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Y cTarTi po3rasHYTO BM/NB KYNLTYPHUX 0COBAMBOCTEN Ha €(DEKTVBHICTb BEAEHHS MiXHAPOAHWUX NEeperoBopis.
Cnuparounch Ha iCHytouy TeopeTuyHy 6a3y, aBTopy CTaBNSATb HA METI BU3HAUMTM 3B'A30K MK CTYNEHEM «Ky/bTYpHO-
ro iHavBigyaniaMmy» CTOPIH Ta 3ara/ibHOK e(heKTVBHICTIO NEPEroBOPHOro npotecy. OnncaHo 6a3oBi CUCTEMU BUMIPIB
KPOC-Ky/IbTYpPHUX MEPEroBopiB. [JoBeAeHO, WO Ky/IbTypaM i3 HU3bKUM PIBHEM iHAMBILyas1i3My BNacTBO CnpuimaTm
0OMiH MPONO3ULLISIMU SIK YaCTUHY MiArOTOBYOrO NPOLLECy, B TOM Yac SK NEPEroBOPHYKM i3 BUCOKO iHAMBIAYaTiCTUYHOO
Ky/IbTYPOIO CMPUIAMatoTh 1Oro SiK CKNafoBy NPOLEecy NPUAHATTA KOHKPETHUX pilleHb. ABTOPU AifLLAN BUCHOBKY, LLO
[NS HOCIIB BUCOKOKOHTEKCTHUX KY/BTYP, AKi XapakTepu3yTbCA HU3bKUM piBHEM iHAMBIAYanisMy — 06MiH iHhopma-
Li€l0 HOCMTb YacTO CMMBOJTIYHE 3HAYEHHS, B TOIN Yac K A5 HOCITB HU3bKOKOHTEKCTHUX KY/bTYp — MPaKTU4HO-Npu-
KnafHe 3HauYeHHs, L0 MOXe CYTTEBO BN/MBATMU Ha Xif, KPOC-Ky/IbTYPHUX NEeperoBopis.

KniouoBi cnoBa: KpoC-Ky/bTYpHi MeperoBopu, KpPOC-Ky/bTypHa KOMYHIKalisl, Teopis Ky/lbTYpHUX BUMIpIB,
Teopist BUCOKOKOHTEKCTHOI Ta HWU3bKOKOHTEKCTHOI KY/IbTYpW, KYNbTYPHWIA iHAMBIAYyaniaM, OOMIH iHchopMalLlieo y
nepemMoBuHaXx.

The article examines the influence of cultural features inherent in different countries on the processes and
effectiveness of international negotiations. Based on the existing theoretical framework for cross-cultural negotiations,
the authors set the goal, first of all, to determine and describe the relationship between the degree of "cultural
individualism” of the parties and the overall effectiveness of the negotiation process. To this end, the authors reveal
the role of culture as an important factor of influence on negotiation processes. The basic systems of cross-cultural
negotiations’ dimensions (characteristics), which are proposed in the theories of cross-cultural communications:
Hofstede's theory of cultural dimensions, Hall's theory of high-context and low-context cultures, etc., are described.
Among the dimensions (characteristics and factors of influence on cross-cultural negotiation process) proposed
in the above theories, the authors selected "cultural individualism" for research as one of the most important and
influential factors. Using methods of analysis and systemic approach, the presence of a certain dichotomy in the
established cultural approaches to information exchange during international negotiations has been determined. It
has been detected that direct exchange of information in the format of questions and answers during negotiations
can be perceived by the parties differently, depending on their cultural characteristics. It has been proven that it is
cultures with a low level of individualism that tend to perceive the exchange of proposals as part of the preparatory
process, while negotiators with a highly individualistic culture perceive it as a component of making specific decisions
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process, which should be taken into account when planning and organizing cross-cultural negotiations. The authors
concluded that for negotiators who are carriers of high-context cultures and are therefore characterized by a low
level of individualism, the exchange of information during negotiations often has a symbolic meaning, while for
carriers of low-context cultures (and therefore, significant individualism), the exchange of information has a practical
and applied meaning, which can have a significant impact on the course of cross-cultural negotiations.

Keywords: cross-cultural negotiations, cross-cultural communication, theory of cultural dimensions, theory of
high-context and low-context cultures, cultural individualism, exchange of information in negotiations.

