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Introduction

The article analyses different aspects of collaboration of participants of economic relations including modern international trade. A whole constellation of researchers, including anthropologists, psychologists, sociologists, and historians, in their works have deployed mass consciousness in the direction of economic humanitarism. Still in XVIII century famous economist Adam Smith (1, 2( established closed interaction between business/trading and ethic norms. Direct unity and struggle of opposites in these works let to detect such unexpected feelings, which seem impossible for human nature. 

Crises of XIX–XXI centuries decisively shown than any existing doctrine of economic mechanisism isn’t useful for prediction or at least for explanation of global finance collapse. So a whole constellation of researchers, including anthropologists, psychologists, sociologists, and historians, in their works have deployed mass consciousness in the direction of economic humanitarianism.

The so-called "humanomics" ("humanitarian economics" is the term coined by the 2002 Nobel Prize laureate in economics V. Smith (3–5( and the American economist, specialist in the field of experimental economics B. Wilson) is actually the inclusion of a humanitarian component in economic science. According to V. Smith, "humanomics" can be used to describe both classical market relations and personal social exchanges, that is, interactions. Humanomics is economics, sociology, and history, which recognize the fact that it is man who determines the meaning of things. In accordance with the concept of humanitarian economy, hard work is the main source of well being for both the person himself and the entire human society. At the same time, one cannot reject the objective necessity of exchange – such exchange, which is accepted by the participants of the exchange intuitively, sensuously, at the level of their subjective understanding of justice. That is, debt, which today is one of the key financial categories, is initially formed as a relationship of equality, mutual obligations and respect between people, without which it is simply impossible to imagine humanity.

Thus, relations of interdependence, debt to each other form human society. Proportionate retribution, mutual gifts and duties strengthen ties in human society and contribute to economic development. Exchange is not just turning into a tool of the economy built on the division of labour; it is becoming a broader, moral mechanism for the development of society.

Let's consider the basic principles of humanitarian economics.

The first main principle that forms the relations of the humanitarian economy and which is later transferred to financial relations as a system of relations between people is the principle of proportionality or correlation of mutual obligations, dependence, and responsibility.

The second key principle on which the definition of humanitarian economic relations or humanitarian economy is built is the personification of economic ties and relations. Economic behaviour of a person is the result of many motivations, often contradictions, emotions, and not only rests on the cold calculation of a rational choice. Rational choice and economic behaviour turn out to be projections of subjective ideas about the connections and relationships surrounding a person, one's own inner world and spirituality that has not been spent to the end. Thus, the humanitarian aspect of economic relations, humanitarian economics, prompts the researcher to seek and prove not only the roots of rational human behaviour in the economy as a whole or in the field of trade in particular, but also to try to explain and understand the nature of human irrationality.

Economist Vernon Smith experimentally came to the conclusion about irrational human behaviour (3(. Nobel Prize 2002 laureate psychologist Daniel Kahneman enriched economic science with the results of psychological research, especially regarding human assessment of situations and decision-making under conditions of uncertainty. He showed that psychological errors inherent in people affect their actions in the economic sphere.

Thus, Smith and Kahneman experimentally and on the basis of psychological theory proved that when making decisions, a person tends to make outwardly random, but in fact certain, systematic errors, although this systematicity is often hidden. The study of the nature of these errors led to the creation of a new interdisciplinary scientific direction – economic psychology or behavioural economics.

Problem Statement and relevance

The founders of the “human relations” school, repeatedly remarked that an organization is not only a means to fulfil economic goals but also it is an organization of people, in which they strive to achieve their dreams and aspirations. This definitely sheds light on the fact that in a situation where there is a strong urge to achieve personal goals, there is competition and that means the lack of resources, and that, in its turn, leads to contradictions.

While investigating the assumptions regard the conflict theory in detail, we should discover that, first of all, with no doubt that conflict management process depends on a great number of value-related, epistemological, organizational and social elements as a sequential exchange of information that connects all groups of individuals in a dynamic space-time system, which requires deep and comprehensive analysis. In addition, the process of creating favourable opportunities for information exchange between actors in the organization is based on the implementation of certain modelled processes and programs. 

