANA Ha AMHAMUKY Be3peLenTypHOro CerMeHTa poccuickoro dap-
MaLeBTUYECKOrO pblHKa — MOTPebuTenu npeanovnTaloT felesble npenapatbl foporuM. KoHcanTuHrosoe
nogpasgeneHue IQVIA (Poccus) nporHosvpyeT cpefHerofoBoi TeMN pocTa pbiHka mpenapatoB 6espeven-
TypHOro otnycka okomno 7% go 2020 r. O6bem npogax npenapatoB 6e3peLentypHoro otnycka PO B 2018 r.
coctasun okono 370 mnpa. py6. OTmMeyaeTcs TeHOEHUMS K YBENUYEHO NOTpebneHns poccuickux npenapa-
TOB poccusiHamu (pons Bospocna ¢ 26% B 2013 r. 0o 32% B 2017 r., B HaTyparnbHOM BblpaxeHun — 60%).

B nepBon nsTepke POCCUMMCKMX (hapMaLEBTUYECKMX AUCTPUOLIOTOPOB MPOU3OWNM u3meHeHns: LB
«[lMpoTek» NpofoImKaeT 3aHUMaTh IMAUpPYHoLLYo nosuumio, obwas gons 23,07 %. «IlynbC» 3aHUMaeT BTOPYO
CTPOYKY penTuHra ¢ gonen 21,56%. TpeTbuM B peiTiHre Mo A0Me 3aKynoK anTeuHblX YYPEeXaeHUin Ha pbiHke
ssnsetca «KatpeH» (gons 20,97%).YeTBepToe u natoe Mecta penTuHra 3aHumaroT «[paHg-Kanutan» u
«CUA VHTepHenwHny ¢ gonamm 5,26 % n 3,14 % cooTBETCTBEHHO.

dapmaLeBTUYEeCKMA PBIHOK AMHAMUYHO pacTeT. [pOMCXOANUT YKPYMHEHWE anTeuHbIX ceTen — dene-
panbHbIX ¥ pernoHanbHblX. OHaKo, AONS NOKarbHbIX U OAMHOYHBIX anTek Bbicoka (Bblwe 50%). [naBHbIMU
Hanpasnexuamn 2018 r. ABNAOTCA: KOHCONMAALMUS PO3HUYHOMO CErMEHTA, NOSIBIIEHWNE MHTErPUPOBAHHbIX an-
TEYHbIX CETEN. DKOHOMUYECKUI KPU3UC, KypC Ha MMNOPTO3aMeLLeHNe, HOBbIE 3aKOHOAATENbHbIE WHULMATY-
Bbl, BBEEHNE MaPKUPOBKI NIEKAPCTBEHHBIX NPenapaToB — (haKTopbl, KOTOPbIE OKa3blBAKT BIMSHUE HA TEKY-
LU0 CUTyaLumio B (hapmaleBTdeckomn otpaciu Poccuu.

Llenbo NpoBeAeHHOro MccnenoBaHus SBUNCS aHanu3 (OMHAHCOBOW AEATENbHOCTU anTeYHON OpraHu-
3aumm CTaBponosbCKOro Kpasi, OLeHKa (PUHAHCOBOrO MOMOXEHUS OpraHu3auuy Ha OCHOBe MpeaCcTaBneHHOM
Byxrantepckoit otyeTHOCTM 3a 2017-2018 rr. Peanu3oBaHbl crnegytolme 3agayun UCCneaoBaHus: npoaHanu-
3MpOBaHbl CTPYKTYpa 1 AMHAMUKA aKTUBOB W MAaCCMBOB, OTPAXEHHbIX B BYXranTepckoi OTYETHOCTU anTeYHON
opranusaumm Y[ CK «LleHTpanbHas paioHHast anteka Ne111» r. CeeTnorpaga; npoBeaeHa OLeHka nnare-
XECNOoCcOBHOCTN M (HMHAHCOBOW YCTONYMBOCTM anTEYHON OpraHM3aLlmm; oLeHeHa peHTabenbHOCTb anTeyHowm
OpraHu3aLmm; paccyuTaHbl YUCTbIE aKTUBbI; NPOAHANM3MPOBaHbl (hakTOpbl (PUHAHCOBOIO KpU3nca anTeyHom
opraHusaumm; paspaboTtaHbl Mepbl (OMHAHCOBOM CTabMNM3aLM anTeYHON OpraHM3aLmp.

OBbekToM Ans BbINOMHEHUs uccnegoBaHus seunack anteka MY CK « LieHTpanbHas panioHHas anteka
Ne111» r. Cetnorpag, CtaBpononbCkuin Kpan. AnTeYHas opraHusaumus npegoctaBuna Ans uccrnefoBaHus
cnegyrowme oKyMeHTbl: «byxrantepckuii 6anaHc» Ha nepsoint kBaptan 2018 roga, «OTYeT 0 HAHCOBLIX
pesynbTatax» 3a nepuog ¢ 01 aHeaps no 31 mapta 2018 roga.

AnTeyHas opraHu3auusi cosaaHa B LENsX yAOBNETBOPEHUS NOTPEBHOCTEN HaceneHns B nekapCTBeH-
HbIX MpenapaTax, MEAULIMHCKUX U3AENUsX, a Takke ¢ Luenbto nonyyenns npnbbinu. MY CK «LIPA Ne111» Bbl-
MOMHAET creaytoLme yHKUMK: cHabxaeT cneumanbHbIMK nekapcTBeHHbIMK npenapatamu (J11) Hacenexue u
MO MMeTtposckoro 1 TypkMeHCKoro painoHoB CTaBpOMonbCKOro kpas; 3aHumaeTcs uarotosneHnem JIM no mH-
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AvBUaYyanbHbIM nponucam; cHabxaet JIM HaceneHre oTaaneHHbIX CeNbCKUX PaioHOB; 3aHUMAETCS OTMYCKOM
MeJVKaMEHTOB IbrOTHBIM KaTeropusim rpaxaaH no peentam Bpaden.

B cocras Y[ CK «LleHTpanbHas paroHHas anteka Ne111» BXogAT: ofHa Npou3BOACTBEHHAS anTeka —
LIPA Ne111r. Ceetnorpaga; naTb anTek rotoBbIX SlekapcTBeHHbIX hopM: anteka Ne89 cena lNodumukoe, anteka
Ne112 cena Bolicoukoe, anteka Ne114 cena Cyxas bynsona, anteka Ne116 cena bnarogartHoro, KpyrnocyToy-
Has anTteka r. CBeTrnorpaaa; LWeCTb anTeyHbIX NyHKTOB: NpW nonuknuHuke MNetposckon LIPB, npu ctaunoHape
MeTposckon LIPB, npu getckon nonuknuHuke Metposckoit LIPB, npu yyacTkoBon GonbHuue B noc. Poratas
Banka, npu y4yactkoBo 6onbHuMue B ¢. [loHckas banka, B . [pocsiHka.

YN CK «LIPA Ne111»umeeT nuueHaum:

Ha OCyLLeCTBIEHNe (hapMaLeBTUYECKON AEATENbHOCTH, BbldaHHY KoMMTeTOM CTaBpONONLCKOro kpas
Mo NULLEBO 1 nepepabaTbiBaloLLen NPOMbILLIIEHHOCTM, TOPrOBMe U NMLEH3MPOBaHMIO (BeCCpoyHas);

Ha OCYLLECTBNEHWE AEATENBHOCTH N0 060POTY HAPKOTUYECKMX CPEACTB M NCUXOTPOMHBIX BELLECTB M UX
NPEKypCopoB, KynbTUBUPOBAHWKO HAPKOCOAEPXALUMX PaCTeHuI, BbiAaHHyl komuteToM CTaBpomnosbCckoro
Kpasi Mo NULLEBOi 1 nepepabaTbiBatoLLEN MPOMBILINEHHOCTY, TOProBMe N NMLEH3MPOBaHNIO (BeccpoyHas).

B 'Y CK «L|PA Ne111» pabotaet 42 yenoseka, B T. 4. 31 cneumanuct, 68% cneynanuctoB UMeoT
BbICLUYHO KBanMuKaLMOHHYI0 kaTeroputo. Mpu atom 84% cneumanuctos uMetoT ctax paboTel 6onee 10 ner.

IMyLLeCcTBO OpraHu3auum COCTaBNSOT OCHOBHbIE (OHAbI, 0O0POTHBLIE CPEACTBA, a TakKe WHble MaTe-
puanbHble LIEHHOCTU U (DUHAHCOBbIE PECypChl, YuuTbiBaeMble Ha GanaHce anteyHoi opraHusaumu. OTBeT-
CTBEHHOCTb 3a OpraHu3auuo byxranTepckoro y4eTa HeCeT ee pykoBoauTenb. BegeHue byxrantepckoro yyera
OCYLLECTBIISIET rMaBHbIi Byxrantep, OTBeYaLWMiA 3a 06LLYH0 METOLOSOMMIO0 Y4YeTa W NPaBUNbHOCTb OTpaxe-
HUS XO3NCTBEHHbIX Onepauuin Ha byxranTepckux cyeTax.

AHanus Byxrantepckoro 6anaHca anteqHon opraHuzauumn YN CK «LIPA Ne111» B 2017-2018 rr. npo-
BOAWNH, OLEHMBAs OCHOBHbIE B3aMMOCBsiau cTaTen banaHca. B | k8.2018 roga aHanua 0CHOBHbIX B3aUMOCBSI-
3en ctaten banaHca BbiSBUN criegyoLee:

DA+ 1) =1+ IV + V), T.e. (262T1.p. + 71317.p.) = (12251.p. + 6168T.p.)

2)A(l) < (1N, 7.e. 2621.p. < 1225T.p.

3)A(I) > N(IV +V), T.e. 71311.p. > 6168T.p.

A (1) < N(H), To ecTb BenmunHa cobCTBeHHbIX cpeacTs B LU pasaene naccmea 6onbliue BHEOOOPOTHbIX
aktueoB (BOA). AnTeka He Nonb3yeTcst AONTOCPOYHbIMU KpeanTamu, YToObl (oMHAHCMPOBAaTL OCHOBHBIE CPEA-
ctea (OC) n BOA. OgHuM 13 UCTOYHUKOB (hOPMUPOBaHNS COBCTBEHHBIX CPEACTB anTekn SBNSeTCS ee ycTap-
HbI KanuTan, KoTopbI He u3meHuncs B 2017- 2018 rr.

A(l+ 11) = T(IF + IV + V). 310 paBeHCTBO CBA3AHO C TEM, YTO B BanaHce nokasaHbl O4HM U Te Xe cpes-
CTBa anTeku: B aKTUBe — C TOYKW 3PEHUS UX COCTaBa 1 pasMeLLEeHIs], a B MaccuBe OTpaXeHbl MCTOYHMKM 0Bpa-
30BaHM1s CPEeACTB OpraHu3aLuy.

A(ll) > TI(IV + V). 310 HepaBeHCTBO cobrnogaeTcs B cnyyae, eCnum anteka He nonb3yeTcs Aonrocpou-
HbIMW KpeauTamm 1 3aimamn. B AO HepaBeHCTBO cobntogaeTcs.

[lokymeHTbI ByxranTepckon OTYETHOCTY 4atOT BO3MOXHOCTL MONyYeHns 0606LEHHON KapTUHbI (PUHAH-
COBOFO COCTOSIHUS anTekn, XapaKTepu3yLerocs pacnpegesneHnemM CpefcTs (3aeMHbIX U COBCTBEHHbIX), a
TaKkke UCMONb30BAHWEM aKTUBOB, BENMYMHA KOTOPbIX OTpaxeHa B Byxrantepckom 6anaHce. AHanu3 CTPyKTY-
Pbl 1 AMHAMWUKW aKTUBOB (MMYLLECTBA) M UCTOYHUKOB UX (POPMUPOBaHNS (NaccvBOB) CriedyeT NpoBOANTL NpH
MOMOLLY CPaBHUTESIBHOMO aHaNMUTUYeCKoro BanaHca, nosy4aemoro nyTem rpynnmMpoBKU OQHOPOAHBIX AeMeH-
TOB BanaHCcoBbIX CTaTen B Tpebyemblx aHanuTU4Yeckux acnektax (060poTHble M BHEOOOPOTHbIE aKTUBbI, CO6-
CTBEHHbIE 1 3aeMHble CPeACTBa).

CrommocTb umyLectsa antekn «LIPA Ne111» B 1 k8.2018 roga cHuamnack Ha 324 Tbic. pybnen 3a cyet
YMEHbLUEHNS pa3mepoB Hanbomnee MOBUIBHON YacTu akTMBOB — 0BOPOTHBIX akTMBOB — Ha 318 Thic. pybnen.
Ha Hayano nepuoga 6onee 96% Bcero nmMyLlecTBa CoCTaBnsoT 060POTHLIE aKTUBbLI, HA KOHEL, Nepuoaa ux
LOMNS CHKAETCS HE3HAYUTESBHO.

B cocTaBe naccvBoB anTeku HambonblMiA BEC COCTABASIOT KPaTKOCPOUHble 0bs3aTenscTea — 6onee
80% , Ha koHeL, roga ux gons cHkaetcst Ha 0,5%. OQHOBPEMEHHO NPOU3OLLIIO YBENUYEHUE LONN COBCTBEH-
HbIX CPeACTB, oTpaxaeMbix B |ll pasgene 6anaHca «Kanutan u pesepsbi». B CTPyKType naccuBoB OpraHn3a-
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n COBPEMEHHBIE NTPOBNIEMbI YIIPABNEHWA W PETYNIUPOBAHNA

Ljn OTCYTCTBYIOT AOMNTOCPOYHbIE 06513aTENLCTBA.

[0 faHHbIM NpefoCcTaBneHHoW AOKyMeHTaumun yctaHosunm, 4to B 1 ksaptane 2018 roga nons oCHOB-
Hbix cpeacTs (OC) oT Bcelt BeNMUMHbI akTUBOB Oblfia HesHauuTenbHOM U coctasnsna okono 4%. K koHuy roga
pons OC npakTuyeckn He u3MeHWnach. B CTpykType COBOKYMHbIX akTMBOB Ha Havano roga 6onee 80% co-
CTaBNSAOT 3anackl, K KOHLY rofa WX BeC YMeHbLUIaeTcs NpUMEPHO Ha 2%. YaenbHbIi BeC aebutopckon 3agon-
KEHHOCTU K KOHLY nepuoaa HECKOMbKO yBeNnuMBaeTcs (0kono 4%), a 4oNs AeHEXHbIX CPEACTB — YMeHbLua-
eTca (okono 2%). 3HauMTenbHbI BEC 3anacoB MOXET CO34aBaTb HEraTMBHbIE MOCMEACTBUS AN anTeyHOM
OpraHusauum: yBennieHe pacxofoB Ha XpaHeHWe; poCT 3aTpaT, CBA3aHHbIX C PUCKOM MOpYX TOBApOB, UCTe-
YEeHMEM CpoKa rogHOCTU; OTBREYEHNe cpeacTB u3 060poTa, 3ameasnieHme 060pa4yMBaemMoCTH KanuTana opra-
HM3aLuu.

Mpu aHann3e NPeAoCTaBMEHHbIX AaHHbIX YCTAHOBMEHO, YTO OCHOBHBIM MCTOYHWKOM (HOPMUPOBAHNS
MMYLLECTBA OpraHM3auuu Ha Havano nepuoga sBnancs 3aemHbin kanutan (6onee 80%), Ha koHel nepuoaa
[0NS CHUXAETCS He3HaunTenbHo (Ha 0,5 nyHkTa).

lMpuBneYeHne JONTOCPOYHbIX KPEAUTOB W 3aMMOB B YCMOBUSX MHGNALMM SBNSIETCS 60nee BbirogHbIM.
lpuBneYeHne KPeaMTOB U 3aiiMOB CPOKOM MEHEE OHOrO rofa CBUAETENbCTBYET O TOM, YTO anTeyHas opra-
HM3aLumMs Ucnonb3yeT Hanboree JOPOrOCTOSALLME UCTOYHUKM (DUHAHCMPOBaHUS. B Lenom opraHusaums sens-
eTCcA (OMHAHCOBO 3aBWCKMMOW OT BHELUHMX MCTOYHWMKOB (hMHaHCKMpoBaHus. KpaTkocpouHble 0BsizaTenbcTea
OpraHusauuv npeacTaBneHbl KPeaUTOPCKOM 3a0MKEHHOCTbID. B CTPYKTYpe KpeauTOpCKOM 3af0MmKEHHOCTY
npeobnagaet 3af0SPKEHHOCTb Nepeq NocTaBLyMkaMi 1 nogpsgvnkamu (Ha Havano — 88,6%, Ha KoHel —
90,1%), 3aponxeHHoCTb yBenuyusaeTcs Ha 1,5%.

[pu aHanu3e akTMBOB W MACCMBOB HAMW PacCYUTaHbl CriedyHLLMe COOTHOLLEHUS:

1) cOOTHOLLEHME BHEOBOPOTHBIX 1 0BOPOTHBIX aKTUBOB COCTABMIO:

Ha Havano keapTtana: 3,6% k 96,4%; Ha koHel kBapTana: 3,5% k 96,5%.

2) COOTHOLUEHME COBCTBEHHOTO 1 3aEMHOI0 KanuTarna cocTaBuo:

Ha Ha4ano keapTana: 16,1% k 83,9%; Ha koHeL, kBapTana: 16,6% k 83,4%

3) cooTHOLEeHWe 060POTHBIX aKTUBOB U KPATKOCPOUHbIX 0BS3aTeNbCTB COCTaBUIO: HA Hayano KeapTa-
na: 1,15; Ha koHel kBapTana 1,16.

4) cooTHOLLEHME COBCTBEHHOTO KanuTana u BHeOOOPOTHbIX aKTUBOB COCTABUNMO:

Ha Ha4ano kBapTana: 4,6; Ha KoHeL, kBapTana: 4,7.

[Mpu OLEeHKe BTOPOro COOTHOLIEHUS OTMeYaeM, YTo bonbLuyto gonto (bonee 80%) B nepuogde cocTaBnsn
3aEMHbI KanuTarn, 4To CBUAETENLCTBYET O BbICOKON (PUHAHCOBOW 3aBMCUMOCTM opraHm3auun. OBopoTHbIE
aKTVBbI OpraHM3aLmMm BblLLEe KPATKOCPOUHbIX 00513aTENbCTB, YTO yKasblBaeT Ha COCOOHOCTb anTeku NoracuTb
KPEAMTOPCKYH0 3a0MKEHHOCTb.

Cob6CTBEHHbIN KanuTan NpeBbilaeT BHEOOOPOTHLIE aKTMBLI (COOTHOWEHME Bonee eanHuLbl), YTo ae-
MOHCTPUPYET Hannyne coGCTBEHHOrO 060POTHOrO KanuTana, SBASIOLWErocs BaxHbIM nokasaTenem uHaHco-
BOM YCTONYMBOCTY anTEYHON OpraHM3aLmm.

[ns nonyyeHus obLUei OLEHKM AMHAMVKA (PUHAHCOBOMO COCTOSIHUS 3a KBapTas Takke COMOCTaBMsy
TEMMbI POCTa aKTUBOB (KanuTasna) anTeku ¢ TeMnamu pocTta BbIPydkW OT Npogax 1 npubbinu, KoTopble pac-
CUNTbIBaMM No AaHHbIM OTYeTa O (PUHAHCOBBIX PE3ynbTaTax.

Y abekTrBHO paboTaloLen opraHM3aumm peanu3yetcs Chneayrollee COOTHOLLEHME TEMMNOB POCTa:
TeA < TeN < TpP,

roe TpA — TemMn pocTa akTUBOB (KanuTana) anteku;

TpN — TEMN poCTa BbIPYYKM OT NPOAAX TOBAPOB, TOBAPOB, NPOAYKLMKM, paboT, yenyr;

TpP — TEMN pOCTa YUCTON NPUOBINK anTEKN.

[laHHOe NpaBUNO CYMTAETCS «30M0ThbIM» MPU OCYLLECTBNEHUM S3KOHOMUYECKON LEATENbHOCTU anTeku.
PaccunTaHHble Hamu TeMNbl pOCTa COCTaBUIN:

A= cTp.1600kr(pNe1) 0= 7131 0/ = 0
cTp.1600HT(pNe1) x 100% 7449 *100% =95,7%
Temn poOCTa BbIPY4KK OT NMpoAax:
N— cTp.2110(PNe2)oTy.nep. o = 11130 o/ = o
Te crp.2110(PNe2)anar.nep x100% 14112 *100% =78,9%
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Temn pocTa YnCToM NprbbINK opraHn3aLum:

P cTp.2400(DPNe2)oTy.mep. o — 5 o = 0
T cTp.2400(PNe2)anan.nep x100% ZSX100 % =20,0%

T. 0, NOMNYYMNK criegytoLlee HepaBeHCTBo: TpA> TpN> TpP,

AKTVBbI OnepexatoT B CBOEM POCTE BbIPYYKy, @ Bbipydka onepexaeT B pocte npubbinb. Takum obpa-
30M, B aHanNM3MpyeMoM Nepuoae «30510TOe NPaBUIO» OpraHn3aumum He cobntopanocsk. [JaHHas cuTyauus ceu-
LETENbCTBYET O TOM, YTO OpraHn3aLms B aHanm3vpyeMom nepuoge pabotana HeaheKTUBHO.

OpraHusaums MoxeT obnagatb 60MnblUei UM MeHbLUE TMKBMAHOCTBIO, YTO CriedyeT M3 coctaBa 060-
POTHBIX aKTWBOB, BKMKOYAILLMX HE TOMbKO NErko-, HO 1 TpyaHOpeanusyeMble [N NoralleHns BHeWHen 3a-
[OMKEHHOCTM 0OBbEKTLI. BMECTe € TeM, B CTPYKTYpe NaccuBoB MOryT ObiTb 060c06MEHbI pasnuyatowmecs no
cpokam ucnonHeHus obszatenscTBa. C yyeTom 3Tux TpeboBaHMi NPOM3BOANTCS OLEHKa NMKBUAHOCTU Da-
naHca. JIukengHocTb GanaHca — 370 COOTHOLLEHWE aKTUBOB U NaccuBoB, obecrneymatollee nokpbitTue 06o-
POTHLIMK aKTMBaMM KPaTKOCPOYHbIX 0053aTenbCTB B CKaTble CPOKUM. BaxHOM 0COBEHHOCTLIO POCCHMIMCKOrO
BanaHca SBNSETCA pacnoNoXeHWe akTUBOB MO Mepe YBENMYEHUS NIMKBMAHOCTM, PacnonoxeHne xe obs3a-
TENbCTB B NAcCKBaX OCYLLECTBNAETCS B NOPSLAKE BO3PACTAHUS CPOYHOCTU UX NOraLleHus.

MeToz oLeHKM NMKBMAHOCTW GanaHca noapa3yMeBaeT AeneHne BCEX aKTUBOB anTeku No CTENeH NnK-
BMAHOCTYW Ha YeTbIpe Knacca:

A1-Haunbonee NMKBMAHbIE aKTWBbI, K KOTOPbIM OTHECEHbI AEHEXHbIE CPEACTBA U KPaTKOCPOUHbIEe 065-
3atenbcTBa (cTpoku banaHca1250 u 1240 coOTBETCTBEHHO);

A2 -bbiCcTpopeanu3yemMble aKkTVBbl, BKMKOYAOLLME KPaTKOCPOUHYIO OeBUTOPCKYID 3af0MKEHHOCTb 1
npoymne 060poTHbIE akTuBbI (CTpoku 6anaHca 1230 u 1260);

A3-MeffIeHHO peanu3yeMble akTVBbI, BKNKYatoLWue 3anackl (ctpoka 6anaHca 1210) u Hanor Ha go-
BaBneHHy0 CTOMMOCTb (CTpoka BanaHca1220);

A4-TpynHopeanuayemble akTuBbI, T.€. BHEOOOPOTHbIE akTuBbI (CTpoka 6anaHca 1100).

B cBOI0 0Yepeab, NaccuBbl rPYNNMPYIOTCA MO CTENEHN CPOYHOCTU UX NOTaLLEHNS:

M1 - HanBornee cpoyHble 0bsi3aTenbCTBa — 3TO KpeAUTOPCKas 3aA0MKEHHOCTb N0 AOX0AaM yypeanTe-
nam (y4acTHWKam) 1 apyrie KpaTKoCpoyHble akTuBbl (cTpoku 6anaHca 1520 n 1550);

M2 - KpaTKOCPOYHbIE NACCBbLI — KPATKOCPOUHbIE 3aiMbl 1 KpeauTbl (cTpoka 6anaHca 1510);

13 - ponrocpoyHble NaccuBbl — JONTOCPOYHbIE 0683aTenbCTBa (CTpoka BanaHca 1410);

14 - NOCTOSHHBIE NaccuBbl — COBCTBEHHbIE CpeacTBa anTeku (Cymma cTpok B6anaHca 1300 u 1530).

[ns oueHkn NukBMaHOCTM BanaHca criedyeT CpaBHWUTb UTOM COOTBETCTBYHOLLMX KIAacCOB NacCuBOB U
akTeoB. banaHc sBnseTcs abConTHO NMKBUAHLIM NP OAHOBPEMEHHOM COBMIOAEHUM CrIEAYIOLLMX YCMOBUIA:

A1=T111; A2 21M2; A3 =T113; Ad <T4.

