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  Abstract 
When companies from different countries negotiate cross-border strategic coop-
eration, the negotiators come from different countries and regions, and they have 
different cultural differences. Cultural differences lead to different values, ways of 
thinking, languages, and customs of negotiators from different countries. These 
factors have a direct impact on the success of international business negotiations. 
In cross-cultural negotiations, conflicts and contradictions exist due to the differ-
ent positions held by the negotiating parties and the target interests they pursue. 
To succeed in cross-cultural negotiation, negotiators must understand the cultural 
differences and negotiation style of the other party. To implement effective strate-
gies and approaches for specific situations. The conflicts and contradictions that 
arise can be properly handled and resolved to reach a mutually beneficial and fair 
agreement. In this paper, we discuss the differences between Japanese and 
American intercultural communication and how these differences affect intercul-
tural negotiation. Finally, suggestions are made for effectively overcoming 
cross-cultural negotiations. 
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1. Introduction 

Due to the convenience of transportation and the development of the Internet, the interdependence of the world 
economy has increased, and countries are closely connected. The trend of economic globalization is more acute, 
and information spreads rapidly. Enterprises from various countries negotiate strategic cooperation with enterprises 
from different countries. Since the negotiators come from different countries and regions, they have different cul-
tural backgrounds, values, ways of thinking, language and customs of the negotiators. The success of business ne-
gotiation has a direct impact. 

Gideon (2014) found that cultural differences may lead to negotiation failure. Cultural differences will directly 
affect the outcome of negotiations. Sarkar (2010) pointed out that due to the different cultures, communication 
methods, religious beliefs, risk-taking levels, risk preferences, and power distances of different countries, which 
will be very difficult to reach a cooperative relationship. 

Therefore, cultural differences need to be understood when negotiating between different countries. For cross- 
cultural negotiation to be more successful, negotiators must understand the cultural differences with their counter-
parts and their negotiating styles. In the process of negotiation, because of the positions of the negotiating parties and 
the goals and interests, there will be many complicated situations in the negotiation. Correctly handle and resolve 
conflicts and contradictions that arise. If we do not fully understand the political and economic background of the 
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other party, if we impose terms on the other party or make too many concessions to the other party in the negotiation, 
it will violate the principles of fairness, justice, mutual benefit, and reciprocity. In many cases, this activity will lay 
hidden dangers for future economic activities, cause economic losses and long-term development, and even affect 
the relationship between the two countries and cause adverse effects. Shahmoradi (2014) shows that global business 
negotiators can help adapt to emerging complex and challenging issues if they consider each other's values. 

This essay will explore the differences in thinking that need to be considered in the process of intercultural 
communication between Japan and the United States, explaining in detail how these differences affect the negotia-
tion. Finally, it proposes an effective way to overcome cross-cultural negotiation. 

2. Influences on cross-cultural negotiation 

2.1 Individualism and collectivism 

Americans value personal accomplishment, independence, and freedom. According to American culture, every-
one is unique and exists as a distinct individual. Individualism in America is overemphasized, even at the expense 
of family and friends. This also causes them to develop the habit of focusing on themselves and advocating for 
self-expression, as they are not accustomed to group cooperation, and the relationship between individuals and so-
cial groups is very loose. The contractual relationship between enterprises and between employees and enterprises 
is prominent in the United States. Because of the deterioration of emotional bonds, American employees' sense of 
belonging to the company is also quite low. 

The concept of Japanese groupism is very strong, and they have a strong sense of identity and belonging to the 
group. Luo (1999) pointed out that the Japanese have a strong sense of dependence on the group, and the individual 
is also absolutely loyal to the group. Japanese companies pay more attention to spiritual motivation. The salary 
policy of Japanese companies attaches the most importance to fairness and rationality, does not emphasize the dif-
ferences between people, do not over-reward individuals, does not advocate individual heroism, and believes that 
any achievement is the result of the joint efforts of the entire organization and team. Enterprises use more internal 
incentives, for example, they will create a friendly and harmonious working environment for employees, and em-
ployees will actively participate in decision-making and management so that employees have a full sense of stabil-
ity, satisfaction and belonging. The unity of the Japanese nation also created a high degree of collective conscious-
ness for the Japanese, the social environment and public opinion created such an atmosphere, the individual must 
obey the collective. 

