Global Problems of Economics, Management and Business

E ] l Business, Economics, Sustainability, \\m‘n{/
X . - S = UKRAINIAN-AMERICAN
Leadership and Innovations ws CONCORDIA

 UNIVERSITY

Joint Scientific Journal

UDC 327.56 330.4 355.013
JEL Classification D74, D81, F51, H56, 125, 052, P48 Sergei Vakarin

Ukrainian-Russian Peace Negotiations: Hybrid Conflict
Resolution and lts Economic Aspects

The ongoing Russian-Ukrainian war involves the use of hybrid warfare,
including economic and other elements. Each party has its own strategy for
utilizing all these elements. The strategy, however, may change depending on
current needs and performance indicators. The international community is
trying to persuade the conflict parties to agree on an armistice or at least long-
term cessation of hostilities. However, conventional diplomacy has resulted in
limited progress. There is a number of ideological, social and other factors that
may be treated by a conflict party as sufficient reasons to continue the war.
So far no peacemaker managed to formulate any reasons to end the war that
would seem more convincing to both parties simultaneously than the reasons
to continue it.

The article explores alternative conflict resolution approaches. The author
analyzes and evaluates the tasks, actions and challenges faced by a country in
modern peace negotiations with Ukraine as a case study. Recommendations
are given to the negotiators. These recommendations are intended to help
them conduct effective negotiations, understand the other conflicting party
and come to an agreement on a basis of bargaining, so that both parties re-
ceive some benefit simultaneously (“win-win" scenario), foregoing zero-sum
approaches..
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Introduction

The ongoing Russian-Ukrainian war is a new The prospect of a cease-fire/armistice in
type of war that involves the use of hybrid war- ~ Ukraine marks a critical turning point in the
fare, including economic, diplomatic, informa-  ongoing conflict, which brings an opportu-
tional and other elements. nity of transition from active hostilities to a
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period of long-term stabilization and recon-
struction.

Reaching a ceasefire in such a war is a com-
plex process that does not guarantee a quick
outcome and requires an understanding of the
factors that may hinder this process.

Attempts to reach peace, ceasefire, or at least
cessation of hostilities are taking place in cir-
cumstances that have no parallels in the past.
In addition, current politicians have much less
ways to influence international events than in
the recent past. Domestically, especially in dicta-
torships, a wide range of tools is available to the
authorities for influencing the society. However,
the unstable global economic situation forces
politicians to resort to populism, and on the in-
ternational stage, they tend to play against each
other rather than collaborate. At the same time,
top leaders try publicly to push through the de-
cisions they favor. All these factors may under-
mine negotiations.

Trust in international organizations is also weak,
partly because of their indecisiveness, superficial
situation analysis, misunderstanding of local pro-
cesses and the triumph of bureaucracy over ef-
ficiency. Therefore, negotiations would normally
benefit if mediators are invited from third coun-
tries trusted by both parties of the conflict.

However, the real problem is not even so
much in the negotiations per se. Politicians, dip-
lomats and the military need to take into account
that the modern war penetrates far beyond the
traditional security and defense sector. Many
other areas are affected as well, from general
government and the economy to energy, food,
environment, information, cyberspace etc.

Therefore, in today's highly complex world,
experts from both parties (as well as from third
parties trusted by the conflicting parties) with
knowledge of a broad range of problem areas
should be involved in negotiations, so that they
can collaboratively develop a comprehensive
joint solution and a plan for its implementation.

The state of Russian-Ukrainian relations
makes a comprehensive peace agreement un-
likely, but the experience of other wars suggests
other pragmatic options such as armistice or at
least cessation of hostilities.

At the same time, each conflict party has a
list of goals that cannot be achieved via military
means, so it formulates them as imperative de-
mands to be met by the other party. For exam-

ple, after U.S. President Donald Trump offered
both parties to negotiate mutual concessions,
one party (Ukraine) showed its readiness for a
compromise, while the other party (Russia) has
been reluctant as it believes it can succeed on
the battlefield. Such an approach is unproductive
because, in reality, the situation could change in
favor of the other party. Both parties must be
prepared to seriously consider compromises.

However, most modern politicians are not
very inclined to compromise. Politicians believe
that retreating from their declared military goals
will be perceived as weakness by both the op-
ponent and their own propaganda-influenced
population. As a result, deadlock situations arise,
where a politician initially demands maximum
concessions but then does not know how to be-
come flexible without “losing face.” At the same
time, politicians demand quick results from the
negotiation teams (at least for the purpose of
demonstrating some success to their own peo-
ple). If they cannot achieve them, they cancel ne-
gotiations altogether.

