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task. Bargainers Iinduced to trust each other exchanged high lavels of
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achleve high profits. Low trust led to hlgh levels of competitive
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VEAVALASE
(t) Title: The impoact of Trust on information Exchangs in Bargaining
(2) Problem or Major Purpose: The main purpose of this research was to test
the hypothesis that trust is a prerequisite for the exchange of information about
needs and priorities in nego?la*lon.' We were Interested in lnfbrmafion exchange
becauss our eariler research (Schulz, Pruitt end Lewls, 1974) had shown that, in
sutficiently large amounts, it contributes to the development of agreemants involv-
ing high Joint profits. Trust was defined as the perception t+hat the other bargaim
is coopcr;+|vely oriented. We reasonsd, as do Walton and McKersie (1965), that
bargainers who‘do néf +rust one another wiil fail to oxcﬁange information because
they fear expioitation. | o
(3 | Subjects: The subjects were und_qrgragiuafe studen’s participating for
research credits in introductory psychology courses.
(4) Procedure: The task employed in our study closely resembied fhaf'uéod In
our previous research on integrative bargaining (Pruitt and Lewis, 1975). Sub jects
played the roles of buyer‘and seller in‘a wholesale appliance market. They were
instructed to reach agresment on the prices of three commodities: televisions,
vacuvm cleaners and fypeé;!fors_ Each had a profit schedule, which couid n6+ be
shown to the other. In the buyer's schedule, TY's had fho.hlghosf and type-
writers the lowest profit potential. These priorities were reversed for the
selier. Hence the task permittsed logroiling, in the sense that both parties
could achieve high profits by exchanging concessions on their loquroflf jtems.
Al subjects Qoro given a problem=solving (PSO) orlentstion, 1.8., Instructed
to try to maximize thefr own protits but also to be concerned with the other
bargaliner's needs.

The basic design was a 2 X 2 X 2 factoriai, Involving high and low
aspirations (A}, high and low trust (T), and sex (S). High aspirations (HiA)
were produced by telling the subjects privately that the firms they represented

had sat a lower |imit of $2300 on the profits to ba achieved in the negotiation;
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low aspirations(LoA) by providing a limit of $2000. This variable was included
because It had in*e acted with <rientatlion variables in previous studies. Trust
wos manlipuiated In two confounded ways: Under high .trust (HIT), subjects recelvesd
s questionnaire ailegedly filled out by the other bargsiner, which pictured him
as 8 highly cooperatlve person. The§ wore also given the PSO Instructions in a
jolint session. Under low trust (LoT), the other was portrayed as a salf-cenfarad
porson and the PSO Insfrgcflons were given In separate briefing sessions, so that
the other's orientation was not known. An additional high-trust control conditios
was run under high |imits, fo.assess the ?olafivélconfr!bufion of the two con=-
fouQQed dimensions of the trust manipulation. Here the other was portrayed as

an aitruistic psrson buit the PSO instructlons were given In separate sessions.

Six dyads of each sex werc randomly 8ssigned to each of the five combinations of

"aspiretion and frust. Subjects completed a questionnaire at the end of bargaining

and were debriefed.

(%) Rosuits or Findings: Results for the exchange of informaticn about the

numbers In the profit schedules can be seen in Table |. More Information was
exchanged under HIA than under LoA (p < .01). - Ther§ was also a signlficapf AXT
fn?eracflon (p < .05). Our hypothesis aboufﬁfhe effect of trust was suppérfed
when aspirations were high, in that much more information was exchanged undér HIT
than under LoT. But the trend was somewhat in the opposite direction when
aspirations were low. |

interastingly, a reverse interaction was found in severai measures of
competitiva (distributive) approach, with (8) high limits producing a lot more
competition undar low trust than under high trust and (b) low Iimits producing
somawhat more competition under high trust than under low trust. This inter-
action can be seen in Tabie 2, which shows the use made by men of standard

cometitive tactlcs, such as fhroafs,‘pos!flonal commitments and pu*-douns
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(p < for the A X T X S interaction). Women seldom employed these féc*ics.

(p < .05 tor sex), so the trends in thelr data were Inconsequential. Two other
Indicos revealed the same Interaction for both sexes. One was self-description
a3 having behaved in a competitive fashlon, data tor which are shown in Table 3.
The other was the ratio ot first-parson slngular.$o flrsf-pofson ptural pronouns
(1Mo ratio), shown in Table 4. That this is a measure of competitive approach
is suggested by its close relationship to the use of standard competitive tactics
(r = .62 under HIL). Tho-A X T interactions soeﬁ in both of these tables wore
highly signiticant {(p < .0l).

Rosults for the high-trust control condition were usually intermadiate
between thos= for the LoT and HIT conditions, but closer fo the LoT results. This
suggests that knowledge of the other bdargainar's particuler orientation to the
task ot hand had more sffect on behavior than knowlcdéé of his general character.

(6) {mp!ications and Conciusions: The following is a possible explanation for

the A X T interactlions that showed up in all ot our data: High aspirations induce
a feo!l Ing of helightened §$pendanco on the other party, in the sens§ that his help
Is especially needed in order to achieve one's aspirations. Such dependence
forces a choice between (8) the problem=-solving approach, in which there is
sharing of information about needs and_prlorl?les in an effort to tind a mutuaily
acceptable solution, and (b) the compatitive approach, in which an effort Is meds
to torce the other to be helpful. The fofmar spproach Is preferred and will be
chosen if the other party can be trusted. But if he cannot be +rusted, only the
|attor approach Is available. Low aspirations, on the other hand, produce a
sodso of relative independsnce from the other party. Under such clircumstances
thers is some temptation to take advantago of him, ospociaily if he seems to be

a cooperative person who can easily be axploited.
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Similar reasoning can b3 used to éxplaln *he'rosu]fs of.oxporimonfs by
Gruder (1971) and Marlowe, Gergen and Doob (1966). In both s*udles, the expacta-
+lon of future Interaction produced a tendency to imitate fh; other bargalner's
apparent lavel of cooperativeness. In the latter study, there was s tendency to
explolt the cooperative othor when future interaction was not anticipated. (¢
can be argued that the expectation of future interaction in thess studies corres-
ponds to high aspirations in our study in produc!ng 8 fgellng of dependence on |
the other party. All three studies could then be viewed as supporting the general-
ization that, in mixed m§+ive situations, people fend to match the other's level
of ‘cooperation to the extent that they feel dependent on him and to mismatch his

level of cooperation to the extent that they feel Indepandonf.
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Table t.

percentage of statemsnts involving requesting or providing lnforma#ion.

about the numbers in the profit schedules isquaro root transformation).

HIT
LoT HIT Control
LoA .158 103 -
HIA .208 .A34 .149%
Tanrle 2.

Percentage of statements involving threat, positional commitment or
putdown of the other bargainer (square root transformation). Male data only.

HIiT
. LoT HAT Control

LoA  .000  .030 -
KIA  .197  .000 .099
Tabie 3.

Perception ot own compbflflvanoss. Based on a 7-point

semant lc-ditferential scale with 7 = competitlve and | = cooperative.
b

HIT
LoT HIT Control )
LOA 2.7 3.38 -
HIA 3.38 1.92 2.54
Table 4.

| Me ratio (square root transformation).

KIT
LoT HIT Control

LoA 3.45 3.67 .--
HiA 4.3% 2.52 3.8



