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ABSTRACT

Politeness becomes important in speech when what is about to be said has the
potential to threaten the Hearer’s face. Often in communication it is necessary to
say something that would threaten the other person’s face. In other words, Face
Threatening Acts (FTA) are committed when the speech behavior is going to po-
tentially fail to meet the Hearer’s positive or negative face needs. Doing FTA is a
normal speech behavior and is not seen as a problem in itself. The problem arises
when the FTA fails to be executed appropriately in order to mitigate potential
problems that could result from doing the FTA. Prostitutes are considered as
marginalized people, and then women as sub group tend to speak more politely.
There are many subordinate groups which have their own set of communication
rules, apart from the universal rules. There are different levels of required polite-
ness and different ways of being polite, but all people have the need to be appreci-
ated and protected, which Brown and Levinson call face needs. This study found
interesting features in the way the subjects manipulate and manage their interac-
tions in order to get their intended message across employed six positive and seven

negative politeness strategies.

Key words: FTA, Indirectness, Positive and Negative politeness.

1. Introduction
Communicationinvolvestwo or morepeo-
plecoding and encoding messagesto each other
throughthemediumaof language Thus alanguege
hasalot of contribution for human beingsin
expressng their desire, mood, feding, and need.
In addition, language aso functionsasanin-
strument of social interaction. Most Javanese
tend to useindirect utterancesin Javanese cul-
ture. Thus, indirect speechisconsdered aspo-
litenessand commonusadindaily habit. Suseno
(1984) in hisbook entitle Javanese etiquette
explainsindirect peechisoneof the Javanese
politeness features, and Suseno (1984) and

79

Hildred Geertz (1961) both agreethat thereare
two principleswhich motivate Javanese people
toavoid beingdirect. Thoseprinciplesarerukun
(harmony) and hormat (respect).

Many peoplewould think that because
of thenature of their businessand their unedu-
cated backgrounds, prostitutes would use
crudeandimpolitelanguagewhen solicitingfor
clients. Inaddition, many peoplea so assume
that prostitutes because of the nature of their
work useimpolite utteranceto communicate.
Koentjoro’s longitudinal study (2004) ob-
servesthat thereissuch degree of politeness
in prostitutestalk.
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The concept of face primarily emerged
from Goffman’s original work (1967).
Goffman’smain concerniswithon‘ socia in-
teraction’ and focused specificaly onexplain-
ing someone’ sbehaviour during talk in action
wheretheconduct of theindividua behaviour
ispart reflective of the society or social order.

Thisissupported by Scollonand Scollon
whenthey statethat ‘ any communicationisa
risk toface (2001:44); itisarisk toone’' sown
face; at thesametimeitisarisk to the other
person’s . We should be careful to keep oth-
ers face Inaddition, Laver and Trudgill (1979)
equate ‘face' to theaffective state and i dentity
profile of the speaker and the hearer should
takecareininterpreting facewhichisoffered
to her/him by the speaker. Brown and
Levinson went further to distinguishfaceinto
two types: positive face and negative face
(1987:61).

Inordinary languageuse, ‘ politeness’ re-
fersto proper socia conduct and tactful con-
Sideration of others. Theterm ‘polite’ in En-
glishisderivedfromlatemedievd Latinpolitus
whichmeans* smooth’, or accomplish. Hence
polite can be categorized with ‘polished’, ‘re-
fined’ and so onwhenit refersto people. Ac-
cording to The Oxford Dictionary of
Etymlogy, inthe seventeeth century, apolite
person was ‘ one of refined courteous man-
ners . Although the term does not provide us
with any direct cluesastoitshistorical con-
nections, itsdefinition associatesit with the
social conduct of the upper classes.

Ehlich (1992) explains that courteous
manner refersto the behaviour practiced by
thesocidly high classinwestern societiessuch
asthose shown by thewestern feudal knights
and the secular upper classes, which started
to distinguish themsel vesfrom other groups
based on these courteous values. Theseva-
lueswereappliedinthecourtstolead success
inwinning honours, which later spread into
wider socid classes. Reiter (2000:2) addsthat
“during the renai ssance period the concept of
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courtoisie starts becoming associated with
that of civilité”.