A painful military stalemate with neither of
the conflict parties being able to win is a good
reason to start peace negotiations. Other rea-
sons that can trigger negotiations include eco-
nomic and financial crises, natural disasters etc.
In such circumstances, the adversaries may be
forced to reconsider their priorities.

Negotiations may not necessarily lead to
a true peace process. Even if agreements are
reached on short-term/superficial issues, new
conflicts may arise later. The problem may lie in
deep-seated contradictions that remain unre-
solved or are altogether ignored during negoti-
ations. And even if a deep analysis of the conflict
is attempted, researchers often focus on issues
that are painful for the parties and not easily
solvable (if such solutions exist at all). There-
fore, it may be advisable to shift focus to more
constructive issues, particularly those related to
economic and technological development.

Theoretical Frameworks

How can the parties ensure that negotiations
are successful?

We start our review of the existing theoretical
frameworks of conflict resolutions with Johan Gal-
tung’s peacebuilding theory [1], a widely applied
conflict resolution and peacebuilding framework.
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Galtung's conflict theory deals with the three
fundamental concepts: attitudes, behavior and
contradiction. These are the three elements of
his conflict triangle. Conflict resolution requires
altering the combination of these elements. Gal-
tung also distinguishes the following phases of
conflict resolution: peacekeeping, peacemak-
ing and peacebuilding. Peacekeeping includes
controlling the conflict actors, changing their
behavior and stopping violence. Peacemaking,
on the other hand, involves changing the ac-
tors’ attitudes and putting them in a new for-
mation. Finally, peacebuilding is about looking
at the root of the conflict/the contradiction and
overcoming it. Successful conflict intervention
process (either by the conflict actors alone or by
third parties) starts with peacekeeping: at this
stage the behavior of aggression and destruc-
tion should go down and give place to some
form of cooperation. At the stage of peacemak-
ing the attitudes (beliefs and assumptions of
the actors about themselves and one another)
should become more positive, and at the same
time clear, obtainable and sustainable measures
should be established. Finally, peacebuilding in-
volves changing the contradictions (incompati-
ble goals) for the actors.

If the actors have agreed upon a border line
the conflict is symmetrical. Alternatively, the con-
flict is asymmetrical if one of the actors claims
territory controlled by the other actor who refus-
es to give it back. There are two other aspects to
focus on in the context of conflict resolution: dis-
sociation and association. In case of dissociation,
there are two ways to keep the distance, either
with geography or social distance. This can then
be complemented by a peacekeeping force [1].

Galtung'’s violence triangle distinguishes di-
rect violence, structural violence and cultural
violence. The ways to deal with them are dif-
ferent: dealing with direct violence requires
changing conflict behavior; dealing with struc-
tural violence requires changing structural con-
tradictions; finally, dealing with cultural violence
requires changing the attitudes in the conflict.

Galtung also distinguishes negative peace
(peace with absence of violence but reached not
always by peaceful means, with a pessimistic at-
titude and curative approach) and positive peace
(peace with structural integration reached by
peaceful means, with an optimistic attitude and
preventive approach). He also believes state’s

Global Problems of Economics, Management and Business

goals are in fact the goals of the elites projected
onto the state [1].

Research on peace negotiations and medi-
ation emphasizes the importance of including
the key conflict parties in peace talks to ensure
ownership and commitment from both or all
stakeholders involved, so first of all, the conflict
stakeholders should be identified.

Zartman and Kremenyuk [2] suggest that the ne-
gotiation process provides opportunities to address
the political issues that divide the parties. These op-
portunities are more likely to be seized when the par-
ties adopt a problem-solving orientation toward the
discussion. They are less likely to be sought when
the parties’ orientations are distributive. They define
problem solving as a cooperative process in which
parties search for information about each other’s in-
terests and values. They also define distributive ori-
entation as a competitive bargaining process in which
the parties use tactics designed to win a contest. One
path toward durable political agreements takes the
following form: Cooperative (integrative) orienta-
tions = problem-solving negotiations => political
agreements —> cooperative regimes —> supporting
institutions = cooperative (integrative) orientations.