[pu 3TOM CpaBHEHME [BYX NEPBbIX KNACCOB akTUBOB 1 NACCUBOB AAeT BO3MOXHOCTb BbISIBUTb TEKYLLYHO
nnatexecnocobHocTb. ConocTaBneHne TPETLEro Knacca akTMBOB W NAcCUBOB NO3BOMSET OLEHUTb AOMro-
CPOYHYK mnaTexecnocobHocTb (Ha nepcnekTusy). MocnegHee cpaBHeHWe UMeeT «BanaHcupyoLWminy Xxapak-
TEP, @ TakKe YKasblBaeT Ha BbIMOMHEHWE [MaBHOMO YCNOBWUS (OMHAHCOBOM YCTOMYMBOCTW — Hannyusi cob-
cTBeHHOro obopotHoro kanutana (COK) y anteku:

COK=CK-BA, roe BA — BHe06OPOTHbIE aKTMBbI;

CK — cobCTBEHHbI KanuTan anTeku.

[pu aHanuae NUKBUAHOCTM BanaHca No KaxkaoMy Knaccy akTUBOB U NAcCUBOB ONpeaensny NnaTexHbIn
HEeA0CTaTOoK (-) Unm nanuwex (+) — Mi — no opmyne:

M =Ai-Ni,roe i - Benn4nHa NaccuBoB i- KNacca;
Ai - BenuymnHa aKTMBOB i-Knacca.

PacyeT no gaHHOM cxeme BbIMOMHSANM Ha Havano W KOHel, OLEeHVMBAeMOro BPEMEHHOrO NMPOMEXYTKa,
onpeaenss AWHaMUKY CTeneHu NukeuaHocTM BanmaHca. Ecnu kakue-nmbo HepaBeHCTBA HE BbIMOMHSIOTCS,
NUKBUAHOCTb OanaHca B TOM UMK MHOM CTEMNEHM OTKITOHAETCA OT abCOMOTHOM.

Ha navano ksaptana:As<ll Ha koHel kBapTana: A1<[l
A>Tz A>Tz
As>Ml3 As>M1s
As<y As<Tly
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Hamu onpepneneHa nukeuaHocTb BanaHca. [laHHble aHanw3a no3BONWAW CAenaTb BbIBOA O TOM, YTO
BanaHc anTekn He SBNSETCS MOMHOCTLIO NUKBUOHBIM. A UIMEHHO, anTeka UMEET NNaTeXHbIA U3MNULLEK NO BTO-
POMY, TPETbEMY U YETBEPTOMY KnacCcaM akTWBOB M MaCCMBOB, YTO MOKa3biBAET BO3MOXHOCTb MOralleHus
KPaTKOCPOYHbIX 1 AONMOCPOYHBIX 3aMMOB W KpeanToB. OQHOBPEMEHHO, anTeka He MMeeT B Hanuumm gocTa-
TOYHOrO KOSIMYECTBA CaMblX NETKOSNMKBUAHbIX aKTUBOB, YTO MOATBEPXAAETCS OTPULATENBHON pasHULEen Mex-
[y NepBbIM KNaccoM akTUBOB M naccuBoB. CpaBHEHWE YeTBEPTON rpynnbl aKTMBOB ¥ NACCMBOB NO3BONSET
YCTAHOBUTb Hanuyue y opraHu3aumy cobCTBEHHOrO OBOPOTHOrO Kanutana, SBRALErocs HeobXoauMbIM
ycnosueM yHaHCOBOW YCTONYMBOCTU OpraHm3aLu.

TeKyLLyro NnaTexecnocobHOCTb OLEHNBAMNM Takke C MOMOLLbIO KO3GhULMEHTOB NMKBUAHOCTK. [puBe-
[€HHble NoKasaTenm paccynTbIBanM Ha Hayaro W KOHeL, aHanm3nMpyeMoro nepuoaa, OLeH1Banm ux QUHamuky.
3 pacyeToB cneayert, 4To KO3hULMEHTbI aBCOMOTHOM IMKBUAHOCTM U KPUTUYECKON NIMKBUAHOCTH HE COOT-
BETCTBYIOT HOPMATMBaM KaK Ha Hayano, Tak W Ha KOHEel aHanuaupyemoro nepuoga. Ha gaty coctaBneHus
BanaHca anteka MOXeT NoracuTb TOSIbKO OKOMO 5-7% KpaTKOCPOUHbIX 0653aTenbCeTs M Tonbko 9-11% kpatko-
CPOYHbIX 0653aTENECTB MOXET BbITh MOralleHa 3a CHET Kak MMELLMXCH AEHEXHbIX CPeacTB, Tak U oXugae-
MbIX MOCTYNEH 0T 4ebUTopoB.

YCTaHOBMNEHO, YTO Ha 1 pybrb KpaTKOCPOYHbIX 0653aTenbCTB BOXeHO 1,15 pyb. TeKywmx akT1BOB
(Hayano aHanusupyemoro nepuoga) 1 1,16 pyb.— B koHUe nepuoga. KoadhpuumeHT TekyLlen NMKBUOHOCTY
HUXE ONTUMANBHOTO 3HAYEHWS, T.€. KPaTKOCPOUHble 0B53aTeNbCTBa NPEBbLILLAKT TEKYLUME aKTUBbI, (UHAHCO-
BOE MonoxeHne HebnarononyyHoe. AnTeyHast opraHM3aLms B COCTOSIHUM MOracuTb KPAaTKOCPOUHbIE AONMH, HO
MaTepmarbHbIX U (PUHAHCOBLIX PECYPCOB HELOCTATOYHO, YTO CO3AAET Yrpo3y (MHAHCOBOM CTAabWUMbHOCTM
opraHusayum.

Mog «4nCTbIMUY aKTMBaMM noapa3ymeBaeTcs 6anaHcoBas CTOMMOCTb MMYLLECTBA anTeku 3a BblYETOM
CymMMbl 06a3aTensCTB. 10 cyTn, 3T0 aKkTuBbl, CBOBOAHLIE OT NMtobbIX 06513aTeNbCTB. ATOT NOKa3aTenb paccyu-
TbIBA€TCA N0 JaHHbIM ByXranTepckoil OTYETHOCTM anTekn 1 OTpaxaeT (PUHAHCOBOE COCTOSIHWUE OpraHu3aLuu.
ByxranTep onpegenseT CTOMMOCTb «4YMCTbIX» aKTUBOB MO Pa3HNLe MexXay CyMMOi akTUBOB anTekn U Benu4u-
HOW ee naccuBoB. B coctaBe NpuMHMMAeMbIX K pacyeTy akTMBOB - UTork pasaenos | v Il Gyxrantepckoro 6a-
naHca. V13 Il pasaena ucknioyaloT: 3aTpaTthbl Ha NpuobpeTeHne cOGCTBEHHbIX aKLMiA y akLMOHEPOB Ans nocne-
AYIOLLEN Nepenpoaaxu; 3a40MKEeHHOCTb Y4aCTHUKOB OpraHM3aLuy no B3HOCaM B YCTaBHbI kanuTan. Pasme-
pbl 3TVX ONroB nokasbiBaroT B cTpoke 1230 pasaena Il 6anaHca. B naccusax otpaxatot utoru IV u 'V pasge-
nos ByxranTtepckoro 6anaxca, ucknovas goxoabl dyaywwmx nepmogos (ctpoka 1530 V pasgena banaHca).

Tabnuua 1
AHanm3 «4UCTbIX» aKTMBOB anTeYHON OpraHu3auum, Tbic. pyo.
n Kog ctpokn | HaHavano | Ha koHel OTKnoHeHne
okasaTterb

BanaHca nepvoga nepuoga (+,-)
1.CTOMMOCTb «4YUCTbIX» aKTUBOB X 1240,0 1225,0 -15,0
2.CTOMMOCTb COBOKYMHbIX aKTUBOB 1600,0 7717,0 7393,0 -324,0
3.COOTHOLLEHME  «YUCTBIX» U COBOKYMHbBIX “ 0.16 017 0.01
aKTMBOB, KO3.
4.YcTaBHbIN Kanutan 1310,0 13,0 13,0 -
5.COOTHOLLEHME «YUCTBIX» aKTUBOB M yCTaB- . 95,38 94,23 115
HOro KanuTtana, koad.

Huskoe v oTpuLaTenbHoe 3Ha4eHne YUCTbIX aKTUBOB MOXET MPUBECTU K HEraTUBHbIM NOCNeACTBUSM,
OJHMM U3 KOTOPbIX OYAeT ABNATLCA NUKBUAALMS XO3SCTBYIOLErO CyObeKTa BHe 3aBIUCMOCTY OT POPMbI €10
opraHusauuy. Mpoueaypy NMKBULALMM MHALMUPYIOT HaroroBble OpraHbl B MPUHYAUTENLHOM MOPSAKE, eCru
BENMYMHA paccMaTpUBaeMbIX akTUBOB ByAEeT OTPULLATENbHON Ha MPOTSHKEHNUM 2 NET. YUNTbIBAs U3NOXEHHOE,
y OpraHu3aLuMu B 3anace ecTb BPeMsi AN UCTIPaBNeHns CBOero (HMHAHCOBOTO MOMOXEHUS, MpUYeM AeicTBO-
BaTb HY)XHO B TeYEHME NnepBbiX 6 MecALEeB nocrne OTYETHOTO rofa, 3a KOTOPbIA MoKasaTemnb YMCTbIX aKTUBOB
MPUHSN OTpULATENbHOE 3HaueHne. MeTtod MOXeT ObiTb OAUH W3 CrieaytoLyX: YBENMYEHe CyMMbl aKTVBOB;
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YMeHbLUEHNe BENUYUHbI KanuTtana. Ecnv npy oTpuUaTensHOM 3HaYeHu paccmaTpuBaeMoro nokasaTens Be-
NIMYMHA YCTaBHOrO KanuTana MWHUMarbHa, BO3HUKAET cuTyaums, bnnskas K nnkemaauun komnadui. VHuuma-
TOpamn ByayT SBNATLCS HANOrOBWKW, KOTOPLIE NOAAKT B CyA COOTBETCTBYOWMIA UcK. CyaebHble opraHbl, B
CBOI 04vepeab, byayT npoBoanTb NOAPOBHBIN aHanM3 (PUHAHCOBOTO COCTOSHUS OpraHM3aLum, YTo MOXET No-
cnocobeTBoBaTh ero cnaceHnto. OQHako Takoe BO3MOXHO TOMbKO B TOM Cryyae, eCnn KOMMaHUs B COCTOSIHUM
UCMOMHATL BCE BO3NOXEHHbIE HA Hee 0Bs3aTenbCTBa.

PyKOBOACTBO anTe4yHOM OpraHu3auui, 03abOYeHHOE CrOXMBLUEWCA cuTyauuein u xenas usbexatb
BaHKpOTCTBa, NPOaHaNM3MpoBano akTopbl, NOBREKLLME 3a COBO KPU3IC, MU OKA3amnCh: POCT KOHKYPEHLMM
— MOsiBNEHNe Ha (hapMpbiHKe anTeyHblX ceTen «Anpenb» U «ANTeYHbIN cknagy, 3akpbiTue antekn Ne115 u
anTeyHoro NyHKTa B C. KOHCTaHTUHOBCKOM.

PykoBOZCTBO NMPWHANO psA aHTUKPUIUCHBIX MEPOMPUATUNA, NPU3BAHHBIX CHU3UTb U3LEPXKKU OpraHu3a-
LK: YMEHbLLEHA YMCMEHHOCTb nepcoHana; paspabotaHa «[lporpamma aHeprocOepexeHnst 1 MOBbILLEHUS
aHepreTuyeckoin apektnsHocTn YT CK «LIPA Ne 111» — B CTPYKTYpHbIX NOAPa3AeneHnsx yCTaHOBMEHbI
ra3oBble 1 BOASHbIE CHETUMKM, BHEAPEHbI dHEProcheperaroLe CBETUMbHIKM, NaMnbl, AEXYPHOE OTOMMEHNE.

Cnucok nutepartypbl
1. byxrantepckuit 6anaHc: TexHuka coctasnenusi / nog pea. .M. Kucnosoir. — M.: U «pocc Megmay:
POCBYX, 2012. -160 c.
2. XXpaHoB B. 10., XpgaHoB M. HO.®uHaHCOBLIN aHanu3 Npeanpusitus ¢ NOMOLLbIO KO3(PAULMEHTOB U
mogenei. — M.: Mpocnekr, 2018. — 176 c.
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Abstract. Business negotiations are a complex multi-dimensional and multi-faceted process, which combines
different and conflicting interests of the negotiating parties. It means that negotiators have to know how to find
a compromise, which meets their goals and interests best. For this purpose the negotiating parties must know
how to seek for alternative solutions, evaluate them, compare them with each other and select the best option,
acceptable for both sides. Therefore, they must manage the process of negotiating, prepare for the negotia-
tions as a process of finding solutions, as well as be able to choose the most effective negotiating strategies
and tactical marketing steps to plan the negotiation phases and stages.

Keywords: business negotiations, communication, self-presentation strategies, trust building, manipulations.

AHHOTauus. [lenoBble NeperoBopbl - 3TO CIOXHbIA MHOTOMEPHbII M MHOTOTpaHHbI NPOLIECC, KOTOPbIN coYe-
TaeT B cebe pasHble KOH(MMKTYIOLLME NHTEPECHI NEPEroBapUBALOLLMXCS CTOPOH. ATO 03HAYaeT, YTO nepero-
BOPLUMKM AOIKHBI 3HATb, Kak HalTX KOMAPOMMCC, HauUNyYLWMM 06pa3oM OTBEYAIOLLMIA UX LiENsIM U MHTepecam.
[lns 3TOr0 CTOPOHbI NEPErOBOPOB AOIMKHbI 3HATb, KAk WUCKaTb anbTepHATUBHbIE PELUEHNs), OLEHWBATb KX,
CpaBHWBATb VX APYr C APYrOM W BbibUpaTh HaUMyyLLmMii BapuaHT, NpueMnemslin Ans obenx cTopoH. Moatomy
OHM [0MKHbI YNpaBnsiTb NPOLIECCOM MEPEroBOpOB, FOTOBUTLCS K NEPEroBopam B kayecTBe MpoLecca noucka
PELLEHMIA, @ TakKe UMETb BO3MOXHOCTb BblbMpaTh Hambonee achdekTUBHbIE CTpaTerM NeperoBopoB U Tak-
TUYECKWE Lark Ans NNaHMpoOBaHUS 3TAMOB W COLePXKaHms NepPeroBopoB.

KnioueBble cnoBa: [enoBble NeperoBopbl, KOMMYyHUKALS, CTpaTerMM caMonpeseHTaUun, cosaaHne aoBe-
pusl, MaHUNYNSLNN.

INTRODUCTION

Business negotiations are a complex multi-dimensional and multi-faceted process, which combines dif-
ferent and conflicting interests of the negotiating parties. It means that negotiators have to know how to find a
compromise, which meets their goals and interests best. For this purpose the negotiating parties must know
how to seek for alternative solutions, evaluate them, compare them with each other and select the best option,
acceptable for both sides. Therefore, they must manage the process of negotiating, prepare for the negotia-
tions as a process of finding solutions, as well as be able to choose the most effective negotiating strategies
and tactical marketing steps to plan the negotiation phases and stages.

On the other hand, negotiations are a process, which involves the participation and communication of
the negotiating parties. From this point of view, the effectiveness of negotiation depends on what information
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about each of the parties is available and produced during the bargaining process, how well the parties under-
stand each other and each other's motives, as well as how they make proposals, arguments and convince the
other side.

Bargaining is a potentially conflicting process. Therefore, the negotiator must have an arsenal of
measures to prevent the conflict from escalating, and, in case that has already happened, he must find a way
out of this situation and resolve the conflict by focusing on the long-term relationship with the negotiating part-
ner.

The more communication tools we know, the more we are taken aback (often too late), when our words
do not reach the target. Moreover, the words which we say to our negotiating partners do not always mean the
same for them, as they do for us. All the more not everybody have the talent of public speech, which ignites
people’s hearts and awakens their thoughts. We know the theory on how to strengthen our words, the effect of
the use of words and how to manage the body language, gestures and facial expressions, but how do we
make sure that we don't get lost in business communication and ultimately achieve our personal or organiza-
tional goals?

Many business executives and professionals state, that the key to success in the bargaining process is
effective communication and business negotiations skills.

The situation of an important meeting, when everything — words, gestures, facial expressions, envi-
ronment, clothing, posture — counts is most likely very familiar to many. Effective control of these aspects as a
whole can determine the success of our image.

The art of business negotiations includes different skills: communication, rhetoric, psychology, ethics,
management, economics, etc. Combining this knowledge opens better communication possibilities and lan-
guage options to reveal much more than is actually said and observed in the environment. This doesn’t require
any significant discoveries. Knowing the basics of bargaining, the impact of communication elements and be-
ing able to apply this in practice is well worth it.

1. SELF-PRESENTATION STRATEGIES IN BUSINESS NEGOTIATIONS

The focus on the public self (characteristic to our society) determines the fact that every person under
socialisation circumstances feels a need to develop the concept of himself a social object. The concept of pub-
lic self is interconnected with the concept of self-presentation, i.e. behaviour in public surroundings focused on
achieving public acceptance and avoiding rejection, based on acceptable norms of behaviour and expecta-
tions of other people.

The motivation of self-presentation develops under public situations, because people are usually inter-
ested and care about how other people see and think of them (Leary, Kowalski 1990; Leary, Tangney 2012).
Therefore, a person trying to achieve particular business results and realizing himself as a social object tries to
perceive and see himself from the perspective of others, and, accordingly, tries to present himself in a way to
be accepted and appreciated, and/or in a way to reaffirm one’s identity by controlling the impression he makes
on other people.

The need for a demonstrative behaviour is especially strong in a formal context (Buss 1986).

In order to provide a more accurate analysis of the phenomenon of self-presentation during business
meetings, this chapter defines the main strategies of self-presentation and most common peculiarities of busi-
ness situations and personal factors determining the choice of different strategies of self-presentation, expand-
ing the concept of self-presentation influencing both the development of personal identity and a person’s public
status, as well as defining the direction of personal interaction.

Self-presentation is a behavioural mode used in public social surroundings in order to achieve public
acceptance and avoid rejection, focusing on universally-accepted behavioural standards and other people’s
expectations. Based on the definitions provided by various other authors, self-presentation could be defined as
a process, which involves: 1) providing public information about yourself (Baumeister et al. 1989); 2) develop-
ing a public image (Baumeister et al. 1989; Buss 1986); 3) establishing your personal identity (Leary, Kowalski
1990).
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Self-presentation strategy is a type of active verbal and/or non-verbal behaviour in public social sur-
roundings, the purpose of which is to create a desirable public image, to establish and maintain one’s social
status or other goals depending on the person’s personality elements, the entirety of individual self-
presentation skills and abilities, as well as other factors of the public situation.

Public situation refers to conditions, which involve the assessment of personal abilities and behaviour
and increase the opportunity of self-presentation in order to create a positive public impression (Leary, Kow-
alski 1990; Leary, Tangney 2012).

Impression management is a process of organising one’s behaviour in order to create a certain public
impression (Buss 1986).

Personal identity refers to a personal image as perceived by the person himself. It is relatively stable
and solid, but constantly shifting in the course of time. Guided by this image people perceive and evaluate
themselves, set their goals, choose their life style and interact with other people.

Public self-awareness refers to focusing attention on the aspects of self open for other people’s as-
sessment and their reactions, related to the impressions on the self-presenting person.

Self-monitoring refers to monitoring and control of one’s personal behaviour, reacting to the informa-
tive characteristics of a particular situation and evaluating the appropriateness of one’s own behaviour in the
context of existing social norms and public expectations (Rosenfeld et al. 2002).

Human behaviour changes depending on the hints provided by individual social situations on what be-
haviour is expected. The realisation of oneself as a social object develops in public evaluative situations, which
involve evaluating personal properties and behaviour (Baumeister et al. 1989). All daily business situations are
related to self-presentation goals, ranging from meetings with a new boss during a job interview to negotiations
with competitors, presenting and selling ideas, products, services, as well as meetings inside the company, or
participation at big conferences, where you could be merely a listener for all three days, but still trying to make
a certain impression nevertheless. Self-monitoring takes place together with public self-awareness: the indi-
vidual is seized by a diffusive feeling of being in the centre of attention (Buss 1986). That is caused by two ma-
jor indications of the social context: exclusiveness (i.e. when a person ends up in a publicly-visible position, for
instance, speaking to an audience or to a large group of business partners) and novelty (i.e. a person joining a
new project group is inclined feel intensively watched by the rest of the group members, or by a new client dur-
ing negotiations, etc.).

The perception of oneself as a social object strengthens the sense of vulnerability and insecurity; there-
fore during such moments people are inclined to concentrate on their own image and take care of the impres-
sion they make on others, looking for social hints of other people’s opinions developed by their appearance
(Leary, Kowalski 1990). In this way social surroundings motivate the individual to control other people’s per-
ception and evaluation, caused by his or her self-presentation.

The motive to increase one’s power on other people reflects on the self-presentation, which induces
other people’s attributions related to the behaviour of the self-presenting person, directing them towards ap-
proval (Rosenfeld et al. 2002). Self-presentation defines personal encounters and the roles of participating
persons, helping to control other people’s reactions to oneself as a social object (Buss 1986).

1.1. Self-presentation process during business negotiations

Modern research on self-presentation does not divide the strategy of self-presentation into separate as-
pects — the motivation of image development and the specific image that the person wants to create. For in-
stance, Schlenker (1980) does not distinguish the motive to create an image from a specific image that the
person wants to create (citation according to Leary, Kowalski, 1990). In business situations our results depend
on our image and the impressions we make on other people.

Accordingly, we can also distinguish self-presentation goals, referring to the fact that the same self-
presentation strategies can help to achieve different goals. On the other hand, different strategies can also be
used to achieve similar or the same goals.

First, self-presentation may help to achieve certain social and material results (Schlenker, 1980; citation
according to Leary, Kowalski, 1990). The communication of a desirable image during interaction with other
people increases the probability of obtaining desirable outcome and avoiding undesirable results. Some re-
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sults are personal (for instance, social approval, help, friendship), while others are material (for instance, eval-
uation of competence of a specific person may affect an increase of his salary or opportunities to improve
qualifications; or, getting important information on time if we know the “right people”). Thus, self-presentation
may be used for: a) achieving professional success (career opportunities); b) better understanding of a new
role, when a person is not sure about the performance of this role; ¢) making acquaintances with famous,
competent people; d) achieving a higher status, power over other people; e) influencing emotions of other
people; f) social acknowledgment; g) control of personal relations (for example, getting better conditions for a
sales contract); h) other goals.

Second, self-presentation may be used for strengthening personal self-esteem. People tend to do that
all the time (Adler, 1930; Allport, 1955; Rogers, 1959; Rosenberg, 1979, citation according to Baumeister et
al., 1989). Self-esteem may be strengthened or weakened by surrounding reactions (compliments, praise or
criticism, repulsion), therefore, it most often involves trying to create an image, which would cause positive
reactions and thus strengthen the self-esteem (Schneider, 1969, citation according to Leary, Kowalski, 1990).

Self-presentation, during which people create an impression about themselves on other people, plays
an important role in personal relations. Since these impressions are important on other people’s impressions
and opinions about you, they create an inclination to behave in a certain way, which would help to develop a
desired image in the eyes of the other people. Therefore Jones (1964) defines self-presentation using such
concepts as “to ingratiate” and “the wish to win somebody’s favour”: self-presentation refers to behaviour, the
purpose of which is to influence the impression you create on other people — business partners — by ingrati-
ating and trying to win their favour (Buss, 1986).

Based on different data (Buss, Briggs, 1984; Tedeschi, Norman, 1985), people developing a certain im-
pression of themselves in business situations are inclined to invent or, first of all, focus on seven major as-
pects of self (Buss, 1986):

— social features (kind, warm, sincere, nice);

— social abilities (understanding, polite);

— mind and creativity (intellect and different artistic or research capabilities);

— motivation (energetic, competent to perform tasks on time);

— morality (honest, noble, altruistic, loyal);

— status (achieved, earned rank or social position, e. g. being a member of a particular company,
business club, family or a representative of a certain profession);

— such personal qualities as modesty and reservation, which could help to convince the listeners of
the positive traits of the self-presenter.

Based on the above-mentioned characteristics of image development, we can highlight another function
of self-presentation, i.e. self-presentation includes not only the personal effort to control one’s personal image
in the eyes of the people around (Arkin, Baumgardner, 1986; Baumeister, 1982; Goffman, 1950; Jones,
Pittman, 1982, citation according to Baumeister et al. 1989), but also the behaviour used to convey certain
information about oneself or a certain personal image to others, especially during business meetings. Stone
(1962) indicates that a person introducing himself provides information about his identity, values, emotional
states and attitudes (citation according to Buss, 1986). This also refers to self-presentation as providing infor-
mation about oneself in most business situations.

People use their personal experience in public and business-related situations to guess the expecta-
tions of other people, thus increasing the concept of their social self. The presented self is what they try to
show to others (Adler, Towne 1987; Adler et al. 2011). Although the purpose of self-presentation is to demon-
strate the best qualities, i.e. the selection of the specific aspects of the self and the developed image most of-
ten reflects the concept of how the self-presenter perceives himself (Leary, Kowalski 1990; Leary, Tangney
2012).

Self-assessment, attitudes, values and other personal variables make the basis of the motivational self-
presentation. On the other hand, the self-perception influences the choice of self-presentation strategy. Third,
the wanted and unwanted aspects of the self define the variety of impressions to be conveyed (Leary, Kow-
alski, 1990). On the other hand, the representation itself may have some influence on the personal self-
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perception (Jones et al., 1981; citation according to Leary, Kowalski, 1990). This creates an opportunity to
speak about the third function of self-presentation — the development of personal identity, as a certain per-
sonal image.