In order to identify the effects of conflict on economic processes, the deterministic or the simplest statistical methods (probabilistic distribution of output or power and individual party's share) can be inversely related to its marginal productivity; when settlement in the hidden conflict and then opening conflict can be expected to occur, with longer time horizons capable of inducing conflict instead of settlement; how conflict and appropriation can reduce the appeal of trade; the determinants of alliance formation and the importance of intra-alliance commitments; how dynamic incentives for capital accumulation and innovation are distorted in the presence of conflict; and the role of governance in conflict management.

A central objective of this research is to identify the quantitative effects of conflict on economic results incorporate losses into the standard equilibrium model (partial or Nash equilibrium). We focus on two scenarios, one in which the whole wealth is power counteraction to conflict, and another in which only final goods are the subjects of excluding conflict through "soft power". There are major differences between the two scenarios. In the first one, a policy that increases output reduces crime, which is not necessarily so in the second one. In the first model, public police protection reduces crime, but in the second one it may very well increase it. In the first model, the competitive equilibrium allocates private police efficiently conditional on the crime rate, but does not in the second model. The differences are due to the fact that while in both models output markets affect crime, only in the second model does crime affect output markets.

Analysis of recent research and publications

Collaboration yields more significant benefits than competition. Despite knowing this deeply, we tend to gravitate towards competition with thy neighbour. Actually there isn't another way around this. Collaboration between competitors is in fashion. The spread of what we call “competitive collaboration” – joint ventures, outsourcing agreements, product licensing, cooperative research – has triggered unease about the long-term consequences. A strategic alliance can strengthen both companies against outsiders even as it weakens one partner vis-à-vis the other. In particular, alliances between Asian companies and Western rivals seem to work against the Western partner. Cooperation becomes a low-cost route for new competitors to gain technology and market access. Yet the case for collaboration is stronger than ever. It takes so much money to develop new products and to penetrate new markets that few companies can go it alone in every situation. We have spent more than five years studying the inner workings of 15 strategic alliances and monitoring scores of others. Our research (see the insert “About Our Research”) involves cooperative ventures between competitors. We did not judge the success or failure of each partnership by its longevity – a common mistake when evaluating strategic alliances – but by the shifts in competitive strength on each side. We focused on how companies use competitive collaboration to enhance their internal skills and technologies while they guard against transferring competitive advantages to ambitious partners.

Saaty [6] actually is the founder of conflict theory and its applications in international cooperation. Lundman [10] developed practical methodology of research and development of conflicts in economy. He follows, particularly, the following concept: “The decision-making on the background of maintaining and, if possible, strengthening the organizational structures through and in which they exercise power and influence. Whatever conflicts occur within these structures, will appear to them to be dysfunctional. Firmly wedded to the existing order by interest and sentiment, the decision-maker tends to view departures from this order as the result of psychological malfunctioning, and to explain conflict behaviour as the consequence of such psychological factors. He will therefore be more likely to concern himself with ‘tensions’ or with ‘stresses’ and ‘strains’ than with those aspects of conflict behaviour that might indicate pressures for changing basic institutional arrangements. Also, decision-makers are more likely to consider the dysfunctions of conflict for the total structure, without giving attention to the functions of conflict for particular groups or strata within it”.

Keith Hartley and Todd Sandler [7,8] rightly states that “just working, managing and living in any organization automatically means being in conflict”. The problem of conflict management in social and political organizations has been covered in many different works by various authors. They all treat an organization as a complex body, which includes not only individuals, with all their moral sets of values, statuses and interests, but also different social institutions, whose goal is to take the best place in organizational structure, to change the existing order and the relationship order in this organization. Although the individual aspects of political communications have been the subject matter of many studies, there is still a definite lack of topical conceptual proposals that would make it possible to analyse all the aspects of the investigated phenomenon, its specifics and trends in the current conditions. In the case of communication interactions with the naturally inherent elements and characteristics of social communication, we may refer to human factors that distort the perception of communicated messages. Negentropy or negative entropy refers to the case when, in spite of all of the distortions and missing information, an incomplete/ distorted message is understood by the receiver due to his discerning ability.