Zartman and Kremenyuk [2] argue that agree-
ment as such is a necessary but not a sufficient
condition for successful negotiation. In many
cases forward-looking peace and justice have
been achieved by ignoring demands for back-
ward-looking justice, and that in other cases
provisions for handling backward-looking justice
have been the price paid for the establishment of
forward-looking outcomes. What variables might
explain this difference? In all the forward-looking
cases, the decision was made ahead of time, or
at the beginning of the negotiations, to shed a
zero-sum mentality and look ahead rather than
backward. Thus, it was a state of mind or stra-
tegic approach by the parties that allowed the
construction of positive relationships, rather than
these relationships growing out of the dynamics
within the negotiating process itself. The par-
ties came to a decision (or internal factions with
the decision already made came to power) that
peace could not be achieved through the exclu-
sive pursuit of past grievances and that such a
pursuit was counterproductive, bringing neither
retributive justice nor peace.

For successful negotiations, it is useful to ap-
ply economic categories, particularly the prac-
tice of price negotiations between a buyer and
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a seller. Such negotiations can be viewed as a
bargaining process with an uncertain outcome.
Accordingly, one party may make certain con-
cessions, expecting that the other party will also
make concessions. Consequently, both parties,
if acting rationally, have an incentive to accept a
“middle ground” approach to such concessions
against the potential harm of refusal (in which
case the agreement will not be reached and the
conflict will continue indefinitely) [3].

According to Fisas Armengol [4], “peace pro-
cess” is actually none other than a “process to
bring an end to the violence and armed struggle”.
The signing of a ceasefire and the subsequent
signing of a peace accord is no more than the
start of the real "peace process”, linked to a stage
known as “post-war rehabilitation” or “post-
armed conflict”, always difficult but which is really
where decisions will be taken and policies imple-
mented which, if successful, will enable the vio-
lence (structural and cultural) to be overcome and
people to truly speak of having “achieved peace”.

Fisas Armengol summarizes several import-
ant aspects of the peace process [4]. An initial
exploratory phase, also known as the pre-ne-
gotiation or exploration: agreeing the timetable
and methodology to be followed, establishing a
pre-agenda or initial agenda and clarifying the
conflictive aspects around which there is basic
disagreement or fundamental incompatibilities
(the meta-conflict). This stage, in short, seeks to
create confidence in the process, agrees the role
to be played by third parties, rejects the imposi-
tion of plans and results in each party recognis-
ing their adversary and granting them the nec-
essary legitimacy to negotiate. Once the explor-
atory work has been completed, an “agreement
on what needs to be agreed” is reached and the
process can now move onto “how to do it". The
sum of all these steps forms what is sometimes
known as a “road map” or initial framework of
what needs to be done to bring the process to
its successful conclusion.

Once the formal negotiations have com-
menced, the parties need to make sure that the
negotiators are valid, i.e. that they do indeed
represent the main players with decision-mak-
ing capacity.

The main purpose of the negotiation is for
opposing parties to sit down and talk with a
view to achieving something of mutual benefit
in what is known as a “win-win" scenario, fore-

going zero-sum approaches in which there are
winners and losers.

Reaching a minimum number of points of
agreement (which is probably the most that can
be expected at this stage), will help in sharing
a minimum “meta-peace”, i.e. what each party
understands as “peace”.

During the exploratory phase, agreement
needs to be reached as to whether or not the
principle of “nothing is agreed until everything is
agreed” is to be followed or, in contrast, whether
each point agreed will be valid on its own, and
may even be implemented during the course of
the negotiations. An intermediary position may
be agreed whereby the former principle is ad-
opted but excluding humanitarian issues, such
as a ceasefire, partial mine clearing, compliance
with international humanitarian law or aspects
related to human rights, as was the case in the El
Salvador peace process

If the negotiations make satisfactory progress
then the issues on the substantive agenda may
be discussed (the procedure will already have
been agreed in advance). The final agreement
will specify how it is to be implemented and by
whom. This leads us, finally, to the implementa-
tion agreements, verification methods and ways
of resolving the possible disagreements that
may arise in the final stages.

On commencing the stage of “formal nego-
tiations”, the parties need to ratify everything
agreed in the exploratory phase, in order to
avoid any doubt or new interpretations. Every-
thing must be put in writing and, if possible, in
the presence of observers/witnesses

The government therefore needs to draw up
an authentic “text” on the advantages of ending
the armed conflict, as do all the social sectors in-
volved in negotiating an end to the armed con-
flict. It is important in this regard to enjoy the
cooperation of the media.

