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COMMUNICATIVE PARADIGM OF MASTERING
A FOREIGN LANGUAGE IN THE SYSTEM
OF HIGHER EDUCATION OF UKRAINE

The purpose of the article is to provide theoretical substantiation and development of a model for teaching students of
Ukrainian higher education institutions in other language communicative negotiation skills. The methodology involves the comprehen-
sive use of general-scientific philosophical and cultural approaches to the realization of the purpose of scientific intelligence and a set of
methods of linguistics, pedagogy and cultural studies. This research is performed in the framework of the integration approach to the
communication process, from which the success of communication is largely determined by the awareness of the linguistic, cultural and
communicative-communicative features of communicants that are manifested in strategies (methods) for achieving practical goals. The
scientific novelty of the obtained results consists in considering the formation of professional communication skills in a foreign lan-
guage as a conglomerate of professional communication, the identification and description of linguistic, stylistic, sociocultural, communi-
cative and behavioral characteristics of the negotiations, as well as the further development of a phased model for students of non-
philological specialties, to carry out an effective process of intercultural communication. Conclusions. Mastering intercultural, profes-
sionally meaningful communication involves the learning of professional concepts, socio-cultural values and communicative norms of
the foreign cultural community as intercultural interaction, and, first of all, in international negotiations, the role of awareness of their own
culture and cultural specificity of the partner, as well as the degree of readiness adequately, from the standpoint of ethnic-liberalism,
perceive the professional culture of another community. The main components of the content of learning the skills of constructing a
communicative process in a foreign language are: structural organization of communication; meta-communication tools, secured at each
stage of communication; strategies and tactics of the communication process at each stage of its implementation; communicative acts,
most typical for the negotiation process; style of communication, taking into account non-cultural specifics for the preparation and suc-
cessful implementation of a communicative act.

Key words: communication, intercultural communication, communicative process, foreign language, communicative compe-
tence.

KoemyH OkcaHa AHamouliigeHa, kaHOudam nedazoaiYHux Hayk, doueHm kaghedpu nedazoaiku, meopii i Memoouku noyam-
koeoi oceimu [IBH3 «[llepesicnas-XmenbHuybkuti AY imeHri pueopis Ckosopoduy»; KoemyH OnekcaHOp Bikmopoeud, kaHOudam
icmopuyHux Hayk, doueHm kaghedpu meHedxmeHmy oceimu i npakmuyHoi ncuxonoaii ABH3 «[epesicnas-XmensHuuybkud AlMY imeHi
Ipueopis Ckosopodu»

KomyHikaTuBHa napagurma oBonogiHHA iHO3eMHOI0 MOBOIO B CUCTEMi BULLIOT OCBiTU YKpaiHu