MoctaHoBKa npo6Gnemun. [poBeaeHHS
KPOC-KYNbTYPHUX MNeperoBopis € yHOaMeH-
Ta/IbHUM KOMMOHEHTOM MDKHaPOAHUX [isI0BUX
BiJHOCVH. X BaXXIMBICTb HEMOX/MBO nepe-
OLHMUTK, OCKINIbKN Lie — OfHa 3 HaBaK/IMBILLMNX
rnobanibHUX HaBUYOK, SKAMU MOXEe BOMOAITU
MeHeKep-neperosipHuK. MocuneHHs npoue-
CiB €KOHOMIYHOT Ta NOoNITMYHOT rnobanizauii Ta
iHTepHauioHanizauil BUKAMKaNOo  NiABULLIEHWI
nonut Ha cpaxiByiB 3 MKHAPOAHUX KOMYHiKa-
Uii. Mpn UbOMY, iICHYHOTb CYTTEBI KY/bTYPHI Bif-
MIHHOCTI Yy nigxogax [0 BeAEeHHS neperoBopis
Ta yKagaHHsa yrog B pi3HUX KpaiHax. Kynbtypa
BMN/IMBA€E Ha NpoLecy BeAeHHSA NeperoBopiB Ta
yKnafaHHs yrof, i YCKNagHIoE X, OCKi/IbKA YUHUTb
BM/IMB Ha MNOBEAiHKY CTOPIH B XOAi Meperoso-
piB, CTW/I CMiNIKyBaHHA, iHTEpecu, npioputeTu,
MoZesii NOBEAiHKN, | BUKOPUCTaHHA neperoBop-
HUX cTpaTeriii. [locArTv 3rogun B KPOC-KyNbTYPHUX
neperoBopax CkIafHile, HiX Yy MOHO-KY/bTyp-
HWX, | HE BpaxyBaHHSA came Ky/NbTYPHUX acrekTiB
4acTo CTa€ MPUYMHOK NPOBaUTy MiIXXHAPOOHUX
nepemMoBUH. Yepes Leil BUCOKUI piBEHb MPO-
611eMHOCTI, 3 AKMM CTUKAKTbCA YYaCHUKN KPOC-
Ky/IbTYPHUX NEePEeroBopiB, YCILLHI KOMYHIiKaLiAHi
Mogeni, Wo AitoTb B HaUiOHa/IbHUX KY/IbTYPHUX
pamkax, HEeMOX/IMBO MNPOCTO MNepeHecTn Ta
3actocyBartu y MbkHapogHomy 6i3Heci un gunno-
MarTii. MofonaHHA o3Ha4YeHnX nNpobsem Bumarae
BVKOPUCTAHHSA Pi3HNX NeperoBopHUX NiAXOAIB Ta
TEXHIK, BMacTMBUX ONSA BIAMIHHUX KYJIBTYPHUX
cepepnosy,. Came TOMY BaX/IMBO PO3YMITU He
nuwe okpemi NpobsieMu Kpoc-KynsTYpHUX nepe-
roBopiB, asie WwypLly, naHoOpamHy KapTuHY Kysb-
TYPHUX BiAMIHHOCTEN. [laHa cTaTTa Mae Ha MeTi,
CMMpaKunUCb Ha BXe ICHYHUI AO0CMIMKEHHS, —
BU3HAYMTU | PO3LUMPUTI HAMPAMKA NiABULLEHHSA
e(heKTUBHOCTI  KPOC-KY/IbTYPHUX MEepPeroBopis,
i 30KpemMa — B3aEMO3A/IEXHICTb MK TakK 3Ba-
HOK «KY/NbTYPHUM iHAMBIAYyaniaMoM» CTOPIH Ta
e)EeKTUBHICTIO MEPEMOBUH.

