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Abstract

Chinese has long been perceived as being ahanxu (£ & ‘inscrutable’) language with
indirect ways of communicating. This study aims to investigate indirectness in
Chinese communication by exploring the use of vague language as a communicative
strategy in Chinese business negotiations where vagueness plays a vital role in the
communicative process. Vague language in this study is defined as inexplicit
expressions used strategicaly, exemplified by didnr/yidicnr (/5 )L1— &L ‘alittle),
kénéng (W] g ‘possibly’), dayue (K% ‘about’), hénduo (K% ‘many’), and
Jjingchang (4% ‘often’), etc. It should not be confused with ‘ misused language’. On
the contrary, it is an integral part of the language and is indispensable in
communication. This is one of the first attempts to study the use of vague language
in real-life Chinese business negotiations, providing insights into the vagueness in
Chinese language and developing possible models for effective communication in
Chinese business discourse.

Thisresearch is conducted by examining linguistic representations of vague language
as they occur naturally in Chinese business negotiations. Through investigating the
roles vague language plays in the real-life data with salient characteristics of
inexplicitness, and its socio-cultural features, the research holistically addresses the
questions of what lexical and syntactic patterns of vague language are frequently
used in Chinese business negotiations, how negotiators interact in the realization of
vagueness using sequentia patterns, and what the pragmatic and cultural reasons for
the use of vague language are.

It is concluded that being communicative strategies, vague expressions should be as,
or more, conventional and effective as non-vague expressions. Very often they may
be preferable to non-vague expressions, because of their greater efficiency and
relevance. The findings in this study are that while vague language is used for a
combination of practical and interpersonal purposes, the priority is the practica
functions. The waysin which it is mobilised are, in different shapes and forms and to
lesser or greater degree, influenced by the social factors of age, social distance and
gender. The findings of this study add an important dimension to the study of vague
language and also have implications for the exploration of effective communication
in general.
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Chapter 1 Introduction

1.1 Motivation for the study

Popper (1992 p. 24) points out that *‘One should never try to be more precise than the
problem situation demands.” Similarly, Jucker, Smith and Ludgec (2003) state that
when we speak or write, we are rarely very clear, precise, or explicit about what we
mean - and perhaps can not be - but are, on the contrary, vague, indirect, and unclear
about just what we are committed to. The ability to vary the precision of utterances
and to use them in appropriate contexts is thus part of the speaker’s communicative
competence, and the interpretation of such expressions is a natural part of language
use. It follows that an understanding of the nature and the role of vagueness in

language use is critical to an understanding of language itself.

In this study a vague expression (VE, hereafter) is defined as a linguistic unit without
clear-cut meaning boundary, and vague language (VL, hereafter) refers to language
which has an inherently unspecified or underspecified meaning in the context in
which it occurs and can be utilized as a communicative strategy (Zhang 1998, Cheng

and Warren 2003 and Ruzaite 2007).

Traditionally, vagueness in language use is something considered to be undesirable.
The perception of vagueness as a negative feature of language is mainly based on the
essentialist attitude to meaning (Plato 1914; Aristotle 1946, 1963). However, this
tradition contradicts with the fact that VL is used pervasively. Rather than being
undesirable, it is regularly employed and is regarded as an effective means in
communication. Channell (1994) is considered to be one of the earliest researchers to
investigate vagueness systematically, based on English data. According to Channell,

‘a complete theory of language must have vagueness as an integral component’



(1994, p. 5), suggesting the understanding of VL use is of significance. Using an
empirical approach, Jucker et al. (2003) and Cutting (2007) demonstrated that VEs
could be more effective than precise expressions in conveying the intended meaning

of an utterance in our daily life.

Chinese has long been perceived as being an inscrutable language with indirect ways
of communicating. Wu (1999), Chen and Wu (2002) and Zhang (1998, 2004, 2005),
among others, investigated the phenomenon of vagueness in Mandarin Chinese.
They state that VL is part of our normal everyday language, and it is just as
important, if not more, as so-called non-vague language. Although VL is an
indispensable part of language, it has been ignored for quite a long time. In particular,
few previous works have been done on the use of VL in real-life Chinese business
negotiations. This study intends to fill this gap, by providing insights into the
vagueness in Chinese language and developing possible models for effective

communication in Chinese business discourse.

China has a long history of civilization and its language use is full of cultural
elements and traits. China’s rich and profound socio-cultural influence contributes to
the intricacy of the Chinese language. It would be intriguing to see how social and
cultural factors impact VL’s linguistic representations and pragmatic use in Chinese

business negotiations, which are practical as well as deeply culture-influenced.

China is fast becoming one of the most important powerhouses in the world, with an
ever-increasingly large market. To establish and maintain a good business
relationship with the Chinese requires well informed and effective communication
strategies. As the Chinese people are very culture-rooted, which has great influence
on their communication behaviours, the awareness of communication strategies and
their cultural root is crucial in business negotiations with the Chinese, in order to
achieve mutual understanding and good business deals. This study intends to explore

the linguistic patterns from the perspective of VL use, to enhance the understanding
2



of the Chinese business culture, and to promote communicating with Chinese
business people in a more effective and efficient way. The findings will add an
important dimension to the study of VL and also have implications for the

exploration of effective communication in general.

1.2 Purpose of the study

The research question of this study is how VL is employed strategically in naturally-
occurring Chinese business negotiations. It is addressed by the following four

objectives:

1. ldentifying the lexical and syntactic patterns of VL used in Chinese business

negotiations, including their forms and frequencies;

2. Investigating the pragmatic functions of VL and the underpinning socio-

cultural factors for the use of VL in Chinese business negotiations;
3. Exploring the negotiators’ interactive moves using sequential analysis;

4. Speculating on the implications of the findings on the study of Chinese

business communication and communication in general.

The four objectives are interlinked and dependent on each other. The first one lays a
basic foundation for the rest of the three, and the second and the third are both
looking at VL through an interactive approach. The last objective will be addressed
after the first three are dealt with. The achievement of the above four objectives will
explicate how and why the Chinese use VL as communicative strategies in their
business negotiations, the relevant socio-cultural factors, and how effective these

communicative strategies are.



This research attempts to more holistically study the use of VL at the lexical,
syntactic, pragmatic and interactional level respectively in the context of Chinese
business negotiations. Furthermore, this study investigates interactional aspects of
vagueness and uses spontaneous language data to provide a more natural account of
language use. To do this, the researcher has collected a corpus that consists of real-
life data of business negotiations held by native Mandarin Chinese speakers in the

People’s Republic of China.

What distinguishes this research from previous studies on vagueness is that this study
explores sequential flow and accomplishment of effective interaction using VEs,
among others. It also addresses an important problem in the existing study of
vagueness: focusing primarily on single and isolated utterances. This study adopts
an interactional framework, i.e. exploring VEs by studying their roles in sequential
organization (unfolding interaction). A comprehensive analysis of sequential
organization in this study reveals more than isolated utterances, in terms of the
negotiating efforts of the speaker and the hearer, and linguistic patterns underpinned

by relevant socio-cultural factors.

1.3Approach and methodology

The primary approach employed in this research is Conversation Analysis (Sacks,
Schegloff and Jefferson 1974, Hutchby and Wooffitt 1998, ten Have 1999).
Conversation Analysis (CA, hereafter) is an empirical approach to the study of
spoken conversation which examines what happens in actual talk and expounds the
participant’s own methods for production and interpretation of social interactions.
The central goal of CA is to discover a system of talk by offering the description and
explication of recurrent structural characteristics of talk-in-interactions. CA is
employed as the foremost approach in terms of the choice of data and the method of

data analysis in the present study. This research is an empirical study, and the data
4



were naturally recorded using a digital voice recorder. There were in total five
business negotiations by native speakers of Mandarin Chinese, and the events
occurred and were recorded in China from January 2008 to March 2008. Based on
the objectives of this research mentioned above, five suitable companies were
selected, with the support of managers and willing participants in the five respective

business negotiations.

Although it would be challenging to collect spontaneous spoken data of any business
negotiations due to the sensitivity and confidentiality of commercial information, the
researcher sought necessary assistance in a reciprocal way by ensuring to share the
research findings while guaranteeing no breaching of privacy and confidentiality.
The findings would be of interest to the companies in that they may get to know
which VL strategies are effective and which are not, and that may enhance their

future success in business negotiations.

Four levels of data analysis were undertaken, including parts of speech and
combinational analysis at the lexical level, syntactic analysis, pragmatic analysis and
sequential strategy analysis involving sequential organization (turn-opening, turn-
holding, turn-taking and turn-yielding) and strategies of turn change, shift, drift and

resumption.

The core framework of the coding system of this study is primarily based on the
works of Channell (1994) and Zhang (1998, 2004a, 2004b and 2005). See Chapter 3

for details.

1.4 Organization of the study

The present study is organized as follows. Chapter 2 reviews the relevant and

significant works in the fields of VL and business communication from five

5



perspectives. Chapter 3 describes the approach and methodology of this study.
Chapter 4 discusses the parts of speech analysis. Chapter 5 presents the results of the
combinational lexical analysis. Chapter 6 analyzes VL at syntactic level. Chapter 7
explores pragmatic and socio-cultural factors of VL use. Chapter 8 studies the
sequential strategies of interaction through VL. Finally, Chapter 9 presents the

conclusions and implications of the present study.



Chapter 2 Previous studies

This chapter reviews the most relevant and significant works in the fields of VL and
business communication from the following five perspectives: definitions of VL, the
development of VL studies, linguistic vagueness, business communication and VL,

and social functions of VL.

2.1 Definitions of VL

While Zhang (1998) distinguishes the following four concepts: fuzziness, vagueness,
ambiguity and generality, most researchers use vagueness and fuzziness
interchangeably. Generally speaking, fuzziness tends to be used in science-related
fields, such as mathematics and logic, and vagueness tends to be used in other fields
including linguistics and psychology. As Cotterill (2007), and Adolphs, Atkins and
Harvey (2007) point out that there is relatively little terminological consensus on
vagueness; in fact the boundaries of these categories are frequently blurred in the

literature.

Black (1949) defines that vagueness of a word is the finite area of its application and
lack of specification of the boundary of the area. VL has been referred to by scholars
as “fuzziness, vague language, generality, ambiguity and even ambivalence’ (He
2000, p.7), ‘imprecision’ or ‘imprecise language use’ (Crystal and Davy 1975,
pp.112-14; Dubois 1987). Stubbs (1996, p. 202) places ‘vague language and lack of
commitment’ in opposition to ‘certainty and commitment’, where VL is equated with
uncertainty. Channell (1994, p. 20) defines VL broadly, as language which ‘can be
contrasted with another word or expression which appears to render the same

proposition’ and which is ‘purposely and unabashedly vague’.

Cheng and Warren (2003) discuss the issues involving indirectness, inexplicitness

and vagueness. They state that VL covers a closed set of identifiable items which are
7



inherently imprecise, and which the participants interpret based on an understanding
of what the speaker is indicating: that what is said is not to be interpreted precisely
(pp-394-395). In other words, VL can be interpreted without recourse to judgments
based on the particular context in which they occur. They argue that given that the
precise meaning cannot be retrieved by the hearer, the successful use of VL requires
the participants in the discourse to have a shared understanding of the relative status
of a particular set of vague items. For the purposes of this study, in line with Zhang
(1998), Cheng and Warren (2003) and Ruzaite (2007), a VE is defined here as a
linguistic unit without clear-cut meaning boundary and VL refers to an

underspecified language.

2.2 The development of VL studies

Vagueness is a common phenomenon in communication. However, little attention
has been paid to it. Peirce (1902), one of the earlier scholars who discuss the notion
of vagueness in language, focuses his attention on natural language. Peirce (1902, p.

748) states:

A proposition is vague when there are possible states of things concerning which it is
intrinsically uncertain whether, had they been contemplated by the speaker, he would have
regarded them as excluded or allowed by the proposition. By intrinsically uncertain we mean
not uncertain in consequence of any ignorance of the interpreter, but because the speaker’s
habits of language were indeterminate; so that one day he would regard the proposition as

excluding, another as admitting, those states of things.

Peirce suggests that VL is an integral part of language and the speaker’s language
habits are indeterminate. Peirce stresses the importance of the concept of
‘intrinsically uncertain’, which is echoed in Channell’s (1994) work. It is the

speaker’s indeterminate interpretation of language that causes vagueness. This point

8



could be construed to imply that objects in the world are not vague. Vagueness
occurs only when they are represented in language and especially interpreted by
speakers. Similarly, Zhang (1996) argues for the concept of language vagueness,

rather than that of the objective world.

Russell (1923) argues that vagueness is a matter of degree, depending on the extent
of the possible differences between different systems represented by the same
representation. Vagueness in our knowledge is, as he believes, merely a particular
case of a general law of physics, namely the law that what may be called the
appearance of an object at different places is less and less differentiated as we get
further away from the object._His argument concurs with Peirce’s (1902) claim that
vagueness is manifested in language. Linguistic vagueness is important to the
representation of our knowledge of the world, and the way in which humans prefer to

interact with each other, effectively and strategically.

There have been several schools of thought concerning how to deal with this
property of natural language. Some philosophers, with Wittgenstein (1967) being a
representative, regard this property as a troublesome demerit of natural language,
thus they work to find out or construct precise scientific language with mathematics
and logic as the remedy for this demerit. On the contrary, other philosophers insist
that it is impossible to be absolutely precise, and vagueness of natural language is
inevitable and necessary for the sake of being efficient when natural language is used
to express various thoughts (Ballmer and Pinkal 1983; Burns 1991). There are still
some other scholars who consider vagueness of natural language as people’s
ignorance of how to define vague words or expressions (Kempson 1977). Ullmann
(1972, p. 118) provides an explanation about the sources of vagueness in natural
language. He attributes vagueness to four factors:

a. generic character of words;

b. context-bound meaning;

c. lack of clear-cut boundaries in the non-linguistic world;
9



d. lack of familiarity with what the words stand for.

Along the same line, Wu (1979, 1980), the founder of the study of vague language in
Chinese, asserts that vagueness is saturated in the process of man’s feeling and
thinking. Furthermore, he points out that the vague nature of languages is influenced
by geographical areas, politics, economy and society. That is to say, vague words
vary with timeframes, nationalities, social status, professions, educational
background, political and economic situations, employment, different languages,

gender, and the dynamic development of language.

Most of the studies in the 1960s, 1970s and 1980s are of the ‘implicitness’ variety;
theorists are aware of the social dimension but they are not interested in examining
the language itself in any great detail. Garfinkel (1967 p.3) talks of ‘unstated
understandings’, and Bernstein (1971) includes context-dependent sentences.
Goffman (1963) examines the way that social and interpersonal contexts ‘provide
presuppositions for the decoding of meaning’ (Schiffrin 1994, p.105). Grice (1975, p.
41) considers implicitness as conversational implicature, in which speakers flout the
maxims of the ‘cooperative principle’ (quantity, quality, manner and relevance),
assuming that the hearer understands the implied meaning. Note that whereas
conventional implicature is the logical relationship between two utterances where the
truth of one suggests the truth of the other, conversational implicature is the indirect,
unstated meaning of an utterance, additional to what is said. Gumperz (1982, p. 131)
argues that members of social groups use implicitness: ‘exclusive interaction with
individuals of similar background leads to reliance on unverbalized and context-

bound presuppositions in communication’.

Lakoff (1972, p. 183) points out that in phrases such as ‘sort of” there is a meaning
that ‘implicitly involves fuzziness’. Crystal and Davy (1975, pp. 111-112) mention
‘vague collectives’ (*bags of’), ‘number approximations’ (‘about 30’) and ‘dummy
nouns’ (‘thing’, ‘stuff’) and acknowledge that ‘lack of precision is one of the most

important features of the vocabulary of informal conversation’.
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In the 1990s, researchers came to see VL as central aspect of the communicative
competence. Since then, the study of VL is increasingly becoming more wide
ranging, comprehensive and systematic. Channell (1994, p.193), one of the most
quoted scholars in the field, affirms that an expression or word is vague if 1) it can be
contrasted with another word or expression which appears to render the same
proposition, if 2) it is purposely and unabashedly vague or if 3) the meaning arises
from intrinsic uncertainty. Channell agrees with Peirce (1902) that a vague
expression is intrinsically indeterminate and also points out, rightly, that VL is used
strategically. However, Channell’s statement ‘it can be contrasted with another word
or expression which appears to render the same proposition’ (1994, p. 193) is rather
vague itself. Zhang’s definition, ‘a vague word has no clear-cut meaning boundary’

(1998, p.14) appears to be clearer.

Channell (1994, p. 193) states that ‘Any social group sharing interests and
knowledge employs non-specificity in talking about their shared interest’. What she
emphasises here is one of the important social functions of vague language, in that it
can strengthen solidarity among social groups. Particularly, the vague category
identifiers (e.g. ‘and all that’) can often show the in-group identity, as utterances
embedded with vague category identifiers presuppose a group’s shared knowledge
and interests. Channell’s analysis of VEs shows that ‘their meanings are themselves
vague’, that ‘speakers share knowledge of how to understand them’, and that ‘it is
apparently impossible to describe their meanings independently of consideration of
context and inference’ (ibid. pp. 196-198). She lists ‘vague additives’ (‘around ten’),
‘vague implicature’ such as approximators and quantifiers (‘15,000 died’), ‘vague
placeholders’ (‘thingy’ and ‘whatsisname’), and ‘tags’ (‘or something’, ‘and things’
and ‘and so on’) (ibid. pp. 196-198). Channell’s three categories provide a
comprehensive description of the various ways of approximating quantities in
English, the different ways of referring vaguely to categories (e.g. ‘or something like

that’), and the totally vague words (e.g. ‘thingy’, ‘whatsisname’). These well-
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defined categories have been adopted widely by other scholars in the field (e.g.
Cutting 2007, Ruzaite 2007), as well as in this current study (see Chapter 3 for
details).

Since Channell, VL has been recognized as ‘a pervasive property of texts, and a
property of considerable social importance’ (Fairclough 2003, p. 55) and ‘an
important feature of interpersonal meaning / --- / especially common in everyday
conversation’ (Carter and McCarthy 2006, p. 202). Carter and McCarthy (1997, pp.
16-19) claim that:

General words / --- / are widely used in spoken discourse / --- / general words
thing and stuff are among the most frequent words in spoken English / --- / VVague
expressions are more extensive in all language use than is commonly thought and
they are especially prevalent in spoken discourse / --- / In most informal contexts
most speakers prefer to convey information which is softened in some way by

vague language.

Carter and McCarthy’s above argument is supported by Biber et al. (1999) that the
use of VL is more widespread in spoken language. The pervasive use of VL in the
data of spoken Chinese in this current research also supports these arguments. One
debatable point though is that Carter and McCarthy seem to suggest that VL is
preferred more in informal situations than in formal situations. The findings of this
study however, indicate to the contrary that VL is favoured by the negotiators in

Chinese business negotiations, which is an institutional and formal discourse.

At the end of the twentieth century, VL was finding its way into grammar books. The
Longman Grammar of Spoken and Written English (Biber et al. 1999, p. 265)
touches on it briefly under the headings of other features, explaining that
approximators convey imprecision, that hedges such as ‘like’ can indicate

imprecision of word choice, and that in generic reference the noun ‘refers to a whole
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class rather than to an individual person or thing’. By 2006, VL had a section of
several pages to itself in the Cambridge Grammar of English (Carter and McCarthy
2006, pp. 202-205). There it is seen as a separate, though closely related, category
from “approximations’. VL is described as words or phrases ‘which deliberately refer
to people and things in a non-specific, imprecise way’ (ibid. p. 928), such as ‘stuff’,
‘like’, “‘or something’, ‘or whatever’, and ‘sort of’. Approximations as described as
VEs are used with numbers and quantities, as in ‘around six’, “five minutes or so’,

‘seven-ish’, and ‘loads and loads’.

Research on VL has also looked at discourse types such as English plays (Graves and
Hodge 1947), advertising (Leech 1964; Myers 1994), bio-medical slide talks (Dubois
1987), academic writing on economics (Channell 1990), a group task that requires
coordinated actions among the members (Erev et al. 1991), occupational standards
(Drave 1995), ESL writing by Chinese students (Allison 1995), patents (Myers 1995),
and telephone conversations (Urbanova 1999). Larger-scale studies (such as
Kennedy 1987; Channell 1985, 1994) draw their examples from both speech and
writing across a number of genres. However, it appears that there is little work which
explores the function of VL in business genre, particularly in Chinese business
negotiations. There is a need to work on this area; this present study is an attempt to

meet the need.

Furthermore, it is generally recognized that the employment of VL is more
widespread in spoken discourse than in written (Biber et al. 1999), although the use
of VL varies across spoken genres. One reason for this is that in spoken discourse,
participants are more likely to share a context than in written discourse, and they
usually have the possibility of supplementing verbal communication with non-verbal
communication. Another reason is the difference in expectations relating to
precision: informal spoken genres demand less precision than formal written ones
(Cook 1989, p. 71). These fundamental differences between face-to-face spoken

communication and written communication have implications for the interpretation
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of VL and also form part of the explanation for VL’s wider use in spoken discourse.
In the same vein, the findings of the present study have underlined the importance
and prevalence of VL in spoken discourse. Nonetheless, the use of VL as a
communicative strategy in Chinese business negotiations has received relatively little

attention and so this study intends to be a small step to strengthen this aspect.

The following will review the most relevant previous VL works to the focus of the
present study, which consists of three perspectives: linguistic vagueness, VL in

business communication, and social functions of VL.

2.3 Linguistic vagueness

2.3.1VL asanintegral part of language

Channell (1994), who is one of the earliest researchers of VL, studied vagueness
based on English data typically in non-institutional contexts. According to Channell,
‘a complete theory of language must have vagueness as an integral component’
(1994, p. 5). Channell provides a comprehensive description of various ways of
approximating quantities in English, of various ways of referring vaguely to
categories (e.g. or something like that), and of totally vague words, such as thingy or
whatsisname. Channell argues for a more general point that ‘vagueness in language
is neither all *bad’ nor all ‘good’. What matters is that vague language is used
appropriately’ (1994, p. 3). She notes that the important issue is to identify contexts
in which vagueness is appropriate. Channell points out that vagueness in
communication is part of our taken-for-granted world, and normally we do not notice
it unless it appears inappropriate. Vagueness is present in a great deal of language
use. If language were not vague, it would not permit adequate communication (Daitz
1956). Vagueness is caused by the world (in the most general sense) in which
language is used. The language system permits speakers to produce utterances

without having decided whether certain facts are excluded or allowed by them.
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Wu (1979, 1980), the founder of the study of VL in Chinese, who introduced
Zadeh’s (1965) fuzzy set theory to linguistics in China during late 1970s, asserts that
the grade of membership and membership function are two important concepts that
describe the transition of differences and they are approximating of precision to
fuzziness. Wu (1999), based primarily on Mandarin Chinese language, discusses
extensively the impacts of fuzzy language on lexics, lexicology, etymology, rhetoric,
and pragmatics. He claims that the function of linguistic hedges can be classified as:
the hedges only modifying fuzzy words and the hedges modifying both fuzzy words
and precise words. Precise meanings of precise words modified by hedges become
fuzzy. The current research supports this claim in terms of the use of pre-vaguefiers
and post-vaguefiers (two new terms coined in this study) in the discourse of Chinese

business negotiations. (See Chapter 5 for more details.)

In addition, Wu (1999) argues that if a word is fuzzy in a certain language, its
counterparts in all languages are always fuzzy. Fuzziness is also a common means of
rhetoric, and in rhetorical means, fuzziness can play a role that precision can not play.
According to Wu, language (no matter scientific language or everyday language) has
not only precise words, but also fuzzy words, and these two contradictory parties also
convert into the opposite party under certain conditions, which has been proved by
the present study as well. (See Chapter 5 for more details). Fuzziness of language is
reflected in many aspects, such as phonetics, grammar, and vocabulary, particularly

in the aspects of vocabulary and its meanings.

Wu (1999) asserts that fuzziness is saturated in the most process of man’s feeling and
thinking. Language description is fuzzy in nature as this kind of description is often a
summary description of complex situations (Dubois and Prade 1980). In a sense,

there would be no natural language if there were no fuzzy words.
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Zhang (1996, 1998, 2001, 2004a, 2004b and 2005) investigates the phenomenon of
fuzziness/vagueness, particularly in Mandarin Chinese, from the aspects of semantics,
formal semantics and pragmatics. She argues that the vague nature of words is what
natural language inherently has. VL is part of our normal everyday language, and it
is just as important as so-called non-vague language. VL is something we live by; we
need it for communication as we need air to breathe. In fact, we need VL for every
aspect of our daily communication, as much, if not more, as we need non-vague

language.

Russell (1999) claims that vagueness is a matter of degree, but it is inevitably
characteristic of all natural language. Along the same line, the present research treats
all language as being unavoidably vague, and supports that language is vague to
different degrees (Ullmann 1972) and purposefully or strategically vague as a
communicative strategy. Zhang (2004a) asserts that the law of Excluded Middle is
impractical, due to the existence of the vague nature of natural language; fuzzy
semantics is an indispensable part of semantics, which is also an important aspect of
linguistics. It should not be held that natural language should be absolutely precise.
Vagueness does not mean abuse or misuse of words. It is a scientific concept
expressing the indeterminacy of the extension of meaning boundary. Vagueness is

not a defect, but a characteristic of human language and thinking.

Zhang (2004a) states that vagueness tends to occur when we try to figure out their
reference or denotation. More precisely, in terms of denotational meaning we tend to
agree more on the core member of a VE’s denotation. VES have non-vague sense, an
agreeable core part of denotation, but vague peripheral denotation. This claim has
been empirically verified by her work, for example, nearly all subjects agreed that
200 belongs to ‘about 200’, but their answers varied on the membership of 150 or

250 to “about 200°.
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Channell (1994) explicates the concepts of vagueness and ambiguity. Ambiguity has
traditionally been identified where a sentence has two or more competing but distinct
meanings attached to it, whereas vagueness is seen where distinct meanings can not
be identified. Additionally, ambiguity is rarely a factor in real communication
because hearers read off a meaning without even realizing that there could have been
another one. Zhang (1996, 1998) provides a more comprehensive analysis among
four concepts: ambiguity, vagueness, fuzziness and generality. She makes an
important point that context cannot eliminate vagueness, while it may remove
ambiguity. Vagueness is an inherent characteristic of natural language. More
importantly, it is also unnecessary to remove vagueness which is an integral part of

language.

Channell (1994) states for a general approach to theories of language and
communication, there are two significant implications of research into the use of VL.
One is that VL is very frequent. It begins to look as though vagueness occurs as
much or more than precision. It clearly is not the case that most language use is
precise, with vagueness being occasionally appropriate. The second implication is
that language users plainly have no particular difficulties with VL. Human cognition

is well set up to process vague concepts.

2.3.2 Pragmatic roles of VL

Crystal and Davy (1975) investigated vagueness from a pragmatic point of view.
They point out that the choice of a vague item is deliberate to maintain the
atmosphere. Channell (1994, p. 194) states that VL is used for the following
communicative purposes and situations:

Giving the right amount of information

Deliberately withholding information

Using language persuasively

> w bpoE

Lexical gaps
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lacking specific information
Displacement

Self-protection

L N o O

Power and politeness
Informality and atmosphere

10. Women’s language
“The widespread use of vagueness for varied purposes and in varied settings
demonstrates what an important aspect it is of language users’ knowledge of their
language’ (1994, p. 194). The current research will adopt some of the above

Channell’s pragmatic functions in analysis.

Zhang (2005) states that vagueness tends to have invariant sense/core part of
denotation and variant peripheral part of denotation, we can then assume that
vagueness is closely associated with the real world. The reason is that the denotation
or reference of an expression relates to the extralinguistic world, things like entities,
states of affairs etc. When we try to define the denotation of an expression, we have
to consider pragmatic factors that affect the meaning of the expression in one way or
another, which leads to what we call pragmatic vagueness. Vague meaning of
expressions is very much a pragmatic matter, as its meaning depends heavily on
context (linguistic or non-linguistic) or situation. The interpretation of a VE is

influenced by all sorts of pragmatic factors, some of which are listed below.

1. Scale effects

The interpretation of a VE can be affected by the scale onto which they are

mapped.
2. Theitem being modified
The meaning of VES may also depend on the size and nature of the objects being

modified and on the spatial situations surrounding the objects (Zhang, 2005).
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In addition, Zhang (2005) points out that very often, cultural differences dominate
how we understand and interpret meaning. For example, in China divorce has always
been something disapproved of culturally. So, if we compare ‘There are many
divorce cases in China’ with “There are many divorce cases in the United States’, one
would have a lower expectation and give a lower rate for the former but a higher
expectation and rate for the latter. Another example, in Chinese culture it is not rare
to see married children with their spouse and children, still living with their parents
especially in rural areas. Therefore, ‘some’ in ‘Some married children still live with
their parents’ would be given a relatively higher expectation and therefore a higher
rate if it refers to China. The above two examples demonstrate that cultural influence
plays a great role here and we have to be aware of it in order to fully
understand/recognize meanings that tangle with cultural factors. This claim by Zhang
is also supported by this study with respect to the impact of cultural factors on the
use of VL as a communicative strategy in Chinese business negotiations. Zhang
(2005) illustrates that there are many more factors which affect the interpretation of
VEs, such as sex, location, occupation etc. For example, how tall is a ‘tall person’,
depends on all sorts of factors. In general, men are taller than women; Europeans are

taller than Asians; professional basketballers are taller than ordinary people.

From Zhang’s (2005) point of view, language users interpret VL according to what is
available and what is preferred. That is to say that we should consider both input and
context together to render a more appropriate interpretation. While certain VES’
meaning can be measured in numbers (e.g. “‘many’, ‘about 20, ‘a tall person’ etc),
the majority cannot be represented in numbers. Also, sometimes we do not know or
cannot agree on the exact numerical value for certain VEs. Even if we know the
exact numerical value, for some reason (safe guarding oneself, withholding
information etc) we may still not disclose it, just as Sperber and Wilson (2002) point
out that speakers might be unwilling or unable to provide certain relevant

information.
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Guilbaud (1977), a mathematician, also argues the necessity of vagueness for
communication, even for life, “Talking and thinking by means of ‘about’, ‘nearly’ is
a necessity.” Cutting (2007) states VL can have an informal and socially cohesive
function. VL is the central feature of daily language in use, both spoken and written.
She insists that the term ‘vague language’ is greatly different from the term
‘implicitness’. In her terms, studies of VL look at language that is inherently and
intentionally imprecise, describing lexical and grammatical surface features
themselves that may refer either to specific entities or to nothing in particular.
Studies of implicitness mention whole bodies of underlying meaning, and language
dependent on the context, based on unspoken assumptions and unstated meaning.
Implicitness can be expressed with VL and other language features. VL can express
implicit meaning but it can also be taken at its face value which is not implicit.

Hence, vagueness and implicitness should not be considered as the same thing.

He (2003) claims that vagueness is rather a pragmatic phenomenon than a semantic
one and advocates conducting a dynamic investigation from the pragmatic
perspective on the basis of affirming the achievements made by the static researches.
His early explorations on pragmatic vagueness consist of all the vague concepts that
cannot be analysed by two-valued logic, including fuzziness, indeterminacy,
probability, ambiguity, and generality, etc. Different types of pragmatic vagueness,
such as continuum type, categorical type, appraisal type, and hedging type are also
presented. He argues that pragmatic vagueness can make utterance more appropriate

and more tactful in certain contexts.

2.3.3 Interactive aspectsof VL

Interactive aspects of VL in conversation were discussed by Jucker, et al. (2003)
within the framework of Relevance Theory (RT, Sperber and Wilson 1986/1995,
1998, 2002; Wilson and Sperber 2004). Sperber and Wilson (2002) point out

correctly that intuitively relevance is a matter of degree, rather than an all-or-none
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matter. That is to say that the criterion for picking out the most relevant one is on the
principle of the greater positive cognitive effects and the lower processing efforts.
Vagueness of language discussed here is similar to what they called ‘loose use of

language’, meaning that people use words in a loose sense.

The analysis of Jucker et al. (2003) is based on a corpus of semi-controlled spoken
interactions between California students, who were asked to converse on specific
topics, such as movies, sports or opera. They draw a special attention to the
interactive aspects of VL in everyday conversation. One of the main arguments is
that VL can be more effective and preferred than precision and rarely leads to
misunderstandings, and the success depends on the exploitation of common ground.
That is, VEs may carry more relevant contextual implications than would a precise
expression, because of their greater efficiency (Sperber and Wilson 1995, pp. 46-48),

and VL may yield the same contextual assumptions for lower processing costs.

An important point made in Jucker et al. (2003) is that the speaker entertains only
some of the analytical and contextual implications of the proposition. The hearer is
expected to construct a subset of analytical and contextual implications as intended
by the speaker to achieve shared discourse goals. It implies the speaker’s assumption
that the hearer is able to discover the implications he wants to convey. Thus, the
choice of the propositional form of an utterance also depends on the speaker’s
evaluation of the hearer’s cognitive abilities as well as on her assumptions about the
common ground that she shares with him. The hearer always tries to select a subset
of implications which are relevant in a particular context. The hearer should not
process the utterance in the most literal sense. That is, the utterance can achieve
optimal relevance if it is not interpreted literally by the hearer. These premises do not
guarantee that communication succeeds. Certainly one might expect that the risk of
misunderstandings is higher in vague uses of language than in more precise

statements.
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Zhang (2004a), along the same line of Jucker et al. (2003), also affirms that semantic
fuzziness can also be explained by RT (Sperber and Wilson 1986/1995), i.e. the
application of semantic fuzziness conforms with the principles of RT. Specifically, it
conforms with the principle of achieving the optimal cognitive effect with least
processing effort. Zhang argues that it is communicators themselves who decide
whether optimal relevance is achieved or not, rather than the language form (vague
or non-vague) used. People can skilfully adjust the deployment of different language
forms (vague, non-vague) or choose appropriate interpretations to suit different

situations and their specific communication needs.

Jucker et al. (2003) argue that VEs appear to be especially important in managing
conversational implicature. Firstly, VEs may serve as focusing devices, directing the
hearer’s attention to the most relevant information. For example, the speaker who
wants to talk about an event involving a house repair can refer to various people
involved in a way that just allows the addressee to identify them in generic terms.
His purposes in referring to each person — how individual and salient he wants each
to be — will determine the level of vagueness selected. Secondly, they may guide the
listener in interpreting the goodness of fit of a characteristic to a conceptual category.
For instance, speakers try to characterise events and experiences by assigning them
to categories (I feel silly, He is my friend, etc.). Thirdly, they may place descriptions
on a scale and thus provide a reference point that may be especially relevant for
drawing inferences. For example, speakers often want to quantify the amount,
frequency, or probability of events and their characteristics. Finally, they may also
convey several aspects of propositional attitude. For instance, speakers may want to
convey their level of certainty for a claim or their evaluation of a situation, and
convey social-interactional meanings of various kinds. VEs may serve various social
functions. They may serve as politeness strategies, softening implicit complaints and

criticisms. They also provide a way of establishing a social bond.
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Jucker et al. (2003) make a distinction between conceptual and procedural meanings.
They claim that vague additives (e.g. ‘about’, ‘somewhat’) ordinarily convey
procedural rather than conceptual meaning. They do not tell the hearer something
about the real world, but rather give him processing instructions for the optimally
relevant interpretation of the utterance. In Jucker et al.’s data, apparent
misunderstandings were rare. This seems to provide evidence for the claim that
interlocutors generally do not have problems in understanding vagueness. They are
apparently able to find an interpretation which they consider good enough for the
purposes of the conversation. The analysis carried out in the present research also
reflects the more applied approach of Jucker et al., who see vagueness as an
interactional strategy, a resource which speakers have at their disposal to draw upon
in their talk. Business negotiators are faced with numerous communicative tasks, and
the negotiations are certainly interactive and they are often vague for strategic
reasons. Smith and Jucker (1998) also argue that speakers constantly negotiate their
common ground, seeking and providing cues as to the partner’s beliefs and the
current accessibility of beliefs that are relevant to the interpretation of a vague
utterance. Varying the level of vagueness may help them to achieve the intended

goals as well.

The significance of the works of Cotterill (2007) and Adolphs et al. (2007) is that
they used discourse segments to make their points. Cotterill (2007) states that the
extracts chosen for discussion attempt to illustrate a widespread phenomenon found
in courtroom discourse. Witnesses and defendants use markers of vagueness of many
kinds, but particularly those which express fuzziness in the form of approximators
(‘some sort of’, ‘kind of’, ‘a bit’, ‘whatever’, ‘this, that and the other’) and “etcetera’
additives or tags (‘and everything’, ‘sort of thing’, ‘something like that’), are
particular sites of interactional trouble in the courtroom, and are invariably picked up
by lawyers on both sides of the legal divide. Adolphs et al. (2007) investigated the
use of VL in naturally occurring everyday healthcare interaction. They have shown

how the institutional requirements influence the choice of VL items, and how VL
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facilitates the goals of the interactions. It is now well recognized that language
behaviors can be better identified through examining turn-management patterns
rather than through examining single utterance; therefore, it is necessary that this
research attempts to introduce an interactional approach in the study of vagueness in
the discourse of Chinese business negotiations, taking sequential interaction into
consideration (see Chapter 8 for details), which distinguishes this study from most

previous studies on vagueness.

Tannen (1996) considers that VL can sometimes hinder communication, as it may
imply a lack of honesty and consideration and can cause misunderstanding , the same
line is held in Cutts (2001). R. Lakoff (1990) however disagrees with the above
arguments. Based on the case of legal communication, she advocates the necessity of
VL in legal contexts, by claiming that laws must be ambiguous to some extent, as it
is impossible to foresee all the contexts to which they will be applied in the future.
Hence, VL allows laws to be flexible. The aspect of all-inclusiveness of laws as the
main justification for the lack of comprehensibility of legal language is a major
argument in Bhatia’s (1993) study. Cotterill (2007), however, argues that it is
important to be cautious in any attempt to interpret a speaker’s motivation for
producing VL. This is true especially in forensic contexts such as the courtroom or
the police interview, where the possibility of deliberate deception is relatively high
compared to most other settings. As O’Keeffe (2004a, p. 9) notes, without access to
the speakers for personal reflection, and only then assuming sincere responses, ‘we
cannot know for certain whether they chose to take linguistic shortcuts: a) to be
‘deliberately and unresolvably vague’ (Powell 1985, p. 31), or b) to be expeditious
and adhere to conversational norms of quantity.” Having in mind that VL may be
viewed by interlocutors both negatively and positively, it is important to address the
question of when VL is or should be used deliberately and when it is an impediment

to successful communication and should thus be avoided.
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In summary, while works on VL in linguistics reviewed in this section have laid a
good foundation for the current research in terms of VL semantic analysis
frameworks and pragmatic functions, few works adopted the approach of CA (Sacks
et al. 1974), where discourse segments are the focus of analysis, which is what this

study attempts to do.

2.4 Business communication and VL

2.4.1 Business communication

Harris and Bargiela-Chiappini (1997) state practitioners as well as academics have
clearly begun to recognize that ‘talk’ in its broadest sense is central to the conduct of
business at all levels and that there are in existence a number of definable sub-
generic types of business discourse, e.g. negotiations, meetings, service encounters,
some of which have been studied much more frequently and intensively than others
(negotiations) and from different perspectives. The focus of the present study is
spoken discourse, on which, as Firth (1995) points out, there is still a paucity of work

undertaken in business context.

2.4.1.1 Negotiation

The word ‘negotiation’ is from its verb ‘negotiate’, which derives from the Latin
infinitive negotari with the meaning ‘to trade or do business’. This verb itself was
derived from another word, nagare, meaning ‘to deny’ and a noun, otium, meaning

‘leisure or ease’ (Korobkin 2003, p. 15).

According to Ike (1968, p. 13), negotiation is ‘“To begin with, two elements must
normally be present for negotiation to take place: There must be both common

interests and issues of conflict. Without common interests, there is nothing to

25



negotiate for, without conflicting issues nothing to negotiate about.” Max (1979, p.
15) defines it as ‘a process in which two or more parties, who have both common
interests and conflicting interests, put forth and discuss explicit proposals concerning
specific terms of a possible agreement.” Korobkin (2003, p. 1) gives his broad
definition that ‘negotiation is an interactive communication process by which two or
more parties who lack identical interests attempt to find a way to coordinate their
behaviour or allocate scarce resources in a way that will make them better off than

they could be if they were to act alone.’

In short, negotiation is a bargaining situation in which two or more parties have
common interests to cooperate, but at the same time have conflicting interest over
exactly how to cooperate. To put it differently, the parties can mutually benefit from
reaching agreement on an outcome from a set of possible outcomes, but have

conflicting interests over the set of outcomes.

No matter whether we like negotiation or not, everybody engages in it almost every
day. A housewife with a salesperson over the counter for the price of vegetables, a
boy with his parent for changing the broken toy to a new toy, a driver with a police
for removing ticket over a traffic violation, a purchasing agent with a supplier for the
quality of a product, so on and so forth. Broadly speaking, every facet of human life,
from our happiness in families to our satisfaction in careers as well our collective
well-being on earth, hinges much on negotiation. And business negotiation is
probably the most common type of negotiation. It takes place at the commercial level,
which is the focus in this thesis. Business negotiation is a decision-making process
that provides opportunities for the parties to exchange commitments or promises
through which they will resolve their disagreements and reach a win-win settlement.
It is a consultative process between the buyer and the seller. It is conducted either by
correspondence or by face-to-face talk, and involves all kinds of terms and
conditions of a sales contract including quantity, quality, packing, shipment, payment,

insurance, inspection, claims, arbitration and force majeure, etc.
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2.4.1.2 Business negotiation

Along with the world is rapidly becoming a global village, the importance of
studying business negotiations becomes more salient. Lewicki et al. (1994) presented
a survey of business negotiation. They state that researchers have increasingly taken
interdisciplinary approaches to understanding, interpreting, and integrating
negotiation theory and practice. These interdisciplinary efforts have widen the scope
of the negotiation phenomenon, and they cover psychology, sociology, economics,
anthropology, political science, and mathematics, which have all taken different
theoretical and conceptual perspectives on negotiation including McCall and

Warrington (1984), Lewicki and Litterer (1985) etc..

In China, especially after China’s entry into WTO, more and more Chinese
researchers realize that it is of great importance to study international business
negotiation. Many studies have been made to explore the strategies and skills in
business negotiation. Qiu (2000) divides the pragmatic strategies used in
international business and trade negotiations into three types and only discusses one
of them — the positive pragmatic strategy from four aspects: polite and appropriate,
proper praising, implicit and humorous, and tactful and vague. Chen (2001) states the
necessity for business negotiators to apply a pragmatic strategy in business
negotiation, and the positive pragmatic strategy in the negotiation is also discussed
from three aspects: politeness and appropriateness maxims, tactful and humorous,
and implicit and VEs. Zeng (2002) discusses the pragmatic strategies in business
negotiation, i.e. polite appropriateness, implicature and euphemism, humour and
vagueness. Effective methods are put forward to raise learners’ pragmatic awareness,

and to develop their pragmatic strategy.

Culture has always been the most active element that can exert great influence on the

process of business negotiation. Some researchers have paid much attention to the
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influence of it. Zhao (2002) argues that understanding correctly the cultural
differences and cultural conflicts between China and western countries is the
precondition of intercultural negotiations. He studies some of the characteristics of
business negotiation and the ways of dealing with the business situation. Liu (2007)
attempts to research the characteristic of international commercial negotiation based
on the differences between Chinese and Western culture, and seek commercial

methods and tactics of intercultural negotiation.

Business negotiation course teaching and learning is also explored by some
researchers. Based on the nature, objectives as well as some problems of
international business negotiation course-teaching, Zeng (2007) discusses the course
setting, course materials, objectives and teaching means in international business
negotiation course for business English majors. He emphasizes that language output
and negotiation basics should go hand in hand in the course teaching so that it can
lay a foundation upon the all-round talents education. Liu (2005) discusses the
characteristics and contents of the English language skills in international business
negotiation course delivery. He focuses on the trend of the course delivery and issues
regarding such teaching activities as the development of the language users’
linguistic competence, their communicative performance and pragmatic performance,
the awareness of the cross-cultural consciousness, the ability to implement then cross
cultural pragmatic strategies, the learner-centred syllabus design as well as the

teachers’ guiding functions.

As is known that language is a great source of negotiating power, the language in
business negotiation is also a hot topic. Gan (2001) analyses the various expressions
of emotional language and argues that emotional language can help create a friendly
atmosphere for the negotiation. However, he also points out that the expression of
friendly feelings is not the aim of the negotiation. If people give away to their
feelings while negotiating, they will be caught in the ‘emotional gap’, thus the aim of

the negotiation cannot be achieved. Gan (2004) introduces some mild expressions in
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business negotiation according to different sentence patterns. And amicable trade
relations are one of the key factors which are used to evaluate the success of a
negotiation. The importance of mild expressions in a negotiation just lies in the fact
that it can help establish such relations between both parties. Jin (2007) explores the
communication practice of politeness in business negotiation. Based on a case study,
with Brown and Levinson’s (1987) mode of politeness theory as underlying
principles, politeness is found not only to save the other party’s face, but to exercise
some strategic functions in business negotiations. Jin concludes that negotiators who
are aware of the rationale of politeness strategy in the negotiation and make use of it

correctly are more likely to communicate successfully.

The interpretation of business negotiation is also more and more important with the
development of economic globalization. Qin (2006) examines pragmatic equivalence
in interpretation and focuses on the pragma-linguistic and socio-pragmatic
interpretation in the field of international business negotiation, with an aim to help
future interpreters to achieve the pragmatic accuracy and quality interpretation in

business negotiation by avoiding pragmatic errors.

All these various studies provide useful insights into aspects of business negotiation
and achieve much progress. Although it seems to be recognised that vagueness is a
useful and necessary strategy in business negotiation, few of the studies attempt to
explore the use of VL in Chinese business negotiations systemically and

comprehensively. The current research will be one of the first attempts to fill in this

gap.

2.4.2 Theuse of VL in business communication

It appears that the accuracy of language in business communication is always
considered as the most significant and basic factor for the understanding in business

world. However, business communication cannot work well without vagueness. For
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example, ‘many’ in There are many people in Times Square and There are many
people in Classroom 208 are different, with ‘many’ in the former one is far more
than ‘many’ in the latter one. Business communication, due to the specific
environment (particularly in business negotiations), is in need of communication
skills to achieve final goals of making profits. Proper use of vagueness in business

communication can frequently produce positive effects.

2.4.2.1 Pragmatic functions of VL in business communication

Gong (2002) argues while the accuracy of the language is needed in business
communication, the necessary and appropriate VL can safeguard communicators’
own interests far better in the sharply competitive business circles. In a certain
context, a proper and reasonable use of VL can have an incomparable impact on the
successful business communication according to the specific needs in the business
activities. Some expressions can be used during business communication
(particularly in business negotiations), which seem to be vague and obscure in
meaning and less relevant to the topic. Thus, addressees (business negotiators in
particular) might relax their minds and do not take many precautions. Consequently,

the addressors may accomplish their goals by using those expressions.

According to Gong (2002), using VL can also avoid deadlock. For instance, ‘That is
the last choice’, “Take it or leave it’ or ‘That is nonnegotiable’ etc., forcing the
opponents to make the last decision, contrary to that, communicators can increase
flexibility of their speech and avoid coming into deadlock. The followings are
opposite examples:

(1) If you insist, it will be very difficult for us to reach an agreement.

(2) To this question, I cannot find a solution until now. Could you tell me what you

think of it?
(3) That is the market price this year. If you still cannot accept it, please tell me what

your target price is.
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Hence, negotiators may use VL to describe, to suggest, to complain, to praise, to
refuse, to cover, to concede, to inquire, etc. It can function as a weapon, a lubricant,
and a disguise, etc. The high frequency of VL’s adoption in business negotiation
shows it is favoured and preferred by negotiators, who cannot afford to ignore the

effect of VL.

2.4.2.2 High-context culture, face and VL in business communication

As Zhu and Hildebrandt (2007) point out, communication issues are a complex
phenomenon which involves using appropriate communication strategies to achieve
higher levels of competence. In an indirect communication style, which is often seen
in “high-context cultures’ (Hall and Hall 1990) where ‘much is left unsaid; people
expect each other to know what is intended” (O’Sullivan and Tajaroensuk 1997, p.
77) and “collectivistic cultures’ (Scollon and Scollon 1995), where speakers usually
hide or hint their intentions during interaction. In high-context cultures, there is no
need to tell every message and implicit communication is common. Indirect
communication prevents embarrassing moment that might threaten the face of
interlocutors. Many Asian countries, such as China, Japan, use indirect style. Saving
face and keeping harmony in social relationships are highly valued in these cultures,
so they avoid direct expressions of one’s needs and desire to lessen the possibility of

conflicts.

VL is multifunctional in business communication and can often be used as
communication tactics. VL not only makes communicating climate better to help
communication go on smoothly, but also makes opponents reveal the truth about the
question, in order to know the others' real intentions. It’s persuasive and convincing
without losing face of the negotiators involved. In the course of business
communication, it is impossible for one party to force the other party to sign an
agreement. Therefore, they must leave some leeway for each other so that they can

change their positions or standpoints without losing their face. VL has this function.
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For example: when Party A says ‘That is a high price! It will be difficult for us to
make any sales’, he not only attempts to persuade his opponent to lower the price,
but also leave some room for himself in case of the occurrence of the unforeseen
circumstances. Once his opponent does not accept his counter offer, Party A can still
accept the original offer without losing his face. If Party A uses the word
‘impossible’ instead of “difficult’, the agreement is hard to reach and Party A sinks
into a dilemma. Take another example, Party B says ‘I should say the price is
reasonable.” Before the word ‘reasonable’, he uses a word ‘should’, both of these are
vague words. In this case, if Party A does not accept his price, he could lower the

price a little.

Gong (2002) also points out that sometimes business opponents may ask some
difficult questions, which may reveal some inner skills, messages or the real goals. If
answer directly, communicators may enter a disadvantage situation. In this situation,
they can answer in a vague way. Here are some examples:

(1) 1 would if I could.

(2) That depends.

(3) It is possible.

(4) I will convey your proposal to my boss to see what he says.

(5) To this kind of question, we usually handle it in this way that--.

(6) I think your question is mainly about (then say something else).

(7) On this aspect, | think your company is more authoritative, could you tell me how

you think of that?

In order to avoid misunderstanding and inconvenience, language in business
communication, whether it is in the oral form or written form, should have been clear
and precise. However, as illustrated in the present research, the use of VL in business
negotiations is very pervasive and renders an important aspect for research. As
Crystal and Davy (1975) claim, there are following four main reasons for the

pervasiveness of VL in people’s daily life: 1) memory blank — speakers forget correct
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words, 2) the language has no suitable exact word, or speakers do not know it, 3) the
subject of the conversation is not such that it requires precision, and an
approximation or characterization will do, 4) the choice of a vague item is deliberate
to maintain the atmosphere. In the same vein, VL also finds full reasons for its
prevailing existence in business negotiations. One case is that the speaker is unable
to be more precise. The speaker may use VL due to memory loss or lack of relevant
knowledge, just as the first two reasons proposed by Crystal and Davy (1975). The
other case is that the speaker is unwilling to be more precise for certain reasons, just

as the last two reasons proposed by them.

Business negotiation is a very complicated process. When negotiators reply to some
questions which are beyond their authority or when it is inconvenient to give a reply
on some issues, VL should be used to deal with or to avoid face-to-face conflict, and
it is one of the most effective ways for negotiators to use. The necessity of adopting
VL in business negotiation lies in promotion of business relations and realization of
commercial purposes. Negotiators also employ VL when it is unnecessary to be exact
or when a specific purpose must be achieved. The merits of vagueness help to
eliminate absoluteness, directness and openness of a language. With possibly fewer

mistakes, negotiators take the initiative firmly in their hands.

The present study investigates the use of VL in Chinese business negotiations.
According to Zhang and Li (1999), in Chinese culture indirect and VEs are more
acceptable than direct and specific references. Sentences are frequently left
unfinished so that the other person may conclude in his own mind. They are layers of
soft language with various degrees of courtesy and respect. Bilbow (1997) states
Chinese discourse is considerably less direct than Western discourse. Also, Chinese
hearers tend to interpret indirectness in more positive ways than Westerners. For
example, circumlocutory discourse is often regarded by the Chinese as highly
authoritative in a way that is far from common among Western hearers, for whom

circumlocutory discourse tends to be ‘manipulative’ or ‘long-winded’.
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Bilbow (1997) states that Chinese discourse is markedly more formal than Western
discourse, and overt markers of politeness are common. Bilbow also states that “face’
considerations play a greater role in determining whether a speaker’s discourse is
interpreted sensitive by Chinese hearers than they do for Westerners. The Chinese
tend to have business communication in a rather indirect manner. They take time to
see whether their prospective business contacts are really reliable as human beings,
for example, by inviting them to a party and socializing with them. Moreover,
Bilbow points out that the decision-making process of Chinese businessmen is
considered to be very slow and time-consuming. This is because most Chinese
companies have a bottom-up decision-making system which involves many people in
decision-making. While Bilbow’s above observations may be the case in 1990s, the

dynamic of China’s development in recent years may present something different.

Kirkpatrick (1993) argues that both English and Chinese are linear, but while English
tends to follow a sequence that develops from a main to a subordinate information
sequence, the opposite is true of Chinese. He studied in particular how the
subordinate-main sequence in Chinese complex sentences is also found in the textual
organization of Chinese request letters. In many instances in his article, he refers to a
principle of modern standard Chinese sequencing as the ‘Because-therefore’
sequence. He far prefers the term ‘frame-main’ in his later articles. Through
analysing the information sequence in Mandarin letters of request, Kirkpatrick
(1991) reveals that these letters characterize by a tendency to first provide reasons
and then make the requests. These requests, as stated by Kirkpatrick, ‘generally
conform to the following schema: salutation, preamble (facework), reasons, and then
the request itself’ (1991, p. 183). The part of facework and the inductive sequence as
demonstrated in this schema present the unique features of Chinese request. This
notion of uniqueness is questioned in a later study (Kirkpatrick 2007). In comparing
the arrangement of both the Ars Dictaminis letters of Medieval Europe and

contemporary Chinese letters of request, he showed that they followed a strikingly
34



similar schema. Kirkpatrick concluded that these similarities resulted from ‘the
relative importance that societies attach to hierarchy’ (p. 255). ‘The existence of this
inductive arrangement in the Chinese letters of request’, Kirkpatrick (p. 255) further
argues, ‘strongly suggests that hierarchy remains a key variable in contemporary

China’.

