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Abstract. The expansion of multinational corporations into culturally diverse markets requires 
strategic mechanisms capable of balancing global standardization with local adaptation. Intercultural 
negotiation has increasingly been recognized not only as a communicative process but also as an 
organizational strategy shaping collaborative structures and operational practices. This article 
examines the management of Tokyo Disneyland as a unique case of cross-cultural partnership 
between The Walt Disney Company and Oriental Land Company, where global brand control coexists 
with local operational autonomy. Using a qualitative case study approach based on secondary data 
from corporate reports, official documents, and academic literature, the analysis identifies patterns 
of negotiation embedded in role division, policy formulation, and service delivery. The findings 
indicate that negotiation outcomes are reflected in selective cultural adaptations, including localized 
services, products, and communication practices, while maintaining core brand identity. These 
results highlight that effective intercultural negotiation operates at both structural and operational 
levels, enabling long-term collaboration and high organizational performance. The article 
contributes to international management literature by positioning intercultural negotiation as a 
strategic framework integrating global consistency and local responsiveness in multinational 
contexts. 
 
  
Keywords: Intercultural Negotiation, Multinational Corporation, Cultural Adaptation, 
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INTRODUCTION 

The rapid advancement of globalization has driven multinational corporations 

to expand their operations into regions with diverse cultural backgrounds. Such 

expansion not only creates economic opportunities but also presents challenges in 

managing differences in values, social norms, and business practices across cultures. 

In this context, intercultural negotiation becomes a crucial factor determining the 

success of international collaborations. Companies are required to maintain global 

identity consistency while simultaneously adapting to specific local contexts. The 

tension between global standardization and local adaptation thus emerges as a 
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central issue in international management studies (Song, 2021; Zhang & Zhou, 

2009). 

Previous studies have emphasized the importance of cross-cultural 

communication and adaptation strategies in supporting the success of multinational 

corporations. Research indicates that the ability to understand cultural differences 

significantly contributes to negotiation effectiveness and the sustainability of 

international business relationships (Brett et al., 2017; Suwandi & Safitri, 2025). 

Furthermore, the integration of global values and local practices is often regarded 

as a key indicator of organizational success in navigating global market dynamics. 

However, most existing studies tend to focus on intercultural negotiation at the level 

of communication or interpersonal interaction. Such approaches often overlook the 

structural and strategic dimensions embedded within cross-cultural organizational 

relationships. 

These limitations reveal a significant research gap, particularly in 

understanding how intercultural negotiation is implemented as an organizational 

strategy in real-world practice. Few studies have examined in depth how 

negotiation shapes the structure of collaboration between global firms and local 

partners. In practice, negotiation extends beyond communication processes and is 

manifested in role distribution, operational policies, and strategic decision-making. 

Therefore, there is a need for a comprehensive approach that integrates 

perspectives of negotiation, cultural adaptation, and organizational management. 

This study seeks to address this gap by providing a more contextual and empirically 

grounded analysis. 

The case of Tokyo Disneyland offers a relevant context for examining this 

phenomenon in depth. The collaboration between The Walt Disney Company and 

Oriental Land Company represents a unique model in which ownership and 

operations are managed by the local partner, while global standards are maintained 

by the parent company. This arrangement creates a complex negotiation dynamic 

between global interests and local needs. The adaptations that occur are not total 

but selective and guided by negotiated agreements between the parties. This makes 
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Tokyo Disneyland an ideal empirical case for understanding intercultural 

negotiation as an organizational strategy. 

Based on this background, this research analyzes how intercultural 

negotiation strategies are operationalized in the management of Tokyo Disneyland. 

It also explains how these strategies contribute to maintaining a balance between 

global standardization and local adaptation. The contribution lies in 

reconceptualizing intercultural negotiation as a strategic mechanism rather than 

merely a communication process. Theoretically, this study enriches international 

management literature by integrating perspectives of negotiation, culture, and 

organization. Practically, the findings are expected to serve as a reference for 

multinational corporations in managing cross-cultural collaborations more 

effectively. 