Along with the self-presentation functions described earlier — providing information about yourself and
creating your personal image in the eyes of others — self-presentation also includes the goal of developing a
personal self-impression (Hogan, Jones, Cheek, 1985; Schlenker, 1985, citation according to Baumeister et
al., 1989) and trying to maintain certain personal beliefs (Greenwald, Breckler, 1985, citation according to
Buss, 1986). Baumeister (1981) states that people create and influence other people’s impressions on them in
order to reaffirm their identity to themselves (citation according to Baumeister et al. 1989). This could be re-
ferred to as the self-presentation for the “inner observer” — as if the means to compensate for the failure expe-
rienced on the level of identity. According to Greenwald and Breckler (1985), a favourable self-image may also
be developed for internal reasons: people seek to maintain their identity by justifying the reasons for their fail-
ures in their own favour (citation according to Buss, 1986). When the self-presentation is intended for the “in-
ner observer”, it reflects on every favourable thought, while the public image for the formation and control of
the public opinions manifests in certain behaviour and acquires a verbal form. According to Tedeschi (1986),
an individual consolidation of personal identity is essentially based on cognitive processes (citation according
to Leary, Kowalski, 1990). Thus, the processes of developing a personal and public self-image are different in
the sense of motivation and performance.

This chapter discusses only the strategies of self-presentation to other people in the context of business
interaction. This does not minimize the importance of individual personal motives when shaping public impres-
sion, nor does this deny the fact that people seek to develop a self-image, based on the hints on their self-
understanding and self-assessment, received from their social environment during the self-presentation.

1.2. Self-presentation strategies in business negotiations

The strategy of self-presentation may be defined as an active behaviour under public social environ-
ment. The purpose of such behaviour is to create a desirable image, strengthen and maintain one’s own social
status, as well as other goals depending on the inner structure of the self-presenting personality, individual
skills and abilities, as well as external (public business situation) factors.

Many strategies of self-presentation are subconscious and consistent (Leary, Kowalski 1990; Leary,
Tangney 2012), because personal characteristics influence the choice of self-presentation strategies. The def-
inition of self-presentation, as a process, which happens before you attract people’s interest, provides a possi-
ble explanation, why some people don'’t care about their public image and can find a way to adapt to the ex-
pectations of the people around them. Therefore, the development of one’s image does not influence the en-
tire human behaviour, but can be activated at a certain time, for instance, as a defensive mechanism to main-
tain one’s social status (Muraven et al. 2006), as means to get the necessary contract, to win negotiations or
to achieve a better market position.

Classification of self-presentation strategies

In their taxonomies of self-presentation strategies various authors define specific strategies, as well as
personal motives and goals (Leary, Kowalski 1990). These authors emphasize the results of different self-
presentation strategies and the possible risk of negative public assessment. For instance, when the purpose of
the developed image is to achieve favour, sympathies, love and affection, there is a risk of receiving such un-
favourable epithets as “conformist’, “lickspittle”, “weakling” etc.; meanwhile someone seeking for a high status,
honour and trust risks of being regarded as a twaddler, sycophant and a liar (Rosenfeld et al. 2002). Or,
someone striving to become an example for others and be regarded as honest, devoted, suffering and self-
less, may live to see opposite evaluations, i.e. other people may see his behaviour as manipulation and exploi-
tation. On the other hand, the people wishing to be seen as unlucky, helpless, non-competent and thus raise
compassion and a wish to take care of them, risk to be regarded as lazy, capricious, insincere and stigma-
tised.

People, changing their behaviour and trying to establish themselves in business interactions don't al-
ways reach their goals and risk to achieve a negative reaction, which is completely contrary to what they
wanted to achieve (Vonk 1999, 2011).
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Other researches in this field define different strategies of self-presentation as “self-enhancement”,
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“forecasting success”, “avoiding failure”, “self-humiliation”, “suffering”, “perfectionism”, “idealisation”, “intimida-
tion”, “insinuation” strategies (Leary, Kowalski 1990; Fukushima 1994; Smith 1987). Aside from these strate-
gies, there is the group of “image preservation” strategies (Baumeister et al. 1989). Sometimes the names to
these self-presentation strategies are chosen conventionally, in order to emphasize their motives and goals.

Tedeschi and Norman (1985) describing two basic and essentially different self-presentation motives —
self-defence and self-strengthening — accordingly emphasize two different self-presentation strategies: “de-
fensive” and “consolidating” (citation according to Buss 1986). Many researchers (Baumeister et al. 1989; Ad-
ler, Towne 1987; Adler et al. 2011) recognise these two strategies, as well as the tactics of ingratiation and
self-humiliation as most popular in negotiations and other business meetings and thus give them more aca-
demic attention.

Defensive self-presentation strategy

This strategy may be used to achieve different goals: a) to maintain the stability of self-esteem; b) to de-
velop and justify the positive impression about oneself; c) to achieve social approval and acknowledgment; d)
to control and dominate personal relations; €) to infuse certain emotions for the people around (fear, pity, sym-
pathy); f) to deny one’s previous image, i.e. to avoid or change the negative attributions of other people, which
may be both real or purposely perceived by the self-presenter as negative (Buss 1986). This can be achieved
by denying certain facts and events, which could harm the image, by interpreting them in a neutral way, with-
out taking responsibility for any negative results; justifying one’s own behaviour as done “for the greater good”
(Vonk 1999, 2011).

Hence, the main goal of defensive self-presentation is to avoid failure, to minimize the risk of unfavoura-
ble assessment under undefined situations and to avoid the obligation to maintain a positive self-image, which,
in case of failure, i.e. when it becomes impossible to create the desired image or to get the promised results
from the business interaction, may result in public rejection and humiliation of the self-presenter. Therefore,
the defensive self-presentation strategy may also be characterized as avoiding to take responsibility for one’s
previous actions and seeking to remain unnoticed, especially under indefinite and risky situations. In some
cases defensive self-presentation includes self-handicapping and even pro-social behavioural tendencies
(Leary, Kowalski 1990; Leary, Tangney 2012). An individual having doubts about his capabilities and focusing
on his initial failures is inclined not only to reveal his traits that hinder successful activity, but also to build ob-
stacles for success, seeking to avoid the responsibility for failure, although namely that increases the chance
of failure (Baumeister et al. 1989).

Defensive image is usually developed for short-term goals, mostly created under unexpected and new
business situations, with limited time resources for considering one’s actions; however, the “consolidating”
strategy aims at developing a steady personal identity and long-term attributions (Vonk 1999, 2011).

Consolidating (assertive) self-presentation strategy

This strategy may be characterized as resolute and risky tactics of behaviour in business and other pub-
lic situations by emphasizing or overestimating one’s strong and desirable features and focusing on a strong
belief in the success of creating the desired impression (Buss 1986).

The people applying consolidating self-presentation strategies are inclined: a) to draw attention to them-
selves by distinguishing themselves among other people; b) to affirm the desirable information about them-
selves, focusing on their strong features and ambitiously, even aggressively, idealizing their personalities,
praising their abilities, competence and power, demonstrating honesty, compassion, sincerity and other desir-
able properties, which help to develop the most favourable impression (Vonk 1999, 2011); c) to rely on the
initial success and to explain the reasons for the previous events in self-favour; in case of a failure, to ascribe it
to external factors and define success as their own merit, i.e. to ascribe the reasons for success to internal
factors (Fukushima 1994); d) to strengthen their social status and power by remembering their professional
achievements and earlier results and merits; €) to strive for respect from the people around, demonstrating
their likeness with their listeners and sympathy for their problems and interests; f) to be open, refrain from hid-
ing their emotions and acknowledge mistakes, because it stimulates other people’s trust (Buss 1986); f) to
emphasize their values and positions, which undoubtedly correspond to the values prevailing in the society; g)
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to risk to be exposed (Baumeister et al. 1989).

Consolidating positive information about yourself would be a risky start of self-presentation in a new
business relationship, because the goal of the consolidating self-presentation strategy is to convince the audi-
ence of the self-presenter’s positive traits, talents and achievements, and success is gained only if the audi-
ence believes in these statements (Buss 1986). On the other hand, hoping to achieve a stronger effect it is
risky to highlight yours own distinctiveness or an advantage, because this may make the listeners — potential
business partners — feel inferior and turn on a defensive mode (Suslavi€ius 1995). Therefore, this tactic is
risky, because describing yourself in positive and distinct words does not guarantee positive attitude from oth-
er people and making a “good deal”. First of all, the person doing so takes the risk of appearing as an arrogant
show-off. There are cultural norms, which don't tolerate high self-evaluations (Baumeister et al. 1989); they will
be discussed further. Another risky aspect is that the events following a consolidating self-presentation may
actually show that the overly positive self-evaluation was actually false (Vonk 1999, 2011). Thus, the consoli-
dating self-presentation strategy is risky in the sense of potential humiliation and losing one’s social status.
However, in case of success, namely this tactic of public behaviour gives an opportunity for the most effective
consolidation in the social environment.

Ingratiating (insinuating) self-presentation strategy

This type of behaviour is used in an attempt to raise positive reactions and achieve favourable assess-
ment of the people around in order to attain personal benefit (Buss 1986). If this strategy is successful, other
people start liking such a person not for his specific traits, but for his behaviour towards the evaluating person.
Such insinuation is expressed in attentiveness to other people, their opinions and interests, making compli-
ments, as well as agreement with their opinions. An individual using the strategy of insinuation should be care-
ful, because people may perceive this behaviour as manipulation (Buss 1986). Reaching for their goals the
‘insinuators” use the common social reward — attention, respect, praise, sympathy or sensitivity to other peo-
ple.

Self-humiliating self-presentation strategy

The purpose of this kind of behaviour is to create an unfavourable image of self or maintain the public
image of a sufferer, belittling one’s abilities, humiliating and criticising oneself or negating one’s value and
providing negative information about oneself in general (Leary, Kowalski 1990; Leary, Tangney 2012). Conse-
quently, the purpose of self-humiliating self-presentation is to develop an unattractive image, presenting one-
self as an unattractive and unreliable person, who is unable to do anything, thus raising other people’s fear,
sympathy and pity. This strategy may seem to be absolutely irrational and useless.

The main motive of self-humiliation is not to maintain one’s self-esteem, but seeking for sympathy and
consolation (Leary, Kowalski 1990). What is interesting and paradoxical about this strategy is that the negative
information provided publicly is perceived better than positive (Vonk 1999, 2011), therefore self-humiliating
people present themselves better than those who praise themselves (Baumeister et al. 1989). Different re-
search data (Leary, Kowalski 1990) shows that this self-presentation strategy does not actually humiliate the
public self. The user of this strategy as if refuses to disclose some information about himself in order to avoid
responsibility for his actions, choosing non-obligating and reliable, non-risky types of behaviour, for instance,
evasion. As you refrain from listing your positive traits, you avoid the risk related to the consolidating strategy,
defined above — you don’t draw people’s attention and don't raise any expectations, which may be perceived
as obligatory in later stages of social interaction (Vonk 1999, 2011). Therefore, we could say that the strategy
of “modest” self-criticism can even raise positive reactions, without obligating any of the parties (Baumeister et
al. 1989).

1.3. Changing self-presentation strategies in business negotiations
The purpose of self-presentation is to achieve certain goals. Therefore, a self-presentation may be fol-
lowed by a change of self-presentation strategies, after evaluating how effective the previously-used strategies

were in achieving these goals (Leary, Kowalski 1990). This subjective evaluation not only influences further
behaviour of the self-presenter (e.g. choosing another self-presentation strategy for the next negotiations), but
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also acts as feedback for the motivation of one’s image development and factors determining its content.

When people believe that their self-presentation helped to achieve the desired goals, they usually re-
frain from putting further active effort to impress the people around them, but try to support the image that they
have already developed by avoiding behaviour that would be regarded as incompatible. If people think that
they failed to create the desirable impression, they may select three further courses of action (Leary, Kowalski
1990; Leary, Tangney 2012).

First of all, if after an unsuccessful self-presentation people still believe that the desirable impression
may be created by using the same behavioural strategy, they will be inclined to continue their earlier efforts
(Vonk 1999, 2011).

Second, if the self-presenter thinks that he will fail, he may direct his efforts towards an opposite strate-
gy. For instance, a person intending to impress people with his intellect and wits can do so by rationalising or
sincerity and spontaneity. Or if, for instance, he failed to show his competence, during the second round of
self-presentation he may try to show his friendliness or client-oriented attitude (Leary, Kowalski 1990).

Third, when the self-presenter thinks that he will fail in creating the desired image, he may apply the de-
fensive self-presentation strategy, which focuses on preserving one’s image by refraining from further active
attempts to develop the desirable image (Baumeister et al. 1989). Here we can highlight “the image preserva-
tion” strategies, the purpose of which is to rebuild the previously-created positive image. These strategies in-
clude apologies, justifications and explanations, defining oneself with positive attributions, offering services
and favours, slandering and accusing other people (Vonk 1999), dissociation from one’s own social or profes-
sional role and development of a compensating impression (Leary, Kowalski 1990). In this case the self-
presenter is inclined to doubt his success, experience social anxiety and behave indecisively (Baumeister et
al. 1989). Such reservations signify the defensive strategy, which reduces the possibility to receive unfavoura-
ble attitudes later (Leary, Kowalski 1990).

The review of the variety of self-presentation strategies raises a question, what factors predetermine the
choice of strategy and successful realization of goals during business meetings. A self-presentation strategy is
the result of several interacting factors — internal psychic structures, individual self-presentation skills, the en-
tirety of individual abilities, as well as external social factors (Baumeister et al. 1989). Various social situations
may cause difficulties in performing the selected or attributed role, as well as keeping to the selected self-
presentation strategy. There are clear self-presentation differences, determined by the necessity to adapt to
the situational requirements (Snyder, 1974, citation according to Baumeister et al. 1989).

In conclusion to different research data on self-presentation (Baumeister et al., 1989; Leary, Kowalski,
1990), the factors determining the choice of self-presentation strategies may be divided into three basic
groups: individual, personal factors, inter-individual factors and situational factors (dependent on social envi-
ronment), which may be conditionally attributed to internal and external factors. All these factors are closely
interconnected and interact not only during self-presentation, but also during the process of selecting goals
and ways to achieve them. Therefore, first of all we should define the factors that influence people’s motivation
to create their public image, including not only the choice of the desirable image, but also the decision on what
forms of behaviour are the most suitable for developing that image, i.e. to select self-presentation strategies. It
is also important to consider some external situational factors and the society’s social norms, which could in-
fluence self-presentation planning and performance.

Personal factors determining the choice of self-presentation

Once motivated to create their own image people may change their behaviour trying to influence other
people’s opinion about them (Leary, Kowalski, 1990). Research shows that some people are more motivated
to manage the impressions they make than others. For instance, Machiavellan personalities are inclined to
influence others using strategic self-presentation (Christie, Geis, 1970; Fontana, 1971; Jones et al. 1962, cita-
tion according to Leary, Kowalski, 1990). Personal, individual factors are one of the major sources of self-
presentation dynamics (Smith, 1987).

Further on we will overview the basic characteristics for developing a desirable image.

1. Self-confidence. According to Baumeister (1989), a self-confident person shouldn’t use defensive
self-presentation strategies. Meanwhile, a person lacking self-confidence may use the circumstances that pre-
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vent successful public activity in order to avoid responsibilities for possible consequences. Such person keeps
observing other people and uses their reactions as social hints, changing his behaviour accordingly (Buss,
1986). Buss (1986) also states that the goal of self-presentation is often used not for manipulating other peo-
ple in order to achieve economic or social benefit, but in order to develop a public image, when the self-
presenter lacks confidence in his own spontaneous behaviour or social skills. Self-confidence also determines
the quality of self-presentation: lack of confidence reflects on non-verbal behaviour (tension, hesitancy, re-
strained movements, etc.) and in verbal information presented for the people around (self-criticism, reserva-
tion, self-humiliation; Baumeister et al., 1989).

2. Self-consciousness. A high self-consciousness is tightly interconnected with the human inclination
to focus on his own publicly observed characteristics (Feningstein, 1975, citation according to Baumeister et
al. 1989). Knowing that you are an object of other people’s attention, increases the fear of rejection and vul-
nerability, as well as personalisation tendencies, i.e. the inclination to take the signals of social environment
personally, or to perceive certain events as purposely directed towards a certain person. Thus, a person deep-
ly concerned with his image (i.e. with a high self-consciousness) is more likely to apply self-presentation strat-
egies. A high self-consciousness increases the feeling of being watched. On the other hand, the people watch-
ing someone increase their object’s self-consciousness and motivation to create a certain image.

We should also mention the degree of “public self-awareness”, discussed earlier. According to research
data, people who don’t have a strong sense of themselves as a social object rarely take interest in the impres-
sions they make on the people around. Their inner disposition reflects on spontaneity, frankness, sincerity and
stability, i.e. these people are less inclined to change their behaviour according to the social context, differently
from those, whose sense of public self-awareness is strong (Leary, Kowalski 1990; Leary, Tangney 2012).

3. Extraversion, other-directness is closely related to the above-mentioned factors and determines
the will to adapt, conformism, the wish to be socially-accepted, as well as reflects the behaviour focused on
looking for social hints and observing people’s reactions, when the self-presenter in a public situation is not
certain about the performance and understanding of his role (Buss, 1986). This personal factor presents a
possibility for the self-presenter to choose a more suitable self-presentation strategy, focusing on people’s ex-
pectations and social norms.

4. Self-respect. Various researches helped to determine how the level of self-respect influences the
process of self-presentation. Schneider and Turkat (1975) noted that people with high self-respect that are
defensive are more fond of their abilities and strive for recognition from the people around them, whereas peo-
ple with a strong sense of self-respect have higher levels of self-assessment and their need for acknowledge-
ment is not as strong (citation according to Baumeister et al., 1989). Low self-respect determines the choice of
a self-presentation strategy, which will be based on striving to avoid failure. Meanwhile, high level of self-
respect stimulates the use of tactics, related to seeking for a higher status, prestige and competence
(Baumeister et al., 1989). People with a high self-respect seek to create and consolidate a positive self-image,
while people with low self-respect seeking to attain the desirable image are inclined to take indirect and cau-
tious action. In case of negative feedback defensive people with unstable self-respect will try to create a more
positive image than those with a stable self-respect.

5. Perceived self-efficiency. High perceived self-efficiency stimulates more activity; the decision of
self-presentation in a certain way poses a higher risk (Bandura, 1989, citation according to Hybels, Weaver,
1989). People analysing social conditions are more likely to focus on the advantage of situation and favourable
conditions rather than threats and shortcomings that are noticed first with a low degree of self-efficiency
(Krueger, Dickson, 1994, citation according to Fukushima, 1994). The perceived self-efficiency influences
people’s choice of public behaviour, as well as their ability and effort to achieve the desired goal.

6. The style of explaining reasons. This may also be an important inner factor based on which the
reasons for success and failure are attributed to internal or external factors (Kelley, 1955, 1973; Seligman,
1986, citation according to Smith, 1987). As a constant construct of personality, the style of explaining reasons
has a direct connection with the person’s self-esteem and self-evaluation. According to Seligman, people with
a pessimistic style of explaining reasons have a sensitive self-respect, which is very vulnerable to failure

MOHOrPA®UA | MLHC «HAYKA W NPOCBELLEHWEN



COBPEMEHHBIE MPOBNIEMbI YNIPABNEHWA W PETYNIUPOBAHIA

(Smith, 1987). Thus, the style of explaining reasons may be a significant variable influencing the choice of self-
presentation strategy and objective results.

7. Social anxiety. This sense is caused by a strong public self-awareness, inducing the sense of inse-
curity while being among surrounding people and unnatural social behaviour, caused by psychological discom-
fort, manifesting in restraint, reticence, restrained language and gestures, as well as avoidance of communica-
tion (Buss, 1986). According to research data, people with social anxiety are inclined to treat various social
situations as a threat and thus self-presentation causes them a strong physiological and psychological stress.

On the other hand, social anxiety develops when people wish to impress the people around them, but
don’t expect to achieve any success (Schlenker, Leary, 1985, citation according to Leary, Kowalski, 1990).
Anxious people use cautious, reliable strategies of interpersonal behaviour, which could give communication
opportunities without the possibility of failure (rejection, confusion, humiliation). In this case avoiding failure is
more desirable than being successful. The concept of social anxiety closely combines the defensive self-
presentation strategy and a low level of self-esteem.

Another group of personal factors is related to individual capabilities and skills of the self-presenter,
which help him create many images (Hogan, 1983, (citation according to Baumeister et al., 1989). Snyder
(1974) states that individual people differ in their abilities of self-presentation based on public situations (cita-
tion according to Hybels, Weaver, 1989). Self-presentation involves the following major personal capabilities
and skills:

— self-presentation abilities, i.e. the ability to act and improvise when creating desired impressions
on surrounding people (Briggs, Cheek, Buss, 1980), as well as the ability to control one’s own body: gestures,
facial expressions, pose and other non-verbal expressions, including voice (citation according to Buss, 1986);

— self-regulation skills; they enable the self-presenter to focus his activities to minimise the gap be-
tween the available and desired social experience. When this gap is minimised to the desired level self-
regulation is no longer required. In self-presentation situations this factor is important in order to overcome so-
cial anxiety, reduce the fear of failure and introduce constructive reaction to criticism, rejection and humiliation
(Adler, Towne, 1987). Self-regulation is closely related to self-control, which suppresses spontaneous and
natural behaviour during self-presentation thus giving an opportunity for the self-presenter to focus only on
those aspects of public behaviour, which are compatible with his image (Buss, 1986);

— social perception skills; the flexibility of public behaviour and the ability to change the self-
presentation strategy is related to the person’s sensitivity to other people’s behaviour, i.e. to an ability to per-
ceive and understand their emotions, needs and motives, based on verbal and non-verbal expressions
(Briggs, Cheek, 1980; Lennox, Wolfe, 1984, citation according to Buss, 1986). Social perception skills enable
the self-presenter to adapt his behaviour to the requirements of a particular social situation and different peo-
ple’s needs and expectations in order to develop a desirable image or replacing it with a better one.

The third group of factors, reflecting the interaction of internal and external factors, as well as influencing
the process of self-presentation, is related to the person’s individual socialization (and expectations developed
by earlier experience and personal traits), based on personal behaviour, as well as on information signals from
the evaluators.

The role of personal experience in the choice of self-presentation

People, who encounter situations that require self-presentation more often, usually have better self-
presentation abilities and skills, are able to select more adequate strategies for particular situations and expe-
rience less social anxiety. They are more flexible in manipulating their behaviour and other people’s reactions
(Leary, Kowalski, 1990) than people with smaller self-presentation experience. Therefore, we could say that
one of the major factors influencing self-presentation quality and its course is the individual personal history of
socialization, including the history of adequate and inadequate reinforcement (presented with no regards to the
quality of the person’s actions), punishment and assessment, successes and failures (Baumeister et al.,
1989).

Jones and Berglass (1978) state that despite of performance quality, success develops a positive, alt-
hough unstable comprehension of one’s capabilities and the person’s further behaviour is focused on defend-
ing this positive apprehension (citation according to Leary, Kowalski, 1990). The history of feedback — the
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positive and negative assessment of public activities in the past — shapes the self-efficiency (Bandura, 1989;
citation according to Hybels, Weaver, 1989, 2007). Therefore, adequacy of the feedback may influence the
tactics and riskiness of further self-presentations, as well as the apprehension of the public situation — em-
phasis on its positive and negative aspects.

According to Baumeister et al. (1989), depending on the reinforcement and punishment related to vari-
ous social conditions and self-presentation situations, defensive or consolidating strategies may be perceived
already back in the childhood. For instance, some cultures, societies and families have social norms, sup-
pressing or even prohibiting self-praising, while other cultures support and stimulate consolidating tactics. In
his self-presentation concept Goffmann (1959) was inclined to reject the importance of internal psychological
factors in symbolic social interactions, focusing on the importance of external factors (citation according to
Buss, 1986). During an analysis of an individual personal socialisation history it is necessary to pay attention
to the major external factors.

External factors determining the choice of self-presentation

The choice of self-presentation may be determined by several different external factors:

1. Social and cultural norms. Various cultural researches show that there are different social norms
conditioning the limits of public behaviour and its evaluation. According to Powers and Zuroff (1989), certain
cultural norms prohibit an open demonstration and appreciation of one’s positive traits (citation according to
Baumeister et al., 1989). For instance, research on the Western society demonstrates a wide-spread distribu-
tion of consolidating or defensive self-presentation strategies, while a comparative study in Japan shows the
prevalence of self-humiliating tactics (Fukushima, 1994). This explains the theory of Markus and Kitayama
(1990) on the cultural aspect of self (citation according to Fukushima, 1994). Japanese culture promotes de-
pendency on one’s culture and the attitude towards oneself as a member of the society; therefore, people
there avoid emphasizing their exclusiveness and advantage over others. The presence of other people in
Western culture encourages you to show your best qualities, while the social environment of the Oriental cul-
ture promotes self-humiliation (Fukushima, 1994). Therefore, because of cultural influence, the self-humiliating
strategy may be considered as the tactics of self-regulation, managed by internal standards.

External factors may conditionally include interpersonal factors, which influence self-presentation moti-
vation, while the choice of strategies and self-presentation itself may be determined by a specific public situa-
tion and its participants.

2. The interaction of the expectations of the audience and the self-presenter. Individual expecta-
tions — the cognitive anticipation of how to achieve social approval and become attractive for the people
around you — develop in the context of social norms, previous experience and individual qualities. Personal
expectations during self-presentation are related to the possibility of success or failure, the person’s ability to
meet his own requirements and with the boundaries of self-presentation, which can improve one’s self-
confidence (Baumeister et al., 1989). The choice of self-presentation strategy depends on the expected as-
sessment from the surrounding people and the presentiment of what they expect from the self-presenter.
Knowing that your observers expect your success may cause tension, which, in turn, may result in choosing a
defensive strategy. Personal expectations and that of the audience determine the success of performing the
selected role.