Zhu (1999, 2005), however, finds that the Chinese adopt a more direct style, and
subordinate-main and main-subordinate structures are both prevalent in modern
Chinese business communication. She points out that in every culture there is a set of
rhetorical options language users can choose from, which is why it is a mistake to
make generalizations from a single speech act to the whole of the discourse structure.
Choice depends on communicative purposes, genre expectations as well as related
issues of politeness, required levels of indirectness and face saving. Reflecting on
Kirkpatrick’s (1991, 1993) works, she offers evidence to prove that the subordinate-
main structure is not the only option in Chinese. Firstly, she points out that the
internationalization of Chinese literacy has brought strong Western influences and
introduced the main-subordinate structure as an alternative. This is especially evident
in business letters, where the persuasive communicative purpose necessitates a main-
subordinate structure. Secondly, variety is also present in the different realizations of
the subordinate-main structure as claims are mitigated to a different extent in the
three main styles of writing in Chinese. What may be interpreted as a ‘subordinate’
or unrelated introductory part by an outsider may prove to be a required politeness
formula, after which the real purpose of the communication is elaborated on

according to the main-subordinate logic.

Zhu’s (2005) work is particularly relevant to this study. Based on data on business
written communication among Chinese, Australians and New Zealanders, she also
finds that the Chinese emphasize guanxi (connections) and relationship building, and
use more of an ‘emotional approach’ than a ‘logical approach’. This could be caused

by different genres (business discourse vs. non-business discourse, written discourse
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vs. spoken discourse), and the investigation of indirectness from this study may help
verify this matter because this study focuses on spoken data as opposed to Zhu’s

written data.

The research of VL in Chinese business negotiations has been scarce. This study is to
investigate comprehensively the roles VL plays in real-life Chinese business
negotiations with salient characteristics of inexplicitness, and its socio-cultural

features, which will contribute to the study of business communication.

2.5 Social functionsof VL

Crystal and Davy (1975, pp. 111 — 112) note that ‘the use of lexical vagueness is
undoubtedly a main sign of social and personal relaxation.” Brown and Levinson
(1987) describing positive politeness strategies, mention ellipsis and in-jokes (jokes
between in-group members) among their in-group identity markers, used to claim
common ground. Tannen (1984, p. 31) lists ellipsis, indirectness, implicature and
unstated meanings as interpersonal involvement signals of ‘high involvement style’.
Tannen (1989, p. 23) claims, ‘the more work / --- / hearers do to supply meaning, the
deeper their understanding and the greater their sense of involvement with both text

and author.’

Since the mid-1990s, linguists have looked in greater detail at the social usage of VL.
Channell (1994) examines the micro-functions: she suggests that general nouns can
be used to avoid being offensive, derogatory or pretentious, deliberately withhold
information, avoid showing uncertainty or a lexical gap, and protect oneself or
somebody /something else. Others talk of the function in more general terms, but
they nearly all point to VL as a marker of social cohesion. McCarthy (1998, pp. 108
—109) says that VL makes ‘an important contribution to naturalness and the informal,

convergent tenor of everyday talk.” Carter (1998, pp. 118 — 119) sees VL as a social
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leveler: it “puts the speakers on an immediately casual and equal footing with their

interlocutors.” Carter and McCarthy (2006, p. 202) state:

Vague language softens expressions so that they do not appear too direct or unduly
authoritative or assertive. It is also a strong indication of an assumed shared knowledge and
can mark in-group membership: the referents of vague language can be assumed to be known

by the listener.

Along the same line, Cutting (2000, 2001, 2002) finds that discourse communities
use VL to assert in-group membership and show solidarity, as well as to exclude

outsiders.

However, implicitness can be seen as a social divider. Although Fairclough (2003, p.
55) claims that ‘All forms of fellowship, community and solidarity depend upon
meanings which are shared and can be taken as given’, he makes the point that
written or spoken texts can carry implicit assumptions that they impose upon the
reader or listener by making them bring the same assumptions into the process of
interpretation (Fairclough 1989). Wodak (1996) examines the effect of speakers in a
position of power using implicit language. Wodak (1996, p. 2) explains that
confusion can result when there are ‘gaps between distinct and insufficiently
coincident cognitive worlds’, since these can separate ‘insiders from outsiders,
members of institutions from clients of those institutions, and elites from the normal
citizen uninitiated in the arcana of bureaucratic language and life’. VL can play both
roles of social divider and social lumper. Whether it is a role of social divider or
lumper all depends on the angle it is being looked at. From insiders’ perspective, VL
plays a role of social lumper; while from outsiders’ perspective, it then plays a role

of social divider. They are not contradictory at all.
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2.6 Other perspectives of VL studies

In the field of second-language acquisition, Roberts (2003, p. 117) follows on with
the view that heavily context-dependent language is associated with the assertion of
power. She makes the point that contextualization cues call up background
knowledge which relates to social relations, rights, obligations and ideologies. This,
she says, is a problem for second-language acquisition of minority-language-

speakers:

Knowing how to use and interpret a particular cue means at least for that interactional
moment that you are a ‘belonger’. And in contrast, the failure to pick up on a cue not only
creates misunderstanding but sets the minority linguistic speaker apart. She is not in that
interactional moment an emergent member of the same communicative community. As a
result, small interactive differences can contribute to large social consequences. (Roberts

2003, p. 118),

Koester (2007) says that in the teaching of business English, teachers and students
should recognize that overly explicit language can be inappropriate or even rude. She
says that learners should be made aware that VL can convey information about the
speaker’s attitude towards the interlocutor or the business at hand, and can be used
strategically for politeness or solidarity. Cheng (2007) suggests that students should
be taught about VL’s role in sustaining relationships through asserting shared

understandings, maintaining face, and communicating informality and formality.

Ruzaite (2007) investigates VL in educational settings attempting to offer
generalizations about the main patterns of approximators and quantifiers by
comparing them in British English (BE) and American English (AE). She argues that
the use of VL is distinct in BE and AE in some important respects. Particularly, the
frequency of quantifiers and approximators does differ. Quantifiers are more frequent
in AE, whereas approximators have revealed the opposite tendency; they are more

numerous in BE. Moreover, the linguistic patterns of some quantifiers and
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approximators also differ in BE and AE. Negatively loaded lexemes co-occur with
quantifiers significantly more frequently in BE than in AE, which may suggest that

in BE quantifiers are more frequently used to mitigate negative notions.

Using primarily a cognitive approach, Chen and Wu (2002) studied the issue of
semantic fuzziness in relation to categorisation. They argue that the boundary of the
prototype category is always fuzzy and cannot be clearly limited and defined, and
fuzziness is one of the essential characteristics of semantic category. They affirm that
cognitive economy inevitably causes the fuzziness of conceptual and semantic
categories; i.e. semantic fuzziness is the result of cognitive economy and human
categorization in natural language. In particular, fuzziness of semantic category is
originated in the process of human cognition; it is when the family resemblance is
formed in the process of human cognitive categorization. The internal structure made
up of ‘centre’ and ‘boundary’ is the real reflection of fuzzy semantic category and is

suitable for describing family resemblance or fuzziness of semantic category.

Another important point made in Chen and Wu (2002) is that similarities and
continuities of objective entities do not disappear because of human categorization;
they remain in concepts or semantic category, SO communication contexts may
eliminate ambiguity, but not fuzziness of words. They affirm that the practical value
of fuzzy language is that it is more expressive than precise language as it can express
both fuzzy information and precise information, which is supported empirically by

Jucker et al. (2003).

From the perspective of psycholinguistics, Moxey and Sanford (1993) have done
research on vague quantifiers in terms of how they are understood, reasoned and
used. They aim at investigating what differentiates quantifiers from one another in
terms of conditions of use and examining how the understanding of quantified
statements might fit into more general accounts of language understanding, and of

reasoning (Moxey and Sanford, 1993, p. 111).
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Pepper and Prytulak (1974) found that when it was used to describe the frequency
with which Miss Sweden was found attractive, the term ‘frequently’ was considered
to mean approximately 70% of the time, due to a higher expected frequency.
However, when it was used for the frequency of air crashes, the term was given only
approximately 20% of the time, due to a lower expected frequency. Moxey and
Sanford (1993) also conducted a series of tests on how expectation affects the
understanding of vague quantifiers, and concluded that it has a significant impact on

the understanding of VL.

Apart from their contributions to the issue of contextual effects on vague quantifiers,
Moxey and Sanford (1993) also investigate quantifiers from a non-numerical
perspective. For example, it is argued that when combining with a quantifier, very
may not intensify numerical value, instead very in very few enhance the strength of
claim. It is argued that vague quantifiers in communication may not be mapped into a

numerical value in a fine-grained scale.

Moxey and Sanford (1993) argue that vague quantifiers could be different in terms of
attention and focus. Their work shows empirically that expressions serve to put focus

into different subsets of the superset upon which they operate. For example,

(1) Few friends attended Mark’s party. They went to a movie instead.

(2) Afew friends attended Mark’s party. They enjoyed it.

‘Few’ puts emphasis on the set of friends who did not attend Mark’s party; ‘a few’
on the other hand focuses on the set of friends who did attend his party. It shows that
the quantifiers have a major function in manipulating attentions and patterns of

inference.
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This current study will be enhanced by investigating a wider range of issues, such as
the intention of speakers, attentional focus, certainly worthwhile pursuing. However,
it has to be noted that while we emphasize the importance of cognitive and
psychological approaches, we cannot disregard totally the importance of numeral
aspect (Zhang 2005). There would be situations where ‘few’ and ‘a few’ do mean
different numbers; hence, the non-numerical assertion cannot be a universal claim.
Another point is that Moxey and Sanford’s research was based on controlled
experiment, which could be appropriate with regard to their goals but not natural.
The Conversation Analysis approach, looking at the linguistic patterns and turns,

adopted by this present study is expected to be more authentic and adequate.

In summary, in the current literature of VL studies, there is a lack of a more holistic
linguistic approach to the study of vagueness, and of empirical study based on
naturally recorded language data. This study attempts to adopt a more holistic
approach covering lexical, syntactic, pragmatic and discourse analysis. One feature
of this study is that it studies VL in naturally-occurring context of Chinese business
negotiations with distinct vague characteristics, which is most authentic and
creditable. Another feature is employing the CA (Sacks, Schegloff and Jefferson
1974) framework into the analysis of interactive aspects of vagueness, such as turn
management and interpersonal aspects of the unfolding conversations. The ultimate
goal of this study is to examine interactional aspects of vagueness in spontaneous

language data to provide a more natural account of VL use.
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Chapter 3 Theoretical framework and methodology

The primary approach employed in this research is CA (Sacks, Schegloff and
Jefferson 1974, Hutchby and Wooffitt 1998, ten Have 1999). It will be used

throughout in the analysis of VL data of spontaneous Chinese business negotiations.

3.1 Theoretical Framework: Conversation Analysis

The theoretical framework for this research is based on CA. It is an empirical
approach to the study of spoken conversation which examines what happens in actual
talk and expounds the participant’s own methods for production and interpretation of
social interactions. The central goal of CA is to discover a system of talk by offering
the description and explication of recurrent structural characteristics of talk-in-
interactions. CA is employed as the foremost approach because it fits in with the way

in which the present study is conducted.

3.1.1 Sequential interactions

CA is an approach to the study of talk in interaction which grew out of the
ethnomethodological tradition in sociology developed by Garfinkel (1964, 1967,
1988). Ethnomethodology is a sociological discipline which examines the ways in
which people make sense of their world, display this understanding to others, and
produce the mutually shared social order in which they live. The term was initially
coined by Garfinkel in the 1960s. Liddicoat (2007) points out that the social
organization can only be understood by examining actual instances of social
interaction. In each instance of social interaction, members need to make available to
others their understanding of the activities in which they are engaged and participants
routinely monitor each other to confirm and test shared understandings of the activity

as it unfolds. For this reason, in studying social interaction, ethnomethodology tends
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to ignore the information actually transmitted during interaction, concentrating more

on how the interaction was performed.

The emphasis on studying actual instances of social interaction is also developed in
the work of Goffman (1959, 1963, 1967, 1969, 1971, 1981), who asserted that the
ordinary activities of daily life were an important and non-trivial subject for study,
from which the ways in which human beings engage each other can be observed.
Goffman’s approach distinguishes itself in the sociology and social psychology
studies by utilising qualitative method rather than quantitative method (e.g.
hypothesis testing) to explore how social processes work. Goffman (1964) in
particular drew attention to the need to study ordinary instances of speaking, which

had in his view been neglected:

Talk is socially organized, not merely in terms of who speaks to whom in what
language, but as a little system of mutually ratified and ritually governed face-to-face

action, a social encounter. (Goffman 1964, p. 65)

Goffman argued that the study of speaking was not simply a matter of narrowly
focused linguistic descriptions of language, but rather that interaction had its own
system of rules and structures which were not intrinsically linguistic in nature. This
means that the study of language in purely linguistic terms could not adequately

account for the nature of language-in-use.

The work of Garfinkel and Goffman as discussed above provided an impetus for the
development of CA by investigating the orderliness of everyday life (Sacks 1992).
Harvey Sacks let the way through his lectures on conversation from the early 1960s.
In these lectures, Sacks developed an approach to investigate social order as it was
produced through the practices of everyday talk. By the late 1960s and early 1970s,
through the work of Harvey Sacks and his colleagues Emmanuel A. Schegloff and

Gail Jefferson, CA began to emerge from sociology as an independent area of
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enquiry oriented towards understanding the organizational structure of talk in human
communication (Lerner 2004). CA drew from ethnomethodology a concern for
understanding how order was achieved in social interaction, (Clayman and Maynard

1995).

Liddicoat (2007) notes that Sacks’ approach to the study of conversation is
characterized by a view of talk as activity through which speakers accomplish things
in interaction. Talk can, therefore, be strategically employed to achieve
communicative goals. For Sacks, this strategic use of talk is not a set of rules or
recipes by which actions are accomplished, but rather the production of interactional
effects which are achieved through the use of talk in a particular context; and for
Sacks, conversation was orderly and this order was manifested at all points
(Schegloff 1992a). Wooffitt (2005) asserts that conversation is neither random nor
unstructured; however, the order observable in conversation does not imply an
overarching uniformity in conversational structure which is generalizable across
conversations. Instead, the participants themselves construct conversations in orderly

ways.

3.1.2 Recipient design

Recipient design refers to the idea that participants in talk design their talk in such a
way as to be understood by an interlocutor, in terms of the knowledge that
participants assume they share (Sacks and Schegloff 1979, Schegloff 1972). The
notion of recipient design, which Sacks, Schegloff and Jackson (1974) characterize
as the most general principle of conversational interaction, is a key idea in CA. This
means that conversational contributions are designed with a recipient in mind and are
designed as appropriate for that recipient. As Boden (1994) states, recipient design is
not simply a resource which speakers use to design talk, while it is also a resource

listeners can use in interpreting talk, as listeners are motivated to hear a turn that is
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designed for them, and participants track the trajectory of the talk to hear a turn if a

turn is designed for them.

Liddicoat (2007) points out that ‘conversation analysis’, as the name of an approach
to studying talk in interaction, is in some ways a misnomer for the approach, as the
focus of CA is actually much larger than conversation as it is usually understood.
While much work in CA examines informal talk in everyday social settings, there is
a growing body of work which has applied the same approach to talk in institutional
contexts (Drew and Heritage 1992, Drew and Sorjonen 1997, Heritage 1998, 2004).
Conversation analysts do not see an inherent distinction between the formal and the
informal, the everyday and the institutional; rather they see talk in interaction as a
social process which is deployed to realize and understand the social situations in
which talk is used. As Schegloff (1992b, p. 1296) argues, ‘talk-in-interaction is a
primordial site of sociality on the one hand and, on the other hand, one of the (largely
presupposed) preconditions for, and achievements of, organized life’. CA therefore

legitimately investigates all areas of socially motivated talk.

3.1.3 Talk: meaningful social action and its context

The underlying assumption of CA is to develop an account of language as social
action. CA studies the organization and orderliness of social interaction. In order to
do this, it begins with an assumption that the conduct, including talk, of everyday life

is produced as sensible and meaningful.

The central goal of conversation analytic research is the description and explication of the
competences that ordinary speakers use and rely on in participating in intelligible socially
organized interaction. At its most basic, this objective is one of describing the procedures by
which conversationalists produce their own behaviour and understand that of others.

(Heritage 1984b, p. 1)
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According to Liddicoat (2007), a fundamental assumption of such a programme of
research is that in engaging in talk, participants are engaging in socially organized
interaction. Human talk is a form of action, and is understood as action by
participants in the interaction. This talk is presented and understood as meaningful
because participants share the same procedures for designing and interpreting talk.
CA seeks to understand these shared procedures which participants in an interaction

use to produce and recognize meaningful action.

Moreover, action is meaningful only in context and context is seen as playing two
primary roles in interaction (Liddicoat 2007). Heritage (1984b) refers to this as the
context-shaped and the context-renewing significance of a speaker’s contribution.
Talk is context-shaped in that talk responds to the context in which it is created.
What participants say is shaped by and for the context in which it occurs and each
next bit of talk is understood in the light of what has preceded it. This
contextualization is an important procedure for understanding conversational
contributions. At the same time talk is context-renewing because talk shapes the
context as each next bit of talk constrains and affects what follows and influences
how further talk will be heard and understood. Each turn at talk is the response to
some previous talk and, by its utterance, provides a context in which the next turn at
talk will be heard. Context is, therefore, dynamic and is renewed at each point in the
talk. Conversationalists design their talk to demonstrate the sense they have made of
the preceding talk and display, through the construction of their talk, their
understanding of the talk-so-far. Turns at talk are, therefore, publicly available
displays of understanding which allow for ‘shared understandings’ to be created and

ratified (Goodwin and Goodwin 1992).

Furthermore, Liddicoat (2007) claims that while context is therefore vitally relevant
to interaction, it is necessary to be cautious about what can legitimately be invoked
as relevant context. Schegloff (1992a) has indicated that context can be considered in

two different ways: external to the interaction itself and this includes context in the
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form of social categories, social relationships and institutional and cultural settings;
internal to the interaction and is created by participants through their talk. Not all
potentially knowable aspects of external context can be taken as being equally
potentially relevant at any point in the interaction and, as such, the test of the analyst
is to determine, on the basis of the interaction itself, which elements of context are
displayed as relevant and consequential to the participants themselves. This means
that context needs to be seen more as something that is invoked in interaction, rather

than something which impacts on interaction.

3.1.4 Naturally recorded data

As CA considers language as a social action, the data to use should be actual talk
occurring in actual contexts (Heritage 1995). CA is analysis of real-world, situated,
contextualized talk. The use of actual instances of talk allows for the possibility of an
examination of what speakers actually do when speaking, rather than producing an
account of what speakers think they do (e.g. as the result of introspection about the
language use). CA uses a specimen approach in which each data segment used for
developing an account of conversational behaviour is not a statement about reality
but rather a part of the reality being studied (ten Have 1999). As an empirical
discipline, CA allows order to emerge from the data without an intervening layer of
theoretical constructs and allows for the determination of the organizing principles

that are used and oriented to by the speakers themselves.

Liddicoat (2007) notes because talk is seen as organized and orderly and because this
order is understood as constructed in a particular context for a particular conversation,
conversation analyst work with recordings of spontaneously occurring talk.
Recordings allow the talk to be subjected to multiple examinations and these allow
details which may have been ignored or set aside to be taken up in later analyses.
Similarly, Pomerantz and Fehr (1997, p. 70) state that ‘Conversation analysts

strongly prefer to work from recordings of conduct’ and argue that the advantages of
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recording are that it allows for the possibility of playing and replaying the interaction
both for transcribing and developing an analysis, permits rechecking of the analysis
against full detailed material and makes it possible to return to the data with new

interests.’

Video and tape recordings are much richer sources of conversational data than other
ways of capturing interaction (Heritage 1984b, 1995). For example, note-taking and
recall all necessarily involve some editing of the data, as not all of the minute details
which are available to participants can be represented or recalled. Any attempt to
construct a written version of a conversation will therefore obscure much of what
made the conversation meaningful and orderly for the participants themselves. In fact,
even the production of a written transcription based on recorded data involves some
loss of detail. However it is by far the best we could possibly do to keep the data

close to the real-life.

3.1.5 Single case, collection and inductive approach

Single-case analysis involves looking at a conversation, or a segment of a
conversation, in order to track in detail the various devices and strategies used by
participants to accomplish a particular action (Schegloff 1987a, 1988b). The analysis
of a single case is in effect the starting point for any analysis, as single-case
examples allow the analyst to examine how conversational practices operate in
particular instances and allow for a description of these practices to begin. It allows
the analyst to examine how an instance of conversation is orderly for its participants
(Schegloff 1968). A single case of talk is a single case of achieved orderly interaction,
which can be examined as such and which can reveal much about the procedures
used to create this order. This means that the single case is derived from and

manifests the competency that members have to produce orderly talk.
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That this particular social action occurred is evidence that the machinery for its
production is culturally available, involves members’ competencies, and is therefore

possibly (and probably) reproducible. (Psathas 1995, p. 50)

Any single case of orderly interaction is therefore an indication of the nature of
members’ competencies involved in creating order. As such, a single case is not like
a sample drawn from a pre-existing collection of such cases and representative of

those cases, but rather an entire, self-contained instance of produced order.

Furthermore, as the conversation analytic approach is concerned with identifying
patterns of action, identifying instances of action through unmotivated looking and
then moving to establishing collections of similar actions is an effective way of
examining regularly occurring patterns (Liddicoat 2007). A collection can only
proceed from a single-case analysis, as such an analysis is required to determine
what a particular action is an instance of (Psathas 1995). A collection is, therefore, a
possible next step in analysis rather than an alternative analytic approach. Once a
collection has been assembled it can be used to test the robustness of a particular
description of action and to refine the analysis in the light of repeated instances of an
action in different instances of interaction. The analysis of a collection allows the
regularly occurring procedures for accomplishing a particular type of action to
become clear and allows for differing trajectories for the accomplishment of the

action to be seen.

In CA quantification is usually expressed by adjectival means (commonly,
overwhelmingly, regularly, typically, etc.) rather than numerically, as totals,
frequency counts or percentages (Schegloff, 1993). While it may seem useful to be
able to provide a numerical quantity, the quantification of results is highly
problematic in CA because of the nature of the instances being counted (Heritage,
1995). The collections used by conversation analysts are instances of highly

contextualized talk and the collection allows for the possibility of examining in a
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systematic way patterns as they occur across differing contexts and with differing
participants. This means that while there may be patterns which span contexts and
participants, each context is unique: a collection is a collection of single instances
rather than multiple examples of the same thing (Schegloff 1993). As Liddicoat
(2007) states, the study of collections is therefore the study of multiple single-case
examples, in which each next case demonstrates the systematic commonalities which

exist across participants and contexts.

In this present study however, quantification will be expressed using a combination
of numerical and adjectival means because they serve different purposes and meet
different needs. Description, such as totals, frequency counts and percentages, can be
useful when used with a note of caution. While the adjectival means may often be
less problematic in terms of accurately representing the context dependence of
language phenomena, numbers are intuitive, easy to understand, effective and

efficient to illustrate certain research findings and to certain group of readers.

The analytical approach discussed here is an inductive one (ten Have 1991, Heritage
1988) which seeks to build an understanding of regularities in the way talk is
organized from the study of actual instances of interaction. The analyst, however,
does not stop at a description of regularities, but rather is required to show that
regularities are methodically produced and oriented to by participants (Heritage,
1988). Regularities in conversation are then viewed as normative in that they affect
the behaviour of participants in the interaction and participants display an orientation

to regular procedures as the taken-for-granted orderliness of the social world.

Of particular interest in the study of collections is the study of ‘deviant’ cases. In a
conversation analytic perspective, deviant cases are not viewed as exceptions, but
rather as indications of orderliness which have not yet been accounted for by the
description (Schegloff 1968). Description of a regular pattern should be able to

account for behaviours which do not conform to the normal course of action and
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these accounts should demonstrate how the deviant case is in some way orienting to
the normal course of action. If an instance of interaction is a departure from an
expected process then it needs to be shown how the participants in the interaction
orient to the departure (Heritage 1988). Deviant cases which do not appear to fit an
analytic description are taken as evidence that the account is not yet maximally

generalizable rather than being in some sense a deviant or defective instance.

3.1.6 Some methodological issues

As ten Have (1990) indicates, CA tends to use a restricted data base, i.e. recordings
of naturally occurring interactions. This is often seen as a severe limitation of the
validity of its findings. From a CA point of view, however, it is rather a strong point
for analytic results, if they are built up solely from recorded data. Critiques on this
point take a variety of forms. Reference has been made to ‘missing data’ concerning
participants, as the usual macro-sociological variables (socioeconomic status, age
and gender), institutional position, and personal background. Often critics tend to
complain that the institutional context of the interaction is neglected analytically in
CA (Cicourel 1981). And others wonder why sources like interviews with
participants, their comments on recordings, or interpretations of taped material by

panels of ‘judges’ are not used.

To respond to the above questions, ten Have (1990) argues that to understand CA’s
position on this, we should go back to the early work of Harvey Sacks and Emanuel
Schegloff. In that early phase those scholars were working on material from
institutional settings, such as calls to an emergency psychiatric facility or to the
police in cases of disaster. These studies showed that participants in such institutional
circumstances were using interactional devices that were quite commonplace. Such
devices, then, might also, or perhaps even better, be studied in less dramatically pre-

defined circumstances, such as unremarkable conversations between equals.
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The choice of term ‘conversation” has been presented as rather arbitrary (Schegloff
and Sacks 1973, pp. 289-290), but, with the wisdom of hindsight, it may be judged to
have been a lucky one. ten Have (1990) further explicates that ordinary conversation
seems to be of the utmost importance for social life, both to ‘old” and “new’ members
of the group. It is the bedrock for inter-subjective understanding, and also a kind of
‘technological reservoir’ for whatever kind of more “formal’ or ‘restricted’ social life.
Seen in this light, it has been a wise decision to concentrate, at least for a certain
amount of time, on the most ordinary conversations as materials for analysis. Its
commonplaceness has been an asset rather than a deficiency, since there is no

obvious, pre-given functional significance to prejudge what is happening in the data.

According to ten Have (1990), in later developments of CA, however, it is seen that
many members of later generations have turned again to the analysis of interactions
in institutional settings. Pre-trial conferences, court hearings, news interviews,
medical encounters, classroom interactions and political rallies have been among the
objects for these analyses. What these researchers have done is to use the repertoire
of conversational devices, described by the first generation of CA mostly on the basis
of ordinary conversation, to explore how this repertoire is restrictively used by
members to constitute episodes of ‘institutional’ life, recognizable as such to both
members of CA camp and analysts in general. As Heritage has formulated it, when

he summarized his discussion of these kinds of analyses:

It is within these local sequences of talk, and only there, that these institutions are ultimately
and accountably talked into being. (..) the details of little, local sequences which at first
seemed narrow, insignificant and contextually uninteresting, turn out to be the crucial
resources by which larger institutionalized activity frameworks are evoked. Such institutional
contexts are created as visible states of affairs on a turn-by-turn basis. It is ultimately through
such means that ‘institutions' exist as accountable organizations of social actions.

Heritage (1984b p. 290)
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ten Have (1990) states that explanations of what happens in any kind of interaction,
institutional or not, that make reference to ‘fixed’ givens such as institutional
identities and functions, institutionalized resources or relationships, or whatever, are
not acceptable to a CA analysis, until the local procedural relevance is demonstrated.
And even then, what may be said concerning such moments is only that those
properties or relationships are ‘talked into being’ then and there. He contends that,
any preconceptions of properties, relationships and occasions, which are used as
taken-for-granted realities in other schools of thought are to be ‘bracketed” in CA.
Other sources could be analyzed in terms of their own productive processes, but that
the information which they provide should not prejudge the detailed analysis of the

interactional data themselves.

3.1.7 CA and the present research

As discussed above, CA promotes the concept that language communication is a
contextulised social action, and any adequate linguistic research should be based on
real-life and naturally recorded data and focuses on sequential analysis. It

emphasizes recipient design, interactive and inductive approaches.

The most relevant parts of CA’s framework to the present study are the analysis of
the actual talks and sequence of interactions. Firstly, this study uses spontaneous
spoken data rather than isolated or experimental sentences. CA’s requirement for the
method of data collection is that it should be naturally occurring, created in control-
free settings and non-experimental interactions, obtained from any available source,
formal or informal, institutional or personal. The taped recording provides detailed
examination of particular events within the interactions. These can be repeatedly
replayed and transcribed, i.e. the availability of recordings allows repeated re-
viewings or re-listening. This makes it possible to have close and precise

observations of on-going conversations, in which the ratification of the numerous
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instances collected is conducted, creating valuable studies of the varieties and

variations within these recorded instances.

Through observation of the audio or video taping of conversations, researchers can
obtain a complete understanding of linguistic patterns of a given speech act and
dynamic situations produced. Moreover, the recording of on-going interactions
provides researchers with potential data for further linguistic research. Commitment
to this method helps fill the gap of the unnoticed aspects of the interaction which
have been previously ignored. The recording of ongoing interactions provides
potential, valuable and sought-after data for further linguistic research, particularly
business negotiation data is difficult to obtain. The use of recordings will contribute
to the investigation of the under-explored interactive aspects of language study

methodology (Psathas 1995).

Secondly, the present study also emphasizes CA’s ‘sequential analyses’ of
interaction. Chapter 8 is specifically dedicated to the analysis of utterance sequences
and the organization of such sequences in interaction. One central concept within the
analytic framework of CA is a speaking turn. It is an uninterrupted (although
possibly partially overlapping) utterance by a single speaker (Wouk 2001). With
examination of the structural organization of turns, one can understand contextual
variation of how speakers manage sequences as well as the internal design of turns.
Another central concept of CA is adjacency pair that is required to understand
sequencing of conversations (Sacks et al. 1974). An adjacency pair is uttered by
separate speakers in that the first pair initiates an exchange to produce certain
expectations which constrain the possibilities for a second to respond to a prior
action. Examples of adjacency pairs are greeting-greeting, question-answer, and

request-acceptance, etc.

Conversation analysts examine turn-by-turn sequences to depict sequential

organization characteristics in conversation of ongoing interaction, in terms of pre-
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sequences, sequences, and post-sequences (Levinson 1983), which is also adopted in
the present study in the form of pre-vague, vague, post-vague at the level of a single
turn. Schegloff (1990a and 1990b) points out that the essential aspect involved in
examining sequential organization is on the reflection of the richness of the
negotiated and elaborated efforts between the two interlocutors. Thus, the relevance
of CA to this study is that the applicability of analysing sequential organization
makes it possible to discover how interaction unfolds across vague sequences in

Chinese business negotiations by different participants.

3.2 Methodology

As stated in Section 1.2, this study aims to find out how VL is employed strategically
in naturally-occurring Chinese business negotiations. There are four steps to be taken
to address the question: analyzing VL at lexical and syntactic level, in terms of its
pragmatic functions and sequential moves. The data analysis is based on naturally
occurring data. Recent years speech acts research employs more of an ethnographic
methodology using the recording of spontaneous spoken conversation. For example,
Pan (2000) utilised such a method, achieving a detailed examination of discourse
structure and discourse features of Chinese. The presence of opening/closing of an
interaction, length of the interaction, the negotiation process, and the discursive
markers including prosodic features make it possible to identify what determines

vague behaviour in Chinese.

3.2.1 Data collection

The data collection was conducted in China from January 2008 to March 2008 with
medium to large sized companies. To undertake this research, the business

negotiations were naturally recorded using a digital voice recorder. The recording
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involved five business negotiations in total, each of which lasted at least half an hour.
There are in total about four and a half hours of recording, which should supply
sufficient data for a convincing and reliable analysis. A negotiation setting was
chosen for the data collection. The five companies that participated were a petrol-
chemical company, an equipment-supplying company, an insurance company, a

travel agency and an overseas study agency.

Participants: The participants were from the above five companies and their clients,
with a nearly equal number of participants (one to two/two to three each)
participating in the recording. Three male participants from the petrol-chemical
company, one female participant from the equipment-supplying company, one
female participant from the insurance company and her female client, two female
participants of the travel agency and their male and female clients, and a female
participant from the overseas study agency and her female client took part in the
recording. The detailed information about the data collection is provided in the

following chart:

Table 3.1: Detailed infor mation of all participantsin five negotiations

Negotiations Number of Relationship Gender Age Social
and itsnature | participants of distance
participants
1 4 A,C,D A:M,B:F, | A:56,B:37, =
Equipment (Clients) vs. C:M,D: M C:45,D:36 | Acquaintances
supply B (Supplier)
2 2 A (Client) vs. A:F, B:F A:54,B:54 _
Sale of B (Agent) Friends
insurance
3 2 A (Client) vs. A:M,B:F A: 60, B: 32 +
International B (Agent) Strangers
travel
4 2 A (Client) vs. A:F,B:F A:32,B: 24 +
Domestic B (Agent) Strangers
travel
5 2 A (Client) vs. A:F, B:F A:21,B:55 +
Over seas B (Agent) Strangers
education
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The present research is not experimentally designed. The comparisons of the three
factors (gender, age and social distance) as shown in Table 3.1 may not be matched
neatly in the data analysis because of the nature of the naturally recorded data. It was
challenging to collect spontaneous spoken data of business negotiations, due to the
sensitivity and confidentiality of commercial information. The findings would be
useful to know which VL strategies are effective and which are not, and that may

enhance one’s success in business negotiations.

The criteria for selecting samples are two-fold: 1) Companies are medium to large
sized, with at least 20 employees. This is because companies of such size tend to
have a more systematic management structure; in turn the data collected would have
more credibility. Also, companies of a medium to large size provide more choices for
data recordings. 2) Recording business negotiations is from diverse industries to have

a balanced representation.

Procedure: A pilot study was conducted in a real estate company in Shanghai. Four
hours’ recording of natural negotiations was tested out. It went smoothly, but there
was one technical problem. The recording sound volume was not turned to an
appropriate level, so the sound quality was poor. After the pilot study, the technical
drawback in recording was modified. In the main recordings, the recording volume

was adjusted to the maximum level, and the sound quality was good.

As required by the regulations of research ethics, the consent was obtained for the
recording of business negotiations from company managers first. Then for all the
recordings, the participants were given information sheets and consent forms before

the recordings began.

The tape recording was conducted using digital voice recorders. After the

participants agreed to participate in the recording, the researcher placed one or two
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digital voice recorders on the desks in the meeting rooms. In the recordings there
were places where noise and the weak voice of some participants created some
difficulties in transcription. This problem was solved by a special voice-sensor and
speed control software. The confidentiality of the recording and data handling are

guaranteed at all times.

3.2.2 Data analysis

Four levels of analysis were undertaken, including parts of speech and combinational
analysis at the lexical level, syntactic analysis, pragmatic analysis and sequential

strategy analysis involving turn taking organization and execution.

Parts of speech and combinational analysis at the lexical level (Addressing
Obijective 1 in Section 1.2 above): Software WordSmith (by Oxford University) was
used to acquire information on VEs used, including the number of tokens, word lists
ordered by frequency, and all references located to any given expression within the
data (e.g. kénéng jili hén gaoxing Rl BEFIR F>%, ‘might be very happy’). It will
show, for example, the most (and least) common VEs for each part of speech and
how they are collocated in the data. Parts of speech of VEs examined include
adjective (duo, %, ‘many’), adverb (tongchang, i, ‘usually”), auxiliary word (ne,
We, ‘well”), conjunction (yaolyaoshi, %£/%i:¢, “in case’), noun (niandi, )ik, ‘year
end’), numeral (& san shi, —.. =, ‘twenty or thirty”), pronoun (n&/nage, J5/I4,
‘well/then’), and verb including modal/auxiliary verb (kénéng, TIHE,
‘may/might/probably/possibly’). Combinational analysis is carried out on three basic
lexical categories: pre-vaguefiers (géng, 5, ‘much more’), VEs (shénme/de, 11-4/17],

‘whatisit/whatever/stuff like that), and post-vaguefiers (zusyou, =47, ‘or so’).

This lexical level analysis addresses Objective 1 in Section 1.2, by uncovering

lexical patterns used as communicative strategies, and more importantly indicates
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which VEs are effective and successful and which are not, through participants’

interactive use of lexical items.

Syntactic analysis (Addressing Objective 1): Vagueness at the syntactic level is
analysed through the following six syntactic forms: conditionals, passives,
concessive conjunctions, indirect constructions, reduplications and interrogatives.
The concordancing software (by Oxford University) provides information on issues
like how these syntactic forms are distributed, and the data were analysed for
evidence of the systematic use of the above forms and their features. Similarly to the
discussion at the lexical level, the analysis at syntactic level endeavours to address
Objective 1, by investigating syntactic patterns used in the negotiations and their

effectiveness.

Pragmatic analysis (Addressing Objective 2): Pragmatic functions of VL fall into
categories including self-protection, withholding, politeness, informality, etc. Closely
related to pragmatic functions, it is also important to explore how the cultural values
and social relationship influence the way VL is performed. For instance, Chinese
have a long tradition of ‘refusal dance’ (e.g. A offers B a seat, A should insist at least
two or three times and B should not accept the first time). The analysis here aims to
find out whether or not this type of cultural tradition underpins VL behaviours in

Chinese business negotiations.

The analysis at this level addresses Objective 2. It shows socio-cultural determinants
of the use of certain vague patterns. In other words, the discussion uncovers the
relationship between the socio-cultural factors and corresponding VL strategies used.
In addition, the study also indicates the reasons and motivations for the Chinese
participants to use VL as a communicative strategy through observing its pragmatic

functions achieved in business negotiations.
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Sequential strategy analysis (Addressing Objective 3): The data analysis explores
negotiators’ sequential strategies of interaction. Firth (1996) explicates the strategies
of ‘let it pass” and ‘make it normal’ in the data of ‘lingua franca’ English, referring to
when participants are unsure of what others mean, they do not ask for immediate
clarification, but rather let it pass and expect that the meaning would become clear as
the conversation unfolds. Among others, this analysis evaluates how certain VL
interactive strategies, similar to ‘let it pass’ and ‘make it normal’, are deployed in

Chinese business interactions.

The analysis at this level addresses Objective 3. That is to say, it shows how the
negotiators interacted in the realization of vagueness by examining ways in which
they employed sequential strategies in interaction. The study also shows which
sequential strategies worked well, which is what Objective 4 seeks to explore. The
Objective 4 (“‘Speculating the implications of the findings on the study of Chinese
business communication and communication in general’) will be explored

throughout this thesis and particularly in Chapter 9.

The above analyses are supplementary to each other. The interrelatedness of culture,
socio-interpersonal relationships and linguistic characteristics will work together to
illustrate the multi-layers of how VL is utilised in the data. It is expected that all four

will unlock the myth of indirectness in Chinese language use.

3.2.3 Coding system

After the data were collected, VL was classified and coded. In order to achieve
validity and uniformity in classifying VL, non clear-cut cases were discussed
thoroughly between the researcher and his supervisor, before reaching a final
decision. To ensure confidentiality for participants in this study, names were coded

to protect their privacy. The following coding system was developed to suit linguistic
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characteristics of the Chinese data in this study, adapted from the works of Channell

(1994) and Zhang (1998, 2001, 2004a, 2004b and 2005).

L exical categories

Parts of speech: noun, verb (including auxiliary verb), adjective, adverb, pronoun,

numerals, auxiliary word and conjunction.

Pre-vaguefiers, VES and post-vaguefiers:

Table 3.2: Threelexical categoriesof VL

Categories

Descriptions and
examples

Pre-vaguefiers

As the name shows, they are vague items used before core items to make the
non-vague meaning vague or the vague meaning more vague.

N1S2:9: % i jjen. X R WAR & ESE B I,
Nin jiu fangxin. Zhé bao de dou shi zhénshi de jiage,
#ok g ME W w.
dou shi an guiding bao de.

“You can be assured of it. The price offered is exactly the real price,
and offered as stipulated.’

N1SL:10: e JiiE R IX & 4% PUE . 7K N
W zhidao ni zhé shi an guiding bao de. Ni yinggai
aoA O, IREE N A A
g&i gé jiagé, ni kénding yinggai you gé jia.
‘I know it is offered as stipulated. You should offer the price, and
surely you should have a price.’

The VEs zhénshi (35 ‘real’), guiding (M€ ‘stipulated’) and kénding (5 &
‘surely”) preceding the core items jiagé (4% ‘price’) and yinggai you (N1%A
‘should have’) make the non-vague meanings of jiagé (#4%, ‘price’) and
yinggai you (N.i% 47, ‘should have’) vague.

VEs

Core vague items that can be used individually or be modified by pre-vaguefiers
and/or post-vaguefiers.

N2S2:34: IR FH _— %, % FH_— FH. (overlap)
Ni kan yikan, ni xian kan yi kan. (overlap)

‘Have a look, and you have a look first.”

N2S1:35: (overlap) fH/& X, iX. XA~ (overlap)
(overlap) Danshi zhe, zhé, zheége (overlap)

‘But well, well, well’
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The VEs kan yf kan (G —7 ‘have a look’) and zhe/zhege (3X/1XA™ ‘well’) are
used individually. The VE kan y /an (G—7% ‘have a look’) softens the
speaker’s tone, making the speaker sound polite and informal, while the speaker
was trying to persuade the client to consider the offer within a short duration.
The VEs zhe/zhege (iX/iX4™ ‘well’) help to fill in lexical gaps, allowing the
speaker some thinking time and creating an informal negotiating atmosphere.

Post-vaguefiers | As the name indicates, they are vague items used after core items to make the
non-vague meaning vague or the vague meaning more vague.

N2S2:44: 1 % FH L. (overlap)
Ni xian kan yixia. (overlap)

‘Have a quick look at it first.”

N2S1:45: (overlap) AJLL £JE — T, X A XJ? (overlap)
(overlap) Kéyi kaolii yixia, dui budui? (overlap)

‘I can think it over for a while, cannot 1?’

The VE yixia (— I, ‘a little in scale, scope or capability’) following the core
items kan (&, ‘look’) and kdoli (%€, ‘think over) makes the non-vague
meanings of kan (%, ‘look’) and kdolii (#% &, ‘think over) vague as with yixia
(—F, “alittle in scale, scope or capability’), kan (&, ‘look’) and kdolii (% &,
‘think over) have become quite vague indicating a quick action within a short
duration and an indefinite answer respectively.

Notes: N1S2:9: N1 means Negotiation 1; S2 means Speaker 2 who appeared in a particular
data segment as the second speaker; 9 means Turn 9. This format is applicable throughout

this thesis.

Syntactic forms:

1) Conditionals: VL through using a clause containing or implying a condition, e.g.
ruguo--- (g --- “If ---%)

E.g.. Jiu shi shuo rugué Women dipu nage zuidijia, kenéng fi chja le
(a2 U R FRATUE T A B A, nIRESLHE R T That is to say, if our price is

lower than that lowest price, we might be out.)

2) Passives. VL through using a verb form or voice in which the grammatical
subject receives the verb's action, e.g. béi --- (#%--- ‘by---")
E.g.. B& taotai le, jiu shi zhé gé yudly  (BVAIK T, SRR . It was

eliminated; this is just the reason why.)
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3) Concessive conjunctions. VL through using a clause introducing a concessive
clause used to concede a given point in an argument, e.g. suiran --- danshi--- (B4A -
-- {H /& --- “‘Although ---")

E.g.. Suiran gianding yr nién, danshi hai you ge shénme shiché dué chang duochang
shijian. (BT, HELH M AREZKZKEA, Although  we

signed it for one year, there was still, whatisit, a kind of long trial period.)

4) Indirect constructions. VL through using a clause referring to a point, aim,
purpose, or result indirectly, rather than by the most direct course or by obvious
means, e.g. yaoshi --- (£ /& --- “in case ---")

E.g.. Yaoshi kéngyun, shi Wishi ldai tian. (ERE%512, &R TR K. In case air-

express is required, it will take over 50 days.)

5) Reduplications: VL through adopting a morphological process by which the root

or stem of a word, or part of it, is repeated, e.g. kankan (%, ‘have a look”)
E.g.: Zhéyang xing bu xing, ni kankan? (X FEATANT, REFE 2 Is this OK? Please

have a look.)

6) Interrogatives: VL through using an interrogative word, element, or construction,

e.g. --- ne? (--- W&? ‘a question marker’)
E.g.: Jiu (.) zhe gé chdanpin ne? (wk () XA MmIE? Well, this product?)

Pragmatic functions:

Pragmatic functions of VL in this study fall into the following six categories, as

listed in Table 3.3.
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Table 3.3: Pragmatic functions of VL

Categories

Descriptions and
examples

Self-protection

VL is used as a safeguard against being wrong later. E.g.:

N4S1:105: i& 4 #t /2 Afl XA 178 R
Hai you jiu shi zanmen zhégé xingchéng dou hén
A%,  fHZ L R = f1 2 HH
chongshi, danshi wanshang kénéng hui you yixi€ ziyou
s ) T

hudédong de shijian.

‘Moreover, our itinerary is very tight, but in the evening there might
be some free activity time.’

Deliberately For strategic reasons, VL is used to hide information. E.g.:
withholding
information N1S1:59: A Ot & M 4F, i&1%, &M, &7 iR
Bu guang shi zhaogu hio, hai déi, hai déi, hai déi rangl,
S s EF o gl 02 A R XA
Shihui didnr, zhtidong dianr. (0.2) Ni kan ni zhége
Yk,
Jiage,
‘Not only look after us well, but also should give us a discount.
Should be a little more practical and a little more voluntary. You see
your price,’
Politeness VL is used as means of showing respect and politeness in Chinese culture, and
of not threatening face. E.g.:
N2SL:41: 5¢ 1, Frbl & & We, Wk + 5 B, (0.2)
Wan le, sudyi wo xidng ne, ragué shi wan ne, (0.2)
* 3 HE KT,
wo déi kaolii yixia le.
‘“Therefore, | think, well, if it’s one hundred thousand, | have to think
it over for a while.’
Informality VL is associated with informal conversational settings. E.g.:

N3SL:1: W, (0.1) X4 (0.2), & 7 M1 ik Wi,
En, (0.1) zhégé (0.2), wd zai nimen qinglii a,
XA W ANE RE T 2 ke B, M
zhégé chiiqul waiguo liyou le dudshao ci. A, cong
2ZHF kS &5 #oAEE WA

anpdi, fawu geé fangmian dou féichdng manyi.

‘Well, well, I, with your Youth Travel, well, travel abroad many times.
Well, from arrangements to services, it was very satisfactory in every
way.’
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Filling in lexical
gaps

VL is used to convey meaning in situations where speakers do not have any
other expressions to use, and is a ploy speakers use when they cannot find the
words they need. E.g.:

N4S1:123: $&fi] 2 ML HsE gt e B R IR
Women dao nabian kénding jiu shixian daoyou génju ni
A A
zhegé jiu shi nage.
‘We will, and the tour guide there will surely do it in advance
according to, well, well.’

Giving the right | The amount of information given is tailored for the perceived purposes of the
amount of interaction and VEs can be used where less precision is required. E.g.:
information

N5SL1:67: flbfi] #8 &, #£3X Jrif AR A a/R m,
Tamen dou shi, zai zhé fangmian shi hén you jingyan de,
i S P Y S G ¢
XUéxiao jiu shi zhéyang géi anpai de.

‘They are very experienced in this aspect, and it’s arranged
like this by the university.’
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Chapter 4 Analysis of partsof speech at thelexical

level

This chapter discusses the most (and least) common VEs used in the data and how
they are collocated in Chinese business negotiations from the perspectives of parts of
speech, in relation to three factors: age, gender and social distance. Age is
represented by A+ (older) and A- (younger). For the convenience of analysis in this
study, ‘older’ is defined as 45 years old and above, and ‘younger’ as below 45 years
old. Gender consists of F (female) and M (male). Social distance has three variables,
D-: “friends’; D=: ‘acquaintances’; D+: ‘strangers’. This discussion attempts to

uncover lexical patterns and their corresponding communicative strategies.

4.1 Negotiation 1 (D=)

N1 is a case where both negotiating parties know each other as acquaintances; three
males are on one side (A: 56, C: 45 and D: 39 years old respectively) and one female
(B: 37 years old) is on the other side. It is a business negotiation of a contract

between a petrol-chemical company (A, C and D) and an equipment supplier (B).

4.1.1 Parts of speech of the VEs

In this study parts of speech of the VEs are defined loosely to include vague words
and phrases. Phrases, such as zuidr (51k ‘the lowest’), are included because they

play a similar role as that of vague words when used in VL.

VEs are classified following the system of the original Chinese classifications of
parts of speech, not of pragmatic functions depending on the context, thus

unnecessary confusion can be avoided and the classification can be simplified and
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streamlined as well. For example, although the VEs na/nage (/A1 ‘well/then”)
and zhé/zhége (IX/iX 4™ ‘well/then’) in this data pragmatically function as a discourse
marker or a gap filler, they are still classified as a pronoun. Similarly, didnrlyidiinr
(mL/—xJL “a little’) and yixia (— Fa little in scale, scope or capability”)

function as diminutives, but they are classified as numerals.

It should also be noted that the English parts of speech may not be suitable for
Chinese words because Chinese is, typologically, a very different language.
Therefore, there is not necessarily an exact one-for-one transfer of parts of speech
classification between the two languages. For instance, xianzai (M7 ‘now’) tends to
be classified as a noun in Chinese, but it could be an adverb in English; and yiban

(—#% “general’) as an adjective in Chinese, while sometimes an adverb in English.

There are some VEs that on surface appear to be non-vague, but are vague in actual
language use, for example, zuidi (%f% ‘the lowest’) and zuihdo (&4 ‘the best’).
They may not be vague in an absolute superlative sense, but can be vague in
sentences such as “This is probably the lowest point in his life” and ‘She is one of my

best friends’.

Table4.1: Number of tokensfor each part of speech in N1

Parts | Pronoun | Adjective | Adverb Con- Noun | Auxiliary Verb*/ Numeral
of junction word Auxiliary
speech verb
No. of 234 172 122 68 67 54 53 45
tokens

* Verbs here include auxiliary verbs

The results shown in Table 4.1 indicate that the most frequent use of part of speech
was vague pronouns represented by na/nage (/A “‘well/then’) and zhé/zhége
(1X/1X/~ “‘well/then’). The second most commonly used part of speech was vague

adjectives represented by zuidi (51 ‘the lowest’) and duo (£ ‘many’). The least
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used were vague numerals represented by didnrlyidicnr (55 )L/— 53 )L “a little’) and

yixia (— I ‘a little in scale, scope or capability’).

