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Introduction 
Cross-cultural negotiation in international business can be defined as involving adaptation to different communication styles, decision-making processes and values to reach mutually beneficial agreements. In international business, cross-cultural negotiation has multiple impacts as organisations move in multinational environments rapidly. Negotiation outcomes are influenced by different communication practices which can differ across cultures. However, cultural values, expectations, communication styles and language are integrated to support negotiation messages to be interpreted. 
The objective of this essay is to anlayse the impact of cultural differences on negotiation communication including Japanese and American managers. Both countries have enough economic power, while communication pattern is contrasting. Harmony, relationship building and indirectness are focused by Japanese business communication. On the other hand, clarity, efficiency and directness are emphasised by Amarican business communication. Natural tension is created by these differences in negotiation contexts. These issues are examined by using several intercultural theories including Samovar’s high-context and low-context communication, Hofstede’s cultural dimensions, BELF and Gimenez’s views. 
Four main sections are contained in this essay such as introduction, literature review, main analysis and conclusion. For introduction, the topic has already discussed in first section. Key theories are introduced in the literature review section in related topic. The application of these theories is discussed in main analysis with different organisational contexts. Finally, it concludes key findings and reflect on implication for international managers. 


Literature Review 
International communication is the verbal and nonverbal interaction between people from different cultural backgrounds involving understanding and adapting to diverse values, beliefs, customs and communication styles (Raboy, 2021). According to Samovar, culture shapes the communication behaviour because shared beliefs, values and norms are provided by culture. The way of creation and interpretation of messages is determined by these factors. Verbal language, non-verbal cues, silence, social expectations and physical distance are included by intercultural communication. There signals are interpreted differently through culture which creates misunderstanding. According to Gimenez, organisational disclosure is involved through the business communication. However, both cultural back ground and organisational culture are reflected by workplace communication pattern. In cultural business, national culture is interacted by organisational culture to create communication conditions more complex.  
According to Hofstede’s cultural dimensions theory, a society’s culture affects the values of its member and these values relate to behaviour. In includes several dimensions such as individualism vs collectivism, power distance, uncertainty avoidance, masculinity vs femininity and long-term orientation (Hofstede, 2001). Countries varies across these dimensions and negotiation expectations are influenced by these differences. For example, group harmony is emphasised by collectivist cultures, while personal achievement is emphasised by individualist cultures. Hierarchical communication structures are expected by high power distance cultures, while equality in decision-making is accepted by low power distance cultures. According to the critics, culture and cultural values are oversimplified through this theory that may be changed over time. However, most widely frameworks which is applied in international business communication to offer meaningful insights in the field of activity. 
According to Samovar, cultures can be categorised based on communication context. For instance, implicit message, non-verbal cues and shared understanding are focused on high-context cultures. On the other hand, direct message, clear verbal explanation and explicit details are focused on low-context cultures (McKay‐Semmler, 2017). Therefore, negotiation behaviour is interpreted by helping this model across different cultures. According to critics, highly uniformity is assumed by this model within cultures. Hybrid communication practices has been created through globalisation. The full form of BELF is Business English as a Lingua Franca which indicates that English is a practical tool in international business. In this context, clarity, shared meaning and mutual understanding are the main focuses on BELF. It focuses on simple sentence structure and clear vocabulary where it is not necessary to maintain perfect grammar. Through this model, communication barriers are reduced. However, cultural misunderstanding is not eliminated by BELF. 

