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[bookmark: _Toc504096096]Executive Summary
This report will introduce and analyse about challenges and sensitivities which potentially exist in doing business between UK and Japan. The main topic is to use international business communication skills and resources to identify the culture and problems of communication in building relationships.

The literature resource will stem from academic book, journal or website. The main theory are inspirited from: International business communication, Gift-giving in Japan, Hidden differences : doing business with the Japanese, Japanese Mind Set: The Roots of Today's Japanese Business Culture, Relationship Management and Japan.

Japan is an Eastern country but be similar with Western. That have its typical culture and charm. Japanese are univeralism and communitarianism. They have corruption, strict manner and self-esteem. Therefore, in doing business with Japanese, foreign business could have some challenges and sensitivities. That could be the problem of honest, impoliteness and do not recognize culture.

The first creed in business, every company should be honest to negotiators, because integrity can help them to build a reliable relationship in any areas. For company or businessman, integrity also bring them reputations and profits. Those are the achievements of international business communication.(Dignen and Mcmaster, 2013)

To know the cultures of an foreign country can help a company or businessman to avoid the mistakes of business communications. (Dignen and Mcmaster, 2013)

Gift-giving and corruption generally will give the people who do business with others some surprise rewards. (Ober, 2009)










[bookmark: _Toc504096097]1. Introduction
[bookmark: _Toc504096098]1.1 Aim and objectives
This report will follow aims below:

To calculate and illustrate the Business Communication of which challenges and sensitivities of doing business with Japan. In following objectives, the researching ideas is totally distributed into relationships ,Japanese culture, , the differences or similarities between UK and Japan and the challenges or sensitivities in doing business with Japanese, moreover, suggestions of how to make deal with Japanese.

First of all, this report will introduce about the core of international business communication which is building relationships. That will be consisted of four components as staffs, customers, suppliers and stakeholders.

Then, the report will focus on Japanese culture. The trait of business communication is to recognize the foreign culture in order to decrease some mistakes in deals. Finally, Business build  reliable relationships to ensure the business development.

In addition, this report will specifically list some differences between home country and aim country in business. Indeed, some of factors can be divided into government policy, social environment and individual manner.

Besides, according to the differences, this report will combine the relationship theories for editing the challenges or sensitivities between home and aim countries in business.

Finally, this report will give some recommendations or suggestions following the points above.
[bookmark: _Toc504096099]1.2 Relationship theory
Mitchell (2001) puts a point ' Traditional markets are extremely powerful but they have huge limitations. Real human exchange is much richer than market exchange. Whenever people deal with people in relationships or communicate (rather than markets) they not only exchange money for goods, they share ideas, opinions, information and insights. They have a say, They also tend to form affections, bonds, ties of loyalty, feelings of obligation and so on. They begin to share and exchange values as well as value. And the people whose values are most in tune with those around them tend to form the strongest, most supportive bonds with other people. ' And the core factor of it is the 'communication in relationship'. To be more specific, in International business communication, the key skill for successfully making a deal is the building relationship. In the business area, Egan (2011) divide the relationships into four chief components 'staffs, customers, suppliers and stakeholders', which are the direct roles to effect the commercial activities. Therefore, making a good business in a market needs a premium corporation which can build  excellent relationships between the corporation and those four roles.

[bookmark: _Toc504096100]1.3 Japan

Japan is a highly developed capitalist country, one of the industrial powers and the third largest economy in the world. Its scarce resources and its extreme dependence on imports, the advanced manufacturing industry is the mainstay of the national economy. Scientific research, aerospace, manufacturing, education rank the highest in the world. In addition, the animation industry, the game industry led by the cultural industry and developed tourism is also an important symbol. Japan is a world model in many aspects such as environmental protection and resource utilization. Its citizens generally have a good education, a very high standard of living and an excellent national quality. To date, traditional Japanese culture, represented by tea ceremony, flower garden and calligraphy, has been preserved.(Nikoru, 1997)