Among all the VEs, the most common one was na/nage (JB/I1~ ‘well/then’, 96
tokens) and the least common ones (only 1 token) were chonggiliang (7o H & “at
most’), dayue (K% ‘about’), shidang (i&Y4 ‘appropriately’), pibian (i ‘at
large’), kuaiyao (P2 “shortly’), jinli (/<77 ‘do one’s best’), Zhiiyao (F=% ‘mainly’),
z0gou (£ ‘enough’), bushdo (AN/> ‘many’), wénding (F2€ ‘stable’), shiyong
(SZH] “practical’), youliang (fi . “fine’), manyi (i ‘satisfied’), youhui (fItH
‘favourable’), shihui (3¢5 ‘substantial’), zhidong (=3)) “active’), tongchang (i
‘usual’), xiangdui (A%} ‘relative’), dugn (% ‘short’), naiyong (ifif ] ‘durable’), héli
(A2 ‘reasonable’), youshichdang (fi1i3% ‘popular’), changyongde (& FHIT
‘commonly used’), dusda (2K ‘that big’), hégé (&#% ‘certified’), shifu (£F iR
‘comfortable’), midgnmiangianggiang (f1fls® 5% ‘reluctant’), couhi (#%F ‘so so’),
zhongyao (EEZ ‘important’), gébié (4~ ‘very few’), mang (I ‘busy’), jin (%
‘urgent’), linghud (KRG ‘flexible’), bdoshou (£R5F ‘conservative’), xinxingde
G214 “burgeoning’), cangcl (542 *brash’), yiban (—M% ‘general’), shawanyir
(WEHLE L ‘whatisit?), zhiddojia (Y8347 ‘guided price’), chinshier (#59%)L “stupid
things’), changgixing (14 ‘long term”), bufen (4> ‘part’), yidan (— H. ‘once’),
nili (%577 “try hard’), zonghé (Z54 “integrate’), gigji (fdi 1 ‘estimate’), ganjué (JE&i
‘feel’), rénwéi (1Al “think’), jichéng (JL% ‘a few percent’), sandaosi (=34 ‘3 or
4, wiishi lai (1.1 & 50 odd”), shi kuai dao érshi kuai (13| -3 *10 yuan or
20 yuan’), and bu shang san nian (A _L=4F “less than 3 years’).
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Table 4.2: The most common and the least common VESs for each part of speech

in N1
Parts of Most common Least common (only 1 token)
speech
Pronoun na/nage  (ISIIBA~  “well/then’, 96 | jichéng (JLEX ‘a few percent’)
tokens)
EQ. Women shi shuo, xiang shi nage,
jiu shi &hu , bidodi women de
nancht. (AT B0, S A, i
Ui, RIEFATIAELL . We are trying
to say, like, well, just say, to express
our difficulty. N1S2:233)
Auxiliary ne (We “well’, 40 tokens)
word Eg. Hdiyan, yao hdiyin ne, jit shi shuo

zhéugi zui chang shi of tian. (s, %
iz W, R ANRK £ B K
. Ocean transportation, in case we go
for ocean transportation, well, the

longest period will be seven days.
N1S1:26)

Conjunction | yao/yaoshi (/%2 “in case’, 33 | yidan (—H. ‘once’)
tokens)

Eg. Yaoshi women bdo de ba gian dud,
zai jiang, jiang dao zuiskio. (0.2) Wo
bu Zdao énme A géngdd
(BRBAERKNT 2, #HBE, PR
/D (0.2) A FE B AL . In
case we offered over 8,000, then we
reduced the price to the lowest. | don't

know which way would be better.
N1S2:195)

Noun xianzai (HLAE ‘now’, 33 tokens) shawanyir (W hrEL ‘whatisit’),
Eg. Xianzai konggin shi shi »an, Zhiddojia  ($58F#  ‘guided  price’),
duibt dui? GFAEAIEKE T X | chinshier (ZE37)L ‘stupid  things’),
AXF? Now the airfare is 180,000, | changgixing (K:#il “long term’), bifen
right? N1S1:12) (45 “part’)
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Verb
(including
auxiliary

verb)

kenéng (7] fig ‘may/might/probably
/possibly’, 25 tokens)

Eg. Kénéng hai yaohuan dido. (] AEi%
Tafdei, 1t might still be replaced.
N1S3:216)

giuji (it ‘estimate’), ganjué (&
‘feel’), rénwéi (IA 4 “think’), nili (3%

‘try hard’), zonghé (45& ‘integrate’),

Numeral

dicgnrlyidianr (53 )LI—s5)L ‘a little’,
23 tokens)

Eg. Na jiu n4 didnr gudnggao féi ba.
(B mJL) & . Well  then,
pay a little for advertising. N1S1:221)

sandaosi (ZFIPU ‘3 or 4°), wishi ldi
(HT2k ‘50 odd’), shi kuai dao érshi
kuai (+Ee®| —+H 10 yuan or 20
yuan’), and bl shang sin nian (A~ L =4

‘less than 3 years’)

Adjective

2uidr (5 fik ‘the lowest’, 16 tokens)
Eg. Women xidnzai géi de shi zuidr
jiagé. (FATIAEL 1) E AR #
The price we are offering now is the
lowest. N1S2:157 )

20gou (/£ ‘enough’), blshdo (A~/b
‘many’), wénding (§ & ‘stable’), shiyong
(8521 *practical’), youliang (it K& “fine’),
mdnyi (5= ‘satisfied’), youhui (ffH
‘favourable’), shihui (325 ‘substantial’),
Zhidong (1-3)) *active’), tongchang (I H
‘usual’), xiangdui (FHX} ‘relative’), dudn
(& ‘short’), naiyong (iif /] ‘durable’),
héli (&2 ‘reasonable’), Youshichdng
(BT ‘commercioganic’),
changyongde (% H 1) ‘commonly used”),
dusda (%K ‘that big’), hégé (&%
‘certified’), shifu (%7t ‘comfortable’),
midnmiangiangqiang (h S i
‘reluctant’), couhaz (T ‘so  so0’),
zhongyao (FE % ‘important’), gébié (4~
‘very few’), mang (It ‘busy’), jin (%
‘urgent’), linghué (R  ‘flexible’),
bdaoshou (PR ‘conservative’), xinxingde
(B4 ‘burgeoning’), cangct (B2
‘brash’), yiban (— % ‘general’)

Adverb

tongchang (I ‘usually’, 16 tokens)
EQ. Tongchéng dou sh hiifenzhi shi .
(Gl AP e i 72 1. Everything is
usually 10 percent. N1S1:64 )

chonggiliang (7etL& ‘at most’), dayue
(k% about’), shidang (&4
‘appropriately’), pibian (i ‘at large’),
kuaiyao (tRE ‘be about to’), jinli (]

‘do one’s best’), Zhiiydo (F % ‘mainly’),
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As Table 4.2 reveals, the vague pronoun na/nage (FIB/AE4S ‘well/then’), auxiliary
word ne (Mg ‘well”), conjunction yao/yaoshi (2£/%:5& “in case’), noun xianzai (I
‘now”), auxiliary verb kénéng (W] ¢ ‘may/might/probably/possibly’), numeral didnr
(x5J)L “a little’), adjective zuidr (ffi% ‘the lowest), and adverb tongchang (&

‘usually’) were the most commonly used VEs for each part of speech respectively.

The vague auxiliary word ne (W2 “‘well’) was used to ease tension among negotiating
parties and create a more friendly and relaxing negotiating atmosphere, and also to
make negotiators’ thoughts and negotiations run more smoothly and naturally.
yao/yaoshi (£/%5& “in case’) was the most frequently employed vague conjunction,
which created vagueness at the syntactic level and will be discussed fully in Chapter
6. The vague noun xianzai (JL7E ‘now’) was normally placed at the beginning of a
sentence or right before a verb to indicate a variety of length of time more effectively,
which did not cause any misunderstandings, but helped the negotiation go more
smoothly. The vague auxiliary verb kénéng (W] HE ‘may/might/probably/possibly’)
was sometimes collocated with you (5 ‘have’), placed at the beginning of a sentence
or right before a verb to allow the negotiators some leeway for potential changes or
future corrections. The vague numeral didnrlyidianr (55)LI— i)l ‘a little’) was
often collocated with a verb in the form of verb + dianr/yidianr to soften the

negotiator’s tone and make an eased atmosphere for negotiation.

The vague adjective zuidr (51l ‘the lowest) was collocated with jia (¥ “price’) or
jiagé (Wi “price’), to facilitate negotiating the price, implying the bottom price the
negotiators can afford without telling the exact price for the purpose of protecting
their benefits. The vague adverb tongchang (i ‘usually’) was often utilized at the
beginning of a sentence or right before a verb to guard the negotiator’s own best

interest and negotiating stand.
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4.1.2 Lexical analysisof all 4 participants

Table 4.3: Lexical analysisof the participantsin N1

Participants A (Leading) B (Leading) C D
Gender M F M M

Age 56+ 37- 45+ 39
Distance = = = =

No. of tokens (T otal) 367 267 145 36

Adjective 63 (17.17%) 78 (29.21%) 25 (17.24%) 6 (16.67%)
Adverb 40 (10.9%) 48 (17.98%) 29 (20%) 5 (13.89%)
Auxiliary word 15 (4.09%) 10 (3.75%) 27 (18.62%) 2 (5.56%)
Conjunction 35 (9.54%) 22 (8.24%) 6 (4.14%) 5 (13.89%)
Noun 30 (8.17%) 10 (3.75%) 21 (14.48%) 6 (16.67%)
Numeral 17 (4.63%) 25 (9.36%) 3 (2.07%) 0 (0%)
Pronoun 147 (40.06%) 50 (18.73%) 27 (18.62%) 10 (27.78%)
Verb 20 (5.45%) 24 (8.99%) 7 (4.83%) 2 (5.56%)

As shown in Table 4.3, the two leading negotiators spoke more frequently than the
other two, especially participant A, who played a dominant role in this case.
Participant A mostly used vague pronouns (40.06%) represented by na/nage
(I “well/then’), and used vague auxiliary words least (4.09%), represented by
ne (W ‘well’); participant B most commonly used vague adjectives (29.21%)
represented by zuidi (51 ‘the lowest’), and least utilized vague nouns and vague
auxiliary words (both 3.75%) represented by xianzai (J{#£ ‘now’) and ne (W ‘well”)
respectively; participant C most frequently employed vague adverbs (20%)
represented by bijiao (Lb#% ‘quite/rather/relatively”), and least commonly used vague
numerals (2.07%) represented by yixia (— b ‘a little in scale, scope or capability’);
vague pronouns (27.78%) represented by na/nageé (FI/AE4™ ‘well/then’) and vague
numerals (0%) not used at all were most and least commonly utilized respectively

by participant D.

4.1.3 Overall findings of Negotiation 1

1. It has been demonstrated that vague pronouns were favoured as a communicative

strategy to allow the negotiators some time for thinking or reflecting upon uncertain
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questions or new ideas and suggestions, to generate a new topic, withhold some

sensitive information, or to soften the speaker’s tone.

2. Vague numerals were least commonly used in order not to cause any

inconvenience, impoliteness or overt informality in the business negotiation.

3. Vague pronoun na/nagé S/~ “‘well/then’) normally placed between sentences
was the most preferred VE. It played an important role in carrying on the negotiation,
eliciting further discussion, softening the tone of the negotiators, switching to a new

topic, and buying more time for thinking, etc.

4. The oldest and the youngest male participants mostly employed vague pronouns,
while the middle-aged male and the younger female participants respectively utilized
vague adverbs and adjectives most. The male participants least used vague auxiliary
word and vague numerals, while the female participant least used vague nouns. The
older participants used fewer vague adjectives than the younger ones. It reveals that
age and gender factors did have an influence on the choice of parts of speech in N1,

whereas distance factor is not relevant in this case.

4.2 Negotiation 2 (D-)
N2 is a case where both negotiating parties know each other well as friends; both of

them are female and are the same age (54 years old). It is a business negotiation of an

insurance agreement between the client (A) and the insurance agent (B).
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4.2.1 Parts of speech of the VEs

Table 4.4: Number of tokensfor each part of speech in N2

Parts Pro- | Adjec- | Auxiliary | Adverb Con- Numeral Verb/ Noun
of noun tive word junction Auxiliary
speech verb
No. of 335 173 121 78 75 64 63 62
tokens

Table 4.4 shows that the same as N1, vague pronouns represented by na/nageé
(IR “well/then) and zhe/zhege (IX/iX> ‘well/then’) were the most frequently
used part of speech, and vague adjectives represented by duo (% ‘many’) and hdo
(&F “‘good’) were found to be the second most commonly used. Differently to N1, the

least used were vague nouns represented by xianzai (£ ‘now’) and guanjian

(RHE ‘key’).

Similarly, out of all the VEs, the most common one was na/nage (IB/IA
‘well/then’, 121 tokens) and most differently to N1, the least common ones (only 1
token) were dayue (K% ‘about’), chabudus (ZEAZ ‘almost’), kuai (Bt ‘fast’),
xiangdang (M4 ‘quite’), youshihou (W% ‘sometimes’), huodushuodshdo
(B2 8/> ‘more or less’), yexii (BLVF ‘maybe’), ting (¥& ‘very’), yiban (—¥%
‘general’), zuishdo (/> ‘at least’), jidndan (%" ‘simple’), youxido (3K
‘effective’), bdoshou (f#5F ‘conservative’), jinyibude (iF—2E ) “further’), gaoyt
(75T *higher than®), ducdngi (553 ‘short term”), linghud (R i “flexible’), dudn (3
‘short’), yuéxido (/)N ‘smaller’), congming (U ‘clever’), budélidgo (A£F7T
‘great’), gézhonggeéyangde (#-Fh#5-FEM “various’), gaoxing (2% ‘happy’), shihé
(i& 4 ‘suitable’), rongyi (%545 ‘easy’), zZhiyaode (B (¥ ‘primary’), yueda (# K
‘bigger’), zio (% ‘early’), méfan (KW ‘troublesome’), zhongdéng (5%
‘middling’), yibanrén (—BN ‘every man’), méafan (BRJ ‘trouble’), yiwai (4k
‘thunderbolt”), shijianduan (i} 7] B ‘period of time”), bantian (K ‘quite a while’),
zhigidn ((Z W1 ‘ago’), xiangyingde (#HR ¥ ‘corresponding’), suansuan (5457 ‘think
a while’), xidngxidng (F8AR ‘consider’), zhingyizhdng (ffk—ik ‘increase a bit’), san

s kdn (=. P4 Z ‘3 or 4 kinds’), shiyiwandus (+-—J7% ‘over 110,000"),
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shisanwanduo (1 —=J7% ‘over 130,000%), sishisiwanduo (VU-I-PUJ7Z% ‘over
440,000%), érshiduo (—-1+% ’20 odd’), siwandus (P4 5% ‘over 40,000°), sanshiduo
(=+% ’30 odd’), ba jiti nian (J\« JL % ‘8 or 9 years’), Wiigianduo (11 T% ‘over
5,000°), gibdidué (‘L% ‘over 700°), gishidus (1% 70 odd’), mouyige

(F=—A™ “acertai one’), budaolit (/27N “less than 6°)

Table 4.5: The most common and the least common VESs for each part of speech

in N2

Parts of

speech

Most common

Least common (only 1 token)

Pronoun

na/nage (A ‘well/then’, 96
tokens)

Eg. Nage shénme, jili shi, zhégé hiodan
de hua--- (A4, wi, XA
HI1f-—— Well, whatisit, that’s to say,

well, if the policy --- N2S1:573)

Auxiliary

word

a ("7 ‘well’, 48 tokens)
Eg. Hé8ibishui wo xidng ni kénéng yé
lidoji¢ le, a, guibl zhégé lix shik de
7hége, zhége fengxicn. (& BREERL FALIR
FIRER TR T, TR R AR E B
XA AR . Reasonable tax
which 1

probably understood, well, is to avoid,

avoidance, think you have

well, well, the risk of the interest tax.
N2S2:20)

Noun

xianzai (IL7E ‘now’, 31 tokens)

Eg. Name zhé ge ¥ jii shi shé women
xianzai ling de zhége nianjin a ---.
OIS 2 T 3l BEFRAT TIAE SR I A
fE4M—— Well then, that’s to say, the

annuity we claim now---- N2S2:12)

yibanrén (—M N ‘everyman’), mafan
(BRI (=4
‘thunderbolt’), shijianduan (i a) B
‘period of time”), bantian (G- ‘quite

‘trouble’),  yiwai

a while’), zhigian (2. Hij ‘ago’)

Conjunction

ragus (AR “if’, 23 tokens)
Eg. Wo rugus téu ynan, na w zhé
guandi nidnjin--- (FKWRH—)7, MK
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XKL~ If | invest 10,000, then
my ‘Care’ annuity--- N2S1:361)

Adjective duo (% ‘many’, 22 tokens) yiban (—M% ‘general’), zuishdo (/>
Eg. Zhéyang duiwomen de yeéwu (0.2) yao | ‘at least’), jidndan (fij¥. ‘simple’),
You hén dud de yixie, dai lai Fen duo de youxico (BRL ‘effective’), bdoshou
mafan. (XAEX AT S, (0.2) BF (fE5F  ‘conservative’),  jinyiblde
IRZ 48, ARIRZ KRR, Thus, (2500 “further’), gdoyd (75T
there will be many, it will make a lot of ‘higher than’), dudngi (Sl ‘short
trouble for our business. N252:58) term’), linghué (3% “flexible”), dudn
(% ‘short’), yuéxido (iti/]» ‘smaller’),
congming (UEH] ‘clever’), budélido
(AMET  ‘great’), gezhonggéyangde
(B 5A£H) “various”), gaoxing (5%
‘happy’), shihé (&4 “suitable’),
rongyl (A% ‘easy’), zhiydode
(CEZR ‘primary’), yueda (ERA
‘bigger’), zio (H- ‘early’), mafan (R
‘troublesome’),  zhongdéng  (HF5E
‘middling’),
Verb kénéng  (‘may/might/probably/possibly’, | suansuan (&4 ‘reckon a while’),
(including 20 tokens) Xidngxidng (AR ‘consider’),
auxiliary Eg. Zhéyang ni daoshdéu le yihou kénéng dhingyizhng (kK ‘increase a bit’),
verb) Jitrhen gaoxing. (IKFHAREIT- LU xiangying (#H¥. ‘corresponding’)
AEERLIR 2% . Thus, after you get it,
you might be very happy. N2S2:470)
Numeral yixia (— K ‘a little in scale, scope or | san si kuin (—. PUZK ‘3 or 4 kinds’),

capability’, 16 tokens)
EgQ. Guibi yixid fengxicn. (LE— T X
. Reduce the

N2S2:721)

risk a_little  bit.

(+—nz ‘over
110,000°), shisanwandus (+=Ji%
130,000),
(P9-1-PU )7 % *over 440,000°), érshidus
(=+% 20 odd’), swandus (F1J)j%
‘over 40,000), sanshidus (=1% 30
odd’), ba jii nian (J\. JU % ‘8 or 9
(hT%
5,000%), gibdiduo (L% ‘over 700),
gishiduo (L1 70 odd’), mouyige

shiyiwanduo

‘over sishisiwanduo

years’), Wigianduo ‘over
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(3—/~ ‘a certain one’), budaolit

(ARFI7N “less than 6°)

Adverb gangcéi (W4 “just now’, 15 tokens) dayue (K%y “‘about’), chabuduo
Eg. Qishi ne, wo_gangcdi shuo le. (FL55 | (EAZ ‘almost’), kuai (PR “fast’),
We, FRIA T . Actually, | said it just | xiangdang (#124 *quite’), youshihou
now. N2S2:72) (fr i ‘sometimes’), huodushuodshdo
(52 5/ “more or less’), yexu (i
‘maybe’), ting (#E ‘very’)

As shown in Table 4.5, the vague pronoun na/nage (JB/IB4~ ‘well/then’), auxiliary
word a ("] ‘well’), noun xianzai (JI7E ‘now’), conjunction ragus (4ni: ‘if’),
adjective duo (%2 ‘many’), auxiliary verb kénéng (7] & ‘may/might/probably/possib-
ly’), numeral yixia (— | ‘a little in scale, scope or capability’), and adverb gangcai
(WA~ ‘just now’) were the most commonly used VEs respectively for each part of

speech.

The vague auxiliary word a ("] ‘well’), vague noun xianzai (B ‘now’) and vague
auxiliary verb kénéng (7] HE‘may/might/probably/possibly’) were employed in the
same manner as in N1 for similar reasons. The vague adjective dué (% ‘many’) was
often collocated with another hedge word hén (1R ‘very’) becoming more vague or
with a numeral in the form of numeral + duo (£ ‘many’) turning into a vague
quantifier. They were used by the negotiators to convince his/her negotiating

counterpart into agreement by impressing and attracting the opponent.

Similar to yaolyaoshi (/% /& ‘in case’), the vague conjunction ragus (Wi ‘if”)
was commonly used and created vagueness through syntactic forms. The same as the
vague numeral didgnriyidianr (5)L/—x5iJL ‘a little’), the vague numeral yixia
(— F“a little in scale, scope or capability’) was also often collocated with a verb in

the form of verb + yixia for the same pragmatic purposes.
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The vague adverb gangcai (W4 ‘just now’) was usually utilized between sentences
to place an emphasis on the short period and help remind the negotiating opponent of
the negotiator’s own point and negotiating stand iterated before.

4.2.2 Lexical analysis of the participants

Table 4.6: Lexical analysisof the participantsin N2

Participants A B
Gender F F
Age 54+ 54+
Distance - -
No. of tokens (T otal) 438 533
Adjective 69 (15.75%) 104 (19.51%)
Adverb 34 (7.76%) 44 (8.26%)
Aucxiliary word 60 (13.7%) 61 (11.45%)
Conjunction 54 (12.33%) 21 (3.94%)
Noun 33 (7.53%) 29 (5.44%)
Numeral 16 (3.65%) 48 (9.01%)
Pronoun 157 (35.85%) 178 (33.4%)
Verb 15 (3.43%) 48 (9.01%)

As revealed in Table 4.6, participant A most frequently employed vague pronouns
(35.85%) represented by na/nage (FS/F5™ “well/then’), and used vague verbs least
(3.43%) represented by xidng (£ ‘think’). Vague pronouns (33.4%) represented by
zhége (iX 1> “well then’) and vague conjunctions (3.94%) represented by yidan (— H.

‘once’) were most and least commonly utilized respectively by participant B.

4.2.3 Overall findings of Negotiation 2

1. Similar to N1, vague pronouns were preferred, for the same reasons.

2. Vague nouns were least commonly used in order not to cause unnecessary

misunderstandings, breakdowns or over informality in the business negotiation.

3. As in N1, the vague pronoun na/nage (/4™ ‘well/then”) was the favourite VE,

for the same strategic purpose.
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4. Both of the two older female participants mostly employed vague pronouns, and
participant A kept utilizing the vague noun guanjian (5<%t ‘key’) for stressing her
points of view. However, one used vague verbs the least whilst the other least
utilized vague conjunctions. This indicates that negotiators of the same age and
gender can still use VL differently. One possible factor could be the different power
position and communicative goals because one is the client and the other is the

salesperson.

4.3 Negotiation 3 (D+)

N3 is a case where both negotiating parties do not know each other; one is male (A:
60 years old) and the other one is female (B: 32 years old). It is a business

negotiation of an international travel agreement between the client (A) and the agent

(B).

4.3.1 Parts of speech of the VEs

Table4.7: Number of tokensfor each part of speech in N3

Parts Pro- | Adjec- | Adverb | Auxilia- | Numeral Con- Verb/ Noun
of noun tive ry word junction Auxiliary
speech verb
No. of 201 152 128 118 74 52 24 21
tokens

Table 4.7 reveals that, similar to N1 and 2, vague pronouns represented by zhé/zhege
(IX/iXA> “‘well/then’) and na/nageé (IS/ABA™ “well/then’) were the most frequently
used part of speech and the second most commonly used were vague adjectives
represented by yiban (—% ‘general’) and hdo (4 ‘good’). As in N2, the least used

were vague nouns represented by xianzai (J7E ‘now’) and dangshi (41 ‘then”).

Among all the VEs, the most commonly used was zh&/zhége (X/IXA™
‘well/then’, 74 tokens) and the least commonly employed (only 1 token) were
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suichu (B4 “‘everywhere’), xiangdul (FH%] ‘relatively’), kuaiyao (P4 ‘shortly’),
xiangyingde (4 .1 “corresponding’), yexi (15 1F ‘maybe’), suishi (B ‘anytime’),
hioxiang (4715 ‘seemingly’), xiangdang (#1124 ‘quite’), shéndl (IR /3 ‘in-depth”),
yudn (& “far’), héshi (&1& ‘appropriate’), shifu (7 ik ‘comfortable”), xinxian (Hrif
‘fresh’), dagaide (KM%Y “‘general’), cha (% ‘bad’), lingwai (J4h ‘extra’), jin (T
‘near’), zhong (T ‘heavy’), youmingde (54 ‘famous’), Xidoxingde (/ML)
‘pint-sized’), kuai (fR ‘fast’), manyi (= ‘satisfied’), héli (HF# ‘reasonable’),
yiwai (LAAh *beyond’), bifen (3#4) “part’), quanjian (3= ‘key’), dabufen (5>
‘most part’), migian (H i ‘present’), yikou (VLS5 ‘later’), xansi (-1 ‘reckon’),
mafan (BRI “trouble’), xidng (A2 ‘think’), xiangying (#1% ‘corresponding’), biéde
(¥ ‘other’), yican @o liing can (—&Z|W% ‘1 or 2 meals’), érshi yixia
(—1+LLF ‘less than 20°), sanshiwii yishang (=1 T.LA I ‘over 35%), wiigian dao
yiwan (T “5,000 or 10,000%), & sin shi (—. =+ 20 or 30°), yidadur
(— KHE “a large pile”).

Table 4.8: The most common and the least common VEs for each part of speech

in N3
Parts of Most common Least common (only 1 token)
speech
Pronoun zhé/zhége (iIX/1~ ‘well/then’, 3/74 tokens) | biéde (illf¥] “‘other’)
EQ. Ta hul you anpdi dangdi de zhégé can.
(Eafz i 1twill, well,
provide the meal with the local flavor.
N352:86)
Auxiliary en (& ‘well” 49 tokens)
word Eg. Danshi chv /an de bizozhiin shi yiyang
de. En, zhu de Wiozhiin néng gao yixiée .
(EE IR PR —FE . MR, fERIAR
HERER 4%, However, the meal standard
is the same. Well, housing standard is a
little higher. N3S2:78)
Numeral yixielxié (—4L%/4% ‘some’, 42 tokens) yican o lingcan (—EIIPE ‘1
Eg. 7a yim#i §u  ywié jingdidn --- | or 2 meals’), érshi yxia (- +LAF
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(&R A — 25 - because there are

some scenic spots--- N352:130)

‘less than 20°), sanshiwi yishang
(=+ L L “over 35%), wiigian dao
(LT3
10,0007), ér san shi (— —1 ‘20 or
30%), yidadur (— K HE “a pile’)

yiwan ‘5,000 or

Adverb

bijiao (LL#  “quite/rather/relatively’, 24
tokens)

Eg. Richéng anpai de bijido hdo, you san
tian zai chuén shang? (H fE 2 HHE LR
Uf, 5= RAEMT 2 The schedule is quite
good. Do | stay on the ship for three days?
N3S1:11)

suichu (K4t ‘everywhere’), xiangdui
(AHXF “relatively’), kuaiyao (HREE
‘shortly’), xiangyingde ( A N
(QUERZR
‘maybe’), suishi (FfifJ ‘anytime’),
(L5
xiangdang (F1*4 ‘quite’), shendu/di

‘corresponding’), vexti

‘seemingly’),

hdoxiang

(R BEHb in an in-depth manner”)

Conjunction

ragus (1R “if’, 24 tokens)

Eg. Ni rigus zai jingwai ti xian dehua,
nage shouxu féi hui hén gao. (Vx4 HAE
SEANRILHIE, ATl . If
you withdraw cash abroad, the transaction
fee will be very high. N352:214)

Adjective yiban (—#¥% ‘general’, 20 tokens) yuin (i ‘“far’), héshi (HiE
EQ. Susyi ta de rénshu yiban ta dou kongzhi | ‘appropriate’), shitfu (E7 1k
zai ershirényixia. (FrLVEMASACE | «comfortable’),  ximxian (Bt
#aEdAE -+ NBUR . Therefore, the “fresh’), dagaide (KHEIY “general’),
number of the people is generally limited t0 | chy (32 bad’), lingwai (%4t
less than 20. N3S2:100) ‘extra’), jin (F ‘near’), zhong (&

‘heavy’), youmingde — (H %M
‘famous’), Xidoxingde (“MLIF) “pint-
sized”), kuai (tk “fast’), manyi (it
‘satisfied”), héli (21 ‘reasonable’)

Verb kenéng (] fig ‘may/might/probably/ xuns (-8 ‘reckon’), mafan (k4

(including possibly’, 8 tokens) ‘trouble”), xigng (A ‘think’),

auxiliary EQ. Zhongcan gu  kénéng iU ShiZal | yianeving (F . ‘corresponding’)

verb) Xingchéng dangzhong léi chi le. (HEF 1]

REMtEEEATRE 2 KkIZ T . The Chinese

meal may be served during the journey.
N3S2:74)
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Noun xianzai (BLLE ‘now’, 6) yiwai (LL4h ‘beyond’), bufen (3%
Eg. Xianzai pai shang yongta le. GRAEUR | | ‘part’), guanjian  (OCHE  ‘key’),
FHi& T . Now it can be used. N352:248) dabufen  (CK#f7r  ‘most  part’),
magian (H {7 ‘present’), yihou (LAJi

‘later”)

As shown in Table 4.8, vague pronoun zhége (X ‘well then”), auxiliary word en
("8 ‘well’), numeral yixiélxie (—%£/%E  ‘some’), adverb bijico (LLE
‘quite/rather/relatively’), conjunction rugus (Wiif ‘if’), adjective yiban (—#%
‘general’), auxiliary verb kénéng (PJHE ‘may/might/probably/possibly’) and noun
xianzai (ML7E ‘now’) were the most commonly used VE respectively for each part of

speech.

The vague auxiliary word en (" ‘well’), vague auxiliary verb kénéng (V]fE
‘may/might/probably/possibly’) and vague noun xianzai (£ ‘now’) were used in
the same way as in N1 and N2 for similar reasons. The vague numeral yixiél/xié
(—4%E/4E ‘some’), normally placed before nouns and sometimes after verbs, was
employed to express the amount the negotiators were not sure about, make non-
vague meanings vague and vague meanings more vague to soften the tone. As in N2,

raguo (4R <if’) was the most used vague conjunction.

The vague adverb bijiao (Lb#5 “‘quite/rather/relatively’), used to hedge, was normally
placed right before the word or expression it modified to make a non-vague meaning
vague or a vague meaning more vague. It is used to prevent the negotiators from
losing face due to a possible wrong judgement and allow some room for correcting
any potential mistakes later on, indicate more objective evaluation, or simply to be

polite.

The vague adjective yiban (—# ‘general’) was often collocated with words such as

shi (/&, ‘to be’), dou (#F ‘all’), or laishuo (CKii ‘speaking’) placed at the very
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beginning of a sentence or right before verbs to imply possible exceptions and in this
way help the negotiators save some room for further negotiation or correction of a
mistake due to lack of knowledge.

4.3.2 Lexical analysis of the participants

Table4.9: Lexical analysisof the participantsin N3

Participants A B
Gender M F
Age 60+ 32-
Distance + +
No. of tokens (T otal) 293 477
Adjective 55 (18.77%) 97 (20.34%)
Adverb 49 (16.72%) 79 (16.56%)
Aucxiliary word 57 (19.45%) 61(12.79%)
Conjunction 15 (5.12%) 37 (7.76%)
Noun 4 (1.37%) 17 (3.56%)
Numeral 16 (5.46%) 58 (12.16%)
Pronoun 92 (31.4%) 109 (22.85%)
Verb 5 (1.71%) 19 (3.98%)

As indicated in Table 4.9, both participant A and participant B utilized vague
pronouns (31.4% and 22.85% respectively) represented by zhége (1X> ‘well then’)
most frequently, and employed vague nouns the least (1.37% and 3.56%

respectively) represented by xianzai (JL7E ‘now”).

4.3.3 Overall findings of Negotiation 3

1. Vague pronouns were favoured, the same as in N1 and N2. Vague nouns were

least commonly employed, the same as in N2, for the same reason.
2. In the same manner as the vague pronoun na/nagé (/A4 ‘well/then’), the

vague pronoun zhége (X1 ‘well then’) was also normally placed between sentences,

and was the favourite VE for the same strategic purpose.
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3. Both the older male and the younger female participants most frequently utilized
vague pronouns and least commonly employed vague nouns. This case indicates that

gender and age did not have much impact on the choice of parts of speech.

4.4 Negotiation 4 (D+)

N4 is a case where both negotiating parties do not know each other; both are female
(A: 32 and B: 24 years old respectively). It is a business negotiation of a domestic

travel agreement between the client (A) and the agent (B).

4.4.1 Parts of speech of theVEs

Table 4.10: Number of tokensfor each part of speech in N4

Parts Pro- | Adverb | Numeral | Adjec- Con- Auxiliary Verb/ | Noun
of noun tive junction word Auxilia-
speech ry verb
No. of 93 81 68 55 51 50 24 13
tokens

Table 4.10 shows that for N4, as in N1, N2 and N3, vague pronouns represented by
na/nage (IR “well/then’) and shénme/shénmede (14 /414 I¥) “whatisit’/ “stuff
like that”) were the most frequently used part of speech. In contrast to the other cases,
the second most commonly-used part of speech was vague adverbs represented by
bijido (FL%% “quite/rather/relatively’) and hén (1R, “very’). Likewise, as in N2 and N3,
the least used part of speech was vague nouns represented by xianzai (JL7E ‘now’)
and zhilei (225 “things like that’). The number of tokens for each part of speech in

this case is smaller due to the shorter recording time of the negotiation.

Out of all the VEs, as in N1 and N2, the most common one was na/nage (H5/A54~
‘well/then’, 37 tokens). In contrast, the least common ones (only 1 token) were wanyr

(Ji— ‘by any chance’), jingchdng (&% ‘often’), dayue (K% ‘about’), yihuir
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(—23)L ‘a minute’), jtha (JLF- ‘almost’), suibian (FE{E ‘anyway’), suishi (Pl
‘anytime’), daltiéde (g ‘roughly’), dagai (KA “‘generally’), chabuduo (=A%
‘almost’), hdohao (Ufif ‘carefully’), yuin (i ‘far’), jin (T ‘near’), gui (i1
‘expensive’), zdo (% ‘early’), shdo (/> “fewllittle’), kuai (tR “fast’), dudn (%
‘short’), yiwai (FZ4h ‘thunderbolt’), méfan (K4 ‘trouble’), yibUfen (—#B4)> ‘a
part’), dangshi (40 ‘then’), wanyr (Ji— ‘suddenness’), jidgra (i1 “provided
that’), duoshao (%/> ‘amount/number’), youde (1] ‘some/certain’), si W
dignzhong (W4 « FH5%80 ‘4 or 5 o’clock’), sanshidus (—1+% ‘over 307),

duoduoshdoshdo (% % /L /b “more or less’).

Table 4.11: The most common and the least common VEs for each part of

speech in N4
Parts of Most common Least common (only 1 token)
speech
Pronoun na/nageé (IBIIBAS ‘well/then’, 37 tokens) | dudshao  (%/>  ‘amount/number’),

Eg. Nagé jiu &i shdo yixié hiyéu | youde (151 ‘some/certain’)
jinianpin.  (IEASHE AT LARS —Le R4l &
iho Well then, you can buy some
souvenirs. N4S1:75)

Numeral yixia (— K ‘a little in scale, scope or | Si Wi dicgnzhong (VU TL%8h* ‘4 or 5
capability’, 27 tokens) o’clock’), sanshidus (=1% ‘over
EQ. Wo hdi xidng zai wén yixia. (RIS | 30%),  dusducshdoshdo (55571
). I still want to ask a quick | ‘more or less’)

question. N4S2:78)

Aucxiliary en (W& ‘well” 22 tokens)
word Eg. Dao nabian ni dou dai zhe dudnxii

yifu, xidtian de fizhuang . En, zuihdo hdi
dai ba yiisan. (BIIBAARERHTAE FLAHAL
i, SRR W, fclf iR
4=, Going there, you take short-sleeved

clothes, summer clothes. Well, you’d
better take an umbrella as well. N4S1:19)

Conjunction | ragus (W14 “if’, 21 tokens) jiari (ficn “provided that”)
Eg. RUguo wo jiu bu xidng tao dan fang
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cha---(WUR B A AR B - 1f |
truly don’t want to pay the balance for the
single room--- N4S2:126)

Adverb bijiao (EL# ‘quite/rather/relatively’, 21 | wanyi (JJ— ‘by any chance’),
tokens) Jjingchang (£ ‘ofren’), dayuée (K4
Eg. Yinwel wo bijiao zaihu zhege. (24 | «about’), yihuir (—2£3JL ‘a minute”),
AL TIX 4. Because | amquite | jg (JLF “almost’), suibian (BH{E
concerned about this. N4S2:12) ‘anyway’), suishi (BEHT ‘anytime’),

daliede (KM&HE “‘roughly’), dagai
(KMt “generally’), chabludus (A%
‘almost’), hdohao (4f i ‘carefully’),

Adjective dué (% ‘many’, 13 tokens) yudn (& ‘far’), jin (& ‘near’), gui (5t
EQ. Wo yinwei yigian kan guo hdo dud | ‘expensive’), zio (%- ‘early’), shdo (>
baozhi ma-- (B A H LARTE L 4F ZIRAC | “fewnlittle’), kuai (Be “fast’), dudn (5
Wik-— Since | have read many | ‘short’)
newspapers in the past--- N4S2:50)

Verb kenéng (R fig ‘may/might/probably/ méfan (JFRA3 ‘trouble’)

(including possibly’, 9 tokens)

auxiliary Eg. Youde shihou ddoydu kénéng tigian a

verb) hui gén ni shangliang yixia. (1 15
U R RE SR AT BRI R
Sometimes, the tour guide may discuss it
a little bit with you in advance. N4S1:45)

Noun xianzai (ILAE ‘now’, 6 tokens) yiwai  (=#h  ‘thunderbolt’), méfan
Eg. Nabian de xianzai de wendl shi dw | (5 “trouble’), yibUfen (—#5%
gao a? (MU IAERIRSEAEZ FWT? | part’), dangshi (G4 ‘then’), wanyi
How high is the temperature there now? (Ji— *suddenness’)

N4S2:16)

As indicated in Table 4.11, the vague pronoun na/nage (AIB/ABA~ ‘well/then’),
numeral yixia (— F‘a little in scale, scope or capability’), auxiliary word en ("
‘well’), adverb bijiao (FL# “quite/rather/relatively’), conjunction ragus (41 “if’),
duo €4 (nIfe

‘may/might/probably/possibly’), and noun xianzai (JI7E ‘now’) were the most

adjective ‘many’), auxiliary verb kenéng

commonly employed VE for each part of speech respectively.
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The vague numeral yixia (— F‘a little in scale, scope or capability’) and vague
adjective duo (2 ‘many’) were employed in the same way as in N2 for the same
reasons. The vague auxiliary word en (" ‘well’), vague noun xianzai (L4t ‘now’)
and vague auxiliary verb kénéng (7] fE‘may/might/probably/possibly’) were used in
the same manner as in N1, N2 and N3 for similar reasons. The vague adverb bijiao
(bb%: “quite/rather/relatively’) was utilized in the same manner as in N3. As in N2

and N3, the vague conjunction ragus (1 “if”) was the most utilized.

4.4.2 Lexical analysis of the participants

Table 4.12: L exical analysis of the participantsin N4

Participants A B
Gender F F
Age 32- 24-
Distance + +
No. of tokens (T otal) 173 262
Adjective 25 (14.45%) 30 (11.45%)
Adverb 30 (17.34%) 51 (19.47%)
Auxiliary word 10 (5.78%) 40 (15.27%)
Conjunction 23 (13.3%) 28 (10.69%)
Noun 4 (2.31%) 9 (3.44%)
Numeral 33 (19.08%) 35 (13.36%)
Pronoun 36 (20.81%) 57 (21.76%)
Verb 12 (6.94%) 12 (4.58%)

As shown in Table 4.12, both participant A and participant B most commonly
employed vague pronouns (20.81% and 21.76% respectively) represented by na/nage
(B4~ “well/then’), and used vague nouns the least (2.31% and 3.44%

respectively) represented by xianzai (JL1F ‘now’).

4.4.3 Overall findings of Negotiation 4

1. For the same reason as in N1, N2 and N3, vague pronouns were the most favoured,

and vague nouns were least commonly employed as in N2 and N3.
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2. As in N1 and N2, the vague pronoun na/nage (FS/H4~ ‘well/then’) was the most

commonly used VE for the same strategic purpose.

3. Both of the two younger female participants most frequently utilized vague
pronouns and least commonly employed vague nouns. They are both younger and are
the same gender, so the factors of age and gender do not appear to be relevant in this
case. However, it cannot be assumed that the same variables would produce the same
outcomes; a counter example is N2, where the two participants are also the same
gender and even the same age, yet the results show that they used VL in different
ways. Two possible influential factors for this difference could be that the two in N2
are much older than the two in this case. The other factor is the nature of the two
negotiations; N2 concerns an insurance agreement, whilst this case concerns a

domestic travel agreement.

4.5 Negotiation 5 (D+)

N5 is a case where both negotiating parties do not know each other; both are female
(A: 21 and B: 55 years old respectively). It is a business negotiation of an overseas

study agreement between the client (A) and the agent (B).

4.5.1 Parts of speech of theVEs

Table 4.13: Number of tokensfor each part of speech in N5

Partsof | Pro- | Auxiliary | Adjec- Con- Adverb | Numeral Verb/ | Noun
speech | noun word tive junction Auxilia-
ry verb
No. of 306 132 118 101 70 54 32 28
tokens
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As seen in Table 4.13, similar to N1, 2, 3 and 4, vague pronouns represented by
zhége (X ‘well then’) and na/nage (FR/ABA~ ‘well/then’) were the most
commonly-used part of speech and the least used were vague nouns represented by
xianzai (ILZE ‘now’) and yuemo (K ‘end of month’) as in N2, N3 and N4. In
contrast, the second most commonly used part of speech was vague auxiliary words

represented by en (H& ‘well”).

Among all the VEs, similar to N3, the most common in this case was zhége (iX4
‘well then’, 129 tokens) and the least common (only 1 token) were jibenshang
(AL “basically’), zhiiydo (% ‘mainly’), zongdi (Wb ‘overally’), shaowéi
(Fi§k “little’), pianyi (fi'& ‘cheap’), yangéde (&[] ‘strict’), fuza (H v
‘complex’), giang (3 ‘strong’), yididanr (— 5L “a little”), hdoduo (If% ‘a good
many’), bushdo (A~/b “quite a lot”), gui (5¢ ‘expensive’), zuidus (% ‘at most’),
buda (KK “tiny’), da (KX ‘big’), youmingde (4 4 ] ‘well-known’), jidndan (fij 5
‘simple’), nianmo (4K ‘end of year’), chdfei (F:3F ‘unless”), jigri ({40 “provided
that), ganjué (J&3 “feel’), it g7 nian (75« & 4= *6 or 7 years’), sishi dus (J4+%
‘over 40°), chaogu0 san ge yue (L =/~ ‘more than 3 months’), budao sin gé
yue (A F = H ‘less than 3 months’), chdogud bannian (i -4 ‘more than half
a year’), budao ligng gé yue (ANEIAN H “less than 2 months®), sigian duo (V4T %
‘over 4,000%), liugian duo (7~T% ‘over 6,0007) and a (W “well”).

Table 4.14: The most common and the least common VEs for each part of

speech in N5
Parts of Most common Least common (only 1 token)
speech
Pronoun zhége (iIX > ‘well then’, 129 tokens)

Eg. Wo yao @&n n shuo gingchu ,
zhége, ni yd st wii didnr wii--- (FEL
PRORULIE 28, XA, e L)L

Ti——— | must make it clear to you,
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well, actually your IELTS score is
5.5--- N5S1:173)

Auxiliary

word

en (& ‘well” 80 tokens)

Eg. Méiyou juéding. En, na wo jiu
jidndan géi ni jiéshao yixia ba. (%
AYsE. W, TSPt i a8 kA
24— R, Haven’t decided yet.
Well then, I’ll just tell you a bit
about them. N5S1:9)

a (W “well™)

Conjunction

yaolyaoshi (Z/E & ‘in case’, 47
tokens)

Eg. RUguds Yingyii yaoshi fén er bu
gou de hua--- (W R s ZE 4 L
AN )35 In case the English

score is not high enough ---

chafei (AF ‘unless?), jidri (40 “provided
that)

N5S1:149)

Adjective yiban (— % ‘general’, 22 tokens) pianyi (ffE ‘cheap’), yangéde (™%
Eg. Yiban de dou shi lit didn wii. ‘strict’), fuza (4% ‘complex’), giang (3
LN 5 T IS ‘strong’), yidicnr (— £ )L “a little’), hdoduo
generally six point five. N5S1:39) (4% *a good many’), blishdo (K> “quite a

lot’), gui (5t ‘expensive’), zuidus (fx% ‘at
most’), yibande (—fI¥) ‘average’), buda
(AR “tiny’), da (K ‘big’), youmingde
(40 ‘well-known’), jidndan  (fij
‘simple’)

Adverb hén (1R *very’, 19 tokens) jibénshang (JEA I “‘basically’), zhiyao
Eg. Susyi xiczuo hén zhdngyao. (X% ‘mainly’), zongdi (S ‘overally’),
(FTLAE/ER EZE . Therefore, shaowei (R “little”)
writing is very important. N5S1:49)

Numeral yixia (— F “‘a little in scale, scope | liti g7 nidn (N« & 4F “6 or 7 years’), sishi

or capability’, 17 tokens)

Eg. Ni zai gidnghua yixia. (1515
#ik—F. Work a_little bit more
on it. N5S1:195)

duo (WU-1-% ‘over 407), chdogu0 Sin gé yue
(3L =4~H ‘more than 3 months’), bldao

(AFI=AH
chdaogud bannian (B4R
‘more than half a year’), budao sin g yué
(ASFIPASH - “less than 2 months®), sigian
dus (JUT-% ‘over 4,000%), lilgian duoc

san € yue ‘less than 3

months’),
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(7S T% ‘over 6,000%)

Noun xianzai (IL7E ‘now’, 16 tokens) nianmo (4F-K ‘end of year’),
Eg. Ni xianzai wii dicin wii. (FRELAE
1155 Fi. Now you’ve got five point
five. N5S1:65)

Verb kenéng (W] g ‘may/might/probably/ | ganjueé (J&5t ‘feel’)
(including possibly’, 11 tokens)

auxiliary Eg. Kénéng shi chdogud bannian le.

verb) (TR T . It might be

longer than half a year. N5S1:171)

As shown in Table 4.14, the vague pronoun zhége (iX™ ‘well then’), auxiliary word
en (" ‘well’), conjunction yao/yaoshi (/%2 ‘in case’), adjective yiban (—%
‘general’), adverb hén (1R ‘very’), numeral yixia (— F“a little in scale, scope or
capability’), noun xianzai (I7E ‘now’) and auxiliary verb kénéng (RIHE
‘may/might/probably/possibly’) were the most commonly used VEs respectively for

each part of speech.

The vague auxiliary word en ("3 ‘well’), vague noun xianzai (£t ‘now’) and vague
auxiliary verb kénéng (M]fE‘may/might/probably/possibly’) were all used in the
same manner as in N1, N2, N3 and N4 for the same reasons. As in N1, yao/yaoshi
(E/ESE ‘in case’) was the most commonly used vague conjunction. The vague
adjective yiban (—M% ‘general’) was employed in the same way as in N3. Being a
hedge itself, the vague adverb hén (1R ‘very’) was normally placed right before an
item it modified to make a vague meaning more vague in order to assist the
negotiators in highlighting their own point of view and skillfully influence their

opponents or impress them. The vague numeral yixia (— F ‘a little in scale, scope or

capability’) was also utilized in the same way as in N2 and N4.
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4.5.2 Lexical analysis of the participants

Table 4.15: Lexical analysis of the participantsin N5

Participants A B
Gender F F
Age 21- 55+
Distance + +
No. of tokens (T otal) 128 713
Adjective 29 (22.66%) 89 (12.48%)
Adverb 23 (17.97%) 47 (6.59%)
Auxiliary word 24 (18.75%) 108 (15.15%)
Conjunction 7 (5.47%) 94 (13.18%)
Noun 5 (3.91%) 23 (3.23%)
Numeral 6 (4.69%) 48 (6.73%)
Pronoun 28 (21.88%) 278 (38.99%)
Verb 6 (4.69%) 26 (3.65%)

As indicated in Table 4.15, vague adjectives (22.66%) represented by yiban (— %
‘general’) and vague nouns (3.91%) represented by xianzai (M7E ‘now’) were most
and least commonly used respectively by participant A; participant B most
commonly utilized vague pronouns (38.99%) represented by zhégé (X~ ‘well
then’), and employed vague nouns the least (3.23%) represented by xianzai (P17

‘now’).

Noticeably, the agent employed quite a large number of VEs, 713 in total. One
reason is the recording time for this negotiation was long. The other possible reason
is the nature of the negotiation, where the agent’s job was to advise and persuade the
young girl to go overseas, which was probably not an easy task. The young girl,
given her age of 21, had many questions for which the agent needed to resort to VL
to answer. There was much at stake if the agent could not achieve her goals. One of

the things to lose would be her considerable commission.

4.5.3 Overall findings of Negotiation 5

1. Vague pronouns were the most preferred part of speech in this case, for the same
reasons as N1, N2, N3 and N4, and vague nouns were least frequently employed

again, as in N2, N3 and N4.
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2. As in N3, the vague pronoun zhegé (iX1~ ‘well then’) was the most commonly

utilized VE, for the same strategic purpose.

3. Both female participants least commonly employed vague nouns. Differently, the
older female participant mostly used vague pronouns, while the younger female
participant mostly utilized vague adjectives. It indicates that the age factor did have
an influence on the choice of parts of speech, as negotiators were of the same gender

but of a significantly different age.

4.6 Summarising remarks

4.6.1 General discussion

What has been attempted here is to explore the lexical patterns of VL in Chinese
business negotiations from the perspective of parts of speech. This lexical level

analysis reveals some trends shown in Figure 4.1 below:

m N1 (=D) mN2 (-D) mN3 (+D) m N4 (+D) m N5 (+D) m Total

40.0%

35.0%

30.0%

25.0%

20.0% -

15.0% -

10.0% -

5.0% -

0.0% -

Adjective Adverb Conjunction Auxiliary word Noun Numeral P ronoun Verb/Auxiliary
verb

Figure4.1: Distribution of parts of speech in five negotiations
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In Figure 4.1 vague pronouns were the most favoured and pervasive part of speech
represented by na/nagé (/A4 “well/then’) and zhe/zhege (IX/iX 4™ “‘well/then’);
and the second most commonly used were vague adjectives represented by zuidr
(1 ‘the lowest), duo (% ‘many’) and yiban (—#& ‘general’). This shows that in
Chinese business negotiations, using vague pronouns is the most preferred and useful
way of hedging. Brown and Levinson (1987) state that vague pronouns perform the
function of politeness in mitigating the potential threat to face. Another function of
vague pronouns is to create an atmosphere of informality; thereby, they reinforce

solidarity between interlocutors and even project intimacy.

In contrast to vague pronouns, the findings show that vague nouns were the least
preferred part of speech; kenéng (WHE ‘may/might/probably/possibly’), xianzai
(BLAE ‘now’) and yixia (— | ‘a little in scale, scope or capability’) were the most
popular vague verb, noun and numeral respectively. This contradicts Koester’s (2007)
finding in the study of vagueness in North American and UK offices, where vague
nouns were the most frequent type of vague item. Koester (2007) claims that the
most frequent reason for using a vague noun is because it is not necessary to be more
precise, as the participants can easily identify the items or concepts referred to owing
to the background knowledge they share from working together. Vague nouns
perform a number of different transactional functions, which are particularly useful

when talking about facts and information.

Cheng (2007) finds that the major determinant of the forms of VL (word
combinations containing ‘very’, ‘more’, ‘some’, ‘much’, ‘many’, ‘quite’, ‘most’,
‘lot’, “few’, *bit’, ‘something’, ‘things’, ‘kind of’ and ‘about’) and the frequencies
with which they occur is related more to the genre than to whether the speaker is
Hong Kong Chinese or a native-speaker of English. Hence, the genre difference may
largely contribute to the discrepancy between the present research and Koester’s

work.
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4.6.2 Social factor comparison

Three social factors are discussed in this section: gender, age and social distance. In
the following tables, (A, C and D) represent clients and (B) represents an agent of

some kind.

Table 4.16 Gender factor comparison

Negotiation Most commonly used parts of speech Least commonly used parts of speech
N1 Males: (A) Pronoun - 40.06% Males: (A) Auxiliary word
(C: Young) Adverb - 20% - 4.09%
(D) Pronoun - 27.78% (C) Numeral - 2.07%
(D) Numeral - 0%
Young Female: (B) Adjective Young Female: (B) Noun - 3.75%
-29.21%
N2 Female: (A) Pronoun - 35.85% Female: (A) Verb - 3.43%
Female: (B) Pronoun - 33.4% Female: (B) Conjunction - 3.94%
N3 Male: (A) Pronoun - 31.4% Male: (A) Noun - 1.37%
Female: (B) Pronoun - 22.85% Female: (B) Noun - 3.56%
N4 Female: (A) Pronoun - 20.81% Female: (A) Noun - 2.31%
Female: (B) Pronoun - 21.76% Female: (B) Noun - 3.44%
N5 Younger Female: (A) Adjective - | Younger Female: (A) Noun - 3.91%
22.66%
Female: (B) Pronoun - 38.99% Female: (B) Noun - 3.23%

As indicated in Table 4.16, the most commonly used parts of speech were almost all
pronouns, except for the adjective preferred by the younger females and adverb by
the younger male. A possible explanation of this could be that they were more
inexperienced and intentionally showed their politeness and respect. However, there
is a greater discrepancy in the least commonly used parts of speech. The numerals
were least favoured by half of the males, while nouns were disliked by almost all
females. This reveals that in Chinese business negotiations, the gender factor indeed
has an influence on the choice of parts of speech of VEs, particularly on the least

commonly used parts of speech of VEs.
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Table 4.17 Age factor comparison
[ A+: older (45 years old and above), A-: younger (below 45 years old) 1

Negotiation Most commonly used parts of speech Least commonly used parts of speech
N1 (A) A+ :Pronoun - 40.06% (A) A+ : Auxiliary word - 4.09%
(B) A-: Adjective - 29.21% (B) A-:Noun-3.75%

(C) A+ : Adverb - 20% (C) A+ : Numeral - 2.07%
(D) A-:Pronoun - 27.78% (D) A-:Numeral - 0%
N2 (A) A+ : Pronoun - 35.85% (A) A+:Verb-3.43%
(B) A+ : Pronoun - 33.4% (B) A+ : Conjunction - 3.94%
N3 (A) A+ : Pronoun - 31.4% (A) A+:Noun-1.37%
(B) A-:Pronoun - 22.85% (B) A-:Noun - 3.56%
N4 (A) A-:Pronoun-20.81% (A) A-:Noun-2.31%
(B) A-:Pronoun -21.76% (B) A-:Noun - 3.44%
N5 (A) A-: Adjective - 22.66% (A) A-:Noun-3.91%
(B) A+ :Pronoun - 38.99% (B) A+ :Noun-3.23%

As shown in Table 4.17, pronouns were the most commonly used parts of speech by
almost all the older and the younger participants, except for adjectives favoured by
the two younger negotiators and adverbs by an older one. In contrast, there is a
greater difference in the least commonly used parts of speech. Nouns were least
preferred by nearly all the younger group, while numerals were least favoured by one
of the older and one of the younger negotiators, auxiliary words by an older
individual, and verbs and conjunctions by another older one. This indicates that in
Chinese business negotiations, consistent with the factor of gender, the factor of age
also has an impact on the choice of parts of speech of VEs, especially on the least
commonly used parts of speech of VEs. A possible reason that the younger
negotiators used fewer pronouns is that they are young, and too impatient to use

many vague pronouns (as discourse markers) in Chinese business negotiations.
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Table 4.18 Distance factor comparison
[ D=: acquaintances, D- : friends, D+: strangers]

Negotiation Most commonly used parts of speech Least commonly used parts of speech
N1 (A) Pronoun - 40.06% (A) Auxiliary word - 4.09%
D= (B) Adjective - 29.21% (B) Noun -3.75%
(C) Adverb - 20% (C) Numeral - 2.07%
(D) Pronoun - 27.78% (D) Numeral - 0%

N2 (A) Pronoun - 35.85% (A) Verb - 3.43%

D- (B) Pronoun - 33.4% (B) Conjunction - 3.94%

N3 (A) Pronoun - 31.4% (A) Noun -1.37%

D+ (B) Pronoun - 22.85% (B) Noun - 3.56%

N4 (A) Pronoun - 20.81% (A) Noun -2.31%

D+ (B) Pronoun - 21.76% (B) Noun - 3.44%

N5 (A) Adjective - 22.66% (A) Noun - 3.91%

D+ (B) Pronoun - 38.99% (B) Noun -3.23%

As revealed in Table 4.18, pronouns were the most commonly used VEs by most of
negotiators, whether or not they knew each other. However, there is an outstanding
discrepancy in the least commonly used parts of speech. Nouns were the least
preferred by all the negotiators who did not know each other, while the parts of
speech disliked by the negotiators who knew each other were more diversified,
including auxiliary words, nouns, numerals, verbs and conjunctions. This clearly
shows that in Chinese business negotiations, the distance factor has an influence on
the choice of parts of speech of VEs, in particular on the least commonly used parts
of speech of VEs. It could also be interpreted that in Chinese business negotiations,
negotiators who do not know each other tend to be more cautious in order to

guarantee a smooth and successful negotiation.