METHOD 

This research employs a qualitative approach using a case study design to gain an 

in-depth understanding of intercultural negotiation strategies in the 

management of Tokyo Disneyland. The qualitative approach is chosen because 

the phenomenon under investigation is complex, contextual, and cannot be 

reduced to quantitative variables. A case study enables a detailed and holistic 

exploration of the relationship between a global corporation and a local partner. 

Additionally, this design allows for the identification of strategic patterns 

emerging from real-world practices. Therefore, this approach is considered 

appropriate for addressing the research objectives (Yin, 2018). 

The data used in this study are entirely derived from secondary sources collected 

systematically from credible materials. These sources include corporate annual 

reports, licensing documents, official publications, and peer-reviewed academic 

articles. The use of secondary data is based on the consideration that 

organizational strategies and policies can be comprehensively examined through 

official documentation. To ensure relevance and quality, only sources with strong 

academic and institutional credibility are selected. Consequently, the data are 

expected to accurately represent the phenomenon under study. 
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Data analysis is conducted using a thematic analysis technique with systematic 

procedures. First, data are collected and categorized based on key themes such 

as global standardization, local adaptation, and negotiation strategies. Second, 

the data are coded to identify patterns and relationships among emerging 

concepts. Third, interpretation is carried out by linking empirical findings with 

relevant theoretical frameworks. To enhance validity, source triangulation is 

applied by comparing information from corporate documents, academic 

literature, and industry reports. This process is conducted iteratively to ensure 

consistency between the data and the interpretations generated. 

RESULT AND DISCUSSION 

Patterns of Intercultural Negotiation in the Management of Tokyo Disneyland 

The intercultural negotiation strategies embedded in the management of 

Tokyo Disneyland were not improvised or reactive; rather, they were deliberately 

designed as a foundational component of the collaborative arrangement between 

The Walt Disney Company and Oriental Land Company. The negotiation patterns 

that emerged reflect a relatively stable equilibrium between the imperative to 

uphold global corporate identity and the necessity of accommodating the distinctive 

cultural characteristics of Japan. Rather than serving merely as a mechanism for 

reaching agreement, negotiation in this context evolved into a strategic instrument 

through which policies, operational systems, and visitor experiences were 

comprehensively shaped. The sustained success of Tokyo Disneyland is inseparable 

from the capacity of both parties to manage their cultural differences in a structured 

and enduring manner (Neher et al., 2024). 

Within this collaborative structure, The Walt Disney Company functions as 

the licensor responsible for establishing global standards pertaining to brand 

identity, narrative concepts, park design, and visitor experience guidelines. Oriental 

Land Company, as the licensee and full owner of the park, holds autonomous 

authority over asset management, financial governance, and daily operational 

decisions. This operational autonomy enables OLC to introduce adaptations in areas 

of direct visitor interaction, including language choice, culinary offerings, service 

interaction protocols, and exclusive merchandise lines. The emergent pattern 
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suggests that negotiation in this case was not simply a matter of distributing 

authority, but rather the establishment of clear demarcations between non-

negotiable global elements and locally adjustable operational dimensions (Poulis, 

2024). This division of roles further aligns with the broader argument that effective 

multinational enterprises must simultaneously manage the tension between global 

standardization and local flexibility (Song, 2021). 

This phenomenon may be understood as a form of integrative strategy, in 

which neither party seeks total dominance but both seek mutually beneficial 

outcomes. The Walt Disney Company is principally concerned with preserving 

global brand consistency, while Oriental Land Company is concerned with ensuring 

that the park’s operations align with the expectations of Japanese consumers. These 

interests, rather than being fundamentally opposed, are complementary and can be 

reconciled through a negotiation process oriented toward long-term value creation 

(Faiq, 2021). This pattern is theoretically consistent with the integrative 

negotiation model advanced by Fisher and Ury, in which parties shift their focus 

from fixed positions to the underlying interests that motivate those positions. 