There are four aspects of the influence of expectations on self-presentation:

a) the content of self-presentation is influenced by the expectations the self-presenter, related to his fu-
ture evaluation. These are the expectations of results — discussions on what could happen after the self-
presentation and when people find out certain information. For instance, the probability of the future failure
stimulates the intention to mention a potential possibility of failure (Leary, Barnes, Grybel, 1986; Quattrone,
Jones, 1978; citation according to Leary, Kowalski, 1990);

b) self-presentation is influenced by the predictions of public success, which raise the audience’s expec-
tations, thus create social pressure to behave according to these expectations and also increase the probabil-
ity that a failure will raise the audience’s hostility and disappointment in the self-presenter (Baumeister, Hamil-
ton, Tice, 1985, citation according to Baumeister et al., 1989). In case of failure previous boasting especially
increases the probability of rejection and humiliation, because failures attract more attention, while unrealized
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expectations of the audience result in harsher negative opinions than in case of fulfilled expectations (Pyszyn-
ski, Greenberg, 1981, citation according to Baumeister et al., 1989);

c) the fact that, as in the case provided, the prediction of success is followed by a failure, shows that the
self-presenter overestimated his abilities and conditions the development of certain attributions, for instance,
statements that he may be an arrogant and proud egoist, etc. A failure after boasting becomes a proof for the
audience that earlier statements were mistaking and based on inadequate self-image (Baumeister et al.,
1989). These reasons make the prediction of success a risky self-presentation strategy;

d) on the other hand, the expectations of the audience, caused by success or failure may inhibit further
development of the impression and to constrict the self-presenter (Cottrel, 1972, citation according to Hybels,
Weaver, 1989, 2007). Other people are a potential source of positive or negative evaluations thus influencing
the self-presentation tactics in seeking for social approval and avoiding public rejection.

Discussing the evaluators’ expectations in self-presentation situations enables us to speak of the gen-
eral influence other people have on self-presenters, the choice of their strategies and self-presentation itself.
Weinstein and Tanur (1976) refer to one of the ways to influence the self-presenter’s motivation and behaviour
as altercasting, i.e. personal behaviour, which changes according to the wishes of other people and which in-
volves performing certain expected roles (citation according to Smith, 1987). This type of impact may be de-
fined as a certain form of training, when other people give symbolic hints in order to induce desired behaviour
of the self-presenter. McCallas (1978) noted that altercasting differs from self-presentation. He also indicated
that self-presentation shows who we are, while altercasting shows, how we interpret other people’s reactions
(citation according to Smith, 1987).

3. The properties of evaluators. When someone is dependent on other people, who evaluate him and
who are related to the desired results, then this person will choose ingratiating strategy in order to win their
favour (Pohra, Pandey, 1984; Hendricks, Brickman, 1974, citation according to Leary, Kowalski, 1990). This is
why self-presenters are more inclined to ingratiate with authoritative figures or someone with a high status,
attractive or competent, because the latter have more power in distributing valuable results (Stires, Jones,
1969, citation according to Leary, Kowalski, 1990).

First, the evaluators that have a high status and power most often occupy a position, which enables
them to present valuable results (Gergen, Taylor, 1969, citation according to Leary, Kowalski, 1990). Also it
was also determined, that people with a higher status are less motivated to create impressions for lower-status
people.

Second, the properties of other people may also effect the choice and change of self-presentation strat-
egies: positive evaluation of more desirable and attractive people of higher-status is more important, while
their ignorance, rejection and showing no interest in the self-presenter hurts him more than that of someone of
lower status (Schlenker, 1980, citation according to Baumeister et al., 1989).

Third, some properties of evaluators (whether personal characteristics, social positions or a profession)
are significant for the consolidation of the self-presenter’s identity. For instance, a psychology student may be
keener on creating a good impression for a psychologist than his/her own parents or another specialist, be-
cause developing such an impression could influence the development of the student, as a future psychologist
(Baumeister et al., 1989).

4. Other people’s values. According to research, public images are often developed and reformed ac-
cording to the perceived values of the “important other” (Carnevale, Pruitt, Britton, 1979; Forsyth and others,
1977; Gaes, Tedeschi, 1978; Gergen, 1965, citation according to Leary, Kowalski, 1990). Therefore, if a self-
presenter believes that the people around him value negative properties, he may focus on his negative fea-
tures during his self-presentation (Jellison, Gentry, 1978; citation according to Leary, Kowalski, 1990).

However, the disclosure of other people’s influence on self-presentation does not give a reason to state
that the images thus created are deceptive or misleading. A self-presenter takes into account everything that is
acceptable for the surrounding people, but selects those of his potentially possible images, which could
achieve the most approval and favourable reactions. Such self-presentation would be good tactics, but not
necessarily untruthful.
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There are cases, when the developed image, which corresponds with the values of the surrounding
people, is actually incompatible with the values of the self-presenter (Elliott, 1979, citation according to Leary,
Kowalski, 1990). In these cases self-presenters use “exclusion” strategies, i.e. the information which does not
correspond to other people’s values is not included into the presentation, but the self-presenter does not lie
either (Leary, Lamphere, 1988, citation according to Hybels, Weavers, 1989). On the other hand, the self-
presenter may deliberately choose to present himself in a way, which does not correspond to other people’s
values and positions in order to evade those people, try to repulse them (Rosenfeld, 1966) or in order to de-
velop the sense of independency (Gergen, Taylor, 1969, citation according to Leary, Kowalski, 1990).

5. Other people’s behaviour. Social norms demand to coordinate self-presentation with the behaviour
of the surrounding people, for instance, with the self-disclosure of other people (Cozby, 1973; Gergen, Wish-
nov, 1965; Schneider, Eustis, 1972, citation according to Leary, Kowalski, 1990). For example, responding to
another person’s modest introduction by your own modest self-presentation. A person, who does not take into
account other people’s behaviour, may be regarded as a violator of public communication standards.

6. The norms of the group of evaluators. Adapting to the norms of a social group, people accumulate
certain credits, which enable them to deviate from these norms in the future (citation according to Smith,
1987).

7. The evaluator’s information on the self-presenter. The development of personal image is influ-
enced by the way we think are evaluated by other people and by how we hope to be evaluated in the future.
Sometimes the information about the self-presenter that the evaluators already have may limit his later efforts
to make an impression, conditioning the limits for choosing certain strategies. That is the issue of an already
developed image. First of all people are not inclined to introduce themselves as those, who contradict the in-
formation that people already have for a small probability of creating a contrary impression (Schlenker, 1980,
citation according to Leary, Kowalski, 1990).

The present image of a person may influence the choice of appropriate self-representation strategies.
For instance, when the public is well aware of someone’s achievements and abilities, that person feels a cer-
tain social pressure to minimise their value by showing modesty and reservation (Ackerman, Schlenker, 1957,
citation according to Buss, 1986). According to Schlenker and Leary (1982), people tend to show more prefer-
ence to people, who slightly devalue their achievements, abilities and talents or consciously refrain from focus-
ing on them (citation according to Leary, Kowalski, 1990).

In different contexts of social presentation people may be inclined to behave based on constant, long-
term personal dispositions or to act on momentary impulses, thus expressing their emotional reactions to the
social environment (Buss, 1986). Therefore it is necessary to identify not only the personal traits and other
human qualities, but also the conditions that influence the process of self-presentation.

The importance of a situation sometimes may be huge, because a self-presentation, which does not
correspond to the situation, may diminish the role of the self-presenter (Suslavi¢ius, 1995). Further on we will
review the basic factors, which determine the choice of strategies.

1.4. Situational factors determining the choice of self-presentation strategies

The main situational factors determining the choice of self-presentation strategies may include:

1. Public conditions. The publicity of personal behaviour is a function of a probability that the person’s
behaviour will be observed by other people (Kolditz, Arkin, 1982): the more publicity, the more likely the per-
son will care about the impression he makes on the surrounding people and will be more motivated to create
an impression by self-presentation (Arkin, Appelman, Berger, 1980; Baumgardner, Levi, 1987; House, 1980,
citation according to Leary, Kowalski, 1990). Publicity influences the motivation of self-presentation, because
open behaviour is more important than private for achieving certain goals.

On the other hand, private behaviour may be influenced by self-presenter's motives. For instance, a
person may be individually preparing for a self-presentation to other people. Moreover, public behaviour in-
duced by social pressure, may become so common that the person will include a large part of its elements into
his own private environment (Leary, Kowalski, 1990).
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Thus, public conditions are one of the major context factors, increasing the probability of self-
presentation used to retain a positive opinion about oneself (Baumeister, 1982; Schlenker, 1980; Tedeschi,
1981, citation according to Baumeister et al., 1989). Publicity in an open social environment causes behav-
ioural differences, related to different levels of self-esteem. According to Schrauger (1972), people with low
self-esteem use self-humiliating strategy only in public self-presentation situations (citation according to
Baumeister et al., 1989). According to Buss and Briggs (1984), people put on most act as they engage in pub-
lic activities (for instance, become politicians, teachers, traders, ministers, etc.) (citation according to Leary,
Kowalski, 1990).

2. Social role limitations. Social roles determine expectations, related to the behaviour of the people
performing these roles (Sarbin, Allen, 1968, citation according to Leary, Kowalski, 1990). The majority of these
roles require special qualities to perform them, for instance, the efficiency of a high-status person depends on
his ability to create a public image of a competent leader (Calder, 1977, citation according to Leary, Kowalski,
1990). The failure of transferring the image corresponding to the social role not only diminishes the effective-
ness of the self-presenter’s role, but may also result in the loss of the right to perform this role altogether
(Goffman, 1959, citation according to Buss, 1986). For this reason people do their best to make sure that their
public image corresponds to certain situational requirements for that role.

3. The value of goals sought by self-presentation. The preparation and process of self-presentation
may involve more attention to the results, rather the ways to achieve them. The majority of motivation theories
state that motivation increases together with the value of the goals (Beck, 1989, citation according to Leary,
Kowalski, 1990). Therefore, the motivation of self-representation may be induced by the value of goals to be
reached. For instance, the study of Pandey and Rastagio (1979) showed that greater competition for a certain
position makes people show more subservience for the personnel manager (citation according to Leary, Kow-
alski, 1990). Therefore, Pandey (1981) states that creating an impression by self-presentation should be a
natural and usual phenomenon in societies, characterised by limited economic and political opportunities (cita-
tion according to Leary, Kowalski, 1990).

Along with the value of the goals to be achieved, we should also mention the subjective value of the ac-
tivity performed (Sheppard, Arkin, 1989, citation according to Leary, Kowalski, 1990). The conclusions of the
study show that failure in personally significant activity increases the motivation of self-presentation. In such
situations people seek to develop a positive impression by emphasizing their positive traits, indicating reasons
for failure that show them in a better light (Baumgardner, 1985) or by devaluating other people.

4. Accepting failure. This event has the most influence on the change of self-presentation. Having ex-
perienced a failure people strive to restore their ruined image by different means, for instance, emphasizing
their positive traits (Baumeister, Jones, 1978; Schneider, 1969), expressing their favour and approval of other
people (Apsler, 1975), associating themselves with successful people (Cialdini and Richardson, 1980) or mak-
ing self-serving attributions and thus explaining their own failure by blaming outside factors (Baumgardner etc.,
1985; Weary, Arkin, 1981, citation according to Baumeister et al., 1989). In case of failure people become mo-
tivated to present themselves in ways that show resistance to their unfavourable image. The understanding
that the image development did not result in a desirable effect, stimulates different strategies aimed at preserv-
ing the previous image. It is said that when the failure is not apprehended, it does not influence self-
presentation behaviour (Apsler, 1975), i.e. only a subjectively apprehended public failure may determine the
choice of new self-presenting strategies (Modigliani, 1971, citation according to Baumeister et al., 1989).

5. Feedback. In all situations of personal communication people are inclined to receive feedback from
their communication partners in order to find out what impression they had achieved (Bandura, 1977, citation
according to Adler, Towne, 1987). In absence of feedback or at least hints about the appropriateness of their
social behaviour, the situation becomes unclear and results in inadequate attributions to the surrounding peo-
ple, the sense of insecurity and lack of confidence in their abilities to produce a favourable impression on other
people. Meanwhile, knowing the evaluation results and the potential evaluators enables people to prepare
themselves and control the situation of self-presentation.

However, when explaining the importance of a feedback, it is necessary to take into account the fact
that different people react differently to the same stimuli of positive and negative feedback.
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6. The stage of personal relations. Buss (1986) states that some strategies of self-presentation have
only a short-term effect, because people can suppress their emotions and spontaneous behaviour only for a
limited time. Therefore, we could say that such types of desirable behaviour as “white” lies, ingratiating with
other people and pretending are limited not only by time, but also by the development of the relationship. Ac-
cording to research, the creation of an impression is usually used during the first meeting, when the relation-
ship is intended to remain on a superficial level (Buss, 1986). In case of engaging into superficial relationships,
the person’s created image may not correspond to his actual self. In close relationships and dyads, when so-
cial behaviour develops in direct surroundings (with no outside observers), the need for active control of the
mutual impressions weakens over time. The strategies of impression development and ingratiation in such
relationships are less related to manipulations. Thus, informal context reduces the need for a demonstrative
behaviour (Buss, 1986).

The importance of the results of self-presentation increases depending on the fact how many times
more the person expects to meet this other person or a group of people. Research shows, that people who
expect further communication are inclined to control the impression they make on other people more (Gergen,
Wishnov, 1965; Schneider, 1969, citation according to Leary, Kowalski, 1990). Deepening relationships and
getting closer to somebody makes it more difficult to lie in developing one’s inadequate image.

The motivation of self-presentation and behaviour in public social environment is influenced by many in-
terconnected and interdependent factors. Some of them are related to individual personal traits, predetermined
by personal variables and specific abilities and skills (conventionally referred to as internal factors), while oth-
ers are related to such characteristics of social situations as societal norms, regulations and expectations, as
well as interpersonal (external) factors. Each of these factors determines how and how intensively someone
seeks to control the impression they make on the surrounding people, because each of the above-mentioned
factors may take part in the process of seeking for certain results, maintaining one’s self-esteem and develop-
ing one’s desirable identity.

2. TRUST BUILLDING IN BUSINESS NEGOTIATIONS

All business negotiations involve risk. Therefore, trust in the other side of the negotiations is very im-
portant. Lack of trust creates a vacuum, which necessarily fills with an alternative structure. Negotiators often
say that they are willing to engage in honest negotiations, but sometimes negotiations may fail due to lack of
confidence between the parties in terms of competence or good intentions. One of the negotiating parties will-
ing to make a concession, a discount or share sensitive information, expecting a concession or a compromise
in exchange, will always be at risk of the other side refusing to concede, or worse — using that information
obtained in their favour. Trust is particularly weak in cases of lack of information and when negotiating with
strangers with greater bargaining power and status. Trust may be built naturally over time, but negotiators
rarely have such opportunities. So sometimes the best option is to negotiate without risk, safely, cautiously,
making an agreement with several compromises, concessions and an exchange of some information. Howev-
er, in order to avoid risk we also may lose enormous opportunities and be unable to achieve optimal results.

2.1. The beginning of business negotiations and possible interference of mutual understanding

Business negotiations begin with the process of mutual understanding or perception (Lat. perceptio) be-
tween the negotiators, opponents. During this process the interlocutors try to decipher and understand their
opponent based on what they see. Impressions made by each of the interlocutors’ appearance play an im-
portant regulatory role (Bonn et al. 2014). First of all, we could say that getting to know his opponent develops
the negotiator’s cognitive skills. On the other hand, cognitive accuracy and the disclosure of the opponent’s
internal essence determine the course and the future results of the business negotiations (Zhang et al. 2014).
Research shows that the perception of the interlocutor depends on whether we see him for the first time, or if
we already know him and have communicated before. Research shows that engaged in a meeting with a
stranger we activate intergroup communication mechanisms, while talking to someone already familiar ac-
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tivates the rules of interpersonal communication.

Intergroup communication mechanisms include stereotypes of social processes, based on the fact
that image of another person (in this case, the interlocutor) is created according to one or two typical schemes.

A social stereotype is a simplified, schematic, often distorted domestic point of view about any social
object (a group, a person belonging to any society, etc.). Various social groups and people communicating
with each other create certain social stereotypes. Stereotypes are rarely based on personal experience; peo-
ple usually pick them up in their childhood from their parents, teachers, their social groups or mass media. Ste-
reotypes wear off and dissolve when people from these different groups engage in closer cooperation, learn
more about each other and seek for common goals (Tu 2013, 2014). There are well-known ethnic or national
stereotypes, like, for example, that the English are very polite, Germans — pedantic, French — easy-going
and Russians have open hearts and unpredictable souls, etc. Thus, the image of the interlocutor or the negoti-
ation opponent is formed on the basis of these stereotypes. It's difficult to say how accurate that first impres-
sion of the stereotypical image is. On one hand, almost any experienced adult could quite accurately describe
their interlocutor’s characteristics, such as psychological traits, age, social status and profession based on
clothing, language style, manners and behaviour. However, it works most accurately in neutral situations,
while in other cases, when people are interested in each other, the probability of errors is higher. And the more
the people (in this case the negotiators, interlocutors, opponents) are interested in each other, the higher the
probability of error (Gunia et al. 2014).

The perception of the interlocutor and the possible errors of perception are determined by the following
factors: superiority, attractiveness and attitude towards us.

The participants of business communication and business negotiations are usually not completely
equal: they differ in their social status, life experience, intelligence and so on. The inequality of the interlocu-
tors and opponents leads to perceptual errors resulting from the advantage factor.

This scheme looks like this: when we meet someone with some kind of an advantage, we tend to regard
him more positively than if we both were equal on that parameter. And vice versa — if we have a certain ad-
vantage, then we tend to underrate our interlocutor and transfer our advantages on the other of our properties
(parameters). Thus, the advantage counts only for one parameter, while the self-overestimation (or underesti-
mation) is transferred on many properties. However, this scheme works only in case of significant advantages
(Elahee, Brooks 2004; Fells 1993). How do we determine the advantage of another person and what criteria
can be used? When we meet for the first time, we get information about the opponent from: a) clothing and the
overall image (glasses, hairstyle, jewellery); b) car, office equipment; ¢) behaviour, manners (such as sitting,
walking, language style, etc.).

The factor of attractiveness works as we evaluate the exterior, determining if we like or don’t like the
other person. If we like him, we tend to regard him as smarter, better, more interesting, etc. Thus we overesti-
mate many of his characteristics.

The factor of the attitude towards us works like this: if the interlocutor seems to appreciate us, we will
be inclined to think of him better. The more the opinions and attitudes of the interlocutors match, the better is
their opinion of each other.

When we communicate with somebody already familiar, we are influenced by such interpersonal com-
munication mechanisms as identification, empathy and reflection. Identification in business negotiations is
an unconscious identification with the negotiator. In case of identification the interlocutor puts himself into his
opponent’s position and decides how he would behave in such situation. Identification is very similar to em-
pathy, that is, the ability to put yourself into the interlocutor’s state of being, to empathize with his feelings, to
enter into his inner world, as well as to accept him with his feelings and thoughts. Empathetic people know
how to understand, show interest in other people and be tolerant. There are three types of empathy: a) emo-
tional empathy, based on projection, the ability to imitate another person’s motoric and emotional reactions; b)
cognitive empathy, based on intellectual mental processes: searching for analogies, comparison, etc.; c) pre-
diction empathy, characterized by the human ability to anticipate another person’s emotional reactions in spe-
cific situations. Reflection in business negotiations or business meetings refers to the understanding of the
interlocutors as they are perceived and understood by their opponents. The phenomenon of reflection in busi-
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ness communication is well-explained by the concept of the “mirror self” — the self as, in one’s opinion, per-
ceived by other people. Meanwhile, the content of the actual or the real self indicates how the person actually
sees himself without any embellishment — his abilities, physical and moral qualities, behavioural goals and
motives. The demonstrated self is the self, which we think represents us best. This demonstrative self is
embellished and shows the image that person wants to present to other people in order to create a favoura-
ble impression, align his behaviour with the interlocutor’s desires, circumstances and the requirements posed
by the environment.

The maijor factors, which rarely help, but in most cases only hinder mutual understanding during busi-
ness meetings, can be categorised as follows:

1. Preliminary (in respect of the interlocutor) evaluations, beliefs, attitudes, derived from certain
sources by one of the parties of the meeting before the business meeting starts. For example: “He came from
Norway? We'll surely be not interesting to him and he will see us as second-class human beings” or “And what
can you tell me with your ten years of work experience, when I've been working in this system for forty years?”

2. Formed stereotype, according to which the interlocutor is assigned to a certain category of peo-
ple, looking for his characteristics that would reaffirm his dependence for the said group. For example: “He
looks like a drug dealer from the Gypsy encampment — | don’t think we should have any business with him.”

3. Seeking to make too early conclusions about the personality of the interlocutor before obtaining
complete and reliable information. Some people tend to make certain conclusions as soon as they meet
someone. For example: “Well, someone with such a face and even with a nose piercing, can't achieve any-
thing in our field.”

4. Irresponsible structuring of the other person’s personality, which means including only certain
of his characteristics to the overall picture, rejecting others.

5. The halo effect refers to using a certain characteristic to create an entire image of the interlocutor
and then use that image to evaluate his other properties. If the first overall impression is good, then some of
his other characteristics will also be evaluated positively. On the other hand, if the overall impression of the
interlocutor is bad, then even his good or noble doings will not be noticed, or will be perceived as self-serving.

6. Projection effect refers to attributing several of your characteristics or emotional states on your in-
terlocutor. Someone understanding and evaluating his interlocutor according to himself follows this logic: “All
people are like me” or “All people are different than | am”. Stubborn and suspicious people tend to see the
same qualities in others as well, even if they actually do not exist. Meanwhile kind, helpful, honest people, in
contrast, may perceive unfamiliar interlocutors in an overly positive light and be badly mistaken. Therefore, if
someone around you keeps complaining that everyone around him is cruel, greedy and dishonest, it could be
that this person measures everyone according to himself.

7. Priority effect refers to situations when the first information received about the interlocutor be-
comes very important and roots into your mind so much that it could influence your communication with that
person all the time. And even if later you receive information contradicting the information received before, it
will be remembered, evaluated and taken into account nevertheless.

8. The mood of the perceiver influences the perception of the interlocutor as well: if your mood is
bad (feeling unwell, sick, etc.), then the first impression on the interlocutor will be negative. In order to obtain
an objective impression of the interlocutor you need to be appropriately predisposed.

9. Lack of desire and habit of listening to other people’s opinions refers to always keeping to
and defending one’s personal impressions.

10. Unchanging perceptions and evaluations over time even if many things do change due to vari-
ous reasons. This is the case, when once developed opinion and conclusions about someone remain un-
changed even in presence of a lot of new information.

11. The effect of the latest information: when the last received adverse information about the inter-
locutor wipes away all the previously received information.

Understanding and building trust with your opponent or interlocutor is very strongly influenced by prior
opinions. This determines how the recipient accepts and interprets information. Even a photo of somebody’s
face can be perceived differently, depending on what you know about this person: is he the president of a far-
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away country? Is he a criminal? Or perhaps a manager of a bank that had just went bankrupt? Maybe a discus
throwing champion? Research shows that it is very difficult to disprove wrong thoughts and lies if they have
been logically supported. This phenomenon (referred to as the sustainability of belief) shows that beliefs can
continue to strive even if their evidence was proven wrong. So misperception about other people or oneself
may continue to exist despite discredit. In order to change opinions we need much stronger proof and argu-
ments than to create them (Van Kleef et al., 2006; Kong et al., 2014).

It is very important to be able to take off your mask, be open and sincere already at the beginning of the
business negotiation or a business meeting. Trustworthy relations are impossible without an open honest
communication. In order to have a better understanding of the characteristics of your business relationship
with another person, you have to take interest in his reactions to your own deeds in specific situations and to
evaluate the real consequences of your behaviour. With this information — how you were perceived, under-
stood and evaluated — received from different people you can see yourself in several different mirrors and
modify your behaviour in further stages of the business relationship in the right direction, avoiding the mistakes
and confidence-building problems incurred at the beginning of your conversation (Lewicki 2006; Lennane,
Weidner 2006).

What characteristics people tend to emphasize and exaggerate in seeking to create a trustworthy image
of themselves to other people? It appears that most of us want to appear nice, friendly and sincere, under-
standing and polite, intelligent and talented, energetic, hardy and able to do everything on time and as re-
quired. We also want to look honest, tolerant and even altruistic, temperate and modest, in order to look even
more trustworthy (Ross, LaCroix 1996; Sinaceur 2010).

Creating trust often involves indulging, insinuation, direct or indirect praise of the interviewer or approval
of his opinion. If this behaviour is successful, other people start liking that favour-seeking person not for his
specific features and characteristics, but for his behaviour. Research shows that trust can be created by the
following factors:

—  attentiveness to other people, their views, needs and interests;

— behaviour preferred by the people around, even if it contradicts your own beliefs or values;

— showing respect and sympathy, but not too much praising and compliments;

—  offering help or services;

— approval of the popular opinion;

— demonstration of properties, valued by the surrounding people, and hiding those that could receive
negative reactions.

We could say that in doing so people must be very careful, because other people can recognise ma-
nipulation. Trust building requires communication and willingness to cooperate from both (or more) partici-
pants. If one side shows inclination to trust and the other will indiscriminately keep focusing only on their own
goals, one naive case of trust will soon be followed by... distrust. The importance of trust or distrust intensifies
when two people or groups are functionally interdependent, and any error in the process can harm them both
or the entire group. Trust building in business negotiations and business discussions are based on the follow-
ing components:

— the ability to trust (which includes the entire life experience of both sides of the negotiations,
which formed their current ability and willingness to take risks in trusting others);

— perception of your and your opponent’s competence (or your negotiating team’s competence):
the evaluation of competing skills in the current circumstances, the evaluation of the opponent’s (or his negoti-
ating team’s) ability to compete;

— perception of the intentions of the negotiator-opponent (your understanding that your oppo-
nent’s actions, words, missions and decisions are influenced by the company he represents rather than his
own personal motives).

