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ABSTRACT 

 

This dissertation investigates the linguistics of suasion in the talk of 

Moses and Jesus Christ cited in the New World Translation of the Holy 

Scriptures. Matthew's new testament and the Arabic traditions of the 

Prophet Muhammad as cited in the collection of true sayings by 

(Bukhary). The aims are to define the types of linguistic means of 

persuasion deployed in each language speech first, then to compare 

them in order to determine whether or not these two linguistically 

different types of prophetic discourses make use of similar or different 

linguistic means of suasion. 

Three hypotheses have been put forward for empirical verification, 

which read: 

The Traditions of the Prophet Muhammad and the Speeches of the 

Prophet Jesus Christ: 

1. Use of textually identifiable suasive method, 

2.These methods are essentially similar in the two types of data, and 

3.The similarity of such textual methods reflect a universal tendency in 

the properties of all highly suasive religious texts. 

Textual analysis has been carried out with the help of an eclectic model 

of analysis that explores the available persuasive means at the 

linguistic levels of semantics, rhetorical relations pragmatics, syntax, 

lexis, morphology, and figures of speech used in each one text. 

Data collection has been conducted selectively on the basis of broadly 

comparable themes, whenever this measure has been possible, within 
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a total of 40 speeches. The majority of these speeches are monological 

ones, but some are dialogical, or interactive. 

 

By comparing the results of the analyses conducted along the main 

lines above, it has been found that the two types of prophetic speeches 

use the same linguistic means of persuasion in Arabic and English at 

all levels of linguistic realization. In addition, every speech concentrates 

upon the utilization of one or two central means of linguistic persuasion 

for the purpose of conveying its message to the audience. In other 

words, all texts contain certain dominant linguistic means of persuasion 

that is foregrounded by backgrounding all other means. The results 

above have been found to provide empirical evidence validating the 

aforementioned hypotheses. The results are also indicative of the fact 

that all languages resort to certain universal semantico-logical means 

of reasoning and/or figures of speech to effect a desirable change in 

the attitude of the target audience. 

The study has been organized into six chapters, the first of which 

presents the problem, aims, hypotheses, limits, procedures and value. 

The second chapter offers a theoretical survey of aspects of the theory 

of persuasion in the west, while the third outlines the theory of 

persuasion as presented by the scholars of Classical Arabic. Chapters 

four and five are dedicated to data analysis, while the sixth chapter 

presents the general results and conclusions, and makes certain 

relevant recommendations for further research in this interesting areas 

of contrastive discourse analysis. 
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1.Introduction  

  

1.1 Problem 

 

One of the characteristics of religious texts as exemplified by 

the speeches of the Prophet Muhammad,  Moses and Jesus 

Christ, is that they are highly persuasive discourses in that the 

intended message is required to be effective enough to induce 

the addressees to abide by their illocutionary force. In addition, 

these speeches are highly revered as manifestation of the Divine 

Word. 

Throughout the long history of Christianity and Islam, the 

teachings of the two prophets have acquired permanent appeal 

and sincere adoption and commitment of one generation after 

another. The question is ‘what are the textual properties of such 

speeches that have turned them into such highly persuasive 

discourses over such a vast period of time and to different 

people?’ Traditions of the Prophet Muhammad and the speeches 

of the Prophet Moses and Jesus Christ have certain persuasive 

features in common. Answers to such questions have not got 

been, to the best of our knowledge, not get been . The study is 

an attempt to bridge this gap in the relevant literatures.  
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1.2 Hypothesis 

 

It is hypothesized that the Traditions of the Prophet 

Muhammad and the Speeches of the Prophet of Moses and Jesus 

Christ: 

1. make use of textually identifiable persuasive techniques, 

2. that these techniques are essentially similar in the two 

types of data, 

3. the similarity of such textual techniques reflect a universal 

tendency in the properties of all highly persuasive 

religious texts. 

 

1.3 Aims 

 

The study aims at conducing textual analysis of twenty 

speeches of The Prophet Muhammad and 24 others of Jesus 

Christ and Moses in order to identify the basic persuasive 

techniques used in such religious texts, point out their 

similarities and differences in the use of such techniques on the 

basis of the results of a contrastive analysis, Assess whether the 

scope of their similarity allows drawing universal conclusions. 
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1.4 Limits 

 

This study is limited to the investigation of persuasive 

techniques used in the selected data. The analysis will be 

organized to cover the various semantic, pragmatic, rhetorical, 

syntactic, and lexical levels of each selected text. Sound effects 

will also be accounted for as well as the use of tropes. Textual 

aspects that fall outside the limits above will not be investigated. 

 

1.5 Procedures 

 

The study starts with a theoretical survey of the basic tents 

and linguistic techniques of the theory of persuasion in the west 

and Classical Arabic Rhetoric. Data selection and analyses are 

conducted in Chapters Three and Four, the former dedicated to 

the analysis of the use of persuasion techniques in the selected 

English texts, the latter to the Arabic ones. 

 The results of these analyses are then compared to define 

their similarities and differences in order to eventually test the 

validity of the three hypotheses postulated in 1.2 above. On the 

basis of the outcome of this comparative method, conclusions 

will finally be drawn. 
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1.6 Value 

 

It is expected that the results of the textual analysis conducted 

in this study will shed useful light on the discourse 

characteristics of the religious texts in the two languages, as 

well as on the prominent and frequent use of persuasion 

technique in such register. Finally, the results of the study will 

be beneficial in the exploration of universal tendencies in the 

use of persuasive means in such important texts. Thus, the study 

will be of significance in contrastive discourse analysis between 

English and Arabic. It is also hoped to be of value to writers of 

argumentative speeches in all streams of life since it is going to 

pinpoint for them, the most successful persuasive strategies in 

the history of the two languages.  
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2. SUASION 

2.1 Introduction  

This chapter examines the theory of SUASION, how it 

works, and what makes it effective or ineffective. After defining 

the concept, and exploring its functions, the survey will outline 

the principles of persuasion, its symbols, various theories and 

applications.  

 

2.2 SUASION 

Definitions of suasion are numerous. To formulate an 

acceptable procedural definition, one has to look into the origin 

of the term, its dictionary definitions and the ones that have been 

developed by different scholars throughout time. 

 

2.2.1 The Origin of the Term  

The English word ‘suasion’ is borrowed, through Old 

French, from the Latin term ‘persuadere’, which is a blend from 

the prefix ‘per’ denoting ‘completion’ (throughout, or 

thoroughly), plus the base ‘suadere’ meaning to ‘advise’ or 

‘urge’ (Sandell:1977:78). In Old English, the term persuade did 

not mean to ‘convince’, but merely to attempt to convince 

(Brembeck and Howell, 1976: 24). The antonym of the term 

persuade is to dissuade (Brembeck and Howell , 1976 : 13). 
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2.2.2 Suasion, Induce, and Convince 

The term  suasion e can be used synonymously with 

induce and convince to imply influencing someone’s thoughts or 

actions. Persuade and induce (followed by the infinitive) are 

used today mainly in the meaning of winning over to a certain 

course of action as shown hereunder: 

(1) 

a. It was I who assuasive him to call a doctor. 

b. I induced him to do it. 

c. I assuasive him to go back.  

Induce emphasizes only the idea of successful influence, 

whether achieved by argument or by promise of reward. 

            (2) 

What can I say that will induce you to stay in your job? 

Owing to this idea of compensation, induce may be used in 

reference to the influence of factors as well as of persons. 

Convince means to satisfy the understanding of a person with 

regard to a truth or a statement  

           (3) 

            He convinced them by quoting statistics.  

2.2.3 Definitions of suasion 

The above–mentioned dictionary definition of persuasion 

does not encompass all the aspects of this term. Therefore, it is 

necessary to discuss some technical definitions that have been 

developed by those scholars who have studied persuasion from 
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the semiotic and psychological points of view.  

Roloff and Miller (1980: 15) argue that the phrase ‘being 

persuaded’ applies to situations where behaviour has been 

modified by symbolic transactions (messages) which are 

sometimes, but not always, linked with coercive force 

(indirectly coercive), and which appeal to the reason and 

emotions of the person(s) being persuaded. Accordingly, this 

definition stipulates that a certain modification in behaviour has 

to be affected so that one can assume that the act of persuasion 

has actually taken place. In other words, persuasion seeks 

change, not mere information gain. 

Some scholars of persuasion do not require a change in 

behaviour to take place so that one can consider that an act of 

persuasion has been affected. These scholars regard persuasion 

to be that kind of verbal activity geared to bring about some 

change in belief or attitude. As for the realization of such 

required change, this is another matter. Thus, Petty and 

Cacioppo (1987: 4) hold that the term persuasion refers to any 

instance in which an active attempt is made to change some 

person’s mind. Similarly, Cooper and Nothstine (1992: 2) define 

persuasion as the process by which language and symbolic 

actions influence choice-making by others. 

Other scholars see in persuasion as both the attempt and 

the changing of beliefs, attitudes and behaviour. In this respect, 

Reardon (1982: 25) believes that persuasion is, in all cases, the 
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activity of demonstrating and attempting to change the 

behaviour of at least one person through symbolic interaction. In 

contrast with persuasion, coercion involves a conscious activity 

that occurs (a) when a threat to at least one person’s goals is 

observed, and (b) when the source and degree of this threat are 

both sufficiently important to warrant the expenditure of effort 

involved in persuasion. 

In similar vein, Cegala (1987:13), Bettinghus and Cody 

(1994:6), and Burgoon et al. (1994: 177) see in persuasion that 

transmitted symbolic act intended to form, modify, or strengthen 

the beliefs, opinions, values, attitudes, and/or behaviours of 

oneself or others. Likewise, Johnstone (1994: 7) agrees in 

regarding persuasion a transactional process among two or more 

persons whereby the management of symbolic meaning 

reconstructs reality, resulting in a voluntary change in beliefs, 

attitudes, and /or behaviours.   

On the basis of the foregoing discussion, it has become 

obvious that the process of persuasion is a kind of 

communication (Brembeck and Howell, 1976: 19). As in all 

communication, there is a source (a persuader), a message 

delivered through symbols, a media of communication, and the 

target audience. The source has an aim, and is trying to affect an 

audience (target). He manipulates the symbols and the medium.  
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2.2.3.1 Procedural Definition  

The previous discussion of the concept of persuasion can 

be summarized in the following main points: 

1-Persuasion is communicative transaction in which verbal 

and nonverbal messages are sent. Sources use messages to affect 

change, not guns.  

2-As a communicative transaction, it involves an addresser 

plus an addressee. However, these two sides of the transaction 

may become one and the same on these occasions where one 

‘persuades’ oneself. 

3-The aim of the message to influence the receiving 

person’s construction of meanings in ways that may lead to 

change as desired by the addresser. 

4-The change always targets the addressees’ beliefs, 

attitudes, and behaviour. 

In view of the above factors, a procedural definition can be 

formulated in the following terms: 

Persuasion can be defined as a communication transaction 

in which the addresser constructs and sends designed the 

addressees constructions meanings in ways that can lead to 

affect the desired change in the addressees beliefs, attitudes, 

and/or behaviour. 
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2.3 Attitude and Persuasion 

In many ways, persuasion is the most natural and civilized 

way of changing the world since all people are consumers of 

persuasive attempts to change their attitudes (Hart, 1999: 1). 

This shows that attitudes and persuasion are always related 

processes since persuasion is primarily concerned with 

producing attitudinal change. Such a change is brought about 

either by influencing, altering, strengthening, or destroying 

existing opinions and values (Brembeck and Howell, 1976: 

127). In other words, given that persuasion is concerned with the 

modification of the existing attitudes, creating new ones, or 

influencing behaviour linked with attitudes, then the nature of 

attitudes and their relations to opinions and values require to be 

considered first. 

 

2.3.1 The Nature of Attitude  

Attitude is a highly abstract concept and a complex 

psychological phenomenon that acquires a great significance in 

the study of persuasion. One widely accepted definition of 

attitude is offered by Allport (1935: 120) who sees it as a mental 

and an actual state of readiness, organized through experience, 

that exerts a direct or dynamic influence upon an individual’s 

responses to all aspects or situations with which it is related. An 

attitude is an established predisposition in one’s response to a 

situation. In other words, attitudes are emotionally based beliefs 
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that affect the actions of human beings. Thus, if one believes 

that authority is bad, then he would act in an anti-authoritative 

way.  In addition, it is a learned phenomenon that is related to 

one’s own experience or the experience of others. Here is an 

example: 

(4) 

Grown up adults learn not to touch the stove when it is on 

because of their past experience of burn when they were young. 

The building block for persuasive messages is the 

existence of attitudes in each person (Larson 1979: 727). 

However, these attitudes may or may not exert a certain force on 

behaviour as will be seen in 2.3.2 

 

2.3.1.1 Attitudes and Opinions  

Attitudes are only part of a set of influences on behaviour. 

Probably the most easily changed factor of human beings is 

opinion (Larson 1979: 72). For example, we have an attitude 

toward smoking composed of many opinions that hold it to be a 

costly, unhealthy, and a dirty habit. Opinions are verbal 

statements of part of the attitude (ibid.). Hoveland, Janis, and 

Kelly(1953: 6) state that an opinion "involves some type of 

expectation or prediction – not merely a preference – and that it 

can be verbalized". Opinions expressed in public do not 

necessarily correspond precisely with one’s real attitude. 

Gordon (1952: 50) that the public expression of opinion is likely 
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to represent "a compromise between the person’s true attitude 

and what he believes to be the prevailing attitude(s) of the group 

in which he finds himself". 

 

2.3.1.2Attitudes and Values 

When attitudes become organized into larger, more 

general classes of things, and when these vital attitudinal 

patterns come to play the enduring roles among individuals in 

society, values or value systems emerge. As Newcomb, Turner, 

and Converse (1952: 50) point out, "The term value is used by 

some social psychologists to refer to the common objects of 

such inclusive attitude". The term ‘value’ is a specific kind of 

belief that represents a normal judgment of right and wrong. 

Values give us judgments on how we ‘ought’ to act, such as the 

belief that killing someone is wrong.  

 

2.3.1.3 Attitude and Behaviour 

The notion that there is a direct relationship between 

attitude and behaviour is controversial. However, it is generally 

accepted that there is often little direct association between 

attitude and behaviour in most real–life situations. The 

probability of acting in accord with ones attitude is dependent 

on the presence or absence of several limiting and facilitating 

factors, such as social pressures and constraints.  

While attitudes are ‘invisible’ constructs, overt behaviour 
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is ‘visible’, and is subject to scrutiny by others.  This poses a set 

of social pressures upon the individual requiring that attitude 

and behaviour toward the same topic not to be inconsistent.  In 

other words, one can believe one way and act in another. There 

are also non–social constraints that can keep individuals from 

acting out their attitudes such as the personal difficulties 

(inconvenience, loss, risk), or the physical difficulty of the 

behaviour to be performed, or the lack of competence to engage 

in the behaviour or argue with (The International Bible 

Encyclopedia). 

 

2.4 Historical Background  

In ancient Greek, persuasion was the main means of 

achieving power, and the study of persuasion was central in the 

education of all Greek male citizens. Aristotle, who was one of 

the first to study rhetoric in depth, said that it was "the faculty of 

observing in a given case the agreeable means of persuasion" 

(Aristotle, 1924: 1355). To him, a persuader may use a man’s 

reputation or credibility or ethos. Persuasion also includes the 

use of logical argument or logos, and emotional appeal, which 

he called pathos, to stir the audience. Further discussion of these 

terms is given in the following sections. 
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2.4.1 Classical Rhetoric and Persuasive Discourse 

A discourse can be defined as a linearized structure of 

semantically related statements by a source speaker and 

conveyed to an audience hearer in order to achieve a specific 

communicative intention or goal. 

Classical rhetoric was primarily concerned with spoken 

and written persuasive discourse (Wales, 1989: 405; Crystal 

1987: 70). In addition, rhetoric was directly linked with the 

ability to persuade. Aristotle, for instance, defines rhetoric as the 

art or faculty of discovering the best possible means of 

persuasion in respect to the presentation of any argument, 

whatsoever (Winterowd, 1968: 14). This is why Aristotle’s book 

The Art of Rhetoric is essentially a theoretical treatment of the 

ways by which man can effectively persuade (ibid.).  

Aristotle argues that Rhetoric is useful because truth and 

justice are naturally stronger than their opposites. If truth and 

justice are worsted, then this situation is worth correction and 

that is why rhetoric is corrective. Next, it is instructive in 

offering a popular vehicle of persuasion for persons who could 

not be reached by way of the severe methods of strict logic. 

Then it is suggestive in that when a person pleads a cause of 

which he has sincere convictions, the art of rhetoric can suggest 

to this person what may be urged on the opposite side, and this 

will give this person a stronger grasp of the whole situation. 

Lastly, Rhetoric is defensive in that it involves mental effort, 
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which is more distinctive than physical effort, and being 

mentally defenceless is as reproachable as one's inability of 

physical self-defense. 

As for the possibility of abusing the art of rhetoric, 

Aristotle’s answer is that all good things, except virtue, can be 

abused. Men can abuse strength, health, wealth, and generalship 

(Wales,1989:405).  

 

2.4.2 The Three Legs of Persuasion  

One of the most notable concepts developed by Aristotle 

was the notion of pisteis, or the proofs that are necessary to 

convince the audience of one’s arguments. He believed that 

there were three means in which persuasion could be 

accomplished in public address. Pisteis is divided into three 

sections: ethos, pathos, and logos (Kennedy, 1985:24). 

 

2.4.2.1 The Appeal to Ethos (Character)  

Ethos is the term used by Aristotle for what modern 

students of communication refer to as credibility. The ability to 

persuade is directly affected by the credibility of the document. 

Credibility is the degree to which a statement, a person, and/or a 

company is perceived to be ethical, trustworthy, and sincere. 

Credibility is strongly related to the audiences’s perception of 

how believable a speaker is. It is an attitude that exists not in the 

speaker, but in the mind of the audience. The two major factors 
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influencing a speaker’s credibility are competence and 

character. A speaker’s credibility can vary from audience to 

audience and from topic to topic. Three types of credibility 

influence the success or failure of messages (Boone and Kurtz, 

1994: 271). Initial credibility is the credibility of the speaker 

before she or he starts to speak. Derived credibility is the 

credibility of the speaker himself as produced during the speech 

itself. Finally, terminal credibility is the credibility of the 

speaker at the end of the speech (ibid.40). 

 

2.4.2.2 The Appeal to Pathos (Emotion) 

Aristotle used the term Pathos for what modern students of 

communication refer to as emotional appeal. Emotional appeals 

are intended to make listeners feel afraid, compassionate, proud, 

angry, shameful and reverent, or the like. So, the appeal to 

pathos is directed towards the emotions of the audience. 

Although people are rational creatures who appreciate a 

reasonable argument, they are also emotional creatures. In many 

situations, emotion remains the most powerful persuasive factor. 

Where logical arguments sometimes fail, emotions often have 

the power to motivate people to respond and act (Boone and 

Kurtz 1994:42).  

There are three methods a speaker can use to generate 

emotional appeal when speaking to persuade. One way is to use 

emotion-laden words. Yet, one should avoid packing too many 
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emotionally charged words into one part of the speech. This can 

call too much attention to the language itself and undermine its 

desired impact.  

Another way to generate emotional appeal is to develop 

vivid, richly textured examples that personalize one’s ideas and 

help pull listeners into the speech emotionally. Yet another way 

to generate emotional appeal is to speak with sincerity and 

conviction. This is because the strongest source of emotional 

power is the conviction and sincerity of the speaker (ibid.42).                

 

2.4.2.3The Appeal to Logos (Reason) 

The appeals to reason that an orator might use do not 

violate the principles of strict logic; they are merely adaptations 

of logic. So, whereas ‘the syllogism and induction’ are the forms 

that reasoning takes in logic, ‘the enthymeme and the example 

‘are the forms that reasoning takes in rhetoric’ (Corbett, 1990: 

39).  

Aristotle, who was the first to analyze an argument in a 

logical order, first introduced the theory of syllogism. He did 

this by using enthymemes and syllogisms. His description of 

syllogism was that it is a ‘deductive argument consisting of a 

major premise, a minor premise, and a conclusion (Ivan, 1989: 

319). The essential structure of syllogism can be seen in the 

following formula: 
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A = B 

C = A 

C = B 

 

The third statement, or conclusion, necessarily follows 

from the first two statements in that C equals B because both are 

equal to A, and B is equal to both A and C (Connolly, 1959: 

447). In concrete terms the structure above can be exemplified 

as follows: 

(5) 

Major (general) premise: All men (A) are mortal (B). 

Minor (particular) premise: John (C) is a man (A). 

Conclusion: Therefore, John  (C) is mortal. 

A syllogism, when used in a rhetorical context, was called 

an enthymeme. An enthymeme, then is an abridged syllogism 

like this one: 

(6) 

Since John is a man, he is going to die. 

Brumbaugh (1981: 187) states that ‘an enthymeme is like a 

syllogism, except that its result is not new knowledge, but 

action’. 

 

2.5 Parts of Persuasion  

New rhetoric has to cater for different language varieties 

since persuasion is only one among the aims of discourse 
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(Richards, 1936: 24). In particular, the two main features of 

persuasive discourse are the use of examples to prove a point, 

and the use of enthymemes (van Dijk, 1985: 120). Kane and 

Peters (1980: 22-26) state that persuasive discourse attempts to 

change the convictions and frequently the activities of the 

receivers. 

Persuasion is a form of speaking or writing that aims to 

induce the audience to take action. There are five parts to a 

persuasive discourse. These are the introduction, the statement 

of fact or circumstance, the proof or confirmation, the refutation 

of counter argument(s), and the conclusion. These elements of 

persuasive discourse are discussed in the following subsections.  

 

2.5.1 The Introduction  

The introduction is the most important part of a persuasive 

discourse. The introduction must do two things simultaneously: 

establish a relationship between the audience and the addresser, 

and a relationship between the audience and the subject. In other 

words, to find a topic that you feel strongly about it.  

However, if the writer feels that the audience will be 

indifferent or hostile, it may be necessary to create sympathy or 

dispel a negative prejudice with the help of one of the following 

techniques:  

1- The creation of a relationship by showing that the 

subject is relevant to the audience in a compelling, immediate, 



 37 

and personal way. 

2- Educating the reader by supplying background 

information, and giving definitions of key terms.  

3- Narration, by telling some interesting, relevant story 

that entertains the reader.     

4- Indirect introduction of the topic at hand. 

 

2.5.2 The Statement of Fact    

The statement of fact must establish the addresser’s 

opinion and position on the issue. It means a call to some action 

or attitude through the presentation of a certain proposition that 

requires such an action or attitude. The concept ‘proposition’ is 

taken from the fields of philosophy and logic and is used in a 

general sense in discourse studies, namely, to denote the 

minimal unit of meaning. A proposition has a verb –the 

predicate– as its nucleus, and one or more arguments, which 

relate to the nucleus (Renkema, 1992: 54). 

 

2.5.3 The Proof 

Argument starts from a proposition or a statement about a 

topic that the addresser intends to prove. In order to prove a 

proposition, the addresser must ‘adduce either facts or the 

opinion of authorities’ (Connolly, 1959: 445). Unless they are 

common knowledge to the addressees, facts must be verified. 

Thus, an accurate factual base is one presupposition of 
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persuasion. However, many propositions are supported by 

opinions rather than by facts. 

By authority is not meant any person, but that trustful 

person or text which represents the collective wisdom of the 

human race or the people as embodied in the traditions of 

prophets, philosophers, scientists, free and objective thinkers, or 

in proverbs, epigrams, and quotations (ibid. 446).  

 

2.5.4 The Refutation 

The refutation will come before the proof if the audience is 

hostile to the case that the speaker is establishing. The refutation 

must contain the following elements:  

1- a clear transitional expression,  

2- a clear statement of antithesis, 

3- an explanation or defence of the antithesis, 

4- a refutation of the antithesis. 

 

2.5.5 The Conclusion 

The conclusion is required to be drawn from the previous 

arguments, clarifications, examples, etc. In other words, it 

should be organically related to the whole of the previous 

discourse. Being the result of the message, it is frequently 

marked by an explicit summary. It has to be short and must not 

present new information or raise new questions. 
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2.6 Modern Theories of Persuasion 

Theories of persuasion are based on what is known to 

work in attempts to persuade others. Like other theories, they 

make use of research–work aiming at providing persuaders with 

some ideas about what they should do in order to be successful 

under certain circumstances. While brief, this introduction to the 

theories of persuasion is designed to provide an evidence of 

some of the major theories that underlie the persuasive messages 

that are encountered everyday. 