The negotiation patterns observed are also significantly shaped by the 

cultural differences between the United States and Japan. When analyzed through 

Hofstede’s cultural dimensions framework, the individualistic orientation of 

American culture is reflected in a prioritization of efficiency and outcome 

achievement, whereas Japan’s collectivistic orientation emphasizes group harmony 

and long-term relational consistency. Brett et al. (2017) maintain that the 

distinction between individualistic and collectivistic cultures consistently shapes 

international negotiation strategies, with collectivistic cultures such as Japan 

tending to prioritize group harmony and long-term relationship maintenance as the 

foundation for decision-making processes. Japan’s characteristically high level of 

uncertainty avoidance further reinforces this orientation, manifesting as a strong 

preference for standardized procedures, meticulous attention to detail, and 

systematic consistency. These cultural factors help explain why, in the management 

of Tokyo Disneyland, Disney’s global emphasis on experiential quality was 

successfully integrated with the disciplined, detail-oriented Japanese work ethic, 
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producing a standard of service widely regarded as exceptional even by global 

Disney standards (Ma’ruf & Rizky, 2025). 

The negotiation arrangement also reflects an asymmetry of structural power 

that nonetheless operates productively. The Walt Disney Company, as the brand 

owner, occupies a position of greater strategic authority, yet refrains from excessive 

intervention in local operational affairs. Conversely, OLC exercises wide-ranging 

autonomy in its day-to-day management. This dynamic reflects a relationship 

grounded in trust, in which each party has internalized a clear understanding of its 

respective role and responsibilities. This finding extends existing understanding of 

intercultural negotiation by demonstrating that it operates not only at the level of 

interpersonal interaction but also as a structural determinant of how organizational 

systems function. 

Cultural Adaptation as an Outcome of Negotiation 

The cultural adaptations observable in the management of Tokyo 

Disneyland are neither automatic nor incidental they are the purposeful outcomes 

of an intercultural negotiation strategy consciously designed and implemented by 

The Walt Disney Company and Oriental Land Company. These adaptations are not 

discrete policy measures but are integrated into the overall management 

philosophy of the park. Accordingly, Tokyo Disneyland’s enduring success in 

sustaining visitor appeal is attributable not only to the strength of the Disney brand 

but equally to the organization’s capacity to translate negotiated agreements into 

culturally resonant forms of adaptation. 

Concrete evidence of this adaptive practice is visible across several key 

operational domains. In the culinary domain, Tokyo Disneyland offers a menu that 

incorporates Japanese dishes such as gyoza, karaage, and various locally popular 

snack items not found in American Disney parks. In the merchandise and character 

domain, the park introduces Japan-exclusive products tailored to local consumer 

tastes, including kimono versions of Disney characters released during seasonal 

celebrations. With regard to service culture, the Japanese philosophy of omotenashi, 

signifying a comprehensive and selfless hospitality, has been fully integrated into 

Disney’s service delivery protocols, resulting in a standard of guest service 



 
 
 
 

e-ISSN : 2963-010X, p-ISSN : 2962-9047, Hal 143-153 
 

 

frequently cited as surpassing that of Disney parks in other countries (Raz, 2000). 

In terms of communication, all signage, guest communications, and live 

performances are conducted exclusively in Japanese, a practice that distinguishes 

Tokyo Disneyland from most other Disney parks, which typically operate 

bilingually. These examples collectively demonstrate that the adaptations in 

question are not superficial or symbolic gestures, but substantive modifications 

that penetrate the core of the visitor experience. 

Cultural adaptation in Tokyo Disneyland is, however, selective in nature and 

bounded by clearly defined parameters. The Walt Disney Company consistently 

preserves the foundational elements of its global brand identity, including narrative 

concepts, park design aesthetics, and the overall entertainment experience. Oriental 

Land Company, for its part, retains the latitude to adapt operational dimensions that 

are proximate to local needs and expectations. This pattern illustrates that effective 

adaptation does not entail wholesale transformation of existing systems, but rather 

the targeted modification of specific elements that demonstrably benefit from 

localization. The adaptations that have occurred represent the outcome of a 

negotiation process that explicitly delineates which elements may be varied and 

which must remain constant (Yahya et al., 2025). 

These adaptive practices are consistent with cultural adaptation theory’s 

proposition that organizations adjust their practices in order to achieve 

interactional effectiveness within new cultural environments. Critically, however, 

the adaptation carried out at Tokyo Disneyland is not total but selective and 

strategically calibrated, demonstrating that adaptation functions not as a passive 

accommodation to external pressures but as a deliberate outgrowth of negotiation. 

