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| Topic9 | PSYCHOLOGICAL INFLUENCE IN THE COMMUNICATION PROCESS

PSYCHOLOGICAL MANIPULA

is a type of social influence that aims
the perception or behavior of others th
underhanded, deceptive, or even abusive ta

By advancing the interests of the manipulator, often at t
other's expense, such methods could be considered
loitative, abusive, devious, and deceptive. Social
nce is not necessarily negative. For example, doctors can
rsuade patients to change unhealthy habits. Social
IS generally perceived to be harmless when it
ight of the influenced to accept or reject and is
ercive. Depending on the context and
influence may constitute underhanded
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Basic ways that manipulators con
(according to Harriet Braiker

*Positive reinforcement

*Negative reinforcement
mittent or partial reinforcement
ent

e-trial learning
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Manipulative techni
(according to Simon

°Lying *Playing the victi
ying by omission ("poor me")
ial *Vilifying the victim
alization *Playing the servant role
tion *Seduction
ttention or °Feigning innocence
' *Brandishing anger
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Manipulators can have vario
motivations, including:

°the need to advance their own purp
personal gain at virtually any cost to others

a strong need to attain feelings of power an
riority in relationships with others

nd need to feel in control

in a feeling of power over others in
perception of self-esteem
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PRINCIPLES OF INFLUENCE

LIKING AND FRIENDSHIP



