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CHAPTER I 

INTRODUCTION 

Honor and good faith and justice are equally due from this country 
toward the weak as toward the strong. 

Henry Clay, letter 1843 

I asked Tom if countries always apologized when they had done wrong, 

and he says, "Yes, the little ones does [sic]." 

Mark Twain, Tom Sawver Abroad 

Perhaps the most basic and most prevalent purpose of all human 
interaction is to satisfy some desire. In such a case, "social behavior becomes 
the manipulation of other people to achieve the goals of the actor, and the 
study of interaction becomes the study of social control" (Marwell & Schmitt, 
1967, p. 350). One of these forms of social control is called compliance-
gaining. This concept describes a person's (the agent's) attempt to cause 
another (the target) to act as the agent wishes. The target does not 
necessarily have to share the same beliefs or attitudes as the agent; it is the 
actual change in behavior that is of consequence. The concept of power also 
enters into this conception, since compliance-gaining "is the very reason for 
the existence of power" (Wheeless, Barraclough, & Stewart, 1983, p. 121). In 
order to be successful in his or her compliance-gaining attempt, the agent 
must evoke some sort of power over the target, such as the ability to reward 
proper behavior or punish undesirable action. 

It would be reasonable to make the assumption that since power and 
compliance-gaining function together, one could make judgments and 
predictions of the actors' interactions based on knowledge of their relative 
powers and methods of compliance-gaining. Indeed, several studies have 
shown that differences on power status between the actors greatly affect what 
methods the agent will use to persuade the target and how the agent will 
phrase the request (Fung, 1991; Kipnis, Schmidt, & Wilkinson, 1980; 
Richmond, Davis, Saylor, & McCroskey, 1984; Rim & Erez, 1980). 

What these definitions of human interaction have in common is that 

they study these interactions at the level of the individual. On a larger, more 

global scale, these definitions of social interaction might apply to the 
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interactions of nations as well. How do nations attempt to influence other 
nations? Do they use strategies similar to those encountered in interpersonal 
relationships? It is the purpose of this study to examine the concepts of power 
and compliance-gaining at the international level to discover how nations 
attempt to influence and control the behavior of other nations. The effects of 
differences in power or status between the nations on these interactions will 
also be examined. Do states treat other states equally, as Clay's quote 
suggests; or do power differences lead to unequal rules of conduct, as Twain 
implies? 



CHAPTER II 

REVIEW OF THE LITERATURE 

In this study, three concepts will be of the greatest importance: power, 
compliance-gaining, and politeness. Research from the communication and 
political science fields on all three concepts will be discussed, as well as the 
relationship beween them. 

The Concept of Power 

The concept of power, while thoroughly researched, has yet to be defined 
in a way that all researchers agree upon. A variety of conceptualizations 
exists. Brucan (1971) defines power by differentiating it from force and 
influence. He states that power is different from influence in that power 
relies on external pressures as a background threat, whereas influence relies 
on internal (relational) pressures. Power is different from force because those 
using power generally prefer to achieve their ends without the actual use of 
physical pressure. Some of the major ways of conceptualizing power include 
those of French and Raven (1959), Etzioni (1975), and Wheeless, Barraclough, 
and Stewart (1983). Other methods include examining the concept of locus of 
control, the structuralist perspective, and the socialization perspective. 

One of the earliest attempts to conceptualize power was by French and 
Raven (1959). French and Raven identified five bases of power: reward, 
coercive, referent, expert, and legitimate power. Reward and coercion deal 
with the target's perceptions of the agents' abilities to reward desirable 
behavior and punish refusals. In other words, the agent has, or is perceived to 
have, some physical resource that serves as the base of power. These two 
categories are similar to the coercive and remunerative powers of Etzioni 
(1975) and the compliance category of Kelman (1974). 

French and Raven's concept of referent power means that the target can 
identify with the agent. The target sees the agent as "one of us" or as 
someone the target wishes to please because he/she is liked. This is similar 
to Kelman's (1974) identification category. Expert power means that the 
target sees the agent as having knowledge or experience that the target may 
lack. The agent is seen as knowing what is for the best. The last base, 
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legitimate power, refers to the target's belief that the agent has a right to 
make the demand or request by merit of socially enforced position of authority 
(e.g., police officers, parents). This is similar to what Kelman (1974) 
describes as internalization. These last bases, then, rely on the relationship 
between the agent and target and not physical resources as the foundation for 
power. 

While Etzioni's (1975) categories are very similar to those of French 
and Raven, one category is slightly different. This category is called 
normative power and concerns the actual or perceived ability of the agent to 
provide rewards or punishments. These rewards and punishments, however, 
are symbolic, such as prestige or esteem. An example would be a child 
wanting to please a teacher in order to hear her say, 'Tou're a very good 
student." 

Wheeless et al. (1983) take a much broader view of power. They reduce 
French and Raven's five bases into three larger, broader categories. The first 
of these categories is called expectancies and consequences. What is at issue 
in this category is not whether or not the agent has the right or expertise to 
make the request. What is important is that the actual request takes the 
form of a threat or a promise. The second category is called relationships and 
identification. This is similar to French and Raven's referent power in that 
the primary basis for the request is that the target and the agent have a 
certain relationship that forms the basis for the compliance-gaining attempt. 
The last category is called values and obligations. The primary concern in 
this category is that the target is invoking the agent's obligations or sense of 
right and wrong. 

Another way of conceptualizing power is through the locus of control. 
This focus considers the individual's perceptions of him or herself, unlike that 
of French and Raven in which the target's perceptions of the agent "creates" 
the power. A locus of control can be categorized as either internal or external. 
Internal locus of control means that the person feels that he/she has power to 
control what rewards and punishments are received. The person may believe 
that feeling good or feeling bad are sufficient reasons for complying or 
refusing. An externally controlled person believes that rewards and 
punishments are given by others or through luck or fate. He/She has no 
personal power to affect the way things happen and no internal motivation to 
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refuse or comply. An external locus, then, means low personal power, and 
internal locus means high personal power (Goodstadt & Hjelle, 1973; 
Wheeless et al., 1987). 

While these concepts can be easily linked to interpersonal relations, 
they can have applications in the international arena. For instance, a small, 
weak nation may believe that it is externally controlled because it lacks the 
physical and financial resources of the larger superpowers. A superpower, 
however, may have a more internal locus because it has such resources as 
capital, a large arnjy, and nuclear weapons. With these resources, it could 
easily force other nations to comply by relying both on rewards/threats and 
legitimate power and, in turn, can successfully refuse to comply with requests 
made by less powerful states. Extremely militant and nationalistic states 
such as Iraq, Serbia, or Bosnia might also have an interned locus because of 
their solidarity and loyalty to the state. This sense of national worth and a 
dedication to sovereignty may cause these states to refuse to yield to other, 
possibly more powerful, nations. Bending to the will of another nation might 
constitute admitting that their nation was wrong and unable to maintain 
control over their own behaviors. This idea is in part supported by a study by 
Lutzker (1960), who examined the effects of internationalism on the subject's 
competitiveness. He found that the more nationalistic a subject was, the 
more likely he or she would be to compete with a partner and not to 
compromise or allow the partner to win at the game. 

Two perspectives of defining power that are very different from those 
listed earlier are the structuralist and socialization perspectives. Both of 
these perspectives have been used mostly to study the differences in the 
exercise of power by men and women in organizations (Schlueter, Barge, & 
Blankenship, 1990). The structuralist perspective holds that these 
differences in power result from the organizational hierarchy. One's position 
in the organization determines how much power one has and the methods 
available to exercise that power. Since women tend to work mainly in lower-
level positions, they have less power than men and fewer methods for 
exercising that power (Schlueter et al., 1990). 

The socialization perspective argues that the power differences are due 
to the ways men and women are socialized and taught "acceptable" roles and 
behaviors. Men are taught to be competitive, independent, and task-oriented. 
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Women learn to be supportive, noncompetitive, and relationship-oriented. 
Therefore, men are seen as having more power because they are more 
dominant, more aggressive, and less likely to be interested in relationships. 
Women are seen as less powerful because they focus more on cooperation and 
less on competition (Schlueter et al., 1990). For both perspectives, the power 
appears not to be a product of one's self, but of an external agent, either the 
organization or society in general. 

How these two perspectives could relate to international relations is 
more difficult to see. If one were to take a structuralist view of national 
power, the structure of the United Nations and of international politics in 
general would be two units of analysis. The United Nations Security Council 
is structured so that only five nations have permanent status. The remaining 
ten seats are allotted on a rotating basis, meaning that only five nations have 
a continuous voice in Security Council matters. Those five nations also have 
the power to veto Security Council resolutions, which gives them more status 
and power than the other nations in the sense that they can kill any 
resolution that does not suit their desires or interests. It is not necessarily 
their resources that give them such power; it is the structure of the Security 
Council. 

To take a socialization perspective would be more complex and 
probably less accurate. One might make the argument that some nations 
have been socialized through their culture to be more passive and less 
argumentative and judgmental. These nations may appear less powerful 
because their cultures place a value on cooperation and harmony. They may 
choose to go along with another nation's requests simply to avoid 
confrontations. Another way socialization may play a role in international 
relations is that some nations may have a tradition of conflict with another 
nation or a tradition of viewing another nation as an ally or enemy. For 
instance, because of a common heritage, Russia refuses to take hostile actions 
against the Serbs in the region of the former Yugoslavia; their cultural ties 
dictate loyalty to other Serbs even in the face of anger from nations which do 
not agree with the Serbian actions. 
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Power and International Relations 

While the previous studies have examined power from an interpersonal 
perspective, the concept of power does play an important role in international 
affairs. The basic definition of power remains the same in this context: the 
ability to influence someone (a nation) to behave in a way they ordinarily 
would not. Another definition is offered by Brucan (1971): "[T]he ability to 
accomplish a nation's aims, whether to control or influence other nations or to 
protect its own interests" (p. 146). As with interpersonal actions, power is 
also the primary reason for actions between nations, whether it be political or 
economic interactions or even warfare (Morgenthau, 1967; Rothgeb, 1993; 
Taylor, 1979). What differentiates the interpersonal level from the 
international is the way that power is operationalized or identified. 

Power at the international level has widely been identified by the 
presence or absence of several key factors. However, as in the interpersonal 
realm, these factors are disputed. Morgenthau's (1966) definition of national 
power is probably the most well-known among political scholars. He 
identifies seven key components that make up a nation's power. The first is 
simply the geography of the state itself. This term encompasses not only the 
size of the landmass, but also its location in relation to other nations (both 
allies and enemies) and to trade routes, and the nature of its borders. A 
nation's size is important, because, generally, larger nations have more 
resources, greater populations, and a larger economic base. The location is 
important for trade and for maintaining security. The types of borders are 
also important for security. A nation with borders that are too large or too 
geographically difficult to defend adequately (e.g., open plains or sandy 
beaches) will have a hard time protecting itself from invasion from other 
nations. In order to be potentially powerful, then, a country should be large 
enough to provide its own resources and to develop a good economic base, be 
located near allies and trade partners, and have borders that it can easily 
defend. Greene (1966), Taylor (1978), and Thompson (1990) also include 
geography as an important feature of national power. 