Main Analysis
Strong cultural differences are shown by Hofstede’s dimensions between the United States and Japan. Uncertainty avoidance and long-term orientation are scored high in Japan that indicate preference for careful decision-making and future planning (Cobley, 2024). On the other hand, individualism is scored high in the United States and long-term orientation is scored low that indicate preference for personal decision-making and short-term outcomes. Contrasting negotiation behaviour is contributed by these differences. However, collectivist tendencies are displayed by Japanese negotiators. Group consensus is required for decisions before approval. On the other hand, individualist framework is operated by American negotiators where agreements are finalised through helping authority. Communication breakdown can be created by these opposing expectations (Cobley, 2024). 
Communication Style Differences: Indirect communication is used by Japanese negotiators to reduce confrontation and ensure harmony in the relevant field. Silence can be applied as a strategic tool of communication. Disagreement, reflection or respect may be signaled through silence. It is considered as a non-verbal communication. However, direct communication is applied by American negotiators for speed and clarity (Indeed Editorial Team, 2023). Misinterpretation is occurred due to silence which indicates agreement or lack of contribution. According to Samovar’s theory, this difference is explained clearly. Negotiation breakdowns may be led by this contrast where clear expectations are not found. Both Japanese and American negotiations use English as a common language (Indeed Editorial Team, 2023). According to BELF principles, it can be said that communication misunderstanding is not removed by English proficiency. Slow speech and simple vocabulary are used by Japanese negotiators to increase precision. For this reason, hesitation and lack of confidence may be interpreted by American negotiators. In reality, cultural emphasis is reflected on accuracy in the field of activity. In addition, tone, pace or phrasing may be misunderstood with both sides. Therefore, misinterpretation is reduced by helping paraphrasing and confirmation as BELF strategies. Non-verbal cues are considered by Japanese business communication including body language, subtle gestures and prolonged pauses. On the other hand, more overt gestures and facial expressions are applied by American communication. Confusion may be created because of misalignment between non-verbal expectations. For example, direct eye contact may be avoided by Japanese negotiators to ensure and express respect (Kazuo Nishiyama, 2020). This factor may be interpreted by American negotiators to avoid uncertainty and make a better decision to achieve goals.  Internal consultation and group approval are required for Japanese negotiation. Collectivist values and high uncertainty avoidance are aligned with this process to ensure better outcomes. Individuals with authority system is maintained by American negotiation decisions. Rapid conclusions may create frustration through the expectation of American managers from this difference (Kazuo Nishiyama, 2020). For instance, unrealistic expectations are avoided by helping understanding the cultural basis of decision-making. 
Real Business Examples: A strong example of communication challenges is provided by Toyota and General Motors as the NUMMI joint venture. Consensus and group problem-solving were focused by Japanese managers from Toyota. On the other hand, direct reporting and quick action are focuses by American managers (Gomes-Casseres, 2019). Occurrence were happened including miscommunication due to the attempt of implementing solutions without cross-group consultation by American teams. Japanese communication norms are trained to American employees for responding. Shared meaning is created by introducing BELF strategies in the negotiation activities. Over time, effectiveness of cultural adaptation is demonstrated to improve communication. However, American distributors were negotiated with Sony to expose communication gaps. Indirect communication was expected by Japanese managers to be described through American partners in relevant field (Gomes-Casseres, 2019). More explicit instructions were requested by American distributors to understand everything clearly. Later, negotiation communication was modified by Sony through applying written summaries and more detailed non-verbal approach. Thus, recognition of low-context communication expectation was demonstrated by this change. Negotiation was required by Nissan-Renault alliance between Japanese executives and French. There are contradictory relationships among France, Japan and United States where direct communication is preferred by France than Japan but less direct than the US. Communication gaps are addressed by implementing cross-cultural training in Renault (Gomes-Casseres, 2019). Also, group decision-making is supported by establishing joint committees through Nissan. Therefore, effective use of Hofstede’s model and Samovar’s communication theory were demonstrated by these strategies. 
Strategic Approaches for International Managers: Basically, cultural intelligence (CQ) can be defined as the ability to effectively navigate and adapt to different cultural contexts, combining knowledge, motivation and actions to work with people from diverse backgrounds (Crowne, 2023). However, managers are allowed to express communication based on cultural context. During negotiation, adaptation is improved by high cultural intelligence. Silence is understood by high CQ managers to adjust communication barriers and acknowledge indirect communication cues. However, several practical tools are provided by BELF to reduce misunderstanding such as slow pace, simple vocabulary, paraphrasing, confirmation checks and written summaries. These can support to describe and express opinions effectively and easily to the respected parties. Ambiguity is also reduced by using these tools. Meeting structure is adjusted which can be ensured effective negotiation. Japanese culture focuses on building strong relationship and allocates more time for this. American expectations for clarity are supported by detailed agendas. Both sides get helped from joint decision-making frameworks to know each other’s approval processes (Crowne, 2023). However, Hofstede’s dimensions, Samovar’s communication model and BELF principles are understood by negotiators through helping proper training. Thus, role play, simulations and case analysis may be included by training. Valuable learning material are provided by Toyota General Motors as real examples. In fact, several limitations have been found all theories. For instance, national culture is generalised Hofstede and individual variation may nor be recognised. Communication context is oversimplified by Samovar’s model. Language clarity is focused by BELF which may overlook cultural nuance. Theory should be combined by negotiation strategy with situational awareness (Lewicki, Saunders and Barry, 2024). Every organisation should follow proper step to bring positive outcome in the field of activity. Proper negotiation process should be maintained to ensure better performance and clarity of the decisions. By adopting all the strategies, the companies can make the best performance in the working areas. 


Conclusion 
In conclusion, negotiation process has multiple benefits which leads to mutually beneficial agreement, resolves conflicts peacefully and builds and strengthens relationships. However, communication is international is influenced strongly by cultural differences. Financial loss and major delays may be generated because of small misunderstanding in an international setting. In global negotiation activities, intercultural communication understanding is essential to be performed. Major contrasts in communication styles are showed by comparison between Japan and United States based on several organisational contexts. It has also based on language usage, hierarchy expectations and decision-making processes. Negotiations outcomes will be affected through communication challenges. Effective negotiation strategies can be supported by the application of intercultural theories. Variation in uncertainty avoidance, long-term orientation and individualism are showed by Hofstede’s cultural dimensions. Direct and indirect communication patterns are explained by Samovar’s high and low context model. Several real life organisational examples are applied to emphasise the analysis. However, strong cultural intelligence is required for international managers to maintain negotiation across cultures. BELF communication tools, culturally informed negotiation structure and cross-cultural training are included as effective strategies to work international market. Therefore, negotiation communication can’t be explained fully by single model. For instance, it should be integrated all the models and theories by the managers. 
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