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Abstract N

This paper investigates the moderating effect of trust on negotiations by analyzing the relationship between in-
stitutional trust and the attainment of integrative solutions. The study used a quantitative design whereby 314
participants were administered sets of questionnaires to complete. Data was then analyzed using descriptive
statistics like Pearson correlation and ANOVA. These findings highlight that trust positively affects the quality
of the negotiation communication and the prospective favorable bargaining outcomes. Trust was confirmed as
being stronger than demographic factors such as age, gender, ethnicity, and education, clearly indicating the
universality of the factor in negotiations. Indeed, demographic factors revealed a weak correlation to negotia-
tion success, while trust emerged as the most influential factor. This indicates that trust is crucial in improving ne-
gotiation processes and efficiency, which is valuable knowledge for future negotiations and negotiation studies.
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Introduction
Trust becomes a crucial element in the social con-

shake, and shapes the social relations and the econom-
ic transactions at business interactions [2]. Trust's role

tract that underlines commercial transactions and a
vital resource that may be used to turn business re-
lationships into valuable and long-term transactions
[1]. Trust in this context can be described as the part-
ners' confidence in each other's honesty, competence,
and dependability while in the bargaining process.
This complex idea pervades all stages of the nego-
tiation process, from the first meeting to the closing

in negotiations must be considered, for it is multi-di-
mensional. It can decrease perceived risks, improve
the flow of information, decrease the frequency of the
necessity of investing in expensive safeguards, and
produce a climate that allows cooperation toward ar-
riving at superior agreements [3]. Most notably, where
the stakes in negotiation are high and it is essential to
maintain business relationships, trust can be viewed
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as an enabler of easy financial transactions and build-
ing sustainable business ties [4].

This research paper aims to understand the dynamic
role of trust and its impact on negotiations effectively
and to lay down the specifics for negotiators working
in various business environments. In this investiga-
tion, the researcher explores theoretical frameworks
of trust with supporting evidential data from several
qualitative and quantitative studies as well as schol-
arly and business studies. This paper aims to explain
how trust unfolds across different forms of negotia-
tion — from face-to-face to digital negotiations and
discuss what strategies for applying trust are more
helpful in each type of process. With this under-
standing, this paper aims to offer negotiators a range
of strategic and tactical approaches that help build
and use trust to reach the specified negotiation goals
and create the foundation for a sustainable business
partnership [5]. Through the literature review, the
work of the study ensures that it provides practical
applications of theories with recommendations on
improving negotiation by using trust.

Objectives

* To explore the theoretical underpinnings of
trust and its impact on negotiation outcomes.

* To analyze the role of trust in enhancing
communication and cooperation in commer-
cial negotiations.

* To identify differences in how trust influenc-
es negotiation processes across various in-
dustries and cultural contexts.

* To examine case studies demonstrating
trust's practical implications in real-world
negotiation settings.

» To synthesize empirical data and theoretical
insights to offer actionable strategies for ne-
gotiators.

* To assess the challenges and opportunities
presented by digital platforms in building
trust during negotiations.

Literature Review

The role of trust in business transactions has been a
research interest area and business practice over the
past few years. This is particularly true about trust,
as the latter is mainly viewed as a breakthrough
factor in making negotiations more efficient and

guaranteeing business relations' long-term stability.
Current academic literature broadly categorizes trust
into three types: Cognitive-based, affective-based,
and institutional-based. All have a different function
in the negotiation process [6]. These three types of
trust include cognitive-based trust, which refers to the
trust that comes from belief in the other party regard-
ing their reliability and competence; affective-based
trust, which emanates from the feelings that are fos-
tered between the two parties; and institutional-based
trust is that trust that flows from the standards set out
by institutions that govern such parties' interactions as
noted by Lewicki and Bunker in their research [7,8].

Research has pointed more evidence at the fact that
there is an improvement in both cooperative commu-
nication and behaviors in organizations when there
is a high degree of trust between or among negoti-
ators [9,10]. These papers express the function of
trust in eliminating perceived risks of the exchange
and, therefore, reducing the requirement for exten-
sive contracts and measured control structures [11].
Other supporting arguments from the industry view
negotiated trust as a source of competitive advantage
in negotiations, claiming that due to the trust, the ne-
gotiators can lower the transaction costs and increase
the efficiency of the process [12]. In line with the defi-
nition of contemporary trust by Axelrod (1984), the
dissertation focuses on parties' ability, benevolence,
and integrity [13]. Building on this work, the current
research shows that in commercial relationships, trust
also appears to strongly affect the desirability of com-
munications candor and, thus, the possibilities for
more incredible innovation and creativity [14,15].