AHani3 ocTaHHiX gocnigKeHb i nyonikawiii.
AKTUBHI OOCNIMKEHHA TEMU KPOC-KY/TbTYPHUX
nepemMoBuH posnoyanucs y 1960x pokax. Bxe
Yy paHHIX AOCNIMKEHHSAX 3a3Havyanocs, Wo Hawli-
OHa/IbHa KyNbTypa € BaXJ/IMBUM YMHHUKOM Yy
KpOC-KyNbTypHUX neperosopax [30]. 3 pokamu
3's1IBMU/10CS BCE OiNblie A0Ka3iB Ha KOPUCTb 3a3Ha-

yeHol Te3n [2; 6; 9; 12]. Myb6nikauii 3 pesynsra-
Tamu JOC/TigKeHb KPOC-KyNBTYPHUX NEPErosopis
HaBOAATb Pi3HY METOA0NOrI. Y pagi ny6nikauin
aBTOpaMy 3anporoHOBaHO BMlACHI BCEOCSKHI
cMCTEMU BMMIPIB, LLO XapakTepusyloTb Npupoay
KpOC-Ky/IbTYPHUX MNEePeroBopiB, asie He 3a/iexarb
Big BN/vMBYy 6a30BUX Mpaub Xodhctepa [16] Ta
«The Globe Study» [19], Hanpuknag — Canakyc
[29] Ta Coliep [33]. Mo-gpyre, iCHYKOTb AOCHi-
[DKEHHA, SKi MOCNYroBYKTbCA KateropiasibHUM
anapatom Xodpctega, Wo HabysB NoAasbLLIOrO
pPO3BUTKY: Hanpuknag, karteropis iHAMBiAya-
ni3my, 3anpornoHoBaHa Xodhctegom, Gyna pos-
JineHa Ha ropu3oHTa/IbHUI Ta BepPTUKasIbHWUI
iHAmBigyanism [31], Aki, B CBOK vepry, po3rniaga-
I0TbCA B [OC/IIKEHHAX KPOC-KYNbTYPHUX nepe-
rosopis [10].

BefeHHs AUNAOMaTUYHUX KPOC-KYNbTYPHUX
neperoBopiB posrnaganu y cBoix npausx bap-
CTOH [5], XaH i BangiHi [22], a cTpykTypa i1 norika
KPOC-KyNbTYPHUX MEPeMOBUH  AOCNimkeHa Y
po6oTax HikepcoHa [27], Dxacnepa [20], MipTca
[25], Nesiki [23], banniy [4], LUiselipa [34]. MeTo-
OVIKN NepeKoHaHHA B KPOC-KYNbTYPHUX Nepemo-
BUHax gocnimkeHi O’Kichom [28].

BugineHHA HeBMUPpilleHMX paHiwe YacTuH
3araJsibHOI Npo6nemMu. HesBaxaroum Ha 3HaYHY
KINIbKICTb HayKOBMX Mpaub y i cdepi, 3anmwa-
I0OTbCSA acnekTu, ski noTpebyTb MNOA4AbLUIOIO
JocnimKeHHsA. 30Kkpema, akTyaslbHUM € NUTaHHSA
BVMBYEHHS 3B'A3KY MiX BpaxyBaHHSAM CTYMNeHIo
KyNbTYpHOro iHAMBIQyaniamy CTOPiH B Mpo-
Leci BeeHHS KpPOC-KY/IbTYPHUX MeperoBopis Ta
edeKTUBHICTHO Taknx NeperoBopiB.

MocTtaHoBKa 3aBAaHHsA. MeTta cTarTi nons-
ra€ y 30iiCHEHHI aHanisy MpIOPUTETHMX KOM-
MOHEHTIB KPOC-KY/IbTYPHUX MepPeroBopis 3a4/is
BM3HAYEHHS PO/ KyNbLTYPHOro iHAMBIAyaniamy
CTOPIH Y AOCATHEHHA NOCTaBNeHuX Linei nepe-
MOBWH. BMKOHaHHS noctaBieHnx 3aBAaHb na-
HYETbCA 3A4INCHUTK, CNMPAKYMCb Ha MeToAu
knacudpikauii, oeaykuii Ta CUCTEMHOrO NiAXoA4y.