However, Elisstatesthat “politeness,
asatechnica terminlinguistic pragmetics, re-
fersto abroader, substantially more demo-
cratic concept (2007:15). It refersto waysin
whichlinguisticactioniscarried outinasocia
cultural setting”. According to Reiter “polite-
nessisnot something human beingsareborn
with but something whichisacquired through
aprocessof socidization” (2000:1). Thus, po-
liteness is not derived innately, but is con-
Sructed through socid and historical processes.
Anexampleof non-communicative politeness
isthesmpleact of ayounger person offering
anelderly person hisown seat. Anexamplein
the Javanese cultureisayounger personshould
bow dightly whenwalkinginfront of theel-
dersand when theelder isgiving advice, the
younger person should not look directly at
elder’s face as this is interpreted as the
younger’schallenging theelder whichiscon-
sderedimpolitein Javaneseculture.

Brownand Levinson (1987) proposethe
Universal Politenesstheory asanimprovement
of the ideas from the Grice's and Leech's
Maximand Fraser’srules of Conversational
Contract. Reiter statesthe Universal Polite-
nesstheory isbased on conversational prac-
ticesof variousethnic communities(2000:11).
Findingsof their study, involving threeunre-
lated and quite different languages, English,
Tamil and Tzeltal provided evidencethat each
of theselanguagesdemonstratesimilaritiesin
theway the speakersapply strategiesto show
politeness. Thisisusedinrational communi-
cation. Brown and Levinson then refer toa
Model Person (MP) who is seen asafluent
speaker of anatural language asthe proper-
tiesof rationality. Brown and L evinson state
“modd person (MP) consstsinisawilful flu-
ent speaker of anatural language, further en-
dowed with two specia properties-rationaity
andface’ (1987:58). Jamaliah states* postu-
late amodel person (MP), afluent speaker
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with the power of making consciousdecision
and deliberate choice of action (1995:26).
Brown and Levinson state that MP hastwo
special properties —rationality and face
(1987:63). Theface can be defined into two
kinds of ‘face-wants', namely positive and
negativeface. To reduce actswhich threaten
face, Brown and Levinson proposestrategies,
known asfacethreatening acts(FTAS).

a.  Baldlyonrecord

b. Pogtivepoliteness
C. Negativepoliteness
d. Offrecord

e. DonotdotheFTA

Of thefivedrategies, only twowhich are
used to keep face safe, andto avoid therisk of
thelossof ‘face in Javanesespositiveand nege-
tive politeness. Therefore, each spesker should
use appropriate strategies which are able to
lessenthe FTAS.

1.1 Positive Politeness

Positive politenessisredressdirected to
the addressee’ s positiveface. Hiswants (or
the actions/acquisitions/valuesresulting from
them) should be thought of as desirable
(Brown,1987:70). Thepostivefaceisto show
rationdity that everybody wantstheir facepre-
served, and everybody wantsto be appreci-
ated. Thusthe hearer needsto respect or face
want from the speaker. Brown and Levinson
(1987) explainthat the 15 strategiesthey pro-
posefit directly into thethree groups of posi-
tive politeness strategiesdescribed above.
(i) Strategy 1: Notice, attendtoH (hisin-

terest, wants, needs, goods)
(i) Strategy 2: Exaggerate (interest, ap-

proval, sympathy with H)

(i) Strategy 3: Intengity interesttoH
(iv) Strategy 4: Usein-groupidentity markers
(v) Strategy 5: Seek agreement
(vi) Strategy 6: Avoid disagreement
(vii) Strategy 7: Presuppose/raise/assart com-
mon ground.
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(viii) Strategy 8: Joke

(iX) Strategy 9: Assertsor presupposesS's
knowledgeof and concernfor H'swants

(x) Strategy 10: Offer, promise

(xi) Strategy 11: Beoptimistic

(xii) Strategy 12: Includeboth SandH inthe
activity.

