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Abstrakt

VAVROVA, Esther: Uloha neverbalnej komunikécie v medzikultirnych obchodnych
rokovaniach. — Ekonomicka univerzita v Bratislave. Fakulta aplikovanych jazykov; Katedra
interkultGrnej komunikacie. — Vedtca zavereénej prace: PeadDr. Zaneta Pavlikova, PhD. —
Bratislava: FAJ, 2021, 56 s.

Hlavnym cielom prace je obozndmit’ Citatel'a s ulohou neverbalnej komunikacie v
medzikulturnych obchodnych rokovaniach, a to prostrednictvom porovnéavania neverbalnych

aspektov japonskej a slovenskej kultury.

Teoreticka Cast’ prace, ktora siaha od prvej po tretiu kapitolu, sa zobera Ustrednymi

konceptami komunikacie a kultary. TaktieZ predstavuje zakladné hodnoty Japonska.

Empiricka ¢ast’, zaCinajtca Stvrtou kapitolou, objasiiuje ciele a metodiku préace. V piatej
az deviatej kapitole sa analyzuju rozdielnosti, resp. podobnosti vysSie spominanych kultur, a to
konkrétne pristup Japoncov a Slovéakov k proxemike, fyzickému prostrediu, vzhl'adu, pohybov
tela a tichu.

V zavere sa napokon zameriavame na sumarizaciu analyzovanej problematiky a zaroven

poskytujeme Citatel'ovi odportcania, ktoré sl uplatnite'né v buducich taktikach rokovani.

KPiacové slova: neverbalna komunikacia, rokovanie, japonska kultura, slovenska

kultira



Abstract

VAVROVA, Esther: The Role of Nonverbal Communication in Cross-Cultural Business
Negotiations. — University of Economics. Faculty of Applied Languages; Department of
Intercultural Communication. — Tutor: PeadDr. Zaneta Pavlikova, PhD. — Bratislava: FAJ, 2021,
56 p.

The primary aim of the thesis is to acquaint the reader with a role of nonverbal
communication in cross-cultural business negotiations by comparing the nonverbal aspects of

the Japanese and Slovak culture.

Theoretical part of the thesis — ranging from the 1st to the 3rd chapter — deals with the

core concepts of communication and culture, as well as introduce the principal Japanese values.

The empirical part of the work begins with the 4th chapter, clarifying the objectives of
the thesis and method utilized to meet them. Throughout the 5th to 9th chapter differences,
alternatively similarities of the cultures noted above are analysed. Specifically, their approach

to the proxemics, physical environment, appearance, body movements and silence.

Finally, the part “Conclusion” is focused to summarize analysed issues and provide the

reader with the recommendations which can be implemented in the future negotiation tactics.

Key words: nonverbal communication, negotiation, Japanese culture, Slovak culture
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Introduction

Globalisation has been bringing a great number of worthwhile advantages in the world
of business. With the global opportunities come, however, also various challenges grounded in
the cultural differences, faced by the business representatives in cross-cultural negotiations as
well. Although there is concurrence in terms of the way international business negotiations
should be realized, we shall emphasize that the given meetings are social encounters first. That
is to say, individuals of sometimes diametrically different cultural backgrounds need to
communicate in order to achieve a consensus, despite dissimilarities in their habits, business
practices, values and mindsets, which we believe, are reflected in the nonverbal behaviour as
well. Hence, we shall examine whether a role of the nonverbal communication in the cross-
cultural business negotiations is appreciable in such a degree, that a presence — alternatively
absence — of certain nonverbal cues may contribute to confusion, incorrect assumptions,

misunderstandings and sometimes even frustrations, leading to a failed outcome.

As we are confident that extensive awareness of the issue may be highly beneficial, an
adequate preparation from the side of all involved individuals is recommended to be executed
in this matter too. It is, however, important to note that the knowledge may be valuable in order
not to be able to imitate, but rather understand the person’s actions, and thus prevent the potential
miscommunication. Naturally, not only knowing, but suitable slight adjustments in one’s
behaviour may bring advantages in form of creating a more propitious atmosphere and,

sometimes, even a better person’s image.

Understanding that the importance of the nonverbal communication will be examined
by comparing the Slovak and Japanese cultures, we shall anticipate that the cultural differences
will be in this case exceptionally substantial. However, is it worth making efforts and investing
time in the business preparations of this category at all? Is the role of the nonverbal
communication paramount to such an extent that the knowledge of this issue may be truly
beneficial? If so, to which aspects should be paid attention, and what kind of — possibly subtle

— differences may raise confusion in the foreigner business partner?

By this thesis and by discussing the given issue we aim to find the relevant answers and

provide the valuable information applicable especially for the Slovak businessmen.
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THEORETICAL PART

1 Communication

There are conversations, correspondence, even art. As Stenning, Lascarides & Calder
claim in their work Introduction to Cognition and Communication (2006), communication is
connected primarily with concepts noted above. Furthermore, they advert to the importance of

communication as to be an inherent part of almost all activities in life of each human being.

At this point it is important to note the origin and subsequently discuss the definition of
the main term of this chapter. English word Communication has been evolved from Latin
language communicatio, meaning an “action of sharing” or “imparting”. (Oxford Latin
Dictionary, 2012, p.405)

Communication is broadly defined as the process of exchanging information. However,
according to McPheat (2010), communication does not involve only information exchange, but
requires participants to perceive the message as well. This is the reason why he believes that

communication is “the art and process of creating and sharing ideas” (McPheat, 2010, p. 10).

David Crystal in A dictionary of linguistics and phonetics (2008) refers to
communication as being significant concept within the study of linguistic and phonetic. In
addition, he claims that communication resides in the “transmission and reception of
information (a ‘message’) between a source and a receiver using a signalling system (...)"
(Crystal, 2008, p. 89). Under the term system Crystal understands a language itself, being pivotal

part of the communication.

“Communication is a systemic process in which people interact with and through
symbols to create and interpret meanings” (Wood, 2010, p. 12). As we can see, Crystal’s idea
overlaps with Julia T. Wood’s definition, however, here we shall advert to term meaning, since
according to Wood, it is the central part of the communication, always created by using symbols.

From ideas above we shall proceed to refer to communication as the process of creating,
sharing and subsequently receiving information in form of verbal or non-verbal message. The
message is realised through implementation of system that is understood by its sender, as well

as its receiver.



1.1 Principles of Communication

To understand the essence of human communication, it is important to state its core
principles that identify its ideas and main characteristics. Joseph A. DeVito (2016) suggests six

paramount principles of human communication:

Firstly, “Communication is purposeful” (Ibid., 2016, p. 9). Participants of each
communication are motivated to accomplish some goal, for example to acquire knowledge, to

help others or even influence someone.

Secondly, “Communication takes place in varied forms” (Ibid., 2016, p. 9). One of them
Is face-to-face communication, utilised within personal interactions. However, reflecting upon
last decades, we can also see appreciable increase in online communication. Both forms of
communication are not only beneficial in everyday life, but are seminal for achieving career
goals as well. For instance, given that social networking recruiting is widely used to hire new
employees, candidate's ability to communicate per e-mail and social media plays a great role in

recruiter's decision-making (Bersin, 2013).

Thirdly, “Communication is ambiguous” (Ibid., 2016, p. 10). Under the term ambiguity
Joseph A. DeVito understands “the condition in which something can be interpreted in more
than one way”. It is noteworthy that there is a certain degree of ambiguity in each interaction.
Therefore, participants of communication cannot unconditionally communicate exact meaning
of the idea.

The fourth principle, “Communication involves content and relationship dimensions”
(Ibid., 2016, p. 11), denotes message of communication being related either to the content
(something independent of speaker and listener, e. g. agenda of negotiation) or to the
relationship between participants of communication, for example their roles in negotiation.
These two concepts were defined by Watzlawick, Beavin and Jackson in their work Pragmatics
of Human Communication: A Study of Interactional Patterns, Pathologies, and Paradoxes
published in 1967,

This study led Joseph A. DeVito to suggest another — the fifth — principle of
communication: “Communication is punctuated” (Ibid., 2016, p. 11). He adverts to



communication event as continuous process without definitive beginning nor ending. Under
punctuation we understand segmentation of the process into stimuli and responses, while each
action, i. e. stimulus, initiate a response. As the continuous process, response causes another

response.

In addition, Julia T. Wood agrees, claiming “(...) what happens before we talk with
someone may influence our interaction, and what occurs in a particular encounter may affect
the future” (Wood, 2010, p. 12).

Lastly, “Communication is inevitable, irreversible, and unrepeatable” (I1bid., 2016, p.
11). Interaction between participants of communication occurs even though one party does not
prefer to respond. Moreover, already sent message cannot be unsent. The last attribute which
according Joseph A. DeVito communication possesses, unrepeatability, indicates uniqueness of

each communication and interaction among people.

Naturally, there are authors presenting other characteristics which shall be also taken
into account. Here we shall note Julia T. Wood who claims: “Communication is also affected
by the larger systems within which it takes place” (Wood, 2010, p. 14). This concerns culture,
playing a great role in the way people tend to communicate their ideas and opinions. However,
it is worth mentioning that each culture is diverse. Within one specific culture we can often find
several ethnicities, religions and other elements that affect the communication as well.

Worth recalling is also idea the by Chase and Wayne Shamo (2013), presented in their
work Elements of Effective Communication, namely “Communication is reflexive” (Chase and
Shamo, 2013, p. 7). They assume that once participants of communication exchange their

opinions and information, they affect each other's perception and thereby, entire process.
1.2 Communication Process

To deduce how communication works, it is significant to discuss individual elements
that form and affect the process. McPheat in his work Effective Communication Skills (2010)
claims that the communication process consists of various components and stages, such as

message, source, encoding, channel, decoding, receiver, feedback and context.
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In the centre of the process stands a message which, as the noted author claims, can be
understood as information sender aims to convey. However, the entire process starts with
source, i. e. sender who, as he suggests, should be aware of messages he/she intends to

communicate, as well as the reason of its delivery.

Writing about source, McPheat (2010) continues with clarification of the term encoding,
as being the process of converting message into suitable form that can be subsequently accepted
and understood by its receiver. The author recommends to be aware of required information
receiver needs in order to avoid misunderstandings and ensure appropriate receiving, i. e.
decoding of the message. In this point, he adverts to certain level of reading with comprehension

and active listening that are prerequisites for successful message decoding.

However, P. Seemann in his work Komunikacné techniky (2018) underlines that
participants' capacity is not the only factor ensuring successful decoding of the message. On the

contrary, culture can affect how message will be received to a large extent as well.

Before sending the message, McPheat (2010) claims that sender should consider a
suitable method, i. e. channel. The most common channels utilised in communication process

cover e. g. face-to-face conversation, telephone calls or e-mails.

In connection with the channel Seemann (2018) adverts to two types of communication
— one- and two-way communication. The process of one-way communication ends with
decoding of message by its receiver, and thus there is no feedback. Take, for example reporter
sending a message through radio who does not require a response. On the other hand, two-way
communication happens, as term indicates, in both directions — from sender to receiver and vice

versa. To this kind belongs for instance face-to-face and telephone communication.

Next, we shall mention feedback which is a part of communication process that, as
McPheat (2010) says, helps both parties to assess its success, as well as offers a space for
improvement. This can be realised, for instance, through asking clarification questions or by

taking in account body language of a partner we communicate with.

In addition to this, DeVito (2016) adverts to a self-feedback, received ordinarily by the
encoder, e. g. when perceiving message, he/she has written or body language he/she has been

using.
11



As the last element affecting the communication act McPheat (2010) presents context, i.
e. situation, involving external factors, such as relationship between participants of the

communication or environment they communicate in.