Comparing the findings in Tables 4.16, 4.17 and 4.18, a distinctive pattern has
emerged in relation to the use of VL corresponding to the impact of the three factors
(gender, age and social distance) — there is relatively less variance among the

different groups in the preference of the most commonly used parts of speech
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compared to the preference of the least commonly used. This trend implies that

interlocutors would probably agree more on what VL to use than what not to use.

Following the parts of speech analysis, further combinational analysis at the lexical

level will be conducted in the next chapter.
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Chapter 5 Combinational analysis at the lexical level

This chapter discusses three categories of the combinational vague words at the
lexical level and examines how they work. They are VESs, pre-vaguefiers and post-
vaguefiers, all of which could be either a word or a phrase. VEs, e.g. zhé/zhége (iX/
XA~ ‘well/then”), nainage (IS/FEAS “well/then’;), en (T “well”), a (] “‘well’), etc.
can be used individually or be modified by pre-vaguefiers and post-vaguefiers. A
pre-vaguefier, as its name indicates, is a VE which precedes a core item, e.g. kénéng
(' BE ‘may/might/probably/possibly’), géng (% ‘much more’), xiangdang (#14
‘quite’), bijido (FL ‘quite/rather/relatively”), and the like. A post-vaguefier is a VE
which follows a core item, e.g. didnr (53 JL ‘a little’), yixia (— F “a little in scale,
scope or capability’), ne (Ve ‘well’), yishang (LA L “over’), yixielxie (—%&/4% ‘a bit
more’), zusyou (/-4 ‘or s0’), etc. Both are vague items strategically used before or
after the core item to make the non-vague meaning vague and the vague meaning

more vague.

5.1 Pre-vaguefiers

Examples of pre-vaguefiers used in the five negotiations:

(5.1): from N1S3:216 to N1S1:219, 3 peakers over 4 turns.
NIS3:216: Hi4b , X 2& — F K K RV8, A ATRE

Lingwai, zhe shi y1 zhong changqixing de dongxi, Yyou kénéng
= 3P A AfRE ik % .

san dao si nian kénéng hai yao huandiao.

‘In addition, this is a long-term thing, and they might be replaced in

three or four years again.’
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N1S1:217:

N1S2:218:

Fhh S R e AMMa KE, ik, iE
Lingwai, lingwai ni zh¢ hai you gé shénme dongxi, ni hai, hai

A A whik B AE L fE T Ex RYF BlE W®
you ge. Jiu haishui danhua zai, zai zanmen guojia 1ai jiang xianzai yé
& RT A M . X R R

shi chuyu yi geé xinxing de zhé zhong, zhé zhdng jishu. Zai zhong
Ao, o Atk BE WA R . RIE X A
shiydu, zhong shihua xianzai yé dou zai yong. Fanzhéng zhé g¢

652 NI S = S =S M 53 N7/ A 3 (SN /NG SO I N3 £ PR
jishu, Mgiguo zhége jishu jiu shi ni, ni dalian yong bu yong, ni
KiE A, Ax W5 wfg A, #2483
Dalian bu yong, rénjia difang kénéng yong, jiu shi zhe ge gainian.

i At T XA Ak, R AR AR Ptk T
Danshi jiu shudé z&nmen zhege qgiye, rugud ni zai zhongshihua dating,
T g dE 1. XA, KiE A4 EZA 24, AE

dating jiu zhidao le. Zhége, Dalidn zhége, zhége, zheége, zai
oot o ke, RAT W AR T

zhong shihua, zhong shiyou, nimen lia dou gingchu le.

‘In addition, well, you still have, whatisit, you still have. In terms of

seawater desalination in our country, it’s also a new technology. Both
Sino Petrol and Sino Petrol Chemical are using it now. Anyway, this
technology of America, even if it is not used in Dalian, it might be used
in some other places. This is the fact. However, in terms of our
enterprise, if you do a survey on Sino Petrol Chemical, you will know it.
Well, Dalian, well, in Sino Petrol Chemical and Sino Petrol, both of you

are clear about it.”

W, R 8 . (0.2)

En, shi zui hao de. (0.2)
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“Yes, it’s the best.’

N1S1:219: A f& Ui =& &I 1, &&ER #t2 vt &AL M
Bu néng shuo shi zui hao de, zui gqima jiu shi shué women yong
AR, wRe B A . Sl B e AlsE A HRER
de dongxi, kénéng gita xiongdi, xiongdi danwei ta kénéng bu xayao
O XA ()R K, A XA XA i 2 0T
fei zai fei zhege () hén da de, zhege, zhége, zhegeé naoli qu yanjia
B, XA R MRe EBak et T A, i
ta, zhége dongxi xingnéng zénmeyang, ta jit yong le. Xing, women
gt XA . B AR R whhE 24, ZEA
jiuyong zhége. Ta zhege you zhégeé di.  Shijishang wo zhege, zhége
Scfr b R PR AR U=

shijishang wo gén ni shud =

‘We can’t say it’s the best, but at least for the thing we use, other

brother units, probably don’t need to waste again, well, very huge brain
power to study its performance, and then they just use it. Ok, we just
use this as they are confident about the quality. Actually, I, well, in fact,

to be honest="

In Extract (5.1), five pre-vaguefier combinations were used:

1. the prevaguefier kénéng (] g ‘possibly’) + the non-vague verbs huandiao (#$s
‘replace’), yong (F ‘use’, ) and xiiyao (75 % ‘need);

2. shénme (fI4 ‘whatisit’) + the vague noun déngxi (474 ‘thing’);

3. xinxing (Hr>% ‘new’) + the non-vague noun jisht (A ‘technology’);

4. zui (i ‘making a superlative degree”) + the vague adjectives hdgo (4} ‘good’) and
Qimd (EERY “minimum’);

5. hén (IR “very’) + the vague adjective da (K “big’).
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Combinations 1 and 3 transform the core items from non-vague to vague;

combinations 2, 4 and 5 make the core items that are vague themselves more vague.

(5.2) from N2S1:1 to N2S1:11, 2 speakers over 11 turns.

N2s1:1: + 4B, A Bk Wr R 25 JF 1 R4
Wang jingli, nage shangci ting nimen gongsi jidng de nage
WE wis, 4 AR XA R 1R
céifu luntan, dangzhong jiu shi jiéshao zhege bijiao hio de bioxiin
anf, e, 3kOWE, ARW AR W, s, B2 R L IR
pinzhong, ha, wo ne, feichang xidng tingting, ha, jiushini, nide
B . 58 T, EE ORI, o &R Bt
yijianla. Wanle, zhuyao jit shi ni nageé, fénhdng pinzhong jiu
T OREW AN BRI KRR, W& R 3ok U,
zhtiyao shi méiman rénshéng. Ta de nage tédian, jiu shi duiyl wo 1ai jiang,
W, 3Ry SR, AR L ARIBAS, AT R A W, B
a, Wo de yaoqil, xiang mai ni nagé, nimen de chanpin ne, zhtyao jiu
2z, &k, AR 1 R, AR

shi liang ge, wo de, yi gé shi yao you baozhang, di ér gé ne

‘Manager Wang, last time | attended the Fortune Forum by your company,
in which the rather better varieties of insurances were introduced. Well, I’d
like to listen to your advice very much. Well, it’s mainly profit-sharing kind,
i.e. mainly ‘Perfect Life’. Its main feature, to me, well, | want to buy the
products, which are mainly of two features. One is that it must be of

protective function, the other one is’

N2S2:2. WA,
En.

‘Right.”
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N2S1:3: & % 5t & 75 P HE R aw B g HA
Shi yao jiu shi zai Zhonggud de baoxian gongsi limian shi bijiao
BT () — A 7=

chuangxin de yi gé chanpin.

‘That it’s a quite innovative product in the insurance companies of China.’

N2S2:4: W,

‘Right.”

N2S1:5: xf g 2 2 i B e () k. BA RE  IhEg.
Dui ba ? Yao bijiao juyou ta de (.)bao, juyou bidozhang gongnéng.

‘Is it right? It must have a relatively protective function.’

N2S2:6: Uzi i #& .
Shouyi bijiao wén.

‘Earnings are quite stable.’

N2S1:7: M-, iiai . s Bl e . mH e, (0.2) 1]
ai ---,  shouyi, shouyl y& bijiao wénding. érqi¢ ne, (0.2) ni
XA B U? Bt Mix 2 WRESE & M.

zhége shi zénme shud? Jiu shi yinggai shi bijiao shihé wo de chanpin.

“Yes, earnings are also guite stable. Moreover, well, you, well, how do I put

it? It should just be a product that suits me guite well.’
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N2S2:8: WA,
En.

‘Right.”

N2S1:9: B4 1§ k. AT B T XA FRE, OB, W
Yinwei Xxiang wo, women (.) dao le zhége niénling, jiuyao, zai
f JLEFE S Bk T, mE.

you ji nién jiu yao tuixia le, ha.

‘Because like me, us, we’ve reached this age, and we will retire in several

years.’

N2S2:10: W,
En.

‘Right.”

N2S1:11: Frbl % ke 8 K () ', HRF FRE 1 ahf.
Suoyi zhtiyao hai shi Xiang mai (.) bijiao youliya yanglao de pinzhong.

‘So mainly still want to buy a variety that is quite helpful to provide for
the aged.’

In Extract (5.2), there were four pre-vaguefier combinations employed:
1. the prevaguefier bijico (L% ‘quite’) + the vague adjectives hdo (4 ‘good’),
chuangxin (6 ‘innovative’), wenlwending (A/F&5E “stable’), and youliyi (5

F)F “helpful);
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2. bijiao (L% ‘relatively’) + the non-vague verbs juyou (F4 ‘have’) and shihé
(&EA “suit’);
3. Zhiiyao (F= % ‘mainly’) + the non-vague verbs shi (/& ‘be’) and xidng (A ‘want’);
4.ji (JL ‘several’) + the non-vague noun nian (4F ‘year’).
Combination 1 makes the core items that are vague themselves more vague; while

combinations 2, 3 and 4 convert the core items from non-vague to vague.
(5.3): from N3S2:96 to N3S1:99, 2 speakers over 4 turns.
N3S2:96: ixA~ FIBA W1, AW, HErhik e 2 A F =+ A

Zhége tuandui a, réna, mugianweizhi shou de shi budao ershi geé rén.

“This group, the number of this group we are recruiting, up to now, is less

than twenty people.’

N3S1:97: &. &, —f&k # & =L  A?

Ta, ta, yiban dou shou dudshao rén?

‘Generally, how many people does it recruit?’

N3S2:98: —fx =& A& #Hidk =+ ™ Ao

Yiban shi bu hui chaoguo érshi ge rén.

‘Generally, it won’t be more than twenty people.’

N3S1:99: Xt mF, 7 —. =+ N, —KH#E A.

Dui ya, bié ér san shi rén, yidadui ren.

‘Right, don’t make it twenty or thirty people, a large number of people.’
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In Extract (5.3), three pre-vaguefier combinations were utilized:
1. the pre-vaguefiers budao (43 ‘less than’) and chdogud (81 ‘more than’) +
the non-vague numeral érshi (— 1 ‘twenty’);
2. yiban (—M ‘generally’) + the non-vague verbs shou (X ‘recruit’) and shi (&
‘be’);
3. the pre-vaguefiers ér sin shi (—.. —-* ‘twenty or thirty’) and yidadur (— KM
‘a large number of”") + the non-vague noun rén (A ‘people’).

All these three combinations transform the core items from non-vague to vague.

(5.4): from N3S1:125 to N3S2:132, 2 speakers over 8 turns.

N3S1:125: tblnid, bbandd =2 W i, &RE X HE L
Birashud, birashuo yao gouwu de hua, wo kan zhe Ii tou,
& E& & Wy 1.

() wo kan anpéi gouwau le.

‘For example, if I’d like to do some shopping, | see in here, | see

shopping has been arranged.’

N3S2:126: 5 JL 4~ ¥,

Youji gé gouwu.

“There are several times for shopping.’

N3S1:127: —+— 5, (overlap) W4 T .

Sanshiyi hao, (overlap) gouwu le.

‘On the thirty first, shopping is arranged.’

N3S2:128: (overlap) X} X, {H A& R %,

(overlap) Dui dui, dan bu shi hén dud.

106



“Yes, correct, but there aren’t too many.’

N3S1:129: M,

ai.

‘Right’

N3S2:130: & By A RS, F BRAW, ©fF LK
Ta yinwéi you yixié jingdidn, Xiang aiji ba, ta you yixi€ diqa
R A Y E Wk, W e 5 ATkl
jiushini xiang anpai gouwu ta yé¢ méi, meiyou shénme difang kéyi
S H. (overlap)

mai de. (overlap)

‘Because there are some scenic spots like Egypt, there are some areas
where you cannot find any place for shopping even if you want to

arrange shopping.’

N3S1:131: (overlap) =% & HER 5W. (overlap)
(overlap) Zhuyao shi ziran jingguan. (overlap)

‘It is mainly natural scenery.’

N3S2:132: (overlap) ¥} xf. & 1% R LU AR ZFH & = M.

(overlap) Dui dui. Ta zhtiyao shi yi ziran jingguan wéi zhu de.

‘Right, that’s right. It’s mainly natural scenery-oriented.’
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In Extract (5.4), four pre-vaguefier combinations were used:
1. the pre-vaguefier ji (JL ‘several’) + non-vague measure word gé (> ‘time’);
2. hén (1R “very”) + the vague adjective duo (%2 ‘many’);
3. yixie (—%& ‘some’) and shénme (ff4 ‘whatever’) + the vague nouns jingdicin
(5% 5. “scenic spot”), digiz (Hi[X “area’) and difang (M7 “place’);
4. Zhiiyao (% ‘mainly’) + the non-vague verb shi (/& ‘be’).
Combinations 1 and 4 convert the core items from non-vague to vague; combinations

2 and 3 make the core items that are vague themselves more vague.

(5.5): from N4S1:171 to N4S1:175, 2 speakers over 5 turns.
N4S1:171: W, XA, R &H WA XA, . M

En, zhége, nikankan zanmen zhégé xingchéng, ha. Céng diyi
KOs s AR JEE HimsE, —H KA R F
tian kaishi jiu jibénshang féichdng de chongshi, yizhi yiban dou shi dao
W b VU Ti B A e 4R, k5 XY TR,
wanshang si wii dianzhong cai néng jiéshu, zou wan zhéxié xingchéng,
PSS Y E K 2OEM AR, AZ TR

yinwei zdnmen xingchéng yao zou de bu shi hén, bu shi néizhong
Ha ESAE WF, Bt K i EBE .

shénme zoumaguanhua ya, jiu shi dalte de kankan.

‘Well, have a look at our, well, itinerary, ah. From the first day, it’s
basically very full, and it generally lasts till four or five o’clock in the
evening to finish these itineraries, because our itinerary is not that kind of,

well, whirlwind visit, which is to just have a rough look.’

N4S2:172: (overlap) Mk, LLA w40 M.
(overlap) O, bijiao xiangxi bei.

‘Oh, have a quite close look.’
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N4S1:173:

N4S2:174:

(overlap) fi IR £ AN A W 1) WE. IAAT

(overlap) You hén dud nagé, nage xianyu de shijian. Zanmen
EAL £ ®&FE, H O mE. RE B b R
jibénshang shi méiyou, feichdng chongshi. Ranhou zhe yilushang ni sud
PRI 1) S RAR W . IR N Bl Z)E, IR B A IR
tiyan de yixi€ minsia.  Ni cong dao hdinan zhihou, ni jit néng tiyan
2O R g MO M MR, bR WM X
dao néi zhong hiinan de néi zhong fengqing. Yilushang da hui you zhe

zhong ganjué.

“There is so much, well, spare time. We basically don’t have this, and
ours is very full. Then, you will experience some folk-customs all the
way. Right after you arrive in Hainan, you can experience, well, Hainan’s,
well, local conditions and customs. You will have this kind of feelings all

the way.’

ma, AR T o)L B F M. (Laughs very short)

En, na wo xiang wo hui wanr de hén hiao de.  (Laughs very short)
(03) & FH T XA Uk AW, A e A W T B
(0.3) wo kan le zhége youke xtizhi a, nage wo xidng wen yixia. Jiu shi
YoooX A 4 WEON T HEE XA . (0.1)

shud zhé you yi tido, jitdian néi dd dianhua zhege. (0.1)
‘Well then, I think I will enjoy myself very well. I’ve read, well, the

notice to tourists, and 1I’d like to ask. There is one regulation about

making a phone call in the hotel.”
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N4S1:175: Wi, W5 A X, X BRARW  —F, i, B L

A, jiudian na ge dui, dui. Gén ni shud yixia, ha, dao nabian

.....

‘Ah, the hotel, well, right. Just tell you, ah, that there are some or so

many things in the hotel there that need to be paid for.’

In Extract (5.5), there were seven pre-vaguefier combinations employed:
1. the pre-vaguefiers jibénshang (37 _LI- “basically’) and feichéng (AE% “very’) +
the vague adjective chongshi (7855 ‘rich”);
2. yiban (— /% “generally’) + the non-vague verb shi (& ‘be’);
3. daltie (KB ‘rough’) + the vague verb kankan (7 % ‘have a look’);
4. bijiao (FL#: “‘quite”) + the vague adjective xiangxi (i£:4ll ‘particular’);
5. hén (1R “so/very’) + the vague adjectives duo (2 ‘many’) and hdo (4f ‘good’);
6. jibénshang (FEA I ‘basically’) + the non-vague verb méiyou (¥ ‘do not
have’);
7. yixie (—%% ‘some’) + the vague nouns minst (FX{4 “folk-custom’) and dongxi
(Z 74 “things’).
Combinations 1, 3, 4, 5 and 7 make the core items that are vague themselves more

vague; combinations 2 and 6 transform the core items from non-vague to vague.

(5.6): from N5S1:35 to N5S1:39, 2 speakers over 5 turns.
N5S1:35: CPA, JMi%, #& CPA, XA XJ? Mix 2 WA, W, X,

CPA, yinggai, shi CPA, dui bu dui? Yinggai shi nage, en, duli,

& AN T Filo BIRA & A ER S AE
shi nage, neizhong kaoshi. Ta nage lian nagé kaoshi fei dou han zai
B 7. AR Mz B 2 WL ERE ZER A

limian le. Nage xuéféi yinggai shud shi hai kéyi, danshi maikaoli ruxué
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N5S2:36:

N5S1:37:

N5S2:38:

N5S1:39:

M WA ML T, mEE ' M. RO A s
tidojian y¢ shi you ménkanr le, yé& shi ting gao de. Ni zhi bu zhidao
XA wAE MER N L JL?

zhége du yan yasi yinggai ji fenr?

‘CPA, it should be CPA, shouldn’t it? It should be that, well, right, it’s
that kind of test. Well, the test fee is included in it as well. Well, the
tuition fee should be alright, but there is also a threshold for entering
Macquarie, which is quite high as well. Do you know what IELTS score,

well, the postgraduate programs require?’

W, AN KB
En, bu tai gingchu.

‘Well, not too clear.’

ANKRKER W, vt i Hh ok B
Bu tai gqingchu a.  Yéanjiashéng yiban de lai shuo

7

‘Not too clear. Generally-speaking, postgraduate programs

(overlap) 7~ A Tio

(overlap) Liu dian wu.

‘Six point five.”

(overlap) # /&, &, XF, # 2 N s fi. A KIEZR,
(overlap) Dou shi, ai, dui, dou shi lit dian wi. BU tai gingchu,
fRIE & %, (laughsshort) —f h #5 BN & fi. B H

ni hai shi gingchu. (laughs short) Yiban de dou shi liu dian wu. Na you
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—aoab o U B K LA R KT N L. R
yidian jiu shi shuo, xi€zu0 de fén er bu néng diyd liv fenr.  RUguo
B B IJLE KT N ILI I, & 4R x4

xiézu0 de fénr yao diyd liu fénr de hua, hui géini jia zhége

st e BAIl i LR 1 Ak % BJE K, b
yingyi ké. Women qian ji tian you yi gé xuésheng qu Xini daxué, ta
o P R RAS, (0.2) Bt o2& BT R AN Fk
hai shi ligong daxué nage, (0.2) jiu shi ligong daxué chéngrén xuéyuan
¥y, (overlap) fth 2

de. (overlap) Taqu

‘All require, yes, right, six point five. Not too clear, you are still clear. It’s
generally six point five. Well, there is one point that the writing score can’t
be lower than six points. If the writing score is lower than six points, an
English class will be added for you. Several days ago, we received a
student who is going to Sydney University, and he is from the University

of Technology, well, the Adults’ College of the University of Technology’

In Extract (5.6), five pre-vaguefier combinations were utilized:
1. the pre-vaguefier ting (£ ‘quite’) + the vague adjective gao (5 ‘high’);
2. tai (K ‘too’) + the vague adjective gingchu (i 2% “clear’);
3. yiban (— % ‘generally”) + the non-vague verb shuo (1 ‘speak’) and shi (/& ‘be’);
4. diyl (f&T- ‘lower than’) + the non-vague numeral liti (75 ‘six’);
5. ji (JL ‘several’) + the non-vague noun zian (K ‘day’).
Combinations 1 and 2 make the core items that are vague themselves more vague;

combinations 3, 4 and 5 convert the core items from non-vague to vague.

(5.7): from N5S1:69 to N5S1:75, 2 speakers over 7 turns.
N5S1:69: M, %4 — A, XA, (0.2) %=/ We, #t 2 (0.1)
En, lingwai yi gé, zhege, (0.2) xuéxiao ne, jiushi (0.1)
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N5S2:70:

N5S1:71:

WE IR 1 st R XA Bl A e R AR B
geénju ni de chéngjt lai zhége jieshou xuésheng.Birtishud ni xidng shang
VKA ARIEAS, R EE 211 TR K

ba da mingxiao. Ni zhége, rdguo yaoshi 211gongchéng daxué de

7, (05) P o A K% WL-E L A KRS
xuésheng, (0.5) pingjtn fén youde daxué kéyi qi shi wu, ydude daxué
Ok Nt e R A Z 211 TR RS e, i
yaoqil ba shi féen. RUguo bu shi 211gongchéng de daxué de xuésheng, na
MR Y o 2O+ g Bk, i A REHESE O H
jiu shi pingjtn fén yao ba shi fén yishang, hai youde daxué shénzhi yao
PANGS T 9 |

ba shi wu fenr.

‘Well, on the other hand, well, the university admits students according
to their grades. For example, you want to go to the top eight universities.
Well, in case you are a student of Project 211 universities, some
universities require an average mark of seventy five percent, and some
require eighty percent. If you are not a student of Project 211 universities,
well, the average mark must be over eighty percent, and some

universities even require eighty five percent.’

WA, B Hm AR BE SRS [ AR,

Nage, wo dangshi zai yasi ban xuéxi de shihou,

“Well, at the time when | studied in an IELTS class’

‘Yes’
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N5S2:72:

N5S1:73:

N5S2:74:

A I JE A SR 1.

Nage laoshi shi nage jiangiao de.

‘Well, the teacher is from Cambridge.’

‘Yes’

Mo S Bk, B WA . ARk Ul

Cong jiangido biye de, shang de yanjiashéng. Ta jiu shuo

fib R k. b B B IRAT T A ETL.

ta dangshi shénqing de shihou. Ta jiu jiao women le gé giaoménr. Jiu

yeo BAS, W, e AR msn P g mi B A
Shuo nage, en, birashud nimen chéngji, pingjtn fén jiu qi shi zudyou
e, e kXA £ 4 211 T o {HiE Ath, {HE
ba, ranhou ni you bu shi shénme 211 gongchéng de. Danshi ta, danshi
A A A B, WY, PR EAE RE MKB B 5 B,
nage ta, tashuo, en, niyao zai shénqing cailiao shang xié shang shuo,
B X st A2 R&E HE XX BT A

sut shuo zhé chéngji bu shi hén gao, danshi zhe, zhé youyl women
28E WRE B e M, (indistinet) Y &gi. RS

Xuéxiao kénéng juanzi bijiao nén, (indistinct) de chéngji. Ranhou
X5 B R 8 TR AN gt wTRL 4 AR e W
zheyang xi¢ dehua haoxiang jiu k&yi, rénjia jiu kéyi géi ni fénshu a
MR 4 M B — B R R XM

shaow&i wang xia jiang yi jiang, y¢ kénéng luqu. Zhé zhong
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N5S1:75:

TRt [T TN < I =S LU =P 2

gingkuang k&, you, you zh¢ zhong qingkuang ma?

‘Graduated from Cambridge University, and studied the postgraduate
courses there. He said when he applied. He taught us a tip. Just say, well,
your grades, the average mark is just about seventy percent, and you are
not a student of Project 211. However, he, well, he said, “You should
write in your application materials that although the grades are not very
high, it’s because our university’s exams possibly were quite difficult.
Then if you write like this, it seems that universities can slightly lower

the required grades and might admit you. Is this true?’

X R ED W, o> AT AKE W22k, A
Zhe zhong gingkuang a, jiu fén shénmeyang de xuéxiao.Ydude
FROM AU, XM R RAE s

XUéxiao jiu shi shug, zhé zhong jiéshi génbén jiu yidian

“This kind of situation depends on what kind of university it is. For some

universities, this kind of explanation doesn’t work at all.’

In Extract (5.7), there were five pre-vaguefier combinations employed:

1. the pre-vagufier youde (5 1f] ‘some’) + the non-vague nouns daxué (K %%

‘university’) and xuéxiao (2~# “‘school);

2. hen (1R “very’) + the vague adjective gao (5 “high”);

3. bijiao (LL# ‘quite’) + the vague adjective nan (X “difficult’);

4. shaowei (Rt *slightly”) + the vague verb jiang yi jiang (% —F% ‘lower a bit’);

5. kénéng (7] ‘might”) + the non-vague verb luce (31X ‘admit”).

Combinations 1 and 5 transform the core items from non-vague to vague;

combinations 2, 3 and 4 make the core items that are vague themselves more vague.
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Table5.1: Six mostly used pre-vaguefier s (descending from left to right)

Pre- heén bijido kénéng Vixié yiban youde
vaguefiers (11 (bt (W fiE (-t (— (71
‘very’) | ‘quite/rather/ | ‘probably’) ‘some”) ‘generally’) | ‘some’)
relative-ly”)
No. of Tokens 81 78 73 52 48 29
(7.88%) (7.59%) (7.1%) (5.06%) (4.67%) (2.82%)
Parts Adverb Adverb Auxiliary Numeral Adjective Pronoun
of Verb
Speech
Frequently + + adjective + verb + noun + verb +noun
used adjective 67 57 51 42 23
combinations
78 (85.9%) (78.1%) (98.1%) (87.5%) (79.3%)
(96.3%)

As revealed in Table 5.1, hén (1R ‘very’), bijico (L% ‘quite/rather/relatively’),
kénéng (T BE ‘may/might/probably/possibly’), yixie (—%& ‘some’), yiban (— %
‘generally’) and youde (5 1] ‘some’) were the six most frequently used pre-
vaguefiers in the data. Two out of six pre-vaguefiers were adverbs, and the remaining
four were auxiliary verbs/verbs, numerals, adjectives and pronouns. Among the
frequently used combinations, the most frequent combination was a pre-vaguefier +
adjective, followed by a pre-vaguefier + verb combination and in third place a pre-

vaguefier + noun combination.

As extracts (5.1) to (5.7) illustrate, pre-vaguefiers make the non-vague meaning
vague or the vague meaning more vague in the following most frequently used
patterns:

1) pre-vaguefier + adjective, e.g. kénduo ({R% ‘so many/very much’) and bijido
wending (LW F&E ‘quite stable’), in which the pre-vaguefiers hén (1 “solvery’)
and bijiao (FL3% ‘quite’) make the vague meanings of dus (£ ‘many/much’) and

weénding (F& 7€ ‘stable”) more vague;

116



2) pre-vaguefier + verb, e.g. kénéng héi yao huandiao (nJBEEZEHufi ‘might be
replaced’) and yiban de l&i shws (—ff i >k 5 ‘generally speaking’), in which the

pre-vaguefiers kénéng (WJEE ‘might’) and yiban (—% ‘generally’) make the non-

vague meanings of huandiao (#45 ‘be replaced’) and shuo (i) ‘speaking’) vague;

3) pre-vaguefier + noun, e.g. yixié jingdian (—X% 5 51 ‘some scenic spots’), & Sin

shirén (—.. =+ A ‘twenty or thirty people’) and youde daxué (5[] K2~ ‘some

universities’), in which the pre-vagufiers yixie (—4% ‘some’), & sin shi (—. —1+
‘twenty or thirty’) and youde (5[] ‘some’) make the non-vague meanings of
jingdidn (5t /5 ‘scenic spots’), rén (A ‘people’) and daxué (k2% ‘universities’)

vague;

4) pre-vaguefier + numeral, e.g. chdogu0 érshi (Jif —-1 ‘more than twenty’),
bldao érshi (AF] - ‘less than twenty’) and jiangjin sanshi ($3iL =1 ‘nearly

thirty’), in which the pre-vaguefiers chaoguo (81 ‘more than’), budao (421 ‘less
than’) and jiangjin (K3 ‘nearly’) make the non-vague meanings of érshi (—1

‘twenty”) and sanshi (=1~ ‘thirty”) vague.

Pre-vaguefiers are mainly utilized to play a role in the pragmatic functions of

1) self-protection, e.g. Zuowé wWmen gongsi, bu Yinxi na ge yuji de hén gao,
baoshou yixie. Zhéyang ni daoshou le yihou kénéng jit hén gaoxing. (TE AT TA w],
AARVFIO.2) Bk A1 A, fRsF—28, IXFEREIT T LG R BEsbiR =%, Our
company does not allow to estimate it very high, but a little ‘conservative’. Thus,

after you get it, you will probably be very happy. N2S52:470);

2) withholding information, e.g. Na xing. Na jiu na didnr gudnggaoféi ba. (H471. i
WEE L) 5 PR IM, That’s all right. Well then, pay a little for advertising.
N1S1:221);
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3) politeness, e.g. Ni rdguo zai jingwai tixian de hua, nagé shvuxuféi hui hén gao.
(IR an RAEBS ML TE, AN TFE9k 21 m . If you withdraw cash abroad, well,
bank charges would be very high. N3S2:214);

4) giving the right amount of information, e.g. Ranhou suishéndai de zhe ztvng, jiu
shi xianjn 1 yong dai tai duo, jiu z4gou B mdi yixie Xido jinianpin hé jiu shi
lshang Ziji mdi didnr shui hé shénmede jin kéyi le. (SR Ja BE B A KX Fh, e Bl4:
AW RZ, WM IRE 2N S A2 i EE 2K g LK A A st a]
PL T . Then, don’t need to bring, well, too much cash with you, and just enough for
you to buy some small souvenirs and a little water on the way for yourself, and
things like that. N3S2:212). For further details of pragamtic functions of VL, see
Chapter 7.

When pre-vaguefiers are used with different combinations, they do not usually
change their meanings and functions. That is to say, they may be morphologically
different, but they are semantically the same. For example, the pre-vaguefier kénéng
(7] & ‘may/might/probably/possibly’) in the following two cases, kénéng sandaosi
nian (7] fg =2 PU4E “probably three or four years’) and kénéng hdi yao huandiao

(r] fEE e “might be replaced’), is morphologically different, since the former

obo« 4Ok«

is kenéng (7] fig “‘probably’) + a noun phrase, and the latter is kénéng (7] g ‘might’)
+ a verbal phrase. However, these two kénéng (R] fig ‘probably/might’) are still

semantically similar, as both express a certain possibility.

5.2 Vague expressions

Examples of vague expressions used in the five negotiations:

(5.8): from N1S2:118 to N1S2:120, 2 speakers over 3 turns.
N1S2:118: wJLL & Atk ik

Keéyi gian ge chéngfaxing xiéyi.
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“‘We can sign an agreement of punishment.’

N1S1:119: % {4 # A Wi,

Qian shénme dou bu haoshud.

‘It can’t be assured no matter what we sign.’

N1S2:120: 5 rJ DL #2545  FAil.

Ni kéyi konggao women.

‘You can sue us.’

(5.9): from N2S1:401 to N2S1:403, 2 speakers over 3 turns.

N2S1:401: Xf A Xf? 9 gt 2 vl A 53 ¢ Rk
Dui bu dui? Y¢ jiu shi shud ni xiang dédao ta de bdozhang hé
© AL We B HE,  RIE E W, R IR,
ta de fénhong ma. Na kénding, ni xianzai yao bi, ruguo anzhao ni,
T R BAE B XA TR e E A
anzhao ni xianzai sheji de zhege fangan dehua kénding yao bi cunzai
AT SadE, WA X?
yinhang héshi, dui bu dui?

‘Right? That’s to say, you want to obtain its coverage and dividend.
Well, surely, now, if based on the current plan you’ve designed now,

it’s surely more beneficial than depositing it in banks, right?’

N2S2:402: R Xk W0, E —F. XFE AL, AR )L

Ni zhéyang ba, wo kan yixia. Zheyang shir, gé&ini de nliér
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mEE T N tld. A HE, KE a6 BE &

zai kankan da y1 ge jihuasht. Xa bu xayao, wo kan gongsT xianzai méi
T, BFH N AL e L WkE &g T, "L

xiaban. Kankan rén zai bu zai, néng chuan guolai shi zui hao le,  kéyi

PR XA EB — . (overlap) B HE & &3, (overlap)

gén ni zhége bijiao yixia. (overlap) Na kénding shi hébing, (overlap)

‘So, let me have a look. Thus, have a look again to type out a proposal
for your daughter. Whether or not it requires it, |1 don’t think the
company has been closed now. To see whether or not someone is still
in the company. If it can be faxed here, it would be great, and then we

can compare it with yours. Well, that’s for sure if we combine’

N2S1:403: (overlap) A WE/™ B && M,

(overlap) Kan niage geng heshi bei.

‘See which one is more beneficial.’

(5.10): from N3S1:1 to N3S2:4, 2 speakers over 4 turns.

N3S1:1: #& 4F! M8, (0.1) XAM0.2), FrE R i Wi,
Nin hio! En, (0.1) zhége (0.2), wo zai nimen qing Iii a,
A hE CAE Rl T 2 ke WL N R RS &
zhégé chiiqli waiguo liiyou le dudshao ci. A, coéng anpai, fawl gé
3 1l wARE WA W, AR R BN, AR FRR()
fangmian dou feéichdng manyi. En, jintian liyong jiagi a, Xiang zaici (.)
B OARAT X KRB () B BRK, Bk H o, WL XA
dao nimen zhe¢ lai banli (.) dao aiji, aiji shi riyou, a, zhege
Il WH, M.

ltiyéu xiangmu, En.
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‘Hello! Well, well, I, well, travel abroad many times with your Youth

Travel. Well, from arrangements to services, it was very satisfactory in
every way. Well, today using the break time, 1 want to book with you again

the tour to Egypt, a ten-day tour to Egypt, well, this tour programme, well.’

N3s2:2: & i+ His 7 WH. WH +Y 5. =15
Xiang aiji shi ri yéu you siyue, siyue shisi hao, ershiwu
T AR AL
hao de dou kéyi.

‘Like a ten-day tour to Egypt, you can register for the fourteenth of April

or twenty fifth of April.’

N3S1:3: I,

>

(5.11): from N4S2:34 to N4S1:41, 2 speakers over 8 turns.
N4S2:34: W W, (0.2) #gpd  JFL & wJLAnm, IAE? 2% 0 .

Enen. (0.2) Hainan nabian hai kéyi ba, xianzai? Qu de hua.

‘Ok. Is Hainan OK if I go there now?’
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N4S1:35:

N4S2:36:

N4S1:37:

WAE A FWIEHE KM, W)a, mH ek A
Xianzai zhege jijié hai ting hdo de, ranhou, érqié jiagé dou
e TR T HFT KR &R &, BE
jiang xialdi le. Xiang Chanjié de shihou jiagé hén gao, xianzai
EAL g g T T,

jibénshang yijing jiu shi pingjia le, En.

‘Now this season is very good; moreover, the prices have all been

reduced. Like during the Spring Festival, the prices were very high, and

now it’s basically already been a fair price. Well’

"

CR

=k

‘Well®

MH 25 BN, AN 8 I At el b i

érqié qu de rén, bu shi na shihou jiu tebié de yongji

‘Moreover, as for people going there, it’s not especially crowded as it

was that time.’

N4S2:38: W4, # #Ll. (0.3)

En, na kéyi. (0.3)

‘Well, that’s Ok.”

N4S1:39: M, 114l & —F &F. (021 H WE KA 2 —

En, zixi kan yixia hétong. (0.2) Hai you xianzai ni bu shi y1
122




NN B B p ERRE R 2 R E A
gé rén me? Chuxian dan fang cha dehua nabian shi dan fang cha féiyong
& B e mTRUE] JRJL IS, EE mEfl RE e
shi san bai kuai gian. Ké&yi dao nar xianfu, danshi zanmen jinliang ne
AN I XA . AR e AmEEd i BEk.

jiu bu chuxian zhege wenti. RUguod néng cha jinqu jiu cha jinqu.

‘Well, have a look at the contract carefully. In addition, now you are
alone, aren’t you? If a single room price difference happens, the cost
there for the single room price difference is three hundred yuan. You can
pay there on the spot, but we’ll try our best to make it not happen. If we

can squeeze you in, we will.’

N4S2:40: MW, &5 4 2 7 25 & B X 1 A8,

En, zui hao shi bié¢ géi wo chiixian zhéyang de weénti.

‘Well, you’d better not let this kind of problem happen to me.’

N4S1:41: W, %, A1 W EE.
En, dui, women y¢ jinliang.

‘Well, right, we will also do our best.’

(5.12): from N5S1:15 to N5S1:21, 2 speakers over 7 turns.

N5S1:15: JE, WM /R e b WA K% We? AR Hibr 1
Na, Aodaliya ni zhinbei shang nagé daxué ne? Ni mubiao de
Ko & WA We? R 22 A fid, ot AR
daxué shi nage ne? Ni yaoshi you gqingxiang dehua, wo jiu xidng
WIUT R HAR K
tingting ni de mubiao daxué.
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‘Well, which university have you planned to go to in Australia? Which is

your targeted university? In case you have a preference, | want to have a

N5S2:16:

N5S1:17:

listen to what your targeted university is.’

ESANE R T N P S PP SR N VAN N Y i3 BN

W0 mubiao daxué, en, dangran shi jit shi ba da mingxiao bijiao

W, s B U ik el B A4 R
hao, huozhé shi nagé jiu shi shud kuaiji zhuanye bijiao youming de shi
WA 22 ZFEH R

nage mai, maikaoli daxué.

‘My targeted university, well, of course it is better to be one of the top
eight universities, or, well, the university whose accounting major is rather

famous, namely, well, Macquarie University.’

=
G

5

=

N5S2:18: M, F& X} ixge ik i) .

En, wo dui zhéxi€ bijiao qingxiang.

Well, I’'m inclined to agree.’

N5S1:19: JE R it 2 ¥ XD 2R & X4 WE TiE.

v e

Na ni
fRFniE UK Al # WL A R e

Ni zhidao ba da mingxiao dou nd ji gé xuéxiao ma?
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N5S2:20:

N5S1:21:

‘Well then, you are still, well, quite familiar with, well, this university.

Do you know which universities are the top eight universities?’

, A B RS, SRR RS, BrRBUR L.

n

5=

, shénme xini daxué, moérbén daxué, xinnanweiérshi.

=k

‘Well, whatisit, the University of Sydney, the University of Melbourne,

the University of New South Wales.’

=
e

‘Well’

(5.13): from N5S1:249 to N5S2:252, 2 speakers over 4 turns.
N5S1:249: B & 9] %,

Na ni hui jia,

‘Well then, you go home,’

N5S2:250: & T ZEXE,

N5S1:251: fx Ff ZJEXiE., & FH WA AR

W zai kaoliikaoli.

‘I will reconsider it.’

(. iR

Ni zai kioliikiolii. Hai you gangcai gén ni shud de, rdgud
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N5S2:252:

AR i T, MR AR T K OER R AQRE R

ni xidng zuo dehua, en, ni ne hui jia gén ni fumu shangliang
— N, #iE AR B AR FRE R RS, W BOL
yixia, queéding gé shijian duan, ni jiu zhidao ni nagé, na duanr
(T |

shijian gai zuo shénme.

‘Reconsider it. Moreover, as | said to you just now, if you want to do it,
well, discuss it with your parents when you get back home, make a
timeline, and then you will know what you should do in which period

of time.’

‘All right’

Table5.2: Six mostly used VESs (descending from left to right)

VEs zhé/zhége na/nage en a shénme xianzai
(/XA (BOIA ("8 ("] (4 (I
‘well/then”) | ‘well/then’) ‘well”) ‘well”) ‘whatisit/whatever’) | ‘now’)
No. of 390 385 178 109 95 92
Tokens (18.89%) (18.64%) (8.62%) (5.28%) (4.6%) (4.46%)
Parts Pronoun Pronoun Auxiliary | Auxiliary Pronoun Noun
Spgrach word word

As indicated in Table 5.2, zh&/zhége (iX/iX ]

‘well/then’), na/nagé (JI5/ KA

‘well/then’), en (" ‘well’), a (] ‘well’), shénme/de (f4/F] ‘whatisit/whatever’)

and xianzai (JL{E ‘now’) were the six mostly used VEs in the data. Three out of six

expressions were pronouns, two of them were auxiliary words, and one was a noun.
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As shown in extracts (5.8) to (5.13), VEs can be employed in various patterns, such
as:

1) being used separately as a free agent like zhé&/zhége (IX/iX™ ‘well/then’), nd/nage
(FRIFA A “well/then’), en (W& “well”), a (" ‘well’) and shénme/de (4[]

‘whatisit/whatever’);

2) as a noun modifying the whole sentence as in Xianzai zhége jijié hai tng hdo de.

(A XA =3 I8 #E 4F K. ‘Now this season is very good.” N4S1:35);

3) reduplication of verbs like ringting (WrWr ‘have a listen’), kankan (A& ‘have a
look”) and kdoliikdolii (75 F&7% )& ‘reconsider’), etc.

Compared with pre-vaguefiers in Section 5.1 above, VEs in Section 5.2 here serve
more pragmatic functions, such as:

1) self-protection, e.g. Xiang Chinjié de shhou jiagé n gio , xianzai jibénshang
yijing jin shi pingjia le. (B& T RN et ks iR mr, BUAEZEA @ mie i T .
During the Spring Festival, the prices were very high, and now it’s basically already
been a fair price. N4S1:35);

2) politeness, e.g. Ni zai kdoliikdolii. Hai You gangcdi gén ni shud de, riguoni xicng
2u0 dehud, en, ni' ne hui jia gén ni fumii shangliang yixia, queding ge shijian duan, ni’
jili Zhidao ni nd gé, nd duanr shijian gai zuo shénme. (1R 55 8% 1& . ILH WA IR
PRV, W RARASR UG, W, PRUB RIS IR RS RER B — T, e AN Il B

PRt aniE RS, WIRE LI TR %44 - You can reconsider it. Moreover, as |

said to you just now, if you want to do it, well, you discuss it with your parents when
you get back home, make a timeline, and then you will know what you should do in

which period of time. N551:251);
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3) informality, e.g. En, (0.1) zhegg, (0.2) Wo zai nimen ging lii a, Znégé chiiqgl waiguod
liiyou le dudshao ci. ("8, (0.1) X4, (0.2) FWANRMITIRW, XA X 4hE
gl T2 /bk. Well, well, I, with your Youth Travel, well, travel abroad many

times. N3S1:1);

4) filling in lexical gaps, e.g. Huozhe si _nage jiu shi shé kaiji zhuinye hjiao
youming de shi nagé mai, maikdoli daxué. (B AR Ut ST LA 4
KA. X% H K2, Or, well, the university whose accounting major is

quite famous, namely, well, Macquarie University. N5S2:16);

5) giving the right amount of information, e.g. Ergi¢ qu de rén, bu shi na shihou jiu
tebié de yongji. (I HZMIN, ARz iR il Et . Moreover, the people
going there, it’s not especially crowded as it was that time. N4S1:37). For further

details of pragamtic functions of VL, see Chapter 7.

Moreover, some VEs are not vague any more when they express exact and concrete
meanings. For example, zhé&/ zhégé(ix/iX 4™ ‘well/then’) in Danshi zanmen jnliang
ne jitbu chixian zhége wenti. (FIEIAAT DS EEAS I XA H T, But we will try
our best not to make this problem happen. N4S1:39), na/nage(FIt/FE “well/then’)
in Yuanldi mii de nagé mo, (J5 kLA, that membrane we bought before,
N1S3:44), en (" ‘well’) in En, shuo de ken jiandan . (W, WAHRHI#. Yes, said
very simply. N1S2:212), a (W] ‘well’) in Jiéguo jiaoliui jingyan yihou a,
(&5 RAT 56 LA, After exchanging the experience, as a result, N1S3:44), and
jige (JLA~ several/a few) in Ni zhidao ba da mingxiao bu ni jigé xuéxiao ma?
(PRENTE J\ KA B EWR JLAS %1  2 Do you know which universities are the top
eight universities? N5S1:19) are not vague any more when they mean precisely
this/this one, that/that one, yes/ok, exclamation tone and which respectively in the

above cases. This phenomenon illustrates the dynamics of VL, and one has to be

mindful of the change of meaning for a successful communication.
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5.3 Post-vaguefiers

Examples of post-vaguefiers used in the five negotiations:

(5.14): from N1S2:189 to N1S1:194, 2 speakers over 6 turns.
N1S2:189: LA iX J5i g W i RUL EAR

Keéyi zh¢ fangmian shao dian ma? Zai jiang dianr, yaoburan
ik, X 13 20

dehua, zhé déi dudshao.

‘Can this be a little less? Reduce it a little more; otherwise, it will be so

much.

N1S1:190: Aid, &H %, (03)FF il X2 % F7T
Buguo, tongchdng ne, (0.3) kankan women zhe shi xian xia le
vz b xR 2T T S ke S B
baifénzhi shi, ni zhe yigong shi xia le ershi kuai gian. ershi kuai gian
& /0?2 (04) T T,
shi dudshao? (0.4) Xia le,

‘But, usually, well, have a look, we first reduced ten percent; you

reduced twenty yuan in total. What percentage is twenty yuan? Reduced’

N1S2:191: P

Guanjian shi

‘The key is’
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N1S1:192: A Wiz =& X4 %, (0.2)
Bu yinggai shi zhéme duo. (0.2)

‘It shouldn’t be this much.’

N1S2:193: S fR 1 ki vE Ml We? 3 wfH & M NT £,
Na ni shud wo gai za zuo ne? W0 juéde wo bao bagian duog,
Win BB E 2. IR S IFE?

ranhou jiang de shi dud. Ni juéde nayang?

‘Well then, you tell me what | should do? I think | quote over eight

thousand, and then can reduce more. Do you think that?’

N1S1:194: 4R JNTF Z, KA EW. 3R XA, KRiX 2

Ni bao ba gian dud, nanidei zhia. Nanizhége, nizhe shi

“You quote over eight thousand; well, it should be worth that.’

In Extract (5.14), five post-vaguefier combinations were used:
1. the vague adjective shdo (/> ‘less’) + the post-vaguefier didn (15 “a little’);
2. the non-vague verb jiang (% ‘reduce’) + didnr (15 “a little’);
3. the vague adverb tongchang (¥ ‘usually’) + ne (W ‘well’);
4. the non-vague numeral bagian (J\ T “eight thousand’) + duo (% ‘over’);
5. the non-vague verb jiang (% ‘reduce’) + duo (£ ‘more”).
Combinations 1 and 3 make the core items that are vague themselves more vague;

combinations 2, 4 and 5 convert the core items from non-vague to vague.

(5.15): from N2S1:41 to N2S1:45, 2 speakers over 5 turns.
N2S1:41: 1§ B HOZE 1 XMy, XA X? R &H
Ni shouxian ziji yao you zh¢ge caili, dui bu dui? Ni méiyou
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N2S2:42:

N2S1:43:

N2S2:44.

N2S1:45:

XA Wy, (laughs short) th ¥y I W, 22 A W2 5% T,
zhégeé céili, (laughs short) y¢ meiyou yong a, shibushi a? Wan le,
Tl e A We, Wil Uy We, (0.2)k HER T T.

sudyi wo xiing ne, rigud shiwan ne, (0.2) wo dei kiolii yixia le.

‘First you yourself have to have this financial ability, right? If you don’t
have this financial ability, there will be no use, right? Therefore, I think,

well, if it’s one hundred thousand, | have to think it over for a while.’

ﬂ U\ ’ ﬂ U\ %}g o
Kéyi, kéyi kiolil.

‘Sure, you can consider it.”

A E?

Shi bu shi?

‘Is it right?’

ik % & —F. (overlap)

Ni xian kan yixia. (overlap)

‘Have a quick look at it first.”

(overlap) "L Z B — T, XA XF? (overlap)
(overlap) Ké&yi kiolii yixia, dui bl dui? (overlap)

‘| can think it over for a while, can’t 1?’
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In Extract (5.15), two post-vaguefier combinations were utilized:
1. the non-vague verb xidng (£ ‘think’) + the post-vaguefier ne (We ‘well’);
2. the non-vague verbs kdolii (% & ‘think over’) and kan (& ‘look’) + yixia (— F
‘a little in scale, scope or capability’).

Both of these two combinations transform the core items from non-vague to vague.

(5.16): from N3S2:104 to N3S2:112, 2 speakers over 9 turns.
N3S2:104: M, ‘& A< B Bl W e o xR OBEE, m

En, tabu hui xiang Otzhou a huozhé gita gudjia nayang, jiu
& AL =F+h AMALDLE AR ok B B
shi jibénshang sanshiwi g¢ rén yishang cainéng chéng tuan. Ta zhé
Fe B A AR XA W

zhong aiji  de jiu bu cinzai zhégeé wenti.

‘Well, it’s not like going to Europe or other countries, which will not
form a group until basically over thirty five people are recruited. There

isn’t such a problem for going to Egypt.’

N3S1:105: & Mk A& mtf X, AL ESNAE,
Nata conglai bu hui jiu you zhe, youdianr zoumaguanhua,
R —F B T7T49%E k. & HA141? (overlap)

didn yixia, dao le mashang jiu zou. Kan de bu zixi? (overlap)

‘Well, there is never, well, kind of gaining a superficial understanding
through cursory observation, i.e. just have a guick look, immediately

leave right after getting there. Don’t look carefully.’

N3S2:106: (overlap) W&, A2, A WHIXAS Uie W, st 5T

(overlap) En, bu hul. Yinwéi z&n zhégeé youlln ne, jiu déngyu
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N3S1:111:

N3S2:112:

YoooO& A WE . B EIER 11HES d
shud yijing shi yT gé shéndu you. Jiu bi zhéngchang xingchéng, géng
RE LT XN BE U e AT #E 1
shéndu qu lidoji¢ zhege aiji, sudyi ta de xingchéng jiu zou de
BV 8 H frg)

géng xiangxi yixi€, géng zixi yixie.

‘Well, no. Because this cruise is already an in-depth tour. It explores
Egypt in a more in-depth manner than the normal tour does, so its

itinerary is a bit more detailed and a bit more carefully-planned.’

W Jirst 2 fg Ik ek mANB ER AT K2

Name lixingshe shi néng pai quanchéng de rényuan gen women qu?

‘Well, will the travel agency send a tour guide to go with us throughout

the entire journey?’

XA B, KB LW, KE EIRAIR 2B
Zhége tuan, wo kan yixia a. W0 kan ta pai bu pai quan péi.
ek YR A B ORNE, Akt B R 4 B

RUguo pai quan péi dehua, shi Béijing nabian pai quan péi.

“This group, let me have a quick look. I’ll see whether or not a tour guide

will be sent. If a tour guide is sent, it will be sent from Beijing.’

In Extract (5.16), there were three post-vaguefier combinations employed:

1. the non-vague numeral sanshiwi (= 7. ‘thirty five’) + the post-vaguefier

yishang (LL_L “over’);

2. the non-vague verbs didn (1 ‘look’) and kan (& ‘have a look’) + yixia (—F ‘a

little in scale, scope or capability’);
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3. the vague adjectives xiangxi (141 ‘detailed’) and zixi ({740l ‘careful’) + yixie
(— % “a bit”).
Combinations 1 and 2 convert the core items from non-vague to vague; combination

3 makes the core items that are vague themselves more vague.

(5.17): from N4S2:210 to N4S2:214, 2 speakers over 5 turns.

N4S2:210: #¢F, #t 2 ¥t & BA RIT ERLUGE, #oN
Tousu, jit shi shuo wo zhéngge liixing huilai yihou, jit liu
KW, Bk DUS BB A, RE ot bk
tian ma, huilai yihou wo jiu juéde bu hdao, ranhou wo jiu guolai
£ R e

zhdo ni ne?

‘Appealing, that’s to say, after | come back from the entire journey,
which is just six days, if | don’t feel it’s good after | come back, |1 come

to see you right away?’

N4S1:211: W, %
A, dui.

‘Well, right.”

N4S2:212: 43 WE 2 K WfE He?

Na dei xiiyao dud chang shijian a?

