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PERSUASION, MANIPULATION AND COERCION IN 

BUSINESS COMMUNICATION 

 

The article deals with the communicative strategies and 

ЭОМСЧШХШРТОЬ/ЭКМЭТМЬ аСТМС КrО ЮЬОН ТЧ ЭШНКв‘Ь ЛЮЬТЧОЬЬ 
communication as means of influencing the recipient. The 

authors draw a line between the notions of communicative 

impact, persuasion, manipulation, and coercion as 

communicative strategies observed in different situations of 

communication. Despite many terminological differences the 

authors view the communicative impact as a cover term for 

persuasion, manipulation and linguistic coercion. Considerable 

differences can be observed between persuasion, manipulation 

and linguistic coercion as types of the communicative impact. 

These differences are defined in the article in terms of different 

МШЦЛТЧКЭТШЧЬ ШП ArТЬЭШЭХО‘Ь КrРЮЦОЧЭКЭТЯО МШЦpШЧОЧЭЬ: ХШРШЬ, 
pathos and ethos. Persuasion, manipulation and linguistic 

МШОrМТШЧ prОЬЮppШЬО НТППОrОЧЭ НОРrООЬ ШП ЭСО МШЦЦЮЧТМКЧЭЬ‘ 
awareness. In the case of persuasive argumentation it is the 

highest. The speaker is aware of the necessity to persuade the 

listener, overtly demonstrates their intentions while making the 

rОМТpТОЧЭ‘Ь МХКТЦЬ КЧН аКЧЭЬ К prТШrТЭв. Linguistic coercion is 

pОrМОТЯОН КЬ КЧ ШППОЧЬТЯО ЬЭrКЭОРв аСОrО ЭСО rОМТpТОЧЭ‘Ь аКЧЭЬ КrО 
overtly ignored. Manipulation occupies a position in-between 
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persuasion and linguistic coercion and is viewed as a strategy 

based on covert communicative intentionality. The above-

mentioned types of the communicative impact are also analyzed 

in terms of ethics and moral code which allows the authors to 

differentiate between positive, negative and neutral impact 

factors. Persuasion, manipulation and linguistic coercion are 

realized through different technologies/tactics and are found in 

different situations. Ample examples are given to illustrate the 

КЮЭСШrЬ‘ ШpТЧТШЧ. 
Keywords: business communication communicative impact, 

persuasion, manipulation, coercion, logos, pathos, ethos, 

communicative strategies, communicative technologies/tactics. 
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:  Julian Fellowes ―Downton Abbey‖ 

(   «  »)  LКЮrОЧ 
АОТsЛОrРОr ―TСО DОЯТХ АОКrs PrКНК‖ (   
«   PrКНК»).    

     
   ―The Economist‖ 
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; 
4)     (2)  (3),  

,      
       

 . 
   ,   

   ,   
. ,   ,  
       

     . 
,  ,      

       
,      : 

TШЦ: ―Every man or woman who marries into this house, 

every child born into it, has to put their gifts at the family’s 
disposal. I‘Ц К СКrН аШrФОr, КЧН I СКЯО ЬШЦО ФЧШаХОНРО ШП 
the land. Matthew knows the ХКа КЧН ЭСО ЧКЭЮrО ШП ЛЮЬТЧОЬЬ.‖ 

RШЛОrЭ: ―АСТМС I НШ ЧШЭ.‖ 

TШЦ: ―ВШЮ ЮЧНОrЬЭКЧН ЭСО rОЬpШЧЬТЛТХТЭТОЬ аО ШаО ЭШ ЭСО 
people around here. Those who work for the estate and those 

ЭСКЭ НШЧ‘Э. IЭ ЬООЦЬ ЭШ ЦО, if we could manage to pool all of 

that, if we each do what we can do, then Downton has a real 

МСКЧМО.‖ (Downton Abbey, season 3 episode 8)
14
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https://www.heroesandheartbreakers.com/blogs/2012/11/downton-abbey-

series-3-recap-season-3-episode-8-lying-love-and-loose-ends 
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   ( .  2).  

