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Abstract 

 
During the bargaining process, buyers need to produce some request utterances in order to make sellers reduce the 

price of the items that they want to buy. This study undertakes a pragmatic investigation of request strategies used 

by buyers during their bargaining interaction at Pasar Kencong Jember. Using the taxonomy of request strategies 

proposed by Blum-Kulka, House, and Kasper (1989), audio recording of bargaining interaction among twelve 

selected buyers and three sellers from three selected stalls were analysed in order to identify various request 

strategies found during the interaction. The results show that all of the three request strategies are used by buyers 

during bargaining at Pasar Kencong Jember. Conventionally indirect request which occurs 23 times or 46.94% is 

the most favored method by buyers in delivering their requests. In the second position, there is non-conventionally 

indirect request which occurs 15 times or 30.61%. On the other hand, direct request which occurs 11 times or 

22.45% appears to be the strategy that are most rarely used by buyers.  It can be concluded that buyers tend to 

choose the indirect strategy rather than the direct ones to minimize the imposition of their request. 

Keywords: bargaining, requests, request strategies, traditional market  

 

Introduction 

A succesful bargaining process requires appropriate utilization of social as well as linguistic knowledge 

for both of sellers and buyers. According to Khuri (1968), bargaining can be regarded as a significant 

aspect of selling and buying activities in which the sellers and the prospective buyers engage in price-

making activity and utilize their social and linguistic knowledge to build and negotiate their identity and 

relationship. In the sense of linguistic knowledge, buyers and sellers should have a good ability to produce 

a specific speech act that can support them in achieving their respective goals. The speech act of request 

is one of the main features in the bargaining process conducted by sellers and buyers in the traditional 

market. Almost all of bargaining interactions show the existence of requests since both parties of sellers 

and buyers have their own intention. Sellers want to gain maximum profit while buyers want to obtain 

their needs at the lowest possible price. However, principally, a bargaining exchange could possibly occur 

because buyers convey a request to sellers to lower the price of the goods.  

Trosborg (1995) defines request as “an illocutionary act whereby a speaker as the requester conveys 

to the hearer as the requestee that s/he wants the requestee to perform an act which is for the benefit of 

the speaker and, sometimes, for the hearer”. However, in order to make a request, people need to be 

careful since it has a strong connection with face threatening act (FTA). A request is uttered when the 

speaker wants the hearer to do something based on the speaker’s desire. In fact, it is possible that 

sometimes the speaker’s desire does not meet the hearer’s desire or vice versa. This kind of condition 

might lead to a conflict in which both of the speaker and the hearer have a great risk to lose their face. 

The speaker might lose the face when the request is expressed and when the hearer refuses to do what is 

requested by him/her. Therein, the use of appropriate request strategies is certainly needed. 

According to Fukushima (2003), request is a type of speech act which has been a central topic of 

discussion for quite long time in the study of Pragmatics. However, there are still few studies on how 

request strategies are applied during the bargaining process in traditional markets. Therefore, the present 
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study is aimed to investigate the use of request strategies during the bargaining interactions between 

sellers and buyers found specifically at Pasar Kencong Jember 

The Notion of Request Strategies 

In analyzing the data, the writers used the theory of request strategies proposed by Blum-Kulka, House, 

and Kasper as the basis(1989)who suggested a taxonomy of requests act formulation by dividing the 

request strategies into three levels of directness namely direct request, conventionally indirect requests, 

and non-conventionally indirect requests. Related to the contexts of request, the term directness is defined 

as the degree to which the speaker’s illocutionary is apparent from the locution (Blum-Kulka, House & 

Kasper, 1989). In direct requests, the illocutionary force is primarily remarked by grammatical, lexical, 

or semantic means as in the utterance ‘Get out of here!”.  

The conventionally indirect request expresses the illocutionary force by means of fixed linguistic 

convention that is established in certain speech community. An example of conventionally indirect request 

can be seen in the utterance “How about opening the door?”.  

The last is non-conventionally indirect request whereby the illocutionary force is not explicitly stated 

in the speaker’s utterance so the hearer should interpret the hidden intended messages. This request 

strategy is clearly shown when someone uses an utterance “I am thirsty” to ask someone to get a drink for 

him/her.  