MeTa gocnigxeHHs nonsirac B TeopeTUYHOMy OBrpyHTYBaHHI Ta po3pobui Moaeni HaBYaHHS CTYAEHTIB BULLMX HaBYamnbHUX
3aknagiB YKpaiHy iHLIOMOBHUM KOMYHIKaTUBHUM NEpPEroBopHUM BMiHHAM. MeTogonorisa JocnimpkeHHs nepenbadvae KOMMMIEKCHe BUKO-
PUCTaHHS 3aranbHOHayKoBUX (DiNOCOdCbKO-KyNbTYPOoriYHMX NigxoaiB A0 peanisalii MeTn HayKoBOI PO3BigKM Ta CyKYMHICTb MeToadiB
NIHrBICTMKM, Negaroriku i KynbTypororii. [laHe [oCnifkeHHs BUKOHAHe B pamKax iHTerpauiiHoro nigxogy A0 NpoLecy KOMYHikaLii, 3 no-
31U AKOrO YCNILLHICTb CMiNIKyBaHHA 6arato B YOMY BU3HAYa€ETbCS YCBIQOMIIEHHSAM CTOPOHAMM MiHMBOKYNbTYPHUX, COLLIOKYNbTYPHUX Ta
KOMYHiKaTMBHO-MOBEAIHKOBMX OCOBNMBOCTEN KOMYHIKaHTIB, siKi NPOsBMsOTLCS B cTpaTerisx (cnocobax) AOCArHEHHS MPaKTUYHMX Linew.
HaykoBa HOBM3Ha ofepxXaHux pe3ynbTaTiB nonsrae B po3rnsagi opMyBaHHS HaBMYOK NPOMECIMHOIO CMifKyBaHHSA iHO3EMHOIO MOBOIO
SIK KOHrriomeparty npodecinHOi KOMYHiKaLlii, BUSBNEHHSI i ONNCY NIHMBOCTPYKTYPHUX, CTUMNICTUYHUX, COLIOKYIIbTYPHUX, KOMYHIKaTUBHO-
NOBEAHKOBUX XapaKTepUCTMK MEpPeroBopiB a TakoX MoparnbLlioi po3pobku noeTanHoi MoAeni HaBYaHHA CTyAEHTIB HedinonoriYHnx
creuianbHOCTEN YMiHb 3AiMCHIOBATU pe3ynbTaTUBHWUIA MPOLEC MiKKYNbTYpHOI KOMyHikauii. BucHoBku. OBONOAIHHS MiXKYNbTYPHO!O,
NPOMECINHO 3HAYYLLOK KOMYHiKaLjielo nepeabadvae 3acBOEHHA CTyAiAMM MPOMECIHUX KOHLEMTIB, COLIOKYNbTYPHUX LIHHOCTEN i KO-
MYHIKaTUBHUX HOPM iHOKYNbTYPHOI CRiMbHOTK, OCKIMbKU B MDKKYNbTYPHIN B3aemogii, i, B nepLuy 4Yepry, B MiKHapoAHUX NepeMoBUHaXx,
3pocTae porb YCBIAOMIEHHS BNACHOI KyNbTypu Ta KynbTypHOI cneuundiku napTHepa, a TakoX CTyniHb rOTOBHOCTI agekBaTHO, 3 Nno3uuin
eTHopensTiBi3Ma, cnpuiMaTy npodeciviHy KynbTypy iHWoro cnisToBapuctea. OCHOBHi KOMMOHEHTW 3MICTY HaBYaHHS YMiHb NobynoBm
KOMYHIKaTMBHOIO NPOLIECY Ha iHO3EMHIll MOBI €: CTPYKTYpHa OpraHisaLisi crinkyBaHHs; MeTakoMyHiKaLiliHi 3acobu, 3akpinneHi 3a KOXHUM
eTanoM KoMyHikaLii; cTpaTerii i TakTUKU Npouecy CRinNKyBaHHA Ha KOXHOMY eTani 1Moro peanisauii; KOMyHikaTUBHI akTu, Lo HanbinbLL
TUMOBI ANs NMEepPeMOBHOro Mpouecy; CTWMb CMiNKyBaHHS, BpaxyBaHHS iHLLIOKYNbTYpHOI crieundikv Ans nigrotoBkM Ta YCMILLHOIO
30INCHEHHS KOMYHIKaTUBHOIO aKTy.

KntouyoBi cnoBa: KoMyHiKaLisi, MDKKYIbTYpHa KOMYHiKaLlisi, KOMYHIKaTUBHUI NpPoOLIeC, iHO3eMHa MOBa, KOMYHIKaTUBHa KoMne-
TeHLjs.
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KoemyH OkcaHa AHamornbegHa, kaHOudOam nedazo2u4yecKkux Hayk, doueHm kKaghedpbl nedaco2uKku, meopuu U MemoouKu
HayasnbHo20 obpasosaHusi BY3 «[llepesicnas-XmenbHuukul [T1Y umeHu pueopusi Ckosopolsi»; KoemyH AnekcaHOop BukmopoeguH,
KaHOudam ucmopu4YecKux Hayk, doueHm Kagedpbl MeHedXmMeHma obpa3osaHusi U npakmuyeckou rncuxonoauu BY3 «[llepesicras-
XmenbHuukut 'Y umeHu Npueopusi Cko8opoOdbix»

KoMmmyHukaTUBHaA napaavrma oBnageHUs MHOCTPaHHbIM I3bIKOM B CUCTEMeE BbICLLEro obpa3oBaHuA YKpanHbl

