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[bookmark: _GoBack]With 31.25 percent of firms responding to our request to participate in this study, our empirical results are based on a sample of 250 non-equity contractual partnerships with responses of managers from both sides of the buyer-supplier dyad.   Our results strongly support the logic that the starting point for meaningful collaboration starts with trusting the other party's competence.  With less competence, partners don’t invest time and resources in transferring knowledge and pursuing collaborative innovations.  We further find that competence trust is a more important determinant of collaboration than prior theorized factors:  shared goals, contracts, and prior experience.  We also find that partners are more likely to unpack its move valuable knowledge – its tacit knowledge – when they believe that the other partner cares about their firm’s interests and primary needs.  Overall, our study demonstrates how perceived trust influences knowledge transfer and collaborative innovations.  