Entering into negotiations, with all the risks
this entails, means that the government should
speak with just one voice and one rhetoric, fa-
vorable to the negotiations, avoiding bad expe-
riences in which some ministers, particularly the
Minister of Defence, maintain a contradictory
position, probably to avoid upsetting the mili-
tary. The message broadcast to the public must
be clear and unified.

In negotiations between countries, in partic-
ular, unnecessary provocation should be avoid-

Ukrainian-Russian Peace Negotiations: Hybrid Conflict Resolution and Its Economic Aspects -
Volume: 2024, Issue: 13 BESL[ 7



ed. Continued threats, of whatever kind, whether
real or symbolic, are counterproductive to creat-
ing conditions favorable to the negotiations.

Given the possible difficulty of “selling” a bi-
lateral ceasefire agreement to some sectors of
public opinion, there is a possibility (which has,
in fact, been tried and tested) that the parties
could agree to a "de-escalation of the conflict”,
with zero deaths, which would imply a “tacit bi-
lateral ceasefire”.

It is advisable to assess whether a “buffer
zone" or “separation zone" can be created, with a
several kilometer-wide demilitarised area along
the border in which there are no heavy weapons.

Previous Empirical Studies: Ukraine and
Minsk Accords

Details of the ongoing negotiations cannot
be disclosed but there is a prominent case study
from the past that can serve as a lesson for any
future negotiations: Minsk Accords.

Since the onset of the Russian-Ukrainian con-
flict in 2014, multiple truces were negotiated as
part of what is known as the Minsk Process (as
the talks between the parties took place in Minsk,
Belarus). France, Germany, and OSCE acted as
mediators in negotiations. Russia, a signatory
to the agreements, positioned itself as a neutral
broker, while in fact being a party of the conflict.
A series of international agreements were signed
including the 2014 Minsk Protocol, the Memo-
randum on fulfilment of the provisions of the
Protocol [5] and the 2015 Package of Measures
for the Implementation of the Minsk Accords,
which is commonly called Minsk Il.Following
both rounds of negotiations, referred to as Minsk
I and Minsk Il, ceasefires were often violated.

In 2022, Minsk Accords were declared dead.
In Galtung's terms, they could be defined as
“negative peace”. What was the real reason for
their failure? Many reasons were suggested but
the top reason was, as many experts warned,
that the negotiations of the Accords did not
represent all key players with decision-making
capacity. Russia was present at a low level (its
Ambassador to Ukraine was the top official at
the negotiations) and in a role of a neutral party
while it was a clear party to a wider conflict with
Ukraine since occupation of Crimea.

However, this analysis does not provide the
reason of such behavior of the conflict parties.
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So, based on the experience of Minsk Accords
and their collapse, and in order to avoid col-
lapse of any future agreement between Ukraine
and Russia, the author conducted a thorough
research into the modern international conflict
resolution. Following are the conclusions of this
analysis.

Discussion

Numerous researchers and analysts have pub-
lished their theories and approaches on the topic
of conflict resolution, and practitioners have ap-
plied them to end the Russian-Ukrainian war.

We will analyze why these efforts have not
lead to the desired outcome and how negoti-
ators could succeed in future negotiations, ac-
counting for new technologies, innovative eco-
nomic models and external relations.

Currently a major paradigm shift is underway
the in the economy, military and other sectors. In
political and military spheres, traditional allianc-
es (notably NATO and the EU) no longer seem
as strong as before, while newer ones (such as
BRICS) lack many typical features of interstate al-
liances (they do not have firm political, military or
economic commitments). In the economic field,
many previously signed agreements are being re-
visited. In the realm of high technology, a revolu-
tionary transformation is underway, considering
the capabilities of Al, big data, drones, nanotech-
nologies, and other breakthrough R&D areas.

In this context, inter-governmental and in-
ter-company relations, as well as public-private
partnerships, are also radically changing: instead
of clear long-term agreements, situational alli-
ances are emerging, where former enemies can
temporarily become allies/partners or vice versa.
However, these partnerships often concern only
some narrow issues where the interests of the
parties (temporarily) coincide. In international
relations, the issue of benefit (usually economic)
is increasingly coming to the forefront.