Llenb uccnepoBaHus coctout B TeopetTnyeckom obocHoBaHuM 1 pa3paboTke mogenu obyyeHust CTyAeHTOB BbICLUUX y4eb-
HbIX 3aBedeHWi YKpauHbl MHOA3bIYHBIM KOMMYHWUKaTMBHLIM NEepPeroBopHeiM ymeHusM. MeTtogonorusa vccrnegoBaHus npeanonaraet
KOMMIIEKCHOE MCMonb3oBaHue obLueHay4HbIX UNocodCKO-KynbTYPONOrMiyecknx NOAXOAOB K peanusauun Lenv HayyHow passBeaku u
COBOKYMHOCTb METOAO0B JIMHIBUCTWKW, NeAarorvikn n KynbTyponorun. [laHHoe uccnefosaHvie BbINOMHEHO B paMKax WHTErpaTuBHOMO
noaxoAa K MpoLeccy KOMMYHUKaLMK, C MO3ULMIA KOTOPOTo YCMELIHOCTL NeperoBopoB BO MHOTOM OMNpeAensaeTcs 0CO3HaHMeM CTOpOHa-
MW TIMHIBOKYTbTYPHbIX, COLMOKYNbTYPHbBIX U KOMMYHWUKaTUBHO-NOBEAEHYECKMX OCODEHHOCTEN KOMMYHMKAHTOB, KOTOPbIE NMPOSIBMSIIOTCS
B cTpaterusix (cnocobax) AOCTWKEHWS npakTudeckux uenei. HayuyHas HOBU3Ha MccneqoBaHWs 3akniovaeTcsl B paccMOTpeHun dop-
MWPOBaHUS HaBbIKOB MPOMECCUOHANLHOTO OBLLEHNA HAa MHOCTPAHHOM A3blKe Kak KOHrromeparta npogpecCcMoHansHoM KOMMYHMKaLmm,
BbISIBIIEHWNSI U OMUCaHWSI NIMHIBOCTPYKTYPHBIX, CTUIIUCTUYECKMX, COLIMOKYMNbTYPHbIX, KOMMYHUKATUBHO-MOBEAEHYECKMX XapaKTepUCTUK
reperoBopoB a Takke nocnegyoLlen paspaboTke noaTanHon mogeny obyvyeHns CTyAeHTOB HedMNONorniyecknx cneumanbHocTen yme-
HMAM OCYLLECTBNSATL Pe3ynbTaTMBHbLIN MPOLECC MEXKYNbTYPHON KOMMYyHUKauuv. BeiBoabl. OBrnageHne MexkynbTypHON npodeccmo-
HanbHO 3HAYYMON KOMMYHVKaLMen npegnonaraeT ycBoeHne obydaeMbiMn NpoeccmoHanbHbiX KOHLENTOB, COLMOKYIbTYPHbBIX LIEHHO-
CTel M KOMMYHUKATVBHbBIX HOPM UHOKYNbTYPHOTO COOBLLECTBA, NOCKOMNbKY B MEXKYIbTYPHOM B3aVIMOAENCTBUN, U, B MEPBYIO 04epedb, B
MeXxAyHapoaHbIX Neperosopax, BO3pacTaeT pofb OCO3HaHUS COOCTBEHHOM KynbTypbl W KyNbTypHOW cneundukn naptHepa, a Takke
cTeneHb roTOBHOCTU afeKBaTHO, C MO3ULMIA STHOPENSATUBM3MA, BOCTIPUHUMATL NPodheccrMoHanbHyto KynbTypy MHoro coobuiectea. Oc-
HOBHbIMW KOMMOHEHTamu copepxaHus oby4eHns yMeHNAM NOCTPOEHNS KOMMYHUKATUBHOIO NpoLecca Ha MHOCTPaHHOM 5i3blke SABNAOT-
CA: CTPYKTypHasi opraHusaums obLLeHns; MeTakOMMYHUKaLMOHHbIE CPeACTBA, 3aKpenneHHbIe 3a KaXabiM 3TanoM KOMMYHUKauumW; cTpa-
TErMM N TakTWKM npouecca OOLEeHUs Ha KaxaoMm JTane ero peanu3aumuv; KOMMYHUKaTVBHble akTbl, Hanbonee TunuuHble Ans
NeperoBopHOro NpoLecca; CTUMb OOLLEeHWs, YYUTbIBAHNE WHOKYNbTYPHOW Cneumduki AN NOArOTOBKM M YCMELUHOrO OCYLLEeCTBNEHUs
KOMMYHMKaTUBHOIO akTa.