2.2. Confidence substitutes and antidotes to overcome them

When our trust during business communication is destroyed, we find confidence in other alternatives.
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You don't trust the police? That is useful for private detective agencies. Lack of trust in doctors? You will prob-
ably have more confidence in the diagnosis provided by your mother, herbalist neighbour or some sorcerer.
Unsure about your appearance? But you do trust hairdressers, stylists, designers and friends who know how
to make compliments and convince you that “now the entire world will fall under your feet and you'll get what
you want”. Some confidence substitutes are ineffective and even harmful for personal development and nego-
tiations. What do we exchange our trust for? Interpersonal communication focuses on the following confidence
substitutes:

1. Destiny or fate — this is one of the reactions that can slightly reduce anxiety and fear, but also signi-
fies passiveness and stagnation, as well as decrease of personal responsibility, which basically is regression.
Supernatural or metaphysical forces — fate, god, nature, space, death or world order — are out of control,
leaving us, the small people, with no other choice than to wait and see what happens.

Possible antidotes for the factor of “destiny” in direct communication:

— try suggesting the person, who keeps complaining and wining about their bad situation, to change
something in the unfavourable situation. People, who believe in destiny or some other irreplaceable object
would rather find a different listener, than abandon their tormentor or change the situation;

— firmly state your opinion that you're not going to wait until the problem solves itself and ask whether
the interlocutor will join you or continue to wait for a finger of fate;

— agree with the interlocutor that he can wait and do nothing. Then ask him whether that waiting will
help him feel secure and calm?

2. Corruption or bribery — another substitute of confidence creating a feeling that the chaos that we
live in could be controlled, i.e., that “presents” to some significant people will ensure their favour and privilege
in respect of your person. Natural relationships are replaced by useful contacts, the exchange between the
bribe giver and receiver, as well as mutual manipulation and exploitation.

Possible antidotes for corruption or bribery:

— make a direct and explicit statement that this is not acceptable and will not be acceptable at your
organization, system or society and that you will not discuss it neither now, nor later;

— repeat and specify the information, which could help the person, offering a “present”, to achieve his
goals legally and without any extra costs, such as: “You will get the desired position if you submit the neces-
sary documents to the human resources department and win the competition”;

— if the person keeps insisting, use the method of a broken record: repeat that you have nothing
more to add on this topic and ask, “How else could | help you?”, “What other information do you need?”;

— if the requests become obsessive and don'’t stop, you can respectfully show your interlocutor to the
door and take up the next question, thus showing that the topic of bribery is over and you will not return to it.

3. Excessive alertness. If the negotiating partners don't trust each other, shaking hands is no longer
enough — they draw up excessively detailed agreements, involving even several lawyers and insisting on
guarantees and compensations in case of failure to perform the contract. It may seem that being suspicious
and paranoid about being deceived, may take away all of your spontaneity and joy of life. However, we should
respect such picky safeguarding of the negotiating partner — perhaps this person’s previous experience
makes him hedge against unexpected events, or perhaps this was the requirement of his authorities. It also
could be that you simply don't take this agreement as seriously as the other person, who takes it as the matter
of life and death. For example, perhaps he is a novice at the organisation and is doing his best to maintain his
position.

Possible antidotes for excessive alertness:

— accept the fact that you will need time to earn trust. Try thinking of as many possible contradictions
as possible in advance. Prepare for the meeting more than ever before. Introduce new ideas or contractual
changes gradually. Contradictions may be a part of the tactics of delay, usual resistance to change or the in-
terlocutor’s personal trait, so don’t take suspicions of dishonesty personally;

—  if the negotiating partner shows open distrust, encourage him to substantiate these suspicions with
facts. Ask to specify the facts that raise his mistrust by giving examples and dates;
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— make sure that you are allowed to speak. After your suspicious negotiator makes a pause to take a
breath, tell him “I would like to express my opinion — is there anything else that | should know before | do?”;

— show respect for the alert and cautious person, acknowledging these valuable properties. Use
words that imply respect to the interlocutor's awareness: “As you know..., as you have already guessed..., as
you have already dealt with ...”;

— be ready to provide your suspicious interlocutor with data. Make references to rules, regulations,
statutes and procedures, manuals, statistics, certifications, quality standards and all other possible data;

— ask open questions: “How could | convince you? What additional facts or documents would you
need, in order to be sure?”;

— if your cautions interlocutor keeps giving new terms and conditions, which, in your opinion, basical-
ly don’t change anything (but don’t cost anything either), be patient — perhaps you'll be the only one who
managed to win his personal confidence over the past ten years. Therefore, praise him for these specifications
and new ideas, which, of course, will be taken into account.

4. Dissociation: “You are not one of us”. As we end up in strange, unsafe or threatening environment,
we tend to close off and attach to our small groups — ethnic, religious community or family. Such voluntary
isolation from the outside world can reduce the sense of insecurity and anxiety. We say: “l trust my own and
don’t want to have anything to do with others.”

Possible antidotes in direct communication:

— show understanding that a person needs time to decide and that it's a serious decision, which
should not be made on the spot;

— demonstrate and emphasize the similarity between your and your interlocutor’s experience;

— ask: “Which facts of my personal or professional experience could convince you that we have
something in common?”, “What requirements do you raise for people working with you?”. As soon as you
know your interlocutor’s expectations, it will become easier to choose the appropriate facts to strengthen his
confidence.

5. Paternalism: the cult of authority (ruler or clan, for example a certain law firm). With increasing
general distrust and anxiety for the future, people begin to rely on strong autocratic leaders, trusting in them to
eliminate all obstacles. Such leaders often become objects of blind trust.

Possible antidotes in direct communication:

— do not argue. Accept that you could also learn a lot from this authoritative figure and show that you
also respect this person;

— quote the ideas of the authoritative figure mentioned by your interlocutor and acknowledge his
achievements in order to show that you are interested in the things important to your interlocutor;

— allow yourself to think aloud on what the authoritative figure would think about your conversation
and whom would he support. What ideas would the interlocutor’s guru support or doubt?

6. Externalisation: looking for confidence somewhere else, abroad, in different people. With lack
of trust in their own (politicians, institutions, leaders, products) people tend to direct their confidence, e.g., to
leaders of other countries, who could solve all problems (“He is from America, so listen to what he has to say
about business...”), organizations (“Swedish police is so much more efficient than ours, which even has fuel
limits...”), or products (“Lithuanian TV sets will never reach the level of imported, although the latter are also
produced in China”). It's easy to idealise other people, organizations or things because of the distance, lack of
information or one-sided perception. Therefore, we trust in German economy, American democracy and the
quality of Japanese cars until... we face reality and see that not everything is so ideal. Such confidence in dis-
tant, little known and scarcely achievable things is well-defined by a saying “the grass is always greener on the
other side”.

Possible antidotes in direct communication:

— do not argue. Accept that you could also learn a lot from this authoritative figure and show that you
also respect this person, country or brand and acknowledge their significant benefits;.

— ask the interlocutor, which of his mentioned examples is the most trustworthy;
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—  bring yourself closer to these trustworthy objects (as perceived by the interlocutor), for example: “|
worked for a Swedish company for five years, so | had a good opportunity to apply their experience in Lithua-
nia.”).

7. Belief in quick success and miracles — distrust in the system and state institutions can be ex-
pressed in taking risks and putting blind trust in what is believed to bring quick success, for example, doubtful
banks promising high interest rates for loans, as well as belief in various games and lotteries.

Possible antidote in direct communication:

— show that you know a lot of cases and have known a number of intelligent and educated people,
who were sorely mistaken by taking up such fast business ideas;

— ask the interlocutor what he is going to do in case of failure? Is there a plan B?

— agree with the interlocutor that all of these ideas, creating illusions and dreams are charming and
inspiring, but the risk can take away all the fun...;

— make a joke: “If we do this, we do it together, but... not now and not in this business”;

The order, justice and stability created by such substitutes are temporary.

2.3. Building confidence in business discussions and negotiations

You can build confidence in business discussions and negotiations using the following methods:

— use basic, precise and convincing concepts. Confidence is built on understandable words. You
can easily lose credibility in a multitude of words, terminology, international or foreign words, especially if they
are not clear to the interlocutor;

— avoid negative expressions and statements. Negative expressions and statements should be
modified into positive phrases;

— talk about your interlocutor’s desires, interests and needs. This means that you have to talk
about what your interlocutor wants to hear. This does not mean that you have to indulge him. It's just that an-
other person wants to talk with you about his goals, interests and benefit, and he wants you to understand and
accept that.

Try to avoid the following statements: Change them into:
‘I would like to...” “You want to...”
‘| think this looks interesting...” ‘“You will  be interested to  know..”
‘I came to the conclusion...” “You probably could say that...”

— use words that build trust. It's not difficult to create a convincing text — you just need to put in
some of the so-called words of confidence. These words are not only meaningful, but also express or raise
emotions;

— provide numbers and specific facts. Numbers give your speech reliability and credibility.

Trust could be described as an assumption that others will behave the way you expect them to.
In other words, this means that other people, institutions or organizations will meet your expectations. By trust-
ing we hope to get the desired results. When we trust other people, we give them a greater freedom of action.
When our trust is too low or when there is no trust at all, then we try to control all aspects of the business con-
versation.

Trust always involves certain risk in deciding who is worth of trust. Trusting someone is like taking
a bet on other people’s behaviour and its consequences. In cases when the behaviour of trusted objects don't
meet our expectations, we lose the bet. The decision, whether someone is trustworthy, may be facilitated by
their behaviour in the past or, in other words, their reputation. We often rely on simple facts: if someone had
made a promise and fulfilled it, then we say that this person is rather responsible. And if that person has kept
to his word several times, this makes him reliable. Genuine confidence is developed in regular and long-term
business relations. But what does the “long-term” mean? You can't create some rules on business relations,
stating, for example: “You can sign the contract only during the fifth meeting”, “Talk about the real needs and
desires only after two hours of business conversation”, “Introduce advance payments only after one year of
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cooperation...”. However, the benefits of trust are clear: only mutual trust in each other during negotiations and
business communication will make it possible to achieve common goals. You need to look for trust not only in
other people, but also in yourself. Refer to what you already know — your personal characteristics, especially
those that make you proud and which you would like to develop.

Trust is a precondition and result of successful cooperation. Trust has a positive impact on the
trusting person, the relationship inside the negotiating group, the represented organization and the relations
with the other negotiating side. It liberates and mobilizes the negotiator’s actions, encourages creative and
innovative activity towards others, reduces uncertainty and risk, as well as increases the possible options for
action. Trust is necessary in order to feel that the negotiating partner or interlocutor will not betray you, that
you can prepare for and plan common work, well-thought-of risks and reliable communication.

3. OPPONENT’S REMARKS IN BUSINESS NEGOTIATIONS: IDENTIFICATION AND
NEUTRALIZATION

Remarks, contradictions and doubts are a natural part of business negotiations, which shows that the
opponent listens and responds to the views and suggestions of the other side of the negotiations. Business
negotiations rarely go by without the opponent’s remarks, contradictions and doubts. This reality should be
accepted — these contradictions do not stop the discussion and are useful to us, as they help to find out at
least some of the doubts of the other side of the negotiations and ultimately — to convince them (Adam et al.
2010; Engle et al. 2014; Galinsky et al. 2008). The remarks and contradictions of the opponent actually mean
that he is engaged in active listening and processes everything in his mind. It follows, that there is no need to
take the opponent’s remarks and contradictions as obstacles (Greenberg, Landry 2011; Gunia et al. 2016;
Hareli, Rafaeli 2008). Many of these observations become argument pointers and cues for additional explana-
tions.

3.1. The origins, reasons and goals of the opponent’s remarks

The neutralization of remarks and objections is similar to counterarguments, but actually these concepts
are rather different. Here are several differences between the neutralization of remarks and counterarguments.

1. Purpose. Counterarguments are used as an operational tool to prevent the opponent from solving
problems defined during business conversations or negotiations. This means that the opponents’ objectives
and strategy are already known and we focus our counterarguments against them with the aim to refute their
arguments and conclusions.

As we neutralise the opponent’s observations, the situation is different: our objectives do not really op-
pose the interlocutor directly and could even partially or completely overlap. Neutralisation is more concerned
with the personal position of the opponent and his doubts before making the final decision (especially when
the opponent feels like he has weaker arguments in his disposition).

2. Attitude. Counterarguments are based on a logical connection between facts and conclusions, while
neutralization is based on the interlocutor’'s psychological and irrational moments. This case often involves
secondary facts and knowledge.

Observations and arguments consist of two components:

— the first component is a result of the opposition taken by the interlocutor;

—  the second component is made of the facts and assumptions, which support this observation.

For example, let’'s imagine our interlocutor’s position. If someone is seriously considering to accept any
obligations or perform some action, which requires effort and time, he will first of all examine all the circum-
stances put against this initiative. However, this happens only in cases when there already is a certain interest
in performing these steps and when the decision has already matured.

Since the purpose of business conversations often involves making new contacts and giving (or taking)
new obligations, they rarely go by without any remarks or contradiction. Therefore, in business conversations
and negotiations we have to be ready for the opponent’s objections and comments, so that we could make an
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adequate response to them.

The purpose of remarks:

—  to make your speech more convincing;

— to confirm or consolidate what has been achieved during the negotiations or business conversa-
tion;

— to eliminate any possible doubts and suspicions of the opponent / interlocutor, which later could in-
fluence the change in his opinions or position;

—  to make a more detailed analysis of the motives of the opponent’s contradictions and his opinion;

Opponents / interlocutors usually make remarks and contradictions for the following reasons (Kurtzberg
et al. 2009; Lelieveld et al. 2011; Maaravi et al. 2011; Williams 2015; Wang et al. 2012; Van Kleef et al. 2011):

1. A protective reaction. People make remarks, when they don’t understand our reasoning or simply
want to oppose. This often involves a natural resistance to anything new, as well as the flow of information,
which requires the unpleasant necessity to understand, learn and change one’s views. Thus news are often
met with excuses, remarks and contradictions.

2. Sporting interest. Sometimes the other person may simply be someone, who likes a challenge in
negotiations or business conversations and contradicts you in order to check your abilities. He wants to know:

— the level of your experience;

— what difficulties can you handle (what muscles you have);

— the limits of your possibilities (what weight you can lift);

— how much he could achieve in respect of you (that it is particularly important, in order to know what
maximum requirements he could raise);

— how you behave in unpleasant situations (your resistance to pressure).

3. A certain role. The interlocutor thinks that his position in this situation is exceptional, that his role
does not depend on the actions of the other participants and that he is the master of the situation, the only
person able to notice and immediately eliminate all weak points of the conversation.

4. Another approach. The interviewer has a different opinion or a different approach, which is usually
developed based on different or outdated information, stereotypes or compliance to classical theories.

9. Disagreement with the proposed solution. In cases when we provide arguments without taking in-
to the account the peculiarities of the other person’s character or choose to emphasize the negative features
of the issue in question rather than the advantages and opportunities, the typical comment we get is usually: “|
see it completely differently...”.

6. Tactical reflection often involves phrases like “we will think about it”, “we will discuss this among
ourselves” and means that the other person wants to buy time and to use it as an advantage to obtain addi-
tional information for the discussion.

Many reasons are related to the differences between people. No wonder people say that a disagreeable
person is simply someone different that you. Some of the differences and disagreements are pre-determined
as if programmed. We will discuss the main reasons for remarks, objections and complicated questions further
on.

1. The personal characteristics of the interlocutor. Excessive self-confidence, the desire to dominate
and defend one’s opinions, stubbornly following only one position, are behavioural peculiarities that are not
very pleasant to others and rarely earn any sympathy, but definitely attract attention. First of all, the difficulties
are posed by the interlocutor’s or the listener’s stubbornness to stick to their position and to ignore other opin-
ions.

2. Educational and cultural differences. These factors strongly reduce mutual understanding and hin-
der communication by a variety of interferences (comments, objections, remarks). Sometimes the exchange of
opinions is blocked to an extent that the situation becomes hopeless and there is no sense to continue to
communicate. Remarks and questionable issues arise in dealing with people with different tastes, habits and
life style. There are even proverbs like “To each his own”.

3. Gender and age differences. These differences may become a cause for verbal duels even with the
promotion of tolerance in the modern world.
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4. Disagreements of wider context — politics, ideologies, religions. The presence of these disa-
greements becomes a hot basis for discussions, fierce debates, emotional expression of opinions, mutual
misdemeanour and provision of conclusions and counterarguments. The antagonism in such cases may be
overwhelming and impossible to overcome. But it's not the worst that could happen if you manage to maintain
good mutual relations. Unfortunately, not many are able to do it.

5. Differences in thinking. Differences in making one’s logical points and focus on different values can
make it very difficult to find a common course. Lack of attention to other important details, the succession of
statements, jumping from one position to another and providing contradictory facts disrupt the integrity of
thought and result in provoking questions.

6. Complicated discourse of thoughts. Even a too sophisticated way of expressing one’s thoughts
may provoke objections and contradictions. Speakers are often inclined to complicate and impede their
speeches with scientific or specific business terminology in order to increase their prestige in front of their au-
diences. Unfortunately, people don’t always get fascinated by what they don’t understand or don’t know. Imag-
ine how would you feel, having spent a couple of days of discussions with chemists, editors, car enthusiasts or
a circle of women, who had recently given birth — if you're not proficient in any of these areas, the effect will
be negative.

7. Seeking to draw attention. Expressing more remarks than usual is typical not only for creative and
innovative people, seeking to introduce new solutions for change for their negotiating partners, colleagues or
management. For example, a newly-appointed manager or simply a new person at work may be more inclined
to ask tricky questions and make comments. They may be even more inclined to do that if there is a charming
colleague listening to them...

8. Too fast and too intensive presentation of information. This may be the reason for an avalanche
of remarks, contradictions and questions. Namely an information overload may make the listener naturally an-
noyed, provoking him to make unnecessary remarks, comments or loose the interest altogether. All the more if
there is a huge gap between the first phase of communication — information transfer — and the second —
information acceptance — due to lack of psychological preparation to accept it. In such cases the listener may
feel being in a hopeless situation, unable to understand and accept the information, so he is forced to show a
stronger reaction than expected, using unfavourable countermeasures: interrupting the speaker, saying un-
pleasant remarks, criticising all suggestions and even refusing to discuss things further.

9. Incomplete information of the interlocutor — this is the exact opposite of the previously-discussed
reasons of complicated and never-ending questions. Uncertainty increases anxiety and makes people ask ad-
ditional questions. If your answers are incomplete, such as: ‘I have already said...”, the listener may naturally
feel annoyed. If you notice that your answer does not satisfy the person, who asked the question, then ask
them directly what additional information they need. When you receive repeated questions about the same
thing, let them know that you are competent in this area, but would like to provide an answer precisely to that
question instead of talking for half a day solely on that subject (you can also make joke, saying that you would
be happy to discuss it if all other listeners agree). Then ask for a precise, specific question instead of some-
thing abstract. For example, if someone asks you: “Tell us about the procedure of hiring new staff”, you could
answer: “I have been working in this field for nine years, so | could talk about this for nine days non-stop. What
are you specifically interested in?”

10. Insufficient focus of the listener. This problem occurs when someone listens with their ears (re-
ferred to as functional listening), and hear through intellectual efforts: if your interlocutor is preoccupied with
his thoughts, focusing on his experiences, strategic planning and tactical tricks (for example, planning the best
time to say his opinion, giving a negative answer, interrupting with a question or a remark), or is openly en-
gaged in his work (for example, searching for some documents, making calculations, jotting down statements,
looking for new information online, etc.) and his attention is focused elsewhere than on what you say. Should
you be surprised that your carefully thought out speech and arguments don’t reach their goal? Or it happens
so, that the contradictions and bitter remarks of your opponent don’t have anything in common with your
speech. In such cases, you could simply ask: “What information and what facts caused your dissatisfaction?”
or “Before answering, | would like to ask how is this related to the issues we are discussing here?”

MOHOTPAGMA | WWW.NAUKAIP.RU




n COBPEMEHHBIE NTPOBNIEMbI YIIPABNEHWA W PETYNIUPOBAHNA

11. The desire to direct the business negotiations away from the main topic. This reason may not
be necessarily related to your speech. It could be that the listener doesn'’t find the subject of negotiations or
the agreement very important (for example, he knows that after two weeks he will be working at another or-
ganisation and have other responsibilities), so he tries to make jokes, distract your attention and finish the ne-
gotiations earlier or to provoke other participants’ or listeners’ anger.

3.2. The types of remarks and their neutralisation techniques

In order to accept remarks and contradictions properly, we need to know what kind of comments we re-
ceived. There is a huge variety of reasons for remarks (MaZeikiené, Peleckis 2011; Miller et al. 2013; Mon-
teserin, Amandi 2013; Oza et al. 2010; Peleckis et al. 2013; PetkeviCiaté, Kupinas 2015):

1. Untold, silent remarks refer to remarks that the opponent couldn’t (because there was no opportuni-
ty) didn’t want, or didn’t dare to say. Therefore, we have to identify and neutralize them ourselves. You can
see them on your opponent’s face and movements. Encourage your opponent to openly express his position
— you will be able to defend your opinion and find a mutually-satisfactory decision only after you find out your
opponent’s position.

If you are unable to make your opponent speak, then ask open questions and make constructive pro-
posals. Say: “l wish to hear your opinion, whatever it may be.” Ask: “What is your solution to the problem?”,
“What problem-solving techniques do you find the most appropriate?” Or “It seems that we're not on the same
page. Let's go back to the question... and let's carefully consider it”, etc.

It is difficult to predict unsaid comments, because they become a delay-action bomb due to the listener’s
or other person’s mistrust, embarrassment, fear, lack of time and reluctance to discuss important issues.
Therefore, you may have to raise and neutralize them yourself. In cases of silent remarks, you need to be par-
ticularly aware of the non-verbal reactions of the person — silence may mean different things: lack of trust,
doubt, shyness, fear or pride. Also consider if you didn’'t suppress the other person’s initiative with your own
verbal activity? There are many cases when speakers speak non-stop in order to avoid questions and com-
ments.

An example of an untold remark:

A. Description of a situation. The opponent did not say a word, but his body language expresses doubts
and dissatisfaction.

B. Reason. It could be that the reluctance to speak was determined by the opponent’s shyness or dis-
trust in you. While the reason for the inability to speak may lie with your actions or previously-made argu-
ments.

C. Plan of action. Stop your speech and engage into a dialogue with your interlocutor — encourage him
with open questions, such as: “What do you think about this?”, “What options do you think we have under
these conditions?”, “What do you think would be the best way to resolve the issue?”

2. Excuses (avoidance) don't refer to notices like “We did not plan to devote so much time on this is-
sue” or “We have to finish the meeting now”, etc. Neither do they refer to simple remarks. Excuses actually are
psychological manoeuvres used in order to avoid the purpose of negotiations, a cue to finish the conversation,
usually indicating that the person making these remarks does not wish to cooperate. That is usually a hidden
way of contradiction. It is simple and not too much negative, as if giving an opportunity to improve the situa-
tion.

Excuses as a form of dissatisfaction can be rather successfully used in delicate situations, when we
have to deal with people who feel that they're better than you and formulate their requirements in a rather
straightforward and indecorous way.

In order to avoid misunderstandings it is necessary to control the situation and move on to reasoning: of
course, it shouldn’t be too fast, because success depends on the consistency of the negotiation process.
When facing obvious excuses, it is better to take them as certain information and refrain from returning to the
issues discussed. You may need to take into account these excuses, but do not give up so easily — summa-
rize your speech and the issues discussed, and ask when you could continue the discussion (agree on a spe-
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cific date and time).

An example of excuses:

A. Description of a situation. The recent idea, expressed by the opponent or the interlocutor does not
comply with his previous reasoning. It can be a simple manoeuvre or his unwillingness to continue the conver-
sation. It often signifies that we still haven't found a real contact with the interlocutor, so we didn’t make him
interested in the topic.

B. Reason. Moving to the arguments too fast, so the interlocutor remains indifferent, that is, we failed to
find a contact, so he finds our reasoning questionable. However, at the same time this could signify a lack of
determination on behalf of our interlocutor.

C. Plan of action. You need to put effort in making a quick decision in order not to return to this discus-
sion again. For example: “Okay, let's continue! Let’s consider which criteria in this case are the most important
in determining salary levels”.

3. Warnings cause unpleasant emotions, especially when the opponent’s attitude is completely wrong.
You won't get any use of any proof, because this person’s position is based on emotions, making logical ar-
guments as useless as shooting to the sky.

An example of a warning:

A. Description of a situation. The interlocutor is aggressive, making special requirements or perceiving
only the negative sides of the conversation topic (pessimistic role).

B. Reason. Improper behaviour with the interlocutor, feeling antipathy as soon as you get introduced,
incorrect arguments and false impressions.

C. Plan of action. Limit your warnings and subjective observations, investigate your interlocutor’s atti-
tudes and motives and build barriers with an intention to withdraw. For example: “Could you provide an exam-
ple, illustrating that the amount of time dedicated for this project is too large?”

4. Ironic (mocking) remarks from the opponent may be related to his bad mood, but sometimes they
could also be a way to test your psychological strength.

Even if these ironic remarks are quite subtle, in most cases we usually still accept them with resentful-
ness, since they express our interlocutor’s or listener’s negative attitude towards us. Is worth knowing that:

— these remarks may simply indicate of the opponent’s “fight mode”, his intentions to test your
strength, make you nervous and put you out of balance. The form and content of these remarks are provoca-
tive, insulting and tactless;

— some of the less serious and ironic remarks play a defensive role. For example, the other person
does not trust himself or his position, or is in an unfavourable situation, so for some time he could be respond-
ing in funny contradictions and sarcastic comments. Focus and ignore these ironic comments.