The second component Morgenthau mentions is national resources. 
This term refers not only to raw materials that a state may possess such as 
timber, iron, or coal, but also to the state's ability to produce enough food to 
feed its population adequately. Raw materials are important for producing 
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goods for both civilian and military use. A surplus of raw materials can also 
be used to establish trade with other states. While few nations possess 
enough raw materials and food to be totally self-sufficient, a strong nation 
must be able to supply enough of the essentials so that it will not have to rely 
solely on another nation's cooperation to secure necessities. If one state is 
totally dependent on another for a basic necessity such as wheat, rice, or iron, 
warfare or a collapse in trade relations with the supplier would leave the first 
state in a dire situation. Brucan (1971), Greene (1966), Rothgeb (1993), and 
Thompson (1990) all agree that sufficient raw materials and food supplies 
are important components of national power. 

The third determinant of state power according to Morgenthau is 
industrial capacity. This means that a nation not only has raw materials but 
is also able to transform those materials into finished goods. A finished good 
can be as basic as a sofa or a car, or as high-tech as a computer or a nuclear 
weapon. These goods can be for internal consumption or foreign trade. A 
strong industrial base is primarily needed in order to create a strong economy, 
both in terms of domestic consumption and foreign trade. The industrial 
capacity is also closely linked to a nation's military capabilities, which is 
essential for national security (Brucan, 1971; Rothgeb, 1993; Thompson, 
1990). 

The fourth item Morgenthau mentions is military preparedness. This 
not only refers to the number and types of weapons available, but also to the 
size and training of its military forces, the quality of its military leadership, 
and the ease with which the troops and equipment can be mobilized. These 
factors, of course, are necessary for defending against attacks. Bruncan 
(1971) and Thompson (1990) also acknowledge the need for a well-prepared 
and a well-led military force. 

The fifth component Morgenthau mentions is the nation's population. 
Not only is a large population important for providing a state with a solid 
economic and military base, but the characteristics of the population are also 
important. For instance, the population's education level is important for 
predicting the quality of its technological and political capabilities. The age 
of the majority of citizens is also a factor. Is it a nation of elderly people, of 
children under the age often, or a nation of middle-aged citizens who are still 
productive members of the economy and military? The distribution of the 
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population is also important. Is the entire population confined to a few large 
cities along the coast, leaving the other three borders relatively unsecured and 
the land under-utilized? Or is the population so widely scattered that it would 
be difficult to mobilize troops for warfare or to provide adequate centralized 
leadership? Brucan (1971) also refers to the importance of considering a 
state's population in terms of both sheer numbers and in terms of specific 
demographic characteristics. 

The sixth essential part of power listed by Morgenthau is what he calls 
the national character. This is a very difficult concept to conceptualize. In 
describing this concept, Morgenthau notes that "...certain qualities of intellect 
and character occur more frequently and are more highly valued in one nation 
than another" (p. 122). For instance, nations may value such concepts as 
military strength, democratic elections, a highly-educated population, or 
military conquests. Morgenthau notes that these mindsets are important to 
consider when one is addressing the power or strength of a nation. He uses 
the case of Germany after World War I to illustrate his point. The war itself 
and the Treaty of Versailles left Germany with a devastated economy, no 
significant military, a ruined agriculture, and a significantly smaller number 
of able-bodied young men. Morgenthau believes that most nations would have 
been utterly destroyed by such conditions. However, because Germany had a 
national character that valued hard work, highly intellectual citizens, 
scientific achievement, and military strength, it was able to rebuild its 
national economy and its military in the space of a few decades. In fact, 
Germany emerged strong enough to invade neighboring countries and remain 
strong during a second World War (Morgenthau, 1967). By looking at this 
example, then, one can see the importance of analyzing a nation's mindset 
when attempting to evaluate its strength. 

The final characteristic of national power that Morgenthau mentions is 
similar to national character and is called national morale. Like national 
character, it is a nebulous concept to identify and define. Morgenthau 
describes it as the satisfaction a nation has for its current leader(s) and 
current political system. A state whose population does not support its 
leader or political system would be considered weak because it would be fairly 
easy for another state to take over by promising a new leader and a new way 
of life. This concept is also important when considering a state such as the 



United States that provides an efficient, legal way of changing leadership. 
For example, when a new president is elected, the political system is 
temporarily weak because the political figures have not had the time to secure 
fully the cooperation of state governors, veteran Congressmen, and even 
military leaders. The new president may not be able to have Congress 
approve his foreign policies. This may be a key time for another nation to 
violate a treaty or attack an American ally because it feels the American 
president has not had sufficient time to secure the cooperation of Congress to 
approve military action against the hostile state. Brucan (1971), Greene 
(1966), and Thompson (1990) also agree that a nation needs strong political 
cohesion and the support of its population in order to be strong. 

Several other political scientists have added on to Morgenthau's list of 
seven components. Greene (1966) includes communication networks (internal 
and external) and alliances as measures of power. Brucan (1971) includes 
nuclear capabilities, the quality of diplomats, membership in international 
organizations or regional blocs, and a state's international prestige as further 
measures of a state's power. A nation's scientific capabilities are also an 
important measure, since these capabilities can produce weapons, 
communications technology, and medicines for a healthy population (Brucan, 
1971; Thompson, 1990). 

Regardless of the way one conceptualizes power at the international 
level, it is important to realize that power is a perception, just as it is at the 
interpersonal level. It is also a relative concept. A nation may appear 
powerful until it is compared to another nation with more resources, better 
weapons, and a stronger government. Finally, power is also not a stable, 
given fact. A nation's power, like an individual's power, can change over time. 
A prime example is England. While this country has nuclear capabilities and 
is a member of several powerful alliances, it no longer has the vast colonies or 
superior navy it once had; its power has declined over time. Power is also not 
a constant in the sense that it exists primarily as a potential. As Taylor 
(1978) notes, just because a nation is large and has a large population and a 
large army does not mean it is a powerful nation. It is not the resources 
themselves that matter so much as the manner in which they are or are not 
utilized. Japan is a good example. This nation is tiny and has very few 
natural resources and a relatively small army, but its economic and 
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technological strength places it among the most powerful nations today. It 
knows how to utilize its largest resource, a skilled and highly educated 
population, to the fullest potential. Many African nations, on the other hand, 
have large populations and territory, but the populations are poorly educated, 
ill-fed, and in a state of political uncertainty; very few would call such nations 
powerful. 

In sum, power at both the international and interpersonal level can be 
defined and studied from several angles. It can be seen as a product of 
external forces such as the socialization process or an organization's 
structure, from the perspective of the target, or from the agent's own 
perceptions about the amount of control he/she has. The important thing to 
remember is that at both levels power is a potential, changing resource that 
relies on another's perceptions in order to exist in actuality. The next section 
will examine the concept of compliance-gaining, one of the most common uses 
of power. 

Compliance-Gaining Conceptualization 

Like power, compliance-gaining has been conceptualized in several 
different ways. Wheeless et al. (1983) provide a good definition of 
compliance-gaining: "[A] verbal message unit that explicitly or implicitly 
proposes a behavior and provides a reason or inducement through using a 
power basis that has potential control over behavior that would otherwise not 
occur" (p. 114). In this definition is the concept of power; however, power and 
compliance-gaining are not the same. The compliance-gaining message is a 
way of verbalizing the agent's power, which would still exist without a 
message being sent. The two broadest ways of describing compliance-
gaining are the types of messages used and the features of the situations 
themselves. The message typologies will be discussed first. 

Compliance-Gaining Tvpologies 

A very simple and broad way of defining compliance-gaining techniques 
is to classify them in terms of social desirability (Johnson, 1992; Marwell & 
Schmitt, 1967; Richmond et al., 1987; Roach, 1991;). As Sorensen, Plax, and 
Kearney (1989) describe, compliance-gaining attempts can be seen as anti-
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social or pro-social. Pro-social methods are those that are helpful in that they 
focus on rewards and/or redirecting the negative behavior. The benefits from 
compliance are shown. Tlie tai-get is not labeled as bad or immoral. Such 
methods include promises, liking, positive self-feeling, or altruism. Anti
social methods focus on punishment or labeling the targets as bad or 
immoral. These tactics include such methods as threats, aversive 
stimulation, moral appeals, and negative altercasting. 

One of the earliest attempts to define specific methods of gaining 
compliance was by Marwell and Schmitt (1967). These two researchers 
created a list of sixteen common compliance-gaining methods people use. 
These methods were drawn from subjects' responses to four situations 
described in a questionnaire. The situations were related to work, family, 
sales, and friends. Subjects were asked to respond as to how they would 
attempt to gain the other person's compliance in each situation. The resulting 
methods ranged from controlling resources through rewards and punishments, 
to appeals to the target's values, morals, and obligations. 

Falbo (1977) also created a typology of compliance-gaining strategies. 
This list is similar to that of Marwell and Schmitt but does include some 
modifications. This list was created from undergraduate students' essays 
written on the topic "How I got my way." Threat and punishment appear on 
this list, as do emotional appeals. New categories created include simply 
stating the request, appealing to reason, hinting, and using deceit. Like the 
categories of Marwell and Schmitt, control of resources as well as 
psychological and emotional appeals appear. 

Another typology was created by Kearney, Plax, Richmond, and 

McCroskey (1984). This typology was created to describe how teachers 

attempt to control their classrooms. Again, many of the strategies described 

are similar to those of Marwell and Schmitt. However, several strategies 

were inductively derived from the classroom situation. These include teacher 

modeling and teacher/student relationships (both similar to Kelman's 

identification power base), expert teacher (similar to expert power), and 

teacher feedback, in which the teacher attempts to gain compliance by 

justifying the request as a way to assess the student's abilities and problem 

areas. 
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Sawyer and Guetzkow (1965) examined compliance-gaining in the 
diplomatic field. According to their studies, diplomats have three major 
compliance-gaining options available to them. Each of these options relies on 
the diplomat convincing the target that compliance is in the target's best 
interest. The first option is based on intrinsic interests. The diplomat 
informs the target that compliance will have direct benefits to the target. The 
second option uses second parties. The diplomat makes it known that failure 
to comply will result in a second party doing something to harm the target. A 
clear example of this option would be the threat of a military strike or an 
embargo of military equipment. The final option is based on norms, values, 
and opinions. The agent tells the target that compliance will bring about the 
approval of other nations, or that compliance is in accordance with 
international law or an organization's charter. In all three of these options, 
the agent shows the target how compliance will be beneficial to the target. 