In the absence of professionals within a coun-
try capable of modeling optimal actions for the
state in this new reality, and/or the will to im-
plement them, such a country becomes a weak
link in the modern world and may find itself in a
state of instability (or even chaos), as well as be-
come a target for aggression. A crisis may occur
due to poor management when control is lost
over too many critical sectors. However, in the
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longer term, systemic crises may arise from in-
sufficient attention to fundamental sectors such
as education, healthcare and infrastructure. Se-
vere problems in these areas can provoke seri-
ous discontent among the population.

Challenges faced in preventing renewed
conflict and establishing sustainable peace
include political, economic, and technological
factors. Wars can be viewed as a result of mis-
management by governments, so politicians and
decision makers must make sure management is
fixed at all levels of the government.

In these circumstances, alternative approach-
es should be analyzed, including economic,
technological and other approaches that are re-
searched below.

The education system of a country also plays
an important role. It should foster values such as
readiness for cooperation between parties, com-
passion, the ability to compromise for a greater
goal, and the preference for peaceful rather than
military solutions to problems.

Negotiations: Identification of Key
Success Factors and Pitfalls

Hybrid wars have been insufficiently studied
both by military science and international law.
Such uncertainty leads to actions taken blindly,
which has become one of the reasons for unsuc-
cessful attempts by each party to reach a break-
through.

Some important practical aspects of the on-
going negotiations are discussed below.

Goals of the conflict parties are important in
any peace negotiations. Often, the initial goal is to
cease hostilities or, more broadly, cease violence.
This is viewed as an alternative to other conflict
resolution options, such as a peace agreement
or military victory by one of the parties. During a
ceasefire, it is possible to establish contacts and
communication lines between the parties at vari-
ous levels, address humanitarian issues etc.

One or both parties may commit to stopping
violence. These commitments can be verbal or
documented. They may have different geograph-
ical scopes and time horizons, and they can also
be part of a peace process. Nevertheless, the ac-
tual goals of the parties may differ from what
they declare. The real goal of a party may be to
win or, at the very least, to strengthen its ne-
gotiating position, and this goal can change de-

pending on the military situation. Accordingly,
the negotiation process and the ceasefire itself
can be used as a step towards peace, or as part
of military strategy, or as a negotiation "trick.”
Moreover, the real goals of the parties are not
necessarily rational (for example, surprise as part
of military strategy might require the party not
to pursue a goal that the opponent would logi-
cally expect).

Goals of the Conflict Parties

Theideal goals of the conflict parties are incom-
patible. Russia aims to capture as much Ukrainian
territory as possible and to force Ukraine to be-
come a non-aligned country (at least to abandon
NATO membership). In the medium term, Russia
may be aiming at the annexation of Ukraine and
other former Soviet Union republics. Ukraine, on
the other hand, seeks to regain its 1991 borders,
become a member of the EU and NATO, although
Ukrainian representatives have signaled that they
willing are at least to consider a ceasefire across
the existing front line. However, Russia demands
the complete transfer of four Ukrainian regions
(in addition to Crimea and Sevastopol). Howev-
er, after the breakdown of negotiations in 2022,
the parties resumed a series of meetings in 2025,
which may signal a readiness to abandon their
maximal demands.

A ceasefire, as part of military strategy, may
be used by a conflict party to consolidate its
military success, or to buy time e.g. for entering
into military alliances, regrouping and rearming.
Moreover, a party may also initiate hostilities in
order to propose negotiations at a later stage
and secure a result that could not be achieved
without armed conflict.

A ceasefire can also serve as a demonstration
of strength, a way to consolidate victory or what
will be declared as a victory by one or both parties.

If a party seeks peace, a ceasefire (even unilat-
eral) can serve as a clear signal of such intention.
A ceasefire aimed at subsequent peacebuilding
traditionally involves various de-escalation and
confidence-building actions, humanitarian mis-
sions and prisoner exchanges. Such a ceasefire
often reveals the conflict stakeholders who op-
pose peace, at least at this stage (peace spoil-
ers). They may deliberately violate the ceasefire
to disrupt the peace process. Therefore, in cas-
es where the parties are seriously committed to
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a peace process, it is important to implement
mechanisms that reduce the risk of violations
(such as preventing military incidents and im-
posing strict sanctions for violations). It is also
crucial to emphasize the importance of an effec-
tive monitoring procedure to ensure compliance
with the ceasefire, as this will make the ceasefire
more sustainable.