Chase and Shamo (2013) define context as “rules that tell us how to interpret our
sensations and thoughts based on the situation” (Chase and Shamo, 2013, p. 14). In addition,
describing context in a deeper way, they advert to various types of context, among which we
shall note physical context — physical objects surrounding both parties — and social context
involving relationships and participants' roles or social status that determine for example

whether the conversation will be realised in formal or informal way.

To complement the discussed issue, we shall address also to noise and effect in the
communication process. As Joseph A. DeVito (2016) claims, the process can be disrupted with
auditory, visual or auditory—visual noise, leading to incomplete decoding of the message and
often its misinterpretation. There are various kinds of noise, including, for instance, physical
noise, occurring in external environment, such as traffic sounds and semantic noise referring to

distinct meaning systems (e. g. distinct languages or dialects) of both parties.

As the last element of a communication process DeVito (2016) suggests to be the effect,
understanding that each action of sending a message causes a reaction. He adverts to three types
of effect, namely cognitive effect (e. g. by acquiring new knowledge), affective effect (e. g. by

changing feelings) or even psychomotor effect, in form of building up new psychomotoric skills.

In summary we shall denote importance of each component of the communication
process, message, source, receiver, encoding, decoding, channel, feedback, context, noise and
effect. Furthermore, Seemann (2018) sees this process as a system comprising of components
above that are interconnected and interrelated. This means that even a single change in one of

the stages can impact the result of entire communication process.

12



1.3 Nonverbal Communication

1.3.1 Introduction to Nonverbal Communication

Human communication as phenomenon appears in a variety of forms, divided on the
basis of different aspects, among which we shall advert to distinction between verbal and

nonverbal communication.

Tim O’Sullivan in Key Concepts in Communication and Cultural Studies defines
nonverbal communication as “Communication between people by means other than speech”
(O’Sullivan et al., 1994, p. 204).

The similar definition is offered by D. Matsumoto, M. G. Frank and H. S. Hwang,
claiming the nonverbal communication is “The transfer and exchange of messages in any and

all modalities that do not involve words” (D. Matsumoto, M. G. Frank and H. S. Hwang, 2013,
p. 4).

O’Sullivan (1994) highlights that extensive vocabulary of speech cannot be compared to
the restricted one of nonverbal signs. Notwithstanding, the author claims, nonverbal
communication and speech are interconnected, in a way words complement body signals and
vice versa. Thus, we shall say they are equally important, but each of them serves to
communicate different purpose. As Ruzi¢kova (2001) explains, the role of the verbal
communication resides in verbal transmission of the message. On the other hand, emotions and
attitudes are conveyed by means of the nonverbal communication, providing a context to verbal

messages, delivered by sender.

Also H. H. Calero (2005) agrees with the point above, claiming that the comprehension
of a spoken and written message is as pivotal as the perception of the nonverbal behaviour, since
receiver may often get — alternatively deduce — a comparable amount of information from the

nonverbal cues as from the verbal messages.

J. K. Burgoon, L. K. Guerrero and K. Floyd (2010) underline the importance of

nonverbal communication by noting nine statements characteristic for this phenomenon.

13



The first feature nonverbal communication is characterized by is omnipresence,
assuming that nonverbal aspect of the communication is present in each human interaction. As
they claim, “Every encounter between two or more people is a potential nonverbal exchange,

regardless of whether any verbal exchange takes place” (Burgoon, Guerrero and Floyd, 2010,
p. 4).

Authors continue with multifunctionality, suggesting the nonverbal behaviour has an
ability to transmit a large amount of messages. This is due to existence of various nonverbal
channels, utilised often at the same time. For example, neat appearance with suitable perfume
can contribute to expected results in negotiation process, hence overall success.

The next point concerns the universal language system, developed in the natural way.
Certain nonverbal behaviours (e. g. when we smile or cry), can be discerned by each

communicator, regardless the culture they belong to, or the language they speak.

After the fourth statement indicating possibility that the nonverbal communication
results not only in understanding but sometimes also in misunderstandings, authors advert to the
phylogenetic primacy of nonverbal communication. Indeed, K. E. Rosengren (1999) also
emphasises the fact that the nonverbal communication, more specifically the bodily signals of
affects (emotions, feelings and moods), are believed to be the oldest type of the communication.

Moreover, they also played the essential role in formation of the human language.

At this point we shall note that J. K. Burgoon, L. K. Guerrero and K. Floyd (2010) do
not stay only by the fact that the nonverbal communication appears in the beginnings of the
human communication. They continue with the significant point, claiming that the noted form
of communication is also the inseparable part of the life of each individual. In fact, before a
child learns to speak, it ordinarily starts first communicating with its environment nonverbally,
I. e.. “Nonverbal communication has ontogenetic primacy” (J. K. Burgoon, L. K. Guerrero, K.
Floyd, 2010, p. 6).

Interaction primacy is the third primacy which according the authors nonverbal
communication features. Authors underline that the nonverbal message exchange predates the
verbal interaction. This phenomenon concerns primarily physical appearance and objects that

both communication parties can perceive as soon as the communication process starts.

14



As authors suggest, there are situations in which nonverbal communication is considered
to be not only more appropriate, but in various cases also the only way to transfer thoughts and
attitudes. Take, for instance, Czech gymnast Vera Caslavska who at the 1968 Olympics in
Mexico City turned her head away from the flag of the Soviet Union when standing on the
winners' podium. The gesture was implemented as the protest against the Soviet-led invasion of
her country. (Reynolds, 2018)

The last point J. K. Burgoon, L. K. Guerrero and K. Floyd (2010) mention concerns the
predominant belief that communicators tend to trust more nonverbal messages than the verbal
ones. Furthermore, R. S. Chase and Wayne Shamo (2013) highlight that verbal cues of deception
are harder to detect than the nonverbal messages. This can be perhaps explained by the fact that
the nonverbal communication, as D. Matsumoto, M. G. Frank and H. S. Hwang (2013) advert,
is less controllable, i. e., it is harder for participants of communication to conceal what they
think or what they feel, since they often rather focus on the verbal messages they communicate.

To these nine above noted characteristics we shall complement other three attributes that

Kendon et al. (1981) assume a nonverbal communication possesses.

First, they underline the fact the nonverbal communication appears when both parties of

communication are present and are in the position of affecting communicator’s reactions.

Secondly, claiming that messages conveyed by spoken and written language transmit
what they represent, Kendon et al. (1981) advert to the fact that nonverbal signs can be seen as
the exact opposite, i. e. the information of the message cannot be detached from its means, such

as sound, smell etc.

Thirdly, in the contrast of the verbal communication, nonverbal messages are formulated
implicitly. This means, participants of the communication process do not ordinarily convey their
nonverbal signs explicitly, but rather imply information by means of individual actions. At this
point Kendon et al. (1981) emphasize the reason why the sign language cannot be generally
considered being part of the nonverbal communication, as its messages are “employed

consciously for explicit communicational purposes” (Kendon et al., 1981, p. 4).
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1.3.2 Classification of Nonverbal Communication

Understanding that the nonverbal communication as a concept is complex and
incorporates various categories, we shall present the Knapp and Hall’s comprehensive

classification, explained in their work Nonverbal Communication in Human Interaction (2010).

According to Knapp and Hall (2010), we can look at the nonverbal communication
through three aspects, i. e. the communication environment, the communicators’ physical

characteristics and body movement and position, which are elaborated in the following lines.
The Communication Environment

The significance of the role which an environment plays in each communication
situation is seldom acknowledged. We advert therefore to atmosphere, expressions and
responses which are influenced by the physical environment, i. e. furniture (and its materials,
shapes and ways of arranging), lighting conditions, temperature, even perception of time,

timing, frequency of actions etc. (Ibid., 2010)

Spatial environment includes proxemics, defined as “study of the use and perception of
social and personal space” (Knapp and Hall, 2010, p. 8). Eaves and Leathers (2017) underline

that fashion, by which individuals utilize the space, communicates meaning in each interaction.
The Communicators’ Physical Characteristics

As Knapp and Hall (2010) suggest, this constituent of nonverbal communication
contains attributes, such as height, weight, body shape, and objects which are part of physical
appearance called artifacts. These may include clothes, glasses, jewelry, piercings, tattoos etc.

Body Movement and Position

There are various types of body movements and positions, among which gestures,
posture, touching behaviour, facial expressions, eye behaviour and vocal behaviour belong to
the dominant ones. (Ibid., 2010)

Gestures are generally known as arm, hand and head movements, often accompanied by

speech. (Ibid., 2010) In terms of classification, R. E. Axtell (2007) divides gestures to instinctive

16



(innate and automatic) gestures, coded gestures (technical, used by e. g. referees and umpires)
and social gestures (which are learned and its meaning can be different for each society).

Posture is typically discussed in connection to evaluate an extent to which partners are

involved in their interaction, or to deduce a person’s emotional state. (Knapp and Hall, 2010)

Touching behaviour can be either self-focused (generally known as adaptors), or other-
focused which is substantially ambiguous, since its meanings usually depend on context, type
of relationship between communicators, as well as the way of its implementation. (Ibid., 2010)

Facial expressions and its slight changes can provide us within a few seconds with
paramount information of a person’s emotional state, such as happiness, sadness, anger etc.
(Eaves and Leathers, 2017) It is important to note that a degree to which emotions are exposed

to other people and public varies from culture to culture.

Eye behaviour involves primarily gaze which can be defined as “eye movement we make

in the general direction of another’s face” (Knapp and Hall, 2010, p.10).

Vocal behaviour as a category reminds us that nonverbal communication does not
contain only non-vocal, but vocal components as well. To vocal behaviour belong the prosodic
and the paralinguistic. Prosodic refers to rhythm, intonation and pauses, whereas paralinguistic

to laughter, grunts, sighs etc. (Ruzickova, 2001)

Knapp and Hall (2010) further in their work advert to silence and the variety of meanings
and functions which often differ according to situation, communication environment, and even

culture.
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2 Culture

We are different. Despite a large amount of thoughts, opinions, actions and personal
characteristics which may identify a person, as well as discriminate one individual from the
other, we shall say culture is one of the pivotal contributors that build the unity within a group,
I.e. nation, or any society having a specific common goal. Indeed, as Ruth Benedict notes, “What
really binds men together is their culture — the ideas and the standards they have in common”
(Benedict, 1959, p. 16).

What does this concept of connecting individuals mean? We provide a few definitions,

enabling to bring a deeper understanding of the discussed phenomenon.

Kroeber and Kluckhoh bring a succinct definition, suggesting culture is “a product, is
historical; includes ideas, patterns, and values; is selective; is learned; is based upon symbols;
and is an abstraction from behavior and the products of behavior” (Kroeber and Kluckhohn,
1952, p. 157).

J. A. DeVito also supports the idea of culture being a product developed by people,
claiming “Included in a social group’s “culture” is everything that members of that group have
produced and developed — their values, beliefs, artifacts, and language; their ways of behaving
and ways of thinking; their art, laws, religion, and, of course, communication theories, styles,
and attitudes " (DeVito, 2014, p. 28).

A similar understanding of the concept has also V. Bockova who notes that culture is “a
shared system of symbols, beliefs, attitudes, values, expectations and norms of behavior. Thus,
all members of a culture have similar assumptions about how people should think, behave, and

communicate and they tend to act on those assumptions” (Bockova, 2000, p. 40).