In general, a request is performed through specific sub-strategies. There are nine request sub-strategies 

which are mood derivable, explicit performative, hedged performative, obligation statement, want 

statement, suggestory formula, query preparatory, strong hint, and mild hint proposed by Blum-Kulka 

that can be seen in the following explanation. However, since the collected data are in Indonesian, the 

writer also provides examples of request strategies in Indonesian proposed by Hassal (1999). 

1. Direct Level 

a. Mood Derivable : The utterances in which the illocutionary forces are signaled by the 

grammatical mood of the verb. 

E.g. “Close the door!” 

 “Cucikan pakaian saya yang kotor!” 

b. Explicit Performatives : The utterances in which the illocutionary forces are explicitly stated. 

E.g. “I’m asking you to close the door.” 

 “Saya minta karcis satu mbak.” 

c. Hedged Performatives : The illocutionary forces of the utterance are mentioned by the 

modification of hedging expression. 

E.g. “I would like to ask you to close the door.” 

 “Saya mau minta formulirnya” 

d. Obligation Statements : The utterances in which the speaker states the obligation of the hearer 

to carry out the act. 

E.g. “Sir, you’ll have to pay the bill.” 

e. Want Statements : The utterances which state the speaker’s desire that the hearer is capable to 

carry out the act. 

E.g. “Saya mau majalah Tempo pak.” 

2. Conventionally Indirect Level 

a. Suggestory Formulae : The utterances in which the request is expressed by giving suggestion. 

E.g. “How about going for a date tonight?” 

b. Query-preparatory : Utterances which contain reference to preparatory condition such as 

ability, wilingnes, and possibility as conventionalized in any specific language. 

E.g. “Would you mind to go for a date with me?” 

 “Bisa pinjam mobilnya?” 

3. Non-conventionally Indirect Level 

a. Strong Hints : Utterances which contain partial reference to object or element needed for the 

implementation of the act. 

E.g. “The game is boring.” 
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b. Mild Hints : Utterances which are expressed without any references to the request proper, but 

are interpretable as requests by context. 

E.g. “We’ve been playing this game for over an hour.” 

Methods 

Participants 

The present study adopted qualitative research as its method and case study as its approach. The 

participants of this study were 12 buyers who did the bargaining interactions with 3 sellers from three 

different stalls i.e a vegetables and spices stall, a beef stall, and a fish stall. The participants were of 

different ethnicities i.e Arabic, Javanese and Madurese. Despite the differences in cultural backgrounds, 

all of the participants shared the same languages i.e. Javanese, Madurese, and Indonesian. 

Methods of Data Collection 

The actual bargaining interactions between participants which occurred at Pasar Kencong were 

recorded purposively to collect the data. Twelve recordings with the total length of 32 minutes and 4 

seconds were collected and used as the data of the study. The process of recording the buyer’s 

conversation was done surreptitiously in order to maintain the natural settings. However, the buyers were 

told afterwards to determine whether they allowed the recording to be used as the data or not. After the 

recording process, the writer made a transcription of the recorded conversations. It had to be done in order 

to make the data manageable, so it would help the writers in identifying the request strategies.  

Methods of Data Analysis 

The technique of analyzing data in the present study involved identifying, classifying, calculating, 

analyzing, and interpreting as summarized below: 

1. Identifying the utterances that contained requests expressed by buyers 

2. Classifying the buyers’ request utterances based on the theory of request strategy proposed by 

Blum-Kulka, House, and Kasper (1989) 

3. Calculating the frequency of each of the request strategies 

4. Analyzing each of the strategy types 

5. Explaining the findings 

6. Interpreting the results 

7. Drawing a conclusion  

Realization of Request Strategies 

There are 49 utterances containing requests embedded in the collected data. Request utterances are 

mostly found in the first stall i.e. vegetables and spice stall, with the total of twenty two (22) occurrences. 