Finally, if the parties do not see a clear path
to a full peaceful settlement or victory for one of
the parties, a “frozen conflict” may become the
“least evil” option. Accordingly, a ceasefire can
establish this state, which could last for years or
even decades. Such ceasefires may be periodi-
cally extended but they can also be violated. The
parties may still decide to extend it despite the
violations if they consider the losses acceptable
compared to transitioning to full-scale war.

It must be noted, however, that agreements
on de-escalation, even if signed by the conflict
parties, are also far from being a guarantee of
success. However, some signed agreement is
highly desired by politicians. As a result, agree-
ments may be signed after a short period of ne-
gotiations, only to be broken just as fast. More-
over, even if an agreement is successfully nego-
tiated and signed, politicians tend to “forget” to
specify the exact process of its implementation,
and the agreement becomes vulnerable to dif-
ferent interpretations by the parties.

Hidden Motives of Conflict Parties:
How to Identify and Treat Them

Each conflict party seeks to improve its po-
sition in the negotiations. If one party insists
on certain political, economic, military or other
conditions, their hidden motives and the com-
promise possibility should be analyzed. Negoti-
ations may follow a standard scenario known to
both parties; however, such scenario could be a
cover for buying time while the other part of the
negotiating team prepares a different scenario
and makes arrangements for it.

Often, the beginning of negotiations is hin-
dered by each party's fear of appearing weak if
they are the first to offer negotiations. However, if
they sense that the other party is also ready, they
can use formulations that appear as responses
to offers, e.g. "We have been informed through
various channels that you are ready to start ne-
gotiations,” or "Based on the battlefield situation,
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if you are ready for negotiations, we can consider
such an option.” Other forms of contact include
exchanges of prisoners of war etc.

Negotiations may also be hindered by other
factors, e.g. belligerent statements made by a par-
ty “for internal consumption” within their country.
These statements quickly become known to the
other party and can be interpreted as a lack of
readiness to compromise. Wisdom and diploma-
cy are necessary to prevent misinterpretation of
such signals and overreaction to them.

Russian-Ukrainian War: Economic
and Social Aspects

The economy of the future requires the mod-
ernization of traditionally strong industries (such
as IT and aerospace, plus technical education)
and the development of new ones (robotics,
electronics, Al, nano- and biotechnology), par-
ticipation in global processes of cooperation
and information exchange.

Durable peace depends on Ukraine’s ability
to respond to these challenges. Failure to meet
them would lead to lack of investment, aggra-
vated by inefficiency in other areas (in particu-
lar, related to corruption). This will further re-
duce people’s incomes, which will lead to social
tension and protests, and, accordingly, inability
of the state to maintain law and order and ev-
er-reducing cohesiveness of the country. These
processes may give a sufficient temptation to an
aggressive neighbor to attack Ukraine.

In order to avoid such negative scenarios,
Ukraine needs to develop a computer model
that will be discussed by the author in his article
in the next issue, "Future socio-economic hy-
pertrends: techno-centric, knowledge-centric
and net-centric aspects of Russian-Ukrainian
war and negotiations”. That article suggests a
solution how such model can be used in future
negotiations and peacebuilding. All of the above
practical aspects of negotiations should also be
factored into this model.

Conclusion

The international community is trying to per-
suade the parties of the Russian-Ukrainian war
to agree on an armistice or at least long-term
cessation of hostilities. However, conventional
diplomacy has resulted in limited progress so far.
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JIOMYy [ Wje HedocmamHb0o O0C/IOXeHA fK BIUICLKOBOK HAYKOH, MAK [ MDKHAPOOHUM
npasom. Taka HesusHa4yeHicmes gede 0o Oil ,8cainy”, Wo cmMano 00HOH 3 NPUYUH
besycniwHux cnpob (8 momy Yuci 3a y4acmi MEKHapoOHOI cnileHomu,) domosumu-
¢ Npo mMup 4u xo4a 6 nepemup’s Ha docmamHeo dosauli cmpok. [Toku y4acHUKam
KOHGAIKMYy, (o020 JoCNiOHUKAM, NocepedHUKAaM He 80ai0cs CHopMy/Io8amu maki
npu4uHU 018 NPUNUHEHHS 8iUHU, ki 6 00HOYacHo 018 0box cmopiH 30asasaucs
6U16W NepekoHAUBUMU, HIX NPpUYUHU [T NnpodosxeHHs. 3okpema ICHye HU3Ka (Oe-
0J102[4HUX, COYIaIbHUX Ma [HWUX ¢pakmopis, ki 00HG 3 CMOPIH KOHPAIKMY Moxe
88aXXamu 0oCMamHimMu NPUHUHAmMu 011 NpOOOBXKEHHS BILIHU.