Persuasion is strategic, and it should be approached with at 

least some understanding of what motivates people to act or not 

to act, as well as some basic knowledge of the researchers’ 

theories of persuasion. Accordingly, the following selection 

discusses some of the major modern theories of persuasion.   

 

2.6.1 Tension Reduction Theories  

In recent years there has been considerable concern with 

the theory that man desires to have logically consistent attitudes 

in reference to various life situations. An approach that has 

commanded the efforts of a number of social psychologists for 

over a decade is known as consistency theory. This is the theory 

that ‘a person strives to have consistent beliefs and behavior, 

and that when he is aware of some discrepancy he strives to 

rectify the inconsistency by making some change in his beliefs, 

his behavior, or perhaps both’ Brembeck and Howell 1976: 68). 
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The approaches surveyed below can be said to represent the 

variants of the Consistency Theory: (1) Balance Theory, (2) 

Congruity Theory, and (3) Cognitive Dissonance Theory. which 

theory holds that balance, congruity, and consonance affect 

relatively stable and hard-to-change behaviour; while 

imbalance, incongruity, and dissonance produce tension and 

alter behaviour. 

 

2.6.2 Balance Theory  

Heider (1946, 1958) is credited with pioneering research in 

the area of consistency theory with his balance theory and 

model. He contends that people strive for balance, i.e. for 

harmonious relations between their attitudes and their 

behaviour, and that they sense frustration or become 

psychologically upset when such a balance is not present. His 

theory makes use of essentially two types of relations between 

people and between people and the event (i) sentiment relations 

such as admiration, approbation, or love; and (ii) unit relations 

which result in a unity of persons or persons and related events 

such as proximity, similarity, causality, or ownership (ibid. 

1958: 107-12). 

Balance theory states that when tensions arise inside or 

between people, these people attempt to reduce these tensions 

through self – persuasion or trying to persuade others. 

The interpretation of Balance theory is that individuals 
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have certain attitudes which can be represented by a plus sign 

(like) or a minus sign (dislike) (Griffin, 2000:107 ). Every 

individual has his own opinions, and people do not always agree 

on the same things. This state of affairs creates a feeling of 

discomfort or imbalance; but when people feel the same about 

an idea, they have a feeling of comfort or balance (ibid. 

2000:107 ). 

 

2.6.3 Congruity Theory  

The congruity theory of attitude-change developed by 

Osgood and Tannenbaum (1955:42) grew out of their work on 

the measurement of meaning using their semantic differential 

scales. This theory predicts that if there are two contradicting 

people, sets of information, or concepts on which a judgment 

must be made by a single observer, the observer will experience 

pressure to change his or her judgement on one of the sides. 

However, if the two sets of information are similar or congruent, 

“then there will be no problem, and the observer will not 

experience pressure of any form” (Griffin, 2000:62). 

 

2.6.4 Cognitive Dissonance Theory  

The theory of cognitive dissonance was advanced by Leon 

Festinger (1957) and has generated no small amount of 

experimentation and criticism. This theory, though closely 

related to other consistency theories, stresses the after-effects 
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that may follow a decision that produces a discrepancy or an 

inconsistency between the decision-maker’s belief and his 

action (Brembech and Howell, 1976: 69). To put it differently, 

this theory stresses what happens to individuals when 

experiences do not coincide with what they had previously 

believed. 

The dissonance theory says that human beings often have 

beliefs that conflict with the actions they take, or with other 

beliefs they have. This dissonance creates a tension, and tension 

reduction is automatically sought by changing one’s evaluations 

by some degree (Cragan and Shields, 1995: 178). Cognitive 

Dissonance occurs when one is confronted with two good 

choices that he has to make a decision about, so he finds himself 

unsure or in doubt about the choice that he has made. In such a 

case, he might have to downplay the other choice in order to 

reassure himself. 

Generally speaking, people have preference for 

consistency among their beliefs / attitudes and their behaviour. 

When people experience an inconsistency between their beliefs 

and or attitudes and their behaviour, they become motivated to 

reduce or eliminate the inconsistency in some way. For 

example, someone who knows that smoking is harmful but 

continues to smoke would be experiencing cognitive dissonance. 

Festinger (1957: 39) sees that cognitive elements as 

‘knowledges’ about facts, objects, behaviours, circumstances, 
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etc.  

It would appear that Festinger includes beliefs, opinions, 

and attitudes in one general category. He holds that people tend 

to resolve or reduce any inconsistencies between their attitudes 

and heir behaviours. Thus any two cognitions may be either 

relevant or irrelevant to each other. Likewise, relevant 

relationships ‘may be of two types: consonant or dissonant’ 

(Brembek and Howell, 1976: 130). Cognitive dissonance is a 

tension state that varies in accordance with the significance or 

centrality of the elements involved, and the degree of conflict 

present. The state of tension resulting from the dissonance 

provides the motivational power to seek the elimination or 

redaction of the dissonance. 

When a persuader seeks to change an attitudes, create a 

new one, or change overt behaviour in any way, he could 

demonstrate to his receiver that ‘the suggested attitude or 

behavioral change (decision) will not result in some dissonance 

or inconsistency between the receiver’s cognitive elements’ 

(Brembech and Howell, 1979:137). 

 

2.6.5 Information Processing Theories  

Information processing theories focus on how receivers 

evaluate and interpret/process messages. Social Judgement 

Theory suggests that ego - involvement with topic will influence 

how one processes messages. Elaboration-Likelihood Theory 
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posits that we process persuasive messages in two ways: 

centrally – where we think about and weigh the information 

according to the already existing knowledge – and peripherally, 

which involves little thinking, more impressions, and feelings. 

The primary determinant in routing is the significance of topic 

to us, which involves both our motivations to think about the 

topic and our ability to do so.   

 

2.6.5.1 Social Judgement Theory 

This theory as proposed by Sherif, Sherif, and 

Hovland(1961:445), states that one’s acceptance or regret over 

one’s statement or message is based upon one’s cognitive map 

(Anderson & Ross, 1998: 126). One accepts or rejects a message 

based on one’s own ego–involvement, and whether or not this 

message falls within one’s attitude of acceptance (ibid.). 

The interpretation of this theory is that when people 

receive messages (verbal or nonverbal), they immediately judge 

‘where the message should be placed on a scale in their mind 

through comparing this message with their currently held views’ 

(Cragan and Shields, 1995: 12).  

Social judgement theory proposes the idea that persuasion 

is a two-step process. The first step involves the individual’s 

hearing or reading a message, and immediately ‘evaluating 

where the message falls within their own position’. The second 

step involves individuals as they adjust their particular attitude 
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either towards or away from the message they heard. 

Individuals have three zones in which they accept or reject 

specific massages or attitudes. The latitude of acceptance zone is 

where the individuals place the attitude that they consider 

acceptable. The latitude of rejection zone is where the 

individuals place attitudes which they consider unacceptable or 

objectionable. The latitude of non-commitment is where people 

place the attitude that they find neither acceptable nor rejectable 

(Griffin, 2000: 9).  

 

2.6.5.2 Elaboration Likelihood Model (ELM) 

This theory was advanced by Boxter (1988). ELM is a 

theory of persuasion which proposes that the influence exerted 

by various communication elements will depend upon the 

elaboration that occurs during processing. The word elaboration 

means the amount of integration between new information and 

existing knowledge stored in memory (ibid. 257).  

There are two routes to persuasion – the central route and 

the peripheral route. The central route uses message-elaboration, 

and can produce a major positive, attentive change. It focuses on 

strong arguments and information, involves making cognitive 

effort, and requires high elaboration (Cragan & Shields, 1998: 

13). 

The peripheral route uses irrelevant cues derived from 

some other different messages to illicit a quick response with a 
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minor shift in attitude (Boxter, 1988: 258). Peripheral route 

focuses on background cues, and involves little cognitive effort 

and low elaboration (Cragan & Shields, 1995: 13). 

 

2.7 The Psychological Bases of Persuasion 

Brembek and Howell (1976: 17) argue that the process of 

persuasion involves five basic psychological steps or stages. 

These psychological steps are summarized hereunder.  

 Attention gain and attention maintenance: without 

attention persuasion cannot take place. Attention must be 

maintained until the communication situation ceases. 

 Compression: provide visual and or auditory symbols to 

facilitate the predicable perception of the materials within 

message. 

 Acceptance: create useful desires by indicating 

motivations that are helpful to your purposes. The 

persuasive motivations must arouse those desires, which 

propel and persuade the addressees towards the goal being 

sought. 

 Retention: get people to remember. Demonstrate how 

these desires can best be satisfied by the addressees’ 

acceptance of the persuader’s desires. If the desires are 

required to supply the impelling power to persuasion, the 

persuader must be able to demonstrate that what he 

proposes can satisfy those desires. 
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 Action: urge people to do what you want. 

 

2.7.1 Psychological Techniques of Persuasion  

After establishing the target and the appropriate strategy, 

persuaders can resort to a variety of techniques in conveying 

their messages. The most prominent of these techniques are 

offered by Brown (1963:1974), and Holiest (1974), which can 

be summarized in the following points:  

 

2.7.1.1 Common Ground  

This technique requires appealing to certain individual 

aspects that we all share. This can be shown in the following 

example  

(8) 

You are the light of the world. A city on a hill cannot be 

hidden. Neither do people light a lamp and put it under a bowl. 

Instead they put it on its stand, and it gives light to every one in 

the house. In the same way, let your light shine before men, that 

they may see your good deeds and praise your father in heaven.  

(Matthews 5: 14-6) 

 

2.7.1.2 Repetition  

This technique requires the persuader to repeat the same 

idea over and over. The persuader is confident that, if he repeats 

a statement often enough, it will in time come to be accepted by 
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his audience.  This can be shown in the following example: 

(7) 

Woe to those who plot evil, who lie in bed, planning 

mischief!  

(Micah 2:19) 

 

2.7.1.3 Scapegoat Technique  

This technique involves blaming others for the 

irreconcilable problems in which they had no involvement, 

usually to escape one’s own fault as shown in the following 

example:  

(10)  

Then he is to take the two goats and present them before 

the lord at the entrance to the tent of meeting. He is to cast for 

two goats-one lot for the lord and the other for the scapegoat. 

(Leviticus 7:10)  

 

2.7.1.4 Strategy of Terror  

Terror or fear can be used to get a certain desirable 

response or an action as shown in the following example:  

(8)  

If you set yourselves against me, and dwell not to me, I 

will heap plagues on you in sevenfold punishment for your sins.  

(Leviticus, 26: 21- 22) 
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2.7.1.5 Transfer  

Transfer makes use of the concept that using a certain 

product, or adopting a certain position endorsed by a desirable 

spokesman, will transfer to the persuadee some qualities of the 

spokesman – ostensibly gained by him through the use of the 

same product.  

(9) 

The lord is my light and my salvation ---whom shall I 

fear? The lord is the stronghold of my life --- of whom shall I be 

afraid?  

(Psalms 27:1) 

The addressee’s message here is that given everyone is 

doing it, so why aren’t you? Hereunder is one example for the 

use of this technique:  

(10) 

Come to me, all you who are weary and burdened and I 

will give you rest. Take my yoke upon you and learn from me, 

for I am gentle and humble in heart, and you will find rest for 

your soul.  

 (Matthews 11:23.30)  

 

2.8 The Language of Persuasion  

Ostman (1987:91) maintains that there is no such a thing 

as a language of persuasion and that, across specifiable contexts, 

persuasive language in itself is a register or style of speech. One 
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of the first researchers who attempted to investigate the style of 

persuasion was Sandell (1977). He showed that there are many 

different stylistic markers of persuasive style that can occur at 

all the levels of expression: syntax, morphology, phonology  and 

semantics. Hereunder is a brief survey of the levels at which 

persuasion can be clearly manifested. 

 

2.8.1 Syntactic Markers of Persuasive Style  

Syntactic devices that lend themselves to persuasion fall 

into four classes:  

1-The denotative specificity  

2-The spatial immediacy   

3-The temporal immediacy  

4-Ellipsis 

 

2.8.1.1 The Denotative Specificity  

Increasing the denotative specificity of a text is one way of 

making it more persuasive. The denotative specificity can be 

increased by stating the agent, object, and action explicitly.   

 

2.8.1.2 The Spatial Immediacy  

The spatial immediacy is another way of making discourse 

more persuasive. The spatial immediacy can be increased by 

using demonstratives that are “close” for instance: this, these, 

here, rather than that, those and there.  



 51 

2.8.1.3The Temporal Immediacy  

The temporal immediacy can be acquired by using the 

present tense in reference to present events. Stupid happed I 

don’t know why people waste their breath on these thing 

literally. We used to call them "cancers sticks" I know that you 

think that smoking is a messy habit, right? It stinks, it is bad, 

and it is costs bucks. 

 

2.8.1.4 Ellipsis  

Ellipsis refers to that feature used in the grammatical 

analysis of the sentence where, for reasons of style, a part of the 

structure has been omitted, but is recoverable from a scrutiny of 

the context. The relatively heavier use of ellipses in persuasive 

texts is another feature of persuasion (Sandell, 1977: 130).  

Ellipsis can involve different sentential elements, 

especially subject nouns and qualifiers. The omission of the 

subject noun or pronoun is fairly common in persuasive texts in 

general. This may be quite natural in texts where no doubt may 

exist about the identity.  

Another way to increase the degree of persuasiveness is by 

eliminating all the qualifiers that express uncertainty, such as 

perhaps, may be or possibly.  

Indeterminacy finds its place in those structures where 

some item of information is left out and the speaker is able to 

take advantage of its absence. In the active voice, the presence 
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of a grammatical subject is obligatory, in the passive, the 

corresponding noun phrase with by may be omitted (Bologna, 

1968: 270).  

(11) 

Joe accuses Smith of bad faith, Smith is accused of bad 

faith   (by Joe). 

 

2.8.1.5 Asyndeton 

Asyndeton involves the omission of conjunctions as shown 

in the following example: 

(12) 

You shall not kill, you shall not commit adultery, you shall 

not steal, you shall not bear false witness against your 

neighbour.  

(Exodus, 20: 6-9)  

 

2.8.2 The Semantic Markers of Persuasive Style  

The semanticist tries to answer the question “what do the 

words mean in this message?” This axis focuses attention on 

why certain words are used instead of others. Osgood, et al 

(1957:62) suggest that semantic meaning for any word or 

concept can be located by charting it in semantic space using the 

semantic differential, a total whereby receivers respond to a 

word, phrase, or concept a long several polar scales. Each end of 

a scale represents an adjectival description, for example, “good 



 53 

– bad” or “heavy – light”. As far as persuasive style is 

concerned, the major components of the semantic axis are the 

following: semantic ambiguity and semantic repetition. 

 

 2.8.2.1Semantic Ambiguity  

There are several ways by which persuaders can create 

persuasive ambiguity. One way is related to semantics in which 

the persuader carefully “chooses words that can be interpreted in 

many ways, often in contradictory ways depending on the 

receivers” (Larson, 1979: 43). The term “black power” which 

emerged in the late 1960s, as part of the civil rights movement, 

relied on semantic ambiguity. The key word there was “power”, 

but what kind of power? Economic? Political? Social ? Many 

interpretations of what power is meant by here are possible 

(ibid.). The term was also striking in its time in the use of the 

word “black”, a term that the National Association for the 

Advancement of Colored People had been fighting for years.  

 

 2.8.2.2 Semantic Repetition  

As generally known to stylisticians, (e.g., Jakobson, 1960), 

the constructive principle of all poetic texts is patterned 

repetition or parallelism. Such repetition on the expression level 

of phonological, lexical, and morpho-syntactic features can 

create formal equivalence between the corresponding text 

segments. The repetition and the recurrence of semantically 
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parallel forms produce a special type of balance.  This sort of 

balance occurs either through contrast of ideas or by carrying 

semantic equivalence (Gordon and Kreiswirth, 1997:9). One of 

these semantic relations is that of repetition.  

(13) 

Praise God in His sanctuary, praise Him in His Mighty 

Heavens. 

(paslm 150:1-5) 

 

2.8.2.3 Antithetic Repetition 

The assignment of significance to repetition rests upon a 

certain connection between two or more elements. These 

elements are signaled out as being parallel. Antithetic repetition 

is present when the second element denies or contrasts the first. 

Accordingly, it is usual in the theory of classical rhetoric to 

define such antithetic repetitions in terms of : Oxymoron and 

Enantiosis.  

 

2.8.2.3.1 Oxymoron 

Two juxtaposed concepts, which apparently contradict 

each other, are used to lend force to an expression. Such type of 

repetition is seen in the following example:  

(14)  

Jesus said, “For Judgment I have come into this world, so 

that the blind will see and those who see will become blind”.  
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(John 9:39-41)  

 

2.8.2.3.2 Enantiosis 

According to this technique, the juxtaposition of opposites 

is used to mutually set off or enhance each other as shown 

hereunder: 

 (15) 

There is a time for everything and a season for every 

activity under heaven: a time to be born and a time to die, a time 

to plant and a time to uproot.  

(Ecclesiastics 3:1-8) 

 

2.8.3. Phonological Markers of Persuasive Style  

Phonological markers, in general, play an important role in 

persuasive texts. By making a text more appealing to the hearer, 

it becomes more persuasive. The theory of rhetoric defines 

phonological markers in terms of Alliteration, Euphony and 

Cacophony.  

 

2.8.3.1 Alliteration  

Alliteration is of Latin origin meaning ‘more letters’. In 

style, alliteration constitutes in a sequence of repeated 

consonantal sounds in any stretch of language, whether prose or 

poetry. The matching of consonants is usually at the beginning 

of words or stressed syllables. One example in this respect is 
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Dickens play with l, m, and w sounds in the opening of Bleak 

House (1853) (Gray 1984:12). 

(16) 

London. Michaelmas term lately over and the Lord 

Chancellor sitting in Lincoln’s Inn Hall. Implacable November 

weather. As much mud in the streets, as if the waters had but 

newly retired from the face of earth, and it would not be 

wonderful to meet a Megalosaurus, forty feet long or so, 

waddling like and elephantine lizard up Holborn hill.   

 

2.8.3.2 Euphony 

This is a pleasant-sounding expression, usually used to 

describe an unpleasant task or object. 

(17)    

I, Jesus, have sent my angel to give you this testimony for 

the churches – I am the root and offspring of David, and the 

Bright morning star.  

 (Revelation 22:16)   

  

2.8.3.3 Cacophony 

Cacophony is the opposite of euphony in that it involves 

the use of loud or harsh words in sentences or in whole 

discourses as shown in the following example: 

(18) 

When the trumpets sounded, the people shouted, and at the 
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sound of the trumpet, when the people gave a loud shout, the 

wall collapsed. 

 (Joshua 6: 20)  

 

2.9 Pragmatics and Persuasion 

Pragmatics is a new subfield of linguistics developed in 

the late 1970s. It studies how people comprehend and produce a 

communicative act or speech act in a concrete speech situation, 

which is usually a conversation. Pragmatics distinguishes two 

intents or meanings in each utterance or communicative act of 

verbal communication. One is the informative intent or the 

sentence meaning, and the other the communicative intent or 

speaker meaning (Leech, 1981; Sperber and Wilson, 1986). The 

ability to comprehend and produce a communicative act is 

referred to as pragmatic competence which often includes one's 

knowledge about the social distance, social status between the 

speakers involved, the cultural knowledge such as politeness, 

and the linguistic knowledge explicit and implicit (Kasper, 

1997). Therefore, the acquisition of pragmatic competence is a 

prerequisite for the generation of persuasive messages. 

The pragmatic principles people abide by in one language 

are often different in another. Thus what can be considered a 

persuasive message in one culture may fail to be so in some 

other culture. Likewise, Cross-linguistic and cross-cultural 

studies reported what is considered polite in one language is 
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sometimes not polite in another. Contrastive pragmatics, 

however, is not confined to the study of a certain pragmatic 

principles. Cultural breakdowns, pragmatic failure, among other 

things, are also components of cross-cultural pragmatics (Liu, 

2002: 2). 

 

2.9.1 Grice's Theory of Conversational Implicature 

By elaborating the sense of pragmatism in his concern of 

conversational meanings, Grice (1985) enlightened modem 

treatment of meaning by distinguishing two kinds of meaning, 

natural and non-natural. Grice suggested that pragmatics should 

center on the more practical dimension of meaning, namely the 

conversational meaning which was later formulated in a variety 

of ways (Levinson, 1983; Leech, 1983). 

In a series of lectures at Harvard University in 1967, Grice 

outlined an approach to what he termed conversational 

implicature -- how hearers manage to work out the complete 

message when speakers mean more than they say. An example 

of what Grice meant by conversational implicature is the 

sentence: 

(19) 

A: Do you have the ability to tell me the time? 

B: Well, the milkman has come. 

All that the semantic theory can tell us about the meaning 

of that exchange is that there is at least one meaning for it which 
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is the following: 

(20) 

A-  Do YOU have the ability to tell me the time? 

B- The milkman came at some time prior to the time of 

speaking. 

However, it is obvious that what a native speaker can 

deduct from B's answer is considerably more than this. That is B 

cannot tell the time exactly as indicated by a watch, but he can 

provide information from which A would be able to deduce the 

approximate time, namely that the milkman has come. 

The gap between what is literarlly said by B and what 

meaning he is trying to convey is so considerable that we can 

safely suggest that a “semantic theory can only provide a small 

part of the account of how we communicate using language” 

(Levinson, 1983: 98). The notion of implicature bridges the gap 

between what is literally said and what is meant or implied. By 

contrast, a semantic theory is based on the belief that natural 

language expressions tend to have simple, stable, and unitary 

senses. Consequently, a semantic theory will never be able to 

give full account of how we use language in our conversations 

(ibid. 99). 

A conversational implicature is an inference, an additional 

message that the hearer is able to work out from what is said by 

appealing to the rules governing successful conversational 

interaction. To this end, Grice (1975: 60) sketches out a theory 
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of pragmatic implication distinct from semantic implication, as a 

means for resolving certain linguistic problems in the theory of 

conversational meaning. Grice's theory of conversation attempts 

to distinguish between what is said and what is implicated. Two 

major contributions provided by Grice are the cooperative 

principle and its conversational maxims on the one hand, and 

conversational implicature on the other. Grice's theory of 

conversation is one of the most important developments in the 

study of pragmatics in its broader sense. 

According to Grice (1975) the study of implicature 

attempts to explain how it is possible to convey information 

without a need to say it in words. Implicature, then, is "what is 

said between the lines." This is related to the traditional notion 

that one can say something and mean something else as in irony, 

metaphor, and double entendre. However, Gricean implicature is 

a systematic part of communication that involves the interplay 

between what a speaker actually says and those broad rules, 

shared by speakers and hearers, which govern communication 

(Thomas, 1995: 57).  

 

2.9.2 The Cooperative Principle (CP) 

Pragmaticians are keen on exploring why interlocutors can 

successfully converse with one another in a conversation. A 

basic idea is that interlocutors obey certain principles in their 

participation so as to sustain the conversation. One such 



 61 

principle is the Cooperative Principle which assumes that 

interactants cooperate in the conversation by contributing to the 

ongoing speech event (Grice, 1975). A cognitive explanation to 

social interactive speech events was provided by Sperber and 

Wilson (1986) who hold that in verbal communication people 

try to be relevant to what they intend to say and to whom an 

utterance is intended. 

In his attempt to account for meaning as it develops in 

conversation, Grice (1975: 45) concludes that there is a general 

underlying assumption called Cooperative Principle or CP 

between the speaker and hearer that controls the way in which a 

conversation might proceed. 

'Make your conversational contribution such as is required, 

at the stage at which it occurs, by the accepted purpose or 

direction of the talk exchange in which you are engaged. ' In 

other words: act in conversation according to the general 

principle that you are mutually engaged with your listener in an 

activity which is of benefit to both of you. 

Grice further analyses the cooperative principle into the 

four conversational maxims quoted hereunder: 

The Maxim of Relation: Be relevant. 

The maxim of Quantity: Be only as informative as 

required for the current conversational purposes. 

The Maxim of Quality: Say only what you believe to be 

true and adequately supported. 
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The Maxim of Manner: Be clear, be brief and orderly and 

avoid obscurity and ambiguity. 