KntoueBble cnoBa: KOMMYHVKaLUS, MEXKYNbTYPHasA KOMMYHVKaLMS, KOMMYHUKaTUBHBIV MPOLIECC, MHOCTPAHHbBIN A3bIK, KOM-
MYHUKaTUBHAsA KOMNETEHLMS.

The relevance of the research topic. Intensification of professional activities in close contact with for-
eign experts, the development of new technologies, the expansion of international contacts due to Ukraine’s
entry into the European economic and educational space, the internationalization of all spheres of life have
sharply increased the need of society for professionals who speak foreign languages and, as a result, have
motivated students their study. Therefore, a higher school in the field of foreign language teaching is faced
with the task of developing professionally oriented skills in students: transferring and exchanging information,
consistent and logical presentation of their projects, discussing professional problems, negotiating, conclud-
ing contracts, using a foreign language as a means of involvement in the European and global space. Under
these conditions, which radically changed the status of a foreign language in society, the most important task
for university graduates is not only the practical acquisition of a foreign language, but also the acquisition of
those socio-cultural and communicative behavioral skills that will further help them effectively use a foreign
language in the intercultural negotiation process.

The purpose of the work consists of theoretical substantiation and development of the model of
teaching students of higher educational institutions of Ukraine to foreign language communicative negotia-
tion skills.

Methodology of research. This study was carried out within the framework of an integrative approach
to the communication process, from the standpoint of which the success of negotiations is largely deter-
mined by the parties' awareness of the communicative, behavioral features of communicators that manifest
themselves in strategies (ways) to achieve practical goals. The theoretical and methodological basis of this
study was the fundamental research of scientists in the field of the theory of intercultural communication,
communicative linguistics, linguistic didactics, pedagogy, psychology.

The scientific novelty of the study is to consider the formation of professional communication skills in
a foreign language as a conglomerate of professional communication, identifying and describing linguistic
structural, stylistic, sociocultural, communicative behavioral characteristics of negotiations and the subse-
guent development of a phased model of teaching students of non-philological specialties to implement an
effective process of intercultural communication.

The state of the scientific development of the problem. Research activities of negotiation communi-
cation began abroad in the late 60s of the twentieth century, being carried out in line with such scientific par-
adigms as conflict and theoretical simulation of games [3; 4; 6], communicative regulation of production rela-
tions [12], which contributed to the formation of a communicative-interactive approach to the study of the
negotiation process as a special type of professional interaction, differing in goals, strategies, structure and
sociocultural norms from other types of communication [5; 10; 11], as “activities aimed at reducing disagree-
ment or strengthening the agreement while mutually preserving differences of opinion” [1, p. 10]. After the
socio-economic reforms in Ukraine at the end of the twentieth century, negotiation practices increasingly
penetrate the professional activities of the society and influence its communication space, as a result of
which the relevant issues are actively developed in the cultural, psychological, social and linguistic para-
digms. The presentation of the main material. Analysis of theoretical studies on the stated problem allowed
us to identify several areas that explore the negotiation process [13], one of them is integrative, considering
structural (stages of the negotiation process), strategic (typology of strategies implemented by participants,
consistency of strategies and tactics), interactive (cooperative / conflict mode, cooperation / rivalry), commu-
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nicative (horizontal / descending / ascending communication), verbal (factual and language accuracy, behav-
ioral and intercultural aspects of the negotiations [3; 9; 10]. This study was carried out precisely within the
framework of an integrative approach to the negotiation process, from the standpoint of which the success of
negotiations is largely determined by the parties' awareness of the communicative, behavioral features of
communicators that manifest themselves in strategies (ways) to achieve practical goals. Two principles of
communication are traditionally considered as the basis for successful communication - the cooperative prin-
ciple of H.P. Grice [7] and the principle of the pragmatics of G. Leech [8].

Thus, the whole complex of controlled verbal messages, behavioral norms, non-verbal signals, sym-
bols, meanings, subtext, largely dependent on the negotiation situation and participants' ability to decode, is
integrated into the negotiation process [13]. Consequently, training in negotiations as a situation of profes-
sional interaction can only be carried out in an interdisciplinary paradigm with a parallel development of the
linguistic, socio-cultural and interactive components of foreign professional competence that integrate the
diverse characteristics of the communicative process.

