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PROVOCATION AS A TOOL OF LANGUAGE INFLUENCE
Abstract

The article aims to study provocation as a particular type of interpersonal communication and a provo-
cateur’s action who intends to obtain (provoke) necessary verbal reaction from the recipient by employing
language influence. The provocateur is considered an active speaker whose main task is to plan the com-
municative process, choose appropriate strategies and tactics, and verbal and nonverbal markers of their
realisation to implement effective communication. Provocation can be realised in terms of both communi-
cative conflict and cooperation. Conflict situations involve communicative disharmony, pressure on the
recipient, provocateur’s dominance, violating cooperative principles and maxims of communication and
politeness principles, and non-cooperative strategies. In contrast, cooperative situations can be regarded as
those where communicative balance is maintained, cooperative and politeness principles are followed, and
cooperative strategies are applied. Provocation can be effective in both cooperative and non-cooperative
implementation

Keywords: provocation, language influence, provocateur, recipient, communicative situation, conflict,

cooperation, strategies, tactics.

Introduction

A feature of modern linguistics is the transi-
tion from studying language as a closed semiotic
system to studying language as a mental com-
municative process. The change of the scientific
paradigm has led to the need to study the laws of
human communication, as well as issues con-
cerning language philosophy, the peculiarities of
language use in various communicative situa-
tions, pragmatic aspects, styles of interaction, etc.
Obviously, communication is an integral part of

social life. Communication is a special type of
human activity and cognitive, and labour activi-
ties carried out according to specific laws, estab-
lished forms, and models. The connections be-
tween thinking and speaking are embodied pri-
marily in the generation and perception of speech
processes, which, in turn, occur according to
specific mental and communicative laws and
rules. Communication is a complex system in
wherein a person behaves and communicates dif-
ferently in different situations and under certain
circumstances, which is characterised by a multi-
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faceted communicative process and, thus, deter-
mines various types of communication. When
speaking, an interlocutor can convey certain in-
formation, persuade somebody, express positive
or negative feelings, stimulate others to do some-
thing, influence their emotional state, etc.

Interpersonal communication is a motivation-
al process caused by interlocutors’ needs, inter-
ests, intentions, and goals. During communica-
tive interaction, the speaker tries to influence the
listener to achieve the desired result. Result-
based communication is always associated with
language influence, which is considered in terms
of its purposefulness, motivation, and planned
effectiveness.

The problem of the language influence on a
person to obtain information is related to the phe-
nomenon of provocation. Initially, provocation is
regarded as an act or a statement that incites a
particular reaction and response, instilling feel-
ings of anger or irritation. Therefore, provocation
has two significant features: it is a premeditated,
deliberate, and conscious action, and it brings
some negative aftereffects to the provoked one,
indicating the provocation’s manipulative nature.
In linguistics, provocation, which is the object of
the study, is considered a type of intercourse in-
tended for receiving the needed information, i.e.,
the communicative act of the speaker aimed at
provoking the verbal response of the listener in
order to gain some information (Semeniuk & Pa-
rashchuk, 2009, p. 43). In other words, we can
relate it to inquiry or pumping. The provoking
person is called a provocateur; the one who is
provoked is called a recipient. In this paper, pro-
vocation is studied as a special type of interper-
sonal communication, the purpose of which is to
achieve the desired verbal reaction by the provo-
cateur. The subject of the study is language in-
fluence and strategic planning as provocateur’s
tools to achieve the communicative goal, i.e., get
the necessary information from the recipient. In
order to make the communicative interaction
successful, the provocateur tries to influence the
recipient and change his/her intentions or behav-
iour in the planned direction. Provocative com-

munication aims to obtain the desired infor-
mation, so successful strategic planning of
speech activity, i.e., appropriate choice of com-
municative strategies and tactics, taking into ac-
count the recipient factor and the type of com-
municative situation, provides effective commu-
nication. The study’s relevance is determined by
the increased attention of modern linguistics to
language influence and the effectiveness of
communication, as well as the fact that a com-
prehensive study of provocation as a tool of
speech influence has not been conducted.