Levinson (1983: 101) states these maxims are assumptions 

that arise from rational considerations. They guide our 

communication which and may be formulated as guidelines for 

efficient and effective use of language to further cooperative 

ends (ibid. 45-60). These maxims specify what participants have 

to do in order to converse in a maximally efficient, rational and 

cooperative way; they should speak sincerely, relevantly and 

clearly while providing sufficient information (ibid. 102). 

The reason for the linguists' interest in the maxims is that 

they generate inferences beyond the semantic content of the 

sentences uttered. These inferences are important for persuasion. 

Grice uses the term "exploitation" to refer to the exploitation of 

the general maxims of cooperation. Conversational maxims are 

exploited in at least two ways in deriving implicatures in 

conversation. The first way is when the hearer assumes that the 

speaker is obeying the maxims, while the second is when the 

speaker violates some maxim(s) so flagrantly that the hearer 

must conclude that the violation was purposeful. 

 

2.10 Rhetorical Clause Relations and Persuasion 

In modern discourse analysis approaches, the term 

rhetorical clause relations acquires a slightly different, more 

specific meaning. Here the term rhetoric does not refer to all the 
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textual means available for persuasion. Rather, it refers to 

specific and discoverable binary logical relations that can occur 

intersententially and/or intrasententially as discussed hereunder.  

According to this relational approach, textual persuasion 

can be realized in the use of a small set of highly recurrent 

logico-semantic relations holding between potentially any two 

parts of a text, whether paragraphs, sentences, clauses, or even 

nominal groups or single words (Jordan, 1992: 180).  The 

number of these relations is finite and culturally-specific, but is 

open to modification and addition (Mann et al., 1992: 46).  

These relations include: Cause-Effect, Condition-Consequence, 

Problem-Solution, Argument-Evidence, Error-Correction, 

Generalization-Exception , and Assessment-Basis.  Any of the 

latter logical relations can either be explicitly signalled by 

certain lexical items  or implicitly indicated. 

These rhetorical relations may connect elements of texts at 

all levels by definable persuasive meanings as is the case in the 

following example offered by  Beekman  and  Callow   (1974: 

317):   

(21) 

1.  Christ has now reconciled you (to God) 

2.  by means of dying physically  Means of 1. 

3.  in order that you will be holy.  Purpose of 1. 

Where the first clause enters into a relationship of Means 

with the second by providing the means of reconciliation, and of 
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Purpose with the third clause by providing the purpose of the 

reconciliation. 

 

2.10.1 Clause Relations 

The fundamental basis of the theory of rhetorical 

structures is that coherent stretches of text are connected to other 

coherent stretches of text by means of complex combinations of 

rhetorical relations (Jordan, 1992:185).  This theory is a way of 

accounting for the functional potential of text as a 

communicative message.  It describes what sorts of parts texts 

have and the principle of combining these parts into entire texts. 

A rhetorical structure is a combination of relations 

governing the logical development of (stretches of) discourse.  

The relation between the smaller binary clause structures and 

the larger rhetorical structures is that of composition.  In other 

words, a rhetorical structure is a higher level (larger) clause 

relation whose binary members consist of further membership of 

clause relations (Winter, 1982:190, 1986:96, 1992:141).  The 

advocation and development of the relational model of 

analysing whole discourses was pioneered by Winter (1974, 

1976, 1977, 1979, 1982 …).  Winter (1982:190-2) further 

investigates two of the basic rhetorical structures which he has 

identified since 1974 and termed: “Larger Clause Relations”.  

These are Situation-Evaluation, and Hypothetical-Real.  Winter 

considers these larger clause relations as the carriers of all the 
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remaining “standard clause relations” of the message.  In 

Situation-Evaluation, the “situation” is what we know, and it 

can predict Basis/Reason; while the “Evaluation” is what we 

think about what we know, and can predict Basis (Reason or 

Justification).  “Hypothetical” is a Hypothetical Situation, and 

“Real” is an Evaluation of a likely reality (see also Winter, 

1986:96-12; 1992:141-1).  Here a statement modified by the 

True relation (hypothetical) is followed by another True relation 

of Denial, followed by Assessment (Reason) for the Denial and 

Basis for that Assessment. 

Many combinations are possible in both of these rhetorical 

structures, such as following the element of Denial by 

Correction (Jordan, 1992:225).  Similarly, in the following 

example of Situation-Evaluation, the two sentences (4 and 5) of 

the Basis of Evaluation also reveal a relation of Matching 

Contrast (Winter, 1992:142-143): 

(22) 

 

SITUATION: 

(1) Then Jesus began to denounce the cities in which most of his 

miracles had been performed, because they did not repent.  

 

EVALUTION (of  SITUATION) 

(2) Woe to you, Korazin! (3)Woe to you, Bethsaida!  
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BASIS (of  EVALUATION) 

(4) If the miracles that were performed in you had been 

performed in Tyre and Sidon, they would have repented long 

ago in sackcloth and ashes. 

(5) But I tell you, it will be more bearable for Tyre and Sidon on 

the day of  Judgement than for you. 

 

Another widely used rhetorical structure is that of 

“Situation-Problem-Solution-Evaluation” which was  first 

investigated by Winter (1976) who noticed that the categories of 

information in many technical texts were organized according to 

this pattern.  Later, Winter (1982; 1986) and Hoey (1979; 1983) 

developed this area of analysis by concentrating on fairly short 

texts.  On the other hand, Jordan (1981, 1984, 1988) sought to 

apply this same metastructure on texts which do not exactly 

conform with this four-element pattern in that they show many 

problems, or many solutions, or omissions of entire elements 

such as “Mind the Gap”, “Steep Hill”, and “Go Slow” which 

indicate Solution-Problem, Problem, and Solution respectively.  

Jordan’s studies have helped to reveal the potentialities of this 

pattern in understanding the rhetorical structuring of texts 

having many possible combinations.  One of his insights was 

defining the complex concept of “Evaluation” in terms of the 

binary clause-relational pair: Assessment/Basis (1984, 1988). 

Many other complex metastructures are also possible in 
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texts such as the ones of “Situation-Purpose-Means-Result”, and 

“Thesis-Concession-Rebuttal”.  However these and other 

possible patterns have not been as widely investigated and 

discussed as one may have expected them to. 
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3. Rhetoric and Persuasion in Classical Arabic 

3.1 Introduction 

 

This chapter offers a broad survey for the theory of Rhetoric 

and persuasion in Classical Arabic that was developed by 

Muslim Scholars during the Middle Ages. One aim of this 

survey is to highlight the originality of this theory in its 

terminology and basic tenets. Then an attempt is made to 

compare this theory with that of classical rhetoric and modern 

poetics and pragmatics whenever such a comparison is found to 

be possible and useful. 

 

3.2 Arabic Rhetoric 

 

The study of rhetoric by medieval Arab scholars was quite 

advanced. Classical Arabic rhetoricians from the ninth century 

onwards studied the properties of highly effective discourses, 

and came up with their own description of Arabic Rhetoric and 

poetic texts. During the last phases of its development, rhetoric 

was divided into three separate, but related components: (  علم

(المعمني   (the science of meaning), ( علم  اليامن)  (the science of clear 

speech), and (  علم  اليمع)  (the science of beautiful speech). The 

first science is related to the successful delivery of meaning in 

its abstract sense. The second deals with the correct choice of 

lexis in order to unambiguously formulate the intended 



 69 

meaning. The third science tackles the ways of embroidering 

speech ( 4:   ، جماار  اليغةم  الهنشمم ) through the use of figures of 

speech and poetic devices. Each of these three components will 

be discussed in the following sections, but the use of specialized 

terminology in this respect requires to be tackled first. 

 

3.2.1 The Terms البلاغة and البيان 

 

The general Arabic term that denotes rhetoric is that of 

 meaning ‘the successful getting at the intended (اليغة )

meaning’. In fact, this use of the term  ( اليغة) is essentially a 

metaphorical one in that it reflects conceiving of successful 

speech as a race in which the ultimate aim of the runner (i.e., the 

speaker) is to have his meaning successfully delivered to the 

addressee. With such a successful delivery, the runner manages 

to arrive at his destination. In its linguistic use, the term ( اليغة) 

is defined as:  

                                              Q1 

 (23: الهنشم  ، جاار  اليغة )مطنبق  الكغم لمن  قتضاه حنل المخنطب 

Matching the speech with the 

requirements of the context of  

situation of the addressee. 

Arab rhetoricians also use the term ( اليامن) in reference to 

rhetoric. The general denotative value of this term is that of 
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making the intended meaning apparent and clear, while its 

specialized meaning is defined as the science that deals with: 

 

Q2 

ق مختلف  بنلز ندة ف  وضاح مع ف  إ  اد المعنى الااحع ف  ط ائ

العلال  علاه وبنلنقصن  لاحت ز بنلاقاف على ذلك عن الخطأ ف  

 ( .243: السكنك ، مفتنح العلام) مطنبق  الكغم لتمنم الم اد 

The knowledge of how to express one meaning in 

different ways by making it clearer or more concise to 

avoid errors in making the speech match the entire 

intention. 

 

The term ( الياممن)  eventually evolved to cover three main 

components: (التشممياه)(the likening), (المجممنز), (the transcending) 

and ( الكنن م) (metonymy). Before proceeding with the description 

of each of these components, it is necessary to touch upon the 

concept of the context of situation mentioned in Q1 above. 

 

3.2.2 The Arabic Concept of the Context of Situation 

 

In modern linguistic literature, the notion that meaning is 

contextually determined is attributed to Malinowski (1923). 

According to this precept, the situational dimensions of each 
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speech event add their own constraints on both its suitable 

productions and understanding.  

For all Classical Arabic scholars, the concept of the 

relevance of the context of situation to both rhetoric and 

discourse was simply common knowledge. In fact, the Arab 

rhetorician Al-Jāhidh (d. 232 AH) (ninth century, AD) expresses 

even a wider view of the context of situation notion than that of 

Malinowski by considering it to envelope the speech event 

itself, its participants, and their cultural and linguistic context. In 

addition, his evaluation of the effectiveness of any discourse 

makes use of three criteria: rhetorical and grammatical well-

formedness (الصااب), attainment of purpose , (إح از المنفع )  and the 

correspondence of speech with the requirements of the context 

of situation ( ماافقم  الحمنل)  in that each event has a corresponding 

suitable type of speech ( لكم  مقمنم مقمنل)  as shown in the following 

quotation: 

        Q3 

أ   كا  لفظك رشاقنً عذبنً وفخمنً سهغً ، و كا  معننك ظنر اً . . . 

 -أ  كنت للخنص  قصعت  -مكشافنً ، و ق  ينً مع وفنً ، إمن عنع الخنص  

والمعنى لاس  ش ف بأ   كا  . وإمن عنع العنم  أ  كنت للعنم  أردت 

من المعني  الخنص  ، و كذلك لاس  تضح بأ   كا  من معني  العنم  ؛ 

يمن معار الش ف على الصااب ، و إح از المنفع  ،  م  ماافق  و إ

 (     68الجنحظ ، اليان  و التياان ، .) لكل مقام من مقالالحنل، ومن  جب 
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Your utterance must be elegant and fresh, 

prominent and simple, and your intentional 

meaning need be apparent and explicit, 

accessible and known whether addressed to the 

elite or to the commons, for the meaning does 

not become effective (high) just because it 

belongs to the speech of the elite, nor does it 

become easy to understand just because it 

belongs to the commons. This is because the 

orbit of effectiveness revolves around well 

formedness, and the attainment of the desired 

utility, in conformance with the context of 

situation and the requirements that each speech 

corresponds with each situation. 

 

In the quotation above, al-Jāhidh differentiates between the 

speech of the elite and the speech of the commons. In this 

differentiation, none of these two modes of speech (genres) is 

favoured per se. Regardless of the standing of the speaker or the 

genre used, the effective speech is that which is both 

communicative and purposeful. 

Similarly, in the following extract from the same book, all 

the three constant components of the message model: i.e., the 

speaker ( المتكل) , the listener [ المستم ]  , and the message ( الكغم  ) are 

unambiguously stated, with the context of situation ( الحنلم )  given 
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as a fourth integral component. According to al-Jāhidh what 

differentiate between one message and another are the values 

(dimensions) of each of its four given constants, with rank as an 

inherent factor applying to all: 

     Q4 

 نيغم  للممتكل  أ   عم ف أقمعار المعمني  ، و مااز  بانهمن وبمان أقمعار المسمتمعان وبممان 

أقعار الحنلات ، فاجع  لك  طيق  من ذلك كغمنً ولك  حنل  ممن ذلمك مقنممنً حتمى  قسم  

. المسمتمعان علمى أقمعار  لمك الحمنلات  الكغم إلى أقعار المعني  على المقنمنت وأقمعار

 (66الجنحظ ، اليان  و التياان،)

 

 The speaker has to be aware of the values of meanings, 

and should balance between them and the listener’s values and 

the values of the situations by selecting for each level of those 

values a corresponding speech, and selecting for each of those 

situations a rank, to the effect that the speech is apportioned in 

accordance with the values of meanings, and the values of 

meanings are apportioned in accordance with the ranks, and the 

values of the listeners are apportioned in accordance with the 

values of those situations.  

It is clear from the quotation above that the meaning 

potential of the message is represented in the following manner:  

SPEAKER 
v) MESSAGE

R
 

(v) LISTENER
R
 

v) SITUATION
R
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where (v) is  ‘ value’, and (R) is ‘rank’. It is also clear that this 

message model offers a quite advanced and sophisticated 

understanding for the dimensions of the speech event.  

  

3.2.3 The Likening (التشبيه) 

The concept of likening (or comparing) in Classical Arabic 

rhetoric is both a broad and a precise one. It envelops the two 

Western concepts of simile and metaphor. This type of figure of 

speech is succinctly defined by al-Qizwīnī (d. 739 AH) as:   

Q5 

 (312الإ ضنح ، )العلال  على مشنرك  أم  لأم  ف  معنى 

    The reference to the sharing of some meaning by two entities.  

The structure of the likening is defined by Medieval Arabic 

Classical Scholars in terms of the following four components: 

 (the likened) المشيه  .1

 (the likened with) المشيه به .2

تشياهأداة ال .3  (the likening article) 

 (the aspect of likening)وجه الشيه .4

Thus, the likening in the poetic hemistich: 

(.346/ 0681الهنشم ، )أيت كنلارد لمسنً و شذا   

You are like roses in touch and fragrance. 
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The likened is (أيت = you), the likened with is (الارد = roses), the 

likening article is ( ك  = like), and the aspect of likening is that of   

 .(the touch and fragrance of the roses =  اللمس و الشذا)

In English, a comparable componential analysis was first 

offered by Richards as late as 1936 in his translation of Briton’s 

“The Philosophy of Rhetoric”. Richards’ terms are tenor for 

 (وجه الشيه) and ground for (المشيه به) vehicle for ,(المشيه)

(Ullmann, 1966: 184). 

Arab Rhetoricians call the first two components of likening:          

 meaning “the two sides of the likening”. Each one ,(ط ف  التشياه)

of these two can either sensory or conceptual. Thus the likening 

relationship can either relate a sensory entity with a conceptual 

one, sensory with sensory, conceptual with sensory, or 

conceptual with conceptual ( 556/تنح العلام السكنك ، مف ). In case the 

likening article is mentioned, the likening is called ( مفص) 

(detailed); otherwise, it is ( مجم) (summarized). When both of 

the likening article and the aspect of resemblance are omitted, 

then the likening is called ( ليلاغالتشياه ا  = rhetorical likening) or  

 .(assertive, summarized likening = التشياه المؤكع المجم )

As far as the aspect of likening is concerned, seven 

variations are possible, ( التشياه الحقاق = factual likening), ( التشياه

) ,(imaginative likening = التخاالى الق  ب الشيه  = close likening), 

 الم كب) ,(single = المف د) ,(remote likening = الشيه اليعاع)

compound), (متععد = numerous)(  /40  .(  0660حغوي و الزوبع  ، 
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3.2.4 المجاز   Transcending  

Classical Arabic Rhetoricians define (المجنز)  as the non-

literal use of the lexical item ( 214/ الج جني  ، أس ار اليغة  ). This is 

the same definition offered by Halliday (1985 :) for 

“grammatical metaphor’’ . Here, the literary meaning is 

transcended over by virtue of ( الق  ن = nexus). Thus when one 

says ‘I saw a sea’, the sea meant must be a real sea; but when he 

says ‘I saw a sea walking in a caravan’, then the mentioning of 

the nexus ‘walking in a caravan’ tells the addressee that this sea 

is not a literal one. In this case, the literal meaning is discarded 

in favour of the metaphorical one, in this case a “very rich or 

generous person’’.  

Two types of transcending are specified: ( المجنز الحقاق = 

factual transcending) and ( المجنز الم س = free transcending) as 

exemplified hereunder: 

Spring has given life to the land. ( المجنز الحقاق = factual 

transcending) 

The hand has become wide in the town. ( المجنز الم س = free 

transcending)  

It is important to note here that there is no resemblance 

relationship in transcending ( 256/ الج جني  ، أس ار اليغة   ). 
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3.2.5 The Borrowing  الإستعارة  

 

This type of figure of speech involves a likening in which 

the article, the aspect of likening, and either the likened or the 

likened with is deleted. In other words, it is a likening that 

shows either the likened component (in this case it is called 

 explicit borrowing) or the likened with = الإستعنرة التص  حا 

component only (termed:  الإستعنرة المكنا = implicit borrowing)   

( 374ابا رغل العسك ي ، كتنب الصننعتان ،  ) 

You have shown light (meaning a great knowledge). 

 

3.2.6 Properties of Persuasive Speech 

 

Classical Arabic rhetoricians tie persuasion with the 

capability of the successful expression of meaning that suits the 

requirement of the context of situation. Thus, the Arab scholar 

of the ninth century, AD, Al-Jāhidh (d. 232 AH) offers the 

following set of selected properties for the requirements of 

persuasive discourse: 

                             (Q5)   

وعلى قعر وضاح العلال  وصااب الإشنرة ، وحسن الاختصنر ، ودق  

 .المعخ  ،  كا  إظهنر المعنى 

The highlighting of meaning corresponds with the 

degree of the clarity of meaning, correctness of 
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reference, proper brevity, and precision of topic-

introduction  

(al-Bayān wa Tabyeen, 1968: 64): 

 

                  (Q6) 

 . صحاح الأقسنم ، واختانر الكغم 

The rectification of discourse sub-parts, and the 

selection of speech.  

(ibid. 64). 

                  (Q7) 

 .حسن الاقتضنب عنع اليعار  ، والغزارة  ام الإطنل  

 Proper brevity when improvising, and affluence on 

those situations that require long speeches (ibid.). 

 

(Q8) 

 . جمنع اليغة  اليص  بنلحج  ، والمع ف  بمااض  الف ص  

The totality of rhetoric is insight in argumentation and 

knowledge about the occasions of speaking up (ibid.). 
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(Q9) 

قلت للعتنّب  من اليغة  ؟ قنل ك  من أفهمك حنجته من ةا  إعندة ولا 

 .حيس ولا استعني  فها بلاغ 

Al-‘Attābi was asked, “what is rhetoric?”  

He said, “Whoever conveys to you his intention 

without repetition, hesitation, or non-topical support is 

an eloquent person.” (ibid. 80). 

 (Q10) 

 .  خا  اللفظ ف  حسن الإفهنم 

Rhetoric means the [adequate] selection of words plus 

[the use of] proper ways to engender understanding 

(ibid: 81).  

 

The quotations above clearly exemplify al-Jāhidh’s 

standpoints regarding the pragmatics of persuasion. Most of 

Grice’s maxims are explicitly spelled out, and many additional, 

but useful, maxims are suggested. Thus, rhetorical speech 

requires clarity, brevity, sound argumentation, specificity, 

selection of proper lexical items, the ability in expressing one’s 

intentions, fluency, avoidance of ambiguity, and the observance 

of the requirements of the context of situation. Interest in the 

context of situation, especially the addressees, is typical of 

Classical Arabic linguists. To them, Rhetoric is primarily 
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concerned with the requirements of letting one’s message get 

through to the addressee(s) as a prerequisite of the process of 

persuasion. This issue is discussed in the next section. 
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4. Persuasion Elements in The New World Translation of     

the Holy Scriptures 

4.1 Introduction 

 

This chapter presents the first empirical part of this study 

by analyzing elements of persuasion found in the English text of 

The New World Translation of the Holy Scriptures. It starts with 

data collection and description, then the analysis is offered by 

investigating the various linguistic elements of persuasion 

deployed in each subtext. The outcome of the analysis is then 

summarized in order to be used in the comparative analysis 

given in Chapter Five. 

 

4.2 Data Collection  

The researcher has selected twenty texts from Matthew, all 

quoting the speeches of  Jesus Christ and Moses. Since this 

study is after investigating elements of persuasion in actual 

speech, such method of data selection seems quite appropriate in 

that it serves to eschew those texts that are purely narrative or 

descriptive. The selected texts include both monological and 

dialogical discourses. Each analysed English Text (ET) is given 

a serial number and is quoted by keeping the original 

punctuation marks.   



 82 

4.3 Data Analysis 

The next sections offer a discourse analysis for each 

selected text. The analysis relates the context of situation for 

each text, plus its thematic structure and import. This is 

followed by a description of the persuasive means actually 

present in the text at all levels of linguistic representation. If a 

certain linguistic level is not mentioned in the description, this 

means that the text under description shows no special use of 

persuasive means through it. Data analysis is conducted through 

the application of abroad model of analysis that covers the 

various means of persuasion present at all the levels of linguistic 

realization. This model of analysis investigates the following 

aspects of discourse analysis: 

1. Techniques of Persuasion (2.7)  

2. Situational Dimensions (2.8) 

3. Pragmatic Aspects of Persuasion (2.9) 

4. Rhetorical Relations (2.10) 

5. Elements of the Classical Arabic theory of Rhetoric 

(Chapter 3). 

 

4.3.1 English Text 1 

This dialogical text reports in three conversational 

exchanges how Satan’s temptation of Jesus to abandon the way 

of God fails. The temptation act itself is shown to have been 

anticipated beforehand and this is why the Spirit leads Jesus to 
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the desert to rebuff this very act. Jesus has been fasting for forty 

days and nights, so the Tempter (Satan) challenges him to turn 

the stone into bread in order to substantiate his claim that he is 

the Son of God. This is followed by a change of scene from the 

desert to the highest point of the Temple in the Holy City of 

Jerusalem. Here a second challenge is reported wherein the 

Tempter asks Jesus to throw himself from there so that God’s 

Angels would lift him up. The third temptation takes place in yet 

another place, this time to the summit of a very high mountain 

that overlooks all the kingdoms of the world. The Tempter 

offers Jesus all those kingdoms in return for Jesus’ bowing and 

worshipping him. Each temptation has a different venue that is 

strongly related to the nature of the temptation made; Jesus’ 

hunger and his need of some bread in the desert, the highest 

point in the Temple to throwing oneself off, and the summit of a 

very high mountain to overlooking all the kingdoms of Earth.  

However, each challenge is rebuffed as shown in the following 

text:  

 

The Temptation of Jesus 

1 Then Jesus was led by the Spirit into the desert to be 

tempted by the devil. 2 After fasting forty days and forty nights, 

he was hungry. 3 The tempter came to him and said, "If you are 

the Son of God, tell these stones to become bread." 

4 Jesus answered, "It is written: 'Man does not live on 
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bread alone, but on every word that comes from the mouth of 

God”. 

5 Then the devil took him to the holy city and had him 

stand on the highest point of the temple. 6 "If you are the Son of 

God," he said, "throw yourself down. For it is written: " 'He will 

command his angels concerning you, and they will lift you up in 

their hands, so that you will not strike your foot against a stone." 

7 Jesus answered him, "It is also written: 'Do not put the 

Lord your God to the test.'" 

8 Again, the devil took him to a very high mountain and 

showed him all the kingdoms of the world and their splendor. 9 

"All this I will give you," he said, "if you will bow down and 

worship me." I0 Jesus said to him, "Away from me, Satan! For it 

is written: 'Worship the Lord your God, and serve him only.' " 

11 Then the devil left him, and angels came and attended 

him. 

Matthew 4. 1-11 

 

4.3.1.1 Semantic and Pragmatic Level 

On the semantic level, the major persuasive technique used 

by both Jesus and Satan in ET1 is that of appealing to authority 

as realized by the word of God. This appeal is linguistically 

triggered by quoting of a certain holy saying introduced by the 

clause ‘it is written’ which recurs four times, three by Jesus and 

only once by Satan. Each citation strictly observes the maxim of 
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Relation by relating the subject of each temptation to a relevant 

rebuff in the form of a word of God. In addition, the arguments 

are brief and to the point as shown hereunder. 