All the above-mentioned authors and another authors [11–14] also leads to all kinds of tension, which in its turn evolves into conflicts. Investigating theoretical framework of organizational communicative scenarios, the researchers derived a four-term logical matrix of models of alternative kinds of information flow. The first model is called the broadcasting (allocution) model: it is typical non-reversible communication, propagation of information from one person (centre) to many others at the same time. The second model is the dialog model of direct communication of individuals without a centre and intermediaries. This model makes it possible to choose the time, place and subject of information exchange. The third model is the consulting model, where an individual at the periphery of a communication sends selective requests for information to a large data-storage centre. The fourth model is the registration model, which is the opposite of the previous model. In this model, the centre asks for and receives information from a peripheral source, processes the data that is received and forms a uniform narrative that is transmitted to the individual. Moreover, the centre has more control over information traffic than the individual at the periphery of the communication network.

However, we have to admit that the presented models make it possible to view the formal process of using information in communication process rather as some trade and practical activity than consider potential patterns of conflict resolution.

For the reason that, while dealing with conflict any person is bound to make a decision (including an ethical one) more refectory than reflexively, one has to take into consideration the fact that there are obstacles such as social and individual typical reactions in the way of researching and professional interference into social conflicts. These reactions clearly display the level of consciousness and the extent of consciousness in reflexive thinking of an individual. Let us take a moment to present the most important ones. 

Conflict phobia is a fear of any conflict at all. Some people believe that all conflicts are equally dangerous, and the person who demonstrates a conflict-oriented type of behaviour should be isolated from human society. These kind of people tend to overload the situation with their own speculations and they end up making the problem roughly the size of an elephant in doing this.

Thus, the goal of our researches is the next. 

1. Without falling in full conflict phobia, we tend to organise the cooperation with partners under minimal impact of conflict. 

2. We permanently move partner to cooperative interaction.

3. We are balancing the methods of "brut force" and "soft power".

The presented article contains models, equations and algorithms of conflict control, Let's consider the specifics of collaboration and competition, their advantages and disadvantasges.

Collaboration vs. Competition Competition

The humanomics principles are widely applied in international business and trade. Economic mechanisism is grounded exclusively on profit and different protectionist measures, while the basis of humanomics is collaboration, mutual support and interaction between supplier and consumer. Moreover, they apply the principles of competition grounded on conflict theory (6( for strengthening cooperation.

Let's briefly consider the fundamentals of conflict theory with application to information technologies (7(.

In accordance with the general theory of conflict [6], the processes of confrontation between the attacking and defending sides are described by differential-difference equations or equations with deviating arguments [7]. This assumption is quite true for discrete systems with delay, such as computer networks and distributed information systems. In the most general case where 
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If we take into account the factor of normalization of random processes in large systems [7], then we can apply the Gaussian approximation method to solve equations (1) in a small neighbourhood of extreme points 
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The goal of each system is to maximize its effectiveness at the expense of reducing the effectiveness of the other side. However, the result of the applied efforts will become known only at the moment of time 
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 in equations (1) means the diversion of a part of the resource for the formation of protective or counterattacking actions. Therefore, it is necessary to solve the conflict problem either with an additional criterion for minimizing the share of the resource allocated for protection, or with a restriction on the allowable consumption of this share of the resource.

The scheme of the conflict model [7] between the attacking and defending parties, modified for the case of applying escalation strategies to pseudo-services, is shown in fig. 1.
Here we consider a set of the most obvious protection strategies:

– separation of defence lines of the type "external – demilitarised – internal security zones";

– refusal to receive – a simple return of suspicious traffic;

– distributed denial of receipt - transmission of suspicious traffic to several points and return to the source from all these points;

– saturation of defence lines with pseudo-services with the reproduction of well-known vulnerabilities – dragging the opponent into an escalation trap.

In a defence system based on the theory of conflict, active actions are assumed to repel an attack. Here, theoretical models and methods of analysis, forecasting the development of a conflict and optimising the sequences of protective actions are considered. Regarding the legal aspects of the adequacy of counterattack measures, we only assume that the assessment of this adequacy in technical systems can be made fairly accurately and objectively.
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Fig. 1. Linearised scheme of the conflict model

Collaboration

Taking in account humanomics approach to business/trade activity we use conflict theory developments for organisation of conflict-free interaction with business partner independently if this is state organisation or private company. Fig. 2 illustrates the principle of conflict-free interaction.