Leng and Wheeler (1979) also examined compliance-gaining tactics 
used by diplomats. They studied historical accounts of international 
diplomacy, as well as conflict behavior literature, and found that four main 
types of strategies emerged. The first was called bullying. Here, the agent 
begins with a threat and continues to escalate the severity of the threats until 
the target complies absolutely. Leng and Wheeler's research suggests this 
strategy should be avoided, since this tactic results in war more often than 
the other strategies. The second strategy was called reciprocating. In this 
case, the agent begins with a positive inducement or response, and then 
makes their next move based on the reactions of the target. If the target is 
cooperative, the agent will respond in kind. If the target refuses to comply or 
is hostile, the agent's next move will also be aggressive. The third method is 
called appeasing. Here the agent begins with a positive inducement and 
continues to increase the reward if the target fails to comply. This may be 
seen as a type of bribery and often makes the agent appear weak. Leng and 
Wheeler argue that this strategy should only be used with a significantly 
weaker target that would not see the strategy as a sign of the agent's 
weakness. The final strategy is called trial-and-error. In this instance, the 
agent knows very little about the target or the situation and has few, if any, 
preconceived ideas as to how the target will react. The agent, then, simply 
adjusts his or her strategies based on the response of the target. Tactics that 
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are met with a positive response, whether they are threats or promises, are 
repeated; those that fail are no longer used. 

The studies of Leng and Wheeler (1979) and Sawyer and Guetzkow 
(1965), while meant to apply to the international arena, are similar to 
findings found in the area of interpersonal studies. For instance, the three 
categories of Sawyer and Guetzkow are very similar to the three power 
categories of Wheeless et al. (1983): expectancies/consequences, 
relationship/identification, and duty/obligation. The tactics created by Leng 
and Wheeler are very similar to those found in such interpersonal studies as 
those of Marwell and Schmitt (1967), Falbo (1977), and Kearney et al. (1984). 
Such similarities in specific tactics suggest that compliance-gaining attempts 
made between nations and between individuals may rest on very similar 
conceptual grounds . 

Situational Differences 

Another way of studying compliance-gaining methods is to examine the 
actual situation and its effects on the choice of message. Several situational 
factors influence the choice of compliance-gaining message, including the 
nature of the relationship between actors, the potential obstacles to 
compliance, and the nature of the actors themselves. 

The nature of the relationship between the agent and the target can 
influence the agent's choice of strategies. Miller, Boster, Roloff, and Seibold 
(1977) suggest that agents in an interpersonal relationship (one-on-one) use 
different tactics than those in a non-interpersonal relationship (concerned 
with influencing many). The duration of the relationship also influences tactic 
choice. Non-interpersonal situations were most likely to involve use of 
expertise, reward, logical arguments, and activation of commitments. Miller 
et al. attributed this to the fact that non-interpersonal relationships are often 
not strongly developed. Interpersonal relationships use more "friendly 
persuasion" (p. 48), such as liking and self-feeling. This is probably due to the 
fact that the relationships are stronger and have more value to the actors. 
Long-term consequences situations involve the use of rewards, activation of 
commitments, liking, promise, and altruism. Again, positive methods are 
used more often because the relationship is expected to last longer, and 
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negative feelings might hinder the relationship. Short-term consequences 
vary greatly in uses, with liking being the only tactic used in both inter- and 
non-interpersonal situations. 

Examining potential and actual obstacles in the situation provides 
another way of predicting compliance-gaining methods. According to Francik 
and Clark (1985) the major obstacles to any compliance-gaining effort are an 
unwillingness and/or an inability to comply on the part of the target. K the 
likelihood of there being an obstacle is high, the researchers suggest that an 
indirect request ("Did you happen to read the article about the lecture?") or 
conditional but specific request ("Did you happen to read this morning paper 
and see what time the lecture would start?") would be used. Both forms allow 
for the agent to make polite requests, thus helping to put the target in a good 
frame of mind. The requests also allow the target to save face by providing a 
way out of the request if he/she chooses not to comply or is unable to. If the 
likelihood of an obstacle is low, the agent will use more specific and direct 
request ("What time is the lecture tonight?"). 

While Francik and Clark's study was conducted at the interpersonal 
level, a link can be made between this study and international relations. For 
instance, a nation with high power would probably be expected to offer greater 
resistance, mainly because they have the material and capital resources to 
resist. Therefore, one might expect for requests made of a high power state to 
be phrased in a more indirect or conditional manner. Weaker nations may 
lack the resources to resist an international request. The resistance would be 
expected to be low. These requests, then, might be made in a more direct, 
specific manner. 

Another type of situational obstacle suggested by Lim (1990) is the 
amount of resistance the target offers. Lim states that the verbal 
aggressiveness and thus the amount of anti-social tactics will increase as the 
agent is confronted with strong resistance. This change in tactics also comes 
about more quickly when the agent faces strong, rather than weak, resistance. 
For instance, if the target initially responds the the agent's request with a 
response such as, "I don't have to if I don't want to," the agent may respond by 
demanding that the target respond or face punishment. If, however, the 
target responds with a series of polite refusals, the agent will be less likely to 
resort to threats of punishment. 

15 



An example of Lim's research might be found in the international 
arena. For instance, the United States recently wanted Japan to allow more 
American products into its market. The U.S. first appealed to the concept of 
fair trade in order to get Japan to comply. When that appeal failed, the U.S. 
called for a summit between the two nations to discuss the issue further. 
When these talks seemed as if they would fail, the U.S. threatened to place an 
excessive tariff on Japanese imports. This final action came after months of 
talks and was used after it seemed that all other methods had failed. 

The nature of the actors also helps determine which tactics are likely to 
be used. How strongly one believes in his or her cause can be one determinate 
of compliance-gaining behavior. Roloff and Barnicott (1979) and Druckman 
(1967) studied how dogmatic people make requests. Roloff and Barnicott 
observed that highly dogmatic people were more active than most people in 
their compliance-gaining efforts, and that they use more pro-social tactics. 
When the target refuses, however, the highly dogmatic person will use more 
threats and aversive stimulation than psychological force. Low dogmatics 
were less active and used smaller variety of tactics, perhaps because they 
were less committed to their cause. Druckman (1967) found similar results 
and also noted that highly dogmatic people were less likely to compromise 
their positions. 

The position of both the agent and the target in an organization can 
influence the compliance-gaining methods used. Kearney, Plax, Sorenson, and 
Smith (1988) studied experienced and prospective/inexperienced teachers' 
reported use of various compliance-gaining techniques in the classroom. In 
this study, experienced teachers could be assumed to have higher status than 
the newer teachers. Experienced teachers reported a greater variety of 
tactics, suggesting greater flexibility and a greater awareness for the severity 
of the possible situation. Prospective teachers reported fewer options, and 
most of these options were prosocial. This evidence suggests that prospective 
teachers are less aware of the variety of situations they may encounter and, 
therefore, may be less capable of making appropriate and effective choices. 

A similar study by Roach (1991) compared graduate teaching 
assistants' (GTA's) uses of compliance-gaining methods to those of professors. 
Here, the professor would be seen as having a higher status and more power 
in the organization. Roach found that GTA's used compliance-gaining tactics 
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more frequently than professors, especially appeals to authority and rules. 
Roach explains this by stating that GTA's may be seen by their students as 
less credible and having less authority than a professor. Since their methods 
carried less weight, GTA's must use their methods more frequently to achieve 
their goals. Similar to the Kearney et al. (1988) study. Roach also found that 
GTA's (the less-experienced teachers) used a smaller variety of tactics than 
the more-experienced professors. 

Finally, several studies have examined how people in organizations 
make requests to others with similar, more, or less power than themselves. 
When making requests of people with more power than themselves, agents 
report using expert power, self-esteem methods, self-presentation, and logical 
arguments (Fung, 1991; Kipnis et al., 1980; Richmond et al., 1984; Rim & 
Erez, 1980). To influence those with the same status as themselves, agents 
were more likely to state the request simply, offer exchanges for compliance, 
use personal influence, personal sanctions such as refusing to work with the 
target, and rational arguments (Kipnis et al., 1980; Rim & Erez, 1980). The 
final category was methods used to influence people with less power or status 
than the agent. Research indicates that the most frequently used tactics 
include administrative sanctions, demands, appeals to authority and 
personal responsibility, and rewards (Fung, 1991; Kipnis et al., 1980; 
Richmond, McCroskey, & Davis, 1984; Rim & Erez, 1980). The results of all 
of these studies suggest that as the agent's actual or perceived power and 
status over the target incj'eases, the more anti-social and direct the requests 
become. 

These final studies, while conducted in the business realm, have 
possible applications in the international realm. Nations with a higher 
status in the United Nations and/or greater economic and military power may 
be treated differently. Requests aimed at these nations may be less anti
social than those aimed at nations with little military or financial resources 
and without the veto power in the United Nations. 

17 



Politeness. Power, and Compliance-Gaining 

While many researchers have studied the relationship between the 
power of the actors and the type of compliance-gaining strategy used (Fung, 
1991; Johnson, 1992; Kip lis et al., 1980; Richmond et al., 1984; Rim & Erez, 
1980; Schlueter et al., 1990), relatively few researchers have considered the 
concept of politeness in compliance-gaining attempts. Specifically, few have 
studied the relationship between the powers of the actors and the degree of 
politeness with which the request is made. 

One study was conducted by Miller (1982). In this study. Miller 
examined the amount of politeness used in forming requests to a person of 
higher and of lower power, as well as to a person who was a close friend and to 
one who was merely an acquaintance. Miller believed that more types of 
compliance-gaining techniques would be used with targets of lower power and 
with targets who were only acquaintances. The results indicate that this 
h5T)othesis held true. However, Miller did note that with six of the Marwell 
and Schmitt (1967) tactics used in this study (debt, moral appeal, positive 
and negative altercasting, and positive and negative self-feeling), the agent 
has less freedom. The agent can only choose whether or not he or she will 
utilize them; there is no degree of severity or politeness with these tactics as 
there is with such methods as threats or promises. Miller then suggests that 
the influence of power on the implementation of the strategy, not the 
frequency of its use, should be a key research concern. Specifically, he states 
that based on previous power research, it is likely that the severity of the 
message will be inversely related to the power of the target. 

This assumption has interesting implications for international 

relations. If it is true, then one could logically assume that UN resolutions or 

other compliance-gaining tactics aimed at a high-power nation would be 

worded differently than a similar request made to a non-superpower state. 

While the message may be in the form of a threat for both targets, the one 

aimed at the superpower would probably be phrased in a less direct, more 

diplomatic manner so as not to offend a target that could cause potential 

military or economic harm to the agent. The risk of such harm would be less 

from a non-superpower. 
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A second, more in-depth study of politeness and compliance-gaining 
was conducted by Baxter (1984). In this study, Baxter examined the five-level 
politeness typology of Brown and Levinson (1978). This typology defines five 
major "suprastrategies" (p. 432) of compliance-gaining methods and then 
rates them on the degrees of politeness they represent. The first 
suprastrategy is composed of the two types of face-threatening actions-
positive and negative face threats. The negative face threats include such 
things as orders, commands, threats, reminders, and dares. These all, as 
Baxter states, function to "serve to constrain the target's autonomy of action" 
(p. 432). Positive face threats are expressions of out-of-control emotions, 
blatant non-cooperation, and irreverence. This first suprastrategy is seen as 
being the least polite because these methods "sacrifice politeness" (p. 439). 