For example: After a half an hour speech, presented by a pharmacist about a new type of medication
one listener (an experienced doctor) asked: “Are your employees only blondes?”. She smiled and said: “No
they’re not. Which would you prefer?” And soon she continued: “Now let's get back to our other questions.”

In these situations you should first of all check if the remark is serious, or was it used for the purposes of
testing (i.e. in order to assess your temper and competence). In both cases do not give in to provocations.
What you could do is to give an equally witty answer or, most preferably, ignore the remark altogether.

An example of an ironic (mocking) remark:

A. Description of a situation. No solid connection between the remark or statement with the previous
conversation, the remark is pushy or even insulting.

B. Reason. Individual and occupational failures on the interlocutor's behalf, his bad mood, dissatisfac-
tion with our behaviour or he has quickly learned about our opportunities.

C. Plan of action. Check whether the remark was serious or just a challenge. In any case, don't give in
to provocative actions. You can cleverly conceal or completely hide your reaction — just ignore the remark.
For example: “You consider only the theoretical side, but you will never succeed in implementing this in prac-
tice.”

5. Seeking to get information. A remark used to ask for precise explanation of the topic of the meeting
is positive and may contribute to the success of the meeting. It shows the interlocutor’s interest and indicates
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the shortage of information and shortcomings of your reasoning. This makes it possible to eliminate these de-
ficiencies immediately rather than when the lack of mutual understanding prevents you from understanding
some information. Take these comments only positively, rather than an accusation. This indicates that your
listener is interested in your idea and the conversation. For example: “You completely ignore the lack of com-
petence of our specialists!”, “You haven’t even mentioned how we should deal with this!” In this situation the
only appropriate tactic is this: to provide a calm and constructive response and satisfy the interlocutor’s curiosi-
ty as much as you need, i.e. to avoid getting other participants of the meeting bored.

An example of seeking to get information:

A. Description of a situation. The opponent clearly wants to get additional information, because your
statements are probably not entirely clear to him.

B. Reason. Ambiguous argumentation and, perhaps, inconsistent presentation of information. Moreover,
the interlocutor often asks for additional information, or has simply missed some details (numbers, facts).

C. Plan of action. Provide a calm and constructive response and try to examine the specific issue to-
gether with the interlocutor. For example: “Let’s think together how we could solve this problem. This is what
we have now...”

6. The need for self-expression. Many of the observations can be explained as the interlocutor’s aspi-
ration to express his opinion or as proof that he finds this issue completely uninteresting. Interestingly, the fre-
quency of these remarks is proportional to the correctness and strength of your arguments: stronger and
clearer reasoning makes the person want to express his opinion more.

An example of the need for self-expression as a reason to make a remark:

A. Description of a situation. The opponent begins a completely unprofessional discussion with the only
goal being to express his views and the need to intervene. It is easy to notice that in these moments the inter-
locutor feels as if no one pays any attention to him, or like he feels some boundary, while the remarks are
used as a tool to deal with this inconvenient condition.

B. Reason. These observations are the cause of too intensive reasoning on our behalf.

C. Plan of action. Refrain from creating an impression that all the conclusions and initiatives are only in
our hands. A conversation should be directed in a way to show the other person the obvious approval of his
ideas and opinions. In any case, decisions should be made by taking into account the interlocutor’s views and
opinions. For example: “What is your experience in dealing with similar issues? Does it agree with your opin-
ion? What other facts should we also consider?”

7. Objective remarks. Remarks used by the interlocutor to clear things up are related with the issue.
He makes these remarks in order to receive a direct answer without any tricks in order to develop his own
opinion.

Objective remarks are critical and not many like them (For example: “That is not...” “Some cases may
prove differently than you say..."). The best tactics in this situation is to refrain from opposing. Let the interlocu-
tor know that you appreciate his opinion and then try to explain, why your option would benefit both sides.

Someone making critical remarks sincerely wants to understand the essence of the problem, to obtain
reliable information, consolidate his position and overcome the struggle between different motives. Usually
these remarks are provoked by the situation, when the listener does not agree with your point of view or he
has noticed some weaknesses in your position.

An example of objective remarks:

A. Description of a situation. The interlocutor does not agree with the proposed action. He still has
strong reasons to oppose your arguments. He did not accept your proposals of solving the problem.

B. Reason. A different opinion of the interlocutor — he does not agree with the methods of your deci-
sion.

C. Plan of action. Do not show open opposition, let the interlocutor know that you have considered his
approach and then try to explain the opportunities of your solution. For example: “We understand your pro-
posed solution, but once again would like to suggest considering other options. What factors encouraged you
to take your position?”

8. General opposition refers to the so-called remarks on principle. These remarks or comments usually
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occur at the beginning of the interlocutor’s reasoning, so they are not and cannot be specific. Trying to analyse
them in business-like conversations or negotiations would be a mistake.

These remarks are complex and confusing, making them almost impossible to respond to. First of all,
because the well-thought answer would often become as complex as the question-remark itself, since it is not
completely clear either. Thus, you should take these remarks seriously, refrain from repeating formal argu-
ments, as well as once again attempt to define the field of the conversation and the positive sides of the idea
and the possible solution. Sometimes it may be helpful to change the subject or to expand it.

An example of general opposition:

A. Description of a situation. The opponent’s remarks are unclear and very different, covering a wide
range of issues. These remarks make the conversation a jumble of separate sentences.

B. Reason. The opponent or the interviewer did not get acquainted with our arguments and the envi-
ronment of the meeting is unsuitable. However, if the initial resistance of the opponent increases, this may
show that we have chosen the wrong topic or tactics.

C. Plan of action. Create a proper environment for the meeting and consider the arguments. If the inter-
locutor’s resistance increases, you need to change the tactics of communication. In extreme cases — partially
reformulate and expand the topic of conversation. It is difficult to find @ model to deal with this type of remarks,
because they are very different and it's difficult to systematise them. Nevertheless, you could try: “ suggest
beginning with discussing the context of conversation and get you acquainted with our arguments. This will
make it easier to determine the topic of our conversation and, in case of a need, to agree with your require-
ments.”

9. The last attempt. Such remarks are rarely serious. Before the end of any conversation the interlocu-
tor may feel the unpleasant sensation of the end. He is already starting to think about the matters that he will
have to deal with, the difficulties and obstacles related to the realization of the solution, as well as the conse-
quences of premature or pointless decisions made. All this is the usual events and feelings embedded in this
type of remarks, such as: “There’s only one minute to twelve o’clock!”

An example of the last attempt remarks:

A. Description of a situation. Often these remarks are only a slightly altered version of the remarks al-
ready made and answered before. Simultaneously, they indicate the end of the conversation and the necessity
to make the final decision.

B. Reason. The unpleasant feeling of the end of the conversation and often a symptom of interlocutor’s
last attempt to postpone the decision-making. The purpose of this attempt is to soothe one’s conscience.

C. Plan of action. Instead of making replies to similar remarks, better use another indirect argument, re-
lated to the proposed solution, and then quickly continue to the last phase of the conversation — the decision.
For example: “We have discussed the most important stages. We will give some extra time for your specialist
in order to analyse everything together and formulate the conclusions. Can we start on Tuesday?”

3.3. Remark neutralisation techniques

The technique for neutralising remarks defines the entirety of ways and methods to neutralize the inter-
locutor’'s remarks. Where do we start when we receive our audience’s remarks or contradictions? What do we
do?

1. First of all, try to understand the essence of the remark: by asking questions we encourage people to
answer their own remarks or give it up.

2. Acknowledge their truth and continue your speech, especially if the remark was aptly said (profes-
sional and objective).

3. Keep in mind the remark and turn it into a stimulus for your further speech (based on the principle that
“there are two sides to a coin”): give realistic examples and evidence to refute the received remark.

4. However, if the remark is incorrect, you could also say so (for example, if someone attempts to
downplay your organization, company or state, or to insult someone personally).

There are several technical methods of neutralising remarks, including one or several routes of expo-
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sure, which are rather universally applicable (Pietroni et al. 2008; Ram, Roos 2008; Shei et al. 2011; Sinaceur
2013; Thompson et al. 2010; Trapp, Kehr 2016; Trotschel et al. 2011; Van Kleef et al. 2009). We will discuss
them in detail further on (just note that the sequence of methods does not depend on their effectiveness).

1. References to authority (for example, quotes of various authoritative figures, witnesses and confes-
sions, etc.). What people trust most is their personal assessment. Then, according to the level of confidence,
we could list a well-known person, whose opinions they trust. Unfortunately, upon receiving a large number of
remarks, the interlocutor (for a variety of subjective reasons) begins to doubt his personal assessment and
very often loses self-confidence. Therefore, one of the best methods for neutralising remarks is not a reference
to their personal experience, but a reference to the experience and statements of some other valued and au-
thoritative figure (a third party). Perhaps they've read in some tabloid newspaper that your profession will not
be viable for the next ten years? Instead of guessing just patiently wait out for the answer, who is that person
generating the remarks. Once you have the answer, then you will know what arguments to apply. At this point,
it is important to be sincere and show confidence in your audience. In any case, you should allow the audience
to check their own and your important sources and data. This will create trust and you will be able to maintain
the initiative in the conversation.

2. The boomerang method. Despite the interlocutor’'s wishes, many of the remarks, basically directly or
indirectly speak about the advantages of your project or solution and you can use them as a reference point
for making your argument. For example: “You mentioned the importance of speed — our relations will enable
us to promptly resolve these issues.”

3. One accurate shot. The effect of even as much as a few remarks and objections may be softened if
you answer them by focusing on one strong statement and avoid endless discussions.

4. Permission + destruction. This method is used against objective and correct remarks and contra-
dictions. At first we accept them and then neutralize their significance by repeated explanation of the im-
portance of our proposed solution, its advantages and features. Sometimes localising and limiting the contra-
dictions could already be referred to as success. For example: “You are absolutely correct, devaluation would
result in countless difficulties and problems in the market of goods and services. On the other hand, this action
has its advantages — it will increase the number of foreign tourists, which will improve our financial balance.”

5. Paraphrasing. This technique consists of repeating the comment and at the same time softening the
interlocutor’'s remarks that we can provide with a satisfactory reply, or paraphrase them. For example: a re-
mark: “The report isn't ready yet? We compiled it and had to submit it a week ago!” could be answered with an
innocent face and “That is true, we will have it done in no time.”

6. Conditional consent. Initially acknowledge the truth of the interlocutor (by often making irrelevant
remarks) and then slowly bring him to your side. Such actions provide an opportunity to prevent contradictions
and maintain a contact with the opponent even if, at first glance, we don’t expect any favourable outcome of
the conversation.

7. Flexible protection applies in cases when our interlocutor keeps attacking us with controversial
comments in an annoyed and dissatisfied tone. In such situations it's better to leave the remark without any
direct response, make sure to maintain the conversation and gradually reach for your goals. When your inter-
locutor gets back to his remarks (and this will happen), he will have already partially lost.

8. Accepted assumptions are essentially applied in response to subjective remarks (which are very
difficult to answer to), so we can afford to leave them unresponded and simply accept these remarks, if they
don’t have any substantial impact on the conversation.

9. Comparison. Often it's much easier to neutralize comments by using an analogy, rather than to an-
swer them directly. A comparison can be made in the area, which the interlocutor knows or can find a parallel
from his personal experience.

10. The questionnaire method. This method provides the maximum protection from the risks to find
yourself in a difficult and uncomfortable discussion. It is based on the fact that you don’t respond to the inter-
locutor’s observations, but give questions in order to make him gradually respond to his own remarks. A dis-
advantage of this method is that it requires quite a lot of time.

11. The “Yes..., but...” method. The essence of this method is that in order to reduce your interlocu-
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tor's inclination to contradict and to prepare your counterarguments you agree with him for a certain short
amount of time. For example: “You are absolutely right. But did you take into account the fact that...?” Over
time the frequent use of the word “but” could reduce its value. Nevertheless, in some cases the “but” acts as a
warning signal (“Oh! Now he will say what he wanted to”). Thus, we could recommend the “Yes... and...” and
the “Yes...?” methods, which actually are a simple modification of the “Yes..., but...” method. In this case, the
above-mentioned example would look like this: “Yes, you are absolutely right. Did you also take into the ac-
count the fact that...?”

12. The method of using preventive measures simply means preparing your speech in a way that
your interlocutor wouldn’t make any comments, because we don't give a reason to. Most potential comments
can be dispersed in advance if we split the main arguments into larger parts that could be expressed in the
form of a question. After presenting each part of the argument it is recommended to ask a question in order to
verify if the other person accepts it.

13. Warnings. Unpleasant comments, which can be expected from the opponent, are easy to mitigate,
if you include them into your speech before he can. Simultaneously you define the moment of reply, which is
undoubtedly your advantage. For example: “We hope that we won’t need to meet again this week to discuss
the progress of our work — everything is going according to plan, considering the market developments”.

14. Proof of nonsense. If all of your responses to the interlocutor's remarks show how unreasonable
they are, you may push the interlocutor to recognize the futility of his remarks. But it must be done very tactful-
ly and only when truly necessary, in accordance with the well-known saying: “A man is what a man does”. Ide-
ally, the interlocutor should acknowledge this at least silently to himself — if you do notice that, there is no
need to keep rubbing salt into his wound.

15. Postponement for later. Practice shows that remarks lose their meaning depending on when they
were made. But you should formulate the postponing of the answer very carefully: “Let's come back to this
issue later.” Then tell when in particular and make sure that you have the interlocutor’s support: “Do you agree
with this proposal?” This method should be applied only when the remark is a major obstacle for the further
course of negotiations. In any way, if you use this method, it is absolutely necessary to get back to the remark
before the end of the conversation, i.e. at a convenient moment. After all, it is only natural that the postponed
remarks and those that we or the interlocutor disagrees with will always be brought up at the end of conversa-
tion.

So, we discussed the ways and methods of neutralising remarks. Of course no one expects a negotiator
to remember and learn how to apply them correctly all at once. It is enough to choose a few of them and start
applying them in business and negotiation practice. Practice will show if the choice was right. As you select
one method, don’t forget all the others and try mastering them as well.

4. MANIPULATIONS IN BUSINESS NEGOTIATIONS: IDENTIFICATION AND NEUTRALIZATION

In developing negotiators’ negotiation competencies we should understand that manipulation is one of
the ways to protect one’s interests and achieve goals. It is a way of making the other negotiating party to do
what we want by using words and actions. Sometimes this behaviour is gently referred to as “the ability to
convince other people.” It is very likely that everybody use manipulation during negotiations, just some more,
some less. What helps manipulators win is not their force, but craftiness and patience (Belkin et al. 2013;
Black et al. 2014; Carnevale, Isen 1986). However, you could ask yourself, how often am | manipulated by
others namely during business negotiations? How much manipulation or truth are there in such sayings as, for
example: “This issue can't do without you®, "Only you know how to talk with the boss about the issues that are
important for all of us”, “The way you create event scenarios is so professional...”, “You know me, I'm some-
times lazy, but you know how important this work is to me.” Perhaps it will take ten years to understand that
someone praised your ability to negotiate, because that person did not want to sit at the negotiating table and
take risks by choosing the right words... However, we should not confuse the concepts of manipulation and
suggestion.

Manipulation refers to any action, which facilitates your interaction and complicates the opponent’s situ-
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ation (Crump 2015; Wang et al. 2012; Viola 2015). What are manipulators’ goals?

1. To distract the other side of the negotiations from their interests.

2. To make the other side of the negotiations lose their balance.

3. To benefit from the other side’s inadequate response and inability to recognise manipulation.

Some people’s resistance to manipulation is strong, others’” — not so much, and sometimes they get
used to these manipulations so much that they don't notice being pushed towards a particular direction and
forget their goals, desires and interests or give unreasonable concessions even during important business
meetings. Professional manipulations are even hard to recognise: you may understand that something is
wrong, but be unable to pinpoint what it is exactly (Cullen et al. 2013; Doyle, Voyer 2016; Trotschel et al.
2013). Today various companies offer us pleasure instead of delicacies, prestige instead of a six-cylinder car,
the delicious sense of freshness instead of a soap, careless free time instead of shoes, relaxation instead of a
trip, beauty instead of cosmetics, success instead of clothes, health and well-being instead of food. But is this
a manipulation? If it harms you, then yes.

The purpose of each manipulation in negotiations is to deceive the other person, influencing their think-
ing, feelings and actions in a way, which benefits only the manipulator.

During a business conversation or negotiations the negotiator depends on his conversation partner or
opponent. Only demagogues can transform their interlocutors into the object of their desires. In civilized nego-
tiations we should act on the contrary — we have to pay attention to our opponent’s opinion as if to our own,
regardless of whether we consider him as an opponent or a like-minded person.

For efficient management of the negotiating process, you must effectively use the accumulated material
and clearly define the interim and final results, which you want to achieve (Peleckis et al. 2013, 2013b). Since
bargaining is a dialogue, it is always necessary to evaluate and take into account the opponent’s position.
What are their goals? Perhaps they are trying to manipulate you?

During business negotiations both sides try to convince each other of the validity and veracity of their
views and positions. This purpose involves using various measures, from logical evidence, arguments, replies,
comments, contradictions or various schemes to appeals, speculations, sophistries and manipulations. Rea-
soning in business negotiations is using certain statements and evidence in order to attempt to convince the
participant or the opponent to change their position or beliefs, taking the position of the other negotiating party.
Argumentation involves presenting certain claims, which are directed to the interlocutor’s mind and emotions,
so that he could evaluate, adopt or reject them. This can be achieved without any violence — solely by per-
suasion. (Peleckis et al. 2013c, Peleckis 2013). The process of argumentation is used to develop a certain
opinion and to define a particular problem, by looking at it from different negotiation perspectives. During this
stage the negotiating parties may try to change or strengthen the already formed opinions (positions). At this
stage, you can eliminate or reduce any conflicts that arose prior to or during the conversation or negotiations,
and to make a critical evaluation of the assumptions and facts presented by one or the other side of the nego-
tiations.

This stage involves paving the path for clear, precise, partial or final conclusions, creating a common
ground for the decisive final round of negotiations — making the decision. During negotiations it is important to
distinguish between serious and justified proof or arguments and attempts to manipulate (Drew, Viswesvaran
2013; Tasa et al. 2013; Rubin, Chen 2012).

4.1. Reasons for manipulation in business negotiations

So what are the reasons behind manipulations during business conversations or negotiations? (Mazei-
kiené , Peleckis 2011).

1. Lack of information or convincing. Your being not sure about some issue makes it rather easy
for someone to impose some opinion that you wouldn’t otherwise accept, if you had more reasonable infor-
mation. Besides, people often don’t know what they want, making it even easier for someone to tell them.
(“You need something unique? Then | know exactly what you need — nobody has this and nobody will — this
is a unique solution.”). People don't often realize reasons for their behaviour and here, again, someone may
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explain them (For example: “You didn’t have a choice — you were forced to do that.”). Consequently, smart
manipulations often target people that know too little or are not well-informed, in some way naive or separated
from the society, distracted, lacking of critical thinking, dreamers, those, who don't read press, fanatical sup-
porters of some ideas, narrow-minded people, or those, who believe that there is only one single absolute
truth. Manipulators try to create the impression that you will miss something, unless you do as you were ad-
vised to do.

2. The will to believe in and trust in authorities. We believe in people, who want to give us new
ideas, we respect them, appreciate them and believe that everything they do is for our good. Everyone be-
lieves that the only right opinion is their own or that of somebody they like. The quest for the meaning of life
and strong support often takes place during adolescence and young adulthood — various sects look forward
to meeting these people. Their leaders are perfectly capable of creating and easily-understandable image of
the real world with all its evils, confronting it with the “sacred” and idealized life of the sect with its god or gods.
Some sects go as far as shifting from mental manipulation to cramming someone’s opinions. This makes it
even easier by isolating the new sect members from the outside world, setting a strict agenda and giving a
load of responsibilities, leaving these people with no time or opportunity to reflect and form their own opinion.

3. We tend to rely on the opinion of the majority. It's easier to give in to the opinion of several
people as opposed to one. Mass hysteria, panic or ecstasy are the perfect examples. For example, the louder
other people cheer during some performance, the more admiration we tend to show ourselves. The feelings in
a crowd of people turn into global, thus making the crowd capable of doing things that people would never do
alone. This explains why during a meeting an unremarkable, quiet and silent fellow may join the ironic remarks
and offensive jokes towards his colleague. For example, Hitler fully understood the effect of crowds as the
booster of feelings — his agitators used to invite people to huge lobbying events.

4.  We feel confused and seek for safety. Security is almost like a physical need, such as a roof
over your head. In doubt we feel insecure and seek to restore the balance. Sometimes we secretly desire to
make everything as it was before. If someone offers that opportunity as a tested and true practice, we gladly
accept it. This includes a bank with a century of operating experience, a number of new brands with the words
‘our...” or “traditional”. Some find confidence in the words “Lithuanian”, others — “Soviet”...

5. We want simplicity and avoid responsibility. Think: how many times we let ourselves to be
fooled? When we believed in advertised discounts (“Maybe it’s really cheaper? Let's buy this, as we may not
find this anywhere else.”) When we listened to compliments from someone, who really had their own reasons
for making them? When we let others think for us, we don’t take any responsibility. This makes us guiltless if
things turn out not as we expected. Just as in childhood we really wanted to believe in our parents, now we
want to believe the president, the governor or the servants of body and spirit, in order just do get rid of respon-
sibility and guilt by saying “| believed and I trusted.”

6. We want to be recognized. We all want to be needed and appreciated. If we feel rejected, we
experience fear. Who knows if the elder sister will ever understand that her younger sister praised her cooking
for 15 years just because she didn’t want to cook herself? The vainglorious want others to approve of their
opinion, without trying to find a link between facts. Therefore, many manipulations are based on our vanity.

7. Being afraid of trouble. There are people, who keep to the opinion of “maintaining the peace”.
Sometimes we implicitly want to avoid controversy and do everything in order to avoid “unnecessary” disputes,
complaints or eliminate anger. So we give in to manipulation “for peace”.

8.  Seeking for novelty. Easily-understandable things are uninteresting. Therefore, the manipulator
talks about things that his interlocutors don't fully understand, thus increasing the listeners’ respect and admi-
ration (“| was the first to hear it”). This is why doctors use sophisticated Latin terms, professionals have an il-
legible handwriting and those, who want to achieve an academic degree choose to explore what no one else
has studied before.

We have already noticed that a product image often involves using the word “new”: a new collection at
the new showroom, new prices, a wave of innovations, a new formula, the latest research, new ideas for your
kitchen, a new understanding of femininity and so on. This word inevitably draws our attention, because peo-
ple are attracted to what's new, whether it's new information, new local offices, or new suppliers. The concept
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of “new” usually has a positive meaning, because what is new and untested makes us excited, luring with oth-
erness (giving hope that this is not something “forgotten old”, but actually new), quality (in most cases we tend
to perceive new as better than old) and the fact that being the first to buy and try something new is not only
interesting, but also a privilege and prestige to a certain extent. Thus, the space of manipulation is wide and
everyone uses it differently. You may have noticed that some reasons for manipulation contradict each other
(for example, some manipulators offer something new, while others — something old). It all depends on what
is important to the victim of manipulation — his or her weaknesses (Fleck et al. 2014; Foley 2013; Olekalns,
Smith 2013).

4.2. Positive and negative manipulations: identification methods

Manipulators try to avoid attracting attention or causing suspicion. Often people wonder “Why didn't |
recognise manipulation?” Don’t worry, you are not alone. None of the fraudsters have it written on their face.
These people often look benevolent and have a good alibi (a good family, a great job, reputation, education,
knows proper manners). They use allegedly logical arguments, moods and images in order to affect your con-
sciousness. Namely because manipulators try to hide their methods, we should get to know them better
(MaZeikiené, Peleckis 2011).

What are the signs of manipulation in business conversations or negotiations?

1. Increased number of questions.

2. Unanswered questions and avoidance to answer them.

3. Asking the same question in different wording. Standard repetitive questions.

4. You're not allowed to ask.

5. Raising issues, which have nothing to do with the subject of the conversation.

6. Answering questions with questions.

7. Questions for oneself.

8. Questions for those, who don’t make any decisions (they only nod or shake their heads).

9. Questions for no one.

10. The person asks and answers the question himself.

11. Questions to which there are no answers (and cannot be).

12. Question paraphrasing.

13. Questions-jokes.

14. Offensive questions.

15. Indirect questions.

16. Question redirection.

17. Praise for unpleasant questions.

What is the possible antidote for these manipulations? In order to recognise manipulations, use ration-
ality and emotions (Harinck, Van Kleef 2012; Hart 2015; Hazel, Mortensen 2014; Holthausen et al. 1995):

1. Monitor situation changes: transitions, movement — any discrepancies signal of possible manipula-
tion.

2. Observe the balance of responsibilities. For example: too many words, such as “needed”, “manda-
tory”, etc.

3. Analyse, if the “prize” remains the same, decreases, or is deformed? If so, the result does not
comply with the efforts made.

4. Analyse the use of force; is there any sense of pressure? For example: “Now or never.”

5. Analyse the change of your interlocutor’s behaviour and the entire situation. For example, new
conversation topics, altered behaviour, unexpected services or politeness, emphasis on secondary details,
unbalanced (controversial) verbal and non-verbal behaviour.

6. Reflect whether the manipulator seeks attribute stereotypical behaviour to his addressee.
Does he want that person to behave in a certain way, according to some expectations (for example: “As a
specialist in this field, you should be...").
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Manipulation may not always be bad. In everyday life manipulation becomes a mild form of self-
protection, which protects us against the strong, hard character and provoking remarks. There are many popu-
lar psychological books on effective people management, etc., which are based on precisely manipulations,
which are not necessarily negative.

