Canadian Timber exports its products to North America and several European countries. The opportunity arose to enter the Asian market when the Japanese furniture manufacturer Bonsai expressed interest in the company. After some initial exchanges between the two companies it was decided Tim Wilder and a few of his associates would travel to Japan to close a sales contract.

Tim Wilder chose several individuals to join him on the trip but did not necessarily select the right people for the right reasons. He did not have the knowledge that

“Negotiations in Japan require a team of negotiators instead of relying on a single 
individual. Always select your team members carefully. A negotiation team should 
be composed of people filling several functional roles, including both subject 
experts and specialized negotiators. The size of your team conveys the level of 
seriousness, so larger is better.” (LK pg 4)
His team was composed of Bill Hudak, a production supervisor who had solid knowledge of hardwoods and the production procedures of Canadian Timber and was an obvious choice for the team. For international negotiation, it is extremely necessary to bring with the team an interrupter who speaks the local language. On the Canada Timber’s team, there was only one person who knew a few Japanese words. Different languages can cause serious communication barriers and misunderstanding. Wilder’s team lacks a personal relations employee who can represent the image of the company and give the opposite team an introduction of Canada Timber. To build a strong negotiation team, Wilder also needed a team member who is much more familiar with negotiation and communication skills, not just people who have an intimate knowledge of their manufacturing processes. This person must be able to recognize the opposite company’s tricks and some of their awkward negotiation tactics.
Wilder did not show professional or ethical consideration in the selection of the companies legal representation. Wilder chose his brother-in-law, who is not an employee of his company, to act as their legal representative. Johnny Sharkey, the attorney, is a part of Wilder’s family, he may cover up for Wilder’s company if there is any legal issue. If the Japanese company discovered that the CEO of Canada Timber chose a relative as legal representation, there would be a negative effect on the reputation of Canada Timber and could cause trust issues between these two companies. The selection of Kevin Peterson was essentially based on the single aspect that he is married to a woman of Japanese descent. This showed a lack of consideration of Peterson’s skills, and also if he would be beneficial to the negotiation team, if not for his Japanese wife.
Japanese sense of loyalty to trusted partners, can be very beneficial for those foreign companies that understand how to swim with the cultural tide as opposed to struggling against it. When doing business in Japan, a successful relationship is based on three factors: sincerity, compatibility and trustworthiness. The whole team failed to research their audience and did not change their negotiating style to work toward a successful arrangement or relationship. They failed to consider cultural differences and misinterpreted much interaction. This means that in order to achieve success in Japan, it is important to put the maximum amount of time and resource into the early stages of relationship building, even when eventual results may seem a long way off.
To the Japanese, building lasting and trusting personal relationships is critically important, therefore most Japanese expect to establish strong relationships prior to closing any deals. Canada Timber’s failure to close the contract, played strongly on the negotiators Tim Wilder chose to represent his company.