As for the second stall i.e. fish stall and the third stall i.e. beef stall, the writer finds fourteen (14) and 

thirteen (13) requests utterances. Out of the three levels of directness, it is found that the buyers use the 

direct request eleven (11) times, conventionally indirect uses twenty three (23) times, and non-

conventionally indirect uses thirteen (13) times. As for the sub-strategy, there are only seven sub-

strategies that can be found in the collected data. Mood derivable occurs nine (9) times, explicit 

performatives occurs once (1), want statement occurs once (1), suggestory formulae occurs four (4) times, 

query preparatory occurs nineteen (19) times, strong hint occurs nine (9) times, and the last, i.e. mild hint 

is used six (6) times. The following table exemplifies the calculation of the data: 
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Table 1. Frequency of request strategies performed by buyers during bargaining at Pasar Kencong Jember 

Request Strategies 

Frequency 

Total 

Frequency 

Total 

Strategies 
% 

S
ta

ll
 A

 

S
ta

ll
 B

 

S
ta

ll
 C

 

Direct Level 

Mood Derivable 5 2 2 9 

11 22,45% 
Explicit 

Performative 
0 1 0 1 

Want 
Statements 

0 1 0 1 

Conventionally 

Indirect Level 

Suggestory 

Formula 
2 1 1 4 

23 46,94% 

Query 

Preparatory 
6 5 8 19 

Non-

Conventionally 

Indirect Level 

Strong Hints 6 2 1 9 

15 30,61% 

Mild Hints 3 2 1 6 

TOTAL 22 14 13 49 100% 

  

After examining the overall data, the writer analyzed utterances containing the requests as follows 

Direct Requests 

According to Blum-Kulka, House, and Kasper (1989) direct requets can be interpreted as speaker’s 

utterances which explicitly state the illocutionary force. Thus, as it is stated in the table, there are only 

three sub-strategies of direct requests used by buyers during the bargaining exchanges at Pasar Kencong, 

i.e mood derivable, explicit performative, and want statements. 

Mood Derivable 

Mood derivable is generally used by people to communicate their request as direct as possible. The use 

of grammatical mood of the verb is the main feature which signals this type of strategy. During the 

bargaining, this strategy is commonly used by buyers when they directly ask the sellers to reduce the 

price. 

Excerpt 1 

Context: A young male Madurese buyer wants to buy a kilo of beef. However, he does not agree with 

the price given by the seller. The seller of this stall is a Javanese woman. 

 S : Wes iki lo, super iki enak. Gak onok lemake. Opo kisi yo gak  popo, tapi lek kisi onok urat urate Mas. 

(I think you should choose this one, the tenderloin one. It contains no fat. Or if you still want to buy the beef 

shank it is okay, but this has the muscle tissue on it) 

 B : Yo wes seng super ae wes Buk. Kek’i sangang puluh ae Bu. 

  (Okay, I will take the tenderloin. Give it for ninety thousand, Ma’am.) 

 S : Pas Mas’e. Nek sangang puluh aku gak bathi lak an Mas. 

  (The price is fix. If I give it for ninety thousand, I do not get any profit.) 

 

The directness of this request is primarily remarked by the use of the bare verb “Kek’i” which literally 

means “Give”. The verb “Kek’i” clearly indicates that the buyer wants the seller to give him a price 
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reduction. In addition, the illocutionary forces of the request become higher when the buyer states his 

desired price by means of the utterance “Sangang puluh” or “Ninety thousand”. Nevertheless, because 

such expression is commonly used in the context of bargaining, the seller did not feel aggrieved by the 

buyer. 

Explicit Performatives 

In explicit performatives, the illocutionary forces of the utterances are explicitly mentioned using the 

performative verbs such as “tell” and “ask”. Thus, in regard to the case of Indonesian, the verb “minta” is 

mostly used to refer to this strategy. 

Excerpt 2 

Context: There is a young male Madurese buyer who wants to buy a kilo of beef. After being informed 

about the price of the beef that he wants to buy, he involves in a bargaining interaction with the seller 

who is a Javanese woman 

  

B  : Buk, brempa’ arghena daging sak kilo? 

  (Ma’am, how much the price for a kilo of beef?) 

 S : Sing super sattos sepoloh 

  (The price of super quality beef is one hundred thousand rupiah) 

 B : Boh, mak sak mono Buk? Aku njaluk seng rego wolung puluh koyok biasane ae Bu.   