The adaptive strategy at Tokyo Disneyland is also dynamic and ongoing, as 

evidenced by the park’s continuous innovation in the form of new attractions, 

service refinements, and evolving product offerings (POP & SIM, 2022). 

Implications of Negotiation Strategy for Global Identity Consistency and 

Operational Success 

The intercultural negotiation strategy implemented in the management of 

Tokyo Disneyland carries significant implications for both the maintenance of 
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global brand consistency and the achievement of operational success at the local 

level. The equilibrium between global corporate imperatives and local cultural 

demands is not a naturally occurring condition; rather, it is the product of a 

structured and sustained negotiation process. 

The global identity of The Walt Disney Company is maintained through the 

firm’s retention of control over its core brand elements, including narrative 

concepts, park design, and experiential standards. The negotiation process 

establishes unambiguous boundaries, ensuring that the aspects of corporate 

identity deemed most central remain insulated from local modification. Negotiation 

in this context does not produce changes to brand identity itself; it determines the 

manner in which that identity is contextually expressed and operationalized within 

a distinct cultural environment. 

The operational success of Tokyo Disneyland is similarly dependent on 

Oriental Land Company’s capacity to translate Disney’s global standards into forms 

appropriate to the Japanese cultural context. The adjustments made in the domains 

of service, guest interaction, and visitor experience have enabled the park to 

operate with greater effectiveness and efficiency. As a result, Tokyo Disneyland has 

not only maintained its position as an authentic expression of the Disney brand but 

has also consistently ranked among the world’s highest-rated theme parks in terms 

of guest satisfaction. This outcome confirms that operational success is not a 

product of rigid adherence to global standards, but of the ability to adapt those 

standards intelligently to local contexts. 

The implications of this negotiation strategy are further evident in the 

synergistic relationship it has produced between the two companies. Rather than 

operating in isolation, The Walt Disney Company and Oriental Land Company 

function as complementary partners within an integrated management system. 

Disney provides the global framework that anchors operational identity, while OLC 

ensures that this framework is implemented effectively within the local context 

(POP & SIM, 2022). This synergy is not self-generating but is the direct product of a 

negotiation process capable of reconciling divergent interests, resulting in a 

productive and enduring collaborative relationship. 
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In the Japanese market, corporate acceptance is strongly influenced by the 

extent to which a company demonstrates responsiveness to prevailing social norms 

and values. Oriental Land Company has successfully ensured that Tokyo 

Disneyland’s operations do not conflict with Japanese social expectations, while The 

Walt Disney Company has preserved its international brand appeal (Yahya et al., 

2025). Sustaining this balance requires ongoing, adaptive negotiation, as 

corroborated by Abidin et al. (2026), whose findings affirm the importance of 

negotiation strategy in resolving intercultural conflicts within corporate 

environments. Abugre and Debrah (2019) further demonstrate that cross-cultural 

communication competence, encompassing interpersonal skill and multicultural 

team effectiveness, directly influences the operational success of multinational 

corporations operating in culturally diverse environments. The communication 

processes in question extend beyond routine daily interactions to encompass the 

broader alignment of values and interests among the parties involved. 

 

CONCLUSION 

The findings demonstrate that intercultural negotiation functions as a 

strategic organizational mechanism in balancing global standardization and local 

adaptation through a clear division of roles between the global corporation and its 

local partner. The success of Tokyo Disneyland is not solely determined by the 

strength of a global brand but also by the ability to translate negotiated agreements 

into culturally relevant and operationally effective practices. Theoretically, these 

findings reinforce the view that intercultural negotiation extends beyond 

communication processes and operates at a structural level within organizational 

management. Practically, multinational corporations are recommended to establish 

clear boundaries between elements that must remain standardized and those that 

can be adapted from the outset of collaboration. Future research is encouraged to 

incorporate primary data, such as interviews with practitioners, to provide deeper 

insights and to test the applicability of these findings across different industrial 

sectors.  
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