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Negotiations Among the Japanese

Among themselves, the truth is that the Japanese do not like negotiations. It
has disagreeable connotations of confrontation, to be avoided whenever
possible. The Japanese instinct is for agreements worked out behind the scenes,
on the basis of give and take, harmony and long-term interest. In fact, except for
a handful with extensive international experience, very few Japanese even know
how to negotiate in the Western sense. In everyday life in Japan, there is little
experience of bargaining to buy household goods at lower prices, or even of
using arguments to win points. The common Western ideal of a persuasive
communicator — one who is highly skilled in argumentation, who overcomes
objections with verbal flair, who is an energetic extrovert - would be regarded
by most Japanese as superficial, insincere, and, more subtly, a little vulgar. What
the Japanese learn in their culture is that vagueness in discussion is a virtue.
They learn to involve others, to listen to their views, and, when no strongly
dissenting views remain, a decision is made. It is noteworthy that nobody seems
to make the actual decision; rather it just seems to ‘happen.’ As for individual
involvement as a Japanese, everyone knows that as long as you remain silent,
you project a favourable impression and are assumed to be thinking deeply
about the problem. Finally, even if you do speak up, it will be usual for you to
speak ambiguously (an elegant Japanese way of describing this is ‘Tamamushi-
iro no huogen o tsukau,” ‘Using iridescent expressions’).

The reason behind such behavior is that the Japanese are doing everything
they can to avoid appearing either self-centered (as they fear they would were
they to speak about the merits or superiority of their company or their products)
or coldly rational (as they also fear they would were they to concentrate only on

economic or business issues, without relating sympathetically to the other side).
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There are powerful injunctions in Japanese society against both of these
attitudes, and their behavior will make better sense if this is understood.

E.A MBoHHHa
PI'TIITY, ExarepEHOypr
po6sema pasrpaBAveHAs KOHNENTA, NOHATHS H 3HA9eHAN
Ornpenenenre NMPHPOAH KOHIENTa OCIOXKHAETCA CYIIECTBOBAHWEM psAza
CMEXHBIX TOHSATHI M TEPMHHOB.
Ipobnema pasrpaHUYeHHs KOHyenma, NOHAMUA W 3HAYEHUR — ORHA W3
CIIOXHEHMINX U JHCKYCCHOHHBIX B COBPEMEHHOM TEOPETHIECKOM S3BIKO3HAHHH.
'CylecTByeT MHOXECTBO TOWEK 3peHMA Ha pelleHHe NaHHOM mpoGiemsl;
HauboJiee H3BECTHbIE U3 HHX CIeYyIOLHe:
— B.M. Kapacuk, C.A. AcKoJbHOB: KOHLEOT ropa3jo OIApe, YeM JIEKCHIECKOe
3Ha4YeHHE;
— I.C. JIuxayes, B.Il. MOCKBHH: KOHILIEIIT COOTHOCHTCS CO CJIOBOM B OJHOM H3
€ro 3HayeHMH, T.K. TaKME XapaKTepHCTHKH, KaK HaJudue CHHOHHMOB,
BHYTpeHHAA GopMa ¥ COIETAEMOCTb, OTHOCATCA HE K CJIOBY B IEJIOM, @ K €ro
OTAENBHOMY JIEKCHKO-CEMaHTHIEeCKOMY BapHaHTy;
—10.C. CrenaHoB: TepMHHBI KOHIIENT H IIOHATHE OTHOCATCA K Pa3sHBIM HayKam:
TIOHATHE YNoTpedseTcs raBHLIM 06pa3oM B JIOTHKe B Qriocodu, a KoHnenT
— B MaTeMaTHIeCKOM JTOTAKe, KyIbTYPOJIOrHM U JIHHIBUCTHKE;
— AJIlL BabGymkuH: TepMAHB KOHLENT ¥ MOHATHE TOXACCTBEHHEI, IO3TOMY
Heo6X0MMMO BHITECHEHHE M3 HayUYHOro 0OHXO0/ia OIHOTO M3 HUX (MOHATHA);
Hanbonee momHo# ¥ 06OCHOBaHHOK NpeACTABIAETCA TOYKA 3PEHHSA
B.A. MacnoBoii, koTopast c9uTaeT, YTO 3Ha4YeHHe, KOHUENT M MOHATHE — ITO
pa3Hble TEpMHHBI.
Mo cBoeii BHyTpeHHel (opMe cloBa KoHyenm W NoHAMue ORUHAKOBHI:

KOHLENT ABIAETCA KaJIbKOH C JTaTHHCKOro conceptus «IOHATHE» OT rjarosia
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