  (Wow, why it costs that much? I’m asking for meat which costs eighty thousand like usual, Ma’am.)  

 

 

Of the nine request strategy types proposed by Blum-Kulka, House, and Kasper (1989), this buyer, as 

shown above, prefers to use the explicit performative. This strategy type can be specifically identified in 

the utterance “Aku njaluk seng rego wolung puluh koyok biasane ae Bu”. The illocutionary force of this 

utterance is explicitly stated by the performative verb “Njaluk” which has an equal meaning to “Minta” 

in Bahasa Indonesia and“Ask” in English. Both of these performative verbs i.e “Minta” and “Ask” have 

been approved as distinctive markers of the explicit performative strategy type. The former signifies the 

explicit performative that is expressed using English (Blum-Kulka, House, and Kasper, 1989), whereas 

the latter is declared by Hassal (1999) as a means to perform explicit performative in Bahasa Indonesia.  

Want Statements 

Want statements refer to the utterances which state the speaker’s desire that the hearer is capable to 

carry out the act (Blum-Kulka, House, and Kasper, 1989). The verb “want” is mostly used to signal the 

buyers’ desire towards the seller. 

Excerpt 3 

Context: A female Madurese buyer buys an oxtongue and beef liver at this stall. She involves in a 

bargaining interaction with the seller who is a Javanese woman. 

 B : Nek ati iki piroan Mbak? 

  (How about the price of beef liver, Miss?) 

 S : Ati sak kilo sewidak enem Mbak’e. 

  (A kilo of beef liver costs sixty six rupiahs) 

 B : Yowes, aku gelem lidahe seng gedean iku Mbak, karo atine  setengah ae. Piro? 

  (Well, okay then. I want the oxtongue, that bigger one, and also half kilo of beef liver. How much?) 

 

The buyer wants to buy an oxtongue and a half kilo of beef liver. After having an agreement on the 

price with the seller, she gives a confirmation about any items that she wants to buy. To express her desire, 

she applies the strategy of want statement as shown in the utterance “Aku gelem lidahe seng gedean iku 

Mbak, karo atine setengah ae”. However, this sub-strategy can be mainly recognized by the word 

“Gelem” which has equal meaning with “Mau” in Indonesia and “Want” in English word. 
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Conventionally Indirect Requests 

Conventionally indirect request expresses the illocutionary force by means of fixed linguistic 

convention that is established in certain speech community. Regarding the data, the writers find two 

strategies of conventionally indirect request which are suggestory formula and query preparatory. 

Suggestory Formula 

As the name indicates, suggestory formulae refers to a strategy type in which the speaker conveys his 

or her request to the hearer in the form of suggestion (Blum-Kulka, House, and Kasper, 1989). In the case 

of bargaining at Pasar Kencong Jember, the suggestory formulae is expressed four (4) times. One of the 

examples taken from stall A described as follows: 

Excerpt 4 

Context: A young Javanese woman who buys lettuces, lemons, and leeks tries to bargain the price with 

the seller who is a middle-aged Madurese man. 

B : Bawang prei itu Pak. Jangan yang itu, lha yang besar-besar itu aja Pak. Berapa? 

   (That leeks, Sir. No, not that one, the big one. How much is it?) 

 S  : Seribuan 

   (It is one thousand rupiah) 

 B  : Gak lima ratusan ta Pak?       

   (How about five hundred, Sir?) 

 

The excerpt above depicts a situation in which the buyer intends to buy several stalks of leek and asks 

about the price to the seller. Being Unsatisfied with the price stated by the seller, the buyer tries to bargain 

by using the strategy type of suggestory formulae. Here, by saying the above bolded utterance, the buyer 

wraps her message that is a request to reduce the price in the form of a suggestion. By using the formula 

of “Gak.....ta?”, which has a pararel meaning to “How about....?” the buyer suggests her desired price, 

i.e “lima ratus” or five hundred rupiah to the seller.  

Query Preparatory 

According to Blum-Kulka, House, and Kasper (1989), query preparatory is utterances that contain 

reference to preparatory condition, such as ability and wilingness. In the collected data, the writers find 

that this sub-strategy is the most favored use by the buyer. 

