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This study compared the differences of persuasive message structures between Japan and the U.S.A., by focusing on explicit/implicit conclusion and one-sided/two-sided nonrefutational/two-sided refutational argument structure.  An explicit conclusion message contains a sentence stating clearly what the message is advocating, whereas an implicit conclusion message lacks such a sentence. A one-sided message only states the message source’s position on the advocated issue, whereas a two-sided nonrefutational message acknowledges an opposing position without making any attempts to demonstrate why it is undesirable.  A two-sided refutational message not only states an opposing position, but also refutes their argument.  Previous studies have shown that explicit conclusion messages are more persuasive than implicit conclusion messages, and that two-sided refutational messages are more persuasive than one-sided messages, which are more persuasive than two-sided nonrefutational message when the message is not an advertisement.  This study questioned the cross-cultural validity of the results obtained from previous studies, because previous studies in these areas were mostly conducted in the U.S., where high value is placed on problem-oriented, direct, explicit communication style.  It was suspected that the previous results would not be replicated in Japan, where harmony-oriented, indirect, implicit communication style is favored.  Therefore, it was hypothesized that explicit conclusion messages will be more persuasive than implicit conclusion messages in all message-sidedness conditions in the U.S.  On the other hand, in Japan, implicit conclusion messages will be just as persuasive as explicit conclusion messages in one-sided and two-sided refutational argument conditions, while explicit conclusion message will be more persuasive in two-sided nonrefutational condition.  The results showed that in the U.S., two-sided nonrefutational messages were not persuasive regardless of whether the conclusion was made explicit or implicit, whereas in Japan, two-sided nonrefutational message had persuasive effect both in explicit and implicit conclusion conditions.  Implicit conclusion messages in one-sided and two-sided refutational conditions were persuasive in the U.S., but they were not persuasive under these same two conditions in Japan.
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