The second suprastrategy is called bald-on-record directness. This 
means that the request is simply stated in a direct manner. This 
suprastructure is seen as more polite than the first because it does not 
threaten the target's face, but is less polite than the following suprastructures 
which actually attempt to save the target's face. The target is not threatened 
by the agent, but he or she is also not given an actual choice. An example 
would be saying, "Close the door," instead of, "I would like it if you would close 
the door," or even, "Isn't it cold in here?" 

The third suprastrategy is called positive politeness. This category 

contains the strategies which attempt to portray the target in a favorable 

light and as one who has something in common with the agent. Such tactics 

might include showing empathy, giving a gift, or complimenting the target. 

This third level is seen as fairly polite, but it is still less polite than the 

fourth because the target must value the agent's opinions and beliefs in order 

for the method to work. 

The fourth suprastrategy, however, does not rely on the target's positive 

perceptions of the agent. This category is called negative politeness and 

consists of methods such as using conventionalized politeness gestures, 

expressing hesitancy on infringing on the target's freedom of action, 

minimizing the magnitude of the request, or providing an option of non

compliance. This suprastructure is seen as more polite than the third 

because it allows the target to save face regardless of how he or she feels 

about the agent. 
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The final suprastrategy consists of "off-the-record suggestion of the 
behavior" (p. 439). This means that the agent makes the request in the form 
of a hint. This suprastrategy is seen as the most polite because the target is 
never directly confronted and can easily save face. An example would be 
saying, "It's really cold in here," instead of, "Please shut the door." If the 
target chooses not to comply, the choice can be justified in such ways as 
saying, "I didn't know you were talking to me," or "I didn't realize you wanted 
me to do something about it." Such justifications do not make the target look 
as if he or she was being uncooperative or rude by not complying, and the 
target's face is saved. 

Baxter (1984) attempted to discover if there was a relationship 
between the agent's sex, the intimacy of the relationship, the power 
relationships, and the degree of politeness. The most important finding for 
the current proposal was that agents in high-power situations were more 
likely to use face-threatening tactics. It stands to reason that low-power 
targets would be more likely to receive face-threatening requests. This study 
has interesting implications for international relations. If Baxter's study 
were to hold true for nations as it does for people, one might assume that 
superpowers would be more likely than non-superpowers to use face-
threatening techniques. Superpowers would also be less likely than non-
superpowers to receive face-threatening requests. 

Several researchers in both the political science and communication 
fields have acknowledged that the concepts of face and politeness do exist in 
international as well as interpersonal relations (Chilton, 1990; Leng & 
Wheeler, 1979; Oliver, 1952; Sawyer & Guetzkow, 1965). One researcher, 
Chilton (1990), even used Brown and Levinson's politeness scales and 
categories to examine the language of speeches made by Gorbachev and 
Reagan during the 1987 INF Treaty negotiations. In these speeches, 
Gorbachev and Reagan were speaking not as individuals, but as 
representatives of nations. Chilton discovered that the Brown and Levinson 
scale worked as well for analyzing international interactions as it does for 
interpersonal interactions. While the scale was only applied to one specific 
international setting, it seems logical that it could apply to more diverse 
international interactions such as United Nations Security Council meetings. 
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Summary 

Current research in interpersonal and organizational behaviors shows 
a strong link between the relative power of actors and the degree of politeness 
used in compliance-gaining attempts (Baxter, 1984; Brown & Levinson, 
1978). The selection of tactics is also greatly affected by the power 
relationship of the individuals (Fung, 1991; Johnson, 1992; Kipnis et al., 
1980; Richmond et al., 1984; Rim & Erez, 1980; Schuleter et al., 1990). While 
the majority of power and compliance-gaining research by communication 
scholars has been conducted in the areas of organizational and interpersonal 
communication, the area of international relations has remained relatively 
unstudied. Political scientists have suggested that nations have 
characteristics similar to those of individual actors, suggesting that current 
communication research might be applicable to the study of international 
relations. Further research needs to examine the relationship of power and 
compliance-gaining specifically in the international arena to see if existing 
interpersonal concepts and theories can be applied, or if new frameworks for 
researching those concepts need to be created. 
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CHAPTER III 

RATIONALE 

The purpose of this research is to examine how nations attempt to gain 
the compliance of other nations through the creation of United Nations 
resolutions. Information gathered from this study could provide a 
springboard for future research into international relations. In particular, 
future research could investigate which of the tactics and/or power bases used 
resulted in the greatest success rate. Such information would not only add to 
the current understanding of power and compliance-gaining situations, but 
could also be used to create resolutions that would be the most effective in 
stopping and preventing hostilities between and among nations. 

As nations become increasingly interdependent, the frequency of 
interactions between and among nations increases. These interactions can be 
of a cultural, political, scientific, or educational nature. The majority, though, 
are compliance-gaining situations. Nations make requests or demands of 
each other on almost a daily basis. The requests may take the form of trade 
negotiations, peace treaties, requests for military or humanitarian aid, or 
demands for ending military hostilities. The situation which often involves 
the greatest number of interactions is the last of these. When states attempt 
to end hostilities, they most often use the United Nations as the public forum 
for making requests or demands of another nation or nations. 

The United Nations is increasingly becoming involved in local, regional, 
and international hostilities, either through the issuance of resolutions or the 
creation of peacekeeping troops (Roberts & Kingsbury, 1994). Because the 
United Nations is increasing its involvement in international affairs and 
because so many nations have the potential for being affected by this 
organization's decisions, the actual decisions of this institution merit study. 
Specifically, the resolutions created by the Security Council of the UN 
deserve special study, since they are the documents through which the United 
Nations and, symbolically, the world attempt to gain the compliance of 
various nations. A resolution is created whenever a situation arises that 
could lead to military conflict within a state or between two or more states. 
Such situations could include a state supporting international terrorism or 
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illegal arms sales, a build-up of military forces along a border, or the practice 
of genocide within a territory. Any nation can bring the situation to the 
attention of the Security Council, which may create a resolution if the Council 
members determine that the situation poses a clear threat to international 
peace and stability. The resolution is a statement of the Security Council's 
views of the situation and the behavior it and, often, the international 
community as a whole expects of the target state, such as a withdrawal of 
troops or a tighter policy against terrorism. 

Before continuing with a description of the exact nature of this present 
research, one major distinction needs to be made. How do the compliance-
gaining attempts of the United Nations Security Council differ from those of 
individuals or business organizations? It is true that the UN is composed of 
individual diplomats and world leaders trying to influence other diplomats 
and world leaders. There is, however, a fundamental difference. At the purely 
interpersonal level, each agent and target represents and acts for him/her self. 
At the diplomatic level, however, the individuals participating in the 
compliance-gaining effort are representing thousands or millions of others. 
What they do and say not only affects themselves, but also the lives of their 
fellow nationals and those of other states. The lives, needs, and desires of 
many other people must be taken into account. 

Another major difference between nations and individuals or 
businesses is the concept of sovereignty. Sovereignty is a right protected by 
international law and means that a nation has complete control of its 
internal activities and, to a lesser degree, its dealings with other nations. 
Under international law, another state may not interfere in the internal 
happenings of another state under most circumstances (Von Glahn, 1992). 
Therefore, when a nation or nations attempt to force another to comply, they 
must do so carefully and in limited ways so as to avoid breaking international 
law. They must also act cautiously to avoid offending not only the target 
nation, but also the target's allies. While businesses and individuals are 
often concerned about not offending others, they do not have the same 
sovereignty as nations and, therefore, have a wider range of options available 
to them. 

A final difference between international and organizational or 
interpersonal relations is the consequences of the interaction. The results of 
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international relations are of a far greater scale. A bad negotiation between 
companies may result in slightly higher prices or some difficulty in obtaining 
goods or services. Inept compliance-gaining attempts at the interpersonal 
level usually, at worst, result in the loss of a friend. A failed compliance-
gaining attempt at the international level, however, can result in bloodshed, 
the destruction of a nation, and bitter feelings between nations and continued 
hostilities that can last for generations. It is important, then, to understand 
how nations attempt to influence each other in order to discover which 
methods allow for the smoothest, most effective interactions. 

The purpose of this study is to examine the compliance-gaining tactics 
of the Security Council to determine if the power of the target state has an 
influence on the tactic, the power base, and the degree of politeness used in 
the resolution. Previous research in interpersonal and organizational 
communication indicates that the status of the target affects the choice of 
tactic used and the power base used (Fung, 1991; Johnson, 1992; Kipnis et al., 
1980; Richmond et al., 1984; Rim & Erez, 1980; Schuleter et al., 1990). 
Therefore, the following research questions are posed: 

RQl: How does the power status of the target nation affect the 

compliance- ginning tactic used? 

RQ2: How does the power status of the target affect the power base 

used? 

RQ3: How does the power status of the target nation affect the degree 
of politeness used in the compliance-gaining attempt? 

In order to determine if the power status of the target actually has an 

affect on the way the compliance-gaining attempt is made, it would be useful 

to consider which tactics and bases of power are used the most by the Security 

Council overall. A simple frequency count might reveal that the Security 

Council uses one tac-tic or power much more than another, so the use of a 

tactic or power on a country may simply be due to the fact that the tactic or 

power is the preferred method. Therefore, the following questions should be 

asked: 

RQ4: Which compliance-gaining tactics are used most often? 

RQ5: Which power bases are used most often? 
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Views of the United Nations' legitimacy and expertise as a law-making 
body and of its ability to enforce its policies have changed over the years. The 
role of the UN has also begun to change to that of an organization concerned 
with using military actions to enforce its resolutions (Luard,1994; Ratner, 
1995; Roberts & Kingsbui-y, 1994; Sutterlin, 1995). To determine if the 
decade in which the resolution was written may have affected the way it was 
written, the last two research questions are asked: 

RQ6: Does the time period have any effect on the frequency of power 

categories demonstrated? 

RQ7: Does the time period have any effect on the frequency of the 

tactics used? 
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CHAPTER IV 

METHOD 

Samples 

Data were collected from the resolutions that were passed by the 
United Nations Security Council in three time periods: the first decade of the 
UN's existence (1945-1955), the height of the Cold War era (1960-1969), and 
the post-Soviet era (1989-present). These three time periods were chosen 
because the dynamics of the international scene were very different, and the 
United Nations itself underwent changes and was viewed differently in each 
of those periods. By choosing resolutions from a variety of time periods, any 
changes in the use of power, politeness, or compliance-gaining tactics over the 
years can be examined. From each of those decades, every third resolution 
was chosen. Resolutions that were aimed at an international organization 
were excluded, since determining the power of that target would be too 
difficult. Resolutions that were not compliance-gaining attempts, such as 
those allowing for new states to join the UN or issued as memorials for a 
prominent United Nations official who died, were also excluded. Because very 
few total resolutions were aimed at a superpower, all such resolutions were 
included to ensure an ample sample. A total of 55 resolutions was used. A 
list of the resolutions used can be found in Appendix A. From each of these 
resolutions, every compliance-gaining instance was examined and coded. The 
existence of a compliance-gaining instance was determined using the 
Wheeless et al. (1983) definition. An example of a compliance-gaining 
instance within a resolution can be found in Appendix B. A total of 177 
instances was used. 