Furthermore, the research adds to the existing body of
knowledge because it outlines concrete processes that
negotiators can use to build trust during the process
[14]. Such entitlements comprise and consist of reg-
ular communications, setting of objectives and goals,
as well as the development of workplace friendships
and other interpersonal relationships, which research
has been found to raise the level of trust [13,16]. This
corresponds with the trends observed in most indus-
tries, where there is a shift towards relational contract-
ing and more flexibility-oriented negotiations that re-
flect actual business conditions.

Different opinions on the nature and significance of
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trust for success in negotiations. As highlighted by
Abele & Giittler, trust is primary to negotiation and
cooperative outcomes and an efficient way of min-
imizing transaction costs [3]. In contrast, other au-
thors present other views. For instance, pointed out
that, in fact, they hardly rely on interpersonal trust
but rather on other systematic structures such as con-
tracts and regulations. According to this viewpoint, it
may be that while in heavily regulated industries, the
parties receive much security from the structure, the
trust might be inconsequential [8]. However, some
studies also reveal that economic incentives domi-
nate negotiation more than interpersonal trust. Ac-
cording to Kolar et al., the pressure of competition
or other aspects could force individuals into ignoring
the aspect of building trust in favor of obtaining oth-
er reported gains like financial or strategic ones [17].
This rules out opinion that trust leads to increased in-
novativeness and cooperation, especially in the cre-
ative or knowledge-based industries [14]. These dif-
ferent results exhibit one clear general rule: that the
part played by the trust can be influenced or dictated
by the type of negotiations, business, or even culture.

Furthermore, Borgatti et al. opine that there are oc-
casions when trust is eroded by factors external to
the chain, for example, through instability of insti-
tutions or changes in market circumstances [15]. In
such situations, even high interpersonal trust seldom
guarantees to optimize the situation in question. This
leads to the question of whether trust is helpful in
negotiations and if this is always helpful by refer-
ring to other positive components of negotiation,
like the nature of the deal or the outside pressures.
Trust has recently been investigated in new negoti-
ation contexts with a specific focus on virtual and
cross-country contexts. Helmold et al. explored trust
in a virtual negotiation context. They concluded that
while digital environments coupled with communi-
cation technologies can hurt trust, they can also be a
source of enhancing trust. Their research shows that
a drawback in a virtual environment is that trust may
not develop as early because of no nonverbal com-
munication [18]. However, the digital environment
is formal, and structure can lead to trust over time
because of transparency.

In addition, cross-cultural negotiations were exam-
ined by Jin et al. with an observation that trust in

cross-cultural negotiations has variations in culture
[19]. While the former may establish trust based on
contractual relationships and accurate performances
of what is expected out of the relationship, the latter
may view trust as a highly interpersonal process re-
lated to developing long-term relationships with busi-
ness associates. From these studies, the author exposes
that trust is not a simple construct that may similarly
manifest itself regardless of the culture or the media
used in a negotiation. The advancement in technolo-
gy, specifically the new age's communication technol-
ogy, has escalated why traditional views of trust in a
negotiation must be appreciated afresh, especially in
the increasingly globalized business environment. In
particular, using findings from the newest studies of
these emerging contexts can help to develop a more
multifaceted understanding of the role of trust in the
modern negotiation processes.

Theoretical Framework

Through the use of Social Exchange Theory and
Game Theory, the theoretical analysis of trust in busi-
ness bargaining can be enriched. These frameworks
provide sound theoretical approaches to trust and its
effect on negotiation processes [20].

According to the Social Exchange Theory, which
asserts that social behavior depends on an exchange
expected to be most profitable with the least cost,
this theory postulates that trust develops from a back-
ground that potential partners have concerning each
other [21]. Positive experience leads to expectations
of the same in the future during negotiations. Trust is
thus viewed as a product built in a relationship over
time and thus carries substantial relational and eco-
nomic risks [22]. This perspective helps explain why
parties in a negotiation might decide to share sensitive
information or make concessions: they expect simi-
lar behavior in return for the confidence built through
previous transacting.