The main components of the content of learning foreign language skills of the negotiation process
are: the structural organization of communication; meta-communication tools assigned to each stage of
communication; strategies and tactics of the contractual process at each stage of its implementation; com-
munication acts most typical of the negotiation process; register and communication style, cultural specifics
of preparing and conducting negotiations; subject of negotiations, relevant training methods.

Meta-communication tools allow students to identify the communicative intentions of participants in
the negotiation process and its main stages: socialization (socializing), the purpose of which is to establish
interpersonal relations; information sharing (fact-finding); proposals of the parties (proposing) and bidding;
conclusion of the transaction and discussion of its conditions (bargaining); completion of negotiations and
agreement development (concluding). The most complex and diverse are combinations of speech actions in
communicative acts at the stage of information exchange, bargaining dispute, negotiating agreement terms.

Training in the stylistic features of the negotiation discourse (neutral, hard, soft tonality of utterance),
the register of communication (official / unofficial) and decoding of hidden information associated with ethnic-
specific presuppositions of different levels (semantic, pragmatic, frame, vertical context) is carried out after
mastering the structural and meta-communication aspects negotiation process.

The parameters that determine the communicative-behavioral specificity of representatives of for-
eign society, including those in the negotiation process, are mainly related to the attitude to the environment
(subordination / dominance / harmony); time (polychronic / monochronic / reactive cultures, orientation to the
present / past / future); interpersonal manifestations (individualism / collectivism, feminine / masculine cul-
tures); communicative styles (high context / low context cultures, strategic / communicative discourse); pow-
er distances (vertical / horizontal cultures); space (personal / social); thinking (existential / action cultures);
basic and national-specific values of culture - which together form the lingvo-semiotic conceptual sphere of
another culture. The formation of the etiorelative attitude of students towards the representative of the for-
eign society is especially important for an adequate interpretation of his communicative behavior, which is
realized through specially selected authentic text-products of the spiritual activities of members of the foreign
society. Negotiations constitute a conglomerate discourse in which prepared and unprepared speeches co-
exist in dialogical and monologue format, in oral and written form, therefore, teaching to participate in negoti-
ations in a foreign language implies a consolidated development of skills and abilities of both prepared and
unprepared speech, in monologue and dialogical format, orally and in writing, on the basis of active percep-
tion and comprehension by students of the information received.

The success of the negotiation process is largely determined by the parties' awareness of the socio-
logical behavior and psychological characteristics of communicants, which are manifested in the ways (strat-
egies) of achieving practical goals. With the implementation of the information side of communication asso-
ciated organizational strategies that govern the form of its organization and flow (indicating the beginning,
continuation or completion; regulation of speech actions of communicants). For the elimination of arising
communicative barriers, misunderstanding of different levels (phonetic, semantic, stylistic, logical), exit from
communicative failures, communicators use compensatory strategies. The true meaning of professional
communication - the implementation of impact - is realized through rhetorical strategies (lingvo-cognitive ac-
tions to assess the situation and choose the most effective method of influence).

As a basis for successful professional communication, we consider the mode of cooperation and the
students' assimilation of the principles of cooperativity and pragmatics (G. Leech) [8], as well as an aware-
ness of the psychological type of partner. The success of the negotiation process also depends on the sub-
ordination of communicative behavior to the rules and restrictions, which are determined by the degree of
formality and norms of social behavior in a professional foreign culture society.

The interpenetration of interpersonal (development of relationships) and professionally significant
(problem solving) interaction, their relationship and priority are variable for each participant of intercultural
communication depending on his target orientation, chosen mode of interaction, adherence to communica-
tive behavioral ritual and socio-cultural conventions that have a decisive impact on the effectiveness of
communication .
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Learning to communicate in a foreign language environment as a situation of professional interaction
can only be carried out in an interdisciplinary paradigm with a parallel development of the structural, linguis-
tic, behavioral, and sociocultural aspects of the negotiation process. The interdisciplinary knowledge neces-
sary for the development of foreign language negotiation skills can be fully realized by the trainees thanks to
the frame approach, which allows to structure the different content components of knowledge at different
levels of the frame structure that integrates linguistic-cognitive, communicatively behavioral, sociopsycholog-
ical and cultural background, as well as skills and ability to adequately the use of a professional thesaurus
and multi-level means of a foreign language code for the verbalization of communicative interactive at differ-
ent stages of the negotiation process.