Buknag OCHOBHOro wmartepiasly pochni-
[)KeHHA. PO3yMiHHA Teopii Ta CYyTHOCTI Kpoc-
KYNbTYpPHUX MeperoBopis  BuMarae opmy-
JIIOBaHHA BU3HAYEHHA KJ/THOYOBOT KOMIMOHEHTU
JaHoro npouecy — Kynetypu. Kynetypa — ue
cknagHe Ta GararollapoBe MOHATTSH, SiKe OXO-
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NKOE BipyBaHHSA, LLIHHOCTI, 3BMYal, HOpMK NoBe-
[OIHKM Ta cMCcTeMU CMMBOAIB cycnisibcTBa. 3rigHo
3 pocnimkeHHamu Egsappa T. Xonna Ta l'epra
XotpcTena, Kynstypa [NMUMOMHHO BNAMBaE Ha
Crnoci6 MWC/MEHHs, CMifIKyBaHHA Ta MOBELIHKY
nogen. Po3ymMiHHA po3mMaliTb KynbTyp Ta iX KOM-
MOHEHTIB Ma€e BUpilla/ibHe 3Ha4YeHHs B Kpoc-
KyNbTYpPHUX MeperoBopax. Teopis Ky/bTYpPHUX
BMMIpiB XodhcTena [16] € 0co6/IMBO KOPUCHOHO
ANS NOSICHEHHS NOBEAiHKOBUX BiAMIHHOCTEN Yy
Pi3HMX KyNbTYpHUX cepegoBuwax. Lli BuMipu
BK/IOYAKOTb iHAMBIAYasi3M NPOTU KOMTEKTUBI3MY,
AVCTaHLilo BNaan, YHUKHEHHSA HEBU3HAYeHOCTI,
MacKy/iHHICTb MPOTU XIHOYHOCTI, [AOBroCTpO-
KOBY Opi€eHTaLjil0 MPOTM KOPOTKOCTPOKOBOI Opi-
€HTaUil Ta N06NaXIMBICTb NPOTU CTPUMAHOCTI.
Teopia KPOC-KY/IbTYPHOT KOMYHIKaLii BUBYAE,
AK CMINKYKTbCA NIOAN i3 PI3HUX  KYJIBTYPHUX
cepefoBuly, a TaKOX HEmnopo3yMiHHA | KOH-
NiKTN, AKI MOXYTb BMHUKATM B MPOLECI KOMY-
Hikaujii. EgBapg T. Xonn 3anponoHyBaB Teopito
BWNCOKOKOHTEKCTHOI Ta HN3bKOKOHTEKCTHOI Ky/lb-
Typu, WO6 MOACHUTU BMNANB KY/bTYpU Ha CTUNI
CrifIKyBaHHA. KynbTypu 3 BUCOKUM KOHTEKCTOM
(9K y Kutai Ta apabCbkux KpaiHax) 3Ha4HOH
MipOI0 NoKMafarTbCs Ha IMMAILMUTHY iHdopma-
L0 Ta KOHTEKCT, TOAI AK Ky/bTYpU 3 HU3BbKUM
KOHTekcTOoM (AK y CLUA Ta HimeuunHi) matoTb
TEHAEHLI0 00 NPSMOro Ta IBHOMO ChifIKkyBaHHSA.
Lla pisHMUA ocobnmMBO MOMITHA Nif 4Yac Kpoc-
Ky/NIbTYPHUX Neperosopis, Ae 06uasi CTOPOHU
MOBWHHI PO3YMITU CTU/Ti CMiNIKYyBaHHA O4HA OAHOT,
abu yHuKaTu Henopo3yMiHb Ta KOH(IKTIB.
Teopisi BMCOKOKOHTEKCTHOT Ta HW3bKOKOH-
TEKCTHOI KynbTypy Xonna [7] reHepye Bax/uBi
pekoMmeHzauil oA KPOC-Ky/NbTYPHUX Neperoso-
piB. Y KynbTypax i3 BUCOKMM KOHTEKCTOM /1Hoam
yacTo nepepgarwTb iHGOpmaLito 3a A0NOMOror
HeBepbasibHUX CUrHasliB, MepeX CTOCYHKIB Ta
ICTOPUYHOIO KOHTEKCTY. | HaBMmaku, CninkyBaHHA
B Ky/IbTypax i3 HU3bKUM KOHTEKCTOM € OinbL
NPSAMUM Ta SAIBHWM, CNMUPAKYUCh Ha YiTKe Bep-
6asibHe BUPaXeHHA Ta KOHKpeTHi aaHi. Mg yac
neperoBopiB, YHaCHVKN, L0 Hanexatb A0 Ky/b-
TYP BUCOKOIO KOHTEKCTY, MOXYTb OifibLue 30ce-
pemxyBaTucst Ha No6yaoBi 4OBFOCTPOKOBKMX Bifl-
HOCVH i AoBipWY, TOAi SIK NpeACTaBHUKN KYNbTYp i3
HU3bKMM KOHTEKCTOM MOXYTb HazasaTtu npiopu-
TeT yMOBaM KOHTPaKTy Ta KOHKPETHUM AeTasIsAM.
lepT XodhcTeq 3anponoHyBaB LWICTb KY/bTyp-
HUX BUMIpiB [18], AKi gonomaratoTb MNOACHUTK
NMoBejiHKy Ta NMpoLecy MUCNEHHA B PI3HUX KY/lb-
TYPHUX KOHTEKCTax:
— |HOuBIiOyasniamM npomu  Ko/IeKmugismy:-
iHOMBIQYaNICTUYHI  KyNbTYpX HarosiowyTh Ha
0COOMCTUX [OCATHEHHAX | c€BOOOAI, TOAi SK