Language Influence and
Strategic Planning

The influence of language has been attracting
scientific interest since ancient times when rheto-
ric studied the methods of practical eloquence
and the technique of arguing. In antiquity, rheto-
ric was the art of oral public speaking, which ex-
plored the patterns of generation, transmission,
and perception of language. The basis of such
influence was the rules of logical reasoning and
belief. In the Middle Ages, rhetoric practically
disappeared as science and was revived in the
twentieth century on a new psychological basis
as a “science of effective communication” (Ster-
nin, 2001, p. 55). Now researchers are primarily
interested in psychological and emotional meth-
ods of persuasion as well as means of conveying
them in language, which, in fact, is connected
with globalisation, expanding spheres of human
communication, growing interest in studying the
communicative process, analysing the behaviour
of communicators in different types of discourse,
finding ways to improve the effectiveness of
communication, etc. Modemn linguistics has
many approaches to studying language influence,
which often complement each other (R. Blakar
(1987), O. Gavrilova (2015), O. Denysiuk
(2003), E. Dotsenko (1997), V. Karasik (2004),
D. Camegie (1936), V. Kozlova (2014), V. Kras-
nykh (2001), O. Leontiev (2003), V. Maltseva
(2007), A. Negryshev (2009), J. Sternin (2001),
R. Chaldini (2010), V. Sheinov (2003), E. Sho-
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strom (1992) etc).

It is scientifically substantiated that commu-
nicators try to achieve non-communicative goals
in any act of interaction. R. Blakar (1987) argued
that it is impossible to speak “neutrally” because
even informal conversation involves the “use of
power”, i.e. the impact on the perception and
structuring of the world by another person
(p. 89). J. Sternin (2001) defines language influ-
ence as “the influence of a person on another
person or a group of people with verbal and non-
verbal means that accompany language to
achieve the goal of the speaker” (p. 51). Accord-
ing to the linguist (Sternin, 2001), language in-
fluence can be implemented by:

1. argumentation, i.e. giving proofs that confirm
the correctness of a statement. Argumentation
is a logical way of language influence;

2. persuasion (by convincing, the speaker gives
the interlocutor confidence that the truth is
proven; persuasion uses both logic and emo-
tional pressure);

3. suasion (mainly emotional motivation of the
listener to abandon his views and accept the
views of the speaker; suasion is always very
emotional, intense, person-oriented, usually
based on repetition of a request or an offer);

4. pleading (highly emotional request);

5. suggestion (based on intense psychological
and emotional pressure as well as the authori-
ty of the speaker);

6. order (motivating a person to perform a spe-
cific communicative action without any ex-
planation due to dependence on official or so-
cial status);

7. request (encouraging the listener to do some-
thing in the interests of the speaker, guided by
a good attitude towards him/her);

8. coercion (based on forcing a person to do
something against will, usually in the form of
extreme pressure or threats). The effective-
ness of language influence depends on the
speaker’s ability to choose suitable means of
influence and the ability to successfully com-
bine them depending on the type of interlocu-
tor and the communicative situation.

Obviously, provocation is used to influence
people because a person (who may or may not be
aware of this) is “made”, sometimes against will
and desire, to report certain information. Provo-
cation is a refined force because a person usually
does not assume that he/she will be provoked to
an action that is not in his/her favour. However,
the provocation does not always have a negative
concept.

To some extent, the effectiveness of commu-
nication depends on the communicative position
of the provocateur, i.e. the degree of influence
and the speaker’s authority concerning the recip-
ient (Sternin, 2001, p. 52). The communicative
position of the provocateur can alter in different
communication situations and within the same
communicative situation. A credible provocateur
can achieve the goal much faster since a recipient
will fully trust him/her, which can motivate the
recipient to say more than planned. A positive
emotional background is of particular importance
for the results of provocative communication. An
essential concept for any type of communication,
especially for the cooperative implementation of
provocation, is communicative comfort, which
involves a sense of security, trust between com-
municators, positive cooperation, and the desire
to continue the conversation.