[image: image44.wmf] 

Supply Country 

(

SC

)

 

State regulators

 

State

 

companies

 

Private

 

companies

 

Consume Country

 

(

CC

)

 

State regulators

 

State

 

and

/

or

 

private

 

companies

 

      

               Official Export Contract

: 

     SC

             

 SS

  

 

     

Main direct Supply

: 

production

 

contract  SC          

 

CC

            

CC

  

 

     

      Direct supplies

: 

export 

 

contracts     SC 

        

 CC

  

 

              

            Supply agreements

: 

      SC

             

CC

  

 

  

  Counter supplies

:

  productio

n

 

contract   

 

    SC  

        

CC

  

 

Auxiliary non

-

conflict 

(collaboration) actions

 

Direct investments

                  

 

Transfer of technologies

                

 

         

SC

        

CC

 

 

Support of export

 

marketing

 

Main non

-

conflict 

(collaboration) actions

 

Results of main non

-

conflict actions

 


Fig. 2. The scheme of organisation of conflict-free interaction 

In such way we naturally go from antagonism to unity (or at least to symbiosis) when effectiveness 
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Fig. 3. Effectiveness of partnership with different kinds of interaction

We can easy to see that antagonism leads to strictly negative relation between 
[image: image48.wmf]1

E

 and 
[image: image49.wmf]2

E

: 
[image: image50.wmf]1212

;

EEEE

­®¯¯®­

; in turn, with unity 
[image: image51.wmf]1212

;

EEEE

­®­¯®¯

; symbiosis gives about the same result: 
[image: image52.wmf]1212

;

EEEE

­»®­¯»®¯

.

The first principle that forms the relations of the humanitarian economy and which is later transferred to financial relations as a system of relations between people – the principle of proportionality or correlation of mutual obligations, dependence, responsibility.

The personification of economic ties and relations is the second key principle on which the definition of humanitarian economic relations or humanitarian economy is built. Economic behaviour of a person is the result of many motivations, often contradictions, emotions, and not only rests on the cold calculation of a rational choice. Rational choice and economic behaviour turn out to be projections of subjective ideas about the connections and relationships surrounding a person, one's own inner world and spirituality that has not been spent to the end. Thus, the humanitarian aspect of economic relations, humanitarian economics, prompts the researcher to seek and prove not only the roots of rational human behaviour in the economy as a whole or in the field of trade in particular, but also to try to explain and understand the nature of human irrationality.

In world practice, in the conditions of limited resources, there is a constant search for mechanisms to reduce import costs at the expense of certain compensations. In such conditions, the practice of counterclaims, i.e. the exporter compensating a part of the importer's costs, is increasingly spreading among importers. In fact, it is a tradition of mutual, reciprocal gifts, which forms a constant exchange between people and countries. Moreover, the tradition of lending by some countries to others is being formed not simply as a form of voluntary aid, but as an objective necessity: if you do not want to help your importer bear the burden of military expenses (often unsustainable), another exporter, your competitor, will do it.

There are quite a few other aspects of interaction. Figure 2 actually shows the scheme of interaction options between the supplier and the consumer of products. The main goal of conflict-free interaction in the event of the opening of the domestic product market for international tenders is the protection of national interests (development of industry and economy, attraction of new technologies, development of scientific potential, etc.). The state of conflict-free activity should be monitored both by individual leading states – exporters of world-class products, and by international organizations and institutions.

In the scientific literature, it is possible to find a limited number of empirical studies in this direction; therefore, this work considers the context of compensation agreements using the collection of actual data at the research sites (field study). In addition, in the future, it is planned to study the impact of compensation agreements on business processes in small and medium-sized enterprises, with the aim of researching and developing a special business model, the so-called model of compensation agreements.
Conclusions

Nowadays the conflict theory is very actively developing branch of technical and information counteraction. It is much more powerful in the struggle with reasonable enemy than adaptation or optimisation. If we provide for more steps of counteraction to enemy we can win even with less resources.

In this article we try to use the constructive results of conflict theory for organisation not counteraction to enemy bun for cooperation with potential partner. The long-term collaboration in different branches of economics may be very successful for both sides of joint business, especially if we apply the modern principles of humanitarian economics ("humanomics"). 