The author differentiates between the objective and subjective culture. The objective
culture depicts the visible components, e. g. material artifacts, whereas the subjective culture
concerns components of culture that are non-tangible, for example values and norms. (Bockova,
2000)

As can be seen from above, definitions often acknowledge the fundamental elements
without which culture as the phenomenon may not be complete. Littlejohn, Foss and Oetzel
18



(2016) indicate with their definition of culture that these dominant features are a vital part of a

nation and individual’s identity:

“Culture is any group of social significance in which members share elements of identity
and communication patterns to varying degrees; people have different subjective experiences
of these elements” (Littlejohn, Foss and Oetzel, 2016, p. 387).

At this point, however, we shall not forget to mention also the well-known Hofstede’s
definition which does not focus on noted elements, but rather provide a less complex

explanation:

“Culture is the collective programming of the mind that distinguishes the members of
one group or category of people from others” (G. H. Hofstede, G. J. Hofstede and Minkov,
2010, p. 6).

The programming and mental programs — terms highlighted in the author's seminal work
Cultures and Organizations: Software of the Mind (2010) refer to the patterns of thinking,
feeling and potential acting that individuals of a specific culture entity learn throughout their

lifetime from their environment, i. e. parents, teachers, friends etc.

In terms of mental programming, E. T. Hall, while providing his readers with an idea of
what culture is, associates the culture with the high-performing computer which “programs the
actions and responses of every person, and these programs must be mastered by anyone wishing
to make system work” (E. T. Hall and M. R. Hall, 1987, p. 4).

By the fact that culture shapes the way individuals interact, each communication
situation is affected. In fact, the values we have, language we speak and practices we pursue
form our perception of the world, our understanding and behaviour. (Littlejohn, Foss, Oetzel,
2016)

In addition to this, Kroeber and Kluckhohn suggest that culture does not only influence
the way a person behaves, but also types of expectations which are set towards them. As they
say, “Any culture is a system of expectancies: what kinds of behavior the individual anticipates

being rewarded or punished for; what constitute rewards and punishments; what types of
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activity are held to be inherently gratifying or frustrating” (Kroeber and Kluckhohn, 1952, p.
157).

In summary, we shall refer to culture as the aggregate of continually evolving elements
of common mindset, actions, behaviour and practices created and practised by the specific social
entity. With the knowledge that each person is a unique human being with their own personal
features, opinions and potential, these elements work as connectors influencing a person’s way
of thinking and acting, and thereby contribute greatly in building their own identity. With this
being said, we find the culture to be the inseparable part of each individual and society unit.
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3 Japan

Japan and its unique cultural practices, values and overall mindset are by academics
widely discussed. Its uniqueness can be interpreted by the fact that Japan was isolated from the
rest of the world for 250 years, known as the Tokugawa Period (1603 — 1853). Furthermore,

natural limitations might play a big role, as well as the Japanese language. (Lewis, 2006)

In contrast to practises, values are the culture components that are permanent in the
society. (G. Hofstede, G. J. Hofstede and Minkov, 2010) In order to better understand the

Japanese cultural values, we underline three of them, which we consider being pivotal.
Harmony

From early on Japanese learn various practices and principles, often concerning avoiding
conflicts in order to preserve the harmony (wa). In addition, wa represents qualities, such as

trust, respect and cooperation, shared among individuals within the society. (De Mente, 2012)
Diligence

Shibutosa (fight to the death), referring in present to Japanese attributes, such as
diligence, dedication and determination, are an inherent part of the Japanese work ethic, highly

valued and supported in work as well as school environment. (De Mente, 2004)
Loyalty

Loyalty to group and company is generally expressed by long working hours as well as

protecting and saving group’s face, regardless of any effort. (E. T. Hall and M. R. Hall, 1987)
3.1 Japanese Values According to Hofstede's Cultural Dimensions

Acknowledging how significant is the role which culture plays in the work environment,
professor Geert Hofstede started conducting the extensive study in the late 70s, which outcomes
lied foundation for many academic studies as well as for his lifelong contribution — Six

dimensions of national culture.

Six dimensions of national culture is a well-known model that presents the six core

issues, according to which the pivotal differences between cultures can be determined. In our
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case we discuss the Japanese culture, and how its values, according to Hofstede, differ from the
Slovak ones.

3.1.1 Power Distance

Power distance focuses on inequality of status, prestige, wealth, or power, distributed in
one culture environment. Assuming that not all individuals are equal, but rather part of a
hierarchical structure, the dimension illustrates a level to which inequality is expected and
accepted. (Hofstede, 2001)

Hierarchy has been valued in Japan long time ago, and today is pursued in various forms
as well. For instance, in work environment, where it has become highly respected only in the
last decades, can be perceived especially in terms of seniority. (Woronoff, 2001) This means,

one’s colleague is usually identified as a senior (senpai) or junior (kouhai). (Maeda, 2007)

“Senior and junior are not just sociological terms, each has to interact with the other in
specified ways, using certain words, adopting expected attitudes, bowing in the prescribed
manner” (Woronoff, 2001, p. 49).

Interestingly, in contrast to the Japanese intermediate score, Slovakia demonstrates,
according to G. Hofstede, G. J. Hofstede and Minkov (2010), a markedly higher degree of power
distance. As R. D. Lewis (2006) claims, Slovaks also appreciate rather formal way of conducting
meetings and interactions, since they respect a hierarchy.

However, we shall not forget that superior needs to prove his / her skills and character
in order to make his / her subordinates respect and accept his / her decisions. (Hofstede, 2001;
G. Hofstede, G. J. Hofstede and Minkov, 2010)

3.1.2 Individualism Versus Collectivism

G. Hofstede, G. J. Hofstede and Minkov suggest that “Individualism pertains to societies
in which the ties between individuals are loose: everyone is expected to look after him- or herself
and his or her immediate family ” (G. Hofstede, G. J. Hofstede and Minkov, 2010, p. 92).
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Collectivism appears, on the other hand, in societies with high level of interdependence
of individuals. This results in integration into cohesive in-group whereby they may be protected

in exchange for loyalty. (Ibid., 2010)

In comparison to Western societies, Japan (as well as Slovakia) is often referred to be
collectivistic. For instance, Haghirian (2010) emphasises a Japanese decision-making process,
known as ringi system, as well as responsibility, achievements and failures, which are usually

in Japan all group based and perceived.

We shall refer at this point also to a term jikoryu (one’s own style or personal style)
under which Japanese understand a manner performed by an individual in the workplace who
acts against the group’s consensus in a negative fashion, or attempts to express their
individuality. This behaviour results often in the group inefficiency and loss of person’s (and

sometimes even group’s) face. (De Mente, 2004)

However, Japan cannot be identified as entirely collectivistic society. In contrary, by
Asian standards Japan is perceived rather as an individualistic country. This is often explained
by the lack of extended family system, which usually lies a foundation for collectivistic
societies, like China. (Hofstede, 2001; G. Hofstede, G. J. Hofstede and Minkov, 2010)

3.1.3 Masculinity Versus Femininity

The dimension of the masculinity and femininity deals with generally dominant traits
and behaviour patterns, connected to individuals’ gender roles in a society, as well as an extent
to which these roles may coincide. (Ibid., 2001; Ibid., 2010)

According to G. Hofstede, G. J. Hofstede and Minkov (2010), both Japanese and Slovaks
demonstrate high degree of masculinity. That is to say, Japanese, as members of highly success

driven society, strive for achievements and excellence in each field of work.

Gender roles are in Japan somewhat distinct than overlapping. At this point we shall
advert to the work environment and one of the political and cultural challenges Japan has been
facing. As P. Haghirian stresses in his work Understanding Japanese Management Practices
(2010), Japanese men are more likely to hold management positions, while women

administrative ones, which consequences for the Japanese economy are often discussed.
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3.1.4 Uncertainty Avoidance

Understanding that Uncertainty creates discomfort and anxiety, the dimension pertains
to a degree of society’s tolerance to unknown events which future may or may not bring.
(Hofstede, 2001; G. Hofstede, G. J. Hofstede and Minkov, 2010)

Whether Japanese are at work or on informal occasions, they learn from early on to
pursue a lot of rules and rituals. In order to avoid uncertainty, they tend to prepare for any
dangerous or regular situation. This is often explained by an extensive number of natural threats,

such as earthquakes or volcano eruptions, present in the country. (Ibid., 2001; Ibid., 2010)

With this being said, in contrast to Slovakia, we perceive Japan to possess a strong

uncertainty avoidance concerning an every-day life of each Japanese. (Ibid., 2001; Ibid., 2010)
3.1.5 Long Term Orientation Versus Short Term Normative Orientation

The dimension denotes the fact that values of a society are inherently affected by the
way time is perceived. G. Hofstede defines this dimension as follows:

"Long Term Orientation stands for the fostering of virtues oriented towards future
rewards, in particular, perseverance and thrift. Its opposite pole, Short Term Orientation,
stands for the fostering of virtues related to the past and present, in particular, respect for

tradition, preservation of 'face," and fulfilling social obligations" (Hofstede, 2001, p. 359).

Significantly more than Slovakia, Japan is considered to be a long-term-oriented society.
(G. Hofstede, G. J. Hofstede and Minkov, 2010)

Hence, primary Japanese business goals often differ from the European ones. As Y.
Umeda (1996) contends, instead of short-term profits, Japanese companies generally stress the
attention rather on long-term objectives, such as growth, defeating the competitors, a market

share increase and employment elevation.

Moreover, given that serious conversations, as well as critical negotiations cannot be
rushed, Japanese value establishing a rapport that should lay basis for a long-lasting relationship
which often takes years of effort and patience in order to be solidly developed. (Hurn and
Tomalin, 2013)
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3.1.6 Indulgence Versus Restraint

The last dimension deals with a subjective well-being, connected to basic human needs.
Cultures supporting fulfilling these needs, as well as enjoying life are called indulgent, as
opposed to restraint cultures that do not lay emphasis on pleasure, but place importance on filling

the duties, while applying social norms, instead. (G. Hofstede, G. J. Hofstede and Minkov, 2010)

Both Japanese and Slovaks belong to restraint cultures. (Ibid., 2010) Indeed, in terms of
work ethic are Japanese well-known for their hardworking mindset. In spite of various leisure
activities that are inseparable part of a Japanese culture, they tend to work long hours which,
unfortunately, often results in serious illnesses, even death, known as karoshi (literally translated
to “death from overwork ). (Buckley, 2006)
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EMPIRICAL PART

4 Objectives and Methods of Work

As the name of the thesis suggests, the primary objective of the work is to examine a
significance of the nonverbal communication in intercultural business negotiations, as we
attempt to answer the following: While preparing for a negotiation, in what extent is it necessary
to consider not only the goals, business tactics, facts and information regarding the company

and market background, but cultural differences in terms of nonverbal behaviour as well?

The given question was clarified by comparing nonverbal communication performed by

the members of two cultural backgrounds, i. e. the Japanese and Slovak culture.

The comparison was executed by utilizing the bibliographical resources analysing the
discussed cultures, listed at the end of the thesis.

More specifically, we examined the dissimilarities concerning the diverse aspects of the
nonverbal communication, such as the communication environment where physical and spatial
environment was taken into account; the communicators’ physical characteristics depicting the
importance of the appearance; the body movement and position where gestures, posture, facial
expressions and eye behaviour were included; and lastly the difference in perception both

cultures possess towards the presence of silence in the communication situation.

Based on the discussion and identified differences and similarities, the results were
subsequently concluded in the part “Conclusion” where the final recommendations for the

Slovak business representatives were summarized as well.