Game Theory is concerned with prophesying actions
in strategic situations whereby an individual's deci-
sion-making ability depends on others. Game Theory
can be applied to trust in negotiations, mainly con-
cerning events like the 'Prisoner's Dilemma' — the
approach that benefits both parties are cooperation,
which is possible only with trust [23]. This theory ex-
plains how trust is a factor that works to shift possibly
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rivalrous relationships into more contractual-like
ones. Trust also tackles the element of fear of being
exploited by the other party and grants more chances
for cooperation and more beneficial solutions [19].

Altogether, both theories supply a more complex
comprehension of the theoretical construct of trust
in particular contexts of negotiations. According to
Social Exchange Theory, the focus is on the relation-
ship and establishing trust through positivity [24].
It underlines history and personal relationships in
business contracting and bargaining, following that
if and when the two players had established mutual
transactions wherein, they benefited from each other,
the relationship established leads to a virtuous circle
of trust [17].

At the same time, there is less emphasis on creating
trust in the context of Game Theory based on stra-
tegic factors. Thus, the paper argues that trust is not
only the accumulated experience of the earlier inter-
actions with specific partners but also the expecta-
tions of the future experience. This theory assists the
negotiators in determining when it can be reasonable
to build trust and when this cannot be possible, de-
pending on the result of various techniques. It is thus
evident that reputation and predictability enhance
trust. In commercial negotiations, where people
must assess risks and probable benefits, Game The-
ory helps demonstrate the circumstances where trust
will help foster better cooperative solutions [25].

Understanding that these theories give a systematic
approach to describing trust in commercial negotia-
tions is essential. Social exchange theory provides
a view of the affective and dynamic part of trust,
whereas game theory provides insight into trust
through the lens of classic self-interest [26]. Such
a two-fold approach creates a solid base for an en-
hanced understanding of the role that strategic and
systematic approaches to trust building could play in
the negotiation processes in a highly commercialized
environment.

Methodology

This research paper presents methods for data col-
lection, sampling, sample size, and data analysis that
have been utilized to understand trust's role in com-
mercial negotiations.

Sampling Strategy: Purposive sampling was used to
ensure the respondents had previous experience and
knowledge about commercial negotiations. It made it
possible to gather rich and substantive data sources
from people likely to understand the operational con-
text of the concept of trust in negotiations.

Sample Size: The final sample entailed the collection
of data through a World Commerce & Contracting
Email campaign (52 responses), our database (31 re-
sponses), two classes of eMBA (11 responses), and
Prolific (220 paid responses), totaling 314 responses.

Data Analysis Tools and Tests: Data collected from
the surveys were analyzed qualitatively and quantita-
tively with the help of the statistical tool SPSS (Sta-
tistical Package for the Social Sciences). The data was
first analyzed using basic descriptive statistics to un-
derstand the data collected, and then, to examine the
relationships between trust levels and negotiation out-
comes, other statistical tests such as chi-square tests,
t-tests, and ANOVA were conducted.

Tests and Reliability Measures: The validity of the
survey instrument was ascertained through face valid-
ity, while the instrument's reliability was ascertained
through Cronbach alpha, where the reliability test was
used to check the internal consistency of the scales
used to measure trust. A multiple regression method
was used to analyze the effects of trust on negotiations
while considering factors like type of industry, experi-
ence in negotiations, and cultural factors.

Data Analysis and Results

Demographic Factors

The demographic variables were analyzed to under-
stand the variability and central tendency among the
respondents. This analysis helped in identifying pat-
terns and trends within the sample group, providing
a foundational context for interpreting the results of
the trust evaluations and their impact on negotiation
outcomes.
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Summary of Descriptive Statistics

Variable Mean Standard Deviation
Age 3.2983 1.15727
Gender 2.0136 0.14221
Education Level 2.1729 1.45474
Professional Experience 1.8780 1.57964
Table 1: Summary of Descriptive Statistics
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Figure 1: Demographic Statistics

The demographic analysis revealed a diverse sample
group with varying levels of age, gender, education,
and professional experience. This diversity is crucial
for understanding how these factors influence trust
levels and negotiation outcomes in different contexts.

Age: The average age suggested a balanced rep-
resentation of different age groups.

Gender: The gender distribution indicated a slight
skew, which should be considered when analyzing
gender-specific trust dynamics.

Education Level: The variation in education levels
provided a broad perspective on how educational
background impacts trust.