KOJTEKTUBICTCbKI KY/NIbTYpU 30CEPeKYTbCA Ha
rpynoBux WiNax i cnisnpadi.

— JucmanyitosaHHsi 81adu: Uuein BUMIP
BifoOpaxae CTyniHb, [0 $SKOro CycnisibCTBO
npuinmae HepiBHWIA po3nogin Bnaau. Kynbtypu
BVMCOKOIO CTYMEHI AMCTaHLUil0BaHHA BU3HAOTb
iEpapXiYHNn NOPSAOK | aBTOPUTET, ToAi 5K Ky/lb-
TYPU HM3bKOTO — HAaro/ioLWyTb Ha PIBHOCTI Ta
cnisyyacti.

—  YHUKHeHHsI HeBU3Ha4yeHOCmi: XapakTte-
pU3y€e TONIEPaHTHICTb CyCMiNbCTBa A0 HEBU3Ha-
YeHOCTi Ta [BO3HAYHOCTI. KynbTypy YHUKHEHHSA
BMCOKOrO PiBHS HEBM3HAYEHOCTI MatTb TEH/EH-
Lit0 BCTAHOB/OBATK AeTaslbHi npaBuia 1a npo-
uenypu ANnA 3MeHLeHHS HeBU3HA4YeHOoCTi, Tofi
AK IHLWI — nerwe cTaBaTbCA 40 ABO3HAYHOCTI.

—  MackyniHHicmb  npomu  XXIHOYHOCMI:
«YOMOBIYi  KYNbTypu»  LHYIOTb  KOHKYPEHLitO,
[OCATHEHHS Ta MmarepiaslbHUA ycnix, ToAi SK
<OKIHOYI KyNbTypu» HajatoTb MPIOpUTET CniBM-
paLi, CTOCYHKaM i SKOCTi XXUTTA.

— [Moszocmpokosa opieHmayiss  npomu
KOPOMKOCMPOKOBOI: KyNbTypW, OPIEHTOBaHI Ha
[OBIOCTPOKOBY MEepCneKkTuByY, 30CepekytoTbCs
Ha MaliByTHIX LINAX i NOCTIAHMX 3ycuUnnsx, ToAi
K Ky/IbTYPW, OPIEHTOBAHI Ha KOPOTKOCTPOKOBY
nepcrnekTney, BigOal0Tb MNPIOPUTET HEranHum
notpebam i WBNAKAM pesy/ibTaram.

—  [Mo6naxausicms Mpomu cmpumMaHocmi:
«NOGNAK/IVBI  KYNbTYpPU» 3a0X04YylOTb  BislbHE
3a/10BOJIEHHA OCHOBHUX JTIOACLKMX 6aXaHb, Togj
K «CTpUMaHi KynbTypu» MigKPec/oTb CcoLji-
a/TbHI HOPMU Ta OBMEXEHHS.

