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Negotiation is one of the most critical skills in the international business communication in the contemporary globalised economy (Liu, Gallois and Volcic, 2023). Effective negotiation also helps organisations to form alliances, win contracts and be competitive in the global market. However, communication styles, values, and expectations can be quite different when it comes to negotiations between people of various cultural backgrounds (Klyukanov, 2024). These cultural differences tend to cause misunderstanding, misinterpretation and less efficiency. In the case of multinational companies such as Toyota, cross-cultural negotiation is of great importance because the company enters various markets such as the United Kingdom. It is important to understand the impact of cultural values on the behaviours during negotiation between Japan and the UK in order to realise effective international collaboration and long-lasting global relationships.
[bookmark: _Toc210826690]Research question and objective 
How do cultural differences between Japan and the United Kingdom affect negotiation processes in Toyota international business environment, and how can managers overcome these cultural communication barriers?
The aim is to critically examine how intercultural communication theories can be used to explain the differences of negotiations between the two countries and how international managers can accommodate the differences using effective strategies and cultural competence.
[bookmark: _Toc210826691]Essay Structure
The essay starts by reviewing the literature, including the most important theories of intercultural communication and the definition terms such as culture, negotiation, and the context of communication. These theories can be used within the main analysis to apply to the operations of Toyota’s Japan into the UK and the communication difficulties and approaches employed to overcome them. Lastly, the conclusion gives findings and a reflection on what it means to international managers in enhancing the results of negotiation between cultures.
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The process of intercultural communication is a core aspect of international business relations as it defines how people of different cultural backgrounds are able to share meaning, negotiate agreements, and establish relationships (Liu, Gallois and Volcic, 2023). Intercultural communication involves both explicit and implicit interaction of verbal communication and the cultural codes which govern behaviour. 
One of the most important theories is the Cultural Dimensions Theory of Hofstede, which determines some of the most significant cultural variables, including power distance, individualism versus collectivism, uncertainty avoidance, masculinity versus femininity, and long-term orientation, according to which communication and managerial behaviour are shaped. Baker, (2022) argued that the model by Hofstede offers an organised means of comparison of national cultures, but it is too deterministic and making assumptions about cultural homogeneity within nations. Moon, (2023) state that globalisation, migration and digital communication have erased national borders, necessitating a more active concept of culture than a fixed one.
According to Alqarni, (2022), Hall’s High-and Low-Context Communication Theory is a supplement to Hofstede, as it dwells upon the extent of cultural dependence on contextual cues in communication. In high context cultures, non-verbal cues, relationship, and mutual understanding are part of the meaning and in low context cultures, meaning relies on direct and explicit language. This theory is still quite vital in explaining intercultural misunderstandings; however, Vonk and Silva, (2024) observe that binary classification provided by Hall has simplified intricate patterns of communication since people tend to alter the levels of context according to the requirements of the moment.
As per the Minkov and Kaasa, (2021), the model of intercultural communication focuses on the correlation between perception, culture, and communication competence. They emphasise that the key to intercultural communication is empathy, openness, and adaptability the skills which can be acquired with the help of awareness and training. Some researchers also mentioned that intercultural competence in international organisations relies on the management of diversity and incorporation of various cultural orientations to increase cooperation and problem solving.
In addition, there is the concept of BELF (Business English as a Lingua franca), which is the common business language for the business around the world (Aririguzoh, 2022). The language pragmatics of BELF users are usually altered to ensure clarity and meaning over grammatical correctness. It is argued by Alqarni, (2022) that BELF promotes inclusiveness, it also has issues related power imbalance, misinterpretation, and identity negotiation.
Overall, these theories states that the linguistic ability is not the only requirement of successful international communication; cultural sensitivity and flexibility also play crucial roles. A critical awareness of these frameworks can help managers to foresee misperceptions, adjust the communication patterns, and devise a strategy which will promote effective negotiation and cooperation in a multicultural business setting.
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As a multinational car manufacturer with a strong presence in the United Kingdom and roots in Japan, Toyota offers a great opportunity to apply the intercultural communication theories in the context of negotiation. Through the Hofstede and Hall Framework, some of the main cultural differences between Japan and the UK can help explain the negotiation behaviour.
As per the view of Vonk and Silva, (2024) using Hofstede model shows that Japan has a high score in uncertainty avoidance and long-term orientation, whereas the UK is more individualistic and less power distance. The dimensions influence the nature of negotiation in cross-cultural relationships of Toyota. Japanese negotiators are guided by hierarchical and collectivist values and tend to use group consensus and seek to preserve long-term trust. In contrast, British negotiators are more individualistic and they tend to value direct communication, time efficiency, and assertiveness (Mensah, 2024). This difference can create friction in the situation where British partners want quick decisions, whereas Japanese managers want harmony and internal approval first before commitment.
According to Uchida, (2024), these patterns are further explained by Hall in his High-and Low-Context Theory. Japan is a high-context culture, communication is indirect, and meaning is contained in the tone, gestures and common understanding whereas the UK is a low-context culture which values verbal communication. In the multinational teams of Toyota, this distinction can lead to misunderstanding of the meetings and negotiations. For example, silence which can mean respect or contemplation in Japan can be understood as indecisiveness or nonconcurrence by British partners. 
The perspective of Business English as a Lingua franca (BELF) is also quite applicable to the case of Toyota, where English is used as a communication medium between Japanese leaders and European branches. According to Aririguzoh, (2022), linguistic diversity influences the negotiation power and understanding. Non-native speakers, especially Japanese ones, can employ more careful and formal expressions with English, whereas native British negotiators can use idiomatic or straightforward phrasing with higher chances of confusion.