Professional Experience: The range of professional
experience among respondents helped in understand-
ing the role of experience in trust-building during ne-
gotiations.

This comprehensive demographic profile provided a
solid foundation for further analysis of the impact of
these variables on trust and negotiation outcomes.

Location

The demographic of the participants selected for this
survey were also presented in the table below to reveal
the geographical distribution of the sample group. The
largest number of students came from Portugal (16)
Mexico (15) Canada (14) South Africa (11) Chile
(11). Some other countries included United States,
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United Kingdom, other European countries such as
Poland, Denmark, New Zealand and Australia. This
diversity covered several continents and including
the European, the American, the African, the Asian,
and the Australian continents. It also guaranteed an
ample coverage of cultural areas that was vital when
studying trust processes in business transactions.

Employment

The employment status that prevailed in sample
group showed that majority (194) of the respondents
were in full time employment, which suggested that
respondents are very much involved in their pro-
fessional activities. This sample comprised 30 with
no employees, 20 were employed full time, 5 were
self-employed part-time. Almost a quarter of the
group are currently looking for work (18) with 7 of
them not actively seeking for employment. Of the re-
tired participants, 6 responded, 5 students, 3 people
who do not want to state their status, and 1 person in-
dicated inability to work. This distribution revealed
different employment conditions, mainly character-
ised by full-time or self-employed occupations.

EMPLOYMENT STATUS

W Employed full-time
W Self-employed
M Employed part-time

W Unemployed and looking
for work

M Unemployed and not
looking for work

m Retired

Figure 2: Employment Status

Marital Status

The marital statuses of the clients in the sample were
as follows: 186 clients were married or in a domestic
partnership, which highlighted that most respondents
for this research had stable families. 107 individuals
in the sample were single, meaning they had never
been married. Of the respondents, 13 reported that
they had been divorced, and 6 were widowed, indi-
cating that a relatively small number of participants
had experienced the breakdown of a marriage. Also,
6 respondents chose the ‘other’ category where they
did not want to state their marital status. Such di-
verse distribution of marital statuses does allowed to

comprehend the personal history of the respondents,
especially focusing on the ones who were married or
in partnerships.

Married or domestic partnership
accounts for the majority of 'Marital
Status:"

m Married or domestic partnership
M Single, never married

m Divorced

m Widowed

m Prefer not to say

 (blank)

Figure 3: Marital Status

N %

Valid 314 (100.0
Cases Excluded |0 .0

Total 314 (100.0

a. Listwise deletion
based on all variables
in the procedure.

Table 2: Reliability Analysis

An indicator of scale level of internal consistency or
reliability. The alpha value here is .820, reflecting a
good degree of consistency among the 15 items on the
scale. This indicated that the production items reliably
measure the same basic concept, i.e., trust.

Reliability Statistics

Cronbach's

Alpha N of Items
.820 15

Table 3: Reliability Statistics

Institutional Trust

Institutional trust showed the level of participants’
confidence in different institutions such as police
force, government, media, banks, and school/universi-
ties as shown in the Table 4 below. These scores gave
general information on how people’s trust in various
institutions translate into negotiation actions and re-
sults.

J of Eco and Soc Dynamics

Vol:1,1. Pg:6



Review Article Open Access

Variables Loading
I trust the police and law enforcement to act fairly and justly. 614
I trust the government to make decisions that are good for everyone. 740
I believe that the media reports news in an unbiased and truthful manner. .590
I trust that financial institutions like banks are reliable and secure. .669

I trust that schools and educational institutions act in the best interest of their students. | .721

I trust that healthcare professionals provide care that is in the best interest of their 731
patients.
I trust that non-profit organizations are honest and use donations responsibly. .649

I trust that companies generally act ethically towards consumers and the environment. |.581
Table 4: Institutional Trust

The above results indicated that educational institutions have received a relatively higher trust score which
was 0. 721 thus meaning that negotiators considered them as being fair hence promoting openness and cooper-
ation in the negotiation processes. On the other hand, lower average scores for media = 0. 590 and companies
= 0. 581 may suggested that people used caution or skepticism which may have adversely affect negotiation
processes in these industries.

Interpersonal Trust

The interpersonal trust referent, described as the degree of trust people had in friends and family, people they
knew, and residents in their community was presented in Table 5. These scores can actually assisted in provid-
ing an understanding as to how interpersonal trust impacted on the relationships and interactions as well as the
performances in two negotiations where trust has been identified as a vital factor in determining the results.