KoHuenTyanbHi pamkn Xodctega Ta «The
Globe Study» Hanexatb [0 HalbiNbLWNX
OOCNiMKeHb, SIKi NPoOBOAMNUCS B raslysi Kpoc-
KyNbTYPHOIO MEHeKMeEHTY [16; 19]. Y 1970-X pp.
XodhcTe NpoBOAUB ONUTYBAHHA B pamMKax BHY-
TPILLUHBbO-KOPMOPaATUBHUX  AOC/ILKEHb  Cepes
117000 meHepxepis IBM i3 50 kpaiH i BuBIB
crioyartky 3asHadeHi suwe sumipn: 1) IHA, (iHan-
Bigyaniam); 2) ABJ1 (guctaHuitoBaHHA Bragw);
3) MCK (mMackyniHHIiCTb); 4) YHB (YHUKHEHHA
HeBM3HayeHocTi) [15]. A B HacTynHoMy Aoc/i-
[DKeHHi — goaas n'atuin Bumip: 5) ACO (posro-
CTpOKOBa opieHTauis) [17].

Pe3synbratn Moro gocnifpkeHb BKasylTb Ha
3Ha4Hi HauioHasbHI BIAMIHHOCTI 3a Has3BaHUMU
napametrpamu. B cepeamHi 1990x pp. y Agocni-
[KeHHi «The Globe Study» 6yno BiATBOpeHO Ta
PO3LWMPEHO AOCNIAHULbLKMIA nigxig Xodctepa:
B MDKKOpPNOpPaTMBHOMY AOC/ILKEHHI 6yno onu-
TaHo noHaz 17000 meHekepis i3 951 komnaHii,
Lo npauBanun y 3 pisHUX rasty3sx, noxoannm
3 62 KynbTYp, 59 KpaiH. JocnigXeHHA BpaxoBy-
Ba/10 MOX/IMBY Pi3HOMAHITHICTb KOpropaTUBHUX
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KynbTyp Ta ranysesi ocobnmBocTi. «The Globe
Study» 3as3Haumnn 9 sumipis: 1) CBI1 (camo-
BMeBHeHiCTb); 2) OE® (opieHTauis Ha edek-
TUBHICTb); 3) OMB (opieHTauis Ha MaibyTHE);
4) IKN (iHCTUTYUiHMIA KonekTuBi3M); 5) BKIJI
(BHYTpPILWHBLOrPYNoBuWii  KoNnekTueiam); 6) TEJ
(reHoepHwuid eranitapuam); 7) ABJ1 (guctaHuito-
BaHHA Briaav); 8) YHB (YHVWKHEHHS HeBu3Haue-
HocTi) Ta 9) TOP (rymaHHa opieHTauis) [19].

Kpim Toro, «The Globe Study» 3anposagunu
nogin M KynbTYPHUMU LHHOCTSAMU («HAK Mae
6yTU») i NpakTuKkamm («HAK €») y CBOIX BUMI-
pax. IHWuMK cnoBamu, Te, AK JII0AN CTBEPOXKY-
t0Tb, LLIO BOHW NMOBOAATLCA B MEBHUX CUTYyaLisAX
(Ha OCHOBI «LJIHHOCTE 32 3aMOBYaHHAMY) i Te,
AIK BOHW NOBOAATLCA HacnpasAi — NpakTuka, npo
AKY BOHW MOBIAOMNAKOTE Cami — pO3rnagacTbca
3a [0MOMOrot ABoX pPisHUX nigxoAis. 3a gono-
MOTOH LbOro noAiny nepeabdavyactbCcs BUABUTU
MOX/MBI  HEBIAMOBIAHOCTI  MiX  KY/NIbTYPHOH
peasibHICTIO Ta Ky/NbTYpPHUM igeasiom, Wo CTBO-
ptOE A0AATKOBUI IHCTPYMEHT ANsl aHani3y B XoAi
pocnipkeHb [24]. Migcymosytoun, «The Globe
Study» nNpoAOBXUNO, BAOCKOHa/IWIO Ta OHO-
BMNO poboTy MNodhctena sik 3a 06¢sArom, Tak i 3a
METO/0/10TIEH.