Lastly, the model of intercultural competence proposed by Gimenez (2002) implies awareness, empathy, and adaptability as the main factors in overcoming these gaps (Minkov and Kaasa, 2021). The managers of Toyota in the global arena need to be highly culturally intelligent Mensah, (2024) demonstrate that highly culturally intelligent negotiators are more capable of modifying strategies and reaching positive results in cross-cultural negotiation.
[bookmark: _Toc210826695]Case studies: Example
The recent research on the international activities of the Toyota Company can help to see how these theories are applied in practise. In the University of Manchester research project, Exploring Supplier Innovations in the Toyota Supply Network, it was established that Toyota has succeeded in managing its suppliers in the UK and Europe due to the trust and open communication between suppliers and buyers (Potter and Wilhelm, 2020). Japanese managers prefer relationship style of negotiation and concentrate on mutual developmental objectives and not on short-term financial results. This is unlike the British suppliers who prefer negotiating the contract directly with the focus on price, speed of delivery and performance.
Toyota Manufacturing UK was founded in 1992 and now cooperates with more than 260-part suppliers in the UK and Europe and approximately 800 site service suppliers (Toyota, UK, 2025). Its procurement policy emphasises on mutual trust, transparency, on-going improvement and fair competition. Japanese managers involve UK suppliers in long-term contracts, not focusing on cost-cutting as they focus on the stability and quality. 
An instance of cultural interaction can be seen in the coordination meetings of Toyota between the UK and Japan suppliers. Last, Agbro and Asthana, (2021) mentioned that Japanese managers usually start negotiations with a focus on relationship building which is sharing company values, quality philosophy (kaizen), and collective goals, and only then proceed with negotiating particular contract terms (Potter and Wilhelm, 2020). On the contrary, suppliers in the UK like to begin with a clear financial or logistical proposal. 
Besides, adaptive negotiation behaviour was exhibited when Toyota negotiated with the UK suppliers after Brexit (Moneycontrol, 2025). The negotiations were marked with cautious diplomacy, no directness, and face-saving of both parties, which are the features of the Japanese high-context communication. Liu, Gallois and Volcic, (2023) observed that continued local manufacturing by Toyota contributed to the preservation of confidence in the UK partners, which supported the importance of long-term orientation in cross-cultural negotiation.
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Despite success all over the world, Toyota has been experiencing a persistent communication problem during the negotiations between Japanese and British managers. The significant difficulty is speed and decision-making format. Delays in the process of negotiating can be caused by the Japanese ringi-sho process which involves agreement of various levels of managers (Uchida, 2024). This is seen as inefficiency to British managers who are used to the decentralised and faster decision-making. Such differences in time orientation usually cause frustration and decrease effectiveness of collaboration. 
Another issue is being direct and disagreeing. Japanese culture does not allow conflict to flourish in order to maintain harmony. Comparatively, UK business communication permits argument and criticism as a problem-solving tool. Indirect feedback style used by Japanese managers during the supplier performance reviews carried out by Toyota also made the British teams look past the areas that needed urgent improvement (Rachmad, 2022). 
Language asymmetry is also a complication to negotiation. Although English is the corporate lingua franca of Toyota, Japanese managers tend to speak indirectly or understate whereas UK participants speak assertive and idiomatic English. According to Moon, (2023), interaction based on BELF can lead to the establishment of small-scale power imbalance in case one of the parties dominates the negotiation linguistically. Toyota has worked around this through bilingual facilitators, translation technology and intercultural communication etiquette trainings.
Toyota has a number of adaptative strategies of overcome these challenges: 
Cultural Intelligence Training: The Global Leadership Development Programme by Toyota includes the modules of cultural awareness and communication competence (Last, Agbro and Asthana, 2021). Managers are equipped to be aware and flexible towards high and low-context styles and apply culturally aware negotiation strategies.
Hybrid Negotiation Protocols: Toyota UK promotes the development of relationship-building activities during pre-negotiation and then the written proposals which will be structured and written in a blend of Japanese relationship depth and British clarity.
Better Communication Tools: Visual process maps, meeting summaries, and standardised templates will help both parties to understand each other and being clear and mutually intelligible is a focus of BELF.
Sustainability and Innovation Alignment: The negotiations have a growing number of common objectives on environmental performance and product innovation, which strengthens trust and long-term relationships (Suzuki, 2021).
These such strategies demonstrate how Toyota is transforming into a global hybrid culture of communication whereby diversity has been viewed as a strategic strength. 
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To conclude, the negotiation culture between the Japanese and British managers is highly influenced by culture in the international operations of Toyota. The discussion reveals that the national culture has a significant effect on communication behaviour, decision-making, and expectations in the negotiation process. Based on the Hofstede and Hall models, it is evident that the high-context, collectivist and long-term oriented culture of Japan is the opposite of low-context, individualistic and direct communication style of the UK. These differences can cause misunderstanding, slowness in decision-making, and differing comprehension of trust and agreement.
The practises at Toyota demonstrate that cultural awareness and theoretical knowledge make managers anticipate and adapt to such challenges. The application of intercultural theories in the training of management, like cultivation of cultural intelligence and application of BELF communication skills, has improved the effectiveness of negotiations in Toyota. The results of the supplier relations and leadership development programmes used by Toyota show that communication competence and hybrid negotiation styles directly lead to closer partnerships and long-term cooperation.
The most important implication to the international managers is that cultural respect and business efficiency need to be balanced. They need to create an inclusive conversation, mutual learning and flexibility in cross cultural interaction. At last, the experience of Toyota proves that intercultural negotiation competence is not just a soft skill, but a strategic resource, without which it is difficult to maintain trust, innovation and prosperity in a growing global business world.
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