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˙àâåðłåíŁå ïåðåªîâîðîâ

¯.À. ÑïŁíîâà
(´æåðîææŁØæŒàÿ àŒàäåìŁÿ âíåłíåØ òîðªîâºŁ)

Ç àâå ð øå íè å  ïå ð å ãîâîð îâ -  î÷ å íü
âàæíûé ýòàï ïåðåãîâîðíîãî ïðîöåññà, è åìó
íåîáõîäèìî óäåëèòü îñîáîå âíèìàíèå. Çà-
ä à÷ è  ýòî ãî  ýò àïà -  ïîä â å ä å íè å  è ò î ãîâ

âñòðå÷è, óêðåïëåíèå êîíòàêòà ñ ïàðòíåðîì,
îáîáùåíèå è ïîäòâåðæäåíèå è ïîäãîòîâêà ê
ñëåäóþùåìó ýòàïó âûïîëíåíèÿ äîãîâîðåí-
íîñòè.

Завершение переговоров 
 
 
That brings us to the end of … 
I think we have covered everything. 
Let’s stop here/there. 
Well, it’s time to stop. 
The time is up… 
And last, but not least. 
I think we could stop here. 
Thank you for your time. 
Why don’t we stop at this point? 
We’ve taken a major step forward. 
We’ve made good progress. 
I’m sure we would all agree that we have had a 
successful meeting. 
It remains for me to thank you for coming and … 

Выражение удовлетворения 
результатами встречи  
 
I’m glad (pleased/delighted) to hear it. 
Great. Great work. Well done.  
Good work. Congratulations. 
It sounds good (excellent, perfect). 
It was masterfully done. 
You did it exceptionally well. 
Good work, isn’t it? 
I appreciate it.. 
Super! It sounds good (excellent). 
Let me express satisfaction with the results of 
the talks.  
We’ve taken a major step forward. 
We’ve made excellent/good/some progress. 
We’ve taken a step in the right direction. 

 

Êóëüìèíàöèåé óñïåøíûõ ïåðåãîâîðîâ
ÿâëÿåòñÿ ìîìåíò ïðèíÿòèÿ ñîãëàøåíèÿ. Ýòî-
ãî ìîìåíòà âû ìîãëè æäàòü íåñêîëüêî ëåò,
ìåñÿöåâ, à ìîæåò áûòü ñìîãëè äîãîâîðèòüñÿ
çà 1,5 ÷àñà. Â ëþáîì ñëó÷àå, ïðîâåäåíà áîëü-
øàÿ è òâîð÷åñêàÿ ðàáîòà ïî âûðàáîòêå ðå-
øåíèÿ, êîòîðîå óñòðàèâàåò âñå ñòîðîíû ïå-
ðåãîâîðîâ. Îòìåòüòå ýòî âàæíîå ñîáûòèå!
Ó÷àñòíèêè ìîãóò îáìåíÿòüñÿ ðóêîïîæàòèåì,
ïðèãëàñèòü îòìåòèòü ïîäïèñàíèå êîíòðàêòà
â íåîôèöèàëüíîé îáñòàíîâêå, îñîáåííî ïîñ-
ëå òðóäíûõ è ïðîäîëæèòåëüíûõ ïåðåãîâîðîâ.
Ýòî äàåò áëàãîïðèÿòíûé íàñòðîé íà óñïåø-