Propositional Content of the First Temptation: Jesus is in 

bad need of bread in the desert. Satan challenges him to 

demonstrate that he is the Son of God by using the powers 

invested on him by God by turning the stones into bread to 

satisfy his hunger as a means of survival.  

Propositional Content of the First Rebuff: Bread is not the 

only means of man's survival which requires that man abide by 

all the words of God. 

Implicature of the First Rebuff: I, Jesus Christ, would not 

be tempted to follow your words in my duress in the desert. I 

would rather abide by the words of God which include your 

damnation. Since you are damned by God in the Holy 

Scriptures, I am required to follow God's words, not yours for 

this is the only way of survival decreed by God. Therefore, I 

will not change these stones into bread (i.e. be tempted by you) 

since bread is not the only means of survival. 

Propositional Content of the Second Temptation: You 

claim that you are the Son of God and that you are keen to 

follow God's word. If these claims are true, then give me a proof 

that you are the Son of God by throwing yourself off this 

Temple in order to test God's saying that 

"He will command his angels concerning you, and they 
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will lift you up in their hands, so that you will not strike your 

foot against a stone".  

Propositional Content of the Second Rebuff: As you have 

just said I, Jesus Christ, am keen to follow God's words. Since 

this act of throwing myself down is meant to test God, therefore 

I would rather observe God's saying, "Do not put the Lord your 

God to the test". 

Implicature of the Second Rebuff: I follow God's words, 

not yours which stand against God's saying. I will not be 

tempted by you. 

Propositional Content of the Third Temptation: I, Satan, 

am ready  to give you the splendour of all the kingdoms of earth 

that you are beholding now in exchange to your worshipping 

me.  

Propositional Content of the Third Rebuff: I know that you 

are the damned Satan, so get away from me, for I follow God's 

words who says, 'Worship the Lord your God, and serve him 

only'.  

Implicature of the Third Rebuff: I, Jesus Christ, follow 

God's words, not your temptation which stands against God's 

rules. No earthly pleasure can tempt me to abandon God's words 

and follow you. 

 

4.3.1.2 Rhetorical Level 

At the highest level, the rhetorical structure of ET1 takes 
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the form of:  

Argument 1 – Counter Argument 1; Argument 2 – Counter 

Argument 2; Argument 3 – Counter Argument 3.  

Specifically, the general rhetorical structure above can be 

broken up into the following rhetorical elements: 

Claim 1 (Jesus is the Son of God)/ Required Evidence 

(turning stones into bread)/ Counter Evidence 1 ('Man does not 

live on bread alone, but on every word that comes from the 

mouth of God) – Claim  2 (Jesus is the Son of God = Claim 

1)/Required Evidence 2 (throw yourself and God's angels will 

rescue you)/ Counter Evidence 2 ('Do not put the Lord your God 

to the test.') – Condition (all the Kingdoms of the Earth)/ 

Consequence (Jesus' worship of Satan)/ Rejection ('Worship the 

Lord your God, and serve him only). 

 

4.3.1.3 Syntactic Level 

On this level, two basic syntactic structures recur; the first 

is conditional, taking the form of: 

If you are the Son of God, then do so and so, 

or 

I will do so and so if you do so and so, 

the second is a direct reported speech: 

It is written so and so ( therefore I will not be tempted by 

you). 

The first conditional syntactic structure serves the purpose 



 88 

of argumentation by means of cause effect; the second structure 

of direct reported speech serves the purpose of confirming the 

authenticity of the reported text since the actual words of the 

two participants are quoted as they are. 

Another persuasive technique used is that of temporal and 

spatial immediacy realized through the present tense and near 

demonstratives.  

  

4.3.2 English Text 2 

This short speech event consists of a single turn that takes 

place at the shores of the Sea of Galilee. The participants are 

Jesus Christ, the addressors, and two brother fishers: Simon 

(Peter) and Andrew who are the addressees. The two brothers 

are engaged in their bread-winning daily work of fishing by 

casting their nets into the sea when Jesus' calls to join him is 

heard, and the two brothers immediately leave their nets and 

follow the Caller. The main persuasive technique used is that of 

the promise of a morally valuable job of "catching men" in the 

sense of winning them over to Christianity as illustrated in the 

text hereunder: 

 

The Calling of the First Disciples 

18 As Jesus was walking beside the Sea of Galilee, he saw 

two brothers, Simon called Peter and his brother Andrew. They 

were casting a net into the lake, for they were fishermen. 19 
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"Come, follow me," Jesus said, "and I will make you fishers of 

men." 20 At once they left their nets and followed him.  

Matthew 4. 18-20 

 

4.3.2.1 Semantic and Pragmatic Level 

The propositional content of the speech event in ET2 is 

that I, Jesus Christ, call upon you two men, Simon and Peter, to 

leave your work as fishermen and follow me. The promised 

result is that I will make you fishers of men rather than fish. 

This speech act is followed by the happy perlocutionary 

result that proves the high persuasive effect of the speech act 

used wherein the two callees respond immediately by leaving 

their nets and following their Caller, Jesus Christ. 

The implicature of the speech event and its sequel is that 

the Caller offers the two fishermen to be catchers of men rather 

than mere fish. Since men are by far the most valuable creatures 

on Earth, then the two brothers are promised a far more valuable 

and nobler job than the one they were engaged in before the call. 

In addition, given that  the promised job is a moral one rather 

than a material bread-winning one, then the instatement and the 

spread of moral values are more valuable than material ones. 

The third implicature is that the two men in their immediate 

response to Jesus' call prove themselves to be men of high 

integrity who have absolute faith in Jesus, and who are willing 

to quit their current bread-winning job in favour of another 
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moral job that offers no material gains. 

Significantly, the speech event observes the maxims of 

Relevance, Quality, Quantity, and Manner. Of special 

importance is the relevance of the promised job (fishers of men) 

with the present one (fishers of fish).   

 

4.3.2.2 Rhetorical Level  

At this level, the logical structure of ET2 is that of Cause 

(come with me)/ Effect (I will make you fishers of men)/ 

Evaluation (immediate acceptance). The first two members of 

the structure (Cause/Effect) take the form of an illocutionary 

force expressed by a direct speech act, the third (Evaluation) is a 

description of the perlocutionary result of this speech act.   

 

4.3.2.3 Syntactic Level 

The brief speech event takes the form of two successive 

(or double) imperative clauses (come, follow me) followed by a 

coordinative clause (I will make you fishers of men) introduced 

by and. The happy sequel takes the form of two coordinate 

clauses introduced by the important temporal conjunct 'at once'. 

As for the coordination, it is also introduced by 'and'.  

 

4.3.2.4 Lexical Level  

Of special importance is the high density of collocant 

lexical  items (phrases and  words) related to the domain of 
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fishing. The first is the phrase "casting a net", the second is the 

phrase  "into the lake", the third is the lexical item "fishermen", 

the fourth is the phrase "fishers of men", the fifth is "their nets". 

Such a condensation of collocant items at a close proximity 

renders the whole text highly cohesive and more persuasive.  

Another important lexical feature is the implicature 

triggered by the phrase 'at once' already briefly mentioned in A 

above. It shows that the two callees show no hesitation in 

joining with the good cause of Jesus. This implies that they are 

not only true believers in Jesus' cause, but also willing subjects 

who dedicate their life and destiny to such a good cause.   

 

4.3.2.5 Tropes 

 

The metaphorical use of the phrase fishers of men plays a 

major persuasive role in this text.  The innovative extension and 

transfer of the meaning of fisher from that of fish to that of men 

is highly effective, especially in this context where the 

addressees are fishermen who value their job. The intended 

meaning of winning over men to Christianity offers a singular 

opportunity to the callees to learn a far more honorable job 

which can only be learnt by following their Caller; hence their 

prompt response. 

 

4.3.3 English Text 3 



 92 

 

This text is a monological sermon delivered in a single 

turn by Christ to his disciples on the Mount. The main moral 

persuasive means used is the promise of Godly blessing, rejoice, 

and reward for the depraved, the bereaved, the merciful, the 

peacemakers and the persecuted. This is coupled with the 

effective use of semantic, rhetorical, and syntactic parallelism 

and foregrounding as discussed in the next sections.  

   

Sermon on the Mount 

1 Now when he saw the crowds, he went up on a mountain 

side and sat down. His disciples came to him, 2 and he began to 

teach them, saying:  3 "Blessed are the poor in spirit, for theirs is 

the kingdom of heaven. 4 Blessed are those who mourn, for they 

will be comforted. 5 Blessed are the meek, for they will inherit 

the earth. 6 B1essed are those who hunger and thirst for 

righteousness, for they will be filled. 7 Blessed are the merciful, 

for they will be shown mercy. 8 Blessed are the pure in heart, 

for they will see God. 9 B1essed are the peacemakers, for they 

will be called sons of God. 10 Blessed are those who are 

persecuted because of righteousness, for theirs is the kingdom of 

heaven.11 Blessed are you when people insult you, persecute 

you and falsely say all kinds of evil against you because of me. 

12 Rejoice and be glad, because great is your reward in heaven, 

for in the same way they persecuted the prophets who were 
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before you. 

Matthew 5.1-13  

 

4.3.3.1 Semantic and Pragmatic Level 

 

The propositional content of this text promises blessings 

and the kingdom of Heaven to the poor, comfort to the poor in 

spirit, inheritance of the earth to the meek, satisfaction to the 

righteous, belief in God to the pure in heart, good fame to the 

peacemakers, the kingdom of Heaven to the persecuted, and to 

his Disciples. In other words, assertive promises of happiness 

and reward constitute the main semantic content of persuasion. 

Significantly, the promised type of blessings satisfies what the 

believers lack by pairing the antonymous states above.    

Pragmatically, the speech event observes the maxims of 

relevance, quality and quantity. It is also credible in that the 

promised blessings are pronounced by Jesus himself. 

 

4.3.3.2 Rhetorical Level 

The text presents a series of ten parallel claim/evidence 

structures throughout the whole argumentation as shown in 

Table (1)hereunder: 

Table (1) Rhetorical Patterns in ET3 

Claim 

Evidence 
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Blessed are the poor in spirit 

Blessed are those who mourn 

Blessed are the meek 

Blessed are those who hunger and thirst for righteousness 

Blessed are the merciful  

Blessed are the pure in heart 

Blessed are the peacemakers 

Blessed are those who are persecuted because of 

righteousness 

Blessed are you when people insult you, persecute you and 

falsely say all kinds of evil against you because of me 

 

Rejoice and be glad 

1. for theirs is the kingdom of heaven 

2. for they will be comforted 

3. for they will inherit the earth 

4. for they will be filled 

5. for they will be shown mercy 

6. for they will see God 

7. for they will be called sons of God 

8. for theirs is the kingdom of heaven 

9. do 

10. because great is your reward in heaven, for in the same 

way they persecuted the prophets who were before you. 
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4.3.3.3 Syntactic Level 

 

The uniform rhetorical pattern above is matched with a 

syntactically matching structure of the following form: 

 (a) Blessed are NP (X),  (b) for NP1 VP NP2 (X) 

Where the adjective 'blessed' in (a) is always fronted as the 

sentence initial element for emphasis. In two cases NP2 in (b) 

[theirs] is also fronted for the same purpose. The pattern above 

is always realized in compound sentences with the coordinator 

'for'. 

 

4.3.3.4 Lexical Level  

 

The pairing of parallel rhetorical and syntactic structures is 

matched by the pairing of antonymic lexical items where the 

binary elements: 

the poor /  king(dom) 

mourners / comfort 

the meek / inheritance (of earth) 

hunger and thirst / filling 

merciful / given mercy 

persecuted/ happy 

are juxtaposed. 

The use of immediate time, the present simple tense serves 
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the purpose of persuasion because it denotes eternal truths 

(facts). So is the mentioning of all the elements of the sentence 

without ellipses which enhances the denotative specificity of the 

text. 

 

4.3.3.5 Tropes 

 

The following expressions reveal metaphorical uses whose 

intended meaning is paraphrased hereunder:  

hunger and thirst for righteousness = ardent justice-seekers 

pure in heart = honest 

see God = become true believers 

sons of God = Saints (Jesus Disciples) 

 

4.3.4 English Text 4 

 

In the following text, the main persuasive technique used 

is that of metaphor which equate the value of the Disciples first 

with salt, then with light. The text is monological, assertive, and 

highly suggestive. The suggestion used here is a positive one 

that puts the Disciples mission of propagating Christianity in a 

positive light through praise. 

    

Salt and Light 

13 You are the salt of the earth. But if the salt loses its 
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saltiness, how can it be made salty again? It is no longer good 

for anything, except to be thrown out and trampled by men. 14 

"You are the light of the world. A city on a hill cannot be 

hidden. 15 Neither do people light a lamp and put it under a 

bowl. Instead they put it on its stand, and it gives light to 

everyone in the house. 16 In the same way, let your light shine 

before men, that they may see your good deeds and praise your 

Father in heaven. 

Mathew 5.13-15 

 

4.3.4.1 Semantic and Pragmatic Level 

 

The saying starts with the direct equation between the 

Disciples and salt. The implied idea here is that the work of the 

Disciples is as important to the people as the importance of salt 

to all food. If the Disciples quit their message of converting 

people to Christianity, then they will lose their true value and 

become as useless as the salt that has lost its essential quality of 

saltiness. 

The comparison then moves to that of light. Here the 

Disciples are identified with the light of the world that envelops 

everything. Here again the suggested idea is that of equating the 

Disciples’ good office to the benefit of light in the middle of 

darkness. The two important properties of light are developed in 

the extended metaphor. The first is that true light should never 
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be concealed from the people (i.e., true faith requires to be 

conveyed to all the people of earth). The second is that when 

light illuminates the place, the good deeds of the Disciples will 

become highlighted, and the people will praise Father in heaven 

for leading them to the path of belief.  

Pragmatically, a clear and specific message is directly 

conveyed to the addressees by means of highly effective and 

relevant metaphors, which appeal to the senses of seeing and 

tasting. Though the main thrust of the message is carried out in 

figurative terms, the expressed proposition is quite true and 

rewarding to the addressees. 

 

4.3.4.2 Rhetorical Level 

 

The rhetorical structure of ET4 is highly complex. It is 

organized around two major claim/evidence/ evaluation 

relations embedded with two matching comparisons and four 

cause/effect sub-relations as shown hereunder: 

1. You are the salt of the earth. (Claim) 

2.  But if the salt loses its saltiness, (Cause) 

3. how can it be made salty again? (Effect) 

2 & 3 = (Extended Claim) 

4. It is no longer good for anything, (Evidence) 

5. except to be thrown out and trampled by men. 

(Extended Effect) (Evaluation) 
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2-4 &4-5 (Matching Detail)  

6."You are the light of the world. (Claim) 

7. A city on a hill cannot be hidden. (Evidence) 

(Cause/Effect) 

8. Neither do people light a lamp and put it under a bowl. 

(Evidence) 

9. Instead they put it on its stand, (Evidence) (Cause) 

10. and it gives light to everyone in the house. (Evidence) 

(Effect) 

11. In the same way, (Matching Detail) 

12. let your light shine before men, (Cause)  

13. that they may see your good deeds (Effect) 

14. and praise your Father in heaven. (Evaluation) 

7-13 = (Extended Evidence) 

 

If translated into major relations, leaving out the embedded 

ones of cause/effect and matching detail, one gets the following 

pattern, with numbers substituting each clause relation element: 

 

1-3 (Claim)/4 (Evidence)/5 (Evaluation) 

6 (Claim)/7-13 (Evidence)/14 (Evaluation) 

 

Significantly, evidence is provided by appealing to 

commonly experienced elements of nature (salt and light). 
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4.3.4.3 Syntactic Level 

 

The text uses simple present tenses that reflect temporal 

immediacy. Sentence structures range from simple ones (for 

both of the two Claim members) to compound and complex 

ones. Polysyndeton is also used (but if ..). Denotative specificity 

is highlighted by stating the agent, object, and action explicitly 

for all transitive verbs. Other syntactic persuasive means 

include: 

a. The use of rhetorical question (How can it be made salty 

again?), 

b.  Addressing the audience directly through the use of  

second person plural pronoun ‘you’, 

c.  The use of indirect directives (let your …). 

 

4.3.4.4 Lexical Level 

 

The most important lexical property of this text is that of 

collocation. Two sets of closely related lexical items dominate 

the whole text; the first is that of salt (salt, saltiness, salty), the 

other is that of light (light, lamp, shine). It is remarkable to see 

that these two sets are related to the two items of the text’s title 

(Salt and Light). In addition, the use of reference via the 

pronominal is coextensive with reference to these two items in 

the text. 
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Full and partial antonyms are abound in this text as shown 

in the following list: 

loses saltiness / salty 

put a lamp under a bowl/put it on its stand 

hide/shine 

earth/heaven 

  

4.3.4.5 Tropes 

 

Metaphors related to salt and light dominate this text. Both 

stative and dynamic verbs are used to realize such metaphors: 

You are the salt of the earth. (Stative verb) 

You are the light of the world. (Stative verb) 

Let your light shine before men. (Dynamic verb)  

 

4.3.5 English Text 5 

 

In the following text, assertions of various types are used 

as the main persuasion device. This technique is quite suitable 

for the topic of discourse which is the keenness to refute the 

falls allegations that Jesus is after abolishing the Laws of the 

Prophets before him. 

 

Jesus and the Law 
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17 Do not think that I have come to abolish the Law or the 

Prophets; I have not come to abolish them but to fulfill them. 18 

I tell you the truth, until heaven and earth disappear, not the 

smallest letter, not the least stroke of a pen, will by any means 

disappear from the Law until everything is accomplished. 

Matthew 5.17-18 

 

4.3.5.1 Semantic and Pragmatic Level 

 

 In this text, the speaker, Jesus Christ, asserts to his 

Disciples that he has not come to abolish any of the laws of the 

prophets before him. On the contrary, he is keen to reinstating 

every word written in them. 

Pragmatically, the refutation is made via conclusive and 

definitive means in order to rule out any cause for ambiguity or 

doubt, whatsoever. The cooperative principle is observed, 

together with all its maxims of quality, quantity, relation and 

manner. 

 

 

 

4.3.5.2 Rhetorical Level  

 

The text shows a Claim/Evidence relationship. The claim 

constitutes in the warning that Jesus gives to the Disciples in the 
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first sentence not to think that he has come to abolish the laws 

and the teaching of the Prophets before him. This is followed by 

extended evidence which spans the rest of the text. 

  

4.3.5.3 Syntactic Level 

 

This text shows all the syntactic features typical of 

asserting ones position to the an audience: The use of denial (I 

have not come to abolish… , not the smallest letter..., not the 

least stroke …, by any means…), direct prohibition (Do not 

think that…), simple present tense verbs, impossible situation to 

the opposite effect (until heaven and earth disappear), and 

assertion (I tell you the truth.., everything is accomplished. ). 

All the sentences used are complex ones, necessitated by 

the deliberate use of the conjunctions (that, but, until, until). 

Negations are found in all sentences (do not, have not, not the 

smallest.., not the least..). 

 

 

 

 

4.3.5.4 Lexical Level 

 

Antonymy is again the most striking feature in this text: 

(abolish: fulfill; abolish: accomplish; heaven: earth). Another 
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notable lexical feature is the use of collocative items related to 

religious teachings: law, letter, stroke of the pen, law. 

 

4.3.6 English Text 6 

 

In this text, persuasion is based upon the idea of 

substituting a vanishing property with a lasting one. The appeal 

is to the judgment-value of the addressees who are induced to 

think and decide upon the more advantageous of two 

alternatives. 

Real Treasure 

19 Do not store up for yourselves treasures on earth, where 

moth and rust destroy, and where thieves break in and steal. 20 

But store up for yourselves treasures in heaven, where moth and 

rust do not destroy, and where thieves do not break in and steal. 

21 For where your treasure is, there your heart will be also. 

 

4.3.6.1 Semantic and Pragmatic Level 

 

The propositional content of the text is that believers must 

not accumulate wealth on earth because this is a futile enterprise 

since wealth is subject to decay and theft. Instead, the believers 

are induced to accumulate wealth in heaven through their good 

deeds. This type of wealth can neither wither, nor be stolen. In 

addition man’s desire and interest lies where his wealth is. 
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The implicature is that given that man’s real belief is 

strongly tied to what he considers to be most valuable, then God 

knows those who value earthly treasures and those who value 

heavenly ones, and rewards each according to his deeds. 

The basic pragmatic means used here is that if promising 

reward for man’s choice of the better and the more lasting of 

two alternatives: earthly pleasures or heavenly ones.  

 

4.3.6.2 Rhetorical Level 

 

Argumentation in this text is based upon the rhetorical 

pattern of Problem/Solution/Evaluation. The first clause is a 

prohibition of earthly wealth accumulation because the problem 

with this indulgence is that such wealth is subject to loss.  

The solution offered lies in the accumulation of heavenly 

treasures which will stand to man’s benefit forever since these 

are imperishable. The evaluation is both a literal and a moral 

one. Mans decision to the accumulation of any one of the two 

treasures reveals where his real belief and conscientious lies, 

and each person will be rewarded by God accordingly. 

 

 

 

 

4.3.6.3 Syntactic Level 
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The text consists of three compound-complex sentences 

where double conjunctions are used: (and where), (and where), 

and (for where). The syntactic structure of the first two 

sentences is parallel on a clause-by-clause basis as shown 

hereunder: 

1a. Do not store up for yourselves treasures on earth,  

1b. But store up for yourselves treasures in heaven, 

2a. where moth and rust destroy,  

2b. where moth and rust do not destroy, 

3a. and where thieves break in and steal.  

3b. and where thieves do not break in and steal.  

 

The only syntactic difference between the clauses in (a) 

and (b) above is the presence or absence of negation. This 

technique is quite effective since it juxtaposes the two 

alternatives on a par, though the semantic, pragmatic and 

rhetorical difference and consequences between the two are 

antonymic. 

 

 

4.3.6.4 Lexical Level  

The key lexical item in the text above is that of “treasure”, 

used in its literal sense in the first sentence, in its figurative 

sense in the second one, and in its both senses in the third 
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sentence. 

The positive verbs in the first sentence are negated in the 

second one, and the vice versa. In the third and last sentence, all 

the verbs are only positive ones. The first sentence speaks about 

the earth, the second about heaven, the third about both. The 

tense used is again that of the present simple tense which helps 

to convey both habitual acts and facts in English.  

 

4.3.6.5 Tropes 

 

As already indicated, the key persuasive means used in this 

text is that of the figurative use of the word ‘pleasure’ to mean 

good deeds and true belief. A related metaphor is that of 

“storing” good deeds, against storing wealth. A third one is the 

use of “heart” to mean true belief and conscience.  

 

4.3.7 English Text 7 

 

The text here preaches love to one’s enemies. The main 

persuasive technique used is that of asking the Disciples to be as 

perfect as God is in His all-inclusive gifts to human beings. 

Another technique is that of comparing divine love with that of 

the tax collector’s and the pagan’s. The imperfect act of loving 

those who love the believers and hating those who hate them is 

deemed imperfect in that it is done even by the tax-collector and 
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pagan.  

Love for Enemies 

40 "you have heard that it was said, 'Love your neighbor 

and hate your enemy.' 44 But I tell you: Love your enemies and 

pray for those who persecute you, 45 that you may be sons of 

your Father in heaven. He causes his sun to rise on the evil and 

the good, and sends rain on the righteous and the unrighteous. 

46 If you love those who love you, what reward will you get? 

Are not even the tax collectors doing that? 47 And if you greet 

only your brothers, what are you doing more than others? Do 

not even pagans do that? 48 Be perfect, therefore, as your 

heavenly Father is perfect. 

Matthew 5.40-48 

 

4.3.7.1 Semantic and Pragmatic Level 

 

The text begins by rejecting the law of loving one’s 

neighbour and hating ones enemies. Then, the opposite law of 

loving one’s enemies and praying for one’s persecutors is given 

as a proper substitute to the first law. The reward of following 

this last law is that of becoming the sons of the Father in heaven. 

To press the matter forward, God’s care for every human being 

without exception is given as an example to be followed. Then 

such Godly love, which includes everything, is compared with 

that of the tax collector and the pagan. The Disciples are 
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required to transcend above the ordinary love of these two 

categories of men since the tax-collector can only love his 

employer, while the pagan has no belief in Divine God. The text 

ends with a call for doing as God does in loving all human 

beings so that perfection is attained.   