At this point we advert to the limitation the work has. Since we considered and analysed
exclusively two cultures characterised by considerable geographical and cultural distance, we
shall be aware of the fact that the nonverbal communication may play a markedly bigger role in

this context than it might do within the cultures of substantial resemblance.
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5 Analysis of the Japanese and Slovak Nonverbal

Communication

Geographically distant and culturally distinct — Japanese and Slovaks, their cultures and
closely related communication styles differ immensely. Before we discuss differences and
similarities in Japanese and Slovak nonverbal communication comprehensively, we shall
introduce the issue by addressing the pivotal factors affecting the dissimilarities of examined

cultures in this matter.

Throughout the centuries, especially during the Shogunate Period (1185 — 1868), Japan
has evolved into culturally homogenized society. The more homogeneous nation Japan has been
growing into, the bigger impact can be perceived in terms of interpersonal communication. More
specifically, nonverbal messages started to take markedly higher importance than the verbal
ones. This can be interpreted also by the fact that each interaction must be performed in
accordance with strict etiquette rules defining even the slightest body gestures individuals must
or must not execute. This resulted in Japanese relying more on implicit nonverbal cues, which

we can witness even in present days. (De Mente, 2004)

Slavs — the Slovaks’ancestors — cannot be, in contrast to Japanese, perceived as a
homogeneous nation. Europe has been featuring as a meeting point for various ethnic groups
across the ages. As P. Bystricky (2008) describes numerous incidents during which intercultural
interactions (whether through migration of nations or frequent incursions) happened, it shall be

noted that nations, including Slavs, influenced each other’s cultures and behaviour.

This being said, we shall underline Japanese tend to place emphasis on nonverbal
communication predominantly more than Slovaks do. Indeed, a significance of developing the
ability to interpret meanings of Japanese ambiguous verbal messages along with nuances of
nonverbal clues are stressed not only in personal life but business environment as well. (De
Mente, 2018)

Considering business in Japan can be realised only on condition that between both parties
is established trust, foreign representatives need to take into account that rational ideas do not

represent all the determinants affecting the negotiation results. On the contrary, the partner’s
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character, i. e. his / her approach, a way he / she expresses his / her thoughts, and nonverbal
behaviour, such as silence, body language or facial expressions, which will be discussed in the
following chapters, may greatly impact the Japanese partner’s decision as well. (Hurn and
Tomalin, 2013) This emotional side of a Japanese personality can be referred by term haragei,

often translated as the “art of the stomach”. (De Mente, 2018)

Haragei can be defined in other words as “instinctive, gut feelings about a person, event,
or proposition” (Norbury, 2006, p. 44). B. L. De Mente suggests that without the comparable
level of a discussed skill one can get lost in meanings of a transferred message. (2018) In case
one decides to comprehend the complex ambiguity of a Japanese language and nonverbal

behaviour, we shall note that it does take long time of observation and practice.

On the other hand, J. Woronoff adverts in the work The “No-Nonsense” Guide to Doing
Business in Japan (2001) to difficulties even Japanese have with comprehension of the changes
in others’ facial expressions and body movements. The author claims that haragei does not
constitute the vital part of Japanese communication, but rather serves as a supportive component

for arisen discrepancies within the verbal level of the communication process.

J. Woronoff (2001) further reflects upon the relevance and necessity of learning the
Japanese art of the stomach. Supposing that foreign participants cannot comprehend delivered
Japanese verbal messages (without the translator), it is hardly plausible to reach an
understanding of meanings of sentences through the observation of a Japanese nonverbal

behaviour, nor is recommended to attempt to employ it during the discussions.

In conclusion we note that both verbal and nonverbal forms of communication are
important and one cannot exist without the other. We do not recommend Slovaks to imitate the
other counterpart’s nonverbal behaviour, since haragei requires a deep knowledge of the

Japanese culture and language.

However, we believe that good knowledge of this matter and high proficiency in the
observation skills can lead to better ability to empathize with the Japanese partner and avoid the
misunderstandings. Furthermore, even few nonverbal clues observed and understood correctly
may bring a Slovak counterpart a considerable advantage in a negotiation process with the

Japanese participants.
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6 The Communication Environment

6.1 Physical Environment

Arrangement of a meeting room where discussions take place depends usually on the
nature of the hosting company rather than the cultural background. However, the way seats are
arranged when the entire teams participate in negotiation, i. e. whom the individual seats should

be dedicated to, perceive both examined cultures differently.

According to the Slovak etiquette rules the foreigner delegates should be seated in the
one side of a — preferably oblong — table, while the hosts on the other one. Considering the team
leaders, their seats should be set in the centre of their sides of the table, as they sit opposite to
each other. (Téth, 1994)

When business negotiation is carried by small personnel, a coffee table may be sufficient
and accepted. In this case, however, one should offer the guest a seat next to a host, known as
the seat of honour. (Ibid, 1994)

Furthermore, L. T6th highlights it is important for a host to avoid sitting behind his / her
own table, when negotiating in the office. Lack of awareness and subsequently implementation

of such a negotiation setting may raise a feeling of disrespect in the foreign guests. (1994)

Regarding the Japanese way of seating, there are strictly prescribed rules respecting
hierarchy. The Japanese seat of honour, known as “kamiza”, is normally located the furthest
from the door, while the least ranked person is given the seat “shimoza” which is closest to the
entrance. (Haghirian, 2010) Location of kamiza can be often emphasized by a window, painting
or any other visual decorative or functional object aiming to be the heart of the room. (Alston,
1990)

Nonetheless, whether one knows or does not know where his / her seat is, it is important

to politely wait in the standing position, until being invited to sit down. (Ibid., 1990)
6.2 Spatial Environment

Space utilised to create a territory needs to be taken into consideration in the cross-
cultural negotiations as well. Territory, as L. Brosnahan claims, is “the physical, social, and
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psychic space people want and need for integrity, freedom, privacy, and security” (Brosnahan,
1990, p. 33). Size of such a territory is conditioned by the various factors, including degree of

formality of the event, gender, age, hierarchy and culture. (Ruzickova, 2001)

When meeting a Slovak business partner, R. R. Gesteland recommends to keep a space
of 25 to 40 cm between the other person and oneself. (2012) According to A. and B. Pease
(2004), Japanese size of personal territory amounts about to 25 cm, which may appear that

Slovak and Japanese personal distances are comparable in the formal events.

However, E. Ruzi¢kova (2001) adverts to the fact Japanese belong to No Touching
Cultures and highly appreciate the personal space, required notably once a mutual bowing
during the greeting is performed. On the other hand, Slovak culture can be described as the

Touching Culture with individuals demanding in general less personal space.

Nevertheless, the exact size of the ideal personal distance cannot be assessed with
absolute certainty, since (as noted above) culture is not the only factor affecting the given issue.
Therefore, following is suggested: At first, try to remain in the arm-length distance and
thereafter observe whether the other person feels comfortable or rather attempts to move
forwards or backwards. While paying attention to these nonverbal cues, one can adjust to the

adequate distance enough to satisfy both parties. (Ibid., 2001)
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7 The Communicators’ Physical Characteristics

From a category of nonverbal communication concerning the tangible characteristics of
the interactors shall be discussed the clothing with accessories, as these aspects can contribute
in forming the person’s image of the credible partner, especially in the countries such as Japan

and Slovakia.

Indeed, in terms of business dress code, Japanese acknowledge the simple, uniformed
and high-quality design of the clothes, i. e. dark suits, white shirts and basic black oxfords
although one may occasionally witness fairly coloured shirts chosen by the individuals operating
within the creative fields. One should pay attention to details, especially to the designer pen,

noticed by the Japanese counterpart as well. (J. and H. Kato, 1992)

In terms of appearance in the business negotiations in Slovakia, etiquette rules do not
differ eminently. As P. Sklencéar notes, men should wear a suit, white (eventually light) shirt
with tie and closed shoes, matching with belt and watch strap. Women, like in Japan, should opt
for a rather conservative look as well, involving ladies suit (alternatively trouser suit) and nylon
with court shoes. Simplicity and elegance should prevail modernity and eccentricity.
Furthermore, the quality of each piece of clothing is equally important as the neat and correct

appearance. (2020)
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8 Body Movement and Position

8.1 Gestures

Reception, introduction, discussions and negotiations themselves — From the beginning
till the end of a negotiation process various gestures of head, arms and hands express positive
intentions and respect towards the partner. Furthermore, we shall not forget about the gestures
that do not indicate negotiators’ politeness, but rather accompany communicators in diverse

communication situations or changes in attitudes and feelings.

In this chapter we shall discuss both, polite and regular gestures, which are usually

culturally dependent and might be utilised in the negotiation process.
8.1.1 Handshake

Handshake as initially a symbol of truce and expectation for the future encounter to
proceed peacefully, has had a great meaning in Europe. By many academics it is believed that
by this gesture might be demonstrated adversaries’ act of being unarmed. Moreover, willingness
to expose one’s open palm and touch the other may illustrate the openness, and readiness to

perceive the other party as an equal opponent or partner. (Brosnahan, 1990)

Nowadays, however, the handshake has become an internationally accepted formal and
polite way of greeting, and is executed by Slovaks as well. Each business negotiation should
start in Slovakia with a correct handshake and be followed by the greeting formula “Dobry den,
tesi ma!”. Correct handshake, as L. Brosnahan (1990) stays “Firm Handshake ", is realised by
offering an open hand and fully joining the other person’s hand. Hands should be shaken once,

two or three times and squeezed with the moderate pressure. (Ibid., 1990)

Sometimes individuals squeeze their hands unintentionally too much, which can result
in other person’s discomfort, and may indicate dominance. It is known under the term “Bone-
Crusher” and stands as the opposite of “Dead Fish” which is perceived generally as the worst
style of handshake. Dead Fish can be described as a form of handshake that lacks the pressure
and energy from the one side, necessary to perform the gesture correctly. This asymmetrical
handshake may demonstrate unwillingness and disrespect, and therefore also trust can be called

into question. (Ibid., 1990)
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Another incorrect style of handshake, “Finger Shake”, is done by offering not the whole
hand, but fingers only. It is usually performed by women when being shy, and may also offend
the other communicator. (Ibid., 1990)

Offensive might be also a handshake called “Politician’s Handshake ", characterised by
excessiveness and often dishonesty. A person executes a regular handshake with the right hand,
while comfortable touches the other person’s arm with the left hand. For the purpose of winning
or maintaining a good image it may last longer than the usual handshake. Interestingly, it is
implemented not only by politicians, as the name suggests, but overly confident businessmen as
well. (Ibid., 1990) Hence, we shall not recommend to use this type of handshake with Slovak

business representatives, but rather stick to a regular Firm Handshake instead.

In terms of the Firm Handshake A. and B. Pease highlight the importance of angle at
which hand is reached. In order to demonstrate equality and respect, hands need to be in the
vertical position. When an individual’s palm is placed down, he / she, whether intentionally or
unintentionally, exhibits a dominant attitude towards the other person. On the other hand, once
the hand is turned so that the palm is oriented upwards, we can speak of submissiveness the
individual feels. (2004)

Style of handshake, i. e. its duration, intensity and way of offering the hand does,
however, not represent the only issue one should pay attention to. L. Spacek (2018) highlights
that handshakes should not be performed over the object, such as a table. In case more people
are engaged in the gesture, hands should not be shaken crosswise and one should not forget
about the hierarchy as well. Person with a higher social status, such as superior, client or women
generally, should reach the hand first, while the person ranked hierarchically lower, like

subordinate or host, should accept it.