Measures 

A total of three coders was used to help establish internal validity. The 
coders coded each compliance-gaining instance in terms of target status, 
power base used, politeness used, and tactic. Target status was defined as 
one of the five superpowers with veto power (China, Great Britain, the United 
States, the Soviet Union, France) or non-superpower (any other nation). 
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Individual compliance-gaming instances that were aimed specifically at both 
a superpower and a non-superpower were coded as a third category. 

Politeness was coded using the Brown and Levinson (1978) scale. 
Coders were aked to code the instances as belonging to one of five categories: 
negative face threats, bald-on-record directness, positive politeness, negative 
politeness, or hinting. Power bases were coded using the Wheeless et al. 
(1983) categories. Instances were placed into one of three categories: 
expectancies/consequences, relationship/identification, or values/obligations. 
Because very little research had been done to create compliance-gaining 
t3T)ologies for international relations, tactics were coded inductively in order 
to gain an accurate and complete description of the Security Council's 
behavior. Coders were asked to describe as best they could what the Security 
Council was doing in the resolution such as demanding a withdrawal of 
troops, reminding states of previously signed treaties, or asking for the state 
to cooperate with the United Nations. Similar actions were then grouped 
together and labled. A list of the tactics found is located in Table 1 in the 
results section of this paper. All coders were provided with copies of these 
scales for use in their coding. 

Overall intercoder reliability was established at 90% agreement. The 
percentage of agreement was also determined for each of the items: power 
category, politeness level, and tactic. Reliability for power category was 95%. 
For politeness level, reliability was established at 80%. Reliability for tactic 
category was 97%. 
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CHAPTER V 

RESULTS 

Table 1 reports the types of tactics that were found, as well as a 
definition for each category and the frequency of those occurrences. It can be 
seen that the category of Call, defined as a simple statement, appeared in 76 
out of 177 instances. The second most common tactic was Demand, defined 
as a direct order stated in a way that the target has no option other than to 
comply. This tactic appeared in 49 out of 177 instances. The remaining five 
categories occurred in relatively small and equal amounts, with the exception 
of Request, which occurred in 18 of 177 instances. 

Frequency counts were also run on the remaining variables of target 
status, power category, and politeness category. In the target category the 
vast majority of resolutions were aimed at non-superpowers, with 161 of the 
177 instances being aimed at non-superpowers. Superpowers were the target 
10 out of 177 times. Six resolutions were aimed at both a superpower and a 
non-superpower. In the power category, the overwhelming majority of the 
resolutions relied on values and obligations (151 out of 177). 
Relationship/Identification was the second most commonly used category (16 
of 177). Expectancies and consequences were used 10 out of 177 times. In the 
politeness category, the most commonly used level of politeness was negative 
face (80 of 177). Bald on record was the second most commonly used level, 
occurring 72 out of 177 times. Positive politeness and hinting were used 
relatively infrequently, occurring 14 and 11 out of 177 times, respectively. 
The category of negative politeness was not found. 

The first research question focused on the relationship between the 
status of the target and the type of tactic used by the agent. A frequency 
count revealed that the category of Call was most frequently used for non-
superpowers (75 out of 161). For superpowers. Calls were not used. Requests 
were used most often for superpowers (7 out of 10). Demands were the second 
most common tactic used for non-superpowers (49 out of 161). This category 
was not used with superpowers. The rest of the categories occurred 
infrequently for non-superpowers. They also occurred infrequently for 
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superpowers, with the exception of Threats, which were not used. These 
results are listed in Table 2. 

The second research question focused on the relationship between the 
target status and the power category used. Table 3 shows the frequency of 
power category use in regards to the three types of targets. For all targets, 
values and obligations were the most commonly used power category (8 of 10 
for superpowers, 138 for non-superpowers, 5 of 6 for both). The values and 
obligations were largely appeals to such concepts as peaceful conflict 
resolution, humanitarian assistance for civilians, and respect for the 
sovereignty of a nation. These values and obligations are often defined in 
terms of the principles set forth in the United Nations Charter and treaties 
that the target nation had signed, as well as international laws that bind all 
nations. Relationship/Identification and expectancies/consequences were 
used in almost the same amounts for non-superpowers (13 of 161 and 10 of 
161, respectively). Relationship/Identification was only used twice for 
superpowers, and expectancies/consequences was not used. 
Relationship/Identifcation power usually manifested itself in the form of a 
call or a request for the target state to cooperate with other parties involved 
in the situation or with United Nations observers and peacekeeping forces. 
Expectancies and consequences mainly involved threats of military force or 
embargoes. 

The third research question considered the relationship between the 
status of the target and the level of politeness used by the agent. Table 4 
reports these results. For non-superpowers, the majority of the compliance-
gaining attempts were phrased in a very direct manner, using either the 
negative face politeness level (79 of 161 attempts) or bald-on-record 
statements (61 of 161 attempts). The remaining two politeness levels, 
positive politeness and hinting, were used against non-superpowers in almost 
equal numbers (11 of 161 and 10 of 161 attempts, respectively). The most 
commonly used level of politeness with respect to superpowers was bald-on-
record, which was used 6 out of 10 times. Negative face was not used. 
Hinting and positive politeness were hardly used. 

Research questions 4 and 5 concerned the frequency of tactic use and 

power category use. Both results have been discussed earlier. Research 

questions 6 and 7 concern the relationship between the decade the resolution 
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was created and the frequency of power category use and tactic use. Table 5 
reports the relationship between decade and power category. For each of the 
three decades considered, the power category of values and obligations was 
used the most. Twenty-eight of 40 compliance-gaining instances from the 
years between 1945 and 1955 used values and obligations. Eleven of the 12 
instances from the 1960s used this category, as did 112 of the 125 from the 
post-Soviet era. For all decades considered the category of 
expectancies/consequences was used the least. Relationship/identification 
was used infrequently in all three decades. 

The use of tactics also remained relatively stable. Table 6 reports the 
results. The most frequently used tactic across the decades was the Call. In 
the first decade category. Calls were used 21 times. It was used 54 times in 
the last decade category. While only one call appeared in the middle category 
decade, the total number of compliance-gaining instances for this time period 
was too small to make this result be of much significance. 
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Table 1 

Tactics Used in United Nations Security Council Resolutions and Frequency 
(and Percentage) of Tactic Use 

Tactic 

Call 

Demand 

Request 

Hint 

Reminder 

Threat 

Recommendation 

Totals 

Definition Frequency 

Simple, direct statement 
of desired behavior 
Target is ordered to 
comply, but no threat 
is made 
Compliance appears 
optional; polite 
Desired behavior is stated 
indirectly or through a 
statement to a third party 
Target is reminded of 
its obligations under 
international law or 
United Nations Charter 
Punishment will 
occur if compliance 
is not made 
Target is advised as to 
most desirable behavior 

76 
(43) 
49 
(28) 

18 
(10) 
15 
(8) 

10 
(6) 

7 
(3) 

2 
(1) 
177 
(100) 
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Table 2 

Frequency (and Percentage) of Tactic Use in Relation to Target Status 

Tactic 

Request 

Demand 

Threat 

Call 

Reminder 

Recommendation 

Hint 

Totals 

Supeipower 

7 
(70) 

0 
(0) 

0 
(0) 

0 
(0) 

1 
(1) 

1 
(1) 

1 
(1) 

10 
(100) 

Non-superpower 

8 
(5) 

49 
(30) 

7 
(4) 

75 
(47) 

9 
(6) 

0 
(0) 

13 
(8) 

161 
(100) 

Both 

3 
(50) 

0 
(0) 

0 
(0) 

1 
(16.6) 

0 
(0) 

1 
(16.6) 

1 
(16.6) 

6 
(100) 

32 



Table 3 

Frequency (and Percentage) of Power Category Use in Relation to Target 
Status 

Expectancies/Consequences 

Relationship/Identification 

Values/Obligations 

Totals 

Power Category Superpower Non-superpower Both 

0 
(0) 

2 
(20) 

8 
(80) 

10 
(100) 

10 
(6) 

13 
(8) 

138 
(86) 

161 
(100) 

0 
(0) 

1 
(17) 

5 
(83) 

6 
(100) 
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Table 4 

Frequency (and Percentages) of Politeness Levels Relation to Target Status 

Politeness Level 

Negative Face 

Bald on Record 

Positive Politeness 

Hinting 

Totals 

Superpower 

0 
(0) 

6 
(60) 

3 
(30) 

1-1 

(1) 

10 
(100) 

Non - sup erp o wer 

79 
(49) 

61 
(38) 

11 
(7) 

10 
(6) 

161 
(100) 

Both 

0 
(0) 

4 
(67) 

2 
(3) 

0 
(0) 

10 
(100) 
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Table 5 

Frequency (and Percantages) of Power Category Used in Relation to Decade 

Power Category 1945-1955 

Expectancies/Consequences 

Relationship/Identification 

Values/Obligations 

Totals 

4 
(10) 

8 
(20) 

28 
(70) 

40 
(100) 

1960-1970 

0 
(0) 

1 
(8) 

11 
(92) 

12 
(100) 

1989-1993 

6 
(5) 

7 
(5) 

112 
(90) 

125 
(100) 
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Table 6 

Frequency (and Percentage) of Tactic Use in Relation to Decade 

Tactic 

Request 

Demand 

Threat 

Call 

Reminder 

Recommendation 

Hint 

Totals 

1945-1955 

8 
(20) 

2 
(5) 

2 
(5) 

21 
(53) 

4 
(10) 

1 
(2) 

2 
(5) 

40 
(100) 

1960-1970 

6 
(50) 

2 
(17) 

0 
(0) 

1 
(8) 

0 
(0) 

1 
(8) 

2 
(17) 

12 
(100) 

1989-1993 

4 
(3) 

45 
(36) 

5 
(4) 

54 
(43) 

6 
(5) 

0 
(0) 

11 
(9) 

125 
(100) 
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CHAPTER VI 

DISCUSSION 

The purpose of this study was to examine the use of compliance-gaining 
tactics in the United Nations Security Council. Specifically, the effects of 
target status on the type of tactic, the category of power, and the level of 
politeness were studied. Previous research in interpersonal communication 
reveals that differences in status between the agents affected the choice of 
tactic used by the agent (Fung, 1991; Johnson, 1992; Kipnis et al., 1980; 
Richmond et al., 1984; Rim & Erez, 1980). The level of politeness used by the 
agent was also found to be influenced by target characteristics (Barnicott, 
1979; Druckman, 1967; Francik & Clarke, 1985; Lim, 1990; Miller 1982). 
However, little study had been done on compliance-gaining tactics at the 
international level (Leng & Wheeler, 1979; Sawyer & Guetzkow, 1965), and 
even less had been done to examine the effects of target status on politeness 
use at this level (Chilton, 1990). This current study was an attempt to fill in 
this gap in the literature and to see if any similarities exist between the 
interpersonal and international levels. 