o ybo2o dodaromecs Ui NpakmuyHi nepewkodu, KoJau CMopOHa KOHPAIKMY Mae
CNUCOK 8UMO2, AKUX He MOxe 00CA2HYMU BIlICbKOBUM WIIAXOM, ajie Npodo8XyeE HA-
nosifeamu Ha BUKOHAGHHI IX ycixX [ He susgafe comosHocmi aidcmynamu. Takud nio-
X(0 € HenpodykmusHUM, 60 8 peaslbHOCMI CUMYayis MOXe 3MIHUMUCL Ha KOpuCcMeb
[Hwol cmopoHu. Obudsi cmopoHu Mmarome bymu 20mosi ceplio3HO po32aa0amu
MOXUBICMb KOMNPOMICY.

AJle cyqacHa noaimuka 83az2ani He dyxe cxuabHa 0o KOMNpoMmicie. B nosimudyHid
ma siticekos(li cchepi mpaduyitiHi coro3u (3okpema HATO, €C) exe He suensadarome
makumu MiyHUMU, AK paHiwe, a Hosiwi 06'€dHaHHs (maki sk bPIKC abo LLIOC) He
mMarome 6a2ameox MuUNoBUX 03HAK MIKOEPXAsHUX COrO3I8 (8 HUX HEMAE maepoux
noAiMuUYHUX, 8ILICbKOBUX YU EKOHOMIYHUX 830EMO30008'A3AHb).

B yux ymosax 38'a3ku AK MK Oepxasamu, mak i MK KOMNAHIAMU, G MAakox
y OepxxasHO-npusamHomy napmHepcmesi Mmakox 3miHrMmescs [ Habysarome AKIC-
HO [HWO20 Xxapakmepy: menep Ha micye Yimkux dogeocmpokosux domMosaeHocmeli
npuxo0fiMme cuMyamueH( COr3u.
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B ekoHOMIYHIU cghepi makox 8i0bysaemecs nepeasisd 6azameox paHiule ykaa-
deHux y200.

g ycniwHocmi nepe2080pi8 KOPUCHO B8UKOPUCMOBY8AMU eKOHOMIYHL Kame-
20pli, 30KpemMa 3 NPaKMuKU nepe2osopia Npo YiHy MiX Nokynyem ma npooasyenm.

CmaH pocilicbko-yKkpaiHcbkux 8(0HOCUH He 0ae nidcmas cnodisamucs Ha ece-
OCSKHY MUPHY Y200y, npome 00c8i0 iHWUX 80€H 003B80/15€ po32/190amu maki npaz-
MAMmUYHi 8apiaHMUu sk y200a npo 3aeepuieHHs 8ILHU YU NPUHAUMHI NPUNUHEHHS
6boliogux 0.

OO0Ha cmopoHa Moxe 3pobumu NesHi NOCMYyNKU, O4iKyro4du, wo G dpyea cmo-
pPOHA 00HOYACHO nide Ha nocmynku. BidnosioHo, 0budsi cmopoHu, diroyu payio-
HA/bHO, Marome CMumMys1 NpUlHIMU ,cepeduHHUl 8apiaHm” 3 ypaxy8aHHIM Yux
nocmynok, 8paxosyrodu NomeHYitiHy wikody 8i0 8idmMosu (y 8uNadKy 4020 y2o0u He
6yde U 8iliIHaG NPoOOBXUMbLCH HA HEBU3HAYeHUU mepmiH,).

[Nepemup’s MoxHa sukopucmamu 014 3axo0i8 ykpinaeHHa dosipu ma/abo ,ye-
MeHMYyBAaHHA" pexumMy NpUNUHeHHS 802HHO.

Y cmammi HadaHi pekomeHOayii 0119 nepe208opHuUKi8. L{i pekomeHdayii cnpsmo-
8aH[ Ha me, wjob donomozmu nepe2o8opHUKam bymu egpekmusHUMU, 3p03yMimu
[(HWy cmopoHy KoHgaikmy ma Oilimu 3200u Ha ocHosli mopay, wob obudsi cmo-
POHU OMpUManu AKyco 8u200y 00HOYACHO (‘8uepauwi-guzpawi”), 8I0Mo8uUBWIUCH 8i0
nioxodi8 (3 Hy/160800 CYMOH, KOJIU Hacnpasol npo2parome 8ci, 60 302a/16HA eKOHO-
MIYHG Ma 2yMaHIMapHa cumyayia no2ipulyemeocs.