Variables Loading
I believe that most people can be trusted. 741

I am willing to trust someone until they give me a reason not to. .654

I find it easy to build trust in new acquaintances. 7178

I feel confident that my friends would go out of their way to help me if I needed it. .500

I trust my family members completely. 425

I trust people in my local community to act in the community's best interest. 595

I believe that most people would try to take advantage of others if they had the chance. |-.567
(Note: This has a negative loading, so it may be considered inversely related)

Table S: Interpersonal Trust

The factor analysis carried out showed the distribution of the trust dimensions based on the communalities
obtained from a number of variables associated with the levels of trust with different aspects of value including
family, community, police, government, media, and/or financial institutions. The study applied the Principal
Component Analysis (PCA) to decrease the data set dimensionality and found two-factors namely Institutional
Trust and Interpersonal Trust. The sum total of these factors accounts for 46 percent of the variation in average
daily sales, according to a Dow Jones analysis. It makes up for about 172 percent for the variability within the
data. Let us note that while there were similarities, Institutional Trust referred to trust in formal organizations
such as government and banks, whereas Interpersonal Trust related to personal trust in family and friends.
These factors showed substantial loadings from the respective elements, which proved useful in revealing the
structure of trust in different environments.
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Investigation of Trust’s influence
H1: There is a significant positive correlation between the level of trust and the likelihood of reaching a mu-
tually beneficial agreement in commercial negotiations.

The findings indicated positive correlation values of 0.367 of the relationship between trust levels in institu-
tions and the probability of achieving mutually beneficial agreements in the business negotiations, that was
significant at the 0. 01 level (p <= 0. 001). Thus, the test carried out on 314 observation sets up showed that,
the higher the level of institutional trust, the higher the likelihood of outcome that is more advantageous to all
the negotiating parties.

Trust levels in institu- | Mutually beneficial
tions agreements
Trust levels in institu- Pearson 1 367%*
tions Correlation
Sig. (2-tailed) <.001
N 314 314
Mutually beneficial Pearson 367** 1
Agreements Correlation
Sig. (2-tailed) <.001
N 314 314
**_ Correlation is significant at the 0.01 level (2-tailed).

Table 6: Results of H1

H2: Higher levels of trust in a negotiation counterpart led to more open and effective communication during
the negotiation process.

The results obtained show that there is a positive correlation of. 360 between the perceived trust of companies
to maintain ethical relations with the consumers and the environment and the perceived competence in the
communication of the negotiators, significant at the 0. Changes in a person’s environment influenced their
levels to reduce to the 01 level (p <. 001). The relationship found by the authors, which is based on 314 cases,
indicated that increased trust in a company’s ethical behavior was related to better communication and to more
efficient, more open communication in negotiation contexts. This meant that ethical trust in a company will go
a long way in improving the communicative features of negotiations.
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Correlations

Quality of communicati
on

I trust that companies
generally act ethically
towards consumers and
the environment.

Quality of communicati | Pearson 1 .360%*
on Correlation
Sig. (2-tailed) <.001
N 314 314
I trust that companies Pearson 360%* 1
generally act ethically Correlation
towards consumers and
the environment. Sig. (2-tailed) <.001

N 314 314

**_Correlation is significant at the 0.01 level (2-tailed).
Table 7: Results of H2

ANOVA

In the context of the research question, the findings from the ANOVA analysis suggested that trust levels in
institutions were correlated with the probability of attaining win-win outcomes in negotiations. The analysis
revealed that the F-statistic of 48.524, along with a p-value of less than .001, demonstrated that institutional
trust levels significantly contributed to the variance in negotiation outcomes, as estimated by the regression
model. This implied that there was a positive relationship between levels of trust in institutions and the like-
lihood of attaining mutually beneficial agreements. These results, based on 313 observations, supported the
proposition that the level of trust predicted the success of negotiations.