It turns out that resisting to manipulations is not always useful. What cases would that be (Hong, Wijst
2013; Kang et al. 2015; Kirk et al. 2013)?

1. When the opponent obviously wants you to resist. Wait and explore the situation and his behaviour —
your opportunity will come later or maybe the situation will solve itself. For some time, it is enough to be alert
and aware of what is happening.

2. Everybody sometimes get into situations, when it's not worth resisting manipulations, because they
don’t have any special significance compared to the significance of the relationship (usually these situations
apply to communication with relatives — mothers, uncles, aunts, etc.).

3. In case of mind games (“Let's go out for lunch or some tea together...”) — it's sometimes useful to
give in to such outbreaks of goodness during difficult negotiations: if it won’t improve the outcome of the nego-
tiations, at least you will have an opportunity to try out your acting skills.

4.3. Basic manipulations used in business negotiations

There are numerous ways to manipulate. We sometimes successfully apply them without any training.
However, only after systematizing these methods, it becomes clear how to apply them to reach positive goals
(focused towards cooperation and creating the “One for you, one for me” principle), rather than risky, entirely
selfish and short-term purposes (“I'll trick them and they won’t see me ever again”).

Manipulation methods can be divided into several groups, according to their target area: emotions, the
subconscious mind, thinking, deliberate cheating or simple application of presentation techniques, which, ac-
cordingly, shape the way we receive and understand information). We will discuss them all further with exam-
ples.

| group of methods. Playing with emotions. The basis of these manipulations is simulated emotions
of the manipulator, with the aim to induce the other person’s positive or negative emotions.

1. Demonstration of grievance. For example, “| told and showed you everything. I'm really trying to
find the best option for you, but you...”

2. Anger, aggression. For example: “Better go, | won't sell you bad (cheapest, discounted, doubtful)
products. Take something good, then I'll service you.”

3. Provocation for openness. This method aims to encourage the interlocutor to speak openly, while in
reality you only care for their openness.

4. Irritating the opponent — trying the opponent’s patience by annoying, accusations, complaints, as-
sessments, waiting for him to make a useless proposal. For example: “You won't get it under these circum-
stances. Make an appropriate offer and then we’ll make and agreement.”

5. Labelling. For example, “You are trying to cheat us!” Then you wait for the interlocutor to make an
excuse and say: “You should have said so in the first place.”

6. Statements to decrease significance. For example: “Is it possible to expect such a young person to
know everything about these services. We will offer you the best option.”

A separate sub-group of manipulation methods includes causing fear and shame. Fear hinders logical
thinking — thinking of and imagining terrible things overcomes the voice of the mind. The same fear may make
us refrain from saying what we think. We conclude various insurance contracts, buy safer and technically bet-
ter cars, eat only clean an healthy food... Estimate how many things you do in order avoid fear.

Examples of fear, shame and other manipulations that involve negative emotions may include the fol-
lowing:

7. Irritating the opponent. Using allegations, reproaches or bullying to push the opponent off balance,
until he becomes frustrated and makes a reckless remark, which is useless for his purpose. Very often manip-
ulators want to inflict pain and touch some sensitive topic or aspect.
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8. Saying that something is banal. The point is to make the interlocutor start responding to argu-
ments, which can be neither refuted, nor approved. For example, saying: ‘It is self-evident”, “This is foolish-
ness, nonsense”, “Everybody knows this” are ungrounded statements. The opponent hearing such assess-
ments is provoked to start explaining and proving that everything is not so, which causes emotional reactions.
This is the initial purpose, because increased emotions make people make mistakes.

9. False shame. Incorrect statements may be provided in a way, which leaves no other option than to
approve them, such as: “As you know...”, “We all know that...", because it is a shame to admit that you don't
know. Most people targeted with this manipulation method simply nod or pretend that they really know what it
is all about, even though the statement may be misleading. It is particularly embarrassing to hear: “How can
you not be aware..?”, which basically means that the person is not sure that discussing with your is not a
waste of his time.

10. Pretending to be embarrassed — showing surprise, that the other person does not know certain
information. For example: “Haven’t you known...?” It may be accompanied by another remark: “You should
know that...”

Il group of methods. Influence to thinking. Manipulators do their best to penetrate into the subcon-
scious mind and make use of people’s confusion, low self-confidence and tricks that hinder logical thinking:

1. Reference to the higher person or authority. Stating that if the opponent continues to stand their
grown, this may not be taken lightly by the “people above” and it’s better to avoid annoying them! For example:
‘Do you understand, whose interests you will harm, if you don’t agree with these conclusions?” Making a ref-
erence to some authoritative figure: someone knows better than all of us, because they have more experi-
ence (“Being a professor, he has seen this a thousand times”, etc.). The aim is to work through other people,
for example: “Everybody has already done that (voted, bought, signed a contract) and you keep delaying”.
However, the manipulator fails to mention that you may also make a mistake just like the others did. Another
example: your boss keeps emphasising that all employees of his company are very loyal and all of them don’t
mind working some overtime or on weekends in order to achieve the desired result. And then, when you come
to ask for a vacation after two years of work, you get one week as a “gift’, because the others, as you see,
don’t have any vacation at all...

2. A reference to a higher power is very similar: for example, “You know, we can'’t really discuss this
topic. It's not in my competence. Let’s discuss what we can.”

3. Reliance on authority. This method works, when the person, on whose opinion you rely, actually
has some authority. People mostly believe in themselves, leaving some third person or an authority of their
field in the second place.

4. Quest for false experts. For example: taking someone, who has no knowledge in the field of sales
as experts, e.g. asking another customer in a store: “Would you like to have such a stereo system?” Most
people would respond “Yes”, so you get back to your customer with “Here, you see, others would like to have
it too.”

5. Speaking ill bout other people rather than good — people often prefer listening to something
bad and negative aspects usually draw more attention.

6. Using odd words and terms, thus trying to create an impression of a high-level professional,
demonstrate your technical experience or make the issue sound more serious. Complicated terms may annoy
your opponent and cause defensive or retreating reaction. This manipulation works, when the opponent
doesn'’t check the unknown terms and accepts your arguments purely for their “serious” impression. People
affected by vague words or loanwords (some words, e. g. “reaction”, “project” or “superefficient” don’t have a
strict definition) become victims of their own images and illusions. They can be used to mask the essence of
the matter.

7. Thoughtful word use. Choosing words with positive meaning instead of negative, e.g. “zero
growth” over “stagnation”, “ambitious” instead of “conflicting”, “considerate before taking action” instead of “la-
zy”, just as “he only cares about the money” instead of saying that somebody is simply “rich”.

8. Exaggeration, hyperbole and big figures, for example: “You will use these pots all your life and

leave them to your children”, “Using this shampoo will make your hair healthy and shiny, despite the sun, chlo-
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rinated water or your diet’, “With these tires you can drive to the edge of the world — at least fifty thousand
kilometres”.

9. Revealing only partial information with a hint to special reasons. The aim of this trick is to re-
veal only a part of some information and leave an impression that you could say much more: “You know what |
mean...”.

10. Demonstration of uncertainty. The key is to create unclear basis regarding the characteristics of
some, e. g. “technical wonder” that you are negotiating on, in order to be able to change your position. This
method applies, when the transaction becomes useless to you. For example: “Sorry, you're talking about
things that | don’t really understand (that are unacceptable, incomprehensible)”. You can use this trick when
the other person goes into a great detail and doesn't tell you the essence.

11. Incomplete criticism: picking the weakest of your client’s arguments and “tearing it to pieces, giv-
ing facts”, thus creating the impression, that all other arguments are not even worth of considering. This works,
when the other person feels ashamed and doesn’t want to come back to the same topic.

12. The attribution of facts (arguments) to personal opinion. This involves attributing the oppo-
nents’ arguments to their personal views, which, just as that of anyone else, may be wrong. “This is just your
opinion” — such statements encourage you to oppose and defend your views. If the opponent tries to defend
his arguments, he drifts away from the subject under discussion and thus manipulator wins.

13. Distortion of arguments. The opponent’s arguments are distorted and presented as strange, for
example. “Your colleague told us...” These words usually lead to unconstructive reactions and defensive posi-
tions. One of the strongest influences on our subconscious is repetition. This method strives in advertising,
when constantly repeated advertising slogans just cram into your mind.

Il group of methods. Creating trust. Having gained the trust of another person, the manipulator
makes him unable to defend himself and resist. For example, a young technician, who has just joined a team
of people with almost thirty years of work experience, is muted and must listen and obey the advice of the old-
timers on how to work and what to do, because his experience, compared with the old-timers, is very little —
only university.

1. The emphasis on openness: “| will be open with you.” This trick conveys that a statement is reliable
and the person, who says this, is open. For example: “| will be open (straightforward) with you...”. This creates
the impression that everything that was said before, was incomplete or indirect. Such tricks help to draw atten-
tion to what will be said and at the same time encourage the partner to respond in the same way, by being
open, straightforward and honest.

2. Empty but pleasant statements, for example: “| don’t see any problem”, “The situation is under con-
trol”, “The process is taking progress”, “We will agree on the price”, “We both want the same”, although oppo-
nents may have completely different goals and plans. One of the most frequent examples is “I see that you
don’t have any more questions, so we can finish.”

3. Indulgence — the sweet talk, which weakens your ability of critical evaluation of what you hear and
see. For example: “Only you can decide”, “After all, you know best what it takes”, “You, as a wise man...”, “You
cannot fail to notice that this is a highest quality product’, and so on.

In most cases these are the most powerful and effective manipulation techniques, as they influence our
subconscious and reduce our critical thinking. Keep in mind that compliments have a positive effect, but sub-
servience may provoke an opposite reaction. A good compliment must be non-standard, based on facts and
prudent conclusion.

There are two methods of avoiding manipulations: active and passive defence (Mazeikiené, Peleckis
2011):
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Passive defence methods

Active defence methods

1. Retreat — increasing the distance, terminating a
contact, psychological or direct escape from the ma-
nipulator’s area of influence. Methods:

1. Change the topic of conversation to a less danger-
ous.

2. Avoid sensitive topics.

3. Avoid meeting in a critical moment.

4. Complete avoidance.

9. Isolate and don't discuss certain issues.

1. Control of information and its distortion:

1. Stereotypical behaviour (Everyone does that...).

2. Rationalisation (/ would probably do the same in
his shoes).

3. Risk reduction (Ignorance is a bliss).

4. Rationalization of the manipulator’s positive mo-
tives (He does this, because he wants to help this
organization survive. He is responsible for this or an-
other important area.)

2. Being speechless — blocking information:
1. Camouflage.

2. Deception.

3. Hiding feelings.

4. Refusal to act in order to hide feelings.

5. Ignorance.

2. Specific techniques:

1. Unpredictable behaviour, creativity (For example:
“Well, I'll play the “nothing happened” game and con-
tinue to work — we’ll see which one of us will be the
first to give up.”).

2. No response (“l am strong”, “I will not show that
something is wrong”).

3. Problem solving, analytical thinking, searching for
decision.

3. Blocking — building barriers. Methods:

1. Barriers of sense (“It doesn’t make sense to me in
general’, or ‘| don’t understand why this is neces-
sary?’).

2. Defining the role (“The situation (position, status)
does not allow me to discuss such things”).

3. Rejection — removal of the manipulator from your
environment:

1. Deprecation (“Let’s leave him alone”).

2. Ridicule.

3. Sharp comments.

4. Directly telling the person to leave you alone.

4. Management in order to influence the manipulator. Methods:
1. Shed tears.
2. Bribery.
3. Earn his favour.
4. Become friends
5. Get into his communication circle.

5. NONVERBAL COMMUNICATION IN BUSINESS NEGOTIATIONS

Business communication, negotiations and conversations, as well as human interaction in general, is
based not only on transferred information, but also on how that information was presented and what voice nu-
ances were used. Conscious or unconscious body signals that we send as we speak are important as well. As
people engage in communication, their bodies send numerous messages-signs of body language. According
to Allan and Barbara Pease, what is most important is not what you say, but the way you look while doing that
(Pease, Pease 2012). Joe Navarro (Navaro 2007) noted that non-verbal communication, also often referred to
as non-verbal behaviour or body language, is a way to convey information — just as a spoken word, except
that we do that by facial expressions and gestures, touching (haptics), physical movements (kinetics), posture,
body decoration (clothes, jewellery, hairstyle, tattoos), even voice tone, its timbre and strength (no matter what
the person says). Joseph Messinger emphasized that the basis of social credibility — the effect of movement
— significantly surpasses the impression we make by speaking or even our appearance. The message trans-
ferred by gestures enriches the speech, giving a special emphasis on the key words (Messinger 2013). Thus,
observing physical changes of the human body and gestures, allows us to create a more or less realistic im-
pression on the person’s state of being, mood, feelings, thoughts, expectations, intentions and their changes.
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5.1. Signs and signals of body language and determining factors

The beginning of serious research on non-verbal language is related to the book Body Language, pub-
lished by Julius Fast in 1970 (Fast 1970). Albert Mehrabian — a pioneer in research on body language
(Mehrabian 1971; Mehrabian 1972; Mehrabian 2009) — found that we convey 7 % of information by words, 38
% — by voice characteristics, and about 55 % of the information is conveyed by using non-verbal language. A
good negotiator must be conscious of and manage his non-verbal language, understand what he shows to his
opponent, as well as know how to understand his opponent’s body language and notice, when his verbal and
body language contradict or supplement each other. These are very important impulses that can drastically
change the course of the negotiations and their final outcome. The researchers Allan and Barbara Pease ex-
amined thousands of entrepreneurs and found out that about 60-80 percent of entrepreneurs watch body lan-
guage and form their opinion on a new person as fast as within the first four minutes. Their research also
showed that stronger arguments win negotiations over telephone, but this doesn’t count when meeting face-to-
face, because final conclusions are made based on what we see, instead of relying on what we hear (Pease,
Pease 2012).

The ability to understand the body language of another person or an opponent, as well as to predict,
what he thinks and feels, how he reacts and what he is going to do, is very important in business communica-
tion, business negotiations and business meetings. In order to develop this ability you need to put a lot of ef-
fort: to study the theory and apply it in practice. However, you also must pay attention to the ratio of seeing
and listening (hearing). According to Joseph Messinger, our listening methods are not ready to understand two
so different ongoing activities as watching and listening. We can’t focus on two different sensory processes.
We instinctively distinguish two automatisms — listening and seeing, but we can't put them together into one
joint listening process (Messinger 2013). In order to learn how to listen and see simultaneously, we need to
focus additional attention and put some extra effort, which will become additional communication capabilities in
the future.

Joe Navarro emphasizes the importance of reading body language, stating that non-verbal communica-
tion can reveal what someone truly thinks, feels and indents to do. For this reason, it is sometimes referred to
as an eloquent behaviour. People are not always aware that they also communicate without speaking, so their
body language is often much more honest, because in order to achieve their goals people carefully think over
their words. If you observe someone’s non-verbal behaviour and understand what he feels, plans and what he
intends to do, or if you figure out the meaning of his words, then you decipher his tacit language and can take
advantage (Navarro 2013). Body language is very informative and sends many signals, but they are ambigu-
ous, difficult and sometimes even impossible to interpret or shouldn’t be interpreted. The accuracy and quality
of the interpretation depends on the interpreter’'s knowledge and experience.

Body language or non-verbal communication includes many body language elements. Non-verbal body
language involves a lot of important aspects, such as posture, clothing style, accessories, gestures, facial ex-
pressions, smile, voice intonation, laughter, eye contact, the distance between the communicating parties,
touch, clap, dance, and physiological responses — sweating palms, forehead, paleness, acute facial and neck
redness, etc. It should be noted that some of the signs of non-verbal communication can be sent consciously
(natural or fake signs, signals), while the other part of the body signals are unconscious, produced as an in-
stant, instinctive reaction to received information without any thinking. However, all non-verbal communication
is controlled by the human brain. Joe Navarro emphasizes the importance to understand that the brain con-
trols the entire behaviour, both conscious and unconscious. This assumption is the cornerstone of our under-
standing of the entire non-verbal behaviour. There is no action — from scratching your head to composing a
symphony — which wouldn’t be governed and managed by the brain (with the exception of involuntary muscle
reflexes). Thus, based on non-verbal behaviour, we can understand what the brain wants to show (Navarro
2013). We can try to conceal our feelings or emotions, but we will send out some non-verbal signals neverthe-
less. It is extremely important to notice and understand these reactions.

Human response to the impact of the environment is associated with emotions and survival. During
thousands of years of human evolution, the brain has developed a simple system of responding to danger —
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stop, fight or flight — and rooted it into the nervous system (Navarro 2013). According to Joe Navarro, “ani-
mals and people respond to danger in the same way: at first they freeze, then run and, finally, fight. If we truly
responded to danger by fighting or running away, we would walk around in bruises — all beaten and exhaust-
ed. To freeze, when facing a threat is the most effective response” (Navarro 2013).

We freeze not only when facing danger, but also, e.g. when we hear a doorbell in the middle of the
night. The forms of freezing have changed during the long years of human evolution and are currently much
more subtle. Many people encounter the phenomenon of freezing during job interviews, after scolding, dur-
ing interrogation about things which, in their opinion, can put them in trouble, in cases, when you just want to
become “invisible” and other situations. People freeze, when, e. g., they are caught cheating, stealing or lying:
in case of a threat or revealed lies they react in the same way as our ancestors did — by freezing (Navarro
2013). A brief pause enables to assess the danger and make the decision for further action.

When freezing is not enough and danger remains present, or when freezing becomes not the best op-
tion (for example, when the threat is too close) the brain turns on the second response: flight. The purpose of
this response is to escape or at least get as far away from danger as possible (Navarro 2013). During human
evolution the response of flight has also acquired a variety of more subtle forms, but its essence it remains the
same — to get away, distance yourself from or to avoid unwanted people or situations. Seeking to avoid a
conversation with someone unwanted we may turn away and pretend that you don’t see him. Avoidance can
take many forms: closing or rubbing your eyes, or covering your face with your hands (Navarro 2013). Avoid-
ance also manifests in increasing the distance between you and the other person by sitting back, reclining,
placing some things on your lap (such as a computer, handbag), turning your legs towards the nearest exit,
etc. During business negotiations upon hearing an unattractive proposal or feeling threatened, the negotiator
of one side can move away from the representative of the other side of the negotiations, or close his eyes, rub
his eyes, hide his face in his hands or turn his feet towards the door. According to Joe Navarro, this behaviour
does not signify cheating, but rather indicates that this person feels uncomfortable. The old flight response to-
day manifests as an attempt to increase the distance. Thus, if your business partner increases the distance
between you and him at the negotiation table, it means that he doesn’t like something (Navarro 2013).

If people facing danger cannot stay unnoticed by freezing and cannot escape by flight, the only thing for
them to do is to fight. The response of fighting is the last tactical tool to stay alive by using aggression (Navar-
ro 2013). In the course of the evolution not only people, but also all mammals developed a strategy to turn
their fear into anger. However, in modern world this type of behaviour is not acceptable (and may even conflict
with the law), so, aside from the primitive response of fighting, people have developed several more subtle
fighting forms: disputes, quarrels, insults, unfounded accusations, belittling the opponent’s status, provocation,
bullying — all these are manifestations of hostility, which replace actual fighting in the modern day (Navarro
2013). Hostility to another person may be showed by posture, gaze or by violating another person’s personal
space. A sharp clash boils emotions, which hinder concentration and clear, objective thinking. Sometimes dur-
ing business communication, negotiations or conversations negotiators provoke the other side’s frustration and
anger on purpose, with the aim to reduce the opponent’s cognitive abilities and the ability of full, objective as-
sessment of the situation.

Body language in business communication and negotiations is important for several reasons:

— It reveals the opponent’s physical and emotional state, as well as its evolution;

— It complements, reinforces or weakens the spoken language;

— It enables those, who know how to read non-verbal communication signals, more or less exactly
determine, whether the opponent tells the truth.

According to Allan and Barbara Pease, “the basic communication signals are the same all over the
world. When people are happy, they smile, and when they are sad or irritated — they frown or look angry.
They agree or say “yes” by nodding their head. Apparently, nodding is innate, because blind people also do
that. Shaking one’s head in denial is also an almost universal gesture, learned in infancy (Pease, Pease
2012). However, aside from innate and genetically-determined body language, there are also non-verbal
communication signs, determined by the following factors:

—  Nationality — the same gestures in different nations may have different meanings;
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—  Culture — ethics, etiquette knowledge, educational level and other cultural aspects determine the
arsenal of body language signals;

—  Profession — a light handshake may be determined by the occupation, which requires to take par-
ticular care of one’s fingers;

— Acting skills — many people have greater or lesser acting skills and know how to play one or an-
other role not only using words, but also body language;

—  Temper, energy — people of different temper or with different energy levels use a different ampli-
tude and a different set of body language signals, which vary in their intensity and dynamics;

—  Health condition — someone feeling ill has a different look in their eyes, a different voice and slow-
er gestures (on the other hand, some disorders manifest in increased emotionality, excitability or irritability);

—  Social status — people with higher status usually use fewer gestures and the gestures are more re-
fined; they also move with dignity and slower than those with less power; in conveying information they mostly
rely on verbal language;

—  Belonging to a group of people — non-verbal behaviour may be influenced by the group’s tradi-
tions, norms and rules;

—  Age — age can change the speed of a person’s movements;

—  Coordination of non-verbal signals — people usually show their condition by more than one signal.
There should be a certain harmony between them, otherwise you could suspect your interlocutor of being dis-
honest;

—  Opportunities to send and receive signs of non-verbal communication — physical restrictions be-
tween people impede smooth communication.

5.2. Comfort, discomfort and ways to compose oneself in body language

In order to understand the body language of your opponent, you should not only monitor his movements
and gestures, but also how they change in the course of business conversation. The changes in the oppo-
nent’s body language mark the changes in his position. Therefore, in the processes of business communica-
tion, negotiations or business conversations you must carefully monitor when and why something happens.
The body of your business communication partner, the opponent is like the litmus test, showing whether your
actions and measures are correct and effective or not. It is impossible to monitor all of the opponent’s move-
ments and facial expressions, because during business negotiations and conversations you also need to think
and about other things. However, what is most important is to capture those moments, when your opponent’s
reactions change according to your reasoning or counter-argumentation, especially, if these changes are posi-
tive or negative.

Joe Navarro says that it's important to capture the way people behave, when they feel comfortable and
uncomfortable and use that in order to learn to understand what they feel, think and intend to do (Navarro
2013). When someone is in their comfort zone (feels well), his body language shows their good mental and
physical condition, manifesting in self-confidence, satisfaction, positive emotions and positive feelings. When
someone is experiencing discomfort, their body language shows stress, lack of confidence and bad internal
state.

However, the human brain is programmed in a way to make us pursue safety (or comfort) and, if possi-
ble, avoid risks (or discomfort). Our brain and body act together, soothing and giving confidence in safety (Na-
varro 2013). Joe Navarro refers to this as self-soothing behaviour (Navarro 2013). He argues that under-
standing how the response of freezing, flight or fight influences non-verbal behaviour, is only a half of the job,
because the response (especially to threatening or negative situations) is followed by the self-soothing be-
haviour — the brain stimulates the body to engage in consolatory (soothing) behaviour. These signs are
clearly visible and are easy to understand. It is important to notice and pinpoint them in a “real situation” (Na-
varro 2013; Navarro 2007). According to Joe Navarro, self-soothing behaviour is not unique to humans. For
example, in order to calm down dogs and cats groom their fur and each other. The options of self-soothing
behaviour for people are much more diverse. Sometimes it is very obvious and sometimes — hardly noticea-
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ble. Asked to give an example of self-soothing behaviour, most people think of a child sucking on his thumb.
Adults usually find less obtrusive and more socially-acceptable methods (for example, chewing gum, gnawing
on a pencil or a pen). Many people don’t even notice such subtle behaviour, which helps them calm down, or
don’t understand its importance in detecting other people’s thoughts and feelings. What a pity! It is crucial to
learn to recognise and identify signs of self-soothing in order to understand non-verbal behaviour. Why? Be-
cause self-soothing behaviour can tell a lot about people’s mental state (Navarro 2013).

In business communication or negotiations, it is important to notice your opponent’s signs of self-
soothing behaviour, which would signify that he feels constrained or has a negative attitude towards our ac-
tions and words, because “after actions that signify discomfort (e.g., sitting back away from the interlocutor,
giving a disapproving look, crossing one’s arms or clenching one’s fists) the brain commands hands to take
some self-soothing action” (Navarro 2013). Based on his experience Joe Navarro says that “touching and (or)
stroking your neck is one of the most important and most frequent self-soothing movements used in response
to stress” (Navarro 2013). In order to calm down women often cover or touch their neck dimple — they suffer,
experience fear and discomfort because of lying or hiding information (Navarro 2013). Joe Navarro believes
that self-soothing behaviour is much more significant and more reliable than attempts to determine whether a
person is telling the truth. They help us understand, what topics make people excited or anxious. As you learn
this, it often helps to find out carefully concealed information, which may give new insights (Navarro 2013).