It is essential to mention that provocation is
highly related to manipulation, a type of lan-
guage influence which is carried out by using
specific language resources in order to covertly
influence the cognitive activity and behaviour of
the recipient in the interests of the manipulator
(Skovorodnikov & Kopnina, 2012, p. 36). Ma-
nipulative influence focuses on two characteristic
features. First of all, the latent nature of the ma-
nipulator’s influence on the recipient, “it is the
hidden nature (i.e. hidden fact of influence and
its purpose) that makes manipulation powerful”
(Bityanova, 2001, p. 75). Another essential char-
acteristic is the use of deceptive techniques and
methods of influence, various types of distortion
of reality (Dobrovich, 2000; Dotsenko, 1997),
which motivate the recipient to such actions and
messages that harm his/her communicative inter-
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ests, which he/she would not have done if he/she
had not been misled. Deception is a critical ele-
ment in the case of manipulation. In this regard,
manipulation is considered a unilateral influence
of the subject of manipulation on its object, the
desire of the manipulator to obtain a unilateral
benefit, a “unilateral advantage” (Tarasova,
1993). Manipulation is an unequal interaction in
which the manipulator is more active. He/she
ignores the recipient’s intentions and tries to im-
pose specific ideas, verbal actions, and forms of
behaviour that do not coincide with his/her exist-
ing desires and intentions. We correlate provoca-
tion with manipulation because, with the help of
language, the provocateur tries to consciously
influence the recipient in order to stimulate
him/her to provide information, perform certain
communicative actions, and change his/her be-
haviour, i.e. to act in the interests of the provoca-
teur, unconsciously and contrary to the recipi-
ent’s own intentions. Provocation acquires all the
signs mentioned above of manipulative influ-
ence: it has a hidden nature, is sometimes real-
ised with the help of tricks and deception, the
provocateur considers the interlocutor as an ob-
ject of achieving a communicative goal, ignores
his/her intentions and views, tries to control the
behaviour, thoughts and emotions of the recipi-
ent. Manipulation and provocation are also unit-
ed by the fact that as a result of interpersonal in-
teraction, only the subject of communication, i.e.
the manipulator or provocateur, benefits; the ob-
ject of manipulation (the recipient) retains the
illusion of independence in decision-making and
actions. The difference between provocation and
manipulation is that the manipulator exerts his
language influence implicitly. At the same time,
the provocateur can carry it out both implicitly
and explicitly and using different methods, both
cooperative and non-cooperative depending on
the strategic plan pursued by the provocateur.
Language influence, nonetheless, is a bilateral
process because, in the process of communica-
tion, both the provocateur and the recipient can
interact with each other, regulate the course of
communication, and change each other’s views.

Provocation, along with manipulation, at first
glance, can be attributed to a unilateral process
because language influence is associated primari-
ly with the speaker’s intentions. As a performer
of the influence, the provocateur regulates the
communicative activity of the interlocutor and
tries to influence the recipient so that he/she pro-
vides him with the desired information, i.e. to
give a particular verbal reaction. With the help of
language, the provocateur influences decision-
making and the world perception of the partner.
Thus, the study of provocation as a category of
language influence is usually carried out from the
position of one of the communicators - the per-
former of the influence, i.e. provocateur.

In contrast, the object of influence (the recipi-
ent) is only the communicative partner who par-
ticipates in the interaction. However, while con-
versing, the position of the participants can be
corrected; the recipient, therefore, also takes on
an active role and, together with the provocateur,
acts as a vocal performer of communication. The
recipient can recognise the provocation and may
not let the provocateur implement the influence;
in this case, the provocation can end up with a
breakdown and a failure. Moreover, the recipient
is capable of causing unplanned action in re-
sponse and provoking the provocateur, thus
changing roles with him/her.

Communication is an orderly phenomenon
based on planning communicative actions and
choosing the optimal way to achieve the goal.
Like any type of communication, Provocative
communication has some particular purpose
since communication is a purposeful and inten-
tional activity. Hardly can we find a speaker who
remains indifferent to the result of his/her com-
municative acts. Plans and intentions are mental
actions that we develop rationally to fulfil our
desires or beliefs. The planning process is critical
to our functioning as rational individuals and so-
cial beings because it projects our attitudes and
beliefs into time and social space, allowing them
to affect our actions beyond the present, enabling
us to coordinate our actions with others (Brat-
man, 1987). The communicative intention is a
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preverbal aim of the provocateur that determines
the communicative strategy (Selivanova, 2006,
p. 184). The effectiveness of provocative com-
munication is interpreted through such terms as
accomplishing a goal and realising an intention.
When reporting something, the provocateur, first
of all, thinks about the effectiveness of the mes-
sage. However, at the same time, he/she consid-
ers different approaches, which correspond to a
specific communicative situation to a greater or
lesser extent. This makes it possible to consider
language communication in terms of general
strategy (in terms of purpose) and specific tactics
(in terms of achievement). For the provocation to
be adequate, it must be well planned. In order to
realise the communicative goal and intention, the
provocateur should formulate a communicative
strategy and realise it by employing communica-
tive tactics, in connection with which the speaker
chooses the means of communication (verbal
and non-verbal) that best meet the existing goal
(Makarov, 2003, p. 193). As intentions are ful-
filled, the provocateur proceeds gradually to-
wards the eventual fulfilment of his/her aim.
Initially, strategy and tactics concerned mili-
tary matters. So, strategy is the art or science of
the planning and conduct of a war, while tactics
are the art and science of the detailed direction
and control of movement or manoeuvre of forces
in the battle to achieve an aim or task. “Strategy”
is a term in such widespread use that, in many
cases, it has come to mean little more than “de-

LIS ”»

ciding,
something”. Properly understood. However,
strategy is a collection of ideas, preferences and

planning ahead,” or merely “doing

methods explaining an activity and giving it pur-
pose by connecting it to the desired effect or a
stated goal.