Pragmatically, the new law of loving ones enemies is made 

favourable to the addressees by appealing to their desire to be as 

perfect as God, and gain heavenly reward. The call to transcend 

above earthly hatred made closer by comparing Divine love 

with that of the tax-collector and the pagan. The choice of these 

two men is pragmatically significant in that both are maculate 

and deserve no emulation. The use of the Relation Maxim is 

quite revealing here. 

 

4.3.7.2 Rhetorical Level 

 

The text has a rhetorical organization of Claim/Counter-

Claim/ Evidence/ Evaluation as shown in the following extracts. 

In Aristotelian terms,  the Claim presents the Argument, the 

Counter Claim refutes the Claim via justified Evidence. Then 

the rhetorical structure is concluded with a positive evaluation.   

 

Claim (= Argument) 

"you have heard that it was said, 'Love your neighbor and 

hate your enemy.' 
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Counter-Claim (= Refutation) 

But I tell you: Love your enemies and pray for those who 

persecute you, 45 that you may be sons of your Father in 

heaven. 

 

Evidence (= Justification) 

He causes his sun to rise on the evil and the good, and 

sends rain on the righteous and the unrighteous. 46 If you love 

those who love you, what reward will you get? Are not even the 

tax collectors doing that? 47 And if you greet only your 

brothers, what are you doing more than others? Do not even 

pagans do that? 

 

Evaluation (= Conclusion) 

This member is expressed via Matching detail between the 

perfectness of God and of true believers.  

 Be perfect, therefore, as your heavenly Father is perfect.  

 

 

 

 

4.3.7.3 Syntactic Level 

 

The Text presents its Argument and Counter-Argument by 

pairing antithetical clauses first, then the evidence is presented 
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via parallel conditional clauses: 

Claim: Love your neighbor and hate your enemy…  

Counter-Claim: Love your enemies and pray for those who 

persecute you…  

Evidence: If you love those who love you… even the tax 

collectors are doing that ... 

                 if you greet only your brothers …even pagans 

do that …  

 

In addition, the parallel structures above are paired with 

four rhetorical questions, two having the pattern of (if you … 

what …?) and (are not even…?/do not even…?) 

  

If you love those who love you, what reward will you get? 

Are not even the tax collectors doing that?  

And if you greet only your brothers, what are you doing 

more than others?  

Do not even pagans do that? 

 

Another observation is that the laws which the text quotes 

begin with direct commands: 

Love your neighbor…  

and hate your enemy… 

Love your enemies…  

and pray for those who persecute you… 
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Be perfect, therefore, as your heavenly Father is perfect… 

 

 

4.3.7.4 Lexical Level  

 

This text is an exceptionally cohesive one in terms of 

reiterated lexis and reference. All the structural parallelisms 

mentioned in C above are strung with antonymous and 

synonymous lexical items: 

love X hate 

neighbor X enemy  

love = pray 

enemies = those who persecute you  

the evil X the good 

the righteous X the unrighteous 

love = reward 

love = greet 

you = you /your 

you ( a true believer) X tax collectors 

you ( a true believer) X pagans 

you X others 

sons X Father 

heaven = heavenly 

 

Finally repetitive items and substitutions (e.g., love, hate, 
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neighbors, enemies, you, your, love = do that, greet = do that, in 

heaven = heavenly perfect) are abound all over the text: 

you have heard that it was said, 'Love your neighbor and 

hate your enemy.' But I tell you: Love your enemies and pray 

for those who persecute you, that you may be sons of your 

Father in heaven. He causes his sun to rise on the evil and the 

good, and sends rain on the righteous and the unrighteous. If 

you love those who love you, what reward will you get? Are not 

even the tax collectors doing that? And if you greet only your 

brothers, what are you doing more than others? Do not even 

pagans do that? Be perfect, therefore, as your heavenly Father is 

perfect. 

 

4.3.8 English Text 8 

 

 This text appeals to the believer's sense of sound 

reasoning in order to make them follow a certain right and 

happy conduct and avoid an injurious one. The reasoning is 

made up in a series of cause/consequence argumentation that 

ends up in the choice between the right conduct of quickly 

settling matters with one's debtors or facing imprisonment first 

then paying the debt next. This means that following the 

advisable conduct in this context makes all the difference 

between prison vis-à-vis freedom.   

Anger 
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25 "Settle matters quickly with your adversary who is 

taking you to court. Do it while you are still with him on the 

way, or he may hand you over to the judge, and the judge may 

hand you over to the officer, and you may be thrown into prison. 

26 I tell you the truth, you will not get out until you have paid 

the last penny. 

Matthew 5.25-26 

 

4.3.8.1Semantic and Pragmatic Level 

 

The Text urges the addressee to settle financial matters 

with ones debtors as quickly as possible before the law-suit is 

brought before the judge; otherwise, he will be put into prison 

and is compelled to face both imprisonment and payment of the 

sum owed  to the last penny. 

The key to the required conduct is 'the quick settlement of 

matters' before the court interferes, and indictment becomes 

inevitable, which would blemish one's reputation and  causes 

avoidable imprisonment over and above the eventual, inevitable 

payment of the whole debt. The implicature is that the prompt, 

timely settlement can make room for possible compromise as 

well as the maintenance of good-will and friendliness with one's 

adversaries. In addition, it allows the debtor to avoid 

imprisonment and humiliation. The wider implicature is that one 

resorts to negotiation and mutual understanding to settle ones 
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differences amicably with his adversaries rather than go to court. 

Another implicature is to acknowledge the rights and debts of 

others and settle them in time. Such understanding and 

settlement  could make all the difference between peace of mind 

and freedom on the one hand, and prison and humiliation, on the 

other. Special emphasis is laid upon the timing of the settlement: 

before the law-suit is heard in the court. This timing is crucial in 

the avoidance of bearing the negative consequences of both 

prison and settlement.    

 

4.3.8.2 Rhetorical Level 

 

The global rhetorical structure around which this text is 

organized is that of the Problem/Solution pattern in which the 

Solution is given first. The Solution is the quick settlement of 

matters with one's adversaries; the Problem is imprisonment.  

Solution 

"Settle matters quickly with your adversary who is taking 

you to court. Do it while you are still with him on the way,  

 

Problem 

or he may hand you over to the judge, and the judge may 

hand you over to the officer, and you may be thrown into prison. 

I tell you the truth, you will not get out until you have paid the 

last penny. 
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Particularly, the Problem member is made up of four 

successively interrelated causes, all connected with court action: 

Cause 1 : Non-settlement of matters 

Consequence 1/ Cause 2:  he may hand you over to the 

judge,  

Consequence 2/ Cause 3: and the judge may hand you over 

to the officer,  

Consequence 3/ Cause 4:  and you may be thrown into 

prison.  

Consequence 4:  you will not get out until you have paid 

the last penny. 

 

4.3.8.3 Syntactic Level 

 

The Text makes use of the syntactic structure:  

Do this quickly…… or (else) so and so (adverse 

consequences) may happen to you. 

To add  the element of authority to the propositional, a 

speech indicating clause is inserted for emphasis: 

I (Jesus Christ) tell you the truth (which is) so and so… .   

 

4.3.8.4 Lexical Level  

 

Collocations around two semantic frames dominate this 
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text: financial matters and judicial, punitive law. 

Lexical Items Related to Financial Matters  

Settle matters, Do it, paid, the last penny 

Lexical Items Related to Judiciary Matters  

 

adversary, court, the judge, hand over, the officer, thrown 

into prison, get out  

 

4.3.9 English Text 9 

 

This text offers another example of the Aristotelian-type of 

persuasive argumentation: Argument, Counter Argument, 

Evidence, and Conclusion. The argument type is enhanced with 

the appeal to the traditional laws of religion of: i) keeping one's 

oaths, and ii) the avoidance of swearing. This means that logical 

argumentation is the main technique of persuasion involved in 

ET9.  

Oaths 

33 Again, you have heard that it was said to the people 

long ago, 'Do not break your oath, but keep the oaths you have 

made to the Lord.' 34 But I tell you, Do not swear at all: either 

by heaven, for it is God's throne; 35 or by the earth, for it is his 

footstool; or by Jerusalem, for it is the city of the Great King. 36 

And do not swear by your head, for you cannot make even one 

hair white or black. 37 Simply let your 'Yes' be 'Yes,' and your 
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'No,' 'No'; anything beyond this comes from the evil one. 

Matthew 5.33-37 

 

4.3.9.1 Semantic and Pragmatic Level 

 

The two main themes of prohibiting the breaking of one's 

oaths and swearing by sacred and dear symbols are supported by 

logical evidence. The traditional saying that believers are 

required not to break their oaths is rejected in favour of total 

abstinence from swearing at all, neither by heaven, nor by earth, 

or Jerusalem. This is because heaven is God's throne, earth is 

God's footstool, while Jerusalem is the city of the Great King. In 

addition, swearing by one's head is prohibited since man is 

incapable of creating even one thread of hair. Accordingly, the 

simple answer in mere 'yes' or 'no' is decreed, with the 

conclusion that those who do abide by this degree are 

condemned as evil ones. 

From the pragmatic point of view, the quittance of oaths 

and swearing rather than abiding by them is clearly elucidated in 

a step-by-step logical progression supported by irrefutable 

evidence. Each grand oath is shown to be either as infringing 

upon the Kingdom of God, or as futile and idle. In addition, 

background information are supplied and the truth value of all 

the propositions are observed. The prescribed conduct, besides 

avoids meddling with the affairs of God, offers a simple and 
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beneficial alternative to the believers.   

 

 

4.3.9.2 Rhetorical Level 

 

The rhetorical pattern of Situation/ Problem/ Solution/ 

Evaluation spans the whole of this text, with the sub-pattern 

Claim/Evidence interspersing the Problem member: 

Situation 

Again, you have heard that it was said to the people long 

ago, 'Do not break your oath, but keep the oaths you have made 

to the Lord.' 

Problem 

1. But I tell you, Do not swear at all: either by heaven, for 

it is God's throne;2. or by the earth, for it is his footstool; or 3. 

by Jerusalem, for it is the city of the Great King. 4. And do not 

swear by your head, for you cannot make even one hair white or 

black. 

Solution 

 Simply let your 'Yes' be 'Yes,' and your 'No,' 'No'; 

Evaluation 

anything beyond this comes from the evil one. 

The Problem member above consists of four sub-structures 

of Claim/Evidence as the figures show: 

Claim: 1. But I tell you, Do not swear at all: either by 



 120 

heaven, 

Evidence: 1. for it is God's throne 

Claim: 2. or by the earth, 

Evidence: 2. for it is his footstool 

Claim: 3. or by Jerusalem 

Evidence: 3. for it is the city of the Great King 

Claim: 4. And do not swear by your head 

Evidence: 4. for you cannot make even one hair white or 

black. 

 

4.3.9.3 Syntactic Level 

 

All the prohibitions in this text are expressed by the 

parallel syntactic structure of: "Do not VP, for/but it is so and 

so" 

Do not break your oath, but keep the oaths you have made 

to the Lord.  

Do not swear at all: either by heaven, for it is God's throne;  

or by the earth, for it is his footstool;  

or by Jerusalem, for it is the city of the Great King.  

do not swear by your head, for you cannot make even one 

hair white or black.  

 

The final prescribed conduct is expressed by the mild 

directive with 'let': 
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Simply let your 'Yes' be 'Yes,' and your 'No,' 'No' 

As for the conclusion, it is spelled out via an absolute 

declarative sentence: 

anything beyond this comes from the evil one. 

 

4.3.10 English Text 10 

In the following text, discreet help is of the needy is 

recommended in order to preserve the personal dignity of the 

recipients of charity reward. The most important persuasive 

means used is that of the promise of Godly reward in 

reciprocation to earthly charity.  

Giving to the Needy 

2"50 when you give to the needy, do not announce it with  

trumpets, as the hypocrites do in the synagogues and on the 

streets, to be honored by men. I tell you the truth, they have 

received their reward in full. 3 But when you give to the needy, 

do not let your left hand know what your right hand is doing, 4 

So that your giving may be in secret. Then your Father, who 

sees what is done in secret, will reward you. 

Matthew 6.2-4 

 

4.3.10.1Semantic and Pragmatic Level 

 

The text prohibits making a fuss over giving charity to the 
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needy. Those who do not observe the secrecy of giving will be 

condemned rather than rewarded on the Day of Judgment 

because in trumpeting their donation they trample upon the 

dignity of the needy in order to gain prestige. Instead, total 

secrecy is required to the effect that the left hand is forbidden 

from knowing what the right hand gave. Observation of such a 

secrecy will ensure Godly reward since God sees everything. 

The speech compares two contrasting situations: that of 

trumpeting ones charity donations for the sake of prestige and is 

condemned, and that of keeping such donation secret and 

receiving heavenly reward. The first state is described as 

hypocritical and deserves punishment, the second worthy of 

heavenly reward. Again, the promise of reward for the good 

conduct and punishment for the bad one provide persuasive 

moral incentive for abiding by the good conduct.  

 

 

 

 

 

 

4.3.10.2 Rhetorical Level 

 

This text offers a complete example of Situation/ Problem/ 

Solution/ Evaluation rhetorical structure as shown hereunder:  
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Situation: 

when you give to the needy, 

 

Problem: 

do not announce it with  trumpets, as the hypocrites do in 

the synagogues and on the streets, to be honored by men. I tell 

you the truth, they have received their reward in full. 

Solution: 

But when you give to the needy, do not let your left hand 

know what your right hand is doing, So that your giving may be 

in secret. 

 

Evaluation: 

 Then your Father, who sees what is done in secret, will 

reward you. 

 

4.3.10.3 Syntactic Level 

 

Both the prohibition of negative conduct and the 

recommendation of the positive one are expressed with the 

parallel syntactic structure 'do not': 

do not announce it with  trumpets 

do not let your left hand know what your right hand is 

doing 

In the text, the truth-highlighting clause is also used as a 
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token of authority: 

I tell you the truth, they have received their reward in full. 

 

4.3.10.4 Lexical Level  

 

Three key lexical items emerge in this text. The first is the 

verb 'give' repeated for three times, the second is 'reward' 

mentioned twice both as a noun and a verb, the third is the 

collective noun 'the needy'. Of special importance is the fact that 

the first 'reward' is actually a punishment for hypocrisy, while 

the second is a real reward for secrecy. Such antithetical use of 

the same lexical item provide an additional effective persuasive 

means to this text.  

Lexical items related to the two opposite states of secrecy 

and announcement appear on four occasions: announce, not 

know the doing, in secret (twice). 

 

4.3.10.5 Tropes 

 

Metaphorical use is exploited on two occasions; first 

through the lexical item "trumpet' to mean loud, repetitive 

announcement of the giving, secondly through the metonymic 

use of the hand as the verb of giving, and its personification by 

making it 'know':  

Do not announce it with trumpets 
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Do not let your left hand know what your right hand is 

doing 

 

4.3.11 English Text 11 

 

Similar to previous text, ET11 warns against hypocritical 

prayer and recommends secret prayer. Punishment for the first 

act and reward for the second offer the main persuasive means 

used.  

Prayer 

5 And when you pray, do not be like the hypocrites, for 

they love to pray standing in the synagogues and on the street 

corners to be seen by men. I tell you the truth; they have 

received their reward in full. 6 But when you pray, go into your 

room, close the door and pray to your Father, who is unseen. 

Then your Father, who sees what is done in secret, will reward 

you.  

Matthew 6.5-6 

 

4.3.11.1 Semantic and Pragmatic Level 

 

Hypocritical conduct in the act of prayer is prohibited. 

Accordingly, believers are warned against stand-prayer in the 

synagogues and on the street corners, for this is sinful. In 

contrast, true secret prayer within the gates of one's house is 
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encouraged and rewarded.  

The pragmatic inference is that prayer should be done in 

good faith, for the sole purpose of drawing closer to God rather 

that as a hypocritical means of gaining earthly honour.    

  

4.3.11.2 Rhetorical Level 

Another complete rhetorical structure of Situation/ 

Problem/ Solution/  Evaluation is offered in this text: 

Situation: 

And when you pray, 

Problem: 

Do not be like the hypocrites, for they love to pray 

standing in the synagogues and on the street corners to be seen 

by men. I tell you the truth; they have received their reward in 

full. 

Solution: 

But when you pray, go into your room, close the door and 

pray to your Father, who is unseen. 

Evaluation: 

Then your Father, who sees what is done in secret, will 

reward you.  

 

4.3.11.3   Syntactic Level 

 

Unlike the previous text, the recommended act of secret 
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prayer is not expressed via the prohibitive structure 'do no', 

which is kept for the prohibited act only:  

Do not be like the hypocrites 

But when you pray, go into your room, close the door and 

pray to your Father, who is unseen 

 

The recommended act above is verbalized by means of 

three parallel syntactic structures, all beginning with a 

command: 

Go into your room,  

Close the door and  

Pray to your Father 

 

Once again, the usual authoritative clause is mentioned: 

 I tell you the truth, they have received their reward in full. 

 

4.3.11.4 Lexical Level  

 

Like the previous text, the lexical item 'reward' is used in 

two antithetical senses: 'punishment' and 'reward'. The main 

lexical item: 'pray' is mentioned for four times in the text. Words 

related to 'seeing/unseeing/secret' are also repeated in the text to 

bring about the contrast between public and home prayer. 

 

4.3.12 English Text 12 
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In this text, the correct wording of prayer to God is given 

in full, in order to be pronounced by the believers. Being a 

prayer that requires to be learnt by heart and repeated time and 

again whenever necessary, its persuasive import lies in its nature 

as prayer-text per se. 

 

The Lord's Prayer 

 

9 This, then, is how you should pray: '''Our Father in 

heaven, hallowed be your name, 10 your kingdom come, your 

will be done on earth as it is in heaven. 11 Give us today our 

daily bread. 12 Forgive us our debts, as we also have forgiven 

our debtors. 13 And lead us not into temptation, but deliver us 

from the evil one.  

Matthew 6.9-12 

 

4.3.12.1 Semantic and Pragmatic Level 

  

The propositional content of this text is that of prayer in 

which the name of God is invoked on a certain almighty basis 

and then the petition id spelled out. The latter consists of asking 

God to give the believers their daily bread, forgiving their 

debtors, sparing them temptation, and delivering them fro the 

evil one. 
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The prayer is carefully stylized in simple, memorable 

words, while the petition, as a package, covers the most basic 

aspirations of the average human beings.  

 

4.3.12.2 Rhetorical Level 

 

This text shows a simple Problem/Solution structure as 

shown hereunder: 

Problem 

This, then, is how you should pray: 

Solution 

Our Father in heaven, hallowed be your name, your 

kingdom come, your will be done on earth as it is in heaven. 

Give us today our daily bread. Forgive us our debts, as we also 

have forgiven our debtors. And lead us not into temptation, but 

deliver us from the evil one. 

The solution has the form of a prayer which begins with an 

Invocation followed by Basis, and Petition: 

Invocation: 

Our Father in heaven, 

Basis: 

Hallowed be your name, your kingdom come, your will be 

done on earth as it is in heaven. 

Petition: 

Give us today our daily bread. Forgive us our debts, as we 
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also have forgiven our debtors. And lead us not into temptation, 

but deliver us from the evil one. 

 

 

4.3.12.3 Syntactic Level 

 

The petition part of the prayer is all expressed via parallel 

imperative clauses: 

Give us today our daily bread.  

Forgive us our debts, as we also have forgiven our debtors.  

And lead us not into temptation, 

 But deliver us from the evil one. 

 

4.3.13 English Text 13 

 

This text provides evidence to the fact that true belief and 

the love of God cannot co-exist with the one's love of money.  

 

God and Money 

 

24 No one can serve two masters. Either he will hate the 

one and love the other, or he will be devoted to the one and 

despise the other. You cannot serve both God and Money. 

Matthew 6.24 

 

4.3.13.1Semantic and Pragmatic Level 
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The propositional content of this text is that the love of 

God and the love of money do not go hand in hand. Therefore, 

one has to choose either the love of God with its heavenly 

rewards, or the love of money with its earthly rewards. In other 

words, Greed and True faith stand against each other. All good 

believers should quit greed. 

 

4.3.13.2 Rhetorical Level 

 

This text shows another example of Claim/Evidence 

rhetorical structure. 

Claim: 

No one can serve two masters.  

Evidence: 

Either he will hate the one and love the other, or he will be 

devoted to the one and despise the other. You cannot serve both 

God and Money 

 

 

 

4.3.13.3 Syntactic Level  

 

The basic content of this text is expressed via two parallel 

clauses, one stated in general terms, the other in specific ones: 
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No one can serve two masters.  

You cannot serve both God and Money. 

 

4.3.13.4 Lexical Level 

 

One basic lexical item that stands out as being especially 

important in this text is that of 'master', referring to both God 

and figuratively to money. While these two contrastive terms are 

expressed via one word, other contrasts are expressed via 

antonyms:  

Hate X love, the one X the other, be devoted to X despise.  

 

4.3.14 English Text 14 

 

In this text, the promise of God's abundant giving to those 

who ask presents the fundamental means of persuasion used. 

Significantly, the giving is expressed in absolute terms.  

  

God Gives To Those Who Ask 

 

7 Ask and it will be given to you; seek and you will find; 

knock and the door will be opened to you. 8 For everyone who 

asks receives; he who seeks finds; and to him who knocks, the 

door will be opened.  

Matthew 7.7 



 133 

 

4.3.14.1 Semantic and Pragmatic Level 

 

Believers are induced to ask for whatever they are in need 

of and God will give them, seek and find, knock at the doors, 

and they will be opened in front of them. Without asking, 

seeking, and knocking at doors nothing will be gained. 

4.3.14.2 Rhetorical Level 

 

This text reveals a typical pattern of Cause/Consequence 

rhetorical structure as shown in the following table: 

 

Consequence 

Cause 

Ask 

Seek 

Knock 

For everyone who asks 

He who seeks 

And to him who knocks, 

And it will be given to you 

And you will find 

And the door will be opened to you. 

Receives 

Finds 
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The door will be opened 

 

4.3.14.3 Syntactic Level 

 

Two basic syntactic structures dominate the whole of this 

text. The first is that of an imperative clause followed by  an 

'and' coordinate clause whose verb is 'will' , the second is that of 

the complex declarative sentence with NP S VP: 

(1) 

Ask and it will be given to you  

Seek and you will find 

Knock and the door will be opened to you 

 

(2) 

 For everyone who asks receives 

 He who seeks finds 

 

Foregrounding the believer himself distinguishing the final 

clause of the text: 

To him who knocks, the door will be opened.   

 

4.3.14.4 Lexical Level  

 

Reciprocal verbs also dominate the text: 

Ask / be given  



 135 

Seek / find  

Knock / be opened  

Asks / receives 

 Seeks / finds 

 Knocks / be opened. 

 

 

4.3.15 English Text 15 

This text makes an extensive use of figures of speech in 

describing false prophets and inducing believers to avoid their 

harmful effect: 

A Tree and Its Fruit 

15 Watch out for false prophets. They come to you in 

sheep's clothing, but inwardly they are ferocious wolves. 16 By 

their fruit you will recognize them. Do people pick grapes from 

Thom bushes, or figs from thistles? 17 Likewise every good tree 

bears good fruit, but a bad tree bears bad fruit. 18 A good tree 

cannot bear bad fruit, and a bad tree cannot bear good fruit. 19 

Every tree that does not bear good fruit is cut down and thrown 

into the fire. 20 Thus, by their fruit you will recognize them. 

Matthew 7.15-20 

 

4.3.15.1 Semantic and Pragmatic Level 

 

This speech warns believers against the harm caused by 
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false prophets who wear the clothes of sheep but are as 

ferocious as wolves. In order to recognize these harmful 

imposters, the believers are asked to judge them by the 

consequences of their teaching in that they are like bad trees 

which can never give good fruit, and is therefore only good for 

cutting and turning them into fire-wood.  

The appeal of figurative language has an effective 

pragmatic import in that it provides a convincing basis for 

recognizing false prophets. These imposters are incapable of 

doing anything good. Accordingly, they must be judged by the 

consequences of their teaching and action. 

Two common fields of experience are utilized for the sake 

of persuasion: shepherding and farming. The first is expressed in 

the comparison between the outward appearance of sheep and 

the inward ferocity of wolves; the second by the fruits of useful 

and bad trees. These two domains offer universally shared fields 

of knowledge that render the speech clear and convincing.  