When the Japanese negotiate with the Americans, the Americans may do their work independently and are un-
willing to communicate with the Japanese. The Japanese believe that the Americans are unwilling to work together 
because they are disdainful of cooperating with Japan. Japan advocates cooperation and is highly dependent on 
groups, which may not adapt to the loner work model of the United States. 

2.2 Right distance 

Power distance is the degree to which people in a society accept an unequal distribution of power. The degree to 
which employees in an enterprise can accept the difference in power is determined by society, and different coun-
tries have different degrees of acceptance of power distance. Japan has a large power distance, and Japanese em-
ployees are often afraid of disagreeing with their superiors, and rarely express their true thoughts to their superiors. 

Adachi (2010) shows that equality is a horizontal relationship that is highly valued in the United States. The 
power distance in the United States is large, and the status between ordinary employees and superior leaders is 
equal. There are not many concepts of hierarchy. Employees are often willing to communicate and negotiate with 
their superiors. 

It may make it difficult for Americans and Japanese to communicate smoothly. Americans believe that they are 
equal to the leadership and may refute the remarks of the Japanese leaders in person during the future negotiation 
process, causing an embarrassing situation. 

2.3 Expression 

Chang (2006) pointed out that cultural differences often lead to behavioural differences, and it is indeed difficult 
for people with different cultural backgrounds to communicate with each other. 

Saee (2008) Americans regard negotiation as a competitive process between negotiators and consider the negoti-
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ating parties to be a game relationship. Americans are a typical low-context culture. Americans hate ambiguous 
answers, so make sure you express your opinions clearly. Japanese people like to express their opinions implicitly. 
Even if you have a negative attitude towards other people's opinions, you don't show it directly. They think that 
implicit language shows their cultivation. 

For example, during negotiations, if the Japanese side disagrees with a certain clause, they may keep silent or 
point it out in other ways, such as changing the topic of the conversation, or asking the other side if it makes sense 
to indicate that they do not meet the clause. The U.S. side will directly point out that it disagrees. Therefore, differ-
ent expressions can lead to misunderstandings about the meaning and the message conveyed. 

Because of the difference in expression, Japanese and Americans need more negotiation in communication. Cul-
tural differences will have a significant impact on people's communication process. 

2.4 Different goal orientation 

The long-term orientation tends to nurture and encourage which is oriented towards the pursuit of future returns. 
Long-term orientation is an organizational culture which is patient enough to invest and deal with activities (Eddle-
ston, Kellermanns & Zellweger, 2012). As a long-term-oriented country, Japan is more inclined to spend a lot of 
time understanding the other party's details and discussing the background. The Japanese aim for long-term devel-
opment, focus on long-term cooperation in the future and achieve sustainable development. 

As a short-term-oriented country, the United States tends to focus on the key points and requirements in business 
and does not pursue trivial activities that have nothing to do with the business itself and regards the current business 
as a one-shot deal. Americans pay great attention to the present moment. In their view, the current negotiation is the 
most important thing, and they will not consider long-term cooperation. During the negotiation, they will try to 
maximize their interests. Quinney's (2002) research shows that Americans are more task-oriented, their language is 
straightforward and result-oriented, and completing work and tasks is more important than maintaining a harmoni-
ous relationship. For example, a US CEO signed a contract with terms aimed at improving and maximizing the 
company's profits for a limited time frame, rather than seeing long-term cooperation as a success (Adachi, 2010). 

When Japanese and Americans cooperate, due to their different goals and orientations, the focus of interests may 
be different. Americans pay more attention to immediate interests, while the Japanese pay more attention to future 
sustainable development and long-term cooperation in the future. 