Furthermore, when a man sits, he should stand up and realise the handshake in the fully
straight posture. (Ibid., 2018)

P. Sklencar adverts to a principle that gloves, especially men’s ones, should be during
the discussed gesture pulled off. However, in case one needs to follow the hygienic measures,
such as during the pandemic situation of COVID-19, gloves are, naturally, accepted. (2020)
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Although the Japanese primary way of greeting does not include handshake, but rather
the act of bowing (as will be discussed in the following part), Japanese do shake hands.
However, one must take into account the level of formality, since in formal occasions a bow is

always more appropriate. (De Mente, 2015)

B. L. De Mente stresses the Japanese tendency to perform handshake with foreigners,
often in combination with a bow, especially when they decide to build a rapport with a new

negotiation partner. (2015)

When it comes to the intensity of squeezing one’s hand, L. Brosnahan (1990) adverts
differences in perceptions which members of different cultures may have. Knowing that
Japanese belong to less touching cultures, they tend to squeeze a person’s hand more gently,
which should be considered by Slovak business negotiators as well. As B. L. De Mente (2015)
claims, the less experience Japanese have in the Western countries, the more prone to Dead Fish
type of handshake they are. He further recommends to strive to immediately identify the

person’s grip intensity, and subsequently react accordingly. (Ibid., 2015)
8.1.2 Bow

Japanese have been always attaching great importance to the process of greeting and
with this related an art of bow. Although both handshake and bow may appear to us as two equal
symbols representing forms of salutation, we shall note that Japanese tend to bow more than
people from the West shake hands. (H. and J. Kato, 1992) As H. and J. Kato claim, Japanese,
whether their relationships are formal or informal, do not bow exclusively in their first encounter

of a day, but each time they meet each other. (1992)

A wrong assumption of Japanese that handshake can be substituted in an intercultural
interaction for their bow often leads to an excessive amount of handshakes from their side, which

may be perceived by Westerners as odd. (Ibid., 1992)

The frequency of the Japanese bow is, however, not considered to be the only issue
foreigners should pay attention to. On the contrary, we find it important to advert to a Japanese

tendency to focus more on a process than results themselves. A “way of doing things” (known
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as “shikata ) belongs to the vital concepts of Japanese culture, underlining the Japanese attitude
to execute each social-related action in a correct form and sequence. (De Mente, 2018)

Bowing during a business negotiation is, naturally, no exception. In order to do the bow
properly, one needs to be aware of the correct body posture. Head and back with shoulders are
stiff and must remain straight in one line. Feet should be placed together and, in a comparison
to handshake where eye contact is essential, eyes should face down during the bow. In terms of
hands, it depends on gender. Women hold hands in front of their stomach, whereas men must
keep them sideways. (H. and J. Kato, 1992)

Hierarchy and scale of formality of an event play important roles as well. They can
determine the correct angle of bow, its quantity, and even the length of the act. Generally said,
the higher ranked and the more powerful a person is considered to be, the deeper and longer
one’s bow should become. (Ibid., 1992)

As regards of the person initiating the greeting, noteworthy are opposing approaches
between the prescribed rules of both gestures. Handshake should be initiated by the person with
higher social status, whereas the bow must start an individual of the hierarchically lower rank.
(Brosnahan, 1990)

A hierarchically lower person usually regulates also the number of bows, and thereby

expresses the level of respect he / she has towards his / her superior interactor. (Ibid., 1990)

B. L. De Mente emphasises the three fundamental types of bow which should be
considered when meeting the Japanese. (2015)

The first type, known as “sai-keirei ” (translated to “highest form of salutation”) is often
associated with the Shogunate Period (1185 — 1868), and subsequently the Japanese emperor to
whom was demonstrated by this act respect. However, in present days one would rarely

experience this type of bow. (Ibid., 2015)

The second, medium type, is utilised on the formal occasions and in situations when a
person wants to express the special emotion towards the other person. It is characterised by a

45-degree angle of the body and lasts in general two or three seconds. (Ibid., 2015)
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This form of bow should be offered to a person only in the initial meeting of the day.
When greeting the person for a next time at the same event, one should perform the third type
of bow, i. e. the light bow, instead. The light bow is the most frequent type of bow and should
be held at the 20-degree angle. In contrast to the medium bow, this type should be kept only for
one second. (Ibid., 2015)

At this point we shall underline that bow, as one of the most pivotal and utilised gestures
in Japan, is executed not only when greeting and departing, but in the situations of other nature
as well. For instance, when a person wants to express the apology or appreciation. (De Mente,
2015)

In the business environment, bow comes also after individuals exchange their name-
cards (“meishi ). When performing, one should pay attention to all the verbal and nonverbal
rules related to the prescribed process. Among other practices, the act includes a correct eye
behaviour, i. e. one should look at the received name-card in order to demonstrate deference and
interest, know the person’s status, and subsequently be able to bow accordingly. (De Mente,
2018) Glance at the name-card and one’s respectful manipulation with it is comparable
important in Slovakia as well. (Sklencar, 2020)

Bow accompanies also the act of giving and receiving gifts. When doing so, the giver as
well as receiver should utilise both hands. (J. M. and M. S. Vardaman, 1994)

We shall note that Japanese naturally do not demand from foreigner guests or hosts to
possess a deep knowledge of all the rules connected to bowing. However, as H. and J. Kato
suggest, neglecting the basics may lead to a serious faux pas. (1992) This is a reason why it is

recommended to better not omit this issue when preparing for the negotiations with Japanese.
8.1.3 Nod

Nod, as a gesture of agreement, can be found in both Japanese and Slovak nonverbal

communication. In Japan, however, it may also have a different meaning.

Japanese practise the habit called “aizuchi” (translated to “chiming in”), aiming to
demonstrate the interactor they listen. The frequent nodding (almost after each sentence)

accompanies the verbal affirmation hai (“yes”) or uh. Naturally, a foreign communicator
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without knowledge of the practice usually falsely assumes his / her Japanese partner
understands, wants him / her to keep speaking, or agrees with the discussed issue, which often

results in major misconceptions. (De Mente, 2004)

When foreigners deal with Japanese, they should take aizuchi into account, as this habit
IS deep-seated in the Japanese culture and its omission from the Japanese side is viewed as
impolite. (Ibid., 2004)

With reference to other meanings nod may have, we shall mention gratitude Slovaks
tend to demonstrate by the gesture. Bow without a torso is, however, viewed as too informal in

Japan, thus in formal events, such as the business negotiations, avoided. (Ruzi¢kova, 2001)
8.1.4 Gestures Indicating Disagreement and Denial

Understanding that mentioned Japanese nonverbal as well as verbal confirmations might
not necessarily mean agreement in Japan leads us to the question “How can disagreement be

recognised?”.

B. L. De Mente suggests to take notes while Japanese counterpart is speaking, and

subsequently to apologize and ask for clarification of a discussed issue. (2004)

Although this approach often results in the prolonged meeting, we agree it is better to
make an effort to go through the objectives a few times and thereby ensure both parties finish
the session being on the same page. Moreover, we shall suggest choosing a good interpreter

with comprehensive knowledge of not only language, but also cultural and nonverbal nuances.

Nonetheless, E. Ruzickova presents a gesture of shaking head (sideways), existing not
only in Slovakia, but in Japan as well. That is to say, this head movement is understood by

Japanese, but utilized differently, i. e. slightly after the pause and consideration. (2001)

When Japanese are offered something they want to refuse, they tend to raise the hand in
front of them, palm facing to a partner. This gesture, in Japan considered polite, is in Slovakia
perceived as informal, thus not applied during formal situations, such as business negotiations.
(Ibid., 2001) Hamiru-Aqui emphasises that a more frequent situation in Japan connected to this
type of gesture is denial of one’s compliment (rather than demonstrating an actual denial of the

partner’s idea). (2008)
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Japanese implicit behaviour and true (in this case negative) opinions may represent a
difficult part of the negotiation process. Anyway, there are nonverbal cues that even though do
not necessarily mean disagreement, indicate a certain level of dissatisfaction, or imply that
something is not all right. When perceived, the gesture may help Slovaks (or any other foreigner

partner) to identify a problem, and thereby prevent the latter denial.

The gesture goes like this: Japanese raise heads and inhale through their teeth,

alternatively exhale abruptly, while not saying anything. (Bucknall, 2005)

Moreover, valid clues may be the ones unintentionally performed by individuals of
different cultural backgrounds as well, such as leaning backwards on the chair, or gentle touch
of one’s neck. (Ibid., 2005)

8.1.5 Gestures Indicating Thinking

In case Slovaks neither agree nor disagree, but rather consider (in formal way), they tend
to touch their forehead with the fingertips. (Ruzi¢kova, 2001)

However, Japanese interpret this gesture as headache or fever. (Ibid., 2001) When a
person ponders over a discussed issue in Japan, he / she is most likely to scratch his / her ear.
(Bucknall, 2005)

8.1.6 Gestures Indicating Apology

As mentioned and discussed in the part “Bow”, Japanese acts of apology are

accompanied by a specific type of bowing, depending on the nature of apology.

Slovaks, primarily women, often use two types of hand gestures related to apologizing.
Hand is laid on the chest and, in more formal situations, followed by moving forward with the
trunk and eyes facing down. Alternatively, Slovaks clutch hands in front of the upper front of
the body, while looking straight at the person. (Ibid., 2001)

8.1.7 Gestures Indicating Oneself, Other Person and Object

When Japanese want to indicate themselves, they do not point to their chests, as Slovaks
do, but to the nose. Pointing to one’s chest Japanese associate with aggression, therefore it is

not recommended to use it. (Bucknall, 2005)
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In case of indicating other person or an object, an index finger is pointed to the middle
of a given subject. In the Western countries, such as Slovakia, it is usually taught to avoid
performing this gesture from early on, since it is considered being disrespectful. In Japan this

habit, however, is perceived to be normal. (Hamiru-Aqui, 2008)

Moreover, Japanese tend to raise a finger, oriented to their communicator partner’s nose
when speaking about them. (Ibid., 2008)

However, the gestures do not appear in situations signalling the direction. For instance,
when Japanese assistant aims to show the way where a guest’s seat lies, he / she would point at

the place with his / her unfolded hand rather than with a finger only. (Bucknall, 2005)
8.1.8 Gestures Indicating “Come here!”

