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Japanese representatives bring to the negotiating table a distinctive mind-set and
behavioral style, one that’s largely free of gamesmanship and histrionics but
that’s nonetheless frequently exasperating.

This volume explores four recent U.S.–Japanese negotiations?two over trade, two
over security-related issues?looking for patterns in Japan’s approach and
behavior. In the first three cases, veteran Japanologist Michael Blaker finds the
same fundamental style?coping. “Coping captures the go-with-the-flow essence
of the Japanese bargaining approach”: cautious, methodical, low key, resistant,
apprehensive, and above all defensive. In the fourth case, Ezra Vogel and Paul
Giarra recount how the United States and Japan fashioned a new security
framework for their relationship in the 1990s. Vogel and Giarra show that close
personal relationships, mutual trust, and a common purpose can foster flexible,
fast, and fruitful negotiations.

Each case study explains the cultural as well as political, institutional, and
personal factors and assesses their influence. A concluding chapter draws out
common threads from the four studies, suggests how U.S. negotiators can
maximize negotiating efficacy, and points the way toward a new and clearer
understanding of Japanese bargaining behavior.
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Japanese representatives bring to the negotiating table a distinctive mind-set and behavioral style, one that’s
largely free of gamesmanship and histrionics but that’s nonetheless frequently exasperating.

This volume explores four recent U.S.–Japanese negotiations?two over trade, two over security-related
issues?looking for patterns in Japan’s approach and behavior. In the first three cases, veteran Japanologist
Michael Blaker finds the same fundamental style?coping. “Coping captures the go-with-the-flow essence of
the Japanese bargaining approach”: cautious, methodical, low key, resistant, apprehensive, and above all
defensive. In the fourth case, Ezra Vogel and Paul Giarra recount how the United States and Japan fashioned
a new security framework for their relationship in the 1990s. Vogel and Giarra show that close personal
relationships, mutual trust, and a common purpose can foster flexible, fast, and fruitful negotiations.

Each case study explains the cultural as well as political, institutional, and personal factors and assesses their
influence. A concluding chapter draws out common threads from the four studies, suggests how U.S.
negotiators can maximize negotiating efficacy, and points the way toward a new and clearer understanding
of Japanese bargaining behavior.
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Editorial Review

About the Author

Michael Blaker has taught at several major universities and authored numerous publications, including The
Politics of Trade.

Ezra Vogel is research professor at Harvard University and author of Japan as Number One.

Paul Giarra is a senior analyst in the Strategic Assessment Center of Science Applications International
Corporation.

Users Review

From reader reviews:

Christopher Henricks:

Book is definitely written, printed, or outlined for everything. You can understand everything you want by a
book. Book has a different type. We all know that that book is important matter to bring us around the world.
Beside that you can your reading talent was fluently. A reserve Case Studies in Japanese Negotiating
Behavior (Cross-Cultural Negotiation Books) will make you to always be smarter. You can feel much more
confidence if you can know about everything. But some of you think which open or reading some sort of
book make you bored. It is not necessarily make you fun. Why they are often thought like that? Have you
trying to find best book or acceptable book with you?

Debra Lovern:

What do you in relation to book? It is not important to you? Or just adding material if you want something to
explain what the ones you have problem? How about your time? Or are you busy individual? If you don't
have spare time to complete others business, it is give you a sense of feeling bored faster. And you have
spare time? What did you do? Everybody has many questions above. They should answer that question
because just their can do which. It said that about publication. Book is familiar in each person. Yes, it is
right. Because start from on kindergarten until university need that Case Studies in Japanese Negotiating
Behavior (Cross-Cultural Negotiation Books) to read.

James Robinson:

In this 21st century, people become competitive in most way. By being competitive at this point, people have
do something to make these people survives, being in the middle of the particular crowded place and notice
simply by surrounding. One thing that sometimes many people have underestimated it for a while is reading.



Yeah, by reading a book your ability to survive raise then having chance to stand than other is high. To suit
your needs who want to start reading any book, we give you this kind of Case Studies in Japanese
Negotiating Behavior (Cross-Cultural Negotiation Books) book as starter and daily reading publication.
Why, because this book is more than just a book.

Dena Ramirez:

Information is provisions for individuals to get better life, information presently can get by anyone in
everywhere. The information can be a expertise or any news even a problem. What people must be consider
when those information which is from the former life are challenging be find than now could be taking
seriously which one is appropriate to believe or which one the actual resource are convinced. If you receive
the unstable resource then you have it as your main information it will have huge disadvantage for you. All
of those possibilities will not happen in you if you take Case Studies in Japanese Negotiating Behavior
(Cross-Cultural Negotiation Books) as your daily resource information.
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