The terms “strategy” and “tactics” are also
used in linguistics. According to O. Issers
(2008), language communication is a strategic
process, the basis for choosing optimal language
resources. The strategy of language behaviour
covers the entire sphere of communication con-
struction when the goal is to achieve specific re-
sults (p. 10). A communicative strategy is a high-

level plan to achieve one or more communicative
goals. Strategy becomes ever necessary when it
is known or suspected that there are insufficient
resources to achieve these goals. The strategy de-
fines how the speaker will achieve the objectives
that he/she has identified, whereas the communi-
cative tactics involve the complex steps for real-
ising this plan. According to T. A. van Dijk
(1989), there are several ways to achieve a goal,
and strategies are regarded as “the choice” which
allows a speaker to achieve this goal (p. 272). If
the strategy is considered global, then tactics is
local. Thus, the communicative strategy com-
bines the planning process of communication,
which is necessary for achieving the perlocution-
ary effect, i.e. the realisation of the provocateur’s
communicative aim. So, the provocateur tries to
arrange his/her message or dialogue with the re-
cipient to reach the necessary result. Therefore,
influence is fundamental in the pursuit of strate-
gic goals.

For the provocateur, strategic and tactical
planning is an utterly conscious task. The more
precise strategy the provocateur chooses, the
more successful and effective the influence and
the result of the provocative communication ap-
pear. Appropriate strategy leads to the provoca-
teur’s realisation of communicative aim. Any
strategy is connected with planning the commu-
nicative process and considering the personal
features of the interlocutor, i.e. his/her psycho-
logical “diagnosis” and specific circumstances
and conditions of the communicative situation.

Thus, provocation is a tool of language influ-
ence that involves a specific sequence of com-
municative actions organised under the predicted
result of communication that affects the recipi-
ent. The provocateur sets a specific goal, tries to
analyse the situation comprehensively, plans the
interaction, predicts possible results and controls
the communication process.

Cooperative and Non-Cooperative
Provocation

Effective communicators have little trouble
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building trust and establishing rapport with their
communicative partners. Every individual com-
municative situation appears differently produc-
tive for each participant, and it is not equally
profitable for all of them. Depending on the in-
tentions and communicative aims that the inter-
locutors pursue, linguists distinguish between
illocutionary and interactive communication effi-
ciency (Yashenkova, 2010, p. 134). Illocutionary
effectiveness involves the agreement between
illocutionary force and perlocutionary effect
(Austin, 1975; Searle, 1969), but the communi-
cation efficiency and the result can be reached
either in a cooperative or non-cooperative way.
Interactive effectiveness implies cooperation,
mutual understanding, and communicative har-
mony as the indicators of successful interaction.
In the situations of provocative communication,
the provocateur fails to cooperate as he/she dis-
regards the recipient’s intentions, purposes and
interests. Moreover, in most cases, the provoca-
teur violates the cooperative principles and
Grice’s maxims (Grice, 1975) (i.e. the maxims of
quality, quantity, relation and manner), which, in
fact, enable effective communication. Neverthe-
less, this does not prevent him from achieving
the perlocutionary effect and realising the com-
municative aim.

So, provocation can be considered from two
points of view. On the one hand, it can be char-
acterised as an action related to conflict and
aimed at intentional provocation, incitement,
confrontation, attack, deception, aggression, etc.
This type of provocation is a non-cooperative
way of verbal influence on the communication
partner, which causes him/her harm and negative
consequences. On the other hand, provocation
can be considered stimulation and motivation for
communicative actions. Then, it is deprived of
harmful components and catalyses the develop-
ment of cooperative communication. Achieving
the communicative goal determines the orienta-
tion of provocative communication on conflict or
cooperation. According to N. Formanovskaia
(2002), “in cooperative communication, the
communicators’ assessments, attitudes, and in-

tentions are not contradictory, so the texts are
built in the tone of agreement. In conflict com-
munication, assessments of the situation, posi-
tions, intentions are in contradiction, so the texts
are built in the tone of disagreement, conflict”
(p. 18). A. Ishmuratov distinguishes between
three types of communication: cooperation, rival-
ry and conflict/confrontation. He presents con-
frontation as an “ill” type of communication, and
cooperation and rivalry - as a “healthy” commu-
nication (Ishmuratov, 1996, p. 180).