íóþ äàëüíåéøóþ ñîâìåñòíóþ äåÿòåëüíîñòü ïî
îñóùåñòâëåíèþ ðåøåíèé ñîãëàøåíèÿ è âîç-
ìîæíîñòü ïîäïèñàíèÿ áóäóùèõ êîíòàêòîâ. Íî
íå íàäî ïîääàâàòüñÿ ýéôîðèè, ñëåäóåò çàâåð-
øèòü ïåðåãîâîðû ïî ïðîòîêîëó è ýòèêåòó äå-
ëîâîãî îáùåíèÿ1. Âàæíî èìåòü â âèäó, ÷òî "íå-
çàêëþ÷åíèå"  ïëîõîãî ñîãëàøåíèÿ ìîæíî è
íóæíî ñ÷èòàòü íå ìåíüøåé óäà÷åé, ÷åì çàê-
ëþ÷åíèå óäà÷íîé ñäåëêè. Íåïðàâèëüíî ñòðå-
ìèòüñÿ äîòÿíóòü ïåðåãîâîðû äî çàêëþ÷åíèÿ
õîòü êàêîãî-òî ñîãëàøåíèÿ, êîòîðîå ýòîãî íå
ñòîèò. Îäíàêî è â ýòîì ñëó÷àå ïîëåçíî çàâåð-
øèòü îáùåíèå íà îïòèìèñòè÷åñêîé íîòå, âû-
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ðàçèòü áëàãîäàðíîñòü è óäîâëåòâîðåíèå ïî
ïîâîäó ñîâìåñòíî ïðîâåäåííîé ðàáîòû è ïî-
æåëàòü óñïåøíîãî ðàçðåøåíèÿ ïðîáëåì â áó-
äóùåì.

Â êîíöå ïåðåãîâîðîâ íåîáõîäèìî ïîä-
âåäåíèå îáùèõ èòîãîâ ïî îñíîâíûì âîïðîñàì

 Èíîãäà èç-çà íåâíèìàíèÿ èëè òåíäåí-
öèîçíîñòè âîñïðèÿòèÿ ñòîðîíû ïî-ðàçíîìó
ïîíèìàþò îòäåëüíûå ïóíêòû. Ïîýòîìó íåîá-
õîäèìî ïîäâåñòè èòîãè.

Let me sum it up.

So, just to summarize.

Let me recap (recapitulate) the agreed points
(text, positions, questions).

Let's go over the main points again.

Can I just run over the main points?

We've agreed the following …

There still the question of … to resolve.

Outstanding issues are…

As far as… is concerned, we agreed…

×òîáû â äàëüíåéøåì èçáåæàòü ïðî-
áëåì è íåïîíèìàíèÿ, íåîáõîäèìî áûòü ïðå-
äåëüíî âíèìàòåëüíûì ïðè ïîäâåäåíèè èòîãîâ,
îçâó÷èòü âñå äîñòèãíóòûå äîãîâîðåííîñòè è
óòî÷íèòü íå÷åòêèå èëè íåÿñíûå âîïðîñû:

Have I covered everything?

Is there anything else you'd like to add?

Is that an accurate summary?

Does that reflect what we said?

I'm at 3.27 (on page … of the contract.)

Çàâåðøåíèå ïåðåãîâîðîâ - ýòî èñêóñ-
ñòâî, íàâûêè êîòîðîãî ïîëåçíî ñïåöèàëüíî
ðàçâèâàòü. Åñëè ïåðåãîâîðû ïðîøëè óñïåø-
íî, ò.å. óäàëîñü ñîâìåñòíî íàéòè ðåàëüíîå
ðåøåíèå ïðîáëåìû, óäîâëåòâîðÿþùåå îáå
ñòîðîíû, òî äðóæåñêîå çàâåðøåíèå îáùåíèÿ
çàêðåïëÿåò äîñòèãíóòûé óñïåõ. Åñëè ðåçóëü-
òàò äàííîé ñòàäèè ïåðåãîâîðîâ íå ñòîëü îï-
òèìèñòè÷åí, òî çàâåðøåíèå ïåðåãîâîðîâ ïî-
ìîæåò ñãëàäèòü øåðîõîâàòîñòè è ïðåäîòâðà-
òèòü îáîñòðåíèå îòíîøåíèé,  ïðèâîäÿùåå ê
íåïðèÿòíûì ïîñëåäñòâèÿì. Ïîñëå îêîí÷àíèÿ
âñòðå÷è íåîáõîäèìî ïîäãîòîâèòü è ïîäïèñàòü
ôîðìàëüíóþ èëè íåôîðìàëüíóþ äîêóìåíòà-
öèþ, íàïðèìåð, ìåìîðàíäóìû î âçàèìîïîíè-

ìàíèè, ñëóæåáíóþ çàïèñêó, ñ÷åò, ôîðìàëü-
íûé êîíòðàêò.

