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Abstract 

 

Trust is a central component of the interpersonal relationship between negotiators and therefore 
a vital factor in negotiations. In conclusion, this thesis highlights the importance of 
understanding the relationship between trust and communication behaviour. Based on the 
findings of this study, it can be said that trust and communication behaviour interrelate to a 
certain extent. More communication behaviour that aims to create value and share integrative 
information is used, when the initial trust disposition of the negotiator is high. Initial trust can, 
therefore, be a potential catalyst for integrative communication. As negotiation outcomes like 
joint utility and contract imbalance tend to be better when negotiators communicate in an 
integrative way, communication behaviour can be considered a vital factor in negotiations. The 
impact on distributive communication behaviour is not as substantial. This implies that high 
initial trust and integrative communication can lead to more successful negotiations but also 
build and maintain relationships. Trust development over time, however, seems to be a very 
complex and highly individual matter, since no general pattern between negotiation behaviour 
and trust development could be found. 
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