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Kozhushko S. Social intelligence as an integral property that guaranties the 
effectiveness of professional interaction of future specialists in commercial activity

The article reveals the essence of social intelligence as a property that guaranties the
effectiveness of professional interaction of future specialists in commercial activity. Social 
intelligence is treated as a phenomenon that can be considered as an inseparable part of 
professional competence of future entrepreneurs. The analysis performed gives the grounds 
for the claim that professional activity of future business persons envisages the organization 
of a great variety of processes connected with selling and buying goods, their change and 
promotion on their way from producers to consumers with the aim to gain profit. Any of these 
processes is based on interaction with legal entities and physical persons who are authorized 
to perform commercial activity which has to rest on cooperation, trust, mutual respect, 
professionalism and competence. It is proved that to perform this complicated task one must 
possess a developed social intelligence. The author supports the idea that social intelligence 
as an integral property of a personality can be shaped in any age and assessed by a set of 
tests specially designed for its diagnostics. Having analyzed the results of the tests based on 
the techniques proposed by J. Guilford and M. Salliven we received the following outcomes: 
the level of social intelligence of future specialists in commercial activity, their ability to 
understand interlocutors, realize the motives of their deeds, their disposition, wishes and 
aspirations – all these factors can be considered as pre-requisites for successful professional 
interaction in the sphere of commerce. Thus, while training future specialists in commerce, 
special attention must be paid to the development of their social intelligence as an integral 
part of their professional competence and readiness to professional interaction.

Key words: social intelligence, professional interaction, future specialists in 
commercial activity.
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