Excerpt 5 

Context: A young Javanese woman who buys lettuces, lemons, and leeks tries to bargain the price given 

by the seller who is a middle-aged Madurese man 

B  : Ah ini, nek lemon ini berapa Pak? 

  (Ah, these, how much the price for these lemons?) 

 S : Itu tiga puluh itu. 

  (That costs thirty thousand.) 

 B : Harganya segitu ta pak?  

  (Does it cost that much?) 

 S : Iya Mbak 

  (Yes, Miss) 

 B : Nggak bisa kurang ta Pak? 

 

In bargaining the price, the buyer employs the sub-strategy of query preparatory. This strategy type is 

roundly shown by the sentence “Nggak bisa kurang ta Pak?”. As explained by Hassal (1999), in the case 

of Indonesian request, the main benchmark of query preparatory strategy type is the use of the word 

“Bisa” or “Boleh”. However, this strategy is expressed by using the negation form of the modal verb. It 

uses the negation of “Bisa” that is “Nggak bisa” which means “cannot” in English.  

Non-Conventionally Indirect Request 

Looking at the definition given by Blum-Kulka, House, and Kasper (1989), non-conventionally 

indirect request refers to the utterance of the speaker in which its illocutionary force is conveyed tacitly. 

The hearer should be able to reveal the intended meaning which contained in it either by using the partial 
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reference contained in the uterrance or by referring to the context wherein the request is uttered. In this 

study, the writer figures out that both of these two strategy types are employed by the buyers when they 

bargain the price of the items that they want to buy at the three selected stalls. 

Strong Hints 

Strong hint is known as an utterance which provides a partial reference to the object or element needed 

for the implementation of the act (Blum-Kulka, House, and Kasper, 1989). In the present study, strong 

hint has a significant number of occurences i.e. nine (9) times from the total of forty nine (49) requests. 

An example of strong hint found in the collected data will be explained in detail below: 

Excerpt 6 

Context: A female middle-aged Arabic woman wants to buy some coffee beans, shallots, and 

candlenuts. The seller is a male middle-aged Madurese. 

 

 B : Mosok ta’ oleh korang?  

  (Can’t you reduce the price, Sir? ) 

 S : Pas, Buk. 

  (Fix price, Ma’am) 

 B : Jek reng pon langghenan Pak. 

  (I am your loyal customer) 

 S : Yeh makke pon laghenan jek reng lakar larang mangken, Bu’. Ongghuen, ta’ kera coh-ngocoh guleh. 

(Well, it is not the matter whether you are my loyal customer or not. The price of shallots is rising 

now. Really, I don’t lie to you.) 

 

The strategy type of strong hint in this excerpt is done by the buyer when she expresses the utterance 

“Jek reng pon langghenan Pak” which means “I am your loyal customer”. The partial reference to the 

request that she makes in this utterance is the words “Pon langghenan”. The buyer does not use these 

words to inform or remind the seller that she often shops at that stall. Hence, by stating that she is a loyal 

customer at this stall, the buyer indirectly states her intended meaning in which she wishes that the seller 

gives a special price to her as a loyal customer. 

Mild Hint 

As shown in the data, there are three request utterances which contain the strategy of mild hint spoken 

in this stall. Mild hint, by definition, is an utterance that is designed to communicate the request of the 

speaker in the most indirect way without any reference to the request properly but it can be interpreted by 

understanding the context (Blum-Kulka, House, and Kasper, 1989). One of the examples of mild hint 

utterances is found at stall A as presented in the excerpt below. 

Excerpt 7 

Context : A female middle-aged Arabic woman wants to buy some coffee beans, shallots, and 

candlenuts. Disagree with the given price, this buyer then involves in a quite long bargaining interaction 

with the Madurese seller. 

 B : Empa’ poloh duwa’ e berri’aghi Pak? 

  : (Will you give it for forty two thousand, Sir?) 

 S : Nggak Bu’. Pas. 

  (No, the price is fix)  

 B : Ya Allah, Pak. 

  (Oh my God, Sir.) 

 S : Boh, pas Buk. Nekka pon arghena, mpiyan mon ta’ percajeh tanyah e se ajhuwal laennah. 

  (The price is fix, Ma’am. That is the real price of it. If you don’t believe me, you can ask to other sellers.) 