[bookmark: _Toc504096101]2. Business Communication with Japan
[bookmark: _Toc504096102]2.1 Building relationships
[bookmark: _Toc504096103]2.1.1 	Staffs
Mitchell (2001) thinks that staff is the basic role that effects the business development in the market. Especially, in the foreign market, staffs will create some surprise value to a company generally. In fact, the staff relationship in building is the management. Law (2009) demonstrated that communication is the basic part in the management. Specifically, a success communication with staffs not only shown by voice or paper, but also shown by action. Whatever, the voice or paper is. A successful relationship can be generally distributed to award, punishment and respect in building.
[bookmark: _Toc504096104]2.1.2 Customers
Generally, customers are components in a business deal and influence the final income for a company directly. According to the theory of Relationship Management (Mitchell 2001), the most ancient business was the pure exchange between real human. In the exchange process, relationships have played a essential role to influence the decision of members. As a main relationship role in business, customer always communicate with manufacture in two chief ways, sales and services. Doyle has putted in Marketing(2011), the most direct communication between company and customers are the feedback and process of product or service. Companies can easily lose customers in process sales and service. Customer can also accept a company with the process. while, customer can give valuable information to company yet. 
[bookmark: _Toc504096105]2.1.3 Suppliers
Supplier, a kind of relationships, can support the raw materials or products to the company. It is also important. It is shown as Relationship Management (Mitchell 2001), to build a right relationship can ensure a company having a good start in business. Stephan (2011) point that in business, suppliers most focus on benefit and sustainability. Sometimes, they would believe that the word of an negotiator can shows the character of a company. On the top of that, resources of a company is the key factor in business.

[bookmark: _Toc504096106]2.1.4 Stakeholders
Stakeholders includes some relative members of company, members of company, customers, suppliers, debtors, competitors, authorities and shareholders. As Mitchell (2001) mentions, Stakeholders here stand for debtors, competitors, authorities and shareholders. In business communication, companies mainly negotiate with debtors, competitors and authorities. In foreign market, an successful joint venture need supports of debtors, competitors, authorities and shareholders. To build such a relationship is necessary. (Ober 2009)
[bookmark: _Toc504096107]2.2 Japanese Culture
In Japanese culture, people always think about the chrysanthemum and sword. Definitely, that is truly the chief creed in Japan, which means a person should be honesty, modesty and loyalty. (Benedict 1989) But, Japanese culture is far more than that. In addition to Bushido culture, there are tea and flower ceremony in Japan. These cultures are very similar to Chinese culture, both of which were the artistic cultures inherited through exchanges in ancient times. Those two ceremony represent friendship and self-cultivation in Japan. In other words, if a Japanese businessman negotiate with a foreign person, the business will be possibly successful. That is an honor for the business guests. (Buckly 2002) Face effect and self-esteem are also valued by Japanese. Those are the important traditional Japanese cultures.

Before the Second World War, society of Japan become more and more globalized. There are undeniable that UK and US culture deeply affect Japanese culture. Gradually, Business negotiation in Japan becomes Westernized. In negotiation, private relationship completely dominate the business no longer, but that exist. They focus on the company resources and corporation relationships more. (Gerlach, 1992)
[bookmark: _Toc504096108]2.3 Differences between Japan and UK
[bookmark: _Toc504096109]2.3.1 Government policy
The differences of national culture influence the national policies in a country. Indeed, policies are the obstacles of an international business. That mainly shows in some business factors. For example, limitations of trade, taxation , Labour and national interests.(Watts, 1991)

In corporate taxation, corporation should pay 30% in Japan and 23% in UK. (OECD Tax database, 2017)

According to Tropenaars and Hampden-Turner's 7 Dimension of Cultures, Japan and UK are all belonged to universalism countries.(Tropenaars, 2000) Specifically, Japan and UK have some similar ideas in business law without modified. Japanese policies are also influenced by UK. So, there are no many differences in government policies.

[bookmark: _Toc504096110]2.3.2 Social Environment
In social environment, Japan is an typical communitarianism country and UK is an individualism country. (Tropenaars, 1997) That means individual benefits in Japan is not important than the group.

Besides, Corruption in Japan is more serious than UK. Although, Japan is a clean country in the world. That is also an Asian country. Corruptions are the ancient problems in Asian culture.( Corruption receptions index 2016) Thus, corruption is a better way for business in Japan than UK. While, Japan have a strict policy in corruption.( Japan's anti-corruption law 2015)

[bookmark: _Toc504096111]2.3.3 Individual manner
The individual manner are the most important differences between Japan and UK. To compared with UK, Japan is more conservative. That means the business will be failed with a manner detail.