Within provocation situations, there is a need
to establish cooperative interpersonal interaction
to achieve a communicative goal. The optimal
way of communication is called effective, har-
monious, cooperative, and aimed at reaching
consensus. Cooperative communication is asso-
ciated with following certain rules of communi-
cation, which are based on the Principle of Co-
operation introduced by linguist Paul Grice
(1975) in his pragmatic theory, i.e. “Make your
conversational contribution such as is required, at
the stage at which it occurs, by the accepted pur-
pose or direction of the talk exchange in which
you are engaged” (p. 45) and the corresponding
maxims of communication, called the Gricean
maxims of quantity, quality, relation, and man-
ner, as well as the Principle of Politeness, com-
prising Tact Maxim, Generosity Maxim, Appro-
bation Maxim, Modesty Maxim, Agreement
Maxim and Sympathy Maxim, claimed by Geof-
frey Leech (1983). Adherence to the Principles
of Politeness and Cooperation creates an atmos-
phere of positive interpersonal interaction and
provides a charitable background for implement-
ing communicative strategies and tactics.

The principles of Cooperation and Politeness
are certainly not the only guarantee of coopera-
tive communication. The concept of cooperation
is often associated with the concept of efficiency
(Shiriaiev, 1996; Sternin, 2001), which means
“the optimal way to achieve the target communi-
cative goals” (Shiriaiev, 1996, p. 14). Thus, com-
munication can be considered cooperative if its
purpose corresponds to its result.

An equally important characteristic of coop
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erative communication is the balance of relations
between interlocutors. In order to achieve the
communicative goal, it is necessary to have con-
tact with the recipient, a favourable microcli-
mate, because the atmosphere of mutual under-
standing has a positive effect on the course of
communication. The provocateur needs to de-
monstrate the special, trusting status of interper-
sonal relationships, not forgetting about his/her
communicative intentions and interests. In the
framework of cooperative, communicative inter-
action, the primary intention of the provocateur
is to achieve a communicative goal through co-
operation, taking into account the interests of the
interlocutor. Thus, in such situations, the provo-
cateur realises their own intentions and maintains
a normal interpersonal relationship with his/her
communicative partner. We consider the emo-
tional state and mood of the participants of the
communicative process to be of primary and de-
cisive importance for cooperative, communica-
tive situations of provocation concerning other
components of effective communication. Since
language is a reflection of a person’s inner state
at a particular moment, the emotional state de-
termines what and how the communicator will
converse and perceive. In this regard, it can be
argued that the emotional state is an essential
factor influencing the success or failure of com-
munication in general (Bartashova & Polyakova,
2009, p. 12). If the provocateur creates a positive
emotional environment for the recipient, then,
accordingly, the recipient will have more acces-
sible and faster contact and interact with the pro-
vocateur.

The ability to successfully build a communi-
cative process while maintaining harmonious
interaction is integral to the provocateur’s com-
municative competence. The cooperative, com-
municative situation within provocation is char-
acterised by symmetrical relations between com-
municators, partnership, the balance of commu-
nicative statuses, efficiency and best value of
communication, politeness on the part of the pro-
vocateur, and application of cooperative com-
munication strategies. The provocateur treats the

recipient as an equal participant in communica-
tion, which should be considered. Such relations,
although equal, are cautious, based on the agree-
ment of interests and intentions, because the pro-
vocateur first seeks to realise his/her communica-
tive plan and this type of communicative behav-
iour helps on the whole. Cooperation entails
achieving agreement and balance, resulting in
increased efficiency and, consequently, the suc-
cess of provocative communication. All of this
affects the final result of communicative interac-
tion and contributes to the successful achieve-
ment of the provocateur’s communicative goal.

The following example illustrates the imple-
mentation of provocation in a cooperative, com-
municative situation:

[In the canteen] SHELDON: It’s good, isn’t
it? See, this is fortuitous, finding you here. We
need to talk, and you’ve been avoiding. Avoid-
ance isn’t good for anyone, Violet. VIOLET: I'm
not avoiding you, Sheldon. I've been very busy,
and I have a patient waiting. (Violet is starting to
leave, but she notices Cooper). Hey, Cooper, you
going back up? COOPER: Oh, good, you guys
are talking. At least someone’s talking. SHEL-
DON: In fact we re not talking. VIOLET: We're
talking, Sheldon. I love talking to you. I love
spending time with you. I'm just.. SHELDON:
Busy. I know. COOPER (noticing kids playing):
Cute kids. Over there, Sheldon. (Cooper winks at
Violet) SHELDON: Ah. COOPER: Don'’t you
think? SHELDON: I guess. In small doses. I'm
not really a kid person. They don’t seem to like
me. COOPER: So you don’t have kids of your
own? SHELDON: No. God, no. Thankfully.
COOPER: You must see them in your practice. 1
bet you're great with them. SHELDON: You
know what I find? I'm okay with kids. In short
bursts. Beyond that... Well, it’s not a problem, is
it? (Violet smiles) (Rhimes, 2008, Season 2, Epi-
sode 14).