 

 

 

 

4.3.15.2 Rhetorical Level 

 

This speech shows a global Problem/Solution pattern 

expressed through the successive use of Claim/Evidence pairs. 
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Solution 

Watch out for false prophets. 

Problem 

They come to you in sheep's clothing, but inwardly they 

are ferocious wolves. By their fruit you will recognize them. Do 

people pick grapes from Thom bushes, or figs from thistles? 

Likewise every good tree bears good fruit, but a bad tree bears 

bad fruit. A good tree cannot bear bad fruit, and a bad tree 

cannot bear good fruit. 

Evaluation/Conclusion 

Every tree that does not bear good fruit is cut down and 

thrown into the fire. Thus, by their fruit you will recognize 

them. 

 

4.3.15.3 Lexical Level  

 

Lexical items related to shepherding and farming control 

the sense relations of the whole text. The word 'fruit' is repeated 

seven times, and 'bear' and 'tree' five times, not to mention the 

other collocants of these lexical items: 

  

Watch out, sheep's clothing, ferocious wolves, fruit, pick,  

grapes, Thom, bushes, figs, thistles, tree, bears, fruit, tree, bears, 

fruit, tree, bear, fruit, tree, bear, fruit, tree, bear, fruit, cut down, 

fruit  
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4.3.15.4 Tropes 

 

Three main comparisons are made in this text, all related 

to false prophets. The first is likening their outward appearance 

to that of sheep and their true inward nature to that of wolves; 

the second is comparing the bad effect of their teaching to the 

fruit of bad trees in contrast with the fruit of good trees like 

grape and fig. The third and the last figure prescribe the mode 

action required once a false prophet is recognized; like a bad 

tree, he is cut and put to fire.     

 

4.3.16 English Text 16 

 

The promise of reward and the threat of punishment 

provide the basic means of persuasion in this text:  

 

Confessing and Rejecting Christ 

 

"Whoever acknowledges me before men, I will also 

acknowledge him before my Father in heaven. 33 But whoever 

disowns me before men, I will disown him before my Father in 

heaven. 

Matthew 10.32-33 
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4.3.16.1 Semantic and Pragmatic Level 

 

The text shows how any person's acknowledgement of 

Christ has the consequence of Christ's acknowledgement of this 

person in front of God, while the disowning of Christ is 

followed by Christ's rejection on the Day of Judgment.  

The pragmatic import of 'acknowledging' and 'disowning' 

subsumes reward and punishment on the Day of Judgment. The 

speech event is quite brief, clear, and memorable. 

4.3.16.2 Rhetorical Level 

 

Argumentation in this text is presented in the form of 

double cause/consequence rhetorical structure. Each of one of 

this structure is given in one complex clause: 

Cause: 

"Whoever acknowledges me before men,  

 

Consequence: 

I will also acknowledge him before my Father in heaven. 

 

Cause: 

But whoever disowns me before men, 

 

Consequence: 

I will disown him before my Father in heaven. 
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4.3.16.3 Syntactic Level 

 

The whole text comprises two concessive complex clauses 

beginning with 'whoever' and joined with 'but': 

 

Whoever acknowledges me before men, I will also 

acknowledge him before my Father in heaven.  

But whoever disowns me before men, I will disown him 

before my Father in heaven 

 

4.3.16.4 Lexical Level  

 

The concession above is realized on the lexical level 

through the double repetition of the lexical pair 

'acknowledge/disown'. Significantly, all the other lexical items 

(with the exception of the coordinator 'but') are only once 

repeated. The lexical field of each member of the pair above is 

quite wide in that the verb 'acknowledge' denotes belief, 

courage, and acceptance while the verb 'disown' denotes 

rejection and disbelief. Inn addition, the lexical items in the 

prepositional phrase 'before my Father' imply 'the day of 

Judgment'. 

 

4.3.17 English Text 17 
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This text uses reward and punishment on the Day of 

Judgment as a means of inducing believers to stop pronouncing 

careless words. 

  

Judgment of Words 

36 But I tell you that men will have to give account on the 

Day of Judgment for every careless word they have spoken. 37 

For by your words you will be acquitted, and by your words you 

will be condemned." 

Matthew 10.36-37 

 

4.3.17.1 Semantic and Pragmatic Level 

ET 17 expresses the idea the both acquittal or 

condemnation on the Day of Judgment depend on one's spoken 

words. In this context, considerate words bring happiness, while 

foul ones bring punishment. 

Pragmatically, the use of fair punishment versus due 

reward represents one of the acknowledged means of 

persuasion, especially when the better choice is beneficial to the 

believer both in this life and the life hereafter. 

   

4.3.17.2 Rhetorical Level 

 

This text has the rhetorical structure of Cause/ 
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Consequence. Two implied causes are at stake here; i) 

avoidance of careless words, and ii) pronouncing such words. 

The explicit consequence is acquittal for (i), and punishment for 

(ii) on the Day of Judgment.  

 

4.3.17.3 Syntactic Level 

 

The text begins with the authoritative truth-asserting 

clause:  

 

   I tell you that 

This is followed by the statement of the key fact in the 

form of a complex declarative sentence: 

 

Men will have to give account on the Day of Judgment for 

every careless word they have spoken. 

  

Then come two parallel clauses in which the point of focus 

is fronted in the structure of PP NP VP: 

  For by your words you will be acquitted,  

  And by your words you will be condemned. 

 

4.3.17.4 Lexical Level  

 

Besides the key lexical item of 'words' – which is 
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mentioned three times – there are many lexical items that are 

related to judgment that enhance the idea of punishment and 

reward: 

Give account, the Day of Judgment, acquitted, condemned 

 

4.3.18 English Text 18 

 

Persuasion in this text depends upon the figurative style of 

comparing the well-instructed teachers of heavenly law with the 

owner of a house which is full of treasures. 

   

Teacher of the law 

52He said to them, "Therefore every teacher of the law 

who has been instructed about the kingdom of heaven is like the 

owner of a house who brings out of his storeroom new treasures 

as well as old." 

Matthew 10.52 

 

 

 

 

4.3.18.1 Semantic and Pragmatic Level 

 

The gist of this text is that when the teachers of law 

become well-versed in heavenly instructions, their speech will 
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be full of valuable wisdom that is as valuable as treasure house. 

Pragmatically, the attainment of valuable wisdom is tied 

with the state of being well-instructed about the kingdom of 

Heaven. The comparison is presented in brief terms that exploit 

common human knowledge.  

 

4.3.18.2 Rhetorical Level 

 

Given that the text is based on figures of speech, its 

rhetorical structure exploits the Hypothetical/real structure in 

which the Real element is given first: 

Real 

He said to them, "Therefore every teacher of the law who 

has been instructed about the kingdom of heaven  

 

Hypothetical 

Is like the owner of a house who brings out of his 

storeroom new treasures as well as old." 

 

 

  

4.3.18.3 Syntactic Level 

 

The comparison in this text has the complex syntactic 

structure of: 
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Every X  who has been so and so is like Y who does so 

and so. 

The first real state is made structurally parallel to the 

hypothetical picture.   

X  who has been (so and so)  

                        is like  

Y who does so and so 

 

4.3.18.4 Tropes 

 

The comparison in this text is presented in the form of a 

simile with 'like'. The picture is a multiple one in which the 

compared entity is every teacher of law who is well instructed 

about the laws of heaven, while the comparee is the owner of a 

treasure house in which both old and new treasures are stored..     

 

4.3.19 English Text 19 

 

The following text utilizes the well-known fact that one 

small seed of mustard can, if suitably planted and nurtured can 

become a large garden tree that provides shelter to singing birds. 

This agreeable growth is ultimately compared with the belief in 

the Kingdom of Heaven.   

Parable of the Mustard Seed 

He told them another parable: "The kingdom of heaven is 
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like a mustard seed, which a man took and planted in his field. 

32Though it is the smallest of all your seeds, yet when it grows, 

it is the largest of garden plants and becomes a tree, so that the 

birds of the air come and perch in its branches." 

Matthew 13.31-32 

 

4.3.19.1 Semantic and Pragmatic Level 

 

The basic idea conveyed in this text is that a tiny seed if 

properly planted and watered can grow up into a large fruitful 

tree upon which birds chant. This state of affairs is juxtaposed 

with the mission of the disciples who have to nurture and sustain 

the belief of the few in order to reach out to all people, and win 

them to God. Many of these new people will soon join in the act 

of propagating this belief to all hearers as beautifully 

(=effectively) as birds do when they warble on trees. 

From the pragmatic point of view, the text appeals to 

common human knowledge to explain the complex mission of 

the Disciples. By comparing the fruits of their mission with that 

of planting mustard trees, the utility and significance of their 

actions are made clearer, and the promise of gaining many 

supporters who will maintain their mission after them provides 

great hope in fulfilling their sacred mission.  

  

4.3.19.2 Rhetorical Level 
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This text begins by offering the Real member of rhetorical 

structure followed by the Hypothetical one. The propositional 

content of the Real member is the Disciple mission of 

propagating belief in God, the hypothetical member is the 

comparison between this Real member with that of growing 

mustard seed and the winning of new believers who join in the 

Disciples missionary act. 

The Hypothetical member also subsumes an embedded 

structure of Argument (a tiny seed) plus Counter Argument 

(growing into a very large fruitful tree that shelter new 

supporters and missionaries).  

 

4.3.19.3 Syntactic Level 

 

The speech presents its comparisons with the syntactic 

structure of: 

X is like Y. 

Then the Argument/Counter Argument is give through the 

concessive structure of: 

Though Y is (only) so and so, yet it becomes so and so. 

Lexical Level 

The text utilizes the effective lexical field of farming 

(gardening or growing fruitful trees) in the presentation of the its 

comparisons: 
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Mustard, seed, planted, field, seeds, it, grows, garden, 

plants, tree, birds, perch, branches 

 

4.3.19.4 Tropes  

 

The parable that gives the essence of this text is expressed 

via a simile, using the likening article 'like'. 

      The kingdom of heaven is like a mustard seed 

Then this simile is built upon to get at the big, fruitful 

mustard tree on which birds chant: 

yet when it grows, it is the largest of garden plants and 

becomes a tree, so that the birds of the air come and perch in its 

branches." 

 

Within this simile comes the picture of the largest tree in 

the garden on which birds chirrup.  All this is metaphorical talk 

in that the tree now represents the numberless of new believers 

won to the new faith, the garden represents Heaven, while the 

chirruping birds represent newly won missionaries who 

propagate the word of God.   

 

4.3.20 English Text 20 

 

In this text, the use of simile provides the pivotal means of 

persuasion, too. Again, the analogy used is based upon common 
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knowledge, the understanding of the good office of spreading 

belief in God is made clearer, and the results sought are made 

surer by emphasizing the necessity and nobility of such a 

heavenly act.  

 

Parable of the Yeast 

He told them still another parable: "The kingdom of 

heaven is like yeast that a woman took and mixed into a large 

amount of flour until it worked all through the dough."  

Matthew 13.33-34 

 

4.3.20.1 Semantic and Pragmatic Level 

 

The main idea of this text is that belief in God and, 

through it, the attainment of the ultimate happiness in Heaven, is 

the one desirable tenet that is begun by few men whose 

teachings eventually penetrate the minds of all people just like 

the small amount of yeast that can penetrate a huge amount of 

dough, turning it into desirable food that nourishes heavenly 

life. 

Pragmatically, the text is especially effective in asserting 

that all great and useful ideas are propagated by the elite few, 

hence the Disciples should not let the fact that they are only few 

people among all mankind discourage them from pursuing their 

sacred mission. In addition, the nobility and necessity of their 
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good action is enhanced by comparing this action with that of 

the yeast in fermenting dough, and offering good food for all. 

The interpretation of this text requires a lot of inference in 

that most of the intended meaning is left to be deduced by the 

addressees themselves. However, given the commonality of the 

human experience under discussion, the addressees can easily 

get at the intended meaning.  

 

4.3.20.2 Rhetorical Level 

 

Rhetorically, the text has a clear Hypothetical / Real 

structure in which the Real member is given as a Claim, while 

the Hypothetical stands as the Evidence. 

 

4.3.20.3 Syntactic Level 

 

The whole Speech is spelled out in one complex sentence 

that has the syntactic structure of: 

X = Y that is so and so…. 

 

 

4.3.20.4 Lexical Level and Tropes 

 

Similar to the previous one, this Text is built around the 

structure of the simile of the yeast, which is the pivotal lexical 
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item in the text as a whole. The spread of belief among all 

mankind, turning them into good believers is compared with the 

spread of yeast into a large amount of dough, making it 'ripe' to 

be baked and eaten as good food. This comparison is 

particularly effective given the following points: 

The use of yeast for dough fermentation represents one of 

the commonest sources of human knowledge that is based upon 

practical daily experience, which is accessible to all. 

A sheer small amount of yeast is enough to ferment a very 

large quantity of dough and turn it into nourishing, good food. 

Without yeast, the dough remains undesirable for both 

baking and human consumption as some enjoyable food-stuff. 

In addition, without such yeast, the dough is left short of the 

chance to serve as good food.   

 

4.3.21 English Text 21 

 

Genesis  3 

2 Now the serpent+ was the most cautious* of all the wild 

animals of the field that Jehovah God had made. So it said to 

the woman: “Did God really say that you must not eat from 

every tree of the garden?”+ 2 At this the woman said to the 

serpent: “We may eat of the fruit of the trees of the garden.+ 

3 But God has said about the fruit of the tree that is in the 

middle of the garden:+ ‘You must not eat from it, no, you 
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must not touch it; otherwise you will die.’” 4 At this the 

serpent said to the woman: “You certainly will not die.+ 5 

For God knows that in the very day you eat from it, your eyes 

will be opened and you will be like God, knowing good and 

bad.”+ 

 

4.3.21.1 Semantic and Pragmatic Level 

 

The main idea of this text is that belief in God and, 

through it, the attainment of the ultimate happiness in Heaven,  

Satan asks Eve if God really said she shouldn't eat from 

the tree  and Eve repeats what God had commanded her. The 

serpent then lies to Eve, telling her that God was wrong, that the 

fruit wouldn't kill her but would open her eyes and she would 

become like God, knowing good and evil . In telling this lie 

Satan is telling a partial truth, which is the most powerful sort of 

lie. Adam and Eve's eyes were opened, but in a way that brought 

death and destruction into the world. 

 

This is one of the main ways Satan is a liar and deceiver—he 

frames questions based on false premises. He did this to Eve, 

delegitimizing God's commands, and asking her why she would 

not desire to have knowledge as well as benefit from eating the 

juicy fruit, since she had been granted the power to choose for 

herself . Satan framed his question to Eve with the false premise 
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that what God had defined as death (Genesis 2:17) would 

actually lead to life (Genesis 3:4-5). Satan used the same basic 

approach in tempting Jesus (Matthew 4:1-11).  

is the one desirable tenet that is begun by few men whose 

teachings eventually penetrate the minds of all people just like 

the small amount of yeast that can penetrate a huge amount of 

dough, turning it into desirable food that nourishes heavenly 

life. 

Pragmatically, the text is especially effective in asserting 

that all great and useful ideas are propagated by the elite few, 

hence Eve should not let the fact that God ordered should not be 

neglected. In addition, Adam have to rejected as well.   

The interpretation of this text requires a lot of inference in 

that most of the intended meaning is left to be deduced by the 

addressees themselves. However, given the commonality of the 

human experience under discussion, the addressees can easily 

get at the intended meaning.  

 

 

4.3.21.2 Rhetorical Level 

 

Rhetorically, the text has a clear Hypothetical / Real 

structure in which the Real member is given as a Claim, while 

the Hypothetical stands as the Evidence. 
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4.3.21.3 Syntactic Level 

 

The whole Speech is spelled out in one complex sentence 

that has the syntactic structure of: 

X = Y that is so and so…. 

 

 

4.3.21.4 Lexical Level and Tropes 

 

Similar to the previous one, this Text is built around the 

structure of the simile of the yeast, which is the pivotal lexical 

item in the text as a whole. The spread of belief among all 

mankind, turning them into bad believers is compared with the 

spread with the Satan and eaten from the tree. This comparison 

is particularly effective given the following points: 

Satan is called a serpent in the New World Translation of 

the Holy Scriptures (Revelation 12:9, 20:2) referring back to his 

basic nature of being a deceiver and author of destruction. The 

serpent here appears to be Satan taking the form of a creature, 

and choosing the craftiest of all the creatures through whom to 

do his work. The fact that Eve did not appear to be surprised or 

suspicious that the creature spoke to her presents many 

possibilities, one of which is that lacking in experience and 

being innocent Adam and Eve did not know suspicion. The fact 

that God curses the serpent to crawl on his belly would indicate 
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that the serpent likely did not have the appearance of a snake at 

this time. 

 

4.3.22 English Text 22 

Exodus 32 

 

   Meanwhile, the people saw that Moses was taking a long time 

coming down from the mountain.+ So the people gathered 

around Aaron and said to him: “Get up, make for us a god who 

will go ahead of us,+ because we do not know what has 

happened to this Moses, the man who led us up out of the land 

of Egypt.” 2 At this Aaron said to them: “Take the gold earrings 

from the ears of your wives, your sons, and your daughters and 

bring them to me.” 3 So all the people began taking off the gold 

earrings that were in their ears and bringing them to Aaron. 4 

Then he took the gold from them, and he formed it with an 

engraving tool and made it into a statue* of a calf.+ They began 

to say: “This is your God, O Israel, who led you up out of the 

land of Egypt.” 

 

5 When Aaron saw this, he built an altar before it. Then 

Aaron called out: “There is a festival to Jehovah tomorrow.” 6 

So they got up early on the next day and began offering up burnt 

offerings and presenting communion sacrifices. After that the 

people sat down to eat and drink. Then they got up to have a 
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good time.+ 

 

7 Jehovah now said to Moses: “Go, descend, because your 

people, whom you led up out of the land of Egypt, have 

corrupted themselves.+ 8 They have quickly deviated from the 

way I commanded them to go.+ They have made for themselves 

a statue* of a calf, and they keep bowing down to it and 

sacrificing to it and saying, ‘This is your God, O Israel, who led 

you up out of the land of Egypt.’ 

 

4.3.22.1 Semantic and Pragmatic Level 

 

What’s clear here is that the Israelites think Moses was the 

one who delivered them from Egypt. They think he is their god 

and their god has gone missing or has possibly died. Oh, Isreal. 

Their big problem is, had they recognized that this thing wasn’t 

about Moses but about God, perhaps they would’ve had a bit 

more staying power. They may have been willing to watch and 

wait a bit longer knowing that God never forgets us. The real 

lesson is, know your God. Know that God is your source, He’s 

the one moving things around for you and aligning them in your 

favour. He’s the one planning your breakout, parting your Red 

Sea and drowning your Pharaoh. When you forget that, it’s easy 

to walk by sight and not by faith. When you think it’s your boss 

that gives the promotion, the prospective employer that selects 
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your resume, the counsellor that fixes your marriage or the 

doctor that heals you, it’s quite easy to lose faith in the 

possibility of victory – simply because man is unpredictible. But 

it’s never man. Friends, I implore you, know your God. The 

bible says, “…the people who know their God shall be strong, 

and carry out great exploits” (Dan 11:32). You know what 

exploits are? A “bold or daring feat”. For your purposes, it’s 

your victory – your supernaturally repaired marriage, healed 

body, job promotion etc. So, eyes on God, your source and 

deliverer! 

 

4.3.22.2 Rhetorical Level 

The text presents a series of ten parallel claim/evidence 

structures throughout the whole argumentation as shown in 

Table (1)hereunder: 

Table (1) Rhetorical Patterns in ET3 

Claim 

Evidence 

 

Blessed are the poor in spirit 

Blessed are those who mourn 

Blessed are the meek 

Blessed are those who hunger and thirst for righteousness 

Blessed are the merciful  

Blessed are the pure in heart 
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Blessed are the peacemakers 

Blessed are those who are persecuted because of 

righteousness 

Blessed are you when people insult you, persecute you and 

falsely say all kinds of evil against you because of me 

 

Rejoice and be glad 

1. the people who know their God shall be strong, and 

carry out great exploits”  

2.  You know what exploits are? A “bold or daring 

feat”. 

3. They think he is their god and their god has gone 

missing or has possibly died 

 4. for they will be comforted 

5. for they will inherit the earth 

6. for they will be filled 

7. for they will be shown mercy 

8. for they will see God 

 

4.3.22.3 Syntactic Level 

 

The uniform rhetorical pattern above is matched with a 

syntactically matching structure of the following form: 

 (a) Blessed are NP (X),  (b) for NP1 VP NP2 (X) 

Where the adjective 'blessed' in (a) is always fronted as the 
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sentence initial element for emphasis. In two cases NP2 in (b) 

[theirs] is also fronted for the same purpose. The pattern above 

is always realized in compound sentences with the coordinator 

'for'. 

 

4.3.22.4 Lexical Level  

 

The pairing of parallel rhetorical and syntactic structures is 

matched by the pairing of antonymic lexical items where the 

binary elements: 

 

The use of immediate time, the present simple tense serves 

the purpose of persuasion because it denotes eternal truths 

(facts). So is the mentioning of all the elements of the sentence 

without ellipses which enhances the denotative specificity of the 

text. 

 

4.322.5 Tropes 

 

The following expressions reveal metaphorical uses whose 

intended meaning is paraphrased hereunder:  

hunger and thirst for righteousness = ardent justice-seekers 

pure in heart = honest 

see God = become true believers 

sons of God = Saints (Jesus Disciples) 
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4.3.23 English Text 23 

25 Moses saw that the people were unrestrained, for Aaron 

had let them go unrestrained, so that they were a disgrace before 

their opposers. 26 Then Moses took his position in the gate of 

the camp and said: “Who is on Jehovah’s side? Come to me!”+ 

And all the Levites gathered around him. 27 He now said to 

them: “This is what Jehovah the God of Israel has said, ‘Each of 

you must fasten on his sword and pass through all the camp 

from gate to gate, killing his brother, his neighbor, and his close 

companion.’”+ 28 The Levites did what Moses said. So about 

3,000 men were killed on that day. 29 Then Moses said: “Set 

yourselves apart* for Jehovah today, for each of you has gone 

against his own son and his own brother;+ today he will give 

you a blessing.”+ 

 

30 On the very next day, Moses said to the people: “You 

committed a very great sin, and now I will go up to Jehovah to 

see if I can make amends for your sin.”+ 31 So Moses returned 

to Jehovah and said: “What a great sin this people has 

committed! They made themselves a god of gold!+ 32 But now 

if you are willing, pardon their sin;+ if not, please wipe me out 

from your book that you have written.”+ 33 However, Jehovah 

said to Moses: “Whoever has sinned against me, I will wipe him 

out of my book. 34 Go now, lead the people to the place about 

which I have spoken to you. Look! My angel will go ahead of 
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you,+ and on the day when I make an accounting, I will bring 

punishment on them for their sin.” 35 Then Jehovah began 

plaguing the people because they had made the calf, the one that 

Aaron had made. 

 

 

 

5. Persuasion the Prophetic Traditions  

5.1 Introduction 

 

This chapter analyses the persuasive strategies in the 

Arabic traditions of the Prophet Muhammed as reposted in al 

Bukhary. The method of analysis is the same used in the 

previous chapters. Source text translations are provided by the 

researcher herself using the comments found in the same above-

mentioned source-book. In case a particular linguistic level is 

not utilized, then this level will not be commented on. 

 

5.2 Arabic Text 

 

The following Arabic text is a monological Prophetic 

tradition consisting of a single complex (conditional) sentence. 

The Prophet Muhammed said it in reply to a question addressed 

to him by a number of his companion Muslims ( الصحنب). The 



 162 

text deploys multiple lexical, structural, semantic, rhetorical, 

and pragmatic persuasive devices as discussed hereunder. 

 

 (خانرك  ف  الجنرلا  خانرك  ف  الاسغم اذا فقهاا)قنل الني  محمد 

(Al-Bukhary:3:143) 

 

 

 

 

5.2.1 Semantic and Pragmatic Level 

 

The propositional content of this text is that those of you 

who were known to be good to the community in the pre-

Islamic Era are the same good people who are among you, now 

that they have entered the new religion of Islam under the 

condition that they become informed of the rules of the new 

religion and abide by them. The quality of being good is dear to 

all Muslims since it means that they have attained the ultimate 

goal of their religion by winning this life and the life hereafter. 