ANOVA
Model Sum of df Mean |F Sig.
Squares Square
1 Regression 43.260 |1 43.260 48.524 <.001b
Residual 278.154 (312 .892
Total 321.414 | 313
a. Dependent Variable: Mutually beneficial agreements
b. Predictors: (Constant), trust levels in institutions

Table 8: ANOVA Results

Correlations

The correlation results indicated that the levels of cooperation related to mutually beneficial agreements had
low and insignificant relations with the level of age, gender, ethnicity, and education. Age, gender, and ethnic-
ity were not strongly related to success or failure of negotiations (-. 095 higher and. 216 for female gender),
thereby suggesting that none of these factors influenced the ability of the negotiators to get the best out of the
agreement. Education however had a considerably low negative relationship (-. 168), this implied that educa-
tion might slightly decrease the likelihood of such agreement. Employment status, marital status and income
also exhibited small relationships, therefore indicating little bearing by personal and socio-economic variables
on negotiation results in this particular sample.
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Correlations
Mutually Age Gender Ethnicity Education
beneficial
agreements
Pearson Cor- | Mutually 1.000 034 018 -.023 -.168
relation beneficial
agreements
Age .034 1.000 -.087 -.095 -.126
Gender 018 -.087 1.000 216 -.011
Ethnicity -.023 -.095 216 1.000 113
Education -.168 -.126 -.011 113 1.000
Employment |.020 026 204 301 .147
MartialStatus |-.003 -.180 127 .092 .085
Income .084 v .010 .009 .002

Table 9: Correlation Analysis

Analysis of Trust in Negotiations

Levene’s test showed that there were unequal variances between the measures of satisfaction in negotiation.
Based on the means and trimmed means, an analysis of variance was found to be statistically significant; p =
0. 012 and p = 0. 024 respectively mean that the negotiated satisfaction variances are not equal to our groups
when tested on the basis of the means and trimmed means respectively. This meant that there exist some fac-
tors or differences in groups which may affect the level of satisfaction in a different way. However, the median
based tests both the adjusted median based test and the unadjusted median based test satisfaction negotiation
do not have significant differences in variances {p =. 117} which showed that the variance was more stable
with the use of Median as a measure.

Tests of Homogeneity

Tests of Homogeneity of Variances
Levene dfl df2 Sig.
Statistic
Satisfaction Based on Mean |3.271 4 309 012
Negotiation Based on Me- [ 1.863 4 309 117
dian
Based on Medi- | 1.863 4 298.311 117
an and
with adjusted df
Based on 2.861 4 309 .024
trimmed
mean

Table 10: Tests of Homogeneity of Variances
ANOVA
The performed ANOVA analysis showed a statistically significant F for groups’ comparison concerning
the variable of interest, and hence, p was less than. 001. The F-statistic of 11. 665 ensured that the F ratio
was significantly greater than one and this is supported by the analysis of the mean square values; between
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groups mean square = 10. 961, within groups mean square =. This large F value pointed out that the group
factor had a sizable effect on the dependent variable based on the cumulative total of 313 observations While
the differences between group levels were expressed in the scale of numbers, they were statistically significant
in the scope of this analysis.

Sum of df Mean F Sig.
Squares Square
Between 43.843 4 10.961 11.665 <.001
Groups
Within Groups [290.336 309 .940
Total 334.178 313

Table 11: Tests of Homogeneity of Variances

Negotiation Satisfaction

The Tukey HSD test for negotiation satisfaction categorized by trust in institutions resulted in significance
difference of simplifications scores in five agreed upon trust levels. Those with lower trust level that is 1. 00
had the least satisfaction mean of 2. 8372. When the level of trust rose, so did the level of satisfaction; the peo-
ple with the trust level of 2. 00 and 3. It was also noteworthy that the highest satisfaction scores are achieved
only when trust is at the levels of 4. 00 and 5. 00, realizing that high trust corresponded to high satisfaction in
negotiation. However, not overall pairwise comparison is statistically significant at 5% level, as could be seen
from the p-values (0.111, 0.279, 344), which showed that the difference between the mean of the satisfaction
was not significantly different between the subsets.

Negotiation Satisfaction

Tukey HSDa,b

trustlevelsininstituti | N Subset for alpha = 0.05

ons 1 2 3

1.00 43 2.8372

2.00 106 3.5094 3.5094

3.00 106 3.6698

4.00 52 4.0577 4.0577
5.00 7 4.5714
Sig. A11 279 344

Means for groups in homogeneous subsets are displayed.

a. Uses Harmonic Mean Sample Size = 24.484.

b. The group sizes are unequal. The harmonic mean of the group
sizes are used. Type I error levels are not guaranteed.
Table 12: Negotiation Satisfaction Tukey HS

Table 12: Negotiation Satisfaction Tukey HS
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Findings

The findings made in the study point to a great extent
to the understanding of the multi-layered aspects of
trust in negotiations. One implication of this study to
practice is the discovering of a positive relationship
between institutional trust and tendencies of reach-
ing integrative contracts in business negotiations.
This relationship holds a Pearson coefficient of 0.
367, they come with findings showing that the more
people trust institutions such as banks, government
and police the better had they negotiated affirming
the significance of trust in negotiations.

