Four stages of the negotiation process:

1. non-task-sounding out

At this stage they don’t open up the real topic. They talk about casual things and try to bring up something they have in common. It is a get-to-know stage
2. (task related) information exchange

This is the longest part with Japanese. They exchange all the information and tune the differences. It is the critical part to Japanese. Some staff will have unofficial meetings (drink together) to resolve any gaps.
3. persuasion

This is the time when Japanese people bring in their boss. It is the time that pretty much the decision is made. 
4. concessions and agreement

They make the deal and start the relationship. 