While in Slovakia a person demonstrating his / her partner to “Come here!” uses his /
her palm facing upwards and fingers moving together up and down, Japanese tend to stretch the
hand out, palm facing down, and wave towards the partner. This may cause Slovaks wrong
assumptions that Japanese imply (in a certainly impolite way) to leave, when in reality, the
opposite is true. (Alston, 1990)

8.1.9 Gestures Indicating “Wait a moment!”

Western countries, including Slovakia, and Japan also differ in ways of politely asking
their partner to wait. While Japanese raise the hand or sometimes both hands in front of them
and with the palm facing forward, Westerners raise the index finger instead. Since the gesture
of the raised index finger means a number one in Japan (as by counting), Japanese may get

confused when being executed. (Hamiru-Aqui, 2008)
8.1.10 Japanese Gesture Accompanying Laughing

Funny situations or jokes followed by laughing are during the business negotiation in
Japan — a country with a culture valuing formal behaviour and highly prescribed etiquette rules
— neither natural, nor accepted. However, in case Japanese start laughing (whether during the

formal negotiation itself or, no less important, informal event afterwards), foreigners may notice
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at their Japanese counterpart a laughter accompanied by covering their mouth with a hand.
(Ibid., 2008)

K. B. Bucknall (2005) highlights that laughter often means feeling embarrassment in
Japan, rather than considering something being funny. This naturally does not regard an

informal situation.
8.2 Posture

Formal behaviour can be perceived also in a way Japanese tend to stand or sit. Regardless

of the position, a straight posture is principal. (Ibid., 2005)

When sitting, both legs should be placed fully on the ground. Crossing the legs is not
recommended, since Japanese may view it as impolite. Furthermore, a calm personality may be
exhibited by avoiding unnecessary body movements, such as slight play with parts of clothes or
a pen while listening to the Japanese counterpart. Its opposite might be considered by Japanese

as indifference, absence of patience, and sometimes even immaturity. (Ibid., 2005)

Posture by standing should be held stiff in the beginning. However, as rapport grows, it
is suggested to apply a bit relaxed posture, while not exceeding, since it is essential to keep in

mind the good manners and respect. (Ibid., 2005)

When the calm posture is accompanied by silence, it may indicate an execution of a
Japanese habit named “kamae”. Kamae — an act of remaining speechless and motionless — is
the inherent part of Japanese traditions, and aims to adapt the inner stance when switching the
roles held during a given situation. It can be seen, for example, as a pause between a greeting
ceremony and transition to the debates concerning business. (March, 1996)

Alternatively, one can experience Japanese being motionless with their hands connected
in their lap. Since exposing one’s emotions in a formal situation in Japan is out of the question,

Japanese tend to cope with being nervous in this manner. (Ruzic¢kova, 2001)

In terms of a vital difference between Japanese and Slovak body position, we shall

emphasise an angle at which communicators stand (or sit) when interacting.
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Ideally, the participants of communication face each other entirely, and thereby are able
to receive each other’s due nonverbal messages. Although this type of a body position, known
as “frontal position”, can be seen in Slovak behaviour, Japanese may feel they are being
confronted. They tend to apply an indirect position instead, standing shoulder-to-shoulder as
they aim to avoid the direct eye contact, and rather focus on the received audio related messages
when listening to their counterpart. (Ibid., 2001)

As we can see, various aspects of nonverbal communication are interconnected,
including the angle at which the body faces a partner, and presence or lack of eye contact which
will be discussed later.

8.3 Facial Expressions

Stiff position without a sign of motion is often accompanied by a neutral expression of
face in Japan. Although there is a lot going on in the Japanese mind, including observations of
the partner’s character, considerations concerning the business proposals and ideas, and
sometimes even escalated emotions, Japanese learn from early on to solicitously hide all the
necessary conclusions behind their mask of the “poker face expression”. Furthermore, highly
valued is the ability to observe the other person’s true feelings and intentions correctly as well.
(Bucknall, 2005)

Poker face, known as “shirankao”, serves Japanese as a protection not only from
communicating their positive and negative attitudes and business objectives in cross-cultural
business negotiations, but from the regular behind-the-scenes actions within their own

communities as well. (De Mente, 2004)

Apart from the expressionless Japanese face, foreigners may notice that Japanese slightly
smile frequently. The reasons can be, however, diverse. Smiling, as the sign of happiness and
satisfaction, is practised in the Japanese environment also in the situations when Japanese
conceal their negative emotions. This way Japanese may express he / she is confused,
embarrassed, and even angry, disappointed or sad. Naturally, once all the verbal and nonverbal
cues are taken in account, it is possible to determine a potential negative emotion behind the
Japanese smile. (J. M. and M. S. Vardaman, 1994)
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At this point we shall note that it is not recommended to always seek a profound meaning
or an intense emotion when Japanese execute the given facial expression. On the contrary, a
smile may sometimes mean that Japanese just want their hosts or guests to feel comfortable in

their presence. (Lewis, 2006)

Some academics including E. Ruzickova claim, however, that the smile in formal events
is not as typical in Japan as in Europe. While Slovaks view a smile as a friendly sign, Japanese
may often not perceive it positively in formal situations due its ambiguity, as noted above.
(2001)

Despite the complexity of Japanese perception and rules related to all facial expressions,
we do not recommend to rack one’s brains over the issue. However, a little attempt to adjust and
reduce the excessive facial expressions in general may contribute to developing the image of a

trustworthy partner.
8.4 Eye Behaviour

Difference in the eye behaviour between Japanese and Slovaks can be primarily

perceived in the eye contact, i. e. its presence or absence in the communication situation.

While Slovaks are taught to maintain adequate eye contact in order to show the partner,
he / she is respected and heard, in Japan it is not the case. (Ruzickova, 2001) Instead of the
person’s eyes, Japanese have a tendency to look at his / her neck when they listen and at their
own legs, once they start talking. (Lewis, 2006)

In terms of eye contact executed in a company of the Japanese business partners, K. B.
Bucknall emphasizes to take into account hierarchy. When the entire teams attend the
negotiations, primarily the team members — as individuals whose statuses are perceived to be
the lower ones — are suggested to avoid staring at the Japanese counterpart’s team leader who,
as a person of higher rank, might get offended by this action. A brief look at a partner and
subsequent focus on one’s feet or an object in the room might be therefore a better choice to do.
(2005)
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Occurrence of the wrongly applied eye contact can be also seen during the greetings.
Since handshake should be accompanied by eye contact, Slovaks may feel it is appropriate to

look at the partner’s eyes when bowing which, as noted earlier, is incorrect.

On the other hand, Japanese — who are being used to bow on a daily basis — tend to look
down when shaking hands. For this reason, it is vital to know the rules of other partner’s greeting

gesture, and perform it accordingly. (Brosnahan, 1990)

Besides the issue of eye contact, non-Japanese may witness a common eye behaviour in
Japan, whereby foreigners may get confused. Japanese tend to — either somewhat or fully — close
their eyes while listening to the other party. Although one might think Japanese are not interested
in what is being said or feel sleepy, the opposite is true. They contemplate about the discussed
topic or ponder over all options. However, sometimes it does happen the team leader falls asleep.
This might be, surprisingly, a positive signal of him / her seeing that the meeting goes well, thus
being willing to rely on subordinates to manage the process. In this case, it is recommended to

proceed naturally, as if the situation did not happen. (Bucknall, 2005)
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9 Silence

Although little noticed in the Occidental countries, silence has its place in human
interaction and is ingrained in the Japanese culture too. Considering the Japanese history,
Buddhists and Confucianism followers favoured reducing their verbal expressions, and rather
focused on the action itself. Moreover, understanding that a wise person could comprehend
meanings without using the numerous words, the nonverbal communication, including silence,

became a natural part of the ordinary Japanese as well. (De Mente, 2004)

Presence and length of silence are, interestingly, perceived in Japan and Slovakia
differently. While silence can be barely accepted nor considered positive in the formal situations
in Slovakia, in Japan, on the other hand, is tolerated and often occurs when a person attentively
deliberates about a given subject. Furthermore, the frequent Japanese tactic called “kill with
silence” is performed to observe a partner’s character too. (Ruzickova, 2001)

B. L. De Mente adverts to the Japanese negotiation custom characterized by an initial
hiding of the team leader’s identity. Even though it seems the Chief negotiator leads the entire
team and makes the final decisions, the opposite might be true. He / she may rather act as a
spokesperson, often pretending to have a bigger voice than he / she actually has, while the true
authority lies in the hands of the man remaining silent almost an entire time of the process,

observing from the background. (2004)

As we can see, Japanese silence is highly contextual, i. e. in different circumstances may
communicate different meanings. L. Brosnahan underlines the situation where silence may also
indicate a disagreement. Once Japanese are expected to answer yes or no immediately, they
might remain silent, preceded by implicit verbal clues when expressing their negative attitudes,

which is usually perceived by foreigners as rude. (1990)

Regardless of a reason stimulating a Japanese silent non-response, it is recommended
not to interrupt the situation, but stay patient and wait for the Japanese partner to express his /
her thoughts. Most importantly, compromise needs to be made from both sides, i. e. once silence
is executed reasonably, both parties are relatively comfortable and it does not cause
miscommunication or extensive time waste, thereafter we shall say, silence may serve its

purpose, and thus become truly golden for the both counterparts.
44



Conclusion

With the knowledge that the cultural differences frequently challenge participants of the
cross-cultural business negotiations, the primary aim of the thesis was to study the importance

of the nonverbal communication, playing an integral role in such encounters.

Communication as a process of exchanging messages comprises various components
which are interconnected, and can be divided into verbal (where spoken and written words are
transferred) and nonverbal (where other means than words are utilized). Nonverbal
communication can be classified on the basis of a communication environment, communicators’

physical characteristics, and body movements and position.

Culture is a complex concept under which we understand an aggregate of constantly
developing elements of common mindset, actions, behaviour and practices created and practised
by the specific social entity. Culture of Japan can be described by means of its core values, i. e.
harmony, diligence and loyalty. When it comes to the cultural values according to Hofstede’s
model, both Japanese and Slovaks belong to restraint cultures and possess a high degree of
masculinity and long-term orientation, and a rather middle degree of individualism. That is to
say, they both incline to be rather collectivistic. However, they differ in terms of power distance
and uncertainty avoidance. Japanese evince higher uncertainty avoidance than Slovaks do.
Slovaks, on the other hand, have one of the highest scores in the power distance, while Japanese
are ranged to be rather in the middle of the scale.

Comparing the various nonverbal aspects of the Japanese and Slovak behaviour in the
business negotiations, we shall confirm there are following dissimilarities which deficiency of

awareness may cause confusion and misunderstandings between the two parties:

e Concerning the seating arrangement, team leaders sit opposite each other in the middle
of the table, regardless the culture participants belong to. Japanese etiquette is, however,
more particular about the way seats are arranged. Guest, alternatively another highest
ranked person, is given a seat of honour, situated the furthest from the entrance. The
lower person is in the hierarchy, the nearer is seated to the door.

45



Although Japanese and Slovaks may require the similar spatial distance in formal
situations, i. e. app. 25 cm., Japanese with their “No Touching” culture value personal
space — present especially during the bow — in formal events to a greater extent.
However, since adequate personal distance is not conditioned exclusively by the culture
but other factors as well, it is recommended to maintain an arm-length distance and

subsequently adapt it accordingly.

When it comes to appearance, both Japanese and Slovaks prefer a rather simple,
conservative style, but with a high-quality design. Japanese, however, pay more attention

to details, such as for instance a type of pen.

Both handshake — typically utilized by Slovaks —and bow — executed by Japanese — have
its rules that need to be followed thoroughly. When Japanese shake hands, one should
be careful about the handgrip, since Japanese tend to squeeze one’s hands more gently
than Westerners usually do. In terms of bow, it can be found in other various situations,
such as when apology or appreciation are given or while exchanging name cards and

gifts.

Nod as a gesture under which is generally understood agreement, is in Japan, however,
frequently performed as a sign Japanese listen. Disagreement and denial are difficult to
interpret, but there are certain nonverbal cues indicating that the Japanese partner is
dissatisfied with what has been said. For example, when they raise their head and —

without the words — breathe in through their teeth.

There are other types of body movements which are different in both cultures, but do not
have potential for misunderstandings as much as gestures noted above. They include the
gestures indicating thinking, apology, oneself, other person or object, as well as gestures
which meanings can be interpreted as “Come here!”, “Wait a moment!”, and gestures

accompanying laughter.