 ,       
   ,    

 ,   ( .  3). 
      ,   

         
     , 

    . 
      , 

    ,   
: Every man or woman who marries into this house, 

every child born into it, has to put their gifts at the family’s 
disposal.      

,       : 
I‘Ц К СКrН аШrФОr, КЧН I СКЯО ЬШЦО ФЧШаХОНРО ШП ЭСО ХКЧН. 
Matthew knows the law and the nature of business.  

    ,    
  : Which I do not.  

       (You 

understand the responsibilities we owe to the people around here. 

Those who work for the estate and those ЭСКЭ НШЧ‘Э),  

      

    : if we could manage to 

pool all of that, if we each do what we can do, then Downton has 

a real chance.      
  : 1)  

 ―we‖,    , 
 ,    , , 

,    ; 2) 
  ―if we could manage to pool all of 

that, if we each do what we can do…‖ 3)  (   
  ) ―every man…every child, those 

who work…those that don‘t‖ 4)  ―  real 

chance‖ .  
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 (  )  . 
     ―The Economist‖  

 .   
    (   

, ,  + )  
     .   
       

  Best Value
15,   

   ,       
.  ,    

      ,   
       . 

 ,   -   
  ,     

 (       
,    ),     

,     ,   
     :  

    ,    
       . 
  ,     

   , –    : 

Read by the world's political and business leaders; Available in 

a format to suit your life; A unique global perspective: The 

Economist's vision of the world, style and philosophy are 

different from other publications. We are international, we stress 

the links between politics and business, we are irreverent and we 

are independent. If it matters in our world we cover it  –  and 

cover it well.     
       

―unique‖, ―different from other publications‖.   

                     
15

 Д  Ж  – URL: 

https://subscription.economist.com/offers/subscription 
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,    ―the world‘s political and business 

leaders‖        
,         
      . 

 ,      
      

     (Sean McPheat, 2010).  
        
     , 

    .  ,  
        

    ,   
,     -  

  .     
   ,   

    . 
    ,  

    . 
 : 

1.―Remember, I want Цв РТrХЬ ЬЦТХТЧР,‖ ЬСО аКЬ ЬКвТЧР ТЧЭШ 
the phone. I could tell from her tone she was talking to Lucia, the 

ПКЬСТШЧ НТrОМЭШr аСШ‘Н ЛО ТЧ МСКrРО ШП ЭСО ЮpМШЦТЧР BrКгТХ 
ЬСШШЭ, КЛШЮЭ СШа ЭСО ЦШНОХЬ ЬСШЮХН КppОКr. ―HКppв, ХШЭЬ ШП 
teeth, clean healthy girls. No brooding, no anger, no frowning, no 

dark makeup. I want them shining. I mean it, Lucia: I will accept 

nothing less.‖ (LКЮrОЧ АОТsЛОrРОr ―TСО DОЯТХ АОКrs PrКНК‖, p. 
103) 

2.―AСЧ-dre-КС, КЬ I‘ЯО ЦКНО clear a dozen times already, the 

rОЯТОа I‘Ц ХШШФТЧР ПШr ТЬ ТЧ ЭСОАКЬСТЧРЭШЧ PШЬЭ. ВШЮ‘ЯО СОКrН ШП 
that little newspaper, right? Just like New York has the New York 

Times, Washington, D.C., has its own paper, too. See how that 

works?‖ HОr ЯШТМО аКЬ ЧШа ЛОвШЧН ЦШМФТЧР: ЬСО аКЬ ЬШ 
incredibly patronizing that she was only one step away from 

actually addressing me in baby talk. (LКЮrОЧ АОТsЛОrРОr ―TСО 
DОЯТХ АОКrs PrКНК‖, p. 192) 
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 :      

    , , 
,  .   (1)   

      
―want‖,        

    .   
   ,  

  .       
(1)   ,   

,      

: Happy, lots of teeth, clean healthy girls. No brooding, no 

anger, no frowning, no dark makeup.  «I mean it, 

Lucia: I will accept nothing less»    
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