The main components of the content of teaching foreign language skills of the negotiation process
are: structural organization of the negotiations; meta-communication tools assigned to each stage of the ne-
gotiations; communication strategies and tactics; communication acts most typical of the negotiation pro-
cess; the register and communication style, the foreign specifics of the preparation and conduct of negotia-
tions; subject of negotiations, relevant training methods.

Meta-communication tools include speech formulas that allow students to identify the communicative
intentions of participants in the negotiation process and its main stages: socialization (socializing), the pur-
pose of which is to establish interpersonal relations; information sharing (fact-finding); proposals of the par-
ties (proposing) and bidding; conclusion of the transaction and discussion of its conditions (bargaining);
completion of negotiations and agreement development (concluding).

Analysis of speech actions implemented in the negotiation process, allows to reduce them to the fol-
lowing communicative acts: actual (establishing, extending and disconnecting contacts); organizational (or-
ganization of speech to achieve understanding); informative (transmission, reception of information and ac-
tions with it); emotionally-evaluative (evaluation of information, its commenting and expression of emotions);
regulatory (regulation, planning of partners' actions, invitation to participate, etc.)

The study of the concept spheres of participants in the negotiation process belonging to different lin-
guistic cultures (North America, Western Europe, Asia, Latin America, and the Middle East) makes it possi-
ble to identify the most significant differences in the attitude of the parties to the value components of other
cultural knowledge that students of non-philological specialties should be familiar with.

As a result of the theoretical generalization of the scientific and practical component of the communi-
cation paradigm of modern globalized society, a model was developed for the development of foreign lan-
guage skills in the negotiation process, which includes three stages of training aimed at bringing together
cultural knowledge. At the first stage, the convergence of foreign culture knowledge and the formation of
perceptual readiness for the mutual understanding of the negotiation process participants are carried out, at
the second stage, the knowledge and skills necessary for preparing trainees for information exchange and
deeper mutual understanding of the parties is “built on”; communicative skills that contribute to the effective
interaction of the participants in the negotiation process when solving a practical task. An appropriate system
of exercises aimed at developing students' skills in the negotiation process in English, aimed at consistently
mastering students with relevant communication parameters, has also been developed.

The effectiveness of the created model of development of foreign language communicative skills of
the negotiation process and the system of exercises for each stage of student learning has been experimen-
tally confirmed. The level of formation of their foreign language skills of the negotiation process at each stage
of training was assessed in accordance with the developed criteria:

- knowledge of the main socio-cultural universals relevant for negotiations; recognition of language
markers of psychological and behavioral universals of cooperation and conflict - for the first stage of training;

- recognition of stages, strategies, meta-communication signals of the negotiation process; the ability
to structure information and share it in communicative acts; the ability to verbalize communicative intentions
and strategies in the mode of cooperation; skills of adequate variation of combinatorics of communicative
acts, style and register of the negotiation process - for the second stage of training;

- the ability to integrate lexical and grammatical skills, communication skills and behavioral tactics to
influence the partner; ability to vary the components and terms of the agreement/contract; the ability to
achieve communicative practical goals - for the third stage of training.

Conclusions. Mastering intercultural professionally meaningful communication involves students
learning professional concepts, sociocultural values and communicative norms of a foreign cultural communi-
ty, because in intercultural interaction, and, above all, in international negotiations, the role of awareness of
one’s own culture and cultural specificity of a partner increases, and the degree of readiness is adequate,
from the standpoint of ethnorelativism, to perceive the professional culture of another community.

The main components of the content of teaching the skills of building a communicative process in a
foreign language are: the structural organization of communication; meta-communication tools assigned to
each stage of communication; strategies and tactics of the communication process at each stage of its im-
plementation; communication acts most typical of the negotiation process; style of communication, taking
into account the specifics of other cultures for the preparation and successful implementation of the commu-
nicative act.
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