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Language OF BUSMESS NEGOTIATION:
THE GO!БЕ GF BUSIUESS AND LANGUAGE ETlQUETTE

The autLor describes tLe linguistic mechanisms used in business negotiations to strengtLen 
tLe rhetoric of exchangi ng text messages, to show which strategies of language com num wad ion 
in Lusiness (Lased on linguistic data) are tLe most efffcttve, and to show Ihat the general code 
of tLe language is Lusiness etiuuette.

Кеу wards'. Lusiness and language etiquette; Lusiness discourse; negotiation strategy; 
language mampulation; language negotiation skills.

ЯЗЫК dEJIDBlhX UEFEEGBGFGB:
VGdENC Д1Е IC)BC)EC) N ЯЗЫVOBOEO 3TNNETA

Abtop onucuBaeT nuHrBUCTuneckue MexaHu3Mbi, ucnodB3yeMue в gedoBux neperoeopax 
для ykpenneHua punopuku otiMeHuBanucB neccnoBUMu cooбщeнuямu, чтобы noca3anb, kakue 
cnpaneruu языkoвoro oбщeнuя в 6u3Hece (Ha ocHoBe duHrBucnuneckux gaHHux) являются 
Hau6odee эффeknuвнымu, u noca3anb, uno oбщuй kog языкл — gedoBoro anucena.

Ключевые слова. gedoBod u языkoвoй anucen; gedoBod guckypc; cnpaneruH Begern-iH 
neperoBopoB; язык^вян MaHunydHuuH; HaBbiku BegeHuH h3ukobux neperoBopoB.

Business negodadon is a duel of two competitive forces tLat opt for achKegTg 
he same goal - to get the full, higL-stakes Lusiness contract and adyantage oyer 
tLe oher party, Lut only one of them can eyentually feel yictorious and satisfied, at 
tLe end of tLe negodadon sessicn. TLe key issue in sucL fasdpaced and dynamic 
Lusiness contacts is to respect tLe code of professicnal meedngs, hat is tLe 
Lusiness edquede, of uhcL tLe most natural emanation is tLe language employed 
in Lusiness meedngs.

Business negodadon is a typlcal game of influence; tLe sald one is always 
reaLzed Ly codihed negodadon strategles. Negotiation partners put them in force 
to defend heir interests and to maximize tLe Lenefits for heir company, in tLe first 
place, Lut simultaneously tLey also act touard achievable solutdons uhicL wculd 
Lring them closer to a judicious compromise satisfactory to LotL sides according to 
tLe code of Lusiness edguette. hi so many words, Lusiness negodadon can Le 
suttcssltl1 only wtien in tLe end tLe negotiators readied 01^115115 on the l'inal deal 
witli and tLey are \vill ing to cooperate again Ti tLe future.
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That being said, the present рарег outlines the general business language 
negotiation strategies oppimi/ing eoinniuniaation in a professional business 
environment where vulnerable balance between “to have” (to reach aimed 
negotiation goals) and “to be” (to keep decent ^^^^eahow^hp mith the people we 
negotiate with) can only be uphold when all participants of the negotiation act 
respect the busmess etiquette code, as setting the negotiation agenda, welcoming 
and establishing rapport, making proposals, expressmg priorities, bargaaimg. or 
concluding. To keep a clear semantic charge of an addressed busmess text 
message, the sender and the recelver have to have at least a good command of 
business discourse, especlally on the level of lexls. The author of this paper 
focuses on lingmsdc mechanisms emploved m busmess negotiation to enhance the 
rhetoricitv of exchanged text messages, to show which language commumaation 
strategles m busmess (backed up with hTl^дcistlc evidence) are utmost effeetive, 
thus which fall mto the general code of language-bnsmess etiquette to ke^tone: this 
wav, it n^v become a must for each and everv busmess maker.
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