The above-given conversation involves two
speakers, Sheldon and Violet, who are a couple.
Having learned the day before that she is preg-
nant, Violet reacts ambiguously to this, and she
does not know how her boyfriend Sheldon will
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perceive such news, so she simply avoids him.
Cooper joins the conversation and, in fact, acts as
a provocateur in this conversation. He is a close
friend of the girl and knows she is pregnant. The
provocateur (Cooper) chooses a hint strategy to
carry out the provocation, i.e. to tactfully discov-
er Sheldon’s attitude towards children because
Sheldon does not suppose that his girlfriend is
pregnant. This communicative strategy clearly
corresponds to the current situation, as some
children were playing nearby. The provocateur
took advantage of the situational context and
proved an observant and intelligent communica-
tor. The chosen hint strategy is implemented in
the following speech tactics:

e attracting attention tactics (emphasis). The
provocateur tries to draw the recipient’s atten-
tion to the children playing nearby (Cute kids.
Over there, Sheldon). This tactic turned out to
be the key in this communicative situation.
The provocateur achieves the communicative
goal because the recipient immediately pro-
vides information about his attitude to chil-
dren. Later in the conversation, the provoca-
teur develops the given topic;

e interrogative tactics. With this, the provoca-
teur tries to learn more (So you don’t have
kids of your own?). The provocation is real-
ised in a cooperative way with a statement
(Cute kids. Over there, Sheldon), which im-
plicitly encourages the recipient to respond
verbally (1 guess. In small doses. I'm not real-
by a kid person. They don’t seem to like me.
I'm okay with kids. In short bursts). Due to
the neutral statement, the provocateur re-
ceived the necessary information, adhering to
polite communication.

In this case, the hint remained unrecognised
to the recipient because he merely answered the
question without presuming the hidden intention
of the provocateur. Only the provocateur himself
(Cooper) and the third participant in the dialogue
(Violet) interpreted the hint of the provocateur,
which is evident from non-verbal indicators, and
this is what, in fact, the provocateur tried to

achieve. Non-verbal means are necessary for the
implementation of the communicative strategy of
the hint and play a supporting role. Nonverbal
means of provocation expression are fulfilled in
a kinesthetic way, including a meaningful look,
eye contact and wink. A mark of a successful
provocation is Violet’s non-verbal smile, which
is a gesture of approval because the communica-
tive goal was achieved, i.e. the recipient provided
the necessary information.

Since the provocation is carried out coopera-
tively, and the provocateur follows the principles
of Politeness and Cooperation and adheres to
communicative balance, the recipient smoothly
comes into contact and provides the information
the provocateur expects from him. This played a
crucial role because, in this informal conversa-
tion, the recipient feels safe and willing to pro-
vide information without thinking about how to
answer questions in order not to say too much or
somehow hurt himself.

The provocateur demonstrates a cooperative
type of communicative personality, as he treats
the recipient positively and shows interest,
friendliness, and a partnership communication
style. Since the interlocutors are friends, the dis-
course occurs in conditions of social equality.
Moreover, the provocateur appears to be a flexi-
ble communicator, as he managed to focus on a
communicative situation and use the conditions
and circumstances to his advantage. The recipi-
ent, in turn, also appears as a harmonious linguis-
tic personality. Without communicative domi-
nance on the part of the provocateur, the recipi-
ent does not feel the need to hide information;
however, he is provoked without realising it due
to insufficient ability to analyse the interlocutor’s
verbal behaviour. Thus, the provocateur’s strate-
gic plan proved to be successful and effective.

So, the hinting strategy, the purpose of which
is to obtain the necessary information from the
recipient, is implemented with a positive attitude
and cooperative influence. The provocateur ad-
heres to the communicative rules and tolerantly
stimulates the speech activity of the recipient,
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who, without feeling any inconvenience, willing-
ly provides information and gets provoked.

However, the effectiveness of provocation
can be achieved through communicative cooper-
ation and contradictions, as uncooperative com-
municative behaviour of the provocateur or re-
cipient may lead to communicative conflict. A.
Zdravomyslov (1996) defines conflict as a vital
element of human interaction in society. “This is
a form of relations between potential or actual
subjects of social interaction, whose motivation
is based on conflicts in values, interests and
needs” (Zdravomyslov, 1996, p. 96). This inter-
pretation classifies conflict as an integral part of
human existence. L. Chaika (2009) claims that
the nature of verbal conflict is determined by
non-verbal phenomena — information, situation,
and activities of communicators (p. 133), so in
conflict situations of provocative communica-
tion, there are not only differences in the com-
municative intentions of the provocateur and the
recipient, but also inequality of communicative
roles and social statuses. Conflict is also defined
as “‘a normal manifestation of social ties and rela-
tionships between people, a way of interaction in
the clash of incompatible views, positions and
interests, confrontation of interconnected two or
more parties who care about their own interests”
(Vorozheikin, 2004, p. 36). Thus, the main fea-
ture of the conflict is the presence of opposing
views, ideas, motives and interests.