Moreover, if we take in account not only technical conflict approach but psychology features of potential partner we surely can organise rather long-term and successful business without critical periods of activity. Thus in combination of technical, psychological, and moral and ethical aspects we can provide new ways of development.

We are scheduling to further researching technical and tactical aspects of conflict theory in its application to humanitarian economics. 
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Віноградов Н. А., Савінов І. Д., Лєсна А. В. 
ТЕХНОЛОГІЧНІ ТА ПСИХОЛОГІЧНІ АСПЕКТИ ЕКОНОМІЧНОГО СПІВРОБІТНИЦТВА
Досліджено технологічні та психологічні аспекти економічного співробітництва, в тому числі міжнародного, здійснено комплексний аналіз стану проблеми та окреслено основні шляхи розвитку міжнародного економічного співробітництва. На основі теорії методу безконфліктного управління з прогнозуванням розвитку ситуації, покроковою перевіркою параметрів і стану та корекцією за результатами здійснюється поточний аналіз стану взаємовідносин. запропонований. Мета роботи – підтримувати комфортний мінімальний рівень конфліктності. Під комфортним розуміють рівень, при якому наявні ресурси є не менш ніж гранично витратними, а рівень доходу перевищує рівень збитковості. Показано, що безконфліктне економічне співробітництво тісно пов’язане з поняттям гуманітарної економіки (гуманікологія). Доведено, що моральні аспекти гуманоміки в поєднанні з технологічними механізмами управління конфліктами дають всім сторонам економічної взаємодії додаткову взаємну вигоду. Співпраця заохочує торгових представників працювати один з одним, а не один проти одного, використовуючи передовий досвід і, у свою чергу, підвищуючи ефективність. Під час співпраці торгові представники діляться своїми передовими практиками та знаннями, щоб допомогти організації досягти успіху в цілому. Кожен у компанії має, що сказати, і, безсумнівно, має певний внесок. При використанні методів управління конфліктними процесами взаємодії партнерів можна досягти успіху, навіть якщо партнер не завжди має достатні резерви ресурсів. Вирішення цього завдання досягається рефлексивним управлінням - врахуванням сильних і слабких сторін партнера, цілеспрямованим відновленням його ресурсів протягом тривалих періодів безконфліктної співпраці. Для досягнення цієї мети в кожному конкретному випадку враховуються психологічні аспекти поведінки партнера. Відповідно до них вибудовується багатоступенева стратегія техніко-психологічної взаємодії в економічній сфері.

Ключові слова: гуманітарна економіка, економічне співробітництво, теорія конфліктів, типи конфліктів, безконфліктна поведінка.

Vinogradov N., Lesnaya A., Savinov I.
Technological and Psychological Aspects of Economical collaboration
The technological and psychological aspects of economic cooperation, including international ones, were studied, a comprehensive analysis of the state of the problem was carried out, and the main ways of development of international economic cooperation were outlined. On the basis of the theory of the method of conflict-free management with forecasting the development of the situation, step-by-step authentication of parameters and status, and correction based on the results, a current analysis of the state of mutual relations is proposed. The goal of the work is to maintain a comfortable minimum level of conflict. A comfortable level is understood as one at which the available resources are not less than marginally expendable, and the level of income exceeds the level of unprofitability. It is shown that conflict-free economic cooperation is closely related to the concept of humanitarian economy (humanomics). It has been proven that moral aspects of humanomics in combination with technological mechanisms of conflict management give all parties of economic interaction an additional mutual benefit. Collaboration encourages sales reps to work with each other instead of against each other, leveraging best practices and, in turn, increasing efficiency. In a collaborative situation, sales reps share their best practices and learnings to help the organization succeed as a whole. Everyone in the company has something to say and undoubtedly has some value to contribute. When using methods of managing conflict processes of interaction between partners, success can be achieved, even if the partner does not always have sufficient reserves of resources. Reflexive management achieves solving this task - taking into account the partner's strengths and weaknesses, purposeful restoration of its resources during long periods of conflict-free cooperation. To achieve this goal, the psychological aspects of the partner's behaviour are taken into account in each specific case. According to them, a multi-step strategy of technical and psychological interaction in the economic sphere is being built.
Keywords: humanitarian economy, economic cooperation, conflict theory, types of conflicts, conflict-free behaviour.
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