The first research question examined the relationship between the 
target's status and the agent's use of tactics. The results indicate that there 
is indeed a difference in tactic choice when the target is a superpower than 
when it is a non-superpower. Non-superpowers received more direct tactics, 
such as calls, demands, and threats, than did superpowers. The most 
commonly used tactic with superpower targets was a request. Threats and 
demands were not used against superpowers. This supports previous 
interpersonal research (Fung, 1991; Johnson, 1992; Kipnis et al., 1980; 
Richmond et al., 1984; Rim & Erez, 1980). Two reasons exist that may 
explain these results. The first is that the five superpowers do posses 
material resources which may make them intimidating, such as strong 
military forces, nuclear weapons, and global economies. Such items have been 
described by political scientists as being important indicators of national 
power (Brucan, 1971; Greene, 1966; Morgenthau, 1966; Rothgeb, 1993; Taylor, 
1978; Thompson, 1990). Smaller nations may fear military or economic 
retaliation from these more powerful nations if they voice a complaint against 
them, so the smaller nations may hesitate to be direct and forceful in their 

compliance-gaining attempts. 
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The second reason is probably the most accurate and concerns the 
structure of the Security Council. The five superpowers have the ability to 
veto any resolutions they disagree with. Harsher compliance-gaining tactics 
may have been initiated against the superpowers but were vetoed in order to 
avoid having to abide by those resolutions or to avoid appearing subservient 
to another nation. The other Security Council members may have come to 
learn that only indirect tactics will be approved by superpower targets. 
Regardless which of these two reasons is most accurate, the status of the 
target does affect the tactic used. 

The second research question asked if the status of the target affected 
the power base used. The results showed that the category of 
expectancies/consequences was used with non-superpower targets, but not 
with superpowers. The primary reason this is the case may be because the 
superpowers posses greater resources to resist any military, political, or 
economic punishment the UN may evoke. A threat of economic sanctions may 
not mean much to a state like the United States which can provide most of its 
necessities if need be. In addition, the US exports many goods to so many 
nations that cutting it off from international trade would cause severe 
problems for many other states, making them reluctant to comply with any 
economic sanctions the UN might impose. Threat of military force may mean 
even less to a superpower, since few nations would risk engaging a country 
with as strong a military force as most superpowers have. 

Another reason expectancies and consequences may not have been used 
with superpower nations concerns the concept of locus of control. 
Interpersonal research indicates that agents will avoid using threats and 
rewards when the target has an internal locus of control because such tactics 
are usually ineffective (Goodstadt & Hjelle, 1973; Wheeless et al., 1987). 
Since the target believes he or she has individual power, the target does not 
believe external forces can affect him or her unless the target allows it to 
happen. Superpower nations may have an internal locus of control due to 
their superior military and economic capabilities and may not believe an 
external agent such as the UN can affect its (the target nation's) behavior. 
Because the superpowers believe they have control over what they allow to 
happen to them, the UN may have learned that threats have little effect and 
may have decided to use other tactics which do not directly confront a state's 

autonomy. 
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The third question considered the effect of the status of the target on 
the level of politeness used. Previous research suggested that the degree of 
directness and, thus, politeness, would vary indirectly with the status of the 
target (Francik & Clarke, 1985; Miller, 1982). This current study supports 
previous research. The majority of compliance-gaining messages for both 
target categories fell into two levels of politeness: negative face and bald-on-
record. Both of these categories are very direct and, thus, less polite. The 
majority of messages aimed at non-superpowers were in the negative face 
category. However, none of the compliance-gaining messages aimed at 
superpowers fell into this category, suggesting that more powerful targets do 
affect the level of politeness an agent uses. 

Two of the reasons for these findings are the same as those for the 
results of the first research question. Superpowers have the ability to veto 
any resolution and may choose to veto those that make compliance sound 
mandatory. While compliance with any Security Council resolution is 
mandatory regardless of how it is phrased, the less direct tactics do make it 
easier for a nation to justify failure to comply, usually on the grounds that the 
message was seen as simply a request and not an order. The second reason 
may be that smaller nations may, again, fear retaliation from a superpower 
and choose to make their complaints sound less demanding so as to avoid 
offending the superpower. 

A third reason supports research done on pro-social and anti-social 
compliance-gaining tactics (Johnson, 1992; Marwell & Schmitt, 1967; 
Richmond et al., 1987; Roach, 1991). The more direct, less polite tactics can 
be placed in the anti-social category. The less direct, more polite tactics can 
be categorized as pro-social. Anti-social tactics focus on punishments or on 
negative evaluations. To be effective, these tactics would need to be used with 
targets that fear punishment or that believe that negative evaluations will 
harm its interactions with others. In other words, the target would need to 
have an external locus of control. Since superpowers are unlikely to have an 
external locus of control due to their military and economic strengths, anti
social tactics would not be the most effective methods of gaining their 
compliance. Pro-social tactics which focus on the target responding to internal 
motivations such as moral values and a sense of duty are usually more 
effective with targets that have an internal locus of control. 
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The fourth research question examined the frequency of tactics, 
regardless of the target's status. The most direct tactics were the most 
frequently used: Calls, Demands, and Threats, in that order. Several 
explanations for these results can be offered. One is that the Call, defined as 
a simple statement, is relatively inoffensive. Still, it is direct enough that a 
target nation cannot fail to see it as a direct statement of expected and 
appropriate action. Calls do not imply a threat of punishment for failure to 
comply, which may make them more appealing to a superpower and reduce 
the chances of their being vetoed. Using calls may also reduce any fears of 
retaliation from a superpower target that smaller nations may have. 
Demands are stronger than Calls, but again do not make any threats of 
punishment. The demands found in this study were often made after a 
particularly offensive act by a target nation, such as the invasion of Kuwait by 
Iraq or the implementation of ethnic cleansing in Bosnia, They were also 
frequently used after a target failed to comply with earlier resolutions. The 
use of this category demonstrates that the Security Council takes the 
situation seriously, but it also gives the target a chance to change its ways 
before any use of force is mentioned. It can be viewed as the last stepping 
stone before the Threat tactics are used. 

Probably the most accurate reason that threats are used less 
frequently than calls and demands again comes from the structure of the 
United Nations. The use of threats means that failure to comply will result 
in a punishment, be it economic or political sanctions or military force. In 
order for a threat to be effective, the agent must have the means to exact the 
punishment. The United Nations has no military forces of its on. It must rely 
on member states to provide the troops and equipment needed to carry out a 
military strike or to enforce other punishments such as embargoes and no-fly 
zones. It is very difficult for the UN to convince member states to provide 
supplies and troops for these missions, since such actions require great 
amounts of money. Still other nations may feel that sending troops and 
equipment abroad would reduce their abilities to defend themselves and 
make them more vulnerable to attack. 

Even if the UN can convince the states that military troops are needed, 
it is often difficult for nations to gather the necessary domestic support to 
send troops. The current situation in Bosnia and the American response is a 
good example. While most Americans feel something must be done to stop 
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the bloodshed in Bosnia, far fewer support sending American troops to enforce 
the cease-fires. President Clinton had a difficult time convincing Congress to 
send troops because of this lack of domestic support. Other democratic 
nations may face similar difficulties. 

If and when the UN can gather enough troops for a peace-keeping 
mission, there is still the question of leadership for these troops. What 
nation will lead? How will other nations react to this choice? Evidence of the 
friction that can arise among states participating in a UN mission can be 
found in the US reluctance to be under UN command in Kuwait. Even if a 
peace-keeping mission can be arranged, the mission itself may be ineffective 
due to tensions among participating states. 

Economic sanctions can be just as difficult to enforce. While states 
that are members of the UN are required to participate in any sanctions or 
embargoes, many states choose not to do so. Often this is because the state 
believes it will suffer economic loss if it does. A nation that is a major trading 
partner of a target state may be reluctant to sever its profitable ties. 
Sometimes it is cultural reasons that prevent an embargo from being 
observed. Although the UN banned sales and shipments of weapons to 
Bosnia, Russia continued to send equipment because of cultural ties it held 
with the Serbs. 

The conclusion can be drawn, then, that threats are not used frequently 
because a target state often sees these statements as lacking force. If troops 
are difficult to gather and coordinate, and if economic sanctions are often 
bypassed, it does little good for the UN to make threats to gain the 
compliance of a state. Other methods must be used. 

The fifth research question asked which power categories were used the 
most, regardless of target status. The results show that the category of 
expectancies and consequences was used the least, probably for the same 
reasons threats are used infrequently. The category of values and obligations 
was used in the vast majority of cases- 151 out of 177 samples. This is an 
interesting result. Two explanations can be offered. 

The first reason is that such a power base requires very little resources 
in order to be effective. It relies on the target's sense of moral or legal duties 
in order to work; little is required of the agent except an ability to tap into a 
target's sense of morality or the ability to provide examples of a target's legal 
duty. In the case of the UN, finding a legal obligation is not difficult. Copies 
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of treaties and declarations that bind signatories to a certain course of action 
are easily attainable. Perhaps most importantly, members of the UN bound 
themselves to follow Security Council resolutions when they signed the UN 
Charter. The Security Council needs to go no further than its own charter to 
show that a target state has an obligation to obey a resolution. 

Tapping a target's sense of moral obligations may also not be very 
difficult. The United Nations was founded largely on the desire for world 
peace through a forum of open communication. It was a very idealistic goal, 
but one with much appeal after two World Wars. The preamble to the 
Charter makes several references to the concepts of peace, national 
sovereignty and other such concepts. Signatories are referred to as peace-
loving nations. Because of the high value placed on peace and peaceful conflict 
resolution in the UN Charter, it would be fairly easy to make the assumption 
that signatories would want to preserve peace and, indeed, have an obligation 
to do so. Because a target nation had signed the Charter and in effect stated 
its willingness to seek peaceful resolution of conflicts, it would be easy for the 
Security Council to call on this obligation when creating a compliance-gaining 
message. 

Appealing to values and obligations, then, is a relatively easy way for 
the Security Council to show that a resolution should be followed. It requires 
not a show of force, only a show of legal duties and United Nations' principles. 
These duties also apply to both superpowers and non-superpowers, allowing 
the Security Council to use this power category with any target nation. 

The last two research questions asked if the frequency of tactic use or 
power category changed over time. Tactic use did not vary greatly. The most 
commonly used tactic overall was the Call. Reasons for using Calls have 
been discussed earlier, and the researcher finds no evidence that those 
reasons would not hold true across time. The use of power categories also did 
not change over time, with values and obligations being used the most in all 
time periods. This, again, is probably due to the lack of resources and effort 
required of the agent to use this category. Furthermore, the United Nations 
has always had as its primary goal to find peaceful solutions to conflicts 
through a forum of open communication. This goal has not changed over the 
past 50 years. Even though the UN may be engaging in more and more 
peacekeeping missions, the use of military force does not mean that the UN 
did not try to seek a peaceful solution or that it is no longer committed to 

42 



avoiding military strikes. It may simply indicate that the situations that the 
United Nations faces today may require force as a last resort. It should be 
noted that resolutions that contained compliance-gaining messages that 
relied on expectancies and consequences often did contain other compliance-
gaining messages that were backed by appeals to moral or legal obligations. 
For instance. Resolution 824 states that the UN will take "any additional 
measures necessary" if its peacekeepers are attacked in Bosnia. This is 
clearly a threat. However, earlier statements had made appeals to 
humanitarian law, the need to "ensure peace and stability throughout the 
country," and the right for the safe areas to be "free from armed attacks and 
from any other hostile acts which endanger the well-being and safety of their 
inhabitants." In other words, the Security Council does make appeals to 
Bosnia's sense of moral and legal obligations before it threatens force if 
Bosnia does not comply with the other orders in the resolution. 

