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This paper examines the specificity of sales-manager’s activity in negotiation process dynamic.
Communicative success as a key of professional effectiveness takes most focused attention here. We also
touch upon a question about different parts of this position which can influence on negotiation process.
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The article deals with the complex of innovation actions, which allow to take the losses of electrical
power down considerably in municipal energetic networks. Innovations do not take great expenses and
can be independently realized by means of municipal enterprises.
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