Other studies through ANOVA tests bring out the
fact that trust levels influence negotiations in a sig-
nificant way. This indicated that the level of trust
was greatly responsible for the variations in the
gains achieved by the parties to the agreement with
F-statistic of 48. 524 signifying that the levels of the
trust possess a robust predictability on the success of
negotiations. Thus, this study shows that increase of
trust is crucial when negotiating within institutional
settings.

Furthermore, the present studies also looked at how
the level of trust affected the quality of the commu-
nication in negotiations. The study established that
there was a positive correlation (. 360) of the trust
level in companies’ ethical treatment to consumers
and the environment on the quality of communica-
tion in negotiation. Thus, it has been implied that it
is the perceptions of ethical entity that impacts the
communicative relationship and communication
outcome frequently found in negotiations.

The study also used Tukey HSD tests to analyze the
negotiation satisfaction with the results obtaining a
positive relationship between trust levels and satis-
faction with the outcomes of the negotiation. Even
with overall pairwise comparisons, it can be noted
that trust improves on the subjectively perceived
characteristics of negotiation processes.

Nevertheless, studying impacts of demographic var-
iables such as age, gender, ethnic background and
education on negotiation results showed the mini-
mum effects. This implies that although trust can be
a crucial variable the other individual demographic
characteristics have little influence on the success

of the negotiation, thus supporting the idea that trust is
cross culturally influential universally.

The Levene’s test to compare the variances of nego-
tiation satisfaction measures showed that there were
differences; implying that perhaps different factors or
group differences might have an impact to the satis-
faction levels in different ways. However, when using
median values, the differences here were not statisti-
cally significant indicating greater stability with the
median based measures might be more appropriate
when comparing negotiation satisfaction between the
two groups.

Altogether, the findings underscore that trust is a core
constituency constituting an important component of
the negotiations by offering the possibility of achiev-
ing better negotiating outcomes and improving the
tools of communication and satisfaction in the process
of negotiation. The role of trust in building relation-
ships inside institutions and between the people con-
firmed contingency of trust as an important variable
that affects the outcomes of negotiations satisfactorily
thus providing the subject with vast opportunities for
further research in the field of negotiations theories
and practices.

Discussion

The findings of this research are highly consistent
with prior scholarship, particularly with regard to the
critical importance of trust in improving the quality
of negotiations. The obtained data on the positive re-
lationship between degrees of institutional trust and
the chance of reaching integrative solutions are in har-
mony with the data of the prior studies, for instance
with the data obtained by, who posited that trust goes
directly to the negotiation processes, as far as these
processes are influenced by the perceptions of risk and
openness [27].

The obtained correlation that characterized the rela-
tionship between trust and communication quality
corresponds with the material by Helmold et al which
confirms that trust does act as a smooth which reduc-
es friction in transactions by improving the quality of
communication [18]. This supports the concept that
trust is not only about the consequences but also about
the processes of negotiation insofar as cooperation is
built up as different from competition [28].
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In addition, the lack of impact of demographic ante-
cedents such as age, gender, ethnicity and education
on negotiation outcomes as revealed in this study is
a contribution to knowledge highlighting that trust is
not constrained by these parameters but has a broad-
er, global impact on negotiation performance. It can
be said that this finding poses some extent of threat
to a number of prior research works, which have
primarily focused on demographic factors as deter-
minants of negotiating tactics and outcomes and has
implied that the influence of trust may be just as con-
sistent across negotiators [29].

However, the nonsignificant pairwise comparisons
of the perceived satisfaction between different levels
of trust as revealed by the Tukey’s HSD test indicates
that how satisfaction is perceived or manipulated in
negotiation settings is not simple and thus deserves
more attention in future research to understand how
trust would moderate satisfaction.