When standing and sitting, Japanese prefer a stiffer posture than Slovaks. It is therefore
recommended to avoid excessive body movements as well as crossing the legs which
Japanese perceive to be rude. It is also important to mention an angle at which

communicators stand. While Slovaks favour frontal position, Japanese may prefer
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standing shoulder-to-shoulder in order to avoid the direct eye contact and be able to
better accept the audio related messages.

e Concerning facial expressions, Japanese have a tendency to execute the neutral facial
expression, known as poker face, in order to hide one’s true intentions and emotions.
Furthermore, foreigners may see that Japanese smile a lot but only when it is appropriate.
One should also take into account, there might be different reasons for Japanese to smile,

including concealing the negative emotions.

e Eye contact is perceived in both cultures differently. While Slovaks are taught from early
on to keep adequate eye contact, Japanese view it as impolite. Furthermore, it sometimes
happens that a Japanese participant closes his / her eyes which should not be interpreted
as lack of interest or sleepiness, but as the willingness to ponder over the discussed issue.

e Presence and length of silence is, in contrast to Slovakia, accepted in Japan and utilized
for various purposes, including creating a space for thinking or being part of a tactic to

get to know a partner’s character better.

As we can see, Japanese and Slovaks differ in terms of the way they communicate
nonverbally. Insufficient knowledge concerning the mentioned issue and subsequent execution
of the behaviour which the other counterpart may perceive rather confusing, even disrespectful,
may contribute to business failure. For this reason, we shall affirm original statement that
preparations of this matter are worth spending one’s time and making efforts, since
understanding partner’s actions and appropriate adapting one’s gestures, posture, facial
expressions, eye behaviour, proximity, appearance and length of silence may influence the
overall impression a foreigner partner builds towards the person. We believe these learnings can

serve primarily the Slovak businessmen as the recommendations for their future practice.

Concluding, we shall not forget the following: Firstly, the way a person acts is usually
affected not only by culture, but other factors as well, including the company’s and individual’s
character. Secondly, cultures are not stable entities but rather evolve, as its members evolve too.
For these reasons we shall note that besides decent preparations, it is principally experience that
may give a person the most valuable advice, i. e. being present in a large number of negotiations,
while having true interest in the partner’s culture and continually observing his / her behaviour.
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Resumé

Prilezitosti, ktoré prinasa globalizacia do obchodného prostredia, st vel'ké. Prichadzaju
s nimi v8ak vyzvy vychadzajuce z kulturnych odlisnosti, ktorymi ¢asto ¢elia zG¢astnené strany
medzikultarnych obchodnych rokovani. Praca ma za ciel’ zistit’, aku Glohu zohrava neverbalna

komunikécia v tychto savislostiach.

V teoretickej Casti prace, t. j prvej az tretej kapitole, sme objasnili zdkladné pojmy,
principy aprocesy komunikacie. Nasledne sme bliz§ie charakterizovali neverbalnu
komunikaciu a klasifikovali ju podl'a rozdelenia M. L. Knappa a J. A. Hallovej (2010) na
Komunikacné prostredie, Fyzické charakteristiky komunikatorov a Pohyby a pozicie tela, na
zaklade ¢oho sme neskor Clenili kapitoly empirickej Casti prace. V druhej kapitole sme sa
zaoberali definiciou kultdry. Tretou kapitolou sme uviedli japonskt kultaru, pri¢om doraz sme
kladli na zakladné hodnoty, ktoré patria k najcharakteristickejsim, resp. najviac cenenym,
hodnotdm v Japonsku, ¢ize harmoniu, svedomitost’ a lojalitu. V druhej ¢asti tretej kapitoly sme
poukazali na podobnosti a rozdielnosti medzi japonskymi a slovenskymi hodnotami na baze

Hofstedeho Siestich kulturnych dimenzii.

Empirickd cast’ prace — pocinajuc Stvrtou kapitolou — oboznamuje Citatel'a s cielom
prace uvedenym vyssie a metodikou prace, ktora spociva v porovnavani japonskej a slovenskej

neverbalnej komunikécie v ramci medzikultdrnych obchodnych rokovani.

V piatej kapitole sa analyzuje celkovy pristup k neverbalnej komunikéacii oboch kultur.
VysSia miera homogenity japonskej spolo¢nosti predpoklada, Ze Japonci sa zacali Coraz viac
spoliechat’ na neverbalne aspekty komunikacie. To znamena, ze u Japoncov sa kladie vacsi déraz
na schopnost’ komunikovania a interpretovania vyznamov komunikovanych sprav pomocou —
Casto nepatrnych — neverbalnych signalov. Vzhladom na to, ze spravne vyvodzovanie
vyznamov tychto signalov vyzaduje Siroké poznatky japonskej kultiry a japonského jazyka,
neodporaéame ich vSetky napodobnovat. Verime vSak, ze vedomé vnimanie urcitych
neverbalnych javov moze Slovakom (a tiez prisluSnikom inych kultur) pomdct veitit’ sa do
japonskej protistrany, chapat dovody jej chovania, atak predist potencialnym

nedorozumeniam.
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Siesta kapitola sa zaobera komunikaénym prostredim ué¢astnikov rokovani. Prva &ast’ sa
venuje fyzickému prostrediu. Napriek tomu, Ze typ a usporiadanie nabytku a inych objektov
miestnosti uruje ¢asto povaha hostujuceho subjektu, zasadanie je podmienené pravidlami
etikety danej kultury. Cestné miesto sa v oboch kultirach nachadza spravidla za vrchom stola,
pricom lidri oboch strdn su posadeni oproti sebe. V Japonsku sa toto miesto vzdy nachadza
najd’alej od dveri. Naopak, osoba s najniz§im postavenim sedi najblizSie pri vchode do
rokovacej miestnosti. Druha cast’ kapitoly objastiuje proxemiku, ktoru sice maju Slovaci
a Japonci pri formalnych stretnutiach podobnu., t. j. priblizne 25 c¢cm, ale Japonci patria na
rozdiel od Slovdkov medzi nekontaktné kultury, v ktorych sa osobny priestor vo formalnom
styku zvlast' ceni. Je dolezité dodat’, Ze primeranu vzdialenost’ podmieniuju aj iné faktory, preto
sa odporiiéa zostat od partnera vzdialeny/a spociatku na dizku svojej ruky, a nasledne na

zaklade pozorovania prispdsobit’ svoju vzdialenost’ adekvatne k situacii.

Najmenej rozdielov medzi kultirami nachddzame v zauzivanom vzhlade ucastnikov
obchodnych rokovani, ktory je opisany v siedmej kapitole. Oblecenie a doplnky, ktoré spadaju
pod druhl kategériu neverbalnej komunikacie, t. j. fyzické charakteristiky komunikatorov,
podliehaju predpisanym pravidlam, v ktorych dominuje nielen jednoduchy, konzervativny
pristup, ale aj vysoka kvalita, pricom Japonci si daju osobitne zalezat’ na detailoch, akymi su

napr. typ pera.

Osma kapitola, ktora je najrozsiahlejsia, sa zameriava na pohyby a pozicie tela a je
Clenena do S$tyroch podkapitol. Prva podkapitola porovnava 10 typov gest, ktoré s
neodmyslitelnou — iked casto podvedomou — sucastou komunikacie v obchodnych
rokovaniach. Ako prvé sa charakterizuju gesta, ktoré sprevadzaju privitanie ucastnikov. Podanie
ruky, ktoré je typické na Slovensku, ma svoje pravidla, rovnako ako uklon, ktory je rozsireny
v Japonsku. Spominané dva Ukony sa navzajom nenahradzaju. Japonci radi vyuzivaju
pri niektorych prileZitostiach (ako napr. pri formalnych stretnutiach so zahrani¢énymi partnermi)
oba typy, ale ich stisk pri podavani ruky je miernejsi. Vzhl'adom na to, Ze je uklon jednym
Z najcastejSich gest u Japoncov, mézeme ho (na rozdiel od podania ruk) zazit' aj v inych
situdciach, ako napr. pri pod’akovani, ospravedliiovani, alebo predavani vizitiek a darov. Gesto,
ktoré moze sposobit’ nedorozumenie, je prikyvnutie, pod ktorym vS§eobecne rozumieme suhlas.

Japonci ho v8ak uskuto¢nuju nie len ked’ stihlasia (alebo rozumeju), ale aj ked’ ide o presny opak
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a skor davaju partnerovi najavo, ze pocuvaju. Napriek tomu, ze nie je vzdy jednoznacné, ¢i
japonska strana suhlasi alebo nesuhlasi, jestvuju neverbélne signaly, ktoré nam naznacuja, ze
japonsky partner nie je spokojny s tym, ¢o sa prave povedalo. Jednym z nich je situécia kedy
Japonci — ¢asto bez vyslovenia namietok — mierne zdvihnu hlavu a nadychnu sa cez zuby, prip.
prudko vydychnu. Zvysné diskutované pohyby ruk a tela sa sice v danych kultdrach tiez lisia,
no nemusia nutne zapri¢init’ vel’ké nedorozumenia. Zahrnuli sme do nich nasledovné gesta:
gesta indikujuce rozmyslanie, ospravedlnenie, seba a iné osoby ¢i objekty; d’alej gesta, ktoré
naznacuju ,,Pod’ sem!*, ,,Prosim, pockajte!*“; a nakoniec gesta sprevadzajice smiech. Druha
podkapitola sa zaobera posturikou. Odportcéa sa zredukovat’ beziucelné pohyby tela, a radsej
sediet’ ¢i stat’ pokojne. Naopak, ¢o sa neodporuca je krizit’ si nohu cez nohu, ked’ze v Japonsku
sa tato pozicia tela povazuje za nezdvorilu. Rozhodujdci je aj uhol, v ktorom komunikanti stoja
voci sebe. Na rozdiel od Slovakov, ktori st zvyknuti postavit’ sa ¢elom, Japonci preferujd stat
voci druhej osobe mierne bokom, aby sa tak vyhli o¢nému kontaktu a zaroven mohli lepsie
podut’ vyslanG spravu. Pokojny japonsky postoj dopiiia neutrdlny vyraz tvare, ktory je
diskutovany v tretej podkapitole. Vo vhodnych situaciach sa Japonci taktiez zvykna Casto
usmievat’. Usmev v Japonsku moze mat’ rozne vyznamy, vratane skryvania negativnych emocii.
Stvrta podkapitola mala za ulohu porovnat’ pohyby o&i, medzi ktorymi sme sa najviac venovali
prave oénému kontaktu, ktory je pre Slovakov dolezity. Japonci sa v§ak zvyknt vyhybat’ dlhému
pozeraniu sa do o¢i partnera, preto upriamuju pohlad rad$ej na partnerov krk, prip. svoje nohy.
Ako d’alsi priklad odlisnych neverbalnych znakov sme menovali situaciu kedy niektory z ¢lenov
japonskej delegacie Ciasto¢ne alebo plne zatvori oc¢i, ¢o nevyhnutne neznamena nedostatok
zaujmu alebo ospalost’. Prave naopak, tymto spdsobom sa japonskej protistrane lepsie rozmysla

nad sprostredkovanym slovom.

Deviata kapitola poukazuje na to, Ze vnimanie ticha je v oboch kultirach odli$né. Zatial
¢o na Slovensku sa ¢lovek vo formalnych situaciach tichu vyhyba, Japonci ho vyuZivaji na
rozne Ucely, ako napr. vytvorenie priestoru na zamyslenie, alebo tiez ako sucast’ taktiky,

pomocou ktorej sa dozvedaju o partnerovom charaktere.

V zévere sa sumarizuje analyzovana problematika, pricom sa poskytuju odportac¢ania pre
zastupitel'ov medzinarodnych obchodnych rokovani, ktoré sa daju implementovat’ do buducej

praxe.

