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Anomauia: Poszensanymo ponv cmopimenniney (po3nosioanHs icmopiit), Hapamuey K
00H020 3 BAJCIUBUX KOMNOHEHMI8 CAMOnpe3enmayii 8 0i08oMy CNiIKy8auHi. JocniodiceHo,
wo cmyoewmu mexHiuHux cneyiaivHocmet y BH3 suxopucmogyoms po3nogioants icmopitl
CHOHMAHHO, He N08'A3YIomb IX 3 NOHAMMAM «0i108a 83aemodiay. Ilpoananizoeano pisHi in-
CMpyMeHmu po36UmK) HapamueHoi NpaKmuKu, Ki BUKOPUCMOBYIOMbCS NCUXOTI02aAMU MA Ne-
o0azozamu OJis po36UMKY BMIHHI NPOECiOHaNa BiIbHO BUCLOBTI08AMU OYMKU 6 3A0AHOMY Ha-
NPAMKY 3 MOYKU 30pY NCUXONO2IYHUX 3AKOHOMIDHOCMEL npoyecy camonpeseHmayii ocoouc-
mocmi ma 3 mo4Ku 30py pumopuKu.
Knrouosi cnosa: camonpeszenmayis y 0in080my CRIIKY8AHHI, IMIONC 0cobucmocmi, iH-
cmpymenmu camonpeszenmayii, napamus, cmopimennine, mexuiku SmallTalk ma ARE, memo-
ouka «Rory's Story Cubesy.

I'anuna IonoBa, Haranba Cepena

CTOPUTEJIJIMHI KAK UHCTPYMEHTAJIbHBIM KOMIIOHEHT
CAMOIIPE3EHTAIIMH B AEJIOBOM OBIIIEHUH

Annomauyun: Paccmompena ponv cmopumennunea (pacckazvléanue ucmoputi), Hap-
pamuea Kak O0OHO20 U3 BAICHBIX KOMNOHEHMO8 CAMONPe3eHmMayuu 6 0elo80M O0OujeHul.
Onpeodeneno, ymo cmyoeHmvl MexXHU4ecKux cneyuanviocmeu 6 BY3ax ucnonvzyrom cmopu-
MeJIUHe CNOHMAHHO, He CBA3bl8aAlom €20 C NOHAMuUeM «0enogoe g3aumoodelicmsuey. IIpoana-
JIUBUPOBAHBL PA3IUYHbIE UHCTNPYMEHMbl PA36UMUS HAPPAMUBHOU NPAKMUKU, UCNONb3YeMble
ACUXON02aMU U Neodazocamu Olsi pa3sumusi YMeHust npogheccuonanra c600600HO BblpaAdICcams
MbICIU 8 3ad0AHHOM HANPABLEHUU C MOYKU 3PeHUs NCUXOL0UYECKUX 3AKOHOMEPHOCmel Npo-
yecca camonpeseHmayuy TUYHOCMU U ¢ MOYKU 3PEHUSL PUMOPUKUL.

Knrwouesvie cnosa: camonpezenmayusi 8 0e1080M 0OWEHUU, UMUONC TUYHOCMU, UH-
cmpymenmsl camonpezenmayuu, Happamusg, cmopumennune, mexuuxu SmallTalk u ARE, me-
moouka «Rory's Story Cubes».

Problem setting. The intensity and diversity of the communication processes in mod-
ern society demands significant resources from the person. The demands are associated with
the management of self-impression. Increasing of the person’s social bonds, involvement in a
large number of social groups leads to the need for effective self-presentation in everyday
household contacts, as well as in business communication. The development of mass commu-
nications, political and social technologies increases the importance of image management
processes and building of their own image in business communication, which is considered
not only as a tool for all kinds of manipulation, but also as an essential element of self-
realization.

In recent decades, we can see active development of the methods of the communica-
tive competence improvement, which is the presentation basis of their personality features,
interests and needs to the world around [1; 2].