Altogether, theoretical and empirical implications
drawn from this research add value to the theoreti-
cal tradition on the complexity of trust in negotia-
tions by reaffirming its relevance while identifying
the directions for the further empirical research, in-
cluding investigation of the processes through which
trust impacts the negotiation dynamics and results,
with considering different types of negotiations and
cultural backgrounds of negotiators. This discussion
thus highlights the importance of continuously look-
ing at trust both from psychological perspective as
well as in operationalizing conflict management and
negotiations processes.

Implications

The positive relationship between trust and negotia-
tion outcomes as unveiled in the study, has presump-
tions for the formative of negotiation approaches in
the various industries. In industries where partner-
ship makes good sense it is necessary to develop and
secure trust which can become one of the main goals
in fields like finances or healthcare. This is especially
so where the business involves periodic dealings and
where often repeated interaction provides a face-to-
face interaction thereby facilitating trust that in turn
lowers the costs of transactions, promotes communi-
cation and the sharing of information.

With reference to on—one negotiation, where negoti-
ations are of the one-time or high-risk nature, such
as those encountered in legal disputes, mergers, ac-
quisitions and others, the relationship between trust
and outcomes may not be very direct. However, de-
spite this, in these kinds of situations, negotiators may
be more concerned with the management of risks or
through the implementation of contractual structures
or legal instruments that protect against agent oppor-
tunism. But, in such critical conditions it is possible to
utilize trust as a competitive advantage that increases
the speed of decision making and agreements. Over-
all, the research underlines the need to deploy trust
building strategies in a manner appropriate to the ne-
gotiation dynamics, from daily, multiple dealings to a
one-off contact relation.

Novel Insights

This research is also able to make some surprising
conclusion, for instance, demographic characteristics
including age, gender and educational background
were not found to have a considerable impact on ne-
gotiation success. This result disapproves many of the
modulations, stating that demographic considerations
can have a major influence in the bargaining process-
es. For instance, found out that gender or cultural type
may affect negotiation processes and outcomes in
general [26].

The fact that these factors did not achieve statistical
significance in the present study may therefore im-
ply that trust actually levels the playing field and is
therefore more fundamental enabler of success than
personal attributes. This result also supports the spec-
ulation of the possibility that in business-like profes-
sional decision-making over negotiation, the aspects
of competence, trust of one institution to another, and
interpersonal relations may often surpass the demo-
graphic variables. More work can be done to deter-
mine if the result is only generalizable to the industry
or kind of negotiation used in this research or if it ap-
plies to other environments as well.

Conclusion

The research therefore affirms trust as a critical deter-
minant to the improvement of negotiation effective-
ness. This paper has also indicated that within insti-
tutional relationships, trust increases the likelihood of
positive/negative gains outcomes hence the need to
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develop trust to enhance negotiation outlook and
satisfaction. Furthermore, in a way, this also exists
to verify that there is a trust factor that has a posi-
tive impact on the quality of communication, thus
emphasizing the importance of its contribution to-
wards increasing the effectiveness of the communi-
cation process. These findings about trust’s effect on
different facets of negotiation are useful for creating
tactical approaches for realizing the most value from
negotiation through the use of trust. Such a study
should also seek to extend trust as an instrument of
analysis in different negotiation scenarios in the fu-
ture.

Limitations

It is important to note that there are a few limitations
to this study despite it being quite all-encompassing.
First, there is an obvious concern as to their self-se-
lection into employment and self-employment, and
into safe or risky jobs or industries. Furthermore, the
use of an available sample of negotiators means that
many variables underlying trust and negotiation re-
sults cannot be considered, and there is no ability to
establish cause and effect relationships. Besides, the
restricted demographic variability of the sample also
limits the application of the results by the subjects of
greater and diverse populations. The aforementioned
issues could be resolved in future research by the use
of longitudinal study designs and a different pool of
participant samples to increase validity and general-
izability of the outcomes.

Future Scope

Applications of future work in the context of trust
in negotiations may continue by establishing how
trust changes with time and influences continuing
negotiation processes. Research on trust as a concept
would also be important especially by considering
differences between cultures because culture is a ma-
jor determinant in the levels of trust and approach-
es towards bargaining. Furthermore, incorporating
experimental designs may assist in better defining
cause and effect relationship, and in examining how
negotiation processes are affected by manipulated
levels of trust. Lastly, integrating present technolog-
ical innovations such as the conduct of virtual nego-
tiations and the use of intelligent negotiations could
provide insights on how enhanced digitalization
changes trust and its role in negotiations.
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