50



List of References

ALSTON, J. P. 1990. Intelligent Businessman's Guide to Japan, 1st ed. Tokyo: Charles
E. Tuttle Co, 1990. 152 p. ISBN 0-8048-1633-6.

AXTELL, R. E. 2007. Essential Do's and Taboos: The Complete Guide to International
Business and Leisure Travel, 1st ed. Hoboken: Wiley, 2007. 308 p. ISBN 978-0-470-14838-9.

BENEDICT, R. 1959. Patterns of Culture, 1st ed. Boston: Houghton Mifflin, 1959. 290
p. ISBN 978-0618619559.

BOCKOVA, V. 2000. Communication in international business and diplomacy, 1st ed.
Bratislava: Ekoném, 2000. 112 p. ISBN 80-225-1318-0.

BROSNAHAN, L. 1990. Japanese and English Gesture: Contrastive Nonverbal
Communication. Tokyo: Taishukan, 1990. 162 p. ISBN 4-469-24287-X.

BUCKLEY, S. 2006. Encyclopedia of Contemporary Japanese Culture (Encyclopedias
of Contemporary Culture), 1st ed. London, New York: Routledge, 2006. 634 p. ISBN 0-415-
14344-6.

BUCKNALL, K. B. 2005. Japan: Doing Business in a Unique Culture. Raleigh: Boson
Books, 2005. 228 p. ISBN 1-932482-23-7.

BURGOON, J. K. — GUERRERO, L. K. - FLOYD, K.2010. Nonverbal
Communication. New York: Routledge, 2016. 509 p. ISBN 9780205525003.

BYSTRICKY, P. 2008. Stahovanie narodov (454 - 568): Ostrogoti, Gepidi, Longobardi
a Slovania. Bratislava: Pro Historia, 2008. 202 p. ISBN
978-80-970060-0-6.

CALERO, H. H. 2005. The Power of Nonverbal Communication, 1st ed. Los Angeles:
Silver Lake Publishing, 2005. 308 p. ISBN 1-56343-824-0.

CHASE, R. S. — SHAMO, W. 2013. Elements of Effective Communication, 4th ed.
Washington, Utah: Plain And Precious Publishing, 2013. 398 p. ISBN 978-1-937901-50-9.

51



CRYSTAL, D. 2008. A dictionary of linguistics and phonetics, 6th ed. Oxford: Wiley-
Blackwell, 2008. 560 p. ISBN: 978-1-405-15296-9.

DE MENTE, B. L. 2004. Japan's Cultural Code Words: 233 Key Terms That Explain
the Attitudes and Behavior of the Japanese, 1st ed. North Clarendon: Tuttle Publishing, 2004.
316 p. ISBN 978-1-4629-0062-6.

DE MENTE, B. L. 2012. Japan: Understanding & Dealing with the New Japanese Way
of Doing Business!. [Place of publication not identified]: Phoenix Books, 2012. 197 p. ISBN
9781469986166.

DE MENTE, B. L. 2015. Etiquette Guide to Japan: Know the Rules that Make the
Difference!, 3rd ed. North Clarendon: Tuttle Publishing, 2015. 192 p. ISBN 978-4-8053-1361-
9.

DE MENTE, B. L. 2018. Japan: A Guide to Traditions, Customs and Etiquette : KATA
as the Key to Understanding the Japanese. North Clarendon: Tuttle Publishing, 2018. 224 p.
ISBN 978-4-8053-1442-5.

DEVITO, J. A. 2014. Human Communication : The Basic Course, 13th ed. New York :
Pearson, 2014. 480 p. ISBN 978-0-205-94486-6.

DEVITO, J. A. 2016. Essentials of Human Communication, 9th ed. The United States
of America: Pearson Education, 2016. 384 p. ISBN-10: 0134202457; ISBN-13 978-
0134202457.

EAVES, M. H. — LEATHERS, D. 2017. Successful Nonverbal Communication:
Principles and Applications, 5th ed. New York: Routledge, 2017. 436 p. ISBN 978-1-138-
68200-9.

GESTELAND, R. R. 2012. Cross-Cultural Business Behavior - A Guide for Global
Management, 5th ed. Copenhagen: Copenhagen Business School Press, 2012. 399 p. e-ISBN
978-87-630-9935-6.

GLARE, P. G. W. (ed.) 2012. Oxford Latin dictionary. Oxford: Oxford University Press,
2012. 2368 p. ISBN 9780199580316.

52



HAGHIRIAN, P. 2010. Understanding Japanese Management Practices. New York:
Business Expert Press, 2010. 174 p. ISBN 978-1-60649-118-8.

HALL, E. T. — HALL, M. R. 1987. Hidden differences : Doing business with the
Japanese, 1st ed. Garden City: Anchor Press/Doubleday, 1987. 172 p. ISBN 100385238835.

HAMIRU-AQUI. 2008. 70 Japanese Gestures: No Language Communication.
Berkeley: Stone Bridge Press, 2008. 160 p. ISBN 1-933330-01-5.

HOFSTEDE, G. 2001. Culture's Consequences : Comparing Values, Behaviors,
Institutions and Organizations Across Nations, 2nd ed. Thousand Oaks: SAGE Publications,
2001. 616 p. ISBN 0-8039-7323-3.

HOFSTEDE, G. H. — HOFSTEDE, G. J. — MINKOV, M. 2010. Cultures and
Organizations : Software of the Mind : Intercultural Cooperation and Its Importance for
Survival, 3rd ed. Maidenhead: Mcgraw-Hill, 2010. 576 p. ISBN 978-0-07-177015-6.

HURN, B. — TOMALIN, B. 2013. Cross-Cultural Communication : Theory and
Practice, 1st ed. Basingstoke: Palgrave Macmillan, 2013. 308 p. ISBN 978-1-349-35148-0.

KATO, H. - KATO, J. 1992. Understanding and Working With the Japanese Business
World. Englewood Cliffs: Prentice Hall, 1992. 132 p. ISBN-10 0131558390.

KENDON, A. et al. 1981. Nonverbal Communication, Interaction, and Gesture. Hague:
Mouton Publishers, 1981. 552 p. ISBN 90 279 3489 4.

KNAPP, M. L. - HALL, J. A. 2010. Nonverbal Communication in Human Interaction,
7th ed. Boston: Wadsworth Cengage Learning, 2010. 496 p. ISBN-13 978-0-495-83343-6.

KROEBER, A. L. - KLUCKHOHN, C. 1952. Culture : A Critical Review of Concepts
and Definitions, 1st ed. Cambridge: [publisher not identified], 1952. p. 223.

LEWIS, R. D. 2006. When cultures collide : leading across cultures, 3rd ed. Boston:
Nicholas Brealey, 2006. 599 p. ISBN-13 978-1-904838-02-9.

LITTLEJOHN, S. W. — FOSS, K. A. — OETZEL, J. G. 2016. Theories of Human
Communication, 11th ed. Long Grove: Weveland Press, 2016. 498 p. ISBN-13 978-

1478634058.
53


https://openlibrary.org/publishers/Anchor_Press/Doubleday

MAEDA, H. 2007. Japanese Brazilians in Japan : A formula of assessing the degree of
social integration, 1st ed. Saarbriicken: VDM Verlag Dr. Muller, 2007. 261 p. ISBN ISBN-
13 978-3836425384.

MARCH, R. M. 1996. Reading the Japanese Mind: The Realities Behind Their Thoughts
and Actions, 1st ed. Tokyo; New York: Kodansha International, 1996. 209 p. ISBN
4-7700-2044-9.

MATSUMOTO, D. - FRANK, M. G. — HWANG, H. S. 2013. Nonverbal
Communication. The United States of America: SAGE Publications, Inc., 2013. 324 p. ISBN
978-1-4129-9930-4.

MCPHEAT, S. 2010. Effective Communication Skills. Telluride: MTD training &
Ventus Publishing ApS, 2010. 59 p. ISBN 978-87-7681-598-1.

NORBURY, P. 2006. Culture Smart! : Japan. London: Kuperard, 2006. 168 p. ISBN
978 1 85733 309 1.

O’SULLIVAN, T. et al. 1994. Key Concepts in Communication and Cultural Studies,
2nd ed. New York: Routledge, 2006. 369 p. ISBN 0-415-06173-3.

PEASE, A. — PEASE, B. 2004. The definitive book of body language. Buderim: Pease
International, 2004. 386 p. ISBN 1-9208160-7-0.

ROSENGREN, K. E. 1999. Communication: An introduction. London: SAGE
Publications Ltd., 2000. 240 p. ISBN-10: 0-8039-7836-7.

RUZICKOVA, E. 2001. Picture Dictionary of Gestures. Bratislava: Vydavatel'stvo UK,
2001. 196 p. ISBN 80-223-1675-x.

SEEMANN, P. 2018. Komunikacné techniky. Zilina: EDIS-vydavatel'ské centrum ZU,
2018. 180 p. ISBN 978-80-554-1507-9.

SKLENCAR, P. 2020. Obchodnéa a profesijna etika a etiketa, 1st ed. Sedovce: Pastel,
2020. 77 p. ISBN 978-80-89898-14-5.

54


https://openlibrary.org/publishers/Kuperard

STENNING, K. — LASCARIDES, A. — CALDER, J. 2006. Introduction to Cognition
and Communication, 1st ed. Cambridge, Massachusetts: The MIT Press, 2006. 614 p. ISBN 0-
262-19538-0.

SPACEK, L. 2018. Etiketa obchodnika, 2nd ed. Praha: Ladislav Spadek, 2018. 217 p.
ISBN 978-80-270-4530-3.

TOTH, L. 1994. Protokol a etiketa v diplomacii a obchode, 1st ed. Bratislava: THB tlag.
a vydav. spolo€., 1994. 147 p. ISBN 80-967166-6-2.

UMEDA, Y. 1996. Jak uispésné vyjedndvat s Japonci. Praha: KAVA-PECH, 1996. 32
p. ISBN 80-85853-19-1.

VARDAMAN, J. M. - VARDAMAN, M. S. 1994. Japanese Etiquette Today: A Guide
to Business & Social Customs, 1st ed. Rutland: C.E. Tuttle, 1994. 142 p. ISBN-10 0804819335.

WATZLAWICK, P. — BEAVIN, J. — JACKSON, D. D. 1967. Pragmatics of human
communication: A study of interactional patterns, pathologies, and paradoxes. New York:
Norton, 1967. 284 p. ISBN 0 393 01009 0.

WOOD, J. T. 2010. Communication Mosaics: An Introduction to the Field of
Communication, 6th ed. Wadsworth: Cengage Learning, 2010. 432 p. ISBN-10: 0495794155;
ISBN-13: 978-0495794158.

WORONOFF, J. 2001. The “No-Nonsense” Guide to Doing Business in Japan, 2nd ed.
New York: Palgrave, 2001. 179 p. ISBN 0-333-80437-6.

55



List of Online References

BERSIN, J. 2013. The 9 Hottest Trends in Corporate Recruiting. In Forbes. [online].
2013 [2013-06-04]. URL: <http://www.forbes.com/sites/joshbersin/2013/07/04/the-9-hottest-

trends-in-corporate-recruiting/>.

REYNOLDS, T. 2018. Vera Caslavska and the forgotten story of her 1968 Olympics
protest. In BBC Sport. [online]. 2018 [2018-10-20]. URL:
<https://www.bbc.com/sport/olympics/45900544>.

56


https://www.bbc.com/sport/olympics/45900544