The driving force of provocation is the motive
and purpose according to which the provocateur
plans his communicative actions in the way to
achieve success and efficiency of speech activity,
and depending on the intentions, the provocateur
chooses an effective way. The provocateur’s goal
is to develop communication in the desired direc-
tion, so conflict situations of provocative speech
are based on the principle of non-cooperation,
there is a violation of the communication bal-
ance, disregard for the principles of Cooperation
and Politeness, as well as application of confron-
tational communication strategies, negative atti-
tude between communicators, differences in
communicative competence, the experience of

interpersonal communication, etc. In such cases,
provocative speech acquires special features: it is
based on insidiousness, the desire to outwit the
partner, personally control the situation, influ-
ence the emotions and verbal response of the re-
cipient, etc.

The following example illustrates the imple-
mentation of provocation in a non-cooperative
communicative situation:

MRS. FELDER: Marla came up to us in the
lobby. She said, “I hope you experience the great
joy I have,” and then she left. It was bizarre. MR.
FELDER: You work with the police, right? I
mean, didn’t they tell you this already? KAL:
Yeah, but I wanted to hear this from you two.
Mprs. Felder, do you have any idea why she
would approach you like that? MRS. FELDER:
No. KAL: Not true. MR. FELDER: We re gonna
be late for the airport. KAL: Here. (Kal grabs
the package, which Mrs Felder is holding). MRS.
FELDER: (pulling the package back) No, I'll
hold that. KAL: No, I'll get it. I'll get it. You
know, you re never gonna get that through cus-
toms. MRS. FELDER: Why not? KAL: Because
I'm gonna call them. I'm gonna tell them you got
a suspicious package. That’s the kind of pain in
the ass I can be if I don’t get the truth. MR.
FELDER: Look, it was just a hunch. There’s a
fertility treatment centre here that matches egg
donors with couples. We're from Canada, and
it’s illegal to purchase eggs there. MRS. FELD-
ER: The donors stay anonymous, but they can
choose to whom they want to donate. These are
our frozen embryos. KAL: So you thought that
Marla Seeger was your egg donor. MR. FELD-
ER: Yeah, for a moment. But then we realised
that it couldn’t be her. She was nothing like the
person the broker described to us (Baum, 2009,
Season 2, Episode 3).

The above-given example illustrates a black-
mail conversation between Kel (provocateur)
and the Felders (recipients). Kel investigates the
case of the American tourist Marla, who disap-
peared in Mexico. In order to find out infor-
mation about her, the provocateur turned to Mr
and Mrs Felder, whom Marla met on the eve of
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her alleged disappearance. At the beginning of

the conversation, one of the recipients tries to

avoid contact and does not want to share infor-
mation because he has his own reasons to do so.

The couple came to Mexico to find a donor for

fertilisation, and did not want to disclose this in-

formation, so they used a strategy of sabotage,
which meets their pragmatic goal and is imple-
mented in the following tactics:

e tactics of evading the answer (You work with
the police, right? I mean, didn’t they tell you
this already? The recipient refers to other
sources of information (the police) to avoid
having to provide information);

o distancing tactics (We 're gonna be late for the
airport) to distance from the conversation.
Realising that the recipient is hiding specific

facts, the provocateur, as a shrewd communica-
tor applies a threat strategy, which is gradually
embodied in the tactics of warning (You know,
you're never gonna get that through customs,
I'm gonna tell them you got a suspicious pack-
age. That’s the kind of pain in the ass I can be if |
don’t get the truth), which stimulates the verbal
reaction of the recipient. The intentions of the
provocateur, realised in the strategy of threat, do
not coincide with the recipient’s intentions,
which is a sign of conflict in interpersonal inter-
action.

The strategy chosen by the provocateur is
combined with proxemic nonverbal means to
achieve effective language influence. The course
of communication largely depends on the unique
space between the interlocutors. The provocateur
deliberately violates the distance and tries to take
away the personal thing of the recipient (contain-
er with embryos), which is essential to him. The
effective combination of verbal and nonverbal
means plays a vital role in the interaction and has
a positive effect on its outcome, as the recipient
provides the desired information, which further
helps in the search for the missing woman:
There’s a fertility treatment centre here that
matches egg donors with couples. We're from
Canada, and it’s illegal to buy eggs there. The

donors stay anonymous, but they can choose to
whom they want to donate. These are our frozen
embryos.