ToMmy 3a80aHHSA nepe208opi8 — WyKamu payloHaa6HUl KOMNpOMIC 3amicme He-
6esneyHol cmasku Ha me, W0 NPOMUBHUK 8nade nepuiuM.

lpu YoMy CNpasxHi Yl CmopiH MoxXyme 8i0pi3HAmMuca 80 3assaeHux. Cmo-
pPOHA MOXe NpazHymu He muleku (I Hasime He cmulbku) Mupy, a (CKUibku) nepemo2u
Yu npuHalMHi niocuieHHsa C8O€El nepe208OpHOI NO3UYLL, | Ya MemMa Moxe 3MIHH-
8amMuCs 3a/1exHO 8i0 80EHHOI cumyayii. BionosiOHo, nepe2osopHuUli npoyec i came
nepemup’ss Moxe 8UKOpUCMO8Y8AMUCA AK KPOK HA WJsaxXy 00 MUpy, AK 4acmuHa
gilicbkosol cmpameeil ma/abo sk nepe2o08opHUl ,mprok”.

lpome akwjo cmopoHa OilicHo baxae mMupy, mo (Hasime 0OHOCMOPOHHE) ne-
pemup's Moxe cmamu A8HUM CUSHAJIOM NpO make baxaHHs. [lepemup’s, ke mae
cmamu wiasxoM 0o Mupy, mpaduyitiHo nepedbayace U bazamo 3axodig 3 deeckana-
Yl ma ykpinsieHHs 008ipu, 2yMaHimapHux 3axo0is, 0OMIHI8 NOJOHEeHUMU, AKi NOKPA-
Wyrome WAaHcu Ha MUpHe 8pe2y/iro8aHHS.

LLJob He limu exe npolideHUMU WAFXamu [ He N08MOpPH8AMU CMAapux NOMUJIOK,
MOXHA 3anpONOHy8amu nioxio, Npu AKOMY HOB[ NOKOJIHHA 3 060X CMOpIH 3a1uwWa-
oMb MUHYJIE 8 MUHY/IOMY [ HaMa2aromecs 3Hadmu modesns MalibymHeo20 cnisic-
HY8AHHS.

3asepuwieHHs siliHU abo i 2apsa4ol aszu 8i00ysaemucs WIIAXOM nepezosopis,
AKI He 3a8X0u MOXHA Ha3samu ,MUpHUM npoyecom”, 6o 3ayikasneHi CmopoHU He
3a8x0u xo4yme MUpy, He 3aex0u 8paxosyrome NPUYUHU KOHGAIKMY ma iHmepecu
8CIX YU X04a 6 8NUBOBUX epyn. AKWO CMOPOHU He 6a4ame 0OHO3HAYHO20 WIIAXY
00 NOBHOYIHHO20 MUPHO20 8pe2y/Ito8aHHA abo nepemoau 00HOL 3 CMOpIH, ,HAlMeH-
WIUM 3/10M" MOXXe CMamu 3amMopoXeHUU KOHQIKM.

Xmo moxe bymu nocepedHUKOM Ha nepezogopax? Lle 3anexume 8i0 Mupomeo-
p4020 docsidy nomeHYiliHo20 nocepedHUKa ma (io2o cnpuliHIMms 06oMa cmopo-
Hamu sk HelimpaieHo20 y4acHUKA.

CmopoHU MOXYymb NpunUHUMU YU NpU3ynuHUMuU KoH@aikm, akujo Oitidyme
BUCHOBKY, W0 cnilbHUl bI3HEC, Mop208i 38'A3KU, y4acme y 2106ani3ayil NpUHOCIMb
bibwe 8U200U, HIX 3UcCK (Yacmo U1t030pHUL), No8'A3aHUL 3 BILIHOK.

KnrouoBi cnoBa: MupHi nepe2osopu, 8peyito8aHHs KOHAIKMY, nepemup’s, npu-
NUHEHHS BO2HIO, POCilicbko-yKpaiHceka 8iliHa, 2ibpudHa eitiHa, YkpaiHa, iHHosaull,
8I0HO8/1EHHS
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