Case Study 8 Moto
Decision Making in Japanese Companies

-joint ventures throughout the world especially US

--need to understand Japanese national culture

-wa –peace and harmony

-amae-indulgent love (spiritual and physical harmony)

-amae results in shinyo which refers to the mutal confidence, faith and honor required for successful business relationships

-emphasis is on cooperation, participative management, concensus problem solving and decision making based on patient long term perspective 

-open expression of conflict is discouraged, and very important to avoid embarrassment or shame, to lose face as a result of not fulfilling on’e obligations

-culture of collectivism and shared responsibility that underlies the Japnaese ringi system of desicsion making

-group consense, unlike Americans top-down individiualistic perspective

-very time consuming

-slow progress is problematic when they are time sensitive

-lots of time in the earlier phases of the process and consider ‘big picture’ rather than rushing into things like Americans

-system designed to manage continuity and avoid uncertainty which is considred a threat to group cohesiveness

-

summary of key points

1. abilitiy to negotiate

2. the progression of the negiotation process and the prerequisite of building trusting relationships

3. understanding different perspectives, values and agendas

importance of relationship building in different countries= imperial to understanding different perspectives, vaulues and agendas of other parties and the use of problem solving approach. And to be able to negiotate

various styels and tactics in exchanging task-relatied information- ringi system, top-down, verbal , non verbal

everyone likes to work as a team. You don’t just go straight into business, relationship building is required therefore before a business transaction is made you may go out to eat, have a drink or some fun so that an underlying trust building foundation is developed.

risk tolerance in America is more likely because they are really rushed in their decision making process and therefore not everyone is consulted, and not enough time is dedicated into the ‘big picture’ of the decision

Japanese there process is very long and time consuming and therefore in a very fast paced globalized business world their traditional system may be outlived the the rush of when the decision needs to be made

subjective influences the Japanese decision making process because they want to have a trust foundation and relatiohship with the people they are doing business with rather then thinking objectiviely and have no idea if the person you did business with is a legitimate trading partner

America those who are at the bottom feel like robots following day to day tasks and there influence usually can’t and wont make a difference and is not always appreciated.

Japanese feel more involved and therefore makes them more enthusiastic about their work environment and partners for they are able to voice them opinion and in such a manner that they are able to without being embarrassed or ridiculed by their partners 

Q: 3 & 4

Moto had brought dolls from Japan as a special and kind gesture for his American business partner Crowell.  The dolls were given as a special part of the Japanese culture, that was known to be a unique gift and was something Moto’s wife spent a day picking them out.  These dolls were also a way of relationship building with Crowell before doing business with him, which is highly prevalent in the Japanese culture.  For the Japanese this is a friendly way to initiate getting to know the contact, from there they can form a sense of rapport, and a trusting relationship before deciding to go ahead with business.  These dolls also act as a form of symbolism for the initiation of relationship building in the Japanese culture and their way of business. 

This initiation stage of the negotiation process that Japanese follow when doing business was a foreign concept to Crowell, who in the eyes of Moto responding very crudely.  Moto handed Crowell the gift at what he thought was the ideal moment and Crowell simply grabbed both of the dolls very aggressively in his hands and shrugged them off, and said, “I’ll give them to my daughter.”  He also commented that they, “look like Russian dolls”, which was probably very insulting to Moto.  Moto was expecting a thank you, and wanted to explain that these dolls were from a special maple in the mountains near his family home in Niigata.  Crowell’s actions would not help Moto perceive him in a positive light, as he is not helping his image and acting in an enticing way, which would lure Moto into doing business with him.


This situation also acts as a metaphor for the clashing of cultures when it comes to their way of business.  As Crowell communicative style represented a typical American businessman, being very objective, rushed and blunt.  As opposed to Moto who was taking on the calm quiet and patient negotiator role. There ways of socialization were very different as it is evident that Crowell does not operate on the basis of understanding and social trust.  In spite of the situation, Moto remained face and simply responded to Crowell’s harsh handling of the dolls by looking away another form of Japanese business which involves less facial gazing.   

4. Why did Crowell’s remarks about Allmack threaten a loss of face from Moto’s perspective?

In the Japanese culture your way of forming respect is through building relationships and trust.  Crowell wanted to impress Moto by boasting, showing off and acting pretentious, which are just embarrassing in the Japanese mind. The topic of conversation was supposed to be about Allmack and Crowell made it revolve around himself, which simply was not of appeal to Moto.  Therefore, their different ways of gaining status, the Japanese through relationships and Crowell through material achievements threatened loss of face for Moto.  When Crowell lays out his business card Moto was trying to remain in good etiquette despite the arrogant and humiliating circumstance he was faced with.  Moto, like a proper Japanese businessman kept things formal by keeping a stern face and not showing any emotions. 


This is an example of how the American’s way of efficiency interferes with the Japanese process of business negotiation.  Crowell wanted to send out the message that we was successful, show status and objectively, get straight down to doing business.  On the other hand, Moto was expecting a time-consuming business process that involved mutually trusting relationship building, the very cornerstone of Asian business. This situation further symbolizes cooperation and respect vs. arrogance and superiority vs. urgency.  This situation also had implications for it is apparent that they both do business at very different extremes and Crowell’s boasting and impatience is not a positive way to collaborate in business with Moto.