3. Recommendations 

In cross-cultural international business negotiations, it is inevitable to encounter cultural differences, which come 
from the different cultural backgrounds in which negotiators live. As the cultural backgrounds and business activi-
ties of different countries, nationalities and regions have their own characteristics the business negotiation styles 
under different cultures vary greatly. We should be aware of the differences between ourselves and our opponents 
and improve our negotiation skills in order to skilfully use negotiation strategies to achieve the desired negotiation 
results in international business negotiations. 

Therefore, in the face of cultural differences, this requires the United States and Japan to establish a 
cross-cultural international negotiation awareness with respect as the basic requirement and win-win as the highest 
goal. 

First, make adequate preparations and understand the negotiation style of the other party's culture. In the prepara-
tion stage of negotiation, you need to know yourself and the enemy, find out the characteristics of the other party's 
culture, negotiation style and the situation of the negotiating opponents, as well as select suitable negotiators and 
formulate suitable strategies. They should respect each other's customs and taboos, etc. Both parties should under-
stand each other's cultural background, diet, and interpersonal customs in advance to avoid misunderstandings due 
to cultural differences. 

Therefore, for Japanese companies with a large power distance, it is necessary to pay attention not to pay too 
much attention to the level of distinction when dealing with each other. Japanese companies should understand that 
the organizational structure of the United States is relatively flat, and the power distance is small. Americans ex-
press themselves more directly and do not like to hide some information in other ways. Therefore, when negotiating 
with them, they must use direct language as much as possible and do not use vague tones to express meaning, atti-
tudes, ideas, and opinions. U.S. negotiators are meticulous, well-prepared and highly professional. Japanese repre-
sentatives should do a good job in collecting information and obtain more information from the other party by lis-
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tening and thinking more during the negotiation. 
The United States should recognize the fact that the Japanese work with collectivism as the core and communi-

cate and cooperate with the Japanese frequently. The advantage of cooperation lies in the realization of resource 
sharing, knowledge complementarity, cost sharing, and risk sharing. Therefore, it is a strategic measure for enter-
prises to obtain competitive advantages and adapt to global economic integration. Cooperation can effectively deal 
with the risks of uncertain market prospects, insufficient resources, and high cost of resource acquisition (Fusfeld & 
Haklisch, 1985). 

International business negotiation is a very complicated process. Due to economic or political interests, people 
pay great attention to their own success or failure in negotiation, and people in different cultures have different at-
titudes in the decision-making process. 

The United States must focus not only on expressing its own situation and needs, but also on understanding the 
implications of Japan's long-term development orientation. Research shows that: under the guidance of long-term 
orientation, enterprises will obtain unique competitive advantages (Zahra, Hayton & Salvato, 2004). The goal of 
sustainable development in the future should be achieved through multiple negotiations and should not only be 
aimed at short-term interests. 

The recognition of cultural diversity requires greater interest in, and understanding of, other cultures. One should 
fully understand the values, ways of thinking and habits of people from another culture before negotiating with 
them. Acknowledging cultural diversity also requires people to grasp the understanding and attitude of other cul-
tures towards their own culture that they should know how the other side sees them and to what extent they will 
accept them before they can consider effective ways to reduce the distance between them. Therefore, the principle 
attitude towards the cultural differences of the negotiation partner during business negotiations should be: to im-
prove understanding, to understand and respect, and to seek common ground while reserving differences. 

Global negotiation is a difficult process based on distinguishing values, norms, etiquette, customs, negotiating 
styles and cultures. Since each country has its own unique characteristics and culture, it can be difficult to bargain 
for an agreement. The key to the success of cross-cultural negotiation is whether to respect the cultural differences 
between the two parties. For cross-cultural negotiation, cultural differences are both a challenge and a new source 
of competitive advantage. Enterprises should take a comprehensive view of this double-edged sword and fully tap 
the favourable aspects of cultural differences for negotiation. Correctly view the problems caused by cultural dif-
ferences, and properly deal with the cultural barriers in various business negotiations, so as to reduce the problems 
caused by cross-cultural communication. 
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