In our opinion, it is relevant to consider psychological aspects of the use of personal
self-presentation tools in business communication among technical specialists. Specialists in
technical areas traditionally consider issues of personal communication (including image
management) secondary as compared to the substantive work issues. However, the social
practice of personality functioning in the organization proves the importance of the personali-
ty communicative competence in any sphere of professional activity. During training at the
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university it is necessary to form purposefully among future professionals not only technical,
but also social competence. The basic social skills of any professional are: adequate image
management as a professional, the efficiency of the business interaction, the ability to resolve
conflicts constructively in professional dialogue.

Paper objective is to review the practical tools of the self-presentation narrative com-
ponent in the business cooperation of technical specialists.

Paper main body. One of the main ways of self-realization of a person in the world,
their life experience is the creation of narratives (the organization of life experience in the
form of a story). The process of self-presentation may include, in addition to using self-
descriptions and demonstration of their attitudes, other techniques, for example, storytelling
about themselves. Thus, the narrative can be seen as an instrumental component of self-
presentation.

Human stories form their image. Attractive image — is a part of the business communi-
cation culture. Personal image is giving us an idea not only of their appearance, but also about
their inner world. The image includes personality traits both naturally exhibited, and specially
presented. Image management in order to build the image is the art of targeted attracting the
attention of the communication partner to the specific features of their appearance, behavior
and narrative that trigger mechanisms of social perception of the partner [3]:

* superiority image management — the selection, emphasizing of external signs of ex-
cellence in clothes, manner of speech, behavior;

* attractiveness image management — the work spent on bringing the clothes in line
with the exterior;

» relationship image management — the demonstration to one’s partner their attitude
with the help of verbal and non-verbal means;

» status and behavioral causes image management — the drawing of attention to the
reason of their actions that seems the most appropriate to the subject.

The main function of self-presentation in business communication is associated with
the awakening of interest and trust of the partner and the drawing of attention to the problem.
This may lead to the emergence in a communication partner of the need to achieve the com-
mon goal and to provoke some action.

At the heart of image formation the following principles lie:

« the principle of repetition: only the kind of information that is repeated is well re-
membered,;

« the principle of continuous exposure gain: increasing of well reasoned and emotional
appeal.

» the principle of «double effect»: perception not only on conscious, but on a subcon-
scious level.

A personality, presenting oneself in the business cooperation, actively uses psycholog-
ical mechanisms such as fascination, attraction, stereotyping. Fascination is a kind of charm
or appeal, characterized by verbal influence, intonation, facial expressions, mannerisms (of
speech, movements and so on), at which the minimum loss of information for the communica-
tion partners, their friendly disposition is achieved. Attraction is the allure and magnetism
which is characterized by visually fixed emotional relationship of a person to someone as a
manifestation of sympathy or willingness to communicate (smiling, rejoicing, movement to-
wards, etc.). Stereotyping is the use of a stereotypical view that sets specific «halo» of part-
ner’s relationship to us.

18 Teopis i npakmuka ynpaeninus coyianvhumu cucmemamu 3 ‘2016



TEOPETUYHI TA IIPUKJIA/[HI ACIIEKTU JOC/IIIDKEHHA ®EHOMEHIB JIIJIEPCTBA,

YIIPABJIIHHA TA PO3BUTKY COLIAJIPHOI'O Ob’€KTY

Thus the fascination and attraction enable the individual to establish maximum friend-

ly contact as much as possible, and stereotyping often gives a meaningful direction to the con-
tact.

Among the image management content areas are:

* causes of behavior (motives and needs);

» characteristics of business and personal qualities (responsibility, reliability, commu-
nication skills, etc.).

» life and professional values

» life and professional experience

« targets and symbols of success

Stories about different aspects of personal life direct the attention of the partners in di-
alogue. However, quite often the individual does not attach importance to their personal sto-
ries and is only fragmentarily aware of their role in the business interaction.

For example, a survey of students of NTU «KhPI» revealed that they use storytelling
spontaneously and do not connect it with the concept of «pragmatic cooperation».

Let us consider in more detail the phenomenon of self-presentation. In recent years,
the number of studies on the phenomenon of self-presentation has increased. This problem is
developed by V. Chiker, O. Pikuleva, V. Panferov, V. Khoroshikh, A. Bodalev, V. Kunitsyna,
E. Sidorenko, Yu. Emelyanov, Yu. Krizhanskaya etc.

