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OUTLINE OF RESEARCH PROJECT
PURPOSE:

As any other people do, the Japanese have their own peculiar language habits. When
they use English, especially when doing international business, most of the Japanese
unconsciously think in Japanese and then translate their thoughts into English. As a
result, some problems arise for those who speak English as their mother tongue, such
as difficulties in understanding what the Japanese mean by what they are saying;
sometimes it lzads to a complete misunderstanding.

The purpose cf this research is to find out what such problems businessmen in New
Zealand have experienced in doing business with Japan, especially those among
smaller-business operators.

If any useful information is obtained through this small project, I wish to incorporate
the findings into my business communication classes, and hopefully publish it so
that my student graduates as well as young Japanese people engaged in international
business would be better prepared to minimize the risk of such cross-cultural
communication problems.

METHOD:

I have prepared a list of questions I would like to ask New Zealand businessmen,
especially those operating medium- and small-size business films. I would be happy
if these people grant me opportunities of an interview so that I can collect the kind of
information I described above.

July 1998

Norio Aoyama

Professor of International Business Studies
Chuogakuin University

¢/o Commerce Division

Lincoln University, Canterbury

(Phone: 325 2811; Fax: 325 3847)
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LIST OF QUESTIONS

1. Are you doing business with Japan?

2. If yes, how many years have you been doing business with Japan?
3. Is your business with Japan export or import?

4. What product(s) are you exporting or importing?

5. Will you be willing to indicate the size of your business?
(a) Number of employees
(b) Annual turnover
(c) Amount of business (NZ$) with Japan

6. Have you experienced any communication problems or difficulty in doing
business with Japanese?
(This question is related only to the “communication” aspect of your business
transactions, such as a complete misunderstanding of intentions on both sides.)

7. How or by what means have you solved such a problem or difficulty?

8. Are you satisfied with the current relationship with your Japanese business
partners?

9. Are there any other matters or suggestions you may care to offer younger
businessmen to minimize such a risk of communication gaps in doing business
with Japan?
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REPORT ON RESEARCH FINDINGS
CANTERBURY EXPORTERS’ EXPERIENCE WITH JAPANESE IMPORTERS

DECEMBER 1998

Norio Aoyama
Professor of International Business Studies
Chuogakuin University
Abiko, Japan

INTRODUCTION
1. OUTLINE OF RESEARCH PROJECT
-PURPOSE, METHOD, QUESTIONNAIRE-
2. DIARY OF RESEARCH ACTIVITIES
3. SUMMARY OF FINDINGS
4. CONCLUSION AND APPRAISAL OF THE METHOD USED
ACKNOWLEDGMENTS

INTRODUCTION

This is a report on the results of a research project undertaken by Norio Aoyama,
Professor of International Business Studies at Chuogakuin University, Abiko, Chiba,
Japan (“the Researcher”), during his four weeks of stay in Christchurch, New
Zealand, from July 15 to August 13, 1998.

1. OUTLINE OF RESEARCH PROJECT
-PURPOSE, METHOD, QUESTIONNAIRE-

The purpose cf research, the method used and a list of questions the Researcher had
prepared are hereto attached.

2. RESEARCH ACTIVITIES

A visiting scholar at the Lincoln University, Canterbury, New Zealand, the
Researcher was given a generous help in his research by faculty members of its
Commerce Division. Through their introduction, the Researcher was able to meet
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Mr. Michael Hannah, Chief Executive Officer of the Canterbury Manufacturers
Association, who gave him a comprehensive list of Canterbury exporters doing
business with Japan.

At about the same time, the Researcher was also introduced to the NZ Trade
Development Board (TradeNZ) and was supplied with a similar list of people who
have been or are interested in doing business with Japan by Mr. Jeff Roberts,
Marketing Services Manager of their Auckland Office.

Based on the lists of companies supplied, the Researcher chose to take an approach
of sending them FAX requests for an interview, attaching his personal background
information, an outline of his research project and a list of questions he would like to
ask.

The first response to his request was received from Mr. Robin Mann, Managing
Director, G. L. Bowron & Co., Ltd. He kindly agreed to give the Researcher an
interview and accorded him a generous session of questions and answers, which
seemed a promising start.

The Researcher sent similar requests for an interview or FAX reply to a total of 21
exporters in Canterbury N°®), Subsequently, answers to the Researcher’s questions
were received from three other firms, namely, Ernest Adams Ltd., Snowy Peak
Limited, and Aerofast Tiedowns. These four firms are referred to in the following
section as Company A, B, C and D, but not in that order.

Note:

Thirty firms were on the list of Canterbury manufacturers supplied by
Mr. Hannah. The Researcher would have sent his requests to all of them,
had the response been more encouraging to the initial batch of inquiries.
Requests were not made to the firms on the list of TradeNZ, because the
Researcher thought he would not have time to visit Auckland this time.

3. SUMMARY OF FINDINGS
The responders’ answers to the Researcher’s Questions 6, 7, 8, and 9 are

summarized hereunder:

Question 6
Have you experienced any communication problem or difficulty with Japanese?

Company A: Yes.
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Company B: No.

Company C: Yes - but have got used to this way of cooperating themselves so no
real problems. Problems have arisen through incorrect interpretation on both sides.

Company D: Yes, there were instances of misunderstanding.

Question 7

How have you solved such a problem or difficulty?

Company A: By continuing communication on each point until sure there is
understanding. Asking a question three times, in three different ways is a good way
to check understanding. Asking the person to tell you what they understand by what
you have said.

Company B: Talking regularly with them by phone and fax.

Company C: In cases of legal or specific details - we would get those translated into
Japanese.

Company D: By explaining repeatedly our intentions until we are sure they have

understood us completely.

Question 8
Are you satisfied with the current relationship with your Japanese business partners?

Company A: Very.

Company B: No.

Company C: Yes.

Company D: Yes, but it could be better; we sometimes have frustrations.
Questions 9

Any further matters you may be able to offer so that younger businessmen can
minimize such a risk of communication gaps in doing business with Japan?
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Company A: (No answer)

Company B: It is very important to get the right agent and distributor working for
you in Japan, who has the right network.

Company C: Yes, Visit your customers as frequently as possible to form good
relationships and familiarize with Japanese protocol.

Company D: The best policy is to be honest (“scrupulous honesty”), straightforward;
adhere to one’s principle of doing business. Be patient.

4. CONCLUSION AND APPRAISAL OF THE METHOD USED

The Researcher was rather disappointed in his poor ability to get good responses to
his inquiry in his research.

Nevertheless, although the size of the sample (only four sets of answers) was quite
small, the findings seem to support the Researcher’s hypothesis that business people
in Canterbury, New Zealand, must have experienced some communication problems
in doing business with Japanese counterparts. The Researcher believes that such
problems are more often than not occur because of the peculiar language habits to
which the Japanese people are used. The Researcher is now in the process of
developing an effective method of teaching young Japanese how to use Japanese
more accurately, precisely and in a more clearly understandable way. The
Researcher believes that such an improvement in teaching Japanese should be
achieved before teaching of English, because “Thinking in usual Japanese language
habits and translating it into English” is one of the major causes of misunder
standing.
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