(xiit) Strategy 13: Give (or ask for) reasons

(xiv) Strategy 14: Assume or assert reci-
procity

(xv) Strategy 15: GivegiftstoH (goods, sym-
pathy, understanding, cooperation)

1.2 Negative Politeness

Negative politenessishasically to save
H’spositiveface. Hence H'sfacewantsto be
forced or impeded to do something or dis-
turbed. Thereareten negative politenessstrat-
egies
0)
(i)
(iif)
(iv)
v)
(Vi)
(vii)
(i)
(ix)
()

Strategy 1: Beconventionally indirect
Strategy 2: Question, hedge

Strategy 3: Bepessmigtic

Strategy 4: Minimizetheimposition, Rx
Strategy 5: Givedeference

Strategy 6: Apologize

Strategy 7: ImpersonaizeSandH
Srategy 8: Satethe FTA asagenerd rule
Strategy 9: Nominaize

Strategy 10: Goonrecord asincurringa
debt, or asnot indebting H

Indirectnessisonethe Javanese polite-
ness features in communication. C. Geerzt
(1965-208) and Suseno (1984:44) state that
apoliteJavanesegeneraly speak indirectly. In
addition, Gunarwan reports hisresearch that
the Javanese tend to speak more indirectly
compared the Batakswho tend to speak more
directly (1997:1). Inthe Javanese culture, in-
directnessto show politenessismainly con-
veyed in conversation. Suseno (1984) and
Geertz(1961) both agree that there are two
princi pleswhich motivate Javanese peopleto
avoid beingdirect. Thoseprinciplesarerukun
(harmony) and hormat (respect).
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Indirectnessof the Javanese can befound
asinthefollowingprinciples:

a TheFirg principle: Rukun

TheFirst principle of rukun (harmony)
refersto the Javanese' sattitude of living with
other different ethnic groupsinasociety. Ac-
cording to Suseno (1984)Rukun meansahar-
monioussituation, quiet and peaceful, without
conflict, or unity for the purpose of mutua sup-
port. Harmony also indicates a behavioral
manner or characteristic. Thiscan betakento
beaguideline on how to behaveinaharmoni-
ouslife, todiminatesignsof tensionintheso-
ciety or among individualsof different back-
grounds so that the social relationship canbe
well maintained dways.

Suseno (1984) emphasizes that the
ability of indirectly expressngundesredthings,
unwelcome news, warnings, and demandsis
onething that aJavanese valuesmost.

b) Thesecond principle: hormat

Thesecond principleishormat (respect).
Thisprincipleplaysanimportant roleinmain-
taining agood relationship with othersinaso-
ciety. This principle of respect expectsthat
every person should haveapoliteattitudein
order to beableto posit himself in another’s
position wheninteracting with him either ver-
bally or non-verbaly. Thisprincipleof respect
may helptodiminishsocia hierarchy present
inthe hierarchy within the social realtionships
inasociety. Hierarchy isimportant asit helps
anindividua toknow his’her own placeinso-
ciety in order to keep in mind of how to be-
have correctly. Suseno uses this concept to
describeanideal society inwhich eachindi-
vidua acceptstheir persona responsbility and
fulfilshis/her duty. If thisconceptisappliedin
red lifethewholedementsof the society will
liveharmonioudly.

To offer something isto imposethe ad-
dressee, therefore Brown and L evinson state
that “ an offer where Sinsiststhat H may im-
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pose on S's negative face (1987:99). This
offer may threat the hearer’ snegativeface be-
causethe hearer will be obliged to do some-
thing. At the same time, Hencer (1979 in
Koyama) states act threatens the speaker’s
ownfaceby committing themtodoingwhat is
offered should the hearer accept the offer. In
Malay, Asmah Haji Omar statesthat an offer
ismeant exclusively for the hearer whereasan
invitationisinclusive, i.e. itismeant toinclude
both S and H (1993, in Raja Rozina 2004:
144). In some culturesthe offer may be per-
ceived differently. In Chinese culture, Huaet
a. satethat when aspesker offerssomething,
hewill show hissincerity by repesting the of -
fer again and again until the addressee accepts
(2000:99). This is quite different in other
cultureswhere an offer can beassumed asa
debt.