During the communication, the provocateur
ignores the principles of Politeness and Coopera-
tion, which is inherent in a non-cooperative
threat strategy. However, these deviations from
the communicative rules do not prevent but, on
the contrary, help the provocateur to achieve the
desired communicative result — to get the neces-
sary information. The provocateur acts as a con-
flict communicative personality because he does
not consider his interlocutors’ intentions. He is
leading in the interaction process by employing
language and non-language codes. The provoca-
teur demonstrates an unfriendly attitude and a
desire to subdue the interlocutor, putting the re-
cipient in a hopeless situation. Regarding social
roles, the provocateur occupies a higher position
because the social role and status of the interro-
gator impact the development of the communica-
tive situation, which gives certain advantages
over the interlocutor. In particular, the provoca-
teur has preliminary information about the con-
versation between the missing woman and has
the opportunity to plan his speech activities, so
the threat strategy he chose is one of his inten-
tions, which proved to be effective.

The recipient also behaves as a conflict com-
municator, does not want to provide information,
but cannot resist the provocateur and, due to a
lack of communicative competence and the cir-
cumstances, gets provoked in the result. The stra-
tegic plan of the provocateur turned out to be
more thoughtful, more robust, and more effec-
tive, as it ensured the optimal realisation of the
communicative intentions of the provocateur.

Therefore, the conflict strategy is designed to
implement the strategic intention, despite the vio-
lation of communicative balance and principles
of communication. The higher social status of the
provocateur provides the necessary level of in-
fluence to achieve the perlocutionary effect. Such
verbal behaviour contradicts the cooperative in-
terpersonal interaction, but the confrontational
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actions and techniques of the provocateur do not
prevent him from achieving the communicative
goal.

Conclusion

Provocation as a specific type of communica-
tion is designed to obtain relevant information,
i.e. when the provocateur converses not to con-
vey specific information but rather to obtain it
from the recipient. The basis of provocation is
manipulative influence. In the communication
process, the provocateur tries to influence the
recipient, his/her opinion, and verbal behaviour
to achieve the desired verbal reaction and infor-
mation, though the real goal of the provocateur
remains hidden from the recipient. The commu-
nicative interaction can be effective in case of
precise planning of verbal actions by the provo-
cateur, i.e., appropriate choice of strategies and
tactics of communication as the optimum realisa-
tion of the provocateur’s intentions in achieving
a specific communicative aim. In addition, the
successful course of provocative communication
depends upon verbal and nonverbal means of
effective implementation of the strategies and
tactics, types of communicative personalities of
both the provocateur and the recipient, their
communication style and individual verbal traits
and behaviour, prediction of the conflict causes
and communicative failures, which can be an
obstacle to the harmonisation of interaction.

Pursuing the communicative aim, the provo-
cateur, as a skilful manipulator, can apply both
cooperative and conflict strategies. When report-
ing something, the provocateur first thinks about
the effectiveness of his message and, at the same
time, takes into account different approaches that
more or less correspond to the specific situation
of communication. In some circumstances, the
provocateur may realise his communicative in-
tentions and plans, maintaining communicative
balance. In other situations, the provocateur
achieves them by violating the rules of interper-
sonal communication. Although, it is essential to
mention that provocation can be effective in

both contexts.

Conlflict situations of provocative communi-
cation imply the use of appropriate confronta-
tional speech strategies, disharmony of commu-
nication, lack of communicative balance, viola-
tion of the principles of Cooperation and Polite-
ness, open domination over the communicative
partner, and hostile manner of communication,
which causes caution and apprehension on the
part of the recipient. Nevertheless, the conflict
can be regarded as rational and purposeful action
since, due to the ability to consider and assess the
situation, a provocateur plans his/her actions,
conducts self-control, and monitors the verbal
behaviour of the recipient. Therefore, conflict
becomes a means of achieving the provocateur’s
goal.

In cooperative situations, the provocateur, as a
rule, achieves a communicative goal while main-
taining a balance of interpersonal relationships.
Effective provocation is provided by the follow-
ing factors: friendly interpersonal relations, fol-
lowing the principles of Politeness and Coopera-
tion, partnership style of communication, favour-
able microclimate, the atmosphere of mutual un-
derstanding, and the optimal choice of coopera-
tive strategies and tactics. However, it should be
noted that cooperation on the part of the provoca-
teur is at some point feigned, as his’/her commu-
nicative intentions are a priority, and cooperative
style contributes to the effectiveness of their im-
plementation and the achievement of the com-
municative aim.
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