The mechanism of self-soothing behaviour works like this: the brain sends a message, requiring imme-
diate soothing, and hands instantly react, performing an action, which helps to feel well again (Navarro 2013).
Everyone has their own habits of self-soothing behaviour: some chew gum, others smoke, eat more, gently
massage their neck, run their hand over their face, lick their lips, swipe their tongue on their cheek inside their
mouth, inflate their cheeks and then slowly exhale, rub their chin, caress their face, touch some objects (a
pencil, pen, lipstick, wristwatch, etc.), women often play with their hair, men brush over their chest or straight-
en their tie. According to Joe Navarro, touching one’s face, head, neck, shoulder, arm, hand or leg in response
to a negative stimulus (such as a hard question, a difficult situation or stress) should be considered as self-
soothing behaviour. Stroking on any part of your body doesn’t help to solve problems, but soothes and relieves
your anxiety. Men usually touch their face, women — neck, clothing, jewellery, arms and hair (Navarro 2013).
As you notice your opponent’s self-soothing behaviour during business communication or negotiations, you
should ask yourself: “Why is this person soothing himself?”. And, most importantly, “the ability to link self-
soothing behaviour with particular stressors can help to gain a much better understanding of the person’s
thoughts, feelings and intentions” (Navarro 2013).

In order to learn more about your opponent’s favourite self-soothing actions, you should follow several
rules (Navarro 2013):

1. Observe the self-soothing action. If you focus, eventually looking for signs of body language will be-
come easier.

2. |dentify the basic self-soothing method. Then you will learn to notice, when the use of that method in-
creased or intensified and will be able to take appropriate action.

3. If you noticed a self-soothing gesture, stop and ask yourself, “What made him do this?” It is clear that
this person is worried. Your task as a collector of non-verbal information is to reveal the reason.

4. Remember, that people almost always use self-soothing actions to calm down after experiencing
stress. Talking of whether a non-verbal sign speaks the truth, remember that as you move from the feet to the
head, faithfulness to the truth decreases. According to Allan and Barbara Pease, the further the body part is
away from the head, the more often we tend to forget it. For example, most people are aware of their facial
expressions and gestures. We could even identify some of them, like “putting on a brave face”, having a “dis-
approving look”, “enduring the suffering” or “looking happy.” We have a little less information about arms and
hands, even less — about the chest and stomach, followed by legs, and we most usually forget about your
feet. Legs show people’s attitudes, as most people seem to be unaware of what they do with their limbs and
they also don't use them for deliberate deceiving gestures as they do with their face. For example, a person
may look focused and composed, but his feet keep kicking the air in order to escape (Pease Pease 2012). Ac-
cording to the study on managers, conducted by Allan and Barbara Pease, “regardless of gender, lying man-
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agers unconsciously tend to increase their leg movement. The majority of the managers had put on a “poker
face” and tried to control their hands, but almost no one knew what they were doing with their feet. These re-
sults were confirmed by the psychologist Paul Ekman, who found that lying increases lower body movements
and observers have more success in exposing lies when they see the liar's body. This explains why business
leaders feel more comfortable hiding behind their desks with a solid front. Glass tables cause more stress than
massive ones, because through the glass surface you can see the legs, making it more difficult to control
yourself (Pease, Pease 2012). So, legs are the most “honest” body part.

5. The ability to link a self-soothing action with certain factors that caused the stress can help you un-
derstand your interlocutor better.

6. In some cases, in order to gain a better understanding of your interlocutor’s thoughts and intentions,
you may say or do something in order to make sure, if this is what puts this person under stress (as indicated
by increased self-soothing behaviour).

7. Note, which place of the body is used for self-soothing behaviour. This is very important, because the
greater the stress, the more the person will be caressing his face or neck.

8. Remember, the stronger the stress or discomfort, the greater the likelihood that a person will take
self-soothing action.

The ability to observe and identify self-soothing behaviour is an important measure to determine,
whether your interlocutor feels comfortable or not. The self-soothing behaviour also tells a lot about his emo-
tional state, feelings, intentions, expectations and the degree of their fulfilment, or planned actions.

5.3. Observing and interpreting body language

Joe Navarro provided 10 rules to follow in order to be successful in observing and decoding non-verbal
communication (Navarro 2013):

1. Become an insightful observer of the environment.

Joe Navarro states that “attentive listening is important to understand what was said, while careful moni-
toring is crucial in order to understand people’s body language”. According to him, “focused monitoring is nec-
essary to understand people and correctly interpret the signs of their non-verbal behaviour” (Navarro 2013).
Many people lack the so-called understanding of the situation, because nobody teaches that at primary
schools, gymnasiums or universities (Navarro 2013). However, luckily, perceptiveness can be acquired — this
skill can be developed by learning and applying knowledge in practice. If you're unobservant, don’t worry. This
weakness can be eliminated, if only you will take time and put some effort for diligent observation of the sur-
rounding world (Navarro 2013). According to Joe Navarro (Navarro, 2013), “observation — focused observa-
tion — must become a lifestyle. Being passive will do no good. It is a conscious, deliberate behaviour, which
requires effort, energy, concentration and constant practice. Attentiveness is like a muscle: training makes it
harder and if you don't use it, it will become weak. Exercise your muscle of attentiveness and you will be able
to understand the world better (Navarro 2013).

2. Observation in a certain context is the best way to understand non-verbal behaviour.

In order to understand non-verbal behaviour in real life and real business environment, we need to un-
derstand the real context. Then it will become easier to understand, what a particular behaviour means. For
example, crossed arms over one’s chest during negotiations may indicate that a person is trying to distance or
block himself from the information received and disagrees with the opinion that you provided. The same action
carried out at a bus stop in the middle of winter while waiting for a bus, will mean something different — the
desire to maintain warmth and fight against the cold.

3. Learn to recognize and decipher the universal non-verbal behaviour.
Universal signs of non-verbal behaviour are characteristic to almost all people. According to Joe Navarro, “cer-
tain body language is considered universal, because it is used by most people. For example, when people
press their lips in a thin line, this is a clear sign that they are worried and that something is wrong” (Navarro
2013). For example, sweating palms indicate nervousness and tension, raised eyebrows — surprise and
doubt, narrow or angry gaze — frustration, anger, while touching one’s mouth with fingers, pencil or a pen
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shows that the person is worried.

4. Learn to recognize and understand unique non-verbal behaviour. Aside from universal non-
verbal behaviour, some signs are unique, distinct and specific to a particular person. The longer you know
your business partner, opponent or interlocutor, the easier it will be for you to detect and identify his unique
non-verbal behaviour and make appropriate decisions.

5. As you communicate with people, try to figure out their basic behaviour. Joe Navarro draws at-
tention to the fact that “in order to understand the basic behaviour of the people that you communicate with on
a regular basis, pay attention to how they look, how they sit, where they keep their arms, how they keep their
legs, their posture and facial expressions, the angle they keep their head in and even where they normally put
or keep their belongings. Learn to distinguish between a calm and a tense face. As you learn to see normal
behaviour, you will gradually start to notice and understand abnormalities (Navarro 2013).

6. As you observe people try to look for several eloquent signs — behavioural patterns that oc-
cur at the same time or one after the other. According to Joe Navarro, your ability to understand people will
improve as you learn to notice a few or a group of eloquent non-verbal signs. These signals go together as
pieces of a puzzle. The more of them you have, the greater the possibility of arranging them in a full picture
(Navarro 2013).

7. Look for changes in a person’s behaviour, because they may indicate a change in thoughts,
feelings, interest or intentions.

Joe Navarro says that “sudden changes in behaviour can help reveal, how people process information
or adapt to exciting events. <...> Under certain circumstances changed behaviour might show the person’s
interest or intentions. Close monitoring of these changes can predict future actions and help to gain ad-
vantage, especially if those actions could harm you or someone else (Navarro 2013).

8. It is equally important to learn how to notice false or misleading non-verbal signs.

The ability to distinguish between real and fake signals may be obtained only through practical monitor-
ing experience. Joe Navarro states that you should not only focus on monitoring, but also carefully assess
what you see (Navarro 2013).

9. Being able to distinguish whether people feel free or not, will help to focus on the most im-
portant elements of behaviour in order to decode non-verbal communication.

According to Joe Navarro, you should look for two major things in human behaviour: comfort and dis-
comfort. If you have any doubt regarding the real meaning of someone’s behaviour, ask yourself, if it looks like
comfort (e.g. satisfaction, happiness, relaxation) or discomfort (anger, sadness, stress, anxiety, tension) (Na-
varro 2013).

10. Don’t be obtrusive in your observations.

Joe Navarro draws attention to the fact that “if you want to use non-verbal behaviour, you must closely
look at people and decipher exactly what their behaviour means. However, you should be careful and avoid
staring like many beginners do. Don’t be intrusive. The best strategy is to watch people, when they are una-
ware of this, in other words, without drawing any attention to yourself. Refine your observation skills until your
efforts bring not only fruit, but also nobody notices that they're being watched. It all depends on practice and
perseverance” (Navarro 2013).

Understanding non-verbal behaviour and its interpretation is not simple. Attempts to guess one or an-
other sign of non-verbal communication may often be faulty as the same sign can have many meanings. Ac-
cording to Allan and Barbara Pease, scratching your head may convey sweating, uncertainty, dandruffs, for-
getfulness, lies and other things (Pease, Pease 2012). In order to be correct in interpreting non-verbal com-
munication, you should follow three rules of sign interpretation defined by Allan and Barbara Pease (Pease,
Pease 2012):

1. Read groups of signs.

According to Allan and Barbara Pease, “both spoken and body language consists of alleged words, sen-
tences and punctuation. Every gesture is similar to a word that has many different meanings. The meaning of
words is revealed in combining them into sentences. Gestures form groups or, in other words, body language
sentences, thus reliably showing personal feelings or attitudes. In order to be sure about the meaning of some
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gesture, the non-verbal sentence should consist of at least three groups of gestures. Insightful people can
read non-verbal sentences and carefully line them with what the person actually says (Pease, Pease 2012).
According to Allan and Barbara Pease, the body language sentence, ‘I don't like what you say” (or ‘I disa-
gree”) usually goes with the gesture of putting one’s hand to the face, with the index finger touching the cheek,
the middle finger covering the mouth and the thumb holding the chin. Another critical example of the listener’s
disposition is crossing one’s legs, pressing one’s hand against one’s chest (defence) and lowering one’s head
and chin (disfavour/hostility) (Pease, Pease 2012).

2. Look for matches.

In order to create a reliable impression, you should monitor sign groups and compare them to verbal
language. According to Allan and Barbara Pease, studies have shown that non-verbal communication is nearly
five times more effective than the verbal channel (Pease, Pease 2012). Verbal and body language discrepan-
cies can be illustrated by the following example: let’s say some politician is passionately boasting about being
attentive and supporting the ideas of the youth, but if he has his hands crossed over his chest (defence) and
his chin lowered (adversity/hostility), will you believe him? And if he was trying to convince you that he’s good
and caring, but would just keep hitting the tribune with his fist? (Pease, Pease 2012)

We use our body language and words to emphasize our statements. Emphasizing the importance of our
words we raise our voice tone or repeat them. As we speak we also use our body — eyebrows, head, hands,
arms, torso, legs and feet — to emphasize what is important or in order to give our words an emotional tone. If
people speak honestly, the emphasis is considered to be a universal body language. Thus the brain partici-
pates in the conversation, communicating to the others that we are confident in our words. While in an oppo-
site situation the brain doesn’t support our words and we put a weak emphasis on our words or don’t empha-
size them at all. When people lie, they don’t emphasize their words. In order to decide, what to say and how to
deceive, liars use cognitive functions of the brain, but rarely think of how to present their lies. When someone
tries to invent some story that is only similar to the truth, the emphasis seems to be artificial and delayed; liars
rarely highlight what is important, usually focusing on relatively minor things (Navarro 2013; Lieberman 1998).
In order to figure out between truth and lies, the body language can be even more accurate and useful than
words. People are used to using their hands and emphasizing their claims with hand gestures, they sometimes
even start thumping on the top of the table in order to give more weight to their words. Others highlight their
words with their fingertips, making gestures or touching some objects. Hand movements complement honest
words, expressing thoughts and feelings. In order to highlight the message, we usually raise our eyebrows and
open your eyes wide (Knapp, Hall 2002; Navarro 2013; Navarro 2007).

And on the contrary: people fail to emphasize their words or don't really believe in what they say, when
they speak hiding their mouth behind their hand or talk with an indifferent facial expression. When people don'’t
believe in what they say, they control their facial expressions, limit their movements and perform other actions
that create a distance between them and their interlocutor. Liars often pretend to be thinking, for example, they
support their chin on their palm or gently stroke their cheeks as if thinking of the answer; this behaviour is
completely opposite to that of honest people. A liar needs time to evaluate what he has said and how his
words could be interpreted (Knapp, Hall 2002; Navarro 2013; Navarro 2007).

4. Associate gestures with the situation.

All gestures should be evaluated according to the situation and context. For example, crossing one’s
arms on the chest during business negotiations may signify “defence” and an attempt to distance from the op-
ponent’s ideas. While someone crossing his arms while waiting at a bus stop in a cold winter may simply be
trying to keep his body warm. According to Joseph Messinger, “80 % of your body movements or postures
change their meaning based on the context, or they are simple irrelevant gesticulation, with the exception of
repetitive movements, that are unchanging no matter of the context. This means that you must think carefully
before evaluating or explaining a certain movement (Messinger 2013).

Studying body language in business negotiations and conversations benefits from the opinions of Samy
Molcho, who noticed that “everything, what people feel ... very accurately reflects on their body language. Sen-
timental feelings make us open up or get away from the surrounding situation, causing such feelings as fear,
preparation for flight, evasiveness, getting away from the coveted receptive (open to the world around) and
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natural behaviour. All the negative feelings that take over you — when you feel underestimated, insulted for
lack of attention to you as a person, or to what you have to say — all of these grievances creates our energy
barriers. This, unfortunately, means that from this moment your open behaviour is severely impaired. The flow
of information between the sender and the recipient is terminated. Therefore, | rely on the fact that success
depends on the ability to find an emotional access to your partner or interlocutor, and the ability maintain this
connection, because my personal success depends on whether | am able to motivate people. But, this mech-
anism works only if | really understand and have a serious approach to not only my personal goals, but also
other people’s aspirations. Thus, | have to make my interlocutor believe that if he stands with me, he will fulfil
all of his desires and expectations. In short: in order to “conquer” other people, you have to get into their shoes
and try to find out their wishes and greatest desires, find out what motivates them, encouraging them to act,
and what could hinder their actions. If you do manage to get this information, the only thing remains is to ask
yourself: how could | remove the obstacles that hinder their enthusiasm, thus preventing them from going to-
wards success with me?” (Molcho 2006).

CONCLUSIONS

1. Each negotiator has his own unique arsenal of measures of speech used to influence the other side.
Thus, we can talk about individual strategic negotiating styles. Negotiations involve their own negotiating situa-
tions. The development of a strategic plan of a speech should distinguish its narrower aspect — the rhetorical
situation. A rhetorical situation is characterized by the following factors: the audience, the event, the speaker
and the speech itself. A negotiating situation is defined by more factors: the negotiator (negotiating team) of
one side of the negotiations, the represented organization, product or service negotiated, events, determining
the need for negotiations, the negotiator (negotiating team) of the other side of the negotiations and the organ-
ization represented, and finally, the rhetorical skills of the negotiators. The negotiating speech as a response
to a specific situation, to some extent will affect or change both the rhetorical, as well as the negotiating situa-
tions.

2. Public evaluative situations determine the focus on one’s own publicly-visible traits and concerns re-
garding the impression made on surrounding people. In this way the social environment motivates an individu-
al to control other people’s apprehension and evaluation during one’s self-presentation. Self-presentation in-
volves presenting the surrounding people with public information about yourself, thus creating your image and
consolidating your personal identity. The development of a personal image begins with an image you want to
create.

3. What is important here is not only the fact that a person is motivated to create an impression on other
people, but also what impression he wishes to create in order to reach his goals. The second step involves
choosing strategies, which could help reach these goals. These strategies are usually used in various combi-
nations rather than separately. The third step is the performance of self-presentation and its evaluation, de-
pending on many internal or external factors, where the major role falls not only on the properties, communica-
tion skills and style of the self-presenter, but also the situation of the -presentation itself.

4. The strategies of self-presentation reflect a great variety of possible impressions that can be created
by active public behaviour. Their goals depend on the personal structures of the self-presenter, his individual
skills and abilities to present himself, as well as external and situational factors. Self-presentation may be used
to achieve certain social and material results; also for strengthening one’s self-esteem and identity.

5. The major self-presentation strategies — consolidating, defensive, ingratiating and self-humiliating —
are characterised both by their potential advantage and risk of receiving opposite feedback than expected by
the self-presenter. The efficiency of public behaviour following a self-presentation influences self-presenter’s
further behaviour, the choice of new self-presentation strategies and the motivation of creating impressions
and their content according to the received feedback. Personal (individual, internal), interpersonal and situa-
tional (external) factors, determining the choice of strategies, are closely interrelated not only during the self-
presentation, but also when selecting goals and methods to achieve them.

6. Previous research on self-presentation did not focus sufficient attention on perceptual and cognitive
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processes, which take place, when participants select their self-presenting strategies. Many researchers pro-
vide data about attempts to create “the best” image and the clear feedback that comes from the audience,
omitting the stages, when a person begins to take care of his public image and evaluate his behaviour, con-
sidering how it could meet other people’s expectations based on their reactions. It remains unclear, how these
initial stages of image development and management contribute to self-presentation planning, which involves
examining the assumptions and conditions for creating a desirable image, which determines successful self-
presentation and ensures the support and approval of the audience.

7. Having discussed the factors determining self-presentation motivation and the choice of strategies, it
also remains unknown, which of these factors are more important for the self-presenter’s behaviour in devel-
oping a favourable image and which of these factors help or hinder successful self-presentation — the individ-
ual qualities of the self-presenter or the public social environment with its values and standards. In the further
research on self-presentation it would be interesting to analyse the change of human behaviour in public situa-
tions, depending on the hints provided by the situation on what kind of behaviour is expected, focusing on the
influence of external factors and keeping to the idea that there are great individual differences in adapting to
situational requirements. Based on the interaction of internal and external factors determining the quality of
self-presentation, we could say the self-presenter’'s focus on certain publicly-accepted behavioural standards
is determined by social pressure in public situations rather than the self-presenter’s qualities and values; there-
fore, public images (e.g. of political leaders, prominent artists, etc.) are created in advance, “choosing” per-
sonalities that correspond to these desirable images later on.

8. All the theoretical self-presentation models discussed earlier are based on studies conducted in
Western countries. Appropriate studies in Lithuania could enable us to analyse an additional self-presentation
aspect: how the strategies discussed earlier prove out in a society experiencing a transitional period from one
social, economic and political system into another, with a characteristic tension between the old and newly-
developing values, i.e. which reactions and changes could these strategies develop in this context.

9. Thus, if a self-presenter manipulates his social environment or, on the contrary, this environment (cul-
tural and social norms, other people’s prejudice, expectations, values etc.) shows the way for the self-
presenter’s effort in consolidating himself in the society. This issue should be answered by further studies on
self-presentation.

10. All business negotiations involve risk. Therefore, trust in the other side of the negotiations is very
important. Trust is particularly weak in cases of lack of information and when negotiating with strangers with
greater bargaining power and status. Trust may be built naturally over time, but negotiators rarely have such
opportunities. So sometimes the best option is to negotiate without risk, safely, cautiously, making an agree-
ment with several compromises, concessions and an exchange of some information. However, in order to
avoid risk we also may lose enormous opportunities and be unable to achieve optimal results.

11. Negotiators, like all other people, are often influenced by stereotypes. Stereotypes are rarely based
on personal experience. People usually pick them up in their childhood from their parents, teachers, their so-
cial groups or mass media. Stereotypes wear off and dissolve when people from these different groups en-
gage in closer cooperation, learn more about each other and seek for common goals. Thus, the image of the
interlocutor or the negotiation opponent is formed on the basis of these stereotypes. It's difficult to say how
accurate that first impression of the stereotypical image is. On one hand, almost any experienced adult could
quite accurately describe their interlocutor’s characteristics, such as psychological traits, age, social status and
profession based on clothing, language style, manners and behaviour. However, it works most accurately in
neutral situations, while in other cases, when people are interested in each other, the probability of errors is
higher. And the more the people (in this case the negotiators, interlocutors, opponents) are interested in each
other, the higher the probability of error.

12. The inequality of the interlocutors and opponents leads to perceptual errors resulting from the ad-
vantage factor. This scheme looks like this: when we meet someone with some kind of an advantage, we tend
to regard him more positively than if we both were equal on that parameter. And vice versa — if we have a
certain advantage, then we tend to underrate our interlocutor and transfer our advantages on the other of our
properties (parameters). Thus, the advantage counts only for one parameter, while the self-overestimation (or
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underestimation) is transferred on many properties. However, this scheme works only in case of significant
advantages.

13. Understanding and building trust with your opponent or interlocutor is very strongly influenced by
prior opinions. This determines how the recipient accepts and interprets information. Research shows that it is
very difficult to disprove wrong thoughts and lies if they have been logically supported. This phenomenon (re-
ferred to as the sustainability of belief) shows that beliefs can continue to strive even if their evidence was
proven wrong. So misperception about other people or oneself may continue to exist despite discredit. In order
to change opinions we need much stronger proof and arguments than to create them.

14. It is very important to be able to take off your mask, be open and sincere already at the beginning of
the business negotiation or a business meeting. Trustworthy relations are impossible without an open honest
communication. In order to have a better understanding of the characteristics of your business relationship
with another person, you have to take interest in his reactions to your own deeds in specific situations and to
evaluate the real consequences of your behaviour. With this information — how you were perceived, under-
stood and evaluated — received from different people you can see yourself in several different mirrors and
modify your behaviour in the further stages of the business relationship in the right direction, avoiding the mis-
takes and confidence-building problems incurred at the beginning of your conversation.

15. During negotiations the negotiating parties are trying to convince each other that their views and po-
sitions are the correct ones. To achieve this they use various measures — from logical proof, arguments and
various schemes to appeals, speculation, sophistry and manipulations.

16. Comments, objections and remarks are a natural part of business negotiations and indicate that the
opponent is listening and responding to the opinion and proposals made by the other negotiating party. And
business negotiations rarely go by without any opponents’ comments, contradictions and doubts. This reality
cannot be avoided — on the contrary: these contradictions do not stop the discussion and may be useful, as
they help to find out at least some of the doubts of the other negotiating party, ultimately helping to convince
them. The remarks and contradictions of the opponent actually mean that he is engaged in active listening and
processes everything in his mind. It follows, that there is no need to take the opponent’s remarks and contra-
dictions as obstacles. Many of these remarks become argument pointers and cues for additional explanations.

17. Reasoning in business conversation or negotiations is an attempt to convince the interlocutor or an
opponent to change his position or beliefs and accept the position of the other side of the negotiations by using
certain statements or evidence. What is important during a business conversation or negotiations is to differen-
tiate between serious evidence or arguments and attempts to manipulate or seek for other purposes.

18. During business negotiations both sides try to convince each other of the validity and veracity of
their views and positions. This purpose involves using various measures, from logical evidence, arguments,
replies, comments, contradictions or various schemes to appeals, speculations, sophistries and manipulations.

19. Making an argument in business negotiations is an attempt to convince the interlocutor or an oppo-
nent to change his position or beliefs and to take a position of the other side of the negotiations by using cer-
tain statements and evidence. During business negotiations in bargaining process it is important to distinguish
serious evidence or arguments and attempts to manipulate.

20. In developing negotiators’ negotiation competencies we should understand that manipulation is one
of the ways to protect one’s interests and achieve goals. It is a way of making the other negotiating party to do
what we want by using words and actions.

21. Manipulation refers to any action, which facilitates your interaction and complicates the opponent’s
situation. Manipulators’ goals include:

a) To distract the other side of the negotiations from their interests;

b) To make the other side of the negotiations lose their balance;

c) To benefit from the other side’s inadequate response and inability to recognise manipulation.

22. Some people’s resistance to manipulation is strong, others’ — not so much, and sometimes they get
used to these manipulations so much that they don’t notice being pushed towards a particular direction and
forget their goals, desires and interests or give unreasonable concessions even during important business
meetings. Professional manipulations are even harder to recognise.
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23. Business communication, negotiations and conversations, as well as human interaction in general,
is based not only on transferred information, but also on how that information was presented and what voice
nuances were used. Conscious or unconscious body signals that we send as we speak are important as well.
Observing physical changes of the human body and gestures, allows us to create a more or less realistic im-
pression of the person’s state of being, mood, feelings, thoughts, expectations, intentions and their changes.
This can be useful in choosing and implementing the measures of influence for the other side of the negotia-
tions.

24. Body language in business communication and negotiations is important for several reasons:

— ltreveals the opponent’s physical and emotional state, as well as its evolution;

— It complements, reinforces or weakens the spoken language;

— It enables those, who know how to read non-verbal communication signals, more or less exactly
determine, whether the opponent tells the truth.

25. A good negotiator must be conscious of and manage his non-verbal language, understand what he
shows to his opponent, as well as know how to understand his opponent’s body language and notice, when
his verbal and body language contradict or supplement each other. These are very important impulses that
can drastically change the course of the negotiations and their final outcome.

26. The ability to understand the body language of the other person or an opponent, as well as to pre-
dict, what he thinks and feels, how he reacts and what he is going to do, is very important in business commu-
nication, negotiations and meetings. In order to develop this ability you need to put a lot of effort, study the
theory and apply it in practice. Body language is very informative and sends many signals, but they are am-
biguous, difficult and sometimes even impossible to interpret or shouldn't be interpreted. The accuracy and
quality of the interpretation depends on the interpreter’s knowledge and experience.

27. Body language or non-verbal communication includes many body language elements. Non-verbal
body language involves a lot of important aspects, such as posture, clothing style, accessories, gestures, faci-
al expressions, smile, voice intonation, laughter, eye contact, the distance between the communicating parties,
touch, clap, dance, and physiological responses — sweating palms, forehead, paleness, acute facial and neck
redness, etc. It should be noted that some of the signs of non-verbal communication can be sent consciously
(natural or fake signs, signals), while the other part of the body signals are unconscious, produced as an in-
stant, instinctive reaction to received information without any thinking.
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