‘Well then, how long will that take?’

N4S1:213: B4 H A,

Lianggeyue zudyou ba.
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“Two months or so.’

N4s2:214: BANA 47 B X & A% 4 & EK W,
Lidnggeyue zudyou? Na nin zhé shi quané géi wo tuikuan ne,
&R e

hai shi yibufen ne?

“Two months or so? Well, will you refund me all or part of it?’

In Extract (5.17), two post-vaguefier combinations were used:
1.the non-vague verb huiléi ([7I>k ‘come back’) + the post-vaguefier yihou (LLJ5
‘after’);
2. the non-vague noun ligng ge yué (%1~ H ‘two months’) + zusyou (45 ‘or so’).

Both combinations transform the core items from non-vague to vague.
(5.18): from N5S1:5 to N5S2:10, 2 speakers over 6 turns.
N5S1:5: & & &l A B 2

Ni zhunbéi zixin nige guojia a?

‘Which country are you planning to consult on?’

N5S2:6: WA, F& A2 & — T WA,

En, wo xidng zixtn yixia Aodaliya.

“‘Well, | want to consult a bit on Australia.’

N5S1:7: (overlap) £ %) — T KA.
(overlap) Xiang zixun yixia Aodaliya.

“You want to consult a bit on Australia.’
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N5S2:8: (overlap) #X)5 X} X 7 R fER0 ik,
(overlap) Ranhou dui zhé fangmian néng geng gingxiang yixie.
R EZ R Wl Aha EE W, SER W A
Bié de guojia wo tingshud shénme Yingguo a, Méeiguod a y¢€ ting hao
(), AR REE A —m, RE W RE

de, yé xidng shunbian wényiwen, zuizhong méiyou juéding

‘Well, this appeals to me a bit more. Other countries | have heard, well,
England, the U.S. are also very good, so | also want to ask about them, and

I haven’t finally decided yet.’

N5S1:9: ¥ wheE. MW, Ik e S ERNAE T,

Méiyou juéding. En, na wo jiu jiandan géi ni jiéshao yixia ba.

‘Haven’t decided yet. Well then, I’ll briefly describe them to you a bit.’

N5S2:10: M,
En.

‘Alright’

In Extract (5.18), two post-vague combinations were utilized:
1. the non-vague verbs zixtn (%] ‘consult’) and jiéshao (/41 ‘introduce’) + yixia
(— F ‘alittle in scale, scope or capability’);
2. the non-vague verb gingxiang (5 17] ‘incline’) + yixie (— 4% “a bit’).

Both combinations convert the core items from non-vague to vague.
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Table5.3: Six mostly used post-vaguefiers (descending from left to right)

Post- ne yixia dianr dué yixielxie it
vaguefiers | (g ‘well’) | (—F ‘a (Rl ‘a (% (Lt UL
little in little”) ‘over/odd”) ‘a bit?) ‘over/odd
scale, )
scope or
capability”)
No. of Tokens 166 83 45 32 23 12
(41.29%) | (20.65%) (11.19%) (7.96%) (5.72%) (3%)
Parts Auxiliary Numeral Numeral Ajective Numeral Pronoun
Spgach word
Frequently 1. Noun + Verb + 1. Adj + Numeral + Adj + Numeral
comgiiegtions me (well) | yixia(— F HJL (a % — LG/t +JL
85 ‘a little in little) (over/odd) (a bit) (over/odd
(51.21%) scale, 36 31 23 )
2. Verb + scope or (80%) (100%) (100%) 12
Mg (well) | capability”) 2. Verb + (100%)
24 83 ML (a
(14.46%) (100%) little)
9
(20%)

As shown in Table 5.3, ne ("¢ ‘well’), yixia (— F‘a little in scale, scope or
capability’), didnr (55 )L “a little’), duo (% ‘overlodd’), yixielxie (—LE/%E “a bit’)
and ji (JL ‘over/odd”) were the six mostly used post-vaguefiers in the data. Three out
of the six post-vaguefiers were a numeral, followed by an auxiliary word, adjective
and pronoun respectively. Among the frequently used combinations, the most
frequent combination was a verb + post-vaguefier, followed by a noun + post-
vaguefier combination, an adjective + post-vaguefier and a numeral + post-vaguefier

in order of frequency.

As extracts (5.14) to (5.18) demonstrate, it seems that compared with pre-vaguefiers,

post-vaguefiers tend to be used to make non-vague meanings vague, rather than to
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make vague meanings more vague. They work in the most frequently used patterns

as follows:

1) verb + post-vaguefier, e.g. kdolii yixia (55& — I ‘think over for a while’), zai
jiang dignr (F5F% &)L, ‘reduce a little again’) and jit tiyi ne chédi bd ta dou huan

diao (i el Al b ‘it was suggested, well, that all the membrane be

replaced completely’), in which the post-vaguefiers yixia (— F‘a little in scale,
scope or capability”), didnr 1)L ‘a little’) and ne (We ‘well’) make the non-vague
meanings of kdolii (% F& ‘think over’), jiang (% ‘reduce’) and tiyi ($£1¢ ‘suggest’)

vague;
2) noun + post-vaguefier, e.g. zan zhégeé youlin ne (WX /M4 WE ‘our cruiser,
well’), the post-vaguefier ne (W¢ ‘well’) making the non-vague meaning of yéulin

(JiF%e “cruiser’) vague;

3) adjective + post-vaguefier, e.g. shaowéi gao yidian (FitHi=— £ “a little higher”)

and géng xiangxi yixie (PEE41 —LL ‘a bit more detailed’), in which the post-
vaguefiers dignr (531 “a little’) and yixie (—+£% “a bit’) make the vague meanings

of gao (/= ‘high’) and xiangxi (£41 “detailed’) more vague;

4) numeral + post-vaguefier, e.g. bagian duo (J\'T- £ ‘over eight thousand’), ershi
ii (=t JL “twenty odd’), sanshiwii gé rén yishang (—=+ 1NN LLE ‘over thirty
five people’) and lidng gé yué zusyou (W~ H ZE4 “two months or so’), in which
the post-vaguefiers duo (% ‘over/odd’), ji (JL ‘over/odd’), yishang (LL_L “over’) and
2uoyou (/-4 ‘or so’) make the non-vague meanings of bagian (J\ T ‘eight
thousand’), érshi (-1 ‘twenty’), sanshiwii gé rén (—+ LA~ “thirty five people’)

and lidng ge yue (W H “two months’) vague.
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Post-vaguefiers are often employed to perform the pragmatic functions of:
1) self-protection, e.g. Ni cun jinqu yi bdiwan, dao shihdu yeé shi yi bdi san shi ji wan.
(AL —E )7, BIEdE—H="1JLJi. You deposit one million, and by

then it will be over one million three hundred thousand. N2S2:568);

2) withholding information, e.g. Anzhao, anzhao shiching zhéngchang de jia ne shi
ba gian dué yi gen. (Pl BT IEH M2\ T2 —H. According to the

normal market price, it’s over eight thousand each. N1S2:161);

3) politeness, e.g. Ni ziji ldi zhénzhud yixia. (F7 H KB — | Please consider it a
bit by yourself. N2S2:570);

4) informality, e.g. Hdiyun shi dudshao qian, déi xiiyao cha yixia. (i1z & % /D%,

47598 — 1. A guick check must be given on how much ocean transportation

costs. N1S2:15)

5) giving the right amount of information, e.g. Zhége ménkdin jiu bd ni xianding zhu
le, suoyi zai zhegé nianlingduan zui hio xudnzé shijian chng yixié de, chang yixié
de. GXAMTTHEMLICARIREAE T, T AFEIX AN ERE B i e P ) 281y, K
—LE71) This threshold will restrict you, so at this age, you’d better choose a longer-
term one, a longer-term one. N2S2:126). For further details of pragamtic functions of
VL, see Chapter 7.

Similar to VEs in Section 5.2 above, some post-vaguefiers are no longer vague when
they have a different meaning and function, as occurs when used in different contexts.
For example, the post-vaguefiers ne (W¢ ‘well’) and yixia (— b ‘a little in scale,
scope or capability’) are no longer vague when the former is used as a question
marker to make a question in Na n shué wo gai zd zuo ne? (ISR IIZME e 2

Well then, you say what | should do? N1S2:193) or when the latter means ‘ once for

in Ni bu shi rang wo yixia jiang ma? (A& ik — Tk ? Didn’t you ask
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me to reduce it once for all? N1S2:283). The vague to non-vague change enriches

and diversifies the use of post-vaguefiers as a communicative strategy.

5.4 Summarising remarks

The findings of the use of pre-vaguefiers, VEs and post-vaguefiers can be

summarised in Figure 5.1 below:

0 Pre-vaguefiers HVEs 0 P ost-vaguefiers

70.0%

60.0%

50.0%

40.0%

30.0%

20.0%

10.0%

0.0%
N1 N2 N3 N4 N5

Figureb5.1: Percentage of pre-vaguefiers, VEs and post-vaguefiers

As displayed in Figure 5.1, among all five negotiations, VEs were most commonly

employed, followed by pre-vaguefiers, with post-vaguefiers employed the least. VEs
represented by zhé&/zhége (iX/iX4> ‘well/then’), na/nage (FR/ABAS “‘well/then’), en

("2 “well”) and a (" “well”) were pervasive in Chinese business negotiations. This
indicates that VVEs play a central role in Chinese business negotiations more than pre-
vaguefiers and post-vaguefiers as they are the bases for pre-vaguefiers and post-
vaguefiers. The pre-vaguefiers were used more than the post-vaguefiers, so the
implication is that the participants preferred left-branching rather than right-

branching in the use of VL.
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Table 5.4: Three most commonly used pre-vaguefiers, VEs and post-vaguefiers

Categories Pre-vaguefiers VEs Post-vaguefiers
Most used hén | bijigo | kenéng zhe/ na/ en ne yixia dianr
expres (| (b | (WJRE | zhege | nage (R (e (—Fa| (L a
sions ‘very) | ‘quite | ‘proba- | (X/ | OB/ | ‘well’) | ‘well’) | littlein | little”)
[rath- bly”) A | A scale,
er/re- ‘well/ | “well/ Scope or
lative then’) | then’) capabili
-ly’”) -ty’)
No. of 81 78 73 390 385 178 160 83 45
Tokens | (7.9% | (7.6% | (7.1%) | (18.9 | (18.6 | (8.6%) | (39.8% | (20.7%) | (11.2%)
) ) %) %) )
Parts of Ad- Ad- | Auxilia- | Pro- Pro- | Auxi- | Auxilia | Nume- | Nume-
Speech verb | verb | ryverb | noun | noun liary -ry ral ral
word word

As shown in Table 5.4, the most commonly used pre-vaguefier, VE and post-
vaguefier in the data was hen (1K ‘very’), zh&/zhége (iX/ix~ ‘well/then’) and ne (e,
‘well”) respectively, whose parts of speech are an adverb, pronoun and auxiliary
word respectively. This can be interpreted that in Chinese business negotiations, as a
strategy, adverbs, pronouns and auxiliary words were the most prevalent and
preferred parts of speech used for pre-vaguefiers, VEs and post-vaguefiers
respectively, which also reflects one of the typical features of the Chinese language —
being more indirect as claimed by Kaplan (1996), Scollon and Scollon (1991) and
Kirkpatrick (1991).

Pre-vaguefiers and post-vaguefiers make the non-vague meaning vague and the
vague meaning more vague. Most pre-vaguefiers were adverbs, while most of post-
vaguefiers were auxiliary words. The most common combination for pre-vaguefiers
was a pre-vaguefier + an adjective, e.g. hén duo (I8 % ‘so many/very much’), bijido
weénding (ELAR F5€ “quite stable’), etc. and the most common combination for post-

vaguefiers was a verb + a post-vaguefier, e.g. kdaolii yixia (% 1& — T ‘think over for
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a while’), zai jiang didnr (5 F¥ £iJL, ‘reduce a little again’). Through the
employment of these pre-vague and post-vague combinations, the vagueness of the
core items can be effectively increased and enhanced, which is utilized as a

communicative strategy to help negotiators more efficiently achieve their goals.

VEs were most frequently employed separately as a free agent (most of them were
pronouns), like zhe/zheége (IX/iXA™ ‘well/then’), na/nage (FIRIIBA™ ‘well/then’), en

(" “well”), a (W] “well’) and shénme/de (ft4/11] ‘whatisit/whatever’), and were
used in order to serve a wide rang of communicative purposes. VEs and post-

vaguefiers had more pragmatic functions than pre-vaguefiers.

Expressions can be used as either pre-vaguefiers, VEs or post-vaguefiers in different
contexts, where they may generate different meanings and functions accordingly. For
example, didgnrlyididnr (55 )L/— 55 )L “a little’) can be used as a pre-vaguefier or a
post-vaguefier. In Ni bii kénéng vididn kongjian dou méiyou . (VRAST] B — f 45 [A] 41
% . It’s not possible that you don’t have even a little space. N1S1:168), it is a pre-
vaguefier, an adjective and an attributive. In Bu néng zai duin yididnr ma? (A GEFF
FH— LM ? Can’t it be a little shorter any more? N1S2:100), it is a post-vaguefier,
a numeral and complement. Dué (% ‘many/over/a lot’) can also be used as a pre-
vaguefier, a VE or a post-vaguefier. In hézud zhéme dué nian (& 1FiX 4 £ 4 have
cooperated for so many years), Wo bao bagian duo (¥4 J\TZ | quote over eight
thousand) and rénhou jiang de shi duo (#X )5 F15 /&% then can reduce a lot.), it is
an adjective in all three cases, but being used as an attributive in the first case, and a
complement in the second and third case. Another example is yixielxie (—L&/4t
‘some/a bit’). It can be a pre-vaguefier as in kénéng yé you xié wenti (7] gt 45 L8 ji]
@l probably have got some problems) or a post-vaguefier as in baoshou yixié (fx5F

— #& 3 bit conservative), whose parts of speech are both numeral, but being

employed as an attributive in the former one and a complement in the latter one.
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Moreover, ji (JL ‘several/over/odd’) can be used as a pre-vaguefier as in Qian ji nian
ba shi ? (A7 JLAEAZ? It is not this much in the first several years, isn’t it?), whose
part of speech is a pronoun being utilised as an attributive, or as a post-vaguefier as
in Di jiti nidn na kénéng jitr shi yi bdi érshi i wan (35U Al Ret 2 — 1 1L
J1. It may be over one million two hundred thousand in the ninth year), whose part
of speech is also a pronoun but being used as a complement in this instance. Shénme
(fI-4 ‘whatever/whatisit’) can be a pre-vaguefier as in Ni' xiiyao Women géi ni chii
shénme shouxi de shihou jitl @i ni chii shénme showxn. (PR TEETRATA R 4T 4
TFEEMHE SR B A4 T4, We will issue whatever papers you request.) or a
VE as in Nageé shénme, jiu shi, zhegeé biodan dehua, (M4, B, XA
(K115 Well, whatisit, well, if this policy), whose parts of speech are both pronoun, but
being employed as an attributive in the first case and a lexical gap filler in the second

case.

There is a dynamic in terms of vague and non-vague items in the data. Zhang (2004a)
argues that the same word can be vague or non-vague depending on when and where
it is used and by whom it is interpreted. The same principle applies here. Some VEs
and post-vaguefires may no longer be vague when they generate specific meanings
and serve different functions. This shows the nature of the dynamics of VL in use.
This dynamic feature of VL in Chinese implies that the language users have to be
more meticulous when using VL in order to communicate more effectively. This
dynamic is the impetus behind the use of VL.The change from the vague meaning to

the non-vague contributes to the intricacies of the Chinese language.
Chapters 4 and 5 have discussed the issues of parts of speech and combinational

patterns of VL at the lexical level. The next chapter will explore the use of VL at the

syntactic level.
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Chapter 6 Vagueness at syntactic level

This chapter analyses vagueness at the syntactic level, by exploring how six syntactic

forms are distributed and employed in Chinese business negotiations, in relation to

three factors: age, gender and social distance. Age is represented by A+ (older) and

A- (younger). For the convenience of analysis in this study, ‘older’ is defined as 45

years old and above, and ‘younger’ as below 45 years old. Gender consists of F

(female) and M (male). Social distance has three variables, D-: ‘friends’; D=:

‘acquaintances’; D+: ‘strangers’. The six categories are concessive conjunctions,

conditionals, indirect constructions, interrogatives, passives and reduplications.

6.1 Negotiation 1 (D=)

N1 is a case where both negotiating parties know each other as acquaintances; three

males are on one side (A: 56, C: 45 and D: 39 years old respectively) and one female

(B: 37 years old) is on the other side. It is a business negotiation of a contract

between a petrol-chemical company (A, C and D) and an equipment supplier (B).

6.1.1 Frequency of the six types

Table 6.1: Number of tokensfor thesix typesin N1

Types | Conditionals Indirect Interrogatives | Reduplications | Passives | Concessive

constructions conjunctions
No. of 48 36 24 10 3 2
tokens

The results shown in Table 6.1 indicate that the most frequent use was conditionals

represented by raguo (41 ‘if’) and zhiyao (JL%% ‘as long as’). The second most

commonly used vague syntactic form was indirect constructions represented by
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yaolyaoshi (/%2 “in case’). The least used vague syntactic form was concessive

conjunctions represented by suiran --- danshi--- (4% --- {H& “although’).

Table 6.2: The most common and the least common vague syntactic formsin N1

Types

Most Common

Least Common

Indirect

constructions

yaolyaoshi (%2/ZL7¢ ‘in case’, 35
tokens)

Eg.: Yaoshi kongyun, shi wishi lai
tian. (FE 28, & 1+ ok
Ko In case air-express is required,
50 days.

it will take

N1S1:30)

over

yidan (— H. ‘once’, 1 tokens)

Eg.: Yidan chii le wenti, zénme ban? (—H.
T, 75476 2 Once a problem pops
up, what should we do? N1S1:117)

Conditionals

ragus (4R “if’, 17 tokens)

Eg.: Jiu shi shuo rdgue women
diyQ na geé zuidyia, kénéng jiu
chitja le. (& 1 R FAT G T8
A EARYY, ATREALHY )R T . That
is to say, if our price is lower than

that lowest price, we might be out.
N1S2:161)

jicru (&7 “provided that’, 2 token)

Eg.. Jidri ni na shi shiwan, zhé lawan
BRI+ )7, X\ JT—-
that yours is 100,000 yuan, this 80,000
yuan--- N1S1:20)

Provided

Interrogatives

ma ("% ‘a question marker’, 16
tokens)

Eg.: Kéyi shdo yidianr ma? (1] LA
/b—5 )L ? Can you ask for

less? N1S2:65)

ne (We “‘a question marker’, 8 tokens)

Eg.: Ni zénme shio ne, jiu shi & z/& gé
chanpin—(1R B2 e, Bl EXA

77 ih—How can you put it? Namely, it, this

product--- N1S3:133)

Passives

béi (#% ‘by’, 3 tokens)

Eg.. Bei taotai le, jiu shi zhé ge
yuanyin. (IR T, R
JRA. It was eliminated; this is
just the reason why N1S2:245).

Reduplications

kankan (A% ‘have a look’, 3
tokens)

Eg.: Zhéyang xing bu xing, ni’ kan
kan? (XFEATANT, TREH? s
this OK? Please have a look.
N1S3:60)

tingting (WrWr ‘have a listen’, 1 token)
Eg.: W6 hdi shi xidng tingting ni, (it &
AERWFWEAR | still want to have a listen to

your opinions, N1S1:209)

shuoshuo (Uit ‘say a few words’ , 1
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tantan (KK ‘have a talk’, 3
tokens)

Eg.: Zai tantan you nong shi kuai
(FHRR SR TH After a_talk
again, it will be reduced another
10 dollars. N1S1:234)

token)
Eg.. Ldowi ni shudoshuo, (3 RAR Ui Old
Wu , please say a few words, N1S1: 268)

bianbian (4% ‘change a bit’1 token)
Eg.: Bd yunshii fangshi bianbian. (8112 i
7 A% Change the
transportation a bit. N1S1:295)

means of

chécha (£ #x ‘have a check’, 1 token)
Eg.: Chécha ké bu keyi? (A ] ANu] LL?
Is it O.K. to have a check? N1S2:288)

Concessive

conjunctions

suirén --- danshi--- (B4R - (&
‘although’, 2 tokens)

Eg.. Suirdn gqianding ¥ #én,
danshi hdi yu gé shénme shiche
duo cang dai cang shijin
(AR 4, (HAERAT M
2 EZ K ZKIN]. Though
we sign it for one year, there is
still, whatisit, a kind of long trial
period. N1S1:142)

As Table 6.2 reveals, the indirect construction yao/yaoshi (% /%2 ‘in case’),

conditional ragus (W14 “if’), interrogative ma ("% ‘a question marker’), passive 2€i

(# “by’), reduplications kankan (%7 ‘have a look’) and tantan (i% % ‘have a talk’)

and concessive conjunction suirdn --- danshi--- (E%8 --- {Hj& ‘although’) were the

most commonly used vague syntactic forms for each type respectively.

The indirect construction yao/yaoshi (%:/%& ‘in case’) was employed by the

negotiators to incorporate any assumed or imagined circumstances and negotiating

on a broader ground, thus winning more advantages, and meanwhile softening the

negotiators’ tone and easing the tense negotiating atmosphere. The conditional rugus
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(fn e “if’) was often utilized with the expression dehua (f¥Ji% ‘tone auxiliary
expression’) to create a more negotiating and persuading tone that allows the
negotiators increasingly favourable room for further negotiations and gives the upper
hand in the negotiations. The interrogative ma ("% “a question marker’) was normally
placed at the end of a sentence as a tone-softener to make a question in a tone of
consultation or discussion to alleviate directness or mitigate the imposition of
questions on the negotiating opponents, particularly in making or asking for
suggestions in the negotiations. This was found to greatly smoothe over stalled

negotiations.

The passive A8 (#% ‘by’) was used to introduce the agent of an action, or to
emphasize that the subject of the sentence is the recipient of an action, which also
helped to not disclose the doer of an action. The reduplications kankan (&% ‘have a
look’) and tantan (XX ‘have a talk’) were utilized to imply a short duration for that
action or the idea of giving something a try tentatively, and creating an easier and
more respectful communication environment to allow the negotiators to mitigate the
tone of speech, especially in imperative sentences. The concessive conjunction
suirén --- danshi--- (F£4X --- {H & ‘although’) was employed to help the negotiators
defend and highlight their own standpoint when countering the opponent’s argument,
by making a sufficient concession to give prominence to the adverse consequence in

the second clause.
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6.1.2 Syntactic analysis

Table 6.3: Syntactic analysisin N1

Participants A (Leading) B (Leading) C D
Gender M F M M
Age 56+ 37- 45+ 39-
Distance = = = =
No. of tokens (T otoal) 52 46 18 8
Concessive 2 (3.85%) 0 (0%) 0 (0%) 0 (0%)
conjunctions
Conditionals 16 (30.77%) 20 (43.48%) 6 (33.33%) 6 (75%)
Indirect constructions 23 (44.23%) 10 (21.74%) 2 (11.11%) 1 (12.5%)
Interrogatives 4 (7.69%) 12 (26.09%) 8 (44.44%) 0 (0%)
Passives 0 (0%) 2 (4.35%) 0 (0%) 1 (12.5%)
Reduplications 7 (13.46%) 2 (4.35%) 1 (5.56%) 0 (0%)

As shown in Table 6.3, participant A mostly used indirect constructions (44.23%)
represented by yao/yaoshi (/%52 ‘in case’), and least commonly utilized passives
(0%). Conditionals (43.48%) represented by rigus (414 “if’) and concessive
conjunctions (0%) were most and least commonly utilized respectively by participant
B. Participant C most frequently employed interrogatives (44.44%) represented by ne
(We ‘a question marker’), and least commonly used concessive conjunctions and
passives (0%). Conditionals (75%) represented by rigus (1 “if’) and concessive
conjunctions, interrogatives and reduplications (0%) were most and least commonly

utilized respectively by participant D.

6.1.3 Overall findings of Negotiation 1

1. Conditionals were the most favoured vague syntactic forms, used to allow the
negotiators more space to strengthen and consolidate their negotiating stand.
Conditionals serving as a tone-softening device were very popular with the Chinese
negotiators to create a more friendly and cordial atmosphere that helped the
negotiators to maximise their influence. Concessive conjunctions were least
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commonly used, which indicates the negotiators’ concern for their counterparts’

negative face.

2. Only the oldest male participant A used concessive conjunctions and mostly used
indirect constructions. The older male participant C most frequently employed
interrogatives. The younger female participant B mostly utilized conditionals, but did
not use concessive conjunctions at all; similarly to the younger female participant B,
the youngest male participant D mostly utilized conditionals and used no concessive
conjunctions, interrogatives or reduplications. Therefore, as shown in N1, age and

gender factors did have an influence on the choice of vague syntactic forms.

6.2 Negotiation 2 (D-)

N2 is a case where both negotiating parties know each other well as friends; both of
them are female and are the same age (54 years old). It is a business negotiation of an
insurance agreement between the client (A) and the insurance agent (B).

6.2.1 Frequency of the six types

Table 6.4: Number of tokensfor thesix typesin N2

Types | Conditionals Indirect Interrogatives | Reduplications | Concessive | Passives
construction conjunctions
S
No. of 55 27 22 11 0 0
tokens

Table 6.4 shows that similar to N1, conditionals represented by rigus (Ui ‘if’) and
jiaru (fi7n “provided that”) were the most frequent use of vague syntactic forms, and
indirect constructions represented by yao/yaoshi (££/%£L7& “in case’) were found to be
the second most commonly used; in contrast to N1, the least used were concessive

conjunctions and passives (0).
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Table 6.5: The most common and the least common vague syntactic formsin N2

constructions

tokens)

Eg.: Nawg yaoshi xXudnzé wii nidn ji
shi bdifenzhi wii le bei. (IFFREE L%
FERFHE 22T 7M. In case
| am permitted to choose a five-year
one, it will be 5%. N251:389)

Types Most Common Least Common
Conditionals ragus (4R ‘i, 23 tokens) Zhiyao (1 “as long as’, 1 token)
Eg.: Ragus shiwan ne, (0.2) wo deéi | EQ.: Zhivdo béili?doxidnrén zai, shuiyé
®AEZE—F T, If it's 10,000, | | alive, nobody else can claim. N252:701)
have to think it over for a while.
N2S1:41)
Indirect yaolyaoshi (ZL/#:5% ‘in case’ , 21 | yidan (— H. ‘once’ , 6 tokens)

Eg.: Yidan you gé shénme wenti le ,cdi
you zhé bi gian. (—HAMT AR T,
A X% 4%k, Once there is an accident,

this sum of money can be claimed.
N2S2:492)

Interrogatives

ne (We

tokens)

‘a question marker’, 14

Eg.: Jiu () zhé gé clanpin ne? (il
() XA~ ? Well, this product?
N2S1:17)

ma ("5 ‘a question marker’, 8 tokens)
Eg.: Wo juéde wo xidnzai jiu gi hdizi
zhéme dug gién, hdo ma? (T 54
MG IX A%, F5? | don't feel
it’s quite good to give the child so much
money now, is it? N252:538)

Reduplications

kankan (% ‘have a look’ , 7
tokens)

Eg.: Ni kankan, yaobushi xin &

danzi tignle? (IREH, BALLIE
PLFHE T ? Have a look again, and
then how about filling out the form?
N2S2:570)

Xidngxiang (FF]  ‘have a second
thought’ , 1 token)

Eg.: Na(.) wo xidgngxidng a. (8 (. ) FAL
AEIGT . Then, I’ll have a second thought

about it. N251:337)

suansuan (54, ‘reckon’ 1 token)

Eg.: Hdi déi zai suansuan o. (A 75-F 5
HH . I’'lll have to recalculate.
N251:571)

Concessive

conjunctions

Passives

As shown in Table 6.5, and in the same manner as N1, the conditional rugus ({15

‘if’), indirect construction yao/yaoshi (/%2 ‘in case’), and reduplication kankan
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(B ‘have a look’) were the most commonly used vague syntactic forms for each
type respectively. In contrast to N1, ne (¢ ‘a question marker’) was the most
commonly used interrogative, and concessive conjunctions and passives were not
utilized. The conditional ragus (414 ‘if’), indirect construction yao/yaoshi (%
/%52 “in case’) and reduplication kankan (G & ‘have a look’) were employed for
the same purposes as in N1. Similar to the interrogative ma (" ‘a question marker’),
ne (e ‘a question marker’) was also normally placed at the end of a sentence as a

tone-softener to mitigate the imposition of a question on the negotiating opponents.

6.2.2 Syntactic analysis

Table 6.6: Syntactic analysisin N2

Participants A B
Gender F F
Age 54+ 54+
Distance - -
No. of tokens (T otoal) 74 41
Concessive 0 (0%) 0 (0%)
conjunctions
Conditionals 41 (55.41%) 14 (34.15%)
Indirect constructions 18 (24.32%) 9 (21.95%)
Interrogatives 12 (16.22%) 10 (24.39%)
Passives 0 (0%) 0 (0%)
Reduplications 3 (4.05%) 8 (19.51%)

As revealed in Table 6.6, participant A most frequently employed conditionals
(55.41%) represented by ragus (411 “if’), and concessive conjunctions and passives
(0%) were not used at all. Similarly, conditionals (34.15%) represented by ruguo
(an 2 if”) were the most commonly utilized vague syntactic forms by participant B,

and concessive conjunctions and passives (0%) were not used.
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6.2.3 Overall findings of Negotiation 2

1. As with N1, conditionals were the most preferred vague syntactic forms, and were
used for the same strategic purposes. Differently to N1, concessive conjunctions and

passives were both least favoured for the same reasons.

2. Interestingly, it indicates that both female participants A and B mostly employed
conditionals and least utilized concessive conjunctions and passives. They behaved
in almost the same manner, because they were of the same gender and the same age.
However, they were not so uniform at the lexical level, see Section 4.2.3 for detail.

The issue of age, distance and gender will be discussed fully in Section 6.6.

6.3 Negotiation 3 (D+)

N3 is a case where both negotiating parties do not know each other; one is male (A:
60 years old) and the other one is female (B: 32 years old). It is a business

negotiation of an international travel agreement between the client (A) and the agent

(B).

6.3.1 Frequency of the six types

Table 6.7: Number of tokensfor the six typesin N3

Types | Conditionals | Interrogatives Indirect Reduplications | Concessive | Passives
constructions conjunctions

No. of 47 19 12 4 2 0

tokens

Table 6.7 reveals that similar to N1 and N2, conditionals represented by rigus (1%
‘if") and jigru (il ‘provided that’) were the most frequent use of vague syntactic

forms. Differently to N1 and N2, the least used vague syntactic form was passives
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(0), and interrogatives represented by ma (‘"%” a question marker) were found to be

the second most commonly used.

Table 6.8: The most common and the least common vague syntactic formsin N3

Types

Most Common

Least Common

Conditionals

ragus (4R “if’, 24 tokens)

Eg. RUQus You ziyou huddong
shijian yé shi, (WA B HiE 3 A
42, If there is some time for one’s

own personal activity, it’s also---
N3S2:314)

Interrogatives

ma (" “‘a question marker’, 15
tokens)

Eg.: Jintian néng géi wo ma? (45K
Aesh kN 2 Can you give it to me
today? N3S2:56 )

ne (Wé ‘a question marke’r, 4 tokens)

Eg.: Jibén women shi zhongcan ne, haishi
ta dangdi de can? (FEAFA & H %

We, W MH%E? Basically, do we
have a Chinese meal or a local meal?
N3S1:79)

Indirect

constructions

yaolyaoshi (% /%2 ‘in case’, 10
tokens)

Eg.: Jit shi w _yaoshi hé diinr cha.
Ot 2 R ELE M 5L o it's just; in
case |
N3S1:415)

want to drink some tea.

yidan (— H. “once’, 2 tokens)

Eg.: Yidan jiu shi shd w zai zhé gé
liiyou guochéng zhong, (— H it ik

TEIXANEdEE FE T, Once, that’s to say,

when | am in the middle of the journey,
--- N3S1:489)

Reduplications

kankan (&% ‘have a look’, 4
tokens)

Eg.. Wo kankan hai you shénme, a.
(EKEELEAH 24, W, Il have a

look at what else I’'ve got to ask.
N3S1:69)

Concessive

conjunctions

suirén --- danshi--- (B4R --- {H&
‘although’, 1 token)
Eg.. Suran shi
feichéng you tedidan. (IR A B
W, AHJE AR . Although
it’s at one’s own expenses, it’s very
special. N3S1:305)

zifei a, danshi
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suirén (4R ‘though’,1 token)

Eg.: Ta zhégeé suiran shi wiixingji de,
(BXA AR A, it's five-
star though, N3S1:411)

Passives

As indicated in Table 6.8, in a similar fashion to N1, the concessive conjunctions
suiran --- danshi--- (E4& --- {H/& ‘although’) and suirédn (E4X ‘though’), and
interrogative ma ("% ‘a question marker’) were the most commonly used vague
syntactic forms for each type respectively; as with N1 and N2, the conditional ragus
(anff “if*), indirect construction yaolyaoshi (/%% ‘in case’), and reduplication
kankan (& & ‘have a look’) were the most commonly used vague syntactic forms for
each type. They were used for the same communicative needs as N1 and N2. In

contrast to N1 and N2, passives were not utilized.

6.3.2 Syntactic analysis

Table 6.9: Syntactic analysisin N3

Participants A B
Gender M F
Age 60+ 32-
Distance + +
No. of tokens (T otoal) 34 50
Concessive 2 (5.88%) 0 (0%)
conjunctions
Conditionals 7 (20.59%) 40 (80%)
Indirect constructions 7 (20.59%) 5 (10%)
Interrogatives 17 (50%) 2 (4%)
Passives 0 (0%) 0 (0%)
Reduplications 1 (2.94%) 3 (6%)

As shown in Table 6.9, participant A most frequently employed interrogatives (50%)
represented by ma (" ‘a question marker’), and passives were not used at all. Unlike
participant A, participant B most commonly utilized conditionals (80%) represented

by ragus (£ “if’), and did not use concessive conjunctions and passives (0%).
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6.3.3 Overall findings of Negotiation 3

1. As with N1 and N2, conditionals were the most favoured vague syntactic forms,
used for the same strategic purposes. Differently to N1 and N2, passives were the

least preferred, and for a similar reason.

2. The older male participant A most frequently employed interrogatives and least
utilized passives, while the younger female participant B mostly used conditionals
and employed concessive conjunctions and passives the least. This seems to suggest

an impact of age and gender factors on the choice of vague syntactic forms in N3.

6.4 Negotiation 4 (D+)

N4 is a case where both negotiating parties do not know each other; both are female
(A: 32 and B: 24 years old respectively). It is a business negotiation of a domestic

travel agreement between the client (A) and the agent (B).

6.4.1 Frequency of the six types

Table 6.10: Number of tokensfor the six typesin N4

Types | Conditionals | Interrogatives Indirect Reduplications | Concessive | Passives
constructions conjunctions

No. of 39 17 13 2 1 0

tokens

Table 6.10 shows that as with N1, N2 and N3, conditionals represented by ruguo
(a2, “if") and chdfei (F3E, ‘unless’) were the most frequently used vague syntactic

forms; as with N3, the least used vague syntactic form was passives (0). The second
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most commonly used were interrogatives represented by ma ('3, ‘a question

marker’).

Table 6.11: The most common and the least common vague syntactic formsin

N4
Types Most Common Least Common
Conditionals ragus (Wi <if 7, 20 tokens) jigru (40 “provided tha’t, 1 token)

Eg.. RUgus ysude kéren jiu xing | Eg.: Jidri shuo zhe huiqu jit shi yweé

Zio yidianr a, (WA % AL lianyiitian gdan shang le hua, (40 171X

H—g U, If some guests just | [FlJml/e RN R FT1E,

want to be earlier, N4S1:45) Provided that this time | just happened to
meet with a series of rainy days,
N4S2:82)
zhivao (1 ¥£ “as long as’, 1 token)
Eg.. Jiu zhivaio ni ziji, kénding hui
chixian jit shi yr g€t L LR A, &
E L& —, As long as it’s only
you yourself, it’s bound to appear a --
N4S1:119)
yaoburan (EANK “otherwise’, 1 token)
Eg.: Yaoburan la xia jio méfan le. (ZA
SRIE TR T o Otherwise, it would
be troublesome if left behind. N4S1:107)

Indirect yaolyaoshi (/%)L ‘in case’, 13

constructions

tokens)

Eg.: Yaoshi qu bu le ,zanmen yao
tuikugn. (BEZAT, HI1EE
. In case we were not permitted to
go, we refunded.

N4S1:85)

would  get

Interrogatives

ma ("% ‘a question marker’, 10
tokens)

Eg.. Ha You shénme chajia yao bii
de ma? (A4 ZMr EAbHm?

ne (W ‘a question marker’, 7 tokens)
Eg.. Néng bu néng jiuegw hdohdo
anpéi yi géfangjian ne? (FeANRERZS T

U324 F— N TRWE 2 s it possible for
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Does any other price difference have
to be paid? N4S2:118)

you to well arrange a room for me?
N4S2:126)

Reduplications

kankan (5% ‘have a look’, 2
tokens)

Eg: Ni kankan zanmen zhege
xingchéng. (7R & & AN TIX M TR
Please have a look at our itinerary.
N4S1:171)

Concessive

conjunctions

suirén --- danshi--- (B4R --- {H&
‘although’, 1 token)

Eg.. Suirédn bu shi én dio gan
danshi yaoshi méiyou le (overlap) jiu
bl fangbian le. (BR AN IR L £8,
BREBERKE T (overlap) gi A7
{7 . Although it’s not very much
money, it will be inconvenient in
case it’s gone. N4S1:183)

Passives

Table 6.11 illustrates that as with N1 and N3, the concessive conjunction suirén ---

danshi--- (‘R --- fHJ& “although’) and interrogative ma ("% ‘a question marker’)

were the most commonly used vague syntactic forms for each type; as with N1, N2

and N3, the conditional rigus (1 “if’), indirect construction yao/yaoshi (/% &

‘in case’) and reduplication kankan (57 ‘have a look’) were the most preferred

syntactic forms for each type, and served as similar negotiating means; as with N3,

passives were not employed.
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6.4.2 Syntactic analysis

Table 6.12: Syntactic analysisin N4

Participants A B
Gender F F
Age 32- 24-
Distance + +
No. of tokens (Totoal) 39 33
Concessive 0 (0%) 1 (3.03%)
conjunctions
Conditionals 19 (48.72%) 20 (60.61%)
Indirect constructions 4 (10.26%) 9 (27.27%)
Interrogatives 16 (41.03%) 1 (3.03%)
Passives 0 (0%) 0 (0%)
Reduplications 0 (0%) 2 (6.06%)

As shown in Table 6.12, both participant A and participant B most commonly
employed conditionals (48.72% and 60.61% respectively) represented by raguo
(4n 2 “if”) and used passives (0%) least. Unlike participant B, participant A also least

utilized concessive conjunctions and reduplications (0%).

6.4.3 Overall findings of Negotiation 4

1. As with N1, N2 and N3, conditionals were the most preferred vague syntactic
forms, used for the same strategic purposes. As with N3, passives were the least

preferred vague syntactic forms for the same reasons.

2. Both the younger female participant A and B most frequently employed
conditionals and least utilized passives, while participant A also least utilized
concessive conjunctions and reduplications. There appeared to be minimal difference

between the two participants, who were of the same gender and similar age.
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6.5 Negotiation 5 (D+)

N5 is a case where both negotiating parties do not know each other; both are female

(A: 21 and B: 55 years old respectively). It is a business negotiation of an overseas

study agreement between the client (A) and the agent (B).

6.5.1 Frequency of the six types

Table 6.13: Number of tokensfor the six typesin N5

Types | Conditionals | Indirect Interrogatives | Reduplications | Concessive | Passives
constructions conjunctions

No. of 55 41 24 4 3 2

tokens

As seen in Table 6.13, as with N1, N2, N3 and N4, conditionals represented by

ragus (WA “if’) and zhiyao (J1% ‘as long as’) were the most commonly used

vague syntactic forms, and as with N3 and N4, passives (2) were least used. As in N1

and N2, the second most commonly used vague syntactic form was indirect

constructions represented by yao/yaoshi (£L/ £ 2 ‘in case’).

Table 6.14: The most common and the least common vague syntactic formsin

N5

Types

Most Common

Least Common

Indirect

constructions

yaolyaoshi (% /%2 ‘in case’, 41
tokens)

Eg.: Ni yaoshi qu xni daxué, ta de
xuéféi ne, (FREZE L BJERE, EW
223%g, In case you are permitted to

go to Sydney University, its tuition fee
is, N5S1:131)

Conditionals

ragus (40 ‘if’, 28 tokens)
Eg.. RUQus ni yao yong ni yéye de
qgian, (WERAREFHIRATATHIER, if you

jicru (&7 “provided that’, 1 token)
Eg.: Jidri shuo ,mingnian gyué xiing
2ou de hua, (a0, BI4E-BHARGE
11, provided that 1 want to go next
July, N5S2:194 )
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use your

N5S1:121)

grandfather’s  money,

chayei (K:9F ‘unless’, 1 token)

Eg.: Chdféi ni ziji yuanyi xué.

(AR ACEEY:,  unless  you
would like to study by yourself.
N5S1:195)

Interrogatives

ne (W ‘a question marker’, 13 tokens)
Eg.: Ni mubiao de daxué shi nd ge ne?
(R H AR R ZWEANYE?  Which s
your targeted university? N5S1:15)

ma ("% ‘a question marker’, 11 tokens)
Eg.: Lunweén de chéngf /en zhongyao
ma? (ISR EZNG? Is the

thesis score very important? N5S2:88)

Concessive

conjunctions

suirdn --- danshi-—- (HR --- {H}Z
‘although’, 3 tokens)

Eg.: Suirén yao qu gongzhéng, danshi
Nizuo chéng zhong Yingwén de Giao
hdo. (BAREENUE, (HE R
B EL . Although you need to
notarize them, you’d better make them
in both Chinese and English. N5S1:91)

Passives

rang (il ‘by’, 2 tokens)

Eg.: Jiadus chang shijian rang xuéxiao
|&i pingding. (INZ K INFA],  1E2# A% K

PFE . The length of time added should
be decided by the university. N5S1:57)

Reduplications

kaoliikaolii (%87 & ‘reconsider’, 2
tokens)

EQ.: W zai kdolitkdolii. (F¢ 157 &
ZEE. I’ll reconsider it. N5S2:250)

xidangxiang (M ‘have a second
thought’, 1 token)

Eg.: Ranhou , Xidngxidng a. (3} )& »
ARG, Then, I’Il have a second

thought about it. N5S2:158)

tingting (WrWr ‘have a listen’, 1 token)

EQg.: W6 jiu xidng tingting ni de mubido
daxué. (F AT URIN H AR Ko |
just want to have a listen to which is

your targeted university. N5S1:15)

As shown in Table 6.14, as with N1, N3 and N4, suiran --- danshi--- ({84 --- {H /&

‘although’) was the most commonly used concessive conjunction and as with N2, ne

(We ‘a question marker’) was the most commonly used interrogative; as with N1, N2,
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N3 and N4, the conditional ragus (14£ “if’) and the indirect construction yao/yaoshi
(E/ESE “in case’) were the most commonly used vague syntactic forms for each

type respectively. However, in this case the passive rang (il: ‘by’) and reduplication
Kdoliikaolii (7% 75 & ‘reconsider’) were the most frequent use of vague syntactic

forms for each type respectively.

6.5.2 Syntactic analysis

Table 6.15: Syntactic analysisin N5

Participants A B
Gender F F
Age 21- 55+
Distance + +
No. of tokens (Totoal) 20 109
Concessive 1 (5%) 2 (1.83%)
conjunctions
Conditionals 6 (30%) 49 (44.95%)
Indirect constructions 2 (10%) 39(35.78%)
Interrogatives 8 (40%) 16 (14.68%)
Passives 1 (5%) 1 (0.92%)
Reduplications 2 (10%) 2 (1.83%)

As indicated in Table 6.15, interrogatives (40%) represented by ne (W& ‘a question
marker’) were used most by participant A, while participant B most commonly
utilized conditionals (44.95%) represented by rigus (W12, ‘if’); both participant A
and B employed passives (5% and 0.92% respectively) the least. In contrast to

participant B, participant A also least used concessive conjunctions (5%).

6.5.3 Overall findings of Negotiation 5

1. As with N1, N2, N3 and N4, conditionals were the most preferred for the same
strategic purposes. As with N3 and N4, passives were the least favoured, for the

Same reasons.
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2. Though both participant A and B least used passives, the younger female
participant A mostly employed interrogatives and the older female participant B
mostly utilized conditionals. Therefore, the age factor did have an influence on the

choice of vague syntactic forms in N5.

6.6 Summarising remarks

6.6.1 General discussion

What has been discussed here is an exploration of the patterns of vague syntactic
forms in Chinese business negotiations. This syntactic level analysis demonstrates

typical trends as indicated in Figure 6.1 below:

m N1 (=D) m N2 (-D) m N3 (+D) m N4 (+D) m N5 (+D) m Total

60.0%

50.0%

40.0%

30.0% -

20.0% -

10.0%
0.0% -

Figure 6.1: Distribution of the six vague syntactic forms

It is observed that conditionals were the most preferred and pervasive vague
syntactic form represented by raguos (2122 “if”), and the second most commonly used
vague syntactic forms were indirect constructions and interrogatives represented by
yaolyaoshi (E/% & ‘in case’), ma (g ‘a question marker’) and ne (We ‘a question
marker’). On the other hand, passives were the least favoured and concessive

conjunctions were the second least favoured. In terms of the individual items, suiran
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--- danshi--- (& --- {H/Z “although’), A& (# *by’) and rang (il ‘by’), and kankan

(B ‘have a look’) were the most frequently used concessive conjunction, passive

and reduplication, respectively.

6.6.2 Social factor comparison

There are three social factors to be discussed in this section: gender, age and social

distance. In the following tables, (A, C and D) represent clients and (B) represents an

agent of some kind.

Table 6.16 Gender factor comparison
[F: Female, M: male]

Negotiation | Most commonly used vague syntactic | Least commonly used vague syntactic
forms forms
N1 M: (A) Indirect constructions M: (A) Passives - 0%
-44.23% (C) Passives &  Concessive
(C) Interrogatives- 44.44% conjunctions - 0%
(D) Conditionals - 75% (D)  Concessive  conjunctions,
interrogatives & reduplications 0%
F: (B) Conditionals - 29.21% F: (B) Concessive conjunctions - 0%
N2 F: (A) Conditionals — 55.41% F: (A) Passives & Concessive
conjunctions - 0%
F: (B) Conditionals - 34.15% F:  (B) Passives &  Concessive
conjunctions - 0%
N3 M: (A) Interrogatives - 50% M: (A) Passives - 0%
F: (B) Conditionals - 80% F:  (B) Passives &  Concessive
conjunctions - 0%
N4 F: (A) Conditionals - 48.72% F: (A) Concessive conjunctions, Passives
& reduplications - 0%
F: (B) Conditionals — 60.61% F: (B) Passives - 0%
N5 F: (A) Interrogatives - 40% F:  (A) Passives & Concessive

conjunctions - 5%

F: (B) Conditionals — 44.95%

F: (B) Passives — 0.92%

As revealed in Table 6.16, half of males preferred interrogatives the most; but almost

all the females primarily favoured conditionals except for only one female negotiator
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mostly using interrogatives. Although the two groups are similar in terms of the least

commonly used vague syntactic forms, as nearly all negotiators least utilized

passives, the fact that the two opposite gender groups did behave quite differently in

the most preferred category demonstrates that the gender factor does have certain

focused influences on the choice of vague syntactic forms, particularly on that of

most commonly used vague syntactic forms. A possible reason that almost all

females preferred conditionals is that they are more cautious than males and would

like to display a more friendly and cooperative attitude. Consistent with this

explanation, half of males’ using interrogatives may imply that the male group is

more assertive in business negotiations.

Table 6.17 Age factor comparison
[ A+: older (45 years old and above), A-: younger (below 45 years old) 1

Negotiation | Most commonly used vague syntactic | Least commonly used vague syntactic
forms forms
N1 (A) A+: Indirect constructions (A) A+: Passives - 0%
-44.23% | (B) A-: Concessive conjunctions - 0%

(B) A-: Conditionals - 29.21% (C) A+: Passives & Concessive
(C) A+: Interrogatives- 44.44% conjunctions - 0%
(D) A-: Conditionals - 75% (D) A-: Concessive conjunctions,
nterrogatives & reduplications - 0%
N2 (A) A+: Conditionals - 55.41% (A) A+: Passives & Concessive
conjunctions - 0%
(B) A+: Conditionals - 34.15% (B) A+: Passives & Concessive
conjunctions - 0%

N3 (A) A+: Interrogatives - 50% (A) A+: Passives - 0%
(B) A-: Conditionals - 80% (B) A-: Passives & Concessive
conjunctions - 0%
N4 (A) A-: Conditionals - 48.72% (A) A-: Concessive conjunctions,
Passives & reduplications - 0%

(B) A-: Conditionals — 60.61% (B) A-: Passives - 0%
N5 (A) A-: Interrogatives - 40% (A) A-: Passives & Concessive
conjunctions - 5%

(B) A+: Conditionals — 44.95% (B) A+: Passives - 0.92%
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As shown in Table 6.17, apparently there is no major difference in the use of most

common vague syntactic forms between the younger negotiators and the older

negotiators. However, there still exist some discrepancies, with most preferring

conditionals, two older ones mostly using interrogatives and one older negotiator

employing indirect constructions. A possible explanation for some older negotiators’

most utilized interrogatives and indirect constructions is that they are more polite,

and confident and skilled in using the two strategies. Similarly, there is no big

discrepancy in the least commonly used vague syntactic forms .Nearly all of the

negotiators least favoured passives, but again two younger ones were not consistent.

The findings in Table 6.17 seem to imply that in Chinese business negotiations, the

factor of age has some impact on the choice of vague syntactic forms.

Table 6.18 Distance factor comparison
[ D=: acquaintances, D- : friends, D+: strangers]

Negotiation | Most commonly used vague syntactic

Least commonly used vague syntactic

(C) Interrogatives- 44.44%
(D) Conditionals - 75%

forms forms
N1 (A) Indirect constructions - 44.23% (A) Passives - 0%
D= (B) Conditionals - 29.21% (B) Concessive conjunctions - 0%

(C) Passives & Concessive conjunctions
-0%
(D) Concessive conjunctions,

interrogatives & reduplications - 0%

N2 (A) Conditionals - 55.41% (A) Passives & Concessive conjunctions
D- - 0%
(B) Conditionals - 34.15% (B) Passives & Concessive conjunctions
-0%

N3 (A) Interrogatives - 50% (A) Passives - 0%
D+ (B) Conditionals - 80% (B) Passives & Concessive conjunctions
- 0%
N4 (A) Conditionals - 48.72% (A) Concessive conjunctions, Passives &
D+ reduplications - 0%

(B) Conditionals — 60.61%

(B) Passives - 0%

N5 (A) Interrogatives - 40%
D+

(A) Passives & Concessive conjunctions
-5%

(B) Conditionals — 44.95%

(B) Passives — 0.92%
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As indicated in Table 6.18, conditionals were the most commonly used vague
syntactic form favoured by Group 2 of friends (D-) and Group 4 of strangers (D+).
The other three groups (1, 3 and 5) preferred both conditionals and interrogatives.
There is not an obvious difference in the least commonly used vague syntactic forms.
Passives were least preferred by all the negotiators who knew or did not know each
other. This suggests that in Chinese business negotiations, similar to the factor of age,
social distance factor has also some influence on the choice of vague syntactic forms,
in particular on that of the most commonly used vague syntactic forms. It could be
interpreted that in Chinese business negotiations, the negotiators who know each
other well (D-) tend to be more relaxed and friendly to each other by using
conditionals most, while other groups of negotiators tend to be more polite and

indirect by using both conditionals and interrogatives.

Vague syntactic forms are prevalent as a communicative strategy in Chinese business
negotiations, and play a crucial role in running and achieving a successful
negotiation. By using vague syntactic forms, negotiators can increase the flexibility
of their speech and avoid coming into deadlock. A possible explanation for the
higher usage of vague syntactic forms by the Chinese negotiators is a cultural
preference for hedging which is coupled with a preference for indirectness generally
(Cheng 2003). According to Zhang and Li (1999), in Chinese culture indirectness
and VEs are more acceptable than direct and specific references. Sentences are
frequently left unfinished so that the other person may conclude in their own mind.
They are layers of soft language with various degrees of courtesy and respect.
Bilbow (1997) states Chinese discourse is considerably less direct than Western
discourse. Also, Chinese hearers tend to interpret indirectness in more positive ways
than Westerners. For example, circumlocutory discourse is often regarded by the
Chinese as highly authoritative in a way that is far from common among Western
hearers, for whom circumlocutory discourse tends to be ‘manipulative’ or ‘long-

winded’.

166



According to Bilbow (1997), Chinese discourse is markedly more formal than
Western discourse, and overt markers of politeness are common. Bilbow also states
that “face’ considerations play a greater role in determining whether a speaker’s
discourse is interpreted more sensitively by Chinese hearers than by Westerners.
Although the dynamic changes in interpersonal behaviour are taking place in China,
the present study indicates that the Chinese still tend to conduct business
communication in a rather indirect manner. As for the reasons the participants least
used passives, one possibility could be that, unlike English, passives in the Chinese
language are used primarily with an unfortunate tone, so that they are not normally

used unless they are needed.

Detailed pragmatic functions of VL in Chinese business negotiations will be further

explored in the next chapter.
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Chapter 7 Pragmatic analysis

This chapter discusses VL strategies and also uncovers the relationship between the
socio-cultural factors and their corresponding VL strategies. It also attempts to
explore the possible reasons for using these strategies, in conjunction with the
contextual information from the data, with respect to three factors: age, gender and
social distance. Age is represented by A+ (older) and A- (younger). For the
convenience of analysis in this study, ‘older’ is defined as 45 years old and above,
and ‘younger’ as below 45 years old. Gender consists of F (female) and M (male).
Social distance has three variables, D-: ‘friends’; D=: ‘acquaintances’; D+:

‘strangers’.