We'll put together a written proposal.

We'll let you have a detailed summary.

Would you like that in writing?

Can you draft that before the next day?

Ïî ñóùåñòâóþùèì ïðàâèëàì, ïîñëå
îêîí÷àíèÿ ïåðåãîâîðîâ íàçíà÷åííûé ó÷àñò-
íèê ïåðåãîâîðîâ èëè ñàì ðóêîâîäèòåëü ôèð-
ìû ñîñòàâëÿþò ïîäðîáíóþ çàïèñü áåñåäû2.
Åñëè  ñòîðîíû ïî êàêèì-òî ïðè÷èíàì íå ïðè-
øëè ê ñîãëàøåíèþ, à ðåøåíèå ïîäïèñàòü äî-
ãîâîð ïðèíèìàåòñÿ, òî ðåêîìåíäóåòñÿ î÷åíü
ïîäðîáíî çàôèêñèðîâàòü ïðè÷èíû ðàçíîãëà-
ñèé.  Èíîãäà ïåðåãîâîðû òðåáóþò íå îäíîé
âñòðå÷è è ðàñòÿãèâàþòñÿ íà ãîäû. Â ýòèõ óñ-
ëîâèÿõ íåîáõîäèìî âåñòè òî÷íûå çàïèñè äëÿ
ïîäãîòîâêè  êàæä îé ñëå äóþùå é âñò ðå÷ è.
Âïîñëåäñòâèè ýòî ïðåäîòâðàòèò ðàçíî÷òåíèå
è ðàçíîãëàñèÿ ïî èíòåðïðåòàöèè äîãîâîðåí-
íîñòåé. Îïûò âåäåíèÿ ïåðåãîâîðîâ â ñôåðå
òîðãîâî-çàêóïî÷íîé äåÿòåëüíîñòè óêàçûâà-
åò íà òî, ÷òî î÷åíü ìàëàÿ äîëÿ ñäåëîê ïî ïðî-
äàæàì çàâåðøàåòñÿ ïîñëå ïåðâîé æå âñòðå-
÷è. Åñëè ýòî íå çàêëþ÷èòåëüíûé ýòàï ïåðå-
ãîâîðîâ, âàæíî ÷åòêî äîãîâîðèòüñÿ î ñëåäó-
þùåé âñòðå÷å:

I suggest we meet on…

Could you manage?

Hope to see you again in the nearer future…

I suggest we meet on…/at …

Could you manage?

Shall we say four o'clock tomorrow?

Keep in touch!

îãîâîðèòü çàäà÷è, êîòîðûå íåîáõîäèìî âû-
ïîëíèòü çà îïðåäåëåííûé ñðîê ,  ïîæåëàòü
óñïåõîâ â îñóùåñòâëåíèè ýòèõ ïëàíîâ è âû-
ðàçèòü íàäåæäó íà äàëüíåéøåå ñîòðóäíè÷å-
ñòâî.

Åñëè îòíîøåíèÿ íà ïåðåãîâîðàõ íå-
ôîðìàëüíûå, ìîæíî ïåðåäàòü ïðèâåò îáùèì
çíàêîìûìè:

Please give my kind regards to your boss!

Remember me to your wife.

