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AABSTRACT

his paper analyzes response strategies following

the expression of different opinions in discus-
sions aimed at reaching agreement in Japanese-Chi-
nese contact situations, using the method of discourse
analysis. The results indicate that Japanese native
speakers (JN) exhibit a higher degree of alignment
in their responses to differing opinions compared to
Chinese learners of Japanese (CL), with frequent use
of “understanding-type” responses and complex re-
sponses that include the “understanding-type.” On the
other hand, CL frequently employ “ negotiation-type”
and “reservation-type” responses, demonstrating a
diverse range of strategies in handling differing opin-
ions. Furthermore, from the perspective of consensus-
building, the analysis revealed that CLs “negotiation-
type” responses tend to lead to new developments
in the conversation, whereas JN's “negotiation-type”

responses serve to deepen the discussion.
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