Firstly, self-esteem is an key factor that difference in Japanese business culture.(Hall, 1990) Specifically, the Japanese do not like others hurting their self-esteem. Unlike racism, Japanese people's self-esteem is more detailed. For example, people often make fun of other people's height. To British people, they usually take such teasing as a kind of humor between close friends. But the Japanese do not think so. They stubbornly think others hurt their self-esteem. Even directly affect the success of the business.

Secondly, Japanese focus on manner more than British.(Chu, 1992) Actually, politeness is the famous individual in UK. But Japanese emphasis more. The Japanese are more careful about etiquette than the British. They think too much apology can show one's quality and accomplishment. In addition, the Japanese think that some of the most humorous words on the most important occasions may seem rather rude. English handshake is not very suitable for Japanese, because the handshake will make them feel uncomfortable, especially women.

Thirdly, Japanese will emphasise the wear in business. (Hall, 1990) It is different with British business. Japanese do not like black and white colours in one's wear, because that means the wear is to miss dead one.

Finally, gift giving is an general business culture all over the world. (Tomalin, 2007) Japan also has a lot of attention in giving gifts. Same as China, the Japanese hate the number of '4s' when giving gifts. In addition, the Japanese think it is impolite to accept the gift directly. Unlike the direct acceptance of gifts by the British, Japanese people like the performance of other people polite. (Rupp, 2003)

[bookmark: _Toc504096112]2.4 Challenges and Sensitivities
This section uses the theory of relationship construction to clearly classify and describe some of the challenges and sensitivities that the British typically encounter in their business with the Japanese.
[bookmark: _Toc504096113]2.4.1 Staffs
When British do business with Japanese, they could establish a subsidiary company in order to expand market in Japan. At this time, British need to find some native workforce to work with that. Due to some differences between UK and Japan, the managers will have challenges here. In management or staffs' relationship building, Japanese managers who lack a good understanding of Japanese culture may hurt the self-esteem of employees in words and deeds, resulting in the failure of employee relations. Moreover, The use of the wrong numbers in the process of giving salaries or bonuses to employees caused staff dissatisfaction. As the result of situation above, failed relationships with staffs will lead to the failure of expanded business.

[bookmark: _Toc504096114]2.4.2 Customers
If customers directly communicate with businessman in Japan. Some of sensitivities will be illustrate as some problem in services and products. For example, Customers feel dissatisfaction at where promotional activities in the number of goods or the number of four. As well as, in the service process, excessive humorous words aroused the customer hated. All of the terrible manners could cause the terrible customer relationships in business. The business one will loss profits.

[bookmark: _Toc504096115]2.4.3 Suppliers
There are many problems that may arise in communicating with suppliers. Specifically, the errors of personal etiquette and social environment will lead to the failure of the establishment of relations. The problems that arise in personal etiquette are similar to those described above. The social environment are more serious in unsuitable. For example, in the competition with Japanese companies in the industry, there is no commercial bribe to suppliers. Therefore, the company or individual failed to establish a supplier relationship. In addition, the company or individual did not consider the needs of each other's group when negotiating with Japanese negotiators. Negotiations will fail as well. Thus, the business will fail in Japan.
[bookmark: _Toc504096116]2.4.4 Stakeholders
There are more challenges than the other three in the establishment of stakeholder relationships. Wrong integrity, etiquette and unspoken rules will directly affect the business plan in Japan. For example, fooling competitors and collaborators, flirting with governments, investors and collaborators, and even giving gifts and bribing, can lead to the failure of relationship building. That could make business cannot hold water in Japan.
[bookmark: _Toc504096117]3. Conclusion and recommendation
In conclusion, Japan is an Eastern country but be similar with Western. That have its typical culture and charm. Japanese are univeralism and communitarianism. They have corruption, strict manner and self-esteem. Therefore, in doing business with Japanese, foreign business could have some challenges and sensitivities. That could be the problem of honest, impoliteness and do not recognize culture. If the company or businessman want to do a successful business with Japanese, some suggestions of which they should follow below:

The first creed in business, every company should be honest to negotiators, because integrity can help them to build a reliable relationship in any areas. For company or businessman, integrity also bring them reputations and profits. Those are the achievements of international business communication.(Dignen and Mcmaster, 2013)

To know the cultures of an foreign country can help a company or businessman to avoid the mistakes of business communications. (Dignen and Mcmaster, 2013)

Gift-giving and corruption generally will give the people who do business with others some surprise rewards. (Ober, 2009)
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