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Abstract:

Drawing from the interdependence pattern in international
relations, which becomes progressively the main factor of the post Cold-
War era, this study aims at examining the success of the determinants
of international negotiations.

This paper shows the decreasing recourse to conflictual behavior
and the increasing interest in non-zero-sum outcomes. Lack of
international binding legal system makes “trust” a determinant pattern
in advancing cooperation through international settlements.
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