2. Research Method

Thisstudy usesquditative gpproach and
employs the Brown and Levinson (1987)
theory on politenessasitstheoretical frame-
work andfor theanalysisof thedataobtained.
The Brown and L evinson Politeness Theory
originated from Goffman’s (1955; 1967) work
on politenesswhich hasat itscorethe concept
of ‘face’. Brown and Levinson (1987) went
onto specify auniversal set of strategiesun-
der thetwo typesof politeness: The subjects
of thisstudy consist of 25 prostitutesworking
at abrothel in Surabaya. Participant observa
tion, recording, interview andfield notesare
usedin collecting the data.

3. Findings and Discussion

Thefindingsof thisstudy areto andyze
the pogitive and negative politenessstrategies
employed by the subjectsin making their offer
to potential clients. Assuch thedataconsists
of aseriesof recorded dialogue between the
subject and their potential clientswhichwere
transcribed orthographically.
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3.1 Positive politeness

Analysis of the datarevealed that positive
politeness strategies are used in the
conversation between the subjects and the
clientsespecialy whenthey arenegotiatingon
theprice. Inparticular, thesubjectsinthisstudy
had employed six of the fifteen positive
politenessstrategies. strategies4, 5, 6, 12, 13,
and 14. These six strategies are presented
below with examplesfromthedatatoillustrate
their usagein context.

Strategy 4: Use in-group identity markers

In-group identity markers are used to
foster solidarity between speakers. Should he/
shefeel unthreatened by the other person or
fedl that they share some similaritiesor some
sense of solidarity the speaker may use one of
thesein-groupidentity markerssuch asshared
honorific termsor addressforms. Intermsof
addressforms, it was observed that the sub-
jectsused mas or pak (sir in English) to ad-
dressthe potentia client to show that they are
of the same ethnicity (Javanese).. Cak and
kang are are other forms of address which
arecommonly used inthe Surabayadialect to
addresspeoplefromthelower statuslevel or
low payment workers such as porters, becak
drivers, and the uneducated. However, the
subjectsinthisstudy werenot observed to have
made use of theseformsthroughout the data.

Extract 1

(11) S7  : Yo wis mas ayo istirahat...
[smile].

Translation : Yesaready comeontakea
rest

Strategy 5: Seek agreement

Strategy 5involvesthe speaker agreeing
with the hearer. This agreement can be con-
veyed by using ‘yes’ or therepetition of some
words. Yo or iyo have the same meaning in
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Javanese, asya or iya doin standard Indone-
gan.

Extract 2

(11) Subject2: Yo wis mas ayo istirahat...
[smile].

Translation : Yes already come on take a
rest

In extract 2, subject 2 conceded her
agreement to the potential clients bargaining
with Ya, lyo and lya. Thefunction of ya and
Iyainconversationsinndonesianis, “grow
naturally out of itsliteral meaning” and hasa
basic meaning as‘ an agreement’.

Strategy 6: Avoid disagreement

Thisstrategy isused to avoid disagree-
ment with the speaker, hence the hearer re-
sponds to the speaker’s preceding utterance
with ‘yes, but...”. Extract 3illustrateshow
the subjectsused similar strategiesincorpo-
rated with influencesfrom the Javanese cul -
tureto soften or avoid disagreementswiththe
clients

Extract 3
(13) Subject 1: [smile] //. ra po po.
Translation : [smile] // it'sokay.