In this study, Channell’s (1994) framework is adopted for describing and analysing
pragmatic functions of VL. It is chosen for its systematic and rigorous description of
VL, used in real and varied contexts of communication, detailing how it is employed
by speakers. Channell’s framework has been applied to a variety of interaction
contexts, ranging from studies in intercultural communication (Drave 2000) to

adolescent talk (Stenstrom and Hasund 2002).

Vague and ‘imprecise’ language tends to be associated with more informal types of
speech (Chafe 1982, Powell 1992, Overstreet and Yule 1997a). However, VL is
extensively used in Chinese business negotiations. These are relatively formal
situations, where facts and information are often purposely discussed in vague terms.
This seeming contradiction is explained in this chapter, by showing how these

negotiators use the different types of VL and the functions which these VEs perform.

Cheng and Warren (2001) find that speakers are able to consciously manipulate the

resources of VL to perform a variety of functions in social interaction. These include
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to achieve solidarity, to disguise linguistic and knowledge deficiencies, to
demonstrate knowledge of information quantity rules in varied speech situations, and
to protect one’s face and that of others. With the emergence of growing academic
interest in pragmatic devices with respect to VL, a wide range of more specific
functions has been identified. These include verbal fillers (Edmondson 1981), turn-
taking devices (Schiffrin 1987) and devices for the creation of discourse coherence
(Lenk 1996), together with markers of uncertainty (Lakoff 1975) and of interpersonal

politeness (Overstreet 1999).

Cutting (2007 p. 123) points out that ‘some but not all VL has avoidance
(defensive/protective) purposes, and some but not all avoidance behaviour is
expressed through vague language.” This chapter analyses some relevant pragmatic
functions of VL in the context of Chinese business negotiations, including self-
protection, deliberately withholding information, politeness, informality, filling in
lexical gaps and giving the right amount of information, and explores how the
cultural values and social relationships influence the way VL is performed in

Chinese business negotiations.

7.1 Self-protection

Trappes-Lomax (2007) views VL as a means of addressing issues of face, by using it
as a tool for expressing politeness while protecting self. He argues that speakers use
strategies to minimize risks, and specifically, to avoid interpersonal trouble (threats
to the face of the addressee), interactional trouble (misunderstandings,
misalignments), and personal trouble (threats to the face of the addressor). He notes
that work on politeness, tact and hedging, has focused little on strategies to avoid
personal trouble, or self-protective behaviour in the biologist’s sense, for example,
‘behaviour that tends to protect an animal by minimizing its exposure to hazard’

(Allaby 1999, p. 189).
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VL can be used as a shield (Prince et al. 1980) to safeguard against being placed in
the dilemma of having to subsequently admit a previous wrong statement, to avoid
committing oneself, and saying something inappropriate. Jucker et al. (2003) state
that VEs serve as a major means for conveying different levels of certainty regarding
the propositional content of an utterance. In addition, Jucker et al. believe VEs
convey the newsworthiness or expectedness of a statement, or help convey
evaluative meaning. VEs serve as softening implicit complaints and criticisms. The
most frequently used VESs to realize pragmatic function of self-protection in Chinese
business negotiations are kénéng (W] HE ‘may/might/probably/possibly’, 10.97% and
8.77% in N1 and N2 respectively), yixié/xie (—L4/%% ‘some’, 19.09% in N3), bijido
(Eb#¢ “quite/rather/relatively’, 15.67% in N4) and youde (1] ‘some/certain’,
9.66% in N5). These are shown in extracts (7.1), (7.2), (7.3), (7.4), and (7.5)
respectively. They are the typical VEs used in this data to serve the function of self-
protection. These VEs may be used elsewhere in the same form but for different

functions, and this may also be the case for other VEs in the data.

7.1.1 Contextualised analysis

7R e 2 s bR JUr, ETATOA A R X
Ni haiyun shi shiwan, haishi bawan, women you ge¢ bijiao, dui
AXE? AR A, MRS AT M (indistinet) Bl L
bu dui? Geénju shijian, génju women de (indistinct) xianchang qgingkuang
AT H HE Wk JAT O M R A AR T, ARE A
women zai kiolii. RUgud women quéshi jianchi bu zhu le, kénéng, you
e AT oW 2 4 RJLER s, HAR e W NI
kénéng women jiu dud hua didnr gian kongyun, dan ni haiyun yé yinggai
w4 & .

bao géi wo jia.

170



‘Ocean transportation is one hundred thousand, or eighty thousand; we can
compare, is it right? According to the site situation, we will consider it again. If

we truly can’t insist on it, probably, possibly we will spend a little more money

to resort to air transportation, but you still should give me the price for ocean

transportation.’ (N1S1:14)

As shown in Extract (7.1), the client wanted to obtain some information from the
opponents of the transportation costs; However, the other party was reluctant to
provide it. The client stated his desires but did not want to make any premature
decisions on air or sea transport to avoid being wrong later. In these circumstances,

the client strategically used kénéng (V] B¢ ‘probably/possibly’) to protect himself.

(7.2) FEA RA AL B0 g T RE %, R AW
Jibén baoé jiu shi shué wo jiaonale yibi baoxian féi, baoxidn gongsi
A RIS GREG L fREE L REY SO AR Hon AR K
chéngdan de zhégeé baoxian, bdozhang, baoxian zérén. Ni birtishud ni mai
AR EANRK,  Ba gy — oo Bk, e R A
gé duanqt yiwai baoxian, name jiaona yi bdi yuan qian, kénéng baoxian gongsi
U3 SZ S 1N /R N - 1 7 v & R = R € I < 1
yao chéngdan wuwan kuai gian de bdoxidn zérén. Yidan you zhexi¢ fangmian
s kA T, R AW g M WA B .

de shigu fashéng le, baoxidn gongsi kénéng jiuyao péifu wuwan yuan.

‘The principal amount of insurance is well, the insurance, protection, the
insurance responsibilities carried by the insurance company after I’ve paid a
sum of insurance money. For example, you buy some short-term accident
insurance, well then you pay one hundred yuan, but the insurance company
may carry the insurance responsibility of fifty thousand yuan. If the accidents
related to these aspects happened, the insurance company might pay fifty

thousand.’ (N2S2:16)
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Extract (7.2) differs from Extract (7.1), where the client used kénéng (W] fE
‘may/might’) as a protection strategy. In Extract (7.2), the insurance agent gave her
client a possible case, as she was uncertain of how much the client could claim from
the insurance company for an unforeseen accident. In this way, the agent purposely
employed kénéng (W] fig ‘may/might’) to defend herself, and to avoid later being

accused of being wrong.

(7.3) (overlap) M8, A <. BH mH XA JiERE We, Bt T
(overlap) En, bu hui. Yinwei zan zhege youllin ne, jiu déngyu
U o 2 A WE T 8RR 1THE, HORE
shud yijing shi y1 g¢ shéndu ydu. Jitu bi zhengchang xingchéng, geng shéndu
T XA B PRl AT MoE B TRl
qu lidoji¢ zhege aiji, suodyi ta de xingchéng jiu zou de géng xiangxi
i, B frE i

yIxi€, géng zixi yixié.

‘Well, no, because this cruise is already an in-depth tour. It explores Egypt in a
more in-depth manner than the normal tour does, so its itinerary is a bit more

detailed and a bit more carefully-planned.’ (N3S2:106)

In Extract (7.3), the agent did not describe the itinerary in detail, how in-depth the
tour would be or how carefully the itinerary would be planned, in order to prevent
future possible complaints. She intentionally utilised skéndU (2, ‘in-depth’) and

yixié (—4¥, ‘a bit’) to achieve her goal of self-protection.

(7.4) X & A g 2 Ef] XA TR # AR sk,
Dui. Hai you jiu shi zanmen zhégé xingchéng dou hén chongshi,
(IEPEI i WRE T 28 JiliEsh e AR

danshi wanshang kénéng hui you yixié ziydu huddong de shijian. Ni chaqu
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JoH —NAN o EEEREe. AN E K@ B fH O
youqi yi gé rén yiding yao zhuyi anquan. Bu yao zou tai yuan, hai you gén
FiF W ZJE miaE S W EOR % 2R B,

daoyou shangliang zhthou jiu wénwen daoyodu a jianyi ni qu yixi€ bijido,
W, B W T —RULI RS g R TR

En, i jiudian jin yidianr de ranhou you xidochi jie¢ a bijiao weishéng

(48 My, AR ATBL & s —F Rk

de yixié difang. Ni kéyi qu pinchang yixia dangdi de fengwei.

‘Right. Moreover, our itinerary is very tight, but in the evening there might be
some free activity time. If you go out, particularly alone, you must be mindful
of your safety. Don’t go too far, and also after consulting with the tour guide,
you can ask him to recommend to you some places which are quite, well, a
little closer to the hotel, quite hygienic and have a snack street. You can go to

have a taste of the local flavor.’ (N4S1:105)

In Extract (7.4), the agent was unsure whether there would be or how much free
activity time clients would be allowed, so she used kénéng (P BE ‘might’) and yixié
(—%& ‘some”) to protect herself from being wrong. For a similar reason, bijido (Ft%%
‘quite/rather/relatively’) and yixie (—4% ‘some”) were employed later to describe the

places the agent was unfamiliar.

(7.5) W, 4 — A ZEA, (0.2) A We, A & (0.2)
En, lingwai yi ge, zhegeé, (0.2) xuéxiao ne, jiu shi (0.1)
Rl 7R B st ok XA #lle 22k tewid R A b
génju ni de chéngjt 14i zhege jieshou xuésheng. Birishud ni Xiang shang
INK B, REA, Wl 22 211 TR K 1
ba da mingxiao. Ni zhégeé, ruguo yaoshi éryaoyao gongchéng daxué de
A, (05) ) o A KRB B T A RS ER

xuésheng, (0.5) pingjin fén youde daxué kéyi qi shi wi, youde daxué yaoqiu
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Nt gre R A2 211 TR NS 2 1 I =3 P 1 A
bashi fen. RUguo bu shi eryaoyao gongchéng de daxué de xuésheng, na jiu shi
R AN el ) S SR % ) NCE S = o S AN Sl ) | I
pingjin fén yao bashi feén yishang, hai youde daxué shénzhi yao bashi wu fenr.

‘Well, on the other hand, well, the university admits students according to their
grades. For example, you want to go to the top eight universities. Well, if you
are a student of Project 211 universities, some universities require the average
mark of seventy five percent, and some require eighty percent. If you are not a
student of Project 211 universities, well, the average mark must be over eighty

percent, and some universities even require eighty five percent.’ (N5S1:69)

In Extract (7.5), the agent was uncertain of the exact entrance scores for universities.
Therefore, she utilised youde (5[] “‘some’) to indefinitely refer to any university, to

avoid being wrong.

Moreover, the negotiators were unsure of the degree of the possibility of their

statements. This is demonstrated in the extracts (7.6) and (7.7) below:

(7.6) 34k, X & — A KEME W K, A AIEE = B WU
Lingwai, zhe shi yi zhong changqgixing de dongxi, you kénéng san dao si nian
1 A S P
kénéng hai yao huandiao.

‘In addition, this is a long-term thing, and probably, they might be
replaced in three or four years again.’ (N1S3:216).

TN AT 2w, A eV BA0.2) AR, Ry L

Zuoweéi women gongsi, bu yunxt nageé (0.2) yuji de hén gao, baoshou yixie.
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XFE R BT 7 BUE e A IR s
Zheéyang ni daoshou le yihou kénéng jiu hén gaoxing.

‘As our company does not allow to, well, estimate it very high, but a little

conservative. Thus, after you get it, you might be very happy.’ (N2S2:470)

In the above two cases, by employing kénéng (7] ¢ ‘may/might/probably/possibly”),

the speakers achieved both goals of implying possibility and safeguarding

themselves.

78) e WhH A % mu, B AW, gf 2 K

Ta yinwei you yixié jingdian, Xiang aiji ba, ta you yixié diqa
i M O < AL 7/ B S N S B /N 7 1 D
jiu shi ni xidng anpai gouwu ta yé méi, mei you shénme difang kéyi
S ). (overlap)

mai de. (overlap)

‘Because there are some scenic spots like Egypt, there are some areas where

you can find nowhere to go for shopping even if you want to arrange

shopping.’ (N3S2:130)
(7.9) K I HEE BT XA
Yinwei wo bijido zaihu zhege.
(N4S2:12)

‘Because I’m guite concerned about this.’

(7.10) 15 XA, W TR 211 T K A, (0.5) 7y 4
Ni zhégg, rdguo yaoshi 211 gongchéng daxué de xuésheng, (0.5) pingjin fén
A K U L, A Ry 2R )\ 4

youde daxué kéyi qishi wii, youde daxué yaoqil bashi fen.
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‘Well, if you are a student of Project 211 universities, some universities
require the average mark of seventy five percent, and some require eighty

percent.’ (N5S1:69)

As shown in the above extracts (7.8), (7.9) and (7.10), it is possible that the
negotiators knew where scenic spots and areas were, knew how much she *‘cared
about this’, and which universities were being referenced. However, they did not
express this information explicitly in order not to allow for the possibility of a faulty
memory. Their defensiveness led to their use of VEs. This point is further illustrated

in the following example:

(7.11) X, B o4 o 2 W 1 i H.
Dui, ta hui qu yixié jiushi dianying de paishé di.

“Yes, it will go to some movie-shooting sites.’ (N3S2:20)

In Extract (7.11), the speaker did not want to commit herself by suggesting how
many movie-shooting sites the client might go to, instead she employed yixie (—4&

‘some’) as a defensive tactic to protect herself.

Channell (1994) claims that vagueness can be used as a safeguard against being later
shown to be wrong, and speakers use VES when there is uncertainty about what they
want to say. Channell states that two situations in which speakers are often uncertain
is when they are talking about the past or the future. Interestingly, in the above
examples the speakers were talking about the present, rather than the past or the
future. Therefore, it appears that speakers use VL for self-protection regardless of

whether topics are discussed in the past, the present, or the future.
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7.1.2 Social factor comparison

There are three social factors to be discussed in this section: gender, age and social
distance. Age is represented by A+ (older) and A- (younger). For the convenience of
analysis in this study, ‘older’ is defined as 45 years old and above, and ‘younger’ as
below 45 years old. Gender consists of F (female) and M (male). Social distance has
three variables, D=: ‘acquaintances’; D-: “friends’; D+: ‘strangers’. It applies to all

figures.

EDistance HAge Gender

35.0%

30.0%

25.0%
20.0% —
15.0% —
10.0% —
5.0% —
0.0% \ \ \
D= D- D+ A- A+ F

Figure7.1: Threefactors influence on the use of VL for self-protection
Note: D=: acquaintances, D-: friends, D+: strangers; A-: younger (below 45 years old), A+: older (45

years old and above); F: Female, M: male. The same applies to the following figures.

Figure 7.1 shows that VL was not needed for self-protection among the friends (D-)
as much as between the strangers (D+) and the acquaintances (D=). Therefore, it
appears that the distance factor had some influence on the choice of VL for self-
protection. In the order of least to most, VL for self-protection was utilized between
friends, acquaintances, and strangers. This makes sense, because generally speaking

one does not need to protect oneself from friends as much as one does from strangers.
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It also shows in Figure 7.1 that age and gender factors did have an impact on the
choice of VL for self-protection. It seems that the factor of age made the biggest
impact among all three factors, which is that there is greater discrepancy between the
younger and the older. The younger (A-) negotiators preferred more to employ VL
for self-protection than the older (A+) negotiators; the female negotiators favoured it
more than the male negotiators. This implies that in Chinese negotiations, younger
negotiators and female negotiators tend to be more protective towards themselves
due to younger ones’ possible lack of experience and females’ stronger sense of

prudence.

VL has a mitigating effect and is used in cases of uncertainty as hedges (G. Lakoff
1973, Zadeh 1987), which are often treated as a category of VL. According to
Ruzaite (2007), hedges are expressions that help the speaker avoid categorical and
straightforward assertions; they allow the speaker to distance him or herself from a
claim and in return reduce his or her commitment to the claim (e.g. Fraser 1975,
Brown and Levinson 1987, Itani 1996, Markkanen and Schroder 1997, Hyland

1998a). Hedges can be used as a good means to carry out the task of self-protection.
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40.0% O Speaker1 (N1- A: 56, M;
N2- A: 54, F; N3- A: 60,
M; N4- A: 24, F; N5- A:
55, F)

W Speaker2 (N1- A: 37, F;
N2- A: 54, F; N3-A: 32,
F; N4- A: 32, F; N5- A:
21, F)

oS peaker 3 (N1- A: 45, M)

35.0%

30.0%

25.0%
20.0%
15.0%
| S peaker 4 (N1- A: 39, M)

10.0%

5.0%
Total

0.0%
N1(D=) N2 (D-) N3 (D+) N4 (D+) N5 (D+)

Figure7.2: VL used for self-protection
Note: Speaker 1: the first speaker in each negotiation. N1: Negotiation 1. A: the age of the negotiator.
F: female M: Male . The same applies to the following figures.

As demonstrated in Figure 7.2, more interestingly, it seems that all the sellers
(Speaker 2 in N1, N2 and N3; Speakerl in N4) employed more VL for self-
protection than the purchasers (Speaker 1, 3 and 4 in N1, Speaker 1 in N2 and N3;
Speaker 2 in N4) except N5. A possible reason for this trend is that sellers have more
pressure taking risks than purchasers, and have to make more efforts to protect
themselves while maximizing their interests or profits to their best abilities. The
exceptional case N5 was about an overseas education service that tends to be
windfall profit-driven for agencies, where the young female client used much more
VL to protect herself, while the older agent did not. This could be due to the
inexperienced young female who might not trust the agent, and the fact that she
would pay heavily (such as expensive tuition fees, etc.) if she were not extremely

careful.

7.2 Deliberately withholding infor mation

VEs are frequently employed when negotiators intend to manipulate the amount of
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information they provide. VL is often used to hide the crucial information negotiators
possess for strategic reasons. VL is not giving information which the negotiators
possess, and would be appropriate under the circumstances. didnrlyididnr
(5 )L/—RL “a little’, 14.56% in N1), ji (JL ‘several/more’, 12.94% and 14.43%
in N2 and N5 respectively), duo (2 ‘many’, 12.94% in N2) and yixié/xie (— 4% /48
‘some’, 31.82% and 23.08% in N3 and N4 respectively) are the most commonly
utilized VEs for deliberately withholding information as illustrated in extracts (7.12),

(7.13), (7.14), (7.15) and (7.16) respectively:

7.2.1 Contextualised analysis

(712) A0 & W 4F, A3, A3, A3 bR, SEE
Buguang shi zhaogu hao, hai déi, hai déi, hai déi rangli, shihui
sJL, 3 sJLe (0.2) IR B AR & Ok,

didgnr, zhudong dianr. (0.2) Ni kan ni zhége jiage,

‘Not only look after us well, but also should give us a discount. Should be a

little more practical and a little more voluntary. You see your price,” (N1S1:59)

In Extract (7.12), the client wanted the supplier to give a discount, but he would not
like to say how much of a discount he was expecting first. He deliberately utilised
dignr (551 “a little’) to withhold his expected minimum discount, persuading the
supplier to give more discount and leaving more room for further negotiation at a

later time.

FFE F =, A =t Z H W —t— N
Ni chéng shang érshi er, cai ershi dué wan ma. eérshiyi wan
JL, = — 5 JL, X AR

ji, ershi yiwanji, duibudui?
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‘Multiplying twenty two, it’s only over two hundred thousand. It’s a little more
than two hundred and ten thousand, a little more than two hundred and ten

thousand, isn’t it?’ (N2S1:630)

In Extract (7.13), the client was not satisfied with the dividend. She expressed her
dissatisfaction by withholding the exact amount of the dividend through the use of

duo (% ‘over’) and ji (JL “‘a few/more”).

(7.14) W, A WA, () HEE b B BA. = @&
En, you lingdui, (.) danshi B&ijing de lingdui. Ta hul gé&i
(S (I N B <= A S 13 (N 7 LI R B N ) || e &
nimen xiétido yixi€ jiu shi nimen hé jiu shi dangdi daoyou zhijian you
—HE RV, LA PR EHE OB ARAT il T

yixi€ dongxi, jit bu yong nimen zhijié gén tamen goutong le.

‘Yes, there is a group leader, but it’s the leader from Beijing. He will
coordinate some things between you and the local tour guide for you, and you

don’t need to directly communicate with them.’ (N3S2:122)

In Extract (7.14), the agent was talking about some potential unpleasant issues that
might happen between the client and the tour guide. In order to lessen the negative
impact of these uncertain issues and avoid leaving the client with some unpleasant
impression or feelings, the agent employed yixié (—%% ‘some’) and dongxi (474

‘things’) to withhold these potential problems.

(7.15) *f. & @k AT XA ATHE AR 7K,
Dui. Hai you jiu shi zanmen zhége Xingchéng dou hén chongshi,
HE L ARE S f EAB W3 EE. AR

danshi wanshang kénéng hui you yixié ziydu huodong de shijian. Ni chiiqu
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JoH — AN EEER 2R A EE Kz, & f W
youqi yi gé rén yiding yao zhuyi anquén. Bu yao zou tai yuan, hai you gén
FiF W o T TR A & ) QI N S

daoyou shangliang zhihou jit wénwen daoyou a jianyl ni qu yixig bijiao,
W, B T —RUL W e A Az W R IR

En, i jiudian jin yidianr de r&nhou ydu xidochi jié a bijido weishéng

48 oy, R ATRL & dhcE —h M 1 XUk

de yixi€ difang. Ni kéyi qu pinchang yixia dangdi de féngwei.

‘Right. Moreover, our itinerary is very tight, but in the evening there might be
some free activity time. If you go out, particularly alone, you must be mindful
of your safety. Don’t go too far. Consulting your tour guide, you can ask him to
recommend to you some places that are quite, well, a little closer to the hotel,
quite hygienic and have a snack street. You can go and taste the local flavor.’

(N4S1:106)

In Extract (7.15), the agent was not specific about the amount of free activity time
and the places that the client could go to for the local food, so as to add more
attraction arousing the client’s interest in this travel. She reached this goal by

withholding the details about these two aspects through using yzxié (—£% ‘some”).

(7.16) (overlap) W&, ib LMk AE WY 2R T, —H B
(overlap) En, kuaiji zhuanye zai A0zhou shi shiyu, yizhi dou
& JEm T EE BUNE, AR XA Eak BUNL EsR B, XA
shi shuiyt jinqué zhiye, zai zhege jinqué zhiye qingdan limian. Zhége
LR AE MWL E T BA, &2 fE A %K. (overlap)
gian ji tian wo zai wangshang kan le nagé, hai shi zai nage jin, (overlap)
Rk R B,

jinqué gingdan limian.
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‘Well, an accounting major is always a highly demanded occupation in
Australia and it’s on the Migration Occupations in Demand List. Well, several
days ago, | saw, well, on the internet it’s still, well, on the Migration

Occupations in Demand List.’ (N5S1:95)

In Extract (7.16), the agent withheld the exact time she checked the Migration
Occupations in Demand List, by strategically utilising ji (JL ‘several’) to indicate the
shorter duration of time or the latest act, which can help to make the selling points

more catchy.

According to Channell (1994), speakers often use VL to withhold information that in
some sense might be expected by their hearers, in a given situation. For instance, in
the example Na xing. Na jit na didnr guinggaof@ ba. (847, Mk EE Ll 7 5%

M, That’s all right. Well then, pay a little for advertising. N1S1:221), the speaker
knew the addressee understood he was joking in this given situation, so he used didnr

(5L “a little’) to withhold the amount of the advertising fee. In Yinwé xiang ws,
women (.) dao le zhé gé nianling, jityao, zai you ji nian jitiyao tuixii le, ha. (K415
B FATC) BN TRXAFER, B2, FHAJLUFEMERAKT, K. Because like me,

us, we’ve reached this age, we will retire in several years. N2S1:9), by utilising ji (JL

‘several’), the speaker withheld the number of the years within which she will retire
as she expected the hearer, her friend, would know the number. The above examples

support Channell’s claim above.

Furthermore, as Channell (1994) states, speakers may withhold information because
they feel that they can be more persuasive by doing so. For instance, in Zhéyang dui
women de yéwti (0.2) yao You hén dué de yixié, dai 1&i hén duo de méfan. (IXFEX 3,
IS, EHEZ L, dRIEZ RN, Otherwise, it will make so much,

some, so much trouble for our business. N252:58), hén duo ({R% ‘so much’) was

used to withhold how much trouble it may cause to the speaker, and by doing so, the
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speaker enhanced her argument. Similarly, in Women qian |i tian you yt geé Xuésheng
qu xini daxué, ta hai shi ligong daxué nage, (0.2). (FATHT LA — 2207k )e

K, Ahid 23 T84S, (0.2) Several days ago, we received a student who is
going to Sydney University. He is also, well, the university of technology, (0.2)
N5S1:39), ji (JL ‘several’) was employed to withhold the specific information,

indicating a very short duration to make the speaker sound more persuasive.

Deliberately withholding information by utilizing VEs may also avoid negotiators’
intention being easily seen through by others and ensure their commercial secrets and

interests are kept under protection as in the following extract (7.17):

(7.17): from N4S1:83 to N4S1:85, 2 speakers over 3 turns.

N4S1:83: X%t Fom)l it 2 wR W, () A& % R
Zhexig jingdianr jiu shi ruguo xiayu, (.) bu hui shou hén
K52, HE B A — A a2 R B
da yingxiang, danshi libian jiu you yige, jiushi fenjiézhou dao.
&N T

Kanjian le?

‘If it rains, these scenic spots will not be affected a lot, but there is one

among these, which is Fenjiezhou Island. Have you seen it?’

N4S2:84: M

CH|
=
[

=
CH|

En, en, en.

‘Yes’

N4S1:85: A /N & () F —L mw,  H W 2

Nage Xidodao hui (.) you yixi€ yingxiang. Dan ruguo yaoshi
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HIL RS B s, M) EE AT, Ml #
chtixian tianqi yuanyin de hua, en, (.) yaoshi qu bu le, zanmen yao
ET

tuikuan.

“There will be some influence on that Island. However, if it’s for the
weather reason, well, if you can’t go for the weather reason, we will

refund you.’

In Extract (7.17), the agent may know the impact that the rain will have on these
scenic spots, but she successfully protected her commercial secrets and interests by
withholding the specific impact the rain might have through the employment of (bu
hui shou) heén da ([AH=32] 1RK ‘[would not suffer] very big’) and yixie (—4&

‘some’).
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7.2.2 Social factor comparison

Hm Distance HAge Gender

20.0%
18.0%

16.0%

14.0%

12.0% —

10.0% —
8.0% —
6.0% —
4.0% —
2.0% —
0.0% ‘ ‘ ‘

D= D- D+ A- A+ F

Figure 7.3. Three factors influence on the use of VL deliberately withholding

information

As shown in Figure 7.3, VL deliberately withholding information was most
frequently used by the friends (D-), then by the acquaintances (D=), and least by the
strangers (D+). Although there is only a slight difference among these three groups,
it shows that the factor of distance had some influence on the choice of VL for the
purpose of deliberately withholding information. The possible reason for friends to
employ more VL deliberately withholding information could be that they are so
familiar and know quite a lot about each other’s detailed information; consequently,
they are forced to withhold some information deliberately to meet their needs and

achieve their commercial goals in Chinese business negotiations.

It also appears that VL deliberately withholding information was more popular with
the younger (A-) negotiators and the female negotiators; in particular, the females

utilized it far more than the males. This reveals that age and gender factors had an
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impact on the choice of VL to deliberately withhold information, and the factor of
gender had the biggest impact on the use of VL for this purpose. This could be
interpreted that younger negotiators are more inexperienced, and female negotiators

are less confident than their male counterparts in business negotiations.

30.0%

00Speaker1 (N1- A: 56, M;
N2- A: 54, F; N3- A: 60,

25.0% M; N4- A: 24, F; N5- A:

55, F)

W S peaker 2 (N1- A: 37, F;
N2- A: 54, F; N3- A: 32,
F; N4- A: 32, F; N5- A:

20.0%

21, F)
15.0% 0 S peaker 3 (N1- A: 45, M)

10.0%
H S peaker 4 (N1- A: 39, M)

5.0%

H Total

0.0%
N1(D=) N2 (D-) N3 (D+) N4 (D+) N5 (D+)

Figure7.4: VL used for deliberately withholding infor mation

As presented in Figure 7.4, similar to Section 7.1, all the selling parties (Speaker 2 in
N1, N2 and N3; Speakerl in N4 and N5) had a tendency in employing more VL,
deliberately withholding information than the purchasing parties (Speaker 1, 3 and 4
in N1, Speaker 1 in N2 and N3; Speaker 2 in N4 and N5). A possible reason is that
the selling parties are obviously more active to deliberately withhold information so

as to serve their intentions and maximize their commercial gains.

7.3 Politeness

As Stubbs (1996) claims, VL can be utilized as a strategy of politeness. Leech (1983)
states that politeness is relevant to a relationship between two interlocutors: speaker
and hearer, where it is essential to shun or try to decrease conflict. Similarly, Brown

and Levinson (1987) and R. Lakoff (1990) also see politeness as an important way to
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avoid conflict. Politeness is closely tied with the notion of face. This term was
introduced and defined by Goffman (1967, p. 5) as ‘the positive social value claimed
by a person for himself or herself’. In the same vein, Brown and Levinson (1987, p.
61) define it as ‘the public self-image that every member wants to claim for himself’.
In order not to lose face, people have to communicate cooperatively throughout an
interaction and to attend their faces constantly. Therefore, Scollon and Scollon draw

our attention to the constant negotiation of face since, as they claim, ‘any

communication is a risk to face’ (1995, p. 47).

In communication face threats can arise, which, as Mey (2001) states, can be avoided
or minimized by using mitigation devices (e.g. VL in the present study), which
reduce the effects of impolite statements (cf. Fraser 1980, Caffi 1999). Hence, VL is
closely related to politeness. Hamilton and Mineo (1998) point out that VL can be
used as a strategy to minimize face threat; whereas ‘a precisely worded message
might come across as too personal, threatening a receiver’s self-esteem’ (1998, p. 6).
One of the ways of being polite is to soften the tone, so as to not sound too imposing.
VEs can soften speakers’ tone and make them sound less direct and aggressive, and

consequently the potential for conflict is minimized to the greatest degree.

Yaolyaoshi (/%2 “in case’, 33.33% and 33.1% in N1 and N5 respectively), ragus
(a5 “if’, 17.69% and 18.75% in N2 and N3 respectively), and yixia (— F ‘a little in
scale, scope or capability’, 29.67% in N4) are the most frequently used VEs to show
respect and politeness in each respective Chinese business negotiation as indicated in
extracts (7.18), (7.19), (7.20), (7.21) and (7.22). Besides, other typically-employed
words, kénéng (FIHE ‘may/might/probably/possibly’), youshi (7} ‘sometimes’)
and youdicdnr (5 53 L ‘sort of’) etc., can also be used to maintain politeness where it

is needed.
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7.3.1 Contextualised analysis

(718) ZE M = 4 mfk & B K T, AA
Yaoshi ya san nian zhi bdo jin, na tai changle, na gongsi
HoH 2 ZAT.

zhén de shi shoubulido.

‘In_case the quality assurance deposit is kept for three years, it will be too

long. Then, the company can not really afford it.” (N1S2:116)

In Extract (7.18), by utilizing yao/yaoshi (£:/%%,& ‘in case’), the supplier indirectly
expressed her complaint and dissatisfaction, and avoided the potential direct conflict.

By doing so, she saved both her own face and the client’s face.

(719) R 5%k AC®EfH XD M, X AXN? AREH
Ni shouxian ziji yao you zhége caili, dui bu dui? Ni méiyou
X AWy, (shortlaugh) 1 %A W, & A W2 58 17, Frid
zhé ge céili, (short laugh) yé méiydu yong a, shibu shi a? Wan le, sudyi
oA W, WA+ W, 02 &, HHE kT

WO xidng ne, ragud shiwan ne, (0.2) wo déi kiolii yixia le.

‘First you yourself have to have this financial ability, right? If you don’t have
this financial ability, it will be no use, right? Therefore, | think, well, if it’s

one hundred thousand, well, I have to think it over for a while.’ (N2S1:41)

In Extract (7.19), instead of refusing directly the insurance agent’s offer and possibly
making her lose face, the client showed her respect and politeness for the agent
through the employment of ne (W ‘well’), ragus (41 ‘if”) and yixia (— T “a little
in scale, scope or capability’), which effectively softened her tone and made her

sound quite circumlocutory. Meanwhile, through this means the client also left some
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room for eliciting further negotiation and a good deal in the end.

(7.20) 4R fRBES A XKW, YEAOK, AE W AR
RUQuo ni suishén dai zhé dongxi, xifashui, yagao ne dou yao
i/ QR | 5 X

fang dao tuoyun xingli.

‘If you bring these things with you, well, shampoo and toothpaste must be put

in the checked luggage.’ (N3S2:468)

In Extract (7.20), by using raguo (Wiif ‘if") and ne (We ‘well’), the agent politely
gave the client a suggestion about what he could take with him when he travels.
These two VEs helped the agent not sound too inappropriate when she suggested the

client should put the shampoo and toothpaste in the checked luggage.

(721) W, A E —F AR, (02) & A7 WE KA —
En, zixi kan yixia hétong. (0.2) hai you xianzai ni bu shi yi
AN I R gy &= R OINA R By 2= A
ge ren me? Chuaxian dan fang cha dehua nabian shi dan fang cha féiyong
& = [ B e mRL #OIL Y, EZ ] RE DBt
shi san bai kuai gqian. K¢&yi dao nar xianfu, danshi zanmen jinliang ne jiu
ACHEL XA . R R i BE ml i Bk

bu chiixian zhegé wenti. RAOguo néng cha jinqu jiu cha jinqu.

‘Well, have a look at the contract carefully. In addition, now you are alone,
aren’t you? If a single room price difference happens, the cost there for the
single room price difference is three hundred yuan. You can pay on the spot,
but we will try our best, well, to stop it happening. If we can squeeze you in,

we will.” (N4S1:39)
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In Extract (7.21), the agent knew that requesting the client to pay more for the single
room price difference would hardly be accepted by the client, so she resorted to the
use of dehua (1744 “if’) and ne (W ‘well’) to lower the possibility of this kind of

difficult situation while still successfully conveying the warning in a polite manner.

(7.22) B, WORMI fR #E4 B WRAS ORS We? AR Hix W
Na, Aodaliya ni zhunbe¢i shang nagé daxué ne? Ni mubiao de
Kz ZWRASWe? R ZJe A Wi il & ogi A I
daxué shi nagé ne? Ni yaoshi you qingxiang dehua, wo jiu xiang tingting
(U= T =

ni de mubiao daxué.

‘Well, which university have you planned to go to in Australia? Which is your
targeted university? In case you have a preference, | just want to have a listen

to which university you plan to go to.’ (N5S1:15)

In Extract (7.22), through the use of na (J ‘well’), yaoshi (£:/& ‘in case’), dehua
(fJ1E “if’) and tingting (WrWr ‘have a listen’), the agent asked the client politely
about those questions such as which university the client has planned to go to in
Australia. The above VEs softened the agent’s tone, making her sound quite polite,

respectful and non-threatening the client’s face.

Channell (1994) and Brown and Levinson (1987) point out, vagueness is used as one
way of adhering to the politeness rules for a particular culture, and of not threatening
face. As further illustrated in extracts (7.23), (7.24) and (7.25) below, VEs nage (3
A *well’), yaoshi (22 /& ‘in case’), géng ko (5 %F ‘much better’), na (I
‘well/then’), ragus (Wi if*), dehua (11115 “if*), hén gao (IR “very high’), en (M
‘well’) and ne ("¢ “well”) were used as means of showing respect and politeness in

Chinese culture, and of not threatening face.
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(7.23) 7wt & [FAT, fAlT #B (indistinct) #t & & HiE
Jiu shi ténghéng, tamen dou (indistinct) jit shi ta zhénzhéng
AR BEW% 2 Wil B W e AR X 5 E5a
de dailishang nénggou zai shichang shang zuo de jia. Zai zhé fangmian wo
o2 ERARAT e, A R M T RE IRk
y& yao gén tamen xuéxi, WO bu xidng zai zhéyang zuo le. Ranhou nayang
sz A S WM, TR AT AN, (indistinct, some noise of
gishi yé& dou shi baojia, sudyi dui women nage, (indistinct, some noise of
chair-rocking) /%5 T 1448 B BHER), AT W
chair-rocking) fawu ya chuantong kéhu de shihou (?), women de
(?) E% S0 TP < B S (- /< 0 (7SO A1 I (K (W - < 0
(?) xingxiang zui hao, jieguo baojia de shihou que diyl tamen bao de.
(overlap/indistinct, Mr. Zou laughs short) 22 il H M /T £,
(overlap/indistinct, Mr. Zou laughs short) Yaoshi women bao de ba gian dud,
k. B R (02 AdiE Ba i B 4F. (0.2)
zai jiang, jiang dao zuishio. (0.2) W6 bu zhidao zénme zu0 géng héo. (0.1)
B AT A RS 2 wmb. (0.3)

Na women zuo de dijia shi zuishao. (0.3)

‘Even craft brothers, all of them; it’s the price real sale agents can quote in
the market. In this aspect | will learn from them, and I don’t want to do it like
this. Then, actually that’s also quoted price, well, when serving our old clients,
our image is the best, but, as a result, our quoted price is lower than theirs. In
case we quote over eight thousand, then reduce and reduce to the lowest price.
I don’t know how I can do any better. Well, the bottom price we quoted is the

lowest.’ (N1S2:195)

(7.24) (overlap) fi* @R 7r B84t $RIL Ba&, A FE &R m
(overlap) Ni rugu¢ zai jingwai tixian dehua, nagé shouxuféi hui hén gao.
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‘If you withdraw cash abroad, well, bank charges are very high.” (N3S2:214)

(7.25) W, ZE AW RS R W R 4 AR R IR
En, yaoshi youde xuéxiao, jiu shi shénqing xuéxiao géi ni anpai neizhong
Wi, A B AR, PRl e, IR E LR A AE N 6
keéchéng, jiu bu yong kao yasi, sudyi ne, niyao rdgud bu zai liu yuéfen
AU R BiE, B = A AT b

ba gianzhéng di chaiqu dehua, na ni er yuéfen du bu liao yéan.

‘Well, in case you request some universities to arrange that kind of course,
then you don’t need to take an IELTS test, so, well, if you don't submit your
visa application in June, then you can’t start your postgraduate program in

February.’ (N5S1:187)

McCarthy and Carter (2007) state that from a pragmatic politeness point of view,
vagueness is in many ways the norm, a default position not only enabling speakers to
fulfill requirements of face, but also permitting the sharing of real-world knowledge.
McCarthy and Carter argue that speakers need only allude to the shared cultural
knowledge, and may assume their listeners can fill in the detail. VL is also used to
soften expressions so that they do not appear too direct or unduly authoritative or
assertive as in the example Zhang xiiojie, WO hdi xidng zai wen yixia. Jiu shi i
zhégé shangmian xingchénganpd ma, rd you shénme hadié gi a, beiké guin dou
gdnjué ting you rén de. (3K/NH, FIEA TR — T . BRRIXA L HATRE L HEWK,
WA AT 2 RGBT, D12 AR I #E 75 N1 . Miss Zhang, 1’d like to ask another
quick question. The itinerary arrangements here, like what, Butterfly Valley and Shell

Museum, all look attractive. N4S2:78).

All the above examples show some of the ways in which VEs are used to convey
politeness. Being vague is one of Brown and Levinson’s off-record strategies which

can be used in such a way that a speaker’s ‘communicated intent remains ill-defined’
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(1987, p.225). Actually, this so-called ‘ill-defined’ indirectness of speech allows the
speaker to ‘give a bow to H’s face’ and, as a result mitigate the threat of the FTA

(Brown and Levinson 1987, p.225)

As evidenced in extracts (7.18) to (7.25) above, VEs can maintain the prestige of
both negotiating parties and avoid the embarrassment from the direct controversy, in
respect that those expressions can make their requirement and intention understood
without being spoken explicitly. To be polite in social interaction involves people’s
cooperation in maintaining each other’s face. In this sense, polite behaviours exist as
a protective mechanism to keep people’s face from being threatened. This is, in a
large part, due to the vital role face plays in Chinese social life. VEs can display
well-behaved manners and make a good impression on others as well. Particularly,
for the Chinese negotiators, they are distinguished by concern for ‘face’ and
‘specialization’. Negotiators must not be forced to lose face by, for instance, having

to state explicitly an admission of wrong doing during negotiations.

To sum up, as the above examples show, VL can convey subtle, but salient
information about the speaker’s attitude towards the interlocutor or the business at
hand, and can be used strategically for politeness. Successful use of such strategies
can contribute towards a good business relationship, and ultimately successful

business interactions.
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7.3.2 Social factor comparison

WM Distance W Age Gender

20.0%
18.0%
16.0%
14.0%

12.0% —
10.0% —
8.0% —
6.0% —
4.0% —
2.0% —
0.0% ‘ ‘ ‘
D= D- D+ A- A+ F

Figure7.5: Threefactors' influence on theuseof VL for politeness

As indicated in Figure 7.5, VL for politeness was needed most for the strangers’
context (D+). The acquaintances (=D), and the friends (D-) did not utilize it that
much as the strangers did. This suggests that the distance factor did have an overt
influence on the choice of VL for politeness, and the fact that the negotiators who
did not know each other utilized VL for politeness more often implies that in
Chinese business negotiations, strangers are more polite to each other in order to
give each other a good impression, create a more harmonious atmosphere to have a

good start in doing business.

It also shows that age and gender factors did have an impact on the choice of VL for
politeness in that the younger (A-) negotiators and the females used more such VEs
than the older (A+) negotiators and male negotiators. It implies that in Chinese
business negotiations, younger negotiators and female negotiators may be more

polite than older and male negotiators. Among all three factors, both distance and age
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factors seem to have more influence on the use of VL for politeness than the factor of
gender, which suggests that it is the factors of distance and age that may play a more

prominent role in negotiators’ choice of VL for the politeness purpose.

30.0%

[JSpeaker 1 (N1- A: 56, M; N2-
0,

25.0% A: 54, F; N3- A: 60, M; N4- A:

24, F; N5- A: 55, F)

20.0% M Speaker 2 (N1- A: 37, F; N2-
A:54,F; N3- A:32,F; N4- A:
32, F;N5-A: 21, F)

o M
15.0% O Speaker 3 (N1- A: 45, M)

10.0% |
W Speaker 4 (N1- A: 39, M)

5.0% |

Total

0.0%
N1(D=) N2(D-) N3 (D+) N4 (D+) N5 (D+)

Figure7.6: VL used for politeness

As shown in Figure 7.6, interestingly different from Section 7.1 and 7.2, it seems that
most purchasers (Speaker 1 and 4 in N1, Speaker 1 in N2 and N3; Speaker 2 in N4)
employed more VL for politeness than the sellers (Speaker 2 in N1, N2 and N3;
Speakerl in N4). This finding contradicts our common perception that sellers would
generally be more polite than their customers. A possible reason for this tendency is
that the purchasers in this study may purposely show their politeness towards the
sellers and give face to them to make them feel good about themselves, and in this
way the purchasers might have a chance to cut a good deal. The exceptional case N5
was about an overseas education business that tends to be more profitable for
agencies, where the agent used more VL for politeness to make the client feel more

comfortable and pleased, so that she could finally sign the contract.
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Polite and indirect communication prevents embarrassing moment that might
threaten the face of either speaker. In Chinese societies, ‘face’ is central to much of
social behaviour, and people talk of giving, harming and protecting face. It is
considered impolite to make others lose face, for example, by embarrassing them in
public. Giving face to people through elaborate forms of respect and obligation is
considered polite. Bond and Hwang (1986) comment that the concept of ‘face’ is not
an exclusively Chinese one, although the ways in which ‘face’ operates appear to
vary considerably from culture to culture (Bond and Hwang 1986 pp. 244-245). In an
individualistic culture, for example, individuals are free to choose the image they
project to others. Goffman (1955 p. 213) was referring to this when he stated that
‘face’ is “the positive social value a person effectively claims for himself by the line
others assume he has taken during a particular contact. Face is an image of self
delineated in terms of approved social attributes’. Infringement of that face leads to a

very personally-based embarrassment.

In Chinese societies, on the other hand, ‘face’ is far more socially-based, and rooted
in the collective perspective. The Chinese are, to a greater extent compared with
Westerners, constrained by the existing social order. This social order requires that
people respect their relative positions within the order, and accord respect, or ‘face’,
to those around them (both superior and subordinate). In Lafayette De Mente’s terms,
this means ‘doing everything possible to protect your face and the face of family and
friends and stoically accepting the natural and manmade vicissitudes of life as things
that cannot be avoided’ (Lafayette De mente 1994 p. 169). Moreover, Hofstede
(1980) comments that “face’ in Chinese societies is often used for social control
which ‘works’ in situations where formal authority itself would not be enough,

especially informal situations.

Methods of communication vary among cultures. Chinese people rely heavily on
indirect, more complex methods of communication as Chinese culture is a high-

context culture (Hall and Hall 1990). According to Hall and Hall, a high-context
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communication is one in which most of the information is either in the physical
context or internalized in the person, while little is in the explicitly transmitted part
of the message. In Chinese language, subtlety is valued and much meaning is
conveyed by inference. One of the most often-mentioned expressions of indirect
communications is the reluctance of Chinese to say ‘no’ directly. Vague indicators
such as ‘maybe’, ‘perhaps’, ‘rather’, ‘inconvenient’, ‘difficult’ and ‘I will consider it’
can mean ‘no’ in Chinese culture. Sometimes ‘yes’ only means ‘maybe’. VL is
therefore often used in such a genre like Chinese business negotiations to mitigate

potentially face-threatening acts (Brown and Levinson 1987).

7.4 Informality

VL tends to be associated with informal conversational settings. VL, as Crystal and
Davy (1975, p. 111) point out, ‘is one of the most important features in the
vocabulary of informal conversation’, since a lack of precision and intellectual
control “helps create a relaxed conversational atmosphere and establish interpersonal
rapport’ (p. 112). In other words, VEs such as zhiléide (2 Z5H) ‘that sort of thing’)
and shénmede (fI'4 I¥) ‘stuff like that’), which signal referential imprecision,
simultaneously serve important affective functions. Different languages have
different socio-pragmatic norms and conventions for the appropriate deployment of
vagueness for informality purpose. McCarthy and Carter (2007) also note that
vagueness is both necessary and desirable in informal interaction, since its absence

can make utterances blunt and pedantic.

Na/nageé (/A “well/then’, 40.51%, 32.53% and 28.91% in N1, N2 and N4
respectively) and zh&/zhége (IX/iX1~ ‘well/then’, 31.82% and 34.4% in N3 and N5
respectively) are the most commonly employed VEs in the realization of the
pragmatic function of informality in each of the five respective Chinese negotiations.

Incomplete utterances, na/nagé (/B4 “well/then’) and zhé&/zhegeé (iX/iX 4
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‘well/then’), yixia (— F ‘a little in scale, scope or capability’), and en ("¢ ‘well”) etc.

signal this as informal as revealed in extracts (7.26), (7.27), (7.28), (7.29), (7.30) and

(7.31):

7.4.1 Contextualised analysis

(7.26)

W wmR—migFis Wik % 7 ais ol @
Nawo géini yifén haiyun de gidn, wan le kongyun wo zai géi
PR, B B At W KT WK .

ni jia, na wo bujiu peida le ma.

‘Well then, | pay you for ocean transportation, and after that | pay extra for

air transportation on the top of that. Then I will pay too much.’ (N1S1:22)

In Extract (7.26), the client used na (JI! “‘well then’) to link his utterances, creating an

informal and relaxed atmosphere, which would help to ease the nerves of the

negotiators on both sides.

(7.27)

+ o og#, B Bk W AR A uF B4

Wang jingli, nagé shangci ting nimen gongsi jiang de nage

WE ks, 4 R Nd XA R b B ORE A
caifu luntan, dangzhong jiu shi jieshao zhége bijiao hao de baoxiin pinzhong,
nE, g, EW A W, M, B AR IR OB R

ha, wone, feichdng xiang tingting, ha, jiushini, ni de yijian la.
6 7, FE OB R BA, e A /N B S S8
Wan le, zhuyao jiu shi ni ndgé, feénhong pinzhong jiu zhiiyao shi méiman
N BRI Rl ot T ok UE W, R
rénshéng. Ta de nage tedian, jiu shiduiyd wo lai jidang, a, wo de

TR, A S AR IBAS, R B Me, TREE OB E MW

yaoqil, xiang mai ni ndgé, nimen de chanpin ne, zhtyao jiu shi lidng
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gé, wo de, yi ge shi yao you bdozhang, di ér ge ne

‘Manager Wang, well, last time | listened to that Fortune Forum by your
company, in which well, better varieties of insurances were introduced. Well,
I very much want to listen to, well, your advice. It’s mainly, well, profit-
sharing kind, i.e. mainly ‘Perfect Life’. Well, its main feature is, to me, well;
if 1 want to buy your products, well, I mainly have two requirements. One is

that it must be of a protective function, and well the other one is” (N2S1:1)

In Extract (7.27), nage (84~ ‘well’) ha (¥ ‘well’) and ne (W ‘well’) were
repeatedly utilized by the client, which made her utterances smooth and well
maintained, and at the same time set a positive, easygoing and relaxing tone from the
outset of the negotiation, establishing a favourable setting for the following

negotiation.

(7.28) #4F! WA, (0.1) XA (0.2), Ik 7 AT FH ik W,
Nin hio! En, (0.1) zhégé (0.2), wd zai nimen qing Il a,
A L ANE O GRWE T 2 ke WL N w2 RS &
zhégé chiiqli waiguo liiyéu le dudshao ci. A, cong anpai, fawl geé
Jiil #OARE WEE. W, AR M ESNW, AR K
fangmian dou feéichdng manyi. En, jintian liyong jiagi a, xiang zaici
()2 URAT X ok AR () B RE, BB H i WA TR
(.) dao nimen zh¢ 14i banli () dao aiji,  aiji shiriyéu, a, zheégeé lHiyou
mH, 3,

xiangmu, en.

‘Hello! Well, well, I, with your Youth Travel, well, travel abroad many times.
Well, from arrangements to services, it was very satisfactory in each aspect.

Well, today using the break time, I want to book with you again the tour to
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Egypt, a ten-day tour to Egypt, well, this tour programme, well.’ (N3S1:1)

Similarly, in Extract (7.28), the client kept employing en (" ‘well’), zhégé ((X/™
‘well’) and a (" “well”) to well connect his utterances and meanwhile, make himself
sound quite informal and relaxed, ensuring a natural interaction from the very
beginning of the negotiation. Thus, the interpersonal rapport could be established as

well, which contributed to the success of the negotiation.

(7.29) W&, *F, WK 1, iR HL. MAAT XA Bk
En, dui, shuangfei de, wangfan feiji. Z&nmen zhege libian
BAE A G 2 W, R W R WL, b f B IRL K
baokuo nagé zhusu féia, nabian de yongcan a, hai you nage nabian de
S WS, & A mAN IRiTA B9 ORES IX2E (overlap)
dioyoéu fawl, hai you zdnmen liixingshe de bioxiin zhéxié (overlap)
#oaRE fEN

dou baoku0 zainei.

“Well, right, it’s round trip, return flight. Ours includes, well, accommodation,
well, meals there, and well, tour guide service fee; in addition, our travel

agency’s insurance is included as well.’ (N4S1:7)

In Extract (7.29), through the use of en ("2 ‘well’), nage (F1~ ‘well’) and a ("
‘well”), the agent showed her informality and friendliness towards the client, making

the client tangibly feel the inclusive benefits and the light-hearted side of the travel.

(7.30) =il LMk, MR, vk Mk, XA, A s 1
Kuaiji zhuanye, en, Kkuaiji zhuanye, zhégeé, you lindin de
XA R Wiz & 4 M), Hi B A e XL

zhége shangxuéyuan, yinggai shi zui hao de, danshi néng bu néng qu shang
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XA AR A IR ORE RS B HE I EEK R, KE
zhegeé xuéxiao yao kan ni de daxué chéngji. Na qita de guojia ne, M¢e&igud
O™ 5 o, BRI ERAE H —F W, 7
(.) lidng nian yanjiashéng, Aodaliya yanjitashéng you yinian de, you yi
FOEW, AW F e XA B, W PHE 2k
nian ban de, you lidng nian de. Zhegé ne, zan Zhongguo de xuesheng
M kL, A O W E R

yibande qu, dou shi xué liang nian de yanjitishéng kéchéng .

‘Major in accounting, well, major in accounting, well, there is, well, London
Business School, which should be the best, but whether or not you can go to
this school depends on your university grades. Well then, for the other
countries, the length of schooling for postgraduates in the U.S. is two years,
and that in Australia is one year, one and a half year, or two years. Well, the
Chinese students generally go to study a two-year postgraduate program.’

(N5S1:13)

In Extract (7.30), the agent made her thoughts and utterances well organized and
interlinked through the employment of en ("2 ‘well’), zhege (iIX4~ ‘well’), na (Y
‘well then’) and ne (W2 ‘well”), and simultaneously made her expression informal,

intimate and convincing.

(731) IRAM 5 OB K B, w2 A K 1
Ni bu yong xié de tai juti, jitushi yigé dagai de gingkuang.
QUEE R AR B M 2 T T RN A
Lingguan na mian gianzhéng de shihou yao lidoji¢ yixia ni gérén de zhégé
29 IR W, AN A T AN ERS
el Ho #ERE 0 8RR, (0.5)

tebié de zhunque de neéizhong.(0.5)
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“You don’t have to write in detail, just general information. The consulate
will have a guick check on your, well, individual financial situation when
they process the visa. Well, it’s just for a quick check. It doesn’t have to be

especially accurate.’ (N3S2:68)

In Extract (7.31), in order to reduce the seriousness of the visa matter, the agent
purposely utilized yixia (— & ‘a little in scale, scope or capability’), zhégé (iIX4
‘well’) and en ("2 ‘well’) to make her explanation sound quite informal and relaxed.