My kindest/best/warmest regards to…
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Ïðè îáìåíå ñóâåíèðàìè è ïîäàðêàìè
íà ïåðåãîâîðàõ ñëåäóåò ó÷èòûâàòü ìåæêóëü-
òóðíûå îòëè÷èÿ. Âî ìíîãèõ êóëüòóðàõ ïîäàð-
êè ðàññìàòðèâàþòñÿ òîëüêî êàê äðóæåñêèé
æåñò ïî óñòàíîâëåíèþ äîâåðèòåëüíûõ îòíî-
øåíèé, â äðóãèõ - êàê âçÿòêà èëè ýëåìåíò
êîððóïöèè íà ïåðåãîâîðàõ. Åñëè îáìåí ðó÷-
êàìè èëè áëîêíîòàìè ñ ëîãîòèïîì ôèðìû
âîñïðèíèìàåòñÿ ïîçèòèâíî â áîëüøèíñòâå
ñòðàí, áîëåå ñóùåñòâåííûå ïîäàðêè è óñëóãè
ìîãóò ïîñòàâèòü ó÷àñòíèêîâ âñòðå÷è â íåëîâ-
êîå ïîëîæåíèå è ïðèâåñòè ê áîëüøèì ïðî-
áëåìàì. Ïîýòîìó åùå äî ïîåçäêè çà ðóáåæ
ñëåäóåò âûÿñíèòü íàöèîíàëüíûå è êóëüòóðíûå
îñ îáå ííîñò è ñ òðàíû ïð åáûâàíèÿ ó áîë åå
îïûòíûõ êîëëåã, íåïîñðåäñòâåííî ó êîðåííûõ
æèòåëåé èëè ïî ñïåöèàëüíîé ëèòåðàòóðå î
ìåæêóëüòóðíûõ ðàçëè÷èÿõ. Â ëþáîì ñëó÷àå,
ñëåäóåò èçáåãàòü "ïîäàðêîâ-ñèìâîëîâ": çîí-
òîâ, íîæåé, íîæíèö, ÷àñîâ.

Äëÿ óëó÷øåíèÿ íàâûêîâ âåäåíèÿ ïåðå-
ãîâîðîâ â öåëîì ïîëåçíî ïîñëå îêîí÷àíèÿ
âñòðå÷è ïðîàíàëèçèðîâàòü õîä è ðåçóëüòàòû
îáñóæäåíèÿ, ñäåëàòü ñîîòâåòñòâóþùèå âûâî-
äû ñ òåì, ÷òîáû íà ñëåäóþùèõ ïåðåãîâîðàõ íå
ïîâòîðÿòü ñâîè îøèáêè.

Ê ñîæàëåíèþ, ñëåäóåò îòìåòèòü, ÷òî â
öåëîì èìèäæ ðîññèéñêèõ ïàðòíåðîâ íåâûñîê.
(Ìîêøàíöåâ Ð.È., Ðîòàðü À.Ñ., M. Kublin è äð.)
"Ðîññèéñêèå ó÷àñòíèêè íå îðèåíòèðóþòñÿ â
îñîáåííîñòÿõ íàöèîíàëüíîé è ðåãèîíàëüíîé
ïñèõîëîãèè ñâîèõ ïàðòíåðîâ ïî ïåðåãîâîðàì.
Î÷åíü íåãàòèâíî ñêàçûâàåòñÿ íà ïåðåãîâîð-
íîé ïðàêòèêå íåçíàíèå ðîññèéñêèìè ó÷àñò-
íèêàìè ïåðåãîâîðîâ èíîñòðàííûõ ÿçûêîâ, à
òàêæå èõ íåóìåíèå îôîðìëÿòü ïåðåãîâîðíóþ
äîêóìåíòàöèþ"3. Âñå ýòî óêàçûâàåò íà íàñòî-
ÿòåëüíóþ íåîáõîäèìîñòü ñîçäàíèÿ ñïåöèàëü-
íîãî êóðñà ïî òåîðèè è ïðàêòèêå âåäåíèÿ ïå-
ðåãîâîðîâ íà àíãëèéñêîì ÿçûêå â Ðîññèéñ-
êîé àêàäåìèè âíåøíåé òîðãîâëè
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Прощание и расставание  
 
I'm sorry you have to leave already. 
It's a pity that you can't stay.  
Nice meeting you. 
Have a nice trip / safe journey. 
Have a wonderful weekend.  
And I’ll see you on Monday. 
All the best for the trip. 

Ответная фраза 
 
Nice meeting you, too. 
 
 
Thank you. And you. 
 
 
Thanks. I’ll need it. 

 