Pe3ynbrat nokasykTb, WO iCHYE O4YeBMAHA
AVXOTOMISt Y CDOPMOBAHUX KY/IETYPHUX MiAXO-
fax [o Toro, Ak obMmiHoBaTUCA iHGhopMaLieto.
Cxoxe, WO Ua AUXOTOMIS PO3TAryeTbCA B3L0BX
wkanm IHO Xodoctepa. Mpamuin 06MmiH iHDOp-
MaLi€t0 PO3YMIETLCA AK KOHLEMLISA CMiNIKyBaHHSA,
KO/IM ofHa CTOpPOHA CTaBWUTb MPsAMI 3anuTaHHS,
iHWwa Bignosigae, i Haenaku [1]. BignosigHo,
NPSAMUIA 06MIH iHGhopMaLied BnacTUBUA Npea-
CTaBHMKaM KynbTyp 3 BUCOKMMMK MOKa3HUKamu
IHA [3]. B KynbTypax i3 HU3bKUMMK NOKa3HUKaMK
IHA, o6miH iHdhopMaLieto, 30a€TbCS, PO3YMItOTb
no-iHWOoMy: M BNacTMBWiA HENPAMWIA nigxig, i3
BMKOPUCTaHHAM LLIABGNOHHUX NUCbMOBKX NPOMO-
3ULIRA, SKUMW CTOPOHM OOMIHIOIOTBCA — came Tak
nepegarouv iHdpopmadito [1]. B kynstypax i3 Hu3b-
KUMWU nokasHukamu IH/ BUABNEHO nepeBakHe
BMKOPUCTaHHA pPeuunpokHOro 06MiHy HenpsiMoro
iHdopmavieto. OTpMMaHi HeogHO3HaYHI BUCHO-
BKM LLOZ0 NMUTaHHSA NPO Te, YN HaaatoTb nepesary
NeBHI Ky/IbTYpY 06MiHY iHTerpaTMBHO iHhopMa-
uieto. Taky CXWIbHICTb MPUNUCYOTb KyNbTypam
i3 BUCokumM piBHem IH/ [8], Toai siK y Mikdpipmo-
BUX €/IeKTPOHHMX NeperoBopax rnomMivyeHa npo-
TUNexHa tTeHaeHUia [13]: B KynbTypax 3 HU3bKUM
piBHeM IH[ 06MiH iHTerpaT1BHO iHGhopMaLieto
€ aKTUBHIWMM. OOHUM i3 MOX/IMBUX MOACHEHb
JaHoOMy (DeHOMEHY MOXe OyTW Pi3HOYMTaHHSA
TEPMiHY «iHTerpatmeHa iHdpopmauis». Taki YHi-
BEpCaUIbHi C/10Ba, K Hanpuknag, «iHterpatMeHa

iHghopMaLisi», 3HaxoasaTb NIATPUMKY B 6araTtbox
KynbTypax [32], ane Biapi3HAKTbLCS CNOCO60M iX
T/IyM@yeHHs. IHWWMK cnoBamu, OTPUMAHHS LiH-
HOI iHdpopMmaL,ii Bif, iHLLIOI CTOPOHW B XOAi nepe-
roBopiB Big0yBa€TLCA B OINbLUOCTI KY/bTYP, ase
Te, UM Ue pobuTbCH yepes B3aEMHI 3anvTaHHS
Ta BIAMNOBIAj, UM LWIASXOM PO3POOKM NPONO3unLii
6e3 06MiHy BaX/IMBOK YCHO iH(hopmauieto 3a
CTO/IOM — 3a/1€XUTb Bif, Ky/IbTYPHUX pamok. Mpu-
MITHO, LLIO HWXHI Kpali Wwkanu IH[, nepeBaxHO
CTOCYETbCS KpaiH «r106asbHOro niBAaHs», To6To
NatuHcebkoi Amepuku, Asii Ta Adpukn [16], ge
OTPUMAHHSA iHGopMaLii NpPo NpiopUTETU IHLLIOT
CTOPOHW B Neperosopax Moxe OyTu nos’si3aHe
3 HenpsiMMM 0OMIHOM iHGhopMaLieto, K Hanpu-
knag, ue sractmeo ana Kutaw [2]. Tomy He
[OVIBHO, LLO B Ky/NbTypax 3 HU3bKMM MOKa3HWKOM
IHA i Bucokum [BJ1 06MiH neplwmmn nNponosu-
LisMn B neperosopax BifbyBaeTbCA B MPOLECi
360py iHhopmaLii, ToAi AK Y Ky/ibTypax 3 BMCO-
kMM piBHeM IH/ i H1U3bkuM [BJ1 — nepLui npono-
3uUiT B NeperoBopax MarTb Ha MeTi KOHcosiga-
Ljito iHpopmadii [2].