As can be seen in extract 3, Subjectl
says ra po po (it’s okay) to hide her disap-
pointment inlosing aclient asthey could not
cometo an agreement onthedeal. 1tiscom-
mon in Javanese cultureto say ra po po asa
politeform of expressing no offencetaken but
theredlity isto hidethedisappointment which
resulted from the disagreement.

Strategy 12: Include both Speaker and
Hearer in the activity

Intheuseof aninclusive‘we form, spea
ker redlly means'you’ or‘me’, hecancall upon
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the cooperative assumptions and thereby re-
dressFTAS.” Inextract4, S6 (9) invitesthe
potential client to enter her premises, but in
actuality, sheissuggesting they both retreat
inside together with the use of the word
‘mlebu’.

Extract4

(9) Subject 6: Mlebu mas.

Translation : Comein, gir. (i.e. Letusgoin
together)

Strategy 13: Give (or ask for) reasons

Theideathat between the speaker and
the hearer, shareamutual understanding each
other, meansthat the speaker wantsthe hearer
understand what the speaker wants. Thisisil-
lustrated in extract 5 where S1isobserved to
explaintothepotential client that she cannot
lower her priceany further becausetheroom

isaready costing her Rp 70,000.
Extract5
1)1 . /l....Ra iso mas kamare wae

patang poloh /...( hemm)..
kanggo aku piro?

/I {1} can’t do that, sir (or
that’s not possible, sir) the
room itself is costly seventy
{thousands Rupiah} ....then
how muchwill beleft for me?

Translation :

By using strategy 13, Sl isableto ex-
plain the situation to the potential client and
maintain somedegreeof politeness, whilesav-
ingtheclient'sfaceaswell asher own.

Strategy 14: Assume or assert reciprocity

By pointing to the reciprocal right (or
habit) of doing FTAsto each other, S may
soften hisFTA by negating the debt aspect and/
or the face-threatening aspect of speech acts
suchascriticismand complaints.
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Extract 6

(13) S2 : Rong jam yo patang poloh.

Translation: Two hours, yesfor forty (thou-
sand Rupiahs)

Inextract 6, ingtead of refusing theclient’s
offer of Rp. 40,000.00 outright, S2 (13) recip-
rocateswith what she can offer for that amount
of money, whichistwo hoursof service,

3.1 Negative Politeness

Asdtated inthe previouschapters, nega
tive politenessisaimed at preserving theface
vaueof theinterlocutors, especially that of the
addressee.

There are seven strategies of negative
politenessof theten postul ated by Brown and
Levinson (1987) that can be observed intalk-
in-action. However, through the analysis of
thedataof thisstudy, only six of these strate-
gieswereinused. Thesedrategiesare: Strat-
egy 1: Beconventiondly indirect; Strategy 2:
Question, hedge; Strategy 4: Minimizetheim-
position, Rx; Strategy 5: Givedeference; Strat-
egy 6Apologize: Strategy 7: Impersonalize S
andH; and Strategy 8: Satethe FTA asagen-
era rule. Each of these strategieswill bedis-
cussedindetail inthefollowing subsections.

Strategy 1: Be conventionally indirect

Thisstrategy involvesgiving the oppo-
sitewant of the speaker to the hearer and the
want isconventionally to use speech actsin-
directly.

Subject 7

(7)S11 : Gak masuk dikamar dulu..?
[smile]

Translation: Are(you) not comingin{the
room} first.....2[smile]

Sllinextract 7 invitestheclient tocome
into their rooms. Thisisseen asan example
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illustrating S11'sconventionaly indirect orders
totheclients.

Strategy 2: Question, hedge

Thisgtrategy usesaquestionwith ‘ hedg-
ing’. A hedge can be aparticle, aword, or a
phraseto givean indication that membership
ispartia or complete.

Subject 8

5) <4 . Alah mosok ra duwe duwet?

Translation : Alahisitredly{trueyou} don't
haveany money?

Theword mosok used by S4 arevaria-
tions of the performative hedge mosok (re-
ally). Thesetwo performative hedges are
used hereto indicate S4's disbelief or sur-
prise (although shemay be pretending to be
surprised) that the client does not have any
money.

