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[0 O Psychology in Business Nowadays it is often not enough to be an expert in your own field of business. It helps
to apply a little psychology to your business dealings. Some psychological study shows that all have different
perceptions, which affect our expectations and attitudes in lifein general and in our business dealings. Our attitudes
and perceptions of other people affect our relationships with them.Perceptions can often be more important than
reality, When taking part in a business meeting or negotiation, it can be useful to think about how you see yourself
in the business relation ship. Some people perceive themselves as being in the stronger position, other sconsider
themselves as a weaker. This immediately creates a win or lose situation. If people put themselves and their opposite
number somewhere between the two positions they are more likely to work together to find common interests and
to end up with a winsituation m which both parties achieve something. This outcome not only leaves people feeling
satisfied but also contributes towards a successful, long-term relationship. In most business dealings, it is important
to work on relationships and the establishment of rapport. This includes thinking about common interests, rather
than conflicting positions.[J [ It is useful, therefore, in a discussion to consider your opposite number's
approachand to consider the best way of dealing with that person. If you're dealing with a skepticalperson who
does not like to take risks, you will need to build up his trust and enable himto have confidence in you. If you are
dealing with various people Of different professional ackgrounds, it may help to consider varying your approach
Or presentation so that it ismore relevant and interesting to the particular person with whom you are dealing. For
example, people with a financial background often respond well to graphic input and alinear approach. So if you
can adapt your approach to your customenr, or busirsscolleague, he or she is more likely to identify with you and
therefore cooperate with you. [0 [0 &hellip;&hellip;
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