3BiACK MOXHa 3p06UTN BUCHOBOK, LLO KON
AN OHMX Ky/bTYp NPono3uuis B neperoopax
€ 3ac060M 0O6MIHY IH(popmaLieto (NPU HU3bKOMY
IHA), TO 4NA iHWKX KyNbTyp — Taka npono3uLis €
CK/1aZ10BOKO MEeperoBopHoOro npotecy (npv Buco-
komy IHA). BignosigHO, akTMBHWUIA 0OBMIH iHGOPp-
Mauiero nepes nepLuvMy NponosuLisMu B nepe-
rosopax 306i/bLUye X eDEKTUBHICTb B KY/bTypax
i3 BUCOKMM piBHeM IH[, i 3meHWwye ediekTuB-
HICTb Y neperosopax CTOpIH, L0 BiHOCATLCA A0
KynbTyp i3 HU3bkUM piBHeM IH/ [2]. Lleid BucHO-
BOK TakoXX MOXe MocTaBuUTW Mif, CYMHIB 3arasibHy
3aCTOCOBHICTb lapBapacbkoro metoay [11], ae
aBTOPM BUCTYNatTb 3a NPsiMi 3anMTaHHA Ta Bi-
noBiAj 38419 AOCArHEHHSI MakCUMaslbHO MO3UTUB-
HOro edoekTy Bif MeperoBopiB, B He 3a/1eXHOCTI
BiJl KpaiHu, a 0TXe — Ky/IbTYPHUX 0CO6/IMBOCTEN.

Lle ogHUM Bax/IMBUM acnekTtom nepero.o-
piB € gosipa [14]. ICHyOTb pi3Hi hakTopu, Ha
AKX I'PYHTYETLCA AoBipa. Tak 3BaHa «30BHILLHA
JoBipa», Hanpukiag, 6a3yeTbcAa Ha npaBo-
BMX CUCTEMax, KOHTpakTax, CyAoBuX npoLecax
i NPaBOOXOPOHHUX opraHax [26]. Came ToMy
MOZAENi «30BHILLIHbOT A0BIPU» MatoTb 6asyBaTuUCS
Ha BMCOKMX nokasHukax CBI1 Tta IHA i HM3bKnNX
nokasHukax ABJ1.

BucHoBku. OcobnmBy yBary y cTatTi npugi-
NIeHO poni KynbTypK AK K/F0HOBOTO hakTopa, Lo
dhopmye neperoBopHy CTparerito. Y AOC/IAKEHHI
PO3INAHYTO OCHOBHI KOHLIENL,i KPOC-KYNIBTYPHUX
BiAMIHHOCTEN, 30KpemMa MofeNb Ky/bTYPHUX
BMMipiB I. XodhcTena Ta TEOPIt0 BUCOKOKOHTEK-
CTHUX | HU3bKOKOHTEKCTHUX KynbTyp E. Xonna.
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Cepep, pi3HUX UYMHHMKIB, WO BMIMBaOTb Ha
neperoBOpHNiA Npouec, BapTo BUALIMUTU «KYSb-
TYPHUIA iHAMBIAYaNi3M» SK OOUH i3 HanBaxu-
BiLUMX. 3a A0ONOMOroK aHanisy ta CUCTEMHOro
niaxoay BUABNEHO HAABHICTb AUXOTOMIT Yy CNOCO-
6ax 06MiHy iHGbopMaLlied MiXX npeacTaBHUKaMM

Pi3HUX KyNbTyp. Pesynsratn foCnigjKeHHs noka-
3yl0Tb, L0 BPaxyBaHHA PiBHA iHAMBIAyasizMy
CTOPIH € KPUTUYHUM O/191 LOCATHEHHS YCNiLLHUX
NMeperoBOpHNX pe3ysbTaTtiB He3as1eXHO Bif TOrO,
Yy/M Hanexarb CTOPOHU [0 BUCOKOKOHTEKCTHUX
a60 HN3bKOKOHTEKCTHUX KY/BTYP.
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