For the analysis of self-presentation Fedorova [4] suggests using A. Leontiev «activi-
ty-action-operation» scheme. With respect to self-presentation process, this scheme can be
applied as follows: self-presentation is grounded with a motive on the activity level. It is
characterized by target on the action level and includes various means at the transaction level.
Thus, the process of self-presentation can be viewed at three levels of analysis: the motiva-
tional level, the goal level and instrumental level (tool level). At each of these levels the self-
presentation process is regulated by a set of different personal and situational factors.

As practical psychologists and educators, we are primarily interested in the instrumen-
tal level — it is made up of self-presentation techniques, tools and ways in which the subject
realizes the goals and motives of image management in a particular situation of interpersonal
interaction. Self-presentation techniques can be classified into two bases: the sign system that
is being used (verbal, non-verbal) and the subject of self-presentation for verbal techniques
(direct, indirect). Selecting the verbal techniques of self-presentation is regulated by situation-
al factors such as acquaintance with the interaction partner, goals of interaction and role-
structure of interaction as well as personal factors such as the level of self-monitoring.

Narrative is a special verbal technique of self-presentation. The subject’s narrative (story)
about current life events is organized in chronological sequence. There are two so-called «land-
scape» in a story told by a person: action landscape and consciousness landscape. Events and
actions, i.e. all the answers to the questions «what did», «who made», «where», «wheny, «how,
«in what circumstances», are arranged on the action landscape. Intentional identity categories —
meanings, values, desires, hopes, dreams, expectations, life principles and voluntarily undertaken
obligations are located on the consciousness landscape. In the «good» resource history action
landscape and consciousness landscape are closely intertwined. Not only can we see how the he-
ro acts in the story, but we also know, for what reasons he does so anyway and what different
variants of the situation outcome mean for him [4].

Storytelling functions in professional communication of technical specialist are varied.
Telling stories allows to establish the psychological contact with the partners and provides
production effects:
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* a description of the situation, circumstances;

« an illustration of the problems and experiences associated with the problem;

* stimulus for discussion;

» a description of the project concept, the essence of working problems;

* a description of the effects and consequences of the parties’ actions;

» mentoring: learning (knowledge transfer not in the form of regulations and direc-
tives, but in stories); upbringing.

In recent decades, practical psychologists worked out a variety of programs related to
the development of communicative competence in the field of self-presentation. Many pro-
grams of psychological trainings provide either appropriate units, or are directly devoted to
the problems of image management in business communication in establishing contact, in im-
plementation of influence on opinion, decision, action of the communication partner. Here are
just a few.

For example, E. Sidorenko in her training program of communicative competence in
the business interaction, describes the SmallTalk technique — the art of keeping the conversa-
tion going [5]. In many developed countries, SmallTalk is an inherent part of any deal, the
beginning of the common business. During it people assess each other, get a lot of non-verbal
information, make a brief psychological profile of the interlocutor.

C. Fleming, an expert in the field of communication, proposed an effective strategy to
start a conversation with unknown person — the ARE-technique [6]:

1) A — Anchor. On the basis of available information, you seek out the point of con-
tact; the theme may be the situation in the company, the industry and the market, and every-
thing connected with the subject of professional activity. But there are some countries where
it is not nice just to get down to business (e.g. in Japan). In this case, you can use the «stand-
ard» topics: the weather, the new models of mobile phones, etc.;

2) R — Reveal, the further progress on the subject. If you are talking about the warm
spring weather, it is possible to continue to develop the theme by reflections about love for
country trips, camping, fishing, tourism;

3) E — Encourage. Stimulating the participation of the conversation interlocutor: ask
him/her open-ended questions (whether he/she likes to visit the countryside, hiking, etc.). The
responses contain the new anchors.

Among the practical tools of self-presentation on the market of communicative com-
petence trainings a storytelling method stands out, which was originally presented by David
Armstrong (head of the Armstrong International Corporation from the United States) as a
method for successful communication in an organization [7]. Under the story he meant any
plot-related story, which is the expression of a particular principle or value of the company.
The story in this case — is a carrier and transmitter of corporate knowledge. David Armstrong
used storytelling to improve the performance indicators of his company and to teach begin-
ners faster. In developing his method, he took into account the well-known psychological fac-
tor: stories are more expressive, exciting, interesting and easier to associate with personal ex-
perience than the rules or directives. They are better remembered, more importance is at-
tached to them and their influence on human behavior is stronger than the effect of a more
formal information.