One last interesting finding of this study does not fit easily under any 
of the research questions and concerns the number of resolutions and 
compliance-gaining messages aimed at each target category. The 
overwhelming number of total compliance-gaining messages were aimed at 
non-superpowers. Resolutions aimed at superpowers were very difficult to 
find, even in decades not considered in this study. This finding also does not 
appear to be due to the fact that there are many more non-superpower nations 
in the UN than there are superpowers. Of the 166 compliance-gaining 
instances in this study that were aimed at non-superpowers, 84% were aimed 
at only ten nations: Palestine, Israel, Cyprus, Iraq, Liberia, Mozambique, 
Rwanda, Somalia, the former Yugoslavia, and Angola. The rest of the 
instances were aimed at 13 other states. These numbers show that the 
number of states heavily targeted by the Security Council was only twice the 
number of superpower states. The number of compliance-gaining messages 
aimed at those ten states, however, was more than ten times the number 
aimed at superpowers. A non-superpower nation, then, has a far greater 
chance at having a larger number or compliance-gaining messages aimed at it 
than a superpower nation does. While each of these 10 states was involved in 
a different situation, most of these states were involved in military conflicts 
with a neighboring state or with an ethnic faction within its territories, such 
as the case with the Serbs and Croats in the former Yugoslavia. These 
similarities suggest that each of these nations had a strong sense of 
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nationalism and a belief that their people have a right to certain territories or 
equal representation in the state's governments, characteristics which point 
to a strong internal locus of control and may explain their resistance to the 
resolutions. Their resistance may account for the large number of 
compliance-gaining instances aimed at these 10 states. 

This difference in the number of superpowers and non-superpowers 
represented in the compliance-gaining instances has interesting implications 
for communication and political scholars. First, it does show that 
superpowers are treated differently. Complaints may not be raised against 
them, or any complaints that are raised are probably vetoed unless they are 
not demanding or threatening. Power differences between actors does seem to 
play a large role in not only how superpower targets are addressed, but also in 
how often they are addressed. 

The political implications are also important to consider. These 
results indicate that the United Nations is not as egalitarian as it claims and 
strives to be. Powerful nations do receive special treatment. If this is due to 
the fact that they can veto resolutions aimed at them, then strength is given 
to the smaller nations' claims that the Security Council should be reorganized 
to either eliminate the veto power or allow all members to have it. It should 
be noted that the lack of resolutions aimed at a superpower is not due to the 
fact that superpowers never commit any acts that would warrant a resolution; 
superpowers do, indeed, violate international law. The United States invaded 
Grenada. The Chinese government slaughtered students in Tiannemen 
Square. France conducts illegal nuclear weapons tests. Russian troops used 
extreme force against civilians in many of the former Soviet Republics after 
they had been recognized as independent by the international community. 
British troops are engaged in warfare with Irish troops in Belfast. These are 
only a few examples of actions that would probably bring Security Council 
action if the offenders were not superpowers. However, no resolutions were 
written concerning any of these events. The fact that superpowers are the 
targets of very few resolutions may make the superpowers feel more free to 
continue to violate international law because they can veto any call for action 
against them. 
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Limitations 
This study does have a few limitations. One limitation concerns the 

fact that only resolutions that were passed were considered. The results 
indicated that tactics, politeness, and power bases do vary between 
superpowers and non-superpowers. However, this only holds true for 
resolutions passed and agreed upon. The original resolutions proposed may 
have been different from the finished version, and the original versions may 
not have differed in power base, politeness, or tactic depending on the target. 

A second limitation is that the situation leading to the creation of the 
resolution was not considered. While it can be inferred that the situations 
were serious, the level of seriousness was not considered and could influence 
the language used. An invasion of a neighboring state is of more immediate 
danger and of greater concern than conducting illegal nuclear weapons marine 
testing and would, logically, be expected to receive harsher words. Also, the 
number of previous resolutions written on a particular situation should have 
been considered. If a nation continues to violate a law after a resolution has 
been issued, it could be expected that subsequent resolutions would employ 
harsher tactics. Interpersonal research supports this belief (Lim, 1990). The 
status of the target, then, cannot be considered the sole reason for the wording 
of any resolution. 

A final limitation is that the possible social influences on the creation 
of a resolution were not considered. A resolution may have been worded 
cautiously not simply because the target nation was powerful, but also 
because the situation was politically or militarily volatile. The Security 
Council may have avoided using a direct or forceful tactic because such an 
action may have threatened and angered the target and simply added to the 
existing tension. An example can be found in the single resolution addressing 
the Cuban missile crisis. The resolution simply calls on the two states-
America and Cuba- to avoid resorting to violence and recommends a peaceful 
resolution of the conflict. Since the situation brought two powerful nations to 
the brink of nuclear war, the LTN may have phrased the resolution as it did to 
avoid adding to the tension by making demands or threats. In order to 
understand fully why these resolutions were phrased as they were, the social 
forces need to be considered. 
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Future Research 

This study could be used as a springboard for both political science and 
communication scholars. One question that might be considered is the nature 
of the situation that led to the creation of the resolution and the subsequent 
wording of the resolution. Situational differences such as the number of 
previous resolutions written about that particular incident, the amount of 
resistance the target offers, and the severity of the action could all contribute 
to the wording of the resolution and could even determine whether or not a 
resolution is written. 

Another area for future research is to study transcripts of Security 
Council sessions. These transcripts may give more insight into the wording of 
a resolution and the reasons for any differences that occur in resolutions 
written for superpower and non-superpower resolutions. Previous research 
may indicate that the resolutions started out similarly, but interaction 
between delegates during the meetings may have led to any differences that 
arise. Such research may also show if more resolutions aimed at superpowers 
are proposed but are later vetoed. 

A third area to study would be to examine which compliance-gaining 
tactics are the most effective. This would be a difficult area of research since 
compliance is often determined in degrees. Few nations comply in full to 
every resolution or for the specific length of time ordered by the Security 
Council, as in the case of cease-fires in Bosnia. Also, because so many 
situational variables are involved, it would be difficult to say that the tactic 
caused or hindered compliance. Still, it would be interesting to examine the 
initial reactions of targets to the various tactics. 

A fourth area for future research would be to examine how General 
Assembly resolutions are written and if differences in target status affect the 
wording of the resolutions. Because no veto power exists in the General 
Assembly, one could see if resolutions aimed at superpowers occur more often 
than Security Council resolutions show. One could also examine the 
resolutions to determine if the five superpower nations are treated the same 
as non-superpowers in terms of tactics, politeness, and power bases. 

A fifth possible area for future research would be to examine domestic 
legislation concerning relations with other nations. Many nations write 
domestic legislation in response to actions by other nations. An example 
would be the current legislation created by the US Congress to impose 
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harsher embargoes on Cuba in response to the downing of two American 
civilian planes over international waters by the Cuban military. One could 
examine these pieces of domestic legislation to see how much a nation takes 
into account the relative power of the target nation when creating and 
choosing the wording of the legislation. 

A final area for future research would be to examine the targets' 
resistance to the various compliance-gaining tactics and to make predictions 
of the tsirgets' responses. Again, such a study would require a greater 
knowledge of the nature of the target state and the specific situation. In 
particular, the target's locus of control would need to be identified and 
addressed, perhaps through such methods as an examination of the target's 
previous reactions to UN resolutions, speeches made by the target to leaders 
of other states that reflect how the target state presents itself to the world, 
and an assessment of the target state's military, economic, and political 
alliances. 

Conclusion 
Humans engage in compliance-gaining efforts on almost a daily basis. 

Various typologies have been created to demonstrate how people attempt to 
gain another's compliance (Falbo, 1977; Johnson, 1992; Kearney et al., 1984; 
Leng & Wheeler, 1979; Marwell & Schmitt, 1967; Sawyer & Guetzkow, 1965). 
Differences in status and power between agents and targets often influence 
how these messages are formed (Fung, 1991; Johnson, 1992; Kipnis et al., 
1980; Richmond et al., 1984; Rim & Erez, 1980; Schuleter et al., 1990). 
However, most of this research had been done at the interpersonal level. The 
international arena had been relatively unstudied. This current research 
project was an attempt to fill this gap in the literature. 

The current study found that compliance-gaining messages at the 
international level do differ for targets of different status, supporting previous 
research in interpersonal communication. It revealed that superpowers are 
the targets of fewer resolutions and that the resolutions that are written for a 
superpower are less direct than those aimed at a non-superpower. Such 
results do not receive equal treatment, as the quote by Henry Clay at the 
beginning of this paper suggested. Instead, the rules of conduct appear to 
differ for powerful nations, as Twain's quote implied. These results are 
interesting for both political science and communication scholars. 
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The current study also created a typology for compliance-gaining 
messages at the international level. The tactics used by the Security Council 
did resemble those of earlier typologies. However, a typology created 
specifically for use in studying the actions of the United Nations can be an aid 
for future researchers who will no longer have to try to make the connection 
between the international and interpersonal levels. 

Finally, this current study adds to the study of power bases. Power at 
the international level is often operationalized in ways different from the 
interpersonal level (Bruncan, 1971; Greene, 1966; Morgenthau, 1966; Taylor, 
1978; Thompson, 1990). However, this current study suggests that nations 
demonstrate their power in similar ways through the use of various power 
bases such as those used in the current study. Differences in a target nation's 
status do not affect the power bases demonstrated by the Security Council. 
This may not hold true in other international settings such as the General 
Assembly or in other treaties. 

The international arena has not been studied by many communication 
scholeirs. This is an important new area to examine, considering that nations 
are becoming increasingly interdependent. The United Nations should also 
be examined from a communication standpoint. The United Nations is 
becoming increasingly involved in international affairs, so studying how 
nations interact in this forum should be a concern for scholars and future 
research. 

48 



REFERENCES 

Baxter, L. (1984). An investigation of compliance-gaining as politeness. 
Human Communication Research. 111(3), 427-456. 

Brown, P., and Levinson, S. (1978). Universals in language use: Politeness 
Phenomena. In E. Goody (Ed.), Questions and politeness: Strategies 
in social interaction. New York: Cambridge University Press. 

Bruncan, S. (1971). The dissolution of power. New York: Alfred A. Knopf. 

Canary, D., and Spitzberg, B. (1987). Appropriateness and effectiveness 
perceptions of conflict strategies. Human Communication 
Research. 14. 93-118. 

Chilton, P. (1990). Politeness, politics and diplomacy. Discourse and 
Society. 1(2), 201-224. 

Cicourel, A. (1988). Text and context: Cognitive, linguistic, and 
organizational dimensions in international negotiations. 
Negotiation Journal. 4. 257-266. 

Cody, M., Woelfel, M., and Jordan, W. (1983). Dimensions of compliance-
gaining messages. Human Communication Research. S, 99-113. 

