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Larina N. Parliamentary activity as a communicative process: the laws and rules of

business communication
An article is devoted to the analysis of laws and rules of communication. The author of the arti-

cle supports the idea regarding the necessity of their obligatoriness in business communication in
the process of not only public administrative but also political, and in particular, parliamentary ac-
tivity.

The article defines the basic rules of convincing communication, inter alia:
1. Homer’s rule – the sequence of reasons mentioned influences their power of conviction.
2. Socrates’ rule – in order to obtain a positive decision on the important question it should be

positioned third in a row, after the two short and simple for the interlocutor questions, where the
answers will be “yes” without any complication.

3. Pascal’s rule – not to force interlocutor into a corner.
4. The credibility of reasons depends considerably on the image and status of the persuader.
5. Not to force oneself into a corner, not to diminish one’s own status.
6. Not to diminish the status and image of the interlocutor.
7. The attitude towards the reasons of a pleasant interlocutor is more democratic and the atti-

tude towards the reasons of an unpleasant one is critical.
8. To emphasize, id est to understand and share the emotional state of the interlocutor.
9. To be a good listener.
10 To avoid conflicts.
11. To check the accuracy of understanding of one another by the interlocutors.
12. To pay attention to the body language, gestures, and posture of the interlocutor.
13. To demonstrate that the speaker’s offer fills one of the needs of the interlocutor.
Politician’s behavior while delivering a speech or answering the questions from the rostrum is of

great importance, as well as his looks, manners and how well he stands on ceremony.
Speech culture in business communication is expressed in the evaluation of the stratum of

thought of the interlocutor, of his/her life experience and in the address to the interlocutor using
comprehensible for him language.

The article concludes that:
1. In communication as well as in language system certain laws are in force, connected to the

common factors of the communication process.
2. Communication laws are flexible, they may change in the course of time.
3. Application of communication rules substantially expands the possibilities of the participants

of communication intercourse.
Key words: laws and governed business intercourse, parliamentary activity, interlocutors, com-

munication’s culture, communicative process.