Narratives store information and experience, help apply the accumulated experience in
actual situations, stimulate emotional reactions, induce to action; develop communication
skills of the personality.

Rory O'Connor (trainer and coach in the city of Belfast in Northern Ireland) has creat-
ed a tool for composing stories — story cubes. The classic version of «Rory's Story Cubesy is a
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set of 9 cubes, on which the symbolic images (pictures) are marked. For example, the dialog

cloud, arrow, light bulb, house, sleeping face, clock, etc. Now, there are additional sets of
thematic blocks:

« travel with icons of different cultures — «Rory's Story Cubes: Voyages» (9 blocks);

* actions and events icons — «Rory's Story Cubes: Actions» (9 blocks);

 medical set (3 blocks) — «Medicy;

* sport set (3 blocks) — «Score»;

* «Intergalactic» (3 blocks), and many others.

Rory's Story Cubes method is used by trainers, psychologists and teachers for the de-
velopment of professional skills to freely express thoughts in a given direction in rhetoric
terms and from the standpoint of psychological laws of self-identity process.

Conclusions of the research. One important component of self-presentation in busi-
ness communication is a narrative identity, primarily targeted to tell stories. Storytelling —
telling the stories about actual aspects of the individual activities direct the attention of the
partners in dialogue. Storytelling functions in professional communication of technical spe-
cialists are diverse: a description of the circumstances, the business situation; description of
the project concept, the essence of work issues; description of the effects and consequences of
the parties’ actions and others. Stories may be an illustration of a problem and experiences
associated with the problem, the stimulus for discussion. They help to carry out mentoring —
knowledge transfer can take place not only in the form of regulations and directives, but in
stories.

It has been revealed that the technical specialties students use storytelling spontane-
ously and do not connect them with the concept of «pragmatic cooperationy.

It can be noted that the practical psychology presents a wide selection of tools for the
storytelling development as a component of self-presentation. Pedagogues need to use these
tools for the development of communicative competence in the future technical specialists in
their university studies.

Chnucok Jireparypu:

1. Bymenko T. O. AKTHBHI METOJM HaBYaHHA y (POpPMyBaHHI KOMYHIKaTUBHOI KOMIIETEHT-
Hocrti crynenTiB / T. O. Byrenko // Tlemarorika, IcHxosorist Ta MeAUKO-0ioJoriuHi npodiemu ¢i-
3MYHOTO BUXOBaHHA 1 ciopTy. — X.: XAAJM (XXIII). — 2009. — Ne 11. — C. 6-9.

2. Ilonosa I'. B. Ilparnennst ctyaeHtiB texniuHoro BH3 no ocobucrictHo-mpodeciitnoro
camosockoHaneHHs. / . B. [TonoBa // Bicauk XapKiBChKOTO HaIllOHAJIBLHOTO TIEJAAaroriYHOTO
yniBepcurety im. I'.C. CkoBopoau. — X.: «IIcuxonoris». — 2009. — Ne 30. — C. 244-254.

3. bopozouna [I.B. Tlcuxomoruss pgenoBoro oOmeHus: ydyeOHoe mocobue /
I'. B. bopozauna. — M.: UHOPA-M, 2006. — 224 c.

4. @edoposa H.A. JINYHOCTHBIE ¥ CUTYyallMOHHBIE (haKTOPHI BEIOOpA BepOaIbHBIX TEXHUK
CaMOIPEe3eHTAllUU: aBTOped. AUCC. ... Ha COMCKAHUE Y4YCeH, CTENEHHM K. MCUXOJ. HAyK. CIell.
19.00.05 / H. A.®enopoBa; MockoBCKHiI TOCyIapcTBEHHBIN yHUBepcuTeT nM. M.B.JloMmoHOCOBA.
-M.,, 2007. -29 c.