Dillard, J., and Burgoon, M. (1985). Situational influences on the selection 
of compliance-gaining messages. Communication Monographs. 52. 
289-304. 

Druckman, D. (1967). Dogmatism, prenegotiation experience, and 
simulated group representation as determinants of dyadic behavior 
in a bargaining stuation. Journal of Personalitv and Social 
P.qvchologv. 6. 279-290. 

Etzioni, A. (1975). A rnmnarative analvsis of complex organizations: On 
power, involvement, and their correlates. New York: The Free Press. 

Falbo, T. (1977). Multidimensional scaling of power strategies. Journal of 
Pprsnnalitv and Social PsvcholoSV. 35. 537-547. 

49 



Francik, E., and Clark, H. (1985). How to make requests that overcome 
obstacles to compliance. Journal of Memorv and Language. 24. 560-
568. 

French, J., Jr., and Raven, B. (1959). The bases of social power. In D. 
Cartwright (Ed.), Studies in social power. Ann Arbor: University of 
Michigan Press. 

Frey, L., Botan, C, Friedman, P., and Kreps, G. (1991). Investigating 
communication: An introduction to research methods. Englewood 
Cliffs, NJ: Prentice Hall. 

Fung, S. (1991). The effects of power, relationship, and purpose in gaining 
compliance. Contemporary Social Pavchologv, 15(2). 44-52. 

Garko, M. (1990). Perspectives on and conceptualizations of compliance 
and compliance-gaining. Communication Quarterlv. 38. 138-157. 

Goodstadt, B., and Hjelle, L. (1973). Power to the powerless: Locus of 
control and the use of power. Journal of Personalitv and Social 
Psychology, 27, 190-196. 

Greene, F. (1966). Dynamics of international relations: Power, security, 
and order. New York: Holt, Rinehart and Winston. 

Johnson, G. (1992). Subordinate perceptions of superior's communication 
competence and task attraction related to superior's use of 
compliance-gaining tactics. Western Journal of Communication, 56, 
54-67. 

Katz, D. (1965). Nationalism and strategies of international conflict 
resolution. In H. Kelman (Ed.) International behavior: A social-
psvchological analysis. New York: Holt, Rinehart and Winston, pp. 
354-391. 

Kearney, P., Plax, T., Richmond, V., and McCroskey, J. (1984). Power in the 
classroom IV: Alternatives to discipline. In R.N. Bostrom (Ed.),_ 
Communication yearbook 8 (pp.724-746). Beverly Hills: Sage. 

Kearney, P., Plax, T., Sorenson, G., and Smith, V. (1988). Experienced and 
prospectives teacher' selection of compliance-gaining messages for 
"common" student misbehaviors. Communication Education. 37. 
150-163. 

50 



Kelman, H. (1974). Further thoughts on the process of compliance-
identification, and internalization. In J. Tedeschi (ed.), Perspectives 
on social PQWf̂ r (pp. 125-171). Chicago: Aldine Publishing Company. 

Kipnis, D., Schmidt, S., and Wilkinson, I. (1980). Intraorganizational 
influence tactics: Explorations in getting one's way. Journal of 
Applied Psychology. 65. 440-452. 

Lasswell, H. (1965). The climate of international action. In H. Kelman 
(Ed.) International behavior: A social-psvchological analysis. New 
York: Holt, Rinehart and Winston, pp. 337-354. 

Leng, R,. and Wheeler, H. (1979). Influence strategies, success, and war. 
Journal of Conflict Resolution. 23(4). 655-685. 

Lim, T. (1990). The influence of receiver's resistance on persuaders' verbal 
aggressiveness. Communication Quarterly. 38. 170-188. 

Luard, E. (1994). The United Nations: How it works and what it does. 
New York: St. Martin's Press. 

Lutzer, D. (1960). Internationalism as a predictor of cooperative behavior. 
Conflict Resolution. 4(4). 426-430. 

Marwell, G., and Schmitt, D. (1967). Dimensions of compliance-gaining 
behavior: An empirical analysis. Sociometrv. 30. 350-364. 

McCroskey, J., and Richmond, V. (1983). Power in the classroom I: 
Teacher and student perceptions. Communication Education. 32. 
175-184. 

Miller, M. (1982). Friendship, power, and the language of compliance-
gaining. Journal of Language and Social Psychology. 1(2). 111-121. 

Miller, G., Boster, F., Roloff, M., and Seibold, D. (1977). Compliance-
gaining message strategies: A typology and some findings 
concerning the effects of situational differences. Communication 
A/|"onographs. 44. 37-51. 

Morgenthau, H. ( 1967). PnlificH among nations. New York: Alfred A 
Knopf. 

51 



Newmark, E. (1979). An analysis of diplomatic communication. In M. 
Asante, E. Newmark, and C. Blake (Eds.) Handbook of intercultural 
communic^ti"r, Beverly Hills: Sage. pp. 179-187. 

Oliver, R. (1952). Speech in international affairs. Quarterlv Journal of 
Speech. 52, 171-176. 

Parsons, T. (1963). On the concept of influence. Public Opinion Quarterly. 
21^37-62. 

Ratner, S. (1995). The new U.N, peacekeeping. New York: St. Martin's 
Press. 

Richmond, V. (1990). Communication in the classroom: Power and 
motivation. Communication Education. 39. 181-195. 

Richmond, V., Davis, L., Saylor, K, and McCroskey, J. (1984). Power 
strategies in organizations: Communication techniques and 
messages. Human Communication Research. 11. 85-108. 

Richmond, V., McCroskey, J., and Davis, L. (1984). The relationship of 
supervisor use of power and affinity-seeking strategies with 
subordinate satisfaction. Communication Quarterly, 34, 178-193. 

Richmond, V., McCroskey, J., Kearney, P., and Plax, T. (1987). Power in 
the Classroom VII: Linking behavior alteration techniques to 
cognitive learning. Communication Education, 36,1-11. 

Rim, Y., and Erez, M. (1980). A note about tactics used to influence 
superiors, co-workers, and subordinates. Journal of Occupational 
Psychology. 53. 319-321. 

Roach, K. (1991). Graduate teaching assistants' use of behavior alteration 
techniques in the classroom. Communication Quarterly. 39.178-
188. 

Roach, K. (1991). University department chairs' use of compliance-gaining 
strategies. Communication Quarterly. 39. 75-90. 

Roberts, A., and Kingsbury, B. (1994). Presiding OYt̂ r a changing world. 
Boulder, CO: Lynne Rienner Publishers. 

52 



Roloff, M., and Barnicott, E. (1979). The influence of dogmatism on the 
situational use of pro- and anti-social compliance-gaining 
situations. Southern Speech Communication Journal. 45. 37-54. 

Rothgeb, J. (1993). Defining power. New York: St. Martin's Press. 

Sawyer, J., and Guetzkow, H. (1965). Bargaining, and negotiation in 
international relations. In Kelman, H. (Ed.) International Behavior: 
A sociological-psychological analysis, pp 464-521. New York: Holt, 
Rinehart, and Winston. 

Schlueter, D., Barge, J., and Blankenship, D. (1990). A comparative 
analysis of influence strategies used by upper- and lower-level male 
and female managers. Western Journal of Speech Communication. 
M^42-65. 

Sorensen, G., Plax, T., and Kearney, P. (1989). The strategy selection-
construction controversy: A coding scheme for analyzing teacher 
compliance-gaining message construction. Communication 
Education. 38. 102-118. 

Sutterlin, J. (1995). The United Nations and the maintenance of 
international security. Westport, CT: Praeger. 

Taylor, T. (1978). Power politics. In T. Taylor (Ed.) Approaches and theory 
in international relations. New York: Longman, pp. 122-141. 

Thompson, K. (1990). Ubiquity of power. Society. 28(1). 56-65. 

Von Glahn, G. (1992). Law among nations. New York: Macmillan 
Publishing Company. 

Wheeless, L., Barraclough, R., and Stewart, R. (1983). Compliance-gaining 
and power in persuasion. In R. Bostrom (Ed.), Communication 
yearbook VII (pp. 105-145). Beverly Hills: Sage. 

Wheeless, L., Stewart, R., Kearney, P., and Plax, T. (1987). Locus of control 
and personal constructs in students' reactions to teacher 
compliance: A reassessment. Communication Education. 36. 250-
257. 

53 



APPENDIX 
The following is a list of Security Council Resolutions by resolution number 
used in this study. The n amber in parentheses is the year the resolution was 
written. 

Res. 2(46) 
Res. 3(46) 
Res. 19(47) 
Res. 22(47) 
Res. 27(47) 
Res. 43(48) 
Res. 49(48) 
Res. 55(48) 
Res. 61(48) 
Res. 84(50) 
Res. 87(50) 
Res. 95(51) 
Res. 101(53) 
Res. 108(55) 
Res. 135(60) 
Res. 144(60) 
Res. 163(65) 
Res. 169(61) 
Res. 188(64) 
Res. 226(66) 
Res. 629(89) 
Res. 632(89) 
Res. 641(89) 
Res. 649(90) 
Res. 658(90) 
Res. 664(90) 
Res. 667(90) 

Res. 670(90) 
Res. 673(90) 
Res. 686(91) 
Res. 692(91) 
Res. 707(91) 
Res. 713(91) 
Res. 716(91) 
Res. 728(92) 
Res. 734(92) 
Res. 746(92) 
Res. 767(92) 
Res. 773(92) 
Res. 788(92) 
Res. 794(92) 
Res. 797(92) 
Res. 809(93) 
Res. 812(93) 
Res. 818(93) 
Res. 824(93) 
Res. 833(93) 
Res. 839(93) 
Res. 851(93) 
Res. 863(93) 
Res. 866(93) 
Res. 872(93) 
Res. 890(93) 
Res. 939(93) 
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APPENDIX B: SAMPLE RESOLUTION 

The following is an example of one of the resolutions used in this study. 
The compliance-gaining instances are marked with an asterisk. Italics are as 
they appear in the actual resolution. 

Resolution 664(1990) 
The Security Council, 

Recalling the Iraqi invasion and purported annexation of Kuwait, and 
its resolutions 660( 1990) of 2 August 1990, 661(1990) of 6 August 
1990 and 662(1990) of 9 August 1990, 
Deeply concerned about the safety and well-being of third state 
nationals in Iraq and Kuwait, 

Recalling the obligations of Iraq in regard to international law. 
Acting under Chapter VII of the Charter of the United Nations, 
*1. Demands that Iraq permit and facilitate the immediate departure 
from Kuwait and Iraq of third-State national and grant immediate and 
continuing access of consular officials to such nations, 
*2. Also demands that Iraq take no action to jeopardize the safety, 
security, or health of such nationals, 
*3. Reaffirms its decision in resolution 662(1990) that annexation of 
Kuwait by Iraq is null and void, and therefore demands that the 
Government of Iraci rescind its orders for the closure of diplomatic and 
consular missions in Kuwait and the withdrawal of the immunity of 
their personnel, and refrain from any such actions in the future; 
4. Requests the Secretaiy-General to report to the Security Council on 
compliance with the present reolution at the earliest possible time. 
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