Therefore, the implicit meaning here is that those who were 

good people both in the pre-Islamic epochs and who know the 

teaching of the religion will be rewarded eternal happiness in the 

life hereafter. The factor of eventual reward of the good in the 

next world is particularly effective here. 
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Moreover, the text makes use of enantiosis by juxtaposing 

two opposite concepts {( ف  الجنرلا) & (ف  الاسغم)}in order to 

mutually enhance each other and lend force to the expression as 

a whole. 

Pragmatically, the tradition is clear, relevant, and precise. 

It also has the implicature of promising reward to the good 

believers by recognizing their good deeds before and after the 

advent of Islam. 

 

 

5.2.2 Rhetorical Level 

 

At this level, the text makes use of two rhetorical relations, 

the first is that of matching detail between ( خانرك  ف  الجنرلا) and 

 .the second is that of consequence/condition ;(خانرك  ف  الاسغم)

The consequence element is that of (  خانرك  ف  الجنرلا  خانرك  ف

 Given that the .(اذا فقهاا) while the conditional element is ,(الاسغم

text as a whole is made up of just one sentence, then such a 

concentration of multiple interasentential rhetorical relations 

render it remarkably logical and convincing. 

 

5.2.3 Syntactic Level 
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Parallel with the matching detail there runs a structural 

juxtaposition of two nominal phrases both having the structure 

of NP Pro Pro PP as shown hereunder: 

م ف  الجنرلا -----خانرك  

PP Pro Pro NP 

م ف  الاسغم-----خانرك  

PP Pro Pro NP 

Put together, the two nominal phrases above make up a 

nominal sentence. Nominal sentences are particularly effective 

here in that they serve the purpose of expressing factual states. 

In addition, the two phrases are bound together in an equative 

sentential relationship of the type X=Z: 

خانرك  ف  الاسغم= خانرك  ف  الجنرلا    

Y        =       X                

Another notable syntactic structure here is that the 

sentence-final conditional subordinate clause cannot undergo 

transition or fronting without spoiling the whole meaning: 

اذا فقهاا خانرك  ف  الجنرلا  خانرك  ف  الاسغم*   

 The reason why such is the case is that the fronting of the 

conditional clause (اذا فقهاا) changes its semantic scope from that 

of being informed in the teachings of Islam to that of being 

informed in the teachings of pre-Islam, which is something 

unacceptable since the latter teaching is rejected as a heathen 

one and deserves punishment, not reward. Such fixed structure 
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can easily become both memorable and non-substitutable in the 

addressees', minds. 

 

5.2.4 Lexical Level 

 

This text shows the following lexical persuasive devices: 

1. the use of antonyms ( الجنرلا) and (الاسغم; 

2. lexical repetition of ( خانرك) 

 

5.3 Arabic Text 2 

 

The following interactive text shows the importance of the 

fundamental principles of forgiveness and grace in the 

propagation of Islam. It also shows how Muslims regard other 

Muslims as their brothern in faith whose dignity and property 

must be respected. Multiple persuasive means are used as 

discussed hereunder. 

عن ع وة إ  المسارة بن مخ م  رض  الله عنهمن وم وا  اخي اه ا  الني  حان 

امن بعع فن  : ارله ث  قنل الله بمن را    جنءه وفع رازا  قنم ف  الننس فنثنى على

اخاايك  جنءوين  نئيان، واي  رائات ا  ارد الاه  سياه ، فمن احب منك  ا   طاب 

ذلك فلافع ، ومن احب ا   كا  على حظه، حتى يعطاه ا نه من اول من  ف ء الله 

 طاينن لك: فقنل الننس. علانن

(AL-Bukhary,2:90) 

 

5.3.1 Semantic and Pragmatic Level 
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The propositional content of this interactive speech event 

is that the Prophet informs his followers that the tribe of 

Hawaazin has come to him showing repentance after their defeat 

in war. They have also become Muslim brothers. Accordingly, 

the Prophet has come to the decision that their females prisoners 

of war should be returned to them. Since these prisoners have 

been distributed among the Muslims, the Prophet gives their 

new owners the choice of either voluntarily relinquishing them 

to their tribe without further compensation, or surrendering them 

but keeping their lawful right for recompense. For those who 

prefer the last choice, the Prophet promises full recompense 

from future booty. 

In reply to The Prophet’s plea, all the Muslim-owners of 

female-slaves tell the Prophet that they agree to relinquish their 

legal share to their new Muslim brothers without any future 

compensation. 

Three main persuasive strategies are used in this Prophetic 

Tradition. The first is represented by telling the Muslims 

concrete facts: the tribe of Hawaazin has come to the Prophet 

(from Ta’if to Medina) to declare their repentance and 

conversion to Islam. In doing so, they have become brothers-in-

Islam. The fact that this piece of information is heard from the 

Prophet himself, as an authority, attests to its validity and 

credibility. 
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The second strategy used is that of appealing to the 

generosity and discretion of Muslim as two basic principles of 

their religion. As a gesture of good-will, The Prophet has come 

to the decision that the female prisoners of Hawaazin should be 

returned to their tribe now that they have become Muslim-

brothers. Of particular interest is the pleasantness of the two 

verbs used to describe the act of ‘donning’ (أحب)  and (طاب )  and 

the verb of ‘deciding’ (أ تر)  as will be discussed in 3.4 below. 

The third means is that of offering multiple options, 

including full future compensation to the effect that the 

Prophet’s decision is not meant to impoverish anyone, nor 

encumber on the lawfully acquired rights of Muslims. In 

addition, the act of freeing prisoners of war is made as voluntary 

good-will gesture of forgiveness and grace. 

Pragmatically, the Tradition offers the background 

information, the fact that the Tribe of Hawaazin has embraced 

Islam and its tribesmen have become Muslim brothers. The 

implicature here is now that they have become Muslim brothers, 

their female prisoners of war have also become Muslim sisters 

and require to be treated as free believers. This status quo 

renders The Prophet’s decision to free their prisoners of war a 

desirable and discreet act of good faith that deserves to be 

observed and imitated. 

On the other hand, the two options of either choosing to 

voluntarily free the prisoners or waiting for imminent future 
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material compensation, (the latter being quite a legitimate and 

feasible one) convey the implicature that material gains are set 

opposite moral ones. In such a case, true Muslims always opt for 

moral gains, and that is in fact the whole essence of true belief 

and commitment to high religious ideals and principles. 

 

5.3.2 Rhetorical Level 

 

  This Prophetic Tradition shows an obvious 

cause/consequence/alternative/evaluation rhetorical structure 

where the cause is presented by a totally new situation 

(Hawazin’s repentance and conversion to Islam). The 

consequence comes as a direct effect of such a cause and that is 

The Prophet’s decision to free the female prisoners of Hawazin 

who have become Muslim brothers. The alternatives offered are 

clearly stated. Then each option has also its evaluative result: 

implicit moral compensation or an explicit material one pending 

on future victories aided by Allah's will. 

 

5.3.3 Syntactic Level 

 

 This Prophet tradition begins with the topic-introduction 

phrase (أمن بعع)  which implies “putting what is said before behind 

the present issue that I want to tell you is…”. The two options 

have parallel syntactic structures beginning with (أ ...فمن احب)  
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those (of you) who liked. This is followed by an infinitival 

sentence starting with the subjunctival article ( أ) :  

 

فمن أحب منك  أ   طاب ذلك فلافع ، ومن أحب أ   كا  على حظه، حتى يعطاه 

 .إ نه من أول من  ف ء الله علانن

 

5.3.4 Lexical Level  

 

 Throughout this Prophet Tradition, the use of certain verbs 

rather than others helps to induce the hearers to positively 

respond to The Prophet. Among these verbs are: (رأ ت)  [Lit., I 

have seen= I have decided], (أحب)  [likes, loves], (طاب )  

[gracefully done], and (ف ء )  [supply shed from sunlight = offer 

divine providence]. The effect of these euphemistic verbs 

becomes obvious once they are substituted with their direct 

equivalents:  

  را ت

I have seen X I have decreed 

 أراد X أحب

Likes, loves X wants, prefers 

  تننزل عن X  طاب

Gracefully  X Give up, relinquish 

  عط  X  ف ء

Offer divine providence X give 
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5.4 Arabic Text 3 

 

The next Prophetic Tradition tackles the vice of human 

greed. The main strategy used in describing this vice is that of 

tropes which help to offer a vivid description which is otherwise 

less obvious and consequently less persuasive. 

 

لا ا  لابن ادم مث  واد :  قال ( ص)رسال الله  سمعت: عن ابن عينس قنل 

منلا لاحب ا  له الاه مثله، ولا  مغ عان ابن ادم الا الت اب، و تاب الله على من 

 . نب

(AL-Bukhary:4:119) 

 

 

5.4.1 Semantic and Pragmatic Level 

 

 The ideas expressed in AT3 are: i) human beings are 

greedy creatures to the effect that the more they get the more 

they desire. If one person is given a valley of money, then he 

would want another valley over and above the first one, ii) the 

only thing that can fill in this greed is death, however, iii) those 

who repent and quit this vice are granted forgiveness by Allah. 

 Pragmatically, all Grice’s maxims are attaind by means of 

the picturesque style used to describe the vice of greed. The use 

of the conditional particle (لا)  in this context has its pragmatic 

implications in that it denotes thought of the counter factuality 
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of the situation, the impossibility of satisfying greed by any 

means. The implicature is that if such a desire is impossible to 

satisfy, then it is better for believers to quit it given that it is an 

evil desire that can never be totally satisfied. The metaphorical 

mentioning of (العان)  the ‘eye’ to denote greed is also to the 

point. Here, greed is likened to the eye that is never satisfied 

with seeing and aspiring to grasp whatever desirable things that 

are found on the face of earth. The eye is the one organ that 

wants to ‘envelope’ whatever can be seen; it is never tired of 

seeing and re-seeing all the desirable things that could be seen. 

This metaphor is pragmatically important in conveying to the 

addressees the ultimate idea of never gaining total 

dissatisfaction of any desire. The third pragmatically persuasive 

idea is that of death which is metaphorically related to the eye. 

The insatiable eye can only be stopped from desiring more 

through death. After that, its orbit is filled with the lowest of 

elements: dust. In this case it could not aspire to see any more. 

The implicature here is that however rich a man becomes, the 

only material thing that he can be in possession of after death 

and burial is mere dust which will eventually ‘fill his eye’. 

 

5.4.2 Rhetorical Level 

 

 This text has complex rhetorical structure of: 

Condition/Consequence/Claim/Evidence/Cause/Consequence 
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where the Condition of having a valley full of money is related 

to the Consequence of desiring another such valley because of 

insatiable greed. This is followed by that Claim element that 

human greed is never satisfied and its Evidence: is till one is 

dead. The structure is closed with the Consequence of Allah's 

forgiveness for the Cause of one’s true repentance. 

 Another possible way of analyzing the rhetorical structure 

of this text is to see it as an example of the 

Problem/Solution/Evaluation pattern, where the insatiable greed 

is the Problem, death is the Solution, and Allah's forgiveness 

through true repentance is the Evaluation. 

 

 

5.4.3 Syntactic Level 

 

 The whole text has three sentences. It begins with a 

conditional sentence that serves the purpose of showing the 

impossibility of satisfying greed through the acquisition of 

earthly means. Then the only possible material way of satisfying 

greed is given by the second restrictive declarative sentence of 

the structure: 

 NP + (but) إلا + VP + NP + (nothing) لا

nothing  fills  a human eye  but  dust 
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This verbal sentence is followed by the third closing verbal 

sentence where Allah's forgiveness is fore grounded: 

VP +NP +PP(Prep +Wb-clause (who+VP)) 

Allah forgives who repents. 

 

5.4.4 Tropes 

 

 Tropes play a significant role in this text in that they are 

used to explicate two fundamentally important concepts: man’s 

greed and man’s cure from greed. The first concept is described 

through the metaphor of having a valley full of money or riches, 

the second is that man’s greed can only be satisfied through 

death which is expressed via the dust that fills in the emptiness 

(insatiability) in man’s eyes (greed)when one dies and is buried. 

5.4.5 Sound Effects 

 

 The text of AT3 dominated by two sound effects. Its first 

part shows eleven successive repetitions of (ل)  sound: 

 ل و   ل إبن  مث ل  منل أ  ل أحب  ل ه إل  ه  مث ل ه ، ول ا     ل أ  إل  ا

 The second part has three words having the rhyme of (ب)  

sound in close connection with (ت)  sound: 

  نب/  تاب / الت اب 

5.5 Arabic Text 4 
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 Two strategies are used in the following text: i) the 

statement of the agreeable state of fair conduct between Muslim 

brothers, and ii) the appeal to Godly assistance. 

المسل  اخا المسمل  لا : قنل ( ص) عن عيع الله بن عم  رض  الله عنهمن ا  رسال الله

 . ظلمه ولا سلمه، ومن كن  ف  حنج  اخاه كن  الله ف  حنجته

(AL-Bukhary:4:202) 

 

5.5.1 Semantic and Pragmatic Level 

 

 In this Text, The Prophet declares that all Muslims are 

brothers and that no Muslim should treat his brother unfairly nor 

should he let him down. In addition, if one Muslim is in need of 

his brother’s help, then this need is that of Allah. 

 

 

5.5.2 Rhetorical Level 

 

 At this level, the Tradition is governed by the Cause/Effect 

pattern. The first cause is Muslim brotherhood, and the second is 

Allah’s becoming in need of a human being. The first effect is 

that a Muslim should never treat his Muslim brothers unfairly or 

let them down, while the second Effect is satisfying the needs of 

other Muslim brothers. 

 An alternative analysis is to see the text as a representative 

of the Claim/Evidence pattern where Muslim brotherhood and 
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the need of brotherly support are Claims matched with the 

Evidence of fair treatment and non-betrayal, plus God’s need of 

brotherly support. 

 

 

5.5.3 Syntatic Level 

 

The first sentence of this tradition spells out a general rule; 

therefore, a nominal clause is used. 

 المسل  اخا المسل 

When the tradition moves from the general to the specific, to 

verbal clames are presented is paralled structures with the 

negative partical. (لا)  

 لا  ظلمه

 لا  سلمه

Ngnv(MV+NP+NP) 

Then the argument moves to a general fact again, using a 

conditional sentence, with partially parallel syntactic structures, 

for the sake of the symmetrical variation 

  هكن  ف  حنج  اخ 

 كن  الله ف  حنجته 

Mv pp Np Np (pron) 

Mv Np pp Np  (pron) 

5.5.4 Tropes 
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The main figure of speech used in this text is the 

personification of Allah the Almighty in the picture of a person 

in need of another person’s support. This is quite an effective 

image since it shows that when a Muslim does his duty in 

satisfying the needs of his brothers, he is in fact doing favour to 

Allah the Almighty, which is the greatest thing one can imagine 

himself to be achieving. 

 

 

5.6 Arabic Text 5  

 

In this text the prohibition of anger as is especially tied 

with passing verdicts to contesting claimants. This prohibition 

of an abhorred conduct supplies the main persuasive strategy. 

لا  قضان حك  بان اثنان ورا : سمعت الني   قال : عن عيع ال حمن بن اب  بك  قنل

 . ةضين 

(AL-Bukhary:4:236) 

 

5.6.1 Semantic and Pragmatic Level 

 

 The propositional content of this text is that no judge 

should pass his verdict in a lawsuit if he were in a state of anger. 

 

5.6.2 Rhetorical Level 
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The text shows straightforward rhetorical structure of 

Cause (the anger of a judge)/Effect (passing no judgment). 

 

5.7 Arabic Text  6  

 

 Again, this text shows two persuasive strategies: i) the 

recommendation of generally accepted positive social attitudes, 

and ii) the use of poetic devices, through semantic, syntactic and 

phonological parallelisms 

: بعث الني  اب  ومعنذ ابن جي  الى الامن فقنل: سمعت اب  قنل: عن ابن ب دة قنل

 . س ا ولا  عس ا وبش ا ولا نف ا و طنوعن

(AL-Bukhary:4:240) 

 

 

5.7.1 Semantic and Pragmatic Level 

 

 In this text, the Prophet tells the two emissaries whom he 

is sending to Yemen to do three things. Firstly, they are required 

to opt for simple and easy decisions and solutions rather than 

difficult ones. Second they are required to propagate rewards 

rather than hateful attitudes and options. Thirdly, they need to 

agree upon a united opinion between themselves. 

 

5.7.2 Rhetorical Level 
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 This Tradition is organized via the rhetorical pattern of 

Assertion/Prohibition/Assertion/Prohibition/Assertion. The 

assertion elements are simplifying teachings and decisions, 

preaching reward, and getting at unified attitude through mutual 

agreement. 

 

 

 

 

 

 

 

 

 

5.7.3 Syntactic Level 

 

 The text has five parallel verbal sentences of the structure 

VP NP. Each separate sentence conveys a brief command of 

single action or attitude:  

  س ا

 ولا  عس ا

 وبش ا

ف اولا  ن  

 و طنوعن

 



 179 

5.7.4 Lexical Level 

Parallelisms is syntactic structures are conditioned with the 

pairing of antonyms related to the recommended prohibited 

deeds: 

لا  عس / س اً   

لا نف /بش اً   

The last, but most important commandment is given 

without its antonym as a culmination of the whole text. 

 

5.7.5Sound Effects 

 

 Four out of five sentences that comprise this Tradition 

rhyme together with the sound (را)  [ra:]. In addition, the first, 

third, and fourth sentences have three syllables each, while the 

second and the fifth one have four syllables each. These 

multiple poetic devices render the text a particularly memorable 

one. 

 

5.8 Arabic Text  7 

 

 In this text, the Prophet appeals to the sense of justice 

among all claimants and warns those who use hypocrisy to gain 

unlawful rights of Hell. 

ايه سم  خصام  بينب حج  ه فخ ج ( ص)ام سلم  زوج الني  عن رسال الله  نع

ا  من اين بش ، وايه  ن ان  الخص  فلع  بعضك  ا   كا  ابلغ من بعض : الاه  فقنل
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فنحسب ايه صندق فنقض  له بذلك، فمن قضات له بحق مسل  فنيمن ر  قطع  من 

 .الننر، فلانخذرن او لات كهن

(AL-Bukhary:4:241) 

 

5.8.1 Semantic and Pragmatic Level 

 

 The propositional content of this text the Prophet hears 

two contesting parties arguing at the door of his room, so he 

comes out and says that he is only a human being who has been 

sought as judge between them. So it might be the case that one 

party pleads his cause more eloquently and persuasively than his 

adversary and such eloquence would make the Prophet decide 

on his behalf. So, if The Prophet’s decision gives one party a 

certain Muslim’s right, then this right is a piece of hell which he 

is free to take or leave. The implicative is that since the Prophet 

himself may give the right judgment subsequent judges may 

also make such judgments thus all who may gain such 

unrighteous judgments are also warred. 

 

5.8.2 Rhetorical Level 

 

 The whole of Text 7 is governed by the recursive 

Cause/Effect rhetorical pattern. The Cause elements are (i) the 

Prophet being only a human being, (ii) one claimant being more 

eloquent in presenting his cause than the other, (iii) the Prophet 
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deciding on the rights of a Muslim man. The Effect elements are 

(i) the Prophet may make a misjudgment, (ii) the Prophet may 

judge in favour of the more eloquent claimant (iii) the given 

right is piece of Hell. 

 It is worth mentioning here that the Tradition ends with the 

alternative elements of the claimant taking the rights that are his 

and leaving what is not lawfully his, otherwise he would be 

thrown into Hell. The last effect is an implied one for the second 

alternative which also serves as a cause element. 

 

 

 

 

 

5.8.3 Tropes 

 

 The main argument in this Tradition-that no Muslim 

should contrive to usurp the rights of other Muslims through 

eloquence and unsubstantiated claims- is given via the metaphor 

of this right that is given via court decision is a piece of Hell. 

This means that if one unlawfully gets at this piece, then he will 

be sent to Hell, otherwise not. 

 

5.9 Arabic Text 8 
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 The main persuasive strategy in this text is brevity and all-

inclusiveness. It preaches the love of life by providing for a 

good cause to making life meaningful. 

لا  تمنى احعك  المات امن محسنن فلعله : قنل ( ص)عن سعع ابن عياع ا  رسال الله 

 .اد وامن مسائن فلعله  ستعتبد ز

(AL-Bukhary:4:250) 

 

5.9.1 Semantic and Pragmatic Level 

 

 In this Tradition, the Prophet warns the Muslims that no 

one of them should wish to die, for if he has been a good person, 

then his virtues might increase through life, or if he has been a 

bad person, he could repent in the rest of his life. 

 

5.9.2 Rhetorical Level 

 

 This text is governed by the rhetorical pattern of 

Evaluation/Cause/Effect/Cause/Effect pattern. The Evaluation 

element is that no person should wish to die or commit suicide. 

The Cause/Effect elements are of making more good deeds or 

stopping bad deeds and repenting the past by bad ones. 

 

 

5.9.3 Syntactic level 
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The all –inclusive two state of any human being either 

(good or bad). Are juxtaposed with the two possibilities  

I making more good things for the first case  

II or repenting for the second case. 

These two pairs are rendered in parallel clauses 

 امن محسننً فلعله  زداد

 وامن مسائنً فلعله  ستعتب 

 

In the example above, two antithetical lexical pairs are patterned  

 ً ً /محسنن مسائن  

    ستعتب/ زداد

  

 

 

5.10 Arabic Text  9 

 

 Syllogism provides an admirable persuasive means in the 

following interactive text. The development of the line of 

argument is given in a step-by-step progression. 

ا  ام ا   : فقنل( ص)عن اب  ر   ة رض  الله عنه ا  اع ابان ا ى رسال الله 

يع  : ر  لك من اب ؟ قنل: )ص( ولعت ةغمن اساد واي  ايك  ه فقنل له رسال الله

فنيى : قنل. ا  فاهن لارقن: ر  فاهن من اورق؟ قنل: حم  قنل: فقنل فمن الاايهن؟ قنل

 ن رسال الله ع ق يزعهن؛ قنل ولع  رذا ع ق يزعه، ول  :   ى ذلك جنءرن؟ قنل

 .  خص له ف  الايتفنء منه

(AL-Bukhary:4:264) 
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5.10.1 Semantic and Pragmatic Level 

 

 The propositional content of this question-and-answer 

dialogue between the Prophet and a certain white-skinned Arab 

tribesman is that the latter tells the Prophet that his wife has 

given birth to a black-skinned baby-boy and that he has 

disowned it. The Prophet asks him if he owns camels and the 

Arab says he does. Then the Prophet asks him if any of his 

camels are brown. The Arab tribesman answers that indeed 

many of them have given birth to white camels. The Prophet 

asks him how it comes that the brown camels give birth to white 

ones. The Arab answers that this could be a root that has sprung 

to it. So, the Prophet tells him that his son’s black skin can also 

be a root that has sprung from his parents to it. Accordingly, the 

Prophet forbids the Arab from disowning his son. 

 Pragmatically, the Prophet makes use of syllogism to 

persuade The Arab tribesman of his fatherhood to the newborn 

child. He reasons with him along the same line of argument that 

he himself provides in order to refute the latter’s wrong 

argument. Initially, the Arab tribesman’s argument has the 

following structure: 

 He is a white-skinned person/ his newborn baby is black-

skinned/ therefore this baby is not own and must be disowned. 

In formal terms, the argument has the following logical 

structure: A is not B, C is B, then C is not A’s. 
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 As the Prophet makes the Arab tribesman admit the fact 

that his brown camels have indeed given birth to white ones, the 

Prophet uses this empirical observation to provide his persuasive 

counterargument very succinctly in one short sentence:               

 ولع  رذا ع ق يزعه                                               

 And so it is possible that this (your son’s black skin) is 

also a root that has sprung to it (from his partents). 

 Putting together the argument developed in a step-by-step 

question-and-answer procedure, the following syllogism 

emerges about the characteristics of brown camels and their 

newborn white camels: A has B, A may have C, D has C, then D 

can be A’s. Applying this structure to the problem under 

discussion gives the following syllogism: 

 The Arab tribesman has a white-skin, the white tribesman 

may give birth to a black-skinned baby, the newborn baby has a 

black skin, then this baby is the tribesman’s legitimate child. 

 

5.10.2 Rhetorical Level 

 

 This Tradition is governed by the Cause/Effect rhetorical 

structure that is paralleled with matching detail. The Cause is 

that the man’s new born child with black-skin is truly his 

father’s son; the Effect is that the father should not disown him. 
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 The matching detail is: given the fact that brown camels 

could give birth to white ones, then white-skinned human beings 

could legitimately give birth to black-skinned babies. 

