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KROS-KULTURNO
PREGOVARANUJE |
DONOSENJE ODLUKA

Pitanie:

Sta karakteride uspjeine
pregovarace?

. Globalni kontekst

Pregovaranje

« Multikulturalizam

Pregovaranije je proces diskutovanija
dvije ili viSe strana sa ciliem
postizanja obostrano  prihvatljivog
dogovora.

- Raznorodni stejkhlderi*
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Kulturoloske razlike pri pregovaranju
N
- Nivo prethodne pripreme

. Fokus na zadatak vs. Fokus na odnose

- Broj ukljuéenih osoba i njihov uticaj

- Generalni principi ili pojedinosti

Priprema
—

- Upoznavanie suprotine strane

- Takti¢ka priprema U\}EGOTIATION)

@ \B
- Koncept pregovora DISCUSSION s SKILL
- Tip pitanja DEALa::
- Argumenti comprodsE / AGREEME'\A'L
- Donosenje odluka 357 BUSINESS -

- Rizik, vrijeme...

T —

Proces pregovaranja

1. Priprema

2. Razvijanje odnosa

3. Razmijena informacija u vezi sa temom

NEGOTIATION

4. Ubjedivanje

5. Postizanje dogovora

a®
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Proces pI'GQOVCINiG
|
- Proces kreiranja medusobnog povijerenja

. Kulturoloske razlike

- “Nontask sounding”

. Faza 3: Razmijena informacija*

EXHIBIT 54 Differences among Japanese, American, and Brazlian Verbal Negotiating Behavior

Frequency per Half-Hour
Bargaining Session

American __ Brazilian

Bargaining Behaviors and Definition Japanese

Promise, A statement in which the source indicated his or her intention to provide 7
the targer with a reinforcing consequence that source anticipates target will evaluate
as pleasant, positive, or rewarding.
Threat. Same as promise, except that the reinforcing consequences are thought 4
1o be noxious, unpleasant, or punishing.
Recommendation. A statement in which the source predicts that a pleasant 7
environmental consequence will occur to the target. Its occurrence is not under
the source’s control.
Worning. Same as recommendation, except that the consequences are thought 2
to be unpleasant.
Reward. A statement by the source that is thought to create pleasant consequences 1 2
for the target.
Punishment. Same as reward, except that the consequences are thought to be 1 3
unpleasant.
Positive normative appeal. A statement in which the source indicates that the target’s I 1 0
past, present, or future behavior was or will be in conformity with social norms.
Negative normative appeal. Same as positive normative appeal, except that the target's 3 1 1
behavior is in violation of social norms.
Commitment. A statement by the source to the effect that its future bids will not 5 13 8
£0 below or above a certain level.
Seitdisclosure. A statement in which the source reveals information about itself. 34 3% 39
Question. A statement in which the source asks the target to reveal information 20 20 2
bout itself.
Command, A statement in which the source suggests that the target perform a 8 6 14
certain behavior.

The Influence of Culture on the Process of Business Negotiations in an Exploratory Study." Journal of International

Ubjedivanje
- NajteZa faza pregovaranja

- Prethodne informacije

- Tumadenije neverbalnih poruka

- Pripremljene taktike

Dogovor na osnovu pregovarania
- Podetna pozicija i ustupci
- Ekstremna pozicija

- Kulturolosko tumaédenje dogovora

- Stilovi pregovaranja®
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Tipovi pregovaraca
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- Ameriéki pregovarac

- Indijski pregovarag () } (0
A e | )
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+ Arapski pregovarad  EEEE C—
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- Svedski pregovarac =~
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- ltalijanski pregovaraé =0
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Donosenje odluka u Japanu

| |
o

Upravljanje multikulturalnim

regovorima
-k

- Poznavanje razlika

- Fleksibilnost u pristupu ’

- Inovativnost 5
- Upravljanje konflikiimT'i

"
L’ - |

Donosenje odluka i kultura
1 I —
- Percepcija rizika

Interni/eksterni lokus kontrole

Kratkoroéna vs. Dugoroéna orjentacija
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