Strategy 4: Minimize the imposition, Rx

Tominimizetheimposition, Strategy 4is
used with expressions such as: just, a tiny
little bit, a sip, a taste, a drop, a smidgen, a
little, or a bit for requests. In Javanese the
word‘wa’e (justin English) functionsinasmi-
lar way. Inextract 9, Subject 2 uses*‘sedelok
wae’ (just for a second) to minimizetheim-
position onthepotentid client.

Extract 22

Subject 2

S2 . [silent] sedelok wae yo?
Translation : [dlent] justfor asecond, it'sok?

S2 useswae to giveanindication to the
client that shewantstheclient just for ashort
time. Thislessensthethreat to the hearer be-
cause sheisonly suggesting ashort period of

engagemen.

Strategy 5: Give deference

Thisstrategy isaimed to give deference
to the addressee or the hearer. The speaker
humbleshimsdf or hersef ashe/sheplacesthe
hearer abovehimsdf/hersdlf. Inaddition, this
can beindicated by giving honorificstothe
hearer. Thehonorific canbeatitleor by refer-
ring to the hearer by his/her last name. In
Javanese culture, honorificsarerepresented by
the use of appropriate address systemsfor
examplemas and pak.

Strategy 6: Apologize

Thisstrategy is used by the speaker to
apologizefor hisdoing an FTA. By apologiz-
ingfor doingan FTA, the speaker canindicate
hisreluctant to impinge on hearer’ snegative
faceand thereby partidly redressthat impinge.

Extract 10

(13) Subject12: Maaf mas / cari yang lain
saja

Translation : Sorry sir/just find others.

In extract 10, S12 showsthat she does
not want to accept her potential client’sprice.
However shedoes sowhilestill showing her
senseof humility.

Strategy 7: Impersonalize S and H

Thisstrategy avoidsthe use of pronouns
asif the speaker and the hearer do not know
each other. By not using thepronouns ‘|’ and
‘you’, theintentionisnot toimpinge on each
other. Thedirect expressions can causeface

threatening speech acts.
Extract 11
(7)S3 : Emoh / mlebu jam piro?//

nek gelem / yo rong atus
seket.
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Translation : {1} won't / what time{you}
wanttostart? // 1f { you} will
/ the price two hundreds and
fifty thousand Rupiahs.

In extract 11, S3 avoids using the pro-
noun‘you’ inorder to minimizethethreat on
theclient’sface. It would soundimpoliteif the
pronoun ‘you’ isused in her utterancesuch as
yen kowe gelem (if you will).

Strategy 8: State the FTAas ageneral rule

Thisstrategy isto state the generd rule,
which will threaten the hearer but the FTA is
forcedasagenerd conditionthat should bedone.

Extract 12

(5) Subject 6: Pasarane sakmono // ga po
po kanggo penglaris.

Translation : Itisfixed price // never mind
for thefirst customer.

Subject 6 lays down the general rules
which should befollowed by every client that
isto pay at least asmuch asthe standard rate

for their services. S6 sayspasarane sakmono
(the priceisfixed) indicating that she doesnot
want toimposeontheclient, but thisistherule
inthebrothd andthat the client should comply
by paying the amount that is already deter-
mined.

4. Conclusion

Progtitutesareconsidered asmargindized
people, and then women assub group tend to
speak more politely. There aremany subordi-
nate groupswhich havetheir own set of com-
municationrules, gpart fromtheuniversd rules.
In thiscase, women as a subordinate group,
must avoid offending men-and they must spesk
carefully and politely.

Different cultures, however, havediffer-
ent levelsof required politenessand different
waysof being polite, but all people havethe
need to be appreciated and protected, asitis
called face needs. The present study found
interesting features in the way the subjects
mani pul ate and managetheir interactionsin
order to get their intended message across
employed six positive and seven negative po-
litenessdtrategies.
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