During his bargaining interaction, he uses a mild hint. His mild hint can be seen in the utterance “Ya 

Allah, Pak”. On its surface, this utterance cannot be defined as request as it contains no reference about 

its illocutionary force. It primarily appears as a statement which to some extent even can be judged as a 

meaningless statement. However, if it is seen through the given context of bargaining, it can be inferred 

that this request is used by the buyer to emphasize the request that she has made in the previous utterance. 

By saying “Ya Allah, Pak” she tries once again to make the seller complies with her request. Fortunately, 
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although this expression does not reflect a request, the seller as the hearer is still able to interpret it 

correctly. This is proven by his response in which he rejects to do what the buyer wants by saying that the 

price is fixed.   

Interpretation of the Findings 

The results of the analysis show that these three (3) strategies are all exerted in the bargaining 

interaction between twelve (12) buyers and three (3) sellers from the three selected stalls. From the overall 

amount of data that are 49 request utterances, 22.45% of them are direct request, 46. 94% are 

conventionally indirect request, and the rest 30.61% are non-conventionally indirect request. In this 

condition, it can be argued that conventionally indirect request occupies the first position as the most 

frequently used strategy by participants i.e. buyers at the three stalls. While the second and third position 

are occupied respectively by non-conventionally indirect request and direct request. 

In the context of bargaining between the sellers and the buyers at Pasar Kencong Jember, the 

conventionally indirect request is the most often request level used by participants. The request in this 

level becomes the favorite one by the buyers either to bargain at the beginning of the conversation, in the 

middle of a conversation, or at the end of the conversation. This was driven by the nature of conventionally 

indirect request itself, in which it serves the function as the most polite way in making requests. According 

to Blum-Kulka (1987), a speaker can possibly make a request in the most polite way by ‘appearing to be 

indirect without burdening the hearer with the actual cost of true indirectness’. Indeed this point could 

only be achieved by the conventionally indirect strategy. It is said to be the most polite since it creates a 

balance between the need of pragmatic clarity and the need of threat minimization (Blum-Kulka, 1987). 

Although it is contradictory to the need of pragmatic clarity, the non-conventionally indirect request is 

still frequently used by buyers as it is placed the second position. It is mostly used by Javanese buyers 

and influenced by the fact that indirectness has been known as the main characteristics of Javanese culture. 

In addition, it is also used by buyers from other ethnicities when they want to minimize the imposition 

that is shown when they repeat their requests. In the collected data, it is apparent that sometimes the 

requests to lower the price are spoken by the buyers more than once. Although the sellers have refused, 

several buyers still try to bargain and keep expressing  requests continuously. This can increase a threat 

to the hearer i.e. sellers because the buyers repeatedly state their illocutionary forces. In this case, the non-

conventionally indirect request is considered to be the most proper mode since the illocutionary forces 

within it cannot explicitly be mentioned. Hassal (1999) argues that the speaker tends to use more indirect 

request if the threat to the face of the hearer increases. Therefore, the non-conventionally indirect request 

is chosen by the participants. 

As for the direct request, this is the strategy that is rarely selected by the buyers. Due to its high level 

of directness, this strategy poses a high risk in intruding the face of the hearer. Thus, in several cultures, 

this strategy is deemed as impolite (Blum-Kulka, 1987) so that it is considered  less proper to be used 

when a person wants to convey his request to other people from different cultures. Because of that reason, 

the total of the direct request in the collected data is measly. 

Conclusion 

This study is designed to address the issue of request strategies used by buyers at Pasar Kencong in 

order to reveal the types of request strategies applied during bargaining. the results of the present study 

support the statement from Blum-Kulka, House, and Kasper (1989) which states that when a speaker 

wants to minimize the imposition of requests made, s/he will opt to use more indirect strategy instead of 

the direct one. This is proven by this study in which  the conventionally indirect request and the non-

conventionally indirect request possesses higher percentage of occurences compared to the direct request. 

By choosing these two strategies, buyers have a chance to minimize the imposition that is naturally 

generated by the request itself. These two indirect strategies will prevent the buyers from harming the 

sellers’ face so that a social harmony between them could be maintained. 
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