5. Cuoopenko E. B. TpeHUHT KOMMYHHKATHBHOW KOMIIETEHTHOCTH B JISJIOBOM B3aUMO-
nevicreun / E. B. Cunopenko. — CII6.: Peus, 2008. — 208 c.

6. Fleming Carol A. It's the Way You Say It: Becoming Articulate, Well-spoken, and
Clear / Carol A. Fleming. — USA, 2010. — 198 p.

7. Armstrong David M. Managing By Storying Around: a new method of leadership /
David M. Armstrong. — USA: Armstrong International , 1999. — 249 p.

Teopis i npakxmuka ynpasninus coyianvuumu cucmemamu 3 2016 21



TEOPETHUYHI TA IIPUKJIAJIHI ACIIEKTHU JJOC/II/DKEHHA ®EHOMEHIB JIIJIEPCTBA,
YIIPABJIIHHA TA PO3BUTKY COLIAJIBHOI' O OB’ €KTY

8. Pomanoscekuii O. . MoBHa KOMIIETEHIsl K CKJIaZoBa (POpMyBaHHS OCOOMCTOCTI
ynpasminisg XXI cronitrs / O. I'. Pomanoscebkui, 1. B. Tlonsuceka, B. @. lesuenxo // IIpoGie-
MU Ta MEPCHEeKTHUBH (OPMYBaHHs HAI[IOHAJIBHOI T'yMaHITapHO-TEXHIYHOI €NliTh : 30. HayK. mp. /
pen. JI. JI. ToBaxustucbkuid, O. I'. PomanoBcbkwuit. — X. : HTY "XIII", 2011. — Ne 28 (32). —

C. 3-9.

References:

1. Butenko T. O. Aktyvni metody navchannia u formuvanni komunikatyvnoi kompe-
tentnosti stu-dentiv / T. O. Butenko // Pedahohika, psykholohiia ta medyko-biolohichni prob-
lemy fizychnoho vykhovannia i sportu. — Kh.: KhDADM (KhKhPI). — 2009. — Ne 11. —
S. 6-9.

2. Popova H. V. Prahnennia studentiv tekhnichnoho VNZ do osobystistno-
profesijnoho samovdoskonalennia. / H. V. Popova // Visnyk Kharkivs'’koho natsional'noho
pedahohichnoho universytetu im. H.S. Skovorody. — Kh.: «Psykholohiia». — 2009. — Ne 30. —
S. 244-254.

3. Borozdina G.V. Psihologija delovogo obshhenija: uchebnoe posobie /
G.V. Borozdina. — M.: INFRA-M, 2006. — 224 s.

4. Fedorova N.A. Lichnostnye i situacionnye faktory vybora verbal'nyh tehnik samo-
prezentacii: avtoref. diss. na soiskanie uchen. stepeni k. psihol. n.: 19.00.05 / Natalija An-
dreevna Fedorova; Moskovskij gosudarstvennyj universitet im. M.V.Lomonosova. — M.,
2007. —29s.

5. Sidorenko E.V. Trening kommunikativnoj kompetentnosti v delovom vzai-
modejstvii / E.V. Sidorenko. — SPb.: Rech’, 2008. — 208 s.

6. Fleming Carol A. It's the Way You Say It: Becoming Articulate, Well-spoken, and
Clear / Carol A. Fleming. — USA, 2010. — 198 r.

7. Armstrong David M. Managing By Storying Around: a new method of leadership /
David M. Armstrong. — USA: Armstrong International , 1999. — 249 r.

8. Romanovs'kyj O. H. Movna kompetentsiia iak skladova formuvannia osobystosti
upravlintsia KhKhl stolittia / O. H. Romanovs'kyj, 1. V. Polians'ka, V. F. Shevchenko // Prob-
lemy ta pers-pektyvy formuvannia natsional'noi humanitarno-tekhnichnoi elity : zb. nauk. pr. /
red. L. L. Tovazhnians'kyj, O. H. Romanovs'kyj. — Kh. : NTU "KhPI", 2011. — Ne 28 (32). —
S. 3-9.

Cmammsi naoitiuna 0o peoakyiunoi xoneeii 25.08.2016

22 Teopis i npakmuka ynpaeninus coyianvhumu cucmemamu 3 ‘2016