 Another way of rhetorically analyzing this text is to 

consider it to be of a Problem/Solution structure. The Problem is 

that of the birth of a black-skinned baby to a white-skinned Arab 

tribesman and the latter’s disowning of his child, the Solution is 

that of the emergence of a latent root in the hereditary features 

of the parents, and the annulment of paternal disowning on such 

grounds. 

 

 

 

 

 

5.10.3 Tropes 

 In this text, the idea of a latent hereditary feature passing 

from the parents to the children is likened to the springing of a 

different root in plotted area. In fact this metaphor provides the 

key to the solution of the whole issue under discussion. 

 

5.11 Arabic Text 10  
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لتتيعن سنن من كن  قيلك  شي ا شي ا وذراعن : عن اب  سعاع الخعري عن الني  قنل

الاهاد ( ص)بذراع حتى لا دخلاا جح  ضب  يعتمار ، قلنن  ن رسال الله 

 .فمن؟:والنصنرى؟ قنل

(AL-Bukhary:4:264) 

 

 

5.11.1 Semantic and Pragmatic Level 

 

 In this Tradition, The Prophet orders the Muslims to 

follow the laws of their predecessors a hand pan by a hand pan, 

and a cubit by a cubit and to follow them even if they enter a 

lizard hole. Then the Muslims ask him if he means by their 

predecessors the Jews and Christians, and The Prophet answers 

that he means none but them. 

 

 

 

5.11.2 Rhetorical Level 

 

 At this level, the text is governed by the rhetorical 

structure of Assertion/Detail. The Assertion element is that of 

the Muslims following the Laws of Moses and Jesus. The detail 

is provided through the physical dimensions of tracking their 

steps a hand pan by a hand pan, a cubit by a cubit, even if their 
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laws require Muslims to enter holes as small as those of lizards, 

i.e., what is seemingly impossible. 

 

5.11.3 Tropes 

 

 In this text, the moral acts of strictly observing the laws of 

Moses and Jesus are likened to those of following the tracks of 

the predecessors in physical terms: a hand pan by a hand pan, a 

cubit by a cubit. The stipulation that such laws should be 

followed even when they seem to be harsh and hard to observe 

is represented via the metaphor of obligatorily entering lizard 

holes.  

 

5.12 Arabic Text  11      

 

    In this monological text, progression from the general to 

the specific provides the main persuasive strategy. 

اين عنع ظن عيعي ب  :  قال الله  عنلى: قنل الني : عن اب  ر   ة رض  الله عنه قنل

واين معه اذا ذك ي ، فإ  ذك ي  ف  يفسه ذك  ه ف  يفس ، وا  ذك ي  ف  ملأ 

ذك  ه ف  ملأ خا  منه، وإ   ق ب ال  بشي   ق بت الاه ذراعن، وا   ق ب ال  

 .ا اته ر ول  ذراعن  ق بت الاه بنعن، وا  ا ني   مش 

(AL-Bukhary:4:278) 

 

5.12.1 Semantic and Pragmatic Level 
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 I satisfy what my worshipper believes in me and I am with 

him when he remembers me. So if he recollects me then I also 

recollect him, and if he mentions me in front of a certain 

audience then I will also mention him in front of a better 

audience, and if he draws one hand pan nearer to me then I will 

draw one cubit nearer, and if he draws one cubit closer then I 

would draw two stretched arms closer, and if he comes walking 

to me then I will go running to him. 

 

5.12.2 Rhetorical Level 

 

 Again, this text is governed by the Claim/Evidence 

patterns. The claim elements are those of Allah being with His 

worshippers whenever they remember Him, mention Him or 

draw closer to Him. The Evidence is that of Allah’s 

remembering or drawing closer to His worshippers each time 

they do so and even to greater extents than they do. 

 

5.12.3 Lexical Level 

 

Lexical parallelism combine with syntactic once through 

out the whole text. The clause ( ذك يم)  is repeated three times, 

while the clause (ذك  مه)  is repeated twice. The same parallelism 

is repeated with the clause ( ق ب)  and (ق بت ) . 
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5.12.4 Tropes 

 

 The main figure of speech used in this text is that of 

metonymy. The act of morally and spiritually drawing closer to 

Allah is meticulously described along metonymic physical 

dimensions: hand pans, cubits, two arms stretch, or through 

physical movement: walking and running. 

 

 

5.13 Arabic Text 12 

 

مث  المؤمن كمث  خنم  : قنل( ص)عن اب  ر   ة رض  الله عنه ا  رسال الله 

زرع  ق ء ورقه من حاث ا تهن ال  ح  كفئهن، فنذا سكتت اعتعلت وكذلك المؤمن ال

 .ومث  الكنف  كمث  الارزة صمنء معتعل  حتى  قصمهن الله اذا شنء.  كفأ بنليغء

(AL-Bukhary:4:291) 

 

 

5.13.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is likening the 

true Muslim believers to new plants that bend with the wind that 

blows to put them down. Once the wind stops, the plant stands 

upright. That is why the true believers are forborne by injury. As 

for the non-believers, they are like cedar trees that always stand 

hard till Allah brings it down if He wills. 



 191 

 

5.13.2 Rhetorical Level 

 

 The pattern of Claim/Evidence spans the whole of this 

text. Two claims are put forward: i) true Muslims are able to 

cope with injury and hard times, whereas ii) non-believers are 

unable to do so. Two parallel evidences are also supplied: i) the 

ability of useful crop plants to cope with strong wind, and ii) the 

inability of fruitless cedar trees to cope with such wind if Allah 

wishes them to fall down. 

 

5.13.3 Tropes  

 

 Two images are used in this text. The first image is that of 

likening true believers to a newly grown plant that promises 

good crops and can cope with the blowing of wild winds by 

temporarily bending to it, only to standup again once the 

blowing stops. In this case, by being adaptable to the 

environment, the plant preserves itself and does not fall down. 

Like this wind, true believers are tested by hard times and 

injury. 

 Unlike crop-plants, non-believers are likened to a cedar 

tree which is incapable of coping with the wild winds by leaning 

itself, so it has to fall down at any time, by Allah’s will. 
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5.14 Arabic Text  13 

 

 In this text, the use of simile presents the main persuasive 

means. The image used is a structural one that has proved to be 

of universal import in the description of mutual relatedness. 

ا  مثل  ومث  الاييانء من : قنل ( ص)عن اب  ر   ة رض  الله عنه ا  رسال الله 

قيل  كمث  رج  بنى باتن فنحسنه واجمله الا ماض  لين  من زاو   فجع  الننس 

لين  واين خن   فنين ال: رغ وضعت رذه اللين  قنل:  طافا  به و عجيا  له و قالا 

 .النياان

(AL-Bukhary:2:270) 

 

 

5.14.1 Semantic and Pragmatic Level 

 

 In this Tradition, the Prophet likens his standing and that 

of the Prophets before him to a person who has built a house and 

made it perfect and beautiful but for one brick in a corner. So 

when people go around this house, they admire its structure, but 

demand that the position of that brick should be filled in. So, I 

am that brick and I am the last of the prophets. 

 

5.14.2 Rhetorical Level 

 

 At this level, the Tradition is structured as a Claim 

Evidence logical argument. The Claim is that the previous 



 193 

Prophets have erected a perfect body of laws that resembles a 

splendid building that is in need of just one brick to be 

complete. The Evidence is that the teachings of Islam fill in this 

building position. 

 

5.14.3 Tropes 

 

The whole Tradition is presented as a conceit, or an 

extended metaphor. The laws of all the Prophets before 

Muhammed are likened to a perfectly structured building that 

pleases its beholders in all aspects, except for the position of one 

brick which is left as a gap. The teachings of Muhammad 

(Islam) are likened to the one brick that fills in this gape in order 

to render the building a completely perfect stature. 

 

 

 

 

5.15 Arabic Text 14 

 

 Brevity is the main persuasive strategy used in AT14. 

Another strategy is the equation between true belief and the 

avoidance of harming other people. 

اي الاسغم ( ص)قنلاا  ن رسال الله : عن اب  ب دة اب  ماسى رض  الله عنه قنل

 .من سل  المسلما  من لسنيه و عه: افض  قنل 
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(AL-Bukhary:1:11) 

 

5.15.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is that the 

Muslims ask The Prophet which Muslim is the best. The 

Prophet replies that it is the Muslim who spares his fellow-

Muslims from the injuries of his tongue and hand. 

 As usual, the text observes all Grice’s maxims in being 

clear, obvious, and to the point. 

 

5.15.2 Rhetorical Level 

 

 This text shows a simple Basis/Assessment rhetorical 

organization in that a good Muslim (Assessment) is the one who 

spares his fellow Muslims from any injuries that are caused by 

his tongue or hands (Bases). 

 

5.15.3 Tropes 

 

 In this text, metonymy is apparent by using the tongue to 

allude to verbal abuse and the hand to allude to inflicting 

physical injuries to others. 

 

5.16 Arabic Text  15 
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 This interactive text specifies to all Muslims the most 

fundamental deeds that are tokens of true belief: generosity and 

the maintenance of good-will. 

 طع  : عن عيع الله بن عم  رض  الله عنهمن ا  رجغ سنل الني  اي الاسغم خا  قنل

 .الطعنم و ق أ السغم على من ع فت ومن ل   ع فه

(AL-Bukhary:1:11) 

 

5.16.1 Semantic and Pragmatic Level 

 

 In this Tradition a person asks The Prophet what Muslim 

trite is good. The Prophet answers that it is offering food and 

greeting those whom he is acquainted or not acquainted with. 

 The text is characterized by clarity, brevity, and 

exhaustiveness. The deeds required are socially acclaimed ones 

and are easy to observe. In other words, those who abide by 

them are always seen by their communities as good citizens. 

 

5.16.2 Rhetorical Level 

 

 Like the previous Tradition, this text shows a simple 

Basis/Assessment rhetorical organization in that a good Muslim 

(Basis) is the one who offers food to others and greets all whom 

he meets by saying “piece be on you”. This greeting is literally 
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meant to show friendship and assure one’s interactants that the 

speaker has no bad intensions towards them. 

 

5.17 Arabic Text 16 

 

 This interactive text uses the strategy of punishment to 

induce Muslims to avoid raising arms against each other. 

اذا التقى المسلمن  بسافاهمن فنلقن   :  قال( ص)سمعت رسال الله : عن اب  بك ة قنل

ايه : رذا القن  ، فمن بنل المقتال؟ قنل( ص)فقلت  ن رسال الله . والمقتال ف  الننر

 .كن  ح  صن على قت  صنحيه

(AL-Bukhary:1:15) 

 

5.17.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is that if two 

Muslims attack each other with their swords, then both of them 

are doomed to Hell. The reporter of the Tradition asks The 

Prophet that it is understood why the killer should go to Hell, 

but why should the person killed also go to Hell? The Prophet 

answers that that is because he was keen to kill his brother. 

 

5.17.2 Rhetorical Level 

 

 The structure of Condition/Consequence/Cause governs 

the rhetorical organization of this Tradition. The Condition is 
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that of two Muslim men fighting each other with swords with 

one killing the other. Consequence is that both of them will be 

put in Hell, the killer for his crime, the killed for his keen 

intention to kill his adversary, the intention that has made him 

take his sword and fight his killer in the first place. 

 

5.18 Arabic Text 17  

 

 This text gives in three conditional sentences all the signs 

of hypocrisy. Such all-inclusiveness presents the main 

persuasive strategy deployed. 

اذا حعث كذب، واذا وعع اخلف، : ا   المننفق ثغث: عن اب  ر   ة عن الني  قنل

 .واذا أؤ من خن 

(AL-Bukhary:1:15) 

 

 

 

 

5.18.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is that there are 

three attributes that characterize the hypocrite; if he speaks he 

lies, if he gives promise he breaks it, and if he is trusted, he 

betrays his trustees. 
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 The text observes all Grice’s maxims. In addition, it is all-

inclusive, and depends on the explication of universal facts. 

 

5.18.2 Rhetorical Level 

 

 This text shows a multilayered (embedded) rhetorical 

patterning. At the highest level, there is the assessment 

(hypocrisy) / Basis (Evidence or proofs) structure in the form. 

However, the Basis structure is realized through the three 

conditions of lying, breaking one’s promises, and betraying 

those that have trust in him. 

 

5.18.3 Syntactic level 

 

The combination of three conditional sentences is used 

where two antonomycal clauses are paralleled  

كذب/اذا حعث   

اخلف/اذا وعع  

خن /اذا اؤ من  

In using the technique above, semantics is structurally related to 

syntax when each VP is followed by another VP that ـــــــــــــــ 

runs in apposition to what is expected of the first VP. 

 

5.19 Arabic Text  18 
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 The following text proceeds from the general to the 

particular. Firstly, it gives forth the principle that all deeds are 

judged in the life hereafter by the actual intentions or 

motivations that are behind them. This is followed by another 

related principle and that is every person is the owner of his own 

intentions. Then the contextual details are given. This logical 

progression provides the main persuasive strategy of the text. 

الاعمنل بنلنا ، ولك  ام ئ من ياى، فمن كنيت : قنل( ص)عن عم  ا  رسال الله 

رج  ه الى الله ورساله فهج  ه الى الله ورساله، ومن كنيت رج  ه لعيان  صايهن او 

 .ام اة  تزوجهن فهج  ه الى من رنج  الاه

(AL-Bukhary:1:20) 

 

5.19.1 Semantic and Pragmatic Level 

 

 This tradition explicates that all deeds are counted and 

judged on the basis of the true intentions that lie behind them, 

and every person owns the consequences of the intentions of his 

deeds. So, if one migrates for the sake of God and His Prophet, 

then that is how his migration will be judged. But if one 

migrates to get some earthly benefits or to marry a certain 

woman then his migration is judged to be for the sake of those 

actual intentions. 

 The principle that deeds are judged by the intentions 

behind them has now become a universally accepted maxim in 
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law and courts. In addition, it is the basis of all contracts, jobs, 

and commitments. 

 Pragmatically, the text argues through the statement of 

general principles that are enhanced by the provision of concrete 

examples. The general principles are expressed in the fewest 

possible words that can clearly express the intended meaning. 

The details are provided through one coordinated sentence 

which is precise and obvious. 

 

5.19.2 Rhetorical Level 

 

 The text shows a recursion of the Basis/Assessment 

rhetorical pattern in the following manner Assessment (the 

result of deeds)/ Basis (intentions)/ Assessment / Basis / Basis 

/Assessment / Basis / Assessment. The first two basis / 

assessment are represented by the judgment that the benefits of 

each deed (Assessment) are subject to their intention (Basis). 

The second two pairs provide matching detail of migrating for 

the sake of God and his Prophet and their Godly reward 

(paradise) and migrating for the sake of money or wife and 

getting their earthly reward. 

 

5.19.3 Syntactic Level 
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 The text shows parallelism between the complexity of 

syntactic structures and general/specific information conveyed. 

The first two general principles are both formulated in nominal 

sentences of the structure: NP PP and PP s (NP): 

 

 NP PP الاعمنل بنلنا 

من ياى يءولك  ام   PP S (NP) 

 

In contrast, the specific information is provided via 

complex verbal sentences. Such a parallelism provides a 

memorable syntactic structure to the text. 

 

5.20 Arabic Text  19 

 In this text the statement of observable social facts 

provides the main persuasive strategy. Muslims are urged to 

earn their living through hard work which would spare them the 

humiliation of begging. 

لا   نخذ احعك  حيله فانت بحزم  الحطب على : عن الزبا  بن العاام ا  الني  قنل

 .اعهن فاكاف الله بهن وجهه خا  له من ا   سنل الننس اعطاه او منعاهظه ه فاي

(AL-Bukhary:1:257) 

 

5.20.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is that if a 

Muslim man took his rope for gathering wood and brought on 
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his back a bundle of wood to sell and save his face is better than 

asking alms from other people be it that he is given or not. 

 The text conveys a social fact that becomes an accepted 

convention in most communities, if not all. Hard work provides 

man with personal dignity as well as a means of bread-winning. 

In contrast, begging is looked down upon as an idle activity 

especially for able-bodied persons. It is also degrading job. 

 

5.20.2 Rhetorical Level 

 

At 20 is organized according to the rhetorical structure of 

Means/Purpose/Evaluation (positive/negative). The Means 

element is represented by taking the rope and carrying the 

bundle of wood on the back, the Purpose element is given by 

sequence of selling the wood and saving one’s face. As for the 

Evaluation element, it is given by evaluating the Means/Purpose 

elements together as being much better than the condition of 

begging, whether alms are given (positive) or not (negative) 

because they serve as a face-saving act in front of God. 

 The text argues from the standpoint of common daily 

experience that cannot be refuted since it is based on concerte 

social facts. Although believers are expected to give aid to those 

in need, they are encouraged to earn their living by themselves, 

even if they were to work hard. Therefore, it is obvious that this 

message is clear, concise, and credible. 
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5.20.3 Syntactic Level 

 

 The text comprises one complex sentence that begins with 

a conditional sentence that has four successive, coordinated 

subordinate clauses: 

 لأ   نخذ احعك  حيله

 فانت بحزم  الحطب على ظه ه

 فاياعهن

 فاكف الله بهن وجهه

These are followed by the main clause: 

 خا  له من ا   سنل الننس

Then this clause is modified by two other asyndetically related 

clauses:  

 اعطاه

 او منعاه

The complex structure above utilizes the full potentialities 

of the single sentence in compactly delivering bundles of 

meanings without the need to break down the message into 

multiple, separate sentences. 

 

5.20.4 Tropes 

 

 The only figurative device in this text is that of using the 

lexical item “face” to denote self-dignity and community 
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respect. Significantly, this metaphor has been borrowed by 

Modern Pragmaticians in the same sense (cf. Levinson: 1983). 

 

5.21 Arabic Text 20 

 

 in this last brief Tradition, the use of simile offers the main 

persuasive means. Gesture is also used to represent the idea of 

unity to the addressees. 

ا  المؤمن للمؤمن كنلينان   شع بعضه بعضن، : عن اب  ماسى عن الني  ايه قنل

 وشيك اصنبعه

(AL-Bukhary:1:95) 

 

5.21.1 Semantic and Pragmatic Level 

 

 The propositional content of this Tradition is that true 

believers unite with other true believers like a structure in which 

each part ties the other parts, and he put his fingers together like 

a net. 

 Pragmatically, this single-sentence Tradition is quite brief, 

and clear. 

 

5.21.2 Rhetorical Level 

 

 The text is rhetorically organized around the structure of 

Effect (Muslims becoming like a building)/ Cause (Muslims 
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supporting each other). One relevant observation in this respect 

is that Cause/Effect argumentation is one of the rhetorical 

strategies that has a Universal appeal, especially in matters 

related to knowledge conveyance. 

 

5.21.3 Lexical Level 

 

Three lexical items serve a particularly important function 

in this text. These are: (المامن) (الينان ) , , and (شع ) . The first lexical 

item means “a true believer” and is the ultimate aim of all 

Muslims. So, when this virtue is closely tied with being in 

support of other true believers, the whole idea of reciprocal 

brotherly support acquires religious import as a key to attaining 

the ultimate state of true belief. 

 The second lexical item of ( الينان)  is even more important 

since it provides the key concept of close functional 

interrelatedness. In addition, this image is quite effective in this 

context because a building is made of identical parts (bricks) 

just like the community which consists in identical human 

beings. 

 The third key lexical items is the present simply verb (شع )  

which means “tying”, signifying multilateral close relations that 

require reciprocation. 
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5.21.4 Tropes 

 

 The role of simile is fundamental here in that the whole 

idea of Muslims supporting each other is give via the image of a 

closely structured building where each brick is related to all the 

other bricks in the same structure. The choice of this particular 

image effective since it is best known man-made structure in 

which all the identical constituent parts enter into close relations 

of each other part, and as such each part acquires extra relational 

values by virtue of being one integral part of a unified whole. 

 

 

 

 

 

Chapter six 

 

 

Contrastive analysis 

 

 

 

6.1 Introduction 
 
 

The result of textual analyses conducted in the two 

previous chapters are compared in this chapter in order to test 

the validity of the hypotheses presented in Chapter One. The 

contrastive analysis will also aim at identifying similarities and 
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differences and the feasibility of pointing Universal Tendencies 

in the use of persuasive techniques. 

 
 

6.2 Semantic and Pragmatic Level 
 

Data analysis has shown that background information is 

always supplied in religious texts whenever it is particularly 

necessary to the illocutionary force of the text involved. 

Another observation is that all the religious texts are 

characterized by clarity and brevity. In addition, their 

prepositional content is strictly true and beneficial in the daily 

life of all human beings. In other words, the themes and values 

prescribed present universally acknowledged general facts about 

good deeds that are required to follow and bad deeds to quit. 

Therefore, it is not surprising that conflicting values and 

attitudes such as greed versus charity, true faith versus 

hypocrisy, forgiveness versus enmity, dedication and abiding by 

the laws versus indifference and breaking the laws, unity in faith 

versus factions, simplicity versus pomposity are dealt with in 

both the Islamic and Christian data. 

 
 
 
 
 

6.3 Rhetorical Level 
 
 The following tendencies have been identified in the 

Arabic and English data: 

1. The frequent use of assertion as a primary linguistic means 

of truth-initiation and establishment; 

2. The wide use of such rhetorical structures as 

problem/solution, claim evidence, hypothetical/real, and 

cause effect.  

 

6.4 Syntactic Level 
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 Parallel syntactic structures almost always accompany 

parallel rhetorical patterns. They are spread across all types of 

clauses: declarative, interrogatory, and imperative, though the 

use of indicative clauses is far more prevalent. In addition, the 

effective use of rhetorical questions is frequent in the data. 

 
 

6.5 Lexical Level 
 
 The use of collocative lexical items and the manipulation 

of sense relations in terms of synonyms and antonyms are found 

in all texts, Arabic and English. 

 Repeated lexical items that are of key significance to the 

main idea of the text are also widely used. The semantic field of 

most of the lexical items is that which mostly has to do with 

human actions, beliefs and religious values as opposed to bad, 

injurious deeds. 

 
 

 

 

 

6.6 Sound Effects 
 
 Sound effects in terms of repetitive morphemes and 

phonemes are more widely used in the Arabic texts than the 

English ones. This observation is closely related to the 

difference in the morphological and the phonological potentials 

of the two studies languages. 

 
 
 

6.7 Tropes 
 
 Especially in the explication of the importance of abstract 

religious values and good trite, the use of tropes (similes and 
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metaphors) is prevalent in the data. The domain of picturesque 

style is often that related to common human activities such as 

shepherding, plant cultivation, fishing and natural elements. 

  

6.8 Conclusions 
 
 One of the findings of this study constitutes in the fact that 

the majority of the religious texts analyzed reveal that each text 

makes use of one specific and prevalent persuasive technique, to 

which the other potential techniques merely play a supportive 

role. The choice of the particular major technique is always tied 

to the i) theme of the text, ii) its context of situation. Thus the 

use of tropes is always related to moral values such as the 

commitment to and propagation of true religious faith. 

Similarly, the dominance of one certain rhetorical structure is 

closely related to argumentative texts that appeal to the intellect 

of the addressees rather than to their emotions. Argumentation 

in terms of the rules of logical analogy is also found in both 

Arabic and English texts. 

 Appealing to truthful facts and situations that can be 

empirically tested and ascertained is indeed another universal 

tendency in the data to the effects that both kinds of texts 

revolve around universally acclaimed moral values. 

 Assertions of all types are prevalent in the Arabic and 

English data alike. Sometimes, lexical repetition is used; other 

times, assertive indicative clause and oaths are given, all 

appealing to some socially acknowledged authority.   
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6.9 Pedagogical Recornmendation 
 
 In the light of the results above, it is felt  that in order to 

enhance the writing capabilities of the Iraqi EFL learners, it is 

imperative to incorporate some, if not all, the strategies of 

persuasion identified in this piece of research with a comparing 

examples from both languages in the teaching of the writing of 

argumentative texts especially at the university level. 

 

6.10 Suggestions for Further Research 
 
1. The history of both languages is sprinkled with names of 

brilliant orators at all  there stages; thus a contrastive study of 

the persuasion strategies used a selection of renounced 

speeches in both languages is felt to be of significance since 

it will concentrate not only universals but also on 

idionsyncracies in the use of such strategies. 

2. A contrastive diachronic study which involves the use of 

persuasion strategies past and present in both languages is 

also recommended, since this will shed light on whither such 

strategies have undergone any charge in quantity and/or 

frequency of use.   
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