Thus, the client’s tenseness and worries about this issue could be eased.

VL is usually considered to be a typical feature of informal, casual conversation
(Chafe 1982, Powell 1992), while the examples in this data demonstrate that VL is a
pervasive feature not just of casual conversation, but of much work-related talk as
well. As shown above, referring vaguely to items or categories enables emphasizing
the common ground that exists between negotiators, even if perhaps they do not
know each other that well. This has the effect of making the tone of negotiations
more friendly and informal, and allows negotiators to reaffirm their existing

relationship or establish familiarity in a new relationship.

Furthermore, as exemplified above, the instances of VL for informality in the data
can help to maintain the relaxed atmosphere and create more favourable and friendly
negotiating environment, which greatly facilitates the success of negotiations. As
Aijmer (1984, p. 124) observes, vague elements such as ‘kind of’ function to prevent
speakers from sounding too imposingly expert, while contributing to the informal
tone of the interaction. Despite its significant function in managing tensions and
minimizing impositions, the strategy of VL performing the function of informality

has been neglected in the existing literature on business negotiations.
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7.4.2 Social factor comparison

E Distance W Age Gender

45.0%
40.0%

35.0%

30.0% —
25.0% —
20.0% —
15.0% —
10.0% —
5.0% —
0.0% \ \ \
D= D- D+ A- A+ F

Figure7.7: Threefactors influence on theuseof VL for informality

As demonstrated in Figure 7.7, the acquaintances (D=) did not employ much VL for
informality as the friends (D-) and the strangers (D+) did. This indicates that the
factor of distance did have an influence on the choice of VL for informality. The fact
that friends utilized such VEs the most does make sense in that they are quite
familiar with each other and would like to display such intimacy through VL for
informality. A possible reason for strangers to use more VL than acquaintances for
this purpose is that they might want to intentionally create a more relaxed
negotiating environment through such VEs to ease the tentions and stress caused by

the unfamiliarity.

It seems that the age factor had more influence on the choice of VL for informality
among the three factors. The older (A+) negotiators more frequently utilized it than
the younger (A-) ones. The speculation for this phenomenon is that the older

negotiators are more experienced in creating a favourable negotiating atmosphere by
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using VL for informality. Differently and intriguingly, the gender factor did not have
an impact in this case, as both females and males employed a similar rate of this type
of VL, which shows the way in which VL is used for informality is very similar

between the two gender groups.

50.0%

0S peaker 1 (N1- A: 56, M;
45.0% = N2- A: 54, F; N3- A: 60,
M; N4- A: 24, F; N5- A:
40.0% 55, F)

. ] m S peaker 2 (N1- A: 37, F;
35.0% N2- A: 54, F; N3- A: 32,
30.0% | I F; N4- A: 32, F; N5- A:

21, F)
25.0% O S peaker 3 (N1- A: 45, M)
20.0%
15.0% E S peaker 4 (N1- A: 39, M)
10.0%
5.0%
H Total
0.0% +

N1 (D=) N2 (D-) N3 (D+) N4 (D+) N5 (D+)

Figure7.8: VL used for informality

As reflected in Figure 7.8, the same as Section 7.3, it appears that all the purchasers
(Speaker 1, 3 and 4 in N1, Speaker 1 in N2 and N3; Speaker 2 in N4) utilized more
VL for informality than the sellers (Speaker 2 in N1, N2 and N3; Speakerl in N4)
except N5, where speaker 1 (the seller) used more VL for informality among all the
negotiators. The findings indicate that the purchasers were more relaxed than the
sellers in the encounters, for the former used more VL for informality. To have a
good deal, purchasers would normally like to use more VL for informality to
establish a closer relationship with sellers first and then create a more favourable
negotiating atmosphere. The exceptional case in N5 could be due to the nature of
‘much at stake’ business and the young client, where the agent tried extremely hard
to create an informal and relaxing atmosphere, which would help to loosen up the

young purchasers’ tense nerves and reach the seller’s goals more easily.
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7.5 Filling in lexical gaps

Channell (1994) argues that speakers make use of vagueness to convey meaning in
situations where they do not have at their disposal the necessary words or phrases for
the concepts they wish to express. Moreover, Jucker et al. (2003) claim that vague
utterances allow speakers to maintain fluency when they cannot access information
at the point where it is needed in the conversation. In some cases, speakers may have
information potentially available, but they cannot access it in a timely way. They
may then decide that the processing cost of accessing it, and the cost to fluency are

not warranted in terms of any benefits to be gained by precision.

As Channell (1994) points out, vagueness is a ploy speakers use when they cannot
find the words they need. Word-finding difficulty and lexical lack in the language
have been identified as two situations where a speaker might use a VE. Na/nage
(GBS “well/then’, 39.83%, 42.01% and 29.84% in N1, N2 and N4 respectively)
and zhé&/zhége (iIX/iX™ ‘well/then’, 28.1% and 33.77% in N3 and N5 respectively)
are most utilized VEs in performing the pragmatic function of filling in lexical gaps
in each respective Chinese business negotiation. En ("2 ‘well”), ne (W¢ ‘well’) and a
(" “well”) etc. are also frequently employed VEs next to the above two for this

purpose. This can be illustrated in the following extracts:

7.5.1 Contextualised analysis

(7.32) AT A U, B2 LA, W 2 Rk IRAD
Women shi shud, xiang shinagé, jiu shi shud bidoda women
b, AT = B, BE

de nanchu. Women hui nuli, kankan

‘We are saying, like, well, that’s to say, expressing our difficulties. We will try
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hard and see’ (N1S2:233)

In Extract (7.32), the supplier had to think a bit harder to find an appropriate word to
express her difficult situation. By using nage (J5/™ “well”), she naturally filled in her

lexical gap and finally found the term “difficulties’.

(7.33) £ 4B, WA fa, wta, EA RE I
Wang jingli, nagé shénme, jiu shi, zhégé baodan dehua, jiu
o ks & 4 11195 S = S 7
shini g& wo de shouyi bido dangzhong de ni zheége shén cun baoxian jin
MUEAS Bl fRES & BAR 2O, efl] 2 M 2 A

hé nage shéngu baoxian jin yiji hdéngli, tamen zhijian de gainian shi shénme?

‘Manager Wang, well, what, well, if this policy; in the earnings statement you
gave me, what are the inter-related ideas of and among, well, life insurance

money, well, Death Benefits and the dividend?’ (N2S1:573)

In Extract (7.33), the client might not be very familiar with those insurance technical
terms and access them in a timely manner. With the help of nage (54 ‘well’) and
zhége (iIX™ ‘well’), she maintained her speech fluency and made her thoughts well

expressed.

(734) EE & AH fta, W. 01) 5 L BB A H,
W0 kankan hai you shénme, a.  (0.1) Nannii, peiou, chiishéng ri,
W . (0.4) /872 @A 4TE fesk 22 BER 7B ESL
bixa xi€. (0.4) Ni zai guéwai disuan huaféi dudshao? Suishi zai guéwai
W s . X E A . X OED 4F faise W, &
de shisu feiyong. Zhé dou bu yong. Zhé dou hio jiandan a. WO zai
R A, B RA R XA SR AR R B &

wen xia zhege, ta zhegé shi, zhege san tian zai chuan shang, shi ba?
207




‘Let me have a look at what else there is, well. Sex, spouse, and date of birth
must be filled in. How much have you planned to spend abroad?
Accommodation cost any time abroad. There is no need to fill in these. This is

all so simple. I’d like to ask about this, well, well, well, it’s three days

onboard, isn’t it?’ (N3S1:69)

In Extract (7.34), it looks like that the client suddenly forgot what he wanted to ask.
Through the repeated use of zhégé (X~ ‘well’), he kept his utterance going and

meanwile allowed himself some time to recollect his thoughts on the question.

(7.35) M, Xf, —& &XF . AT B ORL HE O
En, dui, yiding shi zhéyang de. Women dao nabian kénding jiu
Fou TlF MR R XA ot B A Bk A
shixian daoyou génju ni zhege jiu shinage. Shénfénzhéng shang bu dou
e B OFR m?

shi you nianling ma?

“Yes, right, it must be like this. We will, and the tour guide there will surely

do it in advance according to, well, well. Isn’t there age on the ID card?’

(N4S1:123)

In Extract (7.35), the agent could not have at her disposal the necessary words or
phrases for the information she wished to convey. Utilizing zhégé (iX™ ‘well’) and
nage (1~ “‘well”), she filled in the lexical gaps and ensured her ideas were delivered

continuously.

(7.36) (overlap) A8 1R it &2 A & MNiz e fr, B2

(overlap) Nani jiu shi bu shi yinggai xianzai cun, yaoshi
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WAE A7 BEE, BE 2 =8, UL L Ny By L L /B
xianzai cun dehua, xianzai shi sanyue, si, wa, liu, qi, ba, jiu, déishi
Ay A weEvg, B H & B = O K, b Rid s —
yuéfén cai néenggou, na jiu shi gan ér yuefén de, hai you ni hai you yi
A, He B R R EE, XA, RS o)L T HEE
gé wenti, wo yao gén ni shud qingchu, zhége, ni yasi wu dianr wi, Yyasi
T R 171 T 19 7 KO- S N & 5 S =0 | I 71997
wiu dianr wit dehud, ni rGgud yao Xidng gan ér yuefen du yan, na ni hai
ANfE A 3SR, RE g R sk XA A

bu néng shi yuefen di gianzheng, ni yao géi ni liu chalai zhege wu ge
JIo5 el B INE, 2 AN R Wiz 2 B AN AA
yue xué Yingyt de shijian, shi bu shi? Yinggai shi zhege wu gé yué zudyou
e, By AR ER Tos)L T AR R XA T A 4R [HR
ba, yinwei ni yasi wu dianr wia, na ni zheé, zhege ér yuefén wang hui tui
A H, Nz 2L L A®?

wu gé yue, yinggai shi ji, ji yuéfen?

‘Well, you should deposit the money now, shouldn’t you? If you deposit it
now, it’s March now, April, May, June, July, August, September, and it won’t
be long enough until October. Well, that’s to apply for February. In addition,
you still have a problem I need to explain clearly to you. Well, your IELTS
score is five point five. If the IELTS score is five point five, and you want to
start your postgraduate program in February, then you can’t submit your visa
application in October. You need to allow you, well, five months to study
English, don’t you? It should be, well, about five months because your IELTS
score is five point five. Well then, five months back from February, what

month would it be?’ (N5S1:173)

In Extract (7.36), the overseas study agent tried to calculate the client’s preparation

time for the deposit and visa application, which was a complicated matter to explain
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clearly. Through the employment of zhé&/zhégé (iX/ix™ ‘well’), she was able to put

her views well in a consecutive manner.

(7.37) & Hir  R&E, W, AR 22 U KA B
W0 mubiao daxué, en, dangran shi jiu shiba da mingxiao bijiao
af, B R BT i Tl R A R
hao, huozhé shi nageé jiu shi shué kuaiji zhuanyé bijiao youming de shi
WA Z2 . ZFER KA.

nagé mai, maikaoli daxué.

‘My targeted university, well, of course it is probably better to be one of the
top eight universities or, well, the university whose accounting major is quite

famous, namely, well, Macquarie University.’ (N5S2:16)

In Extract (7.37), the client had a difficulty remembering the name of the university
she wanted to apply for. By using en ("2 ‘well’) and nagé (A1~ “well’), she filled
the lexical gaps while allowing herself some time for thinking, and thus maintained

the flow of her talk.

As shown above, such examples arise both where negotiators do not know the
necessary word, or where they forget it, since in both cases, for the purpose of the
utterance in hand, negotiators lack knowledge of the word. Related to this is the
temporary lexical gap which occurs when a negotiator cannot remember a word or
name, which can be filled with VEs such as shénme/de (fI-4/f#) ‘whatisit/stuff like
that’), shawanyir (%It )L ‘whatisit’), zhéyang/shir (XA£/2L)L ‘thus’), name
(4 “then’), etc..
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7.5.2 Social factor comparison

WM Distance W Age Gender

45.0%
40.0%

35.0% —
30.0% —
25.0% —
20.0% —
15.0% —
10.0% —

5.0% —

0.0% \ \

D= D- D+ A- A+ F

Figure7.9: Threefactors influence on theuseof VL for filling in lexical gaps

As presented in Figure 7.9, VL for filling in lexical gaps was most utilized by the
friends (D-) and then by the strangers (D+); the acquaintances (D=) least employed it.
This result shows that the distance factor did have an overt impact on the choice of
VL for filling in lexical gaps. It could be interpreted that when friends negotiate, they
feel most free to use such VEs to maintain the flow of the negotiating process as they
know each other well and feel quite relaxed. As for strangers, a possibility could be
that they could not help but to employ VL for this purpose, due to their tenseness

around people they do not know.

The fact that the older (A+) negotiators used more VL for filling in lexical gaps than
the younger (A-) ones indicates that the age factor also had a major influence on it.
However, the gender factor did not seem quite relevant here since such VEs were

equally employed by both females and males.
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50.0% S peaker1 (N1- A: 56, M;
45.0% 1 N2- A: 54, F; N3- A: 60,
M; N4- A: 24, F; N5- A:

40.0% [

55, F)
W Speaker2 (N1-A: 37, F;
35.0% ‘ N2- A: 54, F; N3- A: 32,
30.0% F; N4- A: 32, F; N5- A:
21, F)
25.0% S peaker 3 (N1- A: 45, M)

20.0% |
15.0% | | S peaker 4 (N1- A: 39, M)
10.0% |

5.0%
W Total

0.0%
N1(D=) N2 (D-) N3 (D+) N4 (D+) N5 (D+)

Figure 7.10: VL used for filling in lexical gaps

As shown in Figure 7.10, the sellers in N1, N2 and N3 (all are Speaker 2) employed
less VL for filling in lexical gaps than the purchasers (Speaker 1, 3 and 4 in N1,
Speaker 1 in N2 and N3); in particular, Speaker 2 (the female supplier) in N1 did not
use much VL for this purpose. This might be a reflection of the sellers’ good memory
needed for their profession, and mastery of the knowledge in their own fields. On the
other hand, the sellers in N4 and N5 (Both are Speaker 1) utilized more VL for filling
in lexical gaps than the purchasers (Speaker 2 in N4 and N5). A possible reason for
the youngest seller (Speaker 1 in N4), using more VEs for this purpose is that she
might be more nervous or inexperienced. As for Speaker 1 in N5 who used such VEs
the most, it could be that she was over cautious in her word choice so as to ensure

she can make more profits from the success of the negotiation.

7.6 Giving theright amount of infor mation

According to Channell (1994), VEs are one device which speakers use to tailor their
contributions so that they give the right amount of information for the purpose of the

conversation. The amount of information given is tailored for the perceived purposes
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of the interaction and VEs can be used where less precision is judged to be required.
In most situations, VL is just as relevant and effective, if not more, as non-vague

language (Jucker et al. 2003; Zhang 2004a, 2004b).

Didgnrlyidianr (x3)L/— i)l ‘a little’, 44.23% in N1), yixielxie (—%&/%E ‘some’,
22.03%, 50.6%, and 39.62% in N2, N3 and N4 respectively) and hén (1 ‘very’,
33.93% in N5) are the most frequently employed VEs in giving the right amount of

information observed in the data., as shown in extracts (7.38), (7.39), (7.40), (7.41)
and (7.42) below:

7.6.1 Contextualised analysis

(7.38) WLl > —gULM? By B XA R A2,
Keyi shdo yididnr ma? Yinwei ta zhege chanpinde jiu shi,
firks z2m Rl he W AERE B 2B iR e

jiagé kongjian tebié xido. You méi you kénéng zai shdo yixi€ zhi bao jin?

‘Can it be a little less? Because its, this product’s, price range is especially

small. Is it possible to reduce some quality assurance deposit?’ (N1S2:65)

In Extract (7.38), the supplier deliberately employed yididnr (— #5)L “a little”) and
yixie (—% ‘some’) to express her expected amount of the reduction vaguely. By
doing so, she not only clearly expressed what she expected but also left more space

for further negotiation on the possible amount of the reduction.

(7.39) 2 W4 i MR- AW B WO R K
Jiu shi gangcdi wo shud de diyi gé a. Ta de hongli chixu de
N K. & A — At AT WAE HET XA
shijian zui chang. Hai you y1 g¢ jiu shi women xianzai muqian de zhége
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g R OIAE MR R = 2. Ba iEkEE B,
nianling. Ni xianzai de nidnling shi wiishi san sui. Name xuanzé wu nian,
MR s ot \NZ 7. B4 alge B /0 28 B,
na ni yijing wushi ba sui le. Name kénéng yihou zai zuo yixié licai de,
I A I O N i sl N1 I A N L P = S A I
kénéng you xi€ chanpin dao wishi wi sui kénéng jiu xianzhi. Zhége ménkan
AR RE E T, BLAE XA FR B k& I Ik
jiuba ni xianding zhu le, sudyi zai zhégé nianling duan zui hao xuanzé
e K R, K 2B

shijian chang yixi¢ de, chang yixi¢ de.

‘It’s just the first one I said. Its annuity will last the longest. Another one is
our present age. Your present age is fifty three years old. Well then, if you
choose the five-year one, then you will already be fifty eight years old. Well
then, if you buy some financing products again in the future, some of them
may have some restrictions for people aged fifty five. This threshold will
restrict you, so at this age, you’d better choose a longer one, a little longer

one.’ (N2S2:126)

In Extract (7.39), the agent did not have to precisely point out to the client how many
financing products she would buy in the future and could not tell exactly either how
many the client could possibly buy in the future, so she effectively utilized yixiélxié
(—4&/4E ‘some’) to give just the right amount of information for her perceived

purpose of interaction.

(7.40) X, fRAarblay —5k ko AR BEH AT X
Dui, ni kéyi dai yi zhang kd. Ranhou suishén dai de zhe zhong,
g e A H W K Z, 8 2% IRk 8 i

jiu shi xianjin bu yong dai tai dud, jiu zUgou ni mai yixié Xido jinianpin
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Mot 2 8% B A K AL K M AAr) BTl T Wl Ui —
hé jiu shi lu shang ziji mai dianr shui hé shénmede jiu kéyi le. Rugué wanyi
ST R | I S S Bt | N i = ot ol NN
ni you jiu kan dao hdo de yixié tebié, jiu shijiagé bijiao gui de, da

1R 78, PR aTLL & W%, BRLL st A B (overlap) BE& A
de dongxi, ni kéyi shuaka xiaofei, Sudyi jiu bu yong (overlap) suishén dai
Wa 2z Bl

name dud xianjin

‘Right, you can bring a bank card. Then, you don’t need to bring, well, too
much cash with you, and just enough for you to buy some small souvenirs
and a little water for yourself on the way, and things like that. If you see some
good and special, relatively expensive big things, you can swipe your card, so

you don’t need to bring so much cash with you.’ (N3S2:212)

In Extract (7.40), the agent was giving the client some suggestions on how much
cash he needed to bring and what he might want to buy during the travel. Under such
circumstances, the amount of information was tailored by the agent through the use
of tai dw/dué (/%1% ‘too much/much’), dignr (f )L ‘a little’) and yixie (—4&
‘some’) for the purpose of the conversation, since the agent assumed that the client
understood how much cash would be too much to him and exactly how many

souvenirs or how much water he needed.

(7.41) W4, 4F, W, (0.2) AT M ATEE XL, R
En, hdo, xiéxie. (0.2) women de xingchéng shi zhéxi€, rdnhou
A W . X oE R W7 5 Ml & A
wo xiang wen yixia. Qu wan zhéxie difang hou zanmen hai you
R M, w2 B HH B OIRLE, W2 W B e,

bié de difang, jiu shi gén dangdi de naxig, jiu shishuo xiang birug,
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*EH £ H o ¥ s W RO AR R
wo kan hdo dud you shénme gouhud huddong a. Gén dangdi rénmin yigi gdo
ue gy, RLE, g

yixi€, yixi€ huédong, naxi¢, you ma?

‘Ok, well, thanks. This is our itinerary, and now | want to ask. After visiting
these places, do we have any other places to go to? Say, with the local, well,
for example, | see there are so many activities, well, like the fire activity.
Let’s organize some activities together with the local people, shall we?’

(N4S2:170)

In Extract (7.41), the client asked about the activities she might have a chance to take
part in during the travel. In this case, she was not sure about how many she could
have, thus less precision was judged to be required. Hence, she correctly mentioned

the amount by utilizing yixié (—£¢ ‘some’).

(7.42) X, AR G PO AT A8 2 K
Dui, ta céinéng jieshou, yinwei tamen renwei xué dud chang
[T e $em 24 )L fbA] # 2, 7 X J7IH T
shijian néng tigao dudshao fenr.  Tamen dou shi, zai zhe fangmian shi
R’A &k 1, R ow R @ W .

hén you jingyan de, Xuéxiao jiu shi zheyang géi anpai de.

‘Right, it can admit you because they know how much students can improve
their marks in a certain amount of time. They are very experienced in this

aspect, and it’s arranged like this by the university.’ (N5S1:67)

In Extract (7.42), the agent might not know how experienced those examiners were
or did not want to tell even though she might know, as she judged that the precise

information was not needed in this situation. By employing #én (1R ‘very’), she
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could not only realize the purpose of the negotiation, but also enhance her assertion
and make her explanation more firmly expressed and persuasive. Thus, she tailored

her words, so that she could give the right amount of information for her purpose.

Jucker et al. (2003, p. 1743) argue that ‘more precise expressions imply to the
listener that more individuation and focus is needed, whereas less precise expressions
imply that a referent can remain in the background and that processing resources
should be directed to other elements of the situation.” As in (7.38), (7.39), (7.40),
(7.41) and (7.42), negotiators employed VEs to make their contributions as
appropriate as required. Examples like these also illustrate the working of the maxim
of Quantity (Grice 1975), part of which is the rule of “do not say that for which you

lack sufficient evidence’ and “‘do not say more than you need to say’ (1975, p. 46).

7.6.2 Social factor comparison

EDistance W Age Gender

12.0%

10.0%

8.0%
6.0%
4.0%
2.0% —
0.0% ‘ ‘
D= D- D+ A- A+ F

Figure 7.11: Three factors influence on the use of VL giving the right amount

of information
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As indicated in Figure 7.11, there is much more discrepancy in all three factors
compared with the other five VL pragmatic functions discussed previously. It seems
that all three factors almost equally have a big influence on the use of VL giving the
right amount of information. It was prominently required for the strangers (D+), the
younger (A-) negotiators and females. A possible explanation for this different trend
could be that unfamiliar negotiating opponents for strangers, carefulness of younger
negotiators and stronger sense of prudence and meticulousness for females have
probably contributed to these three groups’ preference for VL giving the right

amount of information.

16.0%

S peaker1 (N1- A: 56, M;
N2- A: 54, F; N3- A: 60,

14.0%
M; N4- A: 24, F; N5- A:

12.0% | gsp’el.;z(er 2 (N1- A: 37, F;
N2- A: 54, F; N3- A: 32,

10.0% - F; N4- A: 32, F; N5-A:
21, F)

8.0% | 0 S peaker 3 (N1- A: 45, M)

6.0% -

4.0% - m S peaker4 (N1- A: 39, M)

2.0% -
B Total

0.0% |
N1(D=) N2 (D-) N3 (D+) N4 (D+) N5 (D+)

Figure7.12: VL used for giving theright amount of information

As indicated in Figure 7.12, the same as Section 7.2, all the selling parties (Speaker 2
in N1, N2 and N3; Speakerl in N4 and N5) were more willing to employ more VL to
give the right amount of information than the purchasing parties (Speaker 1, 3 and 4
in N1, Speaker 1 in N2 and N3; Speaker 2 in N4 and N5), which shows the sellers’

skills and efficiency in choosing appropriate VL in communication.
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7.7 Summarising remarks

The findings of pragmatic functions of VL can be summarised in Figure 7.7:

mN1 (D=) mN2 (D-) mN3 (D+) m N4 (D+) mN5 (D+) m Total

50.0%
45.0%
40.0%
35.0%
30.0%
25.0% -
20.0% -
15.0% -
10.0%
5.0% -
0.0% -

S elf-protection Deliberately Politeness Informality Fill in lexical gaps Giving the right
withholding amount of
information information

Figure7.13: VL pragmatic functionsin five negotiations

Figure 7.7 shows that on average VL was mostly employed for the purpose of filling
in lexical gaps, next most used for informality, second least for politeness, and least
for the function of giving the right amount of information. This seems to imply that
in Chinese business negotiations, VL is most frequently used to perform the
pragmatic function of filling in lexical gaps, which plays a key role in maintaining

negotiators’ speech fluency and ensuring a smooth flow of negotiations.
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45.0%
40.0%
35.0%
30.0%
25.0% -
20.0% -
15.0%
10.0%
5.0% -
0.0% -

S elf-protection Deliberately Politeness Informality Fill in lexical gaps Giving the right
withholding amount of
information information

Figure 7.14: Threefactors influenceon VL pragmatic functions

As shown in Figure 7.14, the distance factor did have an impact on all six VL
strategies. In particular, it seems that in Chinese business negotiations, VL for
informality and filling in lexical gaps is not only popular with the negotiators who
are friends, but also with those who do not know each other. The use of such VEs
contributes greatly to the favourable and friendly atmosphere and the smooth flow of
negotiations, which is conducive to the success of negotiations. In the order of least
to most, VL for self-protection was utilized between the negotiators who were
friends, acquaintances and strangers, and VL for giving the right amount of
information was employed between the negotiators who were acquaintances, friends
and strangers. This suggests that in Chinese business negotiations, the negotiators
who do not know each other are more protective towards themselves and prudent
than those who are familiar with each other; consequently, they have to make greater
effort to achieve success. Similarly, the negotiators who did not know each other
employed VL for politeness more than friends and acquaintances, which indicates
that strangers have to adopt more polite language so as to establish a new closer

business relationship.

The factor of age had an influence on the choice of VL for all the six pragmatic
functions discussed above. The younger negotiators employed VL more than the

older ones for self-protection, deliberately withholding information, politeness and
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giving the right amount of information; whereas, the older negotiators more
frequently utilized VL for informality and filling in lexical gaps than the younger
ones. It is speculated that in Chinese business negotiations, the younger negotiators
might feel more unsecure, and be more unconfident and prudent than their
counterparts; while the older negotiators might be more confident and experienced,

more conscious about their power positions, and lack of a good memory.

The factor of gender did not have much impact on the choice of VL for informality
and filling in lexical gaps as they were almost equally favoured by both females and
males. However, it did have an influence on the use of VL for self-protection,
deliberately withholding information, politeness and giving the right amount of
information, and it was the female participants who used more. A possible reason for
this is that the Chinese female negotiators were more cautious and polite than the

males.

Interestingly, the selling parties appeared to have a tendency to employ more VL for
self-protection, deliberately withholding information and giving the right amount of
information than the purchasing parties did. It shows as well that the purchasers
employed more VL for politeness and informality than the sellers did except in case
N5. These two findings indicate that sellers are more likely to cover themselves and
guard their commercial interests through the use of VL in order to make a sale, while
purchasers tend to be more polite and create a more informal atmosphere by utilizing

VL to achieve their goals of obtaining a good deal.

Drew and Heritage (1992 p. 22) state that workplace or institutional interaction
‘involves an orientation /---/ to some core goal, task or identity /---/ conventionally
associated with the institution’. That is, it is characterized by a focus of the discourse
participants on accomplishing workplace tasks. Such a focus on workplace goals
should result logically in a kind of discourse which is factual and precise, and does

not contain too much vagueness, and the use of VEs such as na/nagé (/A
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‘well/then’ ), zhé&/zhége (IX/iX A ‘well/then’), yixia (— T ‘a little in scale, scope or
capability”) and en ("3 “‘well”) etc. should be usually associated with informal, casual
conversation, not with work-related talk. It is therefore perhaps surprising that this
study found that VL actually occurred regularly in interactions with focus on
workplace tasks, such as business meetings or business negotiations. The above
findings show that such VL devices, which introduce vagueness into a proposition,

play an important role in work-related talks.

This chapter has investigated the pragmatic functions of VL in Chinese business
negotiations, where VL is traditionally seen as inappropriate and undesirable. The
findings suggest that the view that VL impairs communication needs to be replaced
with the view that it facilitates communication when used appropriately in context.
VL’s roles, such as in the maintenance of face and communicating informality, are
indispensable and a key strategic resource for Chinese business negotiators. Another
unique role of VL as an interactional strategy and vehicle in sequential organization

in Chinese business negotiations will be discussed in detail in the next chapter.
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Chapter 8 Sequential analysisof VL

This chapter discusses negotiators’ sequential strategies of interaction through VL
and examines whether they create problems among participants. The discussion
shows how the negotiators interact in Chinese business negotiations by revealing

sequential moves they employed.

A successful communication primarily depends on the exploitation of common
ground, thus sequential organization (e.g. turn-opening, turn-holding, turn-taking and
turn-yielding), strategies of turn change, turn resumption, topic shift and topic drift
are normally involved in the process of negotiating common ground along the lines

of communicative intent.

8.1 Sequential organization through the use of VL

Sequential analysis has been underinvestigated in the field of VL studies, which
makes this chapter important in that it may uncover some new and intriguing features

of VL.

Wouk (2001) claims that a turn is an uninterrupted (although possibly partially
overlapping) utterance by a single speaker. In the study of turn-taking organization,
the major concern of Sacks, Schegloff, and Jefferson (1974) is how to account for the
complex system by which parties engaged in talk manage to take turns at speaking.
CA emphasizes the significance of ‘sequential analysis’. One central concept is the
speaking turn. With an examination of the structural organization of turns, one can
understand contextual variations in how speakers manage sequences, as well as the

internal design of turns. It is noted that speakers speak mainly one at a time, that
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speakers change occurs quite smoothly, that overlapped speech is brief, and that

transitions occur from one turn to the next with very little gap.

Hutchby and Wooffitt (1998) point out that principally the aim of studying the
interactions is to discover how participants understand and respond to one another in
their turns at talk, with a central focus being on how sequences of actions are
generated. In other words, the objective is to uncover the tacit reasoning procedures
and sociolinguistic competencies underlying the production and interpretation of talk

in organized sequencies of interaction.

Wooffitt (2005) notes that turns at talk are built out of turn construction units: these
are syntactically bounded lexical or sentential units. They are, loosely, the building
blocks from which turns are constructed. In addition to grammatically complete
sentences, turns can be built from single words, non-lexical utterances, single phrases
and clauses. According to Wooffitt (2005), turn-transfer becomes relevant at the end
of a turn construction unit to emphasize that it is not mandatory; rather, that if it is
going to occur, this is where it is likely to happen. Speakers overwhelmingly try to
initiate their turns at, or in close proximity to, transition relevance places. This
demonstrates that people operate with a tacit understanding that initiating turn-
transfer at these places is normatively appropriate. A property of turn construction

units is that once they are underway, people can anticipate when they will end.

Consequently, the turn management system regulates the interaction flow and
minimises overlapping speech and pauses in the conversation. For this system, VL
also plays a role in turn-managing in Chinese business negotiations as exemplified in
the below extracts. It is coded by the four types: Turn-opening, Turn-holding, Turn-

taking and Turn-yielding as summarized in Table 8.1 below:
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Table8.1: Turn types

Types Descriptions and Functions
Turn-opening A new speech act sequence starts.
Turn-holding The current speech act sequence is going on.
Turn-taking The speaker takes a turn that is not offered, possibly by interrupting, or
accepts a turn that is being offered.
Turn-yielding The speaker releases the turn under pressure, offers the turn to the
interlocutor, or signals completion of the turn for a strategic purpose.

8.1.1 Analysisof sequential organization

(8.1): from

N2S1:21 to N2S2:22, 2 speakers over 2 turns.

N2S1:21: & A0 IXFE W, BN 4. () B FkOXA FER

W0 xiang zhéyanga, yinwei shénme, (.) xiang wo zheége nianling

I

B, A fxomrae K XA & ANE. w1 A,

ba, nage ni kénéng mai zhege méiman rénshéng. Ta de nage,
fiRan we, wtoE we, B () R A K, R vl maql

Jidara shuo, jiu shishug, jiang (.) rugud Xiang mai, jiara shud zanmen lia

gl — 8, B R RS e AC OE 1 RS BB a2

caifang yixia, yinweini, ni, wo ziji xianzai de xiangfa ne jiu shi
MoK W01 i F oW, wE +F W, BT

xidang mai. En (0.1) wu nian y¢ hao, haishi shi nian yé hao, jiu duiyd

=P S S S = Gl U

wo lai jiang zhe bijing géng héshi ba.

‘| think, thus, because, whatisit, like my age, well, you probably buy,

well, ‘Perfect Life’. Its, well, if, say, if | want to buy, if, say, let’s guess,

because you, my present thought is that, well, I want to buy. Well, no

matter it is the five-year one or the ten-year one, this one is after all more

suitable for me.’
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N252:22: & A @il R % XA W M m, BoA AT &4
W0 bu jianyi ni mai zhégeé gixian duan de, yinwei women zhégeé
e, MR01)ik & WIR K e — A P OE
nianling, En (0.1) héi shi gixian chang de hdo. Y1 gé ne, yinweéi ta
& B B, IR K, B R OHER B, B R K
shi fuli guncin, shijian yué chang, xiang gtin xuéqia shide, ta shi chéng
JUTRA g, Ie) 8 e, B RA () K. I -
jihéjishu dizéng, shijian yué chang ne, tade huoli () yueda. En ---
‘I don’t suggest you buy, well, the short-term one because our age, well,
still the long-term one is good. One reason is that it’s continuously
deposited every year at the compound interest rate; like rolling a snow
ball, which is increased exponentially, the longer the time is, the greater

its profit is. Well ---’

Using the VEs underlined in Extract (8.1), both N2S1 (client) and N2S2 (insurance
agent) strategically managed their turns to keep the negotiation on. Using the VEs
woxidng (F&AH ‘I think’) and zheyang (iXFf ‘thus’), N2S1 opened her turn, and then
she held her turn by employing the VEs shénme (ff4 ‘whatever/whatisit’), nage
(A “well”), zhége (XA “well), jiard (21 “if), raguo (AR “if’), ne (e ‘well”)
and en (" ‘well’), and meanwhile withheld her real final decision. Likewise, N2S2
held her turn by utilising the VEs zhégé (iX4~ ‘well’), en ("8 ‘well’) and ne (e

‘well”).

Similarly, the following extracts have demonstrated such strategies as well:
(8.2): from N3S1:57 to N3S2:62, 2 speakers over 6 turns.

N3S1:57: fe. (?) & X WOk Wb .

Néng. (?) ta zhe ziliao bijiao jiandan .
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‘Yes, | can. The information needed is quite simple.’

N3S2:58: M, # 2, (0.2) A s 7. SR I I R
En, jiushi, (0.2) xiangdang jidandan le. Jintian zui hdo néng
o, LA IR W AT

g¢&i w0, yao bu xing mingtian yé¢ Xxing.

“Yes, it is quite simple. You’d better give them to me today; otherwise,

tomorrow will also be Ok.’

N3S1:59: XA, XA~ i, M, )Ll 4 ik 7.

Zhege, zhégé dehud, yiban, wo yihuir jiu géi tian chaldi le.

‘Well, well, generally, | can fill it out in a moment.’

N3S2:60: 1R —2)L7F X)L fEXJLIH —F #t 17, (overlap)

zai zheér tian yixia jiu xing. (overlap)

Ni yihuir zai zher,
‘It will be Ok for you to fill it out here shortly.’

N3S1:61: (overlap) 7 XJL &t v LA WL?

(overlap) Zai zhér jiu kéyi bei?
‘Here will be Ok?’

N3S2:62: W4, 7FiXJLIE —F #i1T. (0.2)

En, zai zher tian yixia jiu xing. (0.2)

‘Yes, it will be Ok to fill it out here.’
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As indicated in Extract (8.2), safely-speaking, N3S1 (client) utilized the VE bijiao
(Fb%g, “quite’) to express the possibility of finishing filling in the form within a short
time in turn 57, and following N3S1’s turn, N3S2 (international travel agent)
strongly supported his utterance by the VE xiangdang (#1124 ‘quite’), and politely
asked N3S1 to submit it as soon as possible using the VE zuihdo (5 4F ‘had better’).
Then in turn 59, by using the VE zhege (X1~ ‘well”), N3S1 opened and held his turn
and employed the VEs yiban (— ‘generally’) and yihuir (—43 )L “in a moment’)
to protect himself. Repeating the VE yihuir (—%3 )L “in a minute’) in the following
turn, N3S2 urged N3S1 to do it shortly. In turn 61, N3S1 also repeated the VE zhér
(X)L ‘here’) by N3S2 to get the venue clarified. The turns were thus managed

smoothly through the employment of the above underlined VEs.

(8.3): from N1S1:8 to N1S2:19, 2 speakers over 12 turns.

N1S1:8: *fwk, & /A2 Ml =i 4k wE )\ ) K
Dui ya, shi dudshao? Nimen kongyun bao de shi shiba wan, ni
xkE A, s 2

zheyang shi de, haiyun shi

‘Right, how much is it? You offered eight hundred thousand for air

transportation. You, thus, how much is ocean transportation?’

N1S2:9: #& mijivh. X i W # & EH3 B ik, #
Nin jiu fangxin. Zhé bao de dou shi zhénshi de jiagé, dou
% BE R W

shi an guiding bao de.

“You can be assured of it. The price offered is exactly the real price, and

offered as stipulated.’
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N1S1:10:

N1S2:11:

N1S1:12:

N1S2:13:

L EE RX 2 AE MR e RN & kg,
W06 zhidao ni zhe shian guiding bao de. Ni yinggai géi g¢ jiagé,
wEE Nz A .

ni kénding yinggai you geé jia.

‘I know it is offered as stipulated. You should offer the price, and surely

you should have a price.’

WA MR 2g & R m T,

Baojia de shihou yijing han zai i mian le.

‘It has been included when the price was offered.’

ToFE fRE A Bl T, A & A o Lt

W0 zhidao ni han zai [i mian le, nidou han zai éer bai wushi
T Bk MY Attt h o, R aht B
giwan li tou, buguan ér bai gishi wi wan, haishi ér bai wishi gqi wan
Bk, A s, HE e 2 P, W A X ?

Ii tou, ni zhégeé haiyun, xianzai kongyun shi shiba wan, dui bu dui?

‘I know it has been included, and has been included in two million five

hundred and seventy thousand. Either in two million seven hundred and

fifty thousand or two million five hundred and seventy thousand. Well,

ocean transportation ---. Now it is one hundred and eighty thousand for air

transportation. Is it right?’

PO
Dui dui.
‘Right, Right.”
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N1S1:14: friie 2 14, i )\, ¥l A K X
Ni haiyun shi shi wan, haishi ba wan, women you ge bijiao, dui
AN P MR R, AR FATT [ (indistinet) B4 fi5
bu dui? Geénju shijian, génju women de (indistinct) xianchang gqingkuang
AT W FE W JAT O HSE REE OANE T, AlRE,
women zai kiolii. RUgud women quéshi jianchi bt zhli le, kénéng,
fralge AT w2k RJL R s, H R s
youkénéng women jit dud hua dianr gian kongyun, dan ni haiyun
LA IVAZZSE (S 1< A

y& yinggai bao g¢i wo jia.

‘Ocean transportation is one hundred thousand, or eighty thousand; we can
compare, is it right? According to time, and our (overlap/indistinct), the
site situation, we will consider it again. If we truly can’t insist on, probably,
possibly we will spend a little more money to resort to air transportation,

but you still should give me the price for ocean transportation.’

N1S2:15: #fiz & £/ B, #HFHE & —TF.

Haiyun shi duoshao qian, dé&i xiiyao cha yixia.

‘A quick check must be given on how much ocean transportation costs.’

N1S1:16: S BLAE e AR &2

Na xianzai néng bu néng cha?

‘Well, can it be checked out now?’
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N1S2:17: JxIF TOAE XA JE AN B T

Fanzhéng han zai zhége di jiagé li mian le.

‘Everything has been included in the bottom price.’

N1S1:18: F& 4snmiE ¢ & & H 1 T,

W06 zhidao ni han zai li mian le.

‘I know it has been included in it.’

N1S2:19: Fk #2  H¥ A% 5 B Bk gt Mz ARl £ 7=
W0 xidng zhiyao budao shi wan kuai gian jit yinggai kéyi zugou le =

‘I think less than one hundred thousand should be enough’

In Extract (8.3), N1S1 (purchaser) kept chasing N1S2 (seller) for the price of sea
freight by comparing it with airfreight using the VE zhéyang shi (X#£3{ ‘thus’) in
turn 8. Taking her turn, N1S2 tried to avoid telling what the price was by employing
the VES zhénshi de (FL3£17) ‘real’) and guiding (Ji 2 ‘stipulated’) in turn 9. Then,
by repeating N1S2’s VE guiding (Mi ‘stipulated’), N1S1 resumed his turn and
insisted on knowing what the price was by using the VEs Ii (Y “in”), ér bdi gishi wii
wan, haishi er bdi wiishi gt wan ([t iikeE —Hf+-tJ7 ‘two million
seven hundred and fifty thousand or two million five hundred and seventy thousand’),
zhége (IX/™ ‘well’) and xianzai (L7E ‘now’). To hold her turn, N1S2 continued
using the VE Ii (& ‘in’) in turn 11. However, by repeating N1S2’s VE I (8 ‘in’)
and utilizing the VEs shi wan, haishi ba wan (1742 /\J7 ‘one hundred thousand

DB«

or eighty thousand) and kénéng (1] i ‘probaly/possibly’) in turn 14, N1S1 managed
his following turns and did not give up pushing for the price. After this, through the
VEs yixia (— T “a little in scale, scope or capability’), na (5 ‘well’), xianzai (B7E

‘now’), di (i ‘bottom”), and 1 (L “in”), N1S1 and N1S2 went on taking their turns
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and negotiating the price for sea freight until N1S2 gave an estimated amount in turn
19 by using the VEs woxidng (F&AH ‘I think”), budao shiwan (ANE|1 77 ‘less than
one hundred thousand’) and z(gou (A£% ‘enough’). In this way, N1S2 also

successfully safeguarded her own commercial interests.

(8.4): from N3S2:96 to N3S1:99, 2 speakers over 4 turns.
N3S2:96: XA~ FABA W, AW, HRibE B R AE A A

Zhegeé tudnduia, réna, mugianweizhi shou de shi budao ershi gé rén.

“This group, well, the number of this group we are recruiting, well, up to

now is less than twenty people.’

N3S1:97: ©. &, —f& # W ZH  A?

Ta, ta, yiban dou shou dudshao rén?

‘Generally, how many people does it recruit?’

N3S2:98: i A& L —+ 1A

Yiban shi bu hui chaoguo érshi ge rén.

‘Generally, it won’t be more than twenty people.’

N3S1:99: X, nl — . =+ AN, —KHE A.

Duiya, bié er sanshi rén, yidadui rén.

‘Right, don’t make it twenty or thirty people, a large number of people.’

In Extract (8.4), N3S2 (international travel agent) and N3S1 (client) talked about the
possible number of the tourists. Using the VEs a (W ‘well’) and budao ershi (A~ 3] —

-+ “less than twenty’) in turn 96, N3S2 opened and held her turn, and then N3S1 and
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N3S2 took their turns by utilizing and repeating the VE yiban (—/% generally)
respectively. Through the employment of the VEs é sin shi (—.. =1 twenty or
thirty) and yidadui (— KMt a large number of), N3S1 yielded his turn in the
following turn. Thus, N3S2 and N3S1 not only succefully managed their turns, but
also protected themselves from making a mistake in giving an exact number through

the use of the above-mentioned VEs.

(8.5): from N3S1:125 to N3S2:132, 2 speakers over 8 turns.

N3S1:125: tbanwd, tetnid 2 WY filh, E X B L,
Birtushud, birashué yao gouwu dehua, wo kan zhe |i tou,
(& F w2 Wy 7.

() wo kan anpai gouwu le.

‘For example, if I’d like to do some shopping, | see in here, | see

shopping has been arranged. ’

N3S2:126: f JL 4~ ¥,

Youji gé gouwu.

“There are several times for shopping.’

N3S1:127: —+ — 5, (overlap) 3% 7.

Sanshi y1 hdo, (overlap) gouwu le.

‘On the thirty first, shopping is arranged.’

N3S2:128: (overlap) X Xf, H A~ & %.

(overlap) Dui dui, dan bu shi hén dud.

“Yes, correct, but there aren’t so many.’
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N3S1:129:

N3S2:130:

N3S1:131:

N3S2:132:

I
ai.

‘Right”

vRDy A R, B BAE, B 8 X
Ta yinwei you yixié jingdian, xiang aiji ba, ta you yixié diqa
ek A wHE WY e k. Wl e Huy Akl
jiu shi ni xiang anpai gouwu ta y¢ méi, meiyou shénme difang kéyi
. (overlap)

mai de. (overlap)
‘Because there are some scenic spots like Egypt, there are some areas
where you can not find any place to go to for shopping even if you want

to arrange shopping.’

(overlap) E% 2 AR 5.  (overlap)

(overlap) Zhuyao shi zirdn jingguan. (overlap)

“They are mainly natural scenic places.’

(overlap) X} *f. & FZE & DLARFU N8 F KL

(overlap) Dui dui. Ta zhtiyao shi yi ziran jingguan wéi zhu de.

‘Right, that’s right. It’s mainly natural scenery-oriented.’

In Extract (8.5), N3S1 (client) discussed the issue of shopping with N3S2

(international travel agent). Employing the VEs dehua (X35 “if’) and 17 (‘£ ‘in’),

N3S1 opened and held his turn in turn 125. In the following turns, N3S2 assumed

that N3S1 might not like shopping activities, so she intentionally utilized the VEs ji
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(L, several), hén duc (1R % ‘so many’), yixie (—4£ ‘some’), and shénme (14
‘whatever’) to hold her turns and tone down or understate her opinions at the same
time. Correspondingly, N3S1 employed the VE zhiyao (% ‘mainly’) to take his
turn. Then, N3S2 took her turn by repeating N3S1’s VE zhiydo (% ‘mainly’) in
trun 132.

(8.6): from N4S2:16 to N4S1:19, 2 speakers over 4 turns.
N4s2:16: & I — T kA&, ML mBde MiEE & 2 & e
W0 wen yixia laizhe, nabian de xianzai de wéndu shi duo gao a?

‘I’d like to ask a guick question. How high is the temperature now there?’

N4S1:17: W&, ¥k = + F

En, jiangjin san shi du.

‘Well, it’s nearly thirty degrees.’

N4S2:18: JI5 kb #4.

Na bijiao re.

‘Well, that’s quite hot.”

N4S1:19: Xt. # IR R &8 4 A& Kk KM 2R RS
Dui. Dao nabian ni dou dai zhe dudnxiu yifu, xiatian de fizhuang.
LS 3 TRP Y O TR

En, zuihdo hai dai ba ytisan.

‘Right. Going there, you take short-sleeved clothes, summer clothes.

Well, you’d better take an umbrella as well.’
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By employing the VEs yixia (— F‘a little in scale, scope or capability’), en (M
‘well”) and jiangjin (51T ‘nearly’) respectively, N4S2 (client) and N4S1 (domestic
travel agent) opened their turns. Then, N4S2 took and held her turn using the VEs na
(H “well”) and bijido (%% “quite’), and N4S1 held her turn by utilising the VEs en
(" “well”) and zuihdo (H:4F ‘had better’). Through the use of the above VEs, both
N4S1 and N4S2 secured that the discussion could proceed smoothly and naturally
with relevant and appropriate information provided. By doing so, both of them

successfully spared their processing efforts and carried forward the negotiation.

(8.7): from N5S1:35 to N5S1:39, 2 speakers over 5 turns.
N5S1:35: CPA, Mi%, s& CPA, X A X2 Niz & A, W, X,

CPA, Yinggai, shi CPA, dui bu dui? Yinggai shi nage, en, dui,

& A TRl k. v BAE BAHFEX " A EF A
shi nage, neizhong kaoshi. Ta nage lian nage kaoshi féi dou han zai
B 7. At Nixo Ul & d AR, HE ZEH

li mian le. Nage xuéfei yinggai shud shi hai kéyi, danshi maikaoli
N 5AE B 5 TIIL T, R & e RAA
ruxué tiaojian yé shi you ménkanr le, y¢ shi ting gao de. Ni zhi bu
e XA S MER Mz JL2rL?

zhidao zhégeé du yan yasi yinggai ji fenr?

‘CPA, it should be CPA, shouldn’t it? It should be that, well, right, it’s
that kind of test. Well, the test fee is included in it as well. Well, the
tuition fee should be alright, but there is also a threshold for entering
Macquarie, which is quite high as well. Do you know what IELTS score,

well, the postgraduate programs require?’

N5S2:36: M, A K igzE,

En, bu tai gingchu.
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N5S1:37:

N5S2:38:

N5S1:39:

‘Well, not too clear.

ANKRERE W WA — A Hh K
Bu tai gingchu a.  Yéanjiashéng yiban de laishud

‘Not too clear. Generally-speaking, postgraduate programs’

(overlap) 7~ A F.

(overlap) Liu dian wu.

‘Six point five.”

(overlap) #B &, PR, Xf, # &N & H. A KiHZE,
(overlap) Dou shi, ai, dui, dou shi liu dian wii. Bu tai gingchu,
fRi& & W54, (laughs short) —f& b #F 2 N A H. B A
ni hai shi gingchu. (laughs short) Yiban de dou shi liu dian wi. Na you
— o2 W, B L AR KT N L. R

yi didn jiu shi shuo, xiézuo de fenr bu néng diyu liu fenr. ROgud

eSO )L E ART S L IE, & S o XA

xiézu0 de fénr yao diyld liu féenr dehud, hui géini jia zhége

geify PR AT W JL R e L BE K b
Yingylu ké. Women qian ji tian you yi gé xuésheng qu Xini daxué, ta
e BTORY AN, (0.2) b2 BT ORAE RN B

hai shi ligdong daxué nagé, (0.2) jiu shi ligong daxué chéngrén xuéyuan
#l. (overlap) fil 2=

de. (overlap) Ta qu

‘All require, yes, right, six point five. Not too clear, actually you are clear.
It’s generally six point five. Well, there is one point that the writing score

can’t be lower than six points. If the writing score is lower than six points,
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an English class, well, will be added for you. Several days ago, we
received a student who is going to Sydney University, and he is from the
University of Technology, well, the Adults’ College of the University of
Technology’

As shown in Extract (8.7), in turn 35, N5S1 (overseas education agent) elicited her
question through the use of the VEs Ii (1 “in’) and ting (#£ ‘quite’) and held her turn
using the VEs en (M ‘well’), nage (81~ ‘well’) and zhege (iX4> ‘well’). By
employing the VEs en ("8 ‘well’), tai (X ‘too’) and gingchu (i&4E ‘clear’), N5S2
(client) took her turn and indicated her uncertainty. Then in turn 37, N5S1 continued
her turn by repeating N5S2’s VEs tai (X ‘too’) and gingchu (1% ‘clear’), and
yielded her turn utilizing the VE yiban (—# ‘generally’). In the following turn,
N5S1 took and held her turn by repeating N5S2’s VEs tai (X ‘too’) and gingchu (i
% ‘clear’), and using the VEs yiban (—F& ‘generally’), na/nagé (/A “well’),
and ragus (A5 ¢if), dehua (35 “if’), zhége (X ‘well’) and ji (JL ‘several’).
Through the employment of these VEs in turn 39, N5S1 evaded and expressed her
uncertainty; meanwhile, in this way, she also effectively protected herself from being

proved wrong at the later stage.

(8.8) from N5S2:242 to N5S2:248, 2 speakers over 7 turns.

N5S2:242: Wi, PifE L% ZPRAAWIBL AB R4 & 202
En, xianzai zhtiyao shi Aodaliya nabian rénkou dayug shi dudshao?
b A e TAE?

Hao bu hao zhio gongzuo?

‘Well, mainly, approximately how many people are there in Australia

now? Is it easy to find a job?’

N5S1:243: MW, ANy TAE.  #r JL K & ML, XA

En, nageé difang gongzuo. Qién ji tian kan wangshang, zhégeé
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N5S2:244.

N5S1:245:

N5S2:246:

N5S1:247:

WORHANE ) Rk R & Hre = bl B ek i,
Aodaliya de shiye lii shi baifenzhisan. Sudyi dido guolai shuo,
Bt Bl RR &, (02) e e

yé& jill shuo jillyeé i hén gao, (0.2) mingbai ba?

‘Well, the jobs there. Several days ago | saw on the internet, well, the

unemployment rate in Australia was three percent. Therefore,
oppositely, it shows that the employment rate is very high. Are you

clear?’

e RIL. ERILAE KA f 20

Tanar, ta nar rénkou dayué you dudshao?

‘Approximately how many people are there in Australia?’

Wiz o2 JLTT e

Yinggai shi Ji gianwan ba?

‘It should be several tens of million, shouldn’t it?’

LTI

Ji gianwan.

‘Several tens of million.’

W, Lth. WT £, WENT £ )2

En, ji gianwan. Si gian dud wan, haishi liu gian dud wan?
s T

W06 wang le.
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“Yes, several tens of million. Is it over forty million or sixty million? |

forgot.’

N5S2:248: W&, (0.2) 4F M. B, 17. Ay £ ZIfi.

En, (0.2) haoba. Na, xing. Na xiexie wang laoshi.

‘Well, alright. Well, it’s Ok then. Well, thanks, Teacher Wang.’

As revealed in Extract (8.8), utilising the VEs en ("3 ‘well’), xianzai (J7E ‘now’),
Zhiyao (FEE ‘mainly’), dayue (K% ‘approximately’), and hdobuhdo (4f A Uf ‘easy
or not’), N5S2 (client) opened and held her turn, and elicited her questions about the
population and job market in Australia in turn 242. Then, N5S1 (overseas education
agent) took and held her turn using the VEs en (W& ‘well’), ji (JL ‘several’) and zhége
(iX4 ‘well’), and made her confirming question by the VE mingbai (W] 1 ‘clear’).
In turn 244, N5S2 continued her turn by repeating the VE dayue (K%
‘approximately’) and kept asking the population question. In the following turns,
both N5S1 and N5S2 employed the VE ji (JL ‘several’) to take their turns, and
finally N5S2 yielded her turn through the employment of the VEs en ("& ‘well”) and
na (JIF ‘well”). In this segment, N5S1 used VL to cover her lack of knowledge of
Australia. Another possibility is that she knew the answer, but for some reason she

did not want to inform the client.
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8.1.2 Summary of sequential organization

EDistance M Age Gender

6.0%

5.0%

4.0%

3.0% —

2.0% I

1.0% I

0.0% ‘ ‘ ‘
D= D- D+ A- A+ F

Figure8.1: Threefactors influence on the use of VL for turn-opening

Note: D=: acquaintances, D-: friends, D+: strangers; A-: younger (below 45 years old), A+:
older (45 years old and above); F: Female, M: male. The same applies to the following
figures.

As demonstrated in Figure 8.1, VL as a vehicle in turn-opening was most frequently
employed by the friends (D-), then by the strangers (D+), and least by the
acquaintances (D=). This shows that distance factor had an influence on the choice of
VL for turn-opening. It seems that the factor of distance made the most impact
among the three factors since there is greater discrepancy between the friends and the
acquaintances, and between the friends and the strangers. The reason behind this
might be that the negotiators who know each other feel less stressed to use VL to
open their turns as they are familiar with each other. Age and gender factors had an
impact on this as well in that the older (A+) negotiators and the female negotiators
employed more VL for turn-opening purpose than the younger (A-) negotiators and
the male negotiators, which implies in Chinese business negotiations, older

negotiators and females tend to be more skilled in using VL to start their turns.
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EDistance M Age Gender

35.0%

30.0%

25.0%
20.0%
15.0% —
10.0% —
5.0% —
0.0% ‘ ‘ ‘
D= D- D+ A- A+ F

Figure8.2: Threefactors influence on the use of VL for turn-holding

Figure 8.2 shows that among the acquaintances (D=) VL for turn-holding was not
needed as much as between the friends (D-) and the strangers (D+). This indicates
that the factor of distance had an impact on the use of VL for turn-holding. The
possibility is that the familiarity and intimacy might make the friends relaxed and be
better understood by each other when they employed VL to hold their turns. On the
contrary, the unfamiliarity could make the strangers more tense and stressed, which
may lead the strangers to use VL to hold their turns. Age and gender factors did have
an influence on the choice of VL for turn-holding as well in that the older (A+)
negotiators and the female negotiators utilized VL for turn-holding more than the
younger (A-) negotiators and the male negotiators, which suggests that older
negotiators and female negotiators are better and more confident in applying VL in
holding their turns. Overall, it seems that there is greater discrepancy among all the

three factors.
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EDistance W Age Gender

12.0%

10.0%

8.0%

6.0% —
4.0% I
2.0% I —
0.0% ‘ ‘ ‘

D= D- D+ A- A+ F

Figure8.3: Threefactors influence on theuseof VL for turn-taking

As indicated in Figure 8.3, VL for turn-taking was most employed by the strangers
(D+), then by the friends (D-) and least utilized by the acquaintances (D=). This
shows that the factor of distance also had an influence here. It seems that it made the
biggest impact among the three factors. The possible reason for the strangers to most
use VL for taking turns is that they might be more polite, careful and proactive in
Chinese business negotiations. As for the friends, it could be a reflection of their
friendliness and informality. As for the reason that the acquaintances used the least
VL here, it could be that they do not need to be polite or informal towards each other,
so simply no motivation for the acquaintance group to make the effort. The fact that
the females used more VL for this purpose than the males demonstrates that gender
factor did have an influence on the choice of VL for turn-taking. It can be speculated
that in Chinese business negotiations, the female negotiators could be more
considerate and polite in taking their turns. However, it is noticed that the age
factor’s impact is limited, implying that the older (A+) and the younger (A-) use this
VL strategy in a similar fashion, although the former used slightly more VL than the

latter.
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EMDistance M Age Gender

8.0%

7.0%

6.0%

5.0%
4.0%
3.0%
2.0% —
1.0% . -
0.0% T T

D= D- D+ A- A+ F

Figure8.4: Threefactors influence on theuseof VL for turn-yielding

As shown in Figure 8.4, VL for turn-yielding was most used by the strangers (D+),
then by the friends (D-), and least utilized by the acquaintances (D=). This indicates
that the factor of distance did have an overt influence here, and made more impact
among the three factors. It could be interpreted that in Chinese business negotiations,
strangers would be more mindful about yielding their turns or offering their turns so
that they could appropriately show their politeness and respect. As for friends, it
could be that they might often have to release their turns under pressure or for a
strategic purpose since they know each other so well. Both age and gender factors
had an impact on the choice of VL for turn-yielding as well, although the impact is of
a less extent to the age group. The younger (A-) negotiators and the females
employed more VL in yielding their turns than the older (A+) negotiators and the
males. It seems to suggest that younger negotiators might be more polite, but less
experienced and confident in managing their turns; that female negotiators might
sometimes face more pressure to yield or they were able to more strategically yield

their turns in the negotiations by employing VL.
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8.2 Sequential strategiesthrough the employment of VL

As Sacks et al. (1974) state, another important concept of CA is the examination of
the adjacency pair that is required to understand sequencing of conversations. An
adjacency pair is uttered by separate speakers; the first one initiates an exchange that
produces certain expectations and constrains the possibilities of the second speaker’s
response. Examples of the adjacency pair are greeting-greeting, question-answer, and
request-acceptance. They also propose a simple set of rules which describe how turns
come to be allocated at transition-relevance places (places where turn-transfer may
be initiated). According to Hutchby and Wooffitt (1998), there are two main rules,
with the first one being subdivided into three. At the initial transition-relevance place

of a turn:

a) If the current speaker has identified, or selected, a particular next speaker, then that

Rule One speaker should take a turn at that place.

b) If no such selection has been made, then any next speaker may (but need not) self-

select at that point. If self-selection occurs, then first speaker has the right to the turn.

c) If no next speaker has been selected, then alternatively the current speaker may, but
need not, continue talking with another turn-constructional unit, unless another speaker

has self-selected, in which case that speaker gains the right to the turn.

Rule Two Whichever option has operated, then rules la-c come into play again for the next

transition-relevance place.

Hutchby and Wooffitt (1998) note that the rules are intended as descriptions of the
practices which participants display an orientation to in actual, local occasions of
turn-taking. Although they are different from the more prescriptive rules of grammar,
as with those rules it is not necessary for speakers to ‘know’ these rules in any
discursive sense. It is more accurate to say that they are instantiated and therefore
reproduced on each concrete occasion of talk-in-interaction. The parts of adjacency
pairs do not need to be strictly adjacent. There are systematic insertions that can

legitimately come between first and second pair parts. Some classes of utterances are
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conventionally paired such that, on the production of a first pair part, the second part

becomes relevant and remains so even if it is not produced in the next serial turn.

According to Hutchby and Wooffitt (1998), adjacency pairs thus constitute a
powerful normative framework for the assessment of interlocutors’ actions and
motives by producers of first parts. This shows that talk-in-interaction is not just a
matter of taking turns but is a matter of accomplishing actions. Within this
framework, failure (or perceived failure) to take a turn in the appropriate place can
itself be interpreted as accomplishing some type of action. Close monitoring is
needed to identify when an appropriate juncture to take a turn occurs; by the same
token, failure to take a turn when one is ‘required’ to can also be treated as an
accountable action. In Chinese business negotiations, sequential strategies through

the employment of VL can be summarized as in Table 8.2 below:

Table 8.2: Typesof sequential strategiesthrough the use of VL

Types Descriptions and Functions

Turn change Aturn is brought about

Turn resumption An interrupted turn is continued later on.

Topic shift What people talk about and pay attention to is shifted relatively suddenly

once for all thoroughly.

Topic drift What people talk about is gradually alternated with effort.

8.2.1 Analysis of sequential strategies

(8.9): from N1S3:73 to N1S1:76, 2 speakers over 4 turns.
N1S3:73: F& 9ifd iR &2, Bk & ot 2 &AT A

W6 juéde zhi bao jin yé shi, zhi bao jin jiu shi women gongsi
R % (overlap)

rugud anzhao (overlap)

‘I _think the quality assurance deposit is also, the quality assurance
deposit is, if our company, according to’
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#o2 XA i M. A B DDE RIS 58

Bu yao yinweéi ni zhége wan

N1S1:74: %5

Tongchdng dou shi zheme zuo de.
T BN KA.

le jiu gai, kanjian méiyou.

‘Usually it’s done like this. Don’t change it, well, because of you. Do you

see it?’

N1S3:75: A If 7r,

Bu hao ban.

‘Not easy to do it.’

NISL76: JB i A& 47 3 T, XK %2

Na jit bu hao shuo le, dui bu dui?
‘Well, it will be hard to explain, won’t it?’

(8.10): from N3S2:168 to N3S2:174, 2 speakers over 7 turns.
N3S2:168: =¥ & i v HFd i Ao S <0 4 o SN ES ] 7 S

Huozhe¢ shi ni dai neizhong jiu shi gudji de wéisa ka, gudji ka.

‘Or you take, well, international Visa Card, international Card.’

N3S1:169: M,
En.

‘Ok,,
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N3S2:170:

N3S1:171:

N3S2:172:

N3S1:173:

N3S2:174:

WL o HERE OB R bl

En, guoqu zhiji¢ shua ka xiaofei y&¢ kéyi.

‘Well, it will also be all right to directly swipe your card for purchases

there.’

BB Rl AT . e N RS TRl mg?

Tanagé da chéngshi xing. Yiban de xido shangdian kéyi ma?

‘It will be Ok in big cities. Will it be alright in ordinary small shops?

i

En.

‘Well.”

K wEM AL
Da shangdian kéyi.

‘It will be alright in big stores.’

PN #orLL, AN 1 E S A AT

Da de shangdian dou kéyi, Xido de dian bu xing.

‘It will be alright in big stores, but not in small shops.’

As shown in Extract (8.9), by the VEs juéde (375 ‘feel’), ragus (& ‘if"),

tongchang (5 ‘usually’), blhdo (ANUF “not easy’) and na (B ‘well’), were the

turns naturally changed between N1S3 (negotiator) and N1S1 (leading negotiator of
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the same party); similarly, as in Extract (8.10), N3S1 (client) and N3S2 (international

travel agent) smoothly changed their turns as well by using the VE en ("& “‘well”).

(8.11): from N5S1:107 to N5S2:110, 2 peakers over 4 turns,
then from N5S1:127 to N5S2:130, 2 speakers over 4 turns.
N5S1:107: J fx % A8 HE B, ' el il Al
Na ni yao xiang chigué liuxué, wo hai xidng weén yi g¢ wenti
We o I SCRE 25 Ik id 2/ Be
ne. NI fumu géi ni zhtinbéi dudshao zijin?
N5S2:108: M&, — . DU+ 5 M,
En, san  sishi wan ba.
N5S1:109: — . P4+ Jj?
San  sishi wan?
N5S2:110: M,
En.

[...]

N5S1:127: W, 1% WA B [0 XA D15 . PUt g7 i
En, ni gangcai shud de zhége sishi wan ba. Sishi wan yinggai
iz T
shi gou le.

‘Well, it’s, well, four hundred thousand you said just now. Four hundred

thousand should be enough.’

N5S2:128: EAZ%,
Chabudua.
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‘Almost.’

N5S1:129: Wi, Wiz & 8 1.
En, yinggai shi gou le.

‘Well, should be enough.’

N5S2:130: (overlap) % 7T .

(overlap) Gou le.

Enough.’

As indicated in Extract (8.11), in turn 127 N5S1 (overseas education agent) smoothly
resumed her turn and returned to the previous topic of the total amount of money
discussed earlier in turns 107, 108, 109 and 110 by utilizing the VEs en (M ‘well”),
gangcai (W7 ‘just now’) and zhége (IX™ ‘well’). Then N5S1 and N5S2 (client)

continued to keep their sequences flowing naturally and finished up this topic
through the effective employment of the VEs chabuduo (A% ‘almost’), en (M

‘well’) and gou (% ‘enough’).
(8.12): from N5S1:159 to N5S2:166, 2 speakers over 8 turns.

N5S1:159: ik, ()% S8 17 A4 A TAE?

Ni, (.)ni fugin zai shénme danwei gongzuo?

‘Where does your father work?’

N5S2:160: M8, gz K.

En, haishi daxué.

‘Well, Maritime University.’
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N5S1:161:

N5S2:162: F&

N5S1:163:

N5S2:164:

N5S1:165:

M K. B, bR XA Sie?

Haishi daxué. Jiaoshou, haishi zhégeé lingdao?

‘Maritime University. Is he a professor or, well, a leader?’

W, A .

En, bushi

‘Well, he isn’t.”

ANt Wl AR ST bR A ER Re?

Bu shi a. Bu shi lingdao haishi bu shi jiaoshou ne?

‘He isn’t. Isn’t he a professor or a leader?’

W, AN 2 WS

En, bu shi lingdao.

‘Well, he isn’t a leader.’

W, A RAT 2 . e s, A, K

En, bu shi lingdao shi jiaoshou. Name jiu shuo, nage, ni
XA R REA TE S il W Abt R & N

zhegé fumu zhégeé gongzud fangmian de jingji danbio jin yinggai
W A Wl e Mg T By 2O A 88 THE
shi méi you wenti de. Ta de gdongzu0 danwei yao chiju yixié gongzuo
WET G BREEL T, Rk R, o2 %

zhéngming. Déng dao ni kiolii hio le, ni guolai de shihou, wo hui géi
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R— A MR RS, W W MR fPa MRl

ni yigé zuo cailiao de qingdan, dou xiiyao zhtinbéi shénme cailiao.

‘Well, he isn’t a leader, but a professor. Well, that’s to say, well, there
shouldn’t be a problem with the financial support deposit, well, which is
related to your parents’ work. His work unit will issue some working
certificates. After you think it over and are ready to go ahead, | will give
you a document list regarding what documents you need to prepare when

you come over.’

N5S2:166: M,
En.

‘All right’

As presented in Extract (8.12), using the VE en (" ‘well’) and a vague negative
answer (unspecified negation, did not make it clear whether her father was not a boss
or not a professor) in turn 162, N5S2 (client) held her turn and tried to evade
answering N5S1’s (overseas education agent) question; while N5S1 took her turn by
repeating N5S2’s vague negative answer and kept asking N5S2 for a more specific
question of choice in the negative form. Then N5S2 had to give a more specific
negative answer out of two choices in the following turn still employing the same VE
en (M ‘well’) to take and hold her turn, and N5S1 continued her turn in the same
way of utilizing the same VE en ("& “well’) and repeating N5S2’s specific negative
answer. After that, N5S1 shifted the topic of N5S2’s father’s job to the topic of the
financial support from N5S2’s parents by utilising the VEs name (J-4 ‘well’), nage

(A “well”) and zhége (IX1> ‘well’).
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(8.13): from N2S1:33 to N2S2:40, 2 speakers over 8 turns.

N2S1:33:

N2S2:34:

N2S1:35:

N2S2:36:

N2S1:37:

AR Bk 1 XA R, AR 4y 3R IR IR XA
Na ni shéji de zhege jihuasha, ni géi wo anzhao wo zhége
HAEEAK TW, 4k LI wit 7oA R, B

lidngticaiyile a, g& wo zhuanmén sheji le ge jihuasha, yinwei

B FE A (0.) WME ks IS RS b, W AN X

shangci zai nagé (0.1) caifu luntan nagé zuotanhui shang, a , dui bu dui.

‘Well, the proposal you designed was tailored by you according to my;

well, you specially designed a proposal for me because last time, well in

that Fortune Forum, ah, right?’

Ww&H _— &, Wk FH _—F. (overlap)
Ni kan y1 kan, ni xian kan yi kan.(overlap)

‘Have a look, you have a look first.’

(overlap) {H &  1X. IX. XA (overlap)

(overlap) Danshi zhé, zhé, zhégé (overlap)

‘But well, well, well’

(overlap) && H 4 A

(overlap) Kankan you shénme yiyi.

‘Have a look, and see what different opinions you have.’

R XA W, W E, ()M &S A LB T

Danshi zhégeé ne, wenti shi, (.) zan héi d¢i shi hua shi shuo le.
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‘But, well, the problem is; let’s tell the truth.’

N2S2:38: Xf. Xf. (both laugh a little)
Dui, dui. (both laugh a little)

‘Right, that’s right.”

N2S1:39: S if <& Ui, ot 2, b w & BAE 23
Shi hua shi shud, y¢ jiu shi, jiu jiara shudé wo xianzai méi nian
EAJ5, AR, B ()R M A, SRS
na shiwan, dui bu dui, na yaoshi (.) jiaoféi qi shi shi nian, na shiji jiu
&l

shi y1 baiwan.

‘“To tell the truth, i.e., if I now pay one hundred thousand, right, well, in

case the paying period is ten years, well, actually it is one million.’

N2S2:40: — A i

Y1 baiwan.

‘One million.”

As indicated in Extract (8.13), N2S2 (insurance agent) tried to drift from N2S1’s
(client) topic back to her pre-prepared proposal by using the VEs kan yi kan (& —
F ‘have a look’) and kankan (7% ‘have a look’). Whereas, employing the VEs
zhé&/zhégé (IX/iXA™ ‘well/then’), ne (W ‘well’), na (FI8 ‘well’), shihua (SZi& ‘the
truth’), jigru (fian ‘if’) and yaoshi (% 7& ‘in case’), N2S1 also did her best to

successfully drift from N2S2’s topic in order not to directly face N2S2’s request.
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(8.14): from N3S2:132 to N3S1:133, 2 speakers over 2 turns.
N3S2:132: (overlap) X*f Xf. & FZE 2L AR =0 8 1.

(overlap) Dui dui. Ta zhtiyao shi yi ziran jingguan wéi zhu de.
‘Right, that’s right. It’s mainly natural scenery-oriented.’

N3S1:133: 4 & M iXA, AT X7 X4 bwwd, #H e

Name ta de zhege, women qu le zhégé. Birushug, huan ta

MM Ea 2 RRITH W E B . 82 (0.)

de bi z&nme huan? Shi liixingshe gén zhe huan haishi, haishi (0.1)

‘Well then, its, well, when we go, well. If we want to change their money,

how can we exchange money? Is it the travel agency that will help

exchange, or’

As revealed in Extract (8.14), in turn 133, N3S1 (client) smoothly drifted from the

topic of sceneries to another topic (currency exchange) by utilizing the VEs name

(84 “well then’) and zhége (X4~ ‘well’).
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8.2.2 Summary of sequential strategies

EDistance HAge Gender

50.0%
45.0%
40.0%
35.0%

30.0%
25.0%
20.0% —
15.0% —
10.0% —
5.0% —
0.0% ‘ ‘ ‘
D= D- D+ A- A+ F

Figure8.5: Threefactors influence on theuseof VL for turn change

As demonstrated in Figure 8.5, the acquaintances (D=) employed VL the least for
turn change. The strangers (D+) utilized it the most, and then the friends (D-). It
appears that the factor of distance made the biggest impact among the three factors.
The possible reason for the strangers to most use VL to bring about their turns could
be that the negotiators who do not know each other are more polite and self-effacing
when they change their turns, so as to leave their business contacts a good impression

and to lay a solid foundation for building a closer collaborative partnership.

It appears that the factor of age is not relevant here in that both the younger (A-)
negotiators and the older (A+) negotiators employed the same rate of VL for turn
change. However, the factor of gender did have an impact on the choice of VL for
this purpose, as the female negotiators utilized it more than the males. This suggests
that female negotiators are more courteous and better at using VL to change their
turns, which would help them to make a more comfortable and smooth sequential

flow in the negotiation.
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EDistance W Age Gender

5.0%
4.5%

4.0%

3.5%

3.0%

2.5%

2.0%

1.5%

1.0% —
0.5% . —
0.0% ‘

D= D- D+ A- A+ F

Figure 8.6: Threefactors influence on theuseof VL for turn resumption

As shown in Figure 8.6, VL for turn resumption was most utilized by the friends (D-),
then by the acquaintances (D=), and least by the strangers (D+). It seems that the
factor of distance had the greatest influence among the three factors. The reason for
this phenomenon might be that in Chinese business negotiations, acquaintances and
friends may feel more relaxed or light-hearted in interaction, and it could be easier
for them to interrupt each other’s turns and then resume later on through the
employment of VL, as they are so familiar with each other. The fact that the older
(A+) negotiators and the females employed such VEs more than the younger (A-)
ones and the males indicates that age and gender factors did have an influence on the
choice of VL for turn resumption. This implies that older negotiators and females are
more likely to create more familiar and friendly atmosphere to resume their turns

easily.
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EDistance M Age Gender

7.0%

6.0%

5.0% ——
4.0% ——
3.0% ——
2.0% ——
1.0% I . -
0.0% ‘ ‘

D= D- D+ A- A+

Figure8.7: Threefactors influence on theuseof VL for topic shift

As indicated in Figure 8.7, the friends (D-) used most VL for topic shift, the
acquaintances (D=) second most and the strangers (D+) least used it. This shows that
distance factor had an influence on the choice of VL for topic shift. It is speculated
that in Chinese business negotiations, it could be more simple and comfortable for
friends and acquaintances to use VL to shift topics in that they are more aware of
each other’s background and share more common understandings. It appears that age
and gender factors also had an impact on the choice of VL for topic shift, as the older
(A+) negotiators and the males employed more VL for this purpose than the younger
(A-) ones and the females. Among the three factors, the factor of age made the
biggest impact in that there is greater discrepancy between the younger and the older.
This seems to suggest that older negotiators and males might be more courteous and

skilled in shifting topics in the negotiations.
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EDistance M Age Gender

6.0%

5.0%

4.0%

3.0%

2.0%

1.0% I

0.0% ‘ ‘
D= D- D+ A- A+ F

Figure 8.8: Threefactors influence on theuseof VL for topic drift

As revealed in Figure 8.8, VL for topic drift was most employed by the friends (D-),
then by the acquaintances (D=), and least by the strangers (D+). It appears that the
factor of distance had the greatest influence among the three factors. The speculation
is that in Chinese business negotiations, friends are more likely to drift their topics
during the interaction, which would have a low possibility of being misunderstood or
being treated as impolite due to the intimacy and familiarity among friends. The
older (A+) negotiators and the females utilized more VL for topic drift than the
younger (A-) negotiators and the males. This shows that age and gender factors did
have an impact on the use of VL for topic drift. It implies that older negotiators and
females are more likely to skip the current topic and generate a new one during the

negotiating process and they are more skilled to use VL to carry out the tasks.
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8.3 Summarising remarks

The findings of sequential analysis of VL can be summarised as in Table 8.3 below:

Table 8.3: Top six most used VEs as sequential organizing strategies

VEs zhe/zhégé na/nagé en ne a shénme/de
(X XA IOBA (R (e (M (Gl
‘well/then”) | ‘well/then’) | ‘well’) ‘well”) ‘well’) | ‘whatisit/whatever/

stuff like that’)
Frequency 390 385 178 160 109 95
Parts Pronoun Pronoun | Auxiliary | Auxiliary | Auxiliary Pronoun
of word word word
Speech

Table 8.3 shows that VEs zhe/zhegé (iX/iX > ‘well/then’), na/nage (JI/H5 4

‘well/then’), en (W& ‘well’), ne(Wg ‘well’), a ("7 ‘well’) and shénme/de (114 /)
‘whatisit/whatever’) were most used VEs in sequential flow and turn management.
Jucker et al. (2003) argue that VEs may be more effective than precise ones, carrying
more relevant contextual implications, the speaker’s attitude, expectations,
assumptions, beliefs, the degree of commitment, and serving social functions and
softening implicit criticisms. As Extracts (8.1) to (8.8) illustrate, by employing VL,
the negotiators successfully negotiated their common ground and managed their
turns. This suggests that VL also plays an indispensable and effective role in

unfolding negotiations and organizing sequences in Chinese business negotiations.
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mD= mD- mD+ mA- mA+ mF M
35.0%

30.0%

25.0%

20.0%

15.0%

10.0%

5.0%

0.0%
Turn-opening Turn-holding Turn-taking Turn-yielding

Figure8.9: Threefactors influenceon VL for sequential organization

As shown in figure 8.9, VL was used for turn-holding more than for any other three
types, and was least used for turn-opening. The factor of distance had an impact on
all four turn types. Particularly, it appears that in Chinese business negotiations, VL
for turn-holding is not only frequently used by the negotiators who are friends, but
also by those who do not know each other. The use of such VEs plays a dominant
role in facilitating negotiators to hold their turns during negotiating process, which is
conducive to the smooth progress and continuity of negotiations. In the order of most
to least, VL for turn-opening and turn-holding was utilized between the negotiators
who were friends, strangers and acquaintances; VL for turn-taking and turn-yielding
was employed between the negotiators who were strangers, friends and
acquaintances. Prominently, the negotiators who were acquaintances least used VL
for all four turn types, which implies that in Chinese business negotiations,
negotiators who know each other as acquaintances might feel no need to make much
effort to open and hold turns using VL because they are neither friends (informal)
nor strangers (polite); while negotiators who do not know each other would be more

cautious and polite in taking and yielding their turns through VL.

Similarly, both age and gender factors had an influence on the choice of VL for
almost all of the four turn types discussed above. The older negotiators employed VL

more than the younger ones for turn-opening and turn-holding, while the younger
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negotiators used more VL for turn-yielding than the older ones. The only exception
is that both age groups used a similar rate of VL for turn-taking, although there is a
very small difference there. The female negotiators utilized VL more than the males
for all four turn types. This indicates that older negotiators and female negotiators are
more skilled and confident in applying VL as a vehicle in sequential organization in

Chinese business negotiations.

It has also been reflected in Extracts (8.9) to (8.14) that VL could be employed as
strategies of turn change, turn resumption, topic shift and topic drift. Particularly, in
this data it was used more and served better as a strategy of turn change, being used

227 times.

mD= mD- mD+ mA- m A+ mF M
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40.0%

35.0%
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0.0% -

Turn change Turn res umption Topic s hift Topic drift

Figure 8.10: Threefactors influenceon VL assequential strategies

As demonstrated in Figure 8.10, the negotiators employed more VL for turn-change
than for all the other three categories, illustrating that when one does turn changes,
VL is popular to carry out the task appropriately. Distance factor had an influence on
the choice of VL for all four types of sequential strategies. In the order of most to
least, VL for turn-resumption, topic shift and topic drift was employed between the
friends, the acquaintances and the strangers; and VL for turn change was used
between the strangers, the friends and the acquaintances. VL for turn change was

popular with both the strangers and the friends.
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While the factor of age did not have an impact on the use of VL for turn change, it
did make a difference on the rest of three strategies. The older negotiators utilized
more VL for turn resumption, topic shift and topic drift than the younger ones. The
factor of gender made an impact to all four strategies. The females generally used
more VL than their counterparts, such as in turn change, turn resumption and topic

drift.

The above findings suggest that in Chinese business negotiations, VL, as a sequential
strategy, is often employed by negotiators. VL strategies depend on their social
distance, age (although to a lesser extent) and gender. Noticeably as well, all three
factors had a prominent impact on the choice of VL for turn change, which suggests
VL for this purpose would be the most dynamic one among these four strategies in

Chinese business negotiations.

As evidence shows, the interactional nature of VL is salient, and the sequential flow
can be maintained through using VL in interaction. It also shows that VL does have
an essential function of regulating the interaction flow. VVagueness has traditionally
been seen as a negative phenomenon, but it should be reconsidered as common and
necessary in the natural language use, especially as an interactional strategy. Even
though VL could be at times ‘sloppy’, and reflects unclear thinking, this and other
studies on VL (Channell 1994; Overstreet and Yule 1997a; Cutting 1999, 2000)

demonstrate that VL is actually used as an effective tool in talk-in-interactions.
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Chapter 9 Conclusions and implications

Limited research have been conducted concerning VL as a communicative strategy
in real-life Chinese business negotiations. Based on natural business negotiation data
with distinct vague characteristics, rather than questionnaires or surveys, this
research into the use of VL as a communicative strategy is one of the first attempts to
fill in the gap. This research explores the contexts and meanings of vagueness in a
type of discourse in which vagueness plays an important role, i.e. Chinese business
negotiations, and attempts to promote an interactional approach in the study of
vagueness and to add a new dimension by investigating sequential flows, which

distinguishes this study from previous studies on vagueness.

The findings of this research contribute significantly to the study of VL by
employing the CA conceptual framework into the analysis of interactive aspects of
vagueness. The findings also offer new insights into linguistic behaviours and socio-
cultural linkage from the perspective of VL use, thus improving the understanding of

the Chinese business culture.

Through the comprehensive analyses of real-life Chinese business negotiation data,
the most important conclusion is that while VL is used for a combination of practical
and interpersonal purposes, the priority is the practical functions. It is also concluded
that VL is frequently used at all levels as an effective and strategic tool, including
lexical, syntactic, pragmatic and sequential levels in Chinese business negotiations;
and the ways in which it is mobilised are, in different shapes and forms and to lesser
or greater degree, influenced by the social factors of social distance, age and gender.
VL is not a “misused language’; on the contrary, it is an integral part of language and

indispensable in communication.
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Chinese has long been perceived as being an inscrutable language with its renowned
indirect ways in communication. The use of VL is one of the important means used
by the Chinese to realize their indirectness in communication, and is particularly
often used as a communicative strategy in Chinese business negotiations, where
vagueness has a vital role in getting the message across as evidenced in the previous

discussions.

9.1 Lexical patternsof VL

The most favoured and pervasive VEs in the Chinese business negotiations were
vague pronouns, and vague adjectives were the second most commonly used; while
the least preferred VEs were vague nouns. This suggests that vague pronouns and
adjectives tend to play a greater role in Chinese business negotiations than vague
nouns do, to perform a function of hedging and to help negotiators to reach an

agreement.

The data shows that the older negotiators preferred vague pronouns, while the
younger ones more favoured towards vague adjectives and adverbs; most of the male
negotiators disfavoured numerals, while most of the female negotiators and the
negotiators who did not know each other disliked vague nouns. It appears that in
Chinese business negotiations, younger negotiators might be too impatient to use
many vague pronouns (as discourse markers) largely due to their young age, but they
purposefully show their politeness and respect for their counterparts through the
frequent use of vague adverbs or adjectives, in order to overcome their potential
problem of a lack of experience. As for negotiators who do not know each other, they

tend to be more cautious in order to guarantee a smooth and successful negotiation.

The analysis of combinational lexical patterns reveals that among all five

negotiations, VEs were employed the most, and pre-vaguefiers the second most,
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suggesting that VEs play a vital role in Chinese business negotiations. The data
confirm that adverb, pronoun and auxiliary word were the most preferred parts of
speech used for pre-vaguefiers, VEs and post-vaguefiers respectively. The most
frequently-used combinations were pre-vaguefier + adjective and verb + post-
vaguefier respectively. It shows that through pre-vague and post-vague combinations,
vagueness of core items can be increased (vague item more vague) or non-vague core
items can be changed to vague items, which may serve as a communicative strategy
to help negotiators achieve their goals more effectively. It also seems that VEs and
post-vaguefiers perform more pragmatic functions than pre-vaguefiers. Compared
with pre-vaguefiers, post-vaguefiers tend to make non-vague meanings vague more
than to make vague meanings more vague. The fact that the pre-vaguefiers were used
more than the post-vaguefiers implies that one may prefer left-branching more than

right-branching in the use of VL.

Often expressions can be used as pre-vaguefiers, VEs or post-vaguefiers in different
contexts, where they may generate different meanings and functions accordingly; and
some of the VEs and post-vaguefires may no longer be vague when they have
explicit meanings and serve different functions. The above two findings indicate that
there is a dynamic in terms of vague and non-vague items in the data. This feature of
VL in Chinese serves as a driving force for the pervasive use of VL as a
communicative strategy in Chinese business negotiations; thereby, negotiators have

to remain sharp in order to communicate better and achieve expected results.

9.2 Syntactic Formsof VL

This research attempted to explore the effective vague syntactic forms in Chinese
business negotiations. It is found that conditionals were the most favoured and
widely-employed vague syntactic form, and the next most commonly used were

indirect constructions and interrogatives; passives were the least utilized vague
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syntactic form. This shows that the Chinese negotiators in this data were indirect
because the syntactic forms of conditionals, indirect constructions and interrogatives

are relatively more indirect than passives.

It appears that in the data, the older males preferred interrogatives; almost all the
females and the negotiators who were friends and some of whom were strangers
favoured conditionals. The negotiators who were acquaintances and some of whom
were strangers preferred both conditionals and interrogatives; and nearly all
negotiators least utilized passives. This implies that although distance, age and
gender factors had little impact on the least used vague syntactic forms, they did have
an influence on other categories. It could be that the older male negotiators and the
negotiators who were acquaintances and strangers tended to be more polite and
indirect by using both conditionals and interrogatives. As for the reasons the
participants used passives the least, one possibility might be that, quite differently
from English, passives in the Chinese language are used primarily with an

unfortunate tone, so they are not normally used unless they are needed.

9.3 Pragmatic functionsof VL

Analyses of the pragmatic functions of VL in this research reveal that VL was mostly
utilized for the purpose of filling in lexical gaps, with informality, politeness and
giving the right amount of information used in descending order of importance. It
seems to confirm that VL is mostly used to help negotiators’ thoughts and
negotiations flow more smoothly and naturally, and to create an informal, friendly
and relaxing atmosphere to ensure success of negotiations. It could be concluded
here that VL tends to be mostly ultilised to meet practical needs, with the task of

servicing interpersonal relationships taking a secondary place.
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It was found that social distance, age and gender factors did impact on all six
pragmatic functions of VL, to a greater or lesser extent. VL for informality and
filling in lexical gaps was not only popular with the negotiators who were friends,
but also with those who did not know each other, and in particular was preferred by
the older negotiators. In the order of least to most, VL for self-protection was utilized
between the negotiators who were friends, acquaintances and strangers, and VL for
giving the right amount of information was employed between the negotiators who
were acquaintances, friends and strangers. The younger negotiators and the female
negotiators used VL more than the older ones and the males for self-protection,
deliberately withholding information, politeness and for giving the right amount of
information. It shows that the negotiators who are strangers, younger negotiators and
female negotiators are more prudent and protective towards themselves than the

negotiators who are friends, older negotiators and male negotiators respectively.

Another important finding in this study is that the negotiators who did not know each
other employed VL for politeness more than those who were friends and
acquaintances, which argues that strangers tend to adopt more polite language so as
to establish a closer new business relationship. This conclusion appears to contradict
the traditional perception that the Chinese are not as polite to strangers as they are to

friends.

On the one hand, the above findings reflect the role “face’ plays in Chinese social
and cultural life. Even in business negotiations, Chinese negotiators fight to save
their “face’ while safeguarding their own benefits and interests. On the other hand,
the findings suggest that in Chinese business negotiations, VL is mainly used for
more practical purposes, such as to fill in the lexical gaps for a smoother flow of
thoughts and natural running of negotiations. The interpersonal relationship (eg.

‘politeness’) is not as prominent as the practical needs.
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9.4 Interaction using VL

VEs zhé&/zhége (3X/ix/™ ‘well/then’), na/nage (FS/FEAS “well/then’), en (W& “well’),

ne(g ‘well”), a (Wi ‘well”) and shénme/de (fI4/fF) ‘whatisit/whatever’) were the
most used VESs in sequential flow and turn management. This shows that negotiators
can effectively negotiate their common ground and manage their speaking turns by
employing VL. Hence, VL also plays a vital role in unfolding negotiations and

organizing sequences in Chinese business negotiations.

VL was used for turn-holding more than for turn-opening, turn-taking and turn-
yielding, implying that the use of such VEs plays a dominant role in facilitating
negotiators to hold their turn during the negotiating process, which is conducive to
the smooth progress and continuity of negotiations. The negotiators employed more
VL for turn-change than for turn resumption, topic shift and topic drift, illustrating

that when one makes a turn change, VL is popular to carry out the task appropriately.

VL for turn-holding was not only frequently used by the negotiators who were
friends, but also by those who did not know each other. In the order of most to least,
VL for turn-opening and turn-holding was utilized between the negotiators who were
friends, strangers and acquaintances; VL for turn-taking and turn-yielding was
employed between the negotiators who were strangers, friends and acquaintances.
Prominently, the negotiators who were acquaintances least used VL for all four turn
types, which suggests acquaintances might feel no need to make much effort to open
and hold turns using VL because they are neither friends (informal) nor strangers
(polite). Negotiators who are strangers would make more effort in taking and

yielding their turns through VL.

The older negotiators employed VL more than the younger ones for turn-opening and

turn-holding, while the younger negotiators used more VL for turn-yielding than the
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older ones and both age groups used a similar rate of VL for turn-taking. The female
negotiators utilized VL more than the males for all four turn types. These findings
imply that older negotiators and female negotiators are more skilled and confident in

utilizing VL as a vehicle in sequential organization in Chinese business negotiations.

Furthermore, it is observed that in the order of most to least, the VL for turn-
resumption, topic shift and topic drift was employed between the friends, the
acquaintances and the strangers; and the VL for turn change was used between the
strangers, the friends and the acquaintances. While the factor of age did not have an
impact on the use of VL for turn change, it did make a difference on the rest of the
three strategies. The older negotiators utilized more VL for turn resumption, topic
shift and topic drift than the younger ones. The factor of gender made an impact on
all four strategies. The females generally used more VL than their counterparts, such

as in turn change, turn resumption and topic drift.

The above findings suggest that in Chinese business negotiations, VL as sequential
strategies is often carefully selected by negotiators, depending on their social
distance, age (although to a lesser extent) and gender. Noticeably, all three factors
had a prominent impact on the choice of VL for turn change, which suggests VL for
this purpose would be the most dynamic among the four strategies in Chinese

business negotiations.

The sequential analysis sets this study apart from the rest of the VL studies, being
one of the few attempts to investigate VL in terms of turn takings. Most studies on
VL did not explore the aspect of sequences of VL, which makes this study important

in that it provides an innovative aspect to the field of VL research.
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9.5. Theinfluence of social factors

This study explores three social factors: social distance, age and gender. There are
few studies which investigated the influence of all three factors on the use of VL in

business negotiations. The present research is one of the first attempts to fill in the

gap.

This study finds that in Chinese business negotiations, social distance, age and
gender factors do have an influence at all levels, particularly on the choice of parts of
speech of VEs, vague syntactic forms, pragmatic functions of VL, all four turn types
and sequential strategies through VL. In general, the influence of the three factors is
quite overt and dynamic. As evidenced by the findings, acquaintances, friends and
strangers, older negotiators and younger negotiators, female negotiators and male
negotiators sometimes had similar preferences for the choice of the above categories

and sometimes exhibited major differences when using them.

An interesting and intriguing phenomenon that emerged from the data is that the
selling parties appeared to have a tendency to employ more VL for strategies of self-
protection, deliberately withholding information and giving the right amount of
information than the purchasing parties did. It shows as well that the purchasers
employed more VL for politeness and informality than the sellers did, except in case
N5. Based on these two findings a conclusion could be reached that in Chinese
business negotiations, sellers are more likely to cover themselves and guard their
commercial interests through the use of VL in order to make a sale, while purchasers
tend to be more polite and create a more informal atmosphere by utilizing VL to

achieve their goals of obtaining a good deal.

In summary, as evidenced by the analyses of this study, VL is not just a poor

substitute for precise language. Rather, it is often strategically chosen by negotiators
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to convey meaning that serves the negotiators’ best interests in order to guarantee a
successful negotiation result with the least negotiating effort. Obviously, interactive
aspects of vagueness in Chinese business negotiations are also another key role VL

plays as part of normal everyday language.

9.6 Implications

The present research contributes to the development of VL by filling a gap in
business language study, and provides new data to enrich the existing literature on
VL, as well as a practical guidance for intercultural communication, especially
business communities. The findings in this study have implications in a number of

fields, as discussed below.

9.6.1 Chinese business communication

This study shows that Chinese business negotiations, which are an information-
oriented discourse, are not short of VL. When referring to facts and information,
vague items are used for a number of reasons: (1) They have a cohesive function,
where the referent is specified in the context. (2) The exact information may not be
known. It may not be necessary to be more explicit because an implicit reference
may convey sufficient information, provided that the knowledge is shared by the
discourse participants. In addition, Chinese business negotiations are a very
complicated process. When Chinese negotiators reply to some questions that are
beyond their authority or when it is inconvenient to give a reply on some issues, VL

could be used to deal with, or to avoid face-to-face conflict.

The preference for employing VL in Chinese business negotiations lies in promotion
of business relations and the realization of commercial goals. As exemplified in this

study, the merits of VL help to eliminate absoluteness and directness. With possibly

272



fewer mistakes, Chinese negotiators can take the initiative firmly in their hands.
They may use VL to describe, to suggest, to complain, to praise, to refuse, to cover,
to concede, to inquire, etc. VL can function as a weapon, a lubricant, and a disguise.
The high frequency of VL’s adoption in Chinese business negotiations shows that
VL is preferred by Chinese negotiators, who cannot afford to ignore the effects of

VL.

9.6.2 Chinese language training

The findings of this study have shown the dynamic nature of Chinese VL in use. This
implies that the language users have to be competent in using VL in order to be a
good Chinese speaker. The interchange between VL and non-VL contributes to the
intricacies of the Chinese language, and this richness is also the impetus behind the
use of VL. Consequently, VL skill is part of Chinese language competence and an

important communicative tool.

A limited number of studies have begun to contain a discussion of possible teaching
techniques to raise students’ awareness of VL. Therefore, the present research is
conducive for pedagogical purposes, promoting awareness of VL in Chinese
language teaching and learning, and assisting learners of Chinese or trainees for
Chinese business negotiations to use Chinese VL in a more effective and strategic
manner. The findings of the typical use of vague pronouns (e.g. as discourse markers
or gap-fillers), adjectives, adverbs, numerals (as mitigators or softeners), etc., the
most frequently used combinations of pre-vaguefiers and post-vaguefiers, the most
commonly used vague syntactic forms, pragmatic functions of VL, and sequential
organization and strategies through the use of VL, could be incorporated into
coursebooks for Chinese language training. Learners would benefit from being able

to learn authentic VL patterns and pragmatic functions observed in real-life data.

273



9.6.3 Inter cultural communication

The importance of this research has practical relevance to both Chinese and non-
Chinese communities by providing effective patterns, forms, and strategies in the use

of VL in Chinese business negotiations.

With the rapid development of the globalized economy, if one wants to communicate
successfully with the Chinese, one should be well aware of how the Chinese
communicate. VL is a natural part of knowledge about the Chinese language. It is
vital to know how Chinese VL operates at different linguistic levels (lexical,
syntactical and sequential, etc.) and how different patterns and ways of operating
interrelate in order to develop effective strategies ensuring smooth and successful

intercultural communication.

Cutting (2007, p. 229) claims that ‘it is evident that social studies of VL are in their
infancy’. The present research uses spontaneous language data to provide a more
natural account of VL use. The finding that Chinese negotiators prefer to use vague
pronouns and conditionals, and employ VL for the purpose of filling in lexical gaps
and informality implies that Chinese negotiators utilize VL for practical purposes
rather than primarily for the expected politeness strategies. This has implications for

smooth and effective cross-linguistic and cross-cultural business communication.

9.6.4 Professional training

Any professionals, including businessmen and healthcare workers, would benefit
from knowing how to manipulate VL in Chinese, identifying the Chinese ways of
communicating (face-saving, evading etc.), and recognising the indirect ways of the
Chinese. Thus, armed with this knowledge one can do his or her job more

confidently and with appropriate sensitivity.
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The findings in this study could be applied to the workplace, public language and
education in general. The research outcomes here could be used to demonstrate to
professionals or trainees for Chinese business negotiations how negotiators use VL,
and to help train them in interaction management. It is recommended that the use of
language samples from routine business encounters, with the contextual, institutional
tensions and complexities inherent in real-life business negotiations should be
adopted, and trainees be taught to look at how participants respond to each other’s

VL use.

It should be pointed out that whilst the data in this research is not exhaustive, it is
typical. More efforts could be made to obtain greater quantities of data, and the
models of analysis of VL could be extended to other businesses and other languages.
Further research can be carried out to explore issues like power relations of

participants and more diverse functions of VL.
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Appendices

Appendix | Participant information sheet (English version)

Title: Investigating the use of vague language as a communicative strategy in

Chinese business negotiations

Research on the use of vague language as a communicative strategy in Chinese
business negotiations is being carried out in Department of Languages and
Intercultural Education, Division of Humanities, Curtin University of Technology,
for which the recording of naturally occurring business negotiations is essential. The
present research has been conducted by Mr. Xiaohua Zhao, a PhD student, and
supervised by Dr. Grace Zhang, a Senior Lecturer and Convener for Chinese
Programme, Department of Languages and Intercultural Education, Curtin

University of Technology.

This study has been approved by Curtin University Human Research Ethics

Committee. If needed, verification of approval can be obtained.

To obtain the desired data, tape or video tape recording will be performed at your
company. This has been permitted by your Manager. The recording will be
undertaken for about one hour. If you don’t agree to sign Consent Form to be
recorded, the researcher will not go back to your manager for his order, but give up
recording you and approach other companies instead. The transcription and

translation of recorded negotiations will be conducted by the researcher.

Your participation in this research is completely voluntary. Even if you agree to be
taped, you may choose to have the recorder turned off at any time. You may listen to

the recordings after they are made, and you are free to delete all or parts of your
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recording as you wish without prejudice or negative consequences. You can
withdraw all the information you give at any time up to publication without giving a
reason. If there is an interest, research results will be made available to relevant
participants via email. Information that you provide in this research is confidential
and your identity will be protected at all times. The data will be stored in a locked
cupboard within a secured postgraduate office at Curtin to safeguard confidentiality.
Access to the data will be strictly restricted to the researcher and the supervisor. As
the data obtained in this project is extremely valuable for conversational analysis and

is difficult to collect, it will be stored for future research.
I would be extremely grateful if you would participate in this project, as your input
would contribute greatly to my research. You reserve all rights to question the

researchers should there be any doubt about the recording process.

If you have any queries, please do not hesitate to contact me, my supervisor and/or

Human Research Ethics Committee of Curtin University of Technology.
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Contact details

Researcher: Xiaohua ZHAO

Email address: xiaochua.zhao@postgrad.curtin.edu.au

Contact in Australia; ++ 61-413-177 613

Supervisor: Dr Grace ZHANG, Convener for Chinese Programme
Department of Languages and Intercultural Education

Curtin University of Technology

GPO Box 1987

Perth, Western Australia 6845

Australia

Tel: +61 8 9266 3478

Fax: +61 8 9266 4133

Email: Grace.Zhang@exchange.curtin.edu.au

The Secretary, HREC

Office of Research and Development
Curtin University of Technology
GPO Box U1987

Perth, WA 6845

Australia

Tel: +61 8 9266 2784

Email: hrec@curtin.edu.au.

APPROVED BY CURTIN UNIVERSITY HUMAN RESEARCH ETHICS
COMMITTEE FOR 1 YEAR(S) ON 03/07/2007 Reference Number HR 78 2007
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Appendix Il Participant information sheet (Chinese version)

ZHEEMA (F5RAD
AILH s P SO 25 B SR PEROR TR 55 A AOER T
R
ARSI 2 Hh SCRE 25 WA P A D AU s B A IR BRI 55, o oks
FERHERMCR A NSO bR 5 5 S EE RIEAT . O T e, o 255t
1 55 WAIREAT I o IR M ARHERI SR A0 5 55 B R0
R T, MRHERMOR AR B S S E R BTN PGB AR
el L3RS,
BERESE COR RHE RO A AE T by ikl . WAT AT 28, l il 545 BT fLdl
(K375 27 LA A
N T RAIUITE S PR, e ot A F T s Bk R . bt A g
MFR (A r LM FEEEELMR S, BB 3T KA — /N 2
Avo IR RS FE AR SCVWT S s Bk iR, HTE KA iE Kt
AR SRR AR, WS IEFRFTR D A F AR, Fams e A
Ao e VIR EFERBR LG, ARSI IG5k b RS R
S BURE A SR R D DS AR
ZH MR e HIER . BARFEREZ N, (B ] DU SSH S Hl ek
SKGHL. By AR, R & 20 B A B A A D AN 2 2 K5 ALY
K ARAN S 25 Sy SRAT AN 458 3 B AR . B AT AT WIE T 4 R i, T
WAT AR, A n] LRSI W m 5 ORI P A5 B A %, I HERIRS
L HSAR ik, i A SCAIT S 45 R 2 1 BORIE I L R R 4 . AEBEAESE
PR AL Bt R, IR ORIFIE A . A IRIERARL, A NS PITAT 5%
BHREIERAE 22 I RHE RO AW A A S, FFBHERI ST . Frf Edli A
TORMARAX B T-0IFF0E R A AT DA 25 T T 78300 H o ik 45 (0 Bk T
W I M AR AT U B ELARKEIR AR, O TRERIIRAWEST, BT Zodls A TR ARS
T LR
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X TR LI, AR RO B2 5 M SCRRR A N B
FE TARKIIHE By o WOt s B REA AT SE i), BRI AT & S H
RIS A, TEREN SN SITERHERH R A R IR .
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BRI

W Bste

Email address: xiaohua.zhao@postgrad.curtin.edu.au

Contact in Australia; ++ 61-413-177 613

5 0ifi: Dr Grace Zhang

Department of Languages and Intercultural Education
Curtin University of Technology

GPO Box 1987

Perth, Western Australia 6845

Australia

Tel: +61 8 9266 3478

Fax: +61 8 9266 4133

Email: Grace.Zhang@exchange.curtin.edu.au

FHERHE KA o
The Secretary, HREC

Office of Research and Development
Curtin University of Technology
GPO Box U1987

Perth, WA 6845

Australia

Tel: +61 8 9266 2784

Email: hrec@curtin.edu.au.

ZRHERM KRS PR A, H 200747 A 3 Hild, ARH—F
&S HR 78 2007
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Appendix |11 Consent form (English version)

Title: Investigating the use of vague language as a communicative strategy in

Chinese business negotiations

e | agree to take part in this research and to be audio or video taped.

e | acknowledge that the nature of the study and the recording procedure has been
explained to my satisfaction by the researcher and my consent is given
voluntarily. I have had the opportunity to ask questions and have them answered.

e | am aware that all the information I provide for this research project is
confidential and my identity will be protected at all times.

e | give permission to record about one hour.

e | understand that I can choose to have the recorder turned off at any time and |
am free to delete all or parts of my recording as | wish. I can withdraw all the
information | give at any time up to publication without giving a reason.

e | understand that the data will be stored in a locked cupboard within a secured
postgraduate office at Curtin to safeguard confidentiality.

¢ | understand that the data will be stored for any possible future research.

e | clearly know that if | don’t agree to sign Consent Form to be recorded, the
researcher will not go back to my manager for his order, but give up recording

me and approach other companies instead.

Signature:

Name: (Please print clearly)

Date:

Contact number / E-mail:
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Appendix IV Consent form (Chinese version)
A=+
FUH = A SCR 55 ) P SRS P RORI T 5 18 AR 9T

R

o A NS MW SR & BR AR

o Wi BIWFIUE PEA VNI Z G, ANBIE T BERBE I 4E S35 B AR R
Je, i AN KRS 5E S . ANA PSSt st g, JHe2)
THINESE.

o FEMWITT, ARNFTIRARE BAGE IRE 1, 1 HA NG B AOE PRER A4
i

o ARANFSVFWIFTE nl LLEAT KA /N 2 A i s BoR R o

o A NKHIE AT Bl OGS ok 8, HLnT DUBH BS503R s R R
o RTINS R AT, TTiefh 2B, A NHS AT AR I i) 42
PP fE

o A NFE N IRIERBL, Py BORHARAG W A 22 4 I ARHE RO EWT A Ip
NE, TP R

o ARNFEN T HRERIRABITT, Py Bl F g R 1 LLOR B o

o ANIHRUIRANA RS AR SRV 08 S5 Bk AR, HTE A
SVHRA R A A BRRE AR NFE, MSIEFEBETH A R F YA, B
(1037 NEEATR

B

g4 (CLEERE)

H 39

LG/ L A
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Appendix V Consent form for managers (English version)

Title: Investigating the use of vague language as a communicative strategy in

Chinese business negotiations

Researcher: Xiaohua ZHAO

e | agree to give access to the above researcher for talking to the employees of my
company.

e Employees may participate in the above study if they so wish to. If they don’t
agree to sign Consent Form to be recorded, the researcher will not come back to
me for my order to make them participate, but give up recording them and
approach other companies instead.

e | acknowledge that the nature of the study and the recording procedure has been
explained to my satisfaction by the researcher and my consent is given
voluntarily. | have had the opportunity to ask questions and have them answered.

e | understand that the data will be stored in a locked cupboard within a secured
postgraduate office at Curtin to safeguard confidentiality.

¢ | understand that the data will be stored for any possible future research.

Signature:

Name: (Please print clearly)

Date:

Contact number / E-mail:
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Appendix VI Consent form for managers (Chinese version)
22 P [F) =

AL = R SR A5 BRA HH SRO PR 5 IR ST

o R NI[RIEMTFEE AEWTTTIYIA] I HANAS 22 F AR R A 7] A 5

o ANHE IR G AT UL A IEZ 550 BRI TAR . AR 0 DA R 2528 A
KAVEWTIEE T B G, WHTE R AT RA K I 0 TR, Alaik
FEBGERIA 2wl R PSR, Fe e e 24wl

o WrBIWFSUE M PEA BN Z G, ANBIE T BERBEIT I 4E 5 S35 B AR R
Fe, i AN KRS 5E S . ANAHLS Atz m it e, JHe2)
THINES.

o A NFE N IRIERBL, Py BORHARAG W A 22 4 I ARHE RO EWT A Ip
NE, TP R

o ARNFEN T HRERIRABITT, Py Bl F g R 1 LLOR B o

B

